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1993 Annual Meeting to Be at Turf Valley 
Mike Gilmore will host the 
December 14 meeting at Turf 
Valley Country Club in Ellicott 
City, Md. 

Since the last time MAAGCS 
met at Turf Valley, nine more 
holes have been added, bringing 

See Turf Valley, page 5, col 3 

Golf: See Golf Notes, page 2. 
Dinner: Cocktails 6:00, hors 
d'oeuvres 6:30, dinner 7:00. 
Formal. Cost: $30. 
Reservations: 301-490-6202 
Directions: From Baltimore: 1-695 
to 1-70 W to Marriottsville Rd exit. 
Left on Marriottsville Rd. At first 
stop sign turn left on Rt. 40. Go 7/ 
10 mile to Turf Valley Rd. From 
D.C. 1-495 to Rt. 29 N. Go to 1-70 
west & follow above directions. 

Dues Increase Update 
by Steve Potter 

It was announced in last month's 
issue that the BOD set the dues to 
be $120—a $35 increase. Broad 
parameters were set on what the 
dues are to be used for but there 
has been some interest in specifics. 
This will attempt to answer some 
of these questions. As always, you 
are encouraged to call a board 
member to ask any questions you 
may have. 

In fiscal year 1992 the associa-
tion operated at approximately a 
$2,000 loss. This loss was due to 
increased expenses, not loss of 
revenue. The growth of the 
membership was moderate and as 

See Dues on page 6 

PRESIDENT S MESSAGE 

We had a great 
meeting at 
Swan Creek 
last month. The 
weather was 
terrific for 
November and 
everyone 
enjoyed playing a scramble format 
with members they usually don't 
play golf with. The course was in 
excellent shape and the meal was 
more than most could finish. 
Geoffrey Blind from Hillendale 
had some great information to be 
used by the superintendent who is 
having poa or drainage problems 
on greens—so if you have some 
kind of renovation being consid-
ered at your club, give him a call. 

The MAAGCS continues to 
grow as do its needs and responsi-
bilities. An effort was made this 
year to plot a course that will 
accommodate these needs for the 
future. The Long Range Planning 
Committee, headed by director 
Mike Gilmore, was created this 
year to focus on the changes 
needed to accommodate the 
membership. It is purposefully 
moving at a moderate pace both to 
protect the association fiscally, 
and to allow the membership time 
to assist in these changes. These 
changes are being done in stages 
in hopes that in several years all 
the changes will blend to benefit 
the members and establish a 
means for meeting future needs of 

the association. Your input is 
valued and I urge you to contact a 
board member to voice your 
concerns or suggestions. 

The December meeting at Turf 
Valley is the election meeting. Past 
President Ken Ingram as chairman 
of the nominating committee is 
presenting an excellent slate of 
individuals to run for the BOD. If 
you are interested in serving the 
association, nominations are taken 
from the floor in accordance with 
the by-laws, or contact the next 
Past President for next year. 
(That's me, folks.) 

The last thing I want to say 
through the president's message is 
to tell the entire membership what 
an enjoyable experience it has 
been serving you over the past 
year. I greatly enjoyed working 
with the gentlemen you have 
elected to the BOD. All of us are 
busy at our jobs—as you are—yet 
each and every board member 
always took the time to do his job 
for the membership and have a 
report ready for each board 
meeting. Time is growing increas-
ingly precious and I admire and 
commend each board member for 
his attention to his board duties. I 
want to sign off by thanking these 
men for their dedication and 
professionalism. Thank you. 
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Slate of Officers for 1994 
The 1993 MAAGCS Nominating 
Committee made up of Kenneth 
Ingram, Chairman, Bob Miller, 
Ben Stagg, and Lee Dieter, present 
the following slate of officers for 
the Annual Meeting: for presi-
dent—Lou Rudinski; for vice 
president—Scott Wagner; for 
treasurer—Dean Graves; for 
secretary—Bill Shirk; for director 
(2 for a 3-year term,l for a 1-year 
term) Gordon Caldwell, Jim 
Metterey, Sean Remington. 
Nominations from the floor will 
be accepted. 

Kenneth Ingram 

GOLF NOTES 

I think the key word for our 
November Four-Man Scramble 
Tournament was "perfect/' The 
golf course was perfect and in 
excellent condition thanks to Ron 
Weaver and his staff. The weather 
was also perfect thanks to whom-
ever, and the Pro Shop was perfect 
thanks to Donald Baxter. It is 
always a pleasure to have a Pro 
Shop staff who will try to do 
everything possible to assist in our 
golf tournaments, even opening 
the Pro Shop after our dinner so 
that the winners of the tourna-
ment could cash their gift certifi-
cates. Thanks again to Swan 
Creek's entire staff for a great job! 

