1 AR Petersan on PennLinks:

"PennLinks 1s Paradise at the
End of 'Hell's Half Acre'"

"Our Number 14 'Hell's Half Acre'is  specifying PennLinks. Even with
certainly the most discussed hole ~ our heat and humid conditions, it
on our course. A 600 yard, par five  survives and thrives in Baltimore.
with bunkers across the fairway 400 "Once our members reach the
yards from the championship tee, it's paradise at the end of 'Hell's Half
a treacherous trek to paradise. Acre', they never look back.

"The reward for powerful strokes ~ "But they sure dg talk about it".
and crafty strategy is the PennLinks
green that finishes the hole.

"Members welcome the predicta- 44(
bility and consistency of this and ~ Douglas W. Petersan, Supt.
the other greens on our course. Baltimore Country Club

"All 18 greens were redone in the  Timonium, Maryland
fall of 1991, and were in play the fol-
lowing spring. We gassed the exist-
ing grasses before renovating and

Tee-2-Green Corp.

reseeding our soil greens. Based PO Box 250, Hubbard, OR 97032
on my prior success with PennLinks BNV YRIVAE
creeping bentgrass, I felt secure in 503-651-2130 FAX 503-651-2351
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is a proud member of these
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Landscape Contractors of America,
12200 3umho Valley Dr., Suite 150, Reston,
VA; (703) 620-6363.

American Association of Nurserymen (National
Landscape Association), 1250 | St. NW, Suite
500, Washington, DC 20005; (202) 789-2900.

Golf Course Superintendents Association of
America, 1421 Research Park Dr., Lawrence, KS
66049-3859; (913) 841-2240.

International Society of Arboriculture, P.0. Box
908, Urbana, IL 61801; (217) 328-2032.

International Turfgrass Soemy Crop &
Environmental Sciences, VPI-SU Blacksbmg, VA
24061-0403; (703) 231.9796.

¢

ASSOCIATION
National Arborist Association, The Meeting
Place Mall, P.0. Box 1094, Amherst, NH 03031-
1094; (603) 673-3311.

National Golf Foundation, 1150 South U.S.
Hlﬂlvny One, Jupiter, FL 33477; (407) 744-

Ohio Turfgrass Foundation, 2021 Coffey Rd.,
Columbus, OH 43210; (614) 292-2601.

PG

Professional Grounds Management Society, 120
Cockeysville Rd., Suite 104, Hunt Valley, MD
21031; (410) 584-9754.

N

Professional Lawn Care Association of America,
1000 Johnson Ferry Rd., NE, Suite C-135,
Marietta, GA 30068-2112; (404) 977-5222.

Responsible Industry for a Sound Environment,
1155 15th St. NW, Suite 900, Washington, D. c
20005; (202) 872-3860.

Sports Tun Managers Association, 401 N.
Mlehlnn Ave., Chicago, IL 6061.1.-4261 (312)

Turf and Ornamental Communicators Associa-
tion, 421 West Travelers Trail, Burnsville, MN
55337; (612) 894-2414.

AS WE SEE IT

JERRY ROCHE, EDITOR-IN-CHIEF

There’s always room for
managerial improvement

You may think that you are doing
everything you can to make your business
or maintenance department the most effi-
cient it can be.

But you’re probably not.

Managing effectively—especially for
those of us without degrees in business
administration—is a never-ending learn-
ing experience. So, as we begin a new
growing season, a review of the expert tips
offered in a long list of winter educational
seminars is perhaps in order:

® Choose employees carefully, and
treat them respectfully. Fire fast, but hire
slowly. Hire personalities opposite of yours
so you have a good balance of talent. Do
everything you can—good pay, good work-
ing environment, a wide variety of benefits
and perks—to keep your best employees.

® Take your customer relations to
another level. Answer every question and
handle every complaint quickly and effec-
tively. If you don’t have a pager or cellular
phone, get one immediately.

® Communicate. Personally see your
most important customers—for golf
course superintendents, that would be
members of the greens committee—at
least once, and preferably more often, dur-
ing the off-season. During the growing
season, see them at least once a month, in
person, if not more. Use signs on the golf
course, newsletters, informative lawn/-
landscape brochures, pamphlets and
doorhangers. Answer mail—both written
and voice—personally and quickly.

® Computerize. If you're already com-
puterized, figure out new ways to use your
computer. For instance, try adding a
fax/modem so you can subscribe to infor-
mation services like those offered by the
Turfgrass Information File or the
American Society of Landscape Architects.

