
A golf course today is an expen-
sive investment. Rising land prices 
and construction costs often call 
for a budget of $500,000 or 
more to put 18 holes into play. 

That level of spending limits 
the locations where courses can 
amortize the investment. Some 
public and private groups are hes-
itant to plunge that deeply. The 
money must also be spent wisely. 

So, many cities and private in-
vestors are relying on feasibility 
studies to guide their decisions. 
Often used for other develop-
ments, a feasibility study is a rela-
tively new concept in golf course 
planning. 

What is a golf feasibility study? 
It is simply a report combining 
facts about the market area, need 
for golf facilities and projections 
on whether a new course will be 
successful. 

Doing a feasibility study is spe-
cialized work. There are probably 
no more than 10 qualified individ-
uals or firms in the country offer-
ing such services. They include 
architects, landscape architects, 
engineers and certain others with 
golf business backgrounds. 

One of these is Richard Phelps, 
president of Phelps-Brauer & As-
sociates, Inc., Denver, Colo. As 
site planning consultants, his firm 
is strong in golf course design. 
With Brauer & Associates, Inc., 
Minneapolis, Minn., they offer 
feasibility studies, all design, en-
gineering and construction super-
vision services for golf courses and 
other recreational facilities. 

Phelps is the golf specialist. He 
spent summers while in school 
working on golf courses. He grad-
uated from Iowa State University 
with a major in Landscape Archi-
tecture, then took his M.A. there, 
specializing in golf architecture. 
His thesis on course landscaping 
was adopted by the United States 
Golf Assn. Green Section as a 
basic reference. He was principal 
designer for more than 30 courses 
before establishing his own firm 
in 1967. 

Phelps believes a feasibility 

study is a must in planning most 
golf courses. It should precede all 
other steps. 

Purposes of a feasibility study 
include: 
• Determining whether the com-

munity's market area can sup-
port a new golf facility and what 
type; 

• Recommending whether one or 
more proposed sites would be 
suitable for a golf course; 

• Projecting probable construc-
tion costs, annual income and 
expenses of a new course. 
"The value of such research to 

any public or private group is 
tremendous," declares Phelps. 
"There is no way they can plan 
their financing or even decide if 
the course will pay for itself 
without all relevant figures." 

Here is a step-by-step economic 
workout of a typical private mem-
bership club: 

1. A group of 500 citizens or-
ganizes or are sold the idea for a 
new country club in a growing 
community; 

2. Each of the 500 puts up 
$600 as an initiation fee to pro-
vide $300,000 for the purchase of 
necessary land (about 150 acres); 

3. After land is acquired, each 
member is assessed an additional 
$1,000 to provide one-half of the 
$1,000,000 needed to construct 
and equip the golf course, club-
house, tennis courts and swim-
ming pool. Contracts are let and 
construction begins; 

4. The remaining $500,000 for 
construction is obtained through 
mortgage financing. This requires 
annual payments of about $75,000 
for 10 years to cover amortization 
and interest at 8 per cent; 

5. Construction is completed 
and the club opens. Annual dues 
are set at $500 per member fam-
ily, as an equal share of the annu-
al net operating cost of $250,000; 

6. In addition to dues and as-
sessments, each member pays 
$150 annually for 10 years as his 
share of the mortgage principal 
and interest; 

7. For the use of golf, tennis 

and swimming facilities, each 
member family pays an additional 
$75 annually for locker rentals, 
storage and cleaning of golf clubs; 

8. Finally, the typical country 
club finds that rising labor costs 
and insufficient sales volume 
cause a loss in the restaurant op-
eration. To encourage members 
to make more use of the club, a 
minimum charge of $15 per 
month is imposed on top of dues. 
This is credited against a mem-
ber's food and beverage bill for the 
month. 

With this much money at stake, 
any major error in planning can 
be fatal. Such mistakes can be: 
misjudging the need for a new 
club, planning of too elaborate fa-
cilities, underestimating costs or 
proceeding with too few mem-
bers. For a daily fee or municipal 
golf course, problems of finances 
are often due to overestimating 
the market, and/or underestimat-
ing development costs. 

One recent study by Phelps-
Brauer in a small midwestern city 
illustrates the point. The city 
owns considerable land around its 
airport. Using cost estimates from 
several years ago, officials had 
been hoping to build a new 18-
hole golf course for $200,000. 

Needing professional guidance, 
the city retained Phelps to study 
the plan. His report estimated the 
cost of what they wanted would 
be about $300,000, with only a 
small clubhouse. Research also 
uncovered a potential water short-
age for irrigation. 

