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TEEING OFF

ARE THEY REALLY 
COLLABORATING? 

H arrogate, England, and London are separated by 210 driving miles. Another 4,580 nautical 
miles separate London from Phoenix. Daytona Beach is 3,727 nautical miles from London. 
Daytona Beach is another 1,606 nautical miles from Phoenix . Flying from Phoenix back to 

Florida, Orlando specifically, requires traveling 1,606 more nautical miles . 
Everything above assumes somebody finds — and can afford — direct flights.
If miles and maps aren’t your thing, study this early 2024 calendar:

• BIGGA Turf Management Exhibition, Jan. 23-25, Harrogate, England 
• Sports Field Managers Association Conference and Exhibition, Jan. 22-25, Daytona Beach  
• GCSAA Conference and Trade Show, Jan. 29-Feb. 1, Phoenix 
• Turfgrass Producers International Education Conference and Field Day, Feb. 4-8, Orlando 

Somehow a few companies found a way to support all four events. These companies deserve more 
than a “thanks.” They deserve better from the associations they play huge roles in supporting.

For all the chatter, press releases and social media postings about partnerships, alliances and collab-
orations, the organizations responsible for leading the turfgrass industry are myopic when it comes to 
their revenue-generating meetups. Never mind they are all seeking financial investments from the same 
corporate pot. Fortunately, that pot has increased the past four years, thanks to record U.S. golf play.

The turfgrass industry is cyclical. The corporate pot will eventually contract. And then what? 
Associations exist to serve their members and the industry has some wonderful groups dedicated to 

promoting member-oriented efforts and initiatives. But modern associations can’t optimally function 
without corporate support. Turfgrass associations must engage many of the same companies to fund their 
programming, staffing and advocacy. By not scattering significant turfgrass industry events over multiple 
months, associations are creating expensive and exhaustive scenarios for midsize and small companies. 
Family plans were shuffled or delayed in late January and early February. Office productivity was lost. 

Event planning represents a tough — and big — business. Schedules must be set years in advance. 
Everything appears seamless on the show floor. Behind the scenes, dozens of dedicated employees are 
sweating, knowing the viability of their association hinges on the attendee and exhibitor experience. 
Forcing exhibitors to be in multiple places with little recovery time threatens their experience. 

Nothing is likely to change in the next few years. Securing quality venues requires advance booking. 
At least six months are implausible for national/international events because of the immense workloads 
facing superintendents, sports field managers and turf producers during peak-demand periods. The 
work calendar leaves October, November, December, January, February and March as event options.

Creating a cushion between events means association leaders must proactively communicate with 
each other. Conversations about who’s holding events when and where in 2028, 2029 and 2030 should 
already be occurring. A consensus about what’s best for members and exhibitors must be reached. The 
brightest leaders will grab the phone or craft emails to fellow association leaders. Waiting for somebody 
else to make the first call or a concession doesn’t provide effective solutions.

Many of us consider what we do and the people we serve as the center of the working world. That 
mentality protects us and our stakeholders. It also can make it tougher for others to do their jobs or 
support our efforts. A few groups might have to surrender a traditional date in the spirit of collaboration. 

The GCSAA, BIGGA, SFMA and TPI are interconnected. Their members are trying to produce 
and maintain the highest quality turfgrass within the means of their allocated resources. If enough 
people comprehend the value of high-quality turfgrass, corporations will find and support our industry. 
Associations will flourish, thus extending the tradition of tremendous advocacy and programming.  

Unfortunately, it’s not all bling, all the time for the turfgrass industry. Economies collapse and rec-
reational habits change. Will companies be able 
to justify three straight weeks of jet-setting, enter-
taining, networking and supporting interconnected 
efforts in 2029 like they did in 2024? 

Now is the time to talk it out. 

Guy Cipriano
Guy Cipriano
Editor-in-Chief
gcipriano@gie.net
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 Tom Valentine of Aquatrols. 

Kaminski Award winner Chad Allen is front 
and center.

NOTEBOOK

CELEBRATION 
TIME
Golf Course Industry and Aquatrols honored the 2024 Super Social Media Award 
winners during the rebranded Social Media Celebration at the GCSAA Conference 
and Trade Show in Phoenix. Recipients included: 
• Kaminski Award: Chad Allen, The Club at Chatham Hills, Westfield, Indiana
• Conservation Award: Ian Gallagher, Sand Ridge Golf Club, Chardon, Ohio 
• Super Social Media Award: Zach Bauer, CDA National Reserve, Couer d’Alene, 

Idaho
• Super Social Media Award: Emily Casey, Seven Canyons, Sedona, Arizona 
• Super Social Media Award: Dr. Ben McGraw, Penn State University, University 

Park, Pennsylvania
• Super Social Media Award: Jeremiah Mincey, Savannah Quarters Country Club, 

Pooler, Georgia 
• Super Social Media Award: Ty Robb, Treasure Coast GCSA, Port St. Lucie, 

Florida, and Rob Uzar, Hammock Creek Golf Club, Palm City, Florida 

Left to right, Ian Gallagher, Emily Casey, Zach Bauer, Chad Allen, Dr. Ben 
McGraw, Rob Uzar and Ty Robb (in paper cutout spirit).
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NOTE  BOOKNOTE  BOOK

Turf journey of a lifetime
By Judd Spicer  

P art-agronomy study, part-self-ex-
ploration, a pair of young men en-
deavored the turf trip of a lifetime 

via the inaugural “Turf Across America” 
internship program.

Concepted by Bryan Stromme, vice 
president of agronomy at Century Golf 
Partners, and Scott Bordner, director 
of agronomy at The Union League of 
Philadelphia, the debut program provided 
a coast-to-coast opportunity for selected 
participants Will Bolin and Alex Loesch.

In the spring through fall months of 
2023, the pair of future superintendent 
hopefuls interned at Union League 
National in Swainton, New Jersey. In 
November, they arrived at PGA WEST in 
LaQuinta, California, for the second part 
of their year-long internship.  

The tandem linked locales with a 

3,200-mile, cross-
country drive 
that included 
scheduled tour 
stops at some of 
the nation’s most 
celebrated clubs. 

From right to 
left coast, the pair 
has learned about 
grass, themselves 
and high-end 
agronomy working environments.

Amid their time at PGA WEST, Bolin 
and Loesch took a moment away from 
helping to prep for the PGA Tour’s annual 
American Express desert stop to discuss 
their journey.  

“I think they’re completely different,” 
the 22-year-old Bolin, a native Texan, says 

of the program’s 
inverse host prop-
erty turfgrasses. 
“The East Coast: 
high humidity, 
stays wet, lot of 
disease. Here, 
they don’t really 
spray fungicides; 
it’s mainly just 
wetting agents 
because of little 

rain. And then, there’s not really any 
Bermudagrass up there; little bit of zoysia, 
but really not on the course.”

Along with turf differences, the intern 
pair also found dichotomy in coastal 
cultures.

“The people are definitely different,” says 
Bolin, adding that he’d been gently ribbed 

Will Bolin, left, and Alex Loesch traveled for turf.
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for his joven Spanish. “This (desert) re-
minds me more of home. Up there in New 
Jersey, there were no tamales. Being from 
Texas, with so many Californians moving 
there, and now my being here, I can see 
a lot of the stuff that people brought with 
them to Texas.” 

Adds Loesch, a 19-year-old New Jersey 
native: “The language barrier has been a 
learning experience, with most of the team 

speaking Spanish. I got a heads-up on that 
from my boss in Jersey, Scott Bordner. I 
probably should have paid a bit more atten-
tion (during Spanish class) in school. But 
I’ve adapted out here a little bit.”

Such workplace malleability has been as 
much of a lesson for the two as the wealth 
of knowledge they’ve gained about turf 
management practices.

“The guys when we got here said this, 

and I’ve heard other people at our other 
stops say pretty much the same, is that this 
business is 50 percent about people,” Bolin 
says. “It’s really about organizing people, 
knowing and finding people’s strengths, 
being on the same page and that your team 
is only as strong as the weakest link.” 

His fellow intern concurred.
“What I learned most is about working 

with people, the importance of a strong 
boss and how to get along with everybody,” 
Loesch says. “I mean, people are gonna 
butt heads sometimes.”

Of course, for a pair of young men 
finding their respective ways in the world, 
the journey had as much impact as the 
destinations. 

En route from Jersey to La Quinta, the 
six-stop tour included: The Country Club 
in Cleveland, Ohio; Chicago Golf Club in 
Wheaton, Illinois; Sand Hills Golf Club in 
Mullen, Nebraska; Castle Pines Golf Club 
in Castle Rock, Colorado; Shadow Creek 
Golf Course in Las Vegas, Nevada; and An-
them Country Club in Henderson, Nevada. 
Along the way, the two had time for pit 
stops at the Pro Football Hall of Fame in 
Canton, Ohio, and a stroll down the Vegas 
Strip. They also visited the Golf Course 
Industry headquarters in northeast Ohio. 

While Bolin and Loesch drove in sepa-
rate cars (Bolin in his Ford F-150; Loesch 
in his Chevy Colorado pickup truck), the 
two appreciated having one another close 
along the dusty trail.

“It was definitely easier with another 
person, and there was a reassurance (on 
the road), just going place to place and 
having our talks about, ‘Should we call ’em 
first, text them first?’” Loesch says. “Like, 
in Chicago, it was 6 o’clock at night, and 
they had to come to the shop to let us in. 
They were all prepared for us, but it was 
just kinda funny. And I think we pulled 
into two gas stations along the trip where 
we didn’t even know each other was there. 
Will pulled past me and called, and was 
like, ‘Did you even know I was there?’ I 
was like, ‘Where are you?’ and he says, 
‘Um, right behind you.’”

After months in tandem — and sharing 
an apartment in California — the two have 
learned how to lean on one other, when 
need be. Spending such ample time around 
each other on-and-off course, they’ve 
reached the familiarity stage of occasionally 
finishing each other’s sentences.
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“Voice the frustrations, talk about what 
we liked, decompress from the day,” Bolin 
says of being intern roommates. “Just like a 
lot of people do when they get home after 
work and catch their breath.”

While mapping more than 3,000 miles, 
the interns further learned the golf world 
can oftentimes be a small place. 

“All the courses we’ve been to, they all 
know each other, it’s all intertwined,” Bolin 
says. “They all either worked for the same 
somebody, or somebody hired their brother 
or guys talk on the phone with questions 
all the time. It’s been cool to see how small 
the industry is, even stretched out across 
America.”

As the debut program turns toward its 
back nine and applications are being fielded 
for Turf Across America’s sophomore season, 
Bolin and Loesch are hitting the home 
stretch with a bang.  The American Express, 
hosted by PGA WEST Jan. 18-21, proved a 
proper exclamation to the experience (as 

did, perhaps ironically, the fact that Nick 
Dunlap, the event’s eventual winner, is a 
mere year Loesch’s senior and two years 
younger than Bolin).

“We’ve both volunteered for tournaments 
before, but that’s just coming in (at the last 
minute) and being, like, ‘Whoa,’ and then 
leaving,” Loesch said about the weeks pre-
ceding the AmEx. “You don’t see it all come 
together, come up and come down. This has 
been so cool to see, to be a part of how all 
this comes together.”

Under the respective directions of 
Brian Sullivan, director of agronomy 
at PGA WEST, and Denver Hart, head 
superintendent of resort courses at PGA 
WEST, the interns worked all facets of 
tourney prep.

“I think it’s an important thing to see 
and a great addition to the Turf Across 
America program, because it’s something 
a lot of guys haven’t been a part of,” Bolin 
says. “I think I speak for Alex when saying 

that we both have a real sense of pride 
when it comes to this tournament. We’re 
not just here as volunteers, we’ve been 
here for all the months of prep leading up 
to it, meeting with the supers all the time 
and getting things done every day and 
making suggestions. It feels good to be 
prepping for something so important.”

Judd Spicer is a Palm Desert, California-
based writer and senior Golf Course Industry 
contributor. 

Tartan 
Talks 92
Technology hasn’t been a common Tartan 
Talks topic since the series debuted in June 
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2016. Patrick Burton helped move our monthly 
podcast with an ASGCA member in a trendy 
direction. 

We asked a series of tech-related questions 
to begin our episode with Burton. He nailed 
the answers, explaining how drones, GPS 
applications and other emerging tools help 
plot a project. We then ended the podcast 

by asking Burton to offer his thoughts on future technological 
advancements in golf course design and construction. We’re not 
going to give away the answer here!   

Between the tech talk, we learned Burton’s fascinating ca-
reer story, which included nearly a decade of guiding projects as 
a young associate with Schmidt-Curley Design. Burton traveled to 
China for the first time at age 25 and made nearly 40 site visits to 
the country before the government halted golf development in 
2014. The golf crackdown in China forced Burton to find a niche to 
succeed domestically. 

“I was getting great experience in terms of technical skills as a golf 
course architect, but I wasn’t developing relationships in this country,” 
he says. “When I went off to do my own thing, I knew it would be a 
longer road because I didn’t have that 10 to 15 years of networking in 
the United States. So I turned to technology. I knew I could probably 
sell myself to other golf course architects, golf course owners, 

golf course 
superintendents, 
or contractors by 
using GPS or drone 
technology.”

