attended Erik Madisen’s
1980 clinic in Kansas City,
where he toured the stadi-
ums with George Toma and
first became acquainted
with Harry Gill. That led
Mike to the 1981 clinic in
Chicago. Mike rushed into
the room a few minutes late,
and Dr. Bill Daniel congrat-
ulated Mike on his appoint-
ment as vice president of a
new organization — STMA.

Soon he was helping Dick
Ericson, Harry Gill, Barney
Barron, Steve Wightman
and David Frey, who were
among the core of leaders
getting the budding associa-
tion on its feet. During the
STMA meeting in Denver
several months later, Dr.
Kent Kurtz became the first
executive director, and
STMA was rolling.

“Harry’s dream,” Mike
says, "was for an organiza-
tion where information
flowed freely between the
members, and where it was
acknowledged that the need

for good, safe playing condi-
tions is as important for
very young athletes as it is
for pro players. I'm proud of
what STMA has accom-
plished toward that dream At Rice & Arlington Sports Dome, Schiller (left)
and of the direction we're participates in the Minnesota Chapter's 3rd

headed for the future.”

two or three years of “on the

board” service since 1981.

He moved into the president-elect
position in 1994, partly due to the urg-
ing of Greg Petry, whom Mike had
nudged onto the board at the Vero
Beach meeting that year. Mike will
wrap up two years as president of
STMA at the annual meeting in
January 1998.

Parallel to this impressive record of
service to STMA is Mike’s service to
parks and recreation through the
Illinois Park and Recreation
Association (IPRA) and the Midwest
Institute of Park Executives (MIPE).
He’s been a member of IPRA since
1978, serving in the Parks and
Natural Resource Management sec-
tion as its current treasurer and as
Metro Area representative to the
board from 1996 to 1997.

Mike has been a member of MIPE

From left to right, STMA Honorary Life Member
Dick Ericson, Executive Director Steve Trusty
and President Mike Schiller visit during a meet-
ing in Minnesota this year. Photo courtesy:
Trusty & Associates.

Workshop on Wheels. Photo courtesy: Trusty &
Mike has only missed Associates.

since 1978, and has served as golf out-
ing chair, membership chair, program
chair, and member of the board of
trustees. He earned the MIPE
Professional of the Year Award in both
1982 and 1996, the MIPE Presidents
Award for Dedication and Service to
the Association in 1989, and STMA’s
Harry Gill Award in 1993.

“A lot of great people help me enjoy
what I do," Mike says. "They've taught
me to focus on long-range planning
and daily demands without losing
sight of what it’s all about. The most
important thing about the job is pro-
viding a safe and secure facility for
people to have fun.”

Mike will tell you that he’s been
blessed in this life. Commitment, ded-
ication, character and plain ol' hard
work had a lot to do with it. a
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For a free Grounds Pro 2000 video,
request one through our website at
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By Jim Puhalla

rade shows can be a welcome

I break from the daily grind —

a chance to step away from

the demands of the office, get some

new ideas, and think about the big pic-

ture. If we go about it right, we come

back refreshed and rejuvenated, ready

to bring new life to our work. But if we

fail to think through the process, we

come back tired and discouraged, won-

dering why we wasted all that precious
time.

Let’s look at some of the habits that
can make attending a trade show an
exciting and useful enterprise. While
we're at it, let’s consider some ways to
get the most out of the seminars and
presentations that are a part of most
trade shows these days.

=3 oy :
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Trade shows provide a welcome break from the daily grind and a chance to
learn new ideas and think about the big picture.

Making the Most of Trade Shows and Seminars

Trade Show Tips

Establish Objectives. A good
place to start is by thinking about
what you hope to accomplish at the
trade show. What new products do you
want to learn more about? What prob-
lems in your work could find solutions
at the show? Whom would you like to
see at the event?

Take time to make up a list of goals
you want to accomplish, and put them
in order, just as you might (and
should!) list the things you have to do
on a typical work day. That way, you
can make sure you accomplish your
high-priority items. Without planning,
you can easily fritter away the time
looking at interesting (but useless)
new stuff.

