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Looking back at 
this time last year 
and what was 
going on: golf, 
our country, and 

personal lives were completely shut 
down.  Is it different now?  Yes, of 
course, but still not back to “nor-
mal”.  Many things still need to 
change to get us back to our lives 
“pre-covid”, however, it really is get-
ting better every day.  I am grateful 
for that!

Weather-wise, this spring seems 
to be a lot like last year.  It is al-
ways nice to come out of winter 
with little to zero damage to our 
golf courses.  So much less stress 
and easier for all of us to get more 
important things done, and oh so 
much better than repairing dead 
turf.  After the year we all had 
(2020), it was really a relief to have 
a winter that was not tough.  I 
have heard that all of us came out 
of winter just like we did going 
in, looking real good. Thank you, 
Mother Nature!  If you are like me 

you have lots to do now to get the 
course ready for play and the rest 
of the golf season.  

The MGCSA has been, and will al-
ways be, busy preparing for the 
year and hopefully for all of us to be 
able to get together as an in-person 
association again.  I am looking for-
ward to seeing all of you at the May 
“Carnival” at TPC Twin Cities and 
am excited to see how this event 
comes together.  Thank you, Super-
intendent Mark Michalski, for think-
ing of this great idea and helping to 
plan the event at your course!  

The other topic that I want to talk 
about is a very big deal with our 
association, the lack of Assistant 
Superintendents in our business.  I 
know it has been an ongoing ‘soft’ 
topic in our profession for the last 
four to five years but I think it is 
more of a reality now than ever.  It 
seems that a lot of us Superinten-
dents have been talking about how 
we don’t have Assistants or not 
many assistants in our business like 
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there were 10-15 years ago.  

I remember graduating from ISU 
in 2000 and looking for a job along 
with quite a few assistants pursuing 
the same jobs.   It certainly isn’t like 
that now. Recently, I saw on Twit-
ter there were 350+ Assistant jobs 
in the country this winter and very 
few graduating from the limited 
number of turf programs…. wow, 
how do we fill that void?  Not sure if 
many of you know, but I lost an As-
sistant to a car crash due to snowy 
conditions over the winter some 
years ago.  I had two really good as-
sistants at that time; my other as-
sistant then started his own home 
lawn care business and has since 
become very successful.  In a short 
time I was down two very good as-
sistants, how fast things can change 
before you know it!  

Over the past years, I have filled the 
position, and some have left, and 
some have stayed.  Although I have 
a really good staff right now, recent-
ly, I lost yet another assistant due 
to him returning to his hometown 
area.  It is a challenge finding his 

replacement.  Jack has a really good 
column in this issue of Hole Notes 
about how we can start kids looking 
into our business once again, and 
realizing how great it is to be a golf 
course Superintendent.

When I was in high school, I got 
to do a job shadow with my boss 
at the course.  It was great! Even 
though I worked at the course, I 
experienced more just being around 
him all day and going through ev-
erything he did on a daily basis.  
Let’s all go out and get a young 
adult to just even look into our pro-
fession.  Whether it’s a young adult 
on your staff that likes the work or 
going to your local high school to 
spark interest into this business, I 
feel it is worth it for our profession.  
Yes, our’s can be a very tough pro-
fession, but how satisfying it can be 
on a warm sunny beautiful day and 
seeing a wonderful sunrise!  We all 
need to get out and recruit some 
good help for our golf courses.  If 
not for yours, maybe for your neigh-
bor’s course; it will be worth it in 
the long run for the industry.  Hope 
to see you all on May 3rd!
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ACROSS
1. Name for = 3.14159
4. _________ Young Kim, 2020 Rolex Player 
of the Year
6.  Returned to play a tour event after 13 
years away
10. Type of doctor caring for Tiger right now
11.  Abbrev. homestate of LPGA's Amy Olson
12.  Common Minnesota water hazard
14.  Title sponsor of LPGA tournament on 
Annika's home course
16.  ______ Kim, 2017 Richoh Women's 
British Open winner
17. When golfing, it's nice to get a lot of these
19.  Often called the GOAT of mens' soccer
21.  The seventh note on the musical scale
22.  Canine Apso 

DOWN
1. Surname of 5. down
2.  Opposite of out
3.  Find them in the trees or on the scorecard
4.  Slammin' Sammy!
5.  Winner of 2008 USWO at Interlachen CC in 
Minnesota
7.  Annika's home course:  Lake  __________ Golf 
and CC
8.  An elastic sports tape designed to relieve pain 
while supporting muscles, ligaments, and tendons
9.  Moby Dick's Captain __________
12.  Social media praises
13.  Metric weight unit Abbrev.
14.  Annika is often called this
15. Former 'All My Children' star, Kelly _______
18.  Se- ____ Pak, So. Korean women's golf 
trailblazer
20.  Sixth note on the musical scale

Kari's Golf Crossword

Kari Haug, 2021
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Drones On The Golf Course:
 Fun For All Ages and a Great Tool Too!

By Kevin Leeper, Winfield United

 Drones can be a wonderful ad-
dition to a golf course. The primary 
benefit is drones allow a user to 
obtain a high-level overview of the 
turf health for targeted and efficient 
deployment of manpower and re-
sources. 
For super-
intendents, 
drone im-
ages can 
bring a 
wealth of 
knowledge 
about their 
property. 
Some for-
ward or 
creative thinking may be needed, 
as many of the benefits superinten-
dents could decipher from drones 
have not been researched at this 
point. 
 What we do know, is that a 
new perspective from 400 feet in 
the air can display patterns in the 
turf which may not be recognized 
from 5’10”. Some of these patterns 

might be recognized as poor irriga-
tion system design or broken heads. 
Other images might show misap-
plied nutrients or preventative pes-
ticide treatments. Many noticeable 
patterns may include turf stress 

caused by 
environ-
mental fac-
tors includ-
ing weather 
events, or 
something 
as simple 
as excessive 
shade from 
a tree. 
 10 years 

ago, taking these images or videos 
would require an airplane with a 
camera or sensor and a private pi-
lots license. I have a private pilot’s 
license from the University of North 
Dakota, as well as a Drone license 
and 5 years of experience flying 
drones at golf courses across the 
U.S. for Winfield United. I also have 
some great news for those inter-

