
Protecting Your Investment 
In an Irrigation Installation 

A N I R R I G A T I O N system is 
not needed by and for itself; the sole 
purpose of the system is to assure 
plant survival and growth. In many 
areas of the United States, this need 
can be met by Mother Na ture , how-
ever, due to erratic rainfall man has 
strived to improve the reliability of 
watering and this has led to the arti-
ficial " r a i n f a l l " of a sp r ink le r 
system. Water can be applied when 
needed, at a desirable t ime not inter-
fering with the main funct ion of the 
project , and improving the esthetic 
quality of the project as well. 

Natura l ly , the consumer seeks to 
minimize the cost of applying water 
and (as a new concern), to conserve 
water. In many par ts of the United 
States, an increase of 10 percent and 
greater per year in the cost of water 
has been witnessed. With projects 
growing in size, so grows the need 
for an irrigation system if landscap-
ing is to survive. 

The golf course is a perfect 
example of this si tuation. At pres-
ent, a min imum single row type sys-
tem in the East can cost approxi-
mately $100,000; the "wall to wal l" 
type coverage needed in the West 
can cost upward of $400,000. It 's 
obvious that the consumer should 
be interested in protecting this size 
of investment. It is not u n c o m m o n , 
however, to find projects with an ex-
pendi ture of 50 percent over the ac-
tual value of what was received, and 
in other cases, the expenditure is 
only 50 percent of that actually re-
quired. It is not uncommon to find a 
golf course requiring, as a result of 
inadequate planning, a complete 
revision in less than 10 years — or 
the system incapable of providing 
the required a m o u n t of water in a 
period of t ime that does not inter-
fere with play on the course. It is not 
uncommon to find systems incap-
able of assisting in maintenance and 
lower ing the m a i n t e n a n c e ope r -
ation cost. And worst of all, it is not 
uncommon today to find collusion 
in the promot ion and sale of an 
irrigation system to a golf course. 

The first requirement in an effort 
to obtain the ideal irrigation system 
is that the system be planned for the 
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requirements and demands of the 
individual site. Secondly, the equip-
ment should be selected for perfor-
mance and economy. Finally, a set 
of clear, concise and complete plans 
and specifications should be sup-
plied to insure competi t ive bidding, 
all bids being based on the same cri-
teria, resulting in the most eco-
nomic cost figures. Even if the con-
sumer has met all of these require-
ments, he still needs quality con-
trol, someone to supervise the instal-
lation and see that the demands of 
the plans and specifications are up-
held . U n f o r t u n a t e l y , e r r o r s a re 
covered up and may take a number 
of years to become evident. It really 
makes little difference whether the 
error is unintent ional or deliberate, 
the end result is the same. If such 
errors are allowed to go uncor-
rected, an untold expendi ture can be 
involved at a later date. All too 
of ten, a sprinkler system is con-
ceived by a manufac tu re r or sup-
plier, designed by a manufac tu re r or 
supplier, adjusted by the cont rac tor 
dur ing the installation and, upon 
complet ion, immediately modified 
by maintenance personnel in order 
to adequately do the j ob intended. 
T o o low a cost can explain why a 
system is a failure, on the other hand 
very often the cost is great enough to 

have paid for a satisfactory system. 
The prejudiced at t i tudes that pre-
vail in our industry prevent achiev-
ing a system in the client's best in-
terests. For the major i ty of golf 
courses t o d a y , the th ree m a j o r 
equipment manufac ture rs render the 
design, always utilizing their equip-
m e n t . Th i s design is general ly 
rendered to the consumer at " n o 
cos t . " Superficially, this seems like 
getting something for nothing, how-
ever, the consumer is intelligent 
enough to know that he gets what he 
pays for. 

General ly in a situation like this, 
the cont rac tor recommended by the 
manufac tu re r owes his allegiance to 
t h i s m a n u f a c t u r e r f o r h a v i n g 
referred the lead, therefore, the con-
sumer cannot discuss the pros and 
cons of the design with his con-
tractor , because the contrac tor ' s 
comments will be slanted to where 
his "a l legiance" really lies. When 
the supplier provides the design, a 
similar situation prevails; most sup-
pliers favor a certain line of equip-
ment , based on economic factors. 
Once again, the consumer cannot 
discuss the pros and cons of the 
design with the supplier because he 
will receive a prejudiced view. What 
the consumer fails to unders tand in 
these si tuations is that the people in-
volved with sprinkler systems are in 
one camp — the owner and his 
money are in the other . He has no 
one to look out for his best interests 
and to advise him how the task can 
be accomplished with greater effi-
ciency and minimal cost. The con-
sumer ends up having no rights at 
all, other than paying the bills. 