Go Early. Most trade shows have
light crowds first thing in the morning
and last thing at night. Those are the
times you can get the attention of
exhibitor staff people with less compe-
tition. Of course, at the end of the day
you'll be talking to tired people who
are thinking about getting to the hotel
bar. Instead, aim to be there when the
doors open, and see your most impor-
tant exhibits first thing.

Plan for Bringing Back
Information. Before you can use any
great discoveries you make or exploit
the great contacts you establish at a
show, you must transport information
about them back to your office. That
takes some planning, too.

Probably the most common method
for taking information home is to gath-
er up lots of exhibitor literature and
put it into a plastic bag. Of course, this
is also the least efficient method. Many
people get back from the show with a
bulging bag of literature, put it in a
corner of their office until they can get
to it, and don’t touch it again until they
throw it out six months later.

It makes much more sense to carry
a little notebook and write down the
key items you learn, along with names
and addresses of industry contacts,
and so on. Little tape recorders are
also very useful, because you can easi-
ly and quickly record lots of informa-
tion, then go through it later and make
note of the really important stuff.
Some exhibitors will even let you
record their pitch — just make sure to
identify yourself and ask permission
first.

You might feel a little silly standing
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there talking into a tape recorder, but
take a minute to look around. You can
probably see people dressed up like
cartoon characters, booths with cheer-
leaders performing sales pitch cheers,
and sales reps blathering on like carni-
val pitch men. A person recording
notes looks pretty “normal” by compar-
ison.

The new generation of electronic
pocket notebooks can also be handy at
a trade show. These devices have
miniature keyboards to let you type in
your information. If you decide to try
one of these, make sure you'll be able
to operate it in the aisle of the show
without finding a table to put it on.

Take Business Cards. Next to lug-
ging around too much literature, for-
getting to take enough business cards
is probably the most common trade
show mistake. If you have an adequate
supply, you can give them to exhibitors
and ask them to send you literature
after the show. That lets you avoid lug-
ging their brochures around.

When you give people a card, ask for
one of theirs, and write on the back
what you expect them to do — call,
send information, etc. That way, if they
don’t get back to you in a reasonable
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amount of time, you know whom to
call.

Schedule Time for Spontaneous
Nosing Around. Scheduling time to
be spontaneous seems like a contra-
diction in terms, but it’s really not. You
will definitely get more from the show
if you plan your time, but it's also
important to leave a couple of hours to
wander around and see what's new.

One strategy is to arrive at the
show early, make your key contacts
and booth visits early in the day, and
set aside the last hour or two to wan-
der around. Since booth traffic usually
dies off at the end, you'll be able to get
close to some exhibits that were
packed earlier in the day.

Plan for Networking. Before you
go to a show, think about other atten-
dees you'd like to meet. They could
include prospective clients, specialists
you'd like to hire, or even an expert
whose brain you'd like to pick.
Consider calling before the show to
make an appointment, or just to find
out where you might run into the per-
son you'd like to see.

Trade shows bring together the
brain trust of an industry. If you're
going to be there, you might as well
get the benefits of networking while
you're looking at the exhibits.

Get Off Your Feet Sometimes.
Vince Lombardi used to tell his players,
“Fatigue makes cowards of us all.” In
other words, when we're tired, we tend to
think more about our fatigue than about
the real work at hand. If you're a football
player, that means you're less willing to
take chances to make the big play. If
you're a trade show attendee, it means
you miss something you should see.

So plan to get off your feet after
you've been at the show awhile. If you go
early, take an early lunch break. Your
feet will probably be tired by then, and
you'll miss the bulk of the lunchtime
crowd, which can be brutal at a trade
show. And make a point to sit down to
eat, you'll be able to focus better when
you return to the show floor.

Attending Seminars

At many trade shows, one of the
most important and useful parts of the
gathering is the slate of seminars and
presentations sponsored by the orga-
nizers. Surprisingly, many profession-
als never take time to attend these
seminars, and many of those who do
attend don’t get the full benefit of the
presenter’s knowledge. Here are a few

tips for making these presentations a
productive part of your trade show
experience.

