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Werning to Lead Deere C&CE
John Deere Commercial & Consumer Equip-
ment (C&CE) division recently announced the
realignment of three business units that pro-
vide products and services to professional
landscape and irrigation contractors, turf man-
agers and golf and sports turf professionals.
John Deere Landscapes, John Deere Golf
& Turf One Source and the company's profes-
sional mowing segment will now come under
the direction of David Wemning, president of
John Deere Landscapes and now also senior
vice president of the John Deere C&CE com-
mercial segment Gregg Breningmeyer, direc-
tor of sales and marketing for One Source and
commercial segment marketing, will continue
in his position and report directly to Wermning.

NGCOA Recognizes Courses

The National Golf Course Owners Associa-
tion recognized three golf courses for their
success in growing the game by naming
them the winners of the NGCOA's 2006
Player Development Awards.

One winner, the Cyprian Keyes Golf
Course in Boylston, Mass, turns into a dinner
party Friday nights during its Nine and Dine
league, in which participants enjoy nine holes
with golf car, prizes and dinner for $30.

The Carson Valley Golf Course at Gard-
nerville, Nev, another winner, overhauled its
scorecard for juniors so they can circle simply
a smiley face or frown. ‘It's a simple thing to
move the emphasis away from scoring and put
it on having fun;’ says owner Tom Brooks.

At the Los Lagos Golf Course in San Jose,
Calif, the third winner, maintenance staff and
golf shop personnel host nature walks for local
students.

Briefs continue on page 16
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NEWS WITH A HOOK

Acadewic Evolution

PROGRAMS INCORPORATE MORE
BUSINESS, COMMUNICATIONS
INTO CORE REQUIREMENTS

By Anthony Pioppi, Contributing Editor

couple of college
classes probably won't
get you an interview
for a superintendent
position anymore.
Four-year degrees are expected, and
some business and communications
skills might not hurt, either.
Dominic J. Morales, professor and
dean of Applied Sciences and Recre-
ation Division at the State University
of New York-Delhi, says he remem-
bers the 1970s when advertisements
for a superintendent often asked pre-
ferred applicants to have some col-
lege. Later an associate’s degree was
the benchmark, and then four-year
degrees became the standard. But that
might not be enough considering
superintendents control the largest
budget and manage the largest work
force at nearly every golf course.
That's why schools like SUNY-
Delhi and Kansas State University
have augmented their programs in
recent years to include more nonagri-
culture courses, including business and
communications. The SUNY-Delhi
program made changes in 1997, two

years after a series of focus groups com-
posed of superintendents concluded
that business and personnel manage-
ment training would better prepare
them to hit the ground running,

“From this template, we found that
the job is 30 percent to 40 percent
agronomy, and the rest is really man-
agement,” Morales said.

Seventy percent of the superinten-
dents surveyed said their greatest chal-
lenges involve personnel issues. The re-
sult was the creation of the Golf and
Plant Sciences Department in 1999
with two concentrations: superinten-
dent or golf professional. The superin-
tendent track requires students to
spend the first two years focusing on
agronomics and the second two on
business management.

Students also are required to go on
an internship every summer as well as
a 15-week internship during the end
of the second semester of their senior
year culminating in a presentation in
front of their peers.

Students also elect their nonagron-
omy classes, such as the 300-level
courses: Argumentation and Debate or
Organization Communication. There
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are also restaurant and hospitality
requirements for the program.

At Kansas State, students take 12
credits in hospitality along with two
internships. First, students do a field in-
ternship at Colbert Hills Golf Course
on the Kansas State campus. The second
is done at another facility with the stu-
dents working in the clubhouse “so it's
not a black hole to them,” says Jack Fry,
a professor in Division of Horticulture.

Turf students graduate with a minor
in business from Kansas State and can
take such electives as food-production
management and principles of lodging.

According to Fry, the reason for
changing the department was an answer
to an important question: “We asked
what could we do to make ours a cut-
ting-edge program?”

For Kansas State, that meant con-
sulting with the PGA of America and
the Golf Course Superintendents Asso-
ciation of America about what turf stu-
dents require to be better superinten-
dents out of the gate. The program was
launched in 1998 with the goal that
graduates would have more diverse
career options.

