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GOLF COURSES
. With A Profit Motive

A well known architect discusses eight points that should

By GEOFFREY S. CORNISH

Golf Course Architect
Amherst, Mass,

1‘Bvc;nm' of the immense demand by the

: public for fee type golf there is great-
er emphasis this year than ever before on

y construction of profit-motive courses.

This trend is further accelerated by the
availability of federal funds for the financ-
ing of certain golf facilities, Harry Eck-

4holf, Eastern field director of the National
Golf Foundation, described these funds in

-.an article in the March issue of GOLF-
DOM. (page 160).

- Individuals and corporations contem-
plating profit motive golf ventures are con-
fronted with many problems or questions,
each of which requires an early decision,

JThese decisions may affect the entire fu-
ture of the project. Unfortunately they

v have to be reached early in the planning
stages despite meagerness of data per-

v taining to tllwm. Several of these problems
are discussed hereunder to assist future
owners in reaching decisions.

A graph is also provided to show pros-

spective owners the relation between main-
tenance standards and gross income on

- several 18 hole layouts.
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be considered when a fee course is being planned

Will the Saturation Point Be Reached?
If we ever reach this point, it is a long
time off. The more courses the more in-
terest is generated in the game. Each

time a new course is opened, more people
start to play regularly and those that have
been playing play more often. Personally,
1 do not think we have even scratched the
ﬂllrlnl('l' ill new course (.'flnstl'”('“()ll.

For example, in the 15 mile stretch

from Providence, R. L. to Fall River, Mass.,
there was only one fee-type course as re-
cently as 1954, Today I know of seven.
All are crowded. On Saturdays, Sundays
and holidays long waits are encountered at
starting tees.



Minimum Maintenance

Below Average
Maintenance

Average Maintenance/

Minimum Promotion

High Maintenance/

Average Promotion

Super Maintenance/
Costly Promotion

$20,000

Maintenance/promotion costs—White Bar
Gross Income from green fees—Black Bar

Incidentally, the increasing number of
fee courses leads to a greater demand for
member owned country clubs because a
portion of the newcomers to the game de-
cide they would like a private club of
their own.

Although competition can actually help
the majority of fee courses, the operator
who mines his facilities without putting
anything back into them except minimum
maintenance is sure to encounter severe
trouble from competition sooner or later.
Conversely, the operator who spends huge
sums of money wastefully without getting
value for his money can also encounter
trouble.

Elaborate or Modest Course: Since a
broad section of the population is inter-
ested in fee type golt we find both the
modest and elaborate layouts crowded to-
day. But the elaborate course can com-
mand higher greens fees and is therefore
the greater money maker.

Still the initial outlay of the latter is
greater and many individuals contemplat-
ing building a course have to content
themselves with the modest type. Indeed,
such courses operated by the owner and
perhaps his family can bring in a very
nice income in the form of salaries, al-
though never as spectacular a profit as is
so often the case with costlier courses.

Architect or Non-Architect Designed:
The modest course can perhaps be laid
0o

P

$60,000 $100,000

The relationship that probably exists between gross
annual income from fees, and outlay for main-
tenance, including promotion, is depicted graphi-
cally above. Income generally increases with higher
meintenance and promotion standards until the
economic law of diminishing returns eventually
manifests itself. Gross income from food ond drink
isn’t included in this chart, It frequently runs as
high as 50 per cent of fees at an 18-hole course
where average or higher maintenance standards
are met,

out by the owner, but he should seek ad-»
vice from a golf course supt. and a pro-
fessional golfer. The more elaborate setup
with its greater construction expenditures
should be architect-designed. 1
This writer recognizes that nearly every
golfer would like to design a course, Some-
times the opportunity presents itself. Un-
fortunately it is sad but true that moste
elaborate courses designed without pro-
fessional services are never outstanding -
successes. Although the amateur designer
may use the utmost common sense in mak- *
ing the plan, his lack of experience in-
evitably leads to natural errors that contri-
bute not only to a prodigious waste of
money but to an inferior course. -
There is no substitute for training in
golf architecture and subsequent experi-
ence. Too much is involved initially and
over the life span of the course to trust
the project to an untrained and inexperi-
enced man. But this does not mean that
the owner’s ideas should not be embodied
in the layout. Certainly the architect mustss
be prepared to consult on all phases of
(Continued on page 95)
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Courses with A Profit Motive
(Continued from page 22)

» planning with the owner and his associ-
ates,

Nine or 18 Holes: While it is better to
build nine good holes initially than 18
mediocre ones, it is of the greatest im-
portance to control sufficient real estate
so that the course can be expanded to 18
when additional funds become available.
This is true whether the layout is a regu-
lation course, a Par 3 or a pitch and putt.

