
Often It's What 
You Don't See 
That Makes Our 
Fertilizers BEST 

BEST® fertilizers are part of the J.R. Simplot Company, 
one of the largest privately held agri-businesses in 
the world. Since 1953 BEST has built upon the 
resources of this leader in research and development, 
to exceed the expectations of its customers. 

BEST professional turf fertilizers lead the industry 
with a broad mix of technologies, some of which 
include: homogenous pellets, controlled-release 
POLYON® PRO™ and TriKote®, stabilized nitrogen 
UMAXX® and UFLEXX®. 

World-class fertilizer has made BEST the preferred 
choice on every part of a golf course and with every 
type of landscape. BEST offers a variety of greens 
grades, pre-plant, controlled-release, herbicide 
combinations, and specialty formulations to meet 
specific turf and landscape requirements across the 
country, and around the globe. 

Reliable N-P-K delivery, balanced secondary elements 
and micronutrients, predictable response, consistent 
results are what you will see every time you apply 
BEST fertilizers. 

B E S T backs its distributors with thorough 
product training and state-of-the-art order 
processing to ensure you get the precise 
product you need, when you need it. For 
all the reasons why we're BEST, visit your 
distributor or call 8 0 0 - 9 9 2 - 6 0 6 6 . 

Phone: 1-800-992-6066 • Fax: 209-858-2519 • www.bestfertilizer.com 
©2001 J.R. Simplot Company. All rights reserved. 
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Pin High 
• EDITOR'S COMMENTARY 

To satirize a line from a clas-
sic REM song: "It's the end 
of electronic commerce as 
the industry knows it . . . 
and superintendents feel 
fine." 

It's obvious that superintendents — and 
suppliers, for that matter — want little to do 
with the mode of e-commerce presented to 
them by third-party Internet companies. 
Those dot-coms tried desperately to attract 
superintendents and suppliers to their sites to 
initiate product sales between them and earn a 
percentage from the sales in the process. 

For many reasons, most superintendents 
and suppliers spurned the dot-coms because 
they weren't interested in doing business on 
computers and through vendors they couldn't 
see or hear. (See our cover story on page 24) 

Hence, many of the dot-coms that sailed 
into the industry a few years ago — and an-
nounced they would change the way the indus-
try does business — have abandoned their 
e-commerce plans or are steering in new direc-
tions. Their creators finally realized they were 
throwing away money in cyberspace. 

Mike Scott, who founded Golfsat in San 
Diego, headed the industry's most visible 
e-commerce vendor. Golfsat marketed itself far 
more aggressively than any of its competitors. 
But in the end, and $9.5 million later, Scott 
discovered that most superintendents weren't 
interested in Golfsat's concept. 

I'm not surprised. Many superintendents 
I've talked with the past few years were unsure 
about e-commerce from the beginning — 
mainly because it wasn't top of mind for them. 

I also disagree with the proponents who say 
the third-party dot-coms were ahead of their 
time. I'm not saying that Scott and the others 
weren't visionaries, but I doubt the exchange or 
auction type of e-commerce will ever work in 
the golf course maintenance industry. 

This is not to say that superintendents don't 
know how to point and click. They possess 
more than enough technological savvy to surf 
the Internet and purchase equipment. But the 
simple fact is they don't want to buy online be-
cause they don't rank e-commerce high on their 
priority lists. 

Most superintendents have no problems 

Users Pulled the 
Plug On Dot-coms 
BY L A R R Y A Y L W A R D 
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buying equipment from local distributors. So 
why should they change horses in midstream 
and buy supplies online? 

Most superintendents believe there's noth-
ing wrong with the current buying system, and 
e-commerce doesn't offer them enough good 
reasons to change. 

E-commerce is also too impersonal for su-
perintendents, most of whom value the per-
sonal relationships they have with their distrib-
utors. In many cases, the two are friends. 

It's mind-boggling to think there were at 
least 10 e-commerce hawkers two years ago 
vying to do business with superintendents and 
suppliers. It's mind-boggling because superin-
tendents and suppliers never asked for their ser-
vices. What happened to the simple business 
concept of supply and demand? 

