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Blum says the environmentally 
friendly products are generally cheap, 
which help him stay within his budget. 
The challenge is that these cheaper al-
ternatives occasionally require more ef-
fort to use than their high-technology 
counterparts. He believes that scares 
some superintendents who are enam-
ored with advances in technology. 

"We've seen such leaps in pesticide 
technologies that superintendents have 
become dependent on them," Blum 
says. "Some of my colleagues have for-
gotten how to think creatively about 
solving their problems. A budget-con-
scious environmental approach does 
take extra effort sometimes, but it's 
worth it." 

Blum's shoestring environmental 
program caught the attention of New 
York state officials, and the governor's 
office has asked him to help devise a 
blueprint for cost-effective environ-
mental management for golf courses 
around the state. 

"It's good that the environmental 
aspects of golf course maintenance are 
receiving attention from people other 
than golfers," Blum says. "I care about 
the 78 percent of Americans who don't 
play golf and are worried about the fu-
ture of the environment. Those are the 

Continued on page 102 

Pat Blum (far right), superintendent at Colonial Acres GC 
in Glenmont, N.Y., focuses on environmentalism partly for 
his family's sake (from left to right): wife Terri, son Zachary 
and daughter Samantha. 
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vironmentally sensitive areas, could 
emulate his efforts. 

But for those who know his back-
ground, its no surprise at all. After all, 
Blums just following in his fathers 
footsteps. 

Know of a course in your area that has 
a small budget and an interesting story 
to tell? Contact Frank H. Andorka Jr., 
managing editor of Golfdom, at 440-
891-2708 orfandorka@advanstar.com. 

Continued from page 101 
people we need to convince that our 
intentions are good." 

But Blum acknowledges that his ex-
ample hasn't found many adherents 
among his peers. He says some people 
look on him as a heretic for his budget-
conscious environmentalism. 

"I've taken away one of the most 
popular excuses for not following 
through with an environmental plan 
— that it's too expensive," Blum says. 
"If I can do it, anyone can." 

And then there are those family 
obligations. Blum says he loves it 
when his children visit the course and 
chase after the rabbits that dash across 
the fairways or watch with fascination 
as a group of purple martins chase fly-
ing insects. 

He takes great satisfaction from 
his work on the environment because 
he believes he's protecting his chil-
dren's future, even though he doesn't 

have enormous amounts of money to 
do it. "When I read them books at 
night before they sleep, I can look 
into their eyes without being 
ashamed of what I do," Blum says. 
"It's then that I think to myself, 'I did 
all right today.' " 

Blum may finally have disproved 
the old adage that environmental pro-
tection is costly and out of reach for 
most golf courses. Superintendents 
around the country, particularly in en-
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On the Mark 
BY GEOFF SHACKELFORD, 
C O N T R I B U T I N G E D I T O R 

Olympia Fields CC super-
intendent Dave Ward 
says that Mark Mungeam 
is "not the usual big-ego 
architect you hear about." 
Mungeam helped Ward 
prepare Olympia Fields' 

North Course for this month's U.S. Open. 
The 41-year-old Mungeam joined Cornish 
and Silva in 1992 as an associate. He is now a 
partner in the small but busy Massachusetts-
based firm that handles a variety of projects. 

"We hit it off from the get go," Ward says of his relation-
ship with Mungeam. "Every superintendent in the world 
thinks he's a good architect, but hiring Mark changed my view 
about the importance of hiring an architect." 

Mungeam has been recognized as the course's unofficial 
"Open Doctor" since 1997 when the club hosted the U.S. 
Senior Open. He has handled every role at Olympia Fields 
— from restoration specialist to renovation consultant. Here's 
what Mungeam had to say about preparations for the 
U.S. Open in a recent interview. 

Q : Can you give an overall description of the work undertaken since the 
1997 Senior Open at Olympia Fields? 
A : After the Senior Open in 1997, the USGA granted Olympia 
Fields the men's U.S. Open for 2003. The club had to first pre-
pare a U.S. Open Renovation Plan. The USGA felt that the 
course needed to be strengthened for it to hold the Open. 

This plan was prepared in conjunction with the club and 
the USGA to detail what work had to be done to the course. 
The plan became part of the contract between the club and 
the USGA. 

The emphasis of the renovation was increased length and 
more difficult bunkering. We planned and oversaw the 
reconstruction of all the bunkers. Other work included the 
regrassing of all the greens and the reconstruction of two 
greens. 