The net profit from 18 holes can be
three times lllmt from nine. This is because
9 holes have less than half the capacity on
crowded days; the overhead per hole is
higher; and nine holes are seldom as pop-
ular as 18 with today’s golfer.

Accountant and Legal Advice: Elabor-
ate layouts well located and with high
maintenance standards and effective man-
agement and promotion are grossing well
over $100,000 annually from green fees
alone. With operating expenses of $45,000
to $60,000 the net before taxes is high.
But net after taxes can be another story.
With so much involved it is important that
accountancy and legal advice on corporate
structure be obtained in the earliest stages.
The corporate structure can have a bear-
ing on the tax bite.

Non-Equity Clubs: Another type of golf
course built with a profit motive is the
non-equity club where memberships are
sold by the owner who does not part with
e any equity in his property or facilities.

The facilities are operated as a private
club with fee players allowed only through
member invitation, Members pay annual
, dues.
Members Spared Assessments

Many of these clubs have been highly
successful because the operation can be

s run most efficiently and lllw members are
spared annual assessments that so often
are the curse of member-owned clubs,

One drawback, however, is that it may

. take several years to obtain a full member-
ship of 300 to 400 adult members, plus
families. Therefore the course may be op-
erating at partial capacity for years. On

v the other hand, if the owner operates the
course partly on a fee type basis, he may
find it difficult to sell memberships to

people who are seeking the privacy of a
. country club.

Conditions vary so greatly that it is im-
possible to make a recommendation in this
regard. Sometimes it is best to open the

* future non-equity club initially as a fee

v

-
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THE GRASS IS
> ALWAYS GREENER
ON YOUR SIDE OF
THE FENCE...
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“when youvs'.t;.)'écify

XL TURF SPECIAL

water soluable
28-7-14

FERTILIZER

XL TURF SPECIAL ‘“the perfect
formula” starts to work almost in-
stantly, feeding through the blades
and roots. Provides better control of
growth, texture and color. Apply
when needed, as a maximum dosage,
or for continuous controlled feeding
...it will not burn! XL TURF
SPECIAL is compatible with all
Doggett Fison insecticides and fungi-
cides, and most others...cuts your
labor cost to the bone!

Seeing is believing—Try some now!

FREE SAMPLE
Just return the coupon, we'll send com-
plete information on XL TURF
SPECIAL, and other products for cus-
tom application . . . your local distributor
will RUSH a Free Sample of XL TURF
SPECIAL.

DOGGETT FISON COMPANY
SPRINGFIELD, N.J. * 201-DR 6-5900

N A e O

' gen-Fison Compony '
l Springfield, New Jorsey |
Please RUSH complete information, and
| |
sample of XL TURF SPECIAL 28-7-14
| Water Soluble Fertilizer. |
: My Name :
| Club or Course |
| Address —= [
| Ciy _State |
B e e A s S iy S L e GRS
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AT LONG LAST THE

combination

TOP DRESSER - SPIKER
PLANTER

Will spike and topdress in one operation.
Also an ideal stolon planter.
Dressing Capacity 4 cu. ft.
3 Foot Spread

POWER DRIVEN

3 Horse, 4 Cycle Motor

type course without members. Member-
ships are then sold to patrons over the
vears until there are enough to warrant
restricting the course to these members.

In several cases I have noted that groups
of the patrons have gotten together to
form a club and have then arranged with
the owner to close the course to the pub-
lic. This has spared the owner the tre-
mendous promotional campaign needed to
put the non-equity club over. It has also
provided the owner with profitable initial
vears when the course was still operated
as a fee-type venture. In other instances,
owners have been well advised to open
initially as a private club. Accordingly,
each situation is different and must be
thus judged.

