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Chris Carson receives the Leo Feser Award
hris Carson, superintendent at Echo Lake Country
C
Club, is the year 2000 recipient of the Leo Feser
Award. Chris’s article “How to Keep Your Job” ap
peared in Golf Course Management, January 2000. The ar
ticle is reprinted in this issue of The Greenerside. Chris is a
past president of GCSANJ, the Education chairperson for
the New Jersey Turfgrass Expo and was also the hands down
winner of the 75th Anniversary Logo contest. Congratula
tions, Chris, it is an honor to have you represent GCSANJ.
The Leo Feser Award is given annually for the best ar
ticle written by a superintendent published in Golf Course
Management. The award is named after golf course super
intendent Leo Feser who was the chairman of a new maga
zine committee in 1933. Mr. Feser is credited for keeping
the magazine and some say GCSAA afloat during the de
pression. Mr. Feser wrote, edited and assembled each issue
of the magazine at his home. In 1955, he proposed that the
association honor the best magazine article written by an
active member. The first Leo Feser Award was presented in
1956 and then annually since 1977.
GCSANJ congratulates Chris as he writes about a com
mittee that he helped to establish and is still active in.

Chris Carson,
superintendent at
Echo Lake Country
Club.
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How to keep your job
A superintendent offers some time-honored
tricks of the trade that can help you thrive as
a professional golf course manager.
By Chris Carson
All too often we have seen colleagues lose their jobs
and then read the resulting job notice specifying the
need to “take the course to the next level.” This
phrase has been the catalyst for many discussions among
our peers, but not many people seem to grasp what these
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Tank you for your confidence in me for the past two years; it has
h
been a pleasure to serve as president of this great association. By
the time you read this I will be a “Has Been.” When I became
president of GCSANJ, I was asked to write down three goals that I would
like to accomplish during my tenure. I thought long and hard; since GCSANJ
had a solid foundation I decided that there were two special things that I
would like to see
accomplished.
I think that I had a successful two
There was no
years. That is due to an under
Standard Operat
ing Procedure
standing employer, a great Board
Manual (SOP), so
ofDirectors, everyone atAAMC and
when a new
you, the members.
member came on
to the Board of
Directors, that person had no guidelines to help in running the committees,
or what each committee is responsible for. I started to collect “job descrip
tions” from each committee chairperson and then the winter broke and
time ran out. The SOP Manual is almost complete and I will have it to the
Board for this winter.
I felt that there was a need for a directions manual. Brian Remo, the
Class “C” representative, volunteered the assistant superintendents to com
plete that task, but soon after he became a superintendent. Brian passed
the torch to Tim Kerwin, and Tim was able to make sure that the job was
completed. We owe a lot of thanks to Brian, Tim and the Class “C” Com
mittee for that.
Speaking of Tim Kerwin, he has moved on to a sales position and has
vacated the Class “C” chairperson post. It is up to the president of GCSANJ
to appoint the chairperson, so if you are an assistant superintendent and
are interested in this committee please send a letter of intent to headquar
ters. Good luck in your new position, Tim!
I think that I had a successful two years. That is due to an understand
ing employer, a great Board of Directors, everyone at AAMC and you, the
members. Everyone at Paramus Golf Course supported my efforts and that
made it a lot easier. I learned how to delegate in the past few years, so your
Board members were responsible for making things a lot easier for me. All
the staff at AAMC have been there whenever I asked, and I asked a lot.
Rick Alampi was always available and Judy Policastro is What I refer to as
“the glue that holds GCSANJ together.”
Another group that I need to thank is all the commercial members that
Continued on page 8
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golf facilities are really saying or why the previous superin
tendent was removed.
As a member of the course relations committee of the
Golf Course Superintendents Association of New Jersey, I
have had many opportunities to interview and assist facili
ties hiring new superintendents. This has given me a better
understanding of what golf facilities are seeking and why
things sometimes go wrong for superintendents.
Job security begins at home
Most golfers never visit the maintenance facility, but
obviously it’s the place where every operation begins. I be
lieve there is a strong connection between the condition of
this facility and the condition of the golf course it serves.
When the shop is neat and clean, when the equipment is
well maintained, when the whole facility seems profession
ally run and cared for, it’s almost certain the golf course will
show the same care.
When a maintenance shop is a disaster area, the crew
and golfers receive a strong message: Sloppiness, lack of
concern and low standards are acceptable here and, there
fore, also on the golf course.
Equipment, too, can tell a lot about the management phi
losophy of the superintendent. Machinery that is washed after
use and properly maintained will perform more reliably and
precisely and, as a result, last longer. Contrast that with a
“rainy day” maintenance schedule, with a chemical sprayer
caked with overspray or spills, with equipment that is put
away covered with clippings and dirt, and you have a clear
picture of an operation in need of management upgrading.
It really doesn’t take a lot more money to do this part of
your job well, but it does take commitment. When a small,
poorly funded operation shows professionalism by being
orderly and clean, the superintendent is more likely to get
more of the space, equipment or money needed for his or
her operation. If the golf facility management is convinced
you are taking care of the resources you have, it will be
more willing to support your budget request.

A good foundation
I recently visited a famous resort hotel in Virginia. While
there, I met with the general manager, who told me his com
pany had set as its prime goal the attainment of the “Five
Diamond” award. After extensive review, they decided this
goal could only be reached by improving the service orien
tation of the staff. The No. 1 focus was not on managers or
chefs or executives, but on doormen, parking valets and
counter people. By training and appropriately paying the
people who make the hotel’s first impression, the company
hoped to instill a cultural change that would improve the

entire organization.
I observed these front-line employees, and the impres
sion they made was wonderful. The hotel did achieve its
goal, and I learned the valuable lesson that a service busi
ness is improved from the bottom of the employee pyramid
upward.
It’s a lesson that all of us in the golf service business
should learn. For example, when your manager, green chair
man or president calls business peers, he or she expects the
Continued on page 4

Calendar
Dec.5

Small EngineTroubleshooting:
Rutgers University,contact Rutgers
at 732-932-9271.

Dec. 6-7

Small Engine Repair: Rutgers
University, contact Rutgers at 732932-9271

Dec. 11

GCSAA SEMINAR, Financial
Essentials for the Superintendent:TrumpTaj Mahal, Atlantic
City, NJ. Contact GCSAA at 800472-7878

Dec. 12-14

NJTA EXPO 2000:Trump Taj
Mahal, Atlantic City, NJ.Contact
NJTA at 732-821-7134

***************
Jan 3 March 16,
2001

Rutgers Golf Turf Management
School: Contact Rutgers
University at 732-932-9271

Jan 22Feb 9,2001

Rutgers Three Week Preparatory
Short Course: Contact Keith
Wilson at 732-932-9271

Feb 1118,2001

GCSAA's 72nd International Golf
Course Conference and Show:
Dal,asTexas.Contact GCSAA at
800-472-7878
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call to be answered professionally and promptly. Does that
person always receive the same telephone response when
calling your office? Telephone etiquette is your first oppor
tunity to make a good first impression, and it’s too impor
tant to leave to chance. Good managers recognize this and
teach their employees how to do it properly.
Good records are critical
Next, take a look at your record keeping. Is it complete,
with all pesticide applications, daily logs and weather infor
mation up to date?
Many superintendents take the extra step of tracking
labor hours, watering schedules and similar records. But
don’t keep records just for the sake of having records. As
long as these records serve a purpose and add value to the
operation, they are appropriate. But I’ve also seen some
operations waste a lot of time logging and tracking useless
information.
In my case, I’ve assembled a management notebook that
has proved useful over the years. Whenever I’m faced with
a new situation or problem, I make brief notes on how it was
handled, along with comments on the results obtained—good
or bad. Photographs and literature are included, as are the
pertinent comments of people from whom I sought help.
This notebook is only about 150 pages, but it contains a
valuable history of my course and my decisions. On many
occasions reviewing these notes has helped me understand
and solve recurring problems. It requires minimal time and
also helps me order my thoughts by putting them down on
paper.
In addition, this management notebook serves as a record
of my successes and failures, so it should be extraordinarily
valuable to my eventual successor. The management of my
club is aware of this record, and I believe it illustrates how I
have taken a long-range view with regard to management of
the course—a view I believe is shared by them with respect
to my employment.

It starts with people
We all know our staffs are our No. 1 asset, so managers
need to spend time tending to that asset. Building the main
tenance staff can be difficult, but it’s ultimately very reward
ing. When your staff knows what to do because of your lead
ership and wants to do it because of their own enthusiasm
and work ethic, you can make great strides on the golf course.
Enthusiasm is, in my mind, the most compelling feature
I can find in an employee. Good managers are able to har
ness and direct that enthusiasm to the benefit of the opera
tion but are rarely able to instill enthusiasm in employees
who lack it.

