
15 Habits of Top Entrepreneurials
(Editor’s Note: Dave Purdy, the author of this article, founded Wealth

Management Midwest to provide clients with the highest level of unbiased
financial services and guidance.)

1) Entrepeneurials are optimistic - having to do with every
aspect of their life including relationships. They always see the
glass as half full. However, they are not blindly optimistic, they
are realists.

2) They do the most productive thing at every moment.
Whether at work or home, continually think "am I doing the
most productive thing right now," even look at sleep as a pro-
ductive thing to do. They are more concerned with energy man-
agement than time management.

3) They plan their time well in advance. They plan the day,
week, month, quarter, full year, and up to two years out. 

4) Once they have the facts, they make their mind up
quickly and change their minds slowly. 

5) They are early risers. In virtually every case, they get up
and going early. There are exceptions in different industries but
not many.

6) They fear less -- they know the difference between good
and bad fears. A bad fear is to think about your plane going
down, not making an appointment because you don't know
what the weather will be like, etc. They don't waste any time
thinking about things they can't control. Good fear - they ask
themselves are they getting the most from life? Am I taking care
of myself so I can be healthy and enjoy life?

7) They have good long-term relationships with their family,
friends and co-workers. My grandma Purdy use to say "every-
body brightens the room when they walk in, or when they walk
out, which one are you?" These people brighten the room when
they walk in.

8) They don't have work as a social setting. They don't have
idle chitchat, gossip, read the paper.

9)  They are very organized and clean about everything in
their life. They have a clean office, clean home, have their car
clean, and even dress clean and organized. They spend very lit-
tle time looking for things; they know where everything is.

10) They know the value of their day from a money stand-
point as well as an emotional standpoint. They analyze what
they are doing and ask themselves is it worth it from a dollar
standpoint and emotional standpoint. If it doesn't make sense,
they don't do it.

11) They are very health conscious and are on a regular exer-
cise plan and eating plan. 

12) They have a burning desire and a can-do attitude about
what they are doing. They dream of ways to do things different-
ly. When they do things differently that can ignite more burning
desire.

13) They can motivate others. They are good at motivating
employees, clients, prospects, etc.

14) They are cool as a cucumber, they just don't get rattled. I
have had these type of clients get divorced, get into a car acci-
dent, have their building burn down, have their building con-
tractor declare bankruptcy, have their top salesperson quit, and
they keep going as easy as water running off a duck's back. In
fact, they often have a sense of humor about the situation, which
is so refreshing. Make no mistake, just because they don't get
rattled doesn't mean they are insensitive or uncaring, they are
understanding and an overly compassionate group. 

15) They have an insatiable appetite to know more. The
story of Socrates reads that the people said he was the wisest
person in all Athens. Socrates didn't think he was the wisest so
he went to all the great philosophers of his time and asked ques-
tions. He then returned and knew he was the wisest, because
after talking with all the philosophers he realized how much he
didn't know, and that's what makes him the wisest.

- David Purdy
Wealth Management Midwest LLC
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2010 Wetting Agent Study Update

Golf course superintendents mainly
use wetting agents to combat localized
dry spots and improve irrigation efficien-
cy. Wetting agents work by reducing the
surface tension of water; therefore, allow-
ing water to be held by the soil and be
taken up by the plant (Karnok et al, 2004).
Research has demonstrated a reduction in
soil wetting time and an increase in soil
moisture uniformity from the application
of wetting agents (Karcher et al, 2010).

Surfactants can be classified into four
primary groups: anionic, cationic, nonion-
ic, and amphoteric. Anionic and cationic
surfactants generally treat the water. Most
wetting agent products on the market are
nonionic surfactants (Karnok et al, 2004).
Block polymer nonionic surfactants. Treat
both the water and the soil; therefore,
these are the most common wetting agents
used on golf courses. The strengths of
block polymer nonionic surfactants
include adhesion to soil particles, excellent
re-wetting capabilities, and are safe to
apply in a wide range of weather condi-
tions. The downside of block polymer
nonionic surfactants is they do not reduce
the surface tension of water as well as
anionic and nonionic surfactants (Kostka,
2005).

