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Conditions worthy of devoti 

Introducing Headway,™ a new fungicide solution for fairways. With a dual 

mode of systemic action, Headway provides broad-spectrum control at low 

rates — including outstanding protection against both brown patch and 

dollar spot. Headway continues the tradition of innovative formulations 

development and disease control from Syngenta. 

To a golfer, dedication is being the first out each morning. To Syngenta, 

dedication is creating conditions that make that commitment worthwhile. 

Important- Always read and follow label instructions before buying or using this product ©200k Syngenta. Syngenta Professional 



Continued from page 60 
"By changing in a rotation, all you have 

ended up with is something that is resistant 
to everything," says Kent Turner, superin-
tendent of Brookside Country Club in Can-
ton, Ohio. "Or you can use just one until 
it is done. It's against contrary belief, but it 
tends to lead more toward the medical side 
(like antibiotics)." 

While the theory makes sense, Turner 
tends to rotate chemistries and tank mix. 
His 85-year-old Donald Ross course has 
seen its share of chemicals, and not all of 
them work anymore. 

"Thiophanate-methyl does not work on 
dollar spot here, but we still use it for an-
thracnose. (Triadimefon) is another one that 
does not work a day for dollar spot," Turner 
says. 

They might not work like they used to, 
but Turner still throws some down during 
high-stress times of the summer to try to in-
stigate some residual effects, especially since 
the Environmental Protection Agency's rules 
to limit chlorothalonil products went into 
effect. (Visit www.turfgrasstrends.com and 

How Long Does it Take for 
Resistance?* 
• Benzimidazole: 2-3 years 
• Dicarboximide: 3-5 years 
• DM 1:3-5 years 
• Strobilurins: 2-3 years 
• Phenylamides: 2-3 years 
• Phosphonates: not yet 
• Chloronitriles, Dithiocarbamates: not yet 
• Agricultural examples 

Source: Rick Fletcher, deary Chemical Corp., 2005 

search "chlorothalonil" for a guide to EPA 
restrictions.) 

"It does require more strategy with the 
new regulations," he says. "The strobilurin-
type fungicides have certainly helped with 
anthracnose for people who had resistance 
with (thiophanate-methyl). It would be nice 
in the future if some of the pharmaceutical 
companies could come up with another con-
tact fungicide for dollar spot (to augment 
chlorothalonil applications). But it appears 
that there isn't a lot in the pipeline because 
the EPA seems to be stricter on contacts." 

Part of the reason the EPA is so tough on 
products approved for turf is because it opens 
the door for residential applicability, which 
means children could be exposed to chem-
icals. For example, the EPA finally approved 
Syngenta's new insecticide Meridian for turf 
in February even though the chemistry had 
been approved in ornamentals since 2003. 

Common practices 
Many superintendents have adopted a fungi-
cide program that focuses on prevention to 
combat the chlorothalonil restrictions. 

Jim Nicol, the certified superintendent 
of Hazeltine National Golf Club in Chaska, 
Minn., sprays fungicides every two weeks to 
stay atop the course's anthracnose prob-
lem. He typically applies a sterol inhibitor 
with a contact, then he rotates his chemistries 
about every third application, beginning in 
early April. 

"There are some pathogens that some 
chemistries work better on than others," Nicol 
says. "So we rotate between contacts and sys-
tems depending on specific pathogen pres-
sure, and we are always tank mixing at the 
lower rates for synergistic values." 

Frequent applications at low rates keeps 
the Canterbury Golf Club in Beachwood, 
Ohio, relatively disease free, too. Certified 
superintendent Terry Bonar says dollar spot 
is a pesky pest almost all summer. 

"Dollar spot is a lot harder to get rid of 
than it is to keep out," Bonar says. "So we use 
very low rates every week almost without fail." 

Bonar begins his program in early April 
with an iprodione application for leaf spot 

Continued on page 64 

The Bent Creek Country Club sprays greens with low rates 
every week, and it treats tees and fairways every 14 to 21 days. 
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Some things are just 
better together... 

