For 22 years,

only one aerator has been
built like Ryan’s.

This is the Ryan Greensaire® II.
The latest in a line that started back
in 1958. Naturally, we've made quite a
few improvements since then, but
today’s Greensaire Il delivers the
same, everyday dependability and
reliable performance that made our
first model so popular. Here’s why.

(1) Its tines penetrate the turf in a
straight, up-and-down motion. Holes
are made cleanly and precisely;

(2) There’s a tough 8-hp engine
that delivers self-propelled action,
covering up to 8,000 sq. ft. per hour;
(3) A 24" swath means fewer runs;
(4) Four sizes of interchangeable
tines let you achieve the exact
amount of aeration your greens
need. They penetrate as deep as 3"
on two-inch centers, removing 36
cores from every square foot of turf;

Shown
with
optional
windrow.

(5) An optional Core Processor
attaches here. It separates thatch
from soil, top dresses your
greens and catches the waste in
one operation.

If you don’t need the high capacity
of the Greensaire Il, the smaller Ryan
Greensaire 16 is a dependable
alternative. It also offers the
same choice in tine sizes. It’s self-
propelled too, so you can aerate
up to 4,000 sq. ft. per minute.

With operating costs getting
higher all the time, you need to
get the most out of every hour’s
wage you pay. That takes a
dependable crew, using

~-CARE
EQUIPMENT
Day-In, Day-Out
Performance. Name
Title

3000 Cushman
DN Rav B2400

The Greensaire Aerators

RYAN" | want to see what your aerators are built like, Ryan.
[0 I'd like a demonstration of the Greensaire Il.

TURF [0 With Core Processor attachment.

[0 I'd like a demonstration of the Greensaire 16.

dependable equipment. Like the
Ryan Greensaire I, the ultimate
greens care machine. Or the
Greensaire 16, the economical
top performer.

Return this coupon today, and
you’'ll get the chance to see for
yourself just how we build a
greens aerator. 80-CUR-1

Circle 108 on free
information card

[0 Send me your new 1980 catalog.
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tion without taking a bath.

Toro has just introduced a new system that lets
you install automatic irrigation without digging up
your turf. So that means you don't have to dig
down into your pocket to afford the conversion.

Toro's new MPC™ concept uses hydro-
mechanical operation to control the sprinklers.
And that turns the tide of rising irrigation system
costs by doing away with new trenches and the
installation of control wires or tubing. An MPC
system simply responds to controlled pressure sig-
nals transmitted through your existing piping.

With an MPC system golfers play right through
installation. In fact, your own crews can do most of

the work of converting your quick coupler system.

Automatic irrigation pays off. In healthier,
heartier turf. Better greens. And knowing that
every night the watering will be done exactly right.
With nobody around to get wet.

It an MPC system sounds hard to believe, you
haven't heard anything until you find out how little
the cost will be for your course. Call our Golf
Course Marketing Manager, John Skidgel, today.
His 24-hour number is 714-359-0701. One thing's for
sure. You won't get soaked.

The Toro Company, Irrigation Division, P.O. Box
489, Riverside, CA 92502. International Telex: 676-490.

IRRIGATION DIVISION

Circle 120 on free information card
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Budgeting from page 10

How to Prepare a Budget
1. Getting your plans together.

The preparation of a budget is an
exercise both in accounting as well as
in managing. If we want to understand
the mechanics of budgeting we nor-
mally expect to draw up tables and
charts to calculate the amount of
money required, and then to write up
a summary in the form of financial
statements which is almost similar to a
balance sheet, an income statement,
and changes in cash position for the
budget period, with the basic differ-
ence that this end result of a budgeting
process reflects the planned future ac-
tivities rather than a record of past
year's activities. Along with the ac-
counting aspect, we must also focus on
the management aspect which can
help make budgeting a useful tool as
contrasted with something that has to
be done as a ritual.