If the situation is not stacked 
against the consumer enough in the 
previously mentioned procedures, a 
new twist is now turning up. The 
m a n u f a c t u r e r , suppl ie r or con-
t ractor will retain the services of an 
irrigation consul tant to design the 
course, and will pay all costs in-
volved. The consul tant is acting as 
the professional, but is retained by 
one of the purveyors and is now un-
der his control . The consumer will 
ultimately have to pay for all of the 
costs incurred, but unfor tunately he 



again has no right to discuss the 
project with the i r r igat ion con-
sultant and expect an unbiased opin-
ion . T h e c o n s u l t a n t owes his 
allegiance to his client, and is dic-
tated to regarding equipment and 
installation methods, and is not 
retained to supervise the instal-
lation. 

"I truly believe if our in-dustry is to prosper, cer-tain changes in attitude and an increasing concern for the consumer, will have to occur." 
It is readily accepted that an 

architect designing a building will 
receive approximately 6 to 10 per-
cent to develop and oversee the pro-
ject. Most independent consultants 
don' t charge that much, and I feel 
render an equal service. The one 
thing the consumer should watch for 
is paying the consultant too low a 
fee. In this case, the consultant is 
m o r e r e c e p t i v e t o o f f e r s o f 
r e m u n e r a t i o n f r o m the m a n u -
facturer,^ supplier or contractor to 
compensate for the inadequate fee. 

Beside the b i a sed o p i n i o n s 
resulting from low fees, a system is 
often poorly designed a n d / o r in-
stalled because the people involved 
in the planning are incompetent or 
ignorant of all the many factors that 
go into making up a comple te 
system. Inadequac ies most fre-
quently occur in pumping plants; if 
designs are executed by the manu-
facturer, supplier or contractor , the 
requirements are usually very vague-
ly explained and the plant is not 
thoroughly engineered to meet the 
requirements and complexities of 
the irrigation system. This occurs on 
other features, too; features that 
could be inco rpora t ed in to the 
system for the benefit of mainte-
nance are ignored for fear of cost-
ing too much, and the proposal be-
ing rejected by the client. However, 
if the client had been informed of 
the savings that will result over a 
period of time, the initial cost does 
not seem out of line. This informa-
tion is not supplied through ignor-
ance, and such features are over-
looked. 

I have yet to see two projects 
requiring the same type of system, 
each project is unique and what is 
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If your job calls for trenching, it makes sense to look to the people who 
have the most experience in the industry: Ditch Witch. Ditch Witch built 
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satisfactory or efficient on one 
might be entirely wrong on an-
other. For the most part, manu-
facturers are generally committed to 
one approach, which they make fit 
each project, whether or not a more 
economical or other alternative is 
possible. 

Too much designing is moti-
vated by cost alone. What the indus-
try fails to recognize is that a healthy 
profit can be realized, at the same 
time rendering a useful and compe-
tent service to the consumer. Until 
prejudiced direction is eliminated, 
this plague of inadequacies will con-
tinue. Perhaps the consumer will 
wise up and learn that retaining an 
independent consultant to look out 
for his best interests will assist in 
avoiding waste and confusion. The 
golf course architect should also be 
scrutinized. In many cases, he does 
not possess the ability or does not 
wish to perform the irrigation design 
in-office, and instead relies on the 
manufacturer to supply him with 
drawings and specifications. The 
same problem can result here as 

with the supplier, contractor or 
m a n u f a c t u r e r ; once aga in , the 
allegiance of the individual is in 
jeopardy, for the service is more 
than likely not being rendered in the 
consumer's best interest. 

It is not uncommon that the golf 
course architect, although acknowl-
edging the need for irrigation, is not 
overly concerned with this aspect. 
He might be very capable of produc-
ing a good golf course layout, but he 
often gives little concern to the 
irrigation, other than the potential 
fee it brings, he therefore relies 
heavily on the manufacturer or con-
tractor to see that some sort of sys-
tem is supplied. The contractor is 
potentially more aware of the inade-
quacies than any other individuals 
involved, but for fear of not being 
allowed to bid on future projects by 
the golf course architect, he has a 
tendency to cover up errors in the 
design. Result, the golf course archi-
tect no longer has control over the 
contractor. 