Sometimes expanding enthusiasm is possible. At my
club, with the help of the golf professional, we outfitted ev
ery staff member with a set of used golf clubs. This simple
and affordable idea allows my predominantly inner-city
employees to play the game and, in fact, has turned some of

A staff that understands and plays
the game is more likely to
appreciate the importance of
careful maintenance.

them into golf fanatics. We have an annual staff golf event
and encourage them to play when the course is closed. Play
ing time not only fosters their enthusiasm for the game but
helps instill team spirit. A staff that understands and plays
the game is more likely to appreciate the importance of care
ful maintenance.
The ties that bind
On an association level, GCSAA has recognized the need
for cooperation within the golf world. I think it’s entirely
Continued on page 5

Key Points
□

An orderly maintenance shop sends a clear
message of care and professionalism that
naturally extends to the care of the course.

□

Good record keeping helps improve the effi
ciency of your operation, provides a record
for your successor and tells management you
care about the course's long-term value.

□

It's critical for your job security to cultivate a
professional working relationship with facil
ity managers, especially the golf professional.

□

It's important to set high standards and goals,
but keep them realistic and in line with the
needs of your specific course.
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appropriate that, our leadership is building ties with the PGA,
the Club Managers Association of America, the USGA and
other allies. We are all in the golf business together, and
strong working ties and friendships can only help us all.
But on the golf facility level, I have seen too many in
stances of superintendents who manage their operation well,
who develop excellent staffs and who grow good turfgrass
but who also get into difficulty because they ignore the most
important relationship at the course: the one between them
selves and their managers and golf professionals.
It’s remarkable that we superintendents don’t realize how
critical this relationship is. We have even heard tales of ani
mosity and outright hatred toward pros, managers or even
green chairmen. Strained relationships can only result in
grief, and there is really no reason for it. A good superinten
dent works with, not against, these people. Certainly a green
chairman, whose role is voluntary, doesn’t have the time or
inclination for an adversarial relationship with the superin
tendent.
Though friendship is the ideal, at the very least a pro
fessional relationship must be developed and maintained.
Yes, this can be difficult in some cases, but it’s absolutely
critical for continued success in our business.
The golf professional may answer more questions about
the course and its condition in a week than you might in an
entire season. So it only makes sense for him or her to be an
advocate of your program. Your pro’s public relations skills
and constant exposure to golfers can help soothe angry pa
trons and help explain why some of your maintenance prac
tices, although temporarily annoying, are vital for the course.
For example, ask yourself what you would like your pro
to say when an influential golfer comes steaming into the
shop with questions about green aerification. The golf staff
should know why the course must be aerified and be able to
explain it in a way that eases golfers’ concerns.
Instead of offering cooperation and support, the pro
could easily say, “I don’t know why he’s messing up the
greens during the season. I told him it was a mistake, but he
just won’t listen!” Those two sentences could do a world of
damage: they should never be made and won’t be made if
you cultivate a good working relationship.
This works both ways, of course. I have seen superin
tendents ignore golfers’ needs and the requests of the pro or
manager simply because of a “power trip” or a bad relation
ship. Not cutting greens for a pro/assistant pro tournament,
not doing everything possible to accommodate an impor
tant event, or watering a green when the pro staff has it sur
rounded with golf bags for a shotgun start are surefire ways
of saying, “I don’t care about you or your role in this opera
tion.”

Listen to comments
Every superintendent must learn what is important to
his or her golfers. It is useless to focus on landscaping, wild
life protection or bunker maintenance if the green surfaces
or housekeeping are perceived as needing work. It’s easy

It's hard for most of us to take
complaints and criticism, but these
comments give us clues on how to
improve operations.

for us as course managers to concentrate resources in areas
we believe are important, but good managers listen to golf
ers’ concerns and, whenever possible, accommodate them.
It’s hard for most of us to take complaints and criticism,
but these comments give us clues on how to improve opera
tions. Many times it means compromising, but that’s what
we do—we compromise between quality turf growth and
quality golf course preparation. The successful course man
ager balances the needs of the course with the needs of golf
ers. The best managers also know, of course, when it’s time
to stand their ground, but they are always prepared to de
fend their stance with sound reasoning.
Learn the language
During my visits with directors of courses that are seek
ing to hire new superintendents or that are having difficul
ties with their current superintendents, I’ve noticed that real
Continued on page 6
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or perceived lack of communication is frequently the main
reason why superintendents get in trouble.
I know of an excellent, although extreme, example that
occurred several years ago. The relations committee of our
chapter was invited to a golf course by the superintendent to
help him solve problems with the facility’s owner. The com
mittee moderated a three-hour discussion. We always take a
neutral tack in these instances; we don’t necessarily act as
advocates for our profession or the superintendent.
In this case, the owner, who was not a native speaker of
English, was hesitant to criticize the superintendent. He be
lieved he had hired a professional, and he respected him and
his decisions. But all was not well. It was a course under
construction, and naturally there were many decisions be
ing made on the fly by the superintendent, while the owner
couldn’t understand why his suggestions were not being
taken. In his mind, they were important things he wanted
done right away. However, out of respect for his professional
superintendent, he did not put them forward as dictates but
rather as “suggestions.”
The superintendent heard these suggestions and acted
on them when he thought appropriate. In his mind, he was
prioritizing correctly and appropriately, and perhaps he was.
But he ended up without a job because he didn’t recognize
that his owner’s suggestions were high-priority items.
Although this example is based primarily on cultural
differences, the lesson is still a valuable one. Learn the lan
guage! When your owner, manager or green chairman says
he or she is not sure aerifying fairways one week before the
club championship is a great idea, is that person saying,
“Don’t do it” or “We’ll see if it works out”? Or is he or she
saying, “If we’re going to do this, we had better communi
cate why. Let’s not surprise anybody with this decision.”
It certainly can be hard to know what owners, manag
ers, committees, boards and golfers want, but the best man
agers make every effort to find out.
Set high goals
We hear so often about “raising the bar” as a metaphor
for goal setting. In high school and college I was a high
jumper on the track team. I used to set the bar higher while
stretching and warming up, then drop it back down to a chal
lenging but manageable height during practice. This gave
me something to strive for, and it was an excellent motiva
tional tool.
From my personal experience I know this works, and
every successful superintendent I have met has high goals.
Providing a vision of what the course can be is part of being
a leader, and high goals provide us with an ideal target.
Though these goals may be unattainable because of budget

constraints or physical course conditions, they do provide a
vision for the future. This vision can help you achieve suc
cess if you accept that success will not be measured by sig
nificant leaps but by small steps.

Be the leader at your course
The superintendent who thrives is not content to stand
still. He or she is always planning for improvement, setting
goals and providing the golf facility with a plan and a vision
of where it can be. From a management standpoint, this
means the budget is well thought out, well presented and
well defended. It means that a three- or five-year plan is in
place, and that plan is constantly updated and improved.
Good managers review the quality of their operations
periodically. They take a hard and honest look at every as
pect of the operation.
Every year I try to eliminate an operation that isn’t work
ing, improve something we are doing and add something we
haven’t been doing. It’s my way of challenging myself and
Continued on page 7

Aerate, amend and topdress play in 1 hour on a smooth surface
The only machine in the world that injects high volumes ofdry material.
Before you buy, contract your greens aeration to us.
Tired of drill-and-fill and time-consuming greens aeration?
The new Land Pride Dryject” injects soil amendments or
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in one pass. You’re back in play in 1 hour on a smooth

putting surface. Adjust injection depth from 2” to 10”
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No maintenance headaches.
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the staff, and it forces me to review the successes and fail
ures of the past season. When we open our minds to change,
good things usually result.
The problem with perfectionism
I began by addressing the negative message sent by
sloppy maintenance facilities and careless procedures. Let’s
also consider a situation at the opposite end of the spec
trum—an obsession with perfection.
Too many of our peers are striving for unattainable goals,
and it leads to misery. By definition, a perfectionist can never
be happy because it’s simply not possible to be perfect. This
basic fact has escaped the attention of too many superinten
dents who become overly stressed or burned out. They’ve
lost the joy that attracted them to our profession, and in some
cases job loss has resulted.
On the other hand, striving for excellence and making
the course the best it can be each year are legitimate goals
that help superintendents move forward. But remember, per
fection is not a realistic or a reasonable goal.

Taking it to the “next level”
When a golf facility’s management says it wants to take
the course to the “next level,” that means the facility wants
a superintendent who is a leader, who initiates programs
appropriate to the course and who has high but realistic goals.
That person must also be able to recognize the needs of the
staff, communicate well, manage the equipment and facility
responsibly, and know how to reconcile the needs of the
course with those of the golfers.
The people who thrive in our business recognize there
is always something else to learn, always new programs to

try, always new ways of looking at and improving their
courses.
In simple terms, you want your owner or chairman to be
able to walk through the clubhouse on Saturday morning

By definition, a perfectionist can
never be happy because it's
simply not possible to be perfect.

and receive pats on the back for the quality of the course.
Each one of those accolades translates into job security for
you.

