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BRIEFS 
SUNCOR APPOINTS FORREST 

PHOENIX, Ariz. — SunCor Golf, 
based he re , has appointed Bill 
Forrest as director of teaching and 
coaching. Forrest, formerly direc-

tor of instruc-
tion at TPC of 
Scottsdale, will 
be responsible 
for creating and 
marketing a golf 
instruction pro-
gram at all six 
SunCor golf 
courses in the Bill Forrest 

Southwest. He'll also be charged 
with organizing golf schools, corpo-
rate outings, junior camps and indi-
vidual instruction. Forrest has 24 
years of golf teaching experience in 
29 countries and has taught more 
than 100,000 students. 

PALMER PROMOTES LEVINE, AHERN 
ORLANDO, Fla. — Arnold Palmer 

Golf Management has promoted Jeff 
Levine and Tom Ahern to newly cre-
ated regional vice president of opera-
tions positions. Prior to the promo-
tion, Levine was regional director for 
Palmer Golfs Texas region, as well as 
its University Clubs in South Carolina, 
Kentucky and Alabama. In his new 
role, Levine will oversee operations 
for the West Coast courses in the 
Palmer Golf portfolio. Ahern previ-
ously served as Palmer Golfs regional 
director for its upstate New York prop-
erties and its University Ridge prop-
erty in Wisconsin. As regional vice 
president, Ahern will oversee opera-
tions for Palmer Golfs East Coast prop-
erties, as well as its courses in Wiscon-
sin and Illinois. 

RAIMER TO HEAD FIDDLER'S CREEK TEAM 
NAPLES, Fla. —Gulf Bay Group of 

Companies has appointed Jeffrey 
Raimer head golf professional at 
Fiddler's Creek. Raimer will initially 
oversee the operation and manage-
ment of the Arthur Hills-designed 
Creek Course and a pro shop, while 
coordinating golf-related events and 
supervising golf employees. When 
completed, Fiddler's Creek will have 
72 holes of golf and two clubhouses. 
Most recently, Raimer was director of 
golf at Bay Colony Golf Club in Naples. 
He has held management positions at 
several golf clubs in Naples and was 
named "Golf Professional of the Year" 
in 1996 by the PGA's Southwestern 
Florida Chapter. 
GOLF COURSE NEWS 

Golf Matrix waiting 
for a buyers7 market 
By A N D R E W O V E R B E C K 

SCOTTSDALE, Ariz. — With golf development financ-
ing getting tougher and the acquisition market still bot-
toming out, Golf Matrix, along with many other manage-
ment companies, is turning its attention inward and playing 
the waiting game. 

"There is too much for sale out there right now and no 
one is buying anything," said Deron Bocks, president of 
corporate operations and acquisitions. "Why buy some-
thing now when it will be cheaper in August? Those guys 
[companies selling off courses] are in trouble and we are 
not going to bail them out." 

Instead of concentrating its efforts on the volatile ac-
quisitions market, Golf Matrix is spending the first half of 

GolfMatrix began managing Woodlake Resort and GC this fall. 

2001 optimizing the performance of its existing portfolio. 
"We'll poke our heads up July 1, and look around to 

grow again," Bocks said. 
ADDING COURSES IN THE SOUTHEAST 

Golf Matrix, however, has been far from dormant. 
In the past two years, Golf Matrix has amassed 15 

courses in the Southeast and the mid-Atlantic. This fall, 
the company added three management contracts in the 
Pinehurst, N.C., area, bringing the total number of courses 

Continued on page 23 

Despite $50-million cache, 
LinksCorp on sidelines 
B y JAY F I N E G A N 

BANNOCKBURN, 111. — 
With an acquisition war chest 
of $50 million and a buyer's 
market in golf properties, you 
might think LinksCorp would 
be busily adding to its 24-
course portfolio 

You would be wrong. 
'This is probably the tough-

est buying environment we've 
seen in a long time," said Ben 
Blake, LinksCorp's president 
and CEO. 'There's a lot for sale, 
but you don't see many transac-
tions happening except for the 
real high-end stuff." 

Course prices are drop-
ping, he said, but not far 
enough. Many sellers seem 
to have "overly optimistic" 
expectations. 

"We're coming off a pretty 
tough year in 2000," he said. 
"People are putt ing their 
courses on the market and 
aren't even coming close to 
getting the price they want. 
It's largely because the rela-
tionship between current cash 
flow and asking price shows a 
significant gap." 

PIE SLICED TOO THIN 
The large number of 

courses for sale is a function 
of supply and demand, Blake 
said. "Too many courses prob-
ably have been built," he ob-
served, "and the number of 
golfers isn't corresponding. 
The pie is getting sliced too 
thin in some places." 