Adequate Initial Financing: As in any
other new business, adequate financing
must be arranged for initially. Obviously
insufficient financing can lead to disaster.
Troubles in this regard usually arise from
costs that are overlooked. The most note-
worthy of these are the first years carrying
charges on borrowed money for fencing,
leach fields, maintenance equipment,
equipment building, parking and entrance
road and utilities. Evervone appears to
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This machine will topdress 150,000 sq. ft.
of putting surface in one 10 hr. day. All
metal-electric welded. Four rubber tires
and two split rear rollers. Sold through 1*
dealers only. See your local dealer or
write:

(Patent applied for)

Fraser Top Dresser-
Spiker

12 Center Street
Travelers Rest, S. C.

budget quite adequately for course, clubsy
house and real estate, but some are in-
clined to forget the other outlays, "
What of the Course of the Future?
Courses of the future will no doubt be*
essentially the same as those of today. But
as the fee golfer becomes increasingly
sophisticated he will, like his close rela-
tive, the country club golfer, demand”
more refined and elaborate facilities.
There is a trend towards a large num--
ber of holes such as we know at St. And-
rews, Pinehurst, Bethpage on Long Island’
and other golf centers. These can be term-
ed golf complexes and already we see
several of these 54-or-more hole layouts
in the drawing board stage with portions®
floodlit for night play. There are advant-
ages businesswise to these gigantic golf+
ventures. Not the least is the fact that a
complex can pay top money for the best
supt., professional and manager, who in
the final analysis constitute the key to
continuing success of any golf operation.
While this article has per%mps served to
introduce some considerations to be made
in early planning of a golf course built -
with a profit motive, it is emphasized that
any individual or group contemplating
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such a venture should hrst contact the
National Golf Foundation for its valuable
assistance in providing data upon which
intelligent initial decisions can be made.

Business Is Production;
Pastime Is Research
(Continued from page 30)

nois Crop Improvement Association and
Purdue University.,

One or the other of the nurservmen
will tell you that the bent plots are kept
mowed so that they don’t re-seed, and
that errant blades are removed so that
the purity of strains isn't disrupted. It is
pointed out that the progeny of a single
plant always has different characteristics
than its parent, but that doesn’t neces-
sarily mean that it is weaker.

Tryving to explain this genetical fact
in terms that are understandable, Ben

Warren puts it this way: “You can never
tell about the offspring. He may resemble
the parent very closely, or he may differ
completely. You might put it in terms
that are tamiliar to golfers. The progeny
that is produced may have its mother’s
power and it’s father’s finesse.”

Although bents produce offspring of
amazing variability when they go to seed,
bluegrasses aren’t similarily atfected. So
far as people who grow Merion on a
wholesale scale are concerned, this is a
blessing. If they had to worry about the
purity of strain in acre after acre of turf,
they'd never get into the nursery business.

In recent years, the Warren company
has developed what it calls “backyard
putting green bluegrass’ for golf buffs
who want to take the game home with
them. This is a refined grass that is kept
under close watch for vigor in vucr().u'L-
ment and disease resistance. And, like
any favored project, it receives special
fertilization.

Shade Tolerance

In the shadehouse at Palos Park, bents
and bluegrasses are constantly checked
to see how much sunlight they must
have to survive, There is considerable vari-
ability in the shade tolerance of the two
strains, but it is agreed that each must
get at least 35 per cent of available sun-
light if it is to thrive. When either bents
or bluegrasses receive less than 25 per
cent of available sunlight, they simply
refuse to grow, according to Gaskin.

JIM KEOUGH

Freshmeadow Country Club
Lake Success, N.Y.

“We started using Aqua-GRO in 1959, It's
done a terrifie job. We do less watering and
get water into spots we couldn't get it into
before. . , . Before Aqua-GRO we'd give a
green a half hour on the back and a half
hour on the front, If the greens were a bit
hard, the water all ran to the low spots.
I don't have that trouble any more. The
color is better—no yellow off in one spot
and a nice green spot here—the greens are
more uniform. Root depth is good. We start
our Aqua-GRO program in the spring with
a heavy dose and then apply a little each
week with our fungicides. We've had no
trouble at all as far as disease."”

Aquatrols Corporation of America + 217 Atlontic Ave. + Camden, N. J. L
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