economy, more power, and greater durability. Many were
afraid that a diesel engine would put too much weight on
the green. We responded by designing the Greens King
IV Diesel which has the same cutting quality as our gas
models in a lightweight design to minimize compaction
on areens.”

Once the need for a new product is established,
Jacobsen’s Engineering Department uses its CAD/CAM
system to speed the development process. The CAD/CAM
system allows the engineers to look at several different
designs at once to select the best design for both func-
tion and reliability.

The Engineering Department typically builds several
test models, or prototypes, before releasing a new
product for production. The most important test of a
product comes when the prototype is put into the hands
of an end user under actual field conditions.

“This field testing gives us valuable feedback on the
prototype so we can make any other necessary product
changes before introducing the product to the public,”
comments Saiia.

Jacobsen’s emphasis on new product development has
been recognized by the Governor of Wisconsin. This year,
Jacobsen received the Governor’s ‘‘New Product Award”
for its 5/7 Ram-Lift Ranger and the HR-15. The award was
given for new product innovation and its effect on Wiscon-
sin’'s economic climate.

Customer Service & Education

Jacobsen is genuinely concerned about the customer
even long after the sale is made. A Customer Service
Department provides training for customers as well as
distributors. Several sessions are held in Racine
throughout the fall and winter months to train customers
and offer tips on how to care for equipment.

In addition, Jacobsen service personnel travel all over
the country for field service training sessions.

Training sessions are held for dealers and distributors
also. These sessions cover equipment set-up,
maintenance procedures, engine teardown and
troubleshooting.

John A. Oldenberg, Manager of Customer Service,
believes that the greatest need for continuing education
in turf equipment is in the area of preventative
maintenance.

“Our ultimate goal is to have satisfied customers,” com-
ments Oldenburg. "*We're trying to get a better level of
maintenance on our products so our customers can pro-
tect their investments.”

Oldenburg believes that training is a continuous pro-
cess, as new people are constantly entering the turf
maintenance field, and products change. He also gets a
chance to receive valuable feedback from both customers
and technical personnel on the products.

"“The training sessions are a 2-way street of com-
munication,”” observes Oldenburg. ‘“We learn from our
customers by hearing about special needs, suggestions
for future product development, or new service
techniques.”

According to Oldenburg, Jacobsen has always stood

JACOBSEN®

Jacobsen introduced the industry’s first power greensmower in
1924.

The first all-hydraulic riding triplex greensmower was introduced
in 1969—Jacobsen’s Greens King.

behind its products, and listened to the needs of the
customer before and after the sale, and service training
is one way to keep both the customer and distributor
informed.

Training doesn’t stop with customers and distributors.
A College Student Seminar is held once a year at the
Racine headquarters. College students who are studying
Turfgrass Maintenance and Management or related fields
fly in from all over the country to attend the week-long
seminar.

Thirty-eight students attended this year’s seminar,
which included a field day for hands-on operation of turf
maintenance equipment, lectures on turf maintenance and
management, equipment maintenance workshops, panel
discussions with turf maintenance experts, and a tour of
the Jacobsen manufacturing plant.

“The seminar gives students very practical insight on
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Modern manufacturing machinery such as this robot welder help
Jacobsen to pass cost savings on to its customers. The robot welder Jacobsen workers are concerned with producing quality products.
Is capable of making 660 welds in a single hour. Here a worker asembles an HF-15.

Jacobsen uses a lazer cutter to cut sheet metal parts. The lazer cut- An HF-5 5-gang fairway mower is examined and evaluated after
ter operates off programs developed by the company’s CAD/CAM extensive field testing.

system, and provides fast, simple, uniform cutting for such parts as
couplings, necks, fenders, and other sheet metal parts.

Jacobsen Distributors play a vital role in linking the company to the
customer. Wisconsin Turf, one of Jacobsen’s Wisconsin-based

This modern blade manufacturing cell mills hardened blades after Distributorships, recently held an Open House at the Americana
they are bent. A computer monitor allows programming for move- Resort in Lake Geneva, Wl. The Open House gave the customers
ment of the table and speed of operation. a chance to see and learn about new equipment.
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Jacobsen stocks over 25,000 parts at its Racine plant.
Jacobsen's annual College Student Seminar gives students a chance

to gain practical knowledge in the turf maintenance field.

Another truckload of Jacobsen products pulls out from the Racine
plant.

