Tough Growd

BY ANTHONY PIOPPI, CONTRIBUTING EDITOR
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he golf course maintenance
industry is taking on the
appearance of a car (golfers’
expectations) towing a trailer
(superintendents). No mat-
ter how fast the trailer goes,
it can’t catch up to the car.

No matter what a superintendent does,
it’s just not enough. The greens may be perfect
and rolling at 10 on the Stimpmeter, but nearby
is a course with a green speed of 11, so 10 is
deemed too slow. It’s inconsequential that
the course with a green speed of 11 is
2 years old with flat putting surfaces, while the
one course with a green speed of 10 is 85 years
old and has wilting, undulating greens that
would be impossible to play at higher speeds.

Another part of the problem is also the age-
old dilemma of a course trying to keep up with
the Joneses even if the Joneses have the largest
maintenance budget in the area and a crew the
size of a cavalry division. Of course, the color tele-
vision is also to blame. If only golf tournaments
could be televised in black and white.

So superintendents, like the trailer, have no
choice but to keep up. This brings to light a
predicament that many superintendents face
when forming their maintenance budgets.

A major problem with many golf courses
is that budgets aren’t rising at the same level as
golfers’ expectations for outstanding turf. So
how can superintendents better communicate
with golfers and members to find out the
things they want and need the most? How can
superintendents make it clear to golfers and
members that they sometimes can’t have every-
thing they want because of budgetary limits?

No matter how tough Fred Behnke’s cur-

rent bosses are now, they will never be more
demanding than the golf course’s previous
owners. Behnke is superintendent of Mount
Prospect (Ill.) Golf Club, a municipal owned
by the Mount Prospect Park District. Behnke
says the mob owned Mount Prospect in the
1930s and 1940s. Now that’s a boss who
would be tough to say “no” to.

“I keep thinking we're going to find a body
or money every time we dig an irrigation
trench,” Behnke says with a chuckle.

Since he has not found any cash, Behnke
has to make do with the budget provided him
to keep the course up to expectations, while also
getting the point across to management and
golfers of what’s attainable and what's not.

“My boss made it clear that he’s not going
to tolerate what most people consider
municipal conditions,” Behnke says.

That’s a tall order, considering that Mount
Prospect’s most-expensive green fees are $46
for nonresidents on weekends. The expecta-
tions, though, are high because of so many
good public layouts in the Chicago area —
which Behnke says leads to an interesting
phenomenon when his regulars return from
one of the expensive courses. “They spent a
lot more money, so they are not going to say
our place is just as good,” he says, even though
the course just might e as good.

Behnke, who has been at Mount Prospect
for nearly 20 years and is president of the
Chicagoland Association of Golf Course
Superintendents, has found that talking to
golfers individually about the course’s budget
is the best way to communicate with them.
Then they understand better why he can spend

Continued on page 36
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Tough Crowd

“l want to

communicate
what it takes
to achieve
X,Yand Z”

BOB ALONZI
FENWAY GOLF CLUB
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Continued from page 34

money to do some things but not some others.
Behnke’s point is that most people — if you
talk to them alone and reasonably — will be
reasonable with you.

Behnke says another part of his job is to “act
as a filtering mechanism.” Because the county
runs the course, a commission oversees its oper-
ation. That means the general public can voice
concerns directly to the commission. Behnke
says golfers won't go over his head if he answers
their queries at the golf course.

Despite his challenges, Behnke says he
might have an advantage over superintendents
at upscale private courses.

“My golfers are mostly middle-class,” he
says. “They have heard the word ‘no’ in their
lives. The guys at private clubs have it harder
because they are dealing with people not used
to hearing ‘no.””

Bob Alonzi will attest to that. The super-
intendent at Fenway Golf Club in White Plains,
N.Y., has been a superintendent in the ultra-
competitive Westchester County area for more
than 30 years, including a stint at Winged Foot
Golf Club. According to Alonzi, one of his
biggest problems over the years has been deal-
ing with a person in a position of power —
whether it is green chairman or club president
— who makes decisions on his own, forego-
ing the normal procedure.

