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Take a kid — anyone's 
kid — golfing 
We're bombarded with all forms of 

media concerning the trends 
changing the face of America. But how 
often do we really see these trends unfold-
ing in front of our own eyes? Or better yet, 
how often are we able to play a part in the 
growth of a trend? 

I don't think anyone would argue that 
more and more kids are picking up clubs 
for the first time. But let's face it, if these kids are going to keep 
their interest, they're going to need a little encouragement, a 
little preaching from the converted. 

Team that encouragement with an accessible learning center 
(see Public Golf Forum story on cover), and we'll have a set of 
core golfers for the next 50 years. 

Around Masters' time we were exposed to the Nike commer-
cials depicting youngsters of all colors, all creeds, whacking 
golf balls down long, lush, green fairways — an uplifting 
symbol of golfs bright future. 

Those Nike commercial images jarred a few memories. 
How could I forget the first couple times my Dad took me up to 

Butler's Golf Course (Elizabeth, Pa.) to hold my hand through my 
first rounds. He gave me the crucial tips I needed to build my game 
— the ball most "away" hits first, don't walk in another person's 
line. "Keep your head down," he said. "Don't try to kill it." 

The rounds with Dad increased. We started playing with his 
buddies from work, who loved to overwhelm me with swing and 
course-courtesy tips. I started taking my clubs on family vaca-
tions and lost interest in going to the beach. I was hooked. 

Dad's golf missionary work encouraged me, lead me down 
the path to what the industry calls an "avid" golfer: one who 
sneaks off to the range at lunch, or to get more technical, one 
who plays in excess of 25 rounds a year. 

To play my part, I recently donned my golf missionary's robe to 
give a young golfer a few of those swing and course-courtesy tips my 
Dad bestowed on me. Not having any kids myself, I took a non-
golfing colleague's 13-year-old son out to the local course to play 9. 

Ross started playing in June, and for never having a lesson, 
has a nice, natural swing. "Keep your head down," I heard 
myself saying. "Don't try to kill it." 

His enthusiasm for the game is true. His eyes lit up when he 
crushed a 3-wood about 170 yards down the middle of the 
fourth fairway. I helped him with his chipping, and when we 
were waiting to tee off on the 8th, he used the time to hunt frogs 
and pull balls out of the lake with a telescopic scooper. 

When we closed out the 9th, we shook hands. "Nice round," 
he said. Back at the clubhouse he spied three of his friends 
teeing off on the 1st. The three boys, decked out in Nike golf 
gear three sizes too big, wielded shiny metal woods. We stood 
and watched them tee off. 

'This kid's pretty good," Ross said. The young man uncoiled 
into a drive, causing that high-pitched 'ting' from the clubhead. 
The ball traveled about 150 yards down the middle. 

"Cool," Ross said. 
These are the sounds of the future of golf, sounds the 

industry must nurture. 

G U E S T C O M M E N T A R Y 

Confusion by design? 
B y J I M A P P L E G A T E 

We sincerely empa-
thize with those who 

are about to embark on a golf 
course project today. 
Whether that project entails 
a renovation and redesign or 
a completely new design and 
construction. We empathize 
because, perhaps more than 
ever before in history, a 
would- be golf course project 

Jim Applegate is president of 
Signature Course Design 

Will the real environmentalists 
please take one step forward 
So, The World According to Dodson has arrived: a 

world where Audubon International's principles of sustain-
able resource management are not only adhered to but are gospel 
— flesh of flesh and bone of bone in a development project. 

With AI's venture into developing Audubon golf courses, con-
struction and maintenance of golf courses takes a mega-step 
forward. This goes beyond the Audubon Cooperative Sanctuary 
System Program, which was first off the block signing up existing 
golf courses in the late 1980s; beyond the Audubon Signature 
Program, which admitted members as they 
began construction; and beyond even the Gold 
Signature Program, which registers members 
prior to the siting and design of a project. 

