A problem of crisis proportions is
rapidly descending upon munici-
pal, public and private golf course
superintendents: the lack of trained
mechanics to repair turf equipment
in case of breakdown.

At many courses in the past, super-
intendents have doubled as mechan-
wcs. At many of the smaller courses
they still do. However, the use of
complex and sophisticated ma-
chinery, coupled with ever-increas-
ing numbers of golfers and a longer
playing season, are placing a bur-
den on the superintendent’s ability
to maintain adequate playing con-
ditions. The burden on superinten-
dents becomes greater when equip-
ment sent to dealer or factory repair
shops take months to repair due to
backlog. To relieve this burden, the
trend 1s toward superintendents
establishing a self-sufficient main-
tenance and repair shop staffed by a
full-time mechanic.

Some distributors and manufac-
turers, particularly in the North,
have a four-month backlog of ma-
chines waiting to be serviced during
the slack winter months. However,
the increase in golfers and the play-
ing season have precluded the lux-
ury of “locking up for the winter”
while sending equipment in for re-
pair. According to one midwestern
superintendent, another advan-
tage of a full-time mechanic who ser-
vices equipment such as golf cars,
tractors, mowers and even irriga-
tion equipment, is the prevention of
the big repair bill and the increased
operating efficiency and life of the
equipment.

The task facing the golf course su-
perintendent is finding a mechanic
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Complex, multi-
purpose machinery
and four-month re-
pair backlogs are
forcing the superin-
tendent to establish
his own repair shop
with a mechanic

capable of servicing turf equip-
ment. One major equipment sup-
plier estimates it takes from six
months to one year to convert a good
automobile mechanic into a golf
course mechanic. Because super-
intendents have neither the time nor
the skill to train mechanics on this
new dual-purpose equipment, a vac-
uum of skilled turf mechanics has
resulted.

Equipment manufacturers, dis-
tributors and dealers are trying to
meet their responsibility by acquaint-
ing golf course mechanics with their
products—however, they are not run-
ning a training school for mechanics.
Said one service school representa-
tive, **One superintendent sent peo-
ple to these clinics who had very lim-
ited mechanical knowledge and abil-
ity. We cannot take the. time, nor do
we have the manpower, to train peo-
ple sent to us by the golf courses. We
want golf courses to send us mechan-
ics who are already familiar with turf
equipment and engines. Then we will
train them on the servicing and repair
of our equipment.”

Jacobsen Mfg. Company offers a
special factory service and repair
school to acquaint mechanics with
Jacobsen products. These three-day
clinics run from October through
March and provide theoretical and
practical experience on all Jacob-
sen products. The cost of the clinic is
845 per person with lodging, or $15
without. The Jacobsen clinics have
attracted over 400 mechanics
throughout the five-month period.

Toro Mfg. Corp. provides service
clinics on its equipment through its
regional distributors. Western To-
ro in Burlingame, Calif., held ap-



proximately 25 schools in 1970 for
golf course mechanics. Two special
clinics which Western Toro con-
ducted attracted over 500 mechanics.

Another example of the services of-
fered by manufacturers is Cushman
Motors located at Lincoln, Neb.
Cushman offers three-day clinics
year-round at no charge. Training
sessions, which must be arranged by
appointment, are conducted on its
golf cars and other turf equipment. In
addition, Cushman dealers are willing
to take a mechanic into their service
repair shop to help acquaint him
with thewr product.

The responsibility for finding and
training a person to become a golf
course mechanic still lies with the
supenintendent. To date, the incen-
twes for becoming a golf course me-
chanic have not been very attrac-
twe. Golf clubs are unwilling to pro-
vide a wage which is competitive
with surrounding industry. Another
cause, perhaps justified, is the con-
descending attitude mechanics be-
lieve club members have toward them
as skalled craftsman.

The superintendent knows differ-
ently. A good golf course mechanic is
worth his weight in golf balls. Conse-
quently, according to one midwest-
ern superintendent, riwvalries have
developed between more than one
golf course vying for a good mechan-
ic’s services. In fact, he reports, the
stealing of good turf mechanics in
his area has become a clandestine
practice.

