s From
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PR ISM EQUIPMENT SERVICE

Pocket-PC Remote Irrigation System Manager + Trouble Shooting

» Cutting Unit
Rebuilding/Sharpening

* Electrical Diagnostics
and Repair

* Hydraulic Diagnostics
and Repair

* Engines — Motor
Repair/Rebuilding

* Field Service

PLYMOUTH
Randy Mackeben, Ext. 229

FARGO
George Vogt

720 SGTiGS Sprinklers IRRIGATION SERVICE

* Pump Station

The perfect solution for system renovations and upgrades. « Trouble Shooting
* Refurbishing/Updating

. ; Cuily « Solid Stat
Built for the tough requirements of the golf market, the 720 Series is s

the perfect complement to Toro’s complete line of golf sprinklers. * Field Service
It gives you the precision coverage you need for tee boxes, approaches So asha A £ I
and other difficult-to-irrigate areas.

- Irrigation System Leasing/Financing Awailable!

EMERGENCY
AFTER HOURS
IRRIGATION SERVICE

Call 763-475-2200, Ext. 167
or 1-800-362-3665, Ext. 167

(For service during regular
B business hours, 8:00 am — 4:30 pm,
B Monday — Friday, call John Artus
at the above numbers,
but use ext. 205)

; PLYMOUTH, MINNESOTA
| 14900 21st Avenue North

763.475.2200 * 800.362.3665

FARGO, NORTH DAKOTA
4310 Main Avenue BT R I BUTILNG

!
~ 701.281.0775 * 800.782.1031




GCSAA Introduces New
On-Line Education Program

Participating in continuing education can be difficult in
a profession where much of the day is spent on the golf
course. To enhance accessibility for its members, the Golf
Course Superintendents Association of America (GCSAA)
is adding to its on-line education programming.

Green" is now offered using on-line, streaming video tech-
nology. The new course features Milt Engelke, Ph.D. at
Texas A&M University, and focuses on the components of a
functional root zone and its importance in managing a top
quality putting surface. The physical, chemical and biolog-

"The Art and Science of Maintaining a Functional Putting

SEEDING, SODDING

OR NEEDING YOUR TURF REVITALIZED

Difference? Like -
Night Versus Day! W

In June of 1998 we got 11 inches of rain — including over 6 inches in a single day!
Our No. 1 fairway was under water for a week and the turf that didn’t get washed
away was flood-killed.

In August, I slit-seeded the fairway, applying Launch to one side of it to see if it
would make a difference. The difference was amazing — like night vs. day! And
you could still see it until our third monthly application when the whole fairway
was treated with Launch.

We're using it now with great results on all our par 3 tees and driving range tees.

John Betchwars, CGS
Creeks Bend GC — New Prague, MN

— | Pbi /sordon
| = | conpormiion

An Employee-Owned Company

Contact
Daryl Scheerhoorn

1-800-821-7925
Ext. 555

© 2001, PBI/IGORDON CORPORATION.

www.pbigordon.com

LAUNCH is a trademark of PBI/Gordon Corporation. 5/2001/9718
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ical components of the root zone are discussed in detail for

both native soil and sand-based root
zone greens.

"We are excited about adding
another on-line class to our
curriculum," said Hannes Combest,
GCSAA director of education. "We
believe that in order to provide quality
education for superintendents in the
most accessible manner, this will be
the path we need to take. We are plan-
ning two more courses that will be
available by fall."

The class takes approximately 3.5
hours, and is broken into 20-minute
segments to make it easy for the busy
superintendent to complete in multi-
ple sittings. Students who successfully
complete the course and exam will be
awarded .35 CEUs.

Topics covered in Engelke's course
include:

+ Environmental limitations for
bermudagrass and bentgrass on
putting greens.

+ Physical characteristics of the root
zone, optimum for the plant growth
and development.

+ Mechanics of perched water table,
layering and positive and negative
results.

+ Flushing greens versus leaching .

+ Soil amendments, root zone activ-
ity and managing organic matter.

