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TurfGrass Trends delivers . . .

. . . practical turfgrass management information you
can use today, from the #1 research digest for turf man-
agers. Begin your subscription right here, and see what
you've been missing! Each issue is written by field
experts, and includes leading-edge research and timely
information for practical, proven answers to the your
turfgrass challenges.
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velop
In Turfgrags Breedmg."'"ts

By Doug Brode,pi

e disease management e nutrients

e insect management e genetic improvement

e irrigation e weed management e so much more in
every issue!

University of Nébraska

O Yes! Begin my subscription to TURFGR“SS TRENDS
US. & CANADA......cc.i bt O 6 Months $96........... O 1Year $180 ADVNFAR PUBLICATION
ALLOTHER/COUNTRIES ..ol aiai i O $210 (1 Year)

Payable in U.S. funds drawn on a U.S. bank.
Back issues available at $15 each, prepaid.

O My payment enclosed. (Make checks payable to TURFGRASS TRENDS.)
O Please Bill Me
O Charge my subscriptionto: (O VISA (O MasterCard () American Express

Signature Date

Account # Exp. Date

Billing Address

City State Zip/Postal Code

Fax completed form with credit card information to 218-723-9417 or 9437, or mail coupon with your payment to
TurrGRAss TRENDS, 131 West First Street, Duluth, MN 55802-2065.

Charges will appear on your credit card statement as Advanstar Communications Inc.,
which publishes and distributes this magazine.

Name (please print)

Title

Business

Address

City State Zip/Postal Code

Country

Internet/E-Mail Address




Real-Life Solutions

Il LOCUST HILL CC, FAIRPORT, N.Y.

Less Water, Looks Great

Wetting agents allow
superintendent to
irrigate less while
maintaining quality turf

BY LARRY AYLWARD
EDITOR

ick Slattery’s
explanation
for minimum
irrigation
holds water.
Slattery, superintendent of
Locust Hill CC in Fairport,
N.Y,, is not one for watering
the night crawlers out of his
course. Too much water, he
says, can cause multiple
problems.

“Heavy water use pro-
motes Poa annua, as well as
fungus and disease prob-
lems,” Slattery says. “It
also affects the course’s
playability.”

More water usage equates

to a bigger budget because

Problem

Superintendent Rick Slattery
was looking for a way to
reduce his water usage
without sacrificing the look
of his golf course.

Slattery is using less water
and maintaining quality turf
with the help of a soil
penetrant and a soil
surfactant.
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Locust Hill uses only about 4 million gallons of water
during the summer, thanks in part to wetting agents.

more money is spent on pes-
ticides, Slattery notes. He
also believes he will soon be
taxed by the state for using
water drawn from the Erie
Canal. “We're getting to the
point where even effluent
water will be taxed some-
day,” he adds.

Slattery is all for new
ways to reduce water usage.
But that, he admits, isn't as
easy as it sounds.

The problem

Slattery realizes that today’s
golfers demand to play
courses that are thick with
soft, lush and glistening
green grass. Translation: The
courses are watered heavily.

“When golfers allow su-
perintendents to water less,
which will cause courses not
to look as pretty, we can do
more of the right things for
the environment,” Slattery
points out.

When courses are wa-
tered less, they require less
pesticides to control Poa
annua, fungus and other dis-

eases. But if that’s the case,
those same courses won't be
as soft and green as golfers
like them.

Slattery knows it’s wishful
thinking to cut back on
water use for the sake of the
environment and let a course
succumb to scattered hot
spots and a lighter shade of
green. He knows golfers
wouldn't accept such
“shoddy” conditions. But
Slattery also isnt willing to
turn up the water to give
golfers what they want while
sacrificing his personal
agronomy plan.

However, Slattery has
found an answer to appease

himself and golfers.

Solution

Slattery is using less water
and maintaining quality turf
with the help of wetting
agents, specifically Aquatrols
InfilTRx Soil Penetrant and
Primer 694 Matrix Flow Soil
Surfactant. “We needed
something — because we
were watering less — to keep

the course looking green,”
he says.

Slattery began using the
soil surfactant on his course’s
greens about four years ago.
The soil surfactant estab-
lishes and maintains a down-
ward and lateral water pat-
tern that ensures uniform
movement of water and
chemicals into the root zone,
according to Cherry Hill,
N.J.-based Aquatrols.

“We've noticed a major
difference in the greens,”
Slattery says. “When the
greens dry out and get
crusty, we apply the soil sur-
factant and the dry areas dis-
appear. The greens look
good and play firm and dry.”