The overall report was favor-
able in terms of feasibility, how-
ever. The potential site was a 
good one. Potential play should 
pay for the course and make a 
profit in future years. Plans are 
going ahead for its development. 

Not all studies confirm the need 
and feasibility for a course. A re-
alistic, objective look often saves a 
private group or city from finan-
cial disaster. 

A private group in a Rocky 
Mountain area city retained 

continued 



PLANNING A NEW COURSE? 
continued 

Phelps to study the potential for 
a new 18-hole course. The city al-
ready operated one public course. 
The client, a real estate firm and 
other investors, hoped to promote 
construction of a second course on 
city land, then build a country 
club and housing units on adjoin-
ing private ground. 

The final report did not agree 
with the client's optimism. It 
found the potential site to be 
mediocre as a golf course setting. 

It found that previous cost esti-
mates, and thus financing plans, 
were inadequate. It raised legal 
questions about proposed private 
capital being used to develop a 
municipal course, without proper 
control. It predicted that a second 
course would probably cause both 
courses to lose money for several 
years. 

Understandably then, the client 
dropped the idea. The site may 
still be used for a future munici-
pal course when population gains 
warrant it. 

Other studies may concentrate 
on selection of a site, if several are 
available, or advising an existing 
club whether to rebuild, expand 
or move to a new location. 

A study usually takes 60 to 90 
days. The final report averages 
about 50 pages. Major subjects 
covered are: the market area, the 
growth of golf past and future, 
golf play and needs in the com-
munity, site evaluation, cost pro-
jections, financing methods, pro-
jected income and expenses and 
suggested operating policies. • 

From farm to feasible golf course 
The Royal Crest Dairy farm has 
made the big switch to the Royal 
Crest GC. 

Because their farm is located on 
the eastern edge of Lorain Coun-
ty, Ohio, in the path of greater 
Cleveland, owners Joe and Bill 
Madak found their farm and re-
tail milk business being smothered 
by homes. 

Instead of giving up the land 
and moving elsewhere, they de-
cided to cash in on the booming 
urban expansion. They figured 
they could use family labor on a 
golf course, the same as on the 
farm. 

The Madak Brothers have been 
cooperators with the Lorain Soil 
and Water Conservation district 
since 1953. They had a going con-
servation plan with the district, 
aided by the district conservation-
ist of the U.S. Department of Ag-
riculture, Soil Conservation Ser-
vice. The golf course plan was de-
veloped by using information from 
a soil survey and by studying area 
golf courses. 

The Soil Conservation Service 
made a topographic survey of the 
original farm plus 70 acres pur-
chased to provide space for 18 
holes. Pond sites were mapped 
and a drainage plan worked out. 

The Madaks hired a golf course 
specialist to lay out fairways, 
greens and tees, and an experi-

enced contractor installed the tile, 
built the ponds and constructed 
tees, greens and fairways. 

The soil survey information, 
plus a mechanical analysis by a 
soil laboratory was used to deter-
mine the best mixture for the sur-
face of the greens. Tests showed a 
large amount of silt and an ab-
sence of sand, typical of soils in 
northeast Ohio. To insure good 
drainage on the finished greens, 
the Madaks purchased $6,000 
worth of sand and mixed it with 
topsoil. Peat was also added to 
make the greens soft. The mix-
ture for the first nine holes was 
laid out in two one-fourth-acre 
plots about eight inches deep. It 
was plowed and fitted periodically 
for six months and was treated to 
kill weeds. As a result, greens 
have uniformly good playing qual-

ity. The three ponds hold irriga-
tion water storage. 

The dairy barn was remodeled 
into a clubhouse, after tongue and 
groove pine ceiling and inside 
walls were sand blasted. 

Construction started in 1964. 
The first nine was opened two 
years later; the second nine 
opened this spring. 

Joe and Bill say that a basic tile 
and surface drainage system is a 
must on these soils. "I think our 
investment in tile will pay off in a 
short time," says Bill. "We had 
the only playable course in a 23-
mile radius during the last week 
of March. Fifteen hundred people 
played. That makes $3,000." 

The Madak Brothers and their 
families say they are happy work-
ing with the public and that pros-
pects look bright. 

Richard S. Keep, district conservationist, checks out the grounds in front of the 
remodeled barn that now serves as the clubhouse for Royal Crest GC. 



