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With Baseball On Strike, What Will Happen to Spring 
Training? 

information compiled from various Sports Turf Professionals 

With the baseball strike still on in mid-January, 
and spring training camps due to open in mid-

February, will that heady call, "Play Ball," still ring 
out? 

Yes, according to sports turf professionals. Supplies 
are still being bought; fields are still being maintained; 
all preparations are moving forward for "business as 
usual." The question is - not will they play, but who 
will play? And - how will the events that unfold affect 
baseball and all the people and things related to it? 

The baseball strike has had an affect on everyone -
players, team owners, stadium facility owners, fans -
and the sports turf professionals. Sports turf pros are 
the ones who have spent all these months preparing 
their fields for the things to come. 

Because many major league teams lease their spring 
camp facilities, cities in warm weather sites vied for 
the opportunity to serve as camp headquarters for 
major league teams - and their minor league affiliates. 
Game and practice fields, stadiums and all the periph-
eral facilities have been developed or expanded to ful-
fill the needs of the teams. 

Why? Teams draw crowds and crowds spend 
money that boosts the community economy. Early sea-
son Fantasy Camps bring hundreds of middle-aged 
dreamers on site to play real games with their heroes. 
As the full contingent of players move into camp to get 
in shape, hone their skills, and vie for positions on the 
team, dedicated fans gather to watch their progress. 
Sportscasters from across North America - and the 
world - converge to observe, interview, photograph and 
tape the action. When minor league players come into 
the camp, the outreach to fans and sportscasters 

extends to all those cities where these teams play 
throughout the year. The result - more fans and sports-
casters converge on the camp sites. 

This economic impact extends to those connected 
with the teams and the facility itself - the sports turf 
manager and crews, those who prepare the stadium, 
sell tickets, sell goodies, launder the towels and uni-
forms, keep the rooms clean, prepare the meals - and 
beyond into the community. Think of the use of hotel 
rooms, restaurants, and airport facilities, the rental 
cars, the extra activity at area shopping and sightseeing 
facilities. 

Budgets must be planned well in advance. How do 
you compensate when a big chunk of your money 
comes from spring training camps or related spending? 
Sports turf managers have scheduled crews and main-
tenance procedures throughout the "off season" in 
preparation for camp opening. Everything and every-
one must be in place to keep the fields safe, playable 
and aesthetically pleasing. 

Facility managers and municipalities are counting 
on the revenue generated from season ticket sales, pro-
motions, special nights, and all those things that go 
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President's Message 
by Greg Petry 
President 

As I complete my first year, 
which is the mid-point of my 

term as President of STMA, I am 
happy to say that we were able to 
accomplish most of what we set out 
to do this year. 

Finances were one of our main 
concerns at the start of the year. 
Thanks to a number of people work-
ing together, we have been able to 
get them in order, with a few surpris-
es, and a few disappointments. The 
surprises include extra revenue from 
sportsTURF magazine. This has 
been a big help to us all. 

The biggest disappointment was 
that the regional institutes were not 
as well attended as anticipated, and 
therefore did not generate much rev-
enue. These institutes are a major 
educational event and all of us 
should make an attempt to attend at 
least one a year. We now have an 
educational committee looking into 
more ways to promote what we 
already have, as well as forming 
more opportunities for us all. 

Our main goal was just to keep 
going, and growing, and we have 
certainly done that. 

Thank you to Bret, Carey and 
Tina at STMA headquarters, and a 
number of other people who will be 
recognized at the conference in 
Bradenton. 

I'd like to see us continue to grow 
in 1995, to keep our finances under 
control, and even build a surplus. In 
order to do that, it's going to take 
ALL of us, working together. Let's 
all try to recruit at least one new 
member in 1995. Can you imagine 
where we'll be at this time next year? 
I CAN! 57* 

Baseball Strike 
continued from page 1 
along with spring training camps. 
Nor can other events take up the 
slack. Most spring camp facilities 
are designed for - and dedicated to -
the game of baseball. 

