
Scott Niven Elected MetGCSA President
by Guido Cribari

He was literally born into the profession.
At age five, he remembers cutting the 

greens on a course where his Dad served 
as manager-superintendent.

And now, at age 33, with more than a 
quarter century of experience in the field, 
Scott Edwin Niven reaches the pinnacle of 
his chosen profession as the newly-elected 
president of the Metropolitan Golf Course 
Superintendents Association.

Yes, folks, it is possible to carry on a 
love affair with a job. And Scott Niven (as 
in NyVen), is living proof.

Property manager (superintendent to 
most of us), at The Stanwich Club in 
Greenwich, voted back into America’s 100 
best golf courses by Golf Digest, Scott 
Niven says “taking over the leadership of 
this outstanding organization and its 350 
members, is a dream come true.”

A native of Quantico, Va., where his 
dad, A. Russell Niven, ran the Air Traffic 
Control Tower, Scott was raised in New 
Hampshire, where the family at one time 
owned and operated the Angus Lea Golf 
and Tennis Club.

He attended the University of New 
Hampshire for one year before transferring 
to the University of Rhode Island, where 
he earned a bachelor of science degree in 
turf management. He even managed to get 
his golf handicap down to four despite a 
demanding school-work schedule.

“I loved working on the course as a 
youngster,” he says now in retrospect, 
“even at five in the morning. It was fun. I 
enjoyed it more than playing the game. I 
honestly did. There’s a certain inner

satisfaction that comes in communing with 
mother nature in producing the best possi­
ble playing conditions.”

“How much do I love this work?” he 
asks inquiringly.

“Enough to have spent every single 
summer of my life on or around the golf 
course.”

Scott arrived in this district in the spring 
of 1976 and went to work under Paul 
Caswell at Greenwich Country Club.

Following Greenwich came stints at the 
St. Andrews Club in Hastings and the 
Siwanoy Country Club in Bronxville. He 
took over as Property Manager at Stanwich 
in the spring of ’83.

Getting Stanwich and its demanding, 
rolling 7, 133-yard, par-72 layout back 
on Golf Digest’s “100 Best Roster” may 
not have been a designated goal, but it 
obviously is an unsolicited reward for a job 
well done.

By the way, at this point, it should be 
noted that the family name originally was 
not Niven, but MacNiven. “Grandpa 
Niven decided that Niven was more Amer­
icanized and less of a problem to handle 
phonetically, so he ordered the switch,” 
laughs Scott.

Scott earned his stripes on the way up 
to the MetGCSA presidency:

He served as a member of the board for 
seven years, secretary for four years and 
vice president for one. He took over 
officially Nov. 12 at the annual meeting at 
the Ridgeway Club in White Plains from 
Pat Lucas of Innis Arden, whose term of 
office had expired.

“You just won’t find a finer group of 
people anywhere,” insists Niven of his 
confreres. “They really know what they’re 
doing. They’re very professional. But 
more importantly, they love what they’re 
doing. And that can be the key to success 
in this business.”

The 5-10, 155-pound blond mustachioed 
Niven is a much-sought-after authority on 
one vital aspect of his profession. He is 
considered a knowledgeable pace-setter on 
Plant Growth Regulators, a grass-growth, 
water-retaining, chemically-induced sys­
tem that could lead eventually in reducing 
the presence of the dreaded poa annua that 
plagues courses in this sector of the coun­
try. He is consistently called upon to 
lecture and address seminars and clinics on 
the subject throughout the northeastern 
area of the country.

Scott sees the MetGCSA not only as a 
working, educating body with considerable 
expertise at its command, but a fraternal 

(continued on page 7)



1988 Met GCSA Board of Directors

President 
Patrick Lucas 
Innis Arden GC

Vice-President 
Scott Niven 
Stanwich C

Secretary 
Timothy O’Neill 
CC o f Darien

Treasurer 
Lawrence Pakkala 
Woodway CC

Past President 
Peter Rappoccio 
Silver Spring CC

Joseph Alonzi 
Fenway GC

John Carlone 
Middle Bay CC

Kenneth Flisek 
Ap awam is C

Tracey Holliday 
CC of Fairfield

Edward Horton 
Westchester CC

John Musto 
Back ’O Beyond, Inc.

