
NU recruits fill ‘big’ gap 
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You’ve seen them run, and you’ve seen 
them jump in person. You’ve been able 
to see their personalities. Along with 
knowing what you’re getting, you get 
them on campus.” 

The camp is attended by many out- 
of-state athletes, but the Husker coach- 
ing staff doesn’t always find recruiting 
success in all parts of the country. 
Virtually none of the recruits who 
signed Wednesday were from the 
Southeast portion of the nation. 

NU also failed to sign a player from 
Florida, and landed just one from the 
state of Texas both high school foot- 
ball hotbeds. 

“It’s difficult to get players out of 
Florida,” Solich said. “We were close, 
but close doesn’t count. If we don’t get 
players out of a given state, we’re going 
to find them (elsewhere).” 

Nebraska did find success outside 
the continental United States, inking 
two players from Hawaii neighbors 
Tamotu “Junior” Tagoa’i, a defensive 
lineman and Toniu Fonoti, an offensive 
lineman and Patrick Kabongo, a 6- 
foot-6, 315-pound rush end from 
Montreal. 

Tagoa’i will follow the footsteps of 
St. Louis School graduates and current 

Huskers, Tony Tata and Dominic 
Raiola. 

Fonoti, from Kahuku High School, 
said he hopes to be able to play as a true 
freshman and could possibly leave on a 

church mission after two seasons. 
Solich said a player’s five-year eligibil- 
ity clock does not run while he is on a 
church mission. 

While Fonoti isn’t the only player 
hoping to make an immediate impact 
in Lincoln, only four or five athletes 
have seen the field as true freshmen at 
Nebraska over the past few seasons. 
Solich said he expects that trend to con- 

tinue in the fall. 
Despite the gurus who rate NU’s 

recruiting class around 20th in the 
nation, Solich said, he has no concerns 

with this year’s Husker class. The 
National Recruiting Adviser’s Bobby 
Burton ranked Nebraska’s class at No. 
17. 

“I really don’t put too much stock 
in that,” Solich said. “We’ve won 

national championships with classes 
that weren’t rated as high as others at 
that particular time.” 

Experts praise the Huskers’ class 
RECRUITS from page 9 
might not have with the backup situation. It’s very bene- 
ficial. Both kids are marvelous athletes.” 

Rounding out the backfield for NU’s 1999 recruiting 
class is fullback Judd Davies of Millard North High 
School in Omaha. 

As usual, the bulk of Husker recruiting attention went 
to building on the already strong NU tradition of the 
offensive and defensive lines. The Huskers gained 11 
offensive and defensive linemen. 

“They did really well there,” Burton said. “The crux 
of recruiting is getting what you want. Nebraska’s done 
that.” 

One reason for NU’s influx at the line positions is the 
perception of Nebraska as a cornerstone school for line- 
men, where development and projection of players is the 
greatest. 

Over the years, the Husker offensive line has been 
widely regarded as the solid bastion for the NU running 
game with large, physical linemen helping to buffer that 
reputation. Coupled with NU’s rigorous strength and con- 

ditioning program, Wallace said, high school linemen are 

very attracted to Nebraska. 
“Because Nebraska has such a reputation about 

offensive line development, a lot of people believe they 
will sign a youngster and make him better,” Wallace said. 
“Nebraska does that very well.” 

Though the Huskers got the players they needed, NU 
struggled in recruiting in one respect being able to find 
recruits in the Southeastern United States, a region where 

Burton believes the athletes are more willing and likely to 

stay home. < 

“It’s tough shooting down there,” Burton said. “The 
SEC is really rolling. Nebraska would like to see some 

more talent out of there, but the SEC is making it a tough 
sale.” 

But overall, both Burton and Wallace agreed that the 
Huskers did very well in their recruiting season. Wallace 
said NU netted nine SuperPrep All-Americans and did it 
quietly, the recruiting style adopted by Husker coaches. 

“There’s not a lot of fanfare,” Wallace said. 
“Nebraska gets a lot of players before they get into big 
recruiting battles. That’s a big factor for some of these 
kids — that they don’t have to undergo the pressure and 
attention like they might had they signed with another 
school.” 

And much of that silent success is due to the recruit- 
ing practices of NU Coach Frank Solich, who carries 
much of the same demeanor and presentation as that of 
former Husker Coach Tom Osborne. 

“Based on the feedback, the recruits like Frank Solich 
a lot,” Wallace said. “He’s like Tom Osborne in that he’s 
very calm, it’s a no pressure situation and he inspires con- 
fidence in himself and his players.” 

And, as Wallace said, the recruiters aren’t the only 
ones who are deadpanning the job the NU recruiting 
class of 1999 should also prove to be a hushed but steady 
group. 

“There’s not a lot of glitz in the group,” Wallace said. 
“But there’s an awful lot of talent here.” 

Paid Adverting 

With so many ot the new models being 
similar in features and price, how does 
the prospective new car buyer know 
WHICH automobile is best for them? 
Well, as the saying goes, “If you don't 
know cars...know the people you buy 
from." In Lincoln, consumers are very 
fortunate to have a dealer like ANDER- 
SON FORD. Located at 1901 West “O” 
Street, phone 458-9800 or (800) 225- 
5761, this w'ell-knowrv firrn is an autho- 

rized representative tor ramous rora 

cars, trucks and vans. Besides offering a 

full line of quality products, this commu- 

nity-minded dealership bases its success 

on a simple fact of good business.Keep 
the Customer Satisfied. 
The business of customer satisfaction 
begins in the showroom and continues 
right on through their complete service 
department where skilled technicians and 
the latest diagnostic test equipment as- 

sure you mai your new iyyy ruru win 

“keep you satisfied” for many years to 
come! 
The Editors of this 1999 New Year’s 
Business Review & Reference Guide 
recommend that you stop by ANDER- 
SON FORD’s showroom very soon. 

