Bay Hill hosts 19th Crowfoot Open

BY JOE ONDO, CGCS

The 19th annual Crowfoot Open took
place at Arnold Palmer’s Bay Hill Club.
The weekend started on Friday with a
seminar by Richard Kithil on lightning
protection for courses. Mr. Kithil dis-
cussed helpful ideas on how to protect
golfers, computers, pumps, phones, con-
trollers and other aspects of the mainte-
nance program.

At the FGCSA board meeting on Sat-
urday, GCSAA President Gary Grigg dis-
cussed and sought input on the proposed
GCSAA Chapter Affiliation require-
ments. He recommended that all con-
cerned chapters be represented at the
GCSAA Chapter Relations meeting in
September in Lawrence, KS.(See
Kuehner’s Corner, Page 6)

Equipment companies need parts on the shelf

Most superintendents will agree that
you are only as good as your people and
equipment. We all know good help is
hard to find, and it seems the more su-
perintendents and mechanics I talk to,
the more I hear that replacement parts
for equipment are also hard to find.

A common question we are all asking
our equipment salesmen is, “Why don’t
you stock at least the most in-demand
parts?”

The problem is not just common in
Florida — it exists worldwide. In June I
met with a panel of golf course superin-
tendents from all over the world for a
research and development meeting for
an irrigation system manufacturer. In
our discussions about parts and service,
the topic quickly changed to turf equip-
ment, parts and service.

The general remark was that distribu-
tors were not able to get parts to courses
fast enough. This comment, however,
was secondary to the question of why
distributors don’t stock the most com-
mon parts.

We all agreed that it should be easy to
track the most in-demand parts with in-
ventory computers. We also agreed that
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Kevin Downingand his research com-
mittee should be applauded for all the
hard work being done on the DNA project
and the FGCSA Research Green that will
benefit all superintendents and others in
the industry for years to come.

President Scott Bell’s presidency came
to a close as new officers were elected as
follows: President, Greg Plotner; Vice
President, Dale Kuehner; and Secretary-
Treasurer, Joe Ondo.

On Sunday evening Dan Riley, with a
little help from closet comedian, Larry
Kamphaus, entertained all the banquet
attendees. Congratulations to Tom
Benefield for receiving the FGCSA Dis-
tinguished Service Award for 1995, and
toall the President’s Award winners: Mike
Barger (South Florida), Paul Frank (Ev-

we would be more apt to purchase equip-
ment from a company that had a great
reputation of parts availability, because
we consider parts availability a key com-
ponent of service.

One superintendent used this com-
parison: If a supermarket didn’t keep a
good stock of its most popular items, it
would greatly effect their patronage. The
same could be said for this situation.

Thetheoryofthe48-hour partsplanis
good on paper, but consider these two
points.

First, you must call your order in be-
fore a designated time, which raises the
question of what to do about equipment

erglades) and Billy Wright (Palm Beach).

Tournament results. The mysterious
hex that the Ridge Chapter has on the |
Crowfoot Open continued as they once ‘
again took team honors. Mark Hopkins, |
Buck Buckner, Alan Puckett and Steve
Ciardullo were masterfully “coached” to |
victory by Roy Wilshire.

Hostsuperintendent Dwight Kummer |
and staff had the challenging Bay Hill
layout in top condition for the tourna-
ment.

A special thanks to all Diamond and
Gold sponsors and par 3 and putting
contest sponsors for their support of this
event.

Also, thanks go to Larry and Vilma
Kamphaus and the Crowfoot Commit- ‘
tee for another successful event. ‘

that breaks down at the end of the day. |

Second, the companies that deliver
the parts work five days a week, and the
last time I checked most of us were work-
ing seven or eight days a week, so if you
order parts on Thursday afternoon you
may not get them until Tuesday morn-
ing. ‘

The salespeople working for the dis- |
tributors work hard to earn our $20,000, |
$40,000 or $100,000 in equipment we |
buy, and then they listen to our frustra-
tion when we don’t get the service we |
expect. It may cost the distributor a little
more to stock parts but the risk is mini- ‘
mal when the odds are the part won’t be ‘
on the shelf more than thirty days.

In our industry, when we encounter |
problems like this we have to find a way |
to be heard. Remember, you are giving
them your money. The distributors need
to earn our business through quality and
service. In this situation the best way to
be heard may be to quietly change our
purchasing habits. A drop in sales gets a
lot of people thinking.

Rob Kloska, GCS
Jupiter Island Club
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