Page  10



ested in drone technology, 10 years 
is a long time ago.  
Drone technology has advanced to 
a point where planes, pilot licenses, 
and years of experience are no lon-
ger necessary for beginner pilots. 
 In other words, technical abil-
ity is no longer a reason not to use 
a drone. Some software platforms 
will fly the drone for the user in a 
pre-determined pattern with the 
intended purpose of driving proac-
tive treatments or remedial actions. 
Some platforms incorporate zone 
management areas based on vari-
ous measurements taken during the 

flight to assist in decision making.  
It is safe to say in 2021, that drones 
are useful and easy to use. Why 
haven’t more superintendents been 
using them? 
 The likeliest of reasons is that 
people are unaware how seeing 
a property/problem area from a 
different perspective can change 
short- or long-term decision-making 
process. 
 Another reason might be the 
expectation of high cost. Most 
drones that a golf course might 
want for images and videos will 
run less than $1,500 and have high 

A drone picture taken above Winged Foot Golf Course (courtesy online 
search).  Imagine the possibilities of drone use on your course.  Owning 

your own has never been easier.
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quality images and decent battery 
life (flight time). Drones will no 
doubt get more expensive if the de-
sired data includes NDVI or Thermal 
images. 
 The last, and most important, 
consideration in drone usage is un-
derstanding that there may be air-
space restrictions over the property 
intended to be flown. This is a big 
issue for courses in densely popu-
lated areas because densely popu-
lated areas have airports… and with 
airports come airplanes… and with 
airplanes come airspace restric-
tions. 

 As a general rule, an airport 
will have airspace restrictions ex-
tending 2 miles from the airport on 
the ground. After two miles, the air-
space restrictions for drones will lift 
to anywhere from 50’ - 400’ AGL, 
(400’ is the maximum height above 
ground level drones can fly). Should 
a property fall within the 2-mile ra-
dius, a waiver may be obtained for 
flight at various elevations deemed 
safe to fly by the local airport.
 Airspace restrictions are not 
limited to airports. Buildings like 
stadiums, schools, hospitals, and 
National Parks may have temporary 

3
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or permanent flight restrictions. So, 
what is needed to be a responsible 
drone pilot? The FAA, Federal Avia-
tion Administration, has developed 
rules, called “Part 107 Guidelines” 
for drones less than 55 lbs. to be 
flown for work or business pur-
poses. (Use this link to find all the 
information to fly a drone for busi-
ness purposes). A few key points for 
those who wish to jump into flying a 
drone for business use:

1) Be sure to get a Part 107 Drone 
Pilot License. 
2) Pass the Knowledge test(study 
materials are available online) at a 
FAA-Approved Testing Facility
3) Register your drone.

 Recreational drone flight, de-
fined as, “for fun or personal enjoy-
ment.” follows similar guidelines 
that commercial drone flight will 
require. If a user is in doubt about 
whether a Part 107 license is need-
ed for a flight, it probably is. Safety 
is the most important thing when it 
comes to anything Aircraft related. 
Many of these safety guidelines 
for drone use are common sense, 
such as keep your drone within your 
“Visual Line of Sight”, do not fly at 

night, do not interfere with manned 
aircraft or emergency response 
activities, and do not operate the 
drone in a reckless manner. These 
and other guidelines for Recreation-
al flight can be found at the FAA 
website.
 Always remember, when flying 
for business or recreational use, fly 
your drone safely and within FAA 
guidelines. Most importantly, know 
and understand where it is and is 
not safe to fly – Get an app for your 
phone like, “AirMap” to better un-
derstand airspace restrictions.
Drones and the images or data 
which can be produced by them 
are truly remarkable, considering 
the low cost of the technology and 
ease of use offered to novice flyers. 
Like any new technology, drones 
will require time for adoption. Many 
golf courses have already benefited 
from the use drones and have in-
corporated the data into their spray 
programs, from individual wetting 
agent or fertilizer applications to 
variable rate fungicide programs. In 
time, with research, education, and 
increased usage, the benefits will 
be better understood and Drones 
will become just another tool in the 
back of the Superintendents cart.
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 FAA tips for flying your drone 

Getting Started
Got a drone? Whether you’re a novice drone pilot or have many years 
of aviation experience, rules and safety tips exist to help you fly safe-
ly in the National Airspace System. Think of these tips as a pre-flight 
checklist to help you fly safely.
Drone Safety Tips
• Register your drone
• Fly your drone at or below 400 feet
• Keep your drone within your line of sight
• Be aware of FAA Airspace Restrictions
• Respect privacy
• Never fly near other aircraft, especially near airports
• Never fly over groups of people, public events, or stadiums full of   
 people
• Never fly near emergencies such as fires or hurricane recovery 
 efforts
• Never fly under the influence of drugs alcohol

