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I N S I D E 
Native grass: it's a 
jungle out there 

With the proliferation of native 
grass areas on golf courses, 
steps need to be taken to 
maintain payability 6 

Meadowbrook Golf 
ups the ante 

Don Rhodes has come aboard 
to handle the acquisition of up 
to $350 million in golf course 
assets through the company's 
new Honors Fund 15 

C O U R S E 
M A I N T E N A N C E O 

• Seeded zoysia shows promise 
in lower transition areas 

• Perm02Poreallowsfortraditional 
look at San Pedro GC 

» Tools of the Trade at Hayes' 
Boone Golf Club 

D E V E L O P M E N T <•<• 
& R E N O V A T I O N •> 
Coldwater Golf Links owners 
bring affordable golf to Iowa 
Despite slowdown, NieburGolf 
staying busy 

1 East West Partners breaks 
ground on Old Greenwood 

C O U R S E 
M A N A G E M E N T 

1 NGCOA retools annual 
conference 

1 Cleveland Metroparks 
addresses slow play 

• Heritage teams with Hillwood 
to purchase Weston Hills CC 

S U P P L I E R f r 
B U S I N E S S • / 

» Truttmann, Deere to roll out 
One Source initiative 

» Lesco to add four new 
distribution facilities 

» New products from Hunter 
Industries and Bear Irrigation 

POINT 
Architect Damian 
Pascuzzo and the 
NGCOA's )ay Karen 
debate the need for 
municipal golf. 
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Comm'l Bancorp 
fortifies its golf 
lending practice 
B y D E R E K R I C E 

DUBLIN, Ohio — Around the 
first of the year, Commercial 
Bancorp, which specializes in golf 
course lending and financing, plans 
to bring some clout to its already 
respected prac-
tice, according 
to CEO Steve 
Mooney. 

With the hir-
ing of several 
people with 
many years of 
experience, the company plans to 
further establish its existing pro-
cess for helping potential buyers 
know what to plan for when seek-
ing funding for golf projects. 

"We've gotten with some people 
who are at the highest level they 
can be as far as putting a process 
together and who have been very 
successful with Fortune 10-type 
companies," Mooney said. He de-
clined to identify who those people 
might be or what companies they 
may come from. 

The company has spent the last 
year fine-tuning the education pro-
cess they go through with potential 
borrowers, said Commercial 
Bancorp's Jerry Cummings. 

Continued on page 16 

Erf|torlal|oc«s: Wetland Management 

Wetland issues delay Shelter Harbor project 
Course to break ground after long permitting process, many 'significant' routing changes 

An artist's rendition of the wetlands-challenged Shelter Harbor Golf Club. 

B y D E R E K R I C E 

NEWPORT, R.I. — Nearly three 
years after the permit process com-
menced, Shelter Harbor Golf Club 
is set to break ground this month. 
Permitting in Rhode Island is usu-
ally difficult, said architect Michael 
Hurdzan, who designed the course. 

"We've worked in 30 or 40 states 
at this point, and I would say Rhode 
Island is the most difficult state to 
get permits in," Hurdzan said. 
"They have a very small parcel of 
ground that they fiercely protect." 

The major cause for the delays 

centered around the property's 
hundreds of acres of wetlands, 
Hurdzan said. 

"We went through the normal 
identification, avoidance and all 
that, but they would continually 
find more wetlands," Hurdzan said. 
"Each time we did a wetland sur-
vey, they would find more, so there 
was never a definitive wetland sur-
vey until someone finally said, 
'Stop, we have to have a map that 
we work with.' 

"This was the most complicated 
and litigious permit process that 

we have been through. It was a 
large tract of land, it was in two 
towns and it had a lot of different 
issues," he added. 

Another wetlands related issue 
Continued on page 14 

LandLogic puts GPS mapping in supers' hands 
B y A N D R E W O V E R B E C K 

SCOTTSDALE, Ariz. — Tech-
nology entrepreneur Larry 
Robinson has rolled out an afford-
able and highly portable Global 
Positioning System (GPS)-based 
facilities management system to 
help superintendents become more 
efficient. 