Covering one mistake involving 
a few hundred dollars could eventu-
ate a cost to the consumer of thou-
sands of dollars on some portion of 

the installation not properly per-
formed or completed. It is impera-
tive that an independent relation-
ship exist between the professional 
and the contractor, as well as no alli-
ance between the consultant and the 
manufacturer. 

Another dangerous situation is 
the " t u r n k e y " opera t ion . This 
sounds attractive from the con-
sumer 's s tandpoin t , because he 
designates total responsibility for 
the irrigation system to the con-
tractor ; unfor tunate ly , few con-
tractors are capable of rendering 
such a range of services. Some-
where along the line in planning, the 
criteria must be clearly established. 
The owner can also fail to receive 
competitive bidding on the project 
and this results in not only an ineffi-
cient tool, but also too high a cost. 

It seems obvious that the only 
way the irrigation system can be the 
preventive maintenance tool in-
tended, at an economical cost, is 
with the guidance of an individual 
who is not only knowledgeable but 
who receives no remuneration from 
anyone but the client. The only extra 
benefit he can receive is the con-
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FINALLY! AT LAST! IT'S HAPPENED! 
L u m e n i t e , wi th 3 5 y e a r s e x p e r i e n c e in the t im ing c o n t r o l a n d l iqu id s e n s i n g 
f ie lds , o f fe r s a truly e c o n o m i c a l , d e l u x e , l ine of l a w n i r r i ga t ion c o n t r o l s . 

Model RDC-1000 
Rain Detector 
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Lawn Irrigation Control 

No longer does rel iabil i ty have to be expensive. Lumenite eco-
nomical controls feature: (A) 1 to 35 station capacity in a single 
compact enclosure. (B) Individual toggle selector switches lor 
manual, off, or automatic operation of each station. (C) Heavy duty 
24 volt transformer can handle five 7 watt valves, at once. (D) 
Optional spring reserve motor keeps perfect time during power 
failures. (E) Rain detector controls operate with any sprinkler unit 
to prevent unnecessary watering. 

Write today for further information and the name of the nearest Lumenite distributor.* 
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sumer's future recommendation for 
a job well done. 

On most projects, particularly 
golf courses, the emphasis is on the 
esthetic qualities and the main func-
tion of the course; the concern over 
irrigation is solely how much it will 
cost. Far more is involved in the 
irrigation than is apparent. How-
ever, when the time comes to main-
tain the course, all of the short-
comings are obvious but it is gener-
ally too late and only through large 
expenditures, or in some cases a 
complete re-do, can the system be 
made acceptable as to operation and 
operating costs. 

A sprinkler system has many 
facets. It is the only entity, outside 
of the primary function of the proj-
ect, that affords a return on the in-
vestment. It should be thoroughly 
investigated from all standpoints. 
The materials used should be of high 
quality to insure years of satis-
f ac to ry service. The ease and 
method of operation, conserving 
water as well as manpower, should 
be carefully considered. Mainte-
nance saving features, such as a 
system to inject fertilizer at the same 
time the system disburses water, 
should be considered. 

The sprinkler system is not like 
trees and turf — it can't grow. If not 
properly executed initially, it is very, 
very difficult (if not impossible) to 
correct an inadequate installation. 
You can always plant a few more 
trees, but if an inadequate number 
of sprinklers have been installed, 
additional heads cannot be simply 
tacked on. The time for preparation 
and planning is initially. Even if the 
consumer recognizes the need for an 
irrigation consultant, he is still faced 
with a very difficult decision. Many 
consultants depend on manufac-
turer recommendations, and to ob-
tain such recommendations, will 
owe their allegiance to the manufac-
turer and will specify his products 
whether or not they feel the product 
is truly right for the project. 

This is difficult to ascertain. 
However, applicants should be 
screened thoroughly. Above all, the 
resume of the consultant should not 
be trusted to the point that only the 
individuals or projects indicated as 
references are checked. A more 
accurate picture can be obtained by 
checking at random with some local 
contractors and asking their opinion 
of the consultant. They are knowl-
edgeable and will generally have 



w o r k e d wi th t h e c o n s u l t a n t ' s 
designs on several occasions. The 
contractor knows whether the con-
sultant is affiliated with any manu-
facturers, and whether he is com-
petent. 