A panel of turf maintenance and management experts spoke with
students at this year’s College Student Seminar.

A hydraulic hose pressure testing center checks hydraulic hoses
befere thev are installed in Jacobsen products.

One of the many workshops at the College Student Seminar deals This shaker tester shakes machines vigorously to make sure they
with small engine maintenance. are assembled solidly.
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what is needed to maintain and manage a golf course or
other turf areas,”’ states Oldenburg. ‘It also gives them
practical knowledge about the careers they want to pur-
sue.”

James Byrnes, Advertising Manager, sees the seminar
as a chance for students to get educated on new products
so they can carry that knowledge into their profession.

“Most of the students will be using these same types
of products in their professions,”” comments Byrnes. “We
want them to have an opportunity to learn as much as
possible about the machines, so when they get out in the
field, they’re prepared.”

Jacobsen relies on many turf experts from Wisconsin
to serve on panels and speak to students. These experts
give students valauble information on what the profession
is really like.

“The turf experts give students a great deal of infor-
mation that you just can’t get out of a textbook,” adds
Byrnes.

Distributor Network

Jacobsen distributors play a vital role in the company's
success.

Ned Brinkman, Vice President of Sales, comments:
“We want our customers to be satisfied, but we don’t often
get a chance to talk with them face to face. This is where
our distributors and salesmen come into play. They repre-
sent Jacobsen.”

Jacobsen distributors are true professionals for turf
products. The average Jacobsen distributor has over 30
years of association with Jacobsen products. Some were
even around when the 4-Acre Mower was introduced in
1921.

“Our distributors are able to offer the most in profes-
sional service to the customer,” adds Brinkman. “This
makes the customer’s job much easier in choosing the
right equipment, getting parts, obtaining professional ser-
vices, or getting questions answered.”

The distributors carry large inventories of both products
and parts, so that customers can get what they need when
they need it. Large, modern service areas help to keep
customers’ equipment running properly with minimal
downtime.

Jacobsen’s parts distribution system is among the most
advanced in the industry. It's called REACT (remote en-
try and customer order tracking), and it helps to get
needed parts into the hands of the customer as fast as
possible.

Each Jacobsen distributor has a mini-computer pro-
grammed to place parts orders directly into the main com-
puter at Racine. The distributor can also use the system
to place orders for finished goods. The REACT system
improves turn-around time and gives the customer options
for mode of transportation and release time.

“This is the most economical way to get our parts
delivered,” says Jerry Betker, General Parts Manager.

Jacobsen has nearly 25,000 different parts in its system.
In addition, distributors carry a $20-million field inventory
in replaceable parts. If a distributor is out of a particular
part, the customer rarely has to wait more than 24 hours

Jacobsen’s main plant and headquarters in Racine has 490,000
square feet. The company has been a part of the Racine community
since 1920.

e

Jacobsen’'s CAD/CAM system speeds the development of new
products.

for the part to be delivered from the factory.

Another program for helping customers get parts is the
“Trader Jake program. The ‘“Trader Jake" program
utilizes the same computer used for the REACT system.
It allows the distributor to appeal to all other Jacobsen
distributors for an out-dated, rare or hard-to-find part.

“The Trader Jake system works very well,”” comments
Betker. “We look at it as one more way we can help to
satisfy our customers.”

Future of Turf Maintenance

The turf maintenance industry is constantly changing.
New products are introduced. New methods of maintain-
ing turf are tried. And new companies are getting into the
business.

Thomas M. Carter, Vice President of Marketing and
New Product Development for Jacobsen, points out the
present trend toward producing more finely-manicured turf
on golf courses.

“It's not just the greens anymore,” comments Carter.
““Many golf course superintendents are using triplexes and
lightweight 5-gang mowers on their fairways for higher
quality cutting, and Jacobsen is leading the industry in
developing new products to meet that trend.”

Carter also points out that there has been an increase
in demand for rotary and flail-type mowers for parks,
schools and other large turf areas. Jacobsen has
responded with a full line of rotary mowers along with a
new line of unique ‘ine-cut flails. The new fine-cut flails
combine a high-quality cut with quiet operation, even
discharge of clippings along the entire mowing width and
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A Greens King IV triplex greensmower is carefully assembled at the
Racine plant.

An HF-15 Fairway mower nears completion.

less chance of thrown debris.