“It becomes very political,” Alonzi says.
“You can't run the golf course for one person.”

In these situations, people used to
exercising power believe they can make changes
by merely passing on the dictum without
thoughts of budgets or manpower. “They want
to leave their mark,” Alonzi says.

Alonzi tries to combat this problem through
what he calls “familiarization,” or teaching his
members without making them feel like they
are being taught.

“It’s really getting to know the people you
work for,” he says, noting that it's about care-
fully explaining why their wants and desires
may not be realistic. “I want to communicate
what it takes to achieve X, Y and Z.”

At Barefoot Resort and Golf in North Myr-
tle Beach, S.C., Patrick Donelan deals with
one person, the director of golf, while main-
taining the Greg Norman- and Davis Love-
designed courses. In his previous job, Donelan
was superintendent at a private facility. Then

he used hard numbers to explain to members
why certain desires could never be achieved
without shattering the budget.

At one point at the private course,
Donelan asked the green committee to give
him a wish list of what it wanted. Then he
put numbers to each item to show what each
would cost.

“They just about fell off their chairs,”
Donelan says of the cost for some proposed
projects, such as extending irrigation into the
tree lines or performing landscaping projects.
“They looked at me like I was nuts.”

Often times, the members who proposed
the work didn't take labor issues into consid-
eration of the potential cost, Donelan says.

One way to avoid farfetched ideas is to
indoctrinate new board members. “The
older guys need to help the new guys
understand the superintendent’s situation,”
Donelan says.

He points to the fact that most freshman green
committee members are surprised by the fact
that 54 percent of the budget is devoted to
labor.

The rules are different at Barefoot Resort.
Donelan works in conjunction with his coun-
terpart, John Hughes, superintendent of the
resort’s Tom Fazio-designed public course.
When budget time roles around, Donelan
and Hughes work together before submitting
their numbers.

At times, cuts are needed even when it
appears that the leanest numbers are not
enough. Donelan says he and Hughes leave it
up to their bosses to make the toughest cuts.
Sometimes that means not hiring as many
seasonal employees or reducing the frequency
of nonessential maintenance practices.

Donelan says he understands the need to
save money, although he doesn’t always like
the cuts that must be made. But since the
superintendents of Barefoot have such a good
relationship with upper management, he says
he knows his bosses will take the utmost care
when trimming.

Alonzi said communication between the
superintendent and all involved parties is the
simple and appropriate path to settle budget
disputes.

“The best way is to talk it over,” he says,
before offering a caution. “But you have to be
extremely careful.” ®



COURTESY OF RUMSON COUNTRY CLUB

Voney “Talks

It's vital for superintendents to communicate effectively
when negotiating their maintenance budgets

GOLFDOM

BUDGET GUIOE

Jim Cross (center), certified
superintendent of Rumson
Country Club, keeps his green

committee members— including

co-chairmen Jim Morrison
(left) and Jake Gehret —

abreast of how much money it

takes for his crew to perform
certain tasks.
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BY LARRY AYLWARD, EDITOR

he green committee mem-
bers at New Jersey’s upscale
Rumson Country Club are
well-educated and well-to-
do. Many are employed as
stockbrokers, bond traders
and bankers in nearby New
York’s financial district.

Jim Ciross, certified superintendent of Rum-
son Country Club, knows he’s up against some
fiscal phenoms when it comes to talking money
and configuring the golf
annual maintenance budget. “I can’t pull the
wool over their eyes,” Cross says with a chuckle.

A seasoned superintendent, the 50-year-old
Ciross realizes how important it is for superin-
tendents to communicate effectively when

negotiating their maintenance budgets, whether

course’s

it’s with a course’s green committee, financial
committee, general manager or owner. Super-
intendents also need to learn proper business
lingo so they can hold informed conversa-
tions with the financial know-it-alls and
understand the logic behind bottom lines and
profit margins.

