
1HE PRE-PLANNED COMMUNITY = 

GOLFS NEW LAND 
The most rapidly grow-
ing area of golf course 
construction is in resi-
dential communities— 
fairway living. This first 
of a two-part series ex-
amines land developers 
and their commitments 
to golf and the industry 
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ASSOCIATE EDITOR 

T h e land developer is p rovid ing 
golf with a new breed of golf course 
that is certain to be the industry's 
potential growth area in terms of 
c o n s t r u c t i o n , j o b o p p o r t u n i t i e s 
and new m a r k e t s . A l t h o u g h the 
rea l e s t a t e deve lopmen t golf 
course has been a round for some 
years, its prominence has not been 
noticed until now. 

The high cost of construct ion, 
land and property taxes have put a 
d a m p e r on the deve lopmen t of 
p r i v a t e , m e m b e r - o w n e d coun t ry 
clubs. Construct ion of municipal 
golf courses continues to grow, but 
not in heavily p o p u l a t e d a reas . 
Har ry Eckhoff , facili ty develop-
ment consultant for the Nat ional 
Golf Foundat ion, es t imates that 
40 per cent of the golf courses being 
const ructed in this country today 
(and the percentage will surely in-
crease in the future) are associat-
ed with real estate developments. 

E. Lawrence P a c k a r d , pas t 
president of the Amer ican Soci-
ety of Golf Course Architects, writ-
ing in the October 1971 issue of 
T h e M o r t g a g e Banke r , says, 
" L a n d developers know that in-
vestment in a golf course not only 
c r e a t e s g r e a t e r d e m a n d for new 
homes in the area, but increases 
p roper ty values. Lots adjoining a 
golf course may increase in value 
anywhere f rom $1,000 to $5,000 
(over o the r lots in t he deve lop-
ment). One of the brightest exam-



OF OPPORTUNITY 
pies of this occurred in Illinois, 
where deve lopers p u r c h a s e d un-
developed land for $2,000 an acre. 
After adding a well-designed golf 
course, the area (surrounding the 
course) was broken up into one-
third acre parcels, which sold for 
$35,000 each." 

The golf course, then, is the lure. 
Mos t land developers agree tha t 
ideally the golf course should be 
built and maintained before a sin-
gle lot is sold. People will wait be-
fore buying a lot to see what kind of 
a commitment the developer will 
make. 

Consequently, the golf course in 
the early stages of land develop-
men t is a t r e m e n d o u s f i nanc i a l 
drain on the resources of the devel-
oper . Land must be purchased, a 
golf course deve loped (at any-
where from $300,000 to $3 million) 
and maintained and homesites pre-
pared—all before a single lot is 
sold. 

A l t h o u g h deve lope r s rea l ize 
they will be running in the red on 
the golf course for several years, 
being profit oriented they are not 
about to let the golf course go to pot 
through poor maintenance or im-
proper management. This contin-
ues to d ra in the f i nanc i a l re-
sources of the developer, drawing 
away the profits in land sales. The 
goal is to make the golf course and 
its o p e r a t i o n s s e l f - s u p p o r t i n g a 
few years after its development. 

T o some, the l and deve loper 
still has that " take the money and 
run" image. To others he's seen as a 
despoiler of the wilderness. How-
ever, as big corporations get into 
the real estate development act, 
they are making substantial com-
mitments to the community, ecol-
ogy, and to golf. 

The pro shop, upper left, looks over 
the Killearn G&CC, upper right; 
lower left. Rox Ern supervises con-
struction of the par three course at 
Shadow Lake Village, N.J. 

continued 
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For the developer , the golf 
course places him in a d i lemma. 
Does he put it in first, on prime land, 
and then sell fairway lots? Does he 
build the golf course and prepare 
the fairway lots at the same time 
t ry ing to c o o r d i n a t e bo th oper -
ations? Or does he lay out the home-
sites and then design the golf course 
around the lots? 