The first step in the budgeting
process, therefore, is to get your plans
together. It is an easy statement to
make but a complex set of activities to
perform. Golf and country clubs have
varying organizational structures.
Sometimes it is not very clear who is
to initiate the process of getting the
plans together. Is it the Superinten-
dent, or the General Manager, or the
owner that should initiate the
process? We find that practices may
vary from one facility to another.
Smaller organizations may sometimes
find it easier to initiate this activity
than the larger ones. Another point to
note is that the person who initiates
the process is not necessarily the one
who approves the budget, but in most
cases will be the one who presents the
budget. Irrespective of who initiates
the budgeting process, the responsi-
bility of the initiator is for two main
things. First, it is to be made certain
that people who prepare the plans are
to have intimate knowledge of all the

acitivities involved in their areas of
work, and second, these people are to
have enough time to prepare their
plans. Insufficiant time to prepare a
plan will inevitably lead to unneces-
sary mistakes, and scapegoating will
be a natural consequence. Proper tim-
ing in initiating the budgeting process
will avoid such unwanted con-
sequences.

It is impossible for any one person,
not excepting the General Manager, to
know the details of all the multitude of
activities going in the organization.
Getting the plans together therefore
breaks down into two activities. First,
preparation of plans in each area of
work, e.g., golf course maintenance,
pro-shop operation, club house opera-
tion etc., by the person in charge of
that operation. Second, getting all
these plans together by the General
Manager (or in some cases by the
President). Many times the General
Manager combines these two ac-

Continues on page 19

Month of

Year

Department

Level of
activity

Activity Location

Personnel] Equipment

Projected/Actual

Materials/Services

Needed Fuel

Fertilizer

Chemicals

T's Greens

Mowing
Tees .
Fairways .
Bunkers .
Roughs .
Other .

Greens
Tees
Fairways
Other

Fertilizing

Greens
Tees
Fairways
Bunkers
Roughs

Pesticide
application

Tees
Greens
Fairways
Other

Watering

Treework . .

Professional 8 .
meeting . .

5 times a
week 1/4"

Price
Quantity
Amount
Price

Quantity

Amount

So1l ITraV'§lI w
|

Total

This form can be used to make projections for the future as well as to keep a

record of actual performance.
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MONEY.

The finest clubs are the finest clubs for one
very good reason: return on investment. They
know precisely what they receive in product and
service for every dollar they spend. So The
Homestead didn’t choose us for our prestigious
name alone. They bought Harley-Davidsony quite
simply, because we not only offer fine cars, but
support them with a unique dealer network that
ensures they consistently provide maximum
income for your club.

Consider the facts: just one broken down
vehicle can mean over $25 a day in lost income.
Now think of that in terms of a fleet of fifty.

So nearby, fast service isn’t just a convenience,
it’s dollars and cents.

It doesn’t stop there. Your Harley-Davidson
dealer knows how to stretch a dollar through
smart fleet planning and financing. He offers
unique programs like special events fleets: cars
that let your club handle, and profit from, the
heavy play during tournaments. And at trade-in
time, he’s a ready and willing buyer of used
vehicles. From start to finish, he’ll help you
generate the most income from your golf car fleet.

So call him today. He'll explain our unique
support services, tell you what'’s new for 1980,
and describe the comfort and engineering features
of our superb three and four-wheel gas and
electric line.

When he’s through, you’ll know it isn’t just
our name that fine clubs prefer. It’s our way of
doing business.




Harley-Davidson® is a unique organization providing
unique, high quality products. Note just a few ef the
engineering and craftsmanship features.

Take our Master Drive™ System. A unique two-circuit
drive system that draws full power at full speed, but only
half power at low speeds —to reduce charging costs, increase
battery life and save money.

Or our rubber mounted gas engine, which reduces engme

, vibration and improves riding

comfort.
And whether you choese cars
N with steering wheels or tiller bars,

Harley-Davidsar Mator Ca

A SM INVENT...FROM ANY ANGLE.

you can be sure steering is easy.

Or our fiberglass . It's not only rustproof, but
weatherproof, impact-resistant and lightweight.

Consider our bucket seats. They're molded for comfort
and suppert, and are covered in seamless, weather resistant
vinyl.

Even our bag racks are carefully designed. No straps
to get in the way here. Clubs are secure and accessible on
hook or molded plastic coated racks.

So follow The Homestead's approach. Compare features.
Commpare suppeort features. We think you'll come to the
same conclusion. There are, quite simply, no finer cars in golf.

