
UTEC finds 2nd home for 
second-hand equipment ON THE GREEN 

BY PETER BLAIS 
Bill Barnette has taken a page out of the 

used car shopping guides that line super-
market checkout magazine racks to suc-
cessfully market used turf equipment. 

The South Florida businessman publishes 
a bi-monthly newsletter that includes pic-
tures and prices of everything from used 
mowers to irrigation systems that are col-
lecting dust in golf course maintenance 
sheds. 

The newsletter serves the dual purpose of 
allowing superintendents to sell old equip-
ment while giving others the chance to buy 
good, used equipment they may not be able 
to afford new. 

Barnette estimates he has brokered ap-
proximately 200 pieces of equipment worth 
more than $125,000 since Used Turf Equip-
ment Co. published its first newsletter in 
March from its Hobe Sound headquarters. 

"It's been very well received by the super-
intendents," said Barnette. 

"We'll list around $40,000 worth of equip-
ment with Bill this year," said Tim Hiers, 
head superintendent at the 54-hole John's 
Island Country Club complex in Vero Beach. 

"Before, I had to spend a lot of time on the 
phone finding buyers and advertising our 
used equipment. So Bill's service has been a 
great help to me. It allows me to spend that 
time doing other things around here." 

The idea for a used equipment clearing 
house came to Barnette while he was work-
ing as a new equipment salesman in Palm 
Beach County. 

Bill Barnette 

"I kept seeing this perfectly good equip-
ment that wasn't being used at a lot of the 
better courses. Then I'd talk to another 
superintendent who said he'd buy a used 
piece of equipment if he could find it," he 
remembered. 

Knowing he was on to something, Bar-
nette bought a truck, trailer, mobile phone 
and camera. He began visiting superinten-
dents, getting an inventory, price desired 
and condition of their used equipment. He 
also took pictures. 

Flyers were published and distributed to 
the 400 superintendents in Palm Beach, St. 
Lucie, Martin and Indian River counties. 

'That's basically the area where I was 
working. Those are the people I know," 
explained Barnette. 

Barnette knew from his own sales experi-

Out Last, 
Out Perform, 
Out Maneuver 
The Competition 
Club Car's utility vehicles and per-
sonnel carriers, available in gas or 
electric, are rust proof, lightweight, 
and economical to own. 

Carryall I is ideal for small space 
operations with its self-adjusting 
rack and pinion steering and the 
tightest clearance circle in its class. 

For bigger jobs, Carryall ll's big 
four cycle/341 cc engine gives it the 
power to haul and tow one-half ton 
loads all day without refueling. The 
durable all aluminum pickup bed 
and frame are rust proof and virtually 
maintenance free. 

Finally, Tourall is Club Car's new 
economical personnel carrier which 
accommodates four passengers 
comfortably throughout a wide vari-
ety of applications. 

Club Car utility vehicles and 
personnel carriers are available 
with a wide assortment of options. 
Add a cab or tailgate ramp, and in-
stantly increase usage possibilities. 

Our dealers provide unparallel-
ed customer service for products 
sold or leased. Find out more about 
the economy and versatility of Club 
Car's vehicles. Call the authorized 
Carryall Line Dealer nearest you to 
set up a demonstration. 

Club Car, Inc./P.O. Box 4658 Augusta, Georgia 30917-46581 ' 
D 404-863-3000 TELEX-54-5444 Facsimile-404-86C 

Tell us your story or solution 
If you have a solution to a problem, 

or an innovation, or "a funny-thing-hap-
pened-to-me" story to share with golf 
course superintendents, please write: 

Golf Course News and tell us about it. 
Our address is P.O. Box997, Yarmouth, 
Maine 04096. We'll pay $50 for stories 
or articles we use. 

ence that equipment salesmen are very 
hesitant to handle used equipment. 

"It doesn't take a genius to figure out 
you're not going to get much from a dis-
tributor if you try to trade your equipment 
in," agreed Hiers. 'Turf equipment distribu-
tors just don't want to handle used equip-
ment." 