The full episode 
with Burton can 
be found on the 
Superintendent 
Radio Network page of any popular distribution platform.

INDUSTRY BUZZ 
SePRO introduced StriCore herbicide, the company’s first unique pre-emergent her-

bicide for the turf and ornamental markets in more than a decade. Goosegrass, crab-

grass and Poa annua are among the weeds StriCore controls. … Turfco announced 

multiple enhancements to its Torrent 2 Debris Blower, including operator-friendly 

icons added to the Magnapoint Technology and remote start/stop functions. … Foley 

unveiled the Foley 642 Quick Spin Reel Grinder. The new unit is a roll-on roll-off solu-

tion to grinding, with the machine sitting at floor level. … Yamaha Golf-Car Company 

has developed the DRIVE H2, a hydrogen-powered engine golf car concept model. 
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“It really held for the next few days,” Russell 
says. “We were constantly prepared. We would 
go out every morning with all of the tools that 
we needed to fix bunker washouts and things like 
that, and they suspended mowing a good chunk 
of the course because of (the rain). But we really 
didn’t need any of that until Saturday night when 
the weather really changed.”

Around 3 inches of rain fell Saturday night 
accompanied by winds coming off the Pacific.

“The wind was really what did us in,” Russell 
says. “The wind picked up to over 60 mph, 
and with the saturated ground, just took out 
everything in its path. There were trees down 
everywhere, TV towers. ShotLink was down. It 
just tore through all of the on-course structures 
like I’ve never seen before.”

In response to the storm, Monterey County 
officials issued shelter-in-place and evacuation 
orders. The tournament’s final round was 
postponed from Sunday to Monday, but it soon 
became apparent that a Monday finish wasn’t 
going to happen.

“By late Sunday night, looking at the course 
conditions, and the conditions of the infrastruc-
ture on the course, you could see there was 
no way they would be able to put things back 
together,” Russell says. “The grounds crew gave 
their best effort to put things back together, but 
I don’t think they were going to reach any sort 
of playability conditions that would have made 
sense to continue on Monday.”

Russell credits the greens staff at Pebble Beach 
for what they did to get through the week.

“They knew just what to do in that situation,” 
she says. “Everyone sort of jumped into action 

over the few days that we were able to prepare 
for the tournament. Everyone did their part, 
manned their post. For what it was worth, the 
conditions they were able to produce, we did 
have really positive feedback on. The Tour was 
happy with where we were at, the golfers, as 
happy as they could be, dealing with the wet 
course conditions.

“I think the product that was put out by the 
crew that was there that week, especially the 
Pebble Beach grounds crew, really just spoke 
for itself with what they were able to do.”

This was not Russell’s first visit to the Mon-
terey Peninsula. She was part of the crew of 
volunteers who worked last year’s U.S. Wom-
en’s Open at Pebble Beach.

What perhaps impressed her most at the two 
tournaments was the grace of the Pebble Beach 
crew under fire. She’s trying to implement that 
mindset at Country Hills.

“Just how calm, cool and collected,” she says. 
“I don’t know if they actually feel that way on 
the inside. I’m sure that there’s some stress 
levels happening internally. But the way that 
they come across to the crew, the way that they 
deliver the information they received from the 
Tour and the way they’re able to sort of plan and 
take what’s being thrown at them and run with 
it to create the best product that they can. … 
It really shows how insignificant some of the 
things that we deal with in our day to day are.

“And the way they are able to keep their calm 
demeanor and just work with what’s thrown at 
them is a testament to them, and something 
that I strive to implement in my day to day 
here now.” 

Natalie Russell
COUNTRY HILLS GOLF CLUB 

They knew just what 
to do in that situation. 

Everyone sort of 
jumped into action 
over the few days 
that we were able 
to prepare for the 

tournament. Everyone 
did their part, manned 

their post.”

Natalie Russell was literally in the eye of the storm.
As a volunteer working the recent AT&T Pebble Beach Pro-Am, she was part 

of the crew that kept one step ahead of the weather for most of the week. Their 
efforts allowed 54 holes to be completed before a storm forced the cancellation 
of the final round.

Speaking on the Wonderful Women of Golf podcast with host Rick Woelfel, Russell, a second 
assistant superintendent at Country Hills Golf Club in Calgary, Alberta, recalled the situation at 
Pebble Beach. “For the first few days, we really got the best that we could have asked for,” she 
says. “We had some overnight rain (on Monday night) and the property was incredibly wet from 
rain that they had previously.” The crew spent Tuesday making the course tournament ready.
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TIM MORAGHAN, principal, ASPIRE Golf (tmoraghan@aspire-golf.com). Follow Tim online at Golf Course Confidential at  
www.aspire-golf.com/or on X at @TimMoraghan.

CHANGING LANES? 
NOT SO FAST

Are you bored in your current job? Ready for a change? 
Primed to take on a completely new challenge? After all, 
how many more stimp readings, bunker rakings or hole 

cuttings can you do in a career? If you’re really ready, great. Believe 
in yourself and go for it. But also proceed with caution.

Nothing galls me more than people who claim to be expert — 
even competent — in a field and expound without factual, practi-
cal or even basic knowledge behind their pronouncements. You’ve 
read my rants about green committees, so you know how I feel about 
those without any experience in golf, other than as club members, 
telling us how to do our job. In many ways it’s worse when it’s some-
one who thinks just because they’ve been around the profession in 
one capacity they’re qualified in all aspects. Mostly all they’re doing 
is just spouting opinions.

Let me give you an example, and trust me, this is only one of 
many. I heard recently about a club where one of the non-agronomic 
employees was telling others that a certain feature on the golf course 
reflected a well-known and well-researched historic design element. 
His information and perception were wrong, pure and simple. Even 
the course architect did not agree with him. But he continued to de-
clare it so. Why? “Because I’m the boss.” That may be, but it doesn’t 
make him right. 

Until you are truly qualified to comment, stay in your lane. 
Whether it’s architecture, playing features, club operations, mer-

chandise, food and beverage, 
whatever, learn it first, talk 
about it second.

Here’s another example, one 
even closer to my heart. And my 
wallet. Everyone I meet thinks 
they can do a personnel search 
for superintendents. When I ask 
for their qualifications, the an-
swer is always the same: “I know 
a lot of people.” That’s a good 
start, but do you know what you 
can legally ask a candidate? Or 
how to put together an employ-
ment package?

I’m not saying these people 
can’t become qualified. I did. 
But it takes years of study and 
learning to work your way up a 
ladder of experience and credi-
bility. Making a commitment to 
a job and getting as good at it as 
you possibly can takes focus.

Every other phone call I get 
these days is from someone who 
wants to be a consultant. Good 
luck. But besides knowing some-
thing about the industry, they 
need to consider the cost of ev-
erything from printer ink to li-
ability insurance and wear-and-
tear on a personal vehicle. Are 
they capable of writing a clear, 
concise report explaining the 
problems and suggesting the 
solutions? Do they have the pa-
tience to sit by a phone that 
doesn’t ring, waiting for the first 
opportunities? Are they suited 
to work on their own, from their 
home, with no support staff? Are 
they sitting on a little nest egg 
that can support them and their 
family in the lean early years?

I’m not trying to be discour-
aging. I am saying to ask all the 
questions. Weigh the risks and 
the benefits. 

How do you gain experience? 
Part of it is research. Read the 

right books and take classes. But 
real knowledge comes from get-
ting to those people already do-
ing the work, asking questions 
and listening to the answers. 
Roll up your sleeves, get a job 
in the field, learn by doing and 
work your way up. Doing all that 
also has the advantage of letting 
you know along the way if this is 
really what you want to do.

One limitation I see in many 
experienced people trying to 
make a shift is the inability to 
listen. They think they already 
know everything and are es-
pecially unable to learn from 
someone younger or whom they 
consider “junior.” Well, they’re 
not junior if they’ve been in the 
business even a few years when 
you’ve been in it a few weeks.

I think you’re not cut out for 
an industry if you’re not willing 
to do the dirty work, absorbing 
all the information you can from 
whoever you can. Shadow those 
already in the business and learn 
what people do at all levels. It’s 
not like you became a head su-
perintendent without being an 
assistant first, right?

When you are ready, make 
100 percent sure you are up for 
the task and have the network 
you need to succeed. Nothing 
travels further or faster than bad 
news or bad performance.

You can’t brand yourself an 
expert based on one experi-
ence: one championship, one 
construction project, one golf 
course renovation. You have 
to prove your worth and your 
knowledge to others. If you 
can’t, others will quickly realize 
that you are not the real deal.

But if you are, once you get 
out of your lane, be ready to step 
on the gas! 
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HOW 
DO

YOU

In this transient labor era, astute superintendents are 
still finding ways to construct high-achieving teams. 
What are their secrets?

By Lee Carr 

R
eady to grow your team? Nice. A series of thoughtful questions 
can help you make the most of hiring opportunities. What is 
your team doing well and where are your challenges? How 
can your next hire make the team stronger? How can a new 
person be placed in a position to succeed? These answers 

can guide you toward the ideal candidates. 
At Midland Hills Country Club, in Roseville, Minnesota, culture is the 

foundation of everything they do. The omnipresence of this culture makes 
it easier to determine who is likely to be a good fit. “High achievers move 
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up the proverbial ladder quickly,” su-
perintendent Mike Manthey says. 

The Midland Hills maintenance 
crew consists of three assistants 
and two equipment managers who 
work full-time. The seasonal staff 
numbers 22 with three of those 
workers being year-round. They are 
culturally diverse with individuals 
representing Ecuador, Mexico and 
Russia in addition to the United 
States. One staff member lives only 
a few blocks away. 

The team is also diverse in age and 
experience, from young new hires 
to the lead equipment manager, an 
industry veteran with an incredible 
tenure of 40 years. “We hired six 
individuals last fall who have em-
braced the culture and opened the 
eyes of established seasonal staff 
with their work ethic,” Manthey 
says. They have quickly garnered 
responsibilities. 

It helps that Midland Hills is a 
15-minute drive from downtown 
Minneapolis and not much farther 
from St. Paul. There is a large pop-
ulation of workers to draw from. 
The setup is different at Highlands 
Country Club, in Highlands, North 
Carolina, where most of the staff 
drive more than 30 minutes to get 
to work.

“Our labor pool is more like a 
labor puddle,” says Brian Stiehler, 
the scenic club’s superintendent 
since 2001. “Highlands is a moun-
tain community, a second-home 
community and a very affluent 
community. It’s a challenge to find 
workers locally.” 

Several people on the crew have 
been there as long as Stiehler and a 
few have been there for less than five 
years. Caring for this scenic 18-hole 
property covered in bentgrass and 
Poa annua, there are 17 year-round 
staff with the head count rising to 
30 in the summer. College and high 
school students round out the team, 
as well as five H-2B employees. 

While the commute is a consider-
ation, culture and compensation are 

the primary factors in hiring, attract-
ing and retaining labor. People want 
to work somewhere that is a good 
fit and they want to be well com-
pensated for their commitment and 
effort. At Highlands, “We are paying 
more than most other businesses in 
the area,” Stiehler says. “Everyone 
is making more than $20 per hour.”

They also keep a close eye on the 
clock. People know their schedules, 
working eight-hour days, 12 days on 
and two days off. “We limit overtime 
because the staff appreciates that,” 
Stiehler says. The consistency yields 
a happier workforce and it’s easier to 
stay on budget. Overtime is costly. 
Mastering the labor budget also 
helps with hiring decisions.

Do you need another person, or 
will overtime cover? How does the 
current staff feel about overtime? Do 
you prefer a large or a lean opera-
tion? How is the total compensation 
presented, and how does it compare 
including wages, vacation, continu-
ing education, health insurance, a 
401(k) and other benefits? 

“I’m proud that our membership 
values our department,” Manthey 
says. “They want to interact with us 
on-course and learn about what we 
do. It’s a club-wide culture to value 
your staff, get to know them and treat 
them like friends.” This is tangibly 
demonstrated in how employees are 
compensated. 

“We invest in staff personally 
and professionally,” Manthey says. 
“The most tenured employees have 
six weeks of vacation. According to 
the new federal law, new employees 
accrue personal time off after two 
weeks of employment. Seasonal staff 
have benefits: 401(k) with match 
and personal paid time off. Staff can 
volunteer at big golf tournaments 
and further their education. This 
human-capital thought process 
translates to high retention levels.” 

Aiming for high retention levels 
is a hiring strategy. With success, 
less hiring is necessary. The result 
is a more highly trained workforce. 

STEP-BY-STEP
Before new hires can become re-

tained staff they have to be attracted 
to vacancies. Online resources like 
Indeed, TurfNet and ZipRecruiter 
can help advertise a position. Social 
media can be your friend. Ads can be 
placed in community publications, 
on bulletin boards, in property com-
munications or shared through high 
school or college guidance depart-
ments. (Pro tip: high school athletes 
are great workers if you can be flex-
ible with their training schedules.) 