Slattery injects the soil
penetrant, which he has used
for about three years, into
his irrigation system. It’s de-
signed to help the irrigation
system distribute water uni-
formly and penetrate the
root zone more effectively.
This reduces run-off and

evaporation,

Outcome

Slattery says most courses in
the area use 15 million to
20 million gallons of water
on 18 holes during the sum-
mer. Locust Hill uses about
4 million gallons.

Because Slattery has re-
duced watering cycles, the
course is also more apt to
take a hard rain. Hence, Slat-
tery’s course is open with
golf car use the day aftera
3-inch rain. The soil pene-
trant has also helped Slattery



control dry and wet spots, as
well as uneven wetting.

“We start injecting the ir-
rigation system in the spring
with 10 gallons of the soil
penetrant per 1 million gal-
lons of water,” Slattery ex-
plains. “I go through a
55-gallon drum every year
that costs about $950.”

That’s not much, espe-
cially when one considers
that Slattery says he spends
about 75 percent less than
other area courses on a year’s
supply of fungicide.

Locust Hill also has more
bentgrass because the course
is receiving less water. Slat-

So Slattery was guarded
when he was approached by
an Aquatrols representative,
who wanted him to try its
soil surfactant products.

“But [the representative]
said the products were safe
and wouldn't cause phyto-
toxicity,” Slattery recalls of
the meeting. “So I gave
them a try on a limited
basis.”

That was four years ago.

Slattery, a veteran super-
intendent of more than 30
years, began at a course in
New Hampshire “when we
didn’t have all of this high

maintenance,” he says of

- g

Locust Hill greens have more bentgrass and less Poa
annua because the course is receiving less water.

tery explains that Poa annua
dies if it doesn’t receive
enough water. “We have a
reliable and consistent golf
course for all seasons,” he

adds.

Comments

Slattery used other soil sur-
factants before and had
problems with phytotoxicity,
which caused the grass to
turn slightly yellow. Despite
the positives of surfactants,
Slattery says it wasn't worth
applying them because of
the damage they did.

today’s technology for main-
taining golf courses. Later,
Slattery worked as an assis-
tant at the prestigious Oak
Hill CC in nearby Rochester
and experienced the high-
maintenance end of the
business.

But the challenge-
minded Slattery wanted a
job at a course where he
could maintain quality turf
without using all the pesti-
cides required for high-
maintenance.

He's doing that at
Locust Hill. m

Leaders

Bl PEOPLE ON THE MOVE

The board of directors of American
Golf Corp. named industry veter-
ans David Pillsbury and Joe Guerra as
co-CEOs.

The following superintendents re-
cently received their certification:
Chris E. Booty, New Orleans CC,
New Orleans; Greg F. Jetter, Spring
Valley GC, Milpitas, Calif; Douglas
J. Lewis, Wawashkamo GC, Mak-
inac Island, Mich.; Andrew G. Maxey,
Ross Rodgers GC, Amarillo,
Texas; Patrick E. Mertz, Matheson
Green GC, Northport, Mich.; Louis
S. Quick, Anglebrook GC, Lincon-
dale, N.Y,; Leon V. Sanders, Pine
Tree CC, Birmingham, Ala,; and
Richard V. Wakefield, International
CC, Fairfax, Va.

Turfgrass Producers International
elected Earl V. Slack president. Slack
is director of southern farming
operations for Pacific Earth
Resources.

Alexander Marshall was promoted to
maintenance operations manager
of Environmental Golf. Prior to join-
ing the company in 1995 as an es-
timator and agronomist, Marshall
was superintendent of Brierwood
CC in Hamburg, N.Y. The company
also named Susan Crawford director
of golf management. She was pre-
viously West Coast regional direc-
tor for the Palmer Management
Group.

Bali Hai GC in Las Vegas
named Richard Friedemann its
superintendent.

Scott J. Mendenhall was named the
construction manager and superin-
tendent for Thunderbirds GC in
Phoenix.

Heritage Eagle Bend Golf & CC in
Aurora, Colo, named Matthew Mol-
loy as director of golf and Roe Sher-
bert as superintendent.

Edward Beidel Jr. was named vice
president and director of golf ser-
vices for Daft McCune Walker,

a golf course architecture firm.

Western Golf Properties named
Hugh Edgmon as president and CEO.

Laurent Reinhardt was named
international sales manager for
Rain Bird International.