The Cutless* 50W and Primo MAXX tank-mix 
In addition to the basic turf growth regulator benefits achieved by 
either product alone, the Gutless £oW and Primo MAXX® tank-mix 
program provides: 

• Improved turf quality and color 
• Superior turf density 
• More uniform turf regulation 
• Longer turfgrass regulation 
• Less turf rebound effect 
• Poa annua suppression that cannot 

be obtained with Primo MAXX® alone 

Treated with the 
Cutless 50W and Primo MAXX® tank-mix 

Available in an 
8 lb case, 

[5 lb MidPak or 
jo lb SuperPak 

Untreated 

For more information about the Cutless 50W and Primo MAXX® tank-mix program 
call 1 -800-419-7779 or visit our web site at www.sepro.com. 

Turf Growth Regulator 
SePRO Corporation Carmel, IN 46032 

Always read and Mtew Sabai directions. "Trademark of SePRO Corporation, Primo MAXX is a registered trademark of a Syngenta Group Company. ©Copyright 2006 SePRO Corporate*. 

Gutless sow 

http://www.sepro.com


Aligning the Right Chemistries 
Currently, there are 37 different modes of ac-
tion to manage diseases. Turf managers could 
be increasing the odds of pathogen tolerance if 
they fail to select chemistries that complement 
each other. Luckily, there's a resource to ensure 
fungicide mixes are synergistic. 

The Fungicide Resistance Action Commit-
tee (FRAC) was created to help crop produc-
ers manage disease resistance. The major 
chemical manufacturers support it, and it pro-
vides use guidelines, information about product 
modes of action, resistance updates, persis-
tence of resistance isolates and descriptions of 
the FRAC code displayed on most products. 
The FRAC codes are numbers and letters used 
to distinguish the fungicide groups according 
to their cross-resistance behavior. 

It also archives research and provides fo-
rums on fungicide families and specific 
chemistries. 

Visit wwwJrac.info for more information. 

It's important to 

experience and 

understand soil tests 

so the necessary 

fertilizers can be used 

to keep turf healthy. 

Continued from page 62 
and sometimes an application of triademe-
fon if weather permits. 

But Bonar's favorite preventive by far is 
chlorothalonil, which he applies at a fraction 
of the labeled rate (about 0.7 of an ounce) 
once his program is in full swing in early May 
through September. 

"You don't find much resistance with con-
tacts," he says. 

Bonar sprinkles in a triademefon applica-
tion (a systemic) on June 1 and July 1 to help 
prevent anthracnose, and he'll combat brown 
patch outbreaks with a strobilurin. 

The remarkable thing is that Canterbury 
sprays tees, greens and fairways on each 
application. It sounds expensive, but Bonar 
says he's able to keep his budget in control 
by using low rates to prevent disease instead 
of reacting to outbreaks with curative sprays 
at higher rates. About $35,000 covers his 
expenses. 

"I'll bet I don't have the highest fungicide 
budget (in the area) but because we spray at 
light rates every week, we can put down four 
applications to their one application." 

Similarly, Jim Loke, certified superin-
tendent of Bent Creek Country Club in Lan-
caster, Pa., begins his program fungicide pro-
gram in March, and he rotates applications 
between a contact, systemic and sterol in-
hibitor for about three months. 

"Then beginning in June, I begin tank 
mixing a contact with a systemic or a contact 
with a sterol inhibitor pretty religiously," Loke 
says. "On my greens, I spray low label rates 
on a seven-day period. And tees and fairways 
are sprayed on a 14- to 21-day cycle follow-
ing the same chemistry of rotation." 

But Loke says it's important to know 
why you are spraying certain chemicals. His 
program appears to be a bit like a shotgun 
approach: scattering all types of materials 
in hopes that one will work. But it's really 
more like a revolver: using specific 
chemistries to combat known disease pres-
sures in conjunction with turf health and 
soil composition. 

"Interpreting soil test results takes time 
and experience, and it's important to begin 
that process and really become educated and 

experience what fertilizers are necessary and 
important to keep the soils healthy and 
therefore keep the grass healthy," he says. 
"That's really evident when dealing with 
basal anthracnose; fertility seems to be the 
most important element in healing, repair-
ing or preventing basal anthracnose." 