Developing a pipeline with the 
nearby vocational programs or 
technical schools is also a good 
idea. For positions requiring more 
responsibility, consider specialized 
recruiting organizations such as 
Tyler Bloom Consulting, Denehy, 
Aspire Golf Consulting or Kopplin 
Kuebler & Wallace. Assistants and 
equipment technicians often submit 
résumés and cover letters. 

After you connect with a candi-
date, what do you look for? 

“Someone reliable with a good atti-
tude,” Stiehler says. “I care less about 
background unless we are discussing 
being an assistant superintendent 
when the education is required.”

Educational requirements vary 
depending on the position and 
the operation but there has been 
a distinct shift away from hiring 
for technical skills while seeking 
beneficial soft skills. “The days of 
pounding someone into a shape that 
you desire are over,” Manthey says. 
“Practicing getting a read on people 
is something we work on. Evaluating 
their feedback when introducing 
them to our program is important.”

Trust your instincts. “We focus on 
the soft skills and candidates show 
us who they are when talking about 
those skills,” Manthey adds. “Every 
potential candidate speaks with 
existing staff whenever possible. It 
might only be for a few minutes, but 
their instinctive input is valuable.” 
People naturally want to hire others 
who will contribute to the work they 

Our labor 
pool is more 
like a labor 

puddle. 
Highlands is 
a mountain 
community, 

a second- 
home 

community 
and a very 

affluent 
community. 

It’s a 
challenge to 
find workers 

locally.” 
— Brian 
Stiehler
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care about.
Once hired, empower people to 

succeed. Train and retain them and 
let them help recruit. It’s cyclical. 
“Our assistant superintendents, 
Mark Ries, Tina Rosenow and 
Justin Hemauer, shine at this,” 
Manthey says. “Tenured staff share 
the training and if a new hire has a 
high ceiling, they get more technical. 

“Proper introductions, getting 
people set up with uniforms and 
PPE, making sure they know you are 
investing in them integrates them 
into the team right away. Remind 
them the entire staff is on property 
and to seek them as a resource if 
there is a question. A golf course 
can feel big to a new hire and main-
taining contact makes them more 
comfortable.”

Part of that comfort is feeling 
valued. “When people come to work 
here they are treated like profession-
als,” Stiehler says. “This is not just a 
job. It’s not just something to do, it’s 
something people can invest their 
talent in. Our staff have access to con-
tinuing education and can get their 
spray licenses and other certifications. 
Engaging people leads to ownership. 
Give someone a career, not just a job.” 
In other words, hire like you mean it. 

“This is why we find people 
through word of mouth,” Stiehler 
says. “If you work here, you are going 
to be respected and get good benefits. 
We make the work fun. We create a 
culture that perpetuates itself.”

And there are more benefits to the 
right culture. “People share opportuni-
ties with their acquaintances,” Stiehler 
says. “When your staff recommends 
someone for a job, they ensure that the 
arrangement works. It’s a good way to 
attract qualified people.” 

When people are hired and stay, 
the team can work together toward 
common goals. Transparency in 
every aspect of the operation is at-
tractive to staff and helps new hires. 
Let them know what is coming, 
what calendar events might require 
some extra hours and preparation, 
and if there is any property-wide 
information that can affect them. “I 
remember being treated on a strictly 
need-to-know basis,” Stiehler says. 
“That is frustrating as an employee.” 

Transparency is evident to new 
hires. So is an effort to get to know 
them. “I am a certified practitioner 
of the Meyers-Briggs Type Indicator 
test and I administer this personality 
assessment when someone starts 
work,” Stiehler says. “Learning this 
information helps me determine how 
to help them succeed. The fun part 
of the Meyers-Briggs is that there are 
different kinds of games you can play 
with it, so we do that throughout the 
year, along with safety training and 
other team-building activities.” Hire 
to make your team stronger and don’t 
hesitate to integrate new teammates. 

Midland Hills has also found suc-
cess from personal recruiting. “We 
provide cash incentives for staff to 

bring in new people,” Manthey says. 
“Staff get a bonus after the new hire 
has worked for a month and another 
if their recruit finishes the season. 
Some of our staff have earned a few 
thousand dollars by recruiting qual-
ity individuals. It works even better 
with cash. There’s something special 
about a handful of Ben Franklins! 
For the first time in years, we are 
fully staffed.” 

Hopefully the labor challenges are 
easing. “A few years ago, we were just 
trying to hire bodies to operate equip-
ment. Now we’re refining the staff 
based on their skill level and effec-
tiveness of each task,” Manthey says. 

Every team can get there with a 
strong culture and fair compensa-
tion. With every hiring opportunity, 
start by asking the right questions, 
take it step-by-step and integrate 
candidates quickly for hiring that 
helps.  

Lee Carr is a Northeast Ohio-based 
writer and senior Golf Course Industry 
contributor. 

SPECIALTY SKILLS
In addition to technical skills, there are proficiencies that will add to the depth of your team and increase 
engagement. Thinking through the skills your team has and still needs can influence how people are hired 
and develop. 

Number crunching and budget work is valuable in its own right, but it also helps with asset 
appreciation. Human resources skills help people maximize their benefits including understanding 
overtime, wages and taxes. Communications training means someone else can help with newsletters and 
administrative messaging. Leadership is always valuable. 

Other useful skills include specializing in health and safety, strength and fitness training, managing 
inventory, environmental sustainability, working with media or sales representatives, managing assets 
and equipment leases, troubleshooting technology, data analysis, compliance issues, and social media 
management. 

It never hurts to have someone who is a grill master on staff, too! 

TEAM 
SANCTITY
The idea of parting ways with an 
employee feels counterproductive during 
a labor shortage. To maintain standards 
and preserve team culture it is sometimes 
necessary to make that tough decision. 
When an employee is a poor fit for 
the job, the team, the culture or all of 
the above, make sure that employees 
in question have been treated fairly, 
encouraged and given the opportunity to 
perform. If that doesn’t work, it’s time to 
move on.
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S
uperintendents are choosing to 

employ more year-round staff. 

Why? Instead of relying heavily on 

seasonal hiring and firing, they are 

embracing the potential of a larg-

er, more consistent team. After navigating several 

years of a difficult labor market and increased play, 

this move has significant advantages. 

Full-time staff can strengthen team stability, in-

crease their skillsets through additional training and 

engage in year-round camaraderie. Year-round staff 

can be more invested in a position because of better 

compensation, benefits, the potential for promotion 

and being steadily connected to the operation. 

When seasonal employees are terminated, 

even if they are assured of being rehired, it’s possi-

ble those workers will not return. It’s a competitive 

market and they can find employment elsewhere, 

lose interest or face other prohibitive circumstances. 

Think about the hours spent advertising for 

candidates, contacting and communicating with 

them, hoping they will be present for interviews 

(and the first few weeks of work), and training new 

hires. Sometimes you find that gem who’s going 

to be a rock star, and that’s exhilarating. 

But it’s still a lot. It’s a lot of hours, not to 

mention the emotional energy expended and 

potential frustration. Conversations about work 

ending for the season can be awkward. Adding 

year-round employees won’t eliminate seasonal 

labor requirements, but it will reduce pressure if 

fewer positions need filling.

“The vast majority of superintendents strug-

gle to find labor,” says Tom DeGrandi, a recently 

retired superintendent with more than 35 years 

of experience. High school students can be great, 

hard-working summer employees but they’re 

not usually available to help during the shoulder 

seasons. “Today’s high school students have 

camps, sports and a lot of options for summer 

activities,” DeGrandi says. “The vacation time they 

need limits what they can help with.” Year-round 

employees will grow with the operation and be-

come more experienced. Imperatively, they will 

be there for every season. 

Seasonal employees can return to the course 

with fresh energy after some time off, but they 

can also be reluctant to return to the routine. 

When seasonal employees do join the crew, the 

full-time staff will be in a stronger position to train 

and integrate those workers. The full-time and 

seasonal balance shifts. 

Another obstacle to overcome with seasonal 

workers is that many do not want or cannot work 

full-time hours each week. That is less of an issue 

with year-round workers because the schedule 

is established. 

“A lot of people don’t want 40 hours,” De-

Grandi says. “It’s smart that some of them are 

looking for more balance, but life can be hard if 

you aren’t making or saving enough money. With 

inexperienced team members, I tried to help them 

understand the 401(k) plan and other financial 

tools offered by our employer.” 

Drawbacks to hiring year-round labor include 

a higher cost for team members that will require 

benefits and year-round pay. Year-round staff also 

translates into a more consistent budget for labor, 

month-to-month. Increased pay can be offset with 

an increase in vacation time (a different benefit) or 

adjusting hours among a greater number of staff. 

Be transparent with everyone about the changes 

and be prepared to highlight the advantages.

Depending on the length of the slow season 

and how many people shift to full-time employ-

ment, it might initially be a challenge to find 

enough work for everyone. Days that are less 

pressured are a great time to enhance mechanical 

skills, work on maintenance techniques, introduce 

budget concepts, reinforce safety training, organize 

and clean the maintenance facility, and engage in 

team-building activities (Texas hold ’em, anyone?). 

Education through online classes or webinars 

(there are many free options) and a more dynamic 

environment is inspiring and promotes individual 

confidence. No one wants to spend unnecessarily 

on labor, but investing in employees with some 

extra time is a real opportunity and can be a long-

term financial gain. 

Other ideas are reading a pertinent book or 

articles and discussing them, cooking up a fantas-

tic meal together, or participating in a group yoga 

or photography class (those social media posts 

are advertising for you!). Don’t be afraid to be 

creative. In addition to more help, what motivates 

your crew? A healthier, stronger, bonded group 

will only benefit the operation when course care 

is more intense. 

Take a holistic look at what labor is necessary 

all year and think about how the operation can be 

better organized, more efficient and more pro-

ductive by turning some seasonal positions into 

full-time opportunities. Crunch those numbers and 

prepare for honest discussions with the adminis-

tration. Hiring more year-round staff and relying 

less on seasonal workers can make a lot of sense. 

— Lee Carr ©
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 I
f you had asked me, before 
I became a superintendent, 
what were going to be the 
most challenging aspects of 
the job for my future career, I 

don’t think I would have put hiring 
a team very high on the list. I guess 
I believed that was something that 
would just take care of itself. Hire 
the best people. Move forward. Bada 
bing, bada boom. Simple.

But simple it is not.
Although hiring and retaining 

a staff has definitely become more 
challenging in the last few years, 

it has never been as easy as I had 
originally thought it was going to be. 
This is an industry where turnover is 
simply part of the deal. 

One way to keep a little control 
and not get overwhelmed is to think 
of your crew in two parts: 
• A group of full-timers (long-

termers)
• Seasonal workers added to com-

plement the full-timers during 
busy months (short-termers) 
Approaching it in this way — and 

starting with and taking care of that 
first group — will make the “Build-

ing a Team” concept much more 
manageable.

I should mention that keeping 
those long-term folks has gotten 
much more challenging in recent 
years. But let’s put that on hold for a 
second and address the seasonal staff 
part of the equation first.

THE SHORT-TERMERS
A good analogy to a superintendent 
hiring the seasonal part of his or her 
staff involves comparing it to being a 
head coach in college sports.

As a college coach, you recruit 

The SHORT- and 

LONG-TERM of it
Why an experienced superintendent uses coach-like thinking to build his 

annual golf course maintenance teams.
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players to come play at your school, 
wooing them toward your institu-
tion and away from the competition, 
either down the road or even across 
the country. Nowadays you can even 
offer them money — something not 
available to collegiate coaches in 
the past. But it’s still temporary. 
You only have these young men and 
women for a few years, if that. You 
then build it all over again. Any suc-
cess you had with these people will 
not carry over. You must start from 
scratch every few years or, worst 
case, every year.

In this fashion, superintendents 
resemble college coaches. We have 
to continually woo and hire short-
termers. But that does not make 
them any less valuable to us. Finding 
the right people for these positions is 
positively vital and often essential to 
annual success. 

One important factor in hiring 
seasonal workers is trying to get folks 
who might possibly be interested in 
working for more than just one sea-
son. I love nothing more than hiring 
a seasonal person who turns out to be 
a hard worker and actually comes to 
work every day, and then having that 
person return for a second summer. 
Or, if you are extremely fortunate, 
even a third! This is rare. Normally 
those “quality” short-termers are 
on their way to something else in 
their careers. You are a bridge or a 
stepping stone.

But that isn’t such a bad thing. Em-
bracing this turnover and accepting 
that you are going to lose good, well-
trained workers every year is really the 
only way to truly not get exasperated 
by it. Think of them as what they are 
and understand it’s simply part of your 
job to move on without them.

The other key factor when hiring 
seasonal workers is utilizing the golf 
benefit privilege to its full extent. I 
think this is an even more effective 
tool when hiring seasonal workers 
as compared to full-time workers. 
Don’t underestimate the value of 
this privilege for many young folks 
looking for a job. They can’t play 18 

holes for free after finishing their 
shift at McDonalds.