Carter also sees a trend toward diesel engines to keep
mowing costs down.

“Diesel engines offer more power, durability and fuel
economy to the customer,” comments Carter.

Diesel engines are already incorporated into many of
Jacobsen’s turf machines. Their latest diesel entry is the
new Greens King IV Diesel, which is the industry’s first
diesel-powered triplex greensmower.

“Jacobsen is committed to leading the way in product
innovation and development to meet the demands for
precision-quality turf,”’ adds Carter.

Brinkman agrees, and adds that Jacobsen must also
continue to be price competitive in an industry that is
attracting more competitors each year.

Brinkman believes that Jacobsen’s emphasis on
engineering and research and development gives
Jacobsen a competitive edge.

“Technology has moved faster then ever in the past five
years,” comments Brinkman. “Products are always
changing, and companies without solid engineering and
research departments are going to get lost in the
marketplace among their competitors.”’

Modern Manufacturing

Jacobsen’s manufacturing methods are also a sample
of industry leadership. Although the Racine plant is not
new from the outside, the inside is very modern.

New lazer cutting machines provide faster, more effi-
cient cutting of steel plates. Robotic technology is used

JACOBSEN®

for welding to increase productivity and accuracy.
Numerically-controlled machining centers provide precise
multiple duplication of a part.

Such modern manufacturing methods save the com-
pany in manufacturing costs. These savings can then be
passed on to the customer. Jacobsen has always put the
customer first, ever since the introduction of the 4-Acre
Mower in 1921. Now, over 65 years later, Jacobsen con-
tinues to listen to the needs of the customer and respond
to those needs.

Many familiar products roll off the line at Jacobsen’s
Racine plant every day being shipped off to care for some
of the finest turf in the world. . . . . much of it right here
in Wisconsin.

Just some of those Wisconsin-built products include:

e Greens King IV family (triplex greensmowers)

e Turfcat Il series (out-front implement system
machines)

HF-5 (self-contained 5-gang mower)

HF-15 (self-contained 7-gang reel mower)

5/7 Ram-Lift (ranger mower)

HR-15 (self-contained rotary mower)

Turf Groomer™ (greens conditioner)

Trim King (triplex)

Turf King (triplex)

TF-60 (triplex)

Walking Greens Mower

C-118 (out-front implement system machine)

DW220 (diesel-powered system machine)
Jacobsen and Wisconsin

Wisconsin has been home to Jacobsen since the com-
pany’s origin. Jacobsen is committed to improving
Wisconsin industry and economy. As an example of that
commitment, Jacobsen is investing hundreds of
thousands of dollars each year in upgrading and
modernizing its facilities.

President John R. Dwyer, Jr. is happy with the relation-
ship between Jacobsen and Wisconsin.

‘“‘We have a long, successful history in Wisconsin, and
we hope to stay right here in Racine for a long time to
come.”
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LAKE SHORE SAND TDS 2150
TOP-DRESSING SAND

» CREATES A TRUER PUTTING SURFACE

* IMPROVES WATER INFILTRATION RATE

* HELPS CONTROL WEEDS—INCLUDING POA ANNUA
* MATCHES USGA SPECIFICATIONS

— TYPICAL DISTRIBUTION —
MESH M % RE(T)A.zINED

0.8

M
0.60
0.50
0.42
0.30
0.25
0.21
0.15
0.10

0.2
JORDAN R. SENSIBAR — AREA REPRESENTATIVE —

(414) 271-0625
515 West Canal Street » Milwaukee, WI 53202
(take the 6th Street viaduct)
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TERRACARE
AERATORS

TERRA 140

For Home Lawns and Smaller Turf Areas.

TERRA 200

Net Weight - 1060 pounds
Overall Length - 7 feet 8 inches
Overall Width - 4 feet 8 inches
Overall Height - 40 inches

Tire Size - 16 x 650 x 8

10 Disecs - 20 Tines per Disc
Aerating Width - 3 Ft.

Aerating Pattern - 312" x 414"

Discs run on Needle Bearings
TERRA 320 D;sc Sltlaﬂ - 1% dia.
Golf Course Fairways & Large Turf Actuation - Electric hydraulic pump
Areas. Recommended by Turf Experts.

WISGONSIN TURF EQUIPMENT CORP.