W. Davis Folsom, a professor of marketing
and economics at the University of South Car-
olina, guesses most superintendents never took
accounting in college. While they don't need
to understand economics with the intensity
of Alan Greenspan, superintendents do need
to understand the basics of business — and
then some.

“Superintendents aren’t dealing with rev-
enue, but they're dealing with cost,” Folsom
says. “They have to know the difference
between a capital expenditure and expensing
an item.”

Rick Slattery, superintendent of Locust Hill
Country Club in Rochester, N.Y,, says it’s more
imperative than ever — in a stagnant economic
environment — that superintendents know
finance.

“It’s not only for your own survival, but also
for your club’s survival,” Slattery says. “Every-
one is in this together.”

Learning the lingo

Communication between superintendents and

their courses’ financial experts must be two-

way for it to be effective. However, superin-
Continued on page 40




Continued from page 38
tendents are the catalysts for that communi-
cation on both ends.

Superintendents must understand the lan-
guage spoken by the business-savvy people they
deal with. On the flip side, superintendents
must ensure those same people understand what
they're talking about when superintendents
speak to them about agronomics.

For example, a club’s green committee
member who's employed as a financial analyst
on Wall Street expects a superintendent to
understand the business language he’s speak-
ing. However, he’ll also expect the superin-
tendent to talk in novice terms when discussing
the implications of insect damage if turf is not
treated with an application of imidacloprid.

“You have to understand that they don’t “vou have tu understand

know your lingo and probably won't make an
attempt to learn it,” Slattery says. ’
But it often takes time and patience for that they don’t know
superintendents to learn their lingo. .
Joe Boe, superintendent of Coral Oaks Golf Ylllll' Il“gu and prOhahly
Course, a municipal course in Cape Coral,
Fla., meets a few times a year with the city’s won’t make an attempt to
finance department to discuss his course’s bud-
get and financial state. Boe admits “number Iearn it_”
crunchers” intimidated him when he began
working at Coral Oaks about nine years ago.  Rjck SLATTERY
Boe says the city’s financial wizards are | 5cyST HILL COUNTRY CLUB
detailed in their approach — they seek precise
figures on how much it costs to operate the IS
course per hour and per acre. But after a few
rounds of dealings with the finance depart-
ment, Boe says he had a clearer picture of his  course’s economics. “You have to get it down
to an exact science to know exactly where
the money is,” he adds.
é B g ’ M Boe says it’s important for superintendents
A G 00 d us' n ess a n to understand specific statistics such as cost
Jim Cross is all business when it comes time to present his budget to the per acre. Then they will understand why —
green committee. Cross, certified superintendent of Rumson Country Club, or why not— they're granted certain funds at
offers these tips: budget time.
= Give a complete presentation. “Use spreadsheets and include supporting Cross, who has been at Rumson for
statements for both maintenance and capital requests; Cross says. “This 15 years, says he’s doesn’t get jumpy when he
should be in the form of text, graphs and literature.” discusses financial matters with his club’s green
i committee. That’s because Cross is no dummy
when it comes to numbers. He originally
attended college to study business and
accounting, and what he learned has helped
him in his business dealings with the green
committee.
If superintendents don't have a handle on
Continued on page 42

= Look professional. “Wear a coat and tie, and speak clearly and concisely;
Cross says. “Package the budget neatly in a binder with cover page, index
and dividers so the information is easy to read and find”

u Provide copies of the budget to everyone and personalize them if possible.
“The more involved everyone is in the process, the more likely they are to take
ownership of and support the cause; Cross says.
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Money ‘Talks’

I\ :
“They have to
know the differ-
ence between
a capital
expenditure
and expensing
an item.”