@ Choose your dealer/distributor care-
fully. Make sure your salesperson is
knowledgable. Ask about financing, rebate,
lease and regional discount programs. Ask
about back-up equipment. Ask about train-

ing. Ask for industry references.

® Set up your own turfgrass test
plots, if possible. Use your own backyard,
your business’s lawn or—with permission
and using a great deal of care—your cus-
tomers’ backyards. Ask suppliers for free
trial products, and offer them results of
your trials in return.

® Get involved. You only get out of
your industry as much as you put in. Take
an active role in local, state and/or nation-
al organizations. Do what you can, for as
long as you can—whether it’s a week, a
month or three years.

® Remember the importance of good
media relations. Let the local news outlets
know of your successes. If you're contact-
ed by reporters, be pleasant. If you're busy,
say so, but suggest a good time to call
back. Control the circumstances as much
as possible. Don’t be argumentative or
antagonistic or afraid to talk. Remember
to tell the media that you are an environ-
mentalist, that creating a friendly environ-
ment for golfers and homeowners is your
business, your livelihood.

@ Don’t be afraid to change. The green
industry is ever evolving. Take advantage
of new technologies.

@ Finally, have fun. Learn to focus on
things you can change rather than bang-
ing your head against the wall on things
you can’t change. Never undertake more
than one stressful activity or project at a
time. Delegate authority. And take 30 min-
utes a day to relax in your own way,
whether it’s playing basketball with the
guys at lunch (as I do) or reading a chap-
ter in a favorite book. Your mind and body
are your most important tools. Take care
of them.

Fobhe_

Landscape Management, April, 1995 1




20 Don’t be a casualty!
' Consider if you can make money by travelling out of
‘ state for extra work, and remember that different reg-
ulations may apply.
‘ Ed and Aaron Wandtke
. 22 Communication basics

Learn from your conversations, and don't be afraid to

APRIL 1995 VOL. 34, NO. 4 use body language to convey your points.
_ COVERSTORY |IPWiadichinis
: ' 24 Compost as an amendment
6 Golng private? : As compost becomes more available to landscapers,

Privatization: a term that strikes fear into the hearts | more topsoil is being replaced.
of some landscape managers, but inspires dreams of | James Wilkinson, Ph.D.
new business among others. These green industry 1

‘privateers’ have learned along the way. GOLF & ATH € TU
6 No civil service layoffs Ron Hall A
7 Bidding wars Terry Mclver 1G Sodding vs. seeding
10 Golf course ‘leases’ George Kruzick Both are viable alternatives to repair damaged turf and

12 Breaks on prices Terry Mclver \ establish new turf. Here’s how to choose which
12 Municipal contracting ‘ S[Fo
method is best, when.

g ' 6G Telling the ‘good story’

While the number of golf courses keeps growing, the

14 LM Reports: PGRs ‘ public still has environmental concerns.
New generations of PGRs are targeted at medium- to | Ron Hall
high-maintenance turf areas. 10G Sand-based field installation
Jerry Roche

i Forty-eight years of play and a high-sodium clay soil
16 Getting and keeping employees lead to installation of a new field in Fremont, Neb.

One company pays a ‘tuition bonus' if the student | Ken Walter

stays on all summer. ' 11G Problem solving on fields

Tom Langer Jr. Traffic, playability, field safety, species selection—and

18 m"gm natural disasters ‘ more—are all considerations when you have a prob-

Whether you're a golf course or landscaper, you've got | lem with the turf.
to have a definitive plan to cope with disaster. Steve Cockerham, Ph.D.

John B. Calsin Jr. 14G Int iewi ng for a new jOb

Better jobs go beyond the usual turf-related duties.
They require a more methodical search and top-notch
interview skills.

Terry Mclver

16G GCSAA wrap-up

It was a busy annual convention and trade show for
the national association.

30 Insect control/cool-season
Understand regional differences and critical periods of

pest infestation.
5 Whitney Cranshaw, Ph.D.

34 Insect control/warm-season

Insect control relies on location, identification and
determination of numbers.
R. L. Brandenburg, Ph.D.
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40 New growing medium

Seventy percent kenaf and 30 percent peat moss is perfect for
landscapers seeking an excellent growing medium for orna-
mentals.

James E. Guyette
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ASK THE
EXPERT

DR. BALAKRISHNA RAO

Fertilization at planting

Problem: How long should we wait to fertilize newly-planted
trees? Is there a problem with fertilizing at planting? (NewYork)
Solution: Most plants can tolerate and benefit from fertilizers at
planting. But you should preferably use a slow-release source of
nitrogen with low burn potential and salt indexes. Slow-release
fertilizers containing a ureaformaldehyde have been used at
planting time by arborists without apparent injury.

