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By HAL PHILLIPS

PINEHURST, N.C. —
The strength and breadth
of relationships forged last
year at Pebble Beach will
be tested this month when
representatives of the golf
course industry and envi-
ronmental movement meet
here at the second Golfand

movement is well repre-
sented here. The GCSAA
has come a long way in try-
ing to understand both
sides of this debate and is to
be commended for that.”
In terms of PR, has golf
turned a corner?
“Absolutely,” said Shar-

over the past 12 months by
representatives of the golf
course industry working
with environmental activ-
ists. The principles are de-
signed to guide — not nec-
essarily regulate — golf
course siting, development
and maintenance practices.

“It’s important to re-
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municipalities
ByJ.BARRY MOTHES

WYANDOTTE, Mich. —
An economic development
tool traditionally used by
cities to build downtown
parking garages and revi-
talize neglected neighbor-

— mergers and buyouts galore.........ccccoeieniieenenns 59 the Environment Summit, member, these principles
March 10-12. have been put together by WHERE EARTH & SKY COLLIDE
N Thisyear’'sattendeeswill a consortium of people of A dramatic backdrop is only half the story at Scott Miller's
g review and, ideally, ap- bothsides,” explained Ted Eagle Mountain Golf Club in Scotisdale, Ariz. Eagle
C ] - : F oo B - Mountain is one of two daily-fee, Miller-designed tracks to
g prove asetof “environmen- Horton, vice president of A ; s : '
£ £¥y = open this year in the Phoenix area. For stories, see page 43.
E tal principles” formulated Continued on page 35
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a turning point?
By PETER BLAIS
ORLANDO — Golf made
real progress in its ongoing
confrontation with the envi-
ronmental movement by
providing opponents a pub-
lic forum here during a de-
bate led by Harvard law pro-
BUILDERS HONOR CORNISH fessor Arthur Miller at the
Architect Geoffrey Cornish accepts the Don Rossi Award recent International Confer-
from outgoing GCBAA President Jim Kirchdorfer in ence and Show.
Orlando. For story, see page 33. “I attended a [GCSAA]
panel discussion at last
? d
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NGP acquires GEl

By PETER BLAIS

DALLAS — National Golf
Properties’ (NGP) proposed pur-
chase of Golf Enterprises Inc.
(GEI), one of the country’s largest course manage-
ment companies, is the latest example of the merg-
ers/buyout mania rocking the golf business.

NGP’s David Price

Federal, state EPAs sign off on products.............. 65 on Newsome of the Na- hoods was used by city of- “This is the best route for us to ensure optimum
What's new in the marketplace? ...........ccceeevvunee 66 Continued on page 68 ficials here to help build a shareholder value,” NGP’s Chief Financial Officer
championship-caliber, ur- John Berndsen said of the $58 million would-be deal.
ban 9-hole golf course and “We're part of the ongoing consolidation occurring in
riverfront park. the industry.”
The tool is known as tax GEl owns, leases or contracts to manage 43 courses
increment financing, TIF in 17 states. The agreement calls for GEI to sell its 20
for short, and it may hold owned golf properties to NGP — a real-estate invest-
some promise as a mecha- ment trust established by the founders of American
nism for cities aiming to Golf Corp. (AGC) — and merge immediately thereaf-
build courses within de- ter with a newly formed AGC subsidiary. That subsid-
fined development dis- iary, which will retain the Golf Enterprises name, will
NEWSPAPER Continued on page 34 Continued on page 58



Consolidation

Continued from page 1

also take over GEI's 23 lease and/or man-
agement contracts, Berndsen said.

Berndsen said GEI's decision to sell
does not mean the company perceives
any weakness in the golf market, but
simply reflects the fact that the larger,
more successful management firms are
growing through individual course ac-
quisitions and/or mergers with other
companies. For example:

» With the help of NGP, AGC has far
surpassed the 200-course mark.

® ClubCorp, which stands at 175 courses,
moved out of its traditional private club niche
and into the public golf market back in 1986
with its purchase of CCA/Silband GolfCorp.
That subsidiary evolved into GolfCorp,
ClubCorp’s public course subsidiary.

