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EXPO 2007 TRADE SHOW PHOTO RECAP

Brad Park, Rutgers University and Editor, SFMAN] Update

RATIONAL s:z:.\o.é
COMPANY

National Seed, New Brunswick, NJ. Storr Tractor Co., Somerville, NJ
Ken Griepentrog (I) and Barry VanSant (r) Fred Castenschiold (l) and Ken Indyk (r).

IFR~CORE.,

pecialized Turl

Wilfred MacDonald, Inc. Aer-Core, Inc., Pottstown, PA
South Hackensack, NJ Dennis DeSanctis, Sr. (l) and
Bernie White. Bill Mast (r)
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GETTING BACK

TO BASICS

By Jim Hermann, CSFM

By this time of year New Jersey sports field managers are
patiently awaiting conditions which allow them to start infield
preparation for the spring baseball and softball season. They are
checking their arsenal of specialty products to be sure invento-
ries are at their peak.

The sports field manager needs to know what product dries
up the puddles, what product firms up the base paths and
maybe what products can get him or her through the fifth inning
of an otherwise rained out game. These products are all effective
tools at the disposal of the sports field manager and a thorough
understanding of these materials is essential. In addition to these
tools, the most useful and effective tool available to the sports
field manager is the site specific experience and basic under-
standing he has for his fields.

Experience dictates which fields to watch for the perpetual
problems of the game and the problems brought about by rain
and other environmental conditions. One field may hold water
at 3™ base due to a lip buildup. Another field may require atten-
tion because water inevitably funnels down the base paths and
washes them out every time it rains.

Only the experienced sports field manager can predict with
certainty the day to day challenges of each infield. Only the ex-
perienced manager can react to these predictable problems and
maintain the infields in a safe and playable condition with some
degree of effectiveness.

A primary challenge to every sports field manager is to use
the experience and understanding gained over time to manage
his infields in a “proactive” rather than “reactive” manner.

Many fields have perpetual problems. These problems can
be caused by poor design, poor construction or years of im-
proper maintenance. By identifying these problems and correct-
ing them the sports field manager can minimize the day to day
maintenance requirements of an otherwise difficult infield.

In some situations it may not be a case of poor design; it
might just be that another design would be more efficient. An
example of this would be a baseball infield with the baselines
running down the middle of a 6.0-ft base paths. When designed
in this fashion, only 3.0-ft of skinned area lies between the base-
line and the turf perimeter. Aggressive play inevitably causes a
buildup of material on the outside of 1*tand 3dbase in the turf.
With this buildup of material in the turf comes a depression in
front of the base. This situation has the potential to cause water
to pond in these areas. The “reactive” manager can get out on
the field early and utilize the most effective products and proce-
dures to transform an otherwise unplayable infield into an
acceptable condition.

The “proactive” sports field manager on the other hand has
dealt with the problem before the season began by making some
basic adjustments. He may have realigned the baselines to favor
the inside of the base path by positioning them closer to the in-
side turf perimeter or he may have constructed a radius around
the 1stand 3 bases which allows a groomer to pass to the out-
side of the base paths. In any event, the objective is to allow
more distance between the bases and the turf perimeter. Ata
minimum he removed the lip to allow positive surface drainage
to help manage potential water problems.

Many of those involved in the planning stages of a new field
desire their own little Yankee Stadium. They want no more a
than a 0.5% slope extending from behind the pitchers mound in
all directions. They may desire a mix that is 60% sand and 40%
silt and clay because someone said it works for them. They may
even go to the expense of a complete gravel blanket under the
infield to help evacuate surface water that ponds within the in-
tield when positive surface drainage is not maintained.

For some, this might be the perfect infield. For others it can
evolve into a maintenance nightmare. It is the opinion of many,
myself included that a 0.5% slope is not sufficient to evacuate
water from a moderately maintained infield skin. It requires
more intense maintenance than a 0.75 or 1% slope. A 0.5% slope
is not sufficient to effectively evacuate surface water from a turf
infield constructed on a heavy textured soil. Turf Infields con-
structed with less than 1% slope rely heavily on internal
drainage characteristics consistent with a lighter textured soil, a
bypass drainage system of an effective design or both to effi-
ciently evacuate surface water.

Unless the infield skin is watered on a regular basis, the 60—
40 mix will more than likely turn to hardness similar to that of
concrete. If the mix happens to contain more than 10 or 15% silt
this infield mix could have the potential to become mucky when
overly wet and extremely dusty when dry.