Fertilizing after planting can be done any time. Even in this
case, I would use a slow-release nitrogen source. A sub-surface
liquid injection method is preferable to obtain distribution of
nutrients throughout the rootball. However, some arborists
believe that nutrients applied on the rootball surface, at the top of
the rootball, will be readily available to roots. Fertilizer applied
with the backfill soil may leach and may not be available to root-
ball roots.

Phosphorus, which does not move in the soil, is better applied
in the planting hole and/or mixed with backfill soil at planting.
Phosphorus is beneficial in the root initiation and development.
Surface application of phosphorus may not be very beneficial to
trees.

Fertilizer practices have received a lot of attention recently as
arborists attempt to maximize plant health while minimizing
environmental concerns. More research is needed to determine
the most effective treatments.

Reader response: weed control fabric
These comments from an “Ask the Expert” reader:

“In an issue last year, you gave advice on controlling weeds
around trees. | thought you might be interested in some research
and field experience that suggests that Biobarrier Root Control
System fabric, which is designed to stop roots from damaging
hardscapes, will control surface vegetation for up to 10 years
when covered with one to three inches of rock, mulch or soil.

“Biobarrier works by releasing very small amounts of triflu-
ralin over an extended period of time. Trifluralin in very minute
concentrations—15 ppm and less—stops root cell division and
therefore prevents successful germination of seeds.”

The information that I received suggests that Biobarrier pro-
vides good weed control, no vegetation at the tree skirt seam, and
no surface roots. The report said that “the greatest weed control
was obtained with a combination of geotextiles/pre-emergence
herbicide (trifluralin) disk, indicating a possible new method of
weed control in containers.”

We are not familiar with this practice. Should you be interest-
ed, try it on a small scale. For further information, contact
Reemay, the maker of Biobarrier, at (800) 284-2780 in Tennessee.

Tree root pruning
Problem: How do you remove and prevent tree roots from growing
inside sewer pipes? How do the roots get inside the pipes? We

run into a few problems of this nature every year. Any comments?
(New York)

Solution: Tree roots often enter sewer pipelines through cracks
or joints. Cracks may result from freezing and thawing, or from
expanding roots pushing against the pipe, creating small open-
ings that allow fine roots to enter pipes. Inside the pipes, mois-
ture, nutrients and air are favorable for the roots to grow.
Continued growth results in clogging the pipes. This would war-
rant corrective measures.

If the pipes are clogged, we suggest using a mechanical router
or snake to clean the lines. Reports indicate that a combination of
metasodium (Vapam) and dichlobenil (Casoron) which comes as
either a liquid (Vaparoot Plus) or a foam (Vaporoot) formulation
can also be used. Since Vapam is a Restricted Use product, trained
professionals with special equipment are needed for application.
Also, make sure to follow good handling procedures.

Another option is to use copper sulfate to unclog sewer lines,
but it is toxic and may affect the sewage treatment. To prevent
future clogging problems, a product such as Biobarrier wrapped
around sewer pipe joints when they are installed may be benefi-
cial. For pipes already installed, it would be very expensive to use
a barrier because of the need to expose the pipes before wrapping.

Consider all these options and discuss with professionals who
provide remedial services for sewer pipe clogs. Read and follow
label specification for best results.

Dealing with subsoil

Problem: Can limestone or similar clay-base soil be used over a
slate or shale subsoil for a prospective turf area? This situation
has been known to cause turf to burn up and dry out. Sometimes,
avoiding the problem can be inconvenient and costly. (Pennsyl-
vania)

Solution: Mr. Richard Rathjens, senior agronomist for the Davey
Company, suggests:

“A favorable rootzone for turfgrass growth can be constructed
above a slate or shale subsoil. Commonly-used materials for this
purpose include organic materials such as peat, mineral soils
(loams or sandy loams) or sands. Depending on the existing soil, a
partial modification or complete replacement may be necessary.
You may wish to consult with turfgrass specialists in your area to
determine the best strategy.”

Dr. Balakrishna Rao is Manager of Research and Technical
Development for the Davey Tree Co., Kent, Ohio.

Mail questions to “Ask the Expert,” LANDSCAPE MANAGEMENT,
7500 0Old Oak Blvd., Cleveland, OH 44130. Please allow two to
three months for an answer to appear in the magazine.

