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B
elinda Jensen, one of the T

w
in C

ities’ m
ost 

 
 

 
 

 
 

 
popular w

eather personalities has accepted 
 

 
 

 
 

 
 

 
our invitation to speak at the T

O
R

O
 A

w
ards  

 
 

 
 

 
 

 
Luncheon during the A

ssociation’s 13
th  

 
 

 
 

 
 

 
A

nnual C
onference and T

rade S
how

 to be 
 

 
 

 
 

 
 

 
held at the P

rom
 C

enter O
ctober 27

th. 
 

 
 

 
 

 
 

 
 

 
 

 
 

 
 

 
“W

e’re pleased and honored that B
elinda 

 
 

 
 

 
 

 
 

could accept our invitation to share her 
 

 
 

 
 

 
 

 
view

s on the changing w
eather patterns that  

 
 

 
 

 
 

 
are so im

portant to our business” said Janice 
 

 
 

 
 

 
 

A
rcand O

w
ner of O

neka R
idge G

olf C
ourse  

 
 

 
 

 
 

 
and P

resident of the A
ssociation. 

 
 

 
 

 
 

 
 

 
 

 
 

 
 

 
B

elinda obtained her A
M

S
 S

eal of A
pproval 

 
 

 
 

 
 

 
for broadcast m

eteorology and has w
orked 

 
 

 
 

 
 

 
 

for the N
ational W

eather S
ervice. S

he is a 
graduate of the U

niversity of W
isconsin at M

adison w
ith a B

achel
or of S

cience degree in 
M

eteorology. S
he has also done graduate w

ork in secondary education throug
h the U

niversity of 
U

tah. S
he enjoys serving her com

m
unity through involvem

ent in the scho
ols, trying to involve 

students, particularly girls, in science. 
 “W

hile follow
ing her busy career in television, B

elinda is a m
om

, housew
ife, avid outdoors 

person, active in sports 
and recreation and really fits the pattern of today’s generation of

 people 
w

orking hard to ‘do it all’, said A
rcand. A

s a consum
er she’ll shar

e her ideas of balancing her 
im

portant roles, as w
ell as try to shed som

e light on the profe
ssion she serves. W

e a
ll know

 our 
w

eather patterns are changing, and w
hile even experts m

ay disagr
ee, course ow

ners today 
can 

better understand the challenges B
elinda faces in reporting such a large area

 as the T
w

in C
ities”.  

 T
his 

year’s 
T

O
R

O
 

A
w

ards 
Luncheon 

w
ill 

honor 
M

W
G

C
O

A
’

s 
2009 

C
ourse 

of 
the 

Y
ear

(C
O

T
Y

), R
idges at S

and C
reek in Jordan M

innesota and its ow
ner 
M

ike M
alone. E

ach year 
M

W
G

C
O

A
’s 

C
ourse 

of 
the 

Y
ear 

also 
qualifies 

for 
the 

N
ational 

G
olf 

C
ourse 

O
w

ners 
A

ssociation’s prestigious C
O

T
Y

 aw
arded during the G

olf Industry 
S

how
 (G

IS
). T

he G
IS is the 

w
orld's largest gathering of golf course ow

ners
 and w

ill be held F
ebruary 8-12, 2010 

at the
C

onvention C
enter and O

m
ni H

otel S
an D

iego, C
alifornia. 

M
ID

W
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 C
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P
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ox 385494 � B
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P
hone 952-854-7272 � F

ax 952-888-1366 � T
oll-F

ree 877-954-7272 � E
m

ail M
W

G
C

O
A

@
A

O
L.com
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U
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R
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N
E

R
 B

E
G
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N

IN
G

 IN
 2010”

��
 A

lready recognized as one of the m
ost im

portant gatherings in 
the golf industry, officials of the 

G
olf Industry S

how
 announced the event w

ill becom
e even stronger w

ith 
the U

nited S
tates G

olf 
A

ssociation signing on to becom
e a participating partner of the ev

ent beginning in 2010 in S
an 

D
iego. 

 C
urrently providing an educational session for the G

olf Industry S
how

, the U
S

G
A

 w
ill increase 

its presence w
ith additional program

m
ing, prom

otion and sponsorship activities
. 

 “T
he U

nited S
tates G

olf A
ssociation is pleased to form

alize our
 long-standing involvem

ent w
ith 

the G
olf Industry S

how
,” U

S
G

A
 E

xecutive D
irector D

avid B
. F

ay sa
id. “T

he U
S

G
A

 has actively 
participated in the G

C
S

A
A

 C
onference and S

how
 and t
he current G

olf Industry S
how

 since the 
conference's inception in the late 1920s. W

ith our annual E
ducation C

onferen
ce, trade show

 
booth, and staff volunteering as sem

inar instructors, the U
S

G
A

 G
reen 

S
ection continues to w

ork 
w

ith golf's allied associations to support and safeguard the gam
e." 

 T
he G

olf Industry S
how

 is an innovative trade show
 com

bining education, ne
tw

orking and 
solutions for golf course superintendents, ow

ners/operators, general m
anagers, chief operating 

officers, architects, builders and others in the golf and club m
anagem

ent indust
ries. 

