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NO SUBSTITUTE 

StephenManaold has long 
been part of the Smith Turf 
team. and h1s experience 
1n the turf business and 
specifically the golf industry 
goes back to 1970. He talks to 
Golf Industry SA. 

• 

hen Stephen Mangold 
began his working career 
in the family business of 

Mangolds more than five decades ago, 
golf clubs were run very differently. 
"Back In those days, when our 
company had acquired the Ryan Turf 
maintenance equipment agency for 
South Africa, golf clubs were managed 
by a club secretary, a resident golf 
professional and a greenkeeper. Often 
the club pro would double up as the 
person responsible for the upkeep of 
the course. The game was relatively 
affordable, but of course standards 
of turf conditioning was nowhere near 
what they are today, and even having 
an irrigation system, much less one 
operated via a computer, would have 
been considered the stuff of science 
fiction," he says. "Levels of expertise 
in all aspects of management at 
clubs have improved considerably, 
and there has been a huge change in 
turf maintenance equipment; a huge 
amount of research and development 
has resulted in machines that are far 
more sophisticated. When our company 
secured the Jacobsen agency for 

South Africa, I became involved in the 
golf side of our business full time. Up to 
then we had focused on turf aerators, 
scarifiers, sweepers and sod-cutters, 
and we supplied landscapers, and 
various sports facilities," he adds. 

The Mangold company was bought 
by CSE in 1993, at a time when the 
golf estate boom was gaining traction, 
there were umpteen golf estates being 
developed, and until the early 2000s, it 
seemed there would be no end to this 
frantic development. 

"Looking back, it is interesting to 
see how club management evolved 
- and most of our big clubs today 
are run more like small corporations; 
CEOs in charge, assisted by financial 
managers and other people such as 
event/marketing managers etc. It has 
also been fascinating to see how the 
game itself has been changed by the 
introduction of high-tech equipment 
and much-improved golf balls that 
fly further and straighter. Just how 
much this technology has benefitted 
the average golfer can be questioned, 
because average handicaps have 
remained much the same as when I 



saya.~angold. 

With thelncreaaed demand for 
perfectly groomed golf courses, few 
golfers have an understanding of what 
this entails, and the costs of keeping 
a large staff and a sizeable fleet of 
equipment. "I can sympathise with 
course superintendents - many of 
whom are expected to work wonders 
with limited resources. I cannot 
see this situation changing anytime 
soon, and as long as our currency 
remains undervalued against hard 
currencies, it will be difficult for clubs 
to justify spending the sort of money 
required to keep their courses in 
excellent shape. Many are nervous 
about passing on these costs to the 
consumer for fear of losing members 
and visitors- it Is a difficult situation," 
admits Mangold. 

After being in the maintenance 
equipment business for so long, 
when Smith Power took over the Club 
Car agency, Steve Mangold was the 
obvious person to take over the sales 
function of these golf cars, which he 
didn't find to be too difficult. "When 
Club Car was added to our product 
range, the fundamental difference was 
that when clubs decide to replace a 
fleet of carts, they realize that they 
are investing in a revenue generator, 
whereas replacing maintenance 
machines, the effect of this is not 

p(Odu~s they sell1 

eay ttiilt like the Toro brimd, 
Oar has earned an excellent global 
reputation, and our compa11y Ia proud 
of the relationships we have 'built up 
with our customers over the years. 
We go to great lengths· to exceed 
expectations when It comes to service. 
Price Is obviously Important, and we 
do everything we can to offer the best 
possible deals, which means operating 
on extremely tight margins.• 

Although Mangold has no delusions 

'' ••• COURSE STANDARDS 
of turf conditioning was nowhere near what they are today ... 
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- LEQUIPMENT MAINTENANCE 

SEEING RED 
The instantly recognizable Taro range of equipment in red livery can be seen operating on 

premier golf courses around the world. Lionel Coetzee of Smith Power Equipment, the agent 
for the famous brand. talks to Golf Industry SA. 

A
ny major supplier to the golf 

business is well-qualified to 
make an educated assessment 

regarding the overall wel lbeing of golf 

clubs. Despite the fact that almost 
everyone in the golf industry believes 
that we are in for a tough time, Lionel 

Coetzee, a director of Smith Power, 
remains upbeat. "We are fortunate in 
having the unwavering support of our 

suppliers, and Toro USA together with 
other manufacturers do everything in their 
power to ensure that we have excellent 

backup," he says. "Of course having 
healthy relationships with the people 
within our industry is so important." 

The list of golf clubs and other sporting 
facilities that swear by the Toro brand 
is an impressive one, and there is good 

reason for this. "The team at Smith 
understands just how critical it is to offer 
our client base a quality product, and our 

levels of service play a huge role in our 
success. I am proud to say that list of our 
current customers, which continues to 

grow, bears testimony to this," he says. 
A keen golfer who plays off a single

figure handicap (he is a member of Royal 

Johannesburg and Kensington), Coetzee 

feels for the golf clubs that are under a 
huge amount of financial strain as the 
number of rounds falls and membership 

retention becomes more difficult, but he 
believes that there is an upside. "In my 

experience it has been encouraging to 
see the unwavering passion in the golf 
business - there are so many excellent 

course superintendents and managers 
in the industry that love what they do, 
and they are determined to make a 

success of their operations. With this 
positive attitude there must be light at the 
end of the tunnel," he says, alluding to 

fact that despite a range of challenges, 
we continue to create and maintain 
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superb golfing facilities -as good as any 
country in the world. "If one considers 
that we have three golf courses that 

are rated within the world's top 100, 
this says a lot, but besides the courses 
at these top clubs, we have a host of 

layouts that compare very favourably 
with the best anywhere," he adds. 