Operating Your Drone
The FAA rules you need to follow while 
flying your drone will depend on what 
your mission is.
• Recreational Flyers & Modeler 
 Community-Based Organizations
• Certificated Remote Pilots including  
 Commercial Operators
• Public Safety and Government
 Certificated Remote Pilots including  
 Commercial Operators
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If you have a small drone that is less than 55 pounds, you can fly for 
work or business by following the Part 107 guidelines.
To fly under Part 107 rules, there are 3 main steps:
Step 1: Learn the Rules
a. Make sure you understand what is and is not allowed under Part 
107 rules. Review a summary of the Part 107 rules (PDF) .
Still unsure if Part 107 rules work for you and your intended operation? 
Check our user identification tool.
b. Some operations are not covered by Part 107 and will require a 
waiver. Here are some common examples of Part 107 sections that are 
subject to waiver:
o Operation from a moving vehicle or aircraft (§ 107.25) *
o Daylight operation (§ 107.29)
o Visual line of sight aircraft operation (§ 107.31) *
o Visual observer (§ 107.33)
o Operation of multiple small unmanned aircraft systems (§ 107.35)
o Yielding the right of way (§ 107.37(a))
o Operation over people (§ 107.39)
o Operation in certain airspace (§ 107.41)
o Operating limitations for small unmanned aircraft (§ 107.51)
*The FAA will not waive this section to allow the carriage of property of 
another by aircraft for compensation or hire.
If your operation will require a waiver, read about the Part 107 Waiver 
application process.
c. Drone operators should avoid flying near airports because it is dif-
ficult for manned aircraft to see and avoid a drone while flying. Remem-
ber that drone operators must avoid manned aircraft and are responsi-
ble for any safety hazard their drone creates in an airport environment. 
Read more about flying near airports.
Step 2: Become an FAA-Certified Drone Pilot by Passing the Knowledge 
Test
a. To be eligible to get your Remote Pilot Certificate, you must be:
o At least 16 years old
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o Able to read, write, speak, and understand English
o Be in a physical and mental condition to safely fly a UAS
b. Review the full process to get your Remote Pilot Certificate.
c. Study for the Knowledge Test by reviewing the Test Prep materials 
provided by the FAA.
d. Obtain an FAA Tracking Number (FTN) by creating an Integrated 
Airman Certification and Rating Application (IACRA) profile prior to reg-
istering for a knowledge test.
e. Schedule an appointment to take the Knowledge Test at an FAA-
approved Knowledge Testing Center.
f. Once you’ve passed your test, complete FAA Form 8710-13 for a re-
mote pilot certificate (FAA Airman Certificate and/or Rating Application) 
using the electronic FAA Integrated Airman Certificate and/or Rating Ap-
plication system (IACRA)*
Step 3: Register your Drone with the FAA
• Registration costs $5 and is valid for 3 years. You’ll need a credit or 
debit card and the make and model of your drone handy in order to reg-
ister.
• Visit dronezone.faa.gov and select “Fly sUAS under Part 107” to cre-
ate an account and register your drone.
• Once you’ve registered, mark your drone (PDF) with your registra-
tion number in case it gets lost or stolen.

Remember:
• Always be sure to fly your drone safely and within FAA guidelines 
and regulations.
• It is up to you as a drone pilot to know the Rules of the Sky, and 
where it is and is not safe to fly.
• Aren’t sure if Part 107 is right for you and your operation? Try our 
user identification tool or contact us for more information.
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The MGCSA is excited to present the first in a series of 
social/educational programming:

Talk-about Turf Tours at 
Midland Hills Country Club

May 18, 2021* Rain or shine!

8:30 until 11:00 am * meet up in parking lot by shop

Host Superintendent Mike Manthey
 Mike has had a few exciting years following his discovery of the 
original construction blueprints of Midland Hills Country Club.  The 
membership quickly understood the potential of restoring the course 
back to the architect’s original intent.  Join Mike on a “talk-about” 
walking tour of the course and learn from him the ins and outs of the 
project.  Members are encouraged to bring the “rising stars” on their 
green staff to encourage them into the industry.

This is a free event but the association needs an accurate count for cof-
fee.  Please register at mgcsa.org 
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I have noticed recently, whether while 
making customer calls or attending an in-
dustry function, that I no longer belong to 
the younger demographic.  This has been 
happening for a few years if I’m being hon-
est and at this point, I likely have more in 
common with those who spend the win-
ter in Florida than those looking for their 
first big career move; this isn’t a knock to 
those who winter in Florida, I spend a week 
there with my parents every winter and it’s 
fantastic!  After 20 years in any industry, 
I assume it’s common that as one makes 
the transition to one of the more experi-
enced of a group the likely next step is to 
look back and reminisce about what has 
changed.  While access to quality labor may 
be the biggest change in the past 20 years 
I’m going to focus on technology, some of 
which can likely alleviate some of the stresses caused by the labor market.

Looking back over the first half of my career, it can be remarkable how 
much the use of technology has grown in the turf industry.  When I first 
got out of college a cell phone ONLY made phone calls and not everyone 
had one.  They also had real buttons, no data use ability, and if you want-
ed a picture you needed a real camera, although digital had mostly over-
taken film by then.  Now the list of uses for a modern smart phone is vir-
tually endless; program irrigation, monitor weather, adjust your digital job 
board, correspond with anyone via dozens of different outlets, perhaps 
even tell your mowers to go to work.

What Is Next?
Scott Verdun, Echo Robotics
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Twenty years ago you were likely using a pocket knife or soil probe to test 
moisture content; now digital, Bluetooth connected moisture meters give 
volumetric moisture content and can create a map of dry or wet zones.  
Similar is the use of firmness meters in creating a surface that accepts 
an approach shot consistently across each putting surface.  The ability to 
communicate has advanced tremendously from the printed newsletter to 
where most are at the very least using Email to using text blasts or social 
media to instantaneously communicate to their clientele.  This list can go 
on forever to include a plethora of items and I’m sure you all have your 
own items to add. So, what’s next?  



I think it’s safe to assume that environment, safety, and filling the labor 
gap will be at the forefront of a lot of product development.  Autonomous 
equipment checks all of those boxes. In the early 2000’s at a Midwest Turf 
Clinic, it was predicted that in the not-too-distant future we would be pro-
gramming our mower fleet to operate in the way we program irrigation.  
While we aren’t quite there yet in North America, it has begun in Europe 
where autonomous mowing has been adopted on a much greater scale.  
So where does that leave us in North America?  It leaves us 5-10 years 
behind Europe where autonomy here consists mostly of smaller units that 
can maintain a specified area, defined by a buried wire.  These units re-
quire limited supervision, no fossil fuels, and virtually no noise pollution.  

So, how does it work?  Think Roomba for the grass (or to pick the range), 
however, instead of bouncing off the walls these units bounce off an Elec-
tro Magnetic (EM) signal transmitted via a buried wire two to three inches 
below the surface.  Wires are placed to establish a boundary and after 
some programming and scheduling specific to each location a robot will 
safely and without human intervention go to work.  Just like an employee 
these units are not perfect, they can get stuck on a mound of mulch and 
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Be In CONTROL Of Your SYSTEM 
The PumpHouse PRO utilizes Variable Frequencies Drives (VFDs) to regulate water pressure and provides precision pump control, often helping 

reduce our customers’ energy costs by up to 25%. Upgrading your system to the PumpHouse PRO will improve operations for years to come. 