* * TWO LOCATIONS * *

1917 W. Court 21520 W. Greenfield Ave.
JANESVILLE, WI 53545 NEW BERLIN, WI 53151
608-752-8766 414-544-6421
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MY FAVORITE
SPOT

By Monroe S. Miller
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(Continued from page 1)

tribution made a difference?’ In Jim Love’s case, the
answer is an unequivocal yes. You have touched the lives
of more students in a very positive way than any one else
| know. In fact, “‘Love’s advisees'’ have to be among the
most vocal cheerleaders we have for any individual and
any department on our campus.”

Dr. Champ Tanner and his wife Katie were in atten-
dance. Dr. Tanner, currently chairman of the Soil Science
Department, was Jim’s masters degree major professor.
He recounted some of the humorous things in Jim’s years
in the Department and told of the world’s largest liming
study undertaken by Love many years ago. He spoke with
deep respect for Jim's unselfish commitment to teaching,
a trait not very common in a major university noted for
its research capabilities.

Mike Lee was a part of the program and expressed
thoughts felt by many students over the years. Mike's
remarks are included elsewhere in this journal.

Peter Miller, in Madison from the Columbus, Ohio area,
gave a presentation of slides taken decades ago at places
ranging from the 1967 GCSAA Conference which Jim
attended with several of his students to scenes from many
of Wisconsin’s golf courses.

Following cocktails, dinner, a toast, introductions and
remarks came the highlight of the evening. Jim was given
a matted and framed version of the program for the
evening. He and his lovely wife Nancy then had Hawaiian
leis placed about them as they were given a two-week
vacation in the paradise of Hawaii!

It was a magical night, one that his former students and
friends won't forget and hopefully one that Jim and
Nancy will remember for a long time, too.
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Joe W. Wollner ® 2892 Cimarron Trail ® Madison, W1 53719
608/274-9195 (Home) ® 1-800/362-3204 (Portage, W1 Whse.)
1-800/362-6310 (Rockford, IL Whse.)

Steve Ludwikoski provided

which was enjoyed by everyone,
music for the evening on including Katie Tanner and Leo
Nakoma's baby grand piano, . . Walsh.

Jim was given a framed copy of the
program.

One of Jim’s first turf students was Peter Miller, formerly Golf Course
Superintendent at Nakoma and Firestone Country Clubs. Pete took
honors for the oldest former student in attendance!

BRAYTON

CHEMICALS, INC.
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SERVING YOUR TURF NEEDS WITH

Applied Biochemists * Cutrine
Brayton * Custom Blend Fertilizers
Clearys * 3336, PMAS

Dupont * Tersan 1991, Tupersan
Gordons * Trimec, Betasan

ICI * Gro Safe, Fusilade

Mobay * Oftanol, Bayleton
Noram-Tuco * Nitroform, Acti-Dione
Rohm-Haas * Fore, Dithane

Solo * Backpacks, Handheld Sprayers

PRODUCTS FROM:

Brandt * Turf Mix Micro Package
Ciba-Geigy * Subdue, Diazinon
Dow * Turflon D, Dursban
Elanco * Balan, Surflan

Hoechst * Acclaim

Mallinckrodt * Vorlan, Duosan
Monsanto * Roundup

Rhone Poulenc * Chipco 26019, Ronstar
SDS Biotech * Daconil, Dacthal

Union Carbide * Sevin, Weedone DPC
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ﬁich'llield—proven
formulas we may have
more solutions

than you have problems.

Tee Time Professional Products
Distributed by:

TURF MANAGEMENT SUPPLY
6925 Norway Road
Sun Prairie, Wisconsin 53590
Phone (608) 837-5598

Mike Lee, Dr. Leo Walsh,

the professional’'s
partner™

R <<<< 2
Andersons

Lawn Fertilizer Division
P.0. Box 119
Maumee, Ohio 43537
Ohio:
800-472-3220
Qutside Ohio:
800-537-3370

and Dr. Champ Tanner were speakers on the program.

s

The Prolurf
Pre-Season Sale
allowances

offer great savings

You can save up to 15% with early booking, early delivery and
quantity allowances during Scotts, 1986 Pre-Season Sale...
and pay next year.

i Dick Evenson
Ask your ProTurf Tech Rep for details. Senior Technical Represantative

ProTurt Division
0. M. Scott & Sons

443 Woodview %
Sun Prairis, . /|
Prolurf. Telephone: 608/837-6563
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