
ing of materials was inconsistent. 
"We had some greens with 10 to 12 

inches of rock, 5 inches of choker and 4 
inches of greens mix," Estes says. "That 
made it difficult to keep a consistent 
quality product. We had done some 
coring and knew where the thick areas 
were. We had low areas in the greens 
that would dry out and high areas that 
would stay wet." 

That problem doesn't exist anymore. 
So far, the greens' layering consistency 
is much better, as evident by improved 
water percolation through the soil pro-
file, Estes says. 

"We're able to do much more spot-wa-
tering of the greens," he says. "We don't 
need to water the entire profile every 
day. The layering consistency helps with 
water management." 

Additionally, individual valve and 
head controls were installed throughout 
the irrigation system, which has helped 
manage water better because all the 
heads were individually wired back to 
the satellite in the previous renovation, 
Estes says. 

Turfgrass health 
Before the renovation, the greens featured 
Tifdwarf Bermudagrass that had been 
mutating since 1998. Elsewhere, 419 
Bermudagrass and various mutations of 

the warm-season turf covered the course. 
During the renovation, MacCurrach 
Golf Construction of Jacksonville, Fla., 
planted TifEagle Bermudagrass on the 
greens and 419 on the fairways and tees, 
blending and grading the old turfgrass 
and new together. 

Turfgrass health had become an issue 
because of excessive shade caused by a 
number of pine and maple trees that had 
been planted on the course during the 
past 80 years. 

"Dan and I went through the golf 
course and marked individual trees 
hole by hole," Estes says. "We viewed 
the trees during the day to see how the 
sunlight would hit the greens through-
out the year, then put together a map to 
get permitting." 

In the end, 171 trees were cut down, 
greatly improving sunlight and air 
movement. 

"Membership wasn't very happy about 
the number of trees removed, but on the 
first tour of the construction site, many 
people said, 'Wow!'" Estes says. "They 
were happy, and with the exception of 
several trees that were prominent, they 
couldn't tell where we had taken them 

. » out. 

To a tee 
One part of the renovation that added 

to Estes' workload was the restoration of 
the tee boxes back to the original square 
shapes Ross designed. 

"It's good for design concept and 
aesthetic value, but they require a lot 
more work," Estes says. "But it's a good 
trade-off because we have more usable 
tee surface than when we had a free-flow-
ing tee design." 

Estes' crew has returned to the old-
style mowing, that is the fairways run 
right up to and wrap around the greens. 

Consistently layered greens, new turfgrasses, tree 
removal and an upgraded irrigation system made 
the course more predictable. Photo: Dan Schlegel 
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design case study 

During the restoration project 171 trees 
were cut down throughout the course 
to improve sunlight and air movement. 
Photo: Dan Schlegel 

Throughout the property, the mowing 
design has broadened the fairway cut, 
providing golfers with huge landing 
areas. 

"That was part of the plan to institute 
the Donald Ross feel back to the golf 
course," Estes says. "In the old days, we 
used to move the tee markers off and 
mow with a seven-gang mower." 

Estes says he wouldn't know the effect 
the square tees have had on man-hours 
until next summer when the fairways 
and tees are mowed four or five times 
a week. 

Perhaps the most curious area of the 
project was the 12th green. It sits on the 
edge of what was a swamp when Ross 
designed it. In 1925, the construction 
crews laid cypress trees in a crosshatch 
pattern to create a pad so the green 
wouldn't sink into a swamp. During the 
recent renovation, MacCurrach dug out 
the cypress logs and replaced them with 
native soil. The area wasn't swampy any-
more because lakes had been created. 

Rave reviews 
During construction, the entire club, ex-
cept for the golf course, remained open. 
Bork conducted a kids golf camp and 
golf instruction on the practice range, 
and general manager Scott Irwin orga-
nized a slew of social activities, including 
outdoor dining. 

After San Jose reopened Oct. 14, 
Donald Ross - and his modern design 
associate, Dan Schlegel - received high 
marks. 

"Dan has elevated San Jose's status tre-
mendously in the area," Bork says. "The 
members' initial reaction was very favor-
able. Not only is it visually far superior, 
but its conditioning is fantastic. Clayton 
and MacCurrach Golf Construction did 
an A-plus, yeoman's job." 

