
pacity MowerThat 
ike A School Bus. 

Toro's outboard cutting units also include an exclusive break-away 
protection feature. Should the operator misjudge distance, the wings will 
pivot away from the object that has been hit. 

The 580-D's wide stance 
and short wheelbase give it 
maneuverability and stability. 
A short 76" wheelbase lets 
you turn an 18" uncut circle 
without braking. And Toro's 
exclusive swept-forward wing 
design keeps the tips of the 
outboard cutting units in line 
with the front drive wheels 
improving operator control 
and visibility. 

For even more versatility, 
the 580-D includes these 
accessories: an 8-foot front 
broom attachment, a roll over 
protection system, a canopy, a 
cab and a road light package. 

If youVe been sacrificing 
ease of operation for high 
capacity, it's time you saw the 
revolutionary machine that 
gives you both: the new 
Groundsmaster 580-D from 
Toro. Call your local Toro 
distributor to see the Grounds-
master 580-D or contact Toro 
at the address below. You'll see 
firsthand how productive and 
versatile 
large-scale 
turf mow-
ing can be. 

The Professionals 
That KeepY>u Cutting. 

TORO Another T()ro cxclusivc allows you to raise 
one or both of the outboard cutting units inside 
the traction unit width. The 580-D can then trim 
between objects less than 8 feet apart with the 
92" Triflex® cutting unit. 

The Toro Company, Commercial Marketing Services, 8111 Lyndale Ave. So., Minneapolis, MN 55420. 



Why design professionals 
will take notice if you're 
able to use this seal. 
Designers and architects appreciate 
professionalism and competence . . . and 
this seal says that interior landscapers who 
are authorized to use it are professional in 
every sense of the word. Scores of interior 
plantscape leaders are now qualified to use 
this seal. If you'd like information on how 
to qualify to become a Certified Interior 
Horticulturist write Nat ional Counci l for 
Interior Horticultural Certification, 
115 Abbot Street, Andover, MA 01810 
(617) 475-4433. 
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r TURFC0 EDGE-R-RITE " 
MULTI-PURPOSE 

TURF EDGER 

Just like a small sod 
cutter, the Blade does 
not spin, the oscillating 
motion does not throw 
debris. 
Self-propelled and push 
models available. 
Rugged design for 
commercial use. 

Disc Blade 

Optional Blades: 
^ Disc Blade for cutting straight edge 

along sidewalks and driveways. 
Right Angle Blade for golf course ^ 
sand traps, and flower beds. 

< 'V Blade for removing a strip of turf Right Angle eiade 
along a sidewalk. 

Write or call 
for detailed 

literature 

V-Blade 
Turfco Mfg., Inc. 
3456 N. Washington Ave. 
Minneapolis, MN 55412-2688 
Ph. 612/588-0741 
Telex 5106013762 TURFCO 

P E O P L E from page 18 

most of the superinten-
dents today are college-
educated young people, 
which is great for the indus-
try. I saw that trend start 15 
to 20 years ago." 

Bidwell, whose father 
was a cemetery manager, 
began formally working in 
the green industry way 
back in the mid-1930s with 
the Fort Mitchel l (Ky.) 
Club. 

Since signing to promote 
T e e - 2 - G r e e n grasses in 
1973, he has traveled to 
Japan, Australia and New 
Zealand, M o r o c c o and 
South Africa. 

More than half-a-cen-
tury in the turf business has 
led to friendships with such 
immortals as Tom Mascaro 
(who used a Bidwell course 
to test a new invention 
c a l l e d a tur f a e r a t o r ) , 
former GCSAA president 
Norman Kramer, educator 
and researcher H. Burton 
Musser, and Frank Mur-
phy, general chairman of 
t h e 1 9 7 6 PGA C h a m -
pionship. 

" M y semi-ret i rement 
was kind of a planned 
event , " says Bidwell. " I 
tried to totally retire three 
years ago, but it didn't work 
too well. I'm gradually try-
ing to totally retire again, by 
choice." 

One of the trends Bid-
well doesn't especially care 
for (and at this point in his 
life, he knows he need not 
mask feelings or mince 
words) is how golf course 
superintendents are treated 
by clubs. 

"There is a lack of un-
derstanding on the part of 
golf course officials," he 
notes. "The superintendent 
is not totally prepared to 
meet any problem. This is a 
corporate approach to life: 
total disregard for any type 
of reasoning. Golf course of-
ficials must be educated." 

