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Replacement parts: Part I
A Roundtable discussion

One of the great things about the
business of golf is that the people,
both industry and superintendent, are
willing to get together and talk; to air
their mutual problems and try to come
up with a solution. Such was the case
when GOLF BUSINESS asked 18 in-
dustry representatives and superin-
tendents to sit in on a roundtable dis-
cussion of replacement parts. The
only guidelines were that the dis-
cussion be open and constructive.

GOLF BUSINESS taped the dis-
cussion which resulted in some 100
pages of manuscript. In order to give
complete coverage to what transpired,
we are going to run a series developed
from the manuscript. This first install-
ment will cover how some of the com-
panies route their parts requests.

Jack Krug,
Jacobsen Divi-
sion of Tex-
tron, out of
Racine, Wis-
consin,
describes how
the system at
Jacobsen
works: “T'l] tell
you how we do
it, don't do it.
Assuming that the user, the customer
does not have the part on their shelf,
and that’s another topic for discussion,
the first step is the servicing dis-
tributor. If that distributor has the
part, the problem will be solved
quickly. If, on the other hand, that dis-
tributor does not have the part, the
next natural step is for the distributor
to go to the manufacturer to get the
part. Assuming that that machine is
down and is costing the consumer
money, time is the most important fac-
tor in moving that part to the user. The
distributor would, in Jacobsen's case,
contact the factory, using the “unit-
down" system that we currently em-
ploy. The ‘“unit-down” system is a
system within a system which dictates
that the part has to be pulled in 48
hours, or less, from receipt of order.
That order is phoned in on a toll-free
line and goes directly into a small
department whose sole existence in
life is to try and come up with that
part.

“We do four different things to try to
get that part. If it's on the shelf, no

problem, it goes out the same day. If,
on the other hand, it's not on the shelf,
then the next step is to go to the manu-
facturing level to see if the part is
available there. Unit-down has
priority over everything, including
production. If there is only one of that
part, the user gets it.

“Let's assume it isn't there. The
third step is to get on the horn to our
distribution around the country to
locate that part someplace and then
make a transaction from point A to
point B to get that part flown in. The
fourth option, and the one we don't
like to do but will, is if there is a
machine in the crate and that part is
on it, it comes off.

“OK. If that fails we have no options
but to back order the parts, inform
everybody of the bad news, and then
try to set a creditable promise date.
That's when we begin to catch the
flack from the user. He doesn't care
about our promise and I can’t blame
him. That, however, is basically our
procedure.”

Roy Eldred,
The Toro Com-
pany: ‘““When
you buy, or in-
vest, in a pro-
duct, what do
you expect?
What are your
expectations as
owner of that
piece of equip-
ment? I think it
is how well your expectations are
satisfied that allow you to form a per-
ception of whether or not we as a
manufacturer are satisfying those
needs. That perception really
becomes your actual experience.

“I'd like to tell you just what, from
our standpoint, our mission as an
original equipment supplier, design-
ing, manufacturing and selling pro-
ducts for your use, is from my vantage
point. I'm responsible for the parts
operation of Toro. Our mission is to
enhance the sale of Toro products by
providing a very high level of after-
marketing parts service. That says that
my number one concern is customer
satisfaction. You might say that could
very well be a sales objective related
to parts. In other words, you have got a

certain goal that you've got to meet for
the year. I approach it in this way: If I
make customer satisfaction goal num-
ber one, I'm also going to achieve my
sales goals in the process. We're deal-
ing in a repeat market, replacement
market, and if we don't take care of
the customer today, he's going to go to
somebody else tomorrow.

“Now, we obviously can't do all of
this from our one location in Min-
neapolis. We depend upon a dis-
tributor organization. I think it is very
important that we have local repre-
sentatives that customers can call
upon with some convenience. You
must have a committment locally to
see that your needs are taken care of
and that your investment is protected.

“There are literally thousands of
parts in a system and there is no way
one distributor could ever stock every
part for every product. We wouldn't
want him to have every part for every
product on his shelves. It is very key
that everybody in our whole organiza-
tion make money at whatever they're
doing because if they can’t, they're not
going to be there to satisfy your needs
and see that the investment is taken
care of.

