RELATIONSHIPS
ARE KEY (DUH!)

Last November | drove through a dense fog to visit the Philadelphia Eagles' new home,
lavish Lincoln Financial Field, south of famous Broad Street, and across Pattison Avenue from the
Phillies' new home opening this spring (Citizens Bank Park). The ghost that is Veterans Stadium
was nearby, awaiting implosion.

| was the guest of Stull Equipment, which sponsored a Field Day for area turf managers and
has a 6-year agreement to supply field care equipment to the Eagles. | was lucky enough to
spend some one-on-one time with Tony Leonard, the Eagles’ sports and landscape manager, who
took me on a tour of the facility, including a look at the SubAir System as well as his “command
center" and equipment and supply areas. And naturally we spent some time on the field, which is
97 percent natural grass and features the same DD GrassMaster system as Denver's Invesco
Field. Leonard says two machines stitched the GrassMaster material into the turf for two and a
half weeks, 6 days a week, 24 hours a day. (For more from Tony Leonard, see page 29.)

Since | was there courtesy of his equipment dealer, | asked Leonard about his experiences and
relationships with suppliers. “Number one is the product; if what's being sold doesn’t cut it, that's
obviously a problem,” he said. “And service is a high priority. | can get a part | need the next day
from Stull.

‘I need to have a trust level with my suppliers, which is built over time. As the relationship
becomes stronger, you get better service, no doubt," Leonard added.

What about entertaining sales pitches from your current suppliers' competitors?

“I'll listen to what others have to say though my philosophy is, ‘If it ain’t broke, don't fix it'," he
said. "For example we get our field paint from a local supplier who can deliver within 2 hours of
my calling him, and that works out great for us.”

Leonard still prefers face-to-face dealings with local suppliers or using the phone. He said he
isn't yet comfortable with buying via the internet.

Rod Smith, president of Stull Equipment, a Jacobsen dealer, follows a simple formula to meet
customers’ needs and expectations: Reliability + Availability = Investment.

“Reliability comes from providing consistent quality in all areas and responding quickly to every
input. Availability is a function of having and delivering the right product when and where the cus-
tomer wants it. And to have these traits requires a considerable investment in people, vehicles,
inventory, and systems,” said Smith.

“We strive to do what's right for the customer as well as our company. Many times these princi-

ples are in direct conflict; what the customer wants may be very costly for us
to deliver,” said Smith. “Our relationship with the Eagles has played on the
need for a balance, a win-win philosophy that should sustain a successful
business relationship.”
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