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Industry must give ground on environment

BY MARK LESLIE

The golf industry must do some “se-
rious soul-searching” about the magni-
tude of its projects and undertake re-
search to disclaim “pseudo-scientists”
ifitis to continue to thrive, according to
government and industry officials.

Speaking at Golf Summit 90 in Palm
Springs, Calif., experts from the Envi-
ronmental Protection Agency, Golf

Course Superintendents Association of
America, United States Golf Associa-
tion and American Society of Golf
Course Architects agreed obstacles to
golf development will get tougher and
laws harsher.

The obstacles include golfers’ de-
mand for green and low-cut courses;
misinformed environmentalistsand the
lack of scientific information on pesti-

Californians vote no

BY PETER BLAIS

California voters last month
turned a major thumbs down on
two ballot questions that would
have banned many of the pesticides
used on golf courses.

“We're obviously pleased that
our efforts were successful,” said
Raymond Davies, president of the
Golf Course Superintendents As-
sociation of Southern California
which united with other regional
California superintendent asso-
ciations to fight the Big Green and

CAREFUL initiatives.

“But we know the issue isn’t
dead. This is just the first inning
in a long ball game. Now we'll just
have to wait and see what type of
initiative or other tactic the en-
vironmentalists come up with next
time.”

Sixty-four percent of the
electorate voted against Big
Green, which would have banned
up to 80 percent of common pes-

ticides. :
Continued on page 13

cide and fertilizer use; an upcoming re-
registration of List A pesticides; tighten-
ing wetlands regulations; and localized
anti-development sentiment.

“But you shouldn’t see the environ-
ment as a roadblock...,” said EPA Asso-
ciate Administrator Lewis S.W.
Crampton. “A pleasant environment is a
veryimportant part ofenjoying the game.

Continued on page 22
First
Partners
Club a ‘go’

BY MARK LESLIE

Construction is about to begin
on the firstlink in an international
chain of exclusive golf and meet-
ing facilities called The Partners
Clubs.

International Golf Manage-
ment, Inc., has reached agree-
ment in principle with the board

Continued on page 19

A golfer drives from the back tee of the 6th hole at
Boulder Ridge Country Club in Lake in the Hills, Ill. Bob
Lohmann and Fuzzy Zoeller designed thel8-hole course
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at the private residential golf community. For more on new
courses, see pages 14-15.

Americans share knowledge in Europe

BY VERN PUTNEY

Golf Course Europe drew many of
the leading names in the American golf
industry to Paris in late November to
discussthe state ofthe gamein Europe,
considered among the most fertile

breeding grounds for new golf course
development in the world.

“Golfhasitsrootsin Europe, butnow
is a universal sport, “ said Dan Maples,
president of the American Society of
Golf Course Architects.

“(In the United States) growth has
lagged behind the growing number of
golfers, a situation also probably true in
Europe. That's our challenge — finding
the sites, financing and talented people

Continued on page 20
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Continued from page 1

necessary to design and build the needed
courses.”

Markets once considered ‘saturated,’ such
as the Chicago area and New England, have
many new and successful residential golf
course developments, Maples said.

“New England and Rocky Mountain ski
resorts have seen the opportunities in devel-
oping year-round business by adding golf
courses toattractvisitors during the summer
months,” the ASGCA president said. “Re-
sorts should be a major target for European
golf course development. U.S. resorts have
found they cannot attract high-quality cus-
tomers or sales conferences without a cham-
pionship golf course.

“Earlier retirement, more leisure time and
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longer life spans will provide more players on
both sides of the ocean. Our golf courses are
much more flexible to accommodate juniors,
women and senior players. It's necessary to
design up to four tees on each hole so that
players can find an acceptable length.

“The key to a successful golf course de-
velopmentisassembling a professional team.
Included should be an experienced land
planner, civil engineer, golf course architect,
housing architect, attorney and financial
consultant. If the site is environmentally
sensitive, an experienced environmental
consultant should be included.”

Bernard R. Baker III and Paul W. A.
CourtnellJr. ofthe Leisure and Resorts Group
with Gunster, Yoakley & Stewart, P.A. dis-
cussed various membership plans.

New golf club membership programs are
being designed in the United States, Japan
and elsewhere to provide a maximum return
to the developer, a valuable asset to the

Largest Ever!

A RECORD NUMBER OF EXHIBITORS! 385 of
America’s leading companies, from every facet of
horticulture, will be exhibiting at the Mid-America

Horticultural Trade Show in Chicago, January 17-19,

1991. Displaying over 65,000 sq. ft. of all that’s new
and exciting in green goods, equipment, supplies, and
services . . . from companies that are known for

“helping your business grow”. Bring
your tough questions and talk one-

to-one with the people who can
guide you in making informed
decisions.