Geo. Schofield Co., Inc.
P.O. BOX 110, BOUND BROOK. NEW JERSEY 08805

• Bunker Sands
• Construction Sands/Blends
• Topdressings
• SUPRGROTopsoil

RALPH McGILLIAN

Excavating Contractor
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mobile blending equipment.
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enlarging & redesigning existing ponds.
Can get all DEP permits

609-655-2281
1 74 Plainsboro Road, Cranbury, NJ

(732)
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have helped to support this association, both financially and
in their donation of time. I can’t list everyone or every orga
nization without risk of leaving someone out, but the next
time you attend a monthly meeting, read the signs announc
ing the sponsors. When you read The Greenerside, or note
the 75th Anniversary sponsors, take the time out to thank
those who make it so we can enjoy this association for a fair
price. I know that some of you think that is just a part of
doing business, and to a degree you are right, but when you
thank these sponsors, most will tell you that it is something
that they enjoy doing, and I believe them. If it was not for
the non-superintendents working at the monthly meetings,
those meetings would not be as enjoyable as we have come
to expect.
Being elected as president of GCSANJ will always be a
highlight in my career and my personal life. Thank you for
your faith in me. Although that was a great time as presi
dent, I have to say that the thing that I am most proud of is
being honored with the award of the Member of the Year

last year. You, the members of GCSANJ, nominated me for
that award and that makes me proud to be a part of this great
association. THANK YOU!!!
Now back to reality - I have to apologize for the late
ness of this issue, but with all my free time coming up I can
probably get the editor to keep things on schedule.
If you missed the 75th anniversary kickoff gala, you
missed a great evening (another one of those committee
things). The next issue will highlight that evening.
Sherwood Moore received the Distinguished Service
Award and Doug Vogel was honored as the Member of the
Year. These two gentlemen will be highlighted next issue
also.
For those in attendance at the Gala, I have an update.
Faith Isabelle Vogel was bom one week after the gala on
Sunday, October 29th. Doug and Susan Vogel worked very
hard to make the evening a success, and Faith showed her
true colors by letting them enjoy the evening (as much as
you can enjoy an evening out while being nine months preg
nant). Faith and Susan are doing well. Doug says she looks
just like him (she should grow out of that stage), and big
brother Noah as well as big sister Emily are getting ready to
take care of their little sister.
I leave you on that happy note and thank you all for
making my tenure as rewarding as it has been.
Sincerely,

PARTAC
GOLF COURSE
TOP-DRESSING
Ken Krausz, CGCS
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1107 Courses Landing Road
Woodstown, NJ 08098
Business Phone/Fax. (856)299-0274

Sales - Chip Presendofer
Toll Free: 888-442-2322

GCSANJ news
DISTRICT 1 CHAMPIONSHIP HELD AT
TAMCREST GOLF CLUB

Golf Course Superintendent Ken Duggan met us over
looking the pool and the hospitality even got better as the
day went on. It was a beautiful day for golf and the course
was ready to test our skills. The long drive contest was held
and $140 was donated to the GCSANJ Foundation. The dis
trict teams were set at this meeting.
The course was in great condition and the only com
plaint I heard was that it was too cold to use the pool. Not
bad for August in New Jersey. The long drive and closest to
the pin contests were sponsored by Torsilieri, Inc., Koonz
Sprinkler, Bobcat of North Jersey, Storr Tractor and Wilfred
MacDonald. Storr Tractor also was a dinner sponsor. Thank
you! The closest to the pin contests were won by Glenn
Gallion, Jim Swiatlowski, Matt Lapinski and Glenn Gallion
again. Glenn Gallion also won the long drive contest; I guess

RIGGI
PAVING, INC.
Asphalt and

Concrete Construction
Paved or Stone Pathways

Fully Insured
CALL
201-943-3913

it is easier in sales!
After the golf we were treated to a fine barbecue dinner,
prepared by District 1 Director Elliott Lewis and his wife
Adrienne. They even brought along a friend to help out!
The day and evening went great, thank you Elliott, Adrienne,
Ken and Tamcrest for making it all happen!
The third tri-annual Pelrine-Krausz golf challenge was
held during this meeting, and you are going to have to find
the play-by-play description later in this issue.
DISTRICT II BATTLES
AT COLONIA COUNTRY CLUB

By Ken Givens, District II

The District II meeting was held on August 21 at the
magnificently manicured Colonia Country Club and was
hosted by Superintendent Lance Rogers. The greens were
quick, the course is tight, and these conditions made for a
true test of golf. It is usually tough to get someone to volun
teer their golf course in August to be used for a district meet
ing. Therefore, I would like to thank Lance and Colonia
Country Club for allowing us to use their challenging course
on short notice. Maybe we could do it again next year?
I would also like to thank Storr Tractor, Koonz Irriga
tion Supply, Torsilieri Inc. and Dempsey Sales for sponsor
ing the closest to the pin prizes, and Storr Tractor and Wilfred
MacDonald for their sponsorship of the longest drive holes
on the course. A big thank you also goes out to Storr Tractor
and special thanks to Ken Kubik and Grass Roots for each
company’s food sponsorship. Great shrimp, “Kube”!
Now for the day’s stats! Twenty-one District II mem
bers teed it up at Colonia Country Club under bright sun
shine, perfect for great scoring. The six-man team that quali
fied to represent District II at the championship at Hopewell
Valley on October 23 will consist of Bob Dwyer, Lance
Rogers, Rob Finnesey, Dennis Granahan, Joe Ciccone and
Ken Givens. Bob shot the low round of the day coming in
with an 83. District II will send the following long hitters to
the long drive championship: 0-12 handicap Dennis
Granahan, 13-24 handicap Joe Ciccone, Lance Rogers, Bob
Dwyer, 25+ handicap Al Caravella, John Hyland and Ken
Kubik. The closest to the pin winners were as follows: Hole
#2 Matt Wasserloos at 8’8”, Hole #6 Rob Finnesey at 10’5”,
Hole #13 John Hyland 12’9” and Hole #16 Jack Martin
19’6”. The longest drive winners on the course were Rob
Finnesey on Hole #1 and Pete Pedrazzi on Hole #18.
Again, thank you, Lance and Colonia for a great day.
Continued on page 11
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DISTRICT III RETURNS
TO TOMS RIVER C.C.

By Shaun Barry
GCSANJ Affiliate Representative
Aventis, USA
Some superintendents lose sleep over hosting a major
tour event, but the reason Ed McSeaman is sleep deprived is
because of his friends and peers. It seems that when District
III has its annual meeting at Toms River C.C. there will be
rain and lots of it. Last year it helped end a drought, and this
year it just added to the super-saturated conditions at this
wonderful golf course.
Ed watched on a daily basis and saw the potential for

Ed McSeaman (left) adds to his collection of flags and plaques.
Ken Krausz, CGCS, does the honors.

Continued on page 12

SPECIAL OFFER!
TEST DRIVE A DUAL
Call us for a FREE
three-day tryout
in your workshop.*
□ We’ll bring the machine
right to you and pick it up.
□ No charge.

□ Your chance to precision
grind your reels on the
world’s best spin grinder.
* Subject to scheduling and machine availability.

Storr Tractor Company

EXPRESS DUAL

3191 US Highway 22, Somerville, New Jersey
908-722-9830
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problems, while all I allowed myself to see was the poten
tial for fun. Finally we reached that point where we had to
make a decision. Every superintendent who is reading this
knows what Ed really wanted to do, but we rolled the dice
and we won. The day of the event arrived and after two days
of no rain the course was now playable. The sun was shin
ing brightly, and the day was warm. We loosened up and
were enjoying the beautiful lunch that was sponsored by
Storr Tractor, but Ed, Andy and their determined crew were
still cutting and grooming right up to our shotgun start.
Most of us have played here before, and now we were
back to challenge this short and simple 9-hole course. Once
again the course taught us some humility as it did not allow
anyone to score really low. We continue to walk off the course
shaking our heads but always with a smile on our faces.

FRIED-EGG LIES GOT YOUR
MEMBERS CRYING?

Since you can’t just tell them to hit better shots Consider a sand that will stop the complaining!
GC-450 CRUSHED QUARTZITE
Bunker Sand

* No Fried-Egg Lies
* Resistant to Erosion
* Holds on Steep-Faced
Bonkers
* White Color
* Also Used to Amend
Existing Bunkers

MITCHELL
PRODUCTS
Millville, NJ
856.327.2005

District Ill's answer to John Daly. Will the final long drive
champion come from this group?

Only one person broke 80—Jim Woods shot 79. Rick
Krok had an 82, but his net 70 gave him a first for that event.
John Wantz (83) took second low gross honors, and Damon
Berardo (73) placed second on the net side. Nearest to the
pin at #2 White (Lesco) and #2 Blue (Lebanon) were Mark
Peterson (10’2”) and Harry Harsin (8’ 11 ”). Number 6 White
(Zeneca) and Blue (Bill Dempsey) had Pat O’Neill (5’1”)
and Fred Rapp (6’9”) take the prizes. Winning one skin each
were Matt Dobbie, Bob Kaufman, P. O’Neill, M. Peterson,
F. Rapp, J. Wantz and J. Woods. (As they were leaving, Matt
and Pat donated their winnings to the Foundation. What can
we say but thanks, guys!) The six lowest gross scores made
our District team. They will now represent District III at the
Hopewell Valley meeting. Jeff Theibault (85), Bill Murray
(86) and John Alexander (87) will join Mr. Woods, Krok
and Wantz on the team.
Seventy-four percent of the attendees donated toward
the Foundation, and they got a chance to qualify for the long
drive contest. Qualifying were J. Alexander, Mark Mason,
H. Harsin, J. Woods, M. Dobbie, Tim Mariner, D. Berardo,
Ken Krausz, F. Rapp and B. Dempsey. Good luck at the
championship.
With all of the golfing events completed we gathered at
the pool and enjoyed the beautiful buffet while listening to
live music and great interaction at each table. As has been
the case, nobody wanted to leave, and Ed was happy to have
us stay as long as we wanted. What a great combination,
and I do hope we can return many more times in the future.
Continued on page 13
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TWICE IS A CHARM FOR DISTRICT IV
AT BURLINGTON C.C.

