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Thank You 

| MAGCS IN MOTION |

2014 Golden Tee Club 

The dynamic between the superintendent, supplier, 
manufacturer, and vendor happens daily as the superintendent 
identi�es needs and the commercial side attempts to provide 
e�cient solutions for the speci�c requirement. This occurs 
while Universities train students and conduct studies to provide 
scienti�c justi�cation of the identi�ed needs, cultural practices, 
and products.  The GIS is a good example of how all facets of 
our industry collaborate for the enrichment of golf.  It is through 
these relationships that our industry grows and provides for the 
gol�ng community. The amount of knowledge gained through 
our common experiences at the GIS is special,  a once in a year 
opportunity for collaboration with industry peers from around the 
world.

But the truth of the matter is that we do not have to hop on 
a plane and travel hundreds of miles to experience the power 
of collaboration amongst our local industry peers.  We simply 
need only to attend monthly meetings.  Make it a point this 
year, to at least make it to a few MAGCS meetings.  In addition, 
provide the opportunity for some of your sta� to attend as well.  
It is through continued attendance and interaction at monthly 
and national meetings where we as commercial vendors and 
manufacturers �nd our ultimate return on our investment in 
associations.  Local events are successful when parties can come 
together and continue the dynamic experienced at the GIS. 
The Midwest is fortunate to host well-organized and e�cient 
meetings at a variety of locations throughout the territory. It is up 
to us as members, both on the commercial and superintendent 
side to attend and ensure the fair exchange of ideas, needs and 
information.  As we settle into spring and the challenges and 
grind of summer, remember the relationships forged through all 
of our common e�orts can be our greatest resource for success. 

I would like to take this opportunity to recognize MAGCS 
wonderful vendor supporters from the Hospitality Reception, 
found on the opposite page. – Thank you.

As we re�ect back on our winter and our 

experience in Orlando at the 2014 Golf Industry 

Show, I am reminded once again at the power of 

relationships within our industry.  

RYDER CUP
Burris Equipment Company

Nels Johnson Tree Experts, Inc.
Reinders, Inc.

Syngenta
Wadsworth Golf Construction

HOLE IN ONE
Chicagoland Turf
Pro Gro of Illinois

EAGLE
Arthur Clesen, Inc.

J.W. Turf, Inc.
Leibold Irrigation

Rain Bird
Tyler Enterprises

BIRDIE
Bayer Environmental Science

BTSI
Central Sod Farms

Great Lakes Turf, LLC
Harris Golf Cars

Layne Christensen Company
Lemont Paving Company

Nadler Golf Car Sales
Pearl Valley Organix

Pendelton Turf Supply
Precision Laboratories
Water Well Solutions

PAR 
The Andersons

Aquatrols
BASF

Blu Petroleum
DryJect Chicagoland

Growing Solutions
Hollembeak Construction Inc.

Lohmann Companies
Martin Design Partnership

Prime Turf, Inc.
Redline Golf and Sport Sand

The Sanctuary
VGM Club

Watertronics
XGD Systems

Jake Vollbeer, Burris Equipment Company 
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