Technical aspects of a spraying program 
can have significant effects on product effi-
cacy as well. Tires lose air, and nozzles clog 
and wear, which makes it important to cali-
brate equipment before each use to obtain 
desired spray volume and results. Also note 
that manufacturers recommend that golf 
courses limit the number and timing of treat-
ments and maintain recommended dose rates 
and intervals. 

Certain chemistries and chemistry com-
binations work better depending on the sea-
son and disease pressure. 

And some chemistry might not work well 
at all. Nicol says he remembers benomyl being 
heralded as the silver bullet for turf disease. 
It was a cure-all for a while — about a year. 
Then, it didn't work on anything. 

"I wouldn't jump on any bandwagon right 
away," Nicol says. "I'd let a little time go by 
before you can really evaluate what's better 
than the other." • 



Cleary. Because great looking turf 
shouldn't be left to chance. 

There's no room for guesswork when it comes to effective turf disease management. That's why superintendents 
everywhere have come to depend on Cleary's solutions to keep their fairways and greens healthy and beautiful. For 
over 70 years, we've played a big part in increasing turf quality and improving playing conditions on today's best 
looking golf courses. Backed by our tradition of excellence in product research, innovative formulation and 
unsurpassed customer service, Cleary turf products have become the disease control solutions you can count on for 
outstanding performance, day in and day out. 

Discover ENDORSE® - A broad-spectrum fungicide with 
an exclusive mode of action. 
Labeled for use on tees, greens and fairways. Endorse® works like no other fungicide 
around controlling major diseases like anthracnose that can devastate both warm 
and cool season turfgrass. It attacks turf diseases through both foliar and 
translaminar systemic activity and can be used in either a preventative or curative 
management program. Best of all, Endorse® is an ideal rotational or tankmix 
partner with other fungicides, like Cleary 3336™ and Spectro™. 

Why leave your turf to chance? Discover all the advantages 
of Endorse® and our Solutions Program by contacting your 
local distributor or visiting www.clearychemical.com. 
We'll make you, and your course, look better than ever. 

CLEARY 

C E L E B R A T I N G 7 0 Y E A R S O F I N N O V A T I V E T E C H N O L O G Y I U N P A R A L L E L E D C U S T O M E R S E R V I C E 

Read and follow all label directions. The Cleary logo, 3336 and Spectro are trademarks of Cleary Chemical Corporation. Endorse is a trademark of Arysta LifeScience Corp. ©2007 Cleary Chemical Corporation. 

LOOKS LIKE A CLEARY DAY. 

http://www.clearychemical.com


Turf M.D, 
! T H E D O C T O R IS I N T H E H O U S E 

With summer stress peri-
ods on the horizon, golf 
course superintendents 
often wonder why turf-
grass species that are so 
carefully maintained are 

so easy to lose. From a management perspective, 
what makes for a stable putting green? Ecologi-
cally, one misnomer is that complexity leads to 
stability, suggesting single- or two-grass species 
greens are unstable. 

The generally held belief that complexity en-
hances the stability was based on early "conven-
tional wisdom" in ecology that increased com-
plexity — as in, increasing number of species — 
increases stability. This wisdom, developed in the 
late 1950s and 60s, was based on several state-
ments, one of which tended to resonate through 
the agronomic discipline that crop monocultures 
were ecologically unstable communities because 
they were especially susceptible to destruction by 
pests or environmental disturbances. 

As research progressed in the 1970s, many of 
the statements that complexity added to stability 
were found to be untrue or could be interpreted 
at best in another fashion. For example, the crop 
monoculture statement ignored the difference in 
co-evolution between natural and agricultural 
systems, and that many crops are early succes-
sional species, which by definition are subject to 
rapid change. 

As research continued into plant communi-
ties and sophisticated mathematical models that 
looked at increased species number were devel-
oped, bonding and interactions among the 
species, studies found that increasing complexity 
lead to instability. Studies, which began in the 
1970s, had ecologists comparing species-rich and 
species-poor communities. They found that 
when a disturbance occurred the species-rich 
communities lost diversity, and never returned to 
the pre-disturbance community, while the 
species-poor were more likely to return. 