Robinson's company, LandLogic, 
gives superintendents the power to 
create a GPS map of their own 
courses that can easily be updated 
through a pocket PC. The com-
pany sends GPS mapping equip-
ment to a course for 10 days, the 
superintendent and his staff map 
the course and then send the equip-
ment back to LandLogic. The com-
pany creates the maps, loads them 
onto a desktop computer and a 

Superintendent Kevin Hicks at Hillcrest CC in Boise, Idaho, 
said LandLogic lets him spend more time in the field. 

pocket PC and sends the package 
back to the course. The whole pro-
cess takes around three weeks and 
costs $7,000. 

"We realized that superinten-
dents don't have accurate course 
maps because they are prohibitively 

expensive," said 
Robinson. "You can 
bring a GPS mapping 
firm out and easily 
spend $20,000 and still 
have to escort a tech-
nician who is unfamil-
iar with golf courses 
around the facility. We 
decided to build a map-
ping technology that 
was simple enough for 
courses to do it them-
selves and cut out the 

cost of the middle man." 
The software is highly 

customizable, allowing users the 
ability to enter in exact informa-
tion about each course feature. "You 
can tell it exactly what kind of 

Continued on page 19 

IGM expands 
westward 
By A N D R E W O V E R B E C K 

CHAMPIONSGATE, Fla. 
— International Golf Main-
tenance (IGM) is expanding 
westward with the opening 
of new business development 
offices in Dallas and Phoe-
nix. It is also moving its West 
Coast headquarters from Los 
Angeles to Las Vegas. 

The contract maintenance 
company currently has four 
courses in the region and 
plans to add more. 

"Our parent company, 
Meadowbrook Golf, is look-
ing to acquire courses out 
West, so we thought it would 
be a good fit to increase our 
presence in these year-round 
golf markets," said IGM vice 
president Scott Zakany. "We 
had a presence out here, but 
our people were focusing on 
operations and business de-
velopment at the same time. 

Continued on page 20 
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Heritage, Hillwood acquire 
Weston Hills in joint venture 

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 Hills is a private club 
consis t ing of two 18-hole 
courses designed by Robert 
Trent Jones Jr. 

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

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 Husband 

ES partners 
Continued from page 15 

"The golf industry 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-
ing experience in feasibility of projects, 
enhancement of current operations, 

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 
2 0 0 2 ) , " he said. Shortly after 

assessment of properties for disposi-
tion and turnaround of under-per-
forming assets. The company will also 
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.• 

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.• 

Commercial Bancorp 
Continued from page 1 

"Ninety percent of the time, they're 
not educated to the point where they 
know what they should be doing -
they're just not there yet," Cummings 
said. "We 
have estab-
lished a 
very dis-
tinct pro-
cess we 
lead people 
through." 

T h e 
company is 
so confident its process works that it 
is looking into having it trademarked, 
Mooney said. 

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

"You have a storefront and a com-
modity to sell," 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 a large amount 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-
eration are "getting it," 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 
astute and they're grasping this stuff." 

While the golf business may con-
stantly evolve, Mooney said he is con-

fident that his company's model works 
in the current economic climate. 

"We try to make people think on 
a deeper level because that's what it 
takes right now in the golf market to 
get the financing," he said. "It will 
change, it always does. Three or 

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

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 $ 100 million," Cummings said. 
"These people are just not where they 
need to be; they don't know what 
animal they're trying to tame." • 

NGC0A 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, NG CO A president, 
said the summit was revamped to 
focus on issues that affect golf 
courses in today's economy. 

"The Solutions Summit will pro-
vide golf course owners with the 
tools they need to survive 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.• 

Cleveland Metroparks pushes 'ready golf 
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's golf professional. Fiander 
said pace of play at Sleepy Hollow 
has improved significantly since 
the devices were installed, with 
the average nine holes dropping as 
much as 40 minutes. The statistics 
were recorded through a tracking 
system implemented at Sleepy Hol-
low that compares 2002 turn times 
with 2001 times to assess the effec-
tiveness of the Personal Rangers. 

The Metroparks District's 
Manakiki Golf Course clubhouse 
staff 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 

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' Mas tick 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, 12th and 15th 
tees. The objective is to increase 
time awareness in players. If 
they prove successful in improv-
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 rangers and starters who 
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 initiatives in 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 to improve play on 
their favorite local golf course.® 

Michelle R. Smith works for 
Cleveland Metroparks. 

£Three or four years from 
now, all I may have to do is 
say, £Come in and we'll get 
you a loan/ But right now 
you cant do it that way 

— Steve Mooney 
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