
GET THE MOST OUT OF CONFERENCES 
Conference and trade shows, such as GCSAA's Inter-
national Tur fgrass Conference and Show, offer an 
important oppor tun i ty for you to invest a small amount 
of t ime and money for a large return, most profes-
sionals believe that occasional oppor tun i t ies to edu-
cate themselves are central to their abi l i ty to provide 
cont inu ing good service to their employers. This is 
especial ly appl icable to golf course super intendents, 
whose responsibi l i t ies are exanding rapidly. 

Learning oppor tun i t ies come in several fo rms at a 
meeting such as GCSAA's. There is the chance to 
benefit f rom the knowledge of experts; the more 
concrete learning af forded by the chance to examine 
new equipment and products; and the benefit derived 
from associat ing with other super intendents. 

At tending intensive educat ion sessions can m a k e c o n -
ferees feel as if they're t ry ing to dr ink f rom a f ire h o s e -
so much is coming so fast that it's d i f f icu l t to absorb 
anything. The best way to overcome this prob lem is to 
plan ahead. Select your program of educat ional ses-
sions careful ly, consider ing the value that each topic 
has for your problems and si tuat ion. 

Take plenty of no tes—they help you keep o rgan ized— 
but be sure you' re not so busy wr i t ing th ings d o w n that 
you forget to listen. If conference proceedings or 
recordings of the sessions are available, take advan-
tage of them. 

Trade shows offer an oppor tun i ty to observe a wide 
variety of equipment and suppl ies in a relatively short 

period of t ime. It's possible to "compar ison shop" 
among many equipment manufacturers. Whether you 
have a specif ic need to fi l l or are " just look ing," you wil l 
benef i t f rom the t ime you spend on the exhibi t hall 
f loor. 

If you own or can bor row a camera, consider tak ing 
one along to photograph items that you are interested 
in. Photographs of informat ive posters can save you 
t ime by keeping you f rom copy ing down informat ion. 
Don't be hesitant to discuss your requirements wi th the 
sales representatives on the f l oo r— they are there to 
in form you. They may also have descript ive brochures 
you can take home with you. 

Meeting strangers at a conference need not be di f f icul t . 
All you have to do is be wi l l ing to in t roduce yourself to 
those around you at a meet ing or in an elevator, for 
example. Have a ready supply of small talk about the 
weather or sports ready to ease the f irst few minutes of 
conversat ion. There is a rapport that develops qu ick ly 
in these kinds of encounters which can lead to valuable 
exchanges of informat ion. 

Look for the new attendee and pay special attent ion to 
him. If he feels lonely or isolated, chances are he won' t 
return next year. If that happens, he loses and so do 
you. 

Educat ion, exhibits, exchanges with fel low conferees— 
they are three important aspects of at tending a con-
ference. Each is a valuable, and each is part of the 
investment you make of your t ime and money when 
you attend a conference. 
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