Registration for the seminar is
available at www.gcsaa.org/learn/
selfstudy/artandscience.html.

For more information: Contact
Nicolas Shump, GCSAA education
sales and program coordinator, at
785-832-3650.

-GCSAA Media Room
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Member Complaints-
(Continued from Page 14) 200 Sy

should always have immediate access to someone who can.
When complaints are dealt with in a way that shows the ASSURED
member that they are valued, their loyalty to the club is
enhanced. Likewise, a complaint that points out less-than-
excellent service serves as a perfect opportunity to increase PERFORMANCE
the level of member service your club delivers. That process
begins by developing a problem solving strategy.

Claim It. Most members who complain just want to be
heard. When you receive a member complaint, you own it.

That means you don't pass the buck. Listen to what the
member is saying, write it down, and repeat it back to them. Banner MAXX’
This will establish confidence in the member's mind. If you FUNGICIDE

have to get back to the member, establish a mutually B . .
agreed-upon time. - - ) d
Reality Check. Solve the problem and understand that, in ar!!sgfa e
reality, not all problems are solvable to the member's satis- ° R
faction. If the problem cannot be solved, explain to them
why. Don't give excuses, give reasons. DacoFunngk!d!
The easiest way to solve the problem is to first ask the -
member what you can do to make them happy. The major- ®
ity of time they will ask for less than what you were willing FIT{EEI:;%RE“ I
to give them. -
How and Why. Employees at all levels must, in a struc- -
tured environment, explore why the problem occurred in ﬂe’/im &
the first place. Ask, "What caused this to happen"? This Riiliiiidy ' ohies
should be done with every problem, every day. =
Strategize. Develop a plan to keep the problem from hap- Pr'mn MAXX’
pening again. If this is not done, you can be certain that the PLANT GROWTH REGULATOR
same problem will continue to occur. When this is the case, N
employee morale will deteriorate -- a situation that leads to REWARDo
an increase in member complaints and future member Landscape and Aquatic Herbicide
defections, and a decline in member usage of the club.

Ultimately, the negative effects will take their toll on the — =
bottom line. SC'm,tar GC

INSECTICIDE

Complaint handling is vital to the success of every organ-
ization, and while it is a critical component, it should be
viewed only one part of a broader service strategy. If you su”d"eMMX
focus solely on complaint handling, you may win a few of e
the battles, but still lose the war.

David Schreiber is president of The Customer Relations :
Group, Inc. which is an Atlanta based consulting firm |
which specializes in innovative hands on training for man- syn ge nta
agers and employees, speeches, seminars, service audits,
needs assessment and management consulting. For infor-
mation call: (770) 395-1212 e-mail dschreiber@mind-
spring.com or visit www.customer relations.com.

SYNGENTA PROFESSIONAL PRODUCTS
PO Box 18300, Greesboro, NC 27419-8300

Important: Always read and follow label instructions before buying or using these products.

Banner MAXX®, Barricade®, Daconil®, Fusilade®, Heritage®, Primo MAXX®, Reward®, Scimitar®,
Subdue MAXX®, and the Syngenta logo are trademarks of Syngenta.
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Golf Course Construction Costs

By RICHARD CREED
Regional Director, GVI Consulting

What is the cost to develop upscale golf? To help answer
this frequently asked question, GVI Consulting, a national
golf advisory firm, continuously compiles golf course con-
struction cost data across the nation. To answer this ques-
tion specifically for upscale private club golf courses, we
took a representative sampling of 30 upscale recently devel-
oped golf facilities.

For purposes of this article, the cost data was catego-

Typical Construction Cost Breakdown
50% to 55%

CHART A Golf Course
Construction
25% to 30% Grading &
15% to 20% Buildings & Equip. Grow-in

Soft Costs (Clubhouse,
(Architects Fees, "\:Aalnfenance
Permits, G&A, acility, etc.)