Inc. reservesthe right ta discontinue modeis ar change specificatiorrs or designs at any time withaut natice and

without incurring obligatians. For mareinformation, see your Harley-Davidson Dealer. AMF Harley-Oavidsan, Milwaukee, Wiscansin 53201
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Budgeting from page 14

tivities by calling each person-in-
charge to prepare his part of the
budget. The first activity is clearly the
responsibility of the person-in-charge
of particular operations, and the
General Manager need not waste his
time over it.

To fulfill his responsibility of
preparing a plan, each manager must
go through four steps. First, set up
your goals — what you want to
achieve. For example, a golf course
superintendent may establish the
following goals: (1) To provide better
satisfaction to golfers, (2) To get more
play, (3) To improve the reputation of
the course. These goals are in-
terrelated, and together contribute to
an increased revenue. The second
step is to decide on a strategy to
achieve these goals. There are
different ways to achieve these goals.
There are different ways to achieve
them. Some are more expensive and
some less so. This is where each
Superintendent must exercise his
judgement to select the best course of
action. There is never any cut and
dried method to do it. Given the
opportunity, all of us will want the
most expensive equipment which is
sure to help us achieve our goals. Most
of us, however, are aware that such
opportunities are scarce. The best
strategy therefore is to settle on a pro-
per level of maintenance and some
investments.

The third and probably the most
crucial step is to visualize all the ac-
tivities involved in making the
strategy real. This can be done by put-
ting down on paper the timing of each
activity, and the materials, equip-
ment, and labor required for each.
The accompanying format may be
adapted for this purpose. The form
shows different activities for the
maintainance of a golf course. The list
of activities is by no means complete.
It must be adapted to include all the
minute details. This form can be used
to make projections for the future
as well as to keep a record of actual
performance. A comparison of pro-
jected and actual performance can be
very useful for the next budget period.

The fourth step is to take inventory
of all the supplies available at the
beginning of the budget period. This
will help in knowing what supplies
you have, and when compared with
what you need, will help you find out
the purchase requirements. With the
completion of the fourth step we are
ready to go over the next hurdle.

2. Aligning Plans With The Accounting
System:

Many a time accountants seem to
talk a different language than or-
dinary people. The type of language
they talk depends upon the type of ac-
counting system used in your organi-
zation. If your plans and budget are
not to be misinterpreted, it is essential
to understand the accounting system
used by your organization. There are
two basic systems.

(1) Cash System: Under this system,
accounts are maintained simply to
record the revenues (money flowing
in) and expenses (money flowing out).
Each purchase is paid in cash and the
proper account is charged for it. This
system does not reflect expenses for
long lasting equipment, inventory or
advance payments etc. The system is
fairly simple but may work against
you if you have quarterly budgets.
Your budget needs to be properly
aligned to accommodate bulk pur-
chases, so that you will not seem to
overstep it in one quarter and unders-
pend in the next quarter.

(2) Accrual System: Under this
system, accounts are maintained to
show utilization of materials, services,
and equipment. Your account is not
charged at the time of purchase, but
rather at the time you use the
materials. This system is mostly used
along with the existence of a Central
Stores. Purchased items are charged
to the Stores and Inventory. Later on,
as the items are demanded by
different departments, they are
charged to their accounts at a certain
price determined by the type of
method (LIFO, FIFO, or Market Rate)
used. If your organization uses the ac-
crual system it is essential to know
which method is being used to charge
your account.

(i) LIFO (Last In First Out): Under
this system your account gets charged
in the following way. The last items
purchased and added to the inventory
get charged out first as they are
demanded. For example, if in Septem-
ber 10 cans of paint are bought @$10
each, and in October 20 additional
cans are bought @$15 each, the inven-
tory at the end of October will be
worth $400.00 (10 cans @$10 plus 20
cans @$15). If now in November you
use 25 cans of paint, your account will
be charged $350; 20 cans @ $15 (items
that were added last to the inventory)
and 5 cans @ $10. The remaining in-
ventory will be valued at $50; 5 cans @
$10.

(ii) FIFO (First In First Out): Un-
der this method, items that were
added first to the inventory are
charged out first. If your organization
uses this method, you will be charged
$325 for the 25 cans; 10 cans @ $10

(items added first to the inventory)
plus 15 cans @ $15.

(iii) Market Rate: Under this
method, all items are charged to your
account at the prevailing market rate
when the items are demanded.