“Out of the thousands of parts that
are in the system, it is easy to under-
stand why maybe a weldment or a
frame would be on back order, but
why would we have cutter bars and
bed knives on back order? Those are
difficult questions to answer and
usually it is not related to our ability to
forecast need. Usually it is something
through the distribution system that
causes that to happen. But I can assure
you that as a manufacturer, we are
working very hard to see that our sup-
ply organization is in place, that it is
functioning, and that the people are
trained and that they understand the
business. We don't expect them to
carry everything for our products. For
those that we don't expect them to
carry we have a procedure at Toro to
allow them to get whatever they need
within a time frame that will satisfy
the owner of our products.

“I think we've got some systems in
place, we've worked with our dis-
tributors in identifying parts that
should be stocked at distributor level,
we recommend parts for every pro-
duct that we produce and sell, we
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have emergency priority methods for
our distributors to get the equipment
they need within the shortest period
of time possible, directly from us and
we try to do the best job we can com-
municating whenever those needs
cannot be filled promptly within a
time frame the customer might
expect.”

Tom Mas-
caro, Turfiber:
T think it
would be wise
at this point to
identify the
problem and
start from
there and work
backwards.
Identifying the
problem in
parts, I've been in this field many
years as most of you know. It is the
Superintendent himself, whose job is
on the line when he can’t get a part.
I've seen a few Superintendents fired
over the years because they couldn’t
get a brand new machine working and
the chairman or somebody got mad at
them and said you shouldn’t have
bought it, probably didn’t want him to
buy it in the first place. Nevertheless,
the problem is right there, the Super-
intendent’s job is on the line. I've
heard Superintendents saying that
they would not deal with a company
any longer because they just didn't
supply the parts. That's how they feel
about it. Now it's your problem with
the Superintendent, as I see it, as long
as his job is on the line. The other
thing is that down time is pretty ex-
pensive.

“Now these are the basic problems.
The biggest problem is how to solve
them. I've been advocating a system
over the years and that is that the engi-
neer who designed the machine can
predict what is going to go bad. He
knows where the Archille’s heel is,
where the parts are going to break, but
he doesn't transfer this information as
he should or it gets lost in the shuffle.
The other problem is the saleman
himself, who isn't familiar with the
machine, he has never been told of the
weak points, he's only been told of the
strong points. So he sells a machine
without really knowing that it is going
to break sooner or later and there are
parts that wear out faster than other
parts.

“When the Superintendent buys a
machine, he ought to buy a bucketful

of parts, right then and there. That's
his assurance that the machine will
keep running. At one time, I ad-
vocated that manufacturers tried
shelving with their own parts numbers
so that the Superintendent could stock
up. I have never seen budgets that
have listed parts inventory. It is
treated as a secondary thing and the
importance isn't placed on the thing
that really creates more problems
than anything else.”

Reed LeFeb-
vre, Superin-
tendent, Plant
City CC, Flori-
da: “Part of the
problem is that
golf course
suppliers per
se or equip-
ment is
~ generally only

about 20-25
percent of the manufacturers’ total
goods so to speak. If we are 20 percent
of your business, we get, theoretically,
20 percent of your attention to our
needs. You know there is a big market
for snowmobiles, there is a big market
for other commercial things and they
come higher in priority than we do.
This may be one of the reasons why
we have, I would say it is insensitivity.
Sometimes we get the feeling that it is
that when we go to get a part. It is kind
of a frustrating thing when you go to
get a part, you've got a piece of equip-
ment down and you're in the middle
of a job, and let’s say they don’t have
the part. They say we don't have the
part, we'll have to back order it. Now,
most of the time you throw your hand
up and say well it's going to be three
weeks before you get it, so there goes
any schedule you had. You might just
as well hang it up. I think that comes
under insensitivity as far as the parts
people down on the local level. It
would be ideal if there were ten
Superintendents working in the parts
department. You could go in and say I
need this part and it looks like this and
they could spot it right away. That's no
excuse for not having a parts number,
but what they don’t realize is that
when you're down, you're down! It's
costing you money just like a gas sta-
tion that doesn’t have any gas to pump.