So many questions remain to be 
answered. 

In the short term - will munici-
palities continue to support the 
sports turf professionals at the pre-
viously-budgeted levels? Will the 
added stress on personnel who will 

be working under less that ideal cir-
cumstances take a toll? 

In the long term - how will the 
extended strike and whatever the 
solution may be affect the game of 
baseball? Will fans continue to sup-
port major league teams? Will the 
minor league system emerge 
stronger - or weaker? Will college 
and high school baseball programs 
continue to thrive? STtM 



The ABC's of More Effective Hiring 
by Mel Kleiman, President of Humetrics, Inc. 

In today's competitive business 
climate, you have to work 

smarter than ever to stay ahead. It's 
now important to get as much as 
you can from every employee. 
Regardless of the size of your staff, 
hiring is a major concern for every 
business. 

Whether you sell or service, pro-
duce or distribute, your organiza-
tion's success relies on its most 
valuable non-balance sheet asset -
its people. By structuring your 
interview process and using the fol-
lowing rules as guidelines, you can 
make your hiring more effective: 

A Attitude. A positive attitude is 
the most essential quality you can 
look for in a potential employee. 

B Begin each interview with small 
talk. An applicant who is comfort-
able and at ease is more likely to be 
honest with you. 

C Capacity. What are the mental 
and physical capacities required to 
do the job? 

D Don't try to sell your company 
to the applicant first thing - a com-
mon mistake. Let him or her do 
most of the talking in the interview. 
Save the selling for only the 
strongest candidates. 

E Evaluate the position you are try-
ing to fill before you interview any-
one. Decide what you are looking 
for before you look at the appli-
cants. 

F Find out as much about each of 
the applicants as you possibly can. 

G Get the truth by telling the appli-
cant that you expect the truth. 

H Hear what the applicant is say-

ing in the interview. Don't look for 
things that you want or expect to 
hear. 

I If your gut feeling says no, then 
don't hire. 
continued on page 4 

Maintained in a "putting green" state at our farm, West Coast Turf s 
greens quality sod comes to you fresh, meticulously manicured, and 
essentially ready for play. Whether you choose bentgrass or Tifdwarf 
hybrid bermuda, you'll discover a sod that reflects our high standards 
of quality. And one that exceeds your expectations. 

• Penncross, SR 1020, Crenshaw 
Other varieties grown on request 

• Available year-round 
• Washed or with sand 
• 3/16" height of cut 
• Shipped anywhere in the U.S. and 

Mexico via refrigerated trucks 
• Installation available 

• True "oldline" Tifdwarf 
(Tifgreen and P.D. 102 on request) 

• Available overseeded for winter color 
• Washed or with sand 
• 3/16" height of cut 
• Shipped anywhere in the U.S. and 

Mexico via refrigerated trucks 
• Installation available 

GROWERS AND INSTALLERS OF 
PREMIUM QUALITY SOD AND STOLONS 

P.O. Box 4563, Palm Desert, CA 92261 619/360-5464 800/447-1840 FAX: 619/360-5616 



ABC's of Effective Hiring 
continued from page 3 

J Just hire the right person the first 
time and you won't have to make 
excuses for hiring an unproductive 
employee. 

K Keep looking for the right fit 
between the candidate, the position, 
and your organization. 

L Limit the number of people you 
interview by pre-screening the 
applicants. Look at resumes, appli-
cation blanks, telephone interviews 
and test results. This will save you 
time. 

M Meet all of your objectives in 
finding the right employee for your 
company by defining what your 
needs are before you start to look. 

N Never forget that what you see in 
an interview is better than you will 
ever see again in your entire life. 

O Only you can make the hiring 
decision. Make sure it is a good 
one by gathering as much informa-
tion as you possibly can. 

P Personality. People have person-
alities, jobs have personalities, 
managers and companies have per-
sonalities. The better the personal-
ity fit, the better the candidate. 

Q Quality employees make the dif-
ference between a good company 
and a great one. 

