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Golf courses at residen-
tial communities offer su-
perintendents, profession-
als and managers great-
er fringe benefits. In this 
second of a two-pa r t 
series, g o l f d o m ex-
amines the advantages 
and the disadvantages of 
working at these courses 

Competent superintendents, profes-
sionals and managers are scarce, and 
if found, are generally rewarded by 
the club and given an opportunity to 
perform. Pre-planned community 
golf courses, however, suffer the 
image of offering low wages and 
s trangl ing control on their golf 
course administrators. 

This reputation is good and bad. 
Good—for club managers, superin-
tendents and professionals, because 
their skept ic i sm forces them to 
scrutinize the practices and policies 
of a land developer before ac-
cepting a position. Bad—for the 
land developer interested in a t -
tracting top caliber personnel and 
willing to pay for them. He has to 
overcome an image problem. 

In the first part of this series pre-
sented in May (p. 64), G O L F D O M ex-
amined the land developer's point 
of view on the relationship of the 
golf course to the entire develop-
ment. In this part , G O L F D O M ex-
amines the salaries, fringe benefits 
as well as the types of working re-
lationships that superintendents, 
club managers and professionals 
can expect to encounter with the 
developer, with each other and with 
their memberships. 

We might have looked solely at 
the Inn i sb rooks , Inver ra rys and 
Deerwoods, developments backed 
by subs tan t ia l f inancial ou t l ays 
from large corporations that cater 

Donald Davis, top photo, left, vice 
president, The Deerwood Club, dis-
cusses golf shop inventory with 
professional Manuel Pope. Pic-
tured in the bottom photographs, 
left to right, are: William Lewis, 
director. Golf & Recreation As-
sociates, Ellie Spinnell, manager. 
Gulf Gate, and William Schoen-

field, superintendent, Killearn. 

to the life style of the upper crest of 
society—and we did. The large de-
velopments can be generally classi-
fied as non-risk types for club of-
ficials, because they are operated 
similarly to large successful coun-
try clubs. The risk type (from an 
employment and opportunity stand-
point) are also looking to attract 
superintendents, professionals and 
club managers. Here is a sampling 
of some of the advantages and dis-
advantages the three club officials 
have observed at land development 
golf courses. 

C L U B M A N A G E R S 
The club manager has a tremendous 
opportunity to expand his position at 
a land development golf course. He 
can remain as a clubhouse manager, 
or if the situation changes and he is 
qualified, he can move up to general 
manager of the total golf facility. 
At a medium-sized development, 
about 1,000 to 3,000 acres and with a 
golf membership the size of a small 
country club, there will generally be 
only three administrators. An ex-
ecutive of the company building 
the development usually has the re-
sponsibi l i ty of coo rd ina t i ng the 
operations of the golf course with 
the rest of the development. He 
serves either as a general manager 
of the golf course or he may serve as 
a liaison between the course and the 
developer and appoint a member 
from the management team to be 
responsible for the course's over-all 
operation. 

Ken Creely, president of the coun-
try club and recreational develop-
ments at Killearn Estates, Talla-
hassee, F la . , discusses oppor -
tunities for club managers at land 
developments: "I was a club man-
ager at Cherokee CC, Knoxville, 
Tenn.," Creely says. "I received an 
oppor tun i ty to become genera l 
manage r at the Ki l learn G & C C 
and recognized this as an oppor-
tunity for not only financial, but 
professional advancement. After 
proving to the developer that I was 
capable of handl ing my ini t ial 
duties, I was given greater respon-
sibili t ies in over-al l r ec rea t ion 
m a n a g e m e n t within the com-
pany. As the development became 
succes s fu l , " Creely says, ' ' a d -
ditional positions opened up, not 
only for the manager, but for the 

super in tenden t and profess iona l 
as well." 

Ellie Spinnell, manager of the 
Gulf Gate GC, Sarasota, Fla., has 
also benefited professionally from 
the management opportunit ies at 
p re -p lanned commun i ty golf 
courses. Initially a waitress at a 
club, she was given more respon-
sibi l i t ies as her m a n a g e m e n t 
abilities increased. Soon she was 
handling everything from public 
relations to bookkeeping and ac-
coun t ing . She received her f irs t 
head managerial position at Gulf 
Gate, a private executive course. 

The course is one of four exec-
utive courses managed by Golf and 
Recreation Associates Div. of First 
Development Corp. 

"There are many opportunities in 
p re -p lanned commun i ty golf 
courses, both regulation and exec-
utive, for club managers and wom-
en," Ms. Spinnell says. " I was given 
the opportunity to use the knowl-
edge I had acquired over the years 
working in clubs, and it has paid off 
for me." 

