
"Realistically, the odds are against you. Few 
people who start out as superintendents end 
their careers as superintendents." 

Zidik agrees. He says that all the stars 
aligned when he joined E.H. Griffith Co., a 
distribution company, based in Pittsburgh, 
as a salesman. Just when he had reached his 
saturation point with the stress of being a su-
perintendent, a sales representative for E.H. 
Griffith in his area retired. Zidik had used the 
products for years as a superintendent, so he 
applied for the job and got it. 

"Being a superintendent really helped pre-
pare me for this new venture," Zidik says. "I 
can explain the products we offer more easily 
to the superintendents." 

Zidik says he would advise superintendents 
who want to leave the profession to research 
the new jobs they're considering extensively. 
Sometimes, it may not be the jewel the su-
perintendent thinks it is. 

"The grass always appears greener on the 
other side of the fence," Zidik says. "But that 
may be all it is: appearance." 

Sam Green, an agronomist for Rocky 
Mount, N.C.-based Aqua-Aid, followed that 
advice early last year and looked closely at 
his current position before he took it. Green 
wasn't sure he wanted to stop being a super-
intendent, despite the headaches the job caused 
him. After all, he'd only been in the industry 
since 1993 and he'd only been at Dataw for 
20 months. 

So when Aqua-Aid approached him to take 
over its Roanoke, Va., territory, he asked com-
pany representatives for some time to make the 
decision. It took him six months. Green says 
he's grateful to Aqua-Aid for giving him the time 
he needed to make his decision. Superinten-
dents should never leap into new jobs simply 
because they hate their old ones, Green adds. 

Continued on page 42 



Continued from page 41 
"I knew that making this move would be 

a radical step for me, and I wanted to make 
sure it was the right fit," Green says. "I didn't 
want to make an emotional decision I would 
later regret." 

He says he understood the company cul-
ture of Aqua-Aid because he'd known the own-
ers, Bill Eason and Bert Brace, for seven years 
before he joined the company in October. He 

had used their products extensively as the 
director of golf at the Dataw Island 

Club in Buford, S.C. 
"I wanted to work for 

honorable men, and I 
wanted to work for a 

company with a good reputa-
tion," Green says. "Aqua-Aid had 

both, so when I burned out, I decided 
I could work for the company." 

Green says it was definitely time for him 
to leave the superintendent profession. He had 
started waking up in the morning at Dataw 
with a sick feeling in his stomach because 

Consider your decision carefully 
before moving to the business 
side of golf. 

the political battles he fought with members 
about course maintenance were so intense. 

"I didn't want to go into work in the morn-
ing," Green says. "I never thought I'd get to 
that point. But after you're fighting the same 
battles day in and day out, it gets hard to work 
enthusiastically at it." 

Not all transitions are forced by the pressures 
of the job, however. Gary Dorsch spent five 
years as a superintendent at Springbrook GC 
in Naperville, 111., near Chicago. During his 
tenure there, he was approached several times 
by the Scotts Co. to become a regional sales rep-
resentative. He says he didn't take the offers se-
riously at first, but Scotts representatives slowly 
persuaded him that it was something he'd be 
interested in doing. g 

Dorsch says he wasn't burnt out; he just saw § 
the business side of the golf industry beginning i 
to flourish. He decided that he wanted to get 
in on the ground floor. 

"The salesperson who was calling on me 
always told me I had the perfect personality 

Continued on page 44 

OTTERBINE®.... 
Your Water Quality Management Specialists 
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•Removing water from 
bunkers, excavation sites 
or swimming pools. 

•280 GPM pumping rate. 

•Floating, self priming 
portable - only 85 lbs! 

Replace your old Otterbine with a new one and receive a 
discount of up to $600.00!! Call 1-800-AER8TER for details. 

Surface Aerators 

•Reduce the problem of 
algae, aquatic weeds and 
odor. 

•Introduce 0 2 into the pond. 

•Available in a variety of 
spray patterns and sizes. 

Sub-Surface Aerators 
•Introduce 02 into the 
pond bottom via Sub-
Surface or Diffused Air. 