Although typically not a negative influence, the gravel blan-
ket under the infield skin will be extremely inefficient in the
evacuation of surface water, even though it is an effective means
of managing a high water table beneath the infield. The proac-
tive sports field manager will educate himself, start with an
effective design and take the action necessary to manage and
maintain the playing field in a safe and playable condition.

It has been my experience that a very difficult challenge to
the sports field manager is to adapt design or reconstruction
criteria to site specific conditions. An infield with a slope that
radiates outward from a center point in the vicinity of the
pitcher’s area could be more expensive and more problematic
than an alternative design, depending on site specific conditions.

Jim Hermann, is a Certified Sports Field Manager (CSFM);
President, Total Control Inc. and member of the
SFMAN] Board of Directors.
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many items available

B E N S H A F F E R on NJ STate Contract

& ASSOCIATES Inc. Toll Free
1-800-953-2021

sales@benshaffer.com

www.benshaffer.com

= Bleachers
= Benches

= Bases
= Sports

Equipment

Fountains
and much more!

Experience the Ben Shaffer Difference
Serving NJ since 1921
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Fifty-five dedicated people with the best parts, products and service for the green industry in
Eastern Pennsylvania, Southern New Jersey and New Castle County Delaware.

Cleat Cleaners

Batting Practice Screens I

Batting Practice Mats

Backstops

Batting Cages

Batting Tunnels

|
|
|
I

Phone: 215-345-7200 Mail: Box 865
Fax: 215-345-8132 Doylestown, PA 18901-0865
Ship: 4049 Landisville Road
Wweb: www.phillyturf.com Doylestown, PA 18901
Beam Cla FenceGuards™
sgfstggg{soﬁgﬁzﬁdngx YOUR “ONE-STOP SOURCE” } Durarad™
o i i FOR AMERICA’S ki
Infield Conditioner ollywood® & Schutt® Bases
Mounr‘:g%gg:ggm gs BA S E BA I. l. & S P 0 RT S T U R F | Rogers® Break-Away Bases
Syl SURFACES & SUPPLIES! [mEmar
Warning Track [ Mautz® Athletic Field Paints
Pro’s Choice® | | Athletic Field Stencils
Diamo.r;.d Pro® | L’k}‘gbtsg“ggms
S_tabl izer” ‘ | Jiffy® Line Stripers
Hilltopper® | : - .
= —= - 93 Field Marking
Diamond Dry® | Equipment & Ma%erlal
Nail Drags & Scarifiers | S Permanent Foul Lines
Drag Mats | A SUPPLIER TO EVERY MLB TEAM. e e oAk
C V) | OVER 150 MINOR LEAGUE TEAMS, =
0604 ials OVER 700 COLLEGES AND THOUSANDS OF Midwest Rakes
Infield Grooming Equip. | TOWNS & SCHOOLS WORLDWIDE! Rain Covers
Mound Bricks | Safety Fencing
Mound Building Tools |
Batter’s Box Templates | Wall Padding
|

OVER 200 INFIELD & SPORTS TURF PRODUCTS

INCLUDING REGIONAL INFIELD MIXES & RED WARNING TRACKS

BLENDED FOR EVERY STATE & CLIMATE
FROM BULK PLANTS NATIONWIDE!

PARTAC PEAT CORPORATION -« KELSEY PARK, GREAT MEADOWS, N] 07838

“The best infield mix I've ever used!”

— GEORGE TOMA

Ball & Barrier Netting

Benches / Bleachers

Watering Equipment

Water Removal Equipment
Geotextile Fabrics

[
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[
|
l
[ Windscreen
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[ Top-Dressing
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PLANNING NEXT YEAR’S BUDGET-

Do You Know Your Costs?

By Don Savard, CSFM, CGM

It’s that time of year again and sports field and
grounds managers are planning the Operating
Budget for the next fiscal year. Unlike a Capital
Budget which is for the purchase of major pieces of
equipment, or a Program Budget which is for special
projects such as a major field renovation or construc-
tion, an Operating Budget is a financial plan for man-
aging the day-to-day operations of a sports field or
grounds maintenance operation. We are talking
about things like grass seed, mowing and marking
paint. Whether you have been given a dollar amount
to work with or are starting from zero and must justify
every expense, your must mission is to learn what
your costs are and estimate what you expect to
spend. If you don’t know where to begin, here are
some tips to help you get started.

Track vour historical data. Collect receipts, and
all records pertaining to your facilities grounds or
sports field operations for the last fiscal year. A ledger
book or a computer spread sheet program will be
very helpful for organizing this data.

