FIRST TEE OF AUGUSTA LOOKS
TO ALIGN WITH MASTERS

AUGUSTA, Ga. — The First
Tee of Augusta has appointed in-
ternational golf management and
consultingcompany MacDuff Golf
tomarket the organization’svenue
as a potential site for entertain-
mentand hospitality at nextyear’s
Masters Tournament. Thesite, lo-
cated 10 minutes from Augusta
National Golf Club, offers a nine-
hole Arnold Palmer-designed golf
course, practice range and putting
green and a new clubhouse.

CURRAHEE CLUB HIRES TWO

ATLANTA — Currahee Club
Properties LLC has named Brian
D. Stock as director of golf and
Gwen Gordon as general man-
ager. In this position, Stock will
oversee the startup of Currahee
Club, a Jim Fazio-designed 18-
hole that opened in late Sep-
tember. Stock will work closely
with Gordon to direct all golf
operations, from scheduling tee
times and coordinating tourna-
ments to handling staffing and
guest services. Stock comes to
Currahee from Woodlake Re-
sort & Golf Club in Pinehurst,
N.C., where he was head golf
pro. Most recently, Gordon was
general manager of Jupiter Hills
Club in Tequesta, Fla.

OLSEN NAMED PGA
PROFESSIONAL OF THE YEAR

CHICAGO—JockOlsen, head
pro at Interlachen Country Club
in Edina, Minn., has been named
the 49th recipient of the PGA
Golf Professional of the Year by
the PGA of America. Olsen is in
his ninth year at Interlachen and
has been a head pro since 1976.
At press time, Olsen was to ac-
cept the award at the PGA’s 86th
annual meeting on Oct. 31 in
Philadelphia.

TROON PURCHASES
REVERE GOLF CLUB

LASVEGAS-Scottsdale, Ariz.-
based Troon Golfhas bought The
Revere Golf Club,a36-hole daily-
fee facility. Revere features
courses, aptly named Lexington
and Concord, that were designed
by Greg Nash in collaboration
with Billy Casper. Lexington
openedin 1999 and Concord June
of this year. Both courses feature
waterfallsand lakes, canyonsand
rugged outcroppings, and dra-
matic shifts in elevation.
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By DEREK RICE
CHAMPIONSGATE, Fla.—With
the addition of industry veteran Don
Rhodes as its vice president of ac-
and
coupled with the formation, along
with Apollo Real Estate, of Honors
Fund LLC, Meadowbrook Golf ap-

quisitions development,

pears poised to take the next step
toward becoming a larger player in
the course management sector.

Rhodes, who formerly held high-
profile positionsat Heritage Golf, Bank
of America and Textron Financial,
said the company, backed by Apollo
islooking make significant acquisi-
tions.

“Apollo has made the decision,
and I think they're great for doingit,
that instead of trying to sell every-
thing and getting out even or with a
small profit maybe, oraloss, they've

raised more
money and
they’re going
to try to
roughly
double the
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Don Rhodes

size of the
company,”

he said.
Because
Apollo went through the boom of

the 1990s and the downturn of the
early 21st century, Rhodes said, the
company is in a position to under-
stand that golf is a stable business,

just not one that was made for get-

rich-quick schemes.

“They've been through this and
they understand the reality of the
market. They understand what golf as
a business can really generate. It is a

Continued on next page

NGCOA
revamps annual
conference

CHARLESTON, S.C. — In re-
sponse to the challenges facing the
goll course business, National Golf
Course Owners Association
(NGCOA) is revamping its annual
conference to present solutions to
the pressing problems facing golf
course owners and operators.

The NGCOA's Solutions Sum-
mitisscheduled for Feb. 22 through
26 in Palm Springs, Calif. The
summit’s educational seminars will
focus on how to maximize profit
centers and control expenses in all
areas of golf course operation.