Objectives 

The objectives of this research were to
(1) evaluate soil moisture response to wet-
ting agent applications, (2) determine if a
reduction in localized dry spot occurred
following wetting agent applications, and
(3) evaluate the interaction of soil type,

plant species and wetting agent applied. 

Participating Sites and Superintendents

• Brackett’s Crossing Country Club,
Tom Proshek

• Burl Oaks Golf Club, Tom Natzel
• Dacotah Ridge Golf Course, Aaron

Johnson
• Keller Golf Course, Paul Digneau
• La Crosse Country Club, Jack Tripp
• Medina Golf and Country Club, Erin

McManus
• Midland Hills Country Club, Mike

Manthey
• North Oaks Golf Club, Jack

MacKenzie, CGCS
• Somerby Golf Club, Eric Counselman

• Somerset Country Club, James Bade
• The Minikahda Club, Jeff Johnson
• Les Bolstad University of Minnesota

Golf Course, Brent Belanger

Testing Procedures

Soil moisture and GPS data were col-
lected on three greens at each golf course
prior to and after wetting agent applica-
tion during July and August, 2010. In
total, 37 greens were tested. Data was col-
lected with a Spectrum Technologies
FieldScout TDR 300 outfitted with 3 inch
probes and a Garmin 72H GPS unit. Data
was collected at a maximum of three days
prior to and within five days after a wet-
ting agent application. Data was
processed using Dplot and Microsoft
Excel. 

What Did the Data Look Like

The images on the bottom of Page 23
are from an application of APSA 80. There
was a significant reduction in soil mois-
ture in the bottom center of the green and
addition of water along the top left edge
of the green from wetting agent applica-
tion.

The images on the bottom of Page 24
are from an application of Revolution.
There was a distinct dry spot on the top
left side of the green that was reduced
after wetting agent application. The wet
areas were not eliminated from wetting
agent application.  

(Continued on Page 23)

By AARON JOHNSEN
WinField Solutions, LLC

and BRIAN HORGAN, Ph.D.
University of Minnesota

Products TriCure Tournament Immerse GT    APSA 80h Dispatch   Revolution
Ready

Manufacturer Mitchell Products Kalo, Inc. AmegA Sciences Amway Aquatrols Aquatrols

No. of courses using 2 1 1 2 1 5

Rate per 1000 sq ft 1 and 2 fl oz 6 fl oz 3 fl oz 0.11 and 2 fl oz 0.37 fl oz 6 fl oz

Active Ingredient 100% Block 100% Gluco 100% Active 80% Nonionic 51% Gluco Ether 100% Modified 
Polymer Ether Block Ingredient Surfactant Block Polymer Block Polymer

PRODUCTS TESTED
Sites were encouraged to continue using products already in use. 

Localized dry spot on a golf course green.
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Wetting Agent-
(Continued from Page 22)

Results and Discussion

The average soil moisture on a green
before treatment ranged from 10.7 to 35.9
percent with an average of 23 percent.
Wetting agents with block polymer and
modified block polymer active ingredients
showed increased soil moisture, with an
average increase of 4.7%. Immerse GT also
showed increased soil moisture, which
suggests that it belongs in the block poly-
mer class of wetting agents. The gluco
ether block polymer blend wetting agents
decreased soil moisture, with an average
decrease of 2.7%. The nonionic surfactant
product demonstrated no real change in
soil moisture levels between ratings. 

Soil moisture uniformity before treat-
ment ranged from 54 to 90.2%, with the
average soil moisture being 78.8%.
Wetting agents with block polymer and
modified block polymer active ingredients
demonstrated increased uniformity on 17
of 22 greens with an average increase of
4.8%. Immerse GT demonstrated similar
properties to the gluco ether block poly-
mer blend and nonionic surfactant wetting
agents, which had decreased uniformity
on all sites. The average decrease in uni-
formity for these wetting agents was 3.9%. 

It could be suggested that the soil
moisture and uniformity differences
demonstrated are due to a factor other
than wetting agents. Given the minimum
span of five days between data collection,
this is entirely possible. Changes in soil 

(Continued on Page 24)

Average soil moisture difference between pre and post wetting agent.

Number of greens exhibiting a soil moisture response to wetting agent application.

