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Hot off the press 
USGA defines research 
By Peter Blais 

A comprehensive reference book summarizing the 
scientific literature on the positive and potentially negative 
environmental effects of golf courses will be available 
late next month. 

"Golf Course Management & Construction: Envi-
ronmental Issues" will be released May 29 by the United 
States Golf Association Green Section. 

The USGA says the book provides a scientific rather 
Continued on page 59 
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1 st Vermont 
project OK'd 

By Peter Blais 
A Vermont advisory board 

has approved an integrated 
turf management plan and 
conservative risk assessment 
for agolf course, the first such 
approval under the state's 
strict turf chemical guidelines 
adopted two years ago. 

The Vermont Pesticide 
Advisory Council's action in 
favor of Manchester's Equi-
nox Golf Course could make 
it easier for future golf course 
projects to get off the drawing 
board in the state of Vermont, 
considered among the most 
difficult in which to gain 
building approval because of 
its Act 250 development law, 
according to an agriculture 
department official. 

"It's significant that some-
one has come in and come 
out the other side of the pro-
cess," said Jim Leland, a turf 
specialist with the Vermont 
Department of Agriculture." 

'The first is always inter-
esting. We have more projects 

Continued on poge 47 

BOULDERS EXPANDS Tony Roberts photo 
The 10th hole at the new Boulders South Course in Carefree, Ariz., designed by Jay Morrish, was 
the old 6th hole of the Boulders Nine. Morrish used the existing nine, refurbishing a couple of its 
holes, in a rerouting plan to devise the new 18-hole layout See story on page 20. 

Matching 
money With 
movers and 
shakers 
By Mark Leslie 

Deals are already being struck by 
investors and entrepreneurs con-
nected by the golf industry's fledg-
ling electronic matchmaker. 

Scott Marlowe of Forecast Golf 
Marketing and Financial Systems, 
Inc. in Richmond, Va., said the Golf 
& Recreation Investment Program 
made 51 matches in February alone, 
and at least two deals were in nego-
tiation stages in March. 

'We've gotten an unbelievable 
response. We expected it to... start 
out slow. But we really got an explo-
sion," said Marlowe, who operates 
Forecast with partner Jim Murphy. 

"Now we have business brokers, 
lawyers and accountants referring 
their clients to us," he said. 'We 
planned for a direct-mail marketing 
as GRIP got older, to target those 
groups for that purpose. But they 

Continued on page 25 
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All systems 
go at Pebble 
By Hal Phillips 

PEBBLE BEACH, Calif. 
— The 12 months preceding 
this year's U.S. Open at 
Pebble Beach have been 
anything but dull. Mainte-
nance crews have worked 
feverishly to recreate some 
of Pebble's original 1919 
splendor, the foreign owner 
had — until recently — 
wrangled with state agencies 
over the possibility of 
privatization, and ownership 
ultimately changed hands. 

However, with June lurk-
ing just around the corner, 
the course itself is in good 
shape, despite substantial 

Continued on page 27 
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GRIP: Matching 
movers, shakers 
Continued from page 1 

have obviously been scouring 
the papers for the kind of vehicle 
we're offering. We did not expect 
an immediate critical acclaim for 
the service." 

The electronic service makes 
matches between investors and 
golf/recreation industry entrepre-
neurs who have joined GRIP 
looking for finances. 

More than 70 entrepreneurs and 
1,520 investors are listed in GRIP, 
and Forecast aims to add another 
1,000 investors by the end of the 
year. 

From apparel to golf courses, to 
backing a touring pro — opportu-
nities abound, according to 
Marlowe. 

He said: 'We are building up the 
number of investors who are inter-
ested in things other than golf facil-
ity projects. A lot of people are 
interested in the rack business. 
Finding an investor who is specifi-
cally interested in backing a Tour 
player might not be so easy. But 
there are people out there who are 
interested in that type of thing. 

"We are also getting individuals 
— architects and landowners — 
calling. Some say, Til dedicate land 
if youH find a developer.' Every 
golf course development company 
in the country has deals like that. 
Whether they are viable or not, we 
can't say. But they are there." 