R Remember, the less you know 

about an applicant, the more you 
risk. 

S Skills. Hire for the skills neces-
sary to do the job. What are the 
skill requirements now, and are 
they likely to change? 

T Test. The most cost effective 
way to get inside the real applicant 
is by testing. Not skill or drug tests, 
but personality and attitude tests 
that will give you a true picture of 
the applicant. 

U Use all of your resources. Have 
other people in your organization 
interview the stronger applicants, 
do background checks, and check 
references to protect yourself from 
a potential bad hire. 

V Value all of the information that 
you gather. Don't rely on first 
impressions or on instinct. There is 
a chance that you could be wrong. 

W Work at finding the best person 
for the job. 

X Exhibit genuine interest in each 
of the candidates. You may be 
looking at your new employee. 

Y Yarn. What most applicants try 
to spin. 

Z ZZZZZZZ Rest and reward 
yourself for a job well done after 
making a great decision. STM 

Mel Kleiman is president of Hume tries, Inc., a 
firm specializing in the design and implementa-
tion of employment selection systems. For 
more information on hiring call the Humetrics 
office at 1-800-627-4473. 

* Black/White réversibles for the ULTIMATE ALL 
SEASON turf protection! 

* Lightweight AND Economical! 
•Sizes from Golf Greens to Soccer Fields. 

Compliments our complete line of vinyl covers, patented zipper 
systems, geotextiles, grids and morel Call for your FREE 
BUYER'S GUIDE now. 

1-800-621-0146 TOLL FREE 
M. PUTTERMAN & COMPANY, INC. 

4334 South Oakley * Chicago, minois 60609 
312-927-4120 (In Illinois) 
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WELCOME NEW STMA MEMBERS 
James fiozarth Doak Dvke Jf^n (Sràvéì̂  ' • 
diversity of NV-Las Vegas •. Ft; Morgan Parks dept J;Missouri TurfFaint, y -Tfcà Aeilicaiiopjpcl 
Las. Yégasb N'V ; Ft Mo^an. CO Kansas City, MO 

W a l ^ Heath i i ' .Donald Houston 
Frankliti Simpsoa H- S, " ' S.Bemi Coèitiy ' ' i i é ^ l ^ 
Franklin, ICY South Bend, IN St. Loui$ Paik, MN Inverness^||| 

Kétfy Àiiii Parkins Timothy Peterson Chuck Sherwood James 
Robinson Fertiliser Co. Amona Cardinal Wailingfcri CT Putr^y, W 8 
Anaheim , C A . Tempê  AZ 

"Lagniappe" - Where Are We Going? 
by Gil Landry; Past President STMA 

NO, it's not Italian. LAGNIAPPE is French, 
"Cajun French," and it means something 

extra, something for nothing, or a baker's dozen. 
And, as my father's passing reminded me, I'm a 
CAJUN and damn proud of it. Even though this 
writing is hard because us CAJUNS tend to put the 
verb before the noun. And we often ask a question 
by making a statement first. For example, another 
of our members, Mike Matherne, is CAJUN too, 
did you know that? I'll see you in Florida, Mike. 

Back to the point at hand. We needed something 
in this space. So here's something for nothing. 

Many people start off the new year by evaluat-
ing their past performance and establishing their 
goals for the coming year. With that in mind and 
since I served two years as president and four years 
on the board of directors of STMA, I would like 
share some ideas with you. 

The first item that comes to mind is the tremen-
dous potential STMA has. STMA could be as 
large and even larger than the Golf Course 
Superintendents Association of America 
(GCSAA). That organization has succeeded for 
many reasons, but probably the main reason is 
because its "leaders" took up the cause and dedi-
cated themselves to an "idea or objective" that ben-
efitted everyone, not just themselves. And these 
leaders began with their grass roots at the local 

level, and then grew to the state and finally the 
national level. 