“one of the other bigs areas where I
find there seems to be a problem is
with a distributor who handles other
manufacturers’ equipment. This
seems to be where you run into a

problem of being able to get replace-
ment parts within a reasonable
amount of time. Now, reasonable de-
pends on what part you're ordering.
Some parts may break down once
every ten years, and reasonable has to
be a little ways down the road. But for
a common usage part, I don’t think
that there should be any longer length
of time for you to be able to get it than
it should be straight from the manu-
facturer. In other words, there is some
sort of communication lag between
manufacturers.

“If I need a part, I want you to be
sure or to guarantee me that you're go-
ing to supply me with the parts I need.

This is what I look for in whatever I go
to get. I buy service."

Wayne Sloan,
Gulf Stream
Land &
Development:
“I think the
problem that
g we have is
maybe two or
three or four
fold so the
solution is go-
ing to vary with
the problems. I think first of all that
the consumer has to do a better job of
planning. The manufacturer needs to
help out in this area as far as planning
the lists of replacement parts that are
most likely to wear out. There has to
be a real marketing effort in this area.

“I'm sure this would be a benefit to
the manufacturer and the distributor
two, three and four fold, because
that's just that many less dollars
you're going to have to have tied up in
inventory. This also gives additional
parts out in the field which can be
swapped between ‘good old bud-
dies”.

“Getting back to urgencies, every-
thing is not urgent, but everything is
treated as urgent. If we can cut down
on the number of urgencies in the
system, then reaction to true emergen-
cies will be better. I think we can
eliminate a lot of urgencies by going
about things in a different fashion
than we have in the past.

“The other thing that strikes me in
looking at the cost of labor, both dis-
tributors and manufacturers’, is that
packaging of high usage items with a
little better price than if they were
sold one by one. We can cut the cost on
these things and maybe make it a little
more appealing for people to buy.
You're saving some dollars in inven-
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tory stock costs.”

Bruce Oliver,
{ Zaun Equip-
' ment Compa-
ny: “I need a
replacement
part. Com-
munication
and identifica-
tion is ex-
tremely impor-
tant. When a
customer is
communicating, he should know to the
best of his ability what he really and
truly needs. He may have an incorrect
number, he may have no number and
try to work on identification. That is
tough.

“I think the things that we've tried
to do in the last few years is to better
communicate in service schools and in
the delivery of a piece of equipment.
A customer has to sign that he has
received the parts book and instruc-
tions. We're trying to protect ourselves

certain things that he has to have to
begin with.

“Usually it is not the Superinten-
dent, but someone who works for him,
who begins the communication to our
order entry department. The thing
that is most important is to identify the
problem. Somebody calls and they’ll
say: ‘Do you have something?’ Now,
they don't say I've got a machine
down, they don't really say they're go-
ing to buy the part, just do you have it.
If we look up on the board and say
‘No, we don't’, well, they slam the
phone down and really don't identify
what the problem is: Is the machine
down, do they want us to get it for
them? Then lo and behold, about
three weeks later, somebody will
recommunicate with us and say where
is my part? They didn't order it to
begin with.

“So communication/identification
is right at the grass roots of this thing.
The distributor is really the middle
guy. We sell the product and live on
the service. And if we don't have it,
we have no purpose for existence.

as far as product liability, so there are

Manufacturers made it, customers

purchased it.
service."

We've got to provide

John McKen-
zie, Superin-
tendent, Walt
Disney World,
Windermere,
Florida: “Are
we talking
about the part
that we really
need, or the
one that we're
planning on
needing? On the manufacturers level,
I'd like to see something that suggests
listed parts and the time to replace
them. Just breaking it down, take bear-
ings for instance: If you're going to get
three years use out of a bearing, tell
the guy who is buying it. The engi-
neers have to know, let's face it, the
economy is based on planned ob-
solescence. They're going to know that
hydraulic lines are good for two years.
Tell the guy: In two years you need to

How can you cut more grass per gallon?

Run a 7 gang unit, cut up to 7 acres
per hour with a 30 HP tractor.

Brouwer's unique Positive P.T.O.
Drive requires less horsepower than
conventional wheel drives, increases
fuel economy, and successfully
operates in varying grass conditions.
The lightweight, high-stress steel
frame combined with the simple, “‘no-
wheel and gear” mowers minimize
flattening and avoid wheel tracks.