 T
he G

olf 
Industry S

how
 is presented by the 

G
olf C

ourse S
uperintendent

s A
ssociation of 

A
m

erica (G
C

S
A

A
), the N

ational G
olf C

ourse O
w

ners A
ssociati

on (N
G

C
O

A
) and the C

lub 
M

anagers A
ssociation of A

m
erica (C

M
AA), along w

ith participating organizations, the G
olf 

C
ourse B

uilders A
ssociation of A

m
erica (G

C
B

A
A

), the A
m

erica
n S

ociety of G
olf C

ourse 
A

rchitects 
(A

S
G

C
A

) 
and 

the 
N

ational 
G

olf 
F

oundation 
(N

G
F

). 
It 

w
a

s 
form

ed 
w

ith 
the 

com
bination of three trade show

s, the
 G

C
S

A
A

 International G
olf C

ourse S
how

, the N
G

C
O

A
 

T
rade S

how
 and the C

M
A

A
 E

xposition. G
C

S
A

A
 and N

G
C

O
A

 m
erged thei

r trade show
s into the 

annual G
olf Industry S

how
, beginning in 2005 in O

rlando. T
hat inaugural event w

as ranked the 
82nd largest trade show

 in North A
m

erica that year by T
radeshow

 W
eek 200. T

he C
M

A
A

 joined 
the G

olf Industry S
how

 in 2007. 
 In a joint statem

ent, current G
olf Industry S

how
 partners express

ed excitem
ent about the 

U
S

G
A

’s participation: “T
he show

 and corresponding education conferenc
es attract a w

ide 
diversity of participants. W

e believe that adding the U
S

G
A

 only enhan
ces w

hat w
e have to offer 

and provides a m
ore com

plete m
enu of resources. It is a partnership 

that w
ill expand beyond the 

show
 to ultim

ately strengthen the gam
e and industry.” 

 In addition to the inclusion of the U
S

G
A

, the G
olf Industry S

how
 w

ill
 follow

 a different form
at 

in 2010. B
ased on feedback from

 attendees and exhibitors, the schedule w
i

ll be m
odified so that 

all events (education conferences and trade show
) are held 

on w
eekdays. R

esponding to m
em

ber 
and exhibitor desires to preserve m

ore of their w
eekends for fam

i
ly and personal tim

e, the trade 
show

 portion of the event w
ill be conducted W

ednesday and T
hursday (F

ebrua
ry 10-11), w

ith 
virtually no com

peting events. G
C

S
AA and N

G
C

O
A

 education w
ill be held on M

onday, 
T

uesday and F
riday. C

M
A

A
 education w

ill end on S
aturday. F

or m
ore 

inform
ation contact Joe 

R
ice D

irector of M
arketing and C

om
m

unications N
G

C
O

A
 

jrice@
ngcoa.org 800-933-4262 #202.
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by C

urt W
alker 

D
oesn’t it m

ake you w
onder som

etim
es w

ho ever thought our custom
ers w

ere better
 served, 

m
ore appreciative, or treated like the im

portant persons they are to businesses l
ike ours w

hen 
they call and get com

m
on m

enu-driven choices? (and “please pay particular att
ention since our 

m
enu choices have changed recently”) 

 I think an evil genie roam
ed the countryside about ten years ago and sold all of these

 system
s 

w
ith statistics like: “60%

 of your calls only w
ant directions to the course;

 25%
 of all calls only 

w
ant to know

 w
hat hours you’re open; 15%

 of your calls only
 w

ant to talk to som
eone in the 

pro shop”. D
uring the busiest of our tim

es ten years ago these w
ere term

ed 
“unproductive calls” 

W
e w

ere w
ay too busy to handle “unproductive calls”. 

 T
oday I guess w

e could add; 
“please press the trigger on the gun I have at m

y head w
orrying 

about how
 to appeal to m

ore custom
ers; becom

e m
ore user friendly; and increase

 m
y business 

revenue” 
 W

hen I w
as a kid m

y m
om

 and grandm
a w

ould have been red-faced at any dinner w
hen the 

m
ashed potatoes had lum

ps in them
 (m

y dad and I w
ere often enlisted to be sure that didn’t

 
happen). T

he other day m
y daughter shared her am

azem
ent about a new

 brand of instant-
 m

ashed 
potatoes that had 

“real lum
ps in them

” proving they w
eren’t the w

allpaper paste w
e’ve gotten 

used to. T
hat’s how

 m
uch our w

orld has changed
! 

 W
hen I experience m

enu-driven choices today, I alm
ost long for a real person t

o answ
er the 

phone---I alw
ays feel I’m

 better served by a real person, and it puts m
e in a

 good m
ood right off 

the bat. P
ersons are usually friendlier than a m

achine, and as a custom
er I pref
er friendly. 

 H
ow

 really “rad
” (as m

y grandkids w
ould say), to call a course and have som

eone answ
er the 

phone, direct m
y call, give m

e directions, or explain their hours of operation along w
i

th the price 
points that m

ight relate to these tim
es.  