Ward decided on the regrassing, as he wanted consistency 
and the ability to optimize conditions. In '97, the greens were 
primarily Poa annua. They played fine, but Ward was con-
cerned about getting them ready for the Open and felt that he 
could produce better conditions with creeping bentgrass. Those 

Mark Mungeam, the man 

behind the renovation at 

Olympia Fields, talks about 

what it took to ready the 

course for the U.S. Open 

16 greens were gassed to kill the existing turf and reseeded with 
L-93 directly into the existing thatch layer. In the process of 
regrassing greens, we restored some of the lost areas on several 
of them. 

With the course closed for bunker and tee renovation, the 
club also decided to upgrade the irrigation system and installed 
a completely new system. It allows the club to water the roughs, 
something it couldn't do easily before. 

Q : The USGA used to insist it would never tell clubs to make changes 
to their architecture, but now it makes it a contractual obligation for 
the host to develop a course master plan with the USGA. Does this put 
the architect in the position of defending the every-day club player as 
much as preparing the course for the U.S. Open? 
A s It did for me. Throughout the process, I continually 
reminded myself, when members of the club weren't, that the 
work being done was for the U.S. Open. 

Yet that's a one-week tournament, and the members have 
to play it the rest of the time. Therefore, I didn't want to make 
dramatic changes to the character or playability of the course 
just for the Open. 

This was especially true for the reconstruction of the greens. 
The membership identifies steepness as "character" and was 
averse to eliminating this aspect. They also wanted the new 
greens to look like the originals. 

So did we. We came up with the solution of maintain-
ing some steepness — 3 percent to 5 percent — through the 
middle of the greens while decreasing the slope to the USGA-
desired 2.5 percent along the edges, as they will rarely use a 
middle pin. 

Continued on page 107 
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Continued from page 104 
Q : T h e p e r c e p t i o n is t h a t f e a r o f l o w s c o r i n g s e e m s t o h a v e d i c t a t e d 

s o m e o f t h e c h a n g e s a t O l y m p i a F i e l d s . Is t h a t a f a i r p e r c e p t i o n ? 

A? It is. Since beginning the process, the desire has been to 
strengthen or make the course more difficult. Why else would 
bunkers be renovated that had only recently been redone? And 
fairways dramatically narrowed? And par 5s turned into par 4s? 

The USGA has definite ideas regarding course setup. It prefers 
the U.S. Open not be just another PGA Tour event with a win-
ning score of 15-to-20 under par. It wants its courses to be 
diiferent. If this means firmer conditions, narrow fairways and 
higher rough, this is what the USGA will set up. 

No one from the USGA has ever discussed this philoso-
phy with me. Its merely an understanding one gains from see-
ing previous setups and working with them on a master plan. 
There was never any mention of a desired winning score, only 
of creating a difficult enough course that identifies the best 
and most patient player. It is my feeling that the USGA 
attempts to seek a balance in the setup so as not to favor a cer-
tain type of player. I'm less inclined 
to think the USGA is concerned 
with the score, as it is with the type 
of player who wins. 

Q : W h y d o p e o p l e f e a r l o w s c o r e s s o 

m u c h ? S h o u l d n ' t a w e l l - d e s i g n e d c o u r s e 

y i e l d a l o w s c o r e t o a p l a y e r o n his g a m e ? 

As Absolutely, but one persons de-
finition of a low score may be dif-
ferent from another. People fear 
low scores because they eliminate 
the aspect of par, which was de-
vised to identify the score a good 
player would make on a hole. 

I think a good golf course should allow for someone really ¡3 
on his or her game to go low, but not allow someone not play- § 
ing well to come in with a low score. This is what the USGA w 
setup does by putting so much pressure on a player to focus ^ 
on every shot. There is little margin for error. £ 

This is where I disagree with the USGAs philosophy of nar- § 
row and straight fairways. This is not how the game was con- CL 

ceived or should be played. It used to be that fairways were wide 
and allowed for a greater margin of error, yet were designed such 
that there was an advantage to hitting to a certain position within 
the fairway to improve ones approach angle to the green. Bunkers 
and other natural features were also integrated into the fairways 
and gave them their shape and identified strategy. 

With laser-straight fairway cuts, most of the hazards be-
come adjacent and linear, rather than jutting into the fairways. 
At Olympia Fields, we attempted to maintain the twists and 
curves of the fairways around the features when going through 
the process of redefining the fairways. I didn't get much say in 
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CIRCLE NO. 142 
108 Golfdom June 2003 

Q : For those of us watching on TV, are there any holes we should pay 
special attention to, perhaps to see where renovation work enhanced the 
architecture? 
A : I hope the work on all the holes restored and improved 
the original Willie Park architecture. I'm not going to take 
credit for doing much actual enhancement. The previous 
layout was sound, but it had been eroded over time by the 
rebuilding and raising of bunkers and indiscriminate tree 
planting. Through restoring bunkers and removing trees, the 
former options and playability were returned. 