4 Landscape Management, April 1995




It’s never been easier to own an E-Z
Dumper. In fact everything about
them is E-Z, including installation
and operation. E-Z Dumpers operate
hydraulically, eliminating the long
hours and hard work associated with
manual unloading. Open the tailgate,
turn the key or push a button, and
they lift and unload in seconds.

Don’t be fooled by cheaper imita-
tions. E-Z Dumper is the original,
fully automatic dump unit. Sold
worldwide, they have earned their
reputation of dependability, quality
and service after the sale.

Don’t settle for less.
Get the best dumper, for
the best price, and make it
E-Z for yourself. Call today
for the E-Z Dumper
dealer nearest you.

1-800-233-5532

Dealer Opportunities Available

£Z Lppper

P.O. Box 70 Waynesboro, PA 17268
(717) 762-1211  Fax: (717) 762-1966

* M.S.R.P. - Manufacturers
Suggested Retail Price

© Valley Manufacturing
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Privatization: a term that
strikes fear into the hearts
of some landscape
managers, but inspires
dreams of new business
among others. These green
industry ‘privateers’ have
learned along the way.

by Ron Hall
and Terry Mclver

Cities and schools, because of increas-
ing demands on tax dollars, are asking
their managers “to do more with less.”

This, and other mostly economic rea-
sons, are increasingly causing cities to
enter into partnerships with private con-
tractors to provide services that the
cities themselves had previously offered.

Usually these services are revenue
producers: waste hauling, marina and
airport operations, and golf courses.

This is called privatization.

We spoke with four landscape con-
tractors and one golf course superinten-
dent to learn how they obtain contracts,
complete work on time, and survive the
bidding wars that seem more intense in
the municipal arena.

(We'd like to know your successes in
municipal contracting—or just what
you've learned from the experience,
good and bad—for coverage in a future
issue. Write or call us in care of:
LANDSCAPE MANAGEMENT, 7500 Old Oak
Blvd., Cleveland, OH 44130.)

Privatization need not mean civil
service layoffs, Memphis finds out |

# George Meeks's shoes are polished to a
high luster. The suit is dark and nicely cut,
the white shirt crisp. The silk tie is red.
Meeks both looks and speaks the language
of the successful grounds manager,
emphasis on manager.

He's grounds director for Memphis
(Tenn.) City Schools. He's also a walking,
talking advertisement for privatization:
the competitive contracting of so-called
support services to the private sector,

Meeks is one of 12 managers that the
international service company
ServiceMaster, Management Services
Division, assembled to oversee mainte
nance, custodial and grounds for all 160
schools in the Memphis public system.

The privatization of
Memphis is not isolated. Schools from
New York to New Orleans to the Pacific
Northwest have made similar decisions
with private companies—more than 300,

Services iIn

say some reports.

Squeezed between rising costs and tax-
payers' howls, school boards see hiring
private contractors as a way to get profes-
sional service. And also to save taxpayer
money. Curiously, most schools experi-
ence significant savings both because of
competitive bidding and superior efficien
cies, say proponents of contracting.
Indeed, services as varied as transportation
to preparing noonday meals are now being

6 Landscape Management, April 1995

contracted to private companies.

Turning off alarms—This is the third
year of the $17.5 million, five-vear agree
ment between Memphis schools and
ServiceMaster. Although the school

board’s June 1993 decision, by a 7-2 vote,

George Meeks says private management \
can energize a school system’s grounds
department.



to hire ServiceMaster initially alarmed
school union employees, the controversy
subsided when ServiceMaster indicated
that instead of layoffs, the schools’' own
employees would get training and profes-
sional supervision instead.

This is exactly what's happened.

B

«/ M
ServiceMaster is improving the grounds at 40 Memphis public schools each year
until all 160 have grass.

School grounds employees, in fact,
have been involved in on-going training
ever since, grins Meeks.

“What we found out was that the people
just didn’t have the training. They didn't
have the resources to call on,” he explains.
“These were things that we could bring to
the table very quickly.”

Meeks saw Memphis schools ground
maintenance as more than a money-and-
resources problem. Morale suffered, too—
both employee and student morale. The
campuses of many schools were defined by
weeds and bare earth. They made inviting

targets for discarded wrappers and soda
cans.

Sprucing up—The retrained and redi-
rected grounds crews quickly began fol-
lowing a systematic schedule of mowing,
pruning, trimming and mulching. Meeks
describes these as “high-visual impact

landscape improvements” that almost
immediately demonstate the value of land-
scaping.