STMA was founded by people with such an 
idea. And that idea is still alive - still the "heart" of 
what STMA is all about. How fast and how far 
STMA grows depends on "our leaders " And 
that's you. If we each got one new member per 
year we would have over 1,400 members next year 
and over 5,600 in three years and over 11,000 by 
1999. STMA needs people willing to promote the 
organization, to serve on committees, to share 
ideas, to solve problems, and to serve on the board 
of directors. 

STMA needs to grow its revenue base so that 
we can produce educational materials and pro-
grams that will draw new members and help its 
members solve their problems. STMA should be 
involved in "certification" of its members to estab-
lish standard levels of professional competency. 
And I could go on and on. 

In reviewing 1994,1 would say we met most 
of our objectives. We helped complete the first 
national industry profile survey. We now have a 
measuring stick. The average sports turf facility in 
America spends over $81,000 annually on products 
and services to maintain about 106 acres for 1,529 
events/games. How do you compare? 
continued on page 7 



News From STMA Homeplate 
by Bret Kelsey, Executive Director 

On behalf of the STMA Board 
of Directors and Staff, wel-

come to Bradenton and the 6th 
Annual Conference & Exhibition! 

In order to assess the value of 
this year's Annual Conference & 
Exhibition, and plan for the future, 
we ask attendees to fill out a cri-
tique on site, and, for those who 
couldn't make it, we urge input by 
mail, phone or fax. We value your 
opinion. 

To further encourage the infor-

mation flow, regional chapter repre-
sentatives, and the STMA board-
will hold a Chapter Relations meet-
ing in Bradenton. This meeting is 
an annual event and a key element 
in providing the national and 
regional organizations an opportu-
nity to discuss common issues and 
member benefits. 

The STMA Board of Directors 
plans to meet four times this year, 
two full board meetings and two 
Executive Committee meetings. 

YOUR ONE-STOP 
SOURCE FOR AMERICA S 

LEADING BASEBALL 
SURFACES & SUPPLIES! 

USED BY OVER 100 PRO TEAMS! 
PLUS 7 OF THE LAST 8 WORLD SERIES CHAMPS; 

OVER 500 COLLEGES, AND THOUSANDS OF 
TOWNS & SCHOOLS WORLDWIDE! 

800-247-BEAM 
FAX: 908-637-8421 908-637-4191 CSA #GS-07F-6143A 

PART AC PEAT CORPORATION 
KELSEY PARK, GREAT MEADOWS, NJ 07838 

OVER 200 INFIELD PRODUCTS 
FREE INSTRUCTIONAL BROCHURES 

DISTRIBUTION CENTERS NATIONWIDE! 

The first of those meetings will be 
held February 3, 1995, in conjunc-
tion with the conference. If you 
have an important item for board 
consideration, please feel free to 
contact STMA Headquarters. 

Sponsorship opportunities for 
STMA Commercial members were 
presented in a recent mailing to past 
sponsors and current Commercial 
members. Sponsorship opportuni-
ties include the bi-monthly Sports 
Turf Manager newsletter and annu-
al Membership Roster and 
Resource Manual. To those compa-
nies that have lent their support to 
STMA over the past year - thanks 
again! 

A special thanks goes out to 
Mike Hurd and Jeff Podobnick of 
the Pittsburgh Pirates Baseball 
organization - without their sup-
port, the 1995 Conference would 
have been impossible. 

Looking ahead to 1996, STMA 
is planning to take the 7th Annual 
Conference & Exhibition to 
Southern California. Look for a 
formal announcement during the 
Conference in Bradenton. 

Have a prosperous 1995! ST* 

If you would like to be a contribu-
tor to Sport Turf Manager, or if 
you have a story idea that you 
would like to see covered, contact: 
Stephanie Gamache, Newsletter 
Editor, 12 Rolling Hills, Council 
Bluffs, Iowa, 51503, phone 
712/366-2669, or fax 712/366-
9119. 
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"Lagniappe"... 
continued from page 5 

Our Annual Conference com-
mittee has done a fantastic job plan-
ning the 1995 annual meeting. You 
talk about dedicated people. Dr. 
Henry Indyk, Eugene Mayer, Mike 
Schiller, STMA board members, 
and Mike Hurd in Bradenton have 
made a tremendous effort to pro-
duce a terrific Annual Conference. 
It's a shame everyone can't attend. 
Our membership continues to grow. 
We're doing pretty good. 