Financing,
Contingency, etc.)

rized into three major categories: Golf Course Hard Costs
(the actual construction of the golf course); Building
Improvement and Equipment Costs (the actual construction
of the building improvements and equipment purchases);
and Soft Costs (such as design fees, permits, construction
management, etc.).

The data revealed a wide variance in total project costs
(excluding land) from about $7 million to about $25 million,
with a median cost of about $14 million. We recognize that
this is an extremely wide range, but this further exemplifies
the many factors that can influence a construction budget.
Essentially, the variance is related to two primary factors:
Site and design specific characteristics (i.e. location, topog-
raphy, soil type, etc.), and Owner/developer preferences
(i.e. amenities, quality, golf course architect, etc.)

GVI has found there is a base level of core golf course
construction items and then there are items added to the
costs in the way of amenities and upgrades, much like buy-
ing a car and going from the base to the luxury model.
When you eventually get down to the construction cost of
the golf course itself there is a relatively tight range.

To begin, we will first present a typical breakdown of
the total project cost of an upscale golf development. Next
we will focus on the costs associated with just the golf
course construction, known as the hard (or direct costs).
Then we will provide a range of specific cost items that can
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be easily segmented from a cost budget. Finally, we will dis-
cuss the impacts of other cost components such as the club-
house and soft (or indirect) costs.

When first looking at a golf course construction budget
we believe it is helpful to consider the cost breakdown
among the golf course, building improvements, equipment,
and soft costs. Chart A provides the reader with an illustra-
tion of how we see the allocation of costs involved in the
construction of an entire golf course project.

The chart illustrates that actual construction of the golf
course typically accounts for 50 to 55 percent of the total
cost (excluding land). Golf course construction includes
grading and site preparation costs, and grow-in (also
known as maturation). As an example, assume that the total
project costs are $14 million, based on typical ratios, approx-

Golf Course Construction Cost Comparison
CHART B

$16,000,000

$7,100,000

$6,200,000

$3,900,000

imately $7.0 to $7.7 million of the total cost might be allo-
cated to golf course construction.

So how much does it actually cost to construct an upscale
golf course? We have discussed in general those items that
make up a construction budget. Now we will discuss in
more detail the costs associated with just the golf course
construction. Hard construction costs, typically include the
following categories:

* Grading and Mobilization

* Drainage

* Rough & Finish Shaping

* Green Construction

* Tee Construction

* Bunker Construction

* Grassing and Seed Preparation

* Bridge Construction

* Cart Path Construction

* Irrigation System

* Lakes and Water Features, and

* Grow-In Period (Maturation)
(Continued on Page 25)
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Construction Costs-
(Continued from Page 24)

Chart B illustrates the range of actual golf course con-
struction costs (rounded to the nearest $100,000) for an
upscale project, along with the median and the mean.

The chart demonstrates a wide range in costs from a low
of $3,900,000 to a high of $16,100,000. Reasons for this wide
range generally come down to several factors. The topogra-
phy of the site is one factor - a hilly site may require a devel-
oper to cut and fill and move large quantities of dirt, where-
as a gently rolling site may require very little earth move-
ment.

On the other hand, a flat site may also require a lot of
grading to improve the design, playability and aesthetic
appearance of the golf course. The data reveals the cost
associated with grading can range from as low as $300,000
to as high as $6,000,000 or more for one 18-hole golf course.
That said, when grading is removed from the equation, the
range tightens from about $3.0 million to $9.0 million, and a
median of about $5.0 million. Other major factors can
include the amount and quality of the irrigation system,
number of bunkers, quantity and quality of water features,
and the amount of drainage.

Some other, and easily isolated cost items include the
cost of cart path construction, the irrigation system, grow-in
period, and (although not a hard cost) the golf course archi-
tect fee.

The range of several key construction items varies. Most
notable is the cost of the irrigation system and golf course
design fee. The low-end of the range is a typical course in
say the northeast or northwest, where extensive turf cover-
age is not required. The upper end range is indicative of an
upscale course in an arid climate such as Southern
California or Arizona.