Our 1993 Tournament winner 
(64) was the team of: 
Dean Graves $50 
Sean Remington 50 
Ron Weaver 50 
Steve Potter 50 
Winners of Long Drive and 
Closest-to-Pin competitions: 
#7 Closest-to-Pin—Keith 
Pitchford, $50; #10 Closest-to-
Pin—Mike Evans, $50; Long 
Drive—Kirk Intermill, $50 

Thanks to this month's 
sponsors: Egypt Farms—$100; 
Loft's—$50. 

November was our last official 
tournament of the year. It was the 
last chance to receive points for 
the Golfer of the Year Award. Jim 
McHenry who is spearheading 
this award has all of the results, 
and the winner will be announced 
at our annual election meeting. 

December's golf will be held 
weather permitting. Please make 
your own arrangements. Tee times 
are 12-1, golf and carts are free. 
For tee time call Turf Valley Pro 
Shop: 410-465-1504 

Bill Shirk, Golf Chairman 

EDUCATION NOTES 

The MAAGCS has graciously 
donated $1,000 to the GCSAA 
Scholarship and Research Pesti-
cide Exposure Study. The goal is 
to develop solid independent 
evidence about health effects of 
long-term pesticide exposure in a 
golf course setting. "Our use of 
pesticides to maintain golf courses 
makes us a focal point for this 
concern. We must have conclusive 
scientific evidence that is specific 
to our management practices," 
says Randy Nichols, CGCS and 
president of the GCSAA. Results 
of this study will be forthcoming 
in the next few years. 

Dean Graves 
Education Chairman 

GCSAA Regional 
Seminar 

December 13 and 14,1993 the 
MAAGCS will host a GCSAA 
regional seminar, Enznronmental 
Considerations in Golf Course 
Management, at the accommo-
dating Turf Valley Hotel and 
Country Club. Goals of the 
seminar are: 
• Understanding regulatory 
compliance requirements for 
protecting water resources, 
wetlands, and other environ-
mentally sensitive areas. 
• Learning how to educate 
golfers and the general public 
about the environmental 
benefits of golf courses and 
how to deal with the press and 
consumer concerns. 
• Be able to develop pesticide 
management strategies for 
worker protection, storage, 
disposal and environmental 
protection. 



The Golf Course is in Great Shape-
But You're Fired! 

Reprinted with permission from Inforemer, newsletter of the San Diego GCSA. The article originally appeared 
in Western Region News, newsletter of the Western Regional USGA Green Section 

During the past two years a 
disturbing number of superinten-
dent dismissals have occurred in 
the western United States even 
though their golf courses were in 
good condition. 

The most important function 
of the superintendent is to provide 
a well-maintained and playable 
golf course for the enjoyment of 
golfers. So let's take a close look at 
potential problem areas between 
the superintendent and other 
decision makers. 

Some Problems. If the golf 
course is in excellent condition 
and the golfers are content, you 
would think the superintendent's 
security would be solid. This is 
not always the case, however. 
Non-turf-related problems can 
arise. These include: 
1. Who is in charge of agronomic 
decisions? 
2. Outside tournament scheduling 
or "surprise" membership events. 
3. Conversations held between 
the golf professional(s) and 
players questioning agronomic 
decisions. 
4. Comparing income rates 
between superintendents and 
other course employees. 
5. Short-term green chairman 
appointments. 
6. Personal preferences enter into 
decisions on course conditioning. 
7. Architectural changes forced on 
the superintendent by the green 
committee that do not have 
majority support. 
8. Superintendent failure to 
attend board meetings. 
9. The desire to cut costs by the 
club or municipal operation. 
10. Outside business interests by 
the superintendent. 
Some Solutions. While the 

preceding does not include all 
potential problems, it does repre-
sent many areas that do not deal 
with "grass growing." In this 
same vein, the following may not 
provide all the answers, but 
practical solutions can be consid-
ered to keep the ax from falling 
when it is not deserved. 
1. Establish meetings to discuss 
mutual plans and how to have an 
effective working relationship 
between the superintendent, 
general manager and golf profes-
sional. From this meeting, the 
superintendent should under-
stand exactly who is in charge. 
The general manager and/or golf 

professional should understand 
that the superintendent is a 
professional and should be en-
trusted with all agronomic deci-
sions. 
2. Establish weekly management 
meetings to discuss areas of 
concern or upcoming events. 
3. Play golf together. Include the 
superintendent, general manager, 
golf professional, and/or green 
chairman. If possible, play at 
outside facilities. 
4. Make sure the superintendent 
attends all board meetings per-
taining to maintenance operation. 

See Fired, page 8, col 1 

They're known by the 
greens they keep. 

Lush, beautiful greens and tee boxes are well-known to 
superintendents who use Ringer Greens Products. With five finely-
granulated formulations available, you can match our fertilizer to your 
needs throughout the seasons. Each formulation releases the precise 
amount of nitrogen needed to eliminate burning and green-up 
greens evenly The remaining nitrogen is reserved for slower release 
to encourage consistent 
growth. Try Ringer Greens 
Products. Your greens will 
be in good company 

Contact your local distributor or Ringer's GolfS Commercial Hirf Division at 
9959 Valley View Road. Minneapolis. MN 55344. (612) 941-4180. Ringer offers 

a complete line of fertilizers for greens, fairways and general turf applications. 



