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 Accumulation of comprehensive, site specific information from laboratory analysis,
physical examination, and client dialogue.

* Evaluation and interpretation of information to understand and explain agronomic conditions.

* Recommendation of scientifically sound, environmentally responsible methods and
materials to promote optimum soil functioning and turf quality.

» Continuing conscientious monitoring and appropriate program adjustment to achieve

maximum health and aesthetics.
FLORATINE

Measuring our success by the turfgrass
quality of each of our clients.

144 Mid South Cove ¢ Collierville, TN 38017 * Phone 901- 853-2898 ¢ Fax 901-853-3101
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SUPER SURVEY 2000

Industry-wide, do you
feel that job security
for superintendents
is better, worse or
about the same as

it used to be?

32 Golfdom

iveira, superintendent of

Green Valley CC in Ports-

mouth, R.L, says he enjoys the

relaxed feeling that comes with

his job security. But Oliveira believes that

job security for most of the nation’s su-
perintendents is getting worse.

Job security is an ongoing issue
among superintendents. According to
our Superintendent State of the Indus-
try Survey, more than 70 percent of
superintendents feel secure in their cur-
rent positions. However, only 24 per-

2% No Answer

54% Same

cent of superintendents say that job se-
curity has improved in the industry.
Twenty percent side with Oliveira and
say that job security is deteriorating.
On Jan. 1, Oliveira will celebrate his
first anniversary as superintendent at

Green Valley. He has worked at the
course for 14 years, 11 years as an assis-
tant. Green Valley is a semi-private club
and has no green committee. Oliveira
says club politics don't exist. “I have good
rapport with everyone,” he adds.

Since there are no politics and because
Oliveira feels secure and empowered in
his job, he’s more passionate about his
livelihood. He has never risen in the
morning and not wanted to go to work.

“This is a nice place to be,” he adds.
“You always do a better job if you're en-
thusiastic about it.”

Does Oliveira feel fortunate about
his employment situation?

“Absolutely,” he says. “I hear the hor-
ror stories about guys who have been at
courses for 15 years, and then one day
they get fired. It’s a crime.”

Oliveira says the industry and its lead-
ers are placing too much emphasis on
image, not on what superintendents are
accomplishing on golf courses. It's one rea-
son he believes job security is getting worse.

“There’s more emphasis on image than
the finished product,” he says. “I have a
tough time coming to grips with that.”

James Starnes, superintendent of
Crooked Creek GC in Fuquay Varina,
N.C,, says he feels insecure about his job
because his accomplishments are some-
times at the mercy of Mother Nature.
Starnes, too, has heard the tough-luck
tales of superintendents who were fired

Continued on page 35
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United Horticultural Supply

want to wish you and yours a...
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www.uhsonline.com

(800) 847-6417


http://www.uhsonline.com

Working To Enhance Our World

United Horticultural Supply is your source for professionals who have the technical expertise
and can provide all the products you need to be a success in today’s competitive market.

* Fertilizers * Equipment
* Herbicides * Colorants q
* Fungicides * Aquatic Products 4 ‘
* Insecticides * Micronutrients l lnited |
> Turf Seed > Wetting Agents Horticultural Supply |
* Soil Amendments * Plant Growth ‘ _ . ..l
Regulators Call today for a free product guide containing :
® Adiuvanis a comprehensive listing of available items. 1
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www.uhsonline.com * national toll-free number: 1-800-847-6417



How would you rate your personal job
security in your current position? On a
scale from 1 to 10,where 10 means you
are “very secure” and 1 means you are
“not at all secure.”

Not
at all
secure

How long have
you been in your
current position?

Continued from page 32
from their jobs because their courses suf-
fered from bad weather.

While Starnes believes the owners at
his semi-private club are pleased with his
performance, he’s still not secure because
of the elements he can’t control, like
droughts and floods, which can wreak
havoc in the South.

Most superintendents would proba-
bly feel more secure in their jobs if com-
munication was improved with their su-
periors, Starnes notes.

“Problems can arise when owners,
green committees and superintendents
are inaccessible,” he adds. “The better
the communication, the better the un-
derstanding and knowledge.”