• Remote connectivity to smart device 
• 24/7 system status, alarms (no annual contract or fees) 
• Fully programmable touchscreen (HMI) 
• Single or multiple pump systems 
• Retrofit/add to existing pump station 
• Crucial data collection (PSI, flow, faults, pump 

starts/stops, run-time hours) 
• Thousands less than pump stations 

 
Over 35 years of experience, contact us today for a free 

assessment of your system 

651-773-5422 
 

 

Setpoints  Pump Status  

INNOVO AUTOMATION • 6845 20TH AVE S, STE 140, CENTERVILLE, MN 55038 • INNOVOAUTOMATION.COM 

 

Same Day  

Appointments 
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a hard enough bump in the ground 
could trigger a safety sensor; occa-
sional supervision is required but can 
be done remotely via computer or an 
app on your phone. Much like current 
equipment, periodic inspection is rec-
ommended to check on blades, wheels 
or for basic cleaning.

Robots are able to work night and 
day, charge when necessary and in 
the case of a range picker it will dump 
the hopper of golf balls when full.  In 
regards to driving range management 
and safety, a plastic covered robot is 
a much better target than a person 
protected by a net and in terms of 

mowing the range the robot won’t 
damage a golf ball if hypothetically 
a few got missed while being “clean 
picked” on Sunday evenings.  The 
robot can eliminate the need to use 
labor to mow the range as well as 
alleviate a potential stress point be-
tween two key heads of their depart-
ments.  

Mechanically robots are pretty 
simple and have a limited number 
of components when compared 
to traditional equipment.  To start 
there is a computer which is where 
all initial set-up occurs.  The robot is 
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programmed to know 
which electro-magnet-
ic channel is associ-
ated with each work-
ing zone, from here a 
strong signal can also 
be confirmed and ad-
justed if necessary.  
Other parameters are 
defined like height 
of cut, docking with 
the charger, and the 
scheduling of when to 
work. 

All units are powered by two electric drive motors, one on each of the 
rear drive wheels, and balance is provided by 4 caster wheels on the front 
of the unit.  In addition, the range picker has an electric actuator which 
raises and lowers the hopper to dump the golf balls when full.  The mow-
er is equipped with either 3 or 5 cutting units depending on the size of 
the mower.  Each cut-
ting unit consists of 3 
razor blades which op-
erate with centrifugal 
force similar to a hover 
mower only smaller.  
There are also sonars, 
sensors across the 
front bumper, and lift 
sensors in each corner 
to ensure safe opera-
tion.  
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So, where is this going in the fu-
ture? Research and new technol-
ogy are ongoing and while a fleet 
of autonomous fairway mowers is 
likely on the horizon, the next great 
advancements will likely be in ef-
ficiency.  Random patterns will be 
replaced by back and forth or circle 
patterns. This will lead to open-
ing up a greater total area covered 
while still utilizing the same amount 
of energy. As batteries become 
lighter and more efficient, mowers 
will be able to cover greater areas 
on less charges.  Another addition 

will be the ability to set geo zones 
where higher concentration of golf 
balls will need to be picked more 
frequently or only pick balls on the 
target greens.  This is likely where 
the next advancements in autono-
mous operations will be, but as you 
know technology moves fast.  Will 
you see a neighborhood golf course 
with a fleet of autonomous fairways 
mowers in 2021?  Not likely, but it 
will be here soon and it will be a 
game changer for those willing to 
take the plunge.

Permission was granted to reproduce this excellent article 
on the future of robotics and their use on golf courses from 

the Midwest Association of Golf Course Superintendents 
and author Scott Verdun.  The membership of the MGCSA 
thanks MAGCS and all of the supporters of the industry. 

Superior Tech Products® 952-546-3678
Leading Edge Turfgrass  Solutions www.stproots.com
Golf Courses |  Sport Fields |  Parks stp@stproots.com

* Liquid & Granular Fertilizers
* Organic Fertilizers
* Post Patent Pesticides
* Aerification Tines & Bedknifes
* Natural & Artificial Turf 

grooming equipment.

smooth
healthy
consistent
greens

POGO
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Get to Know ‘em
Superintendent Sally Jones, 
Benson Golf Club

by Hole Notes Editor, Joe Berggren

FACILITY INFO:

Golf Course: Benson Golf Course, Benson, MN 
Public or Private: Public
Number of Holes: 18 
Full time employees: 1
Seasonal employees (not in-
cluding full time): 9
Number of employees of en-
tire facility at peak season: 
10

Types of grass: Bentgrass, 
blue/ryegrass, poa annua
Total course acreage: 126 
acres Greens acreage: 2.5 
acres
Tee acreage: 2.5 acres Fair-
way acreage: 26 acres
Rough acreage: approximate-
ly 80 acres
Driving range acreage: 3.8 ac 
Range tee acreage: .2 ac
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Personal Turf Facts:

How many years have you been in your current position? 18 years
How many years have you been in the turf industry? 26 years
The Classic at Madden’s - Intern; The Club at Cordillera Valley Course - In-
tern, Penn State Golf Course - maintenance; Dellwood Hills Country Club 
- 2nd Assistant
Turf School Attended (if any)?  BS in Turfgrass Science from Penn State 
University

Industry thoughts:

What is one “master plan” thing you would like to change at your golf 
course?  5 years ago we underwent an irrigation renovation. That was a 
huge goal for me and our club. We are now still working on a clubhouse 
renovation which is nearing its final phases. My next goal is to complete 
our tree removal plan.

What concerns do you have the turf business and the future of golf?
I am concerned with the reduced numbers of students enrolled in turf 
programs. Will we have enough people to fill our shoes?

What is needed to bring more young professionals into the industry?
We need to somehow promote our industry more. Whether it be work-
ing with programs such as the First Green or for us to personally get out a 
teach our.

What piece of equipment do you want? Not a need, a want. Soil Moisture 
Meter or a weather station.

In terms of industry costs (equipment, pesticides, labor, etc.) are they too 
low, too high or just right? Overall, I feel the golf course industry is priced 
pretty high. We are a small, rural golf course that rarely breaks even. I 
firmly believe products designed for our industry are well worth the in-
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vestment and needed to remain competitive, however we will rarely re-
coup the costs fully within a season. We have a solid equipment capital 
expenditure program, but we will rarely be able to purchase any pieces of 
equipment new.

FUN FACTS:
What is your favorite vacation spot? The North Shore

What is your favorite job on the golf course? Mowing Fairways

What is your least favorite job on the golf course? Bunkers

Who is your dream foursome?  Nancy Lopez, Babe Didrikson Zaharias, 
Patty Berg, and me
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Has your team registered for the 
Don White Match Play Tournament?

