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With technology advancing rapidly in our industry, 
problems that we never imagined would impact our  
operation are now starting to come into light as we 
strive to provide our users with the best possible ex-
perience in our facilities. An example of this involves 
your rink slab and exactly how level, or not level, it is. 
During the New England rink boom in the 70’s and 
80’s, the technology wasn’t in place to pour a com-
pletely level slab. The advancement of products such 
as the Level Ice system on our ice resurfacer has taken 
the guesswork out e of leveling the ice surface, but it 
also might have alerted you to how        un-level your 
rink floor might be. If you can determine that your ice 
is level but you are getting different depth readings 
when you measure the ice, you might have an issue 
with your floor. Fortunately, there are some steps that 
you can take to first identify if your slab is uneven, and 

then to try and achieve uniformity. 

Have a floor elevation scan performed. This will 
tell you where possible high or low spots are 
on your surface. A local construction or engi-
neering company will be able to do this using 
their laser equipment and their mapping soft-
ware. Typically it takes a few hours on-site on 

(Con-nued on page 9)  

2019 Fall Conferences 

Bentley U. - October 8th  

Rochester - October 22nd  

UPenn  – November 5th  
 

Mark your calendar! 

How level is your slab? 
By Eric Dursin 

Elevation scan of the slab surface  
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President’s Message 
by EJ Go2wald 

needs of our industry. This event was quite an ac-
complishment and has spawned further discussion 

to continue the Summit tradition bi-annually. 

   Ben’s professional outlook and drive to continue 
to make NEISMA the best it can be has brought 
modernization to our registration software, making 
it more user friendly. We have added multiple pag-
es to our quarterly publication known as the “Rink 
Rat” as well as converted it to be in full color. Un-
der Ben’s direction we took our spring conference 
and pushed the borders by adding classes from na-
tional associations while trying to keep the same 
feel with our regular seminars and speakers. These 
are just some of the accomplishments that Ben has 

made during his Presidency of NEISMA. 

Ben has shown me what true leadership is and has 
been a fantastic mentor to me. I know without a 
doubt that he will continue to do so as I transition 

 

NEISMA Board of Directors 

    Happy Summer! I hope each and every one of you 
are enjoying the start of summer and hopefully some 
much needed down -time. I know that for some of us 
summer can be a bit more hectic; with capital im-
provements, or those pesky projects we can only get 
done when ice is out or when the building is a bit  

quieter. 

   I would like to take this opportunity to congratulate 
our outgoing President, Ben Ruggles, on a job well 
done. As our President for the past 4 years, Ben’s ded-
ication to not only NEISMA as an association but to 
our entire industry has been instrumental in forming 
new relationships and taking what we do to the next 
level. Under Ben’s leadership NEISMA was the first 
organization to plan and execute a successful meeting 
of industry organizations within the United States and 
Canada. The North American Rink Summit was held in 
Lake Placid, NY. and hosted 2 representatives from 7 
associations in one room to successfully discuss the 
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  NEISMA presently has an opening on the Board of  
Directors for a non-voting member. This Director is 
one of two involved in all discussions and meetings 
but does not vote at BOD meetings. The position is 
for a member in good standing with the right level of 
experience who is willing to invest some time helping 
the organization through various assignments. This 
includes providing articles for The Rink Rat and  
serving on committees designated by the  
BOD President.  
  If you think this is something you would enjoy and 
can commit to, please forward a letter of interest,  
including a summary of your experience, to the chair 
of the nominating committee at  
Thomas.walsh.5@bc.edu no later than July 31, 2019. 

OPENING for 

NEISMA Board Member  

into this position and lead NEISMA. Please Join 

me in congratulating Ben on a job well done! 

    As we all know, summer seems to get past us 
way to quickly and before you know it, we are 
back in full swing. We have planned 3 Fall meet-
ing this year throughout our region. It is our 
hope that you will be able to attend at least one, 
if not more. We are in the final stages of prepar-
ing the agenda for those events and plan to have 
specifics to our members by mid-July. Our con-
ference committee, chaired by board member 
Eric Dursin, has been working hard the past few 
weeks to try and lock in location for next year’s 
annual spring conference and trade show. If all 
goes well, we will be announcing the dates and 

location by August 1st! 

   We have some new contributors to the “Rink 
Rat”!!! If you are interested in having an article 
published, or have a staff member that would be 
interested, let us know as we are always inter-

ested in seeing what rinks are up to! 

   I hope you enjoy this issue of the Rink Rat and look for-

ward to seeing you at one of our 3 upcoming fall meetings!! 

Cheers, 

 



2019 NEISMA Conference Photos 
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President’s  Recep1on Trade Show Hands On Sessions  

& Classes 
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   It's Christmas in July for your facility when you are fortunate enough to receive a new ice resurfacer. If 

you’re even luckier you could be in a position to keep the old resurfacer as a backup machine. For those who 

can afford this scenario, consider yourself lucky. 

   Regardless of the preventive maintenance we all should be implementing on our resurfacers, no machine is 

immune to a breakdown here or there.  