" I t has also paid off for FDC," 
William Lewis, vice president of 
FDC and director of Golf and Rec-
reation Associates, says. "We offer 
a training ground for young club 
managers and assistants and then 
provide a program of upward mo-
bility for them after they have at-
tained greater managerial skills. 
For example," Lewis continues, 
" a n ass is tan t m a n a g e r , profes-
sional or superintendent, or one 
with limited skills, may start at one 
of our executive courses . Our 
division builds and manages golf 
courses, both for ourselves and our 
pa ren t co rpo ra t ion U . S . H o m e 
(which has 21 other divisions in ad-
dition to FDC), and other land de-
velopers. We also supply these fa-
cilities with trained personnel to 
staff these courses. As a person's 
skills increase, he may be trans-
ferred from an executive to a reg-
ulation course or be in charge of sev-
eral executive courses." 

Pay for club managers at most 
land development golf courses is 
c o m p a r a b l e to tha t at coun t ry 
clubs. If the manager is in charge 
of the clubhouse only, salaries 
range from $11,000 to $15,000, de-
pending, of course, on the size of 
the development and his responsi-

cominued on page 56 
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bilities. For the general manager in 
charge of the total golf complex, 
salary ranges average f rom $14,000 
to $25,000. Additional benefits for 
c l u b m a n a g e r s g e n e r a l l y i nc lude 
company-paid family hospitaliza-
tion and major medical coverage, 
stock options and purchase plans 
in the company and also discounts 
on investments in land at the land 
development. 

At non-regulation courses sal-
aries are naturally lower, but fringe 
benef i t s are s imilar to large de-
velopments. However, a club man-
ager may be in charge of running 
several non- regula t ion c lubhouses 
in close proximity to each other. 

The staff and budget of the club-
house will vary greatly from devel-
opment to development, depending 
on the emphasis they place on their 
d i n i n g f ac i l i t i e s . S o m e deve lop -
ments actively compete with local 
area restaurants and try to attract 
the public. Other developments may 
have d i n i n g f a c i l i t i e s for j u s t 
members of the golf course and the 
development. 

S U P E R I N T E N D E N T S 

The pre-planned communi ty offers 
the supe r in t enden t s the most at-
tractive prospects. He works for a 
profit-oriented, professionally-run 
company. They generally expect the 
golf course to be run the same way 
and hire the personnel to make it 
successful. The superintendent will 
generally have only one boss, either 
a general manager of the golf course 
or someone with the developer, not 
a club member. In most instances 
he will be allowed to work without 
interference from the company. 

The average salary ranges for su-
pe r in t enden t s are f r o m $7,000 at 
non-regulation facilities to $16,000 
at regulation courses. If the super-
intendent oversees more than one 
course , then his sa la ry is higher . 
S o m e s u p e r i n t e n d e n t s , in ad-
dition to a regular salary from the 
land developer, also receive com-
pensat ion from a homeowners as-
s o c i a t i o n wi th in t h e d e v e l o p -
ment . Most developments charge 
a m o n t h l y m a i n t e n a n c e assess -
ment . A portion of this may go to 
pay the superintendent for main-
t e n a n c e of curb ings and r ight -of -
ways throughout the development 
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(not lawns). Another advantage for 
super in tenden t s at land develop-
ments is their access to additional 
men and heavy e q u i p m e n t . If he 
needs to meet some disaster on the 
golf course he can draw upon the 
cons t ruc t ion crew and equ ipmen t 
(such as a bulldozer or tree spade) 
that are setting up homesites for 
the developer. 

Benefits other than salary for the 
superintendent can include: 
• Rent-free house. One developer 
c o n s t r u c t e d a h o m e on the golf 
course property especially for the 
superintendent. 
• C o m p a n y - p a i d hosp i ta l i za t ion 
and major medical for himself and 
his family, and life insurance. 
• Free vehicle, usually a truck for 
take-home t ranspor ta t ion. 
• Stock options in the company. 
• Discounts on land purchases with-
in the development. 

For superintendent Mike Koss, 
E a g l e h e a d G & C C , L a k e L i n g a -
nore, Md., pre-planned community 
golf courses are a two-sided coin. 
Koss was previous ly super in ten-
dent at another land development 
golf course that f loundered. " A t the 
previous course ," Koss says, "ou r 
budget was totally inadequate for 
the degree of playability and qual-
ity which the deve loper expected . 
The superintendent was looked on 
as just a grass cut ter . It soon be-
came obvious to me and the other 
m e m b e r s of t h e m a n a g e m e n t 
team that this development was not 
going to be successfu l because of 
their atti tude toward the golf course 
and its personnel. It was a vicious 
cycle. We weren't given the money 
n e e d e d to m a i n t a i n the c o u r s e , 
consequen t ly , the course had no 
hope of becoming self-supporting. 

