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Haveyou ever found yourself
in a social setting trying to
explain to a group of casual

acquaintances just what it is you
actually "do" as a sports turf man-
ager? If, like me, you've been there,
done that, you've likely seen a
glazed look of total incomprehension
come into their eyes. The more you
try to clarify, the less they seem to
understand.

Contrast that experience to one
of your recent conversations with a
group of your peers. The idea
exchange is fast and furious, with
technical terms dropped into the
conversation and comprehended as
easily as those secret codes you
probably shared with friends as a
kid. You focus on key bits of infor-
mation that have a direct bearing on
the maintenancepractices you've

programmed for your field, on equip-
ment or supplies you're thinking about
purchasing, on personnel management
issues, or on suggestions that will help
make your tasks more efficient.

A few minutes of this kind of con-
versation can become a "mini-seminar"
giving you ideas you can put to work.

Another key educational experience
comes in visiting other sports turf
managers at their facilities. This may
be part of a national or chapter work-
shop or seminar-on-wheels tour, or a
one-on-one session you've arranged as
part of a business or family trip.

Welcoming another sports turfman-
ager to your facility can be as much a
learning experience for you as for the
visitor. A question about how you han-
dle a certain problem or perform a spe-
cific procedure may help put some of
your "standard" practices in better
focus for both of you. Or, it may raise
an issue or bring up a solution you
hadn't previously considered.

If nothing else, you'll gather infor-
mation on your facility from the view-
point of a knowledgeable "outsider,"
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and probably gain a better perspec-
tive on how others - including field
users and spectators - view it.

I'm sure you'll be fortunate
enough to discover, as I have, that
some of those "networking" contacts
develop into long-term friendships.
You'll find yourself picking up the
phone to ask some of these network-
ing friends for their perspective on a
tough problem you're facing (and
they may have already solved); or to
share a success story with someone
who understands the reason it's a
success; or to garner some sympa-
thy and encouragement after a fail-
ure. And you'll be on the giving end
of those conversations as well.

So - what does all this have to
do with STMA? Everything! STMA
can be your conduit to these net-
working opportunities, as current
members already know.

If you're not yet a member and
want to find out more about how this
networking works, just call our
headquarters at 800/323-3875. We'd
love to share the good news with you.
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