John O ’Keefe 
Preakness Hills CC

John Wistrand 
Metro Milorganite, Inc.

TEE TO GREEN STAFF

Co-Editors:
Ken Flisek 914-967-2100
John O’Keefe 201-694-0260

Editorial Committee:
Tony Baviello Mary Medonis
John Carlone Mark Sinto
Ted Horton Al Tretera

Mike Mongon - Photographer

Right to reprint must be requested of the Editors

lower row I. to r. John Musto; Larry Pakkala, Vice Pres.; Joe Alonzi, Treasurer; Scott 
Niven, President; Tim O’Neill, Secretary; upper row I. to r. Tim Moore, Tony Grasso, Pat 
Lucas, Past President; John Carlone, John O ’Keefe, Ken Flisek.

Committee Chairman

Membership
Tim O’Neill, 203-656-0600 

Education
John Musto, 914-279-7179

Communications 
John O’Keefe, 201-694-0260 
Ken Flisek, 914-967-2100

Tournament
Tony Grasso, 914-967-6161

Scholarship and Research 
Larry Pakkala, 203-329-8257

Social and Welfare 
John Carlone, 516-766-1838

By-Laws
Larry Pakkala, 203-329-8257 

Awards
Pat Lucas, 203-359-0133

Long Range Planning 
Pat Lucas, 203-359-0133

Public Relations 
Tim Moore, 914-592-7829

Family Relations 
John Carlone, 516-766-1838

Please fell free to contact us at any time. If possible, direct your questions or 
comments to the Director in charge of the area in question.

May you and your loved one’s Holiday Season 
be Blessed and Joyous; and 

We wish you a Healthy, Happy New Year
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Planning for Your Financial Future

History:
Financial Planning is a relatively new 

industry that has enjoyed rapid growth in 
the 1980’s. Rapidly rising interest rates in 
the late 70’s and early 80’s forced individu­
als to seek out higher interest rates than the 
banks were offering. The now-popular 
money market accounts were established 
initially by mutual fund companies, but 
banks were also eventually allowed to offer 
them.

Next came new kinds of life insurance 
which offered current money market rates 
on the case value in the policy. New mutual 
funds were being introduced to invest in 
every possible segment of the equities or 
the fixed income markets. Because of the 
widening choice of insurance and invest­
ment vehicles, (ranging from investing in 
tax free bonds funds to gold funds to 
international equity funds), the industry of 
Financial Planning was bom to help people 
cope with the choices. Everyone’s situation 
is different, and something that works for 
one family may be totally wrong for 
another. For those who like definitions, 
Financial Planning is simply an organized 
method for accumulating sufficient re­
sources to achieve specific, established 
goals in the future.

What Comprises a Financial Plan?
There are several components of a 

personalized financial plan, probably the

by Thomas A. Choate, CLU 
Charter Financial Consultant

most important is the establishment of 
specific goals. Examples would be to 
accumulate enough capital to put your 
children through college, to make a down- 
payment on a home, to have a vacation 
reserve or to plan for a comfortable retire­
ment. The important thing is to be specific 
and to assign dollar goals to be achieved 
within certain time frames. It is not enough 
to say that you would like to have as much 
money as possible for retirement; you must 
set a dollar figure as a target and work 
toward that target on an annual, systematic 
basis.

Creating and following a budget is also 
very important in financial planning. You 
simply cannot start a savings or investment 
program without knowing what it costs you 
to live and what is left over each month 
after the bills are paid. Most people say 
that there is nothing left to save after the 
bills are paid. Why not try paying yourself 
first, not last. Put something away for 
yourself, then pay the bills. A budget is 
also an excellent way to reveal where any 
problem areas might lie. Once you know 
there is a problem, you can take action, 
but if you don’t prepare a budget, you may 
never know there is a problem.