Good Salesman=Good Superintendent 
This article is reprinted with permission from Kansas Grass Roots, newsletter of the Kansas GCSA 

"Good superintendents are good 
salesmen." A simple enough 
statement, but its real meaning 
and implications are not as 
obvious. As you travel around the 
state or country, you often com-
pare your course, equipment, 
budget, etc. with what you see 
elsewhere. You probably ask, too, 
"How does he do it?" 

As we all know, different 
situations will permit the golf 
course superintendent to do 
different things for himself and his 
course. Climate, soil conditions, 
age of the course and particularly 
the members' desires will have a 
great bearing on the course itself 
and the latitude the superinten-
dent has. But frequently, the 
results boil down to the 
superintendent's salesmanship. 

A favorite definition of 
salesmanship is the art of never 
selling but rather learning what 
people want and then helping 
them obtain it. Involved in this 
approach to salesmanship are the 
arts of observation and persua-
sion. Observation tells you what 
the people want, persuasion 
provides the means of giving them 
what they want. 

Most golf course superinten-
dents could find this approach 
successful for themselves and 
their course. They are blessed with 
an abundance of the power of 
observation and with some effort 
could easily improve on their 
abilities to persuade. 

To utilize this plan, the 
superintendent must first deter-
mine what his golfers want. 

Usually, this involves three major 
areas: scores, beauty and prestige, 
not necessarily in any order of 
preference. Next, he must adopt 
an attitude of "selling" what he 
wants in terms of what the 
members desire. 

Assume for example you have 
been contemplating what you feel 

You must not "sell" more 

than you can reasonably 

expect to deliver, nor 

should the golfers be 

permitted to assume such 

a miracle. 

to be a necessary purchase. After 
attending various equipment 
exhibits, field demonstrations, and 
talking with fellow superinten-
dents and salesmen, you have 
determined exactly what you 
want. What now? Do you explain 
to your chairman or committee 
how having this machine will 
replace one that has been causing 
you tremendous problems be-
cause of break-downs or other 
insufficiencies? How the root 
structure will be affected, etc.? 

While these points may be of 
real concern to you or your fellow 
superintendents, they will only 
maximize your interest while 
minimizing the interest of the 
golfer. 

A better approach might be to 

inquire into the golfers' desires to 
play through with less mechanical 
interruption to their game, having 
fewer non-play holes or days, 
more uniform playing surfaces, 
having a course with greater 
beauty—in short, being the envy 
of golfers at other courses. 

Depending on the potential of 
the item you are contemplating, 
you can "sell" the golfers on your 
need through an approach that 
causes them to be the salesmen. 

Regardless of your personal 
sales approach, persuasion must 
be supported by a sound presenta-
tion that fully documents your 
case. Undoubtedly, at some time, 
you will be called upon to "prove 
your case" before the purchase is 
approved. This will mean having 
all the facts and figures gathered 
in a fashion showing not only 
your thorough organization, but 
just as important, the manner of 
presentation itself could greatly 
influence your audience and their 
final decision. 

As with all such things, there 
will be short-comings and pitfalls 
to be aware of, and this process is 
no different. You must not "sell" 
more than you can reasonably 
expect to deliver, nor should the 
golfers be permitted to assume 
such a miracle. 

The more successful busi-
nesses are operated on a repeat 
purchase philosophy. You should 
expect to do the same. Souring 
your golfers with misspent money 
will only make it doubly difficult 
to purchase even a necessity the 
next time around. 



Turf Equipment Managers Launch 
Their Own Association 
The Mid-Atlantic Association of 
Turf Equipment Managers would 
like to take this time to introduce 
itself and ask that you share the 
following information with your 
mechanic(s). 

In the spring a group of 
Baltimore area golf course me-
chanics determined the need for a 
mechanics association within the 
industry. Members feel that with 
the vast changes in turf equipment 
products it would benefit every-
one to have the mechanic better 
trained. The organization's 
purpose is to promote education, 
and to exchange technical and 
practical knowledge related to 
maintenance, safety and proper 

operation of turf equipment. 
Currently the group meets the 

first Wednesday of every month at 
the Caves Valley maintenance 
shop at 1:00 p.m. Annual dues are 
$50 and membership is open to 
mechanics, assistant mechanics, 
superintendents, assistant super-
intendents and sponsors from the 
turf industry. 

Please stop by their table at 
the turf grass trade show— 
January 4 and 5. They will have 
applications and more informa-
tion available. 

For more information, please 
call Rusty Buck at Caves Valley, 
410-356-1317, or Alan Bateman at 
Mount Pleasant, 410-821-5812. 

Turf Valley, f rom page 1, col. 1 

the grand total to 54. "We don't 
plan to grow any more—I hope," 
Mike laughs. 

