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A c h a n g e in m a n a g e -

men t turned a financial-

ly u n s u c c e s s f u l g o l f 

course and country c lub 

i n to a p r o f i t a b l e mu l t i-

m i l l i o n d o l l a r recrea-

t i o n a l a n d r e s i d e n t i a l 

c o m m u n i t y 

How do you turn a losing proposi-

tion into a successful, multi-mil-

lion dollar country club and resi-

dent ia l commun i ty? Proper 

management techniques says 

Ainsl ie Perrault , developer of 

Indian Springs in Broken Arrow, 

Okla. 

Initially, to complement his resi-

dential homesites, Perrault al-

lowed outside interests to handle 

the management of the Shamrock 

GC , situated in the center of the 

development . However, it soon 

became evident to Perrault that 

the golf course and clubhouse were 

losing money and detract ing 

from their original purpose—to 

entice people to live in his residen-

tial development. 

"Mos t financial problems clubs 

or businesses face these days can be 

laid to improper management 

techniques," says the 69-year old in-

vestor. "Go l f complexes can make 

money and be a service to the com-

munity if they are properly man-

Clockwise, from left. Bill Droit, 
Ainslie Perrault and Hal Webb dis-
cuss additions to the Indian Springs 
clubhouse; Jack Smith, right, shows 
automatic irrigation controls to 
Don Sechrest; thrice-weekly staff 
meetings among administrators aid 
in flow of communications; AI 
Counsell, right, shows member a 
set of clubs. 
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a g e d , " he e m p h a s i z e s . " I have 
played very little golf in my life," 
Perrault laughs, "but any success-
ful businessman knows that he must 
be profit and customer oriented; 
then he must find good manage-
ment personnel to carry out this 
philosophy. 

" W e changed the management 
team at Shamrock G C and changed 
the name to Indian Spr ings C C . 
Once I had taken over and hired 
good personnel to manage the golf 
course and clubhouse I did not in-
terfere. I feel I am a good judge of 
people and that they must be given 
the o p p o r t u n i t y to prove the ir 
skills. I treat them well and they do 
the same for me . " 

This tactic has worked. Within 
three years under Perrault 's man-
agement, Indian Springs is free of 
mortgage and debt, has built an-
other 18-hole golf course and an ad-
dition to the clubhouse. 

"Al though the infusion o f mon-
ey was necessary initially to get 
the golf course and clubhouse back 
on t r a c k , " Perrault says, " y o u must 
also instill in your employees the 
idea that the members of a country 

c lub are our c u s t o m e r s , and the 
customer is always right. Being a 
p r o f i t - o r i e n t e d o p e r a t i o n , our 
s u c c e s s h inges on s a t i s f y i n g the 
needs of our customers. This per-
sonal ized service has given Indi-
an Spr ings an active membership 
of approximately 560 and it's still 
growing." 

T h e k ingpin in P e r r a u l t ' s or-
ganization is Indian Springs' vice 
president, J im Hood. Hood, a col-
lege g r a d u a t e in a r c h i t e c t u r e , 
j o i n e d with Perrault to envision 
the whole complex with long-range 
plans and goals for the construc-
tion of an additional golf course, 
tennis facilities, riding stable and 
five-tiered clubhouse, all surround-
ed and integrated with single and 
multi-family dwellings. 

" W e bought 1,250 acres and de-
signed it to hold between 2 ,000 and 
2 ,500 famil ies ," Hood says. " T h e 
golf course had been designed by 
G e o r g e Faz io and Doug Sanders 
and was a great layout with each 
hole designed after a famous golf-
ing hole. We put over $3 million in-
to r e n o v a t i o n o f the c o u r s e and 
doubled the size of the clubhouse. 

W e had to convince people that 
this was not going to be a fast sell. I 
even bought a lot and built one of the 
first homes here ," he says. " W e got 
a new s u p e r i n t e n d e n t , J a c k 
Smith , and worked with golf course 
architect, Don Sechrest , to get the 
o r i g i n a l 18 b a c k into p l a y a b l e 
condit ion." 

C L U B H O U S E ATTRACTS RESIDENTS 

C l u b m a n a g e r Bi l l D r o t t has 
turned a previously " l o s i n g oper-
a t i o n " into a f i n a n c i a l s u c c e s s . 
" S o m e country clubs operate like 
a church," says Drott . "They are 
used only once or twice a week. W e 
didn't care about the amount of non-
m e m b e r income because we were 
set up as a profit-making organi-
zation, not non-profit. We felt we 
had a facility that could compete 
with any restaurant in the area, in-
c l u d i n g T u l s a , and we a c t i v e l y 
sought cus tomers . W e also ca ter 
to banquets , weddings and meet-
ings . W e have never i n t e r f e r e d 
with our original goal, to please the 
members, and we sometimes have 
had as m a n y as f ive s e p a r a t e 
groups using different rooms. " 
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