Think of the significance of this endeavor. 
AI President Ron Dodson intends to build 100 
— that's 1 with not one but two 0s after it — 
golf courses sited, designed, built and main-
tained by Audubon's high environmental stan-
dards. Thousands of acres of land around the Mark Leslie, 
country sitting unused, unwalked-upon, managing editor 
unbird-watched-upon, unhiked-upon, will be 
opened up to tens of thousands of people now. 

This should make environmentalists, birders, ornithologists 
and snake-lovers happy, right? 

Wrong. I predict a number of people in the environmental 
community will be up in arms. And if and when they go public, 
watch for this Biblical phrase to be fulfilled: 'Their skirts will be 
lifted over their heads." 

Yes, we will discover who are the true environmentalists. Those 
who, for their livelihood, try to stop any and every development on 
earth, will be exposed. 

"We will catch flak," Dodson acknowledged. 
Closely watch the National Audubon Society and Sierra Club, 

which have consistently bad-mouthed AI and its sister Audubon 
Society of New York for their involvement with golf courses, 
resorts, schools and others. 

And while you watch, keep in mind that AI promotes reduction 
in the use of non-renewable resources, creates wildlife habitat, 
restores degraded environments, pushes golf course superinten-
dents, resort owners and schoolchildren to be aware of the wild-
life, flora and fauna around them, and much more. 

Then ask National Audubon and Sierra, "What are y o u for?" Is 
it too outrageous to say: "If Organization A is against Audubon 
International golf courses, evidently it is anti-environment!"? 

Congratulations to the true environmentalists: Audubon Inter-
national, Audubon Society of New York and those scientists and 
lay persons who work hand-in-glove with them. 

• • • 

"Uh, Mr. President?" 
"Yes, son. I'm about to tee off here, so what do you want?" 
"Sir, I, uh, I, um..." 
"Speak up, corporal. As a member of our nation's military police, 

you must learn assertiveness. What is it?" 
"Sir, I must ask you to put out your cigar, or, or ..." 
"Or what?" 

Continued on page 50 

has so many design firms, de-
sign philosophy and design fees 
to select from. It must be very 
confusing for even experienced 
golf developers. 

The term "design firm" may 
be overstated and more market-
ing than reality, in that a golf 
course designer need not have 
large corporate headquarters 
and a large staff to provide pro-
fessional, quality work. The na-
ture of the business provides that 
a single golf course designer 
may consider him or herself a 

"firm." However, the uninformed 
golf course developer may be 
expecting a full support team of 
civil engineers, land planners 
and construction services. Best 
to find out early the depth of the 
"firm." 

We believe that the majority 
of those working in golf course 
design are doing so because of 
their love of golf and because 
they have developed a technical 
and artistic skill that deals with 
the creation of courses for the 
game. However, the severe com-
petition amongst designers is 
forcing them to seek individual 
"niches," which is also creating 
confusion. 

Our empathy for those seek-

ing our service stems from 
this confusion that we see in 
the design marketplace. 
Does the owner select a well 
known name, a well known 
player, an affordable regional 
designer, a design and build 
arrangement, a design and 
manage proposal or a hybrid 
of all of the above? Many 
other components are often 
presented as a part of the 
designer's proposal, which 
may include golf academies, 
facility endorsements, tour-
nament production, merchan-
dise packaging, maintenance 
supervision, consulting and 
maintenance equipment 

Continued on page 50 
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c o m m e n t a r y 
Applegate comment 
Continued from page 11 
lease or purchase arrangements. The 
competition amongst designers is so 
strong today that most of us have added 
services to differentiate ourselves, often 
called "added value packages." 

It is little wonder that golf course de-
velopers are often confused about the 
golf course designer selection process. 

Price point alone would confuse the 
majority. It is possible to encounter fees 
for design services to range from fifty 
thousand dollars to over a million. Under-
standing the scope of services, and com-
paring them between various design 
firms, is a worthwhile exercise for the 
person making the selection. 

