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Crane combines product lines, like this Steiner tractor and Dedoes drum 
aerator, to provide his customers with efficient equipment. Crane (left) shows 
customer the hydraulic lift system of the tractor. 

It is 7:00 in the morning and Earl 
J. Crane is already at his desk 

working. Th is is not too unusual 
for a golf course superintendent or 
landscape contractor, but Earl is 
7 8 - y e a r s - o l d a n d a m a n u f a c -
turer 's representat ive for Dedoes, 
B u c k n e r , L a w n G e n i e , D e i n e s , 
Roseman, Locke, and Ste iner in 
Tiffin, OH, a small farming com-
munity south of Toledo. 

Crane sold his first turf prod-
uct, a Locke Tr i -P lex reel mower, 
in the 1930's in the Detroit area. 
O r p h a n e d at the age of t h r e e , 
Crane learned early that selling 
was his t icket to success . 

Whi le attending a turf field day 
in Michigan in the late 30's, Crane 
met H.M. Cooper, developer of the 
first se l f -propel led reel m o w e r , 
and took on the Cooper Champion 
Greens mower. In those days, it 
c o s t $ 2 9 5 a n d w e i g h e d 1 2 0 
pounds. Crane sold 3 ,000 Cooper 
mowers to Firestone in 1940 for its 
d e a l e r n e t w o r k . T h i n g s l o o k e d 

rosy for turf equipment markets . 
After a stint in the Army, Crane 

responded to an urge to get into 
t h e g o l f c o u r s e b u s i n e s s a n d 
bought C h i p p e w a Golf Course , 
near Toledo. He and his partner 
paid $52 ,000 for the 177-acres, to 
be paid off over 20 years. " A f t e r 
w o r k i n g our ta i ls off for t h r e e 
years, we sold the p lace , " Crane 
said thankfully. T h e land today, 
Crane estimates, would be worth 
more than $3 mill ion. 

Whi le part owner and superin-
tendent of Chippewa Golf Course, 
Crane began to compare equip-
ment . He b e c a m e especial ly inter-
e s t e d in t u r f a e r a t o r s . " T h e 
Terferator , developed in the 20's, 
drilled holes in the ground. Only a 
few greens could be done per day, 
compared to today's equipment 
w h i c h can do 18 greens in less 
than four hours , " Crane observes. 

"Aerat ion of golf courses before 
World War II was a luxury. Golf 
course maintenance didn't really 

b e c o m e a must unti l President 
Dwight E i s e n h o w e r popularized 
the sport . " 

C r a n e ' s i n t e r e s t in a e r a t o r s 
grew when he met Arnold Dedoes 
in 1969. " M y bro ther - in - law in 
Michigan had used a Dedoes and 
spoke highly of it. I decided to try 
to add the line to other turf prod-
ucts I so ld . " Arnold Dedoes reluc-
t a n t l y p r o v i d e d C r a n e w i t h a 
demonst ra t ion model w h i c h he 
q u i c k l y sold to t h e C l e v e l a n d 
Country Club. Today, Crane su-
pervises 40 U.S. Dedoes dealers 
and 16 other dealers outside the 
country. 

Crane notes that up to now, golf 
courses have been the big market 
for aerators. " B u t , " he said, " w e 
are now going af ter lawn care 
companies , industrial parks, and 
even the h o m e o w n e r . " 

Crane travels more than 60,000 
miles each year visiting dealers, 
giving demonstrat ions, and ser-
vicing customers. " A good dem-
onstrat ion is a very convinc ing 
sales tool , " he adds. 

O n e of C r a n e ' s spec ia l t ies is 
combining products from various 
equipment l ines to provide the 
t u r f m a n a g e r wi th m o r e f l e x -
ibility. One recent example is his 
combinat ion of a Ste iner center-
pivot , f o u r - w h e e l - d r i v e tractor 
with Dedoes drum aerators. The 
speed and maneuverabi l i ty of the 
small tractor speeds up aerating of 
large, curved turf areas. 

Crane tried to retire in 1971 to 
Arizona at the normal age of 65. 
After four years of observing the 
person managing his business, he 
d e c i d e d to get r e i n v o l v e d and 
hasn't let up since. " I 'm taking it 
day by day, month by m o n t h , " 
Crane cheer fu l ly answers . " B u t 
one thing is for sure, I'm going to 
k e e p b u s y . It k e e p s a f e l l o w 
young. " WT&T 