Christopher Hayman, a junior at Cali-
fornia State Polytechnic,

received the 2000 Ronald Fream

Scholarship. Hayman majors in or-
namental horticulture with an em-
phasis in turfgrass management.

Riverdale Chemical Co. promoted
Curtis Clark to business
development and marketing
manager. He had been the com-
pany's marketing manager since
1998, and previously was with
Troy Biosciences.

John Westerdahl was named
division sales manager for the
western United States by
Lebanon Turf Products.

Lisa Berosh was promoted to mar-
keting coordinator for its Northeast
and Western regions by Otterbine
Barebo. She was previously a mar-
keting assistant with the company.
Angela Alesihas was hired by Otter-
bine Barebo as marketing coordi-
nator for its Southeast and interna-
tional regions.

Ken Dierks was named vice presi-
dent of operations for VGM Golf.

Let us know about your people
on the move. Send
information/color photos to
Golfdom’s Frank Andorka at
7500 Old Oak Blvd., Cleveland,
44130. Fax information to
440/891-2675 or e-mail to
fandorka@advanstar.com.
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Stopping Oil Leaks

You'll never see blades of grass covered in black goop and struggling
for sunlight on the evening news the way you saw sea turtles or peli-
cans coated in the wake of the Exxon Valdez oil spill. But oil leaks
from maintenance equipment can damage a superintendent's job se-
curity as easily as an oil tanker leak harms the environment.

Eric Kulaas, administrator of the online mechanics' discussion
group turftech.com and shop foreman at the Renaissance Vinoy Re-
sort GC in St Petersburg, Fla, teamed with Scott Kane, technical ser-
vices manager of the Fluid Connectors Group for Cleveland-based
Parker Hannifin Corp, which manufactures hydraulic hoses and fit-
tings, to provide superintendents with tips on how to stop oil leaks:
® Check hydraulic systems on a regular basis.

Kane says people don't always realize that hydraulic hoses and fittings
wear out, so regular inspections can prevent a worn hose from burst-
ing. Kane suggests inspecting the hoses at least quarterly, although
monthly inspections would be better.

® Find the true source of the leak.

Most everyone assumes hydraulic leaks emanate from leaking hoses,
but that's not always the case. But Kane says that if a leak occurs ata
fitting and drips down the hose, it might look to a casual observer as if
the hose is leaking. But if it's the fitting, repairing the hose won't solve
the problem.

= Watch for unusual patterns of wear and tear.

It's not enough to spot a worn hose and replace it, Kulaas says.
Unless you figure out why the hose is worn, the new hose you install
will wear in the same way. It may take more time to do a full system
diagnostic, but you'll save yourself unnecessary costs in the long run.
= Replace worn parts with comparable equipment.

It doesn't pay to rig up a hydraulic system with parts you found lying
around the shop, Kane says. Each piece of equipment has specifica-
tions for servicing its hydraulic system that you should follow during re-
pairs, he says. Attempting to replace worn equipment with non-specified
parts could produce wear and tear that could lead to further — and pos-
sibly worse — leaks. Kane recommends that you find out what the Soci-
ety of Automotive Engineers (SAE) rating is for your hoses and fittings
before buying replacements. Match replacement parts accordingly.

® Get service training from a manufacturer’s representative.
Each manufacturer has different requirements for service, so make
sure that you and your staff are trained by someone from the com-
pany that produced your equipment, Kane says.

= Make sure the hoses are routed properly on equipment.

Kulaas says he has seen situations where improperly installed hoses
rubbed on sharp edges of the equipment. The sharp edges quickly
wore down the hoses and leaks resulted. Periodic inspections will
save you headaches in the end, he adds.

Kulaas says proper inspections of hydraulic systems can prevent
small leaks from getting worse — saving time, money and headaches
for superintendents.

“Get to know your machines intimately so that the slightest prob-
lem will immediately jump to your attention; Kulaas says. “The better
you know the machine, the more easily you'll be able to spot some-
thing before it becomes a major leak on the 18th green”

PROFESSIONAL GROUNDS MANAGEMENT
SOCIETY MEMBERS ARE ALREADY
ENJOYING THE MANY

BENEFITS OF

MEMBERSHIP,

AND YOU

SHOULD, 4

TOO: ‘-

Mail to:
PGMS
120 Cockeysville Rd, Suite #104 e Hunt Valley, MD 21030
Phone: 410-584-9754 o Fax: 410-584-9756

Name (please print)

Organization

Street Address
City State Zip
Phone () Fax ( )

Internet/E-Mail Address
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* Local branch meetings
e Bi-monthly newsletter

» Membership card and certificate, entitling you to
discounts on rental cars, books and videos

» Certified Grounds Manager and Groundskeeper
Certification programs

e Training manuals
¢ Membership directory
e Information clearinghouse

* Customized list of courses offered by ICS
Learning Systems, the nation’s leader in distance
education

* Annual conference and Green Industry Expo

Isn’t it about time you joined us?