•Perfect for shallow ponds 

•No visible spray pattern. 

Ottershield Lake Dye 

•Transforms muddy water 
into healthy blue water. 

•No stained clothes or 
hands - you never touch 
Ottershield. 

•Neat, clean, packets. 



B E S T 18 G R E E N S 
N O R T H A M E R I C A 
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CORDE VALLE COUNTRY CLUB, SAN MARTIN, CA 

O F O R E G O N 

27630 Llewellyn Road, Gorvallis, OR 97333 • 1.800.253.5766 • FAX 541.758.5305 • info@sroseed.com • www.sroseed.com 

Seed Research of Oregon set out to find the Best 18 Bentgrass Greens in North America, 
planted exclusively with our own varieties-Providence (SR 1019% SR 1119, 

SR 1020, Dominant or Dominant Plus Blends. Five regional winners were selected 
including the Grand Prize Winner, Magna Golf Club. 

Because of their proven exceptional 
JWI performance, Seed Research of Oregon's 

creeping bentgrasses are used extensively 
throughout the world. On golf course greens 

and fairways, the SRO Bents consistently 
produce dark green, upright growing, fine-
textured turf with reduced maintenance, less 
thatch and excellent wear tolerance. 
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Keep that Rolodex updated 
because networking can provide 
you with your best new job 

Continued from page 42 
for sales," Dorsch says. "I thought it was the 
perfect time to make a move." 

So Dorsch started with Scotts in 1982 and 
has been in sales since. He represents Profes-
sional Golf Commerce, an e-commerce ven-
dor that will expand its offerings to include 

course maintenance products this year. 
Dorschs advice for superin-
tendents is to evaluate them-

selves and find out what 
they're looking for in jobs 

and what they value as an 
employee. Once you dis-

cover those things, you can de-
cide if a company's culture is 

right for you, Dorsch adds. If you 
can't find a company whose culture fits, 

Grigg says you shouldn't be afraid to start your 
own company. 

Grigg Bros., a company Gary and his 

brother Mark started five years ago, produces 
a line of foliar fertilizer. Last year, the business 
grew so large that Grigg could no longer do 
the job part time. 

"There are niches out there that aren't 
being addressed," Grigg says. "If you have an 
idea about how to fill one, you should seize 
the opportunity." 

Although Grigg misses working on a golf 
course, he says he doesn't miss the headaches 
that can push superintendents to the brink of 
despair. 

"The day-to-day hassles were becoming 
more and more difficult to deal with," Grigg 
says. "I don't miss the unlimited expectations 
of golfers." 

So next time your members complain 
about the brown grass on No. 14 after 10 days 
of 100-degree heat, don't fret. If you expand 
your horizons, you might just find another 
job that you will enjoy even more. • 

The Party's Over ...Or Is It? 
By David St. John 
1 f esterday, you dealt wi th the daily 
W demands of tending a golf course 
I wi th fervor and conf idence. Noth-

ing could you bring you down - not 
the weather, temperature, insects, 
f ickle members, demanding boards, 
scarcity of good help, budgets, equip-
ment problems or the never-ending 
requirement to put on an upbeat face. 

Today, however, the job is tak ing its 
toll on you. You feel the loss of youth 
and the pangs of age. The calls and 
problems that used to be chal lenging 
are now annoyances. You spend more 
t ime puzzling over decisions that used 
to be made in a hear tbeat There are 
moments dur ing which you feel iso-
lated and overwhelmed. 

You may not realize it, but you are 
now an off icial entrant in the race be-
tween ret i rement and obsolescence. 
Some people are happy with a photo 
finish, but that doesn't mean you have 
to be. 

Folks are living longer and enjoy-
ing themselves more today than ever 
before. The smart ones recognized 
the fac t that they were in a race and 

chose to adapt to the course and ad-
just their posit ion in the field. Here are 
some of the th ings they did - and that 
you can do - to go the distance: 

• Get a handle on your f inancial 
status by consider ing projected in-
come f rom social security, ret i rement 
plans and investments. The degree of 
f inancial independence you can pro-
jec t has a lot to do wi th the t iming of 
your ret i rement and your second ca-
reer choices. 