The accrual system particularly
works to your advantage in the case of
long lasting equipment. Let us say a
particular piece of equipment costs
$20,000 and will last for 10 years. Un-
der the accrual system, only the
depreciation (which under the
straight line system will amount to
only $2,000) will be charged to your ac-
count every year. This can give a tre-
mendous face lift to your budget by
trimming it down substantially.

3. A Rationale For Your Budget:

It is possible that in the past you
have read articles advising you about
“How to sell your budget”, or if you
are at the top then you must have been
advised to watch out against subor-
dinates who will try to sell you a
budget. There are a precious few who
have heeded the advice, or have been
able to use it. The rest have either
used such tactics and partially lost, or
both the parties knew the game and
allowed each other to play it.

If one goes through all the steps
mentioned above as a part of the
budgeting process, then we find that
the need to play such games is non-
existent. The rationale for the budget
is a natural outcome of the process,
and is there for everyone to see. If the
budget is not approved completely,
any cut in the amount of money will
lead to reduction in the level and/or
quality of operation.

In fact, it seems that a manager will
not be able to put up arbitrary
amounts with arbitrary increases over
the past year's budget. It is not uncom-
mon to find managers who first put
down amounts on paper, and then pro-
ceed to find ways of spending the
money in such a fashion as to satisfy
or at least not to arouse the curiosity of
the budget committee members. In
such a situation, any attempt by a com-
mittee member to search for a logic
behind the budget is labelled as
snooping.

The budget process is described
here in the most basic form. The exact
way it is implemented in an organiza-
tion will depend on a number of fac-
tors. Not the least important of these
are the people who really carry out
the budgeting. The outcome will be a
well planned and well coordinated
club operation. This in itself should
motivate at least some who are inter-
ested in achieving this goal and pro-
vide worthwhile entertainment to
both players and members alike. O
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Third dimension analysis
Does your landscape enhance your course?

By Jeanne A. French and R.P. Korbobo

(Editor’s note: This is the first in a long
series of Golf Course Landscape
Design articles written to strike
awareness of the ultimate role
landscape plantings can play in mak-
ing a course a visual showplace.
Future articles will describe, in detail,
plantings in areas of the course as
described on the landscape drawing
in this first article.)

Your golf course is a living
organism. It is slowly and constantly
changing. There is a great and pro-
found line in the Rutgers University
alma mater song that goes — “‘ever
changing yet eternally the same”. That
thought describes your golf course’ to
atee."

It is changing every second of the
minute, the hour, the day and the
year. The trees grow larger. Some are
struck by lightning. Others are twisted
and broken in wind and ice storms.
Occasionally they die from disease
and insect attacks, or poor growing
conditions. Man sometimes cuts them
down to make way for roads, ponds,
bridges, etc, etc. These changes are
easy to see by an observing person.
However, sometimes we are all so
busy we fail to recognize the change.

It might surprise most con-
scientious superintendents to realize
or to admit that there is more to their
golf course than just turf, sand traps
and water. We ask you to “look up”.
When you do look up, you will see
that there are trees on your course.
You probably have looked at them but
have you really seen them? Perhaps

This drawing shows the golf
course divided into areas the
author plans to cover in detail in
future articles. They are: A —
Boundary plantings; B — Parti-
tion plantings; C — Dogleg plant-
ings; D, E — Tee plantings; F —
Background for greens; G, H, L —
Framing trees; | — Water
plantings; K — Garden areas; M —
Parking and Work area screens; N
— Superintendent work center; P
— Picnic grove; R — Other screen
plantings; S — Kitchen service
area.

you have seen them but never really
thought too much about their true
function on the golf course. Trees are
a vital part of your golf course.
Naturally there are exceptions to this
rule and you don't have to think too
hard before you can remind us of the
golf linx in Scotland or even a few of
them right here in this country. I have
heard that they recently completed a
golf course at or near Colorado
Springs in Colorado that will prac-
tically be treeless. If you have ever
tried to grow trees in that area, you

can understand why this is the natural
way to go with a golf course in that
particular climate.

Trees are not only important on the
golf course itself but they play an im-
portant role in such areas as the main
entrance, the entrance drive, the
swimming pool area, the tennis courts
and as well as the paddle courts. Not
too often, but at a few clubs there are
gardens of quite some extent where-in
trees play an important part.

If your club has an outdoor dining
area, a knowledge of trees that will

1



