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Despite vandalism and fire, superintendent Szklinski 
prepares Southern Hills CC for next U.S. Open 
B y J O H N T O R S I E L L O 

TULSA, Okla. — Golf fans attending next year's 
U.S. Open at Southern Hills Country Club here will 
likely marvel at the impeccable and challenging 
beauty of the Perry Maxwell-designed layout. But 
few will know of the effort and sacrifice made by golf 
course superintendent John Szklinski, his staff and 
the membership at Southern Hills, which made the 
staging of the prestigious event at the Midwestern 
venue possible. 

The Open is back at Southern Hills after a 42-year 
hiatus. In 1958, playing in sweltering heat, club-
throwing Tommy Bolt won his only Open title here, 
besting a young South African named Gary Player by 
four strokes. Bolt's skillful use of his driver on South-
ern Hills' tree-lined fairways, fringed by gnarly and 
deep rough, was the deciding factor. 

The 13th hole at Southern Hills Country Club 

Getting a golf course in shape to host a U.S. Open 
is a daunting enough task. But the staff and members 

Continued on page 14 

Survey finds 
course values 
softening 
B y J A Y F I N E G A N 

HARRISBURG, Pa. — 
Golf course values are 
stable or declining. The 
northern states are the new 
land of opportunity for 
companies looking to buy 
golf properties. And pri-
vate clubs have pulled even 
with daily-fee facilities as 
desirable targets in the 
course acquisition market. 

Those are among the find-
ings of a survey by Golf 
Property Analysts (GPA) 
here, which polled course 
management companies, 
investors and financial in-
stitutions involved in fund-
ing golf course real-estate 
transactions. 

According to Laurence A 
("Larry") Hirsh, whose Hirsh 
Valuation Group owns GPA, 
the survey signals that the 

Continued on page 30 

The 600-yard 18th hole at Robin Nelson's Moose Run in Alaska 

Wild Alaska: Robin Nelson opens 
course at aptly named Moose Run 
B y J A Y F I N E G A N 

ANCHORAGE, Alaska — They call 
Alaska "the last frontier," and the motto 
seemed right on the money to golf archi-
tect Robin Nelson. He recently unveiled his 
newest creation, the Creek Course at Moose 
Run, and he's still talking about the bears, 
wolves, lynx, moose and other critters who 
took a keen interest in the new layout dur-
ing construction. 

Alaska is by far our largest state, and 
this is a course to match - 7,324 yards 
from the back tees, 5,183 from the reds, 
with two holes running to 600 yards or 
more, and a slope rating near the top of 
the charts, at 142. The cart paths alone 
stretch over five miles and cross two sus-
pension bridges where the course 
traverses Ship Creek. All fairways are 
separated by at least 300 feet of towering 
trees and dense brush - there's no possi-
bility of slicing a drive into an adjacent 

fairway. The par-72, 18-hole design fea-
tures dramatic elevation changes and 
stunning mountain views all around. 

'The Creek Course is hardly your ba-
sic golf course," Nelson said. "Every time 
you come around a corner, there's a dif-
ferent look and feel to the course and its 
aesthetics. And there are many strategic 
options as to how to play each hole." 

The course is situated on the sprawling 
Army base at Fort Richardson, next to the 
old Hill Course at Moose Run, built in 
1951. The entire 36-hole complex, owned 
and operated by the military, is open for 
public play. 

"The people in charge up here are real 
golf fanatics," Nelson said, referring to 
the base's top brass and senior civilian 
officials. "Four years ago they started 
soliciting bids for a second course. They 
had 700 acres and we were supposed to 

Continued on page 26 

P E R I O D I C A L XS Inc. to extend ag model to turf market 
B y A N D R E W O V E R B E C K 

RALEIGH, N.C. — Following the suc-
cessful launch of its agricultural-input e-
commerce venture, XS Inc., based here, 
is primed to expand into the turf and 
ornamental marketplace with 
XSTurf.com, which is set to be introduced 
by the end of the year. 

The company's two-year-old flagship, 
XSAg.com, has quickly become a market 
leader, ranking at the top of Promar 
International's Aug. 3 ranking of agricul-
ture specific e-commerce websites. XSAg 
brings buyers and sellers together to trade 
chemicals, seeds and equipment parts. 

Continued on page 34 



XSTurf.com 
Continued from page 1 
The site currently has more than 
50,000 registered users. 

XS Inc. will apply the same 
model to the turf and ornamen-
tal marketplace. 