   Having a backup can help save lost ice time. However, it is important not to treat the backup as, well, just a 

backup.  The better the condition the primary machine is in the more likely the operators will treat it with  

due respect.  That does not mean neglect the old machine.  The same care and preventative maintenance 

shown to the primary should also be afforded to the backup on a weekly basis. Use it! All staff should be 

comfortable in using the old machine in order to ensure a smooth transition while the primary is repaired.   

It is important to remember even when the primary machine is working perfectly, a weekly plan to keep the 

old machine in service should be implemented. 

   There is another upside to keeping a backup machine.  A double machine resurface has many upsides that 

anyone can take advantage. Primarily seen in college and professional rinks as a way to keep on schedule with 

promotions, using two machines can help any arena that has the luxury to have one and afford the proper 

staffing levels. Aforementioned is the care needed to maintain the older machine. If operational it can serve 

to keep the arena's schedule on time. During major events using two machines can help the ice set up quick-

er.  In one rink I worked at I used two machines to get the ice smooth for figure skaters after 60 high school 

boys tried out all at the same time.  They could not believe the results in the ice quality.   An added benefit 

to this is staff training. Usually the manager or highly skilled technician would operate one of the machines 

alongside the person on duty. This allows extra training time for this staff member as it’s vital they match the 

speed, water output, and amount shaved as the other 

operator. 

   It's understandable if a facility has to trade in their 

old resurfacer when a new one arrives.  If possible 

take advantage of having multiple machines on site.  

Keep them operational, keep the staff trained and the 

results and loss of down time for your facility will 

show. 
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Backup Your Fleet 
By Adam Busalacchi 



NEISMA 2019 Awards 
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Frank  J. Zamboni Award 

Friend of NEISMA Award   

Frank  J. Zamboni Award 

Jeff Bardwell  - Everett Arena 

with Tom Walsh (left) and Ed Peduto (Right) Paul Gallivan—Boston College 

Robb Olexin— 

Becker Arena  

Products 



a clean ice-free slab to establish benchmarks 
and produce a scan, and a few more hours to 
analyze the data and to map it out on a rink 
diagram similar to the one below. The cost for 
this is about $3,000, but it will allow you and 
your staff to visually see where high and low 

spots are. 

 After you analyzed the data and located the high 
and low spots, one option is to grind down 
the high spots. A local concrete or construc-
tion company who has a concrete grinder ma-
chine will be able to complete this work. Be 
sure to know exactly how thick your supply 
pipes are buried in your slab and to verify that 
you are not grinding too deep. The cost varies 
based on how many spots you want to grind 

down but it’s usually based on an hourly rate. 

 

 

If the scanning and grinding is not a feasible op-

tion, a simple process is to determine based 

off your multiple measurements exactly where 

the high spots are on your surface. Designing 

your own diagram and keeping it in your IR 

room or employee room is a good way to get 

all your employees in sync and on the same 

page. 

From front cover - How level is your slab 
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Concrete Grinder removing a high spot on slab  

 

THE RINK RAT 

Views expressed herein, including all articles and 
advertising regarding any product or service, have 
not been approved or endorsed either by NEISMA 
or by the NEISMA Board of Directors or by the 
publisher of the Rink Rat.  Accordingly, they should 
not be construed by anyone for any purpose as rep-
resenting the policy of either NEISMA, its Board of 
Directors, nor as an endorsement of any product  
or service.  Articles may not be reproduced with-

out permission. 

NEISMA 

NEISMA is a professional service organization, orga-
nized to provide the ice skating industry with edu-
cation and training.  Since 1972 NEISMA has dis-
seminated technical information and conducted 
seminars on rink equipment, energy, air quality, 
marketing, skating programs, maintenance, and safe-
ty.  NEISMA provides the professional rink manager 
with the technical information needed to operate a 
safe, efficient and profitable facility.  The NEISMA 
Board of Directors is not a testing lab for vendors 
or their products.  We are not responsible for ven-
dor representations or errors.  We neither endorse 

or recommend any vendors products.    



NEISMA Scholarships 

For those who remember William “Bill” Chase, he 

loved ice ska-ng and the ice ska-ng business. Bill’s 

career included s-nts as a coach, youth hockey 

president, fundraiser, ice rink manager of the 

West Suburban Arena in Na-ck, MA (now called 

the William Chase Arena), founder and President 

of NEISMA and most memorably as a road sales-

man for Murray Sandler Skate & Sport Supply.  

Bill’s travels to rinks took him from northernmost 

Maine through Virginia.  Each one of these recipi-

ents was awarded a $1,000 scholarship. 
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2019 WILLIAM CHASE MEMORIAL SCHOLARSHIP 

MEMBER RINKS and VENDORS 
Employees, or children of your employees, are eligible for these college scholarships.  

Begin thinking NOW of those within your organiza1on who would be worthy  

of this recogni1on and financial support. Applica1ons will be available in the  

September Rink Rat, are due in March, and are announced at our Annual Spring Conference in April. 