By Shaun Barry
GCSANJ Affiliate Representative
Aventis, USA

A few years ago District IV elected two of their mem
bers to represent them as directors on the GCSANJ Board.
What wonderful choices—Gregg Armbruster and Brian
Minemier are quite a team. Last year Gregg hosted their
district meeting, and this year Brian volunteered (or did
Gregg volunteer Brian?). That doesn’t matter. What matters
is that the District had a place to meet. Unfortunately, Brian
had to prepare his course twice for his peers. The first meetContinued on page 14

Gregg Armbruster presents our flag to Brian Minemier for hosting
the District IV Championship.

PROformance Golf Sands
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and maintenance products:

• Pro White™ and Pro Buff™
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• Sure Play™ Top
Dressing Sands
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They are carefully washed and sized to
beautify while reducing maintenance,
Our Products meet allUSGA

Recommendations. You
can trust U.S. Silica for
expertise and technical
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• Sure Play™ Drainage
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U.S. Silica Golf Sands are
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Including 5 former Morie Co.
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For more information:

U.S. Silica Company

P.O. Box 187
Berkeley Springs, WV 25411
(800) 345-6170
Fax: (304) 258-8295
http://www.u-s-silica.com
© 2000 U.S. SILICA
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ing was cancelled because of many new lakes that appeared
throughout the course that morning and afternoon. Brian was
disappointed so he looked and found another date for the
event. This time everything was great. Mr. Armbruster once
again had the event so well organized that I expected to see
representatives from the USGA taking notes.
This turned out to be the best attended District meeting
in 2000, and their $340 was the most money collected for
the long drive contest. The Foundation thanks each and ev
ery one of the donors for their kindness. In addition to a
lunch sponsor (Lebanon) and closest to the pins (Bill
Dempsey and Lebanon), Greg received some wonderful as
sistance from local suppliers.
The day’s events started with the long drive contest, and
the qualifiers were John Carpinelli (297), Doug Larson (292)
and Bob Prickett (283). Doug and Bob were so determined
to help the Foundation that they entered twice (at least I
think that is the reason why . . .). The other qualifiers were
Tim McBrearty, Shaun Barry, Steve Malikowski, Roy
Griffiths, Brad Simpkins, Mike Uckar and Pat Wall. I know
these gentlemen will do well at the championship.
Finally we were able to head out onto the course. Our
goal was to enjoy this beautifully conditioned course with
some clubs in our hands. Obviously some people had better
clubs because their scores were great. Taking low gross hon
ors was Tom Grimac with an even par round of 72. He was
closely followed by D. Larson (74) and B. Minemier (76).
The low net winners were J. Carpinelli with a 65 (and a
gross of 75), Steve Rudich (66) and Khlar Holthouse (68).
Joining Tom, Doug and Brian on the District team were Mr.
Carpinelli (75), Tony Benfield (77) and G. Armbruster (80).
Closest to the pin winners were T. Grimac (31 ’ 1”—you

The winners at the District IV Championship.

had to be there to understand), Bob Fetzko (11 ’4”), Kevin
Driscoll (3’10” . . . were there any witnesses?) and Bob
Prickett (7’10”). Long drive winners on the course were
Brian Fieldschneider and John Betts. Walking away with
one skin each were G. Armbruster, T. Benfield, J. Carpinelli,
K. Driscoll, B. Prickett, Kent Rickenbach and S. Rudich.
The day did end with a superb meal, but not before Brian
and Gregg got sore hands from accepting the accolades from
all of the attendees. Please extend our thanks and congratu
lations to everyone at Burlington C.C. for having us as their
guests. To Brian and Gregg I say, “Another job well done,
and I can’t wait for the 2001 event!”

ANOTHER SUCCESSFUL INVITATIONAL

By Shaun Barry
GCSANJ Affiliate Representative
Aventis, USA
Copper Hill C.C. has been a part of the New Jersey golf
ing community for 75 years. Through these years this won
derful club has been active in hosting state and local tourna
ments. They continued this tradition by adding our 24th In
vitational Tournament to their schedule. This is our biggest
event of the year, and this is the one that they wanted to
have. Rob Mlynarski has been making every effort to ac
commodate us for the last five years. Problems with our
scheduling usually was the culprit in the delay. Finally ev
erything worked for us, and I am happy to be writing about
a great meeting.
Rob doesn’t get away from the club too often, and the
Continued on page 16

There is more to our Invitational than just playing golf.

It's in the Tag
Turf-Seed, Inc. and Tee-2-Green Corp, have
pledged to contribute to your Affiliated Chapter
and The GCSAA Foundations
“Investing in the Beauty of
Golf Campaign. ” Just
collect the blue tags*
and send them to The
GCSAA Foundation
along with your name and your designated Affiliated Chapter.
The staff at The GCSAA Foundation will do the rest. It’s that .
simple. Your Affiliated Chapter and The Foundation will split
$.50 for every Turf-Seed variety or mixture blue tag and/or $1.00
for every Tee-2-Green Penn Pals variety or mixture tag. This rebate
offer could provide your Affiliated Chapter with the funds to sponsor
scholarship programs for turfgrass students or local and regional research.
*To qualify, certification blue tags must be from Turf-Seed, Inc. Tag Team and/or Tee-2-Green Corp. Penn Pals varieties or mixtures. Variety
names must match the list provided here. Mixture tags must carry an M16 or M16M prefix. The tags are redeemable by sending them to
The GCSAA Foundation, 1421 Research Park Drive, Lawrence, KS 66049.

Turf-Seed Inc. Varieties and Mixtures
Perennial Ryegrass
BrightStar
BrightStar II
Catalina
Chaparral
Charger
Charger II
Citation III
Navajo
Roadrunner
Quickstart
2CB
Sunrye (246)

Turf-Type Tall Fescue
Apache II
Bonanza
Coronado
Coronado Gold
Eldorado
Monarch
Matador
Olympic II
Safari
Silverado
Tar Hee,
Tomahawk
Wolfpack

Perennial Rye
Mixtures
Alliance brand
CBS II brand
Sonoran brand

Tall Fescue Mixtures
Confederate brand
MowLess brand
Triathalawn brand
Summerlawn brand

Kentucky Bluegrass
Blacksburg
Blackstone
BlueStar
Challenger
Columbia
Livingston
Midnight
Moonlight
North Star
Opti-Green
Unique
Voyager

Kentucky Blue
Mixtures
Best of the Blues brand
Galaxy brand
Winterplex brand
Poa trivialis mixture

Call The GCSAA Foundation for more

information at (8oo) 472-7878 ext. 465.

Tee-2-Green® Penn Pals
Fine Fescues
Bighorn sheeps fescue
Discovery hard fescue
Seabreeze slender
red creeper
Shademaster II
creeping red fescue

Tiffany Chewings
Fine Fescue Mixture
Bonny Dunes brand
Bermudagrass
Savannah
Wildflower Mixtures

Creeping Bentgrasses
Penncross
Penneagle
PennLinks
Penn A-1
Penn A-2
Penn A-4
Penn G-1
Penn G-6
Seaside II
Creeping Bent Blends
Pennway (certified)
PennTrio brand
NuPenn brand

Bloomers®
Baby Bloomers®
DeBlooms™

TURT-SEED, INC.

TEE-2GREEN.

We would like to acknowledge
Turf-Seed, Inc. and Tee-2-Green
Corp, for their contributions
through this philanthropic
program.
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course shows the excellent results of his dedication. Rob,
however, is also great at including his assistants into the
equation. If you spend time with Rob you will get to know
Craig Kinsey and Pat Dolan. They make a great team on and
off the course. Reflecting this attitude was Rob’s choice of
having three teams from Copper Hill in the Invitational field.
Pretty impressive!
Just prior to playing some golf, everyone was able to
enjoy the beautifully prepared food selections. With all of
the choices and the quantities, I am not sure how anybody
was able to swing a club. It was great and nothing changed
at dinner. I think Kevin Driscoll got dizzy going from one
station to the next.
With the course being in such good condition it is easy
to understand why scores were so good. It also is evident
that we had some real golfers at this event. Fred Ricelli did
not help Vince Bracken’s team to another victory, but he did
win a closest to the pin prize. Joining him as winners in the

Rob Mlynarski accepts the GCSANJ plaque and flag from Ken
Krausz, CGCS, for hosting the 2000 Invitational.

Continued on page 17

Shearon Golf
a division of

Shearon Environmental Design
Company, Inc.
SHEARON
Knickerbocker C.C. wins the Invitational Supt-Pro and the 4-Man
Team events.

-

Construction I Maintenance

-

Restorations / Renovation

-

Design

-

Certified irrigation installers

-

Drainage Experts!

