BY VICKY POULSEN

These grounds
professionals
discuss why utility
vehicles have
become an

absolute necessity

mall enough to get into tight
spaces but tough enough to do
the job of their big truck coun-
terparts, today’s utility vehicles
have greater power, payload and
traction abilities that give land-

scape professionals more flexi-
bility in their day-to-day operations.

An increasing number of landscape pro-
fessionals are finding that utility vehicles have
become an absolute necessity, espedially in
areas like university campuses where parking
is a problem. We talked to university grounds
managers and others to find out just how use-
ful these utility vehicles are, and here is what
they had to say:
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MEDIUM PROPERTY

Name: Greg Burriss

Title: Grounds manager

Company: Furman University

Location: Greenville, SC

2000 budget: $1 million

Company profile: “We have 80 acres of turf
on the athletic grounds
and 80 acres on cam-
pus grounds. The total
acreage we maintain is
400 acres. We have
nine grounds workers
for the athletic areas,
12 with campus

grounds and two on the

Burriss



Many grounds operations have Club Car’s
Carryall, which is adaptable to light and
heavy work.

nine-acre president’s estate. We perform total
grounds maintenance care and landscape im-
plementation.

Equipment arsenal: “We have 10 half-ton
Chevy trucks, a one-ton Ford dump truck,
two five-ton Ford dumptrucks, seven golf
cars, one Cushman sprayer, one kromer
painter, one 4x4 Club car, and three John
Deere Gators.

Purchasing decisions: “We buy new except

for the golf cars.”

Dream vehicle: “A three-quarter ton 4x4
with turf tires, heavy duty dumpbed, winch
and weather band radio — and 40 miles to

the gallon!”

SMALL PROPERTY

Name: Chris Fay
Title: Grounds manager

Company: University of North Carolina at

Greensboro
Location: Greensboro, NC
2000 budget: $873,400
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Company profile: The University of North
Carolina at Greensboro is located on a 197-
acre campus in the Piedmont Triad Region
with 3.1 million gross sq. ft. of building space.
The grounds department performs services
such as maintenance of the golf course and
soccer stadium, moving, commencement
decoration and set-up, placement and collec-
tion of extra trash receptacles for outdoor
events, preparation of athletic fields for major
events, coordination of utility excavations and
special landscape design, excavation and in-
stallation. The grounds division also houses
the Solid Waste Management Division. One
supervisor, three full-time and seven part-
time laborers care for the athletic fields.

Equipment arsenal: “Ten pickups
(Dodge/Ford half-ton), three two-ton dump
trucks and two Cushman trucksters (gas)
with spray tanks. We also use a John Deere
Gator (gas) to haul and dump clay and mulch
to sand fields/golf course and a John Deere
(gas) infield Groomer. We drag baseball and
softball infields and groom sand traps with a
Tenant litter vacuum unit (gas). We have
three used golf-type Club cars (electric) and
one used six-passenger Club car (electric) to
give tours of campus grounds and transport

seasonal workers across campus.”

Purchasing decisions: “We buy new units
based on a bid process because we're a state
institution. We've had good luck with used

units from golf courses, too.”

Chris Fay drives one of his Cushman trucksters.
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LARGE PROPERTY

Name: Michael Lynch

Title: Account manager

Company: Environmental Management Ser-
vices, Inc.

Location: Columbus, OH

2000 revenue: $10.8 million

Business mix: Mostly commercial

Company profile: Mark Wehinger started En-
vironmental Management Services, Inc. in
1992 as a commercial landscaping company.
Installation services were added to compli-
ment maintenance contracts. “Since that
time, we have grown into a full-service land-
scape contracting company that performs
such services as design build, installation, irri-
gation, seasonal color, bird aversion and snow
removal. We have 160 employees, and our
business mix now consists of 70% commer-

cial maintenance and 30% installation.”

Equipment arsenal: “The utility vehicle we
get the most use out of is the Exmark Lazer
converted turf tractor, a zero-turn tractor
with a dry fertilizer hopper added to the front
and liquid tanks added to the back with both

hand wand and boom spray applicators.”