Get a Good Seat. Arrive early
enough to get a good seat (15 minutes
in advance is usually enough). If the
presenter has audio-visual equipment
like an overhead or slide projector,
choose your seat to make sure you can
see, Generally, you need to be closer to

the screen when overheads are used
than you do with slides.

Stay Close to the Speaker. Lots
of us still have an elementary-school
tendency to sit in the back row when
we can. But if you're in the back when
questions are being asked, you likely
won't hear the questions or the
answers.

John Madden tells about attending

Treat a sports field

Just a slicer? No way.
AerWay gently lifts and loosens soil
7" and deeper to improve water
movement and root growth

*AerWay 4’ three-point hitch model

Faster compaction relief,
starting under $3000*

be ready for play right away

in about an hour,

Only AerWay® has patented
Shattertines that produce a unique
shattering action that gently lifts
the soil, yet leaves the surface ready
for play. It's a new “window of
opportunity” for treating sports field
compaction during times of heaviest
use, when it's needed most.

Call today for a free video and the
name of your nearest dealer, or a
no-obligation demonstration.

(AerWay")

Turf aeration easy enough to do today

1-800-457-8310
Pacific Coast 1-800-663-8196

AerWay is manufactured by the Holland Group of companies.
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1(800) 817-1889

a coaching seminar the first

year he was a head coach - '
and sitting down in the last

row, then seeing one of the
NFL’s most respected coach-
es march right to the front
row, where he took copious
notes and asked lots of ques-
tions. Madden learned a les-
son from that, and we can
too. That brings us to the
next point,

Ask Questions. Lots of
us are shy about asking
questions. We don’t want to
sound stupid. But there’s an

form, and it’s a big help to the
presenter and the organizers
in planning good seminars in
the future. It's especially
helpful to write down things
you hoped to learn about, but
didn’t.

My final word of advice is
one any experienced trade
show veteran already knows:
wear comfortable shoes. Aside
from that, a little planning
and forethought will help to
make the trade show experi-
ence a productive and reward-

old saying that the only
dumb question is the one
you don’t ask. You're paying
to be there — either through registra-
tion fees or through dues in an organi-
zation — so get your money’s worth. If
there’s something you want to know
more about, ask. You'll be surprised
how often people will come up to you
later and say, “I'm glad you asked
that.”

Ask About Handouts. Before the
seminar starts, ask the speaker what

If possible, devote a couple of hours to wandering around a
show to see what'’s new.

information will be handed out at the
end. It's silly to scribble notes the
whole time, then have someone hand
you a nicely printed booklet contain-
ing the same information.

Fill Out Feedback Forms. Lots of
people hurry from the room after a
presentation without filling out the
response form. That’s a mistake. It
only takes a few minutes to fill out the

ing investment of your time —
one that pays rich dividends
for years to come. a

Jim Puhalla is president of
Sportscape International of Boardman,
Ohio, and Dallas and is co-author,
with Mississippi State University pro-
fessors Dr. Mike Goatley and Dr. Jeff
Krans, of a forthcoming book, Sports
Fields: A Manual for Design,
Construction and Maintenance, to be
published by Ann Arbor Press Inc.,
Chelsea, Mich.
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Year after year, season after season, sports
fields absorb more physical punishment than
any other type of cultivated turf. And that’s
just the beginning. Heat stress, insect damage Flexx

and disease can further compromise damaged Puts the Performance

or weakened grasses, slowing recovery and Back in Performance Turf
s ; s . .
impacting appearance, playability and safety.

No other turf treatment delivers the Flexx™ combination
TURF PREMIX of superior performance, economy and ease-of-use.