-

Custom Spray applicators

-

Arboriculture

337 Route 31, Hopewell, NJ 08525 . 609-466-0666

Taking 2ndplace for both team events at the 2000 Invitational is
the team from Sea Oaks G.C.

GCSANJ news
Mike Juliano smoked the field with a 55. What a great score!
They could not have missed too many putts.
Congratulations to all of the winners and to all of the
teams that attended, and a special thanks to our friends at
Copper Hill C.C. You treated us like members and it was an
absolutely fabulous time.

Continued from page 16

skills contests were Harry Harsin, Mike Juliano and Matt
Anasiewicz. Walking away with both of the long drives was
Ian Kunesch. Ian usually is the first entry that we receive for
the Invitational and I can see why.
Although the scores were great we did have two teams
excel. Sea Oaks G.C. is a brand new course this year, but
Ken Mathis has found some time to play or else he is just a
natural. He teamed up with his pro, Kevin Kriews (Mark’s
brother), for a second place finish (63) in the supt-pro event.
The other members of their group (Robert Stryker and
Charlie Avery) helped them also place second (60) in the
team tournament. Kevin also was low pro with a fine 72. He
won $100 cash.
Capturing both events this year was a team from a club
that has had a history of winning. The champions came from
Knickerbocker C.C. Sam Juliano and Phil Fabrizio had a
score of 60, and their team with Dr. Robert Zampieri and

UNTIL NOW, AN UNDULATING
COURSE WAS AN ARCHITECT'S
DREAM AND A MOWER'S
NIGHTMARE.

FFA LINKS DEDICATION

By Shaun Barry
GCSANJ Affiliate Representative
Aventis, USA

Dave Pease knows that I like to try and record historical
events that involve our association and our industry. He had
Bob Duncan from Howell Park G.C. invite me to the offiContinuedonpage 18

TORO C0NT0UR82
ROTARY MOWING DECK FOR THE

GROUNDSMASTER®3000 tractor.

• Four individual cutting chambers with 22 inch blades
articulate independently up to 20 degrees.
• Height of cut adjustments in 1/4 inch increments.

• Rear discharge with semi-recycling action.
• 33hp liquid cooled Peugeot diesel (two or four wheel drive)
or a 45hp gasoline fueled Ford engine.

• Additional attachments available.

Storr Tractor Company
3191 Highway 22
Somerville, NJ 08876
Form No. 97-158-T
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cial dedication of a golf hole in Monmouth County. I was
intrigued because this was news to me. At this event Bob
was honored for his efforts in helping create this wonderful
classroom and laboratory. Dave followed up on my visit with
the following thoughts. This is an abridged version of his
letter to me.
“We (MCPS) have had a long-standing relationship with
the Vocational Agricultural Program in Monmouth County.
The relationship stems from a ‘working relationship’ to bring
students out to the golf course on field trips to enlighten
them as to the opportunities that exist in agriculture, spe
cifically turf management and more specifically golf course
management.
“ . . . Matt Clement began holding field trips at Howell
Park . . . Bob Duncan took ‘special interest’ hosting clinics
. . . Illustrating directly with the teaching faculty the nu
ances of golf course management. The effort put forth by
Bob has culminated with the construction of the FFA Links
where he was technical advisor for the project. Bob has al

JERSEY
TURF INC.

717 White Horse Pike • Hammonton, NJ • 08037

609-567-7795 OR 609-561-0141

Call Jersey Turf For These Services
• VERTIDRAIN "DEEP TINE • FAIRWAY AERATION
GREENS & FAIRWAYS.
(using toro aerifiers)
• HYDROJECT AERATION
• VERTIDRAIN "FINE TINE
AERIFYING

• TOPDRESSING

• GREENS AERATION
(USING TORO GREENS
AERIFIERS)

• FAIRWAY AND ROUGH
OVERSEEDING

NEW for 2000
HINES DRILL & FILL
HINES DRILL
ROTADAIRON
RENOVATION

N.J. State Agriculture Secretary Arthur R. Brown, Jr. (left) and
special honoree Bob Duncan at the dedication of FFA Links.

ways taken a devoted interest with young students, and his
commitment to help establish the FFA Links is truly a re
markable story of dedication to giving back to the industry
and planning for the future of tomorrow’s greenkeepers. I
am extremely proud of the work that Bob has done. His un
daunted energy and personal support to this entity is a trib
ute to his steadfast desires and beliefs as a professional golf
course superintendent.”

A TREE IS PLANTED
IN MEMORY OF DR. LOUIS VASVARY

At least seven different organizations got together to
sponsor a tree planting ceremony for Dr. Lou Vasvary. While
listening to the stories about Dr. Lou there was a common
theme, he enjoyed his work with each organization so much
that each group thought that they were his favorite. I always
knew that GCSANJ was a favorite of his; I did not think that
anyone could have the same enthusiasm for so many groups.
Dr. Lou’s wife Kathy and daughter Amy each spoke
briefly. You could see that he was being remembered by all
the tears that were shed, not only by the members of his
family.
Next time you are at Cook College, stop by Blake Hall
and take a moment to remember Dr. Louis Vasvary by the
Parrotia perscia planted in his honor. Of course it is fitting
that the Persian Parrotia (a member of the Witchazel fam
ily) is an insect resistant variety."
Continued on page 19
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STEINIGER RECEIVES
PIPER & OAKLEY AWARD

Eberhard “Eb” Steiniger, long-time golf course super
intendent of the Pine Valley Golf Club in Clementon, N.J.,
has been named the sixth recipient of the USGA Green
Section’s Piper & Oakley Award.
“I am very proud to receive the Piper & Oakley Award,”
Steiniger said. “I’ve been blessed with wonderful opportu
nities to interact with the Green Section and its staff over
many years.”
The Piper & Oakley Award periodically recognizes vol
unteers who have contributed to the programs and activities
of the Green Section. It is named after Dr. Charles V. Piper
and Dr. Russell A. Oakley, who played key roles in the es
tablishment of the USGA Green Section in 1920.
This award complements the USGA Green Section
Award, which recognizes distinguished service to golf
through work with turfgrass. Steiniger also received the
USGA Green Section Award in 1970.
Steiniger began at Pine Valley in 1927, became superin
tendent in 1932 and held that position until his retirement in
1980. Steiniger has remained as a valued advisor to genera
tions of Green Section agronomists and researchers. He
served on the USGA Green Section Committee from 19741989 and the USGA Green Section Award Committee from
1974-1989. He has contributed many articles on a wide va
riety of topics to the USGA’s Green Section Record and has
been a speaker at countless USGA educational conferences
and seminars.

There was discussion on the proposed budget for the
year 2001. The final form was accepted.
Chris Holenstein stated that The Greenerside ad rates
would not increase for the year 2001.
Mickey Stachowski spoke about a report of federal au
thorities trying to reduce populations of Canadian Geese on
eastern flyways.
Jim McNally spoke about the proposed PDI. Jim also
gave a preliminary report on the national candidates. He
spoke of the GCSAA 75th anniversary plans as well as
GCSAA’s request for committee members.
John O’Keefe was selected by GCSAA to attend lead
ership-training course.
Elliott Lewis is taking suggestions for topics for the
Winter Symposium.
Five new members were accepted; they are: Darrell
Marcinek, class B, from Canoe Brook CC; Justin Santos,
class B, Canoe Brook CC; James Olivo, class C, Preakness
Hills CC; John Mclaughlin, class C, Black Bear GC; and
Continued on page 20

Your One Source...
For Water & Wastewater Solutions
Design to Construction
Treatment Services Inc.

Sadlon Environmental
GCSANJ EXECUTIVE BOARD
MEETS ON SEPTEMBER 20,2000

The September meeting of the Executive Board was
called to order at 12:35 p.m. by Vice President Ed Mellor.
Also there were: Chris Holenstein, Ken Givens, Bruce
Peeples, Gregg Armbruster, Elliott Lewis, Jim McNally, John
O’Keefe, Glenn Miller, Mickey Stachowski, Judy Policastro,
Dr. Bruce Clarke and arriving late, Ken Krausz.
Keith Wilson, from Rutgers, thanked the Board for its
support and discussed upcoming classes.
We received a thank you letter from Arnold Palmer for
making him an honorary member.
We also received a letter from the USGA wanting any
effluent irrigation users to cooperate in a study of theirs (see
related article on page 26).

We are working together to offer
complete solutions to all your
water and wastewater needs.
Our combined team offers
• Site Analysis
• System Design
• DEP Permitting
• Water Quality
Management
• Water and Wastewater
Treatment
• Water Conservation
Plans

• Recycling Systems
• Control Systems
• Civil and Mechanical
Construction
• Booster Stations
• Pump Stations/
Well Houses
• Ponds

T.S.I.