We also mentioned the golf course design (or architect's)
fee. This item also indicates a wide range, with the low-end
indicative of the local or regional architect, and the upper
end indicative of a name designer, such as Tom Fazio, Jack
Nicklaus, or Greg Norman. The range of cart path construc-
tion and grow-in is somewhat less variable and more con-
sistent from project to project.

Although we have focused primarily on golf course con-
struction, when reviewing a construction budget it is also
important to recognize the fact that not all budgets are alike,
and contain a variety of other cost components.

In addition to the golf course, most golf projects are
developed with a clubhouse, and every golf course requires
a maintenance facility. Other building improvements can
include the cart barn, remote restrooms, snack bar, starters
kiosk, and irrigation pump house. Also included in build-
ing improvements are the costs of FF&E, maintenance
equipment, and the golf cart fleet (if not leased).

The other aspect of construction is the soft costs (per-
mits, engineering, architect and design fee, construction
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management, financing costs, and contingency). Both build-
ing costs and soft costs can vary greatly between projects.

For example, a modest but well-appointed clubhouse
(say 15,000 square feet) at a private club may cost $3.0 mil-
lion to construct. However, a clubhouse of similar quality
but 35,000 to 40,000 square feet may cost $6.0 to $8.0 million.
When looking at soft costs, a golf course constructed on the
coast may be considerably different than one constructed in
an inland area, as the coastal project will likely undergo a
lengthy and costly entitlement process.

Additionally, a Jack Nicklaus or Tom Fazio designed
course will cost far greater than a lesser-known local or
regional architect. Finally, another aspect not yet discussed
is the cost of off- and on-sites, or roads, infrastructure and
utilities. These items are often site and location specific, so
we have excluded them from this discussion, however, they
must also be considered when reviewing a cost budget.

So, what is the cost to develop an upscale golf project?
When looking at the core golf course construction cost,
there is a relatively consistent range. However, it is impor-
tant to recognize that variances come into play, such as
site/location specific items and owner/developer prefer-
ences. What we have provided are useful guides and ratios,
and a breakdown of specific cost items, so one can be more
informed when reviewing a construction cost budget.

Expanded Membership
Opportunity for
Golf Course Employees!

During its recent meeting, GCSAA’s Board of
Directors approved changes to the Associate
membership classification, making it more
accessible to all golf course employees!

How to Apply:
If you are currently a member of GCSAA, you will need to complete a reclassifi-
cation form and have it attested by a voting (Class A or B) member of GCSAA.

If you are not a member of GCSAA, you will need to complete a membership
application and have it attested by a voting (Class A or B) member of GCSAA.
Once you've completed your application and enclosed your dues payment of
$125, simply mail it to GCSAA and we'll take care of the rest!

For more information or to request

a membership application call

(800) 472-7878

or visit us online at

WWW.gcsaa.org!
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Premler irmgation, Inc.

A YA MV OGN A M 6 A M R DM
Providing Quality Golf Course & Athletic Field Irrigation

Commitment To Quality
2 year warranty on all new irrigation systems.

e New Golf Course Construction * Renovations, Additions & Upgrades
e Certified Irrigation Contractor * Pump Stations & Retrofits

* licensed, Bonded & Insured e Fountains & Aerators

* Flexible Installation Schedule * Repair & Service

* Financing Options Available * Winterization & Start-Ups

Call to Schedule a Free Site Visit
651-480-8857

Golf Course Builder's Association of America ® Minnesota Golf Course Superintendents’ Association
National Irrigation Association ® National Center for Irrigation Technology
Minnesota Sportsturf Association ® Wisconsin Turfgrass Association

Minnesota State Board of Electricity ® First Tee Sponsor

P.O. Box 564 ® Hastings, MN 55033 ® Phone: 651-480-8857 ® Fax: 651-480-8854




GCSAA Announces Internet Project

The project, entered into jointly with
Raleigh, N.C.- based XS Inc. will begin with
a "soft" launch in a pilot mode so that
GCSAA and XS Inc. can work with buyers
and sellers to develop the best possible
service prior to making a decision on a full-
scale Internet commerce presence. The
pilot program will involve a limited num-
ber of product categories and the use of
focus groups to collect feedback on the ini-
tiative. GCSAA will undertake a "launch,
learn and re-launch" approach, continually
making improvements based on feedback
from its members.