Whenever the situation presents itself, 
which must be early in the planning 
stages, we encourage potential clients to 
begin their project with a professional 
business plan supported by a market and 
feasibility study. Preferably the study will 
be produced by someone experienced in 
the golf business. Several firms are spe-
cializing in that field and are recognized 
by financial institutions as creditable. 

One focus of such a study must con-
sider who the golf course is being built 
for; residents, public, resort, or a combi-
nation. The study must identify the com-
petition, i.e. comparables in the area. A 
marketing strategy for the golf course 
should be developed. The strategy should 
define the style and type of course, deter-
mine if a design "name" is important and 
address issues of maintenance standards, 
management, pricing, membership and 
promotion. Only after the study has been 
completed should the ownership begin 
to determine who will be asked to submit 
design proposals. 

The depth of services that any one de-
sign firm can bring to a project varies 
greatly, as we have mentioned. The first 
time golf developer will benefit greatly 
from affiliating with a firm that can offer 
a full package of services that incorpo-
rates design, facility use and manage-
ment. An experienced golf course devel-
oper may be better served working with a 
designer who focuses only on that ele-
ment of the project. 

Trying to be completely objective, we 
would recommend to anyone contemplat-

ing the development of a new golf course, 
or the renovation of an existing course, 
that they carefully identify their reasons 
for doing it, the market they are attempt-
ing to serve and that they evaluate their 
own experience and knowledge of golf. 

The course designer should be selected 
based on the experience of that firm rela-
tive to the goals of the project. A review of 
candidates for the design phase can then 
be more focused and help to avoid the 
confusion factor. 

Leslie comment 
Continued from page 11 

"Or 111 have to arrest you, sir." 
Sound like a bad joke? Well, in the midst 

of his busy schedule of bringing about 
global peace and answering those terrible 
hounds charging corruption that leads to 
his door, President Clinton took the time to 
sign an Executive Order outlawing smok-
ing in the vicinity of federal properties. 

Now, keep in mind that our military 
operates more than 200 golf courses 
around the country, and you get the pic-
ture. In the Muslim countries they have 

Religious Police, who make sure women 
remain veiled in public and that everyone 
prays when called upon to do so four times 
a day. Here, we can do them one better: 
Smoker Pokers, armed and ready coppers 
who will put you in the pokey if you smokey. 

Well, at least we won't have to deal any 
more with those scores of stogey- and ciga-
rette smokers sullying our golfing experi-
ence. By the by, keep your eye peeled for a 
class-action lawsuit being brought against 
the 15,000 golf courses in America by those 
many people who got cancer from second-
hand smoke while golfing. 

Kerley 
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Continued from page 45 
Strem, eastern states and Canada. 

Brian Smith, vice president of in-
ternational sales, will lead the sports 
turf sales group in addition to his 
international agricultural responsi-

ACCU-TECH™ 
PRECISION CUP CUTTERS 

Drainage Systems 

AND MANY MORE 
GOLF SPECIALTY PRODUCTS 

CIRCLE #145 

bilities. Reporting to Smith are three re-
gional managers: Dine Unaran, Europe; 
Salim El Ghazal, the Middle East; and Ger-
man Aceves, Central and South America. 

"We are confident that this new struc-
ture will allow us to reach our objectives of 
focusing on customer relationships with a 
sales team support concept," said Kolb. 

Ryegrass ban 
Continued from page 45 
want to lose our winter visitors, 
and they don't come here to play 
on brown golf courses." 

"If they were to put a ban on 
ryegrass from Oregon.. .that's a big 
market," added Robinson. "But I 
find it hard to believe that all those 
resort golf courses down there 
won't overseed this fall. That's big 
business. Talking to superinten-
dents, they seem concerned. But if 

it comes down to it 
I'm sure they'll put 
their weight be-
hind it too." 

The tourism and 
the nursery indus-
try is trying to help 
wheat farmers by writing letters urg-
ing the U.S. Department of Agricul-
ture and Congress to lift restrictions 
on Arizona wheat. 

Tests of this year's crop have revealed 
no blackened or "bunted" kernels. 
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