GIANT-VAC universal P.T.O. unit converts to 
blower, vacuum, thatcher, truck loader . . . 
GIANT-VAC offers a P.T.O. driven power unit which performs many functions. Propelled by a standard 
tractor, this unit with available accessories is versatile and efficient. It can be operated as a double headed 
blower, cleaning many acres per hour. Attachments are available which convert the Blower to a Truck 
Loader in less than a minute. This P.T.O. unit is readily changed to a 6 foot vacuum machine. A Thatcher 
can be added to the vacuum head. Thus, large areas may be thatched and efficiently vacuumed at one 
time. Other attachments are also available, as well as, an assortment of debris collection trailers. 

As double headed b l o w e r . . . to truck loader in 30 seconds 

Exhaust velocities e x c e e d i n g 250 
M.P.H. rapidly clean a large turf 
area. By fl ipping one tractor oper-
ated lever, the air d i s c h a r g e is 
changed from left to right allowing 
c o n s t a n t windrowing regardless of 
tractor direction. Special f e a t u r e s 
allow converting to a Truck Loader 
in 30 seconds, as shown. 

As vacuum, 
Vacuums a 6 foot swath and thatches large acreage 
may also be added to this combination. A variety of 

thatcher and truck loader . . . 
at the same time. Truck Loading hose attachments 
self-dumping trailers are available. 

SELF-DUMPING VACUUMING AND THATCHING 

Other Giant-Vac products include . . . Truck Loaders from 12 to 65 H.P. . . . Giant-Bios from 5 to 65 H.P. 
. . . Giant-Vacs from 5 to 10 H.P. . . . Thatchers . . . plus many standard accessories to custom-fit your 
needs. 

GIANT-VAC MFG. INCORPORATED 
AFFILIATE OF H. L. DIEHL COMPANY, INC. A 

SOUTH WINDHAM, CONN. 06266 fUMM ^ Of ¡/aC4~ 

PUSH IN FOR 
TRUCK LOADING 

FROM BLOWER TO TRUCK LOADER 

SLIDE IN TRUCK 
LOADER ELBOW 

SLIDE OUT EITHER 
BLOWER DEFLECTOR 



Our New 
Spiketuft Carpet 

made of 100% continuous 
filament A.C.E. nylon 

is so tough, 
we guarantee 

every square inch 

against every 
golfer 

who walks over it. 
For Three Full Years. 

Monarch Carpet Mills 
Chamblee, Georgia 

For more information circle number 250 on card 



ANONYMOUS 

Confession of a club manager 
upper crust. There's just too 
much money around nowadays to 
stop them. 

For instance, at my present 
job the working man has infil-
trated to a great degree. And 
I mean, roll-up-your-sleeves-and-
grunt breed of working man. 
Why, some of the plumbers in 
our locale make as much if not 
more than so-called executives. 
Their money is just as clean, just 
as acceptable. cnntii 

Let's face it. The old days of the 
country club manager standing in 
a cigar-store Indian position as a 
form of dignified convenience and 
conversation piece for status-hik-
ing members are long gone. 

Myself, I don't have time to 
serve as some showcase decora-
tion. The job has changed—may-
be for the better, maybe not. But 
it has changed. So has the country 
club clientele. 

The old guard was really some-

thing. I've been around long 
enough to have tolerated them. 
Those who were the overbearing-
ly rich, I'm talking about. The 
country club set was bathed in 
money and stuffy, with a cold ap-
proach to new friendships. 

I suppose there are some of 
this type still left. There is a 
place for the exclusive-seeking 
cod. However, today's generation 
has moved into the country club 
field despite the stern looks of the continued 



CONFESSION OF A 
CLUB MANAGER 

continued 

So, what we have here is a 
kind of revolution. Some of it I 
like. Some of it makes me squirm. 
For one thing, along with the 
coming of the common man have 
come his children. Now, don't 
get me wrong. I am not against 
motherhood. But I've always be-
lieved the country club is not the 
place for children. I do every-
thing to discourage their pres-
ence. Of course, I'm talking about 
the clubhouse, not the individual 
recreational areas of the club. 

It follows that with the dis-
placing of the establishment by 
the newcomers I must set my 
service policy differently. I find 
some of the problems at the table. 
My members demand cheaper 
prices than the public restaurant 
down the road. And I find it 
easier to comply than to argue. 
Right now, we're running 10 
entrees, and six of them under 
$5. 

