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I N S I D E 
Superintendents retool regs 

Superintendents in Pennsylvania and New Jersey 
work to change water restrictions 8 

Safety goes high-tech 
GPS offers a multitude of safety features from golf car 
tracking to two-way communication 19 

G O L F E R S O N FILM 
In a move to keep golfers at the club after they have 
finished their rounds, the owners of newly-opened Pis-
tol Creek Golf Club (above) set up cameras on the 18th 
hole. The action is then shown on 15-minute tape delay 
in the club's restaurant. To read more about the club's 
other innovative ideas, see story on page 14. 

C O U R S E M A I N T E N A N C E 
Moss invades Colorado, no cure in sight 8 
Prevent accidents with safety plan 8 
Tools of the Trade at Dalton's Copper Hills G&CC..10 

Arvida donates live oaks to 'Old Ironsides' 3 
Hills and Forrest moving forward in 2002 14 
Ron Garl excited about paspalum's future 15 

Industry watching NGP merger 19 
Palmer Golf enters Pennsylvania 19 
KemperSports focusing on growth 20 

PBI Gordon, Griffin ready with new herbicides .. 23 
Rain Bird developing soil moisture probes 24 
New products galore 27 

Drought conditions 
on East Coast to 
persist into spring 

^ Seasonal U. S. Drought Outlook 

B y A . O V E R B E C K 

The warm and dry win-
ter along the entire East 
Coast has helped courses 
increase play and has al-
lowed superintendents to 
tackle more off-season 
tasks. However, as dry 
weather has persisted into 
March, courses f rom 
Maine to Georgia are fac-
ing the possibility of enter-
ing spring under challeng-
ing drought conditions. 

Some states have al-
ready declared drought 
emergencies and put re-

strictions into place and 
many more states could 
follow suit. The long-term 
forecast from the National 
Oceanic and Atmospheric 
Administration (NOAA) 
calls for a slight improve-
ment but predicts water 
shortages will continue to 
pers is t t h rough May. 
Among the more stagger-
ing drought indicators are: 

• The Northeast experi-
enced the second driest 
September through Febru-
ary in the past 107 years. 

•NOAA said the 

drought, which started in 
some areas in 1998, is now 
classified as hydrological 
because of low ground wa-
ter, lake and well levels. 
These droughts typically 
take longer to end. 

• Drought emergencies 
have already been de-
clared in New Jersey and 
in 26 counties in Pennsyl-

vania (See related story on 
page 8). At press time, New 
Hampshire and Maryland 
were close to declaring 
emergencies. 

"This winter drought is 
not unprecedented, but it 
is unusual for such a large 
area to share a drought of 
this magni tude ," said 

Continued on page 12 

Organic golf activists 
score major victory 
B y A . O V E R B E C K 

BROOKLYN, N.Y.—The 
Long Island Neighborhood 
Network (LINN) has won a 
major victory in its battle to 
make all new 
golf courses or-
ganic. A four-
judge Appellate 
Division panel 
here unani-
mously reversed 
a lower court de-
cision Feb. 25 
and ordered the 
Town of Stony Point to com-
ply with SEQRA (State En-
vironmental Quality Review 
Act) by completing a full 
environmental impact state-
ment (EIS) before continu-
ing work on its $18 million 
Rick Jacobson-designed 
golf course. 

The decision builds on a 

similar lower court victory 
and settlement in Suffolk 
County in 1998 (GCN June 
1999) that forced the 
county to commit to mak-

ing its two new 
18-hole courses 
in Yaphank 
completely or-
ganic. The re-

WM cent decision, 
r J however, could 

set a precedent 
on a la rger 
scale since it 

would apply to Nassau and 
Suffolk counties in addi-
tion to Brooklyn, Queens, 
Staten Island, Orange, 

Continued on page 5 

Gotham, First Union 
Real Estate to merge 
B y D E R E K R I C E 

NEW YORK — On the same day National Golf 
Properties announced its planned merger with 
American Golf Corp., First Union Real Estate Eq-
uity and Mortgage Investments and Gotham Part-
ners LP also agreed to merge. The resulting en-
tity, Gotham Golf Corp., will be a publicly traded 
company. 

Representatives from both companies declined 
to speak on the record for this story because a 
registration statement had not yet been filed with 
the Securities and Exchange Commission. There 
is no formal target date for completion of the 
merger, although if it has not been completed by 
August 31, payouts to First Union shareholders 
increase. 