There have been 150 who have
earned degrees from Kansas State since
the change, with about 50 incoming
freshman yearly. Most graduates have
gone into turf, but some have become
assistant pros, and others have chosen
the general manager route.

At SUNY-Delhi, which has gradu-
ated about 110 students and has about
30 incoming a year, students have used
the degrees to become salespeople for
turf equipment manufacturers or
chemical and fertilizer distributors, as
well as superintendents.

Although Kansas and Delhi are
pleased with the results, Fry said he
does not see the programs as templates
for other schools. In their cases,
the idea for change was either initiated
from the administration (Kansas State)
or embraced by the administration
(Delhi). Fry says other schools
would have a hard time altering the

Continued on page 18

Business Tip of the Month

Trusting Relationships Are Vital

positive working relationship between a golf superintendent and his club
Amanager can bolster the operational success of a facility. So if you're a superin-
tendent, why not enhance your work in unison with your facility’s club manager — or
owner or pro for that matter — for the betterment of your operation and your career?

Perhaps this year's Golf Industry Show is a
good place to begin improving your relation-
ship with your club manager. With the Club
Managers Association of America (CMAA)
joining the show this year, it's an opportune
time for superintendents to connect with their
managers and spend quality time with them
to build trust and respect for each other.
Superintendents can show their managers
around the tradeshow floor and introduce
them to personnel from the maintenance
facility’s key suppliers. Also, superintendents
can take their managers to a few educational
seminars. The bottom line: The Golf Industry Show provides superintendents a
perfect opportunity to let managers understand the nuances of their profession.

On a side note, the Golf Course Superintendents Association of America, the
National Golf Course Owners Association and the CMAA have designated Friday,
Feb. 23, as “team day.” It begins in the morning with a general session for atten-
dees from the three associations. Educational sessions focusing on the team con-
cept will follow. Then, superintendents, club managers and owners from the same
golf course are encouraged to walk the tradeshow floor together.

The “Tip of the Month” is provided by Syngenta to support superintendents in
their agronomic, business and professional development. To comment on this
column, submit a lesson from your own experience, or suggest a topic to be
covered in a future issue, please visit www.golfbusinesstips.com.

g
syngenta

Visit the Syngenta clubhouse, booth 5705 at the Golf Industry Show. It's a

unique gathering of superintendents, where the only dues are hard work,
determination, and a devotion to pristine conditions.
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Off The Fringe

Show Me the Money
— At Least on Paper

LISTING PAY SCALES IS CRUCIAL IN JOB POSTINGS

By Ron Furlong

hen a golf course superin-
tendent posts a job open-
ing, the description of the

job is extremely thorough. The job de-
scription often lists vital course infor-
mation, such as whether the course is
public, private or a resort; the type of
irrigation system it uses; the types of
grass it has; and how many holes and
acreage it occupies.

Of course, also listed are the re-
quirements for the job, the type of in-
dividual required (“a real self-starter”),
and the education applicants must
have. Yes, the job postings list a lot of
things. But they tend to neglect what
the job pays.

If you think about it, nothing else
on the posting really matters without
that bit of info to the person reading
the posting. But once applicants know
the pay range the golf course is willing
to offer, then they can determine if the
job is right for them.

I have to admit: I havent job
searched for more than five years,
which is a good thing, and hopefully I
won't be looking anytime soon. But
when I did, I looked for salary range
first. That one piece of information
always determined if I even needed
to look at anything else within the
posting.

What if the posting reads, “salary
negotiable?” Well, they almost never
do. For almost every superintendent
position listed in national or regional
industry job postings, the salary range
is listed. Don't believe me? Check it out
for yourself.

I did when I started to write this arti-
cle. Just to prove myself right, I did a
fake job search and came up with the

following statistic:
80 percent of job postings

for superintendent positions list

a salary range. That’s eight out of

10, folks.

And now to the gist of my beef:
Since knowing the salary range is so
important to us as superintendents
when we are searching for a new job,
why is it we feel like we don't have to
extend the same courtesy to those we
want to hire?

If you do, you're in the minority.
Just one in five superintendents look-
ing to hire specialized professionals like
assistant superintendents, irrigation
technicians, equipment technicians
and landscapers include a salary or
wage range.

I'm absolutely amazed at all of the
postings I receive in the mail just from
my local association, written by my
peers, that exclude a salary range for
these specialized fields. I'm not talking
about seasonal help on your crew,
although I include the wage range
when I run an ad in the local paper in
the spring, too.

