
AD INDEX CLASSIFIEDS 

COMPANY WEBSITE PAGE RS 

BASF www.betterturf.basf.us 17 17 

Bernhard and Co. www.bernhard.co.uk 15 16 

Campion Turf www.championturffarms.com 26-27* 19* 

Clivus Multrum www.clivusmultrum.com 73 38 

Converted Organics www.convertedorganics.com 59 33 

John Deere Golf www.deere.com 84 42 

DuPont Professional Products www.proproducts.dupont.com 37* 24* 

Fioratine www.floratine.com 31 22 

Flowtronex PSI www.flowtronex.net 83 41 

Foley United www.foleyunited.com 43 43 

Hustler Turf Products www.hustlerturf.com 49 37 

Irrigaiton Consulting www.irrigationconsulting.com 67 35 

Jacobsen www.jacobsengolf.com 55 31 

John Deere Golf www.deere.com 84 42 

JRM www.jrmonline.com 30 21 

JWB Marketing www.birddamage.com 36 26 

Kalo Inc. www.kalo.com 26-27* 20* 

Lebanon Turf Products www.lebanonturf.com 11,13 14,15 

Milliken & Co. www.sandmat.com 32 23 

Neary Technologies www.nearytec.com 46 44 

Pasteuria Bioscience www.pasteuriabio.com 61 34 

Penn State World Campus www.worldcampus.psu.edu/ 39 29 

Precision Laboratories Inc. www.precisionlab.com 57 32 

Premier Turf www.aerobrushturf.com 67 36 

Professional Turf Products www.proturfproducts.com 7 12 

Redexim Charterhouse www.redexim.com 33 27 

STEC www.stecequipment.com 38 28 

SubAir Systems www. subair systems .com 36 25 

Tee-2-Green www.tee-2-green.com 2 10 

Toro Irrigation www.toro.com 9 13 

Valent www.valentpro.com 5, 21 11,18 

FOR SALE 

Attention developers, 
superintendants, groundskeepers: 
thousands of Norway spruce-White pine 
8-14' available now! Natural, screening 
and landscape quality. Wholesale prices 

direct from grower. Perfect for lining 
fairways,entrances and natural settings. 

Pictures at viennatreefarm.com 
330-394-1936 

PLACE YOUR 
CLASSIFIED AD 

TODAY 
Call Bonnie Velikonya at 

330 -523 -5322 or email her 

at bvelikonya@gie.net. 

How to Outsmart 

Uní Blanket 
World Relies 

Earlier spring green-up 
Faster seed germination 
Deeper root developmen 
Delays dormancy in fall 
Ideal winter blanket 
Best for quick turf repaii 
Available in any s f â i 3 
3 or 7 year warranty col 

for details call 1-800-387-5808 today! 

covermaster.com 
E-MAIL: in1o@covermaster.com 

wliJJJ.MIJ. 

Let us help you get the word out 
A R T I C L E R E P R I N T S E R V I C E S 

Call Bonn ie Ve l ikonya at 3 3 0 - 5 2 3 - 5 3 2 2 
or emai l bve l i konya@gie .net . 

GOLF COURSE 
INDUSTRY. 
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PARTING SHOTS 

P a t J o n e s is editorial director and publisher of Golf Course Industry. 
He can be reached at pjones@gie.net or 330-523-5384. 

DEFINING NORMAL 
Every February for 24 years, I've 

jetted off to the national (or the 
GCSAA conference or the GIS.. .or 
whatever the hell we're calling it this 
week), excited to see old friends, learn 
new things and do some "bidness." 
Over the decades, it's become a normal 
part of my life. But, there was very 
little "normal" about this year's big 
(sort of) event in San Diego. Allow me 
to count the ways. 

MY SO-CALLED LIFE 
OK, let's get this out of the way first. 
Here was the typical conversation I 
had with many pals at the show: 

Pal: "Hey Jonesy! You're look-
ing skinny. How'd you lose all that 
weight?" 

Me: "It's called the 'divorce diet.' It's 
a very effective way to shed fat, but 
the side effects include abject poverty 
and loneliness." 

Pal: "Oh, sorry to hear that. Let's go 
get a cocktail or 12 and commiserate 
about it." 

Me: "I quit drinking, too." 
Pal: "Oh jeez, look at the time.. .I'm 

late for.. .er.. .being someplace else." 
Actually, that's weakly funny but 

not fair. Yes, it was the first time I 
attended a national as a skinny, single, 
sober schmoozer. But, all of you 
were amazingly supportive and I'm 
extremely grateful for the wonderful 
things going on in my new life now. 
More about all that later in this space. 