Cofer says Schlegel's design work has 
transformed a good course that could be 
played without giving thought to strat-
egy, into a course where one has to give 
thought to just about every shot. 

"This really helps to engage the play-
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er," he says. "With modern technology 
and instruction, our course was losing 
its ability to challenge the younger and 
lower-handicap players. Dan was able to 
add length and difficulty to the course 
that we weren't aware would be possible. 
Even so, his design is still very playable 
for the senior and higher-handicapper." 

The renovated course has a lot of depth 
deception, Estes says. 

"There are hidden bunkers that make 
the players become students of the 
game," he says. "They have to learn the 
golf course." 

Bork agrees. 
"It makes you think your way around 

the course," he says. "It's visually more 
intimidating because of the bunkering, 
but there's still plenty of room to play 
the golf course. There are a lot of ways 
to make par. Nobody says you have to 
hit driver off a certain tee box. You can 
always lay up. You have to play to your 
strengths." 

Membership growth 
As a result of the renovation, member-
ship has grown already. Irwin and his 
staff were proactive, marketing the 
project to members in advance of the 
vote. He expected a 10-percent attrition 
of membership, but experienced only 5 
percent and replaced them right away. 

"During the renovation, especially 
during the past couple of months, we 
saw large numbers of new-member ap-
plicants each month," Irwin says. "Mem-
bership has swelled from 1,200 to 1,260 
in anticipation of the course reopening. 
It's good to see the Donald Ross Room 
and 19th hole full again. The club is 
running on all cylinders." 

The renovation sets up the club to hold 
high-profile amateur events in the future 
if the membership decides to do that. 

"We want to give the course time to 
mature, but we've talked to the USGA, 
and I think we'll get a lot of exposure and 
a lot of interest in this area for hosting 
some major amateur events like we did 
in the past," Bork says. 

Schlegel agrees. 
"Absolutely," he says. "I think that 

given notice and being able to get the 
course at tournament condition and 
green speeds, it would present all the 
challenge any tournament golfer would 
need." GCN 

Mark Leslie is a freela?ice writer based in 
Monmouthy Maine. He can be reached at 
gripfast@adelphia. net. 
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Impacting the future now 
by JOHN 

WALSH 

YOUTH PROGRAMS PLANT SEEDS TODAY TO GROW THE GAME LATER 

Spurred by a stagnant number of 
rounds played, a decline of new 
course construction and declin-

ing club membership numbers, many 
executives in the golf industry have 
been talking about the crucial need to 
grow the game, which means encourag-
ing more people (women, minorities, 
the disabled, youth, baby boomers, etc.) 
to play the game more often. 

"Our growing-the-game effort has 
been going on for a while," says Mike 
Hughes, chief executive officer of the 
National Golf Course Owners Asso-
ciation. "We've been educating owners 
about this since the '90s. It's been on 

our radar since 1997." 
But it's not just the present executives 

are concerned about. It's the future. 
There are several programs in place to 
help secure that potentially bright future. 
They include: Play Golf America, The 
First Tee, Sticks For Kids, Hook a Kid on 
Golf, Kids On Course, Link Up 2 Golf 
and Take Your Daughter to the Course 
Week, to name several. The NGCOA is 
involved with many of these programs. 
Yet, there are many more throughout the 
country at the facility level. 

"Kids are a long-term solution, but 
we also need to get people to play now," 
Hughes says. "Both have to be done." 

More than a game 
As part of securing the game's future, 
The First Tee views its program holisti-
cally, as more than just encouraging kids 
to play golf. Its business model consists 
of five components: 

1.To reach young people who nor-
mally wouldn't choose to play golf; 

2.To provide consistent and affordable 
access to golf; 

3. To promote local ownership of First 
Tee facilities; 

4.To create public involvement; and 
5.To position golf as more than a 

game. 
Now in its third phase of develop-
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growing the g a m e 

ment, most of The First Tee's growth 
was between 2001 and 2005, during 
the second phase of its development. By 
the end of 2005, the program reached 
a total of 975,000 kids, surpassing the 
goal of 500,000 kids, says Joe Louis 
Barrow Jr., executive director of The 
First Tee. The program reached 675,000 
kids at facilities throughout the country 
plus an additional 300,000 kids in the 
national school program. 