"This service is just a continuation of
GCSAA's philosophy that began in 1996 to
employ the World Wide Web to become a
more effective and efficient organization
and offer the same for its members," said
GCSAA President Tommy Witt, CGCS. "As
part of the due diligence process, we are
taking a cautious approach to the imple-
mentation of Internet commerce services.
However, with the assistance of our mem-
bers, industry partners and XS Inc., we
believe this project will significantly
advance the profession and the industry."

"From the outset, our goal was to pro-
vide a 24/7 environment. that enables
superintendents to execute their jobs in a
more efficient manner," said GCSAA
Immediate Past President R. Scott
Woodhead, chairman of the GCSAA
Internet Strategy Committee. "This project
is the next step toward that end."

XS Inc. brings a strong set of comple-
mentary and proven capabilities to
GCSAA. It has operated commerce sites in
the agricultural market since 1999, includ-
ing www.xsag.com and the online buying
portions of www.ecotton.com and
www.agriculture.com. XS Inc. specializes
in building neutral public exchanges, as
well as custom-developed private
exchanges that can support distribution
needs and relationships.

"We are enthusiastic about our selection
by GCSAA to be its partner in this ven-
ture," said Harry Albert, director of XS Inc.
Specialty Unit. "There is a high-level of
mutual respect for what the two organiza-
tions represent. We are impressed by
GCSAA's efforts to bring increasing value
to its membership, which includes superin-
tendent purchasers and affiliate industry
suppliers."
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The timeline for implementation of
the project will involve an industry
meeting at GCSAA headquarters in
Lawrence, Kan., on April 17, immedi-
ately followed by a series of activities to
solicit industry participation. Subject to

the resolution of a few remaining con-
tractual agreements. Evaluations from
members, feedback from participating
industry partners and survey input will
be used to determine future steps.

Visit our new website at

WWW.prinsco.com

MN Corporate
Headquarters
(800) 992-1725

Two ways to check out the
new and improved Prinsco...

The pipe with the gold stripe.

Call for a free catalog at
(800) 992-1725, or
see the distributor nearest you

Website & online
catalog:
WWW.prinsco.com
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February 27, 2001
MGCSA Board Meeting Highlights

Dr. Phil Larson, Associate Dean at the U of M sent a let-
ter thanking the MGCSA for their support of the Turfgrass
Extension position at the University. Paul Eckholm
explained to the Board that the decision to assist with fund-
ing of this position came at the last MTGF meeting and it
was necessary to move ahead with it at that time to avoid
losing the candidate. A motion to split where the funds
come from within the budget, 50% from research and 50%
from general funds passed.

Eckholm handed out literature on the "Drive for the U"
campaign that he has initiated and designed to increase
exposure of the turfgrass working group at the University
of Minnesota and the work that is done at the St. Paul
Campus, as well as furthering the physical condition of the
research area on campus. The campaign includes among
other initiatives, a request from MGCSA members any
donation from their clubs of equipment or supplies.

125 members were in attendance at the Hospitality
Night in Dallas. Some members have said the cost for the
Hospitality Night is becoming expensive. Affiliate dues
and registration costs currently help pay for Hospitality
Night. Schirck expresses that the Hospitality Night should
be viewed as an opportunity to meet and talk to people in
our profession.

The Conference & Education committee has discussed
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changing the dates of the GCSAA regional seminars and
possibly the Mini-Seminar to January instead of March.