• As a superintendent, you have 
acquired a number of valuable skills 
and experiences. You've been on the 
f ir ing line and become adept at crisis 
management . You've developed a 
knack for handl ing mult iple priorities 
under pressure. 

When you break these experi-
ences down into their smallest com-
ponents, you start to see a set of mar-
ketable and transferable skills. But 
when was the last t ime you pulled out 
a piece of paper and wrote these ex-
periences down? This little exercise 
will help def ine your strengths. 

• Exper ience and know-how are 
valuable commodit ies. You'd be 
amazed how much people will pay to 
learn wha t you know. Don't shrug of f 

the f ields of teaching, consul t ing or 
even a small business opportunity. 

• Sometimes second careers are in-
f luenced by hobbies. I have a friend who 
used to be an engineer and loved to 
play golf. H e now runs a thriving busi-
ness building custom-fit ted golf clubs. 

• Seek out people who have made 
successful career and ret i rement t ran-
sitions and f ind out how they did it. Do 
this before your t ime comes. 

The super intendent per forms 
many of the same tasks that general 
managers do in other industries. 
Thinking of your posit ion in these 
terms creates a di f ferent picture of 
the job itself. 

Super intendents are the ult imate 
producers of a wel l -def ined end result 
- an impeccable golf ing exper ience 
that makes club members proud to 
support. There are plenty of alterna-
tives to a successful ret i rement 
a n d / o r alternate career embedded in 
that j ob description. 

Dave St. fohn is a principal in 
GreenSearch, an Atlanta-based 
management search and human 
resource consulting firm. He can be 
contacted at info@greensearch.com. 
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EMERALD ISLE NUTRI-RATIONAL FOLIARS 
Don't use yesterday's technology. Today's fertility problems eclipse those of even 
a few years ago because today's maintenance standards are so much more intense. 

Today's problems require Nutri* Rational solutions...based on the most advanced 
chemistry and a better understanding of turf physiology and plant nutrition. 

By e v e r y s t a n d a r d of m e a s u r e m e n t , 
NutrioRationar Foliars are better: 

Higher quality components 
* Superior delivery system 
* Better tissue penetration 
* Excellent foliar absorption 
* Fastest intake and transit time 
* Enhanced nutrient availability 
* True efficiency 
* Best value 

E m e r a l d Is le N u t r i * R a t i o n a l Fo l i a rs g i v e y o u 

more control over fertility management than you 
ever thought possible. Put Science On Your 
Side! Call us for the latest information. 

Manufactured By: 

Emerald 
Isle, Ltd. 

Distributed By: 

M//M//A 
M I L L I K E N 
TURF PRODUCTS 

1-80Ü-628-GROW 1-800-845-8502 
www.EmeraldlsleLtd.comwww.millikenturf.com 
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New Products, 
Flexible Solutions 
For Every Course, Every Budget 

Stop by the Hunter Golf booth at the GCSAA Show and 
preview our Line-up of new products for 2001. Hunter 
Golf w i l l introduce a new series of advanced rotors 
with innovative servicing features, new "retrofit risers'' 
tha t update existing irr igat ion systems, three new 
central control systems wi th enhanced graphics, plus 
a powerful new field controller wi th the most 
complete selection of enclosures in the industry. 

From popular resort courses to smaller local links, 
you w i l l f ind Hunter Golf offers a flexible range of golf 
i r r igat ion solutions to meet every budget. Whether 
you are planning to switch out a few heads, upgrade 
your system, or are bui lding a new course, Hunter, 
the world's leading producer of gear-driven rotors, 
has the products and latest technologies to help you 
achieve your goals. 