THE LONG-TERMERS 
I’ve been fortunate to have hired a 
fairly strong group of long-termers 
over the years. These workers stayed 
with the course for many years. In 
some cases, they remained for a 
couple of decades. Although I would 
consider this a mostly positive thing, 
it can catch up with you. One day you 
arrive at work and realize the youngest 
person on your full-time staff is in 
their late 40s.

Added to this conundrum is that I 
also tend to like to hire two or three 
retired “seasonal” folks each year for 
a non-physical job like mowing rough 
or fairways. This can really elevate the 
average age of those on the crew.

Don’t get me wrong, I love having 
older folks on the crew. Heck, I’m one 
myself. But having a mixture of young 
and healthy with the “seasoned” work-
ers on your crew is essential. It can be 
a physical, demanding job, especially 
in the heat of the summer. It only 
makes sense to have enough folks on 
the crew who can handle this phys-
icality combined with the weather 
extremes of golf course maintenance.

I mentioned earlier the somewhat 
newer problem of actually retaining 
the long-termers. Anyone reading 
this article will not be surprised by 
me saying it has become harder in 
the last few years to not only hire but 
also retain our workers. Our long-term 
staff has definitely not been immune 
to the phenomenon.

The golf industry and the workers 
who comprise this industry have been 
left a bit behind with skyrocketing 
wages in other industries. Golf course 
maintenance workers, in particular, 
are finding that they can make more 
money leaving the industry and find-
ing work in another field.

One example: My assistant came 
to me last August and gave his two-
week notice, stating he was going 
back to school and switching in-
dustries. He had been in golf course 
maintenance his entire working 

career after studying it in school.
It is in all of our best interests to try 

and keep our long-term, loyal employ-
ees from flying the coop and heading 
for the greener grasses on the other 
side of the fence (golf maintenance 
pun intended). As simple as this 
sounds, it can only be accomplished 
with money. Paying them a wage 
lower than what they could get by 
switching industries is just not sus-
tainable for the future of our industry.

So how do we go about changing 
this? Well, it pretty much starts and 
ends with convincing ownership, 
general managers and boards that the 
labor budget, as it currently stands, is 
no longer adequate. Wages need to be 
competitive with jobs outside of golf 
course maintenance, not just with the 
golf course down the street.

Labor budgets need to be reflec-
tive of what is happening with jobs 
worldwide. In the past, I was directed 
to keep wages at about 54 percent of 
my annual budget. To be honest, I 
could never do this. It always ended 
up around 57 percent. That number 
is now at 64 percent, and it honestly 
needs be even a tad higher. 

Golf popularity is strong, and reve-
nues for most golf courses are also ro-
bust. Sure, this is going to peak — and 
probably already has begun to at some 
level — but that doesn’t mean we are 
not in a good place as an industry. The 
only way we can stay there long-term 
is by keeping the people who are vital 
to keeping golf courses in great shape 
to want to stay in the industry. 

There are many ways to build your 
golf course maintenance team. As 
much as I hate to say this, in today’s 
world, the No. 1 factor for all of those 
different ways is most likely being 
able to offer a high enough wage to 
generate interest. 

Without that first step of getting 
them onto the diving board, they are 
unlikely to ever jump in. 

Ron Furlong is the golf course superinten-
dent at Avalon Golf Club in Burlington, 
Washington, and a frequent Golf Course 
Industry contributor.
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the Board of Directors of Audubon International.

GOLF GAINS 
AND YOU
R iding the euphoria of a record-setting year — according 

to the National Golf Foundation, rounds were up, 
participation was up, revenues were up, and more women, 

beginners and minorities found their way to the course in 2023 — 
those fortunate enough to be part of the business of golf streamed 
through the doors of the industry’s major trade shows and were 
greeted with an abundance of innovation, ideas and possibilities. 

The GCSAA Conference and Trade Show revealed new prod-
ucts and equipment alongside proven science. The PGA Show was 
highlighted by new technologies in swing analysis and gaming. The 
CMAA World Conference featured new capabilities for member ser-
vices and more data for club managers to ponder. 

Four big takeaways stand out for consideration by superintendents 
and club leaders who exited the aisles of the 2024 show season with 
the same question every new year brings: “What does it mean for our 
course, our facility, and for the men and women who care for them?” 

WOMEN
The impact and influence of women in and around golf is proving 
considerable. The NGF reports four straight years of gains, yielding a 
1.4 million increase in female participants since 2019. Females now 
comprise 26 percent of all on-course golfers, according to the NGF.   

What does this mean for golf courses and the men and women who 
care for them? Enhanced alertness to women’s on-course needs, pref-
erences and expectations should be a top priority for golf course set-
up, management and service levels. Women are golf’s biggest, most 
influential and potentially most valuable cohort. Treating them that 
way is not only the right thing to do; it’s the smart thing to do. 

GOLF TRAINING
New technological advances sup-
porting enhanced measurement 
and performance tracking, and 
the underlying sciences for kin-
esthetic and visual learners are 
growing more rapidly. Golfers’ 
awareness of tech that can accel-
erate improvement and their en-
joyment of the game appear to 
be the leading segments of em-
phasis and commercial success. 

What does this mean for golf 
courses and the men and wom-
en who care for them? The grow-
ing market for tech-enhanced 
products suggests more golf-
ers are more serious about im-
provement. Those players want 
and need more space for prac-
tice and training. As expecta-
tions rise, short-game training 
spaces will need to be compara-
ble in design, care and upkeep to 
the course. Practice putting sur-
faces will gradually require more 
square footage, care and renour-
ishment. Each of these spac-
es requires fit and finish at the 
same high caliber as the course.

SMALL GOLF
What were once considered out-
parcels within master-planned 
communities and resorts are 
finding new purpose and prom-
ise as golf relaxes its definitions 
and perceptions. Architects and 
builders are getting more calls 
these days from clients interest-
ed in 3-, 5- and 7-hole formats of-
ten tucked into small spaces. Hy-
brid work environments, which 
have persisted past the COVID 
pandemic for many, have made 
available small segments of 
workdays for golfers who can 
sneak out for a few holes.

What does this mean for golf 
courses and the men and wom-

en who care for them? In a word, 
opportunity. Do you have access 
to some land adjacent or near 
your course that can be repur-
posed as a short course? The af-
ter-work crowd, beginners and 
juniors who know they have a 
place that meets their needs for 
a taste of golf, translate to incre-
mental revenue. 

ENERGETIC CAPITAL
Favorable economic conditions 
for golf, which have helped sup-
port an increase in rounds and 
revenues and led to a 3 percent 
decline in supply, have brought 
investors off the sidelines. Cap-
ital continuously seeks oppor-
tunity. As long as golf segments 
continue to show favorable re-
turn possibilities, new invest-
ments will likely follow.

What does this mean for golf 
courses and the men and women 
who care for them? Supply chain 
impacts and global economic 
patterns will more closely affect 
supplies and suppliers. Thought-
ful forward planning and devel-
oping budgets and agronomic 
plan agility are essential to those 
who must successfully work the 
Rubik’s Cube of agronomic sci-
ences, golfer preferences, weath-
er and the global economy.

The question anyone in 
golf-related businesses has been 
asking the past several years is 
whether the COVID-induced 
spike in popularity is sustain-
able. Whether the record-setting 
post-COVID years have been an 
anomaly or a new normal now 
seems a less important question 
than a more inviting one: What 
are we going to do to take advan-
tage of the recent advancements 
in science, participation and 
golfers’ expectations? 
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THE
FUNGICIDE FACTOR

T
he numbers in this section 
prove fungicides remain as 
important as ever in curtail-
ing disease on golf courses. 

To understand how superintendents 
and their teams view and use fungi-
cides, Golf Course Industry partnered 
with PBI-Gordon for a “Turf Reports” 
on the subject. The findings in this re-
port demonstrate superintendents are 
confident tinkerers when determining 
how and when to use existing and 
new fungicides. Translation: They’ll 
add a fungicide to a greens or fairways 
rotation following results-focused 
convincing. 

The data in this report includes 
the results of a 20-question survey 
collaboration between Golf Course 
Industry and Signet Research, a New 
Jersey-based independent research 
firm. The survey was distributed during 
a two-week stretch in January to a list 
of 5,732 subscribers holding director of 
agronomy, superintendent and assistant 
superintendent titles. Results are based 
on 166 returns with a confidence level 
of 95 percent and sampling tolerance of 
approximately +/- 7.6 percent.  

Where 
is your 
course 
located?

2222%%

1111%%

3232%%2525%%

Canada and elsewhere 10%

Importance 
of fungicides 

to controlling 
disease Not at all 

important
Extremely 
important

2%

2%

7% 17% 72%

FUNGICIDE 
REFRESHER

By Guy Cipriano

Dr. Brian Aynardi spends large 
portions of his days studying fun-
gicides and the diseases they are 

intended to control.
Aynardi is PBI-Gordon’s Northeast re-

search scientist. His role requires managing 
the company’s university and contract 
research efforts within his territory. He 
joined PBI-Gordon shortly after earning his 
doctorate from Penn State in 2016. He’s a 
go-to source for all things fungicides.

Golf Course Industry spoke with Aynardi 
about selecting the right fungicides for your 
course and ensuring they are maximized 
when controlling disease. His insight will 
help you develop a solid fungicide approach 
in 2024 and beyond.

WHY FUNGICIDES …
Disease is a little different than weeds. If 

you see a broadleaf weed, you can go out 
and make one or two applications depend-
ing on the type of weed and you’re typically 
going to control that weed. With diseases, 
you want to prevent them from occurring. 
Fungicide is really a misnomer. Fungicides 
actually go into the plant if they are pen-
etrant fungicides. They will cause fungis-
tasis in the plant and temporarily stop the 
pathogen from causing disease. But as leaf 
tissue is regularly removed or the chemical 
degrades, and as the concentration of that 
toxicant becomes low, the fungus is able to 
start growing again.

Let’s say you’re in the Northeast or 
Mid-Atlantic. Dollar spot conditions can 
persist for months on end and you’re going 
to have to make repeated applications. Be-
cause of the ability of pathogens to mutate 
and develop resistance to certain classes of 
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chemistry, and because of the degradation 
of the fungicide, you’re going to make a lot 
more fungicide applications in a year than 
you’re going to make broadcast herbicide 
applications.

FUNGICIDE SELECTION 
METHODOLOGY …
Generally speaking, fungicides are safe 
across the board on most turf species. There 
are a few like some of the older DMIs you 
have to be careful with during transition 
around warm-season grasses. 

The biggest things for a superintendent to 
consider when they are looking at a new fun-
gicide … What are my top one, two or three 
problems? What am I spraying that maybe 
isn’t working or when I see disease pop up? 
What were the last one or two applications 
that I made prior? Perhaps a new fungicide 
will enhance control of those problems better 
than what is currently used.

When you’re evaluating a new product, 
go to university partners and talk to people 
who have actually evaluated it under con-
trolled conditions. Usually, those controlled 
conditions are more severe than what you’re 
going to see in the field. Get some feedback 
and do your own demo. Talk to your distrib-
utor sales rep and see what they are willing 
to tell you about the chemistry and their 
background with it. If you can’t get it from 
your distributor rep, ask if you can chat with 
the manufacturer rep.

Another thing to look for is that if I’m 
spraying for dollar spot and there are 15 
products that contain an SDHI for dollar 
spot, look for a different class of chemistry. 
Don’t just look for a different brand name. 
Make sure you are rotating different groups 

properly, because if you are using the same 
group over and over, you’re just using differ-
ent names. Or if you are using post-patent 
products that have a different name — but 
it’s the same AI — you’re not rotating. You’re 
creating a resistance scenario. You need 
to look outside the box and look for dif-
ferent modes of action that maybe you 
haven’t tried.

EVOLUTION OF FUNGICIDE 
CHEMISTRY …
The chemistries today are a lot more 
site-specific than the chemistries 
of old. We use much more environ-
mentally friendly chemistries. A 
lot of times that results in repeated 
applications and sometimes on shorter 
intervals.  You have to reapply nowadays 
on a more traditional 14-, 21- and up to 
28-day interval. That’s kind of the thing 
with new products. Due to their specificity, 
the potential for resistance is greater. You 
might not get the longevity of stuff that 
you sprayed that’s much older, but it’s more 
environmentally friendly.

TANK MIXING …
One of the most common calls we get in 
the R&D and tech sector is, ‘Can I mix this 
with this, with this, with this, with this, with 
this and with this?’ and they put 15 things in 
the tank. The short answer is that we don’t 
always know, especially if you’re putting in 
a product that’s really going to drop the pH 
and the rest of the products in your tank mix 
are higher pH. 

When you are tank mixing, just don’t 
pick five different products, because if you 
pick five different products that all contain 

a DMI,  and put five different DMIs in the 
tank, you’re not tank mixing. You’re just 
putting a lot of stuff in there with the same 
mode of action. You need different modes 
of action.