Changes I like most are on No. 2, where the left-side 
carry bunker group was pushed further out to affect the 
long hitters; on No. 4 where difficult back-right and left-
side pin placements were restored; on No. 5 where nu-
merous trees were removed along Butterfield Creek on the 
right side of the hole so that the fairway could be shifted 
closer to the creek; on No. 16 where we added a left fair-
way bunker to influence the dogleg; on No. 17 where we 
pushed the tee back 21 yards; and on No. 18 where we 
added a bunker in the landing area at about 300 yards, 
which completely changes the tee shot and puts the right-
side bunker more in play. • 

Continued from page 107 
this work, but gave them my ideas whenever possible and feel 
like I influenced the work a little. 

Q : The U.S. Open has featured some course setup mistakes and near 
disasters the past few years. Is there anything you are concerned about 
at Olympia Fields when conditions speed up and protecting par 
becomes a focus? 

A : When you live on the edge, as the USGA and other major 
tournament venues do with their setups, you are bound to go 
over it at times. I don't think that's intended, but it happens. 
I would call these occasions unfortunate, but I wouldn't say 
they are near disasters. 

In particular, the fifth green may cause problems in setup. 
The green slopes severely to the front left. A ball rolling off 
the green to the front will trickle down the fairway before 
stopping 20 feet below the green. I foresee balls being putted 
off the green and wedge shots rolling back to the same posi-
tion from which they were played. 

Beyond that, one of the great things about Olympia 
Fields is that it's a straightforward course that hasn't been 
tricked up. 
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of Topdressers 

Good maintenance 
starts with cleanliness 
BY LARRY AYLWARD, EDITOR 

There are many reasons 
why topdressers cost up 
to $25,000. One big rea-
son is the machines are 
manufactured so well 

that not much can go wrong with 
them. That said, superintendents who 
own topdressers shouldn't assume that 
the rugged equipment will operate pro-
ficiently without maintenance. Hey, 
even the most regal Rolls Royce on the 
planet needs to be serviced occasionally. 

The key thing to remember is that a 
little maintenance will keep a top-
dresser running smoothly for a long 
time. "With proper care, any good 
quality topdresser should provide any-
where from seven to 15 years of rela-
tively trouble-free use," says P. Scott 
Mason, Ty-Crop Manufacturing's vice 
president of marketing for turf 
products. 

Manufacturers note that a crucial 
component to maintaining topdressers 
is simply to keep them clean. 

"Topdressers are all about trans-
porting and spreading sand, which is 
critical for creating great playing con-
ditions, but not exactly the friendliest 
of materials on the planet," Mason 
says. "Sand can be hard on painted 
surfaces, floor-belt seams and seals, 
sprockets, gears, chains, rollers, bear-
ings, hydraulic fittings and controls. 
Properly cleaning your topdresser after 
each application is a key in helping in-
crease the life of the machine and all of 
the moving parts." 

Scott Kinkead, vice president of 
Turfco Manufacturing, says winter is a 

good time to look inside a topdresser 
to make sure sand has not built up 
under the rollers. 

"We use self-cleaning rollers on our 
machines, and they kick the sand out 
to the side," Kinkead says. "But it's al-
ways good to look inside the side 
panel to make sure sand hasn't built 
up. [Built-up sand] can cause the belt 
to stretch and cause a failure." 

Sand isn't the only enemy if you use 
topdresser for other purposes, notes 
Randy Dufault, account manager for 
Dakota Peat & Equipment. He says 
corrosive materials left from fertilizer 
remnants can corrode topdressers if 
not washed away. "The important 
thing is to keep a topdresser clean 
from corrosive materials, which keeps 
it from rusting," he adds. 

Mason suggests a basic but effective 
cleaning method. "It's best to blow off 
the unit with an air hose and then 
wash it afterward with water and a 
mild, nonabrasive liquid soap," he 
says. "Then rinse it and let it dry." 

But make sure the rinse water 

Topdressers transport and spread sand, 
which is critical to create great playing 
conditions. But sand can be hard on a 
number of the machine's components. 

drains out of and away from the top-
dresser because trapped and standing 
water will also cause rust, Mason 
notes. "Rust is one of the biggest 
factors in decreasing the life of any 
piece of equipment," he says. 

There are more additional benefits 
to keeping a clean machine. "It's al-
ways easier to inspect, service or repair 
a clean machine and see potential 
problems before they occur," Mason 
adds. 

For instance, a clean machine 
might reveal areas on the body that 
need attention. "Don't let those bare 
areas on painted surfaces go too long 
without applying some primer and 
touch-up paint," Mason says. 

About that manual 
The owner's manual that came with 
your topdresser should not be stuffed 
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