The most visible acquisi-
tions are taking place at the 
top of the market. Heritage 
Golf Group, for example, re-
cently bought White Columns 
GC in Atlanta and Talega GC 
in Southern California, report-
edly paying about $20 million 
for each one. 

LinksCorp prefers to buy 
courses in the $4-million to $7-
million range, so it can offer 
affordable golf. 

"There aren't many transac-
tions being done at our level," 
Blake said. "If they are, they're 
localized, where a few guys put 
up the dough and get it fi-
nanced at a local bank." 

TRAILING CASH FLOW 
At one time, Blake said, 

course valuations hinged on 
the replacement cost of the 
asset. That's changed in recent 
years, and 12-month trailing 
cash flow is now viewed as the 
best indicator. 

"The industry has usually 
traded at six to 10 times earn-
ings before interest and taxes, 
and it's probably closer to 10 
than six," he explained. "You're 
now seeing those multiples 
coming down to nine." 

The deals he's looking for 
are those priced at eight times 
cash flow or better. "A course 
that's doing $500,000 net and 
is selling for $4 million would 
be a good deal," Blake said. "It 
would qualify for financing. 

Continued on page 22 

Leasing options for turf equipment growing 
DALLAS, Texas — Leasing and fi-

nancing options have long been avail-
able in the golf car business and have 
become the preferred method of pay-
ment for large fleet 
p u r c h a s e s . How-
ever, leasing is a 
relatively new op-
tion when it comes 
to buying turf main-
t e n a n c e equip-
ment. 

"We have seen a 
strong buy into the 
marketplace in turf 
equipment in the last 
three years," said 
Ron Ort senior vice 
president of golf and 
turf for CitiCapital, 
formerly known as 
The Associates. "We 
launched our prod-
uct in 1995. It was 
hard to get it out 
the re be forehand 
because turf equip-

ACQUIRING EQUIPMENT 
LEVERAGING YOUR BUDGET TO 

ACQUIRE MORE EQUIPMENT 
BUDGET: $50,000 

CASH 
— With $50,000, you can pur-

chase three pieces of equipment 
48 MONTH LEASE 

— Fair market value residual 
— Monthly payment (for three pieces 

of equipment): $1,142, or $13,704 
annually 

— ($50,000 - $13,704) = 
$36,296 

— With $36,296 extra cash flow, 
you can acquire additional units with 
a cost of $ 1 32,500. The total value of 
leased equipment is $1 82,500. 

Source: CitiCapital 

ment was treated as a commodity. You 
bought it, you used it until if wore out and 
then you bought more." 

Leasing, though, is quickly becoming 
popular. In fact, in the four years that the 

Toro Co. has offered a leasing program, 
approximately one third of its business is 
now being done through leases, said 
Toro's finance marketing manager, Paul 

Danielson. 
According to Ort, 

a t t i tudes about 
leasing turf equip-
ment have changed 
because courses 
are realizing that 
leasing allows them 
to leverage their 
budgets and maxi-
mize cash flow. 

" S u p e r i n t e n -
dents have seen 
that by leveraging 
buying power over 
the course of four 
years as opposed to 
a capital expendi-
ture in one year, 
they have gained a 
t r e m e n d o u s 
amount of purchas-
ing power," he said. 

The chart above illustrates how much 
equipment a $50,000 yearly equipment 
budget can buy over a 48-month leasing 
period. 

— A n d r e w O v e r b e c k 

DaimlerChrysler 
builds portfolio to 
$225 million 
By JAY F I N E G A N 

DALLAS, Texas — The golf divi-
sion of DaimlerChrysler Capital Ser-
vice has quietly become the fastest-
growing lender in the golf industry. 
The firm funded $50 million in 
projects in 1998 and $50 million 
more in '99. But last year DCCS 
stepped up with about $125 million, 
bringing its portfolio to about $225 
million invested in 45 golf courses. 

"Our focus is on existing facili-
ties," said Bobby Fitzpatrick, the 
Dallas-based national director of the 
DCCS Golf & Sports Finance Divi-
sion. "The majority of what we're 
doing is the refinancing of courses. 
We also fund a lot of acquisition 
deals. 

"We might even take a look at a 
start-up, if it's already built," he 
adds. "But we're not into construc-
tion lending. We'll only make a 
couple of construction loans this 
year, and we already know which 

Continued on page 22 
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DaimlerChrysler 
Continued from page 21 

two we're doing." 
Fitzpatrick acknowledges his 

operation is nowhere near the 
size of the industry leader, 
Textron Financial Corp., but in 
percentage terms it is growing 
faster. "We had a big year last 
year - we doubled our portfo-
lio," he said. "We feel we're go-
ing to have a good year in 2001, 

too, volume-wise. The deals will 
be structured more conserva-
tively than two years ago, 
though. We're anticipating an 
economic slowdown and increas-
ing pressure on existing facili-
ties from all the new supply." 