¢ Brassie Golf and Club Operations and
Property Management merged last year,
giving the combined firm over 50 courses.

¢ KSL — which made a big splash with
its purchase of Palm Spring, Calif.’s PGA
West and LaQuinta Resort and Club in
the 1993 Landmark Land Co. auction —
followed that up with the purchase of
Fairways Golf, a 12-course public-access
management company that has evolved
into 22-facility KSL Fairways.

“The big are getting bigger to reap the
benefits of clustering courses together and
achievingeconomies ofscale,” Berndsen said.

KSL Fairways is a major proponent of
clustering, said company President and
Chief Operating Officer Eric Affeldt. “I
wouldn’t be surprised if you see additional
acquisitions of small management compa-
nies by the larger ones,” he said. “Buying
an existing management company is one
way to get big in a hurry. You may spend
less time and money researching and buy-
ing one course than you do 20. But you
don’t spend 20 times as much buying the
group as you do the single course. There
are efficiencies in buying in bulk.”

There are a handful of large manage-
ment companies (handling more than 20
properties) and many smaller ones (less
than 10), said Randy Williams, ClubCorp’s
executive vice president of development.

MANAGEMENT

Following is a list of courses con-
trolled by Golf Enterprises Inc., which
has tentatively agreed to sell its 43
owned courses and management con-
tracts to National Golf Properties:

Bayou Barriere Golf Club, New Or-
leans; Bent Tree Golf Club, Colum-
bus, Ohio; Briarwood Golf Club, Ba-
ton Rouge, La.; Canoa Hills Golf
Course, Green Valley, Ariz.; Corvallis
(Ore.) Country Club; Crescent Oaks
Country Cub, Clearwater, Fla.; Crys-
tal Lake Golf Course, Lakeville, Minn.;
Desert Rose Golf Course, Las Vegas,
Nev.; Diamond Oaks Country Club,
Haltom City, Texas; Eldorado Coun-
try Club, McKinney, Texas; Emerald
River Golf Course, Laughlin, Nev.;
Forrest Crossing Golf Course, Nash-
ville, Tenn.;Great Southwest Golf Club,
Grand Prairie, Texas; Highlands Golf
and Supper Club, Hutchinson, Kan.;
Indian Creek Golf Course, Carrolton,
Texas; Jess Ranch Golf Course, Apple
Valley, Calif.; Killearn Country Club
and Inn, Tallahassee, Fla.; Las Vegas
(Nev.) Golf Club.

Lely Resortand Country Club, Naples,

Golf Enterprises Inc. course listing

Fla.; Links O'Tryon Golf Course,
Campobello, S.C.; Meadowbrook Coun-
try Club, Tulsa, Okla.; Mission Hills
North Golf Course — The Gary Player
Course, Rancho Mirage, Calif.; North
Hills Country Club, Little Rock, Ark,;
Oakridge Country Club, Garland, Texas;
Paradise Knolls Golf Course, Riverside,
Calif.; Pawtuckett Golf Club, Charlotte,
N.C.; Pinery Country Club, Parker, Colo.;
The Plantation Golf Club, Boise, Idaho;
San Dimas (Calif.) Canyon Golf Club;
Shandin Hills Golf Club, San Bernadino,
Calif.; Shenandoah Country Club, Baton
Rouge, La.

Simi Hills Golf Club, Simi Valley,
Calif.; Stonebridge Country Club, New
Orleans, La.; The Links at Stono Ferry,
Charleston, S.C.; Summerfield Cross-
ing Golf Club, Tampa, Fla.; Tallgrass
Country Club, Wichita, Kan.; The Trails
Golf Club, Norman, Okla.; Tustin Ranch
Golf Club, Tustin, Calif ;Westin Mis-
sion Hills Resort Golf Course, Rancho
Mirage, Calif.; Williams Golf Course,
Mesa, Ariz.; Willow Fork Country Club,
Katy, Texas; Woodhaven Country Club,
Fort Worth, Texas.

“We track what the smaller ones are doing
because there is potential there for larger
companies, like ourselves,” he said. “We've
helped a lot of them get started because
they may come see us some day. Buying a
company like that could give us a presence
in a market we haven’t entered, yet.”