—Jerry Roche 

Other people: 
J. David Fischer was pro-
m o t e d to d i r e c t o r of 
turfgrass and governmental 
sales and marketing for 
Pennington Seed, and Rus-
sell Nicholson was pro-

moted to turfgrass agron-
omist . F ischer will be 
responsible for marketing 
the company's growing line 
of specialty turfgrasses. 
Nicholson will be responsi-
ble for support and con-
sultation to Pennington 
turfgrass customers. 

Donald J. Floyd is new 
research agronomist for 
Pickseed West. He holds a 
master's degree in agri-
culture from Oregon State 
University. Floyd will su-
pervise Pickseed West's 
Oak Knoll Research Farm, 
where an extensive collec-
tion of promising breeding 
material is on hand. 

New off icers for the 
American Society of Con-
sulting Arborists are: presi-
dent Kenneth D. Meyer, 
president-elect John M. 
McNeary, vice president 
John S. Miller, secretary-
treasurer Sam Knapp and 
immediate past president 
Laurence R. Hall. 

James M. Latham, direc-
tor of the Great Lakes re-
gion for the USGA Green 
Section, was honored by 
the Wisconsin Chapter of 
the GCSAA for his contri-
butions to golf course main-
tenance. Latham has been 
involved with the industry 
for 30 years, including that 
as marketing manager at 
Milorganite Division of 
MMSD. 

Christine King has been 
appointed to the new posi-
tion of executive director of 
the Pennsy lvania Tur f 
Council. She had been ex-
ecut ive s e c r e t a r y - t r e a -
surer. She has been with 
the organization for 13 
years. 

The late Don A. Rossi 
and the late Davis Love Jr. 
have been named winners of 
the National Golf Founda-
tion's 1990 Herb Graffis 
Award and Joe Graff is 
Award, respectively. The 
former is for preserving the 
spirit of golf, the latter for the 
educational advancement of 
the game. Rossi was execu-
tive director of the NGF from 
1970 to 1983, then was owner 
of his own golf development 
firm. Love, who competed on 
the PGA Tour from 1958 to 
1973, spent 13 years with in-
structional schools, writing 
35 major educational arti-
cles. • 



Service. You give it to your customers and you expect 
it from your suppliers. 
We understand how important service is to you. That's 
why you can depend on Special Products for prompt delivery, 
quality products, answers to your technical questions, 
experienced sales representatives and an organization from 
top to bottom that puts you first. 
"Great Service." It sets you apart from your competition. 
It sets us apart from our competition. 

SPECIAL PRODUCTS 
A (©COMPANY 



It's the little things that separate a good golf course from a great one, 
and a good superintendent from a great one. Here are some tips, 

as seen through the eyes of our country's more astute superintendents. 

Anyone can grow grass, says one 
noted golf course superinten-
dent. But not anyone can be-

come a successful superintendent 
simply because he or she can grow 
grass. 

As has been said before, in this 
magazine and at many educational 
seminars around the country, being a 
golf course superintendent means 
mastering several very diverse disci-

by Jerry Roche, editor-in-chief 

plines from weed management to 
equipment repair. But sometimes 
even that isn't enough; sometimes it 
takes a keen imagination, the ability 
to implement plans and to prioritize. 

Planting annual flowers, for in-
stance. Down in the Palm Springs, 
Calif, area where Jeff Markow is su-
perintendent at The Vintage Club, it's 
not uncommon to see annual color. 
Markow's crews plant 80,000 flowers 

each year. 
Markow likes to instill the credo 

"no grass blade out of place" in his 
crew members as the course seeks 
perfection in all it does. "We promote 
that feeling within the crew to the 
point where they care about the 
course and where it's not just a job to 
them," Marko says. 

Other things work in other parts of 
the country. 

Jeff Markow and the crew at The Vintage Club in Palm Springs take pride in the 5,000 flats of annuals they plant each 
year. Among the most popular: petunias, pansies, snapdragons, impatiens, cyclamens and alyssums. 



Chain of command 

Stanley Reedy 
"If your membership likes you, you'll 
be successful," says Stanley Reedy of 
Castlewoods Country Club, Jackson, 
Miss. "The closer you get to your 
members, the better you'll under-
stand them. Getting out and playing 
the course with them is a big thing. 

"Members know what they want, 
so you've also got to be honest with 
them and tell them what you can and 
can't do." 

Bob Randquist 
Bob Randquist of Southern Hills 

Golf & Country Club concurs. "You 
have to be highly visible—there are 
times that's not always pleasant," he 
says. "You can be around them too 
much, but there's a middle ground 
there somewhere. 

