
THE BEST PERFORMING, 
MOST ADVANCED MOWER 

EVER MADE. 
Just a squeeze of the 

controls. That's all it takes 
to move Scag's new zero-
turn, dual-hydro walker 
from forward to neutral to 
reverse. Scag's unique 
control system allows you to 
select variable speeds for 
efficient, comfortable 
mowing. From fast to slow 
and anything in between. 
With independent power to 
each wheel, hillside cutting 

Cast-iron Hydro Drive 
Two heavy-duty White 

motors and two Sundstrand 
pumps combine to give this 
new Scag walker the 
smoothest operation in the 
business. This heavy-duty 
cast-iron motor drive system 
is engineered to last the life 
of the machine. 

No-Scuff Turning 
Everyone knows how to 

turn a commercial walker. 
Simply lock up one wheel 
and drive forward with the 
other. But look at the lawn 

Conventional 
Pivot- Point 

Turning 
Scag Counter-

Rotation Turning 

when you're done. Turf 
scuffed. Wheel marks 
everywhere. Scag's zero-
turn walker turns on a dime 
without leaving any damage. 
That's because Scag's unique 
design allows one wheel to 
rotate forward while the 
other rotates in reverse. It's 
the smoothest turning mach-
ine in the world. 

Unmatched Cutting 
Performance 

When it comes to a 
smooth, manicure-finish cut, 
nobody beats Scag. An 
extra-wide discharge chute 
disperses grass so well that 
catchers are often un-
necessary. The walker's 
wide stance means virtually 
no scalping. And larger tires 
provide better flotation, 
traction and curb climbing. 
The Scag zero-turn walker 

simply gives you better 
cutting performance than 
any other machine. 

Simple To Service 
Each component of the 

drive system can be easily 
removed or serviced in 
minutes. That means less 
down time and less labor 
cost. Unlike complicated 
hydrostatic transaxles, you 
simply replace one compo-
nent, instead of the entire 
system. And Scag backs this 
new drive system with a 
two-year commercial 
warranty. 

Try the new Scag zero-
turn, dual-hydro walker at 
your Scag dealer today. 

SIMPLY THE BEST 

POWER EQUIPMENT 
Subsidiary of Metalcraft of Mayville, Inc. 1000 Metalcraft Drive, Mayville, Wisconsin 53050 
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is more accurately 
controlled. And 
with positive 
reverse, you can 
back out of a tight 
spot or up an incline. 



FLORIDA'S 
The leading golf course superintendents the 
Sunshine State are driven to perfection by personal 
pride and golfer demand for exquisite conditions. 

Whit Derrick emphasizes the per-
sonal pride he feels when the golf 
course is looking its absolute best. 

by Terry Mclver, associate editor 

It's 9:02 a.m., and I'm officially late 
for my meeting with Jim Ellison at 
Orlando's Bay Hill Club. That last 

left turn should have been a right. 
I know that two minutes isn't bad 

for someone bopping around between 
half a dozen Florida towns interview-
ing golf course managers. It's just that, 
to these guys, time is like water; it's a 
precious resource you always want 
more of but never seem to have. 

The only "slow" time in Florida is 
during the summer, which provides a 
slight break in play. But it's still a 12-
month season, and breathing room is 
at a minimum. 

My mission was to learn what goes 
into a "typical" day for these guys, 
and what an interested Yankee who's 
tired of ice and snow might face in the 
Sunshine State. Like the ad says, 
"This is Florida. The rules are dif-
ferent here." 

Unless you've been camping in the 

Himalayas for the past few years, you 
know that golf course construction in 
Florida is booming. The state leads the 
nation in number of courses (932) and 
in courses being planned (53). To 
belabor the obvious, the climate is al-
ways right, and it continues to draw 
vacationers or second-home buyers 
from northern locales. The weather, 
tourism, and the need to live up to the 
reputation of the perfect golf experi-
ence make for busy days and short 
lunch breaks for superintendents 
here. 