™
THE FLEXX™ DRY ADVANTAGE
Flexx™ Dry Leading Liquid
Treatment
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Cost/Acre/Application $49.75 $65.40
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— Yucca Wetting Agent YES YES
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root growth, and improves stress- and disease-
resistance. Flexx™ promotes greener, denser turf
that plays more consistently, stands up to traffic, For more information,

and recovers better than ever before. call your Plant Health Care

representative or PHC today at
Better yet, Flexx™ is pre-measured for hassle-free
mixing and application. Plus — because it’s dry — PLANT 1 800 42 1 905 1
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i 1 ] Flexx™ is a trademark of Plant Health Care, Inc. ©19%98
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Taking a Closer Look at Rootzones

By Michael DePew
Do you wish you could take a really close look

at your soil to see its structure in detail and

how it changes over time? There’s a new tool
being applied to the study of sports turf rootzones that
can do so: soil micromorphology.

Soil micromorphology relies primarily on two basic
imaging technologies: the petrographic microscope
and the electron microscope.

Petrographic microscopy utilizes specially pre-
pared soil thin sections and a polarizing light micro-
scope with a rotating stage. It produces micropho-
tographs (micrographs) with a scale of resolution up to
100x.

Electron microscopy utilizes an electron beam to
produce an image of the soil material. Common elec-
tron microscopes may produce images up to 200,000x.

When combined with quantitative physical and
chemical evaluation, soil micromorphology becomes
an especially powerful tool for analyzing rootzones.
Yet, it has only recently been applied to the research
and development of sports turf rootzones. At Texas
A&M University, for instance, it has been used to
investigate the effects of synthetic-fiber rootzone rein-
forcement materials. In cooperation with ProTurf
Environmental and Sports Turf Services, L.C.,
Brigham Young University is using micromorphology
to investigate sand-based rootzones and the pedologi-
cal changes (changes over time) that lead to detri-
mental physical and chemical performance character-
istics.

Readers with questions about this technology can
obtain more information at the 1998 STMA conference
in Orlando. A conference session will outline the uses
of soil micromorphology in the study and development
of sports turf rootzone technology. Readers are also
invited to contact the author directly.

Michael DePew is an agronomist with ProTurf
Environmental and Sports Turf Services, L.C., which
recently relocated from Provo, Utah, to Tekonsha,
Michigan. The author can be reached by mail at 835
Herricksville Rd., Tekonsha, MI 49092.
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We started using the ROOTS 1-2-3" product over four years ago on our main football

field, and now we use it on the practice fields as well. The football season starts August

fifteenth and runs into November, plus four soccer games per week add stress to the
fields. We apply six ounces per thousand of ROOTS 1-2-3" every two weeks religiously,

and that's all we use except a small amount of NPK fertilization, and aeration.

Terry Heim
Lakeville School District
Lakeville, Minnesota

ROOtS. 3120 Weatherford Road - Independence MO . 800 342-6173
Call 1(800) 817-1889 use FastFax # 1080198 and/or Circle 108 on Postage Free Card




N
]/ fons!

Professional Groundskeeping Products:

Infield Conditioner, Mound/Home
Plate Clay, Mound/Home Plate Clay
Bricks, Marking Dust and Pro-Lite, For
convenience and savings, purchase our

Infiefd Conditioner in bulk quantities!

LK THE

PROSI

s
Call for a local distributor! .
1-800-228-2987 ™<=~

TXI 1341 West Mockingbird Lane Dallas, Texas 75247 www.txi.com

(10, 15, 23.5 ton loads available)

Call 1(800) 817-1889 use FastFax # 1090198 and/or Circle 109 on Postage Free Card

18 sportsTURF « hitp.//www.sportsturfonline.com




Lawns: Basic Factors, Construction, and Maintenance
of Fine Turf Areas Third Edition, by Dr. Jonas Vengris and
William A. Torello. Designed os a fextbook or a pracfical usage
manual , this book hos been completely brought up-to-date.
Care of lowns and turfgrass, from selection of variefies fo main-
fenance of established gross is completely covered. A needed
tool for gardeners, nurserymen, county agents, landscape
designers, and a fext for college turfgrass courses. This is the
most up-fo-date book on turf manogement available today.
195 pages 4128 $15.50