THE SHOW 
The business engine that powers the 
GCSAA and its partners was leaner 
and meaner this year, as exhibit space 
and exhibitor attendance was down. 
That was no surprise given the econ-
omy. What was surprising was the 
claim that there were more "qualified 
buyers" this year than in New Orleans. 
The nice folks from GIS proudly an-
nounced that there were 7,000-plus 

people registered for the show who 
were authorized to buy stuff. 

I'm not going to win an argument 
with their bean counters about this, 
but I polled a bunch of chapter lead-
ers and not one of them said more of 
their members made the trip. I know 
for a fact that the number of super-
intendents from the largest chapters 
(except, of course, California) was 
waaaaay down. And, when I asked big 
exhibitors whether they felt super-
intendent traffic was better than last ' 
year, they just rolled their eyes. 

The bottom line is that show orga-
nizers can pretend that the national is 
still a must-attend annual event for ev-
eryone, but it just isn't. Regional shows 
offer nearly all the same products and 
technical insights. Plus, there's this 
thing called the Internet that's open 
24/7/365 to answer questions, kick 
virtual tires and provide education. 

Sure, I talked with superintendents 
who were there to take courses that 
are only offered at the national or who 
had specific products they wanted to 
research, but the vast majority were 
there primarily to see their buddies, 
quietly poke around for a better job 
and have some fun on the club's dime. 
Sue me for telling the truth, but that's 
why most people still go. 

THE HOT TOPIC 
The No. 1 question I was asked in San 
Diego was, "When will things get back 
to normal?" The answer I gave was, 
"Define normal." 

Was it normal to build 400 courses 
a year? Was it normal for clubs to have 
hundreds of wealthy people literally 
waiting for someone to die so they 
could enjoy the privilege of paying 
$50,000 to join? Was it normal for 
every technical school in the nation 
to start cranking out kids with turf 
degrees, flooding the market with job 
seekers? Was it normal for a zillion 

little companies selling some secret-
recipe bio-potion or magic labor-
saving widget to start throwing money 
at trade shows and sponsorships? Was 
it normal for golf to be immune to the 
same chemical industry devaluation 
that hit agriculture years ago? Was it 
normal for so many high-end courses 
to blindly pursue a damn-the-torpe-
does, money-is-no-object, green-at-all-
costs philosophy about maintenance? 

Last month, I interviewed Bruce 
Williams and something he said struck 
me. He noted that many courses were 
struggling to find a "new sense of nor-
mal" given the current climate. That's 
a pretty succinct way to put it, but 
I'll take it one step further by saying 
that there is no "normal" in our lives 
anymore. Change is the only constant. 
The only thing you can do is keep your 
eyes wide open, assess everything that 
comes your way and watch out for the 
newest sense of normal to come slink-
ing over the horizon. 

SPEAKING OF CHANGE 
You may have already noticed one 
change this issue: The folks at GCI 
have put me in charge of the maga-
zine. Yes, the lunatic is once again 
running the asylum. 

I tried to put my intentions for GCI 
into words in my editor's note at the 
front of this issue, but here's the skinny 
version: We're only as good as the feed-
back we get from you. Call me, write 
me, buttonhole me at a conference, hit 
me with a stick. I don't care how you 
do it; I just want to know what you 
think. My job is to try to make a really 
good publication into a force that leads 
the market and makes your life easier 
and better. Your job is to tell me how. 

The bottom line is simple: There's 
no room for a normal magazine in this 
very abnormal world. And I'm just ab-
normal enough to relish the challenge 
of giving it to you. GCI 
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From the Two Most Trusted Names in 
Pump Stations and Irrigation, Comes 
ONE New Level of Advanced Integration 

Flowtronex and Toro have integrated the powers of 
the Nexus Pump Control System and Toro® Lynx™ 
Control System to provide you with the tool you need 
to increase efficiency and cut operating costs. 

Combining the best-in-class technologies of ITT 
Flowtronex and The Toro Company provides benefits 
for you from"Source to Course." These cohesive 
partners work together to define the new standard 
for irrigation control. The advanced pump control of 
Nexus combines with the intuitive interface of Lynx to 
bring you ONE ground-breaking new tool for water 
and electrical management. 

Integration wi th Nexus 
enables the Toro Lynx 
Power Guard feature to 
show actual pump station 
power consumptionand 
profiles your usage to work 
within the electric company 
guidelines. 

For more information, contact your Flowtronex 

Representative or visit www.f lowtronex.com 

The "ITT Engineered Blocks" symbol; and "Engineered for life" are registered trademarks of ITT Corporation. © 2010 

http://www.flowtronex.com