"We're in the business because we 
love the game of golf," says Ellison, 
who remains calm in the midst of all 
the activity around him. 

"The most rewarding part of our 
day is bringing the course to an excel-
lent, well-groomed, well-manicured 
condi t ion . We're working with 
nature. Our daily programs are sched-
uled around the behavior of the ele-
ments. When you can accomplish 
what you set out to accomplish, it's 
pretty satisfying." 

The love of golf is bred into the 
most success ful and concerned 
managers. Ellison says he "grew up 
on a golf course" in Jacksonville, 
Fla., and his father, too, was a su-
perintendent. Schooling at Lake 
City Community College, the place 
to go in Florida to study turf, was a 
foregone conclusion. 

The goals of the Florida superin-
tendent are often out of reach due to 
the sheer number of players who de-
scend on their courses daily. Upwards 
of 200 rounds (on a slow day) makes 
goal-setting a game of hit-and-miss if 
not done well. Ellison admits that in 
most cases, the satisfaction is short-
lived. "But then, with 500 to 600 golf-
ing members, it's a different set of cir-
cumstances." 

One man, many bosses 
That's the great equalizer: the mem-
ber-owned, equity club. Once a 
course is sold to resident members, 
each member becomes a boss. And 
each boss wants something different. 

Jay Gratton of Orchid Island suggests a younger man come down to 
Florida to work as an assistant for a couple of years. Then a 
move up is more likely. 



But Ellison is philosophical about it. 
"They (members) are demanding, but 
I'm demanding myself," he reasons. "I 
know what it takes to accomplish 
what the members want. We also 
have several touring pros here, and 
they have high standards right from 
the start." 

"Private club members are indeed 
demanding, says Whit Derrick, the 
well-known superintendent of Sugar 
Mill near Daytona, "because they 
want their golf course to be perfect. 

"A member may make a request 
that's hard to justify and follow 
through with," relates Derrick. It's a 
situation soon dealt with at monthly 
meetings. "Ninety percent of the time 
the member request cannot be met, 
but you want to be diplomatic about 
it," explains Derrick, who says giving 
the members the "straight facts" is the 
best approach. 

Roger Welker runs the Sandridge 
Country Club, a public course in Vero 
Beach. Another Lake City graduate, 
he began his career with a four-year 
stint at Martin Downs, a private 
course. He cites amount of play as a 
major difference between public and 
private courses. "We play 70,000 
rounds a year, and they really beat it 
down." 

Welker describes his customers as 
a mixed bag of personalities, the same 
as you'd find at any public links. 

"Thirty percent play often and 
treat the course well, as if they were 
members. Another 30 to 40 percent 
play once or twice a week, and treat 
the course well. Then there are the 
'weekend warriors' who more or less 
abuse the course and have poor judge-

ment." 
Summer is a time of intense reno-

vation and catch-up at all Florida 
courses. Compaction problems re-
quire aerification, and the grass itself 
is tired and worn. "We also require 
more fertility than private clubs, 
again because of more play," contin-
ues Welker. "We probably put out 
more nitrogen to grow out of the com-
paction. At the private club, we'd 
back off the fertility in summertime; 
we didn't want to grow that much 
turf. We wanted it healthy but didn't 
want to spend all summer cutting 
grass. Here, we have to grow grass to 
grow out of the wear caused by con-
stant golf." 

Dues at member clubs are based on 
what it's going to cost to achieve a 
break-even point in the budget. 
Welker says this means there can be 
no more going over the budget, be-
cause the developer isn't there to pick 
up the slack. 

"Yes, it is different," says Welker of 
the growing conditions, but adds that 

it can eventually be learned. 
"There are different grasses, dis-

eases and pests. But basically, grass is 
grass. Once you understand the grass 
you can adjust." 

Job changes common 
Welker and others estimate that the 
average, aggressive Florida superin-
tendent might change jobs every two 
to four years, for one of three reasons. 