The club, in existence about 
30 years, is owned by the 
Mangione family of Baltimore. 
About seven years ago, they 
added a hotel and conference 
center. 

The biggest challenge to 
overseeing 54 holes and a crew of 
30 is the organization, Mike says. 
He credits his smooth-running 
operation to the help and enthusi-
asm of his three assistants Bill 
Bopst, Ben Bryan, and Eric Van 
Janek. Says Mike, "You're only as 
good as the people you have 
working for you and their willing-
ness to carry out plans. They're the 
ones who make my job easier." 

Carroll Tree Service, Ine. 
Gs© GS© Serwsig Gur (jii&/xmier& 

Jtsicv /pSO 

653-9070 
All Phases of Professional Tree Care 

• Maintain the tree that makes that 
special hole 

• Enhance your fairways by removal of 
unsightly deadwood 

• Inspect for hazardous trees in highly 
traveled areas 
• Pruning • Fertilizing 

1 Insect and Disease Control 
• Removal of Trees 

and Stumps • Cabling 

We work with many courses 
in the Baltimore area, 

so check up on us. 
References available. 

Serving Baltimore, Howard, Carroll, Anne Arundel, 
& Harford Counties. 

STEVE MAYS - ROB NELSON 

GREENER 
GREENS 

• Surgical cut 
• Reduced 
fungal attack 

• Less ferti l izer 
• Less irrigation 

EXPRESS DUAL 
World's best selling spin grinder There has to be a reason why 

SOLD EXCLUSIVELY BY: 

G. L. CORNELL COMPANY 

GAITHERSBURG - RICHMOND - NEWPORT NEWS 
1-800/492-1373 



Dues, from page 1 

far as is known, there were no 
losses of renewals due to the 
economy. There is a projected 
deficit this year and some non-
essentials such as dry goods have 
been put on hold for a year. During 
this period, the BOD still tried to 
make some changes with the 
membership's best interests in mind 
such as supporting some of the 
major projects of the GCSAA and 
increasing our own scholarship 
support of students working for 
members of the MAAGCS. 

During this same period the 
BOD has been looking at changes to 
enhance services to the membership 
through the creation of the Long 
Range Committee. This committee 
made every effort to make recom-
mendations based on the informa-
tion they received in the surveys 
sent to the membership and on the 
information obtained from other 
local organizations. Some of the 

changes are not costly, but a change 
such as a monthly mailing to 
announce the meetings costs several 
hundred dollars each month. 
Although it can be partially subsi-
dized by advertising, the BOD did 
not feel it appropriate to have a 
membership service depend on 
optional advertising. The subject of 
executive director has been ex-
plored for years, and the association 
is now getting large enough that 
some sort of management service is 
essential. There are enough expense 
and problems associated with 
having an executive director that 
the Long Range Planning Commit-
tee proposed looking into a man-
agement service. They investigated 
other associations that have such a 
service and found that a wide 
variety of services is available at a 
wide range of costs. We hope that 
within the next year, a service that 
is both affordable and that will 
provide for the needs of the mem-
bership will be in place. The BOD 

will also strive to maintain its policy 
of not cutting services to the 
membership during this period. 

The dues increase is to keep the 
association solvent during these 
changes. A third of the increase can 
be attributed to inflation alone. The 
rest is to be used to try and keep 
what we feel are important func-
tions of MAAGCS funded. These 
include educational scholarships 
that are $3,500 above the mandated 
10% of dues collected to be set aside 
for this purpose. The Education 
Committee is trying to award 
$6,000 in scholarships this year and 
the BOD would like to see that 
number increased, not decreased. In 
the survey, the membership agreed 
almost unanimously. This still 
doesn't include the $1,000 that was 
sent to the GCSAA to help in its 
pesticide exposure study. There 
were also donations made for 
benevolent purposes due to natural 
disasters; this came from the 

See Dues, Page 7 

Distributors of 
FLORA™ 

Auxiliary Nutrients 
TURF MANAGEMENT Plus Hormones 

It's stress time again! 
Help your turf deal with 

the stress of Summer 
t r y P e r k - U p & A s t r o n P l u s 

to reduce the effects of 
heat stress on your turf. 

Weeds a problem try R a i d e r - T G 
with your post emergent herbicide. 
Coll Sean Fiferfor more details at 11UM72 

M Unsurpassed effectiveness and convenience in one pre-emergent weed control product 
There's an easy way to apply 
the toughest, most cost-
effective preemergent weed 
control-pendimethalin-with 
the convenience of water-
soluble packaging. Scotts, 
Weedgrass Control 60WP* 
controls six common 
sprouting grassy weeds and 
nine common sprouting 
dicot weeds. There's no 
hassle with measuring or 
container disposal for a truly 
user-friendly ProTurf product. 

Ask your ProTurf Tech Rep 
for details. 