Income tax planning is another important 
factor. First, a Financial Planner should 
determine his client’s personal income tax 
bracket. What, if anything, can be done to 
lower that bracket? A review of a client’s

prior tax returns will reveal how much he 
is claiming in interest and dividends and 
whether it might be wise for him to consider 
tax free municipal bonds instead. Some 
sort of pension or profit sharing plan might 
be considered to reduce currently taxable 
income.

Hand in hand with tax planning is 
investment planning. The investments that 
a person owns should be chosen with 
income tax considerations in mind. Some­
one in the highest income tax bracket 
should probably not invest large sums in 
taxable money market funds because so 
much is lost to taxes. On the other hand, 
there is a point below which it does not 
make sense for an investor to buy tax free 
bonds, and that point is determined by 
considering an investor’s tax bracket in 
relation to interest rates available in the 
marketplace. Liquidity is also an important 
investment consideration, and it refers to 
how quickly an investment can be con­
verted to cash. Some investments are much 
more liquid than others. For instance, real 
estate is not considered liquid because it is 
not readily convertible to cash. It takes 
time to sell, and there are expenses to be 
considered. On the other hand, a mutual 
fund invested in stocks or bonds can be 
converted to cash overnight, so it has a 
high degree of liquidity.

Insurance planning is also crucial, 
because it not only includes life insurance, 
but health insurance, medical insurance 
and property and casualty insurance. The 
various fields of insurance are changing as 
rapidly as investments, and it is critical not 
to overlook the effect of a major illness or 
the premature death of a major breadwin­
ner. What is the right kind of insurance to 
buy, and how much is enough? These are 
difficult questions to answer without the 
help of a trained trusted advisor.

Estate planning is the last major compo­
nent of financial planning. This usually 
involves having a will drawn or updated 
and reviewing the ownership of assets. It 
is not always a good idea to put everything 
you own into joint name with a spouse, 
parent, brother or sister. It is quite often 
better to keep certain assets in separate 
names, such as inheritances, and to leave 
them to a surviving spouse by will rather 

(continued on page 5)

Coming Events

JANUARY

13 MetGCSA Winter Seminar Brae Burn Country Club 
Purchase, New York

19 NY Professional Turf and 
Landscape Conference

Yonkers Raceway 
Yonkers, New York

FEBRUARY

1-8 GCSAA International 
Conference and Show

Houston, Texas

11 Connecticut Professional 
Turf & Landscape Confer.

Hartford Civic Center 
Hartford, Connecticut

29- 
Mar. 3

57th Massachusetts Turfgrass 
Conference & Show

Springfield Civic Center 
Springfield, Massachusetts

3



Golf Course Maintenance Industry Exceeds $3 Billion

According to the new 1987 edition of 
the Golf Course Maintenance Report, the 
estimated annual worth of the golf course 
maintenance industry in the United States 
today is $3.54 billion. This figure includes 
the cost of labor, equipment and supplies 
needed to maintain the 1.2 million acres 
of land occupied by the nation’s 12,384 
golf facilities.

The 80-page report, developed from a 
survey conducted in late 1986, was co-pro­
duced by the Golf Course Superintendents 
Association of America (GCS AA) and the 
National Golf Foundation (NGF).

The new report supersedes a less com­
prehensive 25-page joint study report done 
in 1985.

“We feel that this year’s expanded report 
provides valuable information not available 
through any other source in the golf course 
and turfgrass industries,” says Donald E. 
Fleam, CGCS, GCSAA president.

“The golf course superintendent is a vital 
person in the golf industry and plays a 
crucial role in maintaining the nation’s golf

courses so they are enjoyable for the 20.2 
million U . S. go lfe rssays NGF President 
David B. Hueber. “And the NGF is proud 
to have been part of this all-important 
study.”

The 1987 report is broken out into nine 
geographic regions and by the public and 
private facilities within those regions. It 
covers irrigation sources, expenses, labor 
hours and wages, golf car fleet size and 
maintenance costs, environmental condi­
tions and professional responsibilities for 
each region.

The information was collected through 
a 10-page survey instrument sent to golf 
course superintendents throughout the 
United States in November 1986. The 
information is presented in a manner that 
allows superintendents to make a compara­
tive analysis of their operations with others 
within their region.