Phone: 908-904-0336 Fax: 908-359-2720
Email: nsadlon@eclipse.net
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Samuel Johnson, class AF, Northeast Design and Shaping.
There was discussion about the dues structure; no deci
sion was made.
Final by-law change proposals were presented to the
Board; the procedure for by-law changes was discussed.
Dr. Clarke noted that Rutgers hired a turfgrass physi
ologist, Dr. Bingru Huang. He also spoke of the Bentgrass
Dead Spot Study at Charlestown Springs being only one of
two projects on this disease in all of the United States. Dr.
Clarke also invited the Board to attend the dedication cer
emony of the Ralph Geiger Turfgrass Education Center on
November 17, 2000.
Bruce Peeples stated that he is preparing for the 2001

budget survey, and he asked for any input for changes.
The assistant superintendent tournament is set for Rich
mond County CC on October 30.
The drought emergency task force has a meeting set for
October 3, 2000. Glenn Miller stated that there is good dia
log with the state.
John O’Keefe stepped down as the liaison to The Alli
ance For Environmental Concerns, and Mickey Stachowski,
agreed to fill that position as he is the Government Rela
tions Chairperson, and this is a good fit.
It was mentioned that Chris Carson, superintendent at
Echo Lake CC, received the Leo Feser Award.
The meeting was adjourned at 3:45 p.m.

Wanted: Seminar alumni for roundup
reception in Dallas
eTxtron Golf & Turf is on the lookout for Future Turf
Managers Seminar alumni for a 30th reunion recep
tion during the GCSAA conference and Show in Feb
ruary 2001. More than 900 great students have passed
through the seminar, and we need your help finding them. If

Are Your Ponds Greener Than Your Fairways ?

Pond Management Services
•
•
•
•
•
•
•

Algae/weed control
Aeration
Grass carp
GPS/GIS mapping
Environmental audits
Wetland permits
Dredging

you are or know one of these individuals, ask them to con
tact Diane Ellsworth, events coordinator, Textron Golf &
Turf, at dellsworth@ttcsp.textron.com.
Many alumni have continued into prestigious ranks, in
cluding presidents of associations and superintendents of
major golf courses. “At Textron Golf & Turf, we take great
pride in providing a stepping stone from academics to the
golf course,” says Steve Yolitz, vice president of marketing
and business development, Textron Golf & Turf.
To all of the students who have passed through the pro
gram, we look forward to hearing from you and catching up
this coming February.

JAMES BARRETT ASSOCIATES, INC.
GOLF COURSE IRRIGATION

Contact us for a free quote !

pH

Princeton
Hydro, LLC

80 Lambert Lane
Lambertville, NJ 08530
Phone 609.397.5335

Consulting and Engineering Services for Water and Wetland Resources

JIM BARRETT
PRESIDENT

P.O.Box 853
Montclair, NJ 07042
973-744-8237
Fax 973-744-0457

DESIGN AND CONSULTING

Healthy greens
Reprintedfrom the Leader Board.
Mst golfers will brave rain and cold weather to
o
play a round, according to a recent online survey
by the National Golf Foundation and USA To
day. Almost 15 percent of the 600 respondents said they
have even played when snow covered the course completely.
Almost 60 percent reported playing when the temperature is
as low as 40 degrees. Almost 12 percent said they are will
ing to play if the temperature is below 30 degrees.
However, few subjects raise such an emotional response
from golf course superintendents and golfers alike as winter
play. How do you balance winter play with protecting the
playability of your course during the rest of the year?

Damage
Thinning of the turf due to direct wear injury is an obvi
ous and significant result of winter traffic. Unlike during
the growing season, when turf is able to regenerate new

The Best
Liquid Fertilizers &
Soil Amendments
Available Today!

Contact-.

PLANT FOOD COMPANY, INC.
The Liquid Fertilizer Experts

PLANT

FOOD
COMPANY, INC.

38 Hightstown-Cranbury Station Road,
Cranbury, New Jersey 08512
♦ Phone:(609)448-0935 ♦ Phone:(800)562-1291
♦ Fax:(609)443-8038
www.plantfoodco.com E-Mail: pfc@plantfoodco.com

leaves and stems to replace injured tissue daily, fall and win
ter weather completely halt turf growth in many parts of the
country. The grass is continually thinned throughout the fall
in direct proportion to the amount of traffic. Greens played

Winter play can do an inordinate
amount ofdamage to the health and
playability of the greens in relation to
the number of rounds.

during the winter season tend to be hard, slow and bumpy,
and are slower to develop during the spring compared to
greens that are not subjected to fall and winter traffic. Foot
printing is often a problem, and golfers tend to complain
about the lack of trueness, even after several top dressings
in the spring and early summer. Repairs are expensive and,
in some cases, the green may have to be kept out of play for
days or weeks until the new turfgrass is established.
Suggestions
While most superintendents won’t advise closing the
entire course during late fall or early winter, many would
advise a short delay while the frost melts. Delays preserve
the quality of the greens, prevent needless repairs and may
even save golfers a few strokes the next time they play. Your
golf course superintendents can also construct temporary
greens or possibly design a winter course with course play
backwards from green to tee, with the tee serving as the
target point.

Factors to consider
Winter play can do an inordinate amount of damage to
the health and playability of the greens in relation to the
number of rounds. Every golf course considering winter play
should question whether or not it is worth the risk of dam
aging the greens and affecting their playability for a signifi
cant period during the regular season by allowing a rela
tively small percentage of a facility’s golfers to use them at
that time.

Frost delays
How can a footprint be a killer?
When it’s a footprint made on a putting surface that’s cov
ered with frost. It’s hard to believe that simply walking across
a golf green covered with frost can cause so much damage,
but the proof will be there in a few days as the turfgrass dies
and leaves a trail of brown footprints. That’s why most
courses will delay starting times until the frost has melted.
And it’s also why golfers who appreciate a quality putting
surface will be patient during frost delays.

Why does frost cause problems?
Greens are fragile. The putting surface, or green, is an ex
tremely fragile environment that must be managed carefully
and professionally. Remember that every green is a collec
tion of millions of individual grass plants, each of which is
a delicate living thing. Obviously, Mother Nature never
meant for these plants to be maintained at 3/16 or even 1/8
of an inch for prolonged periods. This stress makes greens
constantly vulnerable to attacks from insects, disease, heat,
drought, cold—and frost. Frost is essentially frozen dew. It
can form when the temperature (or wind chill) is near or
below the freezing point. The ice crystals that form on the
outside of the plant can also harden or even freeze the cell

structure of the plant. When frosted, the normally resilient
plant cells become brittle and are easily crushed. When the
cell membranes are damaged, the plant loses its ability to
function normally. It’s not much different than cracking an
egg. Once the shell is broken, you can’t put it back together.
The proof is in the prints
Although you won’t see any immediate damage if you walk
on frosted turf, the proof will emerge within 48 to 72 hours
as the leaves die and turn brown. And, since just one four
some can leave several hundred footprints on each green,
the damage can be very extensive.

Thanks for understanding
The damage isn’t just unsightly—putting quality will also
be reduced until repairs are made. Those repairs are expen
sive and, in some cases, the green may have to be kept out
of play for days or weeks until the new turfgrass is estab
lished. A short delay while the frost melts can preserve the
quality of the greens, prevent needless repairs and may even
save you a few strokes the next time you play.

Editors Note: Feel free to post this in the clubhouse.

Hardgoods - 973-473-3393

Nursery - 973-473-2749

Fax - 973-473-4402

THE PRO’S CHOICE
Grass Seed
Fertilizers
Insecticides
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Fungicides
Herbicides
Mulches
Tools

Stone

Soil
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TERRE Co
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Dealing with difficult negotiators
By Michael Chaffers

Mre often than we would like, we find ourselves
o
negotiating with people who are rude, belligerent or dishonest. These people may lie, threaten
us or refuse to listen to our ideas. We might ask for a salary
raise, and they belittle our value or our contribution to the
company. Such negative tactics can easily provoke a recip
rocal response from us; that is, confronted with such nasty
behavior, we push back just as hard. This confrontational
situation produces deadlocks and often damages our work
ing relationship with the other side. Thus, we hinder our
ability to achieve our goals for the negotiation. A key part
of being an effective negotiator is responding to such ag
gressive behavior effectively and constructively. The fol
lowing tips should help you effectively deal with the diffi
cult negotiator.

Reflect, don’t react.
Many people respond to difficult negotiators by getting
flustered, withdrawing from the conversation, mirroring the
other side’s activities—or even conceding the point. By re
acting to difficult negotiators, you allow them to dictate the
course of the negotiation and give them more power over
you.
Reflect; don’t react. Don’t say anything right away, no
matter how angry or frustrated you might feel. Relax, let off
steam and stay in control of yourself—maybe by counting
to ten or calling a caucus or a timeout. Allow them to con
tinue their obnoxious behavior, if they wish: when they at
tack your ideas, don’t defend them; if they attack you, don’t
counter. Focus your energy on developing an effective strat
egy.
1.

Ask yourself, why might they be acting this way?
Strange as it may seem, most difficult negotiators are
not really difficult people. They may be normal folks who,
when presented with tough problems or situations, act in
ways that aren’t very constructive. Or, they might be people
who have learned ineffective ways to negotiate. Before writ
ing them off, put yourself in their shoes and see if you can
find reasons for their behavior. Are they under severe time
pressures? Are they overburdened with responsibilities and
demands? Do they lack experience in negotiating the items
you are discussing? None of these reasons excuses their rude
ness, but it may help you understand their motivations and
see them as people with whom you can work.

2.