ProTurf. 
*Not available in Canada 



COHOON'S CORNER 
Dues, from page 6 
Benevolence Fund. It is important 
that you realize that this money 
comes exclusively from dues. And 
finally, we must have some source 
of revenue to depend on when we 
negotiate a contract with a manage-
ment service and we very much 
want to do this without removing 
funding from any other service. 

This is your association and the 
BOD is doing what it feels is best for 
the future of the MAAGCS. The 
BOD can't urge you strongly 
enough to call one of us with a 
question or concern, or to volunteer 
your time. I am sure accommoda-
tions will be made for you. These 
decisions were made by the BOD 
based on recommendations by 
committees that consist of board 
members, past presidents and 
members at large. Every effort is 
being made to change while 
keeping in mind your best interests. 
The BOD hopes it can depend on 
your financial support to get some 
of these changes implemented. 

O The GCSAA has launched a 
new column in its publication, 
Newsline, entitled "Members 
Mailbag." The purpose of the 
column is to provide a forum for 
members where they can ask 
questions and voice concerns over 
GCSAA programs and activities. 
From what I hear, the Board of 
Directors of the GCSAA is eager to 
respond to the membership. So 
far, however, there has been very 
little response. Your comments 
can be mailed or faxed (no phone 
calls please) directly to the 
GCSAA. 
O Last year the MAAGCS 
sponsored a hospitality suite at 
the GCSAA national conference 
and show. It was such a success 
that we are going to do it again 

this year in Dallas. The suite will 
be shared with the Metropolitan 
GCSA. It's a great place to meet up 
with your neighbors and talk 
about the educational program or 
where to go for dinner. By sharing 
the suite we can renew old ac-
quaintances or make new friends 
with the great group of superin-
tendents who make up the Metro-
politan GCSA. Look for more 
information in the next few weeks. 
O For those who haven't heard, 
Mark Merrick has resigned as 
Social and Benevolence Chairman 
of the MAAGCS. Anyone who has 
attended Ladies' Night or who has 
worked with Mark knows that he 
has done an outstanding job for 
the association. Thanks for the 
service, and good luck in the 
future, Mark! 

QUAUÏY ASPIlAir SINCE 
1950 

M 301-797-6941 
ASPHALT : Construction • 

Repair* Overlay* Striping* 
= Sealcoating* CracHfill ==H 

Ke i t h P i t c h f o r d • M i c h a e l G u e r c i n 
Urban Forester/Consultants 

BRANCHES TREE EXPERTS 

• P r o f e s s i o n a l A r b o r i s t s & E n t o m o l o g i s t 
• T r e e M a i n t e n a n c e C o n t r a c t s 
• P r u n i n g • F e r t i l i z i n g • T r e e R e m o v a l 
• G y p s y M o t h S p r a y i n g • E l m T r e a t m e n t 
• I n t e g r a t e d P e s t M a n a g e m e n t 
• T r e e I n v e t o r y • S t u m p R e m o v a l • S p r a y i n g 

LOW WINTER RATES 
CALL FOR CONSULTATIONS 

MARYLAND VIRGINIA 

(301 ) 589-6181 (703) 243-8509 
• L icensed • Insured 



Fired, from page 3 

5. The golf professional must 
realize that he/she is not the 
superintendent. It is far better to 
direct turf related questions to the 
turfgrass professional—the 
superintendent. 
6. The superintendent should not 
get involved in who makes how 
much money at the golf course. 
7. When the new green chairman 
is elected, have an immediate 
meeting at the superintendent's 
office to begin the education 
process. At this time, be sure to 
give the green chairman a copy of 
the USG A Green Section Guide 
booklet. 
8. The superintendent must 
realize that if the membership 
wants it purple, give it to them 
purple. But, if what they want 
could potentially cause long-term 
damage or side effects, get it in 
writing. 

9. Establish a set of course condi-
tion standards at the board level 
so that quick decisions cannot be 
made by the green committee. 
10. Don't lose a good superinten-
dent because of money issues. Cut 
back in other areas such as reduc-
ing the acreage of maintained turf 
or accepting less than perfect 
roughs. A well-paid, professional 
superintendent is more valuable 
than a cheaper, but inexperienced 
person. 
11. If the course is in good condi-
tion and the new green chairman 
wants the superintendent re-
moved, remove the green chair-
man! The opposite is also true. 
That is, if the golf course is in poor 
condition and the new green 
chairman wishes to make reason-
able improvements, yet is ob-
structed by the superintendent, 
then superintendent termination 
may be justified. 
12. If outside business interests by 

the superintendent are not affect-
ing the golf course, allow the 
superintendent to be an entrepre-
neur. His activities in the commu-
nity—such as teaching classes— 
will reflect positively on the golf 
course. 
13. Provide improved stability and 
business sense by lengthening the 
green chairman's tenure to a 
minimum of three to five years. 
The policy of revolving, one-year 
terms for the green chairman 
doesn't work. 
14. Always maintain open lines of 
communication in both directions. 
Diffuse problems before they 
reach a boiling point. 