“Golf course superintendents and others 
involved in the maintenance of the nation’s 
golf courses will find the information 
contained in this report to be useful in

determining the factors that make their golf 
courses unique from others in their region,” 
Heam says.

A two-page summary of the Golf Course 
Maintenance Report is available from both 
the GCSAA and NGF at no charge. The 
complete report sells for $90.

GCSAA is a non-profit organization 
founded in 1926 to inform and educate golf 
course superintendents and to strive for the 
betterment of the profession. The associa­
tion publishes an official monthly 
magazine, Golf Course Management, and 
annually sponsors the international Golf 
Course Conference and Show.

For more information, contact Bob Still, 
media relations manager, GCSAA, 913- 
841-2240.

DON’T FORGET! 
MetGCSA Winter Seminar 
Brae Burn Country Club 

Purchase 
January 13, 1988

MOWING SLOPES IS 
EASY WITH A FORD 

LCG TRACTOR
(Low Center-of-Gravity)

Ford LCG tractors are especially designed for mowing on slopes. 
With their wide-set axles and low center-of-gravity, they really hug the 
ground.

Two power sizes: Ford diesel powered with 60 SAE net HP (Ford 
4610 LCG) and 40.5 SAE net HP (Ford 2910 LCG).

Choice of 8X4 synchromesh transmission (shift on-the-go under 
light load) or standard 8X2 dual-range transmission.

Team up with one of Ford’s great mowers: a 3-point hitch mounted 
Ford flail mower or one of Ford’s rotary cutters, in lift or pull type.

You’ll find the Ford LCG tractors a lot of value for the money, with 
designed-in Ford quality. Don’t just take our word for it...

A S K  F O R  A D E M O ...T O D A Y !

Wesco, Inc.
27 Broad Street 

Norwalk, CT 06851 
203-847-2496

Westchester Ford Tractor, Inc.
Meadow Street 

Goldens Bridge, NY 10526 
914-232-7746

4



Financial Planning (cont’ d from page 3)

than to count on the rules of joint tenancy.

The Four Cornerstones:
In applying the above components of 

financial planning, I like to allocate assets 
in accordance with The Four Cornerstone 
Philosophy that I learned during my years 
with Investors Diversified Services. This 
is another way of saying “Don’t keep all 
your eggs in one basket.” When I review 
a prospective client’s portfolio, I look to 
see if assets are properly allocated within 
the four categories of Cash Reserves, 
Insurance Protection, Fixed Assets and 
Equity Assets.

A Cash Reserve is money in the bank 
or a money market account that can be 
withdrawn without penalty or loss of 
principal regardless of what is happening 
with interest rates or the stock market. 
Most financial planners would recommend 
having the equivalent of three to six months 
after-tax income in this type of an account 
to cover most short term emergencies.

Insurance Protection means having the 
right kind and amount of insurance to cover 
risks that you can’t afford to cover yourself. 
If your family could not go on without your 
income, then you need life insurance. If 
you are injured and can’t work, you need 
disability insurance to cover your lost 
income and medical insurance to cover the 
hospital and doctor bills. The problem is 
to figure out what kind of insurance is the 
best for your own situation.

Fixed Assets are assets that are invested 
for a fixed period of time and at a fixed 
interest rate. A certificate of deposit is a 
good example because you know how 
much is invested, for how long and at what 
rate. When the CD matures, you know 
exactly what you are going to receive, and 
there should be no surprises other than 
what the new rate will be if you wish to 
renew your CD.

Equity Assets, such as real estate or 
common stocks, can go up and down in 
value. At any given point in time, these 
assets may be worth more or less than what 
you paid for them, so it is obviously not a 
good idea to have all your eggs in this 
basket. It is very important to have a good 
mix of assets in your portfolio so as to 
avoid the problems that plague people who 
do not diversify their assets.

Hopefully, this short primer in Financial 
Planning will prompt you to call a planner 
if you feel uncertain about your financial 
future in this current environment."