Grass is cut once every two weeks.
Hedges are trimmed. The grass is fertilized
to a schedule by school employees who are
certified applicators. Litter is picked up.

Also, the school system’s grounds
department regrassed (bermudagrass) the
grounds of 40 schools last year, and plans
on completing all 160 within four years.

“We should be setting the tone for the
education process,” says Meeks, who sees
his biggest challenge as convincing

grounds employees that they too are vital-
ly important to the schools’ success.

“Sometimes the gounds employees feel
like they're the lowest employees in a sys-
tem,” says Meeks. “That’s because the
grounds department of a school is typically
run by somebody in maintenance. Maybe
somebody with a background in plumbing
or carpentry, and all they want to do is get
the property mowed.”

Specialized training, precise and
detailed schedules and programs to reward
conscientious efforts are changing that in
the Memphis schools, he believes.

“I want everybody in grounds to know
that if they do their job good enough, then
my job is to make sure they're recog-
nized.” says Meeks.

Just two years into the program,
improvements to the Memphis city school
grounds are catching the eye of profes-
sional educators and the public alike. The
Memphis daily newspaper has written sev-

| eral articles recognizing the more attrac-

tive grounds.

Said city school principal Dr. Rebecca
Giannini in one of the articles: “The lawn
is beautiful...There is a correlation
between the way the school looks and how
the kids function in school.”

Meeks, a graduate of Mississippi State
University and a former grounds manager
at Praire View A&M University in Texas,
sees his experience with ServiceMaster as
another step in his goal of someday help-
ing beautify America's historical African-
American colleges.

“There is a tremendous potential in the
landscape business, but we have to tackle

| these types of projects with a business

manager mentality,” he adds.
—Ron Hall

Bidding ‘wars’, busy fields make private contracting a risk

B City service directors shop for the best
price—just as many homeowners—and
assume quality despite the low price.

Kevin O'Connor, general manager of
Sequoia Lawn Care, Wyckoff, N.J., has
done projects for municipalities since
1982, Bidding, he says, can sometimes
resemble a “war,” with at least three com-
panies vying for contracts. And the lowest
bid always wins.

“I'll make an area look like the Taj
Mahal, and a competitor can come in with a
lower bid—and, of course it’s public knowl-
edge on what the bid was from the previous
year,” says O'Connor. “There are some

products they do not have to use because ‘
everything’s looking good from the previ-
ous year, and therefore, those products
aren’t part of the first year overhead.”

Sequoia services a dozen municipal |
contracts and four or five area schools.
Most have been acquired through word-of-
mouth, but some have required bids.

“It get’s kind of crazy, but most of the
municipalities that I deal with are pretty
loyal, and I'm loyal to them as far as fair
price and excellent work.

“l had a municipality here since 1985,
and last year was the first year they had
the work bid.”

Liability concerns—O'Connor thinks
the fear of liability is one reason why city
governments seek out a private contractor
to apply control products.

“I have a lot of municipalities where the
superintendent does have a pesticide
license,” explains O’Connor, “but he does not
want that liability. He'd rather sub it out
because (the liability) is not directly on him.”

Persons on a notification list must be
informed of applications 48 hours in
advance.

Timing of control product applications
and other work can be tricky when the

continued on page 10
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Is A NEw THREAT
OF RESISTANCE LLOOMING

OVER YOUR HORIZON?




The threat of resistance is very real.
Reports are coming in that repeated appli-
cations of the same family of fungicides

have forced resistant strains
of disease pathogens.
Brown Patch, Dollar
Spot and Leaf Spot are
creeping back, even
after treatment.
But there’s a simple

way to protect your

perfect cornerstone for a season-long dis-
ease and resistance management program.

CHIPCO" 26019 is the proven,
broad-spectrum fungicide that gives you
unsurpassed control
of Brown Patch,
Dollar Spot, Leaf
Spot, Fusarium Blight
and Patch and

CHIPCO® 26019 keeps

R
Brown Paich in check
in the heat of summer

Necrotic Ring Spot all season long. It’s so

effective, it even gives you control of

BE READY WITH A
ROTATION STRATEGY BUILT
AROUND CHIPCO 26019

CHIPCO® 26019

gI0es You unsu V',"J\'\'(([

contrel of Leaf Jpol.

course from the threat of resistance.
Product rotation
with an alternate

chemistry. Alone or

CHIPCO® 26019’ long
residual 1s your best defense

tank-mixed, the

Pink and Gray Snow Mold and Corticum
Red Thread.