Irrigation technician — salary
negotiable.

Assistant superintendent — salary
commensurate with experience.

Landscape Technician — salary
competitive within the industry.

Why is it we expect the superinten-
dent salary range to be listed but we
don’t extend the same courtesy to the
professionals we're trying to hire? Do
we need to extend the same courtesy
we enjoy? Of course, the salary 75 nego-
tiable. But it is negotiable within a cer-
tain range.

I started to consider the reasons for

Continued on page 16
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Briefs continued from page 12

Make Upgrade, Get Cash

Upgrade your golf course's irrigation system
and get a cash rebate from the electric com-
pany for saving energy? It sounds like Cupid
is on the loose.

A three-year pilot project underway in
Southern California hopes to show that by up-
grading irrigation systems, golf facility opera-
tors can reduce operating costs by using less
energy and water. Southern California Edison
(SCE) calls the pilot program, “Agricultural En-
ergy Efficiency Program for Golf Course Cus-
tomers; and it's intended to encourage opera-
tors to upgrade and replace old irrigation
equipment with more energy-efficient tech-
nology. The utility company is offering these
customers cash rebates based on the energy
savings achieved. In some cases, the rebates
are enough to amortize the cost of the up-
grades within three years.

Andrew Staples, a golf course design and
construction expert who has spearheaded the
pilot program, said the Southern California
project could lead to a nationwide effort.
There are about 1,000 golf facilities in Califor-
nia, and about 320 of them are in the SCE
service area. For the pilot project, the goal is to
upgrade 85 facilities by the end of 2008, Sta-
ples said. Pump station manufacturer [TT
Flowtronex is assisting Staples and his team
of consultants on the pilot project

Pulliam Has New Duties

Keelan Pulliam, who has led the Lawn &
Garden business unit for Syngenta Profes-
sional Products — which includes the golf,
lawn and landscape, ornamental and aquat-
ics markets — was named president of Con-
rad Fafard, succeeding Andy Fafard, who re-
tired Dec. 31. In his new role, Pulliam will
oversee the continued alignment of Conrad
Fafard and Syngenta Professional Products
and the ongoing growth and expansion of Fa-
fard throughout North America. Syngenta pur-
chased Conrad Fafard, a leading manufac-
turer of packaged growing media for
professional oramental growers and con-
sumer retail outlets last July. Syngenta said it
will name a successor for Pulliam as the head
of the Lawn & Garden business at a later
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QQuotable

“Why does the rough have to be so sexy?”

Jim Thompson, general manager of Angels Crossing Golf Course in

Vicksburg, Mich., on turf grooming to the extreme

“We are the caretakers of the world's resources.”

Thomas Kimmell, past executive director of the Irrigation Association,

on its members' /'('_\/w;/.\/'/l/'//'//'z:\

“We have moved beyond Carl and

‘Caddyshack.” ”

—Tommy Witt, director of golf course operations at Northmoor Country

Club, on image in the golf course maintenance profession.

Continued from page 14

this. Do we have something to hide?
The only halfway-sane reason I could
come up with why we don't want to
list a wage is that it might not get us
the best applicants. Is this the reason?
And if so, then this is crazy.

If you want to hire the best avail-
able people out there, then you have
to pay a competitive or even higher
wage or salary. [ don't think we're
going to be able to trick anyone into
accepting less money for a position
simply because we didn't initially list
the wage. List the range! You know
you have one, and you better get one
if you don't.

Maybe we figure we'll get such a
wide range of applicants that pin-
pointing a wage might alienate an ap-
plicant. Trust me, list the higher end

of your range and let the process work.

If youre paying a competitive
salary, or even above, which we all
should be doing, then let the resumes
come in. Trust yourself to weed
through them and interview
the people who stand out clearly.

If I'm forthright about the pay

scale, then I won't trick anyone into
interviewing with me who can’t afford
to work in that pay range.

I want someone comfortable with
that salary range coming into the in-
terview. If I cost myself the chance
to interview a few people who
wanted more money, then so be it.
How am I going to hire them any-
way if I can’t pay higher than the top
of my range? Don't feel you are mar-
ried to the highest number of the
range. A range is just that. You are
entitled to use any number within
that range for an offer.