2019 RECIPIENT: Sarah Huber                                                   Charles Moore Arena 

     Sarah Huber will be entering her junior year at Worcester Polytechnic Institute as a Biology and Biotech-
nology major with a minor in Global Public Health on a pre-veterinary track.  She lives in Brewster, MA and 
graduated from Nauset Regional High School.  Her father is an employee of the Charles Moore Arena 
where Sarah volunteered with the Learn To Skate Program.  She is now a member of the Lower Cape Fig-
ure Skating Association’s Junior Board.  At WPI, she is the Director of Social Media, Merchandise and Mar-
keting of S.M.A.R.T (Students Mentoring Active Responsibility Together), an association dedicated to alcohol 
safety and the promotion of prosocial bystanders.  Finally, Sarah was recently initiated into WPI’s chapter of 
Alpha Epsilon Delta, the National Health Preprofessional Honor Society. The sponsor of this scholarship is 

G & A Insurance.  



Page 11 www.neisma.com / 1-888-234-3968 

The Scholarship Commi�ee would like to thank the scholarship sponsors who, through their pledges, 

 enabled us to expand our scholarship program. Please consider suppor#ng this effort in the future! 

     Olenka Duncan is a resident of Canandaigua, NY and will graduate from Canandaigua Academy this 
spring.  She is a member of the National Honor Society, President of the high school’s Fellowship of Chris-
tian Athletes, President of the Spanish Club, President and Founder of the Impact Club which is dedicated to 
the awareness of environmental issues both local and global, works with the Flower City Work Camp work-
ing with Rochester, NY inner city children, a group leader in the Vacation Bible School, volunteer at the 
Cheshire Community Action Team, a Teen Advisory Board Member for the Canandaigua community library 
 and dives competitively for her high school and club teams.  At the Greater Canandaigua Civic Center she 
works in the snack bar, skate rental, and on the ice with the GCCC Learn To Skate Program.  In the fall, she 
will attend the University of Vermont to begin her studies in Environmental Engineering and Political Science. 

The sponsor of this scholarship is Safehold Special Risk. 

2019 RECIPIENT: Olenka Duncan                         Greater Canandaigua Civic Center 

2019 RECIPIENT: Liam Batson                                                      Quincy Youth Arena 

Liam Batson is a resident of Quincy, MA and a summer employee at Quincy Youth Arena.  He is a 2015 
graduate of St. Andrews School in Middletown, DE and will be entering his senior year at Emory and Henry 
College in Virginia.  Liam is a Civic Innovation major, minoring in History.  He has been very active with 
Habitat for Humanity working in Washington County, VA, New Orleans, LA and Charleston, SC throughout 
his college carrier.  He plans to pursue a post graduate degree and then apply to the Peace Corp. The Spon-

sor of this scholarship is Energie Innovation, in memory of Milan Baljak 
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ADV(ICE)- A recurring column dedicated to providing insight to new or struggling managers with quick 

actionable tips and advice they can implement at their facility.  Knowing Ice is only half the equation. This column is 
meant to spark ideas, and point managers in the right direction. Every rink is different, and it should be expected that 

not every idea works in every rink. Find the useful parts to tailor it to your facility, situation, and management style. 
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Communication between staff and management 
throughout the season is a well-known key to suc-
cess. Every staff member perspective can provide 
management with invaluable amounts of infor-
mation. What a skate monitor, resurfacer operator, 
and concessions worker sees, hears, and experienc-
es is vastly different. All employees accumulate a 
wealth of knowledge, suggestions, and complaints. 
Yet, we often hear companies struggling to create 
an inclusive environment where information flows 
freely, in a positive way. One method for achieving 
that desired communication is to host monthly staff 
meetings. However, today we will focus on the 3 
biggest meetings of the year, what I like to call the 
“State of the Arena” meetings. If implementing 
monthly meetings is not feasible, start with these 

three, you will see the difference. 

Throughout my career I've hosted and developed 
these “State of the Arena” meetings. I have these 
meetings three times a year. The objective of this 
style meeting is to bring in as much perspective and 
insight from every employee possible. I provide a 
form to guide the employees and ask them to think 
critically about the facility, operations, and daily 
routines. I provide plenty of space for them to 
freely communicate as they see fit, and often pro-
vide more in-depth questions at the end to provoke 
thought in areas they might not generally dwell on. 
How can ______ be done better? What makes 
your job more difficult than it needs to be? What 
are some new program ideas? What are some facili-
ty improvements we can take on ourselves? What 
policies are inefficient or harming our relationship 
with our customers? As a manager, our job is to 

orchestrate and guide the meeting. This should be an 
opportunity for your staff to speak openly and hon-
estly. Take note of issues you hear repeated. Be 

open to ideas of change and progress. 

Timing the meetings can be just as important as hav-
ing them. I find that they work best at the beginning, 
middle, and end of season. The 1st meeting of the 
year, will set the tone for the upcoming season. You 
can plan to hold this meeting when seasonal staff is 
coming back on. This meeting will be a review of 
what happened over the summer, and facility chang-
es, staffing updates, policy updates, and what pro-
gress has been made towards goals that where set at 
the end of season meeting. A 2nd meeting can be 
scheduled right before high school season or a little 
further along in the middle of the season. This allows 

State of the Arena  
Trevor .Josti CIT, CAO, CAP, CAM                        



(From  page 13 - State of the Arena) 
and read through them yourself before the 

meeting. 

4. Schedule the meetings in advance. Often 
our staff includes students and individuals 
with second jobs. I try to schedule them 

for the same day/time each month. 