Barnette also knew from a previous posi-
tion as division director of maintenance for 
South Florida Water Co. that much of this 
used equipment was perfectly useable and 
saleable. 

There are several reasons extra used 
equipment is often available, according to 
Barnette. 

Finding equipment he is unfamiliar with, 
a new superintendent will often phase out 
the inherited equipment and replace it with 
his favorites. 

A superintendent at a more affluent course 
may find it more economical to institute a 
routine maintenance program that replaces 
old equipment every two to four years. 

"We have an active preventive mainte-
nance program here that allows us to turn 
our equipment over while it still has useful 
life," said John's Island CC's Hiers. 

Specialization and technological advances 
can also make a certain specialized piece of 
equipment obsolete within a few years after 
its purchase. 

With the high cost of new equipment, 
buying used may be the only way to fit a 
piece of equipment into a superintendent's 
budget. 

Used equipment is also very attractive at 
brand new courses where sand can wreak 
havoc on new equipment. 

"An experienced superintendent will of-
ten use used equipment on a new course. 
I've seen brand new equipment degenerate 
in four to five months on a new course. You 
shouldn't buy new until you have the sand 
under control," said Hiers. 

Among the bigger items Barnette has 
brokered was a seven-gang fairway unit. 

"It sold for $12,000. It would have gone for 
about $60,000 new. It went to a golf course 
with a limited budget that the superinten-
dent was trying to stretch. It should be good 
for at least another four to five years. The 
course that sold it was more established and 
just wanted to rotate out some equipment 
on a routine basis. It worked out well for 
both," said Barnette. 

Barnette's broker fee ranges from 10 to 
30 percent, depending on the asking price, 
with a minimum fee of $100. Sales have 
included everything from a $22,500 almost-
new fairway mower to a $300 sod cutter. 

There is no shipping fee for sales within a 
50-mile radius of the Palm Beach and Treas-
ure Coast area. The charge beyond that is 
$1.50 per mile. 

The four-county area is providing Bar-
nette with all the business he personally can 
handle. Still he would like to expand his 
business throughout Florida by enlisting a 
series of brokers familiar with turf manage-
ment equipment who would develop flyers 
and work their own areas. 

288 o™3 26 
3 0 1 3 5 • 

Ad Index 
RS # Advertiser Page 

124 Billy Goat 18 
126 Brownline 26 
109 Buckner 9 
112 Buckner 11 
114 Buckner 13 
123 Bunton 30 
116 Chris Consultants 18 
137 Club Car 38 
147 Continental Bridge 36 
107 E.F. Burlingham 7 
139 Env. Analysis & Design 31 
129 Golf Course News 16 
122 General Dev. Corp. 10 
111 Glenmac 11 
127 Hardie Irrigation 27 
138 Jacklin Seed Co. 3 
131 Jacobsen 39 
132 Jacobsen 40 
115 John Deere 14-15 
105 Kawasaki 17 
130 KLM Bio-Systems 31 
120 Kubota 24 
117 Lasco Fittings 19 
135 Lofts Seed 34 
148 Golf Course Marketplace 37 
145 Golf Course Marketplace 36 
149 Master of the Links 37 
136 Milorganite 35 
118 Mitsubishi 22 
110 Neary Mfg. 10 
121 Page Com 24 
106 Par Aide 6 
128 Pickseed 28-29 
140 Plantstar Inc. 23 
142 Precision Tool Co. 36 
102 Promark 25 
104 Rhone-Poulenc 4-5 
133 Salsco 32 
144 Schipper Bulb Co. 36 
134 Shindaiwa 33 
113 Southern Concrete 12 
108 Toro Irrigation 8 
119 Trojan Battery 23 
146 Warehouse Radio 36 
103 Watertronics 3 
143 Willadsen Scale Models 36 
125 Yamaha 2 
141 Yard Edge 36 

This index is provided as an additional 
service. The publisher does not assume 
any liability for errors and omissions. 