 A
s A

ndrew
 W

ood tells it “any em
ployee w

ho answ
ers the phone and gives 

only rates or hours of 
operation is m

issing a huge chance to create a sale”. A
nd 

if that phone is answ
ered you have 

half a chance of de-com
m

oditizing your course
 w

ith friendliness, helpfulness, useful facts, rates, 
directions, tim

es of operation, advice on novice-friendly scheduling, lessons, kids progr
am

s, 
great luncheon and dinner specials, happy hour, league opportunities and 

so m
uch m

ore. 
 Just as m

ashed potatoes w
ith lum

ps now
 suggest authenticity and people talk about it, how

 m
uch

 
m

ore could our courses stand out in a custom
er’s m

ind if w
e answ

ered the phone w
hen so m

a
ny 

others don’t? Only directions?  Only hours of operation? 
O

nly rates? ---- gosh, these are folks 
w

e’d like to have com
e out and spend their m

oney w
ith us calling 

O
U

R
 C

O
U

R
S

E
, N

O
T

 
S

O
M

E
B

O
D

Y
 E

LS
E

’s. T
hese calls aren’t unim

portant to them
; our response could set us apart 

as different; som
ebody they and their friends like to do business w

ith. 
Y

ou know
, friendly 

 I can hear it now
? “I called Juniper P

ines and you know
 w

hat, they answ
ered their phone”.  

S
o I’m

 gonna leave som
e lum

ps in m
y next hom

em
ade m

ashed potatoes.    
C

/W
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“T
his 

year’s 
C

onference 
w

ill 
highlight 

successful 
approaches 

to
 

increasing 
business 

and 
personal 

productivity; 
the 

golf 
course 

ow
ners 

“three-
legged 

stool” 
of 

cost 
containm

ent, 
m

arketing, and doing m
ore w

ith less”, said Janice A
rcand 

O
w

ner of O
neka R

idge G
olf C

ourse in 
W

hite B
ear Lake, M

N
 and P

resident of M
W

G
C

O
A

. 

“D
uring the challenges of today’s econom

y, golf course ow
ners ne

ed to adapt to new
 realities of 

our business. E
ach of these im

portant topics can take their place in 
determ

ining survival, and a 
return to prosperity.” 

 “W
hile cost containm

ent concentrates on suppliers and the expense side, and m
arketi

ng looks at 
increasing the top line, the im

portance of doing m
ore w

ith less can easily be ove
rlooked. IT

 IS
 

T
H

E
 O

N
E

 LE
G

 O
F

 T
H

E
 S

T
O

O
L W

E
 C

A
N

 C
O

N
T

R
O

L B
E

C
A

U
S

E
 IT

 U
S

E
S

 E
X

I
S

T
IN

G
 

S
K

ILLS
 A

N
D

 R
E

S
O

U
R

C
E

S
 IN

 M
O

R
E

 E
F

F
E

C
T

IV
E

 W
A

Y
S

”. 

“T
he golf course ow

ner is the 
m

ost discretionary buyer in the business of the gam
e of golf,

and suppliers of all types now
 realize our A

nnual C
onference and T

r
ade S

how
 is a cost-effective 

w
ay to gain access to the pow

er of this m
arket”, said A

rcand.
 

 A
s one supplier w

ho attended the 2008 event said
 “It’s so m

uch m
ore econom

ical to establish 
and renew

 relationships under one roof for later follow
-up, that it co

m
pares favorably w

ith 
w

eeks spent in the field,”  
 

C
O

R
P

O
R

A
T

E
 M

E
M

B
E

R
S

 IN
 G

O
O

D
 S

T
A

N
D

IN
G

 W
ILL R

E
C

E
IV

E
 A

 6’X
’8

 B
O

O
T

H
 

W
IT

H
 C

O
M

P
A

N
Y

 S
IG

N
 IN

C
LU

D
E

D
 A

T
 N

O
 A

D
D

IT
IO

N
A

L C
H

A
R

G
E

. C
O

R
P

OR
A

T
E

 
M

E
M

B
E

R
S

 A
R

E
 A

S
K

E
D

 T
O

 R
E

G
IS

T
E

R
 F

O
R

 T
H

E
 C

O
N

F
E

R
E

N
C

E
 F

O
R

 A
N

 A
D

D
IT

IO
N

A
L 

$150 F
E

E
, A

N
D

 A
R

E
 E

N
T

IT
LE

D
 A

N
D

 W
E

LC
O

M
E

 T
O

 JO
IN

 A
LL T

H
E

 M
E

E
T

IN
G

S
 A

N
D 

S
O

C
IA

L A
C

T
IV

IT
IE

S
 O

F
 T

H
E

 C
O

N
F

E
R

E
N

C
E

. F
or further inform

ation on 
M

W
G

C
O

A
’S

 13 th 
A

nnual C
onference and T

rade show
, call 952-854-7272, toll-free 877-954-7272, e-m

ail 
M

W
G

C
O

A
@

aol.com
. O

r visit our w
ebsite 

w
w

w
.golfinthem

idw
est.com 


