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Continued from page 70 
• Courses are expected to promote 

the program through use of posters and 
displays provided by the GCBAA. 

• Courses are expected to work with 
local media and businesses to promote 
the program. 

Funding for the program comes pri-
marily through proceeds raised at the 

GCBAAs Auction of Champions, 
which is conducted during its annual 
dinner held in conjunction with the 
GCSAA Conference and Show and 
during a raffle at GCBAAs annual 
summer meeting. GCBAA also seeks 
companies or individuals to donate 
new or used sets of clubs or to make di-
rect donations to the program. 

Program participants receive expert 
instruction. 

"If you like the game and are in-
volved in the commercial side, its a way 
to help grow the game," Kirchdorfer 
says. 

Hetrick and Landscapes Unlimited s 
Vice President of Operations Brad 
Schmidt recendy conducted a three-
day Sticks For Kids workshop for 
youngsters aged 9 to 15 at Jim Ager Ju-
nior Golf Course in Lincoln. Hetrick 
videotaped the workshop to serve as a 
model for courses interested in hosting 
similar events. 

The three-day event featured educa-
tion in golf fundamentals from area golf 
pros. Guest speakers included Knox 
Jones, the Nebraska State Match Play 
Amateur Champion, who got his start 
at the junior course. Each child received 
clubs to use during the workshop and a 
club to take home after the event. 

"Tiger Woods has these kids wired," 
Hetrick says. "They love the golf at-
mosphere and were attentive to their 
instructors. We encourage them to keep 
playing by giving them three free 
rounds of golf at the Jim Ager course." 

Courses interested in being Sticks 
for Kids host sites should contact a local 
GCBAA member. Anyone interested in 
donating golf equipment or auction 
items can reach Hetrick at 
402-476-4444. 

Peter Biais, a free-lance writer who oper-
ates a golf media relations firm in North 
Yarmouthy Maine, can be reached at 
pblais@maine. rr. com. 

#1 Selling a 
Pesticide w 

Storage Building 

Superintendents: 
Don't let unexpected 
EPA fines ruin your game. 
Protect yourself, your 
staff, and your golfers! 

• Custom Built Sizes: 8' x 6' 
up to 14' x 54' 

• Non Fire Rated/2 Hour Fire 
Rated/4 Hour Fire Rated 

• FM Approved 
• Mechanical Ventilation 
• Steel Floor Grating 
• Lighting Package 
• Plus Other Options 

Call today and ask for your 
Superintendent Discount! 
Limited Time Offer. 

Ä I . S . CHEMICAL 
stime m 

1 800 233 1480 
www.uschemicalstorage.com 

http://www.uschemicalstorage.com


OREGON GROWN 

Free Brochures 
Write or call today for your copy of 
Oregon Fine Fescue: The Dunes Grass 
brochure, plus the new publication, 
Oregon Grown Fine Fescue at Bandon 
Dunes—both with photos and 
management tips/ 

Fine fescue is the golf course grass 
of the past, present, and future! 
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B Y F R A N K H . A N D O R K A J R . 
A S S O C I A T E E D I T O R 

on t plan on seeing any new out-of-this-world pre-
¡ emergent herbicide products on the market any time 
soon. Experts say the current in-this-world products 

work just fine and that research for pre-emergent technology 
peaked five years ago. 

But this doesn't mean current technologies can't be tweaked 
and that there aren't tricks of the trade (such as creative tank-
mixing) that will help superintendents increase the efficacy of 
existing products. And it doesn't mean that pre-emergent man-
ufacturers won't try to fill niche markets and replace products 
destined for the Environmental Protection Agency's blacklist. 

Peter Dernoeden, professor of turfgrass management at 
the University of Maryland in College Park, Md., says that al-
though current products work well, there are trends to sug-
gest that even the old chemistries could stand some im-
provements. Despite the advances, pre-emergent herbicide 
products still seem to fail superintendents once every five years, 
he says. 