GCSAA’s Director’s 
Comments

The year to date has certainly been one 
to remember for those of us in the turf 
management field! High temps and humid­
ity, drought for some — excessive rain for 
others, unfamiliar disease symptoms, 
insects, STRESS. The year has been no 
less memorable for your national profes­
sional association GCS AA — and because 
of outstanding efforts by many and good 
fortune — a very good year to date.

GCSAA is active on so many fronts. 
Conference and Show expectations for 
Houston remain exceptionally high — 
S&R efforts continue to fulfill foreseen 
potential: Golf Course Management 
magazine striving to provide the useful and 
timely information that turf managers so 
need — an ever increasing demand for 
regional seminars which emphasize the 
desire for well-presented continuing educa­
tion — continuous efforts at improving and 
expanding the image of our profession 
through public relations — consistent 
internal communications and continued 
high interest in upgrading through certifica­
tion. Most importantly — an outstanding 
interaction amongst GCSAA’s member­
ship, Board of Directors and staff is ongo­
ing through a very active committee struc­
tures. Such interaction is essential in 
keeping those of us responsible for the 
Association’s welfare abreast of the wants 
and needs of the membership. The philos­
ophy of members actively participating on 
a regular basis is undoubtedly one of the 
main reasons for the current success of 
GCSAA.

As always, please do not hesitate to 
contact me should any problem regarding 
GCSAA exist or should you have sugges­
tions or criticisms. Also, anyone interested 
in serving on a committee should let me 
know prior to Conference. I will do all that 
I can to assist those interested in serving 
on a committee receive an appointment.

Thanks,

Steve Cadenelli

Seasons Greetings

IF YOUR TURF 
COULD TALK IT 

WOULD ASK FOR 
SAND-AID AND . 

PANASEA /
• Bigger roots
• Stress tolerance
• Delayed senescence
• Moisture and nutrient 

retention
• Micronutrient-rich
• Effective, safe & 

organic
/

•  4 '  '  -  O  . • 4 »

For better turf management 
CALL METRO MILORGANITE 

TODAY 
(914) 347-4222

AEGYPT
FARMS

WHITE MARSH MO.

301-335-3700

Sterilized
Top

Dressing
EGYPT FARMS EXCLUSIVE! All top dressing
ingredients are thoroughly mixed and 
sterilized by indirect heat in our special 
process. The sand particles are actually 
coated with a mixture of top soil and peat 
humus for a completely homogenous mixture 
that will not separate during handling and 
spreading.
Egypt Farms top dressing is formulated 
especially for your area to specifications 
recommended by the United States Golf 
Association, Texas A&M, Penn State. North 
Carolina State, and the University of 
Maryland.
Many years of research and testing by these 
leading universities have produced a soil 
mixture for superior growth; to maintain the 
best balance of percolation; to resist 
compaction; for good aeration; and for the 
retention of usable water and nutrients in the 
growing medium.
Green and tee construction materials & mixes con­
forming to U.S.G.A. specs are also available
D istributed by: Metro-Milorganite. Inc.

(914 ) 769-7600
The Terre Co. Wagner Seed Co.. Inc. 
(201 ) 473-3393 (516 ) 293-6312
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Scholarship Awards
If you are a member of the MetGCSA, 

and are in need of financial assistance to 
continue your (or your children’s) educa­
tion, you are eligible for a MetGCSA 
scholarship. Now is the time to write for 
an application. The deadline for applica­
tions is February 15, 1988. Scholarship 
winners will be announced at the 
MetGCSA March Business Meeting. Send 
application correspondence to:

Larry Pakkala
c/o Woodway Country Club
412 Hoyt Street, Darien, CT 06820

Tournament Committee News
Due to the increasing popularity of the 

MetGCSA Invitational, and the limited 
amount of space available, we have set-up 
the following guidelines to assure that the 
members who most support this association 
will be able to play. Effective in 1988, 
spots in the field will be reserved (until the 
entry deadline) for members who have 
attended three monthly membership meet­
ings in the past twelve months. The remain­
der of the field will be then filled on the 
old first-come, first-served basis.

