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NGP GOES INTERNATIONAL

WOOTTEN BASSETT, England —
National Golf Properties has acquired
Wootten Bassett Golf Club near Swindon.
The price was $1.875 million. This is
NGP's fourth acquisition since its initial
public offering in August, and its first
international investment.

GPA RECRUITS SEVERAL COURSES

Golf Property Analysts of Harrisburg,
Pa., has been selected to perform ap-
praisal and/or analysis services for sev-
eral clubs including
South Hills Golf Club
in Hanover, Pa.; Lau-
rel Creek Golf Club
in Moorestown, N.J.;
several Florida golf
clubsrepresented by
the law firm of
Cummings &
Lockwood in Naples
and Collier counties;
and Hiland Park Golf Clubin Queensbury,
N.Y. Itwill also perform afeasibility analy-
sis and valuation services for a proposed
municipal course in West Manheim
Township in York County, Pa.

Laurenc zrs ,
GPA president

CHANTILLY HIRES MARTTY

FAIRHOPE, Ala. — Martty Golf Man-
agement has signed a consulting agree-
ment to oversee the marketing and op-
erations of Chantilly Manor Country Club
in Rising Sun, Md. Chantilly Manor in-
cludesan 18-hole course, clubhouse, ban-
quet hall, restaurant, swimming pool and
tennis courts.

NCGA TABS GOLF VALUATION

Golf Valuation Consultants of Madi-
son, Wis., has been selected by the North-
ern California Golf Association to appraise
its Poppy Hills Golf Course in Pebble
Beach, Calif., and proposed Poppy Ridge
Golf Course in Livermore, Calif. The ap-
praisals will be used to help secure fi-
nancing for 27-hole, Rees Jones-designed
Poppy Ridge.

ROBERTS JOINS ST. ANDREWS

LAWRENCE, Kansas — Former Golf
Course Superintendents Association of
America President William Roberts has
joined several other past GCSAA staffers
at St. Andrews Corp. Inc. Roberts joined
the firm Feb. 1 as vice president. He will
serve as a resource for agronomic and
golf course operations consulting. A
graduate of Penn State's turfgrass man-
agement program, Roberts has 18 years
experience in the golf industry. He will
maintain a Michigan office at 1652 Severn
Rd., Grosse Pointe Woods, Mich. 48236;
(313) 884-8207.
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GolfCorp becoming big
player in public market

ClubCorp connection proves mutually beneficial

By PETER BLAIS

JACKSONVILLE, Fla. — GolfCorp’s purchase of the Royal
Golf Course at Queen’s Harbor Yacht & Country Club demon-
strates the flexibility its parent company — Club Corporation
International — possesses now that it operates in the private,
public and resort markets.

The private course was not doing well financially when
GolfCorp, CClIs public course arm, purchased the 18-hole layout
in late November. The company retained access to the best tee
times for members while opening the course to public play.

“We're promoting it as a limited-access facility,” explained
Executive Vice President Beryl Artz. “We're supplementing the
bottom line with additional rounds of golf until we have enough
members to make it strictly private again.

“We hope that happens in five or six years. Then we’ll turn it
over to our private subsidiary, ClubCorp. That’s the second of
the four acquisitions [Oakmont Country Club near Dallas was
the first] we made last year that we plan to keep public for
several years then turn over to ClubCorp.”

January marked the beginning of GolfCorp’s ambitious three-
year, 6-8-10 acquisition program. The Dallas-based company
plans to buy six courses in 1994, eight in 1995 and 10 in 1996.
That will nearly double the 32 golf properties the company
currently owns or operates.

Continued on page 49

GolfCorp recently took over management of Royal GC at Queens Harbor.

Cole resigns as Kiawah Island golf director

mained there 10
years, rising to presi-

By PETER BLAIS

CHARLESTON, S.C. — Kiawah Island
Golf and Tennis Director Chris Cole re-
signed last month after five years at the
coastal resort and 17 years with former
owner Landmark Land Co.

“I had a ball on the front nine of my
career,” said Cole, 44. “I want to pick where
I play and with whom on the back nine.”

Cole’s resignation comes on the heels
of Landmark’s bankruptcy sale of Kiawah
to AMF Inc. AMF brought in a new man-
agement team, but had hoped Cole would
stay to run the golf and tennis operations.

“We were very surprised about Chris’

leaving,” said Beverly W. Armstrong, vice
chairman of Virginia Investment Trust,
AMF’s parent company. “We thought he
had done an excellent job. But he said he
simply wanted to do something different.”

Cole said he had some minor differences
with the new management regarding the
long-term business philosophy at Kiawah.
But, he added, that was not the reason he
left. He described the breakup as amicable
and wished the new management “the best
of luck.”

Cole was Landmark’s first golf profes-
sional, joining the Oak Tree Country Club
staff in Edmond, Okla., in 1976. He re-

dent of Oak Tree,
before a three-year
stintas project direc-
tor at Palm Beach
Polo & Country
Club in West Palm

Beach, Fla.

Cole was actively
involved in the development of Kiawah’s
Ocean Course and was general chairman
of the 1991 Ryder Cup held there.

“'m not in a big hurry to find a new
position. 'm leaving my options open. But I
want to stay involved in golf,” Cole said.

Armstrong said the search for Cole’s
successor at Kiawah had not begun.

Chris Cole

World Woods used a mass discount program to attract business.

Marketing Idea of the Month

Mass discounting
program puts Fla.
course on map

By PETER BLAIS

Picture, if you will, a small town midway
between Tampa and Orlando. As the early-
morning sun rises, three buses pull into a
golf course parking lot and disgorge 120
bag-toting bargain seekers intent on play-
ing no less than 48 holes before half-past
dark. The price — a paltry $50 per head.
You've just entered that shady area between
necessary promotion and giving away the
store. You've entered — The WORLD
WOODS ZONE.