"The development might close due 
to money difficulties. Also, at private 
clubs you have to deal with greens 
committees, and a lot of supers can't 
handle that. And then there's the 
search for the perfect assignment," 
which to Welker just doesn't exist. 

Keep in mind the heat, the higher 
cost of living and the 12-month sea-
son. "And be prepared to put in 55-
hour weeks," warns Derrick. "The 
more prestigious the club, the more 
the work. Sometimes it's a seven-day 
week." 

Despite the demands these jobs can 
place on personal time, openings don't 
last long. They're filled quickly, often 
over the phone. Jobs must be filled 
quickly for the sake of the course, and 
competition is fierce. 

Ray Hansen, current vice presi-
dent of the Florida Golf Course Super-
intendents' Association and superin-
tendent at the Ocean Reef Club in Key 
Largo, began his career in New Jersey. 

He agrees that working as a Florida 
superintendent has its plusses and 
minuses. "You can keep your crew 
year-round and give them more bene-
fits, paid vacation, and so forth," says 
Hansen. "But as far as play, it's easier 
to keep the course open all year round 

NOT SUCH A GOOD IDEA? 
Tim Hiers of the John's Is-
land Club most adamantly 
suggests that superinten-
dents from the northern 
U.S. should stay where 
they are. His reasons are 
valid, and it's something 
he seems to have given 
much t h o u g h t . What 
would a Northerner who 
is sharp, smart, and wants 
to explore opportunities 
in Florida have to do to 
make it down there? 

"He could have an IQ of 
200, a degree from Cornell in business administration, 
and a turf degree from Penn State, and it would be a 
mistake to come down here and take a job as a superin-
tendent," Hiers says. "This is not a place that you can 
take as a training ground. You have to understand mole 

Tim Hiers 

crickets thoroughly, understand that the fertility pro-
gram is totally different, the grasses are totally 
different." 

"Treating people is the same," he adds, "especially 
in light of environmental situations, which are totally 
different here. 

"I wouldn't recommend superintendents from the 
South going up North either," he continues. "I've seen 
and heard of guys who've come down and have tried to 
apply the same standards and they're not very 
successful. 

"And I'm not saying that to be smug. You don't get a 
week's rest to work on equipment; you don't have.a 
tear-down period. We have four greens seasons. Our 
basic grass is bermuda, then we have transistion into 
overseeded grass. Then we have to maintain the over-
seeded grass on top of the base grass; then we have 
transition from overseeded grass back to the base grass. 
Up there they stick with one grass." 

—Terry McIverD 



than it is to open and close it, prepare 
for snow mold, et cetera. 

"In South Florida, we don't have to 
overseed. Generally speaking, you 
don't have many disease problems in 
bermudagrass. But you've got to know 
irrigation." 

Voice of experience 
Roger Harmony, superintendent at 
Meadowood Country Club, St. Lucie, 
spent 30 years tending courses in Con-
necticut and New York before head-
ing South. His successful move to 
Florida was prompted by a desire to 
escape from Northern winters. 

" T h e biggest challenge," he ex-
plains, "has been maintaining the 
bent greens under the intense heat 
and humidity, which can last for eight 
months." (Most Florida courses have 

bermuda greens. Meadowood is an 
exception.) 

"The 12-month season plays havoc 
with equipment , " continues Har-
mony. "Equipment turnover occurs 

every three to five years rather than 
every five to seven years." 

Harmony began his Florida career 
at Martin Downs, a job he found by 
looking around during a visit. Har-
mony's advice echoes the others: 
"Don't expect to land a super's job. 
Spend a year working under someone 
as an assistant, probably two." 

But first, come down and see for 
yourself. Harmony says he often re-
ceives visits from interested Norther-
ners, and he's happy to advise. His 
final words: "They need Class A irri-
gation people and top flight mechan-
ics. Otherwise, the project will fold." 

Development picture 
Derrick describes opportunity in Flor-
ida as "almost unlimited. The state is 
growing so fast, it can't keep up with 

BUILD A COURSE, BUILD A LIFE 
This April's opening of 
DeBary Plantation in De-
Bary, Fla. marks the end of 
s u p e r i n t e n d e n t M i k e 
Kenovich's journey from 
hard t imes to greener 
pastures. 

