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peared as an expert witness during 
the bankruptcy proceedings and 
assumed management in June 1992. 

GreenVisions assisted in the 
sale of the course from LaSalle to 
the city for $10 million. The city 
retained GreenVisions to manage 
the facility. Between 1992 and 
1994, membership grew from 190 
to 350. The course is expected to 
show a profit this year for the first 
time in five years. 

"We'll take on assignments that 
many others won't," Swaringen 
said. "We've even done short-term 
deals, working with year-to-year 
contracts until an operation is 
turned around. We make the 
client's problems our problems." 

Miles heads the management 
team. He has 20 years experience 
in golf management, specializing 
in project development and admin-
istration, operational programming, 
financial forecasting and policy man-
agement. He is also a certified golf 
course superintendent (CGCS) and 
PGA professional. 

Rounding out the management 
staff is Swaringen, who has 10 
years experience in the real-es-
tate development industry; Vice 
President of Operations Warren 
Litavsky, with 25 years financial and 
personnel experience at a Fortune 
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goal, pledged by CMAA members 
and chapters. The second phase 
of the Campaign, or the corporate 
phase, was then launched by 
George Gasser, CEO of The Gas-
ser Chair Company, with a corpo-
rate pledge of $50,000. 

"I'm delighted to report that, as 
a result of these major pledges, 
and now with the most significant 
support of The Textron Group, 
The Campaign for Excellence is 
proceeding on schedule and we 
have nearly reached the pivotal 
$2,000,000 mark," reported Club 
Foundation President James B. 
Singerling. The organization's 
goal is to secure pledges totaling 
$3 million to create a permanent 
endowment to fund educational 
and research opportunities for the 
club management industry. 

Created in 1988, the Founda-
tion is a separate entity and is a 
501(c)(3) tax-exempt, publicly-
supported organization formed for 
educational and research pur-
poses. Through the Campaign for 
Excellence, the Foundation will: 

• Provide funds to create and 
expand continuing education and 
professional development pro-
grams; 

• Establish courses of study in 
colleges and universities specifi-
cally geared to the club industry; 

• Provide grants for underwrit-
ing research on topics of mutual 
interest to clubs, hotels, restau-
rants and sectors of both the golf 
and hospitality industries; and 

• Award scholarships and edu-
cational grants to practicing pro-
fessionals seeking to enhance their 
abilities and to students pursuing 
careers in the club industry. 

500 company; and Vice President of 
Construction Tom Jauch, CGCS, 
with 20 years experience supervis-
ing course construction. 

'Tom's been with us 10 years," 
Miles said. "He's the one who in-
terfaces with the on-site superin-
tendents and developed our main-
tenance tapes and manuals." 

Another executive worth not-
ing is Chief Executive Officer Ram 
Thukkaram. Thukkaram earned 
an engineering degree in India 
and a master's degree in business 
administration in the United 
States. He purchased a small die-
casting business in the mid-1970s, 
which has evolved into Ganton 

Industries, with 800 employees 
and annual sales of $100 million. 
In 1992, President Bush honored 
him as one of eight outstanding 
Asian Americans. 

While not involved with the day-
to-day operations, Miles said, 
"Ram is an entrepreneur who pro-
vides us with tremendous insight 
and direction." 

It was Thukkaram's idea that 
GreenVisions institute Kaizen, a 
program of continuous improve-
ment that utilizes employees' sug-
gestions. Toyota developed the 
program in Japan. The car maker 
undertook 95 percent of the 1.9 
million suggestions employees 

made in 1989. Kaizen is recog-
nized as one of the keys to 
Toyota's success. 

With 22 courses in the con-
struction/planning stage in the 
Chicagoland area, supply is 
quickly catching up with demand, 
Swaringen said. Consequently, 
course operators are being more 
aggressive in attracting golfers. 

"Even park districts are run-
ning ads and selling discount cou-
pon books," he noted. "I've never 
seen that before." 

GreenVisions has also weighed 
in, offering a $25 discount card 
potentially worth $375 in savings 
at five GreenVisions courses. 

DESERT MOUNTAIN APPOINTED 

MOTT VICE PRESIDENT 

SCOTTSDALE, Ariz. — 
Desert Mountain Properties 
has named Robert S. Mott 
as vice president of club op-
erations. Mott will oversee 
all the operations of The 
Desert Mountain Club. 

Mott, a 25-year club in-
dustry veteran, joins Desert 
Mountain from the PGA 
National Resort in West 
Palm Beach, Fla., where he 
was director of operations. 

The most complex, 
special equipment 

you'll need to invest in 
with our 

closed system. 

If you want to use a fungi-
cide in a closed system, here's 
what you do. Get out your 
hose, fill your tank, throw in 
a new BAYLETON® turf and 
ornamental fungicide water 
soluble packet and you're ready to go. 

You don't need to invest in a special metering and 
measuring device with lots of gizmos, whizbangs and 
doodads. Which means you don't have to learn how 
to operate it, or fix it, or find a place to put it. 

Better yet, you don't have to invest in a year's worth 
of fungicide that comes with those special devices. M H ^ g 

Like all closed systems, you reduce worker ^ ^ ^ ^ 

exposure and container 
disposal hassles. Best of all, you 

get the premium protection of the industry's 
leading fungicide. BAYLETON. 

If you'd like more information, call us toll-free at 
1-800-842-8020. Or if you'd like, write to 
us at Miles Inc., Specialty Products, Box 
4913, Kansas City, MO 64120. 

Pick up the new water soluble 
packets of BAYLETON. Then 
use all that money you didn't 

spend on a measuring and metering device for 
something more useful. 
Always read and follow label directions. © 1994 Miles Inc. 94S10A0010 