The client must realize that he is 
dealing with a close knit g roup of in-
dividuals; the personalities, favor-
itism or d e p e n d e n c e u p o n each 
other can be used to the client's dis-
advantage. I have witnessed situa-
tions where a client has checked on a 
reference of a consul tant , and the 
person in charge of the project (for 
fear of looking ridiculous) will give a 
favorable comment on a system that 
is actually a failure. 

The consumer ' s only salvation 
is, after exhaustive selection proce-
dures, to establish a complete list of 
requirements. The irrigation consul-
t an t should be b o n d e d for an 
amount p ropor t iona te to the cost of 
the project being under taken. The 
c r i t e r i a s h o u l d be e s t a b l i s h e d 
through plans and specifications. 
Upon obtaining a cont rac tor , he 
should also be bonded accordingly. 
A f t e r c o m p l e t i n g t h e p r o j e c t 
satisfactorily, a maintenance bond 
covering a period of two years in the 
amoun t of 20 percent of the total 
cost of construct ion should be filed. 
It is often true that even though a 
guarantee on materials and work-
manship exists, this guarantee can-
not be exercised because the individ-
ual or company is no longer in 
business. 

These measures involve only a 
relatively small cost expenditure. 
Due to the fact that the major i ty of 
the sprinkler systems are approved 
through a group or board of direc-
tors composed of individuals not 
necessarily knowledgeable in this 
area, it is in their best interests to re-
tain a responsible individual to in-
sure that their selection will result in 
a good installation and who will be 
fully responsible for any actions in 
this regard. 

The simple do ' s and don ' t s to 
protect the investment in an irri-
gation system can be summarized as 
follows: Don ' t accept a design f rom 
a manufac turer , supplier or con-
tractor , free or otherwise. Don ' t 
accept d r awings f r o m a m a n u -
facturer, supplier or cont rac tor indi-
cated to have been done by an in-
dependent consul tant . Don ' t lower 
the quality of the system to meet the 
present budget . Do program and 
phase the project in the event the 
total funds required are not avail-

able immediately. D o investigate 
t h o r o u g h l y and select an inde-
pendent consul tant . Do bond this 
independent consul tant . Do bond 
the cont rac tor selected. D o estab-
lish a maintenance contract bond 
af ter complet ion of the installation. 

There is an old expression which 
says " T o o Much Or T o o Lit t le". 
There is hardly anything in the 
world that some man cannot make a 
little worse and sell a little cheaper . 

The people who consider price only 
are this man ' s lawful prey. It is un-
wise to pay too much, but it is worse 
to pay too little. When you pay too 
much, all you lose is a little money. 
But when you pay too little, you 
sometimes lose everything, because 
the thing you bought is incapable of 
doing the task it was bought to do. 
The c o m m o n law of business pro-
hibits paying a little and getting a 
lot. It can ' t be done. • 

WARNING 
HYDRAULIC SEEDER OWNERS: 
OPERATING YOUR RIG WITHOUT 
TERRA TACK MAY BE DANGEROUS. 
Every Hydroseeder, Hydrograsser or Other 
Hydraulic Seeding Rig Needs Terra Tack. 

Once you've hydraulical ly laid 
down a blanket of seed, mulch 
and ferti l izer your job may be 
far f rom over. Erosion can 
cause poor stands, can lead to 
call backs and may even put a 
dent in your good reputa t ion . . . 
that's dangerous to your future 
and your pocketbook. 

Terra Tack is now available in 
three formulat ions to control 
erosion by forming a water 
insoluble web w i th wood fiber, 
which locks mulch in place 
so that the seed stays where 
you put it. When applied as an 
overspray to straw or hay, 

Terra Tack prevents wind and/ 
or water displacement of the 
mulch and seed. 

Next t ime you seed hydrauli-
cally insure your job by adding 
Terra Tack. . .you' l l f ind it's 
simple and should be part of 
your regular operation. . .all 
w i thout extra labor. 

Send for your booklet on 
Terra Tack today. 

Box 584, Plainfield, N.J. 07061 (201 ) 755-0923 