APSA 80 pre wetting agent. APSA 80 post wetting agent.
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Wetting Agent-
(Continued from Page 23)

moisture and uniformity are mostly
due to the removal and addition of
water. The primary source of removal
was the turfgrass, which should be
fairly constant across sites.  Water
was added between data collection
through rain and irrigation. Total
rainfall between ratings ranged from
0.12 to 4.33 inches, with an average of
0.73 inches. Irrigation systems ran
between ratings one to four times,
with an average of two runs. This
suggests water removal and addition
was not the principal reason for the
soil moisture and uniformity respons-
es. 

Conclusion

This study demonstrates a distinct
soil moisture response to wetting
agent applications and the active
ingredient of a wetting agent. Soil
moisture uniformity responded simi-
larly to soil moisture values in this
study. Wetting agents with similar
active ingredients also responded in
the same way. It should be noted that
data was collected in the top 3-in of
the soil and these wetting agents may
demonstrate different characteristics
at shallower and deeper soil depths.
Whether the goal of a wetting agent
application is to reduce localized dry
spots or move water through the soil
profile, there appears to be a wetting
agent that will work.   

(Continued on Page 25)
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Average soil moisture uniformity difference between pre and post wetting agent.

Number of greens exhibiting a soil moisture uniformity response to wetting agent application.

Revolution pre wetting agent. Revolution post wetting agent.
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Wetting Agent-
(Continued from Page 24)

2011 Plans

This work will continue during the
2011 season at these sites and more.
Several new products will be added to the
study. Two of these are Performa Gold, a
100% gluco ether block polymer blend,
and Magnus, a 100% block polymer. After
the 2011 season data will be analyzed in a
similar manner. In addition, the interac-
tion of soil type and species with wetting
agents will be analyzed. 
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FIELD EVENT WINNERS AT THE MGCSA ASSISTANTS’
SPRING MIXER AT NEW PRAGUE GOLF CLUB

From the left are, Troy Tschida, Medina Golf and Country Club; Ben Walker, Somerset Country
Club; Nick Folk, The Minikahda Club; Eric Rasmussen, Southview Country Club; Manley Vinke-
meier, Glencoe Country Club, and Jim O’Neill, Cycle Works Golf Supply.





In a recent NGF study, The Future of
Public Golf in America, we found that
37% of public courses have had to lower
their course maintenance standards, and
71% have had to defer capital improve-
ments in recent years due to financial con-
siderations. For courses in more serious
financial straits, naturally, these percent-
ages were even higher. 

And, in last year’s study, Operating &
Financial Performance Profiles of Golf
Facilities, we found a not-surprising corre-
lation between a drop in revenues and the
need to lower maintenance expenditures,
regardless of type, region or price point.
For example, low-end public courses in
the Frost belt saw their average total rev-
enues drop 1.8% and accordingly lowered
maintenance expenses by an average of
2.9%. Similarly, high-end private clubs
had a 2.9% decline in revenues vs. a 3.5%
drop in maintenance costs. 

We wondered to what extent golfers

have noticed the lowering of maintenance
standards. So, in December 2010, we sur-
veyed 510 Core golfers online and asked: 

What is your opinion regarding course
conditions in 2010 at the golf course you
play most often? 

• Conditions deteriorated in 2010; 
• Conditions improved in 2010, and 
• Conditions remained about the same

in 2010.
The results found only one in four

golfers noticed conditions had deteriorat-
ed. However, given that only 21% thought
conditions improved, there’s a slight net
negative opinion.

Core golfer opinion of 
course conditions in 2010

“We believe that golfers are somewhat
accepting of lowered maintenance stan-
dards given the severity of the recession,”
noted Greg Nathan, NGF senior vice pres-
ident, membership. “They themselves

have admitted to cutting back on spend-
ing per round, including playing at less
expensive times, while curtailing spend-
ing on food, beverage and merchandise –
so they probably feel they can’t complain
about the occasional bare patch of fairway
or unmaintained bunker. However, as the
economic picture improves, operators will
gradually have to restore conditions to
pre-recession levels. By then, hopefully,
golfers will be in more of a mood to
spend.”

Final thoughts: The USGA should be
applauded for its efforts to educate golfers
that conditioning is about the playing con-
ditions…not about the color green.