William Drennon, president of 
Deerwood, Inc., Jacksonville, Fla., 
a development of Stockton, What-
ley, Davin & Company (SWD), 
took the first approach. "We 
started construction on the golf 
course in 1960," Drennon says. 
"The course opened for play in 1961. 
We didn't attempt to sell a single 
real estate lot until 1963! All of this 
time, the golf course and develop-
ment was a cap i ta l i nves tmen t 
with no money coming i n , " he 
says. " I f we could offer prospec-
tive residents of Deerwood a total 
recreational community with golf, 
swimming, tennis and riding, we 
would, in the long run, attract 
more people and increase the in-
vestment and land value. The golf 
course is the jewel which at tracts 
and sells the c o m p l e t e deve lop -
ment," Drennon says. "I f it is poor-
ly maintained or improperly man-
aged, the development doesn't stand 
a chance." 

Deerwood has 5,000 acres avail-
able for d e v e l o p m e n t . In add i -
t ion to two more 18-hole golf 
courses, future plans also call for 
development of an office and in-
dus t r i a l p a r k . People can work 
and live in the development. 

"Over 130 homes have been erect-
ed on the s i t e , " Drennon says . 
"Sixty per cent of these are fairway 
lots . They were sold out b e f o r e 
lakeside or forest lo ts ," he says. 
"This is an indication of the value 
of the golf course as green, open 
space. Fairway lots run an average 
of $16,000 at Deerwood," he says. 
"A lakeside lot sells for $13,000 and 
a forest lot, $9,900." 

"To assure that the golf facility 
would be supported by the mem-
bers we a sked them to c o m m i t 
themselves ," Donald Davis, vice 
president of Deerwood says. " A 
person cannot buy a lot at Deer-
wood unti l he f i rs t b e c o m e s a 
member of a golf, swimming, ten-

nis, r id ing or soc ia l c lub. Al-
though this may sound like coer-
cion," Davis says, "we wanted them 
to suppor t their facili t ies. To of-
fer such an attractive package as a 
golf course where the Greater Jack-
sonville Open has been played, plus 
a beaut i fu l clubhouse, we wanted 
to make it self-supporting. It is sur-
prising that the number of persons 
who had to join, but didn't play golf 
initially, have taken up the sport 
with their families. 

" O f the 130 h o m e o w n e r s at 
Deerwood, 105 have active golfing 
memberships . We current ly have 
700 members , including residents 
of Deerwood and their families. 
Residents of Jacksonville can also 
join. 

" T o assure that the club has an 
active membership , non-residents 
of Deerwood can apply for a golf-
ing m e m b e r s h i p . In i t i a l ly , non-
r e s iden t s , selected by the Deer-
wood m e m b e r s h i p c o m m i t t e e , 
can join the golf club for $300 initi-
a t i on , $200 annua l m e m b e r s h i p 
fee and $30 monthly dues. Lot own-
ers and homeowners pay $300 ini-
tiation, $150 annual dues and $30 
a m o n t h . H o m e o w n e r s and lot 
owners who do not jo in the golf 
club, still play on a pay as you play 
basis. 

" W e are also offering a combi-
nation swimming, tennis and golf 
membership to lot and homeown-
ers for unlimited use of these fa-
cilities at $40 a month after pay-
ing initiation fees. 

" T h e Deerwood fac i l i t i es a re 
owned exclusively by S W D . 
Members have no ownership, pro-
prietary or equity rights in the golf 
course or clubhouse," Davis says. 
" O n e a d v a n t a g e of th i s to the 
members, is that they do not share 
in the losses or capital improve-
ments we must make. They know as-
s e s s m e n t s each yea r won ' t in-
crease. If the course loses money or 
goes over budget, it's the corpor-
ation's obligation to make up the 
balance. 

"Resident and non resident mem-
bers, attractive initiation fees, an-
nual membership fees and month-
ly dues, plus a well-run clubhouse 
and beautiful course have brought 
Deerwood close to the break-even 
point," Davis proudly says. "The 
club and golf course should be self-

supporting within the next year, 
ahead of our projected schedule." 

" In summing up Deerwood," 
Drennon says, " w e told the golf 
course architect to take advantage 
of the land we had, to build a cham-
pionship golf course . We had to 
sacrifice some choice lots, but we 
have provided a first-class facility 
that will attract residents for years 
to come. People want to invest in 
developments," he says, "but they 
want the developer to prove he can 
do a good job first ." 