In essence, the industry's dot-coms jumped 
on the Internet bandwagon while it was rolling 
merrily along — but they couldn't get off be-
fore the wagons wheels fell off. 

Because there were so many of them, the 
dot-coms might have ruined any chance of suc-
cess a few of them might have had. I don't 
know about you, but I was in a dot fog trying 
to keep up with their names, offerings and Web 
site addresses. It was like going to an Italian 
restaurant and studying a menu offering 12 dif-
ferent varieties of pasta and meat sauce. You be-
came so frustrated about which one to order 
that you walked out of the restaurant in a huff. 

The bottom line is that superintendents 
have too many more pressing concerns — it's 
100 degrees and the irrigation pump is on the 
fritz — to think about whether they want to 
try e-commerce. Here's betting a distributor-
delivered case of fungicide that it will always be 
that way. 

Golfdom editor Larry Aylward can be reached at 
440-891-2770 or laylward@advanstar.com. 

mailto:laylward@advanstar.com


Invested in the Wonder of Science 

"Greens Health Put Us At Ease* 
After getting started with Astron, Renaissance, CalpHlex, and Maxiplex at Torey 

Pines, I wanted to go organic and focus on plant health when I took this job. 
That is a tall order when you think about poa greens in the temperatues we have in 

the Sacramento Valley. 
With the technical assistance from my Floratine reps, we made sense out of the soils 

and growth conditions so that we could plan a soil and foliar management strategy to 
support the basic plant processes on a day-to-day basis. 

Overall greens health has put us at ease despite summer stress. Root depth has 
increased and turf color, quality, and consistency have been great. 

Jessie Creeiicia, CGCS 
Del Paso Country Club - Sacramento, California 

Information 
Gathering 

Invested In The Wonder 
144 Mid South Cove, Colliervilie,TN 38017 • (901) 853-2898 • FAX; (901) 853-3101 • email: techinfo#fioratine.com 

the turf quality of our clients, the Keepers of the Green 

EvaluatioiPand 
Understanding 

Agronomically 
Sound Solutions 

/ have been using Floratine as my primary source of nutrition in maintaining our 
greens, tees and fairways: during both the grow-in and maintenance phases of the course. 
By using the Floratine products recommended by my Floratine consultant. I have experi-
enced a quicker grow-in and have a healthier plant that recovers quicker when exposed to 
stress related situations. Utilizing Floratine products as recommended has allowed us to 

grow a healthier plant 

Floratine 



Business 

briefs Please, No Crappy Jokes 
MILORGANITE CELEBRATES 75 YEARS 

Toro exceeds expectations 
Bloomington, Minn.-based The Toro Co. re-
ported net earnings for the third quarter end-
ing Aug. 3 exceeded expectations despite a 
difficult market. Net earnings were $16.9 
million, compared to $16.4 million for last 
year's third quarter, a 3 percent increase. 

Revenues declined by 4.4 percent to 
$329.8 million compared to $345.2 million a 
year ago. Nine-month revenues were $1.08 
billion, slightly ahead of last year's same pe-
riod of $1.07 billion. Net earnings year-to-
date were $48.3 million compared to $44.3 
million last year, a 9.1 percent increase on 
net earnings. 

Deere income down 
Moline, Ill-based Deere & Co. reported net 
income of $71.8 million for the third quarter 
ending July 31, and $256.1 million for the 
first nine months of 2001. This compares 
with net income of $172.4 million and 
$414.4 million for the comparable periods 
last year. 

"Deere's third-quarter results continued 
to reflect the general economic slowdown 
and low farm commodity prices," said Robert 
W. Lane, chairman and CEO. "Although we 
are pleased to have remained profitable in 
the face of such difficult conditions, we are 
continuing to take aggressive actions to fur-
ther strengthen our competitiveness and 
drive more efficient asset levels." 

Scholarship available 
The Grand Tour Scholarship features a four-
week journey to visit 25 of the top 100 golf 
courses the country, either in the East or 
West 

For more information, contact Bettina 
Schrickel, certified golf course architect, at 
954-647-3436 or lionessgolf@aol.com. 

By Ron Hall Happy birthday, 
Milorganite! Gosh, 
that sounds funny — 
saying happy birthday 
to a fertilizer that's the 

byproduct of a city's sewage treatment 
process. Even so, the popular industry 
fertilizer Milorganite is 75 years old 
this year. 