Dernoeden says that's not because the products on the mar-
ket are bad. It's just that researchers don't have a full under-
standing of the interaction between environmental factors — 
such as wind, rain and soil temperatures, among others — 
and those products. Therefore, when the en-
vironmental conditions combine to inhibit a 
product's effectiveness, problems occur. 

"Most of the products on the market are 
good performers," he says. "It will be hard to 
improve on what is being used already, but there 
are some opportunities." 

Above: Experts say herbicide 
companies will tweak old 
chemistries and move into 
niche markets, such as pre-
emergent products for putting 
greens. 

While there are no new 

chemistries available, 

you can still increase the 

efficacy of your springtime 

herbicide applications 
Dernoeden says a niche market for companies would be 

pre-emergents for putting greens. Superintendents are wary 
of applying pre-emergent herbicides on greens for fear of killing 
them, he says. A product that alleviated that fear would be a 
significant breakthrough. 

Tom Watschke, professor of agronomy at Penn State Uni-
versity in State College, Pa., says more products that combine 
pre- and post-emergent control would also be valuable ad-
ditions to the arsenal. If the two control mechanisms were 
combined, it would allow superintendents to wait longer be-
fore applying the chemicals because they could kill whatever 
had sprouted while still controlling weeds in germination. In 
addition, they could target specific areas of a golf course in-
stead of spraying it entirely. 

In an era when government restrictions will 
limit the amount of chemicals that golf courses 
can use, the surgical-strike approach will find 
favor with regulators, Watschke says. 

"We're moving into a world where a blan-
ket approach to weed management will no 

Continued on page 76 
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C U S H MAIM OVER TOUGH HILLS. ACROSS WICKED TERRAIN. YET, LIGHT ON TURF. AND, STILL, WHAT'S 
BUILT TO L A S T imi&W MOST IMPRESSIVE ABOUT THE NEW TURF-TRUCKSTER® IS ITS AUTOMATIC TRANSMISSION. 

no gears to shift, no clutch to adjust (or replace), and no downtime for lengthy operator training, today's 
Truckster is more versatile than ever. Its 32 hp, fuel-injected engine packs the power you need to boost productivity. 
Plus, you gain the convenience of a mid-mounted engine, a walk-through platform and a full 60-inch box. So if you've 
never experienced a Truckster (if that's possible), we urge you to test-drive this one. For a dealer near you, call 1-888-922-TURF. 

THE NEW AUTOMATIC TRANSMISSION: 
KEEPING UPHILL CLIMBS FROM BECOMING UPHILL GRINDS. 
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Continued from page 74 
longer be acceptable," Watschke says. "The EPA is looking 
for precision in treatments, and a pre/post emergent combi-
nation helps do that." 

Some superintendents successfully mix pre-emergent her-
bicides with post-emergent products to maximize the control, 
Watschke says. Herbicides could also be fine-tuned to focus 
on specific types of grasses, such as goosegrass. 

"If you get south of the transition zone, goosegrass is a bear," 

Mid-Course Restrooms 
Romtec pre-engineered restrooms are a perfect match for your course. 

• Many styles & floor plans 
• Complete ready-to-install kits 
• Plumbed facilities with top-quality fixtures 
• Self-contained odor-free vault to i l e ts -

no water & sewer needed 

Call today for FREE Video & Catalogs 

541-496-3541 

he says. "None of the products [available] control it enough." 
Nick Christians, professor of turfgrass culture at Iowa State 

University in Ames, Iowa, says there will also be a move to 
biologically based products, such as corn-gluten meal. The 
EPAs increased restrictions on chemical use has spurred more 
research in this area. Christians is researching the efficacy of 
corn-gluten meal and other grain byproducts. 

"Corn-gluten meal seems to have many of the same pre-
emergent capabilities as some of the synthetics," Chris-

tians says. "We're still studying the long-
term effects." 