Join more than 10,000 others at
the “can’t miss” horticultural trade
show of the year. Landscapers,
growers, nursery managers, park and
grounds keepers, golf course

supervisors, interiorscape specialists, garden-center operators
and others all come to Mid-Am to learn what’s new in the
industry. You'll be rubbing elbows with the best in the
industry, ready to show you ways to improve your

productivity and profits.

st

The Place To Be

Mid-Am ’91 has to be the most cost effective way to see it
all. Everything from seedlings to software, mugos to
mowers, pots to playgrounds . . . all under one roof at the

World-Class Hyatt Regency Chicago.

As in past years Mid-Am '921 will also host numerous
seminars and meetings. All designed to update you on
what’s going on in the world of horticulture.

Also, let’s not forget that Mid-Am ’91 is being
held in one of Chicago’s most exciting

sightseeing and shopping districts.

Mark your calendar now to join us,
Thursday through Saturday,
January 17-19, 1991.

Sponsored by: lllinois Landscape Contractors
Association; Illinois Nurserymen’s Association;
Wisconsin Landscape Federation.

Midam o1
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Endorsed by: Indiana Association of

Nurserymen; lowa Nurserymen’s Association;

Minnesota Nursery and Landscape
Association; Nebraska Association of
Nurserymen.

To avoid the crowds (and save 30%)

you can pre-register. Simply call, fax,
or write us today to receive your
registration information packet:

Mid-America Horticultural Trade Show
1000 N. Rand Rd., Suite 214, Wauconda, IL 60084
PHONE: 708/526-2010, FAX: 708/526-3993

Mid-Am 91 . . . the one horticultural trade show that

can truly help your business grow!

‘Resorts should be a major target for
European golf course development.

U.S. resorts have found they cannot

attract high-quality customers or
sales conferences without a

championship golf course. Earlier
retirement, more leisure time and
longer life spans will provide more

players on both sides of the ocean.’
— ASGCA President Dan Maples

member, and a marketing advantage to the
project, they said.

Whatever planis chosen, disclosure should
receive particular attention. It is very impor-
tant the member understand the rights and
responsibilities of membership, ownership
of the club, ability of the owner (if the club is
not owned by the members) to terminate
memberships, and restrictions on transfer-
ability of memberships.

Although it is possible, because of market
demand, to sell memberships without full
disclosure, developers providing materials
explaining the program (inmultiple languages
if necessary) are better protected and have a
marketing advantage.

Basic programs are ‘member-owned’ and
‘right to use’ clubs owned by the club devel-
oper or by a third party owner-operator.

Equity club members are a bit different,
having not only an ownership interest, but
also voting rights enabling them to control
the club by electing officers or club directors.
Although it may be necessary for the devel-
oper to control the club until most member-
ships are sold, members know they will ulti-
mately own and control the club, adding
substantial value to memberships.

Equity clubs have increased dramatically
the past decade. However, non-equity, right-
to-use clubs are becoming increasingly
popularas development costs for golfcourses
rise and the time from inception through
sellout increases.

Changing economic conditions, consumer
tastes and market considerations place a
premium on flexibility. Convertible programs
giving members a role in the ultimate dispo-
sition of the facilities, but retaining some
flexibility for the developer, are one answer.

The growing popularity of golf coupled
with a scarcity of land has resulted in ex-
tremely high pricesforgolfclub memberships
in Japan. Many high-priced memberships
are not owned by individuals, but by corpo-
rations. Many have an option allowing a
member to put his membership back to the
club after a period of time and recover his
initial fee.

Many memberships are bought and sold
on the open market through brokers spe-
cializing in golf memberships. Nearly 90 per
cent are bought primarily as an investment
ratherthanaway to gainaccesstorecreational
and social facilities.

U.S. resort developers have started mar-
keting projects with ‘undivided interest’
membershipsor UDIs. These are alternatives
to traditional vacation home or timeshare
units. The UDIrequires aninitialmembership
fee and annual duesin exchange foraccessto
free or reduced-price lodging for a specified
time (30 days per year is typical) and unlim-
ited use of other facilities.

Dr. James R. Watson, vice president of
The Toro Company and author of more than
400articles, discussed turfgrass management
and water conservation techniques.

“Cultural practices significant in water
conservation are: cultivation (aerification)
fertilizing, watering, mowing and pest control
programs,” Watson said. “When applied
properly, these management or cultural
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practices produce healthy, vigor-
ous, weed-free turfgrass.

“Water conservation requires an
understanding of the fundamental
role water plays in plant growth, the
effect climate and weather have on
growth rates, and how these factors
influence wateruse ratesand choice
of grass.

“Sound irrigation management
requires a knowledge of the basic
physical and chemical soil proper-
ties and how these affect water ab-
sorption, storage and drainage as
well as frequency, rate and the
manner in which water must be
applied. Such basic information
must be correlated with the re-
quirements of play or use and ad-
justed to fit the existing planned
irrigation methods.

