PERSONALITY PROFLE

people to do this because sales
forecasting isn’t so important
when business is good,” Bob
explains. “But it's important when
business slows down. When the
sales forecasts leveled off, I'd go
directly to the vice president and
they’d cut back purchasing (for
future manufacturing) by 25 per-
cent. I had the facts. I could give
them a 90-day notice of a down-
turn in business.”

Commutes to California...

With the Toro irrigation division
headquartered in  Riverside,
California, Bob committed to
moving west when he became
National Director of Sales. But he
never quite made it. For three
years, he commuted to California
so his family could stay rooted in
Wisconsin. Then for a year he com-
muted to the Toro headquarters in
Minneapolis while he served as
Director of Customer Education in
the distributor development
group. Bob managed sales and ser-
vice training programs for all divi-
sions of Toro.

In 1986, Toro created a National
Accounts Manager for the golf

business within its irrigation divi-
sion; Bob was chosen for the job,
one that he could do from his
Milwaukee home. Once again, he
found himself creating new ways
of doing business. As the golf busi-
ness grew, Toro again wanted Bob
to move to California. In 1990,
Watertronics Pumping Systems of
Hartland offered Bob a job as its
Sales and Marketing Manager.
With no desire to move, Bob made
the decision to leave Toro. His new
job meant less travel and more
time at home with his family. This
suited him just fine.

But before we head down this
new road, let’s back up again.
During his years with Toro, Bob
served eight years on the board of
directors and executive committee
of the National Irrigation
Association. He was national pres-
ident in 1991. “Toro was very sup-
portive of me being involved in this
organization,” Bob points out.

Now on to his new job, where
Bob found himself setting up sales
and marketing practices for a
smaller, developing company.
“Watertronics has a great tech-

Bob’s Tenets of Sales

nology,” he explains. “But they
needed sales and marketing help.
It was a great opportunity to influ-
ence the sales force, programs,
manuals, catalogs, et cetera, from
the ground up.”

Joins his brother in business...

In 1996 Bob joined his brother in
the irrigation consultant business.
He is quick to point out that it is
primarily his brother’s business.
“He started it. I'm just a minority
partner,” he says, adding that he is
eight years older than his brother
and was nearing 50 when he joined
Tom. “Our girls were grown, I
didn’t have to worry about income
as much, I was ready to slow down
a bit,” Bob explains. “My time is
more flexible now. I can spend
more time with my family.”

The brothers split up the work
according to their abilities. “We
recognize our strengths,” Bob
says. “Tom is very, very good with
design work and calculations, so
he does all of the design and field
work. I'm more of the sales type,
so I do the sales, marketing and
administration. [ could probably
design an irrigation system, but I'd

1: The key to success is the ability to listen. “|'ve been called a 3 by 5 carder,” Bob says, adding that he always car-
ries 3 by 5 cards with him. “If | try to take notes while talking with someone, | find that they're slightly intimidated
and don't talk as much. So | just listen. And when they say something that | really need to remember, | take out one
of my cards and ask, ‘Do you mind if | write that down?"”

2: The average American must be exposed to a new idea five to seven times before they fully understand it. “| know
it takes time for people to learn,” Bob says. “I don't get upset when someone doesn’t understand all at once. | start
a new sales or training project knowing that I'm going to have to chat with these people five to seven times.”

3: There are three types of buyers: The basic buyer, the analytical buyer, and the emotional buyer. “This really opened
my eyes when | first learned it,” Bob admits. “| was trying to get people to buy what | thought they should buy for
my analytical reasons. | learned to help people buy what they want to buy as opposed to what | thought they should
buy. And | learned to help them buy it in their style, not my style.”

4: Whatever you accomplish, you have to accomplish it through other people. Bob discovered this while in the mili-
tary, and he carried it over into his sales.

5: 736,912 3 "l dowhat| have to do today (T),” Bob explains. “But | also analyze what it will do for me in 3, 6, and
9 months, and in 1, 2, and 3 years. This philosophy encourages me to give extra effort each day - to not just get by.”
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have to do it in pen and ink. Tom
uses AutoCAD (computer aided
design).” They also employ one
full-time AutoCAD draftsman,
Ryan Jaeger.

Their competition comes from
other independent irrigation con-
sultants and from irrigation dis-
tributors. What sets them apart
the competition? “The client deals
with Tom and me personally; we
answer the phone,” Bob states. “In
addition, we meet the client’s
needs on time. If we commit to
completing a design and estimate
by a certain date, we do it, even if
it means working nights and week-
ends.”

They also deal with the com-
plete infrastructure and not just
one part of the irrigation system.
“The water source, the power
source and the infrastructure are

equally as important as the irriga-
tion system itself,” Bob says.
“People often focus on the sprin-
klers and controllers, but putting
together a whole system is equally
as important.”