We know you’ll be completely satis- 
fied. 

OTTE OIL & PROPANE 
John Otte ~ Owner 

Distributors of reliable L.P. gas, OTTE 
OIL & PROPANE has won the admira- 
tion and respect of area residents for their 
honest and neighborly business practices. 
They deliver propane in bulk forms and 
assume the immense responsibility for 
heating many of the homes and farms in 
this section. Anyone interested in acquir- 
ing the versatility of gas should contact 
OTTE OIL & PROPANE at 3435 
Davey Road, phone 785-2365 in Davey 
for full information. 

L.P. gas has many advantages for eco- 

nomical heating and related energy us- 

ing requirements. Whether you use a 
small tank on a trailer or have a large 
tank for your entire home, L.P gas re- 

mains one of your best buys in fuels. 
OTTE OIL & PROPANE will do their 
utmost to “keep you satisfied. They 
value their customers above all else & 
their record of dependability shows it! 
Please feel free to give them a call any- 
time you have a question regarding L.P. 

Gas service in the local area. OTTE OIL 
& PROPANE also goes into different 
industrial businesses throughout Lin- 
coln to exchange forklift cylinders and 

gas grill cylinders. 
We the Editors of this 1999 Business 
Review and Reference Guide strongly 
recommend that you take a serious look 
at propane from OTTE OIL & PRO- 
PANE as your energy source! 

AIM DIVERSIFIED 
Diane Andelt, Elva Vollertsen, Natalie Sorensen Owners 

Almost every one nowadays from the busi- 
ness person to the farmer finds it neces- 

sary to keep some form of books to show 
the money taken in and the expenses of 
operating a business or farm, for the pur- 
pose of accurately reporting their Federal 
and State Income Tax. Even the salaried 
individual has the same annual problem 
in accurately keeping an account of the 
many things necessary to give a true and 
comprehensive report of income and ex- 

penses. For friendly and confidential tax 

and bookkeeping service in this area it's 
AIM DIVERSIFIED, located at 1405 
North 66th, Suite 301 at Piccadilly 
Square in Lincoln, phone 466-2935, 
they provide a competent and accurate 
tax report and bookkeeping service. They 
have staff trained in tax laws and book- 
keeping. Their years of training in this 
field enable them to prepare your tax re- 

turns in much less time and with much 
less work and often with substantial tax 

savings. 

For a small fee, this competent firm can 

relieve you of this big task. Phone them 
today and let them show you their many 
methods of saving you time and money 
on your tax preparation and bookkeep- 
ing. 
In this 1999 Business Review & Ref- 
erence Guide, the Editors heartily rec- 

ommend AIM DIVERSIFIED to all of 
our area friends and neighbors. 

WILLIAMSON USED CARS 
There have been more jokes about used 
cars and used car salesmen than almost 
any other occupation. But, at 
WILLIAMSON USED CARS used au- 
tomobiles are no joking matter, it’s a se- 
rious business. This fine firm offers the 
people of this area the finest in good, used 
transportation, that are clean, top-qual- 
ity and checked to make certain all the 
vehicles they sell are in the very best pos- 
sible condition. 

It has often been said that "Business goes 
where it’s invited and stays where it’s 
well treated.” That accounts in a large 
measure for the success and popularity 
of WILLIAMSON USED CARS, lo- 
cated at 21st & “N” in Lincoln, phone 
437-1296. 
This reliable used car specialist features 
the kind of quality autos that keeps smart 
consumers coming back and telling all 
their friends. It’s this person-to-person 

recommendation that has earned 
WILLIAMSON USED CARS their 
position as one of the local community 
leaders. 
We the Editors of this 1999 Business 
Review & Reference Guide, highly rec- 
ommend this reputable used car expert 
to all of our readers for the BEST deal 
in town! 

PEARLE VISION 
When it comes to protecting your vision, 
never compromise quality and workman- 
ship! See PEARLE VISION located at 
1132 “O” Street in Lincoln, phone (402) 
476-7583. 
Here, they offer a complete optical ser- 

vice. Let them fill your new prescription 
or duplicate your present lenses in new 

designer frames. They feature a large 

selection of distinctive eye wear tor the 
entire family. They can fill your contact 
lens or eyeglass prescription just as the 
doctor ordered. Prescription sunglasses 
are another specialty. Repairs are given 
prompt attention, and same day service 
is available in most cases. 

When it comes to your eyes, don’t trust 
just anyone. Let the skilled opticians at 

PEARLE VISION expertly lit your next 

pair of glasses. 
Your eyes will see the difference! 
The Authors of this 1999 Business Re- 
view & Reference Guide know you be 
pleased with you new eye wear from 
PEARLE VISION. 

Saturday February 6, 1999 • 7:00 pm 
Union Ballroom 

Sponsored by UPC & UNL Baha'i Association 

, Parking Problems? 
Need a Place to Park? 

Park by Park by, 
Day Month 

$2.00 $25 

Don't Fight for Parking 
Enter at 8th & S Streets. 1 block west of Memorial Stadium 

National Garages, Gold's Galleria, Suite 120 • 474-2274 
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BLdfctf Every Thursday Night B 
at DIGIORGIO’S 

Ladies’ Night $1 anything 
For the guys ALL DRAWS ONLY $1.50 

BUD LIGHT BOULEVARD MILLER LITE 
BUDWEISER SHINER BOCK g 

$1.75 LONGNECKS 

E$2 JACK AND COKE $2 MORGAN AND COKE I 
Food & Drink Until 1:30 am 

B Thursday, Friday & Saturday I 

■ ■ — ---^ 
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^ South Padre Island 
(7 day package) 
^starting prices 

1601 P St. • 475-3956 
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