W. DAVIS FOLSOM,
ECONOMICS
PROFESSOR

keep up on the lingo.
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A pocket dictionary of business
terms, such as American Business
Language, can help superintendents

Continued from page 40

business basics, Slattery advises them to attend
seminars or classes to learn them. They could
also learn from reading books or Web sites on
the Internet.

“You don’t need to know everything
in-depth, but you need to know enough to
talk intelligently with the people who han-
dle the money,” Slattery says.

If you don’t know the business ropes, Boe
recommends you talk to the people at your
courses who do, such as general managers and
food-and-beverage managers.

“Talk to them to see how they break things
down,” Boe says. “Then look at your own
operation.”

Folsom says superintendents can learn busi-
ness basics by reading the Wal/ Street Journal

if they have time. “[The paper’s] writers never
use business jargon without defining it.”

Folsom also recommends securing a copy
of Barron’s Dictionary of Finance and Invest-
ment for a quick study of financial terms. Fol-
som also offers his own publication, American
Business Language, a pocket dictionary of busi-
ness terms.

Superintendents fresh out of college may
have studied business and finance as part of
their turf curriculums. More colleges, such as
Rutgers University/ Cook College and Penn
State University, offer business courses to bet-
ter prepare future superintendents. For
instance, undergraduate students in turfgrass
science at Penn State must take classes in soil
science and business management.

Rutgers offers similar courses in its four-

year and two-year programs. In fact, the
classes are more defined in the two-year
program to accelerate the learning process.
“The two-year certificate program is
applied and focused on what superin-
tendents will need,” says Bruce Clarke,
director of the Center for Turf Sci-
ence at Rutgers. “In fact, some of the
students in our four-year program
takes certain courses in the two-

year program.”
While more up-and-coming
superintendents are learning about
business in college, Slattery
believes their best financial
education will occur on the job.
“It’s experience under fire,”
Slattery says. “It’s hard to learn a lot

of it until you get right in the mid-

dle of it.”

Teach your members well
The green committee members at
Rumson Country Club know
what they want for their course.
“My job is to explain to them how
to get it,” Cross says.
To help green committee mem-
bers understand better what he and
his crew do — and how much it
costs — Cross provides each com-
mittee member with a copy of his
operational manual, which dis-
cusses the course’s maintenance

Continued on page 44
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Continued from page 42
objectives in not-too-technical terms.

Cross is careful not to turn his talk into an
Agronomy 101 seminar when he speaks to
green committee members about maintenance
projects and their costs. His goal is to educate
them enough so they understand why he al-
locates certain dollars to the budget for par-
ticular items.

Throughout the year, Cross keeps mem-
bers abreast of money spent on labor, the
largest segment of the budget.

“I provide them with weekly spreadsheets
of all the jobs we do — mowing, irrigation
repairs and spraying — and how much time
it takes to do those jobs each day,” Cross says.
“They need to realize how many man-hours
some jobs take.”

Cross also clues members in on chemical,
fertilizer and equipment costs.

Slattery, a superintendent for more than
30 years, points out that golf course mainte-
nance is a tough sell to a course’s financial
decision makers because maintenance is so
intangible. For instance, it’s difficult for a
superintendent to sell the financial decision
makers on a 10 percent increase in pesticide
spending because they can't see the effect pes-
ticides have on a course.

“It’s easy for them to spend money on new
chairs in the dining room or for an extension
in the grill room,” Slattery says. “But when you
try to sell them on something like an irrigation
system — where you're asking them to essen-
tially take a million dollars and bury it in the
ground — it’s a very difficult sell.”

That’s why it’s important for a superin-
tendent to communicate effectively — and
in this case, illustratively — that a new irri-
gation system will help improve a course’s
playability and consistency. Slattery says it’s
also vital for the superintendent to convince
others that the investment will pay for itself
in X amount of years.

How you look is also important when com-
municating with a course’s financial authori-
ties, says Cross, who wears a coat and tie when
addressing Rumson’s green committee about
budget manners.