Tim Hatfield, superintendent of
Geneva Hills GC in Clinton, Ind., says
he’s unsure about his job security, but
his uncertainty has nothing to do with
his on-the-job performance. Last De-

Very secure
28% 28%

cember, the owner of Geneva Hills GC
died, and the course could close.

“The entire staff doesn’t know what's
going to happen,” Hatfield says. “It's one
of those acts of God that’s out of your
control. But it affects my livelihood.”

Job security has much to do with the
influx of new college diploma-toting su-
perintendents entering the industry. Ac-
cording to our survey, 41 percent of su-
perintendents say they’re concerned that
the number of young people with col-
lege degrees entering the profession will
reduce salary growth and opportunities
for them. Fifty-seven percent, including
Oliveira, aren't concerned.

“Young guys know the books, but when
it comes down to doing [tasks on the
course], they’re green,” Oliveira says.
“There’s no substitute for experience.” ®
~ Larry Aylward

Are you concerned
that the number
of young people
entering the
profession with
college degrees
will reduce salary

growth & job
opportunities

for you & other
superintendents?

8%
No answer

...Deserves
Another!

® 5-year limited warranty.

© QOriginator of the
Double-O-ring Sealed
Swing Joint.

® Rated at 315psi.

© Full range of inlet &
outlet options for
the most versatile
swing joint on
the market!

¥ Available in:
@ Kit or Unibody

@ SCH 80 Constant
Pressure

_ ® Flexible one-piece

. QUALITY BY
)~ DESIGN

DURA PLASTIC
PRODUCTS, INC

www.duraplastics.com
1-(800) 854-2323
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For those who think their fairways can never be too clean. we clean really means. Grass stands up for
submit our B Series Lightweight Fairway Mowers and our Fairway an even, clean cut and a true playing
Tender itioners (FTCs). Just by putting FTCs on our 3215B, surface. And the rear roller power

3235B, or our new 3225B, you'll immediately discover what brush finishes the job up right by
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OR DOWNRIGHT OBSESSIVE?

Circle No. 119 JOHN DEERE

removing built-up material as well as dispersing any leftover and an electric fan drive for improved noise levels and engine cooling
clippings. Of course there are plenty of other reasons why a B Series are just a few of the features that make this generation of lightweights

Mower should be working for you: heavy-duty reel drives for increased our best yet. For a demonstration, call your local John Deere Golf &

power; improved yoke and ball joints for better grass collecting; Turf Distributor or 1-800-537-8233. Nothing Runs Like a Deere

www.JohnDeere.com
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espite sophisticated marketing designed to convince superintendents
that electronic commerce is the wave of the future, the message s still
struggling to be heard, judging by our Superintendent State of the
Industry Survey. The results show that superintendents are split on
using the Internet for business purposes. Twenty-eight percent use
the Internet daily to conduct business, 25 percent use it weekly, 26 percent use it
occasionally, and 21 percent say they never navigate the Web for business purposes.

As for purchasing supplies online, the numbers are more stark, at least in the short
term. Forty-two percent of survey respondents said there was “no way” they would
buy any supplies online in the next 12
months, and only 3 percent are currenty
buying online. That means that e-com-
merce companies have more convincing
to do if they hope to capture a substan-
tial portion of superintendents’ business.

One of the hindrances to e-com-
merce in the industry is a lack of Inter-
net access from some superintendents’
offices, says Carlos Vega, superintendent
at Vista Hills CC in El Paso, Texas. He
says he would buy online, but he’s not
linked to the Internet.

“That’s one of the major barriers that

PESII(I MS L is preventing superintendents from com-

SECURALL offers a complete line of safety storage buildings specifically mitting to e-commerce,” Vega says. “We
designed for storing your turf chemicals safely and securely. All buildings are all have computers, but not all of us
designed to help you comply with prevailing EPA and OSHA codes. ate onlineyet. As more sup Crimenden.ts
Constructed of 12 or 16 gauge galvannealed steel. Standard buildings come geciotied vy ngie & CoBien il

it s ey % take place.”
many features or choose from several options. Vega says he plans to be online at his