"You also have to work with peo-
ple in things like hiring and motiva-
tion. A lot of it takes time and 
experience, and many times you can't 
do it by yourself. Eighty percent of my 
crew has been here at least six years." 

Randquist notes that being around 
when you're needed is a key. 

"Some supers like to get away 
when things get rough, go chasing en-
gine parts or something. But that's not 
what we're getting paid for." 

D.J. Pakkala 
D.J. Pakkala, of International Golf 
Management in Carmel, Calif., thinks 
having one man in charge of many 
courses is becoming a common job de-
scription. 

Today, college training is an im-
portant first step for turf managers. 

"The business is now so tech-
nical," says Pakkala. "You're more in-
volved with the environment, more 
familiar with the laws that have to do 
with chemicals and their effects on 
the environment. I don't think there's 
any other way of being successful in 
the business without having been 
trained in a college or university." 

Fine-tuning greens 

David Stone 
David Stone at The Honors Course, 
Ooltewah, Tenn. has his crews spend 
extra time on and around the greens. 
"Every golfer—no matter how bad— 
has to play the greens," he says. "They 
might miss the fairways, but they've 
got to play the greens." 

Stone and his crews take extra 
pride in keeping collars uniform from 
hole to hole. They use a specially-
built bar on their greensmowers to as-
sure the uniformity. And, during the 
hot months, greens are constantly 
checked for soil moisture to keep 
them uniformly firm. 

Sand traps are also hand-raked in-
stead of machine-raked. Crew mem-
bers responsible for hand-mowing 
greens take leaf rakes along. 

Joe Hahn 
"We have a system set up with quali-
fied people," says Joe Hahn of Oakhill 
(N.Y.) Country Club. "I surround my-
self with people interested in the busi-
ness who have a desire to move up 
themselves. I have a superintendent 
on each course that I try to keep for 
about three years; I always have a col-
lege graduate underneath them wait-
ing to take their place, and a couple of 
turf students during the summer on 
each course. 

"There are five guys who have 
gone out as superintendents on their 
own in my eight years here." 

Prioritizing 

Ted Horton 
"We try to get most of our jobs set up 
in order of priority according to what 
the membership wants," notes Ted 
Horton of Westchester Country Club, 
Rye, N.Y. 

"We've always got a list of 'hon-
eydew' items—crazy things you want 
to get done for the members—and 
we've been nibbling away at it for 
years." 

Horton talks about first impression 
areas. "We periodically go through 
and look out all the building win-
dows, to see things the members see. 



People like to see the little changes we 
make." 

Westchester also enlisted Reece 
Jones & Associates to provide a mas-
ter plan with a list of minor projects 
"we're ready to roll on." Included 
are long-range planting and long-
and short-range tree maintenance 
plans. 

"We were also one of the first 
courses involved in fairway triplex 
mowing, which was popular with 
the membership. We rode that crest 
for a few years," Horton notes. 

Ornamental grasses 

John Moorman 
Hillcrest Country Club in Batesville, 
Ind. was one of the first courses in the 
country to use ornamental grasses in 
its landscape. The move has paid divi-
dends for superintendent John Moor-
man. 

"We've used thousands of orna-
mental grasses over the years," he 
says. "They've really set us apart and 
have gotten a lot of response. They 
give the course sort of a Scottish 
look." 

Moorman points out that ornamen-

tal grasses are neither costly nor la-
bor-intensive. 

"They're perennials; we've had 
some of them for nine years. You just 
cut them off at ground level in the 
early spring and watch them grow." 

Moorman says that a two :gallon 
container will cost $6 to $8. Hillcrest 
uses up to three containers in each 
planting hole, but if you're willing to 
wait a couple of years for the grasses 
to propagate, one container per hole is 
plenty. 

Emphasizing beauty 

Don Sweda 
"We emphasize the beauty and sce-
nery of the course," observes Don 
Sweda of Beechmont Country Club, 
Cleveland, Ohio. "When a person has 
to wait on a hole, if his overall sur-
roundings are pleasant, then it turns 
into a pleasant experience." 

Sweda's crews work extra hard on 
the entranceway, heeding the old 
adage "You only get one chance to 

make a first impression." He says that 
"before a person has even set foot on 
the golf course, he (or she) has estab-
lished an overall impression." 

Managing water 

Bill Knox 
"It's very critical to be a judicious user 
of w a t e r , " notes Bi l l Knox of 
Greystone Golf Club, Birmingham, 
Ala. "Using water wisely improves 
turf quality, density and looks, plus 
it's money- and labor-saving." 

The first step toward being a wise 
water user is "hands-on, out in the 
field," Knox says. "You've got to con-
tinually monitor soil moisture with a 
soil probe and then plug it into your 
computer." 