“The audience is made up of business pro-
fessionals and, in my experience, they are more
accepting of my requests when addressed in a
businesslike manner,” he says.

“You have to get it down

to an exact science
to know exactly where
the money is.’

JOE BOE
CORAL OAKS GOLF COURSE

On the up and up

Even if your course’s green committee mem-
bers don’t work as bankers, Slattery stresses
that superintendents should never try to pad
or manipulate their budgets. Superintendents
should view their golf courses’ monies as their
own and spend it accordingly.

“Every time you purchase a chemical, fer-
tilizer or a part for a mower, think about tak-
ing money out of your own wallet to do it,”
Slattery says. “And then stop and ask yourself,
“Should I do this?” If the answer is, ‘No,’ then
dontdoit.”

Sooner or later, an owner or green com-
mittee will realize you're spending money
wisely, Slattery says. Then they will respect you
for your financial capability; and you'll develop
credibility with them.

Then it will be much easier to talk business

with them come budget time. ®



Gaining Grounds

Three simple precepts can keep superintendents on track
when creating maintenance budgets for areas outside the

golf course

GOLFDOM,
BUDGET GUJDE

When members start adding
intricate landscaping at the
club’s entrance (as they have
at the Big Canyon Country
Club), the superintendent
should ask them to hire a
staff horticulturalist.
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BY FRANK H. ANDORKA JR., MANAGING EDITOR

hen Dave Smith
became the super-
intendent at Fawn
Lake Country Club
in Spotsylvania, Va.,
the clubhouse did-
n’t exist. Once the
owners built it, however, it didn't take the gen-
eral manager long to ask Smith to take care
of its surrounding flower beds.

“We never had a sit-down meeting about
it,” Smith says. “They assumed I would take

over the responsibility, and I assumed I would
take over the responsibility. But budgeting for
it has been a challenge because of the way my
responsibilities evolved.”

Smith has learned how to create a budget
for these extra responsibilities on the fly, but he
doesn't recommend his colleagues do it that way.

“We're learning as we go along, and we'll
get the process down for good soon,” Smith
says. “It’s been a little bit of a learning curve
as the responsibilities multiplied.”

Continued on page 48
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Gaining Grounds

The skill set necessary to
take care of flowers isn't the
same set necessary to take
care of turf.
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Continued from page 46

Smith’s story isn’t uncommon. Superin-
tendents start out being responsible solely for
the golf course, but shift into more of a
grounds maintenance role as new landscap-

“You don’t need to be a
horticulture expert, but
you'd better listen to the
one you hire””

JEFF BEARDSLEY
BIG CANYON COUNTRY CLUB

ing and other maintained grounds are added.
Experts say superintendents should live by
three precepts when they budget to meet these
new responsibilities.

First, realize that most golf courses will
keep adding to the responsibilities without
adding money to superintendents’ budgets
unless they speak up. Golfers and members
often don' realize the amount of work it takes

to maintain landscaping, so superintendents
need to tell them when it becomes a burden.

Second, experts say superintendents must
fight for a separate grounds budget so they
can document costs more clearly. Superin-
tendents should also fight for separate staffs
because the skill set for turf care isn’t the same
as the one required to care for flowers and
other grounds.

Finally, as with all other maintenance func-
tions, superintendents must manage the
expectations of the budget committees so they
can properly budget for the job, say people
who've gone through the process for years. If
superintendents can stick to these three prin-
ciples, budgeting for grounds maintenance

doesn’t have to be difficult.

Containing ‘landscape creep’
Dan Dinelli, certified superintendent at
North Shore Country Club in Glenview, IIL,
felt its presence as the years progressed. Some-
thing outside his consciousness weighed him
down, stretched his resources thin and added
more pressure to an already pressure-packed
job. Then one year it hit him — “landscape
creep” increasingly ate up his time and that
of his crew.

