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OTTERBINE 
Spray Sculpture Floating 
Fountains. Now you can 
clean up ponds and lakes 

naturally. 
These self-contained water quality improvement systems help you 

keep unsightly algal growth and objectionable odors under control 
naturally, without costly chemicals. 

And their sparkling spray displays may dramatically change the 
natural beauty of your ponds and lakes. 

For the Otterbine dealer in your area contact: 
Rodale Resources Inc. 

576 North St., Emmaus, PA 18049 • 1-215-965-6990 
See us at the GCSAA Show in 

St. Louis, Feb. 19-21, in Booths 428-430 
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Viewpoint 
You may have noticed 

that the round tab le 
discussion on 
r ep l acemen t par ts was 
not f e a t u r e d in this issue. 
The re was so much 
discussion involved that 
it is going to run as a two-
par t ser ies in the January 
and Februa ry , 1980 issues 
of GOLF BUSINESS. I 
have about 100 
manuscr ip t pages that I 
have to boil down to four 
or f ive magazine pages. 

The job is not easy. We do have a hang-up ca lendar of 
events for 1980 in this issue. I hope you all will hang it up 
and k e e p track of impor tan t conferences . 

If you wan t a little upl i f t , look at page 29 in the 
N o v e m b e r , 1979 issue of "Golf Digest". Joseph Dey puts 
in a good word for the Supe r in t enden t . O n e quote in 
par t i cu la r s tr ikes me, and r e m e m b e r , Dey is speaking to 
the golfer : "You think golf is ha rd to play? How would 
you like to b e charged with maintaining a course, with 
severa l h u n d r e d m e m b e r s to please? The g reenkeepe r ' s 
wor ld is now a world of sc ient i f ic and mechan ica l know-
how." And h e goes on to desc r ibe some of the more 
technical aspects of the job. Thank you, Mr . Dey. 

I would like to sha re an observat ion that I have made 
in a t t end ing a few con fe r ences and t rade shows lately. 
T r a d e shows create a lot of work for a company, coming 
in wi th e q u i p m e n t to set up a booth that they have paid 
for . The main reason an exhibi tor puts for th his time and 
money is to reach a potent ia l customer. Tha t potential 
cus tomer is you, the Supe r in t enden t . Now, to phrase 
del icately, if you, the po ten t ia l customer, don ' t walk 
through the t rade show and spend some t ime purveying 
the var ious exhibi ts and talking with manufac tu r e r s , 
they a re going to dec ide that the interest in that 
pa r t i cu la r region of the count ry and at that show, doesn ' t 
make it wor thwhi l e for them to haul their w a r e s in, pay 
good m o n e y for an exhibit booth, and spend a lot of time 
setting up a n d tearing down. Now, that 's a long sentence, 
but what it all boils down to is that they a ren ' t going to 
be there next year. And you ' r e going to go back to that 
same show and say, "What h a p p e n e d ? T h e r e were a lot 
of peop l e h e r e last year . W h e r e are they n o w ? " 

Now don ' t get me wrong. I 'm not saying t he r e is no 
loyalty in this industry. Far f rom it. However , an entity 
who bases its exis tence on making a a prof i t , can only 
a f ford to lose so much b e f o r e it has to give up. 
Somet imes the exhibit hou r s don' t agree wi th having a 
good t ime in a confe rence city. But if you wan t to 
cont inue to en joy the c o n f e r e n c e and watch it grow, 
you ' re going to have to put in some time at the show. 
Besides that , it's a learn ing expe r i ence . 

To end on an upnote : M e r r y Chr is tmas a n d Happy 
N e w Year! I hope that 1980 will be a very p rospe rous 
year for you. 