“Properly designed irrigation
systems equipped with computer-
ized controllers tied into on-site
weather stations permit an applica-
tion of water in accordance with the
needs of the plant. Studies have
indicated that when this type of
system exists, a savings of 40-50 per
cent of the water normally applied
can be conserved,” he said.

Water, specifically pond and lake
management, was the topic ad-
dressed by Charles Barebo of
Otterbine Barebo, Inc.

“Not providing ongoing lake
management can be costly to cor-
rect,” Barebo said. “Algae mats,
aquaticweed growth, bottom sludge
build-up, oxygen depletion and foul
odors are symptoms of poor water
quality. Mosquito breeding is often
common in stagnant waters. Algae
can clog irrigation intakes and es-
tablish itself on tees and greens.”

Some management methods
treat symptoms of poor quality, he
said. A lake harvester or dredge
immediately cleans up weeds and
algae and eradicates sludge.
Algacides can cure algae blooms.
Dyes stop the sun’s ultraviolet rays
frompenetrating the water’s surface
hindering algae growth.

But harvesters, algacides and
dyes treat symptoms, not the cause
of the problem, namely poor water
quality, Barebo said. The surface
mechanical aerator, which his
company produces, draws water
from the lower depths and throws it
in the air, like a fountain. The spray
fraps oxygen from the air and re-
leasesitin the water whenitreturns
to the lake’s surface.

“This spray also creates a con-
vection pattern in the water col-
umn,” he said. “The induced circu-
lationcaused by the aerators breaks
up stagnant waters, eliminating
mosquito population. Aeration is a
key factor in reducing sludge
buildup as well as fertilizer and or-
ganic nutrient loading levels.”

A good golf course architect can
turn a mediocre or hostile site into
an excellent golf course that looks
as if it belongs to the land upon
which it was placed, and for a real-
istic price, according to Calum A.
Todd of Bradford Benz, Golf Course
Architects.

“The primary objective of our
design effortisto create golfcourses
inharmony with the natural systems
at work in the environment,” Todd
said.

“"Historically, the firstgolfcourse
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arose out of natural landscape fea-
tures, and the gameitselforiginates
in man’s relationship with the land.
Sir Guy Campbell in his ‘A History
of Golf in Britain’ said of earlier
courses, ‘Nature wastheirarchitect,
and beast and man her contractor’.

“An environmentally responsible
approach to design could be said to
be a resurrection of the ‘classic
values’ of golf course architecture.
This represents a response to
growing environmental concerns
of over-irrigation, escalating long-
term maintenance costs and a dem-
onstration to a concerned public
that there exists a viable alternative
approach to contemporary golf
course architecture.
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“Because of European govern-
mentalinitiatives, much agricultural
land is becoming available for lei-
sure utilization and, of course, golf
is a primary developmental choice.
With intensive crop rotation, the
ecological significance of most
farmland is minimal.

“As only a relatively small per-
centage of most project sites is
taken up by intensively managed
playing turf, the majority of sites
offer a wonderful opportunity to
restore or create environmental
quality for the property where
wildlife and natural vegetation can
flourish.”

To illustrate the cost differences
encountered incourse construction,

architect Michael J. Hurdzan com-
pared two courses his company
designed within 20 miles of each
other in Toronto.

Royal Woodbine, named after a
famous nearby horse racing track,
cost $2,500,000, Devil's Pulpit al-
most four times that amount.

The most dramatic cost differ-
ence was in environmental protec-
tion — $1,989,000 at Devil's Pulpit
versus 520,000 at Royal Woodbine..

Devil's Pulpit was on a highly-
regulated and protected geologic
formation that required an exten-
sive permit and approval process
by town, regional, federal and envi-
ronmental agencies. Environmen-
tal expenditures included

$1,300,000 to install artificial mem-
branes beneath all ponds to protect
groundwater quality; $250,000 to
pipe springs through the property
to insure no change in water purity
or temperature; $125,000 for silt
control devices; S150,000 to build an
environmentallyisolated green near
a wetland; and $175,000 for reveg-
etation work.

Royal Woodbine is a semi-pri-
vate club on 165 acres of city-owned
land. The site had been an illegal
dumping ground along an environ-
mentally dead stream.

Therefore, the permit process
was less arduous and restrictive.
Only erosion control measures were
required..

Par Aide Products Co. ¢ 3565 Hoffman Rd. East e St. Paul, MN

Pictured above: The world's largest bunker — adjacent to the 13th hole
on the Valley of Gizza Country Club.
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Wherever Golf Is Played

Some rakes get used more than others. In small traps — or large, the quality and
value we build into every Par Aide Product endures world-wide.

For a free copy of the new 1990 Par Aide Catalog showing our complete line of the
world’s finest golf course accessories, contact your Par Aide dealer
or call us at 612-779-9851.
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