His story is one of a 
man's determined effort 
to build a better life when 
it gets rough. Mike Ken-
o v i c h h a s b e e n r e -
incarnated. 

Until 1982, Kenovich 
had been a steel worker in 
Pittsburgh. The steel in- Mike Kenovich has plenty 
dustry had begun to rust; to smile about. He knows 
Kenovich lost his job to 25 life can begin whenever 
percent unemployment, you want it to. 
and life became a struggle. 
Kenovich did his best, and kept his family together by 
working a variety of side jobs. 

On the invitation of his father-in-law, Kenovich and 
family moved to Florida to start over. 

"I started by working one year for the Melbourne 
Public Works Department, making$4.25 an hour," Ken-
ovich remembers. "I had always liked golf, and that led 
me to answer an ad for golf course personnel at Sun Tree 
Country Club." 

It was three months before a Senior PGA tourna-
ment, and the course needed men. "Ron Andrews was 
the superintendent," remembers Kenovich, "and he 
took a chance on me. He trained me on fly mowers and 
weed whackers, and I'd do a variety of clean-up 
chores." 

Kenovich was kept on after the tournament, and over 
the next year became familiar with all types of golf course 
mowing. 

After an eight-month stint as a buyer and assistant 
grower for an Orlando nursery, Kenovich was back in golf. 

"Whit Derrick, who had been the assistant superin-
tendent at Sun Tree, became the superintendent at Pel-

ican Bay. So I came to work with Whit." 
"Mike's strongest asset is his dedication," says Der-

rick (now at Sugar Mill), who has known Kenovich for 
seven years. "In fact, he is the most dedicated employee 
I ever had. He has outstanding potential as a 
superintendent." 

Kenovich was charged with reconditioning one-half 
of Pelican Bay that had been out of use for months. The 
course was opened in January of 1985. He was was then 
trained as a chemical technician. For 18 months he did 
all spraying and record-keeping, then moved on to learn 
irrigation systems. 

"In April 1986,1 went with Whit to be his assistant at 
Sugar Mill. I was in charge of a crew there for three 
years. I was then contacted for this postion at DeBary." 

The Mike Kenovich story is a perfect example of 
determination and goal realization. 

"The keys to my success," he says quietly, "have 
been that I applied myself, was aggressive, did a good 
job and had some good breaks. There was also good 
timing and luck." 

Kenovich is thankful for his success. He has an ex-
tremely positive attitude and easy-going nature. In the 
midst of all the noise and bustle from earthmovers and 
bulldozers, Kenovich remains calm. He knows the job 
will get done; no problem. 

Kenovich's success is magnified by the fact that he 
has had no formal turf education. Night classes were 
desirable, but never materialized because of family 
commitments. So Kenovich studied on his own. He 
attended seminars and read all he could: books on turf, 
trade magazines, cooperative extension material, and 
various USGA articles. "I also realized that each job was 
important," he says, "and that it had to be done right." 

Epilogue: Nothing fancy 
Lessons to be learned from the Mike Kenovich story are 
simple and older than the game itself: fortitude, per-
sistence and taking risks are keys to success. And with 
the continued growth of golf, similar opportunities con-
tinue to appear for anyone who wants to play. 

—Terry MclverD 



Palmetto Dunes CC. Hilton Head. SC 

Beauty and the Best 
If you want your golf 
course to sparkle with 
the beauty and play-
ability golfers expect, 
then you need the best 
irrigation system you can 
find: TORO. Palmetto 
Dunes chose Toro. 

Toro control systems 
help you develop superior turfgrass and save money 
at the same time. Toro sprinkler heads, with low 
precipitation rates, apply water more effectively 
and more efficiently, taking you another step 
toward better turfgrass, while saving you 
water, energy and money. 