The benefit of tank mixing is that you 
are targeting the pathogen with a number 
of different modes of action. If you put 
chlorothalonil or another multi-site active 
in the tank, or if you use fluazinam, which 
is considered somewhat of a multi-site ac-
tive ingredient (though designated FRAC 
29), you’re kind of confusing the pathogen 
because you’re hitting it in a lot of different 
areas. A simplistic thing my advisor used to 
say during class, ‘It’s a shotgun vs. a rifle ef-
fect.’ If you take a number of different modes 
of action and you target that pathogen of 
interest with a shotgun, you are throwing 
out a lot of different things at it. If you’re 
hitting it with a rifle each time, and you’re 
hitting the same spot, eventually the patho-
gen is going to evolve and get beyond that.

Any time you’re doing a tank mix I al-
ways advise a jar test because you just never 
know, and it can vary by manufacturer. Even 
if you have the same AI, maybe they have a 
different milling process or maybe they have 
different co-formulation packages.

Reliance on fungicides today compared to 
when you started your career

Rely on them 
more

Rely on them 
the same

Rely on them less

23% 15%
62%

Greens
100%

Rough
17%

Tees
77%

Bunker 
faces
18%

Approaches/
collars
68%

Fairways
68%

Areas of the course 
treated with fungicides
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Higher-level 
knowledge  
PBI-Gordon Northeast research 
scientist Dr. Brian Aynardi 
recommends a pair of free 
resources for golf maintenance 
professionals seeking deeper 
fungicide knowledge.  

“CHEMICAL 
CONTROL OF 
TURFGRASS 
DISEASES” 
The extensive project 
produced by researchers at 
the University of Kentucky, 
Rutgers University and the 
University of Wisconsin-
Madison analyzes the 
fungicides and practices 
available to control 27 
common diseases. A PDF of 
the report can be found at 
www2.ca.uky.edu/agcomm/
pubs/ppa/ppa1/ppa1.pdf.

TURFFILES 
The popular landing spot for 
everything related to the NC 
State turf program and team 
includes tips for identifying 
and controlling 29 diseases 
found on cool- and warm-
season turf in North Carolina. 
The site is available at www.
turffiles.ncsu.edu/diseases-
in-turf/.

GETTING FUNGICIDES TO 
WORK AS INTENDED …
The biggest thing with fungicides is what is your 
target pest? Is your targeted pest a foliar pathogen 
or is it a root-borne pathogen? If you’re going after 
a root-borne pathogen, something like spring dead 
spot, take-all root rot, Pythium root rot, you need 
to make sure you immediately get water on that 
after the application. Even fairy ring would be 
another one. For example, Segway, if you don’t get 
water on that within three to six hours, you will 
start to lose some efficacy after six hours. I’m not 
saying it’s not going to work. It might be a 5 to 10 
percent reduction, but because you’re spending a 
lot of money to make these treatments, water it 
in immediately.

But if you’re doing a foliar application and using 
something like fluazinam or chlorothalonil, you 
absolutely don’t want to water it right away because 
that’s just going to wash it off the plant surface and 
reduce the efficacy substantially. Make sure you 
know what pathogen you are going for.

WHAT TO EXPECT FROM A 
MANUFACTURER … 
Our manufacturer sales reps work with distribu-
tors. If there’s an issue, or somebody says, ‘I sprayed 
product X and I didn’t get the efficacy that I wanted 
to see,’ talk to their distributor rep. They will con-
tact the manufacturer rep and a lot of times it will 
go to the tech service and R&D teams. They’ll ask, 
‘Why did this not work?’ It could be a number of 
different things. But, at PBI-Gordon, we stand by 
our products and will support you.

If they want to problem solve on their own, 
questions will include: What is the carrier volume? 

Am I getting adequate coverage? What disease did 
you go out for? If you went out for Pythium root 
rot, and you didn’t water it in for 24 hours and 
you’re getting break through, a little bit of that is 
on the superintendent to know the best way to 
use a product and best post-treatment application 
method if it’s a root disease.

We are here to answer your questions if you 
are not getting control. Because there are so many 
products on the market and manufacturers have so 
many different recommendations, there’s a chance 
maybe you’re not using the product as entirely as 
intended. There are so many little things on a label 
that can be missed. But if you don’t understand, 
or you do get break through and you still don’t 
understand, there’s a potential you do have resis-
tance. If you’re spraying SDHIs and you have SDHI 
resistance and you’re not getting good control, the 
manufacturer should be there to explain that you 
probably should use different modes of actions and 
switch to different products. 

Number of fungicides in your greens rotation

Number of fungicides in your fairways rotation

1 to 2
9%

1 to 2
26%

None
1%

3 to 4
26%

3 to 4
36%

5 to 6
27%

5 to 6
23%

7 or more
38%

7 or more
14%

Mean: 5.6 fungicides

Mean: 4.0 fungicides

Frequency of fungicide 
applications on greens

Weekly 12%

Biweekly 53%

Monthly 15%

A few times 
per year 20%

Mean: 1.8 times per month
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W
hen I first became a 
superintendent (around 
the turn of the centu-
ry), fungicides were an 

important tool, although I honestly didn’t 
put enough thought into why I was spray-
ing what I was spraying. I just did what 
superintendents I had worked for in the 
past had done. You knew what worked and 
you went with it. 

As I grew as a superintendent and began 
to educate myself more, including talking 
more with distributor and manufacturer 
reps and other superintendents, I slowly 
began to put more thought into fungicide 
selection and use. Around this time green 
speed became the ultimate goal, and the 
result of everyone lowering mowing heights 
and stressing out our turfgrass more than we 
ever had before produced increasingly higher 
disease pressure. 

For instance, a disease like anthracnose, 
at least for us here in the Pacific Northwest, 
hadn’t been the huge issue before the late 
1990s that it is now. But as we all became 
obsessed with green speed and roll, suddenly 
a disease like anthracnose became a major 
issue for us.

So, I began to question everything about 

disease and fungicide use. What was I trying 
to do as far as disease control? Was I making 
the right choices throughout the year? Was 
I flying from the seat of my pants, or did I 
have a plan? Curative versus preventive? Was 
I using the best possible products I could as 
far as protecting, to the best of my ability, our 
course and the environment?

As I started questioning these things, tech-
nology began helping us all as well. Better 
fungicides slowly became available. Not only 

were fungicides more effective, but their 
chemical compositions provided longer 
control at lower rates.

With chemical restrictions hitting our 
industry hard, superintendents had no 
choice but to look deeper into how we 
were controlling disease. And this goes 
beyond just chemical use. We began to 
experiment with cultural management 
practices that could help with lowering 
disease pressure. 

Aerification. Raising mowing heights. 

Rolling instead of mowing. 
Reducing shade. Timing 
and amount of irrigation. 
Fertility, which includes not 
only fertilizer selection, but 
how much of each product 
and the timing of those 
applications in conjunc-
tion with fungicides, plant 

growth regulators and wetting agents. And, in 
drastic cases when nothing else was working, 
actually changing the turfgrass variety. 

Superintendents never consider just 
fungicides alone in the battle with disease 
pressure. There’s so much that can go into it.

But, for the sake of this article, let’s get 
back to fungicides. And let’s look at this 
simple question: What makes a fungicide a 
good one for me?

Here are the main things I look for in a 
fungicide: 
1. Length of control
2. Is the use rate low?
3. What specific diseases does it control? 
4. The effectiveness of the product when 

used in a preventive program
Let’s take a quick look at these four 

things:

LENGTH OF CONTROL
This varies depending on if you are using 
a fungicide curatively or preventively. The 

FIRST-PERSON 
THOUGHTS
ABOUT  FUNGICIDES
Superintendent Ron Furlong explains what makes a disease control 
solution the right fit for the course his team maintains.

Frequency of fungicide 
applications on fairways

Biweekly 36%

Monthly 38%

A few times per 
year 25%

Never 1%

Mean: 1.2 times per month

Satisfaction with 
the performance of 
fungicides in your 
disease control 
program

0% 0% 7% 51% 42%

Not at all 
satisfied

Very 
satisfied

18%

Weather-based 
approach

6%

Fixed 
calendar76%

Combination of both

Method for 
scheduling 
fungicide 
applications
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fungicide program I am on, which I have 
been following religiously for about four years 
now, is almost entirely preventive. Because 
of the success of this particular program for 
me, curative applications have become rare. 

So, when I do tweak the program from 
year to year and I’m considering adding or 
dropping something in the rotation, I’m 
always considering the timing of the product 
and how long of control I can get out of it. 

Adding or dropping one chemistry in 
your program will literally affect everything 
else in the program if the timing of control 
doesn’t quite fit. 

LOW-RATE USE
The first fungicide that I can remember com-
ing available to us that advertised exceedingly 
low rates was azoxystrobin. I’m not saying 
this was the first fungicide to be marketed 
with an extremely low rate of use, but it was 
the first one that really caught my eye.

I was fascinated with a product that 

could be put out at such a low rate. It was an 
eye-opener. Unfortunately, not all low-rate 
fungicides are going to work for each partic-
ular situation. All golf courses are unique in 
respect to disease environments regardless if 
they have the same turfgrass varieties as other 
courses. For instance, azoxystrobin is labeled 
for both anthracnose and Microdochium 
patch, but has very little control on Micro-
dochium in our region, so it’s not currently 
in my program. But if I get an infestation of 
summer patch or yellow patch, it can sud-
denly become invaluable.

A product that may work well for golf 
course ‘A’ may not be nearly as effective for 
golf course ‘B’ despite similarities in climate 
and turfgrass species.

Today there are more and more low-rate 
fungicides available. This is a trend that had 
to happen, and most plant protectant com-
panies have realized this and focused their 
attentions in this area.

WHAT DISEASES 
DOES IT CONTROL?
I’m going to select fungicides that target the 

diseases I must deal with. For me, that is 
primarily Microdochium patch (fusarium for 
us but also known as pink snow mold in other 
parts of the country), anthracnose, summer 
patch, Waitea patch and yellow patch. 

Although you may share your diseases with 
many other courses in your region, nobody 
is going to have your exact environment or 
situation. There are just too many factors 
involved that determine disease pressure and 
frequency. But it all starts with knowing the 
products that may be able to help you.

Another beneficial trend by manufactur-
ing companies has been the influx of com-
bination products. Examples include: azox-
ystrobin and propinconazole; chlorothalonil, 
fludioxonil and propiconzole; fluazinam and 
tebuconazole; PCNB and tebuconazole. 

These are just a few of the combo products 
making many superintendents’ decisions a 
little easier.

CAN I USE IT IN MY 
PREVENTIVE PROGRAM?
Again, it’s about finding fungicides that fit 
your program. It’s not only about fitting it for 
the diseases you have, but it’s also about being 
able to use it in your program and in your 
rotation. There are some great formulations 
that have come along that I simply cannot use 
on my property, in my program, at this time.

Which is not to say that some day I might 
actually switch to one or more of these. My 
fungicide program is annual. I examine it 

closely every year. You can’t be afraid 
to adapt and make changes. 

Ron Furlong is the golf course superin-
tendent at Avalon Golf Club in Burling-
ton, Washington, and a frequent Golf 
Course Industry contributor.

Diseases you spray a 
fungicide to control 

Dollar spot 79%

Pythium 73%

Snow mold 72%

Brown patch 70%

Anthracnose 66%

Fairy ring 48%

Summer patch 47%

Take-all patch 45%

Gray leaf spot 28%

Take-all root rot 28%

Large patch 21%

Spring dead spot 19%

Mini ring 12%

Mean projected 2024 
fungicide budget by 

region 
Northeast $100,550

Southeast $68,000

Central $70,210

West $34,030

Projected fungicide 
budget in 2024 

compared to 2023
20% or more increase 2%
10% to 19% increase 9%

1% to 9% increase 40%
The same 43%

1% to 9% decrease 4%
10% to 19% decrease 1%

20% or more 
decrease 1%

Projected fungicide 
budget in 2024 

compared to 2023

Concern about fungicide resistance

5% 11% 26% 23%35%

Not concerned at all Very concerned

1 2 3 4 5
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T
here are few dangers working behind a keyboard. Sure, people 
should be aware of being overly sedentary or developing poor 
posture but let’s be serious, “physically dangerous” is not the 
leading descriptor for a desk job. It wouldn’t be for golf course 
maintenance, either, but there are risks in a job requiring such 

physicality. Fortunately, there are ways to minimize the risks so that indi-
viduals, the team and the workplace are as safe as possible.

Safety starts with a culture that values and promotes it. “In this whole chain 
of responsibility from insurance companies to legislators to management to 
superintendent to employee, of everyone involved, no one cares personally 
about the employee as much as the superintendent does,” says Mickey Mc-
Cord, owner of McCord Golf Services and Safety. 

From rookies to experienced staff, everyone benefits from a conscientiously 
curated culture of safety. Your best friend for establishing that culture?

Communication, but that’s only part of the job.

By Lee Carr

MANAGEMENT
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Even though individuals need to 
be personally responsible and should 
care for teammates, the superinten-
dent must set the tone. 

“That’s where the message comes 
from most strongly,” McCord says. 
“No matter what you are obligated 
to do, you have your family and your 
work family. You spend a lot of time 
with the crew members. No one 
wants to see employees seriously 
hurt or killed but it happens. 

