
Kick the tires 
Acquiring equipment doesn't have to break 
the bank. W h a t you need to look for when 
purchasing used equipment . 

by Rob Thomas 

Whether the greens m o w e r 
has c u t its last b l a d e o f 
grass or the trusty chain-
saw has seen better days, 

every s u p e r i n t e n d e n t is faced w i t h re-
p l a c i n g e q u i p m e n t - large and small . 
With rising costs and tight budgets, used 
m a c h i n e r y is a terrific option. However , 

dec ipher ing trash from t r e a s u r e in the 
pre-owned market is the real di lemma. 

K n o w l e d g e is power , says Paul Dan-
ielson, manager , financial market ing at 
T o t o , so s u p e r i n t e n d e n t s should gather 
copious amounts of information ahead of 
the purchase. 

"Potential customers should deal with 

Good used equ ipment is 
in h igh d e m a n d and pr ices 
typical ly reflect that need 

reputable sel lers , " Danielson says. "Re-
search the market . W h a t is t h e range of 
pricing you see advertised for a particular 
product? The old adage of I f it sounds t o o 
good t o be t rue . . . ' applies here , as welt. 
Good used equipment is in high d e m a n d 
and prices will reflcct that . " 

Rick B a k e r , g e n e r a l sales m a n a g e r . 
Baker Vehicle Systems, c c h o e s Danielson's 
thoughts on supply and demand. 

" W e Ve seen demand for good, late mod-
el, low-hour used equipment skyrocket in 
the last two years and as a result, the price 
of used equipment had risen significantly," 
Baker says. 

B u d d y W y n n , c e r t i f i e d p r e - o w n e d 
manager at Jacobsen, works closely with 
Baker. W y n n assigned numbers to what a 
superintendent should be seeking in used 
equipment . 

" W h e n it conies t o turf m a i n t e n a n c e 
e q u i p m e n t like m o w e r s and util i ty ve-
hicles, ideally you want a m a c h i n e that is 
late model and low-hour, something that 
still has value and life in it ," W y n n says, 
"You're likely going t o get the best value 



Mainst ream equ ipment 
that is used by many 
cus tomers will retain its 
value better than some 
exot ic" equ ipment that 

is used by relatively 
few customers. 

from a m a c h i n e that's 3 - 6 years old and 
less than 1 , 5 0 0 / 1 , 8 0 0 hours . " 

As for the equipment that historically 
holds value the bes t . . . Jacobsen has seen 
several standouts o f late. 

" F r o m a factory perspect ive , w e ' r e 
seeing a high demand for Tri-King trim 
mowers and S L F - 1 8 8 0 fairway mowers , 
a n d they a r c holding their value as a 
resul t , " W y n n says. 

Baker shared that Jacobsen large area 
rotaries and Cushman Turf-Trucksters 
hold their value very well, 

H e r m a n Bloeh o f Beard Equipment 
C o m p a n y , o n e of the largest John Deere 
d i s t r i b u t o r s in t h e S o u t h e a s t , says 
his c u s t o m e r s will blend a little used 
equipment with a package o f new as a 
cost-effective strategy. 

"Instead of three [new] fairway mow-
ers, buy two n e w and one used ... same 
with greens m o w e r s - needing four and 
buying two o r three new and one or two 
u s e d , " Bloch says. " S u p e r i n t e n d e n t s 
should lookout for how m u c h reel life is 
left o n the unit . Second, what was done 
to the unit after it was traded or taken in 
off lease? Was the unit serviced-engine, 
hydraulic oil and filters, as well as air 
and fuel filters? 

"Brakes are a big thing with me as it 
c a n be a safety factor if they are not done 
before being delivered to a customer , " he 

adds "And, of course , all safety features 
are in working order . " 

T r i m m o w e r s , t r a c t o r s and r o t a r y 
mowers , according to Bloch, hold their 
value best because there is a larger sec-
ondary market for these, such as schools, 
sports fields and homeowners . 

Danielson says several dynamics often 
d e t e r m i n e what maintains value. 

" M a i n s t r e a m equipment that is used 
by many c u s t o m e r s will retain its value 
better than some 'exotic' equipment that 
is used by relatively few c u s t o m e r s , " he 
says. " S o m e e q u i p m e n t , vehic les for 
example , have a market outside of golf, 
so that widens t h e scopc o f prospective 
c u s t o m e r s and this will influence the 
supply-arid-demand equation. 

"Equipment that is relatively 'simple' 
mechanically may retain its value better 
than equipment that has lots of "moving 
parts . ' " Danielson adds. "The a m o u n t o f 
usage is also a huge driver in this equa-
tion and s o m e products - i.e. sprayers 
and aerators, that are not daily-use items 
- will have m o r e years of life, compared 
to products that are in everyday use ." 

Conversely, Danielson says there is no 
easy answer to when a superintendent 
is bet ter off biting the bullet and buying 
new - referencing the price-versus-value 
equation. 

A customer 's budget and capacity to 

"The best value 
over the long-
term is always 
going to be found 
at an authorized 
dealer. You need to 
know that there is 
someone who will 
back that product 
up with service 
and support." 