So let’s try it: “Assistant superin-
tendent wanted, salary range is
$30,000 to $33,000.”

You can do it!

Furlong, superintendent of
Avalon Golf Club
in Bellingham, Wash., can
be reached at

rfurlong @gmail.com.
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Off The Fringe

Continued from page 13

curriculum because inter-

program cooperation might
mire the initial administration. “Our
initiative came from the top. Everyone
wanted to make the change,” he said.

To make room for the new cur-
riculum, students are now only
required to take one class each in
plant physiology and woody orna-
mentals instead of two. They can take
a second class if they choose.

Prospective students are told of the
program demands at the outset. “Stu-
dents come in knowing it is a long haul
to be successtul,” Fry said. “This busi-
ness is not playing golf. It’s a calling.”

He says the new curriculum gives
students more versatility in the work-
place. “Graduates will be familiar with
responsibilities and goals of managers
involved in business, hospitality and
food service operations at 18-hole golf
facilities. They will also be highly
employable at nine-hole facilities,
where retaining a specialist in each area
of course operation is not practical or
affordable,” he said via e-mail.

One of the goals is employability
down the road, not just after gradua-
tion, something both Morales and Fry
said was a reason for the change.

“As a superintendent trained in this
program, you will have the credentials
to compete for a position as general
manager later in your career,” Fry said.

Davis Gourlay is the general man-
ager at Colbert Hills and an adjunct
professor at Kansas State. Although he
did not attend the school, Fry calls him
“the prototype of what many of our stu-
dents want to be.” Gourlay has a bache-
lor’s of science in agronomy but has
been a general manager for many years.
He's ecstatic about the KSU program.

“The kids coming out have a grasp
on finances. They understand it’s a
business,” he said. “They understand
the value of a thousand rounds and
how that reflects on the revenues and
the whole operation.” ®
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Viva Vargas

MICHIGAN STATE PROFESSOR
(AND ELVIS IMITATOR) WINS
TOP AWARD FROM USGA

oe Vargas Jr. does a great Elvis
J Presley impersonation. But he

doesnt need to pretend to be a
king when it comes to turfgrass science.

Vargas, a renowned turfgrass scien-
tist and professor at Michigan State
University in the department of plant
pathology for the past 38 years, is the
winner of the 2007 Green Section
Award by the United States Golf
Association (USGA).

The award is given for contribu-
tions to golf through work with turf-
grass and is determined annually by a
distinguished panel of experts in the
field of turfgrass research. Vargas will
receive the award Feb. 23 at the
USGA Green Section Education Con-
ference in Anaheim, Calif., during the
Golf Industry Show.

“It was a great surprise when |
was told I was going to receive this
award,” Vargas said in a statement.
“No, I actually was shocked. I have
gotten a lot of awards, but this one
is very special.”

Vargas is known to challenge nor-
mal turfgrass management practices,
such as fungicide rotation for resis-
tance management. “But, everything
I've ever introduced has been based on
solid research,” he said.

Professor Karl Danneberger of
Ohio State University, Golfdoms sci-
ence editor and columnist, called Var-
gas one of the five most widely known
turfgrass scientists in the world.

“He is at the forefront of turfgrass
diagnosis,” Danneberger said. “I do
not know of anyone who is better than
him in identifying a golf course super-
intendent’s problem on site.”

Dr. Joe Vargas (pictured here earlier in his
career), winner of the 2007 Green Section
Award, has been known for his independent
stance on turf issues. “My whole life has been
as a maverick,” he told Golfdom in 2002.

Vargas has published more than
300 articles on turfgrass diseases and
related subjects. He’s the author of the
popular “Management of Turfgrass
Diseases” (1993). More recently, he
authored “The Turf Problem Solver:
Case Studies and Solutions for Envi-
ronmental, Cultural and Pest Prob-
lems” (2005) in collaboration with Dr.
Al Turgeon.

A native of Fall River, Mass., Vargas
found his career path while a teenager
working on the maintenance staff at
the Fall River Country Club. He has a
bachelor’s degree from the University
of Rhode Island, a master’s degree
from Oklahoma State and a doctorate
from the University of Minnesorta.

The 64-year-old also has no plans
to retire.

“Why would I ever retire,” he
asks. “This is what I enjoy doing.
And there is so much more to do.
We have to find better ways of man-
aging grasses.” W