Thank you 2021 Sponsor:

http://www.hartmancompanies.com
http://mgcsa.org


Owatonna CCC
Superintendent Nikk 
Dickerson hosts first 

First Green STEM 
Programming in 

Minnesota! 
GCSAA Leann 

Cooper and Steve 
Randall were on hand 

and provided swag 
bags for the 90 plus 
4th grade students  

Thanks for your 
support Nikk, Tony 

Sherman, Brad Smith, 
Jake Kocak, the Isaak 
Walton League and 
Owatonna Country 

Club Green Staff.  It 
was an incredible 

“First “ event!
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Want to host a First Green at your course?  Connect with your 
local elementary school for permission and then coordinate 

the day through Jack at the MGCSA and Leann at GCSAA.  It is 
a super fun way to promote our industry and educate youth.
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 In the history of the world, 
there has been more information 
shared by word of mouth than 
any other method. There has also 
been a good deal of misinforma-
tion shared the same way. Go back 
about 30 years or so 
to the era of Andy 
Griffith and Aunt Bea 
- an era of sewing 
bees and barbershop 
gossip. The town of 
Mayberry was an 
open book for any-
one who as much 
as walked down the 
street. Everyone 
knew all the business 
of everyone else. 
Whether it be the 
brand of hair creme 
Goober used to slick 
his hair, or Floyd’s 
personal financial picture, all infor-
mation was common knowledge.  
So, it was in small town America. 
So, too can it be in a small circle of 

professionals.

 When we were kids, there was 
a game that we played called tele-
phone. The rules were simple. A 
child at one end of the line would 

whisper a short 
statement to 
the next per-
son in line. That 
person would 
in turn whis-
per the same 
message to the 
next person, 
and so on. At 
the end of the 
line the last 
person would 
announce out 
loud what mes-
sage he or she 

heard. For exam-
ple, Tommy begins the game, “The 
big, red fox is dumb to go into Uncle 
Bob’s cornfield.” This typically child-
ish statement slowly makes its way 

From the Hole Notes Archives, still relevant today!
May, 1988

Heard It Through The Grapevine
By Fred Taylor, Superintendent at Mankato Golf Club

VectorStock
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down the line, whispered with a 
giggle and a gasp, finally making its 
way to a proud Billy who excitedly 
renders the words he’s just heard. 
“The red fox took a big dump in Un-
cle Bob’s cornflakes!” he exclaims.

 It’s easy to see in this small 
example that stories get turned 
around and meanings get changed 
as information goes through the 
grapevine. In the last six months I 
have heard at least three tid-bits of 
“ news” that turned out to be cate-
gorically false. Unfortunately, there 
is no way of knowing where the 
news started, or where it got turned 
around. There are probably many 
examples of information that you 

have heard through the grapevine 
that turned out to be less than fac-
tual and true. Most of the time this 
misinformation is harmless; how-
ever, there are a few cases where a 
person’s, or an organization’s, repu-
tation is at stake. These are the cas-
es where, as professionals, we must 
be very careful to screen what we 
hear, and not to repeat un truths.

 I must admit that I like to be 
on top of the news. I read the daily 
paper, watch the national and lo-
cal television news, listen to ra-
dio news, (KQ92 is preferable, I’m 
not old enough to enjoy ‘CCO yet) 
and yes, wait with ears perked for 
grapevine rumblings about hap-
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penings in our industry. The grape-
vine is the place where you typi-
cally hear who got what job, what 
courses lost some turf, where the 
new course is being built and which 
suppliers are changing corporate 
philosophies. In other words, the 
grapevine is the conduit for news 
- and gossip - therein lies the chal-
lenge for news hungry superinten-
dents. . . separate fact from rumor, 
news from gossip and never repeat 
things you don’t know for sure.

In an effort to reduce the amount 
of misinformation that goes around 
the industry, I invite you to join me 

in following a few guidelines with 
regard to grapevine news:
1)   Never pass information about 
a person that could be considered 
detrimental or slanderous to him or 
her or their career. For example, if 
you hear Jim-Bob has been drinking 
like a sailor on shore leave lately, 
and his job is in jeopardy, don’t re-
peat it. What if it isn’t true? Even 
asking a leading question like “Have 
you heard anything about Jim-Bob 
being a slobbering lush?” is enough 
to give him the reputation even if 
he has been sober for months. Ru-
mors that are untrue travel just as 
fast as those that are true.

ALWAYS READ AND FOLLOW LABEL INSTRUCTIONS
Bayer Environmental Science, a Division of Bayer CropScience LP. 5000 CentreGreen Way, Suite 400, Cary, NC 27513. For additional product information, call toll-free 1-800-331-2867. environmentalscience.bayer.us. Not all products are 
registered in all states. Bayer, the Bayer Cross, Exteris and Stressgard are registered trademarks of Bayer. ©2019 Bayer CropScience ES-0519-EXT-0046-A-1

     We’ve Got You
Covered                                                 

Page  36

http://environmentalscience.bayer.us/turf-and-ornamentals-management   


Page 5

Thank you and you and you!!!
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2)   If you hear something that is 
unbelievable, it probably is. In other 
words, check out rumors that com-
mon sense tells you are false. In 
these cases, either forget you ever 
heard it, or go to the source and 
ask him or her.  A case in point was 
the “Jacobsen bought Ransomes” 
rumor. Although true to a degree, it 
was a case where the facts should 
be heard from authorities before 
repeating them with their permis-
sion.
3)   Forget some information as 
soon as you hear it. Sometimes 
what people hear is more than 

what they wanted to know. It’s like 
hearing your parents talk about 
their sexual fantasies: You just wish 
the conversation would have never 
started.
4)   Always be suspicious of the 
statement: “This is just a rumor, 
but . .” If that’s all the substantia-
tion that a news source has, then 
it’s best to tune it out. Similarly, it’s 
just as bad to inform someone else 
of information that needs such a 
disclaimer.  If it’s just a rumor, then 
bury it.
5)  Remember that if you are talk-
ing about someone else, then there 
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is probably someone talking about 
you. If you spread negative infor-
mation about someone else, those 
negative vibes will return to you.