DCCS, a wholly owned sub-
sidiary of DaimlerChrysler 
Corp., was formerly known as 
Debis Financial. 

Surveying the outlook for golf 
courses, Fitzpatrick predicts 

some challenging times for many 
of the newer layouts. "People 
spent too much money in recent 
years," he said. "They went kind 
of crazy. They thought they 
needed the best architect, the 
best cart path, the best irriga-
tion system, the best clubhouse. 
And all of a sudden, a course that 
started out needing to be an $8-
million project turned into a $12-
million golf course. Now you're 
forced into being a high-end daily 

fee, where you wanted to be a 
moderate daily-fee. 

"Obviously that means charg-
ing more, and maybe you could 
get that," he said. "But with a 
slowing economy and all the new 
supply, the higher-end courses 
will clearly be challenged in 
some areas." 

WHITE COLUMNS EXAMPLE 
Consequently, Fitzpatrick is 

interested in some selective fi-
nancing of acquisitions that show 

^ / k ^ a t s ^ c Taking care of everything below the shoe 
2001 Eco Soil Systems, Inc. Recharge is a trademark of Eco Soil Systems, Inc. Always read and follow label directions. 

an upside as turnaround pros-
pects. A case in point is White 
Columns Golf Club, a daily-fee 
course north of Atlanta. Bob 
Husband's Heritage Golf Group 
recently acquired the club with 
some DCCS financing. 

'The Japanese owned White 
Columns and undermanaged it," 
Fitzpatrick said. "They made 
money, but not enough relative to 
what Heritage paid for it. [Indus-
try reports put the purchase price 
at $20 million.] So it definitely 
needs to get better. It's the best 
public course in Atlanta, a Tom 
Fazio design - it's just fantastic. 

"It won't be hard for Heritage to 
enhance the cash flow there. 
There are some easy opportuni-
ties to bump it," he said. "The 
trailing 12-month cash flow could 
have serviced the loan, but barely, 
and we like to have a cushion. So 
we definitely underwrote some 
improvement in the cash flow. If 
we didn't think it would happen, 
we would not have done the loan." 

Golf developers targeting even 
underserved areas need to look 
elsewhere for funding, however. 
DCCS isn't interested. "We'll get 
packages on 200 courses for con-
struction loans, and we'll pick 
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LinksCorp 
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"If the same course was throw-
ing off only $200,000 in cash," he 
added, "it wouldn't qualify for 
debt financing anyway, because 
the lender wouldn't get comfort-
able with that kind of coverage." 

30 PROPOSALS, NO DICE 
Blake is actively searching for 

workable deals, primarily in the 
Southeast, where the price 
points are more to his liking. 

"When you go out to California, 
say, it's almost doubled. The 
courses are twice as expensive, 
and they throw off twice the cash," 
he said. "A $50 [green fee] golf 
course in the Southeast might cost 
$90 in California. That's what the 
market will bear. But you need a 
lot of money to get into course 
ownership out there." 

Although LinksCorp has $50 
million budgeted for acquisitions 
this year, Blake has yet to see a 
deal he likes. 

'Thirty proposals crossed our 
desk in January, and not one of 
them made it to the next level," he 
said. "What's out there are many 
properties earning maybe $300,000, 
but they're asking $6 million. Who's 
interested in those kind of econom-
ics? That should be valued at maybe 
a $2.5-million deal." 

Until prices become more real-
istic, Blake is prepared to sit tight. 
'To buy courses just to get bigger 
doesn't get you anywhere," he 
said. "I think you're better off buy-
ing a few good deals rather than a 
lot of marginal deals, because 
sooner or later they come back to 
haunt you." • 

Recharge improves turf plants' capability to with-
stand summer stress and maintain better turf quality. 

Call 1-888-771-3447 for Recharge, and ask about 
our performance guarantee, too. Give your turf the 
highly charged root system it needs to withstand 
environmental pressures of temperature stress and 
high traffic throughout the ^ ^ 
season - go with Recharge. - m G C l f l c U T i f I 

Stimulate root growth and increase the root 
system of turfgrass with Recharge™. Recharge contains 
nitrogen-fixing microbes and a microbial stimulant. 
The microbes colonize the surface of turf roots 
where they enhance root development. Recharge 
helps develop deep, viable root systems capable of 
taking up water and nutrients from deeper in the soil 
profile and slows, as well as prevents, root die-back. 