Features Options e
« High Security Lock X Hé)ating Y cooli / ventiaion course within the next five months.
« Fiberglass Insulated Walls « Dry chemical fire extinguisher He plans to purchase spare parts for
» Fluorescent Interior Lights ~« Fiberglass floor grating his machines and chemicals through the
» Corrosion Resistant Enamel Finish ¢ Liquid level detectors I
» Steel Shelves With Raised Edges o Water sprinkler system BUCIELE
« GFCI Protected Electrical Wiing o Ramps Bruce Rickert, certified superintendent
at Medford CC in Medford, N.J., uses the
‘ ® 5122 North State Road 39 LaPorte, IN 46350 I et d
SEc URALL] 1-882-326-78% FAx 1-888-324-3780 nternet daily for business purposes an
‘ Email: securallsales@csinet.net says it’s “somewhat likely” that he will pur-

www.securallproducts.com
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chase supplies or products

online in the next 12

, months.

‘ He says he foresees a How often do you
day when the Internet will use the Internet for
replace salespeople. But business purposes?

companies who want
Rickert’s business can't just
' send him broadcast e-mails
about equipment deals.
They must tailor their
marketing plans to meet 21% Never
his specific needs, he says.
“Right now, most of the
companies aren’t cus-
tomizing their pitches to 26%
me,” Rickert says. “Com- Occasionally

panies are going to have to 25% Weekly

’ work harder to get infor-
mation that specifically tar-
' gets me, and they will have
to provide that information
concisely. My time is precious, and the companies that make
it easier for me to make online purchases will be more likely

How likely are you to
buy supplies or products
for your facility online

in the next 12 months?

3% Alread

26% Maybe

to get my business.”
Rickert says e-commerce companies also suffer from the
: fact that they lack a history. He says he’s more likely to buy
from a Web site that bears the name of an established com-
pany rather than a newcomer he knows little about. “I'm
leery of doing an online deal with people I don't feel like I
. know,” Rickert says.
Kevin Goolsby, superintendent at Sportsman of Perdido
: GC in Pensacola, Fla., says he uses the Internet to gather in-
formation on products. He also uses e-mail to confer with
, fellow superintendents before deciding which products to
buy. He listed himself as a “very likely” to purchase items
through the Web in the next year.

“One drawback to buying items on the Web is that you
risk losing contact with expert salespeople,” Goolsby says.
“That’s scary for a lot of people, particularly when you de-
pend on them to help you make a purchasing decision.”

But as more golf courses focus attention on bottom-line
performance, Goolsby says e-commerce will provide a faster,
cheaper way to procure goods and services.

“We all have budgets that we have to stay within,” he
says. “If buying online will help us do that, then that’s where
the industry is going to move.”

Vega also says he’s not sure he'll ever buy equipment like
greens mowers and utility vehicles on the Web. “I’ll proba-
bly still contact my local distributor because I'll still want to
see what I'm buying,” he adds. ®
~ Frank H. Andorka Jr.

Fewer clippings.

The excellent nutrient release
characteristics of Scottse Contece fertilizer
for tees, greens and fairways means
excellent green-up with minimal surge
and fewer clippings. You also get
the benefits of these essential
nutrients from every single particle.
And that’s the bald truth.

: Contact your distributor
~ - today, or call 1-800-543-0006.
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From screen fo green,
Greentrac.com’ is your best
way to buy. And sell.

Join the golf course superintendents, managers and suppliers
who have already saved time and money with Greentrac.com.

Greentrac.com is the global marketplace that links
buyers and sellers of turf, equipment and supplies.
Buyers submit an electronic Request for Proposal
(eRFP) and get competing bids from vendors across
the globe. Vendors benefit too by gaining access

to eRFPs they can’t get anywhere else. And
excess inventory can be bought and sold in eAuction.
Come visit us at www.greentrac.com and see for
yourself why Greentrac.com is your best way to buy.
And sell.

Main Office: 2121 East Coast Highway, Suite 200 « Corona del Mar, CA 92625 « (877) 774-8722 TOLL-FREE « (949) 759-8131 FAX
For a free CD demonstrating what Greentrac.com can do for your business, call toll-free (877) 774-8722 or email us at customerservice@greentrac.com.

Greentrac.com’

e-business to business

From screen to green, your best way to buy. And sell.”
www.greenfrac.com
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