Now, more than ever, an exceptional
golf course superintendent, with the skills
to do more with less, could be a facility’s
most important asset.

(Editor’s Note: This article was reproduced with
permission form NGF Dashboard and was created
by VCT.)
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Revenue Constriction and Declining
Conditioning – Is the Spiral Inevitable?





REGISTRATION FORMS AVAILABLE AT:
www.mtgf.org AND www.mgcsa.org
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Honey Bunch, Sweetheart, Gorgeous, Handsome; loving nick
names between my wife and me. Punkin, Dawg are personal call
signs of my kids. Saddie Kin Kaddie and Nuggie Been Buggie
reflect the hounds when they are good and bad girls when they
haven't. All are terms of endearment that reflect affection and
admiration. We all have them and each of us use them in our
own way.

Green Keeper, Director of Golf, Turf Manager. They are all
appropriate descriptors of our titles. Although my position is
reflected in each of those terms, I favor the name Golf Course
Superintendent because of the prefix SUPER.

Defined as having; outstanding or excellent qualities, excep-
tionally large or powerful, greater than what is normal, to or in a
high or extreme degree, something bigger or better, or used to
express enthusiasm, approval or agreement. Now doesn't that
pretty much sum up how impressive we are as participants in
the free flowing management of a golf course?

Example please: All eyes fell upon me at a recent meeting when
the discussion came to "who would develop and implement a
request made by a golfing faction of the membership." Of course,

as Superintendent I was the natural 'go to' individual because not
only did I have the incredible staff, an open mind and creative
thought process, I have the super knack for getting a project
done.  It probably isn't any different at your course.  When things
have to get accomplished the green staff is called in because we
tend to "get 'er done."   

Speaking candidly, the best golf course Superintendents are
great because they have exceptional common sense, understand
logistics and think well beyond the boundaries of the common
individual. The very best golf course Superintendents already
have the answers to club-related questions even before they are
asked because they have already thought about them. This ability
is inherent to our very core of existence. 

Growing up with three siblings allowed me many chances to
experience different skill sets and learning styles. My sister and
second oldest brother are very gifted in appreciating a finished
product, yet they were, and probably will always be, quick to ask
how and why when it relates to getting jobs done. They each are
superb sales representatives, are service oriented and have
impressive track records. However, changing a tire or assembling
a new barbecue grill isn't in their bag of tricks. My oldest bro and
I on the other hand could be miles down the road and serve din-
ner before the first lug nut was spun off of our sib's ride. They
just don't have the "common sense" chip.  

The same could be said at the club. I am not a salesman such
as the golf pro nor do I have the patience it requires to be a
General Manager. But, when the rubber hits the road and some-
thing has to be done the call is placed to the Turf Management
Center. It isn't that the job is considered dirty work or that the
resources are only available in the turf department, rather it is
because our track record indicates we can accomplish virtually
any task presented to us. I am by no means casting any negatives
upon my fellow managers…rather I am expressing how totally
competent Superintendents and their staffs are at carrying a task
to its conclusion.

Do you know why we get the "off the wall" ideas? Because
we, professional turf managers, make them happen (they don't
call anyone else do they?)...a very nice feather in our caps! You and
I are Super! We get it. We have the knack to bring all the pieces
together and build an outstanding product. Sometimes, we even
will make our own parts! By rallying the troops no project is
insurmountable. That is why we are so heavily relied upon. Isn't
that how it often is when we have to think out of the bunker and
grapple with a goofy concept?

A while back a former employee of mine indicated that the
request being made of the crew was really not, "part of our job
description."  We had been requested to develop a meaningful
welcome sign emulating a scoreboard which could then be used
as an actual scoreboard; complex yet simple, in our area of
expertise, perhaps. Did we 'get 'er done'? You bet, and we were
hailed as heroes of the event for our attentiveness. Crazy idea?
Yup, but who got the call to accomplish the test.      

We are such a creative bunch. Embrace your challenges and
those placed upon you, and shine, shine, shine! Covet the name
Superintendent for you really are quite Super.  

Making It Happen
By JACK MacKENZIE, CGCS

North Oaks Golf Club
Editor
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