
Reducing Maintenance Costs— 
And Keeping the Quality Up 

" W I T H P E O P L E hav ing so 
much leisure t ime and golf increas-
ing so much in popular i ty , I had to 
find a way to get things done in less 
t ime ," said Charles Santoianni . 

Super intendent of Sayville, New 
York ' s Island Hills Golf Club, San-
toianni has concluded that the busi-
ness of maintaining golf courses will 
probably never return to what it was 
a few years ago. 

" G o l f e r t r a f f i c h a s g o t t e n 
heavier and heavier for abou t the 
last four years ," Santoianni said. 
" W e have one 18-hole course, and it 
used to be that we could work on 
nine holes f r o m seven to n ine 
o'clock in the morning, then open 
them to golfers and get the second 
nine holes completed before the 

golfers got on it. We can ' t do that 
anymore . 

" O n Tuesday, for instance, we 
have 225 ladies playing in the morn-
ing and we have to be off the course 
by nine a .m. We' re lucky to get back 
on it by three o 'clock, and three-
four ths of our working day is shot . 
It goes like that every day, with 
about 600 golfers on the weekend 
and a total of 1,500 or 1,600 per 
week. We can ' t do main tenance 
work at night because the dayt ime 
golfer pressure has made it neces-
sary to water at n ight . " 

Too Much Overtime 
The expenses were getting out of 

hand, Santoianni said. Because his 
crew was forced to work at odd 

hours , overt ime costs were reaching 
about $10,000 per year. With golfer 
numbers cont inuing to increase, he 
d idn ' t expect to see any change in 
the future . " A n d , " he added f rank-
ly, " there ' s a possibility of money 
getting tighter and budgets getting 
smal ler ." So, with an eye on costs, 
he modif ied his main tenance pro-
gram. 

M e c h a n i z i n g as m a n y ope r -
ations as possible and reorganizing 
his fungicide p rogram are the two 
major ways he 's saving money and 
getting the j o b done more effi-
ciently. 

Adding a T o r o Sandp ro to San-
tolanni ' s stable of equipment has cut 
the j o b of raking sand t raps f rom 

(continued) 

Santoianni compares his recently-ob-
tained Sandpro with the smaller machine 
his crew formerly used to rake sandtraps. 
The bigger machine reduced the time re-
quirement by more than half, he says. 

The 27-year veteran of turf management 
combines a four-season, full-fairways pre-
ventive fungicide program with frequent 
spot-checks. His biggest disease problem 
in past years has been Pythium. 

Whether it's fertilizer, fungicides, or in-
secticides, applications must be timely to 
get the desired results, Santoianni says. 
His goal is not only to cut costs, but to get 
the job done on time. 



Charles Santoianni, superintendent of Island Hills Golf Club, and modifying his fungicide program provided the increased ef-
Sayville, New York, found that mechanizing some operations ficiency he needed in the face of increasing golfer traffic. 

seven and one-half hours (three men 
at two and one-half hours each) to 
three hours (one man) . A Hahn Tri-
plex greensmower reduced mowing 
t ime on greens, ap rons and tees 
f rom 10 hours (four men at two and 
one-half hours each) to three and 
one-half hours (one man) . " A n d 
one-half hour of that time is spent 
greasing the machine , " the superin-
tendent noted. "Since we mow daily, 
that savings in t ime a m o u n t s to $28 
a day . " 

" A l s o , " he added, "since we've 
become more mechanized, we can 
put more men to work on mainta in-
ing the rough, which has always 
been our biggest headache . " 

Santoianni has ordered a Cush-
man spray wagon which will reduce 
the 24-hour j o b of spraying greens 
(two men at 12 hours each) to four 
or four and one-half hours (one 
man) . "I 'd like to get two wagons 
eventually to use on the fa i rways ," 
he added. " W e could get all the fair-
ways sprayed by two men in five or 
five and one-half hou r s . " 

Savings Pay for Equipment 

Any new equipment carries a 
significant initial cost, Santoianni 
pointed out . But he believes the 
long-term savings — and a better 
looking course resulting f rom timely 
maintenance — will make them well 
worthwhile. His goal is not to put 
good employees out of work , but to 
avoid increasing the size of his crew 
more than necessary, el iminate over-
t ime f rom the payroll whenever pos-
sible, and get work done on time. 