When Toro created the first fully automatic. 
ET-driven, computerized control system 
(Network 8000), it took irrigation control 
a giant stride forward. 

Now, with perfection of the new "4.0" 
software package. Toro has taken another 
step ahead of the rest, and you enjoy these 
four important extra advantages: 

1. Flow Control—The central controller 
schedules all irrigation in user-specified 
sequence while maintaining sprinkler flow 
demand within maximum efficiency ranges 
of the pump station. Result: lowest 
cost-per-gallon. 
Circle No. 167 on Reader Inquir 
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2. Concatenation—Quite simply, this means 
your satellite programs are run in the most effi-
cient order. In other words, Toro delivers perfect 
linkage, again saving you money. 

3. Sequential Multi-Manual—Toro also gives 
you the flexibility to program from the satellites 
for such vital functions as removing frost or cooling 
turf. In effect, it can lengthen your playing day. 

4. Remote Activation of Central System 
through Satellites—Up to 15 functions stored in the 
central may be initiated for the whole system from 
any one satellite on your course. 

When you combine the ultimate benefits 
of a Toro controller wi th the efficiency of 

,Toro low-precipitation rotary sprinklers, you 
have today's most advanced and most cost-

effect ive total irrigation system. 
The Toro Company, Irrigation Division, 

j Dept. LM-290, P.O. Box 489, 
Riverside, CA 92502 



Time Wffl Tell 

Proven by the test of time. 
Grasshopper delivers rock-
solid durability that cuts 
downtime — mowing 
efficiency that boosts 
productivity. First to 
finish...built to last! 

m or 20 years Grasshopper has 
advanced outfront zero-turn-radius mower 
technology, mowing efficiency and the 
standards for durability. And, today's 
Gemini Series Grasshoppers represent the 
Newest standards for toughness, 
reliability, and time-saving productivity. 

The Gemini direct drive hydrostatic 
system was developed specifically for 
mowing. It delivers extended service life 
and years of low-maintenance operation. 
Dual-lever steering with automatic 
neutral-return safety provides instinc-

tively natural control by putting total 
command of the mower in the palm of 
your hand. Zero-turning-radius and 
outfront deck design combined, deliver 
superior visibility, trim capability 
and maneuverability. 

If you need a proven mowing system 
with strong dealer support, select from 
the versatile Grasshopper lineup. Six 
models, 11 to 21 hp, deck options 
from 35" to 72" and year-round attach-
ments. Time will tell you've made the 
right choice! 

The Ultimate Time-Cutter 

The Grasshopper Company 
One Grasshopper TVail 
RO. Box 637, Moundridge, KS 67107 

Telephone 316-345-8621 
FAX 316-345-2301 

OUTFRONT SINCE 1970 

GRASSHOPPER: 
GRA-4-90 YOUR NEXT MOWER «1990. The Grasshopper Company 
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itself." 
Derrick says the resort/home course 

market is "region oriented." More public 
facilities are in demand, but the trend is 
toward equity award clubs. Five have 
been built in the Orlando area alone in 
the last two years. 

"The population growth in Florida is 
tremendous," marvels Tom Alex, super-
intendent at Grand Cypress Resort. 

"Developers are using golf courses 
to lure people into buying," he ex-
plains. "Some are using name player/ 
designers as an added attraction. And 
local architects such as Lloyd Clifton 
are producing excellent golf courses. 

T e s , private club 
members are 
demanding, but Vm 
demanding myself; I 
know what it takes to 
accomplish what the 
members want 

—Jim Ellison 
Bay Hill Club 

"It's a buyer's market," says Alex. 
"If you're in the golf course construc-
tion business and aren't busy, you'd 
better get out." 

There is indeed a need for many 
more public golf courses in the state. 
But most say that building a public 
course and paying for it with green 
fees is very difficult. 

