


SMac: Can you give some insight
into why Textron decided to pur-
chase Ransomes when they already
owned a similar company in
Jacobsen?

It was clear that Textron had
to decide for themselves whether
they really wanted to be in this
business and I think this was the
answer. They felt that there was no
point in being small, they would
either expanded into it and take a
commanding position or decide
that there was no point in being
there.

Together Ransomes and Jacobsen
business has a turnover of about
$650 million and when you add
EZ-GO golf carts and the industri-
al business to that grouping we
have around $800 million so you
can see the size of the company
now.

It was also a very good compli-
mentary fit. Yes,we've got all these
products which overlap but, if you
look at sales of Jacobsen products,
something like 80% comes from
greens, fairways and rotary mowers
while at Ransomes probably 70%
came from utility vehicles, aeration
equipment and rotaries. Even in
rotaries there is a segmental differ-
ence so when you see it in those
terms it is a very good fit. The
overlap is not nearly as encompass-
ing as it would at first appear.

SMac: With regard to research
and development will you be con-
tinuing down the path of individ-
ual product lines for both green
and orange, which would suggest
some doubling up, or will you be
moving green in one direction and
orange in another?

Certainly in the short term
we have made a commitment that
we will be retaining our individual
brand. We're unlike our competi-
tors who tend to go under one
name as we have Jacobsen,
Ransomes, Cushman, Ryan and
Bobcat to name only a few. Now I
can see a time coming when we
start to think about developing the
next generation of Textron prod-
ucts and that's where we will look
at taking the best of the orange
and the best of the green and come
up with a totally new product.
Whether we look at dual branding
is something we will have to wait
and see. It depends upon how the
market reacts because I don't
believe we can force our opinions
on the market.

There will be people who particu-
larly like the Ransomes name, or

the Jacobsen name. I don't think
we can ride roughshod over cus-
tomer preferences. We are bringing
together Jacobsen with a 76 year
history and Ransomes with a his-
tory of over 200 years. You don't
throw that history, that experience
and that customer loyalty away.
Textron paid a lot of money for
some of those things so we've got
to hold on to it.

SMac: There must have been,
and no doubt still are, teething
troubles. In effect you've taken two
large jigsaws, thrown all the pieces
in the air, let them land on the
floor and are now trying to make
one even bigger jigsaw.

When you bring together
two well established organisations
like Jacobsen and Ransomes there
are obviously going to be differ-
ences in culture, style and attitude
and we are trying to bring all these
things together ... and do it very
quickly. But I think it's gone
remarkably well.

The deal was done at the begin-
ning of February this year, and I
didn't know I was going to be
involved until it was signed and
sealed and Textron asked us to
stay on.

But you always have thoughts. It
took a long time to bring the deal
to fruition and I couldn't had gone
through that time without actively
thinking what I would do if I were
pulling it all together. So I can
hardly say I started on day one
with a clean piece of paper.

SMac: With Textron's European
base now at the old Ransomes
base in Ipswich how have the
Kettering-based Jacobsen staff
dealt with the situation?

,\ I always think that if you
have to take tough decisions you
must do so quickfy and with some
degree of compassion for those
people whose lives are going to be
affected. There were some very
clear cut decisions to make. For
example we have a major manufac-
turing facility here at Ipswich
which was gomg to be one of the
key advantages for Textron in the
acquisition. It did not make sense
to have a separate distribution
centre at Kettering, particular
when we are six or seven miles
from the port of Felixstowe where
all the product comes into. So it
was a very easy decision that
Ipswich would be the main manu-
facturing and distribution point
for the whole of Europe.

Similarly in Germany we had
two facilities for our sales organi-
sations and we've pulled that back
to one while in France we still
haven't made up our minds
although we will have a central
location so again there will be
rationalisation.

Again in the United States there
were similar decisions being made.
We did not need two sales organi-
sations or two offices so we decid-
ed to go to Rasine near Chicago,
very largely because communica-
tions are easier.

Some of these decisions were
fairly straight forward.

Then we had to make more fun-
damental decisions. How do we
take the business forward? On
that we decided we would create a
concept of Centres of Excellence.
For example in the US the Centre
of Excellence for cylinder products
will be Charlotte, for rotary prod-
ucts it is Johnson Creek, while for
vehicles and aeration it is Lincoln.
The Rasine facility will produce
cutting units and be the major
machine shop.

Here at Ipswich we will concen-
trate on both cylinder and rotary
products while we will continue to
import aeration and vehicle prod-
ucts from the US as the volume
doesn't justify setting up new pro-
duction lines.

SMac: Both Jacobsen and
Ransomes had large dealer net-
works, what decisions are being
taken with regard to them?

I We are going to be quite
demanding. Our distributer has a
right to expect a level of service
from us and for us to value him as
an independent business man but
he must become totally self suffi-
cient to be able to serve the mar-
ket in which they are in. That
means that they must be financial-
ly strong and have succession
plans in place.