S a n t o i a n n i ' s second cos t -cu t -
ting move consisted of taking a long, 
hard look at his fungicide p rogram. 
What he saw caused him to modify 
his p rogram and resulted in a sav-
ings in cost. 

" F o r the last coup le years , 
Pythium has been our big problem 
around here ," Santoianni said. "I 'd 
been using a contact fungicide that 
was costing me a total of $1,400 for 
three applicat ions on my fairways 
over a one-week period. I tried a 
different product — Acti-dione R Z 
— and found out I could control 

Pythium for one-quar ter to one-half 
the cos t . " 

Santoianni made that part icular 
discovery almost by accident. "I 'd 
been using Acti-dione R Z in my 
fungicide p rogram since 1956, but I 
hadn ' t really tried it on Py th ium." 

Simply experimenting with a 
different fungicide may save Santoi-
anni as much as $1,000 each t ime he 
treats a Pythium outbreak on his 
fairways, he said. 

Curative to Preventive 
Over a two-year period, Santoi-

anni has been gearing his fungicide 
program away f rom a curative ap-
proach and toward a preventive pro-
gram. This involves less reliance on 
full-systemic fungicides and greater 
reliance on a four-season, full-fair-
ways p rogram. 

Despite the greater cost of a full-
fairways applicat ion, Santoianni be-
lieves it saves money over the course 
of a season by min imiz ing the 
number of curative appl icat ions and 
the damage that occurs before the 
disease is control led. 

{continued on page 28) 



CUSTOM LNNH (frompage 16) 
have to offer and then help them ap-
preciate your efforts . 

M u c h as e a c h b u s i n e s s m a n 
should periodically take inventory 
of his physical assets, we should also 
take realistic stock of our pro-
motional ammuni t ion , meaning our 
own ability to " p a c k a g e " our ser-
vice so that a positive overall mes-
sage is conveyed to our customers . If 
you k n o w tha t p r o m o t i o n and 
merchandis ing are your weak points 
. . . get help! This is the age of 
specialization and paying a p romo-
tional expert is preferable to paying 
a bankruptcy lawyer. Hiring a pro-
fess ional adver t i s ing agency or 
counselor may be one of the best in-
vestments you can make, just as you 
tell your customers that they will re-
ceive special knowledge and skills 
when they retain you. 

As custom lawn applicat ion ser-
vices become even more popula r 
with ex-do-it-yourself homeowners , 
it seems inevitable that the number 
of profi t minded laymen at t racted to 
this field will increase because the 
investment required to get s tarted is 
relat ively small and super f ic ia l 
know-how can be acquired in a 
short t ime. This has been the case in 

the past and it 's a good bet that the 
trend will cont inue, part icularly 
with the large number of capable 
people who have lost j obs in the past 
two years and are seeking security in 
their own businesses. 

Even though the oppor tuni t ies in 
this field presently are still vast, at 
some point in the fu ture the compe-
tition will become keener. By that 
time many of these p romot iona l 
minded newcomers will have gained 
extensive practical experience and 
staked out s t rong competi t ive posi-
t ions in their markets . 

T o d a y ' s c o m p l a c e n t p r o -
fessional who ignores the hand-
writing on the wall and does not 
sharpen his p romot iona l skills with 
as much care as he devotes to his 
equipment runs the risk of experi-
encing a harsh financial jolt in the 
not- to-dis tant future . Knowing how 
to identify and control insects, fungi 
and weeds is, of cou r se , indis-
pensable to the conduct of a pro-
fess ional lawn service, bu t th is 
knowledge can be obta ined rather 
quickly. Knowing how to identify 
and control a cus tomer in a rapidly 
changing market may be more im-
por tan t in the long run to the finan-
cial health of the professional . • 

COACHELLA (conclusion) 

t h i s c o m b i n a t i o n can be p r o -
grammed into our flexible irrigation 
system, which has been designed 
with this combinat ion in m i n d . " 

McGehee points out that the 
New Zealand grass gets more water-
ing because there is no retention 
mulch on the fairways, as there is on 
the greens. During May the fair-
ways got 30 minutes of watering 
every 24 hours (three inches a week) 
and 20 minutes for the greens. The 
entire 125 acres are watered at night 
in 13 hours . Slightly longer watering 
pe r iods were an t i c ipa t ed as the 
weather got hot ter in the summer . 