But superintendents shouldn't expect 
any radical breakthroughs soon. Roch 
Gaussoin, associate professor of turfgrass 
at the University of Nebraska in Lincoln, 
Neb., says the industry has hit a down cycle 
in developing new pre-emergent herbicide 
products. More energy is spent on insecti-
cides and fungicides because that's where 
manufacturers make money more quickly. 

"Companies are sitting back and ask-
ing themselves whether the industry needs 
another pre-emergent product," Gaussoin 
says. 

Part of what is inhibiting new products 
is cost, Christians says. The cost of de-
velopment of a new compound is nearly 
$40 million. Without a proven plan to 
make that money back, most companies 
aren't willing to take on that commitment, 
Christians says. 

"Developing a turf-only product means 
taking a great financial risk," Christians 
says. "That's why you see so many prod-
ucts that can be used in a number of dif-
ferent markets. The companies are trying 
to maximize their return on investments." 

Watschke says the recent consolidation 
of chemical companies has also inhibited 
work on new products. The last chemical 
breakthrough for pre-emergent herbicides 
was the creation of a compound that was 
safe for creeping bentgrasses, Watschke 
says. Now the goal of most companies is 
to tweak current chemistries to comply 
with government regulators' concerns. 

"What you're going to see in the in-
dustry is a move to lower the rates of pre-
emergent herbicides necessary for control," 
Watschke says. "The industry is heading 
toward making existing products more af-
fordable and safer without hurting the 
efficacy." • 

Restroom Design & Engineering Specialists 

www.romtec-inc.com 
Email: romtec@rosenet.net 
© 2000, Romtec, Inc. 

http://www.romtec-inc.com
mailto:romtec@rosenet.net


Instant 
Access To 
Supplies & 
Technical 
Solutions 
24 Hours EZ-ORDER IS HERE! . . . T H E QUICK AND EASY WAY TO ORDER T U R F 

PRODUCTS- ONLINE ! 
, Associations & Government 

, Classified Ads 

Education 

Manufacturers 
Pests & Turf Diseases 

Products 

Now you can do business with Van Waters 
& Rogers 24/7/365. Your regular sales 
representative atid branch will process and 
receive full credit for your order, but you 
can now place them online at your 
convenience! As the TurfWeb site continues 
to develop, look for further extensive 
training, certification and technical support 
functions to be added. We will help you 
grow your business with TurfWeb! 
• You can order whenever it's convenient 

for you, whether it's during normal 
business hours or not. 

• EZ-Order tracks your purchase history, 
making it fast and easy to re-order. 

• It offers centralized purchasing capability 
for multi-branch companies. 

• Your order will be shipped quickly from one of 66 active stocking locations around the country. 
You can specify method of shipping and delivery date. 

• E-mail order confirmations and status reports are sent back at each step of the process. 
• Check out the EZ-Order demo online. 
• Ability to search all VW&R's products! 
To get started simply apply online at www.turfweb.com and register for Vantage £ 
Services. Once you've completed this registration process, you'll be issued a user ID# i / y c E 5 " 
and a password for accessing this valuable service. If you are not already a VW&R 
customer, our friendly Customer Service Representatives will follow-up with you to finalize the 
registration process. You can also apply by contacting your VW&R Sales Representative or your local 
VW&R Office by calling 1-800-888-4VWR. Do it today...TurfWeb can be the most valuable resource 
you have to grow your business into the millennium. 
Look for regular future updates on what's available on VW&R's TurfWeb! 

W Van Waters Er Rogers Inc. 
— — a Royal Vopak company 
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/ » Online EZ-Order. 

• Latest information 
on the Turf industry's 

l leêding products. 
I Instant access to 
MSDSs ahd labels. 
JÉ Research at'your 
fingertips—download 
and print. 
• A growing selection 
of on-line training 
tutorials. 

, • Quick connections 
to government and 
associatidn news and 

r updates. 
H Unique library of 
on-line insect images. 
• Free self-service 
classified ads. 