I traveled to Milwaukee in August 
to get a firsthand look at how Milor-
ganite fertilizers are made and to see 
some of the venues where 
they're used (Brown Deer 
Park GC and the Brew-
ers' new Miller Park). I 
was also allowed a 
glimpse at a new family 
of synthetically enriched 
Milorganite products 
(Milorganite Komplete) 
being tested and readied 
for the turf/ornamental 
market. While Milorganite fertilizers 
are a byproduct of the treatment of 
Milwaukee's sewage, they have never 
contained sewage. 

"It is, and always has been, the nu-
trient-rich, heat-processed remains of 
the critters that digest the sewage. 
Even after 75 years, we find we still 
have to get that message out," says the 
company's Jeff Spence. 

The history of the organic nitrogen 
fertilizer starts in 1926 when Milwau-
kee looked to O.J. Noer, of the Uni-
versity of Wisconsin College of Agri-
culture, to find a use for the biosolid 

I t is, and always has 
been, the nutrient-
rich, heat-processed 
remains of the 
critters that digest 
the sewage." 

- J E F F SPENCE 

byproduct resulting from the city's ac-
tivated sludge process. This technol-
ogy had been perfected in England 
and never before used in the United 
States. 

Noer found that the byproduct 
had an average nutrient profile of 6.2 
percent nitrogen, 2.63 percent phos-
phate and .4 percent potash. He 
tested the materials on agriculture and 
turf and discovered the results were 
excellent. Further testing on golf 

courses convinced him 
the material had great po-
tential as a fertilizer. 

The commercial 
potential had become so 
obvious, the Sewerage 
Commission authorized 
construction of a biosolids 
processing facility for the 
product, whose name 
stands for MILwaukee's 

ORGanic NITrogEn. Commercial 
production began in August 1926. 

The Milwaukee Metropolitan 
Sewerage District will produce 
55,000 tons of Milorganite this year 
at its modernized Jones Island Waste-
water Treatment Plant. The sale of 
Milorganite fertilizers defrays operat-
ing costs and provides a controlled 
way to redistribute wastewater nutri-
ents to the environment, safely and 
beneficially. 

Hall is editor 0/Athletic Turf, Golf-
dom s sister publication. 

N E W S W I T H A H O O K 
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Quotable 
"Better watch out while you're looking 
for your ball in there. If there's one 
place you can get deer ticks/it's at 
Deere Run/' 
— Bobby Fields, salesman for Finch Turf Equipment in 
North Wales, Pa., joking to his playing partners while they 
all searched for a golfers lost ball in the bushes while play-
ing the TPC at Deere Run in Moline, III 

"That's what I hear from the time I 
get here in the morning until the time 
I go home - 'Kachunk, kachunk, 
kachunk, kachunk/ " 
-— Steve Bailey, superintendent at Deer Park GC in 
Milwaukee, on golfers who (inadvisably) try to hit out 
ofthe trees that line the fairways of his course, 

"I was 11.1 got straight As, had two 
recesses a day, had the cutest 
girlfriend and won 32 tournaments. 
Everything's been downhill since." 
— Tiger Woods, answering Sports Illustrated columnist 
Rick Reillys question about the happiest period of his life 
(cnnsi.com). 

"Oh, yeah. Oh, hell yes." 
— Mike Scott, creator of the struggling golfiat.com., when 
asked if the $9.5 million the company initially raised is 
gone. But Scott says the money was well spent, and hes not 
giving up on golftat.com. 

ASGCA: Preserve the 
Great Golf Courses 
Editors note: The American Society of Golf Course Architects 
(ASGCA) recently submitted this position paper — The Im-
pact of Golf Equipment on the Game of Golf — to be pub-
lished in Golfdom. It has been edited for length. 

T he balance between preserving golf s integrity and 
encouraging a free market in the manufacture and 

_ selection of golf equipment has been an ongoing 
battle throughout the last century. Today, with 300-yard 
drives commonplace, the great layouts of the past are (once 
again) being rendered defenseless. Hazards placed at strate-
gic distances are obsolete, and extra room no longer exists to 
add additional tees. The strategic principles that guided the 
design of all the great layouts in the 1920s and 1930s can 
no longer keep up with the state of todays game. Unfortu-
nately, the onus of adjusting to technology is still falling on 
the golf courses. 