With the coming of members 
who swing rather than bow from 
the waist is the annoying accom-
paniment of wholesale participa-
tion in club affairs and club dic-
tate. I am overwhelmed by 
committees. For example, last 
month I suffered through 11 com-
mittee meetings. The time spent 
amounted to 60 hours—most of 
them wasted. 

It has been my experience that 
everyone who sets foot into a 
country club figures they can run 
it better than the manager. I 
foster this feeling at every meet-
ing of every committee, which 
means 90 per cent of the advice 
goes in one ear and out the other. 

I hope I live to see the day 
when there is established one 
executive board to oversee the 
operation of the club. And it must 
be a group of men who are close 
to the scene. Picture, if you will, 
a steel salesman telling me how to 
make the cut and set the price 
for a roast beef sandwich. It 
makes no sense. But it happens. 

Notice I said men members for 

the executive board. Women? 
They should restrict their contri-
butions to the handicap commit-
tee. As far as I'm concerned, 
women are a definite detriment to 
the functions of the clubhouse, 
especially house committees. 
They waste their time arguing 
over what color to select for 
drapes. I fear any kind of com-
mittee with a woman on it. 

Naturally, the touchiest prob-
lem of all in our profession— 
which is more business manager 
than club—involves labor. You 
can pick up a job pushing a 
broom in these parts for $2.40 an 
hour. So you can see that I must 
be kid-glovish with my help. 

At the present attack on my 
senses, there are 131 employees. 
That 's full and part-time. But in 
the case of country club opera-
tions, it means there are 131 
problems to be dealt with. 

In my travels (I've been asso-
ciated with 10 clubs, but only 
three or four on a solid basis) I 
find that loyalty is the hardest 
workable asset to find among 
employees. And that covers every-
one from the chef down to the kid 
who shines shoes. 

Chefs can be a delicate prob-
lem, as we all know. Again, I 
have a particular gripe with their 
cult. Presently, our head man is 
paid an annual salary of $15,600. 
His fringes are ridiculous, among 
them one month's vacation plus 
weekend work only during two 
other slack months. 

Waitresses? What can I say 
about them? We have quite a 
crew, some good and some other-
wise. My biggest headache is 
absenteeism. And I can't see why. 
Our members are pretty good 
tippers. I'd say on the average, a 
girl takes home $ 150 a week. 

Returning to the membership 
for a moment, let me pass com-
ment on the nasty version of same. 
In every club, there are the few 
who look down upon all employ-
ees—the club manager is in-
cluded—as just so much rubbish. 
These are the unwanted mem-
bers, but who are nevertheless 

equipped with enough where-
withal to be accepted. 

Reverse psychology is the best 
weapon here. Whenever a mem-
ber becomes unusually nasty, I 
smother him with respect. I find 
that he can't handle it. In the 
end, he often changes his attitude 
and returns that respect. Don't 
laugh on this score. I've tried it a 
million times. It really works. 

My present job would have to 
be classified as one of the better 
club managerial posts in the area. 
We have 1,300 social members 
at $200 a throw before they even 
get a setup. In addition, there are 
another 400 golfing members 
whose tab for that privilege runs 
over $500. Our payroll rises 
$1,500 a day in regular times and 
goes as high as $2,200 a day at 
the peak of the golfing season. 

There is virtually no social 
snobbery at our club. I surmise 
that 70 per cent of the members 
are congenial because they have 
the same problems. This is a 
sign that the social gap of yester-
day has narrowed considerably 
and it draws closer by the hour. 

As far as my duties are con-
cerned, the range has expanded. 
I must now be able to tell how 
many cups of coffee can be drained 
from a pound can. I must be 
familiar with air conditioning, 
plumbing, carpeting, golf cars, 
fertilizers—the whole bag. What 
it amounts to is a working knowl-
edge of every facet of the club 
operation, both indoors and out. 

My compensation I consider 
adequate. With the fringes, et al, 
it comes to some $25,000 a year. 
But I feel I earn it and then 
some. I average 90 hours a week 
and I'm constantly on call. Yet, I 
sincerely believe I am engaged in 
a budding, fascinating business. 

With all its little setbacks, de-
mands on my ability and pa-
tience and day-to-day chinning 
with certain members, I highly 
endorse the profession. 

It is a wide, wide world of 
experience, the greatest seat in the 
national stadium from which to 
observe the game of life. • 
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GREAT GREENS ARE PAR FOR AGRICO 
The professionalism with which Agrico approaches golf course turf 

problems is a big reason two out of three turfmen continue to select Agrico 
Country Club Fertilizers year after year. Agrico's custom-tailored program, 
exclusively for golf courses, plus full service and expert counsel every step 
of the way, can be of genuine value to you. See your AGRICO man today. 