We did hit a few bumps this last 
year, but the road ahead to 1995 
looks pretty smooth. We have the 
newsletter back to a regular sched-
ule, and we continue to make 
progress in the financial area. I 
think we'll have a great crowd in 
Florida and we will continue to 
grow. 

But, if we each got one new 
member... 

Now there is Bucky Trotter, a 
Clemson grad, maintaining the 
Athletic Department fields at the 
University of Kentucky, and Bob 
Campbell, a University of 
Tennessee grad, maintaining UT's 
facilities... But this is a story that 
will have to wait, s*m 

The Midwest Chapter: STMA will 
hold its Fifth Annual Meeting and 
Luncheon on Thursday, March 
2nd, at the Schaumburg Golf Club, 
Schaumburg, IL, from 9:30 A.M. 
to 2:15 P.M. Following the lun-
cheon, the Awards Program and 
Chapter Membership Update will 
be presented. For more informa-
tion, contact The Chapter Hotline 
(708)439-4727. 

The New England Chapter; STMA 
is participating in the 
Massachusetts Turf Conference 
which will be held March 6-8, 
1995, in Springfield, MA. The 
Annual NESTMA Breakfast will 
be held the morning of March 8th, 
prior to the beginning of the 
Conference program. Contact 
Mary Owen at (508)892-0382. 

The Southern California Chapter: 
STMA will hold a Landscape & 
Lawn Seminar on April 27, 1995, 
at Sea World. Multiple demon-
strations are planned for the morn-
ing sessions covering various top-
ics. For more information, con-
tact: Chris Bunnell at (619)432-
2421. 

B / ^ Root sod is specialized sports turf grown to maturity under 
ideal conditions and then washed to remove all the soil from 
the root system. The result is a quick-rooting sod with superior 
drainage and an extensive root system. Ideal for golf greens 
and tees, sportsfields and other sand-based surfaces. 
• Quick Rooting 
• Eliminates potential soil interface (layering) problems 
• Easier handling and installation 
• Lighter weight - freight costs reduced 
• Meets most agricultural requirements for international 

and interstate deliveries 
• Available as warm season and cool season grasses 

Roots of conventional sod tend to remain in the sod borne soil and not 
penetrate the sand base surface. B/fr Root washed sod roots penetrate 
quickly and deeply, making for a healthier, more wear-tolerant turf. 

F o r t h e d i s t r i b u t o r i n y o u r a r e a cal l : 1-800-927-4481 
West Coast Turf (CALIFORNIA/NEVADA) 
Manderly Sod (CANADA) 
Huber Ranch Sod Nursery (MID WEST) 
Thomas Brothers Grass (MID SOUTH) 

Gold Star Sod Farm, Inc. (NORTH EAST) 
Tee & Green Sod, Inc. (NORTH EAST) 
A G Turf Farms, Inc. (ARIZONA/NEW MEXICO 
Milberger Turf Farm (TEXAS) 



Unmll the cover. Put Evergreen to work! 

This self-storing system keeps a full size 
Evergreen Turf Growth cover ready for use 
at any time. On easy rolling wheels, it's 
quickly moved around the field. 
Light in weight and virtually g 

maintenance free too. A real gem! 

WANT TO KNOW MORE? 
CALL US TOLL FREE 

S AT 1-800-387-5808 

COVERMASTER 
COVERMASTER 
COVERMASTER 

COVERMASTER INC., 100 Westmore Dr., 11-D, Rexdale, ON, M9V 5C3 Tel. 416-745-1811 FAX 416-74-COVER (742-6837) 

Sports Turf Managers Association 
401 North Michigan Avenue 
Chicago, Illinois 60611-4267 