To protect the hallmark designs of its forebears, the 
ASGCA endorses a modification to the ball that results in a 
percentage decrease on its flight/distance. Such a solution 
would have the greatest effect on the longer hitter, while 
having a lesser effect on the high-handicappers who support 
the game and find it challenging enough. Distance is its 
own reward, no matter the relative scale it is measured on. 

While maintaining free enterprise among manufacturers 
in the design and production of golf equipment is a tradi-
tion of the game, the control over the parameters in which 
that production takes place must be absolute. The fate of 
golf s value and integrity is inherent in that control. 

Golf is played differently today than ever before, with 
developing effects that are eroding the games traditions. In-
action today is complicity in the deterioration of the game 
tomorrow. We urge the USGA and Royal and Ancient Golf 
Club of St. Andrews to take the necessary steps to preserve 
the great golf courses of the world. 

Prepared by Bobby Weed, Member of ASGCA Board ofGovernors 

Thankful for the 'Net 
Ori Sept 8, PBI/Gordon's Gary Custls ceived reports from several golf courses 
posted this message on a GCSAA on- that have experienced yellowing on turf 
line forum: attention golf course superin- greens following application of a particu-
tendents and other turf professionals lar lot number of this product We are in-
important notice from PBI Gordon re- vestigating these reports, 
garding Bensumec 4LF. Please do not tater, it used its Web site to recall the 
apply until further notice. We have re- product 

The moral of this story? Before the 
Internet, it took weeks for a company to 
get out such an important message, The 
extended time it took only led to more 
turf damage, not to mention a com-
pany's reputation. 

The Internet has its drawbacks, 
but this is a classic case of one of its 
advantages. 



Inherited Assistants and Lessons Learned 

I was a cocky, young superin-
tendent and newly minted 
with my first course — Ha-
cienda GC in Southern Cali-
fornia. The course, built in 

1923, had seen its economic ups and 
downs. Changes were made over the 
years — not all for the better — and 
some of the greens were still original. 

My inherited assistant, Paul, had 
been on the course for more than 
20 years and had worked for a number 
of superintendents. He watched the 
course decline over the years and had 
seen greens die, some more than once. 

While my predecessor had initiated 
some needed improvements with the 
green committees support, and I talked 
to the crew about doing more upgrades, 
Paul remained politely skeptical that 
anything permanent would result. 

I took the job in the winter, and I felt 
fairly confident by the summer that 
some needed changes in the way the 
crew did things had been accomplished, 
even to the extent of getting Paul on-
board. We interseeded the old poa 
greens with bentgrass at 1/4 a pound 
per thousand per week, and I saw posi-
tive results. We aerified and topdressed 
four times (which really impressed 
Paul), had trained the crew in how to 
hand water correctly and were on a solid 
preventive fungicide program. In short, 

things were going great. 
Members were telling us the greens 

hadn't been this good in years. It was the 
usual, inevitably temporary euphoria 
and good feelings experienced by old-
time members when a new superinten-
dent arrives and makes visible changes 
of which they approve. 

As was my preference, Paul and I al-
ternated weekends on a 12-on/two-off 
schedule. My kids were young at the 
time, and I valued spending quality 
time with them every other weekend. 
One Monday in mid-August, I came in 
before starting time after my weekend 
off. It hadn't been too hot, and I had 
stayed in the office to process some in-
voices. About 7:30 a.m., Paul came in 
and said, "Well, I guess you'd better 
order some redtop." I looked up from 
the invoices, irritated at both the inter-
ruption and the suggestion that redtop 
(.Agrostis alba for you youngsters) was 
something we might want to use for 
some reason, and asked, "Why on earth 
would we want to order redtop?" 

"Because No. 12 is gone," Paul said. 
"What do you mean No. 12 is 

gone?" I answered. "It was fine on Fri-
day night." 