Winter Seminar
January 13, 1988 
Brae Bum Country Club 
Purchase, New York 
8:00 a.m. Registration 
3:00 p.m. Adjournment

Pesticides, The 
Environment and You

Dr. Martin Petrovic, Cornell University 
Movement of Pesticides In The Soil

Mr. Joe Betulius, Chemfarm, Inc. 
Calibration Techniques

Ms. Vonnie Estes, Agri-Diagnostics 
Assoc.

Disease Control Through Bio-Technol­
ogy
Dr. Barbara Sullivan, Westchester County 
Health Dept.

Employee Exposure and Testing
Mr. Gary Watschke, U.S.G.A. Green 
Section

Pesticide Storage and Disposal
Mr. Michael Cook, NYS Dept of Environ­
mental Conservation 

Update and Questions

59th International 
Golf Course 

Conference &  Show

G C S A A
February 1-8, 1988

George R. Brown Convention Center 
Houston, Texas

♦ 30 Seminars ♦ Golf Championships 
♦ Trade Show ♦ Annual Meeting

For Conference, Seminar 
or Exhibitor Information: 

1-800/GSA-SUPT or 913/84L 2240

Golf Course Superintendents 
Association of America 
1617 St. Andrews Drive 

Lawrence, KS 66046-9990

MetGCSA News

DATE: 
PLACE:

TIME:

We’ll Transplant 
Your Large Trees 
& Save You Money!

Get the most out of the trees you already have. Increase the look 
and
effect of your golf course by using trees that are overcrowded or 
are needed in another location.
With our Big John Tree Transplanter we can plant trees up to 
12" in diameter for less than you think.

Now is an Excellent 
Time to Transplant 
Large Trees

H a w th o rn e  B ro th ers
Tree Service, Incorporated

5 Center Street
Bedford Hills, New York 10507
914-666-5035
203-531-1831
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Commercial 
Applicators Face 
New Regulations!

by Ted Horton, CGCS

The recent changes on the legislative and 
regulatory front will drastically affect the 
businessess of many commercial pesticide 
applicators involved in lawn care and golf 
course maintenance alike. In particular, 
Pesticide Bill A.5219-B and its current 
regulations will seriously hamper our 
ability to work in professional grounds 
management for which we have each 
invested a great deal of time, money, 
education and training.

Notably, the main components of the 
new regulations involve notification “to 
which all commercial pesticide applicators 
are subject” and then the “special regula­
tions which require posting and contracts 
for lawn care applicators.”

Although the regulations are difficult to 
understand, a careful study of the require­
ments will let you know how drastically 
your business procedures will be changed

PARTACGOLF COURSE
TOP-DRESSING

rnmmmBmm
AMERICAS PREMIUM  

TOP-DRESSING
HEAT TREATED

AVAILABLE IN BULK OR BAGS

1-800-247-2326
IN N.J. 201-6374191

DISTRIBUTED IN 
WESTCHESTER & FAIRFIELD BY:

J&B TRUCKING 
JAMES CARRIERE & SONS

914- 937-5479 
ON LONG ISLAND BY: 

MAXWELL TURF & SUPPLY 
DOUG HERON

516- 681-3032

if they take effect next April. Although 
contracts and posting do not appear to be 
required for pesticide applications to the 
golf courses, the notification regulations 
do require golf course superintendents to 
deliver written notices containing informa­
tion as defined in the regulations to the 
“occupants owners, or the owner’s agent” 
of the club.

The New York State Turfgrass Associa­
tion (NYSTA) is concerned with these 
regulations and is actively working to 
propose alternative plans that would allow 
for the safety intended by the regulations 
without the punitive effect. Recently, 
NYSTA joined with other members of the 
“Green Council” — NYS Arborists & NYS 
Cemeteries to hire Thomas West of Nixon, 
Hargrave, Devans & Doyle. Mr. West will 
be representing our interests in all pesticide 
regulatory and legislative issues in New 
York State.

In particular, we are all urged to:
“ 1. participate in the hearings through 

written testimony;
2. visit our elected state representatives, 

Senators, Assemblymen and Governor’s 
office and let them know of the fallacies 
in the regulations and the effect they will 
have on our businesses; and,

3. join our State Turfgrass Association 
and help to strengthen it by recruiting 
membership and financial support.”