5. Keep communication open during the 
meeting you may be surprised what em-
ployees have to say when given the oppor-

tunities. 

6. Take meeting minutes and list specific ac-
tions to be taken and goals to be complet-

ed. 

7. Complete a final State of the Arena report 
with everyone’s input taken into considera-
tion, and clear plans for going forward. 
Give all employees a copy on their next 

shift 

8. Task employees with these different goals 
and allow them to take pride and owner-
ship in accomplishing them. 

 

 

 

 

 

 

 

 

Communication is the driving force behind a high 
performing organization, your arena should be no 
different. Well-structured meetings can not only im-
prove things from a management perspective, but it 
also gives a boost to employee morale. Employees 
begin to feel valued, and in return their quality of 

work will improve. 

If you would like a sample “State of the Arena” form 
to be used in your facility, feel free to send me an 

email. 

For comments, questions, and suggestions I can be 
reached directly at tjosti@fmcicesports.com 

you to review what has been implemented, let em-
ployees voice opinions, evaluate staffing needs going 
forward, and set goals to be accomplished before the 
busiest part of your season. Lastly, your 3rd meeting 
should be a year in review. What has been accom-
plished? What could we have done better? Where 
did we go wrong? What do we want to accomplish 
over the off season to start next season off in a bet-
ter spot? Recognize staff that has gone above and 

beyond to help everyone achieve their goals. 

 

Actionable quick tips to make your meeting 

go smoothly. 

1. Make the form readily available where em-
ployees clock in, at least a week before the 

meeting. 

2. Have employees complete the form on 
their shift and return to office before they 

leave or set a due date. 

3. Allow yourself time to compile the forms 
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CURRENT 2018 - 2019 NEISMA MEMBERS (as of 6/20/19) 
If your rink isn’t listed, please renew today!  Thanks for being part of NEISMA! 

 
 

Public /  
Private Rinks 

Aleixo Arena, FMC 
Amelia Park Ice Arena 
American Dream -NEW 
Armstrong Arena, FMC 
Asiaf Arena, FMC 
Blackstone Valley IcePlex, FMC 
Boch Ice Center - NEW 
Buffone Arena, FMC 

Burbank Ice Arena| 
Burlington Ice Palace, FMC 
Canandaigua Civic Center 
Central Vermont Memorial C C 
Champions Ice Management 
Charles Moore Arena 
Chelsea Piers Connecticut -NEW 
Churchill Rink 

City of Chilliwack 
Clinton Arena 
Collins Perley Sports Center 
Collins/Moylan Arena, FMC 
Connery Rink, FMC 
Cronin Rink, FMC 
Danbury Ice Arena 
Darien Ice House 
Dix Hill Ice Rink 

Dorothy Hamill Rink 

Dorset Park Skating 
Douglas N. Everett Arena 
Dover Ice Arena 
Driscoll Skating Arena, FMC 
Ed Burns Arena 
Edora Pool Ice Center 
Edward F. Loring Ice Arena 
Essex County South Mountain 
Essex Skating Facility 
Falmouth Ice Arena 
Franklin-Pirelli Veterans Arena, FMC 
Fitzpatrick Arena, FMC 
Floyd Hall Arena 
Gardner Veterans Arena, FMC 
Gordon Paquette Arena 
Greenwich Skating Club 
Hatfield Ice Arena 
Hetland Arena, FMC 
Hobomock Arenas 
Holland Arena 
Horgan Arena, FMC 
HPP Rinx, Inc 
Hyannis Youth & Community Cntr. 
Ice Rink Events 

Ice Time Sports Complex – NEW 
Ice World 

Jack Kirrane Rink - NEW 
James W. Campion III Rink 
JFK Coliseum 
Jim Roche Arena, FMC 
Kirk S Nevin Ice Arena 
Maine Ice Vault 
Mark Bavis Arena 
Martha’s Vineyard Arena 
MassMutual Center 
McVann-O'Keefe Memorial Rink 
Merrill Fay Arena 
Mid-Hudson Civic Center - NEW 
Nantucket Ice Company 
Nashoba Valley Olympia 
Navin Arena, FMC 
Nelson Withington Skating Facility 
New England Sports Management 
NorthStar Ice Sports 
Northwell Ice Center 
Norway Saving Bank Arena - NEW 

Oaks Center Ice 

Ocean Ice Palace 
Olympia Ice Center 
Optimist Ice Arena 
Paramount Iceland 
Pilgrim Skating Arena 
Pop Whalen Arena 
Porrazzo  Arena, FMC 
Power Play Rinks 
Quincy Youth Arena 
Ralph Walker Rink –NEW 
Raynham IcePlex, FMC 
Revolution Ice Centre - NEW 
Simoni Ice Rink, FMC 
Skate 3 Arena 
Smead Skating Rink, FMC 
Smithfield Municipal Ice Rink 
Sport-O-Rama Ice Rinks 
Stamford Twin Rinks 
Stoneham Arena 
Terry Connors Rink 

The Edge Sports Center 
The Ice Center 
The Rinks at Exeter 
The Skating Club of Boston 
Union Arena Community Center 
Union Sports Arena 
Valley Forum Ice Rinks 
Valley Sports Arena 
WH, Veterans Memorial Rink 
Wallace Civic Center, FMC 
Waltham, Veterans Mem. Rink- NEW 
Warrior Ice Arena 
Wendall A. Barwood Arena 

