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NGF offers two
new nine-hole
facility surveys

JUPITER, Fla. —The National
Golf Foundation is offering two
sets of in-depth survey reports
on nine-hole golf courses that
are designed to help both opera-
tors and developers compare and
assess their operational and fi-
nancial profiles against respon-
dents in their region.

One survey report focuses on
public, nine-hole courses. The
other focuses on private nine-
hole operations.

Like similar survey reports it did
four years ago on 18-hole golf
courses, the NGF'snine-hole course
reportsare broken downby 21 sepa-
raterevenue and expenselineitems
under seven basic headings:

Revenues, e.g., green and cart
rental fees, merchandise sales,
food and beverage, range, an-
nual dues, etc.

s Expenses, e.g., clubhouse pay-
roll, maintenance payroll, irrigation,
chemicals, merchandise, food and
beverage, taxes and insurance.

¢ Net operating income, i.e.,
before taxes, debt service and de-
preciation.

» Capital Expenditures, i.e.,
amounts spent over the past five
years on such items as golf cars,
maintenance equipment, infra-
structure improvements, etc.

* Key Operational Characteris-
tics, e.g., total acreage maintained
as a golf course, sources of irriga-
tion water and average daily use for
winter and summer months.

e Size and Composition, i.e.,
number of full-time, seasonal and
part-time employees by job type.

The data for these reports is

‘ther broken out by sunbelt

« frostbelt climate region.

Findings from NGF's nine-hole

.d 18hole studies on daily-fee
iacilities show that — although
smaller in scale in terms of rev-
énue and rounds played — nine-
hole, daily-fee courses experience
similar operating margins based
on the national median — 23 per-
cent for nine-hole courses, 25 per-
cent for 18-hole courses.

Copies of the nine-hole and
18-hole editions of “Operating
and Financial Profiles of Golf
Facilities in the U.S.” can be ob-
tained by calling NGF Informa-
tion Services at 1-800-733-6006.
The reports cost from $50 to $75
each for NGF members and $100
to $150 each for non-members.

CORRECTION

Because of a reporting error, a
piece of information appeared in
January’s page 3 story on course
revenues (“NewNGF report gives
perspective to superintendents
and owners”). The report, “Oper-
ating & Financial Performance
Profiles of 18-hole Golf Facilities
in the U.S.", is not free to NGF
members. It retails to members
for $75 for the 18-hole daily-fee,
municipal and private edition and
850 for the 18-hole resort edition.
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Hilton Head's first course reopens
after multimillion dollar renovation

HILTON HEAD ISLAND, S.C. — The Ocean Course at Sea
Pines Plantation, the original 18-hole golf course here, is
suddenly one of the newest and most sought out.

PGA Tour player and course architect Mark McCumber
designed a $3 million makeover for the semiprivate, daily-fee
course that opened for play last fall.

McCumber’s design created substantial fairway mounding
and reshaping, more elvation changes to improve aesthetics
and drainage, more and varied tee locations, a series of new,
interconnected lagoons and U.S.G.A.-spec greens that aver-
age 6,300 square feet, at least a 1,000 square-foot increase in
most cases over the old “pushed-up” style greens. The origi-
nal Ocean Course was built in the late 1950s, when there were
just a handful of vacation homes on the island.

One of more remarkable things about the makeover was
the short time in which it was accomplished. Crews started
tearing up the old course in December 1994. Sprigging was
done in two stages in April and July 1995. The “new” Ocean
Course opened back up for full play in September 1995.

“It was one of the fastest grow-ins I've ever been associated
with,” said Jim Cregan, head superintendent at the Ocean
Course the past 3 1/2 years. “But we had ideal conditions with
the heat and little rain. We had an aggressive fertilizer pro-
gram and we had a lot of boys working out there.”

One notable change is the reworked No. 15, a scenic par-
3 that plays straight out to the Atlantic. No. 15 on the old
Ocean Course was one of the most-memorable and most-
photographed holes on the East Coast.

For the “new” No. 15— which still plays to ademanding 190
yards from the Championship tees — McCumber elevated
the tee area by more than 4 feet to create a gorgeous, more
open view of the ocean. He also lowered the green structure
to improve the view from the tee, added dune-style bunkers,
thinned and removed existing vegetation which blocked ocean
views and added new dunegrass plantings.

Another highlight is an expanded 10-acre practice area in
front of the clubhouse that serves both the newer Sea Marsh
Course and the Ocean Course. The range features five bun-
kered target greens, two full-sized practice greens, and
anacademy-style lesson tee at the far end of the range.

Crews also thinned many trees, which helped Cregan sustain
healthy new Bermuda 419 fairways and Tifdwarf greens.

“There were four or five reasons why we rebuilt and quality
of turf was one of them,” said Cregan. “There have been so
many courses built down here in the last 10 to 15 years that we
were sort of getting passed over.”

Forecast opens golf range brokerage

RICHMOND, Va. — A new
company, Forecast Golf Realty
Inc., has been formed to actas a
broker to sell golf ranges.

Forecast Golf Realty is
teaming with Forecast Golf
Group Inc. to provide the new
service, known as the Range
Exchange. Forecast Golf
Group offers a variety of golf
range products and services.

Forecast maintains a data-
base of individuals interested
in getting into the range busi-

ness and has accumulated a
list of existing golf ranges
nationwide. The newly formed
company will tap into this in-
formation to secure listings
and market facilities to poten-
tial buyers.

Lawrence Salesman is presi-
dent and principal broker of
Forecast Golf Realty Inc. Sales-
man is a graduate of the Uni-
versity of Richmond law school,
a licensed real estate broker
and AM appraiser.

Aerator
NEWMI Fountains

Double the height and
double the diameter of
other 5-hp fountains

You asked for it...

... new high-volume, high-spray
aerator fountains that combine
really BIG, beautiful spray patterns
with deep intake for full aeration
of all water levels in your lakes
and ponds.

5-hp. SPOKE Fountain
75-ft. diameter
700,000 gal/day

5-hp. GUSHER Fountain
23t height

850,000 gal/day Get the Facts about the BIGGEST values in fountains

Call/FAX 1 800 377-0019

AQUA CONTROL

the Leader in new ideas for Beautiful Water Quality Managemen

New dealer inquiries invited
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The most
economlcal
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eliminate
Poa annua!

Why Bensumec™ is preferred
by leading golf courses:

e prevents Poa annua, crabgrass, goosegrass
and other unsightly grasses and broadleaf
weeds

® economical compared to other Poa annua
control programs

® season long staying power
® high bentgrass tolerance

e most efficacious in soil with low organic
content — perfect for sand based greens

® may be applied during the dormant season
or growth period

® can be tank mixed with most turf care
products including liquid fertilizer

ALWAYS READ AND FOLLOW G pbi/cordon
LABEL DIRECTIONS. corporation
Contains BETASAN® An Employee-Owned Company

BENSUMEC’

PREEMERGENT GRASS & WEED HERBICIDE

BENSUMEC™ is a trademark of PBI/Gordon Corporation
BETASAN® is a registered trademark of Gowan Company.
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