Ask yourself, am I contributing to the problem?
Occasionally, difficult negotiators are only reacting to
our provocative actions. If we interrupt them, belittle their

3.

views or refuse to discuss alternatives to our proposals, then
it should not surprise us when they act the same way. Be
coming aware of our contribution to the problem, and tak
ing ownership of it by apologizing and changing our behav
ior, can be a powerful tool in changing the activities of the
other side.
Decide if you want to change the game.
It is not always worth the trouble to directly confront
difficult negotiators. It may be that their tactics are not pre
venting you from attaining your goals. Perhaps they are vin
dictive, powerful managers, and you cannot afford to cross
them. Or you might believe that you play their game better
than they do; that is, you think you can achieve your goals
in spite of being difficult yourself. Of course, you can choose
not to do anything to change their behavior—just make sure
this is a conscious choice and not an emotional reaction.

4.

To change the game, negotiate the process.
A particularly effective strategy for changing difficult
negotiators’ behavior is to directly address the problematic
approach, share its negative impact on you and suggest a
better process for negotiating your issues. Display the be
havior you want them to exhibit. When they attack your
views, hear them out, acknowledge their point and their right

5.

Continued on page 24

How to hire a general manager
GSAA has made available to all members a new
C
booklet entitled “How to Hire a General Manager.”
While this booklet is aimed at employers and own
ers of golf courses, GCSAA would like the membership to
know of its availability to golf course superintendents. Some
of the information in it should be of interest to superinten
dents who are interested in pursuing a career as a general
manager. Also, if a superintendent has a general manager
position open at their facility and he/she is interested in it,
this booklet would be helpful to pass along to their employer.
The “How to Hire a General Manager” booklet is compli
mentary to GCSAA members and can be ordered by calling
the Service Center at 800-472-7878.
The Club Managers Association of America (CMAA)
has extended an offer to GCSAA members to take courses
presented through CMAA. This should be of interest to golf
course superintendents who are interested in broadening their
skills to pursue a career as a general manager. Refer to the
CMAA web site at www.cmaa.org or call 703-739-9500 for
more information.

Dealing with difficult negotiators
Continued from page 23

to disagree with you, and then reframe whatever they say as
positively as you can. Avoid rejecting their positions. In
stead, ask problem-solving questions (e.g., “How might we
do that?”). When you make your points, share your reason

Don 7 Fall Into The Same Old Trap
Call on TILCON NEW JERSEY
to supply all your course needs.

Washed Sand - Crushed Stone
Screened Top Soil

TILCON NEW JERSEY
1-800-789-ROCK (7625)

ing and data—not just your conclusions. Explain to them
how it is mutually beneficial to negotiate amicably with
you—the negotiations will be more efficient and you will
be able to develop more creative ideas if you listen to one
another. As a result, they will be more likely to achieve their
goals in the negotiation.

6. Never forget that you can always walk away.
Some difficult negotiators may resist all your attempts
to modify their behavior. Do not feel trapped in the negotia
tion as a result. Instead, exercise your choice to walk away
and pursue alternative actions that address your needs and
objectives. Your aim is to bring difficult negotiators to their
senses, not to their knees. Rather than threatening to march
out the door right away, warn them that you may have to end
the negotiations and find more productive ways to accom
plish your goals.
Summary
Difficult negotiators can’t always be avoided. When you
have to deal with them, don’t allow their behavior to deflect
you from achieving your goals. Don’t be difficult just be
cause they are.

You're never too young to associate
Reprinted with permission from the American Society of
Association Executives

member or committee chair. Past presidents are also excel
lent resources for the novice.

re you just getting started in your career? Or maybe
A
you’re in a transition to a new profession. The logi
cal place to call “home” as you begin to climb the
ladder to success is your association. That’s because each
step is easier with the support and assistance your associa
tion provides.
You’ve probably been “associating” all your life with
out realizing it, from being a Girl Scout or Boy Scout or a
member of a hobby club to joining a fraternity, sorority, or
neighborhood civic group. But now—as an adult career
starter—you’ll see how becoming actively involved in your
association is one of the greatest investments you can make
in your career.
Here are seven tips to get you started:

Be honest and up front with potential mentors
Have clear ideas on how you’d like to interact. Will it
be regular phone calls or breakfast meetings? Meet an hour

Create a map
Take a look through your association newsletters and
listings of upcoming events. Target names, places and dates,
and keep these as your landmarks to reach your desired des
tination.

Make tracks
Associations offer numerous opportunities to meet, greet
and network with people who have been doing what you’re
doing for a lot longer. Go beyond the luncheons and more
formal gatherings to casually speak with a fellow member
in the hallway or while you’re in line. Experienced associa
tion members can answer your questions and are happy to
introduce you around.
Bring your cards
As you hand your business card to an associate, point
out something on the card, your fax number, e-mail address
or mention your office location. This helps the card receiver
match the name with the face and will make your next con
tact more productive.

You've probably been “associating”all
your life without realizing it, from
being a Girl Scout or Boy Scout or a
member ofa hobby club to joining a
fraternity, sorority, or neighborhood
civic group.
before or after association functions. Arrange regular lunch
meetings to discuss specific issues and challenges you’re
facing. It may be hard to imagine, but you have something
to offer the mentor as well—a new perspective and fresh
Continued on page 26

GCSAA Education
Financial Essentials
for the Superintendent
Monday, December 11, 2000; 8:00 am to 5:00 pm
Trump Taj Mahal Resort & Casino; Atlantic City, NJ
Held in conjunction with the New Jersey Turfgrass Expo 2000

Find a mentor
For career starters the greatest asset is a mentor. Your
mentor is a seasoned professional who you turn to and count
on for expert advice and guidance. There’s no better place
to find a mentor than in your association.

Look everywhere
Is there a member that keeps popping up in the newslet
ter or that is located nearby? At your next association meet
ing, search for an individual who has a lot to say and ap
pears knowledgeable about your industry. Consider a Board

Member Fee: $110; Non-member Fee: $165
CEUs: 0.7; Code: 01RS110-01
Brought to you by the GCSA of New Jersey and GCSAA
Sponsored by Textron Golf & Turf

TEXTRON
GOLF & TURF

For more information or to register,
Call (800) 472-7878

Effluent Irrigation? If you use it the
USGA needs your help
he United States Golf Association, in cooperation
T
with the American Water Works Association, is de
veloping a database of golf courses that use some
form of wastewater effluent for irrigation. If you are cur
rently using reclaimed or recycled water or if you plan a
conversion in the next few years, the USGA would like to
hear from you.

The information needed at this time is the course name
and address, along with the superintendent’s name, phone
number, fax number and e-mail address if available. Fax
this information to Gary Grinnello, chairman of the Recycled
Water Committee at 702-258-7191.
If you have any further question, contact Mike Huck,
agronomist, Southwest region, USGA at 714-542-5777.

You're never too young to associate
Continued from page 25

Get involved
Go beyond writing a check to your association and get
involved on a personal level. Volunteer for a standing com
mittee or help plan an event. Have you noticed the individu
als in leadership positions? Take their heed, give your asso
ciation a little of your time and talents, and you’ll reap great

rewards.
Your first few association events may be a bit over
whelming. Relax, you’ll quickly adapt to the hustle and
bustle. Soon you’ll be the one sharing your experience and
expertise with fellow members. It’s a great tradition to fol
low as you near the top of the ladder to success.

Hunter

EARNING YOUR RESPECT

GOLF

BoardTronics inc.
SyncroFlo, Inc.

SyncroFlo Eagle Pumps

Controller Board Repairs

Aqua Master Fountains

olf course irrigation is a new game of sophisticated products and advanced
technologies. At Century Rain Aid, we are proud to represent Hunter Golf,
the leader in innovative control systems and manufacturer of the world’s
best-selling rotors.

G

The Century golf team can also assist with a wide range of services essential to golf
course maintenance, including controller board repairs (toll free: 888-855-9132),
fountains, pumps, landscape lighting and more. Call today for a free Century Golf
Course Supplies Catalog or on-site consultation: 800-642-3706.