"What's going to happen in the future 
with public golf courses," predicts Alex, 
"is that they're still going to be tied up 
with developers. And you might run 
into situations in which the developer 
might give somebody 150 acres of land 
and say, here, you put a golf course on it. 
Yes it can be a public facility, but I'm still 
going to put houses around it. But the 
days are gone where somebody buys the 
land, puts a golf course on it and pays for 
it, unless they have out of pocket cash." 

Take your best shot 
No one down here suggests quitting a 
job before you find a job; experts in 
any profession would say the same. 
But given the opportunity throughout 
Florida and the profession overall, a 
well-planned search could be suc-
cessful for the qualified candidate. 

The best advice is to plot your ca-, 
reer goals, have confidence in your 
ability, realize the vast differences be-
tween North and South, and be will-
ing to work your way up. LM 



For tall fescue control, 
put TFC "on the spot. 

For selective spot control of tall fescue, 
there is just one product to choose. 
LESCO TFC Herbicide. 

It's the only herbicide that selectively 
eliminates tall fescue from established 
Kentucky bluegrass, fine fescue, bent-
grass, bahiagrass and bermudagrass turf. 

Spring or fall application gradually 
eliminates tall fescue while the desirable 
grass fills in. Active at a rate of just a few 
ounces per acre, the convenient water 
dispersible granule is easily applied with 
a handheld or backpack sprayer. Con-
venient blister-type packaging makes 
mixing easy. 

Getting rid of tall fescue used to require 
either physical removal by digging or 
chemical removal with a non-selective 
herbicide that left brown patches for 
weeks. LESCO TFC changes all that. 
Put it to work for you. 

Order by contacting your LESCO 
sales representative, visiting the nearest 
LESCO Service Center or calling toll free. 
(800) 825-3726. 

LESCO, Inc., 20005 Lake Road, 
Rocky River, OH 44116, (216) 333-9250 

Always read and follow label instructions before applying any chemical product. 
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THEREARE 

TWO THINGS YOU 

CAN COUNT 

ON WITHOUT FAIL. 

OURS IS THE 

ONE WITH 

THE CONVENIENT 

HANDLE. 

There are certain things 

you take for granted. 

Like the sun rising each 

and every day. 

And the fact that Subdue; 

applied preventively every 

10-21 days, virtually elimi-

nates the threat of Pythium. 

And while the handle cer-

tainly makes Subdue easier 

to grab onto, it's also worth 

noting that, unlike the sun, 

Subdue comes in both liq-

uid and granules. 

For details, contact your 

turf products distributor. 



LANDSCAPE MANAGEMENT 

All of the 14 pre-emergence herbicides reviewed by the author are effective against annual bluegrass. Choosing the 
correct one requires a knowledge of the turfgrass and weed species on the site. 

... ON WARM-SEASON 
TURFGRASSES 
What do you get when you cross pre-emergence herbicides with proper 
maintenance practices? Beautiful, weed-free turfgrass, that's what. 

by Tim R. Murphy, Ph.D., University of Georgia 

The e f f e c t i v e n e s s of p r e -
emergence herbicides is di-
r e c t l y r e l a t e d to c u l t u r a l 

practices and insect and disease con-
trol programs that promote a dense, 
vigorous turfgrass cover. Properly 
maintained warm-season turfgrasses 
are e x t r e m e l y compet i t ive with 
weeds. 

Prior to using a pre-emergence her-
bicide, cultural practices such as fer-
tilization, irrigation, cultivation, and 

clipping height and frequency should 
be reviewed and matched to the needs 
of the particular turfgrass species. In-
sect and disease problems should also 
be controlled. 

Unbeatable combo 
When used in combination with ap-
proved cultural practices and insect 
and disease control programs, pre-
emergence herbicides will control 
susceptible weeds for two to four 

months after application. 
Post-emergence herbicides may 

also be needed on some sites to con-
trol problem weeds, such as dan-
delion, nutsedges and dallisgrass, that 
are not controlled by pre-emergence 
herbicides. 

The importance of meeting the 
cultural needs of the turfgrass and 
controlling insects and diseases can-
not be over-emphasized. Herbicides 
supplement the level of weed control 