Continued on page 50

s3]
=
=
(8]
>
o
e
Z
=3
o
O
&
o
>
4
<
o
o
(53]




Gaining Grounds

Dan Dinelli, certified
superintendent at North Shore
Country Club in Glenview, lIl.,
says his members kept adding
high-end landscape until he
couldn’t handle the extra
maintenance duties with his
existing staff.
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Continued from page 48

Suddenly, Dinelli found himself responsi-
ble for taking care of the tennis courts, pool
and clubhouse — 5 acres of high-end land-
scaping in all — in addition to maintaining
a top-notch golf course.

“The members kept adding to the land-
scape, and this isn't just any landscaping. This
is high-end, high-maintenance stuff,” Dinelli
says. “Most superintendents work hard, and
they just keep moving forward from one job
to the next even as more gets added to their
plates. The problem is that I eventually reached
a point with the landscaping that my depart-
ment couldn't absorb it anymore.”

Dinelli asked his budget committee to
fund an additional seasonal worker to main-
tain the landscaping. His board, however,
reacted skeptically.

“Wed been doing it on our own for so long
that they had a hard time understanding why
we needed another body,” Dinelli says. “I

realized it was my job to get my facts together
to persuade them.”

At North Shore, the budgets are mixed
together under the rubric of “greens and
grounds,” so Dinelli says he couldn’t provide
the budget committee with historical infor-
mation on how much it cost to take care of
the landscaping. To combat the shortcoming,
he asked three local landscaping firms
(including, ingeniously, the company that did
landscaping for one of the committee mem-
bers) to price out how much the job would
cost. The number, $30,000, staggered the
committee.

“They quickly saw that the $18,000 I
requested to add a seasonal staffer wasn't bad,”
Dinelli says. “It crystallized the issue for them.”

Separate staff

Jeff Beardsley, superintendent at Big Canyon

Country Club in Newport Beach, Calif., says
Continued on page 52
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Hiring a seasonal worker to
dedicate his or her time
strictly to the landscaping is
more cost-effective than hiring
an outside firm to do the work.

Continued from page 50

it’s important for superintendents to main-
tain separate staffs for grounds maintenance
functions.

grounds. Though they report to him (and he
handles their budget requests), the horticul-
turalist sets the agenda and makes sure the
flowers are taken care of properly. Before

Golfdom September 2004

“The quickest way to have the project done
properly is to have a dedicated staff do it,”
Beardsley says. “With some of the landscap-
ing demands, it’s the only way to keep the
club members satisfied.”

Once members realize that the grounds
around the clubhouse make the first impres-
sion on visitors (in the hotel business, they
call it curb appeal), they start to understand
the importance of hiring experts to handle
it instead of adding the duties on the golf
course maintenance staff.

““We can'’t be experts in everything and
having dedicated experts on staff mean the
grounds will get the same level of attention as
the course,” Beardsley says.

Beardsley oversees a staff horticulturalist
and four employees to look after the areas
around the clubhouse and other peripheral

Beardsley makes the case for how much
money the grounds budget needs, he walks
into the horticulturalist’s office, sits down and
listens.

“You don’t need to be a horticulture
expert, but youd better listen to the one you
hire,” Beardsley says.

(Beardsley declined to put a number on
how much he spends on the grounds, say-
ing his low-key, high-end club isn't typical —
and he might find himself in trouble if he
made the number public.)

The expectations game

Beardsley says he views his job as figuring out

what the members expect the grounds to look

like and then giving them the actual budget

figures on what it will take to do it. If the
Continued on page 54



_ matures around the -
Iqwse often. require extra
 labor and tima for their care.

Continued from page 52

members decide they want to rotate the flow-
ers on a quarterly basis (to keep the color
palette fresh as the seasons change), Beards-
ley and his staff are happy to do it. But it costs
money, and members often decide they have
other priorities for where the money should
be spent on the course when presented with
the hard numbers.