Members nationwide agree: PGMS is the greatest
professional networking opportunity for grounds

professionals.

What are you waiting for?

For more information about beginning your

membership, call us at 410-584-9754, or
fill out the form to the left and mail today.
You'll be glad you did!



The Company Line

#8 PRODUCTS & SERVICES

\ All-surface loader

All Season Vehicles (ASV) introduces the RC+30 All Surface Loader,
which weighs 2,850 pounds and fits in the back of a pickup truck.
The RC+30 uses an advanced rubber-track undercarriage, which
allows the vehicle to transverse the earth with low ground pres-
sure. But the machine also has the power, traction and rugged-
ness to dig, grade, backfill, sod and remove snow, according to the

company.

For more information, contact 218-327-3434 or

CIRCLE NO. 200

Web site

GreenSuccess.com is a new
Web site geared toward the
needs of owners and opera-
tors of businesses in the
green industry. It features on-
line payment calculations that
enable superintendents to
design custom payment
schedules. It also includes
links to local satellite and
weather sites, as well as a list
of equipment manufacturers.
For more information,
contact 888-560-2835,
WWW.greensuccess.com or
CIRCLE NO. 206

<4 Topdressing attachment
Terracare Products introduces a
heavy topdressing attachment
that easily installs on all models
of its Topper line of topdressers.
The topdressing attachment en-
ables a topper to lay down in one
pass up to one-half inch of top-
dressing that's 5.5 feet wide.
For more information, contact
608-429-3402 or

CIRCLE NO. 204

Soil penetrant

Precision Laboratories introduces
Hydrix Soil Penetrant as another
tool for superintendents to use in
the battle against large, hard-to-
wet turfgrass areas. Hydrix is for-
mulated to facilitate the uniform
penetration of water and nutri-
ents quickly past hydrophobic
barriers, such as thatch, and into
the root zone, according to the
company. The penetrant can be
broadcast or injected into irriga-
tion systems.

For more information,

contact 800-323-6280 or
CIRCLE NO. 207

Zoysiagrass

Seed Research of Oregon has
added Companion zoysiagrass to
its line of products. Companion
was chosen by breeders as a
good replacement for many ex-
isting vegetative and seeded
zoysia varieties that are difficult to
germinate and establish from
seed or plugs. Companion is for-
mulated for faster germination
and establishment, yet has low
fertilizer and water needs, ac-
cording to the company.

For more information,

contact 800-753-0990 or
CIRCLE NO. 201

» Stump grinder

Bluebird International introduces a
stump grinder, which includes a
14-inch diameter blade with car-
bide-tipped teeth. The machine
offers a variable cutting depth up
to 12 inches. Users have more
operating stability and control with
the HiPower Double FV drive belt,
according to the company.

For more information, contact
303-288-5880,
www.bluebirdintl.com or

CIRCLE NO. 203

Micronutrient blend
Growth Products offers Big
Fore (4-0-0), a crystal-clear
solution that contains 4 per-
cent each of nitrogen, sulfur,
iron and manganese. It can be
safely tank mixed and sprayed
with herbicides and insecti-
cides. Fore can be used for fo-
liar and soil applications to cor-

» Stakes, pins

Reliable Golf Course Supplies intro-
duces the Multi-Directional
Mowover Marking Stake and the
Range Distance Pin. Both can be
run over by mowers and golf cars
from any direction and immedi-
ately return upright without

Weather display unit
Davis Instruments’ new
Weather Echo lets you view
multiple weather conditions
on one easy-to-read screen.
Designed for use with the
company’s Weather Monitor
Il and Weather Wizard lll
home weather stations, it's a
compact, wireless display
console that fits in the palm
of your hand.