The course opened on schedule 
April 30, and golf super intendents 
are watching with great interest the 
125-acre experiment at I ronwood. If 
the New Zealand grass proves to be 
a good, year-around grass, it will 
mark a milestone in desert golf 
course history. 

Unfor tuna te ly , if the new grass 
does survive well the year a round , it 
will not help already established golf 

courses that have been using ber-
mudas . They could hardly a f ford the 
shut-down time required to kill off 
the be rmudas before reseeding with 
the new grass. But any addi t ional 
courses built by the existing golf 
clubs could take advantage of it. 

Addi t ions to courses are con-
stantly being made in the Coachel la . 
Al though I ronwood has a ways to 
go before it sells out the condo-
miniums and lots associated with its 
country club, it already has plans to 
add a nine-hole executive course, 
and, south of the c lubhouse, an ad-
ditional 18-hole course that will be 
shorter and less difficult than the 
present one. Then, too, seven acres 
have been set aside for a par three 
short course. 

Since last year the Coachella golf 
growth has looked something like 
this: I ronwood has completed its 
first 18. Indian Palms has added 
another nine. Sunrise and Sun King 
each has added another 18. Palm 
Desert Count ry Club has added a 
nine. And so it goes. The Coachel la 
c o n t i n u e s t o get g r e e n e r a n d 
greener. • 

REDUCING (frompage22) 
" W e start our fairway program 

about March 15 to April 1 with RZ, 
s o m e t i m e s in c o m b i n a t i o n with 
che la ted i r o n , " S a n t o i a n n i ex-
plained. " T h a t first applicat ion usu-
ally takes care of leaf spot . Our last 
application depends on the weather , 
but you have to spray sometime for 
snow mold. One year, we made our 
last application just before Christ-
mas . " 

S a n t o i a n n i ' s p reven t ive fou r -
season t rea tment usually a m o u n t s to 
36 to 44 fungicide appl icat ions per 
year . Besides the regu la r t r ea t -
ments, Santoianni and his assis-
tants check the turf regularly for dis-
ease problems that may have come 
on since the last regular spraying. 
"The re are a couple key spots I 
always check, where disease always 
starts first," the 27-year grounds-
keeping veteran noted. "Bu t usu-
ally, the only t ime we make an extra 
spraying is when we find Py th ium." 

Get t ing the most value out of 
any chemical depends on proper 
timing, Santoianni said. He'll re-
schedule a rout ine fungicide or fer-
tilizer application if the weather 
condi t ions aren ' t right. " K n o w i n g 
when to use any product is the secret 
of getting effective results ," he said. 
" Y o u r most effective products — in-
cluding fertilizer — can be ineffec-
tive or actually damage the grass if 
they 're applied under the wrong 
condit ions. Then you 've not only 
wasted your money, but you may 
have done harm rather than g o o d . " 

S a n t o i a n n i has e x p e r i m e n t e d 
with still another innovat ion that he 
thinks will make for more timely 
and economical insecticide use. " I 
tried a sample of Diagnost ic Aid last 
year, and it really will help you find 
o u t w h a t k i n d of i n s e c t s a r e 
present ," he said. "Di f fe ren t insects 
are present at different t imes of the 
year, and you need to get your insec-
ticide on at the day of hatching. 
Diagnostic Aid can really help you 
target your applicat ions. I plan to 
use it next year, spot-checking a few 
greens abou t every two weeks ." 

Santoianni considers his pro-
gram of increased efficiency and 
budget-consciousness a return to 
" the old way ." But with increased 
golfer t raff ic on most courses, and 
the looming threats of recession and 
inflation, a p rogram that tr ims the 
fat f rom the operat ing budget may 
be more of a glimpse into the future . 