“Superintendents want to run a 
safe operation. It’s just learning how 
to do it and understanding that it can 
be accomplished.” 

Brent Palich, superintendent at 
Brookside Country Club in Canton, 
Ohio, believes “the most important 
step in maintaining a safe work en-
vironment is communication.” This 
belief is demonstrated at Brookside as 
a priority every day, early in the day. 

“Each morning we meet with the 
entire staff. We address golf events 
and special projects that can impact 
our maintenance processes,” Palich 
says. “We also cover preventative 
safety measures including using sun 
block, staying hydrated or wearing 
the correct personal protective 
equipment. Managers can overlook 

the importance 
of thoroughly 
communicating 
the day’s work 
and goals. When 
the staff is fully 
prepared, there 
is a reduction 
in mistakes and 
accidents.”

A t  C r e d i t 
Valley Golf and 
Country Club, 
Rachel Sullivan 
is the health and 
safety coordina-
tor and an as-
sistant superin-
tendent. At this 
18-hole track 
in Mississauga, 
Ontario, health 

and safety is paramount. “At the 
end of the day, the most important 
thing is that everyone makes it home 
the same way they came to work,” 
Sullivan says. “Everything between 
clocking in and clocking out pales in 
comparison to the value of your life.” 

The timing of safety discussions 
is as important as the content. “By 
bringing attention to health and 
safety on a regular basis, worker 
comprehension is improved and ac-
cidents, injuries and near misses are 
minimized,” Sullivan says. “Address-
ing health and safety proactively is 
a great way to promote a culture 
reflecting their importance.”

TECHNOLOGY AND TRAINING 
Culture and communication are the 
most important aspects of workplace 
health and safety, but technological 
advancements help. For instance, 
ride-on mowers have rollover protec-
tion systems. Sunblock lasts longer. 
Lighting for rooms and vehicles is 
improved, usually with superbright 
LEDs. Equipment designs include 
better guards and shields. Ear buds 
are another great development, with 
levels of customization for ambient 
noise and conversation-enhancing 
modes. 

“The biggest changes in safety 
training haven’t come from equip-
ment in the past 10 years but from 
addressing workplace violence and 
harassment,” Sullivan says. “Train-
ing in these areas is more in-depth 
and more frequent, two pivotal 
components of successful training 
programs.” 

Safety training is all inclusive. 
“All employees, onboarding or 
returning after a seasonal layoff, 
must be trained on our violence 
and harassment protocols, first 
aid, emergency notification sys-
tem, PPE, heat stress/sun safety, 
accident/incident reporting 
and working alone policies 
before they even step foot on 
the job,” Sullivan says. “Then, 
according to duties required, each 

employee completes on-the-job 
safety training on each piece of 
equipment they will use. This is 
repeated every year.”

That may seem like a lot of train-
ing and a lot of time — because it is. 
But rookies need to learn and vet-
erans should avoid complacency. It 
feels like an additional responsibility. 
That’s also true, but try this for per-
spective: EpiPens, used to counter 
anaphylaxis, are commonly carried 
by people with severe allergies. No 
one wants to use one. The decision to 
use an EpiPen and its administration 
is intense. 

Now shift the perspective. What 
a device! Appreciate what a great 
resource an EpiPen is — there 
when you need it and ready 
to save a life. EpiPens and 
defibrillators should be 
onsite and everyone 
should know where 
they  are.  Safe -
ty training saves 
lives and livelihoods 
by preventing acci-
dents and injuries. 
It strengthens oper-
ations and reduces 
your responsibil-
ity because 

RESOURCES
Your peers are a phenomenal resource for 
technical safety information and sharing 
realistic best practices. Other resources 
for programming include dedicated 
companies such as Golf Safety (golfsafety.
com) and McCord Golf Services and Safety 
(mccordgolf.com). Local fire stations and 
police departments often offer on-site 
training for first aid and CPR. OSHA has 
compliance information you need to 
know. There are some helpful videos on 
the internet, but they take some vetting. 
The organization’s insurance provider 
will have its own safety requirements 
and should have connections to helpful 
resources. Equipment distributors and 
manufacturers will be able to instruct 
employees in proper usage and 
mitigating operational hazards. Want 
more? The book “Golf and Law” by Dr. 
Michael Hurdzan covers golf course 
safety, security and risk management. 
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TOPICS
Ensure it all gets covered but converse with staff regarding what safety issues they are drawn to and why. 
Areas to address include:

• Ear protection 

• Heat illness

• Wildlife encounters

• First aid

• Respiratory dangers

• Cardiopulmonary resuscitation

• Mental wellness

• Sun protection

• Defibrillator and tourniquet use

• Working in the dark

• Emergency plans

• Chemical safety

• Icy and extremely cold 
conditions

• Lightning safety

• Careless coworkers

• Eye protection

• Blade maintenance and shop 
dangers

• Wild golfers

• Working with electricity

•  OSHA compliance

• Working with gas

• Skin care to prevent rashes and 
infection

• Encountering intruders

• Toxic insects

• Safety data sheet usage

• Tree maintenance

• Vehicle safety

• Fire prevention and 
containment

• Proper lifting

• Mower and equipment 
operation

• Professional etiquette and 
sexual harassment

• Chemical application protocols

• Personal protective equipment

MANAGEMENT
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through your caring thoughtfulness, 
a safe workplace culture is estab-
lished. Workers who feel and are safe 
are more productive. 

“Training can be individualized 
when people log on and take the 
training and a quiz,” McCord says. 
“Management gets notification that 
it was accomplished but not every-
one has online access. That can be 
mitigated by doing the training on 
a device at work. It is nice to have a 
digital record already available but 
digital records can be created for 
any training.” 

Safety training at its best is a form 
of team building. “Training together 
is the best way,” McCord says. “There 
is a group dynamic in asking and 
answering questions and in custom-
izing general information.” 

People pay more attention in 
person and personal experiences can 
be shared to increase the relevance 
of the content. Equipment training 
can also be done as part of a group 
or with individuals. 

“We have a rule that no new 
employee can operate a piece of 
equipment until they have been 
fully trained on the machine and the 
task,” Palich says. “Our equipment 
manager will go over the equip-

ment with the new employee. 
The employee develops a 

proficient understanding 
of how it operates, learns 
the safety features, learns 
how to wash and fuel the 
equipment and where it 
is parked.”

That’s not all. 
“Each new em-

ployee will  then 
work with an expe-
rienced staff mem-
ber to learn how 
to safely perform 
the task and the 
associated expecta-
tions,” Palich adds. 
“Working with an 

experienced team 
member will continue 

for as long as necessary until new 
employees can safely and effectively 
perform the tasks on their own.” 
Cooperating in this way engages 
experienced employees in the safe-
ty process and empowers them to 
maintain a culture of safety. Their ex-
perience helps minimize accidents.

“Other safety measures include 
having properly maintained equip-
ment that meets OSHA safety stan-
dards and having the right resources 
for the job,” he says. “Accidents occur 
more frequently when employees are 

using antiquated equipment or don’t 
have the correct tools for their tasks.” 

Golf course maintenance requires 
mental and physical exertion and 
employees need to professionally 
care for themselves and one another. 
For everyone — and especially for 
you — recognize, communicate and 
mitigate risks through promoting a 
culture of health and safety. 

Lee Carr is a northeast Ohio-based 
writer and senior Golf Course Industry 
contributor. 

35-march_safety.indd   3735-march_safety.indd   37 2/20/2024   11:28:06 AM2/20/2024   11:28:06 AM



GOLF   THERAPY

BRADLEY S. KLEIN, PH.D. (political science), former PGA Tour caddie, is a veteran golf journalist, book author 
(“Discovering Donald Ross,” among others) and golf course consultant. Follow him on X at @BradleySKlein.

TWO MODELS OF 
COURSE MANAGEMENT

W hen it comes to golf course operations, you can chase 
rounds or you can chase revenue. But as nice as it sounds 
to have a busy tee sheet and golfer demand approaching, 

if not exceeding, capacity, the real health of a facility comes in finan-
cial terms at the bottom line. Maximizing the round count is not only 
misguided; it could be disastrous for the business.

That’s especially true in the public sector, where 73 percent of U.S. 
courses are found. The remaining facilities, the country’s 4,000 pri-
vate clubs, operate by different rules because exclusivity is one of their 
appeals and they can rely on dues, guest fees, private events and club-
house operations to compensate for any deficit in green fee revenue. 

But the vast bulk of the golf industry must draw people in steady 
numbers to thrive. Yet just filling the tee sheet needs to give way to a 
more sophisticated strategy of revenue management. 

We’ve all seen examples of courses that focus on rounds alone. 
They pack the tee sheet at seven-minute intervals and don’t worry 
about the resulting five-and-a-half-hour rounds. They have a long line 
of motorized carts between the parking lot and the pro shop, and au-
tomatically hook up golfers as if everyone wanted to ride. They of-
fer discounted rounds, multi-play passes and heavily reduced local 
resident rates to appease the demands of folks who claim to be la-
boring (or retired) under the status of “fixed income.” And they of-
fer last-minute deals online and through third-party tee-time reserva-
tions networks to fill gaps in the lineup.

Big mistake. 

They lose control of their 
green fee rate entirely and en-
courage daily-fee golfers to look 
for last-minute deals at the low-
est possible price. The result is a 
negative spiral, a price discount 
war that afflicts every other re-
gional competitor, leading to a 
downward cycle of more rounds, 
less revenue per round and more 
demand at the bottom end.

Overbuilt golf markets like 
Myrtle Beach tried that two de-
cades ago and found it didn’t 
work. It just made all the pub-
lic-access courses worse off, 
leading to a dramatic closure of 
facilities to alternative uses of 
their real estate. 

The problem with a golf 
course is that there are certain 
fixed costs of maintenance that 
must be met. And nowhere is 
that cost going down. Discount 
golf enough and the per rev-
enue rate approaches or even 
sinks below the cost of produc-
ing a round of golf. That’s when 
a crisis hits. Budgets get slashed. 
Conditions deteriorate. Morale 
sinks. The negative spiral contin-
ues unabated.

For years, the industry cry has 
been to “grow the game.” Obvi-
ously, the cost of golf is a factor 
inhibiting play. Municipal cours-
es are especially prone to suc-
cumbing to these appeals. The 
result is heavy discounts for res-
idents and seniors, invariably 
with no due diligence investiga-
tion of the real demographics or 
finances of the community. Se-
nior discounts become especial-
ly problematic considering that 
at many public facilities, seniors 
constitute a considerable share 
of play and thus are taking up 
tee times at discounts that might 
well go for higher market rates 

if sold differently. Which is why 
forward-thinking courses with 
sophisticated tee sheet manage-
ment and green fee systems uti-
lize dynamic pricing to sell their 
most valuable tee times at a pre-
mium. The idea is to treat golf as 
a business and structure the tee 
sheet to accommodate the flexi-
bility of market demand. 

If you have a good product 
and the pace of play is four to 
four-and-a-half hours because 
of 10-minute tee times on a 
well-conditioned course, folks 
will be willing to pay more. May-
be you still give seniors a mar-
ginal discount for preferred tee 
times, but at a much higher start-
ing rate. Save big discounting for 
the less desirable tee times. 

This provides an incentive for 
investing in the facility and up-
grading all aspects of the oper-
ation. In this manner, the goal 
of course operators should be to 
maximize revenue. Not that the 
round count doesn’t matter. But 
the emphasis shifts dramatically, 
from sheer numbers through the 
turnstile to clients’ overall will-
ingness to experience a quality 
product and pay accordingly. 

Everybody gains. Folks with 
money will be happy to pay for 
a quality product. Course opera-
tors get a greater return on their 
investment. The entire staff has 
an emotional investment in up-
grading the facility to as much as 
the local market will bear. Those 
seeking discounted golf can al-
ways opt for available tee times 
at a lower rate. Or, if they want, 
they can go elsewhere. 

For course operators, that’s a 
risk. But the greater risk is giv-
ing away golf at a rate that barely 
covers the costs of producing the 
round. 
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TRAVELS WITH  TERRY
Globetrotting consulting agronomist Terry Buchen visits many golf courses annually with his digital camera in hand. He shares helpful ideas relating to 
maintenance equipment from the golf course superintendents he visits — as well as a few ideas of his own — with timely photos and captions that explore 
the changing world of golf course management.

AUTONOMOUS ROUGH & 
GRASS TENNIS COURT MOWING

40 MARCH 2024  golfcourseindustry.com

T he storied Philadelphia Cricket Club is 
using autonomous mowers in the main-
tained roughs on all three courses and on 

the great lawn/grass tennis courts. The club ini-
tially acquired two Husqvarna Model 435X AWD 

Mowers to test them 
out. The club then ac-
quired 22 Husqvarna 
Model 550 EPOS Wire-
less Technology Mow-
ers, three Model CEO-
RA Wireless Technology 
Mowers (the company’s 
latest version) and one 
Model 535 AWD Wire-
less Technology Mow-
er used on the 18-hole 
Wissahickon and Militia 
Hill courses and 9-hole 
St. Martins Course. 