Ecological stability is based on two compo-
nents, resiliency and resistance. Resiliency is the 
speed at which a community returns to its former 
state after a disturbance or displacement. Resis-
tance is used to describe a community's ability to 
avoid displacement or dislocation. 

When Are Golf 
Greens Stable? 
B Y K A R L D A N N E B E R G E R 

ECOLOGICAL 

STABILITY IS BASED 

ON RESILIENCY 

AND RESISTANCE 

Of special interest when discussing stability is 
Poa annua putting greens. Initially established to 
desirable turfgrass specie(s), these greens changed 
to Poa annua from disturbances either environ-
mentally or biologically (pests, and manage-
ment). As Poa annua greens, they exhibit high 
resiliency and resistance to change. 

When Poa annua greens are disturbed by 
pests and environmental or management stress, 
the greens often return to their predisturbance 
state. In other words, when Poa annua dies, it is a 
good bet that Poa annua will return. These greens 
also exhibit a high degree of resistance. Anyone 
who has tried to convert Poa annua greens to 
creeping bentgrass knows what I'm talking about. 

The final component that's important in com-
munity stability is the environment. Either on a 
global or local level, communities or species that 
exhibit adaptation or characteristics within a nar-
row range of environmental conditions are con-
sidered to be dynamically fragile, while those 
adapted to a range of conditions would be consid-
ered dynamically robust. Although Poa annua is 
found globally, greens managed at current levels 
exhibit a more fragile nature. Greens managed 
well within the desirable environmental condi-
tions do well and are desirable; those on the fringes 
of environmental adaptability are at greater risk. 

Finally, I would say that the relationship be-
tween the complexity of a community and its in-
herent stability in a global sense is not always clear. 
It may vary with the exact nature of the commu-
nity — in our case a putting green and how it is 
damaged, and from a scientific perspective the 
way stability is assessed. However, with many eco-
logical systems the overall tendency for stability to 
increase comes with decreasing complexity. 

KarlDanneberger, Ph.D., is Golfdoms science edi-
tor and a Ohio State University turfgrass professor. 



Velocity is a registered t r a d e m a r k and Reclaim the fairways, and Products That Work, From People Who Care are t r ademarks of Valent U.S.A. Corpora t ion . 
© 2 0 0 7 Valent U.S.A. Corpora t ion . All rights reserved. 0 7 P - 1 0 6 5 A 

P O A T U S T L O S T 
I T S TOUR C A R D . 

Don't tolerate Poa on your fairways and tee boxes and all 
the negative attention it brings. Convert back to lush, green 
bentgrass rapidly or gradually with Velocity® Herbicide, the 
first postemergence herbicide for Poa annua and Poa trivialis. 

Velocity 
H E R B I C I D E 

Reclaim the fairways 

Products That Work, From People Who Care™ | www.valentpro.com | 800-89-VALENT (898-2536) 

Read and follow the label instructions before using. 

http://www.valentpro.com


No clutch. No shifter. No problem: 
The Cushman® Turf Truckster® by Jacobsen® stands alone in 
the industry as the only utility vehicle to offer an automatic 
transmission. Not only is the Turf Truckster simple to use, it's 
incredibly easy to service and maintain thanks to an exclusive 
under-seat engine compartment. And, with the industry's big-
gest payioad and legendary Cushman ruggedness, you've got 
everything you need to get the job done. Make the shift to a 
Turf Truckster today - contact your local Jacobsen representative 
or visit jacobsen.com. 

1.888.922.TURF jacobsen.com 

A Textron Company 
The Official Turf Equipment Supplier to The PGA of America and 
The Exclusive Turf Equipment Supplier to PGA Golf Properties. 

© 2 0 0 7 Jacobsen, A Textron Company. All rights reserved. When Performance Matters. 



One of the best quotes I ever heat'd was, "Maybe 
customer service should be i^iore than one 
department." I don't know wiho said it, but 
it sure rings true today. 