Find out what is expected. You must know ex-
actly what the site will be used for. For example, is it
an open space used for a variety of activities, or will
it is used for a single purpose such as exhibition base-
ball games? What are the expectations of the owner?
WIill certain rules or conditions apply such as the
amount and severity of use, use during inclement
weather? Different sites will have different budgets
based on their maintenance levels. Find out the ex-
pectation of the owner first. Without the support of
the owner, it will likely waste your time to budgeting
for a higher level than what your owner envisions.
Consider the following differences in maintenance
levels.

Maintenance Levels:

Level 1

Showpiece facility (professional sports fa-
cility)

Level 2 Comprehensive stewardship (College facil-
ity or high end sports facility)

Level 3 Managed care (well maintained high

school or park)

Level 4 Reactive management (minimal care,

mowing, no irrigation, occasional fertilizer)

Level 5 Crisis response (neglected, occasional

mowing)

Inventory the Site. Take measurements of the area,
identify weed and pest pressures and grass types and
have a complete chemical and physical soil test per-
formed. This information is necessary for designing
a turf maintenance program. Perform an irrigation
audit to quantify the effectiveness of the irrigation
system and the drainage of the soil. Evaluate the ef-
fectiveness of the current maintenance system. De-
termine the thresholds for acceptable wear damage,
weeds or pest pressures that you will tolerate before
corrective measures will be taken? Think about what
can go wrong and how you would respond.

Conduct an inventory of your resources. Who
will do the work? What equipment, materials, and
time will be needed to get the work done? You will
also need to find out how much money was spent in
the past and whether it was adequate to meet expec-
tations.

Make a list of all the activities in your
program. For each activity list:

1. The frequency of each activity

2. Number of people and the man-hours required
and the cost

3. Time constraints
4. The equipment needed and cost

5. Materials needed and the cost

(continued on page 17)
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~Impacting an Industry

through Professionalism~

Sports Turf Managers Association Editorial Staff

Demands on the profession continue to rise. Environ-
mental regulations, personnel management, changing
technology, resource utilization, athlete and fan safety
...the list of areas for which a sports turf manager has
responsibility continues to expand in complexity. Ob-
viously, doing a great job at your sports facility is
paramount to your career success, but it takes more
than doing a great job to garner respect and recogni-
tion.

Your abilities as a sports turf manager will form
other’s opinions of the profession, but

your personal professionalism speaks volumes to
your staff, your employer, your colleagues, the ath-
letes who use your fields and the fans. Sports turf
managers should view the non-technical aspects of
their work as a critical aspect of their jobs.

Here are 10 ideas to help you gain recognition and
bring respect to you personally, professionally and ul-
timately to the entire profession.

1. Do a great job. No amount of publicity, communi-
cation or civic goodwill will overcome poor job
performance.

N

Be visible and talk daily with other managers.
Make a point of talking with other departments’
staff. Your interest and sincerity will make them
want to be a supporter and promoter of you.

w

Control your reactions and watch your non-verbal
communication. The champions in business are
able to shrug off distressing situations and re-
group emotionally — that’s one reason they are
successful. They also keep in check their non-ver-
bal body language and facial expressions.

-~

Promote your education and training. Put your
diploma, STMA membership certificate and
plaques in visible areas. Talk about concepts and
ideas you learned at the STMA conference and at
other educational events when you are in meet-
ings with peers and with your employer.

o

Take responsibility for your own mistakes and for
those of your subordinates. Blaming others, even

if justifiable, makes you look small-minded and
weak. Earn a reputation as a “fixer” of errors,
someone who can snap back from setbacks and
learn from mistakes.

Always answer criticism in a professional and
courteous manner. Explain why there is a problem
and what you plan to do about it. Never let it be
assumed that you do not care. Take immediate ac-
tion on complaints.

Adopt a “no surprises” philosophy. If there is a
problem with the field, communicate the issue im-
mediately and honestly to those who need to
know, along with how you are addressing the
problem. Proactive communication, even when it
is bad news, contributes to your stature as a pro-
fessional.

Hire a top flight team and support continuing ed-
ucation for them. Your image is affected by the
image of your staff. Make them aware of their im-
portant role in promoting professionalism in the
field of sports turf management. This includes
their attitudes, care of equipment and courtesy to
all with whom they come in contact with while on
the job.

Be responsive and on-time. Return telephone calls
and answer requests promptly, no matter how
trivial they seem. Be on time for meetings. A rep-
utation for always being late can influence peo-
ple’s opinion of your performance.

. Pay attention to the details. It’s the little things

that can make or break you. For example, what
does your work space say about you? A cluttered
and dirty desk may make others think you don’t
care or that you lack organization in all areas of
your work.

Sports Turf Managers Association (STMA),
Lawrence, KS
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PLANNING NEXT YEAR’S BUDGET- Do You Know Your Costs?