Coetzee can certainly relate to 

the difficulties experienced by those 
tasked with maintaining golf courses, 
because he has been at the 'coal face' . 

"After completing my schooling and a 
compulsory two-year stint completing 

military service, I enrolled to study 

Agricultural Management at Maritzburg 
University. My intent was to pursue a 

career with a chemical supply company, 

'' 

who explains that he learned a lot from 
Schmidt, who had spent many years 
maintaining the Gary Player Country 

Club's course at Sun City. "Dennis was 
a patient mentor, and while I was being 
taught the basics of course maintenance, 
I also learned the importance of having 
the right work ethic. I must say that it was 

not always easy working with Dennis, 

because he did not accept anything 
other than perfection, but it was a great 

experience and I was grateful for the 
opportunity to learn from one of the best 
in the business." After many changes in 

the management at Mount Edgecombe, 
and contractors came and went, Modern 
Mowers in KZN referred Lionel Coetzee 

to Wally Bergman, the MD of Smith 

THE INDUSTRY 
has faced challenges in past, and has survived. 

which didn't pan out because of the 
merger of some of the major chemical 
companies at the time I completed 

my studies. What was meant to be a 
'temporary' job, I started working at the 
newly built Sakabula Golf Club. It was 

during this time that I was approached 
by a legendary figure in the golf industry, 
Dennis Schmidt, who offered me a 

post at Mount Edgecombe Country 
Club. I then began working for Leich 
Landscapes, who had the maintenance 
contract at the time," says Coetzee, 

'' 
Power, who offered him a position on the 
Smith team. "That was almost 15 years 

ago," Coetzee tells us. 
"Looking forward, the reality is that 

we are going to live with the fact that 

the landed cost of imported equipment, 

fertilizer and other chemicals will continue 
to rise, and unless the golfing consumer 

is prepared to bear the burden of price 
hikes, clubs will have to change the 
way they maintain their courses," says 

Coetzee. "Like it or not, many facilities 
will have to adopt a difference approach 



- frequency of mowing will have to be 

reduced, groomed areas will have to be 
shrunk, and even the equipment used 
might have to change. We may well see 

tractor-drawn gang mowers being used 
to cut rough and other areas at certain 
courses as was done years ago, which 

would certainly cut costs. Of course 
members and visiting golfers will have to 
accept that unless they prepared to pay a 

premium for beautifully-groomed playing 
surfaces, they will have to live with less 
than perfect conditioning." 

We are told that when Coetzee first 
began playing the game as an eight-

year-old, he had only one club, a hickory

shafted, hand-forged iron with a wrapped 
leather grip (which he still has). "The 
father of a friend of mine was a fanatical 

golfer, who used to play a few times 

a week, and he introduced me to the 
game. Growing up in the Natal Midlands, 
I would play at Hawick Golf Club where 

I eventually became a member and 
received my first offic ial handicap. We 

also played at Bosch Hoek, a great nine
hole layout, and while the condition of 
these courses was nowhere near the 

standards of most layouts today, we 

knew no better and learned to love the 

game all the same," he says, while taking 

a philosophical view of the general 
state of the game. "The industry has 
faced challenges in the past , and has 

survived. There is no doubt that we w ill 
get through the current tough times, and 
where we can be of assistance to our 

customers, we will always help out." rn 

ot-1 

~ 
For further details, please contact: 
Lionel Coetzee 
Smith Power Equipment agent 

u CemaiD mail@smithturf.co.za 
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WITH CLUB CAR, WE MAKE 

PLAY OUT OF WORK 
PRECEDENT AND CARRY ALL RANGE 

SMOOTHEST RIDING 

Precedent i2 
Petrol and Electric Available 

The Club Car Precedent i2 is the car that set the standard for 
styling and performance - the most advanced golf car ever 
built, a long-running success that has earned industry 
accolades and inspired imitation industry wide. And it's now 
powered by a best-in-class EFI (Electronic Fuel Injection) 
engine. 

From its 360° wrap-around bumper to its ergonomic seats, 
the Club Car Precedent i2 provides safety, comfort and 
stability on the course and off. Every detail was created with 
the golfer in mind - from the Monsoon Top that channels 
water away from passengers to a spacious bagwell and a 
redesigned interior with more storage space for personal 
items. 

Smith Turf Equipment. 

HARDEST WORKING 

Carry All 500 
Petrol and Electric Available 

Go ahead-load it up! Club Car's Carryall 500 Turf can take 
it. Especially when versatility is the name of the game and you 
need a machine with plenty of maneuverability and added 
muscle. 

Shouldering a full 680 kilograms of vehicle capacity, a 
rustproof aircraft grade aluminum frame, chassis and cargo 
box, the 500 Turf is the most functional vehicle in its class and 
is available in both petrol or electric featuring the IQ Plus 
System. 

If you're looking for a machine that can reliably perform just 
about any task your operation demands, the 500 Turf is your 
go-to vehicle. 

A division o f Smith Mining Equipment (Pty) Ltd. 
Tel: 011 284 2000 Fax: 011 284 2100 
www.smithturf.co.za ® 


