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Club 18 helps prívate clubs 
generate additional revenue 
By E L A I N E F I T Z G E R A L D 

A Florida company is helping private 
courses hold down membership costs by 
encouraging visiting Europeans to play the 
layouts during off-peak times. 

Fort Lauderdale-based Club 18 Interna-
tional provides European golfers access to 
hundreds of private, semi-private and up-
scale public courses throughout the United 
States. 

Participating facilities admit Club 18 In-
ternational cardholders during the course's 
down times, taking business only when 
they need it. 

Club 18 members make their own tee 
times, identify themselves with a club card 
and passport and pay fees directly to the 
pro shop. 

It costs clubs nothing to participate. Club 
18 members pay $75 to join. Airlines have 
also given away memberships as promo-
tional tools. 

For many courses, the added revenue 
can lessen the need for additional member 
assessments, larger initiation fees or higher 
dues. 

Maintenance payrolls receive a boost 
during slack periods. 

"It's not our intent to make golf courses 
rich on our clientele. What we are helping 
them do is offset the loss of revenues dur-
ing slow periods," said Club 18's Richard 
Graves. 

Graves and partner Roger Paul Roman 
are experienced international marketers, 
having spent 20 years with major hotel 
chains and airlines. 

Club 18 advertises member courses 
throughout Europe. 

'The European golf community is one of 
the most dynamic and fastest growing 
markets available to American golf clubs," 
Roman said. 

Golfs growth and a weak U.S. dollar 
make the United States the top long-haul 
destination for Europeans. 

The U.S. Tour and Travel Agency (a 
division of the Department of Commerce) 
says 45 million foreigners will visit the 
United States in 1992 and spend $50 billion 
(Overseas visitors spend seven times more 
than domestic tourists). And more than 12 
percent want to play golf. 

"I come to the United States about five 
times a year on business and to play golf," 
said Bob Corney, a corporate executive 
from England. 

"All of my friends play golf, and we look 
forward to having the chance to play on 
some of the best U.S. courses." 

The big problem in Europe is a shortage 
of golf facilities. Most are private and very 
expensive. 

"When Europeans come to the United 
States they realize fabulous buying power," 
Roman said. "They pay full price for golf 
clubs in the pro shop and, to them, it's a 
bargain." 

Club 18 International has offices in Ger-
many, England and Sweden. 

The company has also contracted with 
European travel firms specializing in cor-
porate, incentive and upper-income travel-
ers. 

Graves and Roman are preparing a na-
tionwide list of golf courses wanting to join 
the program. 

The directory will be distributed through-
out Europe. Roman expects between 300 to 
400 U.S. courses to sign on. Initial course 

GOLF C O U R S E N E W S 

recruiting efforts were made in Florida. 
Among those signing contracts were 
Cobblestone Country Club in Stuart, Glen 
Abbey Golf Club in De Bary and Presiden-
tial Country Club in North Miami Beach. 

"We're not looking for nine-hole execu-
tive courses or free buckets of balls. We're 
looking for access to courses that will ex-
cite our clients," Graves said. 

Club 18 International can be reached by 
telephoning 305-565-6558 or by writing to 
757 SE 17th Street, Fort Lauderdale, Fla. 
33316. Deer Creek CC in Deetfield Beach, Fla., is among the growing number of Club 18 member facilities 

Once you make 
Daconil 2787 

the cornerstone of 
your turf management 

program, this is 
what youre left with. 

Peace o f mind and healthy turf. 
W i t h Daconil 2787®, you get the broadest-

spectrum contact - fungic ide protect ion on 
the market. And a history of 20 years without 
a known case of disease resistance. W h i c h 
is why more course superintendents make 
it the cornerstone o f their tur f 
management program. 

I t controls 12 major diseases, 
including Leaf spot, M e l t i n g 
out, Brown patch, Dollar spot, 
and Rust , on all Southern 

I-, - i t Always follow label directions carefully 
grasses, e s p e c i a l l y on . . . . . 

Bentgrass tees, greens, and overseeded 
turf. And it 's the most economical fungi-
cide per day o f contro l on the market . 

Y o u can also use it on many 
ornamentals . 

G e t Daconi l 2 7 8 7 in your 
disease management program, 
and you'll be seeing green. 

ISK Biotech Corporation, 
Turf & Specialty Products 
Division, 5966 Heis ley Road, 
R O . Box 8000, Mentor , O H 

when using turf chemicals. 
® Registered trademark of ISK Biotech Corporation 

44061-8000 . 

The cornerstone of your turf management program. 
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