Having an ear to the ground and a 
sense of what is going on around 
us is good business sense. After all, 
it is said that knowledge is power. 

But, at the risk of endangering ca-
reers and reputations, let’s all think 
twice before we attempt to share 
information that may be of suspi-
cious origins or negative in nature. 
We know that the grapevine will 
continue to be a source of informa-
tion, but hopefully one that is truth-
ful and kind.

Thanks for the reminder Fred!
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What we wanted to know
A needs assessment is an important part of program planning and en-
ables setting needs-based priorities for research and extension efforts. 
We conducted a survey of Minnesota golf course superintendents to 
systematically determine turfgrass research and extension needs, and 
to elucidate the gaps between 
current and desired conditions. 
Our survey was designed to 
understand 1) the impacts of 
abiotic stresses associated with 
climate change like drought, 
heat waves, extreme rainfall, 
and winter injury, and 2) use of 
information and communication 
technology.

Who we surveyed
We reached out to golf course 
superintendents, directors of 
agronomy, owners, and general managers in Minnesota. A total of 86 
complete responses were recorded, with 67% from public courses and 
the rest from private or semi-private facilities. The median age of a golf 
course superintendent was 46.5 years, with the median time in their cur-
rent position of 10 years. Figures 1 and 2 show additional details of the 
surveyed golf courses.

Recapping a Needs Assessment 
Survey of Minnesota Golf Courses
By  Maggie Reiter and Michael Barnes, University of Minnesota
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Figure 1. Number of survey participants by county.
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Figure 2. Profile of Minnesota golf course budgets, annual rounds 
played, and acreage.

Managing winter stresses
Among the different abiotic stresses, 92% of golf course superinten-
dents indicated they have experienced winter injury. We characterize 
winter injury as turfgrass death that occurs over winter months, usually 
revealed in the spring time when grass does not green up. Interestingly, 
most respondents went on to say winter injury is happening about the 
same compared to the past. This is surprising because we have weather 
data that suggests March temperatures are more erratic, autumns are 
warmer, and we have less snow cover throughout winter. Thus, we would 
think impacts of winter stresses are more severe than in the past. This 
is a piece we don’t completely understand. Our thinking is that superin-
tendents could be getting better at mitigating winter stresses, and so the 
impacts of climate variability are overcome.

We asked what management strategies superintendents have used to 
handle winter injury. The responses are listed in Table 1. The collective 
knowledge of the superintendent community and the innovations emerg-
ing from the group are truly incredible. Most people reported doing 
something to address winter injury, and this long list of practices tells us 
that flexibility is key to management.

Needs for more information
Within the questions related to information access and communication 
networks, we asked where superintendents feel like they are missing in-
formation or need more information. The responses can be distilled into 
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Phone:  952.361.0644        
Email:   kevin@norbygolf.com     Web:  www.NorbyGolfDesign.com
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Table 1. Management practices conducted to prevent and address win-
ter injury.

5 main ideas:
1. Summarized research from the University of Minnesota and other  
 universities
2. Lower-budget approaches, less features about high-end golf courses
3. Product testing for new technologies and products
4. Lowering pesticide use, especially fungicides
5. Miscellaneous (communication with membership, winter injury)
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The good news is we consistently focus on these research areas, which 
are a traditional part of our mission. However, these responses indicate 
that information may not be readily accessible and that superintendents 
need more efficient or effective ways of accessing the information.

Next steps
We will use this survey data to make decisions about our University of 
Minnesota turfgrass program design, improvement, and allocation of re-
sources. We have already included survey responses in several research 
grant proposals to document need for funding. We are summarizing and 
communicating results to stakeholders like the Minnesota Golf Associa-
tion, United States Department of Agriculture, national GCSAA, and indus-
try affiliates. Golf courses exist within an environment that is often com-
plex and changing. The more we know about these situations, the more 
solid the foundation of our research and outreach program. 

Acknowledgements
We would like to thank the Minnesota Golf Course Superintendents Asso-
ciation and the Minnesota Golf Association for supporting this survey.

Better Together!
The MGCSA membership appreciates the 
partnership held with the University of 
Minnesota and thanks  Maggie Reiter, 

Michael Barnes and the whole Turfgrass 
Research Team for their continued support.
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turf.wisc.edu/academics
Learn more or contact us, visit:

tw
O-Year certificatet W o

Y e a r

the two-year certificate curriculum offers cours-
es in introductory soil science and turfgrass 
management with a focus on communications, 
human resources, and the business side of the 
industry in year one, and specialized courses in
turfgrass management in year two. the two-year certificate 
courses follow the same time frame as the one-year certificate 
courses. recent high school graduates should to pursue the 
two-year certificate instead of the one-year option.

fO
u

r-
Ye

ar BacHeLOr’s deGree

Four-year college students receive a strong background in 
the social, mathematical, communication, physical and bi-
ological sciences. this is the foundation which students 
use to progress to advanced courses related to turfgrass 
management. the graduate has a variety of options for 
employment and professional certification, provides increased flex-
ibility to change careers or to pursue advanced degrees and further 
expand employment opportunities and career  advancement. 

O
Ne-Year certificate

the certificate courses are offered over two 
8-week periods, early-october through mid-De-
cember, and mid-January through mid-march. 
this timing works well for prospective students 
who already work in the turf industry and want
to augment their work experience with a world class education. 
it also allows those in the two-year program to participate in an 
extended internship program (late march – october).

opportunities in sports 
turf & lawncare

access to turf researcH center

Hands-on learning 

experiences

i nternsHips on world class golf courses!

Vi
si

t 
w

eBsite scaN Qr cO
de 

UW-MADISON TURFGRASS SCIENCE 
entomoLoGY * Genetics * HorticuLture * PLant PatHoLoGY * soiL science

http://turf.wisg.edu/academics


Affiliate
Spotlight

 Founded in 1947 in Minnesota, 
MTI Distributing now serves the 
golf and grounds industry in seven 
states through our dedicated sales 
and service teams with facilities in 
Minnesota, Iowa, and Missouri. We 
have a legacy of taking care of cus-
tomers at a high level and empow-
ering our team members to provide 
exceptional service. Our culture 
is built around the MTI mission of 
professionally marketing, selling, 
and distributing quality products 
and services, creating exceptional 
customer satisfaction, and being 
the preferred supplier in our indus-
try and market area. In doing so, we 

will add value for each of our four 
stakeholders: our customers, our 
employees, our shareholders, and 
our suppliers. Our customers con-
tinue to be a key component of our 
success and we strive to provide 
them value each day. 