Brouwer 3, 5, and 7 gang mowers
are simple, easily transportable, re-
markably maneuverable and excep-
tionally economical and versatile.

Get yourself a Brouwer.
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THE NEW BROUWER HYDRAULIC
LIFT MOWERS ADD ANOTHER
TIME SAVING INNOVATION AT A
VERY LOW COST.

For complete details on the Brouwer
line of mowers, write for our free
brochure.

Brouwer Turf Equipment Limited, Woodbine Ave., Keswick, Ontario, Canada L4P 3E9 Tel: (416) 476-4311

Circle 123 on free information card
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 sp-4AQUA-GRO™

FOR A LONGER, MORE
PROFITABLE SEASON!

. }‘_ v @
- 1

Deep rooted turf,
good moisture dis-
tribution from area
treated with Aqua-
Gro amended water.

Shallow rooted turf, §
poor moisture dis-
tribution from area t
treated with Aqua- j

Gro amended water. £

e Eliminates hard-to-wet spots
with reduced hand watering
and syringing.

e Reduces compaction, erosion
and washout areas.
e Excellent dew and frost control
e Standing water and localized @ Thicker, heartier turf and better
dry spots disappear. drainage in car areas
e Reduced problems with thatch.

AQUA-GRO is available in liquid concentrate or spreadable
granular. For free illustrated brochure write to:
g‘a’oo AQUATROLS CORPORATION

“Wpase OF AMERICA, INC.

1432 Union Ave., Pennsauken, New Jersey 08110 (609) 665-1130

s

Circle 103 on free information card

ANOTHER PRO
for the COUBSE.’

Extend battery life...
reduce maintenance

with the
cZ
Golf Car
Battery Charger

Lester Electrical brings you “the battery charger with a brain” for your
golf car fleet. The patented electronic timer on the Lestronic Il shuts off
when the battery is precisely charged. Because it knows when to quit,
the Lestronic Il completely eliminates over and undercharging of any
battery. Lestronic’'s precise charging greatly extends battery life and
lowers the water use rate of each battery. With the rising cost of bat-
teries, this means a big savings to you through reduced battery replace-
ment and maintenance CoOSts.

Ask for these models... Model 9470 — 36 Volts D.C., 25 Amp., 115 Volts A.C.
Model 9475 — 36 Volts D.C., 40 Amp., 115 Volts A.C.

Write or phone for complete information.

Dept. GB-1, 625 West A St.,
ELECTRICAL OF NEBRASKA, INC., Lincoln, NE 68522 - 402-477-8988

Circle 108 on free information card

buy a new one.

We're being represented by
national manufacturers, you can
break it down by region. You know
your mowers are going to be running
every day in the South, except when it
rains. There's going to be a lot more
use that with the guy up North. He
may only be going six months out of
the year. Help the Superintendent out
and help the mechanic out.

“When a guy’'s got 18 holes on a
limited budget and he’s down, he’s
down. I get phone calls during the
year saying help me out, I need a hand
greens mower or something like that,
I'm down. Here, I think it's the dis-
tributor’s responsibility to go ahead
and have some backup equipment for
that man. Or if the guy has a greens
mower down, the distributor should
wheel the demo down there and let
him have it until he can provide the
service that is necessary.

“I'm saying, sure it's good to go
ahead and plan your parts. In our
business you do all the planning you
want, but it's still a surprise
breakdown that hits you. When I'm
down, I call people all across the state.
I'll call friends of mine that are Super-
intendents and say I don't care if we
have to spend three hours to go some-
where. It's better than four weeks. I
think on the distributor level, they can
communicate among themselves also.
Car dealers do it all the time. Not
everybody can go to a computerized
system or a teletype, but a phone call
is simple.”

(Editor's note: This first installment
gives some insight into how manufac-
turers and distributors approach the
parts replacement problem. It is clear
that if a true emergency exists, it must
be communicated down the line. It
must start with the Superintendent
stating that the emergency exists. We
also find out that the manufacturer
will do all he can to insure the part
reaches the Superintendent in the
shortest time possible. In spite of this
the problem still exists. This first
installment has by no means solved
the problem, but does raise some in-
teresting thoughts. I hope that you will
take time to respond in writing to us
with your thoughts. Keep in mind that
the only reason there were only 18
people at this roundtable is that we
couldn’t get all of you together at one
time. We hope to do that through these
articles. Write us with your thoughts,
we hope to answer them with the next
installment. If we don't, then we will
print the letters to keep the discussion
going and see what answers our
readers come up with.)