Prep Schools 

Berkshire School 
Bridgton Academy 
Brooks School 
Brunswick School 
Buckingham Browne & Nichols Schl 
Choate Rosemary Hall School-  NEW 
Dexter Southfield School 
Eaglebrook School 
Kent School 
Kents Hill School 
Methuen Ice Rink 
Millbrook School 
Milton Academy 
New Hampton School 
Newton Country Day School 
Phillips Academy 
Proctor Academy  
Rye Country Day School 
Salisbury School 
South Kent School 
St. Mark's School 
St. Paul's School 
The Fessenden School - NEW 
The Harvey School 
The Pingree School 
The Roxbury Latin School 
The Taft School 
The Winchendon School 
Westminster School 
Williston Northampton School 

Colleges /  

Universities 

Amherst College 
Babson College 
Bentley University 
Boston College 
Bowdoin College  
Brown University 
Castleton University - NEW 

Colgate University 
Curry College 
Dartmouth College 
Holy Cross College- NEW 

Merrimack College - NEW 

Westchester Skating Academy 
William L.Chase Arena, FMC 
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If you’re a NEISMA member 
in good standing, your facili-
ty or company name is listed 

.   
 

Thank You for being part 
of the NEISMA Family and 

for your  

support of NEISMA! 

 
Our membership year runs 

Sept 1 to Aug 31 annually 

Niagara University 
Northeastern University 
Plymouth State University 
Princeton University 
Providence College 
Quinnipiac University 
Rochester Institute of Tech. 
SUNY Brockport 
SUNY Cortland 
University of Connecticut 
University of Delaware 
University of New Hampshire 
University of Pennsylvania 
US Naval Academy 
Yale University 

Vendors 

A-Gas- NEW 
Accent Refrigeration- NEW 

All-American Arena Products 
American Athletic Shoe –NEW 
American Insurance 
American Refrigeration Company 
Arena Warehouse 
ArenaEnergy 
Asahi/America 
Athletica Sports Systems 
Becker Arena Products 
Bjorkman Industrial Power Corp 
Carnot Refrigeration Co 
Cimco Lewis Refrigeration 
Climate by Design International 
Comstar International - NEW 

Cypress LTD, RealIce 
Davis Mechanical Service 
Emerald Enviromental Tech 
Energie Innovations 
ETA processing Instrumentation - NEW 
Everything Ice 
Facility Management Corporation, FMC 
Farmer Brown Service Inc 
FJ Roberts-AASG Sports Surfaces–NEW 
G&A Insurance 
Honco Buildings 
Honeywell-refrigerant 
ICECO Advanced Arena Products 
Impact Safety Systems - NEW 
Independent Mechanical Contractors 
Intell Energy 
IRESCO  - NEW 

J&C Ice Technologies Inc 
Jet Ice 
JLG Architects -NEW 
Kane Insurance 
Kingston Knife & Grinding— NEW 

Level-Ice—NEW 

LiveBarn 
LSK Enterprises 

Mayekawa USA - NEW 
Miller Refrigeration  
Mollenberg Betz 
Morton & Morton Attorneys 
Munters / Ei Solutions 
New England Sports Sales / Blade 
Master 
NorthStar Mechanical 
NorthStar Refrigeration—NEW 
Paris-Kirwan Associates 
Polygon  US Corporation 
Precision Industrial Services 
Preferred Mechanical Services 
Recco 
RecDesk Software 
Resurfix 
Riedell Shoes 
Rink Management Services Corp. 
Rink Seal Pro 
Rink Services Group 
Rink Systems  
Safehold Special Risk 
Scoreboard Enterprises 
Sharper Edge Skating School 
Sparx Hockey 
Stellar - NEW 

StinkySocks Hockey 

Superior Mechanical 
Tecogen 
Thermatec –NEW 

Trane - NEW 

Valley Machine Knife 
Viking Ice Painting 
WETech 
Wisetech (HK) Limited 
Zamboni Company 
Zeotec 

Friends /  

Individuals 

Ice Sports Industry, ISI 
Philip Siena 
ORFA 
MIAMA 
MIRMA 
US Ice Rink Association, USIRA 
Victoria Lorusso  - NEW 
WIAMA 

Please Renew  
Your Facility  

or  
Vendor  

NEISMA 
Membership as 

early as  
possible for  

2019-2020   

See the  
Registration 

form on  

page 31 

NEISMA  

MEMBERSHIP  



Burning Out lines 
By Tom Walsh, Boston College 

Working at a place that doesn’t use the ice much other 
than for the College’s teams presents you with options 
that most people don’t have. So once a year mid- season 
we try to burn out the lines. Even here it’s difficult to find 
the right time to do it between the teams practicing, the 
BB floor being down or some other event. If you can find 
a spot in your schedule it’s worth it. 