N E W FROM V A N WATERS & ROGERS! 

http://www.turfweb.com


Talking Tech 
m T O T H E W E B A N D B E Y O N D 

he one drawback to having 
children is that once they 
reach school, they can make 
you feel ignorant at times. Of 
course, that's because they're 
learning things that you 

learned some time ago but have since forgot-
ten. That's the situation I'm running into with 
my 10-year-old son, Ryan. 

Recendy, he reminded me about an impor-
tant lesson about machines. As part of his fifth-
grade science curriculum, he's learning that 
levers and fulcrums make up simple machines. 
Those simple machines can be grouped to pro-
duce complex machines that can do large vol-
umes of work more efficiendy. 

The lesson, of course, is that machines are 
more powerful working together than they are 
individually. The same lesson should apply to 
the computers that have taken over superinten-
dents' lives, but it doesn't. For that, the golf in-
dustry should feel ignorant, too. 

Computers help you do your job daily. 
They provide you access to the Web, help you 
produce budgets and streamline communica-
tion. They run your irrigation systems and can 
map your golf course using global positioning 
so you can locate every tree, bunker and sprin-
kler head. 

Yet no one in this industry has designed a 
way for all those disparate computers to com-
municate with one another. Computers that 
can't coordinate with each other are no better 
than the rudimentary machines that Ryan is 
working with in his class. 

Dan Dinelli, certified superintendent at 
North Shore CC in Glenview, 111., says his club 
researched having computer programmers 
write software to integrate all of his stand-alone 
machines into one network to achieve the goal 
of all superintendents — top-notch golf course 
maintenance. He even convinced the owners 
that the the cost — between $ 15,000 and 
$20,000 — would be a good investment. But 
then he learned one of the major difficulties of 
computer integration. 

"The programmers told us that once we had 
this system in place, it would be risky to up-
grade any individual part of the system," 
Dinelli says. "One upgrade on one part of the 
system could mess the whole integration up." 

Why Can't They 
Work Together? 
BY FRANK H. A N D O R R A 1R. 

C O M P U T E R S THAT 

CAN'T C O O R D I N A T E 

W I T H E A C H O T H E R 

A R E NO B E T T E R 

T H A N T H E M O S T 

R U D I M E N T A R Y 

M A C H I N E S 

Dinelli says it's frustrating to have all these 
computer controls available to him without 
having the ability to wield them as an inte-
grated system. He wishes he could collect data 
about problems on his course, download them 
to a central site and have the computer make 
the adjustments necessary to solve them. 

"We're still not even scratching the surface 
with the power of these machines," Dinelli 
says. "Integration would allow you to micro-
manage your golf course in a way that's practi-
cally unthinkable right now." 

Dinelli says the computerization of certain 
aspects of course maintenance would allow su-
perintendents to be more proactive. Once su-
perintendents can collect historical data about 
problems on their courses and store it on their 
desktops, they will harness more fully the 
power of the computers to predict when prob-
lems might arise. Armed with this information, 
superintendents would be able to prevent the 
problems before they became the crises that 
plague them during their day-to-day opera-
tions. Unfortunately, that day seems a long way 
off, Dinelli says. 

"We don't have the tools available to us to 
integrate all the computers from the different 
systems," Dinelli says. "I don't see why, as an 
industry, we can't do that." 

I can't either. With all the advances in the In-
ternet and computers, why is that we in the golf 
industry can't get our computers to talk to each 
other? It's done in other industries all the time, 
and it's time the golf industry joined them. 

Maybe I'll go back to Ryan and see if he 
can't devise a system to get all these computers 
on the same page. It's a solution that can't come 
too soon. 

Frank H. Andorka Jr., associate editor 
of Golfdom, can be reached at 440-891-2708 
or fandorka@advanstar.com. 

mailto:fandorka@advanstar.com
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