A pre-conference workshop will
tackle the issue of marketing solu-
tions, which has become key as own-
ers and operators attempt to maxi-
mize profits in the face of flat rounds
played data. Other educational top-
ics will include the business value of

Continued on next page

Business veterans
form golf
consulting firm

HOUSTON — Golf, real estate and
hospitality industry veteran Elmer E.
Stephens and financial consultant
Glenn Fold have formed ES Partners
Inc., a firm that will specialize in golf
course and real estate project manage-
ment and advisory services for devel-
opers and owners of golf courses and
residential communities.

ES Partners is a preferred golf
management provider for Jack
Nicklaus Design, as well as a strate-
gic partner of C.H. Johnson Con-
sulting, a convention, sports and
real estate consulting firm.

According to Stephens, the
company's expertise and experience
will be beneficial to developers,
owners and managers.

Continued on next page

EDMONTON, Alberta,
Canada —After building and
designing courses for years, ar-
chitect and builder Grant
Puddicombe finally hasa course
of his own, and he wants every-
one to know about it.

Although RedTail Landing
Golf Club won't officially open
until July 2003 (GCN May
2002), Puddicombe and Asso-
ciates, which will operate the

The 16th hole at Puddicombe & Associates’ RedTail Lan
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course, is distributing a limited
number of “Early Birdie” passes to
allow golfers to play the track,
which measures 7,330 yards from
the back tees.

Puddicombe said the program
should generate growing interest in
the course. Along those same lines,
earlier this year, Puddicombe lob-
bied for the club to host the resur-
rected Alberta Open, which will
return nextsummer at RedTail June

First-time owners generate early buzz for new course

ding GC, which will open next summer.

24 through 26, a week before
the scheduled opening.

Operation of the course is a
family affair for Puddicombe.
He co-owns the course with
his sons Tod, Mike and Grant,
who is also the company’s
managing director. Grant’s
wife, Kimberly Schick-
Puddicombe, serves as the
club'sdirectorof salesand mar-
keting.

Cleveland Metroparks takes on pace of play issue

By MICHELLE R
CLEVELAND — According to
many golfexperts, one of the tough-

SMITH

est and most important challenges
facing golf course operators today
is pace-of-play management. A

course with substandard pace of

play, or even a reputation for hav-
ing slow play, stands to lose rev-
enue and regard in the professional
golf community if the problem is
not purposefully addressed.

In recent surveys of golfers, pace
of play was the number one con-
cern. To address this, Cleveland
Metropark District’s golf staff modi-
fied previous measures and insti-
tuted several new pace-of-play ini-

tiatives this season to maintain an
above satisfactory pace of play on
all six Metroparks courses.

“The goal is to ensure that we
keep our promise of fast play to loyal
and new patrons alike,” said Mike
Raby, clubhouse manager for sev-
eral of the district’s golf courses, and
leader of the pace-of-play initiative.

One measure the district has taken
atall six of its golf courses is to hand
out pace-of-play POP information
cards with receipts at every club-
house. This information emphasizes
the benefits of playing “ready golf.”
which improves pace of play.

Sleepy Hollow and Little Met golf
courses have established incentives

programs, using completed POP
cards, through which players are
rewarded for finishing 18 holes in
less than the standard four and a half
hours. Theincentives, whichinclude
free rounds of golf, are intended to
encourage players who might not
otherwise focus on pace of play.
Also at Sleepy Hollow, Personal
Rangers have been installed in the
golf cars. These electronic pace-of-
play management systems attach to
the car’s steering wheel and track
time from the beginning ofa player’s
round. The LCD display indicates
where players should be on the
course at any given time.
Continued on next page
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Weston Hills in

SAN DIEGO — Golf course
owners and operator Heritage
Golf Group and Hillwood, a
real estate and development
company owned by Ross Perot
Jr., have teamed to purchase
Weston, Fla.-based Weston
Hills Country Club. To make
the joint purchase, the two com-
panies formed a limited liabil-
ity partnership, WHCC LLC.

Weston Hillsisa private club
consisting of two 18-hole
courses designed by Robert
Trent Jones Jr.

Bob Husband, president and
CEO of Heritage Goll, said the

Heritage, Hillwood acquire

joint venture

was pleased to add Weston Hills
to Heritage’s portfolio. Weston
Hills is the 10th course Heritage
owns.