 

Before you begin you’ll need to shave your ice down low-
er than normal. This serves two purposes. Obviously, it’s 
easier to get through the ice to where you want to be 
(the less ice there is), but more importantly, it’s quicker 
to freeze in the trenches you’ve created when you’re 
done. We put the ice set-point down a few hours before 
we begin the whole process to get a jump on the re-
freeze. I’d recommend you crank up your hot water sup-
ply to get as much heat as you can. You can mix the temp 
down once you get started if you’re worried about run-
ning out or it’s too hot, but keep it hot enough or you’ll 
be at it all night. You’ll also need a decent hose that is 
long enough and won’t burst on you, a “fan” garden spray 
nozzle and three people seems to be the right number. 
You might want to put on a pair of ice cleats. You’ll be 
out there for a while and eventually lose track of where 
you’re stepping. The top of the ice will end up soaked and 
you might end up looking like Wile Coyote. 

 

One guy on the nozzle, one a third of the way back to 
door to keep the hose moving and one by the door / 
hose shutoff to pull in extra hose and to shut off the wa-

ter in an emergency.  Start out at the far end of the ice 
to slowly hit the cloudy lines with the hot water. Take 
your time until you get a feel for it. Don’t get cocky or 
you’ll end up dragging out the ice paint. It will normally 
keep melting ice after you move on so don’t go too 
deep to start out. You can go back to a spot if you are 
close by and it doesn’t look clear enough. Another rea-
son for the spikes. Make sure you keep the nozzle mov-
ing and don’t dwell on one spot for more than a couple 
seconds. It’s better to keep sweeping it back and forth. 
Additionally, constantly have the middle man move the 
hose both out of the nozzle guy’s feet and lightly flick it 
like a snake back to the door or it’ll melt right to the 
paint in a couple minutes. It takes us 3 hours or so to do 
it. After you’re done I would recommend leaving it 
alone for a bit to give some of the spots time to freeze 
up and thaw out your feet.  Usually the end you started 
on will set up some before you wrap up with the hot 
water. 

 

You then need to flood the “burnt out” spots to ensure 
they fill up, freeze correctly and are skate- able as soon 
as possible. The best approach for the flood and to en-
sure that you get the right coverage is to put down a 
good amount of water and let it cascade into the low 
spots. Depending on how deep the channels are you 
might need to plan to redo the flooding after it sets up. 
Normally we fill them up right after we finish, make a 
couple sheets the next day and we’re good to go. Some-
times the coaches complain about the ice being 
“crunchy” afterwards. It is a little, but it’s the price you 
pay for a couple days to look like you repainted the 
sheet. 

 

The key to the whole process is to make sure you have 

enough time for this all to all occur. Nothing worse than 

trying to do a good thing and end up in a crisis. Some-

one told me the first time he did this a long time ago he 

was just going to do the creases but he got carried 

away. There was too much ice and the rink ended up 

closing down for close to a week until they could get it 

back to normal. If you have any schedule openings, now 

would be a great time to take a test run to get a feel for 

it and see how your ice reacts.  Good luck 
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More Conference Photos 
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Check Out - www.neisma.com  
From the Exchange tab; Place your rink items for sale or 
look for items to buy.  Add your own listing by clicking the 

"Add New Item" button at the top of the page.  This will bring up a simple form where you can enter infor-
mation about your item and even an optional photo.  After submitting the form, you will receive an e-mail 
with a key number you use to confirm your listing.  Once confirmed, your item will be immediately added to 

the exchange.  It's that simple and there's no waiting.  

 

Take advantage of Nuts & Bolts E-mail function on NEISMA.com.  Let 
us search our entire network of rink professionals, for answers to your 

questions.  Get responses to your questions directly back via your e-mail address. This vast resource of ex-
perience will provide easy access to the information you are looking for.  Just E-mail Nuts and Bolts 
(nuts_bolts@neisma.com) a question on a problem or issue you have.  All questions will be moderated, 
meaning that all e-mails will be approved by NEISMA before being distributed. An active NEISMA member-

ship is required.  

 

Send your job opening to email@neisma.com or If you want NEISMA can email 
blast it out to the our entire database of rink professionals (an active NEISMA membership is required).  An 

email blast will ensure you get a good number of qualified candidates to chose from.  

NEISMA CLASSIFIED 

DON’T forget Nuts & Bolts 

Did you know about the EXCHANGE 
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Summer-me  
By Tom Ferguson 

As I write this it is the first day of Summer. The 

longest day of the year, right? It doesn’t seem so 

long to me but maybe you early risers can attest 

to it.  Anyway, summer reading is supposed to be 

a popular past-time so I thought I’d contribute in 

some small way.  What could be more fun than 

an insurance article! 

     I thought I might pass along some thoughts 

that might help when the next season starts.  A 

lot of  the claims we see arise outside the facility 

in the parking lots.  These claims can be tougher 

to defend than ones that occur inside the rink 

because we don’t have the assumption of risk 

defense available.   It reverts back to the basic 

tort law concept where more burden of proof is 

placed on the defendant, you. The defense ex-

pense goes up as does the likelihood of settle-

ment.  Now is a good time to look at ways to 

mitigate or eliminate potential issues.  Scout the 

public areas for uneven surfaces, holes, inclines 

and declines that can be addressed now.  Elimi-

nate those problem areas that always show up at 

some point during the winter freeze or spring 

thaw.  These types of claims can easily approach 

$50,000  - $80,000 very quickly. 