“During tough financial times, the land-
scaping budget is the first item they cut,”
Beardsley says. “If you're meticulous in show-
ing them exactly what it costs to care for the
landscaping, you put the decision in their
hands about what to do.

“That doesn’t mean you're trying to evade
responsibility,” he adds. “But it is #heir golf
course, and they should make the decisions
about what to cut out of the budget.”

Smith, whose evolving role as the grounds
maintenance supervisor left him playing
catch-up from the beginning, says educating
golfers about the grounds maintenance costs

Continued on page 56
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BIG CANYON COUNTRY CLUB

Gaining Grounds

Big Canyon Country Club superintendent Jeff Beardsley also maintains a separate
budget to care for the slopes that surround his course.

Continued from page 54
is the most important aspect of creating a
budget for it.

The original general manager at Fawn
Lake designed the landscaping around the
clubhouse with a certain look in mind. When
a new person replaced him two years ago, the
vision changed radically. Smith and his crew
ripped out the old landscaping and planted
new flowers, trees and shrubs. Unfortunately,
the new general manager expected it to look
as finished after the renovation as it had be-
fore — especially after he'd spent all that
money on it.

“I had to explain to him that it wasn’t
going to look like a finished product right
away, and that he was expecting too much,”
Smith says. “Problems arise when expecta-
tions move beyond what can reasonably
expected. We learned from each other how
to match the expectations with the ability to
provide for them, and the whole process is
moving more smoothly.”

He chuckles. “We're getting there.” ®

GO AHEAD, HIT THE SNOOZE BUTTON.

Sandtrapper from IVI-GOLF, will change your morning routine.
Designed specifically for bunker applications, the advanced polymer
controls sand contamination and washouts while giving you time for
other important priorities. Now, with three different styles,
Sandtrapper gives you the control and flexibility you're looking for.

S ® You can select the product that's right

AND

TRAPPER

for the requirements, whether you have

visit our website —
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steep, high-flashed bunkers or a broad,

moderate design. So hit your snooze button and give us a call at 888-870-5111 or

www.sandtrapper.com for more info.
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An irrigation upgrade could save
your course money in the long run

BY CURT HARLER

hether your course is
blessed with 44 inches
of annual rainfall or
scrapes by on 4 inches a
year, your use of irriga-
tion water will be regu-
lated. Irrigation is a big economic factor in
many course budgets.

Superintendents at courses in Nevada and
New York found that keeping close rein on
water use not only is economically rewarding,
but environmentally satisfying, too.

Las Vegas-based Shadow Creek Golf Course
saved 76 million gallons of water, or 223 acre
feet, in 2003 by implementing a series of
improvements. “Every day I look at the grass.
Every night I turn down or turn off the
system, depending on what I observe,” says
Shadow Creek superintendent David Diver.

In Rochester, N.Y., Rick Holfoth took a
more gradual approach to upgrading the
irrigation system at Irondequoit Country
Club. It paid off, both in water use and pro-
fessionally. Holfoth took a system that was
limping along with irrigation efficiency fac-
tors like 41 percent on the No. 3 fairway and

49 percent on the No. 11 tee to a uniform 89
percent on the No. 12 fairway.

“That proved the money spent on
No. 12 was a good investment,” Holfoth says.

Two good things came out of the
improvement on No. 12:

m First, [rondequoit decided to go ahead
and upgrade the other 17 holes.

u Second, partly based on his work at Iron-
dequoit, the Country Club of Rochester hired
him away last year and made one of his first
tasks upgrading its irrigation system.

The bottom line: Better management and
a better system will smooth out irrigation water
usage, even in tough moisture times.

“The ratio of average-to-peak irrigation
cycles is directly related to the operator of
the irrigation system: the superintendent,”
states Mike Brownell, water resource scien-
tist with the federal Susquehanna River Basin
Commission (S