I'or ZZ years,

only one aerator has been
built like Ryan’s.

This is the Ryan Greensaire® II.
The latest in a line that started back
in 1958. Naturally, we’ve made quite a
few improvements since then, but
today’s Greensaire Il delivers the
same, everyday dependability and
reliable performance that made our
first model so popular. Here’s why.

(1) Its tines penetrate the turf in a
straight, up-and-down motion. Holes
are made cleanly and precisely;

(2) There’s a tough 8-hp engine
that delivers self-propelled action,
covering up to 8,000 sq. ft. per hour;
(3) A 24" swath means fewer runs;
(4) Four sizes of interchangeable
tines let you achieve the exact
amount of aeration your greens
need. They penetrate as deep as 3"
on two-inch centers, removing 36
cores from every square foot of turf;

Shown
with
optional
windrow.

(5) An optional Core Processor
attaches here. It separates thatch
from soil, top dresses your
greens and catches the waste in
one operation.

If you don’t need the high capacity
of the Greensaire I, the smaller Ryan
Greensaire 16 is a dependable
alternative. It also offers the
same choice in tine sizes. It’s self-
propelled too, so you can aerate
up to 4,000 sq. ft. per hour.

With operating costs getting
higher all the time, you need to
get the most out of every hour’s
wage you pay. That takes a
dependable crew, using

TURF-CARE
EQUIPMENT
Day-In, Day-Out
Performance. Name
itle—_t 8
3003 Cushman Address
P.0. Box 82409
Lincoln, NE 68501 City.

dependable equipment. Like the
Ryan Greensaire Il, the ultimate
greens care machine. Or the
Greensaire 16, the economical
top performer.

Return this coupon today, and
you'll get the chance to see for
yourself just how we build a
greens aerator. 80-CUR-1

RYAN' | want to see what your aerators are built like, Ryan.
(] I'd like a demonstration of the Greensaire 11.
] With Core Processor attachment.

[ I'd like a demonstration of the Greensaire 16.
[J Send me your new 1980 catalog.

Circle 110 on fre:
information card
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By Dan McNamara, HHH Horticultural

TREES OF NORTH AMERIA AND
EUROPE. Roger Phillips. 1978 New
York, Random House. 224pp. $15.00,
hardback; $9.00, paper.

This color photographic guide to over
500 species and varieties of trees,
primarily ornamentals, is the answer to
many a prayer for help in identification.

Rather than a verbal key, the book is
based on a 50-page “Leaf Index” where
512 leaves and foliage samples have
been grouped according to shape. These
include practically all of the most com-
mon and important trees found in the
temperate climatic zones. Each leaf is
labeled with its Latin botanical name, its
common name(s), and the page number
for its place in the main text.

Trees in the large main section are
arranged alphabetically by botanical
name. Each entry in this section illustrates
three aspects of the tree: a photograph of
the flowers; a photograph of the fruit; and
a line drawing of the adult tree form. In the
drawings, deciduous trees are shown
leafless, semi-evergreens have a partial
covering of leaves, and evergreens are
shown in full canopy.

Concise descriptions give origins,
mature heights, flowering times, and
additional notes on flowers, leaves and
bark to better assure accurate identifica-
tion.

In addition to these two primary sec-
tions of the book there are two spreads of
Autumn leaves (which landscape
designers might well bear in mind) and
three more of bark details. An index of
common names tops off the volume.

While the TREE IDENTIFICATION
BOOK by George W.D. Symonds has a
similar "visual key" approach — even
more complete than the current book in
that it shows bud, twig, bark, berry and
leaf details — it is limited to American
natives and illustrated by black and white
photos. The difference that color makes
in identification is great.

TREES OF NORTH AMERICA AND
EUROPE is worthy of a permanent place
on the reference shelf of every grounds
manager. It has already had enthusiastic
reception at many trade shows across the
country, from golf course designers,
course managers, extension personnel
and nurserymen. If there is a fault to find,
it can only be with the choices of common
names; those used are not always the
most popular in American usage. It's
an excellent book, well produced, and
priced right.