Purchasing dedisions: “We have three of
these Exmark vehicles in our fleet. Two were
purchased new in 1998 and one in 1999. We

plan to purchase another next year.”
Dream vehicle: “These machines take care of

our needs, but we're going to have a large

boom added to our next purchase.”
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TOOLS OF THE TRADE
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Manufacturers of utility vehicles keep making them stronger,

more versatile and more efficient

Vehicles with more horsepower
and greater payload capacity are
what contractors are looking for,
and manufacturers are respond-
ing by putting more muscle in
their products. We asked several
manufacturers what the driving
force was in their design of these
products, and here’s what they
had to say:

ASV, INC,,

GRAND RAPIDS, MI
218/327-3434

Brad Lemke, director of new
product development

Utility vehicle: RC30 all -surface
loader

Key trends: “We'd been build-
ing larger rubber-track vehicles

for a number of years, then
ASVRC30 W

heardmore people talk about
smaller machines. In response,
we developed the RC30.”

Best features: “Our rubber-track
technology allows our machines
to go anywhere."

On the horizon: “I think there
will be multiple models of rub-
ber-track machines to choose
from, and more choices in size

and horsepower.”

JOHN DEERE,

TRIANGLE PARK, N.C.
800/537-8233

Collis R. Jones, product mar-
keting manager, vehicle group
Utility vehicles: Gators

Key trends: “Landscape profes-
sionals need a versatile vehicle
that will allow them to efficiently

haul and tow needed supplies.”
Best features: “John Deere
Gators are popular because of
the engine options and varying
payload capacities.”
Finance/purchasing decisions:
“Most landscape professionals
own their units, but for large
jobs and immediate needs,
Gators have become a popular
item with rental companies.
THE TORO COMPANY,
BLOOMINGTON, MN
612/888-8801

Jody Hinkle, marketing com-
munications manager

Utility vehicle: Toro Twister,
Toro Workman 2100 and 1100
mid-duty vehicles

Key trends: “Utility vehicles are
becoming more popular within
the landscape marketplace. The
new breed of vehicles have
greater power, payload and trac-
tion abilities.”

Best features: “Toro utility vehi-
cles offer the highest horsepower
and payload available, and the
Toro Active In-Frame suspen-
sion and traction system allows
for the vehicles to easily and
comfortably get to a work site."
Finance/purchasing decisions:
“Vehicles are typically owned.

Landscape professionals will pri-
marily shop their local dealers.
Larger, national landscape com-
panies are more likely to have a
distributor relationship.”

On the horizon: “More vehicles
in this class will offer more
power. which means more ad-
vancements in attachments.”
OTHER MANUFACTURERS:
Kawasaki Motors Corp., USA
949/770-0400

Broyhill
800/228-1003

Club Car
800/258-2227

Kent Mfg. of Venice, Inc.
800/330-5368

Mitsubishi Fuso Truck of
America, Inc.
877/202-9650

MTD Products, Inc.
330/225-2600

—~
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More \

Visit our Web site to read about what other
manufacturers have to say about trends in
the utility vehicle market.
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Polaris Industries’ utility task
vehicle

Crew-sing
Beginning in 2002, Mitsubishi Fuso Truck of
America, Inc. will offer a Crew Cab for its FE-SP
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with automatic transmission. The seven-seater
truck features a 175-hp engine, 165.4-in. wheel-
base and 14,500-Ibs. GVWR. For more info con-
tact Mitsubishi Fuso at 877/202-9650 / cirde #273

Like a pro

Polaris Industries' Professional Series Workmobiles
include the All-Surface Loader, Utility Task Vehi-
cle, ATV Pro and others . The UTV is available in
2x4, 4x4 and 6x6 models. For more information
contact Polaris at 763/542-0500 / arcle #274

Tread carefully

Kawasaki's Mule 3020 utility vehide features
smooth-tread 20-in. tires and can carry 803 Ibs.
and tow 1,200 Ibs. For more information contact
Kawasaki at 949/770-0400 / cirdle #275

No stopping here

The John Deere ProGator utility vehide is available
in 23.5-hp diesel and 26-hp gas versions. The vehi-
des have a five-speed, fully synchronized transmis-
sion that lets the operator keep going without
stopping to change gears. For more information
contact John Deere at 800/537-8233 / dircle #276

On track

All Season Vehides' RC30 is a driveable, all-surface
loader that fits in the back of a pickup and features
rubber-tracked technology. For more information
contact ASV at 800/346-5954 / cirdle #277

Use force

Broyhill Company’s TerraForce has a 2,400-b.
payload capadty, cab forward design, standard
power steering and mid-engine placement for
balance and service access. For more info contact
Broyhill Company at 800/228-1003 / circle #278

Out of the box

Aluminum utility boxes from Kent Mfg. of
Venice, Inc., offer the chance to have a utility ve-
hicle with the features of a factory direct model
but at a fraction of the cost. For more informa-
tion contact Kent at 800/330-5368 / circle #279


http://www.trac-vac.com

