BRIEFS

MARRIOTT PROMOTES NAULT, SCHLICK

ORLANDO — Long-time Marriott
Golf employees Bill Nault and Tom
Schlick have been named to the
company’s corporate staff. Nault was
appointed director of golf operations
and will be responsible for Marriott’s
18 managed facilities on operational
issues and new property development.
Schlick was named to the position of
director, ground operations. Kevin
Hammock will remain as director of
operations and business development.

MARE ISLAND GETS NEW MANAGER

VALLE]JO, Calif. — The city has se-
lected the #1 Golf Co. to operate Mare
Island Golf Course. The nine-hole
track will be expanded to 18 as soon as
the U.S. Navy releases the property
needed. Mare Island’s entrances are
still guarded by the Navy. The #1 Golf
Co. operates two other California
courses and is developing a third.
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BRASSIE TAKES OVER MO. LAYOUT

LAKE OF THE OZARKS, Mo. —
Brassie Golf Corp. has been awarded a
management contract for North Port
National Golf Club here. Great Southern
Savings Bank of Springfield, which fore-
closed on the property July 31, reached
the agreement with Brassie and renamed
the facility the Osage River Club.

..................................................

MARYLAND FORMS OWNERS GROUP

Owners and managers of public and
private golf facilities have formed the
Maryland State Golf Course Operators
Association. George Reich of the
Severna Park Golf Center is the presi-
dent. For more information contact as-
sociation headquarters at 410-974-4473.

KSL ADDS PAIR

MANASSAS, Va. — Bethany
Duffield and Jennifer Rydholm have
joined KSL Fairways as MIS trainer
and human resources manager respec-
tively. Duffield comes from Diamond
Management Systems, among the larg-
est providers of club accounting sys-
tems in the United States. Rydholm
recently worked for Columbia First
Bank and has extensive human re-
sources training in the printing, bank-
ing and government contracting in-
dustries.
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Southwest Golf set
to expand reach
throughout country

By PETER BLAIS

Golf courses are making money, but are they making friends?

That's a question William Walters ponders every day.
“I'm not sure the attorneys, accountants and business

people running golf today really understand what the game is

all about,” said Walters, chairman of The Walters Group and
its subsidiary, Southwest Golf, which operates a total of five
courses in Illinois, New Mexico and Arizona.

“The pros who ran golf courses for years knew little about
how to run a business. Management companies came in and
began operating them more profitably. The added revenue
was good for golf. But they often lost the personal touch.
There is still a huge demand for facilities run the old-
fashioned way, with service and atmosphere being the most
important things. We want to maintain our facilities at a high
level with a high service level for our customers.”

Service and atmosphere. Those are the qualities Walters said
he will stress as he strives to grow his Las Vegas-based firm

from its modest-sized present to a 20-plus course conglomerate.

The Burr Hill Club in St. Charles, I1l., currently under
contract and expected to close in early October, is the latest
addition to the Southwest portfolio. Southwest also operates
Eagle Brook Country Club and The Golf Club of Illinois in
suburban Chicago, Mesa del Sol Country Club in Yuma,
Ariz., and Paradise Hills Golf Club in Albuquerque, N.M. All
except Eagle Brook are daily-fee operations.

Southwest is also negotiating with the city of Las Vegas to
build a Perry Dye-designed municipal course there. Walters
said it would be only the second municipal layout in the fast-
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A sample of how a portion of Paradise Hills Country Club in Albuquerque,
N.M. looked before (above) and after (below) Southwest’s renovation.

Walters hopes to buy or build four to five golf courses
annually for the next few years throughout the United States.
Plans are to group them like the three Chicago courses,
which are located within 30 minutes of one another along

growing city. “It will be affordable, averaging $22.81 per
round for residents, including cart,” he said. “Most of the

public courses in Vegas are in the $70-75 range.”

Randall Road, a fast-growing area that is home to many
corporate headquarters. The company will eventually

Continued on page 38

MARKETING IDEA OF THE MONTH

Dollar-per-hole
plan attracts new
and old golfers

By PETER BLAIS

THACA, N.Y. — It’s 7:30 on a
I midsummer night, a time when

a handful of golfers are working
their way back to the clubhouse and
the parking lot is fast emptying at
most courses.

Not so here at Hillendale Golf
Course.

“When most courses are getting
ready to close down, we have a lot of
people still coming in to play,” said
head pro Darlene Sommer.

Why? No, the course isn’t lighted.
And Ithacaisn’tlocated above the Arc-
tic Circle, so the club isn’t bathed in
sunlight 24 hours a day.

The reason is simple. Hillendale’s
dollar-per-hole plan allows golfers to
play as many holes as they want any-
time of the day.

The program has been extremely
popular with experienced golfers with
an hour or so to kill after work and
with beginners making their first ten-
tative steps from the practice range
onto the course.

“Our course is well set up for it,”
Sommer said. “Holes 1 through 3 bring
you right back to the clubhouse. The
same for 10 through 12. We get alot of
people who come out and play a few

The 16th tee at Hillendale Golf Club

holes who normally wouldn’t bother
to come out at all.”

The dollar-per-hole program is par-
ticularly attractive to beginners, a spe-
cial group that Sommer and course
owner Mary Novickas have tried to
make feel welcome at their course
since the two began working together
at Hillendale 11 years ago.

“We've always been geared to mak-
ing the course comfortable for begin-
ners and trying to understand what
they're going through,” Sommer said.
“When beginnersare out on the course
with people bearing down on them it
can feel like they’re out there for an
eternity. So we developed programs to
make them feel comfortable and help

Continued on page 38

EPA ruling on USTs
could free up loan
money for courses

By PETER BLAIS

WASHINGTON — Lenders may be more
willing to loan money to golf courses and
others with underground storage tanks
(USTs) because of a recent U.S. Environ-
mental Protection Agency (EPA) ruling
limiting the liability of lenders financially
involved in properties with USTs.

“This doesn’t change the things we’ll
require of a borrower,” said Don Rhodes,
vice president of Gray Rock Capital, a
subsidiary of NationsBank and one of the
country’s leading golf course lenders.
“But it will allow us to make a loan where
we might not have done so before.”

According to the EPA, the new rule will
limit the regulatory obligations of finan-
cial institutions and others holding secu-
rity interests in properties with USTs.

Lenders, EPA said, have been reluc-
tant to extend loans to these small busi-
nesses for fear of incurring UST cleanup
liability in situations where the business,
for example, becomes bankrupt and the
lender forecloses on the property. By
reducing the regulatory obligations of
lenders, the agency aims to remove this
potential barrier to extending loans to
small businesses with USTs.

The new rule makes lenders eligible
for an exemption from all UST regulatory
requirements, both prior to and after fore-
closure, if the lender holds an ownership
interest in a UST or in a property on
which the UST is located to protect its
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