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"The rush of calls we had when 
we opened the tee time window, 
if you will, has dropped off con-
siderably," said Reed Pryor, golf 
administrator for thel2 courses 
operated by the Indianapolis De-
partment of Parks and Recre-
ation. "Overall, the staff has more 
time to concentrate on sales in 
the pro shop, or what have you. 
The system is working very, very 
well." 

Handling tee times by phone 
does require an adjustment, and 
the process is not without its po-
tentially negative developments. 
For example, Pryor said some of 
his pros felt the new system 
meant a certain loss of control — 
particularly with regard to twi-
light leagues. 

Furthermore, Fairway System 
clients — Pryor among them — 
reported a six percent drop in 
food & beverage sales. This 
makes sense: Players with re-
served tee times don't put their 
names on a list and sit in the bar 
for 90 minutes. 

"Nobody can deny the poten-
tial for that is there," said Pryor. 
"But I think so many people are 
conscious of their time nowadays, 
milling about the pro shop and 
having a few hot dogs isn't what 
they want to do." 

To compensate for no-shows, 
most courses with computer res-
ervation systems require golfers 
to arrive 30 to 40 minutes in ad-
vance. In theory, this leaves time 
for a quick morsel and libation. 
Besides, Dupuis believes, "food 
& beverage sales are more a func-
tion of atmosphere than hanging 
around waiting for a tee time." 

On the other hand, two Xeta 
customers have found the sys-
tem has cleaned out the club-
house, which has bolstered F&B 
business. "People used to see big 
crowds at the turn, and they 
wouldn't go in the clubhouse," 
said Xeta's Gary Crews. 

For the golf course owner, the 
question of automated reserva-
tion systems is more black and 
white: Computerized tee times 
appear to be money-makers. 

The Fairway Systems survey 
reported net income increases of 
$12,500 at its 39 member courses. 
Xeta reports similar numbers. 

Both firms indicated that nearly 
all client courses issue a reserva-
tion card with an annual fee of 
$10 to $50; or they charge a reser-
vation fee of $.50 to $4 per golfer 
per tee time. Multiply that by the 
number of rounds handled by 
computer and you've created sig-
nificant new income. 

Shaker Hills, for one, does not 
charge a fee, while the 12 India-
napolis courses on Pryor's watch 
have incorporated a reservation 
charge into greens fees. 

"We're all new at this, and so 
are the golfers," explained Pryor. 
"So we're all learning and chang-
ing things as we go along. But 
from what I've seen, the pros out-
weigh the cons." 

GOLF COURSE NEWS 

New NGCOA chapter in Florida 
The Central Florida Chap-

ter of the National Golf 
Course Owners Association 
was formed May 18 by own-
ers and operators of golf 
courses in and around the 
Orlando area. 

Bill Stine, the owner and 
operator of Kissimmee Bay 
Golf Course, was elected 
president. 

Stine said the chapter's 
mission is "to organize the 

owners into an industrial 
force in the central Florida 
area. We want to work to-
wards solving mutual prob-
lems and promoting the 
game of golf in our state." 

He said the chapter is look-
ing forward to a close rela-
tionship with the national as-
sociation in which all could 
benefit from the knowledge 
and expertise of owners from 
across the nation. 

Hinckley to run Club Resorts 
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ment of properties which are 
owned by fiscally sound estab-
lishments. 

"Club Resorts is uniquely posi-
tioned in the marketplace," said 
Hinckley, "because we are the 
only hospitality company that of-
fers proven experience in all the 
companies — hotel, recreation, 
real estate and club operations — 
needed to effectively manage a 
resort. 

"In fact, the demand is so high 

for quality resort management 
that in just the past few months, 
our focused efforts have produced 
numerous opportunities for us." 

Club Resorts is also targeting 
international expansion by dove-
tailing off ClubCorp's decade of 
involvement and recent joint ven-
tures in Europe and Asia. 

Further, according to Hinckley, 
Club Resorts is only months away 
from unveiling its newest prod-
uct: a hybrid of club membership 
and second-home options. 

BEFORE YOU BUY 
JUST ANY BENTGRASS, 

GO BY THE BOOK. 

Phone 1-800-547-0255 today for your complimentary 
copy of the Penn Pals catalogue. You'll see why 
Penncross, Penneagle, PennLinks and Pennway blend 
set the standard for bentgrass on golf courses. 
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