What products and services are 
available from MTI Distributing? 
 MTI Distributing offers a vast 
selection of Toro equipment, Toro 
Genuine parts, and irrigation prod-
ucts that are sold and serviced to fit 
your needs. To back our products, 
we have an experienced service 
team that is available full time and 
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ready to help with any issue that 
may arise. We offer service through 
our factory trained mobile techni-
cian teams and within one of our 
three facilities, for both irrigation 
and equipment products. We also 
offer multiple brands and a full 
range of pre-owned industry equip-
ment. Toro’s acquisition of Ventrac 
in March of 2020 has allowed us to 
partner with this innovative brand 
and offer their full line of traction 
units and attachments to provide 
even more customer solutions and 
value.

What sets MTI Distributing apart 
from others?
 With a legacy spanning over 74 

years, we have gained a wealth of 
knowledge, experience, and skills 
that allow us to continue exceed-
ing customer expectations. While 
our technologically advanced and 
innovative equipment speaks for 
itself, we have created a sales pro-
cess with our customers in mind. 
From our solution based purchas-
ing process to our award winning 
service and post-sales support, we 
want to ensure our customers are 
more than satisfied. However, the 
driving factor behind MTI’s success 
will always be our employees. Their 
passion for customer service, cul-
tivating long lasting relationships, 
and solving problems, both big and 
small, are what keeps our custom-
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ers committed to MTI. Our team is 
dedicated to staying innovative and 
driven to continually evolve and 
improve by focusing on our custom-
er’s feedback and changing needs. 

As the times change rapidly, what 
is MTI Distributing doing to better 
serve their customers?
COVID-19 brought unexpected chal-
lenges to not only the market, but 
the personal lives of our custom-
ers. The fact that this rampant virus 
was creating issues much closer 
to home was not lost on MTI. We 

consistently came together to get 
ahead of safety precautions, brain-
storm customer solutions, and en-
sure that both our employees and 
customers were protected. Rather 
than dwell on the inevitable, we 
banded together to overcome the 
problems that arose and used cre-
ativity to find solutions. 

What is the most unique Toro 
product on the market right now?
Toro continues leading the inno-
vation curve as they always have 
done. From unique products like 
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the Hydroject, ProCore 648 and 
the Outcross, Toro constantly looks 
for ways to develop product that is 
superior to what is currently avail-
able in the market. Most recently, 
Toro introduced the next version of 
the triplex greensmower- the eTri-
flex. These mowers build upon the 
unique and industry-leading double 
A-arm suspension that offers true 
Flex technology, 
allowing the 
cutting unit to 
freely flow simi-
lar to a walk 
greensmower 
and with no 
hydraulic fluid 
utilizing all 
electronic com-
ponents. The 
Energy-Smart 
units offer noise reduction and re-
duced operational cost savings. One 
of the most innovative features of 
the unit is the Radius Dependent 
System- RDS, which regulates the 
reel speed of each unit during a 
turn to avoid Triplex Ring.  With 
these features, the eTriflex models 
truly offer walk greensmower qual-
ity with triplex mower productivity. 
In a time where labor is scarce and 

standards are high, the eTriflex of-
fers a great solution to traditional 
methods without sacrificing play-
ability. 
  
Looking forward, what new inno-
vations are expected in Toro Golf 
Irrigation products?
Throughout our history, we have 
thrived on providing innovative 

product solu-
tions to real 
problems. Toro 
has a constant 
focus on cre-
ative solutions 
to improve pro-
ductivity, in-
crease efficien-
cy, and provide 
our golf course 
customer’s the 

best tools for their properties. Ex-
pect Toro to continue to invest in 
both satellite and two-wire control 
platforms with innovative technolo-
gies that will continue to be focused 
on precision like applying the exact 
amount of water, exactly where it’s 
needed. Look for an expansion of 
the ability to upgrade controls re-
motely to take advantage of new 
features as they become available, 
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allowing our customers to benefit 
from the latest technology thorough 
out the life of the irrigation system.  
Also, look for further innovations in 
identifying potential issues before 
they become irrigation problems in 
both controls and sprinkler heads. 
Finally, adding new innovation does 
not need to make the system difficult 
to use, which is why Toro keeps ease 
of use a top priority so our customers 
can focus on what matters most- pro-
viding the very best playing conditions 
for your golf customers.

Our passion at MTI Distributing is pro-
viding you solutions that help you be 
successful, combined with the right 
advice, superior products, parts when 
you need them, and exceptional and 
timely service support, all supplied by 
people you can trust. We’re here for 
you when you need us. Our profes-
sionally trained team, with over 1191 
years of combined industry experi-
ence, follows up and follows through. 
Our mission is laser focused on mak-
ing life less stressful for you.

At MTI Distributing, we keep small 
problems small so you have less work 
and more time to live your life.
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by Jack MacKenzie, CGCS

Quality Help Wanted!

This plea is all too prevalent in the 
current market of managers associ-
ated with golf course maintenance.  
At this moment there are 32 job op-
portunities posted upon the MGCSA 
Classified Job pages.  Some of the 
jobs have been unfilled for many 
months.  Many won’t have a chance 
to fill as the compensation packages 
are pretty meager.

The short-term future holds issues 
for the golf course turf manage-
ment profession.  Consider the fol-
lowing from Dr. Frank Plachecki, 
Anoka Technical College Interim 
Dean, Academic Affairs in an email I 
received very recently:
Jack,
As you would imagine, Covid has 
caused great damage to our col-
lege.  Enrollments are down sig-
nificantly, and the budget is in bad 
shape.  We are working an aggres-

sive strategy 
to return to 
financial sus-
tainability.
Enrollments 
for the Turf 
program, and 
other programs as well, have been 
low for several years running.  
Our leadership team, in partner-
ship with the budget committee, 
has made recommendations to 
suspend (put on pause) these pro-
grams until we have the funds to 
properly invest in them.
Turf is one of these targeted pro-
grams.
Current students will finish, and 
students who are near finishing 
from previous years will receive 
the opportunity to finish. 
Marlin and Travis are re-designing 
the program to include an on-line 
component to boost enrollments.  
And, of course, any ideas you 
might have are always needed.
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Please email back any questions 
you may have.
Thank you for your leadership and 
support of our college.