The deal has been in the works for some time now, 
and has been through many proposed incarnations 

Continued on page 20 
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Toro, GE Capital create financial offering 
B y A N D R E W O V E R B E C K 

BLOOMINGTON, 111. — The Toro 
Co. has partnered with GE Capital Ven-
dor Financial Ser-
vices to provide a 
branded, single-
source financing so-
lution for golf courses 
and municipalities. 

The move not only consolidates the 
company's previous financing options 

but it also gives Toro access to a financ-
ing arm that is larger than Textron Fi-
nancial Services and John Deere Credit. 

Textron Financial 
Services and John 
Deere Credit have 
managed assets of 
$9.1 billion and $13 

billion, respectively, and GE Capital has 
served assets of nearly $20 billion. 

Continued on page 25 
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Toro teams with GE Capital to provide branded financing solution 
Continued from page 1 

"Previously we had no formal 
agreement for either irrigation 
or turf equipment," said John 
McPhee, regional business man-
ager. "This is a next-generation 
product. We have put the Toro 
brand on it and it is all-encom-
passing, from irrigation to turf 
equipment." 

McPhee, who helped structure 
the GE Capital agreement, said 
the financing solution will help 
Toro compete more directly with 
Textron and John Deere, but 
pointed out that the company 
will concentrate on cash flow-
based lending. 

"As long as the customer is 
creditworthy and meets the 

qualifications, we can provide 
financing beyond Toro prod-
ucts," he said. "Things like de-
sign fees, installation costs and 
pump houses can be added in." 

FINANCING A POPULAR OPTION 
According to McPhee, ap-

proximately 75 percent of equip-
ment purchased today is being 
financed either through a 

manufacturer's financing pro-
gram, a local bank, or a national 
provider. 

"Financing is becoming a 
larger part of the business solu-
tion that we are trying to provide 
our customers," he said. "As Wall 
Street money and management 
companies have gotten into golf 
over the last several years, there 

MAKE IT BETTER. 
BASF 
PROFESSIONAL 
TURF ^ ^ 

Basamid@ Image® Drive® Pendulum® 
When choosing a professional partner, you should 

demand a commitment to success equal to your own— 

the kind of commitment you get from BASF. While other 

companies were bailing out on the turf industry to chase 

profits in pharmaceuticals, BASF was actually divesting 

its pharmaceutical holdings to free up resources to serve 

you better. That means billions in R&D to add innovative 

new products to our already top-performing portfolio. 

It means unsurpassed customer service and a long-term 

commitment to the future of the turf industry. Most of all, it 

means working side by side with you to make it better. 

We don't make the turf. 
We make it better. 

BASF 

are more 
p r o f e s -
s i o n a l 
m a n a g -
ers at 
courses. 
They un-
derstand 
the advantages of consolidating 
financing transactions into one 
location." 

Offering flexible financing and 
leasing options will be the key to 
Toro's new program. 

"It all depends on the indi-
vidual," said McPhee. "We will 
offer options such as fair mar-
ket value leases, conditional 
sales cont rac t s , municipal 
leases and different combina-
tions. It all depends how your 
organization is structured and 
whether you are a for-profit or 
not-for-profit operation. 

"We are not advocating one 
solution over another," he con-
tinued. "That is why we chose 
GE Capital. They have a lot of 
flexibility and with their size it 
allows you to have a long-term 
relationship, which is important. 
When it comes to financing, you 
are more concerned with the 
second, third and fourth trans-
action." 

ANOTHER SALES TOOL 
Just as a master lease makes it 

easier for customers to manage 
business expenses, the financ-
ing agreement also makes it 
easier for Toro to manage its 
customer base. 

"Now we can look at our cus-
tomers and see which ones 
have leases coming due and be 
proactive in our approach," 
McPhee said. "But it is more 
than a tool to drive sales. It 
also gives us the ability to con-
trol and influence the financ-
ing services and make sure we 
have a quality offering." 

With the solid growth in leas-
ing over the last five years, the 
secondary turf equipment mar-
ket has been expanding as well. 
With the new financing arm in 
place, McPhee said Toro will be 
better positioned to take advan-
tage of that expanding market-
place as well. 

"When we had several part-
ners, it was hard to manage 
and monitor the equipment 
coming back," he said. "We will 
be looking at remarketing op-
tions and placing refurbished 
equipment back into the mar-
ket with an extended warranty. 
That is a big opportunity be-
cause it allows us to get to a 
different price point and still 
offer a reliable product." 

Toro's distributors will admin-
ister the financing program and 
they are all currently being 
trained by GE Capital and out-
side consultants. McPhee said 
the financing service is currently 
available and all distributors will 
be trained by May.H 