To attract a full-time mechanic,
golf clubs must be willing to offer
wages that are competitive with in-
dustry. This 1s usually 84 an hour
and up. One midwestern super-
intendent, who has a $125,000 in-
ventory of turf equipment, pays his
mechanic §12,000 a year. He says the
salary is a very good investment be-
cause his mechanic works between
10 and 12 hours a day and is very ver-
satile. The mechanic is also an ex-
perienced welder, upholsterer,
pipefitter and carpenter.

Municipal courses, which usually
rely on city work crews to service
their wide variety of equipment,
generally have a full-time mechan-
ic. But in all probability, he may
lack proper training on turf equip-
ment. On the other hand, many small
public and private courses feel they
cannot afford the services of a year-
round mechanic. The possible solu-
tion to this problem is the establish-
ment of a maintenance and repair

shop with a mechanic by several
courses in a central area. This is cur-
rently being done with great success
by two courses on Long Island, N.Y.
Neither course could justify a full-
time mechanic, but together they keep
him busy and keep their equipment
at a high state of readiness for the
grueling golfing season.

One superintendent in California
sent his top mechanic to three differ-
ent clinics sponsored by three equip-
ment manufacturers. Before the
clinics, .he recalls, one repair job
done at his shop had a spacer in-
stalled backwards which resulted in
unnatural wear and early break-
down. Following the manual, his
mechanic had put the part in the
right place, but the wrong way. The
superintendent received a maxi-

mum return on his investment in
sending his mechanic to these clin-
ws. Upon the mechanic’s return, he
helped train other course workers
who could act as backup men in case
of an emergency.

There apparently is no end in sight
Jfor the backlog of machines to be ser-
viced during the winter months. In-
deed, the period may well be extend-
ed year-around. It has been stated
that the 1970 production of small
gas engines in the United States will
be about nine million, of which seven
million will be power mowers.
Many of these mowers go to small
homeowners, but larger mowers go
to golf courses, parks, cemetaries,
schools and other institutions. This
increased equipment production
has greatly exceeded the ability of
mechanics at the dealer and factory
levels to keep up with repairs. *Each
person calling to get his mower or
other turf equipment repaired wants
to be placed at the top of the list,” says

one manufacturer. Because me-
chanics working in dealer repair
centers are getting high wages, they
are not interested in working over-
time, hence a backlog of machines
waiting to be serviced. Says one deal-
er, “I get 812 an hour for service in
my shop and I wish I could do away
with that department. It does not
make any money. This is due to the
large inventory of parts which I
must carry, paperwork and the sal-
aries and benefits paid to mechanics
and parts men. I can make money
sharpening mowers,”” he states, “‘but
not on repair work. I keep the repair
shop only because I am required to
service what I sell.”

Mechanization is rapidly replac-
ing the manual laborer on the golf
course. But, with mechanization,
comes the related equipment mainte-
nance and repair services which golf
courses must establish if they are to
operate as profitable and efficient
business ventures. O

Service Clinics for Turf Mechanics

The following are a list of some of the major
equipment manufacturers which provide train-
ing service clinics for golf course mechanics
using their equipment. Superintendents inter-
ested in finding out if manufacturers not listed
below offer service training clinics should con-
tact their local dealer or distributor for further
information. '

Turf maintenance equipment

International Harvester: Dealers are trained
by the factory to work with golf course me-
chanics in the area they service. They also have
two “‘troubleshooter”” mobile units traversing
the country. Contact your IH dealer for more
information.

Jacobsen Mfg. Company: Service schools
held at the factory October through March,
Three-day clinic includes theory and practice on
all Jacobsen turf equipment, including mower
grinding. Cost: $45 with lodging, $15 without.
Reservations for 1971-72 should be made.
Contact Ken Weill, Jacobsen Mig. Company,
Racine, Wis. 53403.

Kohler Company: Training sessions avail-
able to users of Kohler equipment. For appoint-
ment contact your local Kohler dealer or Ed
Anderson, Kohler Company, Kohler, Wis.
53044,

Roseman Mower Corp.: Training sessions
available on Roseman gangmowers. Contact
Robert Duguid, Roseman Mower Corp., Glen-
view, 1ll. 60025, for appointment.

Ryan Equipment Company: Training ses-
sions available by appointment. Contact Russ
Rose, Ryan Equipment Company, St. Paul,
Minn. 55109

Toro Mfg. Corp.: Training service clinics
handled through regional distributor. Factory
representatives will be on hand to assist with
clinics. For additional information contact your
Toro distributor. &h
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