"When taking a percentage of the 
young people that participated, 75 to 
80 percent of kids had never partici-
pated in the game of golf," Barrow says. 
"At the chapter level, we have three-, 
six- and nine-hole golf facilities. The 
goal was to have 500 relationships 
with nearby 18-hole golf courses, and 
right now, we have 690. As the young 
people mature, they can graduate to the 
18-hole courses, but were not moving 
them too quickly." 

Cypress Golf Club, bos Alamitos, CA 

Tehoma Golf Club, Carmel, CA 

Varnltgetter, LLC 
130 North Main Street • Payette, Idaho 8366I 
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The hope is that kids who partake in The First Tee program eventually progress to play 18-hole 
golf courses. Photo: The First Tee 

Its well known there are three main 
deterrents the industry faces to grow-
ing the game: the time it takes to play a 
round, the difficulty playing the game 
and the cost. The First Tee address 
those by: 

1. Offering three-, six- or nine-hole 
courses so it doesn't take that long to 
play. "We're expecting the kids to play in 
less than one hour," Barrow says. "Begin-
ners are playing with other beginners." 

2.The holes are shorter and don't have 
as many hazards. "We don't make it dif-
ficult," he says. 

3.The fees are modest. "If someone 

can't afford it, he or she can work at the 
facility to earn money to play or earn a 
scholarship." 

Another component of The First Tee 
is the nonprofit organizations that run 
the program's chapters. There are 202 
chapters operating 257 facilities in 46 
states. 

"If the local community can't embrace 
The First Tee, it will never be successful," 
Barrow says. 

There's a unique relationship with 
public and private partnerships, Bar-
row says. The First Tee hasn't had to 
buy land, and most facilities are on 

O N THE WEB 
Below is a list of Web sites for growing-the-game-type programs geared 
toward kids. Find out how your facility can be more involved with 
encouraging kids to play the game. 

• www.playgolfamerica.com 
• www.thefirsttee.org 
• www.hookakidongolf.org 
• www.kidsoncourse.org 
• www.nrpa.org/content/default.aspx?documentld=4756 
• www.golf2020.com/linkup2golf.asp 
• www.getlinkedplaygolf.com/index.aspx?ID=556 
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long-term leases. All the land that 
comprises the facilities is worth about 
$200 million, Barrows says. The private 
sector provides resources to improve the 
facilities. 

But now the model has shifted: 25 
percent of the facilities are stand-alone 
and the rest are part of another golf 
course or park. 

"The attached' model is what we want 
because the golf course superintendents 
who maintain the 18-hole courses can 
also maintain The First Tee facility," Bar-
row says. "We would like to see that 25 
percent go down even more. Most part-
nerships are with well-working facilities. 
We don't encourage buying poorly run 
golf properties and don't encourage our 
chapters to take on debt and challenges 
of a poorly operating facility." 

One course's mission 
One of those partnerships is with Col-
bert Hills Golf Course in Manhattan, 
Kan. Colbert Hills, which generated 
about 30,000 rounds last year, is the 
brainchild of PGA professional Jim 
Colbert and was designed to help Kansas 
State University's men's and women's 
golf teams and introduce golf to disad-
vantaged kids. The course is about a mile 
from the university. 

The Manhattan, Kan., golf market, 
like many, is competitive. There are 19 
courses in a 50-mile radius, according to 
David Gourlay, director of golf opera-
tions/general manager. 

"It's unbelievable," says Gourlay, who's 
been at Colbert Hills since it opened in 
2000. "On paper, you wonder how it 
works. You need a good marketing effort 
to bring people in here." 

Part of that marketing effort includes 
The First Tee. The daily-fee facility, 
which includes an 18-hole champion-
ship golf course and a par-3 course, 
hosts The First Tee National Academy 
each year. Annika Sorenstam's coach is 
one of many who comes to the academy 

and devotes some of her time to help 
teach the kids, Gourlay says. 

During The First Tee programs, 
Gourlay speaks to the kids about the 
various professions in the golf busi-
ness. 