G O L F 
1940 Diamond Street, San Marcos, California, USA 92069 
Tel: 760-744-5240 • Fax: 760-591-9582 
www.HunterGolf.com 

Rotors, Valves, Control Systems 

; : 

Retrofits, Upgrades, New Construction 
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Designs en Golf 
A R C H I T E C T U R E 

I'm not sure where it comes from. 
Maybe it's Biblical. Maybe it's Shake-
spearean. But we've all heard golfers 
cite the following quotation — 
"Every hole must be a thing unto it-
self" — without ever bothering to ask 

themselves why it must be so. 
For years, golfers have labored under the 

belief that to have a respectable design, each 
hole must be by itself. Each hole must also be 
free of views of other golfers, even if it means 
lining the rear of a green with a straight row of 
spruces. What hogwash. 

Still, the quotation gets repeated. So if it's 
not classical in origin, where did this mentality 
come from? Well, we can blame George 
Crump, who once said that one of the reasons 
for building Pine Valley was his desire to keep 
every hole free of view of any other. 

Of course, that oversimplification of his 
philosophy blatantly ignores the fact that 
Crump cut down, at great expense, every tree 
on the property before construction. Nor does 
it account for the fact that he didn't replant 
trees to block off every hole. 

But through some bizarre foray into myth-
making that has turned legend into unques-
tioned truth, it has become fact that the 
world's No. 1 course is so because each hole is 
by itself. Unfortunately, that's the least interest-
ing aspect of its magnificent design. 

Ironically, the same golfers who want to 
plant trees excessively or who fight to keep the 
most offensive ones around, are the same 
golfers who sit in the locker room playing 
cards, oblivious to when 80:year-old Mr. 
Havercamp and his shriveled body walk 
around naked. 

The sight of old men who bare all appar-
ently does not offend the golfer. But the world 
nears its end when the same member can see 
Buffy Dalrymple on the eighth fairway while 
said member putts out on the fourth green. 

For the most part, the "every hole unto it-
self" virus has been a fetish with golfers, 
though we all know of a select group of archi-
tects who have revolved master plans around 
the concept. You read their report and it's ob-
sessed with closing every conceivable tree gap 
to satisfy the illness. 

Recent activities at golf courses through-

Trees Distort Clear 
View of Game 
B Y G E O F F S l i m C l E L F O l P 

F O R Y E A R S , 

G O L F E R S H A V E 

L A B O R E D U N D E R 

T H E B E L I E F T H A T 

E A C H G O L F H O L E 

M U S T B E BY I T S E L F 

W H A T H O G W A S H 
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out America suggest that some golfers are re-
luctantly moving away from this obsession, 
however. 

Thanks to the educational efforts of super-
intendents and architects, golfers are beginning 
to understand that its not a good enough rea-
son to plant trees to be used just as framing 
pieces or as a preventative measure from seeing 
other golfers. 

Let's not minimize the damage that the ob-
session has already done. It comes after too 
many greens have died, too many superinten-
dents have been fired and too many architects 
slaughtered for daring to suggest the removal 
of problematic or unattractive trees. But there 
is progress being made. 

Some courses are still headed in the wrong 
direction by planting unnecessary trees instead 
of removing them. But most others are finally 
allowing superintendents to take down the 
nursery of willows that border the rear of the 
green. Fairways are returning to areas previ-
ously covered by trees. 

Holes are no longer things unto themselves, 
and the game is not only surviving, it's improv-
ing when the trees are removed. Other mature 
trees, previously out of view, are now being ap-
preciated. Turf is allowed to grow again. Golf 
can actually be played as it was meant to be. 

Best of all, golfers are learning that the sun 
will rise in the East and set in the West even if 
you remove a few trees. 

Now, if we could just get golfers to be as 
outraged about old and decrepit naked men 
strolling around the locker room as they are 
when trees are removed, we'd really be making 
progress. 

Geoff Shackelford will be signing his new book 
"Alister MacKenzies Cypress Point Club, "at the 
GCSAA convention in Dallas. He can be 
reached at geoffshackelford@aol. com. 