Sports Turf Management Program—
Maintenance & Renovation Guide, by
Ashman & Associates. This manual was developed to pro-
vide o coherent plan for the management of the baseball
field playing surface ond provides operational guidelines
for the grounds crew o use as part of the maintenance plan.
Enhances the “playing conditions” of the field by elevating
the maintenance stondords to the highest level possible.
Complete descriptions of the maintenance profocol and iden-
tification of key issues to be discussed before storfing objec-
tive maintenance procedures. This book provides a plan of
adfion outlining the tasks to be completed and benchmarks
t; measure the progress of the program. 160 pgs. 4024
105.00

Pictorial Guides to Quality Groundskeeping
Book | and Book II, by Floyd Perry. The only text-
books on the market for the grounds supervisor, athletic
coach, little league volunteer, or baseball purist. Over
500 photos in each text with many in color. Book One, “Covering
All The Bases” (100 pgs) covers Mound and Home Plate Repair; Edging, Dragging, Lip
Reduction; Woter Removal; Homemade Equipment and Tricks of the Trade. Book Two, “There
Ain't No Rules”,(108 pgs.) covers Foothall, Soccer, Softball, Little League, Minor League, College
and High School Fodilifies. Also covers Curbside Appeal; Tricks of the Trade, New Ideas for Easy
Maintenance; Professional Research from Higher Learning Centers and much more. 4008 -
Book | 4009 - Book Il $36.60 ea. or $69.90 - 2 bk set.

Maintain It Easy—Keep It Safe, by Floyd Perry. Learn from hundreds of instructional pho-
tos featuring all aspects of sofiball field groundskeeping. Explains: Lip reduction; setting of mul-
tiple bases and pitching plates; dragging ez::rmem ond patterns; base line options; unique com-
plex ideas; dugout design; batfing cage and hitting station; layout; water removal and much
more. Unigue field ideas from across the country. 4023 $37.00

ADAMS BOOK GUILD

THE INDUSTRY'S PROFESSIOMAL BOOKSTORE

4128 Lowns: Basic Factors, Construction,

Golf Course Architecture Design, Construction &
Restoration, by Dr. Michael J. Hurdzan. Described os
“the modern bible of golf architecture,” the book chroni-
des all focets of designing, building, renovating and
restoring a golf course. Explains tee, green and bunker
construction, turfgrass establishment and maturafion, os
well os drainage and irrigation trends and techniques.
326 color photographs and 80 course maps and drawings.
424 pgs. 4037 $75.00

Controlling Turfgrass Pests, 2nd edition, by I W
Fermanian, M. C Sgunfleﬂ, R. Randall, H. T Wilkinson, and .
PL. Nixon. This book concentrates on the diognosis, fundomental biology, and control of turf-
grass weeds. Demonstrates how to identify turfgrass pests, when and why they occur , the dam-
age that may fake ploce, the life cycles of the pest, plus culture, chemical and other manage-
men strategies designed to keep pest domage fo o minimum. 720 pp. 4031 $85.00

Tree, Turf, and Oramental Pesticide Guide, by W.T Thomson. This is one of the few
references foday designed os a guideline to pesticide usage in the specialized omamental field.
It lists the major omamentals grown either in the home or garden, in nurseries, in greenhous-
es, or in commercial production with u cross reference os to whot pesticide may be used on
them. Insecticides, herbicides, fungicides, and growth regulators are listed along with what each
will control. This is o voluable tool for PCO's, nurserymen, greenhouse operators, grounds
superintendents, furf specialists, etc. Everything is listed in alphabetical order from Abellos to
Junipers fo Zinnios. 200 pages 4127 $18.50

The Pesticide Book, Fourth Edition, by Dr. George W. Ware, University of Arizona. This
book examines all aspeds of pesticides-from their chemistry, mechanisms, and biological
actions 1o their handling, storage, and disposal. The Pesficide Book is both an up-fo-date
appraisal of current research and o perceptive look ahead at pesticides for the future. It is
designed to cover all interests, from students in agriculture, EPA personnel and members from
the Peace Corps., o PCA's, groundskeepers, and londscape mointenance. 1t is of special value
for those preparing for applicator cerification in the field of pesticide usage. 400 pages 4123
$35.00
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