It seems a bit ironic (I was going to say 
funny, but there is nothing funny about it) that as our life 
supposedly gets easier with technological advancements, 
customer service seems to be getting worse. They almost 
go hand in hand: one step forward for technology, one 
step backward for customer service. You'd think (crazy 
idea, I know) that maybe they would improve together. 

Golf course superintendents deal with customer ser-
vice several times a day, in one form or another. 

Continued on pave 70 

G o l f d o m 69 

May I 
H e I p 
You? 

What this world needs now are 
more people who give a hoot about 

awesome customer service 

B Y R O N F U R L O N G 

C O N T R I B U T I N G E D I T O R 



Good customer service tries to exceed 
expectations at the point of initial contact. 

Superior 

customer service 

is the foundation 

that successful 

companies are 

built on. 

Continued from page 69 
I want to focus on the customer service 

we are receiving on a daily basis — from the 
fertilizer salesman to the dispatcher at the sand-
pit to the credit card representative for your 
company card to the travel agent booking your 
trip to the Golf Industry Show in Orlando next 
year. In the course of a normal business day, 
you might deal with as many as a dozen cus-
tomer service reps (even though quite often 
many of these people would not consider them-
selves customer service agents), and that's just 
for your golf course duties. Add another half 
dozen for your daily personal life and suddenly 
you have a heckuva devotion to dealing with 
people who you want to help you. When as 
many as half of those people are unable to help 
you or they help you in a manner that you con-
sider unfriendly or even hostile, it can make us 
all a little frustrated, stressed and disillusioned. 

Here's an example of a recent call I made 
to my credit card company. 

Rep: "May I help you?" 
Me: "Yes, I have a question regarding my 

account." 
No answer. 
Me: "Hello?" 
Rep: "Yes." 
Me: "Would you like my account number?" 
Rep: "Sure." 
Me: "555555555 
Rep: "OK." 
Me: "Well, I had a question regarding my 

bill. I just received the statement yesterday, the 
14th, and I noticed the bill is due on the 22nd." 

Long pause. 
Rep: "And your question is . . .?" 
Me: "Well, I don't think that's enough time 

to pay it. Its only eight days." 

Rep: "Would you like to change the date 
your bill is due each month?" 

Me: "No. I'm just asking that the bill arrive 
sooner than eight days before the payment is 
due." 

Another long pause (I think maybe even 
the faint hint of a sigh). 

Rep: "I don't think that can be changed." 
Me: "So maybe it can?" 
Rep: "Pardon?" 
Me: "You said you don't think it can be 

changed. To me that means maybe it can. Can 
you find out?" 

Rep: "Sir, please don't get rude. Please hold, 
and I'll talk to my supervisor." 

Click. Mozart's Jupiter symphony comes 
on, which does actually calm me some. Six min-
utes later my calmness is beginning to fade a 
bit when another representative comes on. 

Rep 2: "Can I help you?" 
Me: "I was on hold with someone else." 
Rep 2: "Oh. Please hold." 
Three minutes later, I'm disconnected. 
This is an extreme example, I'll admit, but 

I'm sure we all, unfortunately, have a similar 
story and probably more than one. Customer 
service is awareness of needs, problems, fears 
and aspirations. Customers who don't get sup-
port become someone else's customers. Con-
sider the old saying: "I won't complain. I just 
won't come back." Although I'm actually the 
guy who will complain and then not come back 

Mike Erb, a representative of Wilbur Ellis, 
is one of the most respected fertilizer/chem-
ical salesmen in the Seattle area. Not only does 
he know his products and know his stuff agro-
nomically, but he also actually cares about his 
clients and their successes. Mike's the guy who 
calls you after you've bought his product and 
applied it to see how it went and how the turf 
is doing. He often comes out to see the fair-
ways or greens for himself. 

"Excellent customer service does not just 
happen in today's competitive business 
environment," Erb says. "Superior customer 
service is the foundation that successful com-
panies are built on. Exceptional customer ser-
vice principals have to be continually prac-
ticed and improved on." 

Shane Riley, a sales representative for UAP 
Continued on page 72 PH
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