Winter opportunity

Trak Incorporated has a nine-page brochure
introducing their winter cross-country skiing
method of increasing golf course revenues. In
the brochure, Trak tells how to get started with
their program through use of their consultant
service and on-going assistance in
establishing a touring center operation.
Circle 221 on free information card

Valve-in-head sprinklers

Johns-Manville offers literature describing
their electric, hydraulic, and Stop-Flo-Matic
models of Buckner rotary pop-up, valve-in-
head sprinklers. The information includes
construction details, dimension drawings, and
a description of available models. A flow
characteristic chart details pressure at
sprinkler base, flow rate, effective radius of
coverage, maximum triangular spacing and
precipitation per hour.

Circle 222 on free information card

Impact sprinkler

A new data sheet from Johns-Manville details
special design features of the 8200 series
Buckner Impact Sprinkler. The sheet presents
pressure at sprinkler base, flow rate, effective
radius of coverage, maximum triangular
spacing and precipitation per hour for each of
six models.

Circle 223 on free information card
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Metal buildings

An eight-page color brochure available from
Bally Case & Cooler outlines the design and
construction features of prefabricated metal
buildings. Accompanying the brochure is a
description form designed to help prospects in
planning their metal buildings utilizing Bally's
free design and engineering service.

Circle 224 on free information card

Soil amendment

A technical service bulletin from industrial
Minerals Division of IMC Chemical Group
describes Turface, a calcined mineral
aggregate designed to provide a constantly
friable soil. The bulletin describes how to use
the soil amendment, and with photos,
describes what it will do.

Circle 225 on free information card

Backhoe loader

Massey-Ferguson has a brochure available
describing the performance features and
operating capabilities of their new 68-hp
backhoe loader, the MF60. The 24-page,
illustrated brochure highlights to MF60'’s load-
sensing, variable-pressure, variable-flow
hydraulic system. Optional features covered in
the booklet include a factory-installed
extendable dipper to increase digging depth
up to four feet, a ROPS mounted cab, an
automatic return to dig, hydraulic boom
lockout, and additional loader and backhoe
buckets for special applications.

Circle 286 on free information card
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When answering ads where box number only
is given, please address as follows: Box num-
ber, % Golf Business, Dorothy Lowe, Box
6951, Cleveland, Ohio 44101.

Rates: All classifications 65¢ per word. Box
numbers add $1 for mailing. All classified ads
must be received by the Publisher before the
10th of the month preceding publication and
be accompanied by cash or money order
covering full payment.

Mail ad copy to Dorothy Lowe, Golf Business,
Box 6951, Cleveland, Ohio 44101.

BUSINESS OPPORTUNITIES

WANT TO BUY OR SELL a golf course? Ex-
clusively golf course transactions and ap-
praisals. McKay Golf & Country Club Pro-
perties, 15553 N. East St., Lansing, Michigan
48906. Phone 517 484-7726.

FOR SALE

SCENIC NINE HOLE golf course and all
equipment. Located in central Maine. Large
clubhouse, snack bar and cart storage, $120,-
000.00. Owner will finance. (New two apart-
ment house available). Box 208, Golf
Business, Box 6951, Cleveland, Ohio 44101.

USED EQUIPMENT

USED GOLF CARS FOR SALE. 3 and 4
wheel, gas or electric, any make or model.
Best prices. Will deliver in quantities of 10 or
20 per load. Call us now for your immediate or
future requirements. Mid-Atlantic Equipment
Corp., 420 Penn Street, Spring City, PA
19475. 215 948-5205.

FOR SALE: Approximately 400 Harley-
Davidson, 3 wheel gasoline golf cars, 1972
thru 1978. Running condition. Boylan Leas-
ing, Inc., Plainwell, Mi. 616 685-6828. In-
dianapolis, In. 317 462-7242.

POSITION WANTED

GOLF PROFESSIONAL, superintendent,
manager. Excellent teacher, good merchan-
diser, responsible businessman. Knowledge
of course construction. Over 20 years experi-
ence. Available now. Write Box 203, Golf
Business, Box 6951, Cleveland, Ohio 44101.