What are the differences
between working for a large corpo-
ration versus your own small busi-
ness? “When I worked for Toro
there were many people to
manage and motivate and get
together for meetings. Now there
are just three people to worry
about,” Bob says. “I no longer have
people reporting to me. 1 don't
miss the day-to-day managing of
people, and I don’t miss the travel.

“On the other hand, when you
own your own business you have
to worry about making payroll,
generating income, cash flow, and
skyrocketing insurance costs,” he

adds. “And I do miss some of the
contact with people.”

But he does enjoy more time
with his family. Both daughters
still live in the Milwaukee area.
Lisa is a St. Norbert graduate and a
marketing analyst for Commercial
Communications, Inc. Christine
graduated from Marian College
and works in the development
office at Mount Mary College.
“Kathy gets all the credit for
raising the girls because I was
never home,” Bob admits.

So that brings us up to date in
Bob’s life. His journey has been
filled with changes. There have
been uphill battles and also times
to coast. With his zest for life and
eagerness to learn and teach
others, I don’t think Bob would
have it any other way. W
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The “Evolution Series” pumping system is a proven
concept from Watertronics that utilizes a VFD driven
jockey/pressure maintenance pump and Electronic
Butterfly Valve controlled main pump(s). This control
system allows for VFD control of the pump that most
benefits from it. Conventional VFD stations share one
drive between all main pumps which can cause
“across-line” start/stop surges.

Super Sport - Turf

Benefits and features of an
Evolution Pump Station include:

GGG & -
A = « VFD driven jockey pump which efficiently performs
dual duties of pressure maintenance, while serving
as the primary supplier of incidental daytime

syringing and hand watering up to 150 GPM.

* Additional pumps are individually pressure
regulated with Watertronics’ Electronic Butterfly
Valve, ensuring surge-free starts and stops.

* Lower horsepower and smaller electrical in-rush
of the VFD regulated jockey pump normally will
Vertical Turbine not incur utility “time-of-day” penalties.

* Available with Watervision™ remote monitoring
. r software and Pumplink™ irrigation control
; - software interface.

The “Evolution Series” control system is available
on all Watertronics’ Vertical Turbine, Horizontal
Centrifugal, Super Sport Turf, and BlackMax™
Submerged pumping systems. Call a Watertronics’
representative today and find out why our “Evolution
Series” may be the best choice for your irrigation
pumping system needs.

Horizontal Centrifugal

® 525 Industrial Drive, P.O. Box 530, Hartland, WI 53029-0530
Phone: 262-367-5000 » 800-356-6686 * Fax; 262-367-5551

ELECTRONICALLY CONTROLLED PUMPING sYsTEMs Visit our website at: www.watertronics.com
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KEEPING UP TO DATE ON

The ITM Program

By Kevin L. Hensler, Integrated Turfgrass Management Specialist, OJ. Noer Turfgrass Research and Education Facility

he Integrated Turfgrass
Management program is not so

much an environmental program as
much as it is a turfgrass manage-
ment program that provides benefits
for the environment. To emphasize
this point, the ITM Program has
developed a certification program
consisting of criteria that a majority
of golf course facilities and superin-
tendents are already practicing in
their daily activities. The idea is to
quantify turfgrass facilities and the
beneficial management practices
they perform. Attributes of turfgrass
sites constitute a beneficial compo-
nent of environmental protection,
merely by their existence.

What has led up to a need for
developing Certification Criteria?

The ITM Program itself was
borne of a federal and state desire
to protect waters-of-the-state from
non-point pollution runoff. The
United States Environmental
Protection Agency mandated that
Wisconsin’s Department of Natural
Resources develop and implement
broad-based performance stan-
dards to protect and enhance the
water quality within our state.

Additionally, there is legislation
being proposed and enacted across
the nation related to turfgrass facil-
ities and environmental concerns.
This is not a new phenomenon; the
environmental movement goes
back to the 1960’s and concerns of
the health dangers of pesticides
and their indiscriminant use.
Society was realizing that, just like
everything in life, along with the
benefits of pesticides, there were
also harmful effects. We are a part
of this movement to moderate the
use of detrimental chemical appli-
cations whose harmful impacts out-
weigh the benefits. This is a move-

ment to preserve the quality of our
lives and our communities.

But the pendulum is now
swinging to the other extreme. To
some groups, any fertilizer or pesti-
cide application is harmful. Most of
us would agree that is not the case.
By moderating both extremes,
these communities can both pro-
tect the environment and utilize
beneficial turf management prac-
tices that include fertilizers and
pesticides.

The scary part of this recent
spate of fertilizer and pesticide pro-
hibitions is that these communities
are considered progressive com-
munities. As such, they are also
leaders that other communities
follow. Their ideas and legislative
procedures are modeled across the
country.