Saying GRIP is micro-market fo-
cused, Marlowe added: "It is im-
portant to us that every business 
gets a fair shake. It's important that 
no business goes out of business 
because it can't get what it needs. 

'We are trying to continue in-
dustry growth as a result of this 
service, because there is nobody 
out there watchdogging the small 
business, which is where ... inno-
vations come from." 

Lamenting that obtaining a 
patent today is difficult and costly, 
Marlowe said: <rWithout an angel 
to help these guys, a lot of patents 
and ideas will never see the light of 
day. And yet, they have the impact 
of potentially revolutionizing the 
industry and contributing to a big 
growth spurt in golf again. 

"GRIP could conceivably be-
come a major clearinghouse for 
the industry, if we can empanel the 
board we envision for it... and if we 
ultimately create the Center for 
Entrepreneurial Study we intend. 

"It's easy for (a major 'name' 
developer) to got out and say I 
need $5 million or $10 million to 
build a course. Merrill Lynch will 
chomp at the bit to do it for them. 
But who does the average guy go 
to? And yet, the backbone of this 
industry has always been small 
business." 

Stressing that GRIP does not 
compete with the National Golf 
Foundation, which is "macro-ori-
ented," Marlow added: "We saw a 
void and we intend to fill that void. 
That means we have to cooperate, 
complement and supplement all 
the existing organizations. And 
that's all we have in mind." 

GRIP system computer-driven, but user-friendly 
Golf & Recreation Investment Program 

may be computer-driven, but it works 
simply. 

This is how: 
• An entrepreneur seeking funding 

presents a profile of their business and 
what they are going to do with the funds 
they are soliciting. 

• GRIP matches that profile against all 
the investors' investment profiles. 

• When there is a match, the invest-
ment opportunity profile is sent to the 
investor, or investors. 

• If an investor gets back to GRIP and 
expresses interest, GRIP tells them how to 
contact the entrepreneur. 

GRIP membership costs $100 for a six-month 
listing for entrepreneurs; $200 a year for indi-
vidual investors; and $500 a year for corporate 
investors. Investors must be "accredited" under 
the U.S. Exchange and Securities Commission 
because GRIP cannot supply any counseling as to 
the potential success of the deal. 

'We don't get any fees at all that have anything 
to do with the successful completion of the project 
We are not a broker," said Scott Marlowe of 

GRIFs operator, Forecast Golf Marketing 
and Financial Systems, Inc. in Richmond, 
Va "Our only revenues from GRIP are 
subscription fees. Those fees are set up to 
cover only our operating costs. We are 
only trying to provide a service to the 
industry designed to keep it growing." 

Marlowe said he wants to add more 
entrepreneurs and inventors to join the 
program. More members should trans-
late into more matches being made. 

"We now have 70-plus entrepreneurs 
and 1,520 investors," he said. 

CITATION II Turf-Type 
Perennial Ityegrass 
is well known for its rapid establishment, 
fine texture, dark green color, improved 
mowability and drought tolerance, both in 
a monostand or as part of CBS II blend. 
But, the REAL plus is Citation II's high 
endophyte level (over 80%) that make it 
naturally resistant to leaf eating insects. 

This plus results in sav ings . . . in 
chemical costs to maintenance people and 
less exposure to insecticides for 
applicators, homeowners, golfers and 
picnickers. 

Citation II is not only an investment in 
finer turf, but it's a savings account for 
turf managers . . . and our delicate planet. 

PVP 8400142. Unauthorized propagation 
prohibited. 

Left, insect damage in perennial ryegrass. Right, endophytic ryegrass resists insect pests. 

Black lines are endophyte mycelium 
in leaf tissue. 

Qualified turf grass associations can 
earn cash for turf research by saving 
Citation II Oregon certified blue 
tags. Call us or write for details. 

Magnified endophyte in seed. 

Produced and marketed by: 

TurfSeedJnc. 
PO Box 250, Hubbard, OR 97032 
Outside Oregon 1-800-247-6910 
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