For more information,
contact 800-678-3669,
www.davisnet or

CIRCLE NO. 202

rect problems like compound
deficiencies and chlorosis. For-
mulated for year-round appli-
cation on various turfgrass, it
can also be used in the early
spring on trees and shrubs.
For more information,

contact 800-648-7626,
www.growthproducts.com, or
CIRCLE NO. 205

breaking. The stakes and pins are made of polycarbonate and are
available in red, white, blue, yellow and green.
For more information, contact 800-274-6815, www reliablegolf.com or

CIRCLE NO. 208

www.golfdom.com
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Classifieds

Golfdom

Every month, GOLFDOM classifieds offers
readers a concise and easy to read section
of the products and services you're looking
for. Check it our every month, or you might

miss out.

For all ads under $250, payment must be
received by the classified closing date.
VISA, MASTERCARD, & AMERICAN
EXPRESS accepted.

Send to: Advanstar Marketing Services,
7500 Old Oak Bivd, Cleveland, OH
44130

BOX NUMBER REPLIES: GOLFDOM,
Classified Dept., 131 W. First St.,
Duluth, MN 55802

FOR ADVERTISING INFORMATION
AND AD PLACEMENT, CONTACT:
Leslie Zola

1-800-225-4569 (ext. 2670),

Fax 440-826-2865,

Email Izola@advanstar.com

EDUCATIONAL OPPORTUNITIES

PENNSTATE

ﬁ World Campus

Turfgrass Management
On-line Certificate

Our World Campus offering

gives busy turf professionals

anytime, anywhere access to
this world-renowned
Penn State program.

For complete, up-to-date information
or to register, visit our Web site at:

www.worldcampus.psu.edu
or call 1-800-252-3592 (within the U.S.)

Penn State is committed to affirmative action,
equal opportunity, and the diversity of its workforce
U.Ed. OCE 00-3064 pah GOLFD

R For Customer Service or
Subscription Information,
4 Call 1-888-527-7008
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FOR SALE

STOUK GOLF YARDAGE PRODUCTS
J

GRANITE STONES BLASTED AND DELIVERED IN THREE WEEKS!

* SPRINKLER TAGS IN STOCK
FOR ALL SPRINKLER SYSTEMS

* GRANITE SIGNS & STONES

* HAZARD STAKES & RAKES

* YARDAGE BOOKS IN 3-D!

1-800-383-9737

A Visible Marking

System You Can

Mow Right Over

* Speeds up play - Reduces
playing time up to 20% per round

* Cost effective - Pays for itself in months -
Lasts for years

* More enjoyment - No pacing and hunting
for sprinkler heads

* Markers for fairways, tees, driving range

and cart path

* Available in all popular colors and can
customize

4
The Kirby Marker System

~ 800-925-4729
) 760-931-2624 J
Fax 760-931-1753

www.Kirbymarkers.com

ACCU-GAGE"®
FOR BEST PRICE
PRECISION BEST QUALITY
MOWING BEST WARRANTY

* AVAILABLE IN 15", 18", and 24" bars
* AVAILABLE IN English, Metric or Digital

Accu-Products Int'l
(800) 253-2112 « (734) 429-9571
or Fax: (734) 429-3985
www.accuproducts.com

MID-COURSE
RESTROOMS!

Tired of Porta-Potties?
No Water? No Sewer?
No Problem!

Select our "Next Generation"
Waterless Vault Restrooms

Hose-down maintenance
1-Day installation
Guaranteed No Odor!

Since 1976... The Nation's Restroom Choice for
Parks, Golf Courses, and Campgrounds

2
STQOOI\ Call for a brochure

RS on  (800) 447-6570
www.restroomfacilities.com

Yardage Markers For:

*Fairways

*Tees : 60
*Cart Paths ,\ i)
*Quick Lot o
Couplers 2

4 year replacement warranty
No minimum purchase
Customized requests our specialty
Excellent
Customer Service and Satisfaction!

Since 1990

800-552-3485

Fax: 785-227-9998 www.yardagemarkers.com
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Classifieds

WEBSITES

www.GolfProHelp.com The online resource for golf pro-
fessionals and course superintendents. With articles, book
reviews, a calendar and over 1,000 links, we are the only
site that caters specifically to the golf industry. Be sure to
subscribe to our monthly newsletter, as well as bookmark
our frequently updated site. 1/00

Golf Course and Irrigation Supplies Your on-line connec-
tion to all the companies you need. Contact information
including web-site links are provided. Look up a company
you know or compare what is available. www.golfcourse-
supplies.com, www.golfcourseequipment.com,
www.golfcoursemanagement.com, www.golfcourse-
services.com, www.irrigationsupplies.com 12/00
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FPRINTS

Reprints are highly effective

when you use them to:

*Develop direct-mail campaigns

*Provide product/service
literature

+ Create trade show distribution
materials

+Present information at
conferences and seminars

Extend your coverage to your
website. Custom reprini packages
include an E-Print of the same

article to post on your website.
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ADVANSTAR MARKETING SERVICES
MaRcie NAGY

1-800-225-4569 ext. 2744 or
440-891-2744

Fax: 440-891-2740

Email: mnagy@advanstar.com

the Month

Put the Power of
DIRECT

MARKETING
to Work for You!
'T Mail, phone or fax to over
14,000 highly responsive
decision makers in the

Golf Course industry!