“Weston
Hills is an
extraordi-
nary ac-
quisition
for Heri-
tage be-
cause of
its unique
quality and the reputation it en-
joys in the surrounding areas of
Jacksonville and Palm Beach,”
he said.

Bob Hushand

ES partners

Continued from page 15

“The golfindustry has undergone
a transition in the past two years
from a period of dramatic growth in
the 1990s to a period of slow growth
or contraction,” Stephens said.

Stephens and Ford have consult-
ingexperiencein feasibility of projects,
enhancement of current operations,

assessment of properties for disposi-
tion and turnaround of under-per-
formingassets. The company willalso
leverage its industry relationships to
provide quality resources to meet cli-
ents’ needs and solve their problems.

The company signed two manage-
ment deals within days of its forma-
tion, Wildcat Golf Club in and The
Golf Club at Westwood, both in
Houston.ll

Meadowbrook

Continued from previous page

business that generates without le-
verage, maybe low teens numbers,”
Rhodes said. “It's a stable business
during downturns, but you have to
buy right. I think now is the time to
buy, and that's what they think.
They're putting more money in, so
it's a great opportunity.”

Rhodes said he left Heritage be-
cause he felt the company wasn’t
growing at the rate he expected
when he came on board.

“I was supposed to do the financ-
ing for all the acquisitions and do
acquisitions on the East Coast. But
we did one acquisition in almost
two years (Valencia CC, GCN May
2002),” he said. Shortly after

Rhodes’ departure, Heritage acquired
Weston Hills (see story above).

At Meadowbrook, Rhodes will
be responsible for overseeing the
company’s new Honors Fund,
which was established shortly be-
fore his arrival to capitalize on ac-
quisition opportunities, participate
in corporate restructurings and op-
timize the performance of assets
held in the fund.

The fund will initially be capital-
ized by an equity investment of $25
million from Meadowbrook and
Apollo, and will also target third-
party investors for an additional
$125 million contribution. By le-
veraging this fund, the company
will be able to acquire between $300
million and $350 million in golf
course assets.ll

Commercial Bancorp

Continued from page 1

“Ninety percentof the time, they're
not educated to the point where they
know what they should be doing —
they're justnot thereyet,” Cummings

fidentthat hiscompany’smodel works
in the current economic climate.
“We try to make people think on
a deeper level because that's what it
takesright now in the golf market to
get the financing,” he said. “It will
change, it always does. Three or

“We
have estab-
lished a

said.

very dis-
tinct pro-
cess we

lead people

through.”
T hde

company is

‘Three or four years from
now, all I may have to do is
say, ‘Come in and we’ll get is
you a loan.” But right now

you can’t do it that way.’

— Steve Mooney

four years
from now,
all 1
have to do

may

say,
‘Come in
and we’ll
get you a
loan.” But

right now

so confident its process works that it
islooking into having it trademarked,
Mooney said.

Commercial Bancorp looks at
golfasaretail business, rather than
areal estate venture, which Mooney
said is something a lot of operators
fail to think about.

“Youhaveastorefrontand a com-
modity tosell,” he said. “You've got
to bring the customers back repeti-
tively to be successful. It's not just
that you have a great location.

“Tee times are perishable goods.
Once that 10 o’clock tee time passes,
it's never coming back,” he added.

Unfortunately, Mooney said, too
many independent owners across
the country are ill-prepared to ei-
ther buy a course or, once they've
bought or built it, to run one, al-
though he said most management
companies do a good job at recog-
nizing potential pitfalls.

“There’s a lot of good manage-
ment companies out there, but you
have 17,000 courses around the
country,and alargeamount of [own-
ers| are just not capable of running
that type of business,” he said.

More and more people who are
getting into golf ownership and op-
erationare “gettingit,” said Mooney.

“Golf is changing a lot. The guys
who are coming on line now are
much different from the old own-
ers,” Mooney said. “The new are
astuteand they're grasping thisstufl.”