MANAGER OF CHICAGOLAND golf course.
One of America's ten busiest. Would like
similar position at small club in rural setting
and mild climate. Family man with excellent
qualifications. Salary negotiable. For resume
call 312 860-1735 or write Apt. 1B, 122 Sonny
Lane, Bensenville, lllinois 60106.

GOLF PROFESSIONAL POSITION WANT-
ED. 25 years PGA member. Excellent teacher
and promoter of golf, and members. Also
superintendent and club manager. Available
now for 1980 season. Box 196, Golf Business,
Box 6951, Cleveland, Ohio 44101.

HELP WANTED

RONALD FREAM PARTNERSHIP
Golf Course Architecture
Irrigation System Engineering

P.O. Box 1823
Santa Rosa, California 95402
Melbourne Palm Springs Singapore

GREENS SUPERINTENDENT with top

credentials for private Chicagoland club. Top
salary and benefits. Send resume to: Box 201,
Golf Business, Box 6951, Cleveland, Ohio
44101.

WANTED: Experienced turfgrass irrigation
sales and design personnel. Rapidly growing
Toro distributor in Colorado has openings for
qualified people. Send resume in confidence
to Mr. Folk, L.L. Johnson Distributing Com-
pany, 4700 Holly Street, Denver, Colorado
80216.

GREENS SUPERINTENDENT: Executive,
public course on Long Island, kept perfectly
groomed. Working super with knowledge all
machinery and carts. Permanent position.
Health benefits. State salary required. Box
207, Golf Business, Box 6951, Cleveland,
Ohio 44101.

MISCELLANEOUS

BALL BARRIER NETTING: GF/2, made of
olefin fibers. 25 feet high. Keeps balls from
straying where you don't want them to. J.A.
Cissel Company, Inc., P.O. Box 339, Farm-
ingdale, New Jersey 07727. 800 631-2234.

YOUR CLUB HAS NO PROBLEMS that 100
members won't cure. We obtained 134 new
members in six months in a non-payroll town
of 70,000 competing with 3 other private
clubs. Proven, fool proof method. Includes
complete appraisal of merchandising. Food,
beverage experts. We can help get your club

If your company is selling a service to the golf
course market you can now get your company
name and service in front of your total golf
market potential for less than $19.00 per
month.

Send check or money order to Dorothy Lowe,
Golf Business Directory Section, 9800 Detroit
Ave., Cleveland, Ohio 44102.

One column inch ads monthly (12 issues) for
one year, $225.00; two inch ads monthly for
one year, $375.00.

ASSOCIATIONS

Michigan Association of
Public Golf Courses
15553 N. East St.
Lansing, Ml 48906
517/484-7726

Promoting public golf through cooperative action. If
you operate a public golf course in Michigan, call or
write now for membership information.

Oregon Golf Course Owners Association
905 NW. Springhill Dr., Albany, OR 97321
503/928-8338

Promoting public golf and excellence in private-
enterprise course operations. Any private owner
in Oregon welcome to quarterly meetings. Call or
write for details.

GOLF COURSE ARCHITECTS

in the black. Golf Success Builders, Box 194,
Golf Business, Box 6951, Cleveland, Ohio THOMSON WOLVERIDGE FREAM
44101. & ASSOCIATES
Golf Co;rse Arthitedure
Irrigation tem Engineerin

WANTED 70 BUY e
WANTED TO BUY used Hans Greensmower (408) 354-3240
for parts. 717 938-1824. Melbourne London Jakarta
AG.Stafford..........oeeveeeiiiiiiiieiiianannn 10 Lester Electrical, INC. ...c.covvvvviiiniiiininnnns 24
Aquatrols Corp. of America .................... 24 Long Mfg. Co. wevvrieiiiiiiiiiie e 11
Brouwer Turf Equip. Lid. .....c..cociiiniannines 23 MONSAMOD. 5 5 iiecassiir e rssransrrerserasrEins s <
Canadian GESA . <o iite ittt ssnsrasies 28 BYAN TUIT i st swossapsss st do o en ot 25
Cushman Turf .....coovvivinieiiiniicieeeianan 8,9 TEE-2-ErEBN ....vvoscvsessins rorssnsmnrai Cover 2
AN VG5 oot vtes vt et o B s RN 28 Toro Imgation .2 s atonts s ety 14,15
Harley-DavidSon . s s saseransorsasadnd 3 Toro, Turf DiviSioNn........ocevevieeeennnnnnns 18, 19
International Minerals & Chem. Corp......... 17 Wisconsin Maring ..........cccoeeviveiieninnnnnns 7
International Seeds, Inc. ............... 13, 20, 29 Yamaha i omnsiiisssssarayimmeseaesss Cover 4
Jacobsen Mfg. ..........ociinnnnnnn. 30, Cover 3