T a l l a h a s s e e ' s f i r s t to ta l l iving 
communi ty , Kil learn Estates, al-
so provides a t o t a l p a c k a g e of 
recreational facilit ies for its resi-
dents. "The Killearn G & CC rep-
resents a $2 mi l l ion inves tmen t 
wi th in the 4 ,000 -ac re deve lop-
ment ," Ken Creely, president of the 
coun t ry c lub and r ec rea t i on de-
velopment, says. 

The original owners of the land 
development were underfinanced 
and could not make the venture 
pay off. As a result, they sold the 
property in 1965. Under new man-
agement, the golf course and land 
sales are flourishing. "I t takes a 
lot of money to make money," 
Creely says. " A n d , you won' t be 
making any for several years. 

" S i n c e the golf course was 
brought back to tip-top condition, 
the price of homesi tes has risen 
from $4,500 to $12,000," he says. 
" W e pro jec ted a g rowth of our 
m e m b e r s h i p to reach 400 th is 
yea r , " he says. " W e missed the 
m a r k , " he laughs, "we now have 
700. People were hesitant to invest 
in real estate or join the golf course 
after we took over," he says, "be-
cause of the kfly by night' image they 
had toward the original develop-
ment. Our philosophy though, and 
we let it be known, was that if we're 
going to make the project go, do it 
r ight . As a resu l t , " he says, " w e 
now have 50 per cent of the home-
owners as members of the country 
club and golf course. We were the 
site of this year's Tallahassee Open 
and the Golf Course Superinten-
dents Assn. tournament. 

"Because of the high start-up 
costs of the deve lopment , " Noel 
Schumann , nat ional sales direc-
tor for Killearn, says, "you have a 
nega t ive cash f low. To en t ice 
Tal lahassee residents to join the 
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country club, they pay $1,000 initi-
ation fees and dues of $34 a month, 
plus a house minimum of $10 a 
month . Homeowners at Killearn 
pay $500 in i t ia t ion plus $34 a 
m o n t h . These a t t r a c t i v e prices 
have also made Killearn G & CC 
near the break-even point. In fact," 
S c h u m a n n says, " a n o t h e r nine 
holes are planned for the very near 
future." 

" O n e mis take most golf facili-
ties m a k e initially," Creely says, 
" i s a l a rge inves tment in c lub-
house facilities. We didn't jump in-
to building a monstrous clubhouse 
immediately. We needed a show-
case course and clubhouse, but we 
also had to operate within a rea-
listic budget . We built a beauti-
ful , but a d e q u a t e fac i l i ty , and 
then, as our membership grew, we 
added on to the size of the club-
house. The design was such that ex-
pansion could be made without in-
terrupting the existing facility." 

While Killearn and Deerwood are 
established and approaching ma-
turity and self-sufficiency, Eagle-
head G & CC, Frederick County, 
Md., is in its infancy. The greens 
were seeded in the fall of 1970, so 
1971 was its first year of operation 

J. William Brosius, president of 
L i n g a n o r e Corp . , deve lope r of 
the fac i l i ty , p lans 5 ,000 single 
fami ly homes and 8 ,000 mul t i -
family units over the total 4,000 
acres . T h e p ro jec t , ca l led Lake 
Linganore, will take 17 years to 
complete and ultimately be a city 
of 30,000. 

"The Eaglehead G & CC is avail-
able to lot owners and residents of 
the s u r r o u n d i n g c o m m u n i t y , " 
Brosius says. "We want to make the 
course accessible and par t of the 
sur rounding communi ty and still 
maintain a private facility for the 
homeowners. The golf course alone 
r e p r e s e n t s an inves tment of $1 
million," Brosius says. " W e spent 
$500,000 for the land, $400,000 for 
construction and another $100,000 
in supervisory time and overhead. 
Our goal is to make the course 
self-supporting, and we will do it 
because we will get the professional 
personnel who know how to run a 
club for profi t ." 

" W e have sold 1,250 lots on the 
property so far ," John R. Wilson, 

executive vice president and over-
seer of the golf course, says. " N o t 
one home has been erected, but, we 
already have 280 lot owners who 
are members of the club. When you 
buy a lot, you are not required to 
become a m e m b e r of the c lub. 
Many of the residents, however, 
will eventually join the golf club, 
because that 's what attracted them 
here in the first place." 