The superintendent's job is 
extremely difficult and there is 
nothing more frustrating than 
providing a well-maintained 
course while being threatened due 
to other problems. This should be 
taken into consideration any time 
a person's livelihood is on the line. 

Terry 
Asphalt 

Golf Cart Paths are our Speciality 

Albert Lacey 
P.O. Box 104 

Glen Arm, Md. 21057 
(301) -592—5343 

HAPPY HOLIDAYS 
T h a n k you for your suppor t in 

1993. 

Best w ishes for g o o d heal th 
and success in 1994. 



Mid-Atlantic Newsletter Supporters 
ACE TREE MOVERS, INC. 

Wholesale nursery stock, mass plantings, large re-
placement or specimen stock, custom digging or 
transplanting. 
Jeff Miskin, Robb Gerard, Lizanne Selthoffer 
Metro: 301 -258-0008 1-800-258-4ACE 

AQUA-FLO, INC. 
Buckner irrigation systems and design, aerators, pump 
systems, irrigation accessories. 
Phil DeMarco, Hammonton, NJ 800-524-0895 
Rick Hill,Chantilly, VA 800-782-2571 

ATLANTIC POWER EQUIPMENT COMPANY 
9250 Rumsey Rd, Columbia, MD 21045 

Ransomes, Bob Cat, Bunton GTM, Red Max, Giant 
Vac,Terra aerators,Durand Wayland sprayers, Power 
lawnmower parts. 
Mike Bache, Bille Lindner, Wash: 301 -621-5060 
John Mattsen, Tom Wojcik Bait: 301 -995-3060 

B & G T E N N I S SUPPLIES 
Tennis Nets, Tenex tapes, nails, drag brooms,S-hooks, 
line sweepers, Ty Wraps, Tidy Courts, Rol Dri's, Har 
Tru surfacing material,6&9 foot open mesh or closed 
wind screens, Herrons rollers, ball barrier netting, crowd 
control netting, The Fairway drag system. 
Grant Pensinger, Bob Miller 301 -653-2219 

CENTREVILLE SOD GROWERS 
Bluegrass, sod blends, turf-type tall fescues and 

703-361-8338 Sheldon & Craig Betterly 

W. A. CLEARY CHEMICAL CORP. 
Quality turf and ornamental products, including 
fertilizers, fungicides, herbicides, insecticides, and 
specialty chemicals. N.J: 908-247-8000 

Toll free: 1-800-524-1662 
Bob Uhler W. Va: 304-496-7771 

COMINSKY, KEN ^ 
Vertidrain® & Hydrojet Service 

Complete solid or core aeration using Verti-Drain. 
Added this season, a Hydrojet to allow aerification any 
time during the growing season. Call today for your 
appointment. 
9891 Molloy Way 703-347-4210 
Warrenton, VA 22186 703-347-4247 

CORNELL CHEMICAL & EQUIPMENT CO., INC. 
Golf course chemicals. 
Don Klein, Tom Walsh 301 -636-2400 

800-235-6138 

C.Z. ENTERPRISES, INC. 
Water well and pump service, repair; 24-hour emer-
gency service to wells, pumps and irrigation equipment 
and controls. Preventive maintenance contracts, an-
nual testing and inspection available. 
Kathy Powers Bait: 301 -841 -6710 
Conrad Zittinger Wash: 301 -261 -8855 

DAVISSON GOLF & LANDSCAPE 
64 Cedar Avenue, Towson, MD 21204 

Distributors of Isolite, Menefee Humate, Ironite, Quill 
Tuft Mats, O'Malley Mulch, Allen Hover Mowers, and 
Kirby Yardage Markers. 
Tim Davisson 410-823-4203 
KenBraun 410-823-4203 

EGYPT FARMS, INC. 
Golfgreentopdressing, computer controlled precision 
construction mixes, white bunker sand, IBDU & Par-Ex 
fertilizers, R&R parts, Aqua-Aid, Aqua-Root, Penncross 
Bentgrass Sod, Ironite, Geo textile products, gypsum, 
mulch. 
John Strickland, Ray Bowman, 410-335-3700 
Dean Snyder, Carroll Davis, 800-899-7645 
Dave Cammarota, Jeff Lacour fax 410-335-0164 

E-Z-GO MID-ATLANTIC 
E-Z-Go turf & utility vehicles, personnel carriers, new 
and used golf cars. 
Rick Arnold, Bob Post, Paul Tideman, 
Roscoe Shupe 1 -800-962-3804 

FINCH TURF Equipment, Inc. 
John Deere turf equipment, Brouwer turf & harvester 
equipment, Kubota tractors & mowers, Tl grinders 
&reels, Coremaster, AgriMetal & Saxon blower/ 
vac,Landpride, Harley Rakes, Kawasaki Mules 
EdChilds, Mike Reynik, Ray Finch, Jeff Paterson, 
Larry Cosh 800-78-DEERE 

