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CIRCLE #160 

ELIMINATE PIPE FITTING 
BREAKAGE AND CORROSION 
Use HARCO DUCTILE IRON FITTINGS 

FOR GOLF IRRIGATION SYSTEMS 
•Sizes 2" thru 12" • 350 PSI Pressure Rated 
• High Strength • High Corrosion Resistance 

• Push-On Gasketed Joints with Deep Bells 
Brochure available with Technical Info & Dimensions 

HARCO FITTINGS - Harrington Corporation 
PO Box 10335, Lynchburg, Virginia 24506 

804-845-7094 FAX 845-8562 
CIRCLE #161 

ENGRAVED YARDAGE 
LABELS 

FOR SPRINKLER HEADS 

Call 
for Free 

Sample Kit • Bright colors 
• Fasteners included 
• Orders quickly shipped UPS 

1-800-284-YARD 
THE YARD EDGE GOLF CO. 

P.O. Box 1 3 1 5 9 W i c h i t a , K S 6 7 2 1 3 

CIRCLE #162 

Laminated Wood Pedestrian & Vehicular 

BRIDGES & SHELTERS 
Order Direct From The Leading Manufacturer in US. 

' Complete Prefabricated Packages • Ready for Fast Erection 
' Direct Distribution Throughout the U.S. • Custom Design <Sl Engineering 

gUNIT 
STRUCTURES 

CALL 
1-800-777-UNIT 

Morrisville, NC 27560 
Tel. 919/467-6151 
FAX 919/469-2536 

CIRCLE #163 

PAVELEC BROTHERS 
GOLF COURSE CONSTRUCTION C O , INC. 

V New Construction 
V Renovation 

V Field Drainage Systems 

TONY PAVELEC 
(201) 667-1643 
EMIL PAVELEC 
(201) 939-6182 

98 Evergreen Ave. 
Nutley, NJ 07110 

CIRCLE #164 CIRCLE #165 

FREE SAMPLE! 
TOUR-LEVEL™ SAND RAKES 

The ONLY Tour-approved 
rakewith: 
* No-Splinter Oval Handle 
* Flow-Thru Smoothing 
* Polycarbonate Head 

(919) 765-GOLF 
(4653) 

Innovative Golf Products, 104-5 Griffith Plaza Drive 
Winston-Salem, NC 27103 FAX (919) 765-9955 

ASGCA offers real 
estate development 
planning brochure 

CHICAGO — "Planning the Real 
Estate Development Golf Course," 
an eight-page brochure highlight-
ing key steps in planning real-estate 
golf projects, is available from the 
American Society of Golf Course 
Architects. 

Information includes cost of an 
average course, how much acreage 
is needed, and financing options. 

There are tips on construction 
costs, site selection and where to 
find help. 

The free pamphlet may be ob-
tained from ASGCA, 221 N. LaSalle 
St, Chicago, 111. 60601. 

CIRCLE #251 

Forecast figures 
Continued from page 1 

ring new "players." 
Philip Arnold, executive director of the 

Golf Course Builders Association of 
America, said: "Most all my members are 
as busy now as a couple of years ago. In 
some cases, they are busier. I only know 
one who has said he is not doing well, and 
he deals mostly in renovations." 

Forecast reports that of the 2,134 projects 
in its database, 517 are under construction, 
168 others have obtained approval to build 
and 1,171 are still in the planning stages. 
Others are growing in or on hold, perhaps 
permanently. 

Of the 451 Forecast has learned of this 
year, 71 have been approved, 16 are under 
construction, seven have opened and 357 
are in planning stages. 

Marlowe explained the continued devel-
opment action has birthed progressiveness 
and innovation. 

"People have learned alternate financ-
ing vehicles, more attractive and sensible 
ways to finance projects," he said. "A local 
private club floated a junk bond to build. I 
don't believe, given the nature of golf course 
development, that anyone should try to 
cookie-cutter it (the financial approach). 
There are a lot of ways to get the job done." 

Marlowe said that in economic down-
turns people learn to be creative out of 
necessity. 

"How to finance and manage golf courses, 
and what they ought to consist of — some 
fundamental assumptions the industry has 
held for a long time —are going to be called 
into question. And that's good," he said. 

He said he believes more golf develop-
ers of the future will target certain market 
segments by building par-3 courses, pitch-
and-putts, super-long tracks, practice 
ranges, and other facilities. 

"Do we need locker rooms, barber shops, 
huge dining rooms and the attendant costs 
in running those things? Certainly there's 
a market for them, but that market is not 
significant," Marlowe said. 

He said supply-side economics has pre-
vailed in the industry "because it is easier 
to measure supply than demand. But more 
sophisticated market techniques have 
come into play to provide information to 
people now interested in building courses 
as a pure business deal. 

"Instead of the philosophy of 'build it and 
they will come,' we will see 'I know what 
you want and I'll give it to you.' " 




