
SUMMER SPECIALS 
Why buy new.... When you can buy 

refurbished WITH WARRANTY!!! 
We carry Toro, John Deere, Jacobsen, Kubota, Kioti, etc. 

Call For 
Details 

Visit us 
online!! 

* REFERENCES 
AVA ILABLE 

U P O N REQUEST 

A B E L L franklin J. Abell 
TURF & fabell@bellsouth.net 

TRACTOR cell: (618) 296-0822 

www.Abe l lTu r fandT rac to r . com 

http://www.AbellTurfandTractor.com
mailto:fabell@bellsouth.net


For more than 40 years Horizon has prov ided 

turf care profess ionals wi th qual i ty p roduc ts 

and expert adv ice. Our p roduc t s inc lude; 

herbicides, fungicides, fertilizers, foliar, 

insecticides, seed, sod, soil surfactants, 

aquatics, plant protectants, organics, 

erosion control, pins, f lags, cups, 

irrigation, pipe, wire, fittings, drainage, 

lighting, tools, small equipment, parts 

and service. We have wha t you need, a n d 

it 's all under one roof. Give us a cal l to 

exper ience the Hor izon d i f fe rence today. 

w w w . H o r i z o n O n l i n e . c o m - 1 8 8 8 . 8 9 8 . 8 8 3 3 

N. California 
Agronomics 
Sales Team: 

John Holmquist 
7 0 7 . 9 7 4 . 8 3 8 4 

Matt Lucas 
9 1 6 . 4 1 6 . 4 5 8 9 

Mike Blume 
9 1 6 . 4 1 6 . 1 9 6 4 

Vicki Beloian 
8 0 0 . 2 9 7 . 7 2 4 6 x i i e 

Nick Biggi 
916.257.2228 

the r ight p e o p l e , the r ight p r o d u c t s , the r ight s t u f f . 
16 Locat ions in Cal i fornia 

(Continued from page 6) 

GCSANC NEEDS YOUR FEEDBACK ON PROPOSED GCSAA DUES PRICING STRATEGY 
However, if the proposed strategy had been in effect for that entire time, 
dues would have increased only $10 to $20 every two years to reach only 
$285 today - $15 less than actual current dues. Even with the lower ending 
dues price and no additional members, the policy of "keeping up" instead 
of "catching up" would have had no negative impact on revenues over that 
time. Furthermore, an average annual CPI increase of 2.5% over the next 
14 years would yield dues revenue similar to larger increases given every 
five years, with no potential negative impact upon membership growth and 
retention. 

More on the Web - Available August 1st - Log on to www.gcsaa.org to: 
• Explore a detailed spreadsheet showing comparisons of the current 

dues pricing system and the proposed system, looking both back to 1988 
and ahead 14 years 

• Review frequently asked questions and answers regarding the indexed 
dues pricing proposal 

The fo l lowing informat ion will be posted on the G C S A A websi te 
the w e e k of August 7th 

What Do You Think? Member feedback is needed on all components of the 
proposed strategy. Please contact your delegate with your feedback and/or 
questions. 

• Index Factor - Tying dues increases to a broad, representative index 
reflecting the overall change in prices for products and services purchased 
seems fair. The Consumer Price Index (CPI) is a trusted and generally 

accepted indicator of overall price changes. Would the CPI be a fair index 
to use, or would a different index be better? The following link is a non-
technical guide to the use of price indexes - www.house.leg.state.mn.us/ 
hrd/pubs/indexes.pdf 

• Interval - Dues increases that span more than three years are typically 
"catching up" with expenses that are continually rising. Would a two-year 
interval be too long, too short or just right? 

• Rounding - Another factor to consider in tying dues increases to a 
price index is rounding. From 1988 to 2005, rounding to the nearest whole 
dollar would have produced approximately the same revenue for GCSAA as 
rounding to the nearest $5. Should the indexed increase be rounded to the 
nearest $1, $5 or $10 increment? 

• Implementation Dates - Surveys show that a significant majority of 
GCSAA members' budgets follow the calendar year (as does GCSAA's), so 
it seems logical to have the dues increases effective January 1. Working 
back from that date, the latest month that could be included in the data 
would be August, allowing time for the index to be published and the board 
to consider the dues pricing strategy within the context of GCSAA's fall 
budget process. Would there be sufficient time between when the board 
considers the GCSAA budget in the fall and a January 1 implementation 
date for members to budget for any change? 

• Pricing Strategy - Are you comfortable giving the GCSAA board 
authority to approve a dues increase not to exceed the index amount, as 

Continued on Page 13 

everything the 
turf pro needs is 

under one roof. 