So don’t let resistance give you a
spotty reputation. CHIPCO® 26019 is the

product to start with. The product to

long-las[ing proteC' against Dollar Spol

tion of CHIPCO" brand 26019
Iprodione fungicide is the

rotate around. The foundation for all your
tankmix combinations. Call your

CHIPCO" sales rep today.

&

2an

-

CHIPCO® 26019

FUNGICIDE
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Rescarch Triangle Park, NC 27709, For further prod
label. CHIPCO i 1 registered trademark of Rhone-Poulen

P BOELORINC_  Rhine-Poulenc Ag Company, 2 TW. Alexander Drive

As with any crop protechion chemical, always read and follow instructions on the




COVER STORY

PRIVATE from page 7
patient is a much-used municipal athletic
field.

“These fields are so much overplayed,”
says O'Connor. “You have soccer from dawn
to dusk; we need 24 hours (after the applica-
tion) before anyone can go on to that field."

Consequently, says O'Connor, applica-
tions at 4 a.m. or 6 p.m. are not uncommon.

On the golf front:

® In 1990, after three years of study, the
Fort Worth (Texas) City Council voted to
lease (privatize) two of its five golf courses
to management companies.

Those courses were the Rockwood (27
holes) and the Z Boaz (18 holes).
Contracts were eight-year primary terms
with two two-year options.

In 1993, City Council asked its Parks
and Community Services Department Golf
Division (PACSD) to review the feasibility
of leasing one or all three of the remaining
golf courses: Pecan Valley (36 holes),
Meadowbrook (18 holes) and Sycamore
Creek (9 holes with double tees.)

At that time, PACSD sent requests for
information to 15 different management
companies. Comparing the information
received, the city decided not to lease any
remaining golf courses.

This decision was based on the current
performance of the PACSD operations and
that leasing the three remaining courses
would eliminate the competitive model
and the alternative resources necessary to
operate the course and protect the infras-
tructure in the event of a default.

PACSD provides a range of services at
its three remaining city-owned-and-oper-

ated courses including the sale of golf

merchandise, individual and group
lessons, organizational services for tourna-
ments, and support for golf associations.

The driving policy at PACSD is service.
But costs and efficiency are obviously
important, too. All, in fact, must be
weighed when comparing self-operation
with leasing (privatization).

But there are other issues that aren't so
easily factored into arguments either for
or against privatization.

For instance, 17 of 55 (about 30 per-
cent) of the city golf course employees
were let go because of the leasing of the
two municipal courses.

Also, will the private management firm
be able to operate the municipal course
profitably without raising fees beyond what

“Everyone has to get the lawn cut.
Crews are so stretched sometimes there's
just enough time in a 7:30-to-3 p.m. day.
There's no overtime. Manpower is mini-
mal, two, three men for a field.”

Stay in touch—O'Connor keeps the
Sequoia name in front of prospective
muny/school board decision makers via
letters or telephone calls.

‘Leasing’ not an

entry-level plavers can afford? Beginning
golfers typically start on city courses.

Privatization of golf courses can be
more profitable for a municipality than a
city's operation if the municipality main-
tains a policy of recommending fee adjust-
ments on an operational need basis only.
However, if adjustments are made in line
with a capital improvement program or a
predetermined incremental percentage, the
profitability differential is eliminated and
additional capital improvements and rev-
enues can be realized under city operations.

But privatization is not the cure-all for
service delivery. All service delivery decisions
must be made on a case-by-case basis.

What works in one city may not work in

A free, trial application is not out of
question, either. “Let them see what you
can do,” advises O'Connor.

“Superintendents and public works
administrators talk to one another, so
there's some opportunity for referral there.”

—Terry Mclver

easy decision

another. However,
the lessons
learned by other
cities can be stud-
ied to shorten the
process of deter-
mining a success-
ful approach to
service delivery.

—George Kruzick, CGCS, is a golf course
superintendent with the Fort Worth Parks
and Community Services Department. He

spoke at the most recent GCSAA
Conference.

continued on page 12

TO LEASE OR NOT TO LEASE?...
Five years of managing “lease” contracts for golf course services
allows the Fort Worth Parks and Community Services Department
to make the following points:

IN FAVOR OF LEASING:

1) Guaranteed income. The leasing agree-
ment stipulates a speclﬂc mlmmum ancllor a

IN FAVOR OF SELF-OPERATION:

1) Contral. The city has total control of the
type, Mmauﬂuydwmpﬂmm

10 Landscape Management, April 1995