This news is extremely dishearten-
ing.  Our ‘more’ senior population 
of Anoka Tech Graduates, those 
who learned their skills on the Run 
River Campus which actually had 
golf holes to work upon, remember 
how dynamic the program once 
was.

Oh yeah, Rochester’s turf program 
is shuttering up after the spring of 
2021 class graduates. 

The pipeline of youth was ham-
mered for the last decade due to a 
giant industry disservice problema-
tized by the Minnesota Department 
of Labor who thought golf courses 
too dangerous to be a youth em-
ployment destination.  Even though 
the MGCSA advocated hard and 
earned a Law supporting the hiring 
of 16 and 17-year-olds on the green 
staff during the 2020 legislative ses-

sion, the DOL kinked our conduit 
with their not-so-subtle tactics.

To complicate matters even more, 
as a member of the Forest Lake 
High School Career Launch Advi-
sory Counsel, I learned at our most 
recent meeting that their Xello Col-
lege and Career Readiness software 
did not have the title Golf Course 
Superintendent in the digital direc-
tory and the only two Minnesota 
Schools of post high school educa-
tion were listed as, Anoka Technical 
College and Rochester Community 
College.  Whoa!   

Xello is one of a half-dozen career/
college programs being promoted 
at high schools across our country 
to be used to help kids choose their 
future vocations.  In fact, kids rely 
on their self-created profiles, de-
veloped over a three-year period, 
to direct them down a career path 
based on high school activities, in-
terests, academic prowess, volun-
teer efforts and employment.  They 
are very popular tools.  So popular 
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in fact, the Michigan State Legisla-
tion has mandated their use as a 
part of all high school curriculum.  
In Minnesota, access and funding is 
through legislative approved grants.  
But it doesn’t matter to our indus-
try if the program fails to include 
golf course turf management or 
equipment managers as potential 
employment options.

Our national partners at the GC-
SAA were just as surprised by this 
oversight as I was and have be-
gun an investigation into the issue 
with hopes to remedy the situa-
tion as soon as possible.  FYI, if you 
are looking for a series of GREAT 
graphics supporting our industry 
as a vocational destination, check 
out the links on the MGCSA home 
page.  The GCSAA spent some seri-
ous money and time upon this ca-
reer campaign.  You, and everyone 
in the industry, should be sharing 
the message that there are careers 
in the field of golf course manage-
ment.

How did we find ourselves in this 
vacuum of potential employees?  
I place the blame directly on the 
National Golf Foundation’s push 
for the opening of 3,500 new golf 
courses over a decade in the 1990’s 
as a destination for the retiring “ba-
by-boomers”.  All sectors of the golf 
industry ramped up their games to 
account for this sudden wealth of 
employment opportunities includ-
ing colleges and vocational schools.  
What sounded good on paper did 
nothing but saturate the industry 
with many golf courses and many 
professionals to work on those 
properties in the capacity of super-
intendent, general manager or golf 
professional. 

Unfortunately, the geriatric inter-
est in starting a new hobby didn’t 
materialize, and combined with an 
economic recession, the industry 
went through a serious contrac-
tion.  Those individuals with great 
educations couldn’t find a course 
to apply their trade.  Many left the 
industry disgruntled that the prom-
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ised opportunities had disappeared.  
Turf schools shrank or eliminated 
programs to keep pace with the 
fast-dwindling demand.  And, un-
fortunately for the industry, the 
cream-of-the-crop assistants left 
turf for greener pastures.

So, what can be done?

Reach out to your high schools and 
ask what, if any, career and college 
orientation software is being used.  
Check the product to see if the golf 
industry is even listed.  This will also 
allow you to talk with the school 
career counselor and request the 
afore mentioned GCSAA Career 
materials be distributed to the stu-
dents.  At the very least, have them 
reach out to me and I will continue 
the discussion.  I personally cannot 
possibly connect with all 1,244 high 
schools located across the state of 
Minnesota.

Ask your school if they have a form 
of ‘On The Job Training’.  In Forest 
Lake it is called Career Launch.  Find 

out if “golf” is even on their radar.  
Some schools have grants for the 
relatively new legislative supported 
work study program.  Request that 
‘outdoor’ minded students be di-
rected to your course to apply for 
work/study employment.

Host a tour for your high school ca-
reer club or similar.  The pandemic 
has postponed our first MGCSA 
hosted Golf Course Career Tour 
at TPC Twin Cities until the fall of 
2021.  Once allowed, field trips can 
be scheduled to get the youth onto 
the golf course for an introduction 
to the job of turf and/or equip-
ment management.  We have to 
get kids working upon golf courses 
at a young age because it is critical 
to the future of the integrity of our 
industry.

Identifying an employment option 
is one step and education is anoth-
er.  Currently Dr. Eric Watkins at the 
UMN and Dr. Dave Soldat at UW are 
working on a “key” to help youth 
develop a track to a career in turf 
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management.  The variables will 
include associate, four-year, short 
course and on-line classes, com-
pensation expectations, destination 
opportunities, costs and other lo-
gistical determiners. The idea is to 
provide all levels of interest a route 
to success in the industry.

It is also critical for you to have 
these discussions with your owner, 
general manager, golf professional 
and green committee chairs.  They 
need to loosen the purse strings 
and reevaluate the time commit-
ment placed on the management 
positions at golf courses.  For too 
long, wages have been too low 
and hours too long.  Today people, 
“work to live, not live to work”.  And 

golf is roaring right now, and the 
surge should support larger com-
pensation packages which will at-
tract more youth to the industry.

Of final importance would be sup-
porting your vocation through con-
tinued and expanded participation 
in your state and national associa-
tion.  Today more than ever, the 
MGCSA and GCSAA needs your sup-
port.  Without it, education, advo-
cacy and research, the MGCSA man-
tra, will gradually dissolve and, in 
the long run, completely dissipate 
any interest in a career that was at 
one time in high demand.

Time to get off your keister and pro-
mote your career.

If not you, then who will 
support and embrace this 
industry as a viable career 

option?
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