By Don Savar

d, CSFM, CGM

(continued from page 15)

Create a calendar showing when the activities will
occur. This is helpful for scheduling resources and
time around scheduled events. This will help you cre-
ate a realistic picture of what tasks your organization
can do in-house, outsource or eliminate. Be sure to
include any overhead expenses that your operation is
charged, such as rent, utilities, or other line items.

Check vour figures carefully and submit your
budget. Present your proposal neatly, in an easy to
read and understandable format such as a spread
sheet. It is likely that your budget will be challenged
by a budget committee. Above all, remain flexible.

The people we work for often are unaware of the
true costs of maintaining a safe and playable sports
field, so remember to be tactful, diplomatic and pro-
fessional.

Don Savard is a Certified Sports Field Manager
(CSFM) and Certified Grounds Manager (CGM);
Director, Athletic Facilities and Grounds, Sale-

sianum School; and a member of the SFMANJ

Board of Directors.

PIP YOU RHOW?

Venerable Yankee Stadium will host the 79th annual Major League Baseball
All-Star Game on July 15, 2008. The Yanks will be moving across the street to a new
Yankee Stadium for the 2009 season.

DID YOU KNOW?

A stolon is an elongated stem
(or shoot) that grows along the surface
of the ground and from which leaves
and adventitious roots develop
at the nodes.
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C)QO The “Green Industry” Supplier BASF Dual Slop.e
Fisher®+Son e Loer Girtfing
COMPANY, INC. EgrthWorks {
Grigg Brothers i = .
Randy Rider Jeff Borajkiewicz 1) | de .
302-242-6848 609-532-4837 Lebanon Fertilizers " :
Plant Health Care ®\' : @ (&=
Mike Oleykowski Brian Robinson
609-410-0709 484-886-0021 ProKoz
« Automated dual slope
Superior Products for the Turf & Horticultural Professional! « Accurate to. 125” (1/ 8”)
110 Summit Drive * Exton, Pennsylvania 19341 * 610-363-5225 * fax 610-363-0563 e 1 day Sservice avallable
[ ]

Complete athletic field
construction

« Bonded and insured

« Local references

Georgia Golf Construction, Inc.
1441 Route 50
Woodbine, NJ 08270
Tel (609)-628-2597 or (404)216-4445
Fax (609)-628-3087

www.georgiagolfconstruction.com

Increase your field’s drainage and
playability.



Souvth dersey Sports Field Snapshets

Brad Park, Rutgers University and Editor, SFMANJ Update

The grounds staff at Cumberland Regional High School Pine trees create a visually appealing backdrop at the
uses paints to highlight the end zones of their varsity foot- Salem High School varsity baseball field, not to mention
ball field (Cumberland County, NJ). a natural “batter’s eye” (Salem County, NJ).

You'’re Always Ahead of the Game with a COVERMASTER® Raincover...
“Great Service..., The Best...” g = e

wrote Chip Baker, Asst. Baseball Coach,
Florida State University, Talahassee, FL

Chip’s comments confirm what we hear
from the many gr%mdskeepers who use a
COVERMASTER™ raincover to keep their
fields dry and ready for play.

Call us and we’ll gladly tell you more.

The COVERMASTER® Advantage...
= Superior in strength and UV resistance
= Qutstanding heat reflective properties
* Light weight - easy to handle
* Widest materials for least number of seams
= Largest choice of weights and colors
* Backed by truly dependable warranties

TARP MACHINE VIDEO! e = :
Covers for football and soccer ~ TARP MACHINE™ lets you roll TARPMATE™ roller comes in 3

Call, fax or e-mail for a free video,
material Samp|es and a brochure. ﬂefﬂsareslsomd!b'avalhbie. the cover on and off in minutes. bﬂgﬂ?s with m'yeﬂdc&p&

MEMBER

Sportsiur!

COVERMASTER 1-800-387-5808 CC!Srmaster.com

MASTERS IN THE ART OF SPORTS SURFACE COVERS COVERMASTER INC., 100 WESTMORE DR. 11-D, REXDALE, ON, MOV 5C3 TEL 416-745-1811 FAX 416-742-6837
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Turf Specialties, Inc.

Thatch Master Verti-Cut

| T

4,5, & 6 Feet Wide
Carbide Tipped Blades

Heavy Duty Construction
Low Maintenance
2 Year Warranty

Zi 2
2 I

IMPROVING TURF FOR 15 YEARS

For Additional Information or Product CD
Phone: 1-800-201-1031
Email: ThatchMaster@turfspecialties.Net
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