HORIZON 

http://www.HorizonOnline.com
http://www.gcsaa.org
http://www.house.leg.state.mn.us/


(Continued from page 12) 

GCSANC NEEDS YOUR FEEDBACK ON PROPOSED GCSAA DUES PRICING STRATEGY 
long as a membership vote is required for any larger increase? 
Frequently Asked Questions 

How would funds from indexed dues increases be used? 
Adjusting dues to keep pace with the rising cost of providing member 
programs and services would allow those services to continue at the 
current level that members are accustomed to receiving. Membership 
dues account for only 25 percent of GCSAA's total revenue. Revenue from 
industry and user fees also increase regularly in order to recover higher 
costs for delivering services. If dues were the only source of support for 
the association, professional members would have to pay $1,200 annually 
to receive the same benefits. 
Why increase dues when total membership has declined the past few 
years? 
The board would only be allowed to increase dues based on the CPI. The 
key word is "allow." The board would not be required to increase the dues 
every two years and, as a practical matter, it may not. Pricing strategy is 
one of many factors that the board would consider in its review process. 
What would happen if the proposed indexed dues strategy were not 
approved? 
If members would prefer not to tie dues to an index to regularly adjust for 
raising costs, the current process would continue with significant "catch-
up" raises, which do not cover higher future costs and tend to negatively 
impact member retention. Based on the average of the last four dues 
increases, the next increase would be $50 in 2008. 
On the other hand, a $15 increase in 2008 would be the likely outcome 
if a programmed dues increase policy were approved at the 2007 annual 
meeting in Anaheim, CA. 
Why not bring this programmed dues increase to a member vote at the 
annual meeting on a two-year cycle? 
Because the annual meeting occurs in the second month of GCSAA's 
budget, the association would have to wait 10 months to implement 
the increase, meaning it would always be playing catch-up with regard 
to higher costs. It would also eliminate the opportunity for the board to 
consider GCSAA's current financial condition and other general economic 
factors that might merit a lower, or no, dues increase. 
The board of directors is responsible for making decisions that have major 
financial impact on the organization, including appropriate increases for 
user and industry fees, as well as dues for all membership classes except 
A, SM and C. Delegating the board authority to make timely dues increases 
not to exceed the CPI would provide for optimal fiscal management of 
resources. 
On the other hand, if a future situation calls for an increase above the 
allowable CPI rate, then member approval will be required. 
If the board wants to increase dues, they should communicate the 
reasons to members. 
True. The board is ultimately accountable to the membership for providing 
the services, programs and future direction of the association. The 
membership has every right to expect the board to keep the impact of 
inflation in operating costs from creating shortfalls as a normal part of 
doing business. As part of those efforts, GCSAA will continue to explore 
and try additional sources of non-dues revenue. 

In contrast, failing to prevent future dramatic dues increases would be 
counterproductive to membership growth and retention strategies. 

Why increase dues when the investment reserves are over 

$9,500,000? 
The investment reserves have two specific purposes: (1) to provide major 
funding for planned future needs and (2) to prevent significant interruption 
of member benefits, services or programs caused by a significant 
unanticipated event. It is both financially prudent and responsible for an 
organization like GCSAA to have this level of reserves in order to operate 
successfully and maintain viable options for future planning. 
If the proposal were adopted, the board would consider the financial health 
of the association and other relevant economic indicators when reviewing 
options to increase dues or not. This review would, of course, include 
consideration of the investment reserve levels. 
Have other associations tried a similar indexed dues pricing strategy? 
Yes, there are other associations who have implemented an indexed 
dues increase process with positive results and few pitfalls. These 
organizations report that their respective memberships embraced the 
change after some initial reservations and have experienced almost 
no negative impact regarding decreases in membership or dissatisfied 
members. The most numerous comments on developing a successful 
process include demonstrating that the membership will not lose control 
(Board of Directors to be held accountable and increase not to exceed a 
fixed amount) and keeping it simple. 

GCSANC Dues Facts 

• E m p l o y e r s pay t h e d u e s for 9 7 % of G C S A A 
m e m b e r s 

• L a r g e d u e s i n c r e a s e s have h a d a s ign i f i can t 
nega t i ve impac t o n G C S A A m e m b e r s h i p g r o w t h a n d 
re ten t ion : 

Year 

Dues 
Increase 
Amount 

Membership 
Growth Rate 

Year 

Dues 
Increase 
Amount 

Year 
Before 

Year 
of 

Year 
After 

1991 $35 17.0% 5.7% 8.3% 
1998 $40 11.1% 4.2% 7.3% 
2003 $50 3.2% - 3.5% - 3.3% 

• Cur rent ly , c h a n g i n g t he d u e s for C l a s s A, S M a n d 
C m e m b e r s requ i res a ma jo r i t y vo te at t h e a n n u a l 
m e e t i n g (Ar t ic le II, S e c t i o n 1 of t he G C S A A b y l a w s ) . A 
b y l a w s c h a n g e w o u l d be requ i red to a d o p t a n i ndexed 
d u e s p r i c ing s t ra tegy. 

• G C S A A ' s m e m b e r s h i p d u e s revenue is a b o u t $ 4 . 5 
mi l l ion, or a b o u t 2 5 % of t h e to ta l revenues , c o m p a r e d 
to a n a v e r a g e of 3 2 % for s im i l a r l y - s i zed assoc ia t i ons . 