Target your message ac-
cording to your needs...
demographic selects are
available—our data is also
available for database
enhancement or overlay.
For counts and pricing contact:
—> Tamara Phillips

440-891-2773
or 888-RENTLIST

Golfdom

Golfdom’s
Joke of

Watching from the clubhouse overlook-
ing the #10 green, we saw a foursome
approaching. Just as they finished
marking their balls, one of the guys
suddenly fell down and the other three
started a fist fight.

The Golf Captain stormed out from the
clubhouse to separate the fighting men.

"Why are you fighting?" he asked.

"Well," said one of them, "my partner
just had a stroke and died, and these
buggers want to include it on the score-
card!"
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COLOR INCREASES READERSHIP 40%!

Advertise in Golfdom!
Contact Leslie Zola: 1-800-225-4569 ext. 2670
Fax: 440-826-2865
E-mail: [zola@advanstar.com
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Out of Bounds

B SOMETHING COMPLETELY DIFFERENT

o your boss is a jerk. A
normal reaction would
be to complain to high
heaven about being
treated unfairly, fanta-
size about whupping
him and then just hope that the Man
has a heart (he doesn’).

But, as Stanley Bing says in his en-
tertaining new book, “What Would
Machiavelli Do?: The Ends Justifies the
Meanness,” the key to getting your
way isn't always confrontation, but
stealth. Nod and smile and make nice
on the surface, then do everything
within your power, short of a hay-
maker, to make his life a living hell.

Of course, nothing is that simple.
However, Bing’s sleck satire of the
world of the office holds many tips on
how to get ahead, often at the expense
of others, without looking bad
yourself.

Bing takes readers through a tour of
meanness, cruelty, rage, delusions of
grandeur, narcissism, paranoia, enmity,
greed, braggadocio and, that most im-
portant part of office survival, lying.

BY MARK LUCE

office survivors

JUST BECAUSE YOUR BOSS IS A
JERK DOESN'T MEAN THAT YOU
HAVE TO BECOME ONE, TOO

legitimate, well-reasoned strategies and
contingencies for when things go awry
— because they will.

5.) Mind your own business. Actively
cultivating gossip will eventually lead
to folks gossiping about you (well,
more than they already do).

6.) Don’t take it personally. Sure, you're
going to screw up, and someone will
let you have it. Acknowledge the error
and move on, determined not to make
the same mistake again.

7)) Know the score. Unless you know
exactly what is going on, keep your
mouth shut. The wrong words at the
wrong time can be deadly.

8.) When in doubt ask. While there is
such a thing as a stupid question, it’s
far better to be stupid now than really
sorry and unemployed later.

9) Kill them with kindness. No need to
be obsequious, but being a good sol-
dier has one distinct advantage —
when you do speak up passionately,
people will take notice.

Ultimately, surviving in the world
of work comes down to one simple
thing: Carry yourself with confidence.

But getting a reputation at work as
King Jerk won't do much for you or
your career. Here are Golfdlom’ nine
easy steps to surviving at work:

1.) Don't share personal information at
work. This will only fly back in your
face — often embarrassingly.

2.) Shoot straight. Calmly state your
position and back it up with evidence
(and, hopefully, allies). In the long run,

people will commend you as a “stand-
up guy/gal,” which is far better than the
unflattering swear words that could
come your way if you flat-out lie.

3.) Play it close to the vest. Don't place
yourself in the middle of an office feud.
Stand on the sidelines and watch the
madness unfold. Better this than siding
with a loser.

4.) Cover yourself. Make sure you have

It will get you further, with more
respect and less pain than running
around and shouting that you are
master of all you survey.

Mark Luce apprenticed as a corporate,
backstabbing yesman while an editor at
a large metropolitan newspaper. Now he
is a pliant freelancer who lives humbly
in Lawrence, Kan.
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