- Buddy Wynn, Jacobsen 

fix and maintain e q u i p m e n t - e i ther 

internally or use o f a local dealer/dis-

tributor - will drive w h a t is best for a 

particular c u s t o m e r , " he says. 

W h e n it c o m e s t o g r e e n s m o w e r s , 

Baker says he likes to see his c u s t o m e r s 

buy new. 

"Greens m o w e r s are out t h e r e seven 

days a week and m a c h i n e reliability is 

c r i t i c a l , " Baker says. " G r e e n s are the 

most critical turf on any course and you 

w a n t to mitigate the risk o f hydraulic 

leaks or other issues that may c o m e with 



Prior to purchas ing, consider : What was done to the unit after it was t raded or taken in 
off lease? Was the unit serv iced — engine, hydraul ic oil and filters, as well as air and 
fuel filters? 

a used unit. "Plus, the advances that have 
been m a d e in the last several years with 
things like the Jacobsen ECLIPSE greens 
m o w e r s . . . the n e w t e c h n o l o g y a lone is 
worth the investment ," he adds. 

While turf equipment can be found on 
the all-inclusive shopping website eBay, 
Baker warns it's "buyer beware." 

"There are websites out there where you 
can buy used equipment , but you have to 
be really careful," he says. "It 's not like buy-
ing books or shoes, these machines need 
to be serviced. Some of these sites simply 
take your money, drop off your machine 
and leave, and you may have little or no 
r e c o u r s e in the weeks and m o n t h s that 
follow if things don't go well. 

"As an authorized dealer, we are held 
t o a high standard by t h e industry and 
customers pay a little m o r e for that security 
and peace of mind because it's worth it," 
Baker adds. 

Speaking o f websi tes , don't e x p e c t a 
computer-generated fox to help force the 
hand o f a seller on the equipment's history. 

" I f poss ible , v i e w t h e m a i n t e n a n c e 
r e c o r d s o f the e q u i p m e n t , " Danie lson 
says. " T h e industry has not evolved t o a 
'CARFAX-type' system given t h e fact most 
maintenance is done by the owners, but 
getting a look at the maintenance records 
can be extremely helpful (if the previous 
owner is willing or able to share i t ) ." 

Beyond that , e x a m i n e areas that a r e 
readily visible, Danielson adds. 

"If the visible items look lacking in main-
tenance, could that be a d u e to what is not 
readily visible?" he asked. "There a r c also 
some tests that can be done (for example, 
lubricant analysis, c o m p r e s s i o n test ing, 
e t c . ) . Of course , t h e testing does entail 
some costs, but could save money later." 

There 's a certain amount of unknown 
in any purchase, new or used, but Wynn 
suggested that avoiding a future headache 
can b e as easy as staying on a tried-and-
true path. 

T h e best value over the long- term is 
always going to be found at an authorized 
dealer, W y n n says. 

"You need to know that there is someone 
w h o will back that product up with service 
and support," W y n n says. "Jacobsen dealers 
now sell Certified Pre-Owmed equipment 

that is rebuilt at the factory and includes a 
one-year factory warranty ." 

A C a v e a t E m p t o r m a y p r o t e c t t h e 
seller with an "as-is" proc lamat ion , but 
that leaves the buyer with no r e c o u r s e 
but to foot the bill with any mechanical 
migraines. What you don't know, can cer-
tainly hurt you. 

' i t ' s never easy to identify a m a c h i n e 
that might be a problem down the road," 
Baker says, "You may not know w h e r e that 
machine has been the past 3 - 5 years or how-
it was treated and maintained. 

"I w o u l d r e c o m m e n d deal ing w i t h a 
local dealer who is capable of providing a 
thorough inspection of the equipment, has 
factory-trained technicians w h o know how 
to repair and servicc it, can c o m m u n i c a t e 
with the factory regarding any technical is-
sues or mechanical updates, and will stand 
behind it after it's sold," he adds. 

"As a dealer, w e arc very careful about 
the used equipment w e purchase o r take 
on trade," Baker says. "It is inspected and 
evaluated prior to purchase to ensure w e 
are getting what w e pay for." 

Researching on the Internet for potential 
problems inherent with certain models of 
turf equipment can alleviate some stress, 
as well as talking to fellow- superintendents 
and techs to get their opinions,' Bloch says. 
Having t h e dealer leave t h e unit at the 
course for a day or two to be put through its 
daily routine is an ideal scenario, he adds. 

Again , k n o w l e d g e is p o w e r w h e n it 
c o m e s to making a purchasing decision. 

Before even consider ing buying used 
e q u i p m e n t , you really need to evaluate 
what you own, Baker says. 

"If your equipment is well maintained, 
late model and has low hours, you might 
be surprised at what you have in value," 
Baker says. I wouldn't suggest solving o n e 
mechanical problem by replacing it with 
another , though be careful with what 
you buy and find a local source you trust ." 

Having a guide and assurances can make 
navigating the pre-owned market for equip-
ment a lot less frightening. GC1 

Rob Thomas is a Cleveland-bused writer and a 
frequent GCI contributor. 