Advanced Products
Reliable Service

Century Rain Aid
More Than 130 Branches Coast to Coast
www.rainaid.com • email: rainaid@rainaid.com

2000 Patron Directory
ADVANCED AGRO TECHNOLOGIES, INC.
DryJect,Axis
Peter van Drumpt - Chris desGarennes Chris Collins
(732) 922-4743

DuBROW'S NURSERIES INC.
Certified Landscape Architects,Ground
Management
Michael Branch - William Mulvaney
(973) 992-0598

ALPINE THE CARE OF TREES
Arboriculture Firm
Bobbie Carlos - Wendy A. Riehm, Designer
(847) 394-4220

EARTHWORKS
Natural Organic Fertilizer & Soil Condition
ers
Joel Simmons
(800) 732-8873

AQUARIUS IRRIGATION SUPPLY, INC.
Wholesale Irrigation Supplies
David Beausoleil - Renee Mure - Joe Jaskot
(973) 423-0222, (800) 922-0717

AQUATROLS
Soil Surfactants
Phil O'Brien
(856) 573-9795

AT SALES ASSOCIATES
Premium Sod for Golf Courses
Chip Presendofer - Owen Regan
(215) 886-6011, (401) 465-8066

ATLANTIC MILLS INC.
Accessories
Jack Brady - Diane Hill - Bill Vogel
(800) 583-3465
♦ AVENTIS ENVIRONMENTAL SCIENCE
Plant Protectants
Shaun M. Barry
(732) 846-8173
JAMES BARRETT ASSOCIATES, INC.
Irrigation Design & Consulting
Jim Barrett
(973) 744-8237

BAYER CORPORATION
Chemical Mfg.
Jeffrey Weld
(973) 208-2418
BLUE RIDGE PEAT FARMS
Topdressing - Construction Mix - Sand Potting Soil
Gene Evans
(717)443-9596
BOHM'S SOD FARM
Growers of Premium Golf Turf
David Bohm
(800) 624-1947
THE BRUEDAN CORPORATION
Golf Cars
Peter Siegel - Mike Gesmundo
(800) 535-1500

CENTURY RAIN AID
Hunter Golf
Phil DeMarco
(800) 642-3706
CHIPCO
Manufacturer of Plant Protectant
Chemicals
Greg Hutch
(732) 929-4657

CLEARY CHEMICAL CORP.
Turf & Horticulture Chemicals
Bryan Bolehala
(732) 329-8399
ALAN G. CRUSE INC.
Golf Course Materials
Alan Cruse - Jim Cruse
(973) 227-7183; Fax 973-227-1984

COUNTRY VIEW, INC.
Design, Renovation, Construcation & Root
Zone Mixes
Scott A Bills - Dave Barle
(800) 284-9701; Fax (732) 560-0535
E-mail cvi560@aol.com

EGYPT FARMS INC.
Soils
Steve Chirip - Dean Snyder - Dave
Cam ma rota
(800) 899-7645, (410) 335-3700
E/T EQUIPMENT CO.
John Deere Golf & Turf Distributor
Dick Neufeld - Tom Fallarcaro - Kevin
Collins
(914) 271-6126

LESCO, INC.
Manufacturer and Supplier to the Green
Industry
Craig Lambert - (973) 663-3368
Brad Simpkins - (609) 758-7620
Greg Moran - Tim Reinagel - (800) 321-5325

WILFRED MacDONALD, INC.
www.wilfredmacdonald.com
Turf Equipment
Chris Hunt - Mike Pelrine
(888) 831-0891

RALPH McGILLAN EXCAVATING
Lakes and Ponds
Ralph
(609) 655-2281

JOSEPH M. MERCADANTE, INC.
Golf Course Construction
Joseph J. Mercadante - Robert T. Mercadante
(973) 467-8622; Fax (973) 467-2225

RIGGI PAVING INC.
Frank S.Riggi, Jr.
(201)943-3913

SADLON ENVIRONMENTAL
Environmental Consultant
Nancy Sadlon, John Sadlon
(732) 560-9377
GEO. SCHOFIELD CO., INC.
Golf Course Maintenance & Construction
Materials
Adam Geiger - Wes Perrine
(732) 356-0858

THE SCOTTS CO./TURF PARTNERS
Fertilizers,Turf Protectants, Seed & Growth
Regulators
Fran Berdine - (914) 361 -4105
Steve Rudich - (610) 253-4003
SHEARON ENVIRONMENTAL DESIGN
Golf Course Design and Construction
Chip Kern
(609) 466-0666, (215) 828-5488

FERTL-SOIL TURF SUPPLY
Golf Course Supplies,Topdressing & Divot
Mixes
Marty Futyma - Cathy Futyma-Brown
(908) 322-6132; Fax (908) 322-6332

METRO MILORGANITE, INC.
Barley Straw, Echo Chlorothalonil, Biobarrier,
Golf Course Supplies
Scott Apgar - (914) 282-0049
Ernie Steinhofer- (914) 760-6112
Office - (888) 217-1039, Fax (203)-743-0458

FINCH TURF EQUIPMENT
John Deere Equipment
Dennis DeSanctis - Bob Fields - Fred
Blaicher
(215)661-0390

MITCHELL PRODUCTS
Treated Topdressing,TriCure Surfactant,
Construction Sands & Mixes
Dave Mitchell
(609) 327-2005

FISHER & SON CO., INC.
SuperiorTurf and Horticultural Products
Alan Phillips - Mike Fisher
(856) 478-6704

MONTCO PRODUCTS/SURFSIDE
Wetting Agents & ZAP! Defoamer
Bob Oechsle - (215) 836-4992
Information - (800) 401-0411

STULL EQUIPMENT COMPANY
Turf Equipment and Supplies
Bob Fetzko - Charlie McGill
(800) 724-1024

GOLF CARS, INC.
Distributor of Golf Cars & Utility Vehicles
Jon F. Schneider - John A. Czerwinski - Paul
H. Szymanski
(215) 340-0880

NATIONAL SEED
Lawn Seed
Ken Griepentrog - Sky Bergen - Barry Van
Sant
(800) 828-5856, (732) 247-3100

TEE AND GREEN SOD INC.
Sod Supply and Installation
Owen Regan - David Wallace
(401)789-8177

GO WILD! NATURAL RESOURCE
MANAGEMENT
Wildlife Consulting, ACSS Certification
Consulting
Christopher J. Markham
(973) 726-0995

NOVARTIS TURF & ORNAMENTAL
Turf Chemicals
John D. Fowler
(610) 998-2896

THE TERRE CO.
Grass Seed, Fertilizer,Chemicals,Top
Dressing
Byron Johnson - Bob Schreiner - Pat
O'Neill - Peter Glanvill
(973) 473-3393

GRASS ROOTS, INC.
Distributor of Golf Course Maintenance
Supplies
Ken Kubik - Keith Kubik - Jay McKenna
(973) 361-5943
REES JONES, INC.
Golf Course Design
Rees Jones
(973) 744-4031

STEPHEN KAY, GOLF COURSE
ARCHITECTS
Golf Course Design, Master Planning
Stephen Kay - Doug Smith - Ron Torek
(914) 699-4437
KOONZ SPRINKLER SUPPLY, INC.
Irrigation Distributors to Golf
William F. Koonz,Sr.
(973)379-9314

LEBANON TURF PRODUCTS
Fertilizer, Seed, Mulch, Control Products
John Farrell
(800) 532-0090
LEON'S SOD FARMS
Sod Farm
Samuel Leon - Diane Leon Berger - Irene
Leon
(908) 996-2255

P & P EXCAVATING INC.
Excavating, Ponds & Lakes
Bob Laner
(973) 227-2030, (973) 227-2819
PARTAC PEAT CORPORATION
Premium Top-Dressing & Construction
Mixes, Golf Hole Targets,Turf Blankets &
More
Jim Kelsey
(800) 247-2326, (908) 637-4191
PAVALEC BROS. GOLF COURSE
CONSTRUCTION CO., INC.
Golf Course Construction
Anthony Pavelec
(201)667-1643

PENNINK ARRIMOUR GOLF INC.
Golf Course Construction & Restoration
Tom Ristau - Brian Ruhl
(215)914-2490

PLANT FOOD CO., INC.
Fertilizer Supplier
Ted Platz - Anthony Rippel (Rip) -Tom
Weinert
(609) 448-0935, (800) 562-1291
E-mail pfc@plantfoodco.com
♦ REED & PERRINE SALES INC.
Fertilizer & Grass Seed Manufacturer/
Distributor
Matt Anasiewicz - Chris Zelley
(732) 446-6363

STORR TRACTOR COMPANY
Turf and Irrigation Equipment, Environ
mental Products & Services
Fred Rapp - Blair Quinn
(908) 722-9830
WILLIAM STOTHOFF CO., INC.
Well Drilling, Pump Sales and Service
David C.Stothoff- Bill Snyder
(908) 782-2717; Fax (908) 782-4131

♦ TURF PARTNERS, INC./ECO SOIL
SYSTEMS
Biologicals, Plant Protectants, Fertilizer,
Seed
Steve Rudich - (610) 253-4003
Fran Berdine-(914) 361-4105
(800) 228-6656

TURF PRODUCTS CORPORATION
Golf Course Suppliers
Buddy Rizzio - Ron Lake - Jim Dempsey
(973)263-1234

♦ TURFNET ASSOCIATES, INC.

Information Services for the Golf Course
Industry
Peter L. McCormick
(800)314-7949
UNITED HORTICULTURAL SUPPLY
Fertilizer, Grass Seed, Chemicals
Gerald Fountain - Richard Baker - Keith
Lord - Tom Hughes
(732) 296-8448
Rich Bernard - (609) 414-9185

♦ WESTCHESTER TURF SUPPLY
Accuform Rakes - Miltona Turf Tools,
Pesticides, Fertilizer, Seed
Bob Lippman,Sr.- Bob Lippman,Jr.
(914) 621 -5067, Fax (914) 621 -7180

♦ New Patrons for 2000

KOONZ Sprinkler Supply, Inc.

Irrigation supplier to the
Golf Course Superintendent
No one knows irrigation like Koonz

800-772-8486
39 Waverly Avenue, P.O. Box 55
Springfield, NJ 07081

Rain Bird

GREEN-RELEAF.