   The refrigeration system is another source of 

large claims and huge headaches.  In addition to the 

costs of repair and replacement, the loss of income 

can be significant.  Insurance can respond but you 

still have the major headache of the inconvenience 

and disappointment of your customers.  Resched-

uling when you can or having to find alternative ice 

for a big tournament has to be a major headache.   

Also, please remember that the Equipment Break-

down coverage will not respond if the cause of the 

loss is normal wear and tear. 

   Did you know that while waivers are great in 

most states for aiding in our defense efforts, they 

are also a great way to build a data base for mar-

keting?  You probably did, but I have a word mini-

mum for this article. 

   That’s all I’ve got for now.  Besides, less than half 

of you have gotten this far.  I lost most of you at 

“spring thaw” I’m sure.  For those of you that are 

still reading, please feel free to make suggestions 

on topics for future articles.  Just forward to them 

to John Zullo and he’ll pass them on.  Have a great 

and safe Summer! 
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Very few people will debate the merits of beautiful 
landscaping: the White House South lawn, Augusta’s 
fairways and the Parade of Roses bring a smile to 
most faces. Having grown up in the city, not only did 
I think everything involved with landscaping was 
more akin to witchcraft, I failed to realize how enjoy-
able maintaining good looking grounds can be. With 
the Burbank Arena’s volunteer gardener Marilyn 
Lewis recently turning 80, I felt it was time to share 
many of her secrets that I have picked up during the 

last 17 summers peeking over her shoulder.  

 Keep in mind that the initial process of taking bad 
landscaping and making it attractive involves much 
more work than maintaining good looking grounds 
from year to year. Having said that, most rinks are 

quiet in the spring, staff look for reasons to get out-
side, and the satisfaction of doing much of the work 
yourself provides lots of pride and bottom line sav-
ings. Having said that, if you choose to hire a land-
scaper and pay the bill, good for you, you will still 
have a good feeling every time you approach your 

building. 

 In no particular order, here are some of Marilyn’s 

gardening pearls: 

IT ALL STARTS WITH THE DIRT! – At least 3” of 
topsoil is needed  to keep a good looking lawn, the 
thicker the better. “Repair patching” of lawns from 
plow damage, grubs, and drought should ALWAYS 
be accompanied by the application of fresh dirt! Like-
wise, “Tree & Shrub” mix (“different dirt”) should be 

LANDSCAPING 101 

An Attractive Exterior Doesn’t Have to be Expensive! 

 (From the Archives) 



(Con-nued on page 27  
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used when planting perennials ( those things you 
stick in the ground once and leave in for years), 
“complete planting mix” & topsoil is fine for annuals 
( those flowers you rip out every year, usually with 

bright colored flowers). 

 HAVE A WATERING SYSTEM – it took years of 
failing for us to invest in a sprinkler system. Expen-
sive up front, uses lots of water, annually needs to be 

blown out with air before freezing but SAVES a ton 
of time trying to water with hoses. You don’t have 
to have an inground system. There are timers, hos-
es and sprinkler heads available to make an ade-
quate system for the front of most rinks that can 
be assembled for under $ 200. To winterize this, 
just bring it inside for the winter! I’d dare say, any 
lawn that looks good is being watered by an auto-

matic sprinkler system. 

CHEMICALS are a Garden’s Best Friend – I’m sure 
there are organic products that can get the job 
done; however, Marilyn and I use off-the-shelf 

products to help things grow well. They Include: 

SCOTTS 4 Step Fertilizer for the Lawn – If you are 
planting grass seed, make sure you use STEP 1 for 
Seeding in April, Otherwise STEP 1 in April in-
cludes crabgrass killer; an enemy of a good looking 
lawn. After that Steps 2,3 and 4 are applied every 

6-8 weeks  
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Weed Preventer – not to be confused with Weed 
killer, this granular product is spread throughout a 
clean flowerbed every spring. We’ve had good suc-
cess with a purple bag brand called Trefelan. Preen is 
also a popular brand. It keeps the weeds from grow-

ing while allowing the flowers to grow beautifully. 

Weed Killer – Roundup is the # 1 brand, used in 
parking lots, around fence posts and anywhere that 
you WANT NOTHING TO GROW. Do not use 
near trees, shrubs or grass, it will kill those, too. 
Weed-b-gone claims to kill weeds in lawns without 
killing the grass, we’ve only enjoyed moderate success 

with this product. 

Specialty Chemicals – Miracle-Gro, Holly-tone and 
seafood-based fertilizers all have their role in Mari-
lyn’s repertoire. I’d suggest you strike up a friendship 
with the local gardening supply house (Good luck if 
you prefer the “big box” stores) and ask them for 

their fertilizing / chemical opinions. They want re-
peat customers, they’re unlikely to steer you 

wrong.  

The Mystery Elements – Marilyn continues to have 
various powders in plastic tubs with “Sour Cream” 
on their covers. I know that I will never be privy to 
what is actually inside those tubs which she secretly 
sprinkles about the flowerbeds. I can tell you that I 
am dubious as to any effect that they have, since 
following the above has always resulted in impres-

sive flowers (of course, I’m from the city!). 