Last Call 
It's about security, value and marketing 

BY DAVID DOWNING i l , CGCS 

In discussions with other superinten-
dents, I've heard concerns about job 
security, job value and lack of mar-
keting of superintendents as profes-
sionals. GCSAA members wanted to 

know what the association could do for them 
in these areas. That's why the Professional De-
velopment Initiative was born. 

The association, through its board of di-
rectors, committees and staff, tried to find so-
lutions for these concerns. GCSAA formed 
the Membership Standards Resource Group 
(MSRG) to head a study to investigate the con-
cerns. The group used discussions and surveys 
with superintendents, owners/employers, mar-
keting specialists and other consultants to 
gather information. After the group 
studied the information, it created 
the plan now known as the PDI. 

The process gave GCSAA great 
insight into what is happening in its 
world and how superintendents, as 
well as their employers, view the pro-
fession. This research will benefit 
us by providing us with more tar-
geted marketing, improved educa-
tional opportunities, improved de-
livery of education, the Professional 
Development Resource and stan-
dards that were upgraded for Class 
A superintendents. 

GCSAA did this in full view of the 
membership and has sought member 
input into the final proposal during 
the past year. The process has worked 
beautifully. Members have been in-
volved and expressed their thoughts. 
The MSRG and other committees 
listened, and the final version as pre-

sented is a collaboration of hundreds of peo-
ples' ideas after countless hours of work and 
discussion. 

As I have written elsewhere, the standards 
required for Class A membership are nothing 
more than what a vast majority of us already 
do. Why not take advantage of it and use it as 
a marketing tool to help sell our profession to 
the rest of the world? It's as simple as that. 

I've debated the PDI with others, and we 
have a basic philosophical difference about 
"being told what to do." But PDI offers an up-
grade of something that already exists — mem-
bership standards. Granted, the current stan-
dards of having a tide for three years and paying 
dues are not much, but they are standards. 

We've seen the statistics that say most of us 
support the new stan-
dards, especially under-
30 superintendents, 97 
percent of whom are 
formally educated. Per-
sonally, I never con-
ceived I could become 

a superintendent without first attending the 
two-year program at Penn State University. That 
was my knowledge base and is the knowledge 
that future superintendents will work from. 

By making education a key component of 
PDI, we're planning for the future of our pro-
fession. We get frustrated when our employ-
ers are only concerned about what is happen-
ing today instead of planning for the future. 
But we're planning for our future with PDI. 

The concerns first expressed when the orig-
inal proposal came out, such as the lack of 
an alternate path, affordable education, ac-
cessible education and equality of various forms 
of education, have been refined in the final 

Continued on page 50 

Yea D-Day Is Here 
Editor's Note: The time for 

talking is done. The Profes-

sional Development Initia-

tive, which has sparked 

such passionate debate on 

both sides, is up for a vote 

at this month's GCSAA 

Conference & Show in 

Dallas. We hope this elec-

tion doesn't require a 

recount. 

Golfdom offered repre-

sentatives from each side 

of the issue one last 

chance to state their cases. 

Here is what they had to 

say. 



for PDI 
It will segregate the association 
BY SCOTT D. HILES 

After reading and discussing 
many points about the Pro-
fessional Development Initia-
tive, I can't figure out how seg-
regating the membership and 

mandating ongoing compliance will benefit the 
future of the association. I disagree with many 
of PDIs purposes, and here's why: 

Were told the PDI is to ensure that new su-
perintendents have adequate education. 

False. Employers demand certain educa-
tional requirements, and they control the mar-
ketplace — not a trade association. I've never 
been asked in an interview what associations I 
belong to or if I'm complying with the mem-
bership requirements. Employers want to know 
my educational background and ex-
periences. Employers also want a 
product, and I must supply it. If I am 
unable to supply it, they will find 
someone else who can, regardless of a 
trade association. 

We are told that by meeting the PDI 
and its requirements> the association can 
then market its members as educated 
and up to date. 

False. Do you mean to tell me that 
the association is unable to currently 
market us as educated? We are the 
most educated employees in the golf 
business. We have the most diverse set 
of competencies in the industry. As it 
stands, the association can easily pro-
mote what we do and who we are. 