There are 18 grass tennis courts, with 17 normally 
used for tennis and one for croquet. All 18 courts 
are used during tennis tournaments.

Mowing height on the maintained roughs is 
2.4 inches and four-tenths of an inch on the great 
lawn/grass tennis courts. The mowers have elec-
tric height adjustment used during excessive heat 
or rain events controlled by the Fleet App and 
Husqvarna Automower App on smartphones. The 
staff does not have to be actively using the apps 
when units are out mowing.

The 550 EPOS can mow for about three hours 
after a charge. Depending on the pattern and 
terrain, they will mow around a half-acre dur-
ing that stretch. They can mow 2½ acres in a 24-
hour period.

 The CEORA will mow around three acres of 
low-mow turf in a 24-hour period. The staff is 
finding with the CEORAs at Militia Hill and Wis-
sahickon courses they can easily cover six acres 
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in a 12-hour period. 
The team will contin-
ue experimenting with 
their mowing areas 
and schedule to learn 
the maximum num-
ber they can get that 
to. They think eventu-
ally they will be able to 
schedule the CEORA 
to take care of a 12-to 
18-acre area over a 24-
to 36-hour period of 
mowing.

It takes one hour (or 
a little more) to charge 
each mower. Units re-
turn to their charging 
stations nearby auto-
matically when they 
have approximately 
20 percent charge re-
maining. They return 
mowing automatical-
ly where each mower 
left off. 

The Wissahickon 
course currently has 
four separate charg-
ing locations, with one, 
three, four and five 
chargers at each sta-
tion, respectively. The 
Militia Hill course 
has six charging loca-
tions, with one, one, 
two, two, four and four 
chargers at each sta-

turn to 
where it 
left off and 
continue 
mowing its 
designated 
area. Each 
mower is 
designated 
to its specif-
ic area and 
will be the 
only mower 
that mows 
that area.

Last year, 
Philadelphia Crick-
et Club had some ar-
eas near the clubhous-
es being mowed every 
day to keep them per-
fect. Other areas were 
mowed every other 
day or once every three 
days.  During the late 
fall when the grass was 
slowing down, they 
changed schedules to 
mow every three days 
or once a week de-
pending on the area.

The mowers will 
mow everything inside 
of its boundary line un-
less a stay-out zone is 
set up. The Philadel-
phia Cricket Club team 
established stay-out 
zones to keep mowers 
off fairways and out of 
bunkers. They also es-
tablished a few stay-
out zones near drains 
that mowers would get 
caught on.

All the units mow at 
night and they take ad-
vantage of that to have 
areas freshly mowed 
when the members ar-
rive for their first tee 
time. Mowers have a 
set schedule of what 
hours they are mow-

tion, respectively. The 
St. Martin course has 
three charging loca-
tions, with one charger 
for the great lawn/ten-
nis courts area.

Electricity was 
spliced off the incom-
ing irrigation satel-
lites power lines and 
they ran power to a 
small breaker box that 
has two outlets going 
back to the newly in-
stalled breaker box. 
This was done so that if 
there was ever a pow-
er problem with the 
mowers drawing too 
many amps it would 
trip the breaker for just 
the mowers and would 
hopefully not trip any 
of the irrigation satel-
lites.

The mowers return 
to chargers when the 
battery gets to a cer-
tain percentage below 
20 percent, meaning 
it will still allow the 
mower enough battery 
to return to the char-
ger. It will then charge 
for about an hour (or 
a little longer), which 
gets it back up to 100 
percent, and it will re-

ing.  The first year 
they let most of them 
mow from midnight 
to noon so they would 
mow at night and dur-
ing the day. Members 
saw the robotic mow-
ers during the day, but 
staff also received in-
formation on how 
they mowed at night. 
The schedule can be 
set for them to mow 
from 6 p.m. to 6 a.m. 
the next day if they do 
not want members to 
see them in operation. 
This would mean the 
mower would mow its 
2½ acres worth of turf 
over two days instead 
of one day. 

The schedule can be 
changed at any time in 
the app, so the mow-
er is going out only in 
a certain window that 
they want it to mow. 
They can't pick the ex-
act time it will mow or 
charge in that window 
because that will be de-
termined by the mow-
er’s battery-level status. 
Wheel brushes are not 
required when mow-
ing at night or during 
heavy dew/moisture.

The metal shelves 
ordered for storage 
are 72 inches wide by 
36 inches deep. The 
550 EPOS mowers are 
about 30 inches long 
so they could fit three 
on a shelf. The shelves 
were purchased from 
Uline and put together 
and installed in-house. 
It took a few staff 
members one day to 
put them together. The 
three shelving units 
cost about $1,600.  

 Daniel L. Meers-
man, chief planning 
officer and director 
of grounds and facil-
ities; Robb Moulds, 
grounds maintenance 
manager; Shawn Ber-
gey, equipment man-
ager; and Wissahickon 
course assistant super-
intendents Ben Rita 
and Will Reese are all 
part of a great team at 
Philadelphia Cricket 
Club. Keith Foster was 
the restoration archi-
tect at the Wissahickon 
and St. Martins cours-
es, and Dr. Michael 
Hurdzan and Dana 
Fry designed the Mili-
tia Hill course. 
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Terry Buchen, CGCS, MG, is president of Golf Agronomy International. He’s a 51-year, life member of the GCSAA. He can be reached at 757-561-7777 
or terrybuchen@earthlink.net.
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SPOTLIGHT

F
or decades, Greg Brandriet, like most Amer-
icans, turned his various clocks and watches 
forward one hour every spring and back one 
hour every fall. He never gave the practice much 
thought. Looking back, he now recognizes it 

likely disrupted his body, rhythm and sleep. It was just 
something everybody needed to do. There were no other 
options.

And then he moved to Arizona.
“I was kind of waiting for the change,” he says, “expecting 

it subconsciously. And when it didn’t happen …” 
When it didn’t happen.
Brandriet is a native of the Dakotas. He lived and worked 

there all his life before a sudden work shift spurred him, his 
wife, Cori, and their two sons on an epic road trip (see One 
Superintendent’s Job Search, May 2023).The family landed in 
Arizona, where Brandriet is now the superintendent of the 
Ambiente golf course at JW Marriott Scottsdale Camelback 
Inn Resort & Spa — and where the natives haven’t switched 
their clocks since 1966. 

Arizona is one of two U.S. states, along with Hawaii that 
remain on Standard Time when the rest of the country 
switches to Daylight Saving Time. But that might not be 
the case much longer. Legislators from 11 other states 
have discussed switching their constituents to permanent 
Standard Time. Far more states are working on a switch 
to permanent Daylight Saving Time. And a pair of Florida 

Congressmen have twice proposed the Sunshine Protection 
Act — potential federal legislation that would end the time 
changes and make Daylight Saving the law of the land.

What would a switch either way mean for you, your team 
and golf course maintenance in general?

Brandriet, for one, concedes that most golf course su-
perintendents and maintenance team members are “up so 
early anyway, starting in the dark most of the time,” that 
permanent Daylight Saving or Standard time might not feel 
like a big deal. After all, the sun still rises before the first 
tee time and plenty of daylight normally remains after the 
workday ends. “But looking back over this last year,” he says, 
“it was noticeably more seamless. There’s no disruption to 
the cycle, and you don’t realize how jolting that is until you 
experience it both ways.

“There’s no confusion about changing the clocks. There’s 
no disruption to your sleep. It’s only one day and one hour, 
but it can take a week to recover from that change.”

The science backs up Brandriet. According to a 2020 
study published in Sleep, the official journal of the Sleep 
Research Society, the week following the second Monday 
in March — after clocks spring forward an hour in 48 states 
— is filled with 18 percent more adverse events like traffic 
collisions and heart attacks than normal. The same study 
reports that the rate of adverse events is about 5 percent 
higher than normal the week after the first Monday in 
November after clocks fall back.

In D.C., legislators are lobbying to change 
how most of us change our clocks.

What would that mean for golf course 
maintenance teams?

By Matt 
LaWell

Turf
doesn’t wear a 

Timex
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Much of that increase is nor-
mally pegged to disrupted and 
decreased sleep. A 2019 study 
published in Journal of Health Eco-
nomics reports that most folks will 
lose about 19 minutes of sleep per 
night after the fall time change. 
Folks who start work before 7 a.m., 
though — pretty much everybody 
who works on a golf course — will 
lose about 36 minutes of sleep 
per night. Dr. Karin Johnson, 
vice chair for academic affairs in 
the Department of Neurology at 
UMass Chan Medical School-Bay-
state and vice-president of the 
nonprofit Save Standard Time, 
says, “Alignment with the sun is 
what’s really important.”

Brandriet agrees. “For our in-
dustry, overall,” he says, “I think 
not having to change would be 
beneficial.”

Luke Bennett experienced a 
similar transition and conclusion 
following a move to Hawaii. After 
long professional stints in and 
around Denver and California 
wine country, Bennett moved 
to the Big Island, where he 
is now director of golf course 
maintenance and grounds at 
Kohanaiki. And despite visiting 
the islands regularly before his 
transition, he didn’t know Hawaii 
had opted out of Daylight Saving 
Time during the 1966 passage of 
the Uniform Time Act. “It was 
one of those things that caught 
me off guard a little bit,” he says. 
“That and when I tried to go buy 
some scratch tickets to give to 
my guys for Christmas and they 
told me, ‘There’s no gambling 
here, dude.’”

Where Arizona favors perma-
nent Standard Time because of 
its sweltering summers and falls, 
Hawaii prefers it because of its 
proximity to the Equator: The 
amount of daylight it receives 
during its shortest and longest 
days of the year differs by only 
about two hours.

“We get here at 5:30 and we 
work in the dark for a little longer 
than we would like to, but it’s 
totally fine,” Bennett says. “In the 
summertime, when it’s a little 
lighter in the morning, we can 
get out there and get out in front 
of everything a little more. It’s just 
not a big enough change for it to 
affect us.

“And after going through a few 
seasons, you realize you don’t 
need to change the start time for 
your guys. There’s no benefit to 
switching things up for golf and 
golf course maintenance.”

Congress has discussed clocks 
regularly in recent years, with 
U.S. Senator Marco Rubio and 
U.S. Representative Vern Bu-
chanan, both of Florida, spon-
soring the Sunshine Protection 
Act in 2018, ’19, ’21 and ’23. 
The bill has gained co-spon-
sors but lost support over time. 
Representatives from states on 
the western edges of time zones 
particularly oppose the bill — and 
any shift to permanent Daylight 
Saving — because of later sun-
rises. (Brandriet, coincidental-
ly, moved from South Dakota, 
which is more perfectly divided 
by an imaginary time zone line 
than any other state. Curiously, 
no Mount Rushmore State reps 
have lobbied for a permanent 
switch to either Daylight Saving 
or Standard.)

“My impression is that we are 
shifting the momentum from 
permanent Daylight time to per-
manent Standard time,” says Jay 
Pea, president of Save Standard 
Time. “Since we’ve been working 
on this, the number of bills for 
permanent Daylight have de-
creased every year and the number 
of bills for permanent Standard 
have increased every year. At the 
state level and in Congress, there 
have been fewer sponsors of the 
current Sunshine Protection Act 
than there were in the previous 

Congress.” Pea mentions a recent 
vote in Nebraska that maintained 
the status quo but at least finished 
with more support for permanent 
Standard. “It’s very encouraging,” 
he says.

Pea says he thinks one state will 
soon pass a permanent Standard 
Time bill. “And once one state 
does that, then all the other states 
are going to see this is an option. 
Most legislators think Arizona 
and Hawaii have some special 
agreement, and that’s not the case. 
They’re simply following the law 
that was written in 1966.”

That 1966 law, the aforemen-
tioned Uniform Time Act, was 
enacted because “every city and 
town could make the decision 
whether they wanted to use Day-
light Saving Time or not — and 
when they started and ended,” 
says Dr. David Prerau, a time 
change expert who favors Daylight 
Saving as what he describes as an 
“excellent” compromise and has 
written two books on the topic, 
including Seize the Daylight: The 
Curious and Contentious Story of 
Daylight Saving Time. “So one town 
could have it, the neighboring 
town could have it but start and 
end at different times, the next 
town could not have it all. And 
you wouldn’t know.” 

Prerau mentions that Iowa 
once used 23 different time zones. 
Neighboring Illinois once used 
more than two dozen. A potential 
national patchwork wouldn’t likely 
be quite that disjointed, but differ-
ent states could soon use different 
times as they did from 1918, after 
Congress first codified our four 
familiar contiguous time zones, 
until 1966. Pea expects regional 
pacts could develop, which would 
help still-hypothetical rollouts to 
permanent Standard Time.

Should the United States 
switch to permanent Standard 
Time, we would be joining the 
global majority: Internationally, 

Brandriet

Prerau

Pea

Johnson

SPOTLIGHT
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61 countries still observe some vari-
ation of Daylight Saving Time, but 
nine have eliminated it just during 
the 2020s.