As an industry, we need to let
the public understand that we can

¥

provide them with the quality of
turf they want, and we can do it in
a safe manner.

Objective of the I™
Certification Program

The objective of the Certification
Criteria is a pro-active response to
legitimate community concerns
related to turfgrass management
practices. Legitimate is bolded
because it is, or should be, a con-
cern to each of us. We all strive to
be environmental stewards when-
ever possible. A majority of golf
industry employees are out-
doorsmen. They hunt, fish, boat,
and generally recreate in an out-
door setting.

By participating in the ITM
Certification program, the industry
can counter environmentalists’
unfounded radicalism toward our
industry. We cannot change or con-
vert the hard-core radicals’ beliefs

Golf Course Architecture
Landscape Architecture
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Land Surve ing
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KEEPING UP

about turfgrass maintenance prac-
tices, but we can, and should
counter their objections. By doing
so, we can convert the every-day
Joe whose family recreates at the
local sports field or gathers at the
park on Sundays. We just need to
provide an alternative viewpoint.

Pro-active participation in the
Certification program, and
reduced pressures from an edu-
cated public can also minimize
future legislative efforts directed
at the turf industry. In many cases,
environmental legislation has a
grass roots origin. By quantifying
the turf practices utilized, we can
present what we actually do,
rather than what radicals say we
do, to legislative lawmakers who
make and write the laws.

Professional Irrigation System

TO DATE

ON

The Certification program is a
set of criteria designed to help
establish and maintain quality turf-
grass areas in an environmentally
conscience manner, reminding us
of the consequences of our actions.
The criteria are basic concepts that
most turfgrass managers are
already utilizing. The idea is to
quantify the actions the industry is
taking, and take it to the
citizens/communities we live in.

It is a pro-active response to
concerns about our industry, and
is an action we need to take. It will
allow the industry to come
together, forming a potential polit-
ical bloc of educated and informed
professionals. I recently listened to
a leader in the golf industry say
he’d worry about legal restrictions

on the industry when they happen.

I say that is too late. This legal
encroachment on turfgrass prac-
tices has already happened. NR-
151 legislation that passed into law
is a foot in the door and we should
all be concerned, NOW!

We all talk and complain about
people who criticize the turf
industry. Well its time to do more
than talk. Now is the time to illus-
trate your commitment to environ-
mental concerns by being a part of
the ITM Certification program. We
need to let the public know what
we are doing and this program is
the way to do that.

For more information on the
ITM Program, contact Kevin at
hensler@entomology.wisc.edu, or
(608) 845-2545. ¥
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ONE CALL HANDLES IT ALL
JOHN DEeere LANDSCAPES

You're working to keep your course 100 percent playable throughout
the season. Now there's a new team member ready to provide the
irrigation supplies, service and support you need to achieve that goal -
John Deere Landscapes. With a nationwide network of branches and
staff, John Deere Landscapes has the professional expertise and
equipment to solve any site challenge. Call today: 800-642-3706.

Irrigation Systems Featuring Hunter Golf Reliable rotors,
valves, central control systems, maintenance radios

Pump Stations Customized for your course

Fountains and Landscape Lighting AquaMaster and Oase
fountains, Vista Professional Outdoor Lighting

BoardTronics Controller Board Repairs Replace outdated
Toro® and Rain Bird® controller boards: 888-855-9132

Direct Sales Quantity shipments of landscape products
and nursery stock: 866-880-9380

More Than 220 Branches Nationwide
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Have Reinders Handle Your
Winter Irrigation Service Needs

Remember:
Reinders Turf
Conference
March 12-13
Toro NSN Training
March 18-21

1-800-785-3306

Aerator service Watertronics pump
station service

Sprinklers ¢ Controllers ® Central Control Systems ¢ Fountains ¢ Valve Boxes
PVC Pipe ® Wire ® Repair Couplings ® Drain Tile ¢ Aerators ® Valves

Koindors

Solutions & Supplies for the Green Industry

Proud Supplier of Turf Equipment to the Milwaukee Brewers and Green Bay Packers

ELM GROVE MADISON APPLETON STEVENS POINT KENOSHA
(262) 786-3306 (608) 244-0200 (920) 788-0200 (715) 342-3600 (262) 857-3306
13400 Watertown Plank Road 4217 Nakoosa Trail 900 Randolph Drive 3510 Post Road (Hwy. 54 & 51) 20830A 75th Street (Hwy. 50)
(800) 785-3306 Plover Bristol

www.reinders.com
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Decision Time: Sod or Seed?