  Don’t go Cheap on Grass Seed, and keep it moist 
– we never plant grass seed without “Starter Ferti-
lizer” in the mix. We always need to supplement 
the watering system when growing new grass. My 
preferred method is to fill the Zamboni with cold 
water, hook up our 12 volt pump, and water the 
grass seed from the comfort of the driver’s seat 

(Con-nued on page 28 

(From  page 25 - Landscaping  101) 
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(while parked, of course!). Keeping the seat from 
drying out usually results in green “fuzz” in a week 

and blades of grass in 2 weeks.      

 

Buy a Good Mower 
and Enjoy your 
Grounds – I’ll never 
forget the first sum-
mer debate on the 
$700 we spent for a 
22” Honda mower. 
Some, including me,  
thought it an unnec-

essary luxury. I am happy to say that with minimal 
maintenance beyond keeping a sharp blade on it, the 
mower is STILL mowing the Burbank Arena lawns. It 
has even outlived the gentleman who insisted that 
Honda was the way to go. We all take turns mowing, 
the front area gets mowed more frequently because 

the summer customers love to see fresh mower 

tire marks across the manicured lawn. 

 

Deer Resistant Perennials are available! Who 
Knew? Certainly not the kid from the urban jungle. 
Plant the wrong bush and it will be decrepit next 
spring. Buy the perennials that the deer disdain or 

be prepared to annually plant your perennials!  

 

 In a nutshell, that’s our plan. Marilyn spends 
hours trimming the shrubs, exotic grasses and all 
the other plantings that have found their way to the 
Burbank. We even have a Kousa Dogwood planted 
in her late husband’s memory. Ralph used to help 
her out saying “ If she’s working in the front of the 
rink, I work in the back, that’s how we’ve stayed 

together so long.”      

 I hope this helps a few of our facilities with less 
than appealing exteriors bring some good looking 
plantings to an industry that often overlooks what’s 

outside their building.  

(From  page 27- Landscaping  101) 

NEISMA encourages readers to submit  

letters / articles to the editor on: 

• Industry news 

• Special programs, skaters or workers 

• Energy projects 

• Maintenance problems & solutions 

• Tips or Tricks of the Trade 

• Anything concerning the ice rink industry 

 
Just send your letters / articles with photos 
to rinkrat@neisma.com .  Contact the Rink 

Rat Editor at  

1-888-234-3968 
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NEISMA 2019 - 2020 Membership Registration  
September 1, 2019 – August 31, 2020 

Renewal Memberships: Just fill in rink/vendor, contact and any other profile changes. 

New Membership: Fill out entire form. 

RINK, VENDOR or Friend:  
___________________________________________________(Account name) 
                                                                                                                      
RINK or VENDOR Primary Contact:   ____________________________________________________ 
                             Last                                                   First     

ADDRESS: ___________________________________________________________________ 

 

CITY: ________________________________________   STATE: ________ ZIP: ________________  
 

TELEPHONE: (_____) _____­_ - _________     EXT: _____   CELL: (__­___) _______ - __________     
 

FAX: (_____) _______ - _________  Website: ______________________________________________ 

 

Someone else in our organization that you would like to receive NEISMA email notices: 

______________________________    _____________________________ 

  Last                                                             First          

 

What category best describes your organization/business: 

 

About Your Facility: Year Built: __________                          Number of Surfaces: ________  
Surface 1 - Months per Year in Operation: _______Surface 2 - Months per Year in Operation: _________  
What key issues and topics would you like NEISMA to focus on?  

 

Yearly Membership fee:    Rink / Friend ($ 175)  / Vendor ($ 200)  Payment options: 

Mail Registration & check or credit card info to:  NEISMA, PO Box 290595, Wethersfield, CT  06129  
Email Registration form (PDF) & credit card info to jzullo@neisma.com 
Fax Registration form & credit card info to 1-888-234-3968. 
Phone Registrations may be taken.  If needed call 1-888-234-3968. 

EASIEST WAY!  RENEW ON LINE at neisma.com.  Go to the Membership Registration tab. 

 

 

*If billing invoice needed please call 1-888-234-3968 or email request to email@neisma.com * 

Email Address:                                                       

Email Address:                                                       

  PUBLIC / NON-PROFIT RINK   COLLEGE / UNIVERSITY RINK   VENDOR 

  PRIVATE / FOR-PROFIT RINK   PREP SCHOOL RINK   OTHER: 

Credit Card    MC / Visa / AMX   ____ ____ ____ ____ / ____ ____ ____ ____ /  ____ ____ ____ ____ /  ____ ____ ____ ____ 

       

Expires ___ ___ / 20 ___ ___       Digit V-Code ___ ___ ___  ____    CC Zip Code ___ ___ ___ ___ ___ 
           Month            Year 

 

Billing address: ________________________________________________________________ 

 



PO Box 290595 
Wethersfield, CT 06129 

North East Ice Skating Managers Association www.neisma.com               1-888-234-3968 

Plan NOW to a�end 

a NEISMA Fall Conference! 

INSIDE 

CONFERENCE PHOTOS  - MGM Springfield  

 

 

It’s MEMBERSHIP RENEWAL 1me! 
The 2019 - 2020 Form is on page 31. 