We are going to grow so our deal-
ers will not only have sufficient
resources but also the ambition to
grow to the same extent and speed
as us.

In some areas it will move quick-
er than others because those deci-
sions will be easier to make than
others.

In some cases we will continue
with dealers who handle specific
products and others who will carry
the whole line of products.

There is no time table or set
agenda but we do want to get to
tfie strongest distribution set up as
quickly as we can.



SMac: Have you been surprised,
as much of the industry has been,
that Ransomes has not been swal-
lowed up in the deal and, with
you at the head, Ransomes and
not Jacobsen is seen as the domi-
nant partner?

P I don't see it as a case of
Ransomes domination or Jacobsen
domination. The Textron manage-
ment looked at it and asked "How
are we going to manage this com-
pany?" It just so happens that
they decided to have myself as
President and Paul Hollingworth
as Vice President. I think they
looked at the results we'd achieved
at Ransomes over the past three
years and decided that we could
make money out of this business
and would be a good team to head
up the business. It would have
been silly to get rid of that experi-
ence ..

What we've done is try to pro-
duce a good team and we've
looked at people in both organisa-
tions and tried to mould them
together.

If you look at the geographical
spread of the business there are
parts where Ransomes were
stronger and others where
Jacobsen were stronger. In the UK
Ransomes had a very strong posi-
tion not only in the golf market
but also in the commercial grass
cutting side so it tends to give the
impression that Ransomes are
dominant but in other parts of the
world it is slightly different.

SMac: How would you persuade
the average BIGGA member that
having two of the biggest names
in the industry under one roof is a
good thing?

Well, I think that he is
going to have more choice. With
these two companies coming
together it means that we are not
knocking each other but pulling
our resources and combining
them to be able to give BIGGA
members a better product and a
better service.

Around 1200 greenkeepers a
year visit us at Ipswich and I
think now we will be in a better
position to listen and have
greater resources to respond. It's
unrealistic to ask a greenkeeper
what he wants, we're supposed to
be the experts in terms of
machinery, but we have to listen
to the trends and translate these
into the sort of equipment that is
going to playa part for the green-
keeper.

SMac: What do you think the
industry is going to be like in
five or ten years time?

P\ Ever since I joined
Ransomes there was talk in the
machinery side that there were
too many players and everyone
wondered where the rationalisa-
tion would take place. The com-
ing together of Ransomes and
Jacobsen is really an indication
that there has been some consol-
idation and I believe we will see
more.

The reason for this is that there
has been a slow down in the
growth of golf worldwide,
although it is still forecast to
grow, albeit at a slower pace.

In terms or trends, environ-
mental issues are going to con-
tinue to gain in importance while
people are going to continue to
demand a higher level of presen-
tation.

SMac: On a personal note how
does your new job differ from
your old one?

In 1993 when I joined
Ransomes it was very much a
rescue situation for the first 12
to 18 months. Having then
gained a degree of stability it was
a question of how to grow the
company and although we dra-
matically improved the financial
base we were always a small com-
pany playing against the big
boys.

The change is to move from
that to being part of Textron
which is a huge multi industry
company which is where I really
started when I worked for BTR.

At Ransomes we weren't short
on ideas or ambitions and we
knew where we wanted to take the
company but the difference then
was that we didn't have the
immediate resources.

That doesn't apply now. If we
can put forward a good solid case
we do now have the financial
backing to do something sooner
rather than later.

I'd given some thought to
whether I wanted to stay in this
industry or move on but a lot of
people had shown a lot of loyalty
through some difficult times and
worked extremely had to bring
success back to Ransomes so I felt
that if the right opportunity came
I'd stay. I felt lowed it to these
people to try to give them some
continuity and at the end of the
day it's a nice industry to work in
and is a lot of fun.

PUTTING
SOIL TECHNOLOGY

ON THE RIGHT
COURSE

Consistency of the growing medium is the key to superior greens
and tees, which is why Rufford place such importance on the

uniform particle size and the quality of all our sand/soil products
Uniform size of from Rootzone m?,es to

particles is essential Top-dressing mediums.
in resisting With Rufford you know they must
compaction. be the best, because

• Materials are constantly checked.
• All dressings are heat treated.
• Uniform particle size.
• Soil analysis service.
• Guaranteed quality.
• Professional advice.

Of course, achieving such consistently high
quality products is only possible when the

technical aspects of each sand/soil mix is under
the tightest control. Again an area in which Rufford is uniquely
qualified, not only operating our own quarries,
but with in-house laboratories constantly monitoring their output.

Call us today and find
out why greenkeepers

throughout the country
rely on Rufford

for quality and service
second to none.

ENGLAND & WALES

Tel: 01260 281801
SCOTLAND

Tel: 01324 714477

Top I Fine,medium
Dressings and coarse

sand71 Wide range, for
(IS I bunkers to greens _

Standard U.S.G.A. or
made to order mixes

Rootzone
Mix

Screened
Soil

Fully screened and
shredded

Divot Especially blended for goU
Mixes tees & fairway divoting
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