At Eaglehead, lot owners pay 
$100 registration plus $260 yearly 
dues. Non-lot owners pay a $200 
registrat ion fee plus $300 annual 
dues. 

" A n advantage of the real es-
t a t e d e v e l o p m e n t golf c o u r s e , " 
Brosius says, "is that you can allo-
cate land costs to the over-all devel-
opment. You can write off an early 
portion of your losses from the golf 
course because the land value from 
sales in the development will be in-
creased. The sooner you can get the 
golf course on a self-support ing 
basis, the sooner you will realize 
greater profits from land sales." 

" T o get the golf course on a self-
support ing basis t akes strict ad-
he rence to bus iness p r a c t i c e s , " 
Wilson says. "Go l f is a business 
enterprise of an expensive sport , 
especially from the developers' 
s tandpoint . In a typical country 
c lub o p e r a t i o n , " he says, " t h e 
management of the club falls on 
the members. Since the real estate 
deve loper is bus iness and p ro f i t 
o r i e n t e d , " Wi l son says, " t h e 
course is managed and run like a 
business. We pay a little more to 
get knowledgeable managers , su-
p e r i n t e n d e n t s and p ro f e s s iona l s 
who can make their operations pay 
off ." 

Brosius also believes in starting 
out slowly on bu i ld ing a c lub-
house. "There is no sense in getting 
e labora te initially. If people sup-
port the facility, we will expand it. 
A $125,000 clubhouse and golf shop 
is near ing c o m p l e t i o n at Eagle-
head," he says. 

One fear in the golf industry and 
for residents, is that the developer 
will subdivide the course after the 
lots are sold. 

While this may have occurred in 
the pas t o c c a s i o n a l l y , Bros ius , 
Drennon and Creely claim there is 
no chance of it o c c u r r i n g today 
because d e v e l o p m e n t s are sub-

ject to county planning and zoning 
laws. 

"We couldn't subdivide the golf 
course if we wanted too," Brosius 
says. Why would we want to? The 
golf course is the reason people 
purchased the home. We have made 
a c o m m i t m e n t to them tha t the 
golf course will always be there . 
Any subdivision would not only 
lower the property of the fairway 
lots, but the total development." 

For Brosius, who has been in the 
home development business since 
World War II, this is his first golf 
course. " In this day and age, you 
have to o f f e r e i ther p r i m a r y or 
secondary h o m e o w n e r s a wide 
var ie ty of r ec rea t iona l fac i l i t i es 
to a t t ract them to your develop-
ment. Compet i t ion among devel-
opers is so f ie rce ," Brosius says, 
"that it is forcing them to put in 
top - f l igh t , beau t i fu l golf fac i l i -
ties and then support them." 

How does a land deve lope r 
learn about the advantages and dis-
advantages of building a course for 
a residential community? 

" I a t t ended qui te a few golf 
seminars," Brosius says, "and 
compared the operations of lots of 
clubs. I wanted to find out what 
makes a successful club, and what 
doesn't. It 's not as simple a matter 
as money. It takes leadership and 
c o o p e r a t i o n f r o m the deve lope r 
and his golf course personnel. I al-
so conferred with Harry Eckhoff of 
the National Golf Foundation." 

The land developer, then, has 
c o m m i t t e d h imsel f to the golf 
course. Not just until the lots are 
sold, but beyond that . This com-
mittment will not only provide job 
opportuni t ies for members of the 
indus t ry , but o f f e r s a d d i t i o n a l 
sales marke t s for equipment and 
c lo th ing m a n u f a c t u r e r s . But , 
more important, pre-planned com-
munity golf courses will keep the 
sport alive by providing the facili-
t ies for the growing n u m b e r of 
golfers. 

This first article on pre-planned 
community golf courses deals with 
how the developer views golf as 
part of his pre-planned commun-
ity. Next month GOLFDOM will ex-
amine the job opportunities, bene-
fits, advantages and disadvantages 
for superintendents, professionals 
and managers at these facilities. • 