"It's dead now." 
"How could it die?" 
"Well, go look at it." 
"I will. But if it's dead, what the hell 

did you do to it? Forget to water?" 
"No, I watered it. It looked a little 

bad Saturday, so I gave it some extra, 
and then it looked a little worse yester-
day, so I gave it some more." 

"And now it's dead?" 
"Yeah, I'm pretty sure." 
"Why didn't you call me?" 
"It was your weekend off, and any-

way that green dies every year." 
Paul was right. The green was dead. 

He knew it would die, and he didn't be-
lieve I could save it. The green died every 
year, no matter who was superintendent. 

This is the problem with inherited as-
sistants. They may pay you lip service, 
but they "know" inside how things turn 
out — like they usually do in the past. 
Because Paul had embraced my changes, 
I was surprised to discover he "knew" I 
couldn't save that green. But he was 
right. I couldn't have saved that green in 
those days, knowing what I knew then. 
Still, I wish he'd given me the chance. 

It was many years after that and at a 
different club before I took an entire 
weekend off during the summer. Paul 
and I continued to work 12/2 as long as 
I was at Hacienda, but I always came in 
on my weekend off, during the hot 
months from May through September, 
just to check. I never trusted him again. 

Editors Note: Mike Heacock, former vice 
president of agronomy and maintenance 
for American Golf Corp., fields your 
questions in his bi-monthly column. You 
can reach Heacock at: mike.heacock@ 
verizon. net or310-849-5011. 

October In Turfgrass Trends: 
BRING ON THE BACTERIA: Researchers 
from the University of Florida's Fort 
Lauderdale Research & Education 
Center, Auburn University and Clem-
son University evaluated the microbial 
diversity of creeping bentgrass greens. 
The project examined the significance 
of nitrogen rate and root-zone mix on 
root weight and selected rhizosphere 
bacterial populations from bentgrass. 

SPRAY DRIFT: Erdal Ozkan ofThe Ohio 

State University discusses spray drift re-
tardants — what works, what rates 
work best and which are cost-effective. 

ACCIDENT PREVENTION: Editor Curt 
Harler discusses how good training 
programs help your employees deal 
with accidents. He describes an exam-
ple he experienced this summer. 

For more information, visit 
www. landscapemanagement. net. 

Been 
there, 
seen 
that 
B Y M I K E H E A C O C K 



POWERFUL 
i • • * • * « , » 

Dual systemic fungicide works as a curative and a preventative. 

RELENTLESS 
Starts working immediately and lasts up_to_30 or more days. 

CONTROL 
Controls over 30 fungi including dollar spot. 

2 

2 

2 

SysStar fungicide works twice as hard, on more sites, 

with more modes of action than any other fungicide 

on the market. Dual Systemic action is the key. This 

powerful systemic action works 

from inside the plant to protect it from root tips to plant 

tops. Don't waste another season with a single action 

fungicide. Get the powerful dual systemic action of SysStar 

- and get it on the double... ( )2. 

The dual systemic fungicide for turf, landscape and ornamentals. 1-800-621-5208. 
CIRCLE NO. 109 



Please join us in remembering the innocent people who lost their lives in 

New York, Washington D.C., and Pennsylvania on Tuesday, Sept. 11,2001. 

1 8 Golfdom O c t o b e r 2 0 0 1 

IN MEMORY 



COVER MORE T E R R I T O R Y W I T H O U T L E A V I N G T R A C K S REHIND. 

Introducing the industry's lightest 7-gang mowers. Weighing in at roughly 750 pounds less than other 7-gang mowers, 
the Jacobsen® LF-4675 and LF-4677 models are the lightest available. Plus, you get a legendary Jake cut that stretches across nearly 

140 inches — about 40% wider than with a 5-gang mower. While these 7-gangs may be new, their 22-inch cutting reels and chassis 
are not. In fact, both models are built on the same time-tested chassis as our popular LF-3400 and LF-3800 fairway mowers, so 

you'll get the same reliable performance. Not to mention, those fairways will be cross-cut in no time — without the worry of 
leaving tire tracks behind. For more information or a free demonstration, call 1-888-922-TURF or visit www.textronturf.com. 

JACOBSEN 
Precision Cut. Legendary Performance. 

CIRCLE NO, 110 

http://www.textronturf.com
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The Rim Club 
Payson, Ariz. 
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