Bade reports that his committee is considering finding a
keynote speaker with a leadership/motivational presentation.
He reports that arranging speakers has been going very well,
several have been confirmed including, Dr. Rossi (Cornell),
Brad Klein (Supt. News), Bob Vavrek (USGA), Jon Powell (U of
M), Brian Horgan (U of M), Bill Larson (T &CC) to speak on his
creek project, Karen Olson(Giants Ridge), and someone from
the Raptor Center. Invitations have been sent to Dr. Watschke
(PSU) and Reed McKenzie (USGA-Hazeltine).

Rick Traver reminds Board of the importance of writing
articles for Hole Notes and encourages members to submit
articles for publication.

Mike Brual shared samples of salary surveys and discussed
the details, particularly with the course budget portion.
Eckholm stated that a detailed survey would be the only effec-
tive way to gain budget numbers. Brual with work on detailed
budget survey to present at next meeting. Rick Fredericksen
handed out results of the seasonal staff wages survey and dis-
cussed the details.

Eckholm asks Board if we should give members the choice
of not printing personal phone numbers and addresses in the
Membership Roster. Discussion followed with a motion being
made to exclude home information from the roster.

Mike Brower reports that negotiations are underway with
current MTGF Executive Director Larry Vetter, on a new
employment agreement. Brower reported that Bade and his
committee are doing an excellent job on lining-up speakers for
the annual conference. He also reported that the annual con-
ference has been changed to a Tuesday-Thursday format for
several reasons, including to avoid a sharp decline in atten-
dance on Friday afternoon. Discussions continue at MTGF
meetings with regard to implementing strategies to increase
attendance at the annual conference, most notably by affilia-
tions other than the MGCSA. Brower reported that the
Minneapolis Hilton will again serve as the official hotel for the
annual meeting.

Dr. Jon Powell (U of M) reported that the 2001 Field Day will
be held on Thursday, July 26. Registration will begin at 8:00
AM with the program beginning at 9:00 a.m. The tour will
begin at 9:30 a.m. and run through 12:30 p.m. Powell reported
that there are efforts underway to make the experience broad-
er with the addition of a tour for arborists.

Research funds have been distributed to the USGA-$2,000,
GCSAA Friends of the Foundation-$5,000, O.]. Noer Center-
$1,000, GCSAA- $1,000.

The Minnesota Turfgrass Research Benefit Week takes place
June 4-8, 2001.

Dr. Jon Powell noted that he is looking for clubs to partici-
pate in a dollar spot study. He would also like construct a
USGA green for research at the U of M, and will be seeking
assistance from vendors and members on this project.

Jeff Johnson reported that the future strategy for awarding
scholarships will emphasize less scholarships, and award-
ing only the most deserving people. Mike Nelson of
Dakotah Ridge will be working on the Scholarship
Scramble with him.
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The straight cut, the cleanup cut, Ry =RV/s (][
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he 250 Tri-PIex Greens Mower from John Deere

The complete package. In a design. The patented offset-cutting-
nutshell, that's the John Deere unit design provides the operator with
2500 Tri-Plex Greens Mower. From a clear view of the center cutting unit
quality of cut to ease of operation and helps reduce “tri-plex ring.”

and service, the 2500 scores high Operators have never had it so good.
marks in all areas. Where quality of The operator station on the 2500 has
cut is concerned, the 2500 is convenient fingertip controls for the
second to none. The John Deere- throttle, reel drive, and cutting unit
designed and manufactured cutting lift/lower.

units feature a new bedknife-to-reel The 2500 is also extremely service

friendly. Cutting units can be
detached in seconds, with adjust-
ments designed with the technician
in mind. And daily service points
can be checked from one side of the
machine.

You've never seen a tri-plex mower
that can do it all like the 2500. So
call us today for a demonstration.
www.deere.com

GreenInaGE

o Couse 12040 POINT DOUGLAS DR. S.

Equipment

HASTINGS, MN 55033
(651) 437-7747
(800) 950-4180

Nothing Runs Like a Deere’
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from Country Club Turf

Grown by Golf Course Professionals
for Golf Course Professionals

Supplying over 200 Golf Courses Since 1987

/
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24317 Durant St. N.E., East Bethel, MN 55005

(763) 444-6753