"The fundamentals of the turf 
and ornamentals market are not 
that different from agriculture," 
said Harry Albert, director of the 
company's specialty business 

unit, who has been in the em-
ploy of Aventis, Rhone-Poulenc 
and Union Carbide during his 
career. "You have the exact same 
active ingredients in chemicals 
- you have seed, just different 
kinds of seed, and you have parts 
and equipment." 

With the addition of hundreds 
of new golf courses a year, there 
are similar levels of competition 
and pressures to reduce costs in 
the turf market as there are in 

the ag market, added Albert. 
"A lot of courses are being 

built and not many more golfers 
are being added," he said. "Some 
courses that have been taking 
their budgets up five or 10 per-
cent each year are now having to 
live with 95 percent of last year's 
budget instead." 

BUYERS AND SELLERS TO BENEFIT 
According to Albert, 

XSTurf.com will provide a mar-
ketplace that will lead to a more 

efficient exchange of products. 
"You have many and frag-

mented sellers and diverse and 
fragmented buyers and a lot of 
products on the market that do 
the same thing," he said. "When 
you have that type of market-
place a true exchange is the way 
to sort out what the true costs 
are and what the most effective 
market mechanism is." 

Sellers 
Sellers, for the most part, will 

be distribu-
tors, manu-
f a c t u r e r s 
and dealers. 
S h i p p i n g 
costs will be 
p a s s e d 
along to the 
seller and H a r r y A l h e r t 
they will be 
charged a two percent transac-
tion fee. Those firms listing 
chemicals must have a pesticide 
dealer's license and those buy-
ing chemicals must have a com-
mercial applicator's license. 

"Sellers have lots of choices. 
We don't force them into a 
mode," said Albert. "They can 
put a product on as an auction or 
at a fixed price; the seller can be 
anonymous or identified; they 
can use our shipping or their 
own; they can use our escrow 
services or their own; and they 
can segment their listings down 
to the county level." 

Most of the transactions are 
anonymous, said Albert, because 
sellers either don't want to upset 
existing distribution channels or 
tip their hand to other compa-
nies and customers in the indus-
try. Many sellers, for example, 
are using the website to explore 
other markets, extend market 
reach and move additional prod-
ucts quickly and cheaply. 

"This is not set up just for ex-
cess inventory, although that was 
the original idea," said Albert. 
"Most of the stuff that is being 
sold is being sold in season and 
it is not excess product." 

Buyers 
XSTurf buyers will primarily 

be end-users. 
"The only reason you would 

want to buy on our site is be-
cause you are saving money," 
said Albert. 

Superintendents will not only 
be able to take advantage of com-
petitive pricing, they will also be 
able to set their own prices. "Buy-
ers can name their price and any 
seller can choose to meet that 
price," said Albert. 

Quality control is also a prior-
ity. The site deals in standard 
goods only and they must come 
in the manufacturer's original 
packaging. The buyer has 48 
hours to inspect the goods be-
fore XS Inc. releases the money 
from the escrow account to the 
seller. 

"If it is not precisely what the 
customer ordered, all he has to 
do is call us and we take it from 
there. He doesn't have to worry 
about it at all," said Albert. 

From the time the deal is fin-
ished, shipping time is usually 
seven to 10 days, although the 
company is working to get that 
down to two to three days for ship-
ments under 150 pounds and four 
to six days for larger shipments. 

COMPETITION 
Although there are already a 

Continued on page 36 
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XSTurf.com 
Continued from 36 

number of e-commerce initiatives 
targeting the golf course market, 
Albert contends that XSTurf al-
ready has an advantage because 
it offers anonymity, the security 
of escrow accounts and so many 
ways to sell products. 

"There is the catalog model 
which lists manufacturer's prod-
ucts at list prices," said Albert. 
"But if I am a buyer why do I want 
to buy from the site for the same 
or higher prices? There is conve-
nience, but not much value." 

As far as the request-for-quote 
model, Albert dismissed that as 
"great for the buyer, but bad for 
the seller—since the buyer is not 
committed the seller has little in-
centive to respond." 

XSTurf aims to penetrate all 
courses that have an annual bud-
get of at least $100,000 for chemi-
cals, seeds and parts—an esti-
mated 10,000 courses. 

Morgan Stanley invested $20 
million in the company in Decem-
ber, and the company is in an-
other round of strategic financ-
ing right now with Credit Suisse 
First Boston. 

In preparation for the launch of 
XSTurf.com, the company will be 
adding turf seed and equipment 
experts. 

Going forward, Albert is confi-
dent." This is not just a theory," 
he said. "We have proven that the 
free market exchange is the most 
efficient market mechanism lead-
ing to the best way to move inven-
tory and reduce the over all costs 
for the end user." • 
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