By Dr. Wayne R. Kussow, Department of Soil Science, University of Wisconsin-Madison

re you doing some construction or renovation and

have the option of establishing turf from sod or seed?
A quick telephone call to a local landscaper will tell you
that the costs will be in the range of $260/M for seeding
and $600 for sodding. The costs stay relatively the same
even if the work is going to be done in-house. Looks like
a no-brainer, doesn’t it? Maybe not.

Looking at only the installation cost may not be the
way to go. Depending on the situation, there are some
hidden or long term costs that you may not be
thinking about that could change your mind. That’s
what this article explores.

The regulators are everywhere these days. Chances
are that if you're about to establish turf anywhere near
“waters” of the state, you have to abide by certain codes.
If seeding on slopes, you're going to have implement
some type of an erosion control measure. Let’s assume
this brings erosion control mats into picture. This leads
us to a recently completed study on the effectiveness of
different types of mats and compared them to a straw
mulch and sod. I added in some cost figures.

Type of establishment Type of mulch or mat Cost/M
Seed Straw $258

Wood excelsior 332

Jute mat 348

Coconut mat 511

Sod - 595

Notice how quickly seeding costs can approach
those of sodding. Now the issue becomes, which of the
above provide the degree of erosion control required
and provide the best turfgrass stand possible? These
questions were addressed for slopes of 8 and 16 %.

- Turfgrass stand uniformity*
_8 % slope 16% slope _8%slope 16 % slope
Seed + straw 5.2 189 8.5 7.5
Seed + wood excelsior 9.4 238 83 6.6
Seed + jute mat 4.9 11.7 8.5 7.8
Seed + coconut mat 10.4 332 79 6.2
Sod 0.2 37 10.0 10.0

* Scale of 1 to 10 with 10 being perfectly uniform.

These results clearly show that had you or
someone else made the decision that mat effective-
ness = cost, seeding would have cost nearly as much

as sodding and would have been far less effective in
terms of erosion control. Also note the effectiveness
of plain old straw mulch and its cost. The turfgrass
stand uniformity ratings were taken 4 months after
turfgrass seeding and lead to something else I want to
talk about. But, first, let’s go to the issue of mulch
type. Tom Schwab and I conducted a study on this a
few years ago. We compared chopped straw with the
pelleted paper muches, Pennmulch and Establisher,
and AmTurf paper mulch. Our findings are summa-
rized below.

Type of mulch Seed wash  Stand uniformity % Ground cover
Pennmulch 5.6 7.2 74
Establisher 4.5 6.2 60
AmTurf 8.0 7.6 71
Chopped straw 5.0 8.5 84

The amount of seed wash and stand uniformity are
on scales of 1 to 10, where 10 = zero seed wash or a per-
fectly uniform stand of turfgrass. Seed wash was the
result of a heavy rain 5 days after seeding. Stand uni-
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Vince Johnson
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formity was recorded 2 weeks after seeding and per-
cent ground cover after 3 weeks. As the numbers show,
straw performed as well or better than the paper-based
products and did so at considerably lower cost.

Now back to the issue of the differences seen in tur-
fgrass stand uniformities for the different types of ero-
sion control mats or the different mulches. One of the
consequences of these differences in turfgrass stand
density and uniformity during the establishment year
for turfgrass was manifested last season in plots estab-
lished in 2001 at the Noer Facility. These are 6 large
plots consisting of mono-stands of creeping red
fescue, turf-type tall fescue, perennial ryegrass, a 4-
way blend of elite Kentucky bluegrass cultivars, the
“Madison Parks” mix of fine fescue, perennial ryegrass
and Kentucky bluegrass and sod grown from an elite
blend of Kentucky bluegrasses. The plots are split in
two directions, one for different mowing heights and
the other for differences in annual fertilizer N rate.
Differences in turfgrass stand density and uniformity
were readily evident at the end of year of establish-
ment. The consequences with respect to weed inva-
sion in 2002 follow. First we’'ll look at the comparison

between Kentucky bluegrass seeded and sodded.
Weed counts in early September tell the story.

Crabgrass Broadleaf weed
Treatment population ___population
---------- number/1,000 fi? —----meeememn
Seeded: mowed at 1.5 in. 1225 429
2.5in. 1026 265
3.5in. 218 175
Sodded: mowed at 1.5 in. 55 434
2.51n. 44 66
35in. 19 62

The effect of mowing height on weed populations
tells a lesson by itself. Averaging across all 3 mowing
heights, sodding resulted in 958% less crabgrass and
35% less broadleaf weeds than did seeding. The impli-
cation is that when we look beyond just establishment
and factor in maintenance costs such as weed control,
sodding takes on new light. In 2003 we’ll see what it
takes and how effective we are in bringing these weed
populations under control with herbicides.

Mowing height isn’t the only thing that influences
turf density and the opportunity for weed seed con-
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