Those not able or willing to attend 
mandatory educational programs will 
not be penalized. 

False. A demotion in classification 
amongst peers shows unwillingness, 

incompetence or other less-desirable qualities. 
Next to my name and classification there is no 
room for: "already highly educated; 10 years 
of superintendent experience; Audubon com-
pliant; really wanted to attend required edu-
cational venues, but budgetary cutbacks and 
family issues made this impossible." It just says, 
"general superintendent member or less than 
an A." 

The association will promote the general su-
perintendent member as much as the Class A 
member. 

False. If this is so, why is a classification even 
necessary? My association should view me as 
a fellow superintendent and an equal — not an 
A, B or Z member. 

We each have specific talents, needs and 
guidelines as diverse as 
our courses. There's the 
nine-hole superinten-
dent with a low budget, 
who's also the mechanic 
and irrigation tech, 
among other things. 

He's no less a qualified superintendent than an 
executive superintendent who hasn't jumped 
in a trench in years. 

The low-end superintendent who works 
miracles with no money and poor equipment 
may not be able to attend conferences and other 
set criteria offered by the association. Are you 
going to tell me that these superintendents do 
not deserve to be categorized as Class A su-
perintendents? 

Some have the resources to attend con-
ferences and seminars; others don't. Where 
does the association get off telling any of them 
that they are worth less because they can't? 

The mandatory educational requirements will 
Continued on page 50 

"My association 
should view me 
as a fellow 
superintendent 
and an equal -
not an A, B or Z 
member." 

- SCOTT H ILES 



Last Call for PDI 

Yea 
Continued from page 48 
proposal. The entire GCSAA education system has been 
greatly enhanced. The awarding of points for CGCS will 
be refined to mirror the PDI. This will make CGCS more 
affordable and easier to track. 

GCSAA, which is a 
member-driven organiza-
tion, has listened to its 
members and worked to 
find an equitable proposal 
so the entire membership 
can benefit. It listened to 
members' concerns about 
pay scales, security and 
marketing and worked to 
find solutions to these con-
cerns. The association also 

listened to members' ideas to find those solutions. But it's 
up to individual members to decide for themselves what 
they want to do. 

One should also remember that PDI is still a volun-
Continued on page 52 

Way 

"The entire GCSAA 
education system 
has been greatly 

enhanced." 
- D A V I D D O W N I N G 

Continued from page 49 
show class A members as highly educated and up to date. 

False. The initiative has been rewritten and grants 
credit for meeting attendance. It will also grant credit for 
community service. Wasn't the original intent to force ed-
ucational requirements? Now it is reduced to this — just 
to get PDI passed? 

This watered-down attempt at an educational oppor-
tunity will counteract what the PDI is to promote. To go 
with the PDI as written would be a mockery of the asso-
ciation. 

Yes, there are plenty of gains to be embraced from 
attending a meeting, conference or trade show The dis-
cussions, camaraderie and idea sharing are great things. 
We do it freely now. To give educational credit for this 
is far-fetched. 

The association can attract new members by the compe-
tencies laid out in the PDI. 

False. The association is doing nothing other than 
segregating its membership and making it less desirable 
for newcomers to join. The newcomer wants to be treated 

Continued on page 52 

For years North American 
Green's erosion control 
blankets and turf 
reinforcement mats have 
been successfully used 
to stabilize critical slopes 
and channels along 
our highways. 

But you know what they 
say about all work and 
no play. 

Our products are also a 
natural fit for outdoor 
recreation projects. From 
tee to rough, from the 
fairway to the green, our 
biodegradable blankets 
protect your valuable seed 
and topsoil, helping to assure 
a healthy stand of vegetation. 
For a strong stand of 
vegetation — a mat that 

From Highways 
to Fairways. 

won't get caught in your 
mower blades — North 
American Green's full line of 
temporary and permanent 
erosion control products are 
your ace in the hole. 

Come to www.nagreen.com. 
Discover our environmentally 
friendly approach to helping 
grass grow where people play. 
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