Additional information and a copy of the 
regulations may be obtained by contacting 
Beth Seme, Executive Director, NYSTA, 
P.O.Box 612, Latham, New York, 12110 
(Telephone 800-873-TURF).

Please get involved!

President (continued from front page) 

organization as well, with many built-in 
blessings and advantages.

“Let’s face it, it’s imperative that we 
keep together, work together, and study 
together,” he says, “but it’s vital that we 
play together as well. Heck, in this affluent 
sector of the world, if the supers didn’t 
have each other, they wouldn’t be able to 
afford friends,” he muses.

Scott is proud of that C . G. C . S. (certified 
golf course supt.), label that follows his 
name. He’s one of only ten percent or so 
who have earned the coveted designation. 
Incidentally, his younger brother, Curtis,

is the superintendent at the Areola Club in 
Paramus, N.J.

Niven sees the role of the supt. as being 
part diplomat, part psychologist, part 
clergy (in communion with The Good Lord 
as well as Mother Nature), and all down-in- 
the-trenches, 24-hour-a-day devoted 
worker.

“The toughest part of the job, he 
suggests, is being the perfect people-man­
ager and astute diplomat simultaneously, 
talents that sometimes cannot be taught.

“It’s not easy to deal effectively, on so 
many levels with so many diverse per­
sonalities (staff members, vendors, 
clubhouse manager, golf professional, 
green chairman, board members and the 
general membership), and succeed. In 
addition, we’re expected to be able to 
speak and write effectively. That, I 
suggest, is quite a load to carry.”

Leaning back in his office chair, he 
scans the landscape and says: “There are 
some disturbing issues on the horizon,” 
and he lists them accordingly:

1.—pesticide controls and regulations; 
2—the availability of water; 3—noise 
restrictions, and A— acute labor problems 
and shortages.

“These are the reasons, perhaps, why I 
rarely play golf on my own course. I prefer 
to look at the other guy’s problems,” he 
chuckles.

His dedication carries to extremes at 
times, and he insists his greatest joy comes 
from “experimenting with new chemicals 
and products — pioneering, so to speak, 
with something new. They call it exploring 
the possibilities, taking chances. It’s the 
only way to grow.

“One must be willing to take chances, 
take the responsibility, make mistakes, if 
necessary. I’ve made more than my share. 
But there is no more effective learning 
process than carefully studying and profit­
ing from the miscues.”

And finally, in his new role as MetGCSA 
president, he promises “to do everything 
in my power to maintain the integrity of 
this fine association, while striving to 
improve the image, professionalism and 
well-being of the Met Supers at every 
single opportunity.

“This is a grand and glorious assignment, 
and I relish the challenge,” says Scott 
Edwin (Scotty) Niven beaming with pride."

ED NOTE: —r Guido Cribari is the 
retired executive sports editor for Gannett’s 
Westchester Rockland Newspapers, Inc.
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Patrons of Tee to Qtêen
Patrons listed on this page are supporting our Association. You are encouraged to support them.

*Denotes Met GCSA member

Alpine Tree Care, Inc.*
Main office: White Plains 914-948-0101 
Branch offices: Chappaqua 914-238-4400 

Darien 203-655-8008 
Professional Tree Care & Consulting

Big Tree Nursery 
Stan Lubowicki 
P.O. Box 6081 
Edison, NJ 08818 
We transplant large trees

James Carriere & Sons, Inc.*
Bill Carriere 
7 Cottage Street 
Port Chester, NY 10573 
914-937-2136 or 914-937-5479

Cecio Bros., Inc.
General Excavating Contractor 
P.O. Box 4100; 500 Old Post Road #3 
Greenwich, CT 06830 
203-869-2340

Egypt Farms, Inc.
Golf Green Topdressing 
John Strickland 
White Marsh, MD 21162 
301-335-3700

Emerald Isle, Ltd.
Bob Middleton 
2153 Newport Road 
Ann Arbor, MI 48103 
313-662-2727