Sound nightmare-ish?

At times, it did to World Woods Golf
Course General Manager Stan Cooke, the
man who came up with a massive group
discounting plan to promote this Tom
Fazio-designed facility located in isolated
Homosassa, Fla.

“But it worked,” Cooke said one late-

Continued on page 48
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DESTIN, Fla. — The Emerald Coast Golf
Association (ECGA) hasnamed Nancy Harrison
as its new director.

Harrison is a native of Destin and has literally
grown up with the modern Emerald Coast. She
has an extensive background in advertising
sales and special event management. Her
bachelor’s degree isin communication arts with
an emphasisin public relations from the Univer-
sity of West Florida.

Prior to returning to UWF to pursue her
degree, she worked three years in the Golf
Operations Department at Sandestin Resort.

Harrison named director of Fla. golf association

The ECGA is a marketing/advertising/pub-
lic relations organization with golf course and
lodging establishment members.

The objective of the association is to promote
the Emerald Coast and ECGA members as a
major golf vacation destination.

Current members include: Abbott Realty,
Holiday Inn/Okaloosa Island, Bluewater Bay
Resort, Emerald Bay Golf Club, Seacape Resort,
Sandestin Resort.

Sandestin Beach Hilton, Santa Rosa Golf and
Beach Club, Edgewater Beach Resort and the
Hombre Golf Club.

World Woods

Continued from page 45

December morning, the relief
apparent in his voice. “We spent
no money on advertising. None.
We returned to a regular, 18-hole
price schedule this month. And
you know what? This weekend
we’re sold out.”

A full house was only a dream
when World Woods first opened
last spring. Fazio designed a mas-
sive facility consisting of two regu-
lation, 18-hole courses named
Pine Barrens and Rolling Oaks; a
22-acre practice range; a two-acre,
36-hole putting course; a nine-
hole, short course; and three prac-

For Most Lenders, Golf Financing Is Alien Turf.

Homelite Power Equipment
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Talking to most lenders about golf financing is like
talking to someone from a different planet.

Fact is, Textron Financial Corporation is your best
choice for the innovative financing you need to
build or maintain a championship quality golf
course. That includes first mortgages (based on
operating cash flow) for existing courses and
takeout commitments for new or future courses.
Private courses with annual memberships,
semiprivate, daily fee and resort golf courses all
qualify for TFC financing.

E-Z-GO Golf Cars Jacobsen Turf Equipment

CIRCLE #149/BOOTH #1633

Golf Course Financing

We offer competitive rates, low monthly
payments and some of the most established
names in the business. Names like E-Z-Go Golf
Cars, Jacobsen Turf Equipment, Homelite
Outdoor Power Equipment and Rainbird
Computerized Irrigation Systems.

For down to earth golf related recommendations,
and the complete financing packages you'll need
to implement them, make contact

with TFC.. Phe Pinat Choice

TFC

Textron Financial Corporation,
Subsidiary of Textron Inc.
40 Westminster Street
Providence, Rl 02940-6687
(401) 621-4200
1-800-343-0053
See us at Booth #1633

tice holes—apar-3, par-4 and par-
5%

But Cooke knew quality and
the Fazio name alone weren’t
enough, initially at least, to attract
golfersto a facility located 90 min-
utes from any large metropolitan
area, in a state many believe is
over-saturated with golf courses.

What Cooke did was offer gen-
erous group discounts for unlim-
ited play at all World Woods facili-
ties. The larger the group, the
bigger the savings for individual
golfers. Prices included range
balls and golf carts and were as
follows:

® Groups of 13 or more — S50
per player.

® Groups of nine to 12 — S60
per player.

e Groups of four to eight —S80
per player.

¢ Groups of one to three —
S100 per player.

“We feltif golfers experienced all
the different areas for a single day,
they would want to come back. This
was designed to give them that op-
portunity,” Cooke explained.

World Woods tried the promo-
tion from April through November,
typically the slow season in West
Florida. Anywhere from 100to 1,200
golfers took advantage of the pro-
gram every month, yielding thou-
sands of dollars in added revenue.

“We had 14 groups of 120 or
more,” he said. “The only thing we
asked of the largest groups was
they come on our slow days —
Monday and Tuesday. The others
fitinwhenever they wanted to play.”

Cooke spent nothing advertis-
ing the program or the course.
Faxes were sent to people inquir-
ing about the group discount.
Word-of-mouth did the rest.

“A new facility like this could
easily spend $250,000 to $1 mil-
lion on advertising,” Cooke said.
“Golf Digest gets something like
$30,000 for a quarter-page ad.”

The only problem arose when
groupsneared cut-off points, Cooke
said. For example, if four people
intended to play at S80 apiece, but
only three showed up, they were
charged $100 apiece. The extra $20
set off occasional fireworks.

“We had to make sure they un-
derstood that when they made the
reservation,” Cooke said. “We tried
to be very clear about that up front.”

Now that the busy season has
arrived, World Woods has insti-
tuted an 18-hole price of $60 week-
days and $75 weekends at both
regulation courses. The price in-
cludes range balls. An additional
18 holes is $25.

“The discount program helped us
gradually test the market and estab-
lish the 18hole fees,” Cooke said.

Would a similar discount pro-
gram be effective in other, non-
urban areas?

“The fact that we have a world-
class facility here was the key,”
Cooke said. “Tom Fazio has cre-
ated something special here.
That’s how we were able to get by.

“If we were in the middle of the
country with a mediocre golf
course, it wouldn’t have worked. I
give all the credit to Tom Fazio.”
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