" A f t e r this u n f o r t u n a t e experi -
ence," Koss continues, "I was very 
ca r e fu l in e x a m i n i n g j o b oppor -
tuni t ies at land deve lopmen t golf 
courses . This skep t ic i sm enabled 
me to examine the m a n a g e m e n t 
philosophies of Eaglehead G & C C 
and the developer William Brosius, 
president of the Linganore C o r p . " 

" B e c a u s e the d e v e l o p m e n t is 
profit-oriented and the golf course 
mus t be se l f - suppor t ing , the em-
phasis by the developer is on com-
m u n i c a t i o n s , b o t h with h i m s e l f 
and the other members of the man-
agement t e a m , " Barney Orr, super-

intendent at The Deerwood Club, 
Jacksonvi l le , F la . , says. " S u p e r -
intendents must be attuned to the 
p r o b l e m s of t h e o the r a d m i n i s -
trators . I ride the course on Tues-
day and Friday mornings with golf 
profess ional M a n u e l Pope. He is 
able to give suggestions from a golf 
p r o f e s s i o n a l ' s v iewpoin t on 
c u r r e n t and p o t e n t i a l p r o b l e m s , 
and I can give him feedback on any 
problems I have encountered." 

There are bad land developments, 
just as there are bad country clubs, 
so the picture is not 100 per cent 
rosy. 

P rob l ems super in tenden ts may 
face include poor communicat ions 
with the other club administrators 
or the developer. There may be fluc-
tua t ing m a i n t e n a n c e budgets , be-
cause if the course loses money, the 
d i f f e r e n c e m u s t c o m e f r o m t h e 
developer's pocket, not from assess-
ments on members . Members may 
try to form green committees with 
more than just a liaison in mind. 

O n e s u r p r i s i n g i n s t a n c e un-
covered while researching this arti-
cle o c c u r r e d at one r e p u t a b l e 
deve lopment . T h e super in tenden t 
received a very rewarding sa la ry , 
had excellent f r inge benef i ts and 
good working relationships with the 
o t h e r a d m i n i s t r a t o r s and t h e 
developer. But he was barred f rom 
playing golf on the course he had to 
m a i n t a i n . T h e e x p l a n a t i o n went 
something like, " W h a t would our 
members think?" 

G O L F P R O F E S S I O N A L S 

The rewards of working at pre-
planned c o m m u n i t y golf courses 
can also be received by golf p ro-
fess ionals . However , p rofess ion-
als are usually the most reluctant 
of any of the management team to 
accept pos i t ions at these courses . 
M e m b e r s at some deve lopments 
have not suppor ted the golf shop 
with the revenues the professional 
needs to make a living. Golf courses 
associa ted with re t i rement com-
munities, with people on fixed in-
c o m e s , have p r o d u c e d a m o d e s t 
lesson income, but a lmost no in-
c o m e f r o m e q u i p m e n t or s o f t 
goods. There are also other recrea-
tional and social pursuits, so golf 
may not be the essential reason for 
living in the community . 

Gol f c o u r s e s t h a t a r e p a r t of 
continued on page 58 
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recreational developments in which 
the emphasis is on "second homes" 
provide patronage of the golf shop 
sometimes only two months out of 
the year. If the golf course is in a 
b e a u t i f u l new deve lopmen t , the 
course may lack the membership 
necessa ry to s u p p o r t a ful ly-
stocked pro shop. 

Here are several examples of the 
a r r a n g e m e n t s under which golf 
p r o f e s s i o n a l s at several land 
developments work. 

Golf Professional A: 
• Base salary of $7,200. 
• Percentage of gross sales: N o 
investment on the professionals ' 
part. The company owns all of the 
stock in the pro shop, but the pro-
fessional, working within a bud-
get , o rde r s m e r c h a n d i s e for the 
shop. 
• Half of his lesson revenue. 
• Percentage of the monthly dues: 
This is an incentive for the golf pro-
fess iona l to e n c o u r a g e mon th ly 
memberships. 
• Basic hospitalization and major 
medical furnished by the company. 
Insurance pays 100 per cent of first 
$600, 80 per cent thereafter up to 
$10,000. 
• Life insurance furnished by the 
company. 
• After a year of employment, the 
professional is eligible for profit 
sharing program. 
• N o n - c o n t r i b u t o r y r e t i r emen t 
program. 
• All dues and expenses to PGA 
meetings paid by the company. 
• Entitled to clubhouse discounts 
and discounts on land purchases in 
the development. 

For the assistant professional: 
Base salary, half- lesson revenue, 
medical and hospitalization insur-
ance, all paid by the company. 