Baltimore: 410-876-2211 

G.L. CORNELL COMPANY 
Jacobsen, Ransomes/Cushman/Ryan Rain Bird, Club 
Car, Smithco, Turfco National, Bernhard, Red Max, 
Standard and Par-Aide Golf Supplies. 
Larry Cornell, Terry Hill, Dave Fairbank, Bill 
Brown, Paul Brandon, Bob Clements, Wayne 
Evans 

301-948-2000 - 800-492-1373 

HARFORD INDUSTRIAL MINERALS, INC. 
TD1000, topdressing blend, TnG for bunkers and 
Straight Sand topdressing, CMplus and filter layer for 
construction. 
Dorothy Stancill, V. P. 301 - 679-9191 

Represented by Prolawn Products 
Thomas Malehom 301 -876-7474 
Robert Kerr 703-786-3405 
Mark E. Bujac 301-464-5993 

G. ANTHONY KEEN CONSULTING 
Specialist in interpreting the most technologically ad-
vanced soil, water, and tissue analysis to greatly en-
hance turf management. Affiliated with Brookside 
Laboratory Associates. 
Tony Keen, Tak Keen 302-697-957 

JETER PAVING Co., Inc. 
Cart/Jogging paths, Roadways, parking lots. Asphalt 
construction, repair, overlay, striping, sealcoating, 
crackfill. 
Gene Snowberger 301 -797-6941 

LEA'S GREEN MEADOWS, INC. 
Fertilizers, chemicals, grass seed, safety equipment, 
spreaders, sprayers, tools, supplies. 
Herb Lea, Harry Fridley, Bob Butterworth, 
Sam Kessel 301-899-3535 

800-552-TURF 

LEBANON CHEMICAL CORPORATION 
Manufacturers and formulatorsof Country Club Greens 
Keeper, and Lebanon Pro Fertilizer and chemicals for 
professional turf use. 
Paul Grosh 800-233-0628 
Chris Zelley 215-757-4564 
Junior Ruckman 703-869-2826 

LESCO, INC. 
A complete line of quality fertilizer and turf maintenance 
products. Ask us about the LESCO 300 & 300D greens 
mower and the LESCO 500D fairway mowers. 
Ed Walker 800-321-5325 

LOFTS/MARYLAND 
Grass seed and fertilizer. 
Kevin Driscoll, John Patton Local: 301-937-9292 
Tim Anderson In State: 800-732-7773 

Out of State: 800-732-3332 
MCDONALD & SONS, INC. 

Golf course construction and maintenance. 
John McDonald, Eric McDonald, 
John McDonald II 301-799-7740 

MOORE GOLF, INC. 
Construction & remodeling of golf courses as well as 
irrigation systems. 
David Canavan 703-825-9211 

NEWSOM SEED COMPANY 
Rockville, Maryland 

Grass seed, new varieties, custom mixes 
fertilizers and chemicals 
Strick Newsom, Mike Brumbaugh 
Local: 301 -762-2096 Fax: 301 -762-9544 

Nationwide: 800-553-2719 
J. DAVID MULLINIX & SONS, INC. 

14420 Howard Rd., Dayton, MD 21036 
John Blue sprayers, Woods mowers, Ford, New 
Holland Equipment, Agco Allis. 
Mike Mullinix 301-442-2688 

301-489-4363 
OAKWOODSOD FARM, INC. 

Meyer & Belair Zoysia sod, Tufcote & Vamont 
Bermudagrass Sod, Turf Type Tall Fescue sod, 
Bluegrass Blend Sod. Forklift delivery. 
Gary Wilbur 301-742-3086 
Alan Wilbur 301-846-3542 

PARKER CONSULTING 
Tissue analysis for golf courses, complete programs 
set up for entire year or as needed. Analysis of 12 
elemental nutrients, desired ranges, and actual dry 
matter basis given. Nutrient trends found in tissue 
analysis on golf courses are shared with all clients. 
Will always run 3 free samples for any golf course. 
Brook Parker 804-721-3291 (W), 804-468-1113(H) 

F a x 804-468-1113 
PERFORMANCE TURF PRODUCTS, INC. 

Offering bulk delivery and high floatation application 
of custom fertilizers, lime, and gypsum, also Par-Ex 
and Lebanon brand fertilizers in bags or bulk. Sod, 
seed, sand, and Adico chemicals also available. 
Chris Adkins 302-422-2111 

PROLAWN PRODUCTS, INC. 
Fertilizers, SUSTANE NATURAL ORGANIC; fungi-
cides, herbicides, insecticides, etc. Grass seeds: Bents/ 
Ryes/Fescues/Blues, etc. Wildflowers; HARFORD 
MINERALS TD1000/SAND CMPLUS; limestone; gyp-
sum; wetting agents. 
Tom Malehom 301-876-7474 
Robert Kerr 703-786-3405 
Mark E. Bujac 301-464-5993 

RHONE POULENC/CHIPCO 
Leading Manufacturer of golf course chemicals. 
Rick Fritz 410-795-7903 

Continued on page 10 
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RUPPERT NURSERIES, INC. 