"Many kids think the only job in golf 
is the golf pro, so we're enlightening 
them with the other opportunities," 
he says. "This is done so they're not 
lost when they find out that they can't 
be a golf pro." 

Gourlay says the academy is planting 
a seed. 

"We're optimistic about the future," 
he says. "The seed isn't just germinat-
ing here in Kansas because the kids go 
out all over the world. They come away 
more grounded. Today's society moves 
so fast it's easy to get lost in the shuffle. 
The First Tee helps them pursue goals 
confidently. It's a life-changing thing 
for them." 

To continue a young person's link to 
golf, Kansas State created two programs 
for high schools to keep The First Tee 
kids involved with the game. 

The program's impact 
The third phase of the program's de-
velopment started in January 2006 and 
will go through 2010. Operating the 
facilities efficiently will be the focus 
during this phase. 

"We have relationships in the queue 
and have 10 to 16 projects in the de-
velopment phase and opened about 10 
in 2006," Barrow says. "In phase three 
we want to be in all 50 states and in 90 
of the top 100 [metropolitan statistical 
areas]. We want the education to be 
consistent among all locations. We're 
focusing on quality and consistency." 

The First Tee opened 50 facilities in 
2005 and 50 in 2004. 

Even though The First Tee is in its 
third phase, there's still a need to mea-
sure the program's success. 

"We've tracked retent ion rates 

through the five levels of the curricu-
lum," Barrow says. "In 2003, there was 
27-percent retention; in 2004, there was 
34 percent; and in 2005, there was 35.5 
percent retention. We have First Tee 
kids playing high-school golf." 

Barrows says Golf 20/20 conducted 
an analysis that concluded if golfers 
came to the game through a junior 
golf program, they would be likely to 

The third phase of The First Tee program is to concentrate on operating facilities 
efficiently. Photo: The First Tee 
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spend $1,000 on golf in one year; and 
those who came to golf from outside 
a junior golf program were likely to 
spend $600. 

"That's a $60 million impact on golf 
downstream," Barrow says. 

The key to The First Tee's success 
is positioning it as more than a game, 
Barrow says. The program is in 140 
additional school districts and 4,000 el-
ementary schools, reaching two million 
young people. The school program is 

delivered by teachers and is a mandatory 
two-week class in the physical education 
rotation. 

"Seventy-six percent of the parents 
whose kids have participated in The First 
Tee program said they saw increased 
confidence in their kids, 62 percent saw 
grades improve, and 66 percent saw an 
improvement in their kids' social abili-
ties," Barrow says. 

Additionally, the program is reaching 
a wider audience. 

"The perception of golf is that it's an 
exclusive, white game," Barrow says. 
"Fifty percent of the kids involved in the 
program are minorities, and 35 percent 
are girls. We're reaching a more diverse 
group of people than all of golf. We're 
reaching four million people through 
the participants and their friends, rela-
tives and family. More cross-sections of 
society will be involved in golf in 2010, 
2015 and 2020 because of The First 
Tee." G C N Programs such as Sticks for Kids make it easier for kids to play the game. Photo: GCBAA 
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Program puts kids on courses 
Like The First Tee, Sticks For Kids is a golf 
program gaining momentum. Started 
by the Golf Course Builders Association 
of America during the late 1970s as 
the Sticks for Kids Foundation, the as-
sociation is tweaking the program to 
make it stronger. 

The GCBAA's Web site states: The 
future of the game of golf in the United 
States depends on those young boys 
and girls interested in learning and 
respecting the game. The responsibil-
ity to secure the future of golf lies with 

The GCBAA had 30 Sticks for Kids 
programs in place throughout the 
years, and all the programs were set 
up where a member had to take 
charge, says Bill Kubly, c.e.o. of Land-
scape Unlimited and president of 
the board of directors of the GCBAA 
Foundation, the charitable arm of 
the GCBAA. 

"That was the original direction, and 
15 were still active a few years ago, 
but we discovered some programs 
weren't as successful as we'd liked 

based at the GCBAA headquarters in 
Lincoln, Neb. 

The GCBAA has partnered with US 
Kids Golf, a company that manu-
facturs golf clubs for kids, and every 
facility will receive 10 sets of clubs, 
Kubly says. 