And we have international fig-
ures to thank for our time changes. 
Founding Father Benjamin Frank-
lin, the first U.S. Minister to both 
France and Sweden, is credited with 
the creation of Daylight Saving back 

in 1784 — though 
he suggested it 
only humorously 
to cut down on 
candle burning 
— and New Zea-
land entomologist 
George Hudson 
more formally 
proposed bend-
ing the clocks a 

century later to give himself more 
time to hunt for bugs. But before 
Canada, then Germany, and then 
the United States adopted it around 
World War I, a British man named 
William Willett campaigned hard 
for more evening sun.

He wanted later light so he could 
squeeze in some more golf.

Yes, a golfer is one of the reasons 

Sunsets are 
later on the 
western edge 
of each time 
zone, leading 
to darker 
mornings.

most of us have moved time and lost 
sleep twice every year our whole lives. 
Would it have been so hard for Willett 
to set his alarm for an earlier tee time?

No matter what happens in D.C., 
Bennett figures turf pros will roll 
with it. 

“I think you adapt to anything 
that happens,” he says. “Daylight is 
daylight. We would all adjust to it 
accordingly. With or without it, most 
golf courses do have a time change 
for their staff once a year. This is 
the first place I’ve worked where 
we don’t.

“Nobody likes working in the dark, 
but sometimes you have to get the 
work done.” 

Matt LaWell is Golf Course Industry’s 
managing editor.

SPOTLIGHT
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Approaching 
the start of its 
24th season, 
Southers Marsh 
weaves 18 holes 
around 30 
acres of active 
cranberry bogs. 
(Don’t dive in 
after lost balls!)

On the morning of 
his wedding, Will 
Stearns IV, often 
called Will, watched 
his father approach 

the first tee of Southers Marsh, the 
golf course they constructed around 
their cranberry bogs in Plymouth, 
Massachusetts. After a couple years of 
heartache, a couple seasons of build-
ing, and a couple months of pushing 
back the first rounds — the thinking 
being that, as soon as the team teed off, 
any work would end — Will Stearns 
III, often called Big Will, was ready to 

swing away at the course’s ceremonial 
first drive.

“‘This is going to be an omen for 
how this golf course is going to go,’” 
Will remembers thinking. “‘He’s going 
to pipe one right down the middle. It’s 
going to be great.’”

Big Will did not pipe one right 
down the middle.

Instead, after figuring out and 
navigating the best route to keep their 
family farm viable amid a long-run-
ning cranberry crisis, and hours 
before his only son tied the knot, Big 
Will shanked his shot hard toward 
the pump house, 60 yards at best, and 
smashed a window.

“It probably wasn’t an omen after 
all,” Will says.

If anything, that first shank and 
smattering of shattered glass can now 
be compared to breaking a bottle of 
wine or champagne against the hull of 
a ship before its maiden voyage. While 
hundreds of other cranberry farmers 
have struggled as their industry wades 
through the ups and downs of supply, 
demand and the desire for sweeter 
fruit, the Stearnses have thrived, av-
eraging more than 20,000 rounds an-
nually since Southers Marsh opened 
in July 2001 — and more than 27,000  
since the start of the pandemic. Their 
humorous commercials, released 
annually on Super Bowl Sunday, have 
helped them become local charac-
ters. Their novel course layout, 4,111 
yards and 45 acres of maintained turf 
weaved through 30 acres of cranberry 
bogs, has helped them thrive. 

Nearly 23 years after turning over 
parts of their farm to the game, golf is 
their business. Growing cranberries is 
more of a hobby.
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The 1990s cranberry crisis spurred Will 
Stearns and his family to give golf a go. 
But they kept their bogs.

By Matt LaWell

cropof
kind

differentA
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The only reason the course exists at 
all is because back in 1995, when the 
cranberry industry was still centered 
in Massachusetts and farmers could 
still expect to bring home $60 per 
barrel, Big Will planted grass around 
a bog to prevent erosion. If we already 
have grass, Will remembers his father 
saying, let’s build a couple greens. A 
library visit led to four postage-stamp 
greens — the largest maybe 1,000 
square feet — and a summer of whack-
ing balls over and often into the bogs. 
“Golf was new to us,” Will says. “And 
we were having a ball.”

Will was hooked. He had just 
graduated from Harvard, where he 
studied mechanical engineering so 
he could design specialty equipment 
for cranberry farming, but now he was 
determined to build a life on the bogs. 
He moved to New York to work on the 
Mercantile Exchange just long enough 
to build up his bank account and buy 
his own bogs. He moved back to Plym-
outh in 1998 and started farming.

Everything changed less than a 
year later. Ocean Spray, the cranberry 
cooperative in which the Stearnses 
have long been owner-farmers, mailed 
letters in January 1999 telling farmers 
the price for barrels was dropping 
from $60 to $18. It would eventually 
crater at $8. “Just brutal timing,” 
Will says.

Big Will 
gathered 
the fam-
ily — his 
wife, Nan-
cy ,  their 
daughters, 
Laura and 
Betsy, and 
Will — and 
everybody 
b r a i n -
s t o r m e d 
ideas for a 
week. “The 
two things 
that were 
on every-
one’s list 

were housing development or golf 
course,” Will says. “My father was 
pretty adamant about keeping the 
land in the family and making a go of 
it. Fortunately, farm credit was either 
nice enough or foolish enough to lend 
us the money!”

They persuaded local superinten-
dent-turned-architect Dahn Tibbett 
and his colleague Nick Filla to design 
the course among the bogs, then gath-
ered a neighbor named Mike Pruett 
and four high school kids to help them 
with the manual labor. They pur-
chased used equipment, nicknamed 
by color, that would “just run until it 
wouldn’t run anymore.” There was the 
Green Hornet and White Lightning. 
The Black Widow survived the whole 
project. “The most expensive one, 
Trusty Rusty, it made one trip and 
burst into flames,” Will says. “It got 
loaded at the pit, caught on fire about 
halfway back and that was it. It never 
moved again. For Dahn to be able to 
put up with that, you have to tip your 
cap to the guy. It took a lot of patience.”

The Stearnses had previously 
owned an irrigation company and Will 
spent most of his teen years installing 
lines. No matter what other challenges 
they faced, irrigation would not be 
one of them. “We did all the earth 
moving and we put in the irrigation 
system, and Dahn shaped the tees and 

the greens and the bunkers,” he says. 
“Dahn made it look like it had always 
been there.”

Big Will’s errant first shot aside, 
the first year wasn’t a total disaster. 
Southers Marsh managed to hit 8,000 
rounds from July 7 — Big Will’s 52nd 
birthday — to the end of the season. 
Word of mouth helped the number in-
crease every year until they plateaued 
around 20,000 in 2004. 

After a pandemic bump in 2021 
and 2022, they hit 30,000 rounds last 
year.  “For the first time,” Will says, “I 
feel like we might make it.” He laughs.

The only real blemish during 
recent years was losing Big Will in 
April 2021. He kept Southers Marsh 
humming — building a “Nut Squad” 
of high schoolers who could handle 
almost any job in the clubhouse, on 
the course, or in the bogs, and devel-
oping friendships with anybody who 
pulled in off Federal Furnace Road. 
Hundreds attended his celebration 
of life — held under a tent during a 
summer storm — at which Will’s older 
daughter, Maddie, joked that during 
her years at the course, “My dad was 
my boss and my grandpa was the 
coworker who kept me from getting 
my work done. He was going to do 
something epic every day.”

Big Will’s obituary, written by his 
family to make people laugh almost as 
much as he did, said his official cause 
of death was “a several year battle with 
heart issues, diabetes, skin cancer, 
lung cancer, pancreatic cancer, blad-
der cancer, and golfers who would not 
bring their carts in when it got dark.”

Will’s brother-in-law, J.D. Marks, 
has filled Big Will’s spot next to Will 
in the annual commercials — stand-
ing in the bogs in waders, selling the 
course with comedy — but there is no 
replacing him.

“It’s been a rollercoaster ride,” Will 
says, “and there have been more good 
times than bad. The No. 1 complaint 
we got in 2023 was, ‘I can’t get a tee 
time.’ I tell them, ‘You know, that’s 
my goal! That’s what I’ve been trying 
to do for 23 years!’” 

The Stearns 
family has run 
Southers Marsh 
since it opened 
in 2001, and 
has been a part 
of the 
Massachusetts 
cranberry scene 
since the 1950s.
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AMERICA’S   GREENKEEPER

MATTHEW WHARTON, CGCS, MG, is the superintendent at Idle Hour Country Club in Lexington, Kentucky, and 
past president of the Carolinas GCSA. Follow him on X at @IHCCGreenkeeper.

MORE TRANSITIONAL 
GUIDANCE 

L ast month I shared the first part of my conversation with 
Hillcrest (Idaho) Country Club superintendent Matthew 
Gourlay, CGCS, MG, about the methodology and process 

surrounding his recent job change. Here’s the second part. 

What do you hope to achieve in your new position?
There are several key objectives I aim to achieve: 
Optimal course conditions: Strive to maintain and enhance the 
overall quality and playability of the golf course, ensuring well-mani-
cured greens, fairways and bunkers. 
Environmental sustainability: Implement and promote sustainable 
turf management practices to minimize environmental impact and 
ensure the long-term health of the course. 
Team collaboration: Foster a positive and cohesive working en-
vironment among the maintenance team, encouraging teamwork, 
communication and professional development. 
Budget management: Effectively manage the budget allocated for 
course maintenance, optimizing resource allocation and minimizing 
unnecessary expenses. 
Continuous improvement: Seek opportunities for improvement 
in turf management techniques, equipment efficiency and overall 
maintenance processes. 
Pest and disease control: Implement effective pest and disease con-
trol strategies to safeguard the course against potential threats to turf 
health. 
Compliance with regulations: Ensure that the golf course adheres 
to all relevant regulations, including environmental standards, safety 
protocols and any other applicable guidelines. 
Enhanced golfer experience: Strive to provide an exceptional expe-
rience for golfers by maintaining high-quality playing conditions, ad-
dressing feedback and continuously enhancing amenities. 
Professional development: Invest in my professional development 
and that of our team, staying abreast of industry trends, attending 
relevant conferences, and pursuing ongoing education. 
Community engagement: Build positive relationships with the lo-
cal community, golfers and stakeholders, promoting the golf course 
as a valuable asset and contributing positively to the community. 
Effective communication: Foster clear and open communication 
channels with both the management team and golfers, keeping them 
informed about maintenance schedules, improvements and any rel-
evant updates. 
Long-term planning: Develop and implement long-term mainte-
nance plans, considering seasonal variations, anticipated challenges 
and strategic improvements to the course. 
Employee satisfaction: Prioritize the well-being and job satisfaction 
of our maintenance team, recognizing and rewarding their efforts, 

and providing opportunities for 
professional growth. 
Emergency preparedness: De-
velop and maintain contingency 
plans for unforeseen events, en-
suring a quick and effective re-
sponse to emergencies such as 
extreme weather conditions or 
course damage. 
Setting clear goals in these areas 
will contribute to the success of 
the golf course and my role as a 
golf course superintendent. 

How different is Hillcrest from 
your previous course? 
Hillcrest is a privately owned 
country club, in contrast with 
the public course nature of 
Colbert Hills. While Hillcrest 
features 18 holes, Colbert Hills 
boasts 27 holes. At Hillcrest, 
there’s a notable prevalence 
of annual bluegrass on both 
the greens and the rest of the 
course, a characteristic not 
shared with Colbert Hills. 
Transitioning from being the 
longest-serving team member 
at Colbert Hills, I now hold the 
position of the least-tenured 
staff member at Hillcrest.

What advice do you have for 
someone looking for that next 
opportunity?
Discovering the next career 
opportunity requires a blend of 
strategic planning, networking 
and highlighting your skills.
• Conduct a thorough self-as-

sessment
• Define clear career goals
• Build and nurture your pro-

fessional network.
• Keep your résumé and online 

profiles up-to-date
• Focus on developing relevant 

skills
• Research potential employers 

and companies
• Explore various job-search 

platforms
• Prepare thoroughly for inter-

views
• Seek constructive feedback 

during your job search
• Maintain persistence and a 

positive mindset
Securing the right opportunity 

takes time and dedication. Exer-
cise patience, stay committed to 
your objectives, and be open to 
adapting your strategy based on 
your experiences and feedback.

Which has been more valuable 
to your career: education or 
experience? 
A person’s career development 
is influenced significantly by 
both education and experience, 
with their importance varying 
depending on the field and indi-
vidual circumstances. In many 
instances, an optimal approach 
involves combining education 
and experience. A robust edu-
cational background can cre-
ate opportunities and establish 
a firm foundation, while practi-
cal experience enables individu-
als to enhance their skills, navi-
gate diverse situations and show-
case their capabilities to poten-
tial employers. The relative sig-
nificance of education and ex-
perience is contingent on job re-
quirements, industry standards 
and individual career objectives. 
Continuous learning, whether 
through formal education or on-
the-job experiences, frequently 
serves as the linchpin for ongo-
ing career growth and success.

What mistakes have you made 
in your career? 
Agreeing to have this conversa-
tion with you!  
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