Ruppert Nurseries offers a full line of large caliper 
common and specimen trees available in-the-ground 
or balled-and-burlapped. Transplant work a 
specialty. 
Chris Ruppert 301-774-0400 

RUSSELL ROBERTS CO., INC. 
Golf course design and construction. 
Russell Roberts 301 -253-4066 
Jack Roberts 301-762-3270 
Jimmy Roberts 301-977-7961 

A.C. SCHULTES OF DELAWARE, INC. 
Water well construction, pump installation, service and 
preventative maintenance. 24-hour emergency ser-
vice. Serving all water and waste water needs. Service 
area in Delaware, Maryland & Virginia. 
Will iam J. Jefferys 302-337-8254 
R. Michael Coll ison De: 302-337-8255 

S C O n S PROTURF DIVISION 
Soil testing, programming, turf technology, fertilizers to 
meet today's needs. Herbicides —monocot and dicot 
weed problems. Growth regulators—new technology, 
Poa control. 
Robert Herring Va: 804-747-7027 
Rich Schneider Md: 301 -855-1366 

SHEMIN NURSERIES, INC. 
4100 Sandy Spring Rd, Burtonsville, Md. 
One-stop horticultural distribution center. Trees, plant 
material, specimen plants, annuals, perennials, grass 
seed, fertilizers, mulch, irrigation. 
Carl S. Ballas 301-421-1220 

SLEEPY HOLLOW TURF MANAGEMENT 
Distributors of Floratine Products, Maruyama 

Equipment, Medalist Seed 
Serving the golf course industry with turf grass bio-
stimulants, foliar fed micro-nutrients & iron, soil 
conditioners, wetting agents, tank cleaner, defoamer, 
herbicide extender & non-toxic insecticide. 
Maruyama equip. & medalist seed with a bio-
stimulant seed dressing. 
Sean P. Fifer 717-456-5172 

SUMMIT HALL TURF FARM, INC. 
Meyer Z-52 Zoysia (sod or plugs), premium Bluegrass 
blend (sod), improved Tall Fescue blend (sod), 
Penncross Bentgrass (sod), pelletized lime, 
chemicals (herbicides, fungicides & insecticides) 60% 
WDG Pendimethalin. 
Brian K. Finger, Frank H. Wilmot 301 -948-2900 

TEBCO IRRIGATION 
Specializing in golf course irrigation. Automation, ser-
vice and repair, Pumping stations, trenching and root 
pruning. 
Todd E. Bahnemann 301 -856-5194 

TERRY ASPHALT 
P.O. Box 104, Glen Arm, MD 21057 
Golf cart paths our specialty. Parking lot striping and lot 
clearing. 301-592-5343 

TURF CENTER, INC. 
Premium turf (Bluegrass, Tall Fescue, BermudaGrass, 
Zoysia), grass seed & fertilizer. 
Diana Patton, Emory Patton, Dave Van Kirk 

301-384-6300 

TURF EQUIPMENT AND SUPPLY CO., INC. 
Toro turf equipment and irrigation, SDI and Chem Pro 
Sprayers, Lastec Articulator Mower, Trion Lifts, Foley 
Grinders, Billy Goat Vacs & Blowers, Olathe Greens 
Roller, Selbro Blowers, Humagro Products, PSI Pump 
Stations, Otterbine Pond Aerators. 
Bill Hughes, Lynn Matson, Lance Ernst, Mike Minard, 
Ron Hawkins, Ray Flood, Todd Cowing, Gary 
Lynott,Marty Haske, Scott Ankrom. 

Baltimore area/Eastern Shore: 410-796-5575 
D.C. area/Northern VA: 301-621-2975 

TURF SEED, INC. 
The research, production and marketing company. 
Developers of turf-type perennial ryegrasses, tall 
fescues, fine fescues, Kentucky bluegrasses and 
Bloomers wildflowers. 
Vanessa Jensen 301 -855-1142 

VIGORO INDUSTRIES INC 
Par-Ex®slow release fertilizers for turf. Woodace® 
slow release fertilizers for ornamentals 
R. A. "Dick" Doyle 301 -357-8056 
Vigoro Industries, Inc.,P.O. Box 512, 
Winter Haven, FL 33882-0512 800-521 -2829 

R. E. WRIGHT ASSOCIATES, INC. 
% Westminster, M d -
Specializing in development and permitting of 
groundwater resources for golf course irrigation and 
engineering and installation of water supply systems. 

— 410-876-0280 

Mid-Atlantic Association of 
Golf Course Superintendents 
Betty C. Ford 
12704 Rigdale Terrace 
Silver Spring, MD 20904 
301-384-9666 

irst O a ^ l S a t t : 

Reservations 
301-490-6202 