Communicating with your irriga-
tion distributor is an important key, 
too. Knox bought his Toro 8000 water 
management system for his deep-
South bentgrass greens from Turf 
Care Products in Birmingham. LM 

Tree Projector 
DEVELOPED AND USED BY PROFESSIONALS. 

Protect trees from permanent damage and possible death caused by string trimmers 
and lawn mowers. • One-of-a-kind cushioning shape. • Available in two colors to blend 

with nearly any landscaping. • Ultraviolet protected to prolong product life. 
• Expandable by linking two or more together for larger trees. Seconds to install. Reusa 

Call now for the name of your local representative or retailer. 
1-800-628-7689 

SmiRKi LANDSCAPING INC. • 3259 Terminal Drive • Eagan, MN 55121 • 612-454-9511 
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V\fe just etiminated your 
last excuse for buyi 
a converted golf cart 

Introducing the Cushman GT-1. 
Suggested retail price: $3,648.00*. 

When you can have Cushman quality at a 
competitive price, there's no reason to accept 
second best. 

The new Cushman GT-1 utility vehicle will 
outperform and outlast any converted golf cart 
on the market. Its frame and chassis are 
stronger and more durable. You'll find a bed 

made of 14-gauge steel instead of 16-gaug 
steel. One-inch axles instead of 3/4-inch axi 
And a proven Kohler industrial engine that's 
more reliable and easier to maintain. 

When you need a utility vehicle that's been 
specifically designed for work instead of one 
that's been converted from play, contact your J 
Cushman dealer for a GT-1 demonstration. Or 
call toll-free 1-800-228-4444 for more 
information today. 



Cutless. 
The unique turf growth regulator 

that gives your course a bottom line boost: 

More play ability. 



This is where per-
fect lies start on your 
fairway. Cutless* 50W 
turf growth regulator 
from DowElanco. Our 
free technical guide 
has all the details. 

You'll read how 
Cutless, unlike other 
growth regulators, doesn't stop the development of 
warm and cool season turfgrass. Instead, it reduces or 
slows your turfgrass's growth rate by shortening the 
internodes of the growth stem with no adverse effects 
in their roots. The result is improved turf quality and 
more playable fairways. 

With Cutless, your turfgrass appears thicker and 
stronger for a denser, more consistent playing surface. 
Golf balls just naturally sit up better. 

For golf course superintendents, Cutless is like a 
maintenance program in one product. You'll see dra-

matic savings in grass clippings — up to 50% less. And 
mowing frequency — up to 33% less. You can also 
mow in less time with less strain on your equipment. 
You not only save time and labor costs, you can also 
manage your hard-to-mow areas more efficiently. 

Cutless reduces your water use, too — up to 30%. 
So there's less turf wilt. And lower irrigation costs. 

But numbers aside, your turf just plain looks better. 
Cutless gives it a rich, darker green color for fairways 
your golfers will love to play on. 

Here's another added benefit with Cutless. As 
your turfgrass grows up thicker and more competitive, 
there's less room for troublesome weeds to interfere. 
Cutless also helps crowd out Poa annua for conversion 
to a more desirable turfgrass such as bentgrass. 

1. Sprig of grass in normal state. 
2. Seven to 10 days after applying Cutless, mowed sprig 

sometimes exhibits slight discoloration of treated area 
and leaf tip browning. 

3. Growth reduction peaks between third and eighth 
weeks, accompanied by darker green coloration and 
increased tillering. 

Don't just take our word for Cutless. Take it from 
Scott Niven: 

"I've reduced clippings 30 to 50% when we mow 
fairways. My guys don 't have to empty the baskets as 

much, so we save time 
and money on labor. But 
I think the best advantage 
is the reduction in the 
amount of water you 
have using Cutless. Its 
a marked difference. 

"Initially you get so 
little discoloration with 
Cutless that a golfer 
would never notice it. 
But after four weeks, the 
difference was between 
night and day on how 

dark green the Cutless turf was. 
"Cutless helped us convert from 80% Poa annua 

to over 95% bentgrass within five years. But I'm just as 
impressed with how Cutless creates a much thicker turf. 
It makes the grass as tough as nails, helps the ball sit up 
higher for our golfers." 

Get all the details on Cutless. 
See your DowElanco distributor 
today for your free technical guide. 
Or call toll-free: 1-800-729-3693, 
ext. 3632. 

Scott Niven 
Superintendent, Stanwich Club 
Greenwich, Conn. 

DowElanco 
•Trademark of DowElanco 