Golf Professional B: 
• Base salary of $7,200. 
• Percentage of golf car rentals and ' 
driving range fees. 
• Total bag storage fees. 
• Percentage of lockers. 
• Furnishes all merchandise and re-
ceives all revenue f rom merchan-
dise sales. 
• Stock option purchase plans with 
the company. 
• All lesson revenue. 
• Group health insurance. 
• Percentage of revenue from new 

memberships: Another incentive 
p r o g r a m to e n c o u r a g e p ro fes -
sionals to attract new members. 
• Company pays salaries of all 
assistant professionals needed by 
the professional; 

Golf Professional C : 
• Decl ining s a l a r y . S t a r t s at 
$10,000 and as income f rom les-
sons and merchandise increases, 
salary decreases to base of $7,800. 
• Must furnish all stock and re-
ceives all revenue f rom shop. 
• Ten per cent of golf car revenue. 
• All lesson revenue. 
• Percentage of driving range. The 
assistant is paid by the company. 
The assistant receives a percen-
tage of his pro shop sales from the 
head professional. This is an incen-
tive program for the assistant to in-
crease golf shop sales. 

In some infant operations, where 
the professional may have a diffi-
cu l t t ime at the ou t se t , the de-
clining salary structure is an attrac-
tive guarantee . Addi t ional ly , one 
developer offers the professional a 
guaranteed wage—$16,500. If the 
net profit of the golf professional 
at year's end is $13,500, the com-
pany pays the professional $3,000. 
Th i s p ro t ec t s the p ro fe s s iona l 
f rom financial ruin if weather, or a 
delay in opening the course, leave 
him with a substantial year-end 
inventory. 

P ro fe s s iona l M i k e McGinn i s , 
Eaglehead G & C C , has fought an 
uphill battle, which may be eased 
now that construction of a new 
$125,000 clubhouse and pro shop 
has just been completed. 

"The golf professional is the pub-
lic re la t ions m a n for the en t i r e 
d e v e l o p m e n t , " M c G i n n i s says . 
"This is why developers put strong 
emphasis on solid club profession-
als rather than b ig-name touring 
pros. It is very hard to sell member-
ships, initially," he says. " I t is up to 
the professional to get the mem-
bers, and he is usually rewarded by 
the developer when he does. You 
have to have support from non-resi-
dents of the community. It will take 
a few years before the development 
is able to draw strictly from the lot 
and homeowners . Consequent ly , 
you have a membership made up of 
lot owners and non-lot owners, each 
wan t ing p r e f e r e n t i a l t r e a t m e n t . 
T o a t t r a c t m e m b e r s I sent a 

personal letter to known golfers in 
the area trying to alleviate their 
fears about the course being plowed 
under or poorly maintained." 

Members of a pre-planned com-
munity golf course support the club, 
jus t the s a m e as a coun t ry c lub 
member. One professional's month-
ly intake included: range balls— 
$162; golf cars—$6,115; apparel— 
$1,400; golf balls—$760; equip-
ment—$1,519, and green fees— 
$3,701. 

Joe Donadio, head professional at 
Killearn G & C C has great rapport 
with his members. "They have real-
ly supported the pro shop," he says. 
"They have a lot of tou rnaments 
and purchase all of the prizes from 
my shop. We have strong women's 
and junior program, and I offer 
golf cl inics to gene ra t e en thu -
s i a s m . " T h e m e m b e r s a p p e a r 
pleased. Last year they (not the com-
pany) paid for all expenses and sent 
him to Scotland and England. 

We're not trying to make every 
land development golf course look 
like a Shangr i -La . Working rela-
tionships and budgets are on an 
individual basis, just like at coun-
try clubs. Any club administrator 
going to a cou r se with C a d i l l a c 
tastes and a Volkswagen budget is 
destined to face problems. 

However , as one club admin i s -
t r a t o r put it , " S u p e r i n t e n d e n t s , 
professionals and club managers 
have little security in their fields. If 
they are c a p a b l e and qua l i f i ed , 
they will always be assured of a job 
as long as they are healthy. The 
wages may be good, but the fringe 
benefits are meager. As a result," 
he says, "they are job hopping look-
ing for the club which pays the most 
money and offers the best benefits 
for the future. These new courses, 
residential communit ies with golf 
as part of a recreational amenity, 
are owned by large corpora t ions 
with established employment and 
m a n a g e m e n t prac t ices . Even 
though they may be novices in the 
golf course field, they are way ahead 
of the golf industry in benefits." 

And, as one superintendent says, 
" A f t e r working under the profi t -
o r ien ted bus iness m a n a g e m e n t 
principles of a land development 
golf course, it is very hard to go back 
to the m e m b e r - r u n avoca t iona l 
management system." 
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