S O N O M A S C H W A B C U P B A L L M A R K R E P A I R T O O L D I S T R I B U T I O N 
M E M B E R S 
Coming up during October 27-29 is our Annual Ball Mark Repair Tool Distribution. This will be held at the Schwab 
Cup Tournament at Sonoma Golf Club. We need volunteers to help man the booth. This is a great opportunity for us 
to promote our profession and to help golfers understand the importance of a properly repaired ball mark. 

If you are interested in volunteering please contach Chris Mains at (408) 934-7826 
or email at cmains@springvalleygolfcourse.com 

Over 140 golfers turned out for Targets 7th Annual Charity 
Golf Tournament on Wednesday, July 19, 2006 at Tustin 
Ranch Golf Club in Tustin, CA. The tournament honored 
the life of Malcolm Stack, the founder of Bell Laboratories, 
Inc., and celebrated the lives of two recent cancer survivors, 
Chuck Dal Pozzo of Monterey Agricultural Products, and 
Steven Stringer of Cleary Chemical Company. 

Stack's wife, Debra, and daughter, Linda Stack Hughes, were 
among the 140 golfers participating this year. Golfers also 
included customers in golf, nursery, landscape, and pest 
control markets, and manufacturer representatives from these 
markets. 

After completing 18 holes, participants enjoyed a hospitality 
hour and dinner, followed by the dedication of the Malcolm 
Stack Perpetual Trophy Award. Introduced in Stack's honor, 
the trophy goes to the tournament's low gross foursome. This 
year's winners included Greg Fukumitsu of Syngenta, Martin 
Howard of Trump National Golf Course and Reed Yenny of 
Hillcrest Country Club. In the spirit of the evening, Malcolm 
Stack Perpetual Trophy Award winners donated their winnings 
to the American Cancer Society. 

D e b r a S t a c k w i t h daugh te r , L i sa S t a c k H u g h e s , a re s h o w n w i th 
recen t c a n c e r su r v i vo r C h u c k Da l Pozzo a n d L o n R e c o r d s 

Mary Somers, Operations Director of the American Cancer 
Society's Los Angeles Region thanked Target for its "amazing 
work and another incredible year." The tournament raised 
$61,000 for the society—the most money raised in the 
tournament's seven-year history. 

The American Cancer Society reports cancer is the second 
leading cause of death in the United States. The society's 
Vision 2015 goals include reducing cancer mortality by 5 0 % 
and reducing incidents of cancer by 25%. 

For More Information Call: Andrea Vogt or Cassaundra Cobos 
562-802-2238 ext. 1225 

in golf course tree work. 
You can trust Arborwell to get the job done right the first time. 
There are no second chances when it comes to tree care. 

Prov id ing Gol f Super in tendents cert i f ied arbor ist serv ices 
for over 20 years and t rusted leaders w h e n it comes to 

protect ing and mainta in ing t rees on golf courses. 

Specia l iz ing in low impact vehic les 
for minimal damage to ruff and fairways. 

Arborwell 
professional tree management 

Contact Us at 888-969-8733 or 
visit us on the web at www.arborwel l .com 

C a s t r o V a l l e y * M e n l o P a r k - S a c r a m e n t o - S a n M a t e o 

There are no mulligans 

mailto:cmains@springvalleygolfcourse.com
http://www.arborwell.com


The Getting 
is in the Giving... 

Ways to Give within 

By Emmy Moore Minister 

Have you ever wanted to "give something back" within 
your local community, but weren't sure just where to start? 
Being a volunteer is tough to do sometimes, especially with 
the constant time-crunch we're under and the demanding 
workloads we carry. 

Solution: Here's a list of community outreach projects for 
you to consider. Most any one of them can be accomplished 
in a relatively short block of time. Besides helping others, 
you may be surprised to find these outreach endeavors will 
also fuel your spirit. 

• Contact teachers at a nearby grammar school and 
see if they'd be interested in setting up a habitat field 
trip for their class. The destination, your course. 

• Consider giving a speech at a Rotary Club meeting. 
This organization is always looking for folks with 
interesting jobs who have knowledge to share. 
Rotarians often play golf and want to learn more 
about the game and its surroundings. 

• If water's your thing, contact your local water district 
to see if they're looking for individuals to serve on 
a panel or outreach committee. In addition, some 
agencies provide classes on water conservation for 
teachers and students, with a need for volunteers 
that can help share the message. 

• Consider teaching or taking a community college 
class on a topic you are passionate about, work 
related or otherwise. 

• Discover a worthy charity, and set up a small 
fundraiser to benefit the cause. 

Call John Parodi @ 925.899.2414 
www.petersontractor. com 

A TURF 
EQUIPMENT 

SHARPENING, INC. 

"WITH US YOU ARE 
MOWING THE NEXT DAY" 

COMPETITIVE RATES 
*FAST, RELIABLE SERVICE FOR ON-SITE MOBILE 

PRECISION GRINDING AND RELIEF GRINDING 

•COMPREHENSIVE TROUBLE SHOOTING 
*36 YEARS EXPERIENCE IN MOWING INDUSTRY 

*SATISFACTION GUARANTEED 
*N0 JOB TOO SMALL 

408-427-7323 

i 

http://www.petersontractor