Joe Black, president of Western Golf
Properties, a 20-course management firm
based in Scottsdale, Ariz., said several
firms have sought to buy his company.
“With the money coming into the busi-
ness from Wall Street, you're seeing a lot
of overtures being made,” he said. “We're
doing quite well. But many companies
have entered the field in the last four to
five years. Some aren’t doing as well as
they'd hoped and consolidation is some-
thing they are willing to explore.”

The large number of courses in this

deal (43) and AGC’s sheer size has some
industry observers asking whether a con-
flict of interest could develop in markets
where NGP owns some courses and man-
ages others (through AGC), Black said.
The question is whether AGC will work as
hard promoting courses it manages as it will
for those NGP owns in the same market.

“That question always arises,” said NGP
Associate General Counsel Neil Miller.
“[Founder and Chairman] David Price
owns half of this company [NGP] and
virtually all of AGC. It would be foolish for
him do anything that would hurt either
one. If anything, AGC’s size provides more
marketing power for course owners who
have AGC manage their facilities.”

As forits deal with NGP, GEI will receive
approximately $40.8 million in marketvalue
of NGP common stock and $17.2 million in

cash. GEl stockholders will receive $12 per
share in a combination of $6 in cash and $6
in market value of NGP common stock for
each share of GEI common stock.

“It'sagood acquisition for them [NGP],”
said Randy Williams, ClubCorp’s executive
vice president of development. “It seems
like a pretty rich deal, though. It works out
to around $4 million per club. The revenues
don’t seem anywhere near that. But AGC is
alean, mean operating machine. And NGP’s
stock seems to do well.”

Miller responded: “We did our home-
work and it seems like a good deal to us...It
was an opportunity to pick up 20 courses in
one transaction. It willimprove NGP’s funds
from operations, help AGC’s cash flow and
gave us [NGP] an opportunity to issue
additional stock equity.”

Prior to this deal, NGP owned 81
courses, 80 of which it had turned over to
AGC (Cobblestone Golf Group manages
the other). NGP plans to continue acquir-
ing courses, Miller said, even though the
company has exhausted the $97.8 million
raised from its initial stock offering in
August 1993 and the $100 million in debt
from a late-1994 private placement.

“We have arevolving creditline and we’ll
do more debt deals down the road,” Miller
said. “As a publicly traded company we
have access to many sources of capital.”

GEI first reported in January it was
holding discussions=with a potential
buyer. Berndsen said GEI decided to
publicize negotiations when the firm noted
a flurry of activity involving its securities.
GEI stock climbed from S8 to $11 per share
over a few days earlier this year, he noted.

“As a publicly held company, we have an
ethical and legal responsibility to provide
information to potential investors when
something we know about causes our stock
to move,” the GEI executive said. “It was
obvious someone got hold of information
that we were talking with a potential buyer,
so we made that information public.”

The agreement is subject to stockholder
approval from both companies. The deal is
expected to close May or June.

As for GEIl employees, Miller said most
people retain their jobs at the course
level when AGC takes over a new facility.
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ntrobucinG GOIFLINK, the indus-

try’s first complete weather, lightning,
and golf information satellite service. Our
unique satellite technology and easy-to-
use format far outperforms any dial-up
services you may have used. For under
two dollars a day, GolfLink offers detailed
lightning analysis, full color forecast
maps, association updates, turf research,
headline news, and sports and financial
information.

We've put together for you all of the
crucial weatherir

time, mgig;gy

formation to save you
il to ensure the safety of
the peopi€lon Yol course. Plus all of the
sports, news,andfinancial information
will keep yosi egining back "{g[ moEel = .
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" Call 1-800-200-3810 for
60-Day Trial Offer*

N *$159 non-refundable foe includes two moaths service and shipping.

ProMag"" 36 i a combination of magnesium sulfate and magnesium oide,
supplying both immediate and long term nonburning magnesium availability.
ProMag 36 is the choice magnesium in microprilled form riacessary to

balance calcium and potassium in the soil. Such nutrient balance increases

root mass resulting in healthy green turf.

ProMag 36 is versatile, allowing direct application or blending with other
plant food ingredients in a wide variety of formulations.

Call 800-648-7400 for your nearest distributor.
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