
Although golf course irrigation has 
come a long way in the last 10 years, 
golf courses still make mistakes that 
cause them problems and waste many 
dollars. Here are specific examples 
of what happened to two courses and 
how they should have approached 
the problem. 

The first golf course decided that 
they wanted an automatic irrigation 
system. T h e information given out to 
the prospective bidders by the club 
included t h e w a t e r source , t h e 
pumphouse location and a request 
for an au tomat i c system. T h e bids 
were received and without analysis 
the club awarded the installation to 
the lowest bidder, who was 20 to 25 
per cent below the other two bidders. 
The contract was drawn up based on 
the lowest bidder 's plans and speci-
fications. T h r e e years later , a f te r 
much trouble, the golf course asked 
again for bids on a new system. For 
some u n k n o w n r e a s o n , they p r o -
ceeded with the bidding in the same 
way as before, but this t ime i tems 
were cut to lower the price so that it 
was acceptable to the membership. 

As a result the club was $200,000 
poorer and no wiser. 

T h e second golf course decided to 
install an automatic irrigation sys-
tem, then went to the club members 
to see what money was available. 
One member, who was a sewer pipe 
c o n t r a c t o r , told the c lub tha t he 
could buy the mater ia l s wholesale 
and install it with " n o problems." 
T h e sewer contractor ordered fair-
way heads, valves, control lers and 
wire f rom a spr inkler d is t r ibutor . 
He bought the pipe direct. The dis-
t r i b u t o r , w i t h o u t a n y f u r t h e r in-
vestigation, sold the club the items 
the sewer contractor ordered. W a s 
this a savings to the club? 

Af te r the system was instal led, 
which took 10 months, several prob-
lems occurred. Valves kept sticking 
open . Spr inklers would not rota te 
and were breaking off. Spr inklers 
would not th row wa te r to desired 
distances. Pipes were blowing out of 
the ground. And the control wire was 
breaking apart . 

T h e valves should have been a dif-
ferent type because of the silt condi-
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tion from the pond. The sprinklers 
stuck because they were not installed 
with crushed stone around them for 
d r a i n a g e . T h e s w i n g j o i n t s w e r e 
p laced over the p i p e , not off to t he 
side, so that when heavy equipment 
went over them, it crushed the pipe. 
T h e spr inklers did not th row the 
proper distance because the pump-
ing system could not del iver the 
gallonage at the required pressure. 
And f ina l ly , the p ipe , be ing p res -
sure pipe, was installed at an improp-
er depth, with the thrust blocks in the 
wrong places. T h e wires were break-
ing because of insufficient slack to al-
low for settling of the trenches. 

There is, h o w e v e r , a right way to 
approach the designing, engineering 
and installation of an automatic ir-
r igat ion system. The golf club su-
per in tendent should first go to the 
c lub m e m b e r s to r eques t a f ea -
sability study for the proposed sys-
tem. A commit tee should then be 
formed to select a responsible f irm 
to design, engineer and install the 
i r r i g a t i o n sys t em. Before selec-
tion, several companies should be in-
terviewed to find out how long they 
have been in business, what courses 
they have done and who they have 
worked for in the past. 

The bondability of the firm should 
be determined. T h i s indicates that 
the insurance company has investi-
gated the firm, and they believe it can 
perform the work. It also guarantees 
the club that the work will be done at 
the agreed price. 

Design fees shou ld be inves t i -
gated. In order to do the job proper-
ly, the design firm must go through a 
lot of work. Find out the cost of this 
work before going any further. 

Is the company designing the sys-
tem also in the instal lat ion busi-

ness? M a n y good design firms are in 
the installation business because of 
the special skills necessary to do the 
job proper ly . However , be on the 
lookout for f i rms that wr i te speci-
fications a r o u n d only the products 
they represent. A good firm will de-
sign the system around the club's par-
ticular needs and not their particular 
products. 

Once the designer has been se-
lected, he should be expected to meet 
wi th the s u p e r i n t e n d e n t a n d de-
cide what type system would be the 
most suitable to the part icular golf 
course. He should walk the course 
with the super in tendent and make 
notes of each^hole and the problems 
he has had to deal with—drainage, 
excessive wet areas or any others . 
He must speak to the committee and 
find out if they have any special prob-
lems to add. 

A preliminary plan must then be 
designed and gone over with the peo-
ple involved wi th a d d i t i o n a l cor-
rections made if necessary. 

T h e d e s i g n e r ' s f ina l p l a n s and 
spec i f i ca t i ons should i n c l u d e hy-
draulic tables, the type of pumping 
system to be used, a materials list, the 
terms of payment, the time necessary 
to c o m p l e t e the j o b (in w o r k i n g 
days), complete specificat ions, in-
stallation instructions and a list of 
all additional costs that may occur, 
such as rock and ledge removal, sand 
and sod r e m o v a l or r e p l a c e m e n t . 
T h i s r e d u c e s the p r o b l e m of ne-
gotiating after the contract has been 
awarded. 

The irrigation system is now ready 
for bidding. T h e designer and the 
super in tendent should ask respon-
sible people to bid on the contract 
and allow them time to get their 
prices to the club. 

Once the contract is awarded, the 
de s igne r and the s u p e r i n t e n d e n t 
should meet often to make sure that 
the sys tem is be ing i n s t a l l ed ac-
cording to specification. T h e key to 
a good instal lat ion is the super in-
tendent . His interest in the daily 
work should stop any problems be-
fore they arise. 

After the installation is complet-
ed, the installer should turn over to 
the designer a set of system blue-
pr in ts . T h i s is i m p o r t a n t , because 
after the installer has gone, the su-
perintendent must maintain the sys-
tem. He should know what is in the 
ground and where. If the installation 
and design is done in this way, the 
golf cou r se will have an e f f ic ien t 
problem-free system for many years, 
because the s u p e r i n t e n d e n t took 
the time and learned about his system 
as it was being installed. 

Installation of a good automatic ir-
r i g a t i o n system d e p e n d s on good 
communication among all the parties 
involved. If th i s is c a r r i e d ou t 
t h r o u g h o u t the j o b , no p r o b l e m s 
should arise that cannot be solved. • 

Steps Toward Successful Installation 

• Request feasibility study 
• Interview firms in irrigation field and find out 
how long they have been In business, what 
courses they have done and who they have 
worked for in the past 
• Determine bondability of firm 
• Investigate design fees 
• Explore problems for each course hole with 
the designer, once selected 
• Submit final plans which should include hy-
draulic tables, type of pumping system, list of 
materials, terms of payment, time necessary to 
complete the job, complete specifications, in-
stallation instructions and list of additional 
costs 
• Accept bids for system 
• Make frequent checks on installation in 
meetings between designer and superintendent 
• Obtain system blueprints from installer after 
installation is complete 