While the golf business may con-
stantly evolve, Mooney said he is con-
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you can't do it that way.”
Cummings said some people who
Commercial Bancorp turns down
are astounded that they aren’t able
to get a loan, but most understand
that there are some things they need
to consider before trying again.
“Just recently, we've probably
turned down even the first review of
about $100million,” Cummingssaid.
“These people are just not where they
need to be; they don’t know what
animal they're trying to tame.” ll

NGCOA summit

Continued from previous page

environmental stewardship, golf
shop success, the state of the indus-
try, membership development, prof-
itable golf ranges, human resources
and Internet connectivity.

Mike Hughes, NGCOA president,
said the summit was revamped to
focus on issues that affect golf
courses in today’s economy.

“The Solutions Summit will pro-
vide goll course owners with the
tools they need tosurvive and thrive
in this soft economic climate,”
Hughes said.

On Feb. 24 and 25, more than
100 exhibitors will take place in
the summit’s trade show. At previ-
ous NGCOA annual conferences,
the trade show had been limited to
one day.

The summit’s Idea Fair and Prob-
lem Busters events are intended to
give owners and operators an oppor-
tunity to share revenue-generating
ideas and find solutions to the chal-
lenges of day-to-day course opera-
tions with their peers.l

Continued from previous page

“These units are used at over 40
golf courses nationally and have
been proven to help players main-
tain a proper pace, or even shave
many minutes off their round
times,” said John Fiander, Sleepy
Hollow'sgolf professional. Fiander
said pace of play at Sleepy Hollow
has improved significantly since
the devices were installed, with
theaverage nine holes droppingas
much as 40 minutes. The statistics
were recorded through a tracking
systemimplementedat Sleepy Hol-
low that compares 2002 turn times
with 2001 times toassess the effec-
tiveness of the Personal Rangers.

The Metroparks District’s
Manakiki Golf Course clubhouse
stafl uses “wave” tee times on
weekends and holidays. Accord-
ing to head pro Tom
Kochensparger, this system has
been effective in maintaining the
course’s pace of play. The first
wave begins around sunrise. Six-
teen groups go off the first tee,
and 13 go off the 10th. After all
groups have teed off, the staff
shuts down both tees so play can
move from one nine to the other.
After all the groups have made
the turn, the staff begins a new
wave. This second wave usually
finishes around mid-afternoon,
when the course returns to a tra-
ditional first-tee start.

Kochensparger said the wave
system allows staff to regulate
how many groups are on the
course and to better spread out
play, which leads to better pace
of play. It also allows the course
to host more players during
prime morning hours.

Manakiki also posts selected
turn and finish times in a public

Cleveland Metroparks pushes ‘ready golf

location on the course to make
players aware of improvements in
overall course pace of play. This
encourages a “healthy competi-
tion” in players, spurring them to
keep pace with those who have an
impressive pace of play.
Metroparks” Mastick Woods Golf
Course also posts turn and finish
times in an attempt to make play-
ers aware of how their conscious
efforts can improve pace of play.
At Shawnee Mills and Big Met
courses, clocks with pace of play
will be in stalled at the first,
third, sixth, tenth, 12thand 15th
tees. The objective is to increase
time awareness in players. If
they prove successful inimprov-
ing pace of play, these clocks
may eventually be installed at
all six Metroparks courses.
Also, regularly scheduled meet-
ings for rangers and starters are
held to improve staff training in
customer relations and player
management. Through increased
and more intensive training, the
part-time rangersand starterswho
enforce regulations on the greens
become more effective in helping
maintain good pace of play. Rang-
ers use the POP cards to remind
players of ways to improve their
pace. At Shawnee Hills and Big
Met, starters have begun experi-
menting with wave tee times.
With these initiativesin place,
players on Cleveland Metroparks
golf courses will see the Park
District’s commitment to pro-
viding them with quality golf,
and they can see what their own
efforts can do toimprove play on
their favorite local golf course.l

Michelle R. Smith works for
Cleveland Metroparks.
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