Glenmore Landscape Service*
Glenn S. Moore
RR3 Box 199 Hackgreen Rd.
Pound Ridge, NY 10576 
914-764-4348

I & E Supply, Inc.*
Dick Smith -  Paul Roche 
66 Ema Avenue, Milford, CT 06460 
BUCKNER IRRIGATION SYSTEMS 
203-878-0658

Irrigation Systems Incorporated*
P.O. Box 66, Windsor, CT 06095 
203-727-9227
Installation, Service, Winterization and 

Designing for Course Irrigation Systems

James W. Taylor Tree Surgery, Inc. 
TREE TRANSPLANTING 
240-B Plains Road 
Walden, NY 12586 
914-561-3490 -  Vickie Poltrack

LESCO, Inc.*
20005 Lake Road, Rocky River, OH 44116 
Mike Oleykowski 201-387-9254
Bob Dwyer 201-665-9728
. . .  for all your golf course needs

Loft’s Seed, Inc.
John Morrissey 
Box 146
Bound Brook, NJ 08805 
201-356-8700

The Magovern Company*
Joseph Schnieder 
911 Hope Street 
Stamford, CT 06907 
1-800-243-9094

Metro Milorganite, Inc.*
John G. Wistrand & Anthony L. Grasso 
P.O. Box 267 
Hawthorne, NY 10532 
914-347-4222

Pro-Lawn Products, Inc.*
Stephen M. Kotowicz 
30 Nashville Road 
Bethel, CT 06801 
203-792-3032

The Reichert Company*
Lubricant & Filter Distributor 
P.O. Box 273 
Riverside, CT 06878 
203-637-2958 -  Frank Reichert

Rhone*Poulenc Inc.
Samuel L. Horst 
RD 2, Box 294 
Stockton, NY 08559 
201-996-4306

Stephen Kay, Golf Course Architect* 
P.O. Box 81, Purchase, NY 10577 
914-963-9555
Long Range Planning, Remodeling, & 

New Development

Steven Willand, Inc.
Bill Rapp
Box 9, Rt. 206, South of Ross Comer
Augusta, NJ 07822
201-579-5656

Terre Company of N.J., Inc.*
Byron Johnson, Jr.
206 Delawanna Avenue 
Clifton, NJ 07014 
201-473-3393

Turf Products Corporation*
South Windsor, CT 06074 
Joe Kennedy -  Irrigation 
A1 Tretara -  Equipment 
203-528-9508

Grass Roots Turf Products, Inc.*
Bert Jones 201-686-8709
Ken Kubik 201-361-5943
P.O. Box 336
Mt. Freedom, NJ 07970

MONTCO/SURF-SIDE/ZAP!
Surfactants -  Defoamers 
Box 404, Ambler, PA 19002 
Robert Oechsle
Home: 215-836-4992/Whs: 215-628-3144

Valley View Nursery*
Route 123 R.R. #2 
Box 27
So. Salem, NY 10590
(914) 533-2526 (914)533-2504

Harford Industrial Minerals, Inc.
Jack Montecalvo -  Topdressing, Bunker 

Sand & Construction Mix 
Joppa, MD 21085 
301-679-9191

O.M. Scott & Sons* 
Al Arison
226 Barry Scott Drive 
Fairfield, CT 06430 
203-336-9890

Westchester Ford Tractor* 
IVj40 Goldens Bridge, NY 10526 

0 914-232-7746
O  §  Wesco Inc., Norwalk CT 06851
°® w 203-847-2496

Hawthorne Brothers Tree Service, Inc.* 
5 Center Street 
Bedford Hills, NY 10507 
914-666-7035 and 203-531-1831 
Professional Tree Care and Transplanting

Partac Golf Course Topdressing 
Kelsey Park
Great Meadows, NJ 07838 <
James Carriere & Sons/ J. & B. Trucidi 
914-937-2136 Bill & Joe Carriere

Westchester Turf Supply, Inc.*
P.O. Box 198, Lincolndale, NY 10540 
Serving the Fine Turf Profession 
Bob Lippman
Bus. 914-277-3755/Home: 914-248-579(