ADVERTISING SALES OFFICES

ATLANTA: 3091 Maple Dr., Ste. 312,
Atlanta, GA 30305 (phone 404/233-1817)
JAMES R. BROOKS

National sales director

CHICAGO: 333 North Michigan Ave., Room 808
Chicago, IL 60611 (phone 312/236-9425)

JOE GUARISE

Midwestern manager

SEATTLE: 1333 NW. Norcross

Seattle, WA 98177 (phone 206/363-2864
ROBERT A. MIEROW

Northwestern manager
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TOURNAMENT 1202 The precision Greensmower
that converts in minutes to become a . . .

Tee Mower

Verti-Cut® _&> Vibra-Spiker®
Thatcher _4a@* =

L &) >

Getthe complete greens management system or order
units as you require.

BEEabsye DEALERS WANTED

1625 N. Garvin St., Evansville, IN 47711 (812) 428-2025
Circle 114 on free information card

I have received news of a couple of EPA actions that I
think are worth mentioning. One is a mailer funded by
the League of Women Voters. I believe its purpose is to
make consumers aware of toxic compounds. However, it
opens with a biased note, saying that a women thinks
2,4,5-T is responsible for her baby’s cleft palate.
Scientists are beginning to agree that exposure to this
compound and dioxin, its poisonous byproduct, are not
of proportions to cause any damage. However, the
interest in this piece lies in the fact that postage was
funded by EPA. I don't think it is up to EPA to fund in
any way, any project by an outside group that is. not
directly and scientifically related to their function. That
is to protect from truly dangerous compounds, not foster
fear of those that may not be dangerous.

EPA has also financed a film entitled “Serpent
Fruits". Although I have not seen the film, its title would
suggest it is less than favorable to chemicals in general.
The film is the subject of a Congressional inquiry and
EPA has been accused of bribing TV stations to run the
film. They are providing grants from an EPA fund to 55
of 110 stations which have, or plan to, run the film.

R
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The Canadian Golf Superintendents Association Invites you
to join us at the largest Turf Conference and Show in
Canada with over 70 Golf, Turf and Landscape related
Exhibits. For brochures and registration regarding this
educational, informative and entertaining Show . .

Call C.GS.A. (416) 767-2550

So begin the 1980’s right by attending:
The 31st Annual Turfgrass Show

Skyline Hotel, Toronto, Canada
March 9th - 12th, 1980

The Canadian Golf Superintendents Association




Sabre is not only the first domestic vari-
ety of Poa trivialis to be granted a certificate
under the Plant Variety Protection Act
(PV 7700104), it is also a grass that won in-
stant acclaim from golf superintendents for
its brilliant performance in overseeding mix-
tures.

A rapid germinating variety, Sabre mixes
well with the fine-bladed ryegrasses, fine fes-
cues and bentgrasses to produce the supreme
putting surface.

With more than 2 million seeds per pound,
it adds an exceptional number of potential
grass seed plants per pound to any grass
seed mixture.

Sabre is deep, deep green in color and is
exceptionally fine-bladed. It thrives when cut
to putting height and has proven it could
stand up to a severe Southern winter that
knocked other cool season grasses off balance.

A very shade-resistant grass, Sabre is free
of Poa annua.

INTERNATIONAL SEEDS, INC.

P.O. Box 168 - Halsey, Oregon 97348
A/C 503 369-2251 - TWX 510/590-0765

Circle 105 on free information card




Over the years, your ideas, suggestions
and criticisms have made so much
sense that we’ve incorporated a lot of ;
what you’ve said into the Jacobsen E
products you see here.

You've helped us develop new ,
products, improve existing ones, and
sharpen our service.