"We'll be buying a minimum of 
1,000 sets of clubs a year," he says. 
"The clubs will be used in the class-
room, on the driving range and on 
the golf course. This is a 12-month pro-
gram. Our investment, which is about 
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those of us benefiting from golf today. 
The GCBAA established the Sticks for 
Kids Foundation to provide the tools 
and opportunities necessary to allow 
as many junior golfers as possible to 
enjoy the game. 

For golf courses that would like to 
participate in the SFK program, there 
are four requirements. Each facility: 

• Must have an active junior pro-
gram - the SFK program may estab-
lish, enhance or replace a current 
program; 

• Must have the ability to store the 
clubs for use by junior golfers; 

• Is expected to promote the pro-
gram through the use of posters and 
displays; and 

• Is expected to work with local 
media and businesses to promote the 
program. 

because we all had full-time jobs," 
Kubly says. "We needed a partner, so 
Paul Foley (executive director of the 
GCBAA) hooked up with the National 
Recreation and Parks Association, 
which has embraced golf. The NRPA 
had done this type of work with tennis, 
and there are 700 tennis programs 
now. They have 6,000 members that 
represent 10,000 golf courses. NRPA is 
connected to municipal golf courses. 
They are a major player." 

The NRPA and the SFK program was 
a good fit because the NRPA didn't 
have a golf program. The GCBAA 
Foundation is committed to starting 
100 programs a year for the next 
three years. The GCBAA is supplying 
golf clubs to these programs and is 
helping market and administer the 
program, mainly through an assistant 

a quarter of a million dollars, will touch 
at least 100 kids per program." 

Kubly says there have been 245 
course members sign up already, but 
only 100 are going to get in. 

To measure the success of the pro-
gram, Kubly says the GCBAA needs 
to know how many kids are using the 
clubs, how many times the clubs are 
used and to closely monitor the pro-
gram to see how well it's doing. 

The SFK program, like the other pro-
grams designed to grow the game, is 
about inclusion. 

"Our sport has always been a blue 
blood sport, so we wanted to reach 
kids who otherwise wouldn't play golf," 
Kubly says. "It's also important to work 
with baby boomers, women, etc. 
Every initiative to get more golfer out 
there is important." GCN 

There are 245 golf facilities interested 
in participating in the Sticks for Kids 

program. Photo: GCBAA 
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Course maintenance 

Out with the old, 
in with the new 
A COMPLETE ASSESSMENT AND PREPARATION 
ARE NEEDED BEFORE REBUILDING BUNKERS 

by JIM 
CONNOLLY ii 

"ts difficult to imagine a complete 
game of golf without 18 tees, fair-

. ways and greens. In fact, one might 
argue it wouldn't be proper golf. It's 
also difficult to imagine a game of golf 
without a few sand bunkers dotting the 
landscape. The reason for tees, fairways 
and greens is obvious, but the reason for 
bunkers isn't always so clear. 

How does one justify a bunker's 
existence? How many should there be? 
What's their purpose? What does it cost 
to maintain them? 

Golf course superintendents might 
have a difficult time answering these 
questions, which is why bunkers are a 
sore subject for many of them. Without 

a clear understanding of objectives, goals 
and standards for bunkers, superinten-
dents can spend many hours thinking 
about them and how to please members 
and golfers. It's like shooting at a fast-
moving target. Let's look at objectives, 
goals and standards. 

Bunker usage 
Bunkers are an integral part of golf course 
design and have different purposes. Some 
architects have become famously linked 
to their bunker designs. Pete Dye and 
his railroad ties are an example. Some fa-
mous golf courses have become linked to 
their bunkers. Pine Valley and its Devil's 
Asshole is an example. Conventionally, 

bunkers are used for one or more of the 
following: 

• Aesthetics; 
• Defining shot value; 
• Defining line of play; 
• Keeping the ball from a worse out-

come; and 
• Preventing errant shots from hitting 

neighbors. 
Additionally, there are several uncon-

ventional uses that might serve purposes 
indirectly related to golf: 

• For postcards and brochures, which 
affect sales and promotion; 

• To look good on TV; and 
• To better a designer's posterity based 

on unique or unusual appearances. 

Poor drainage conditions result in sand contamination 
Photo: Jim Connolly 