A AGRICCTCountry Club Fertilizers... 
O I at the roots of the best turf in America! 



A landscape superintendent in 
one of the Chicago suburban 
towns recently stated that he 
thought Dutch elm disease had 
peaked in 1968 because "we have 
reached the point where there are 
hardly any more elm trees left to 
die." 

The statement wasn't quite ac-
curate, but it did emphasize that 
the disease had taken an alarming 
toll in 1968, far higher than in the 
last six or seven years. The Dutch 
elm blight was first detected in 
the Chicago area in 1955, but not 
until 1962 did it start making se-
rious inroads into the elm tree 
population. (The disease was first 
detected in the East in the early 
1930s, and by the early 1940s was 
causing widespread destruction 
east of the Appalachians.) Each 
year since then the casualty count 
has been of crisis proportions; last 
year the word "catastrophe" was 
associated with it and by now, 
with the exception of the Far 
West and Southwest, few areas 
of the country have been spared. 

A sampling of the casualty fig-
ures gives an idea of what has 
been happening around Chicago 
in the last few years: Lincoln 
Park, located on the lake front, in 
the last three years lost two-thirds 
of the 3,000 elms that once stood 
there, most of them victims of the 
blight. In 1968, 1,100 trees were 
lost. Most of them were at least 
50 years old. 

Evanston, north of the city, 
thought it was hard hit in 1965 
when 500 trees were marked for 
destruction. Last year the toll was 
even higher; more than 650 trees 
were condemned. 

To the south of the city, Home-
wood reported losses of only about 
3 per cent in 1968, but since 1965 
more than 550 elms have died. An 
estimated 3,000 remain. 

West of Chicago there is a belt 
of five contiguous towns that is re-

ferred to as "the tree towns." 
Elms, oaks and maples are indig-
enous in this sector and grow in 
abundance. But the elms are 
being cut down. The public works 
department in one of these towns, 
Elmhurst, reported that losses in 
1968 ran to 725 trees. That 's ap-
proximately 5 per cent of the elm 
population, and losses last year 
were four or five times greater 
than five years before. Glen Ellyn, 
at the western edge of the tree 
town sector, reported that nearly 
500 of its 10,000 elms were in-
fected in 1968, the highest 
amount on record. Of an esti-
mated 60,000 elms in the Elm-
hurst-Glen Ellyn belt, about 

ferred to as sanitation by forestry 
people. Since chemicals haven't 
yet been compounded that destroy 
either the beetle or its fungus, 
the only holding action possible 
against the spread of Dutch elm 
appears to be sanitation. After the 
trees are removed they should be 
burned. Otherwise, the beetles 
aren't going to be destroyed. 

Golf courses that surround Chi-
cago are faring somewhat better 
than municipalities in the battle 
against the beetle. Their elm tree 
losses in 1968 probably didn't ex-
ceed 3 per cent, although a few 
superintendents reported that 
from 5 to 10 per cent of their 
trees were denuded. Practically 

DUTCH ELM: 
WHAT IS IT? 
WHAT CAN 
BE DONE 

ABOUT IT? 
By JOE DOAN 

3,000 were lost. 
According to entomologists, a 

beetle that is about one-tenth of 
an inch long and capable of flying 
relatively long distances is caus-
ing the havoc. It either transports 
a fungus or a fungus is spawned 
from its eggs. The fungus then 
infests the tree's circulatory sys-
tem and chokes off the flow of 
moisture to its branches. Usually 
within a few weeks the leaves 
wilt, turn yellow, curl and drop 
off. When this happens there is 
no chance that the tree can be 
saved. It should be removed as 
soon as possible so that surround-
ing trees aren't infected. 

Removal of dead trees is re-

all of the superintendents agree 
that last year was the worst for 
the disease. 

Courses along the north shore 
of Lake Michigan seem to be 
hardest hit of the Chicago clubs. 
Probably this is because there are 
more elm trees concentrated in 
this district than west or south of 
the city. Joe Dinelli, superinten-
dent of North Shore CC, reported 
that he lost 46 elms in 1968, al-
most exactly 5 per cent of the 
number still left on his course. In 
five previous years a total of 110 
elms at the club succumbed to the 
beetle. Big holes are beginning to 
appear in the wooded areas at 

continued 

The fungus-carrying elm bark beetles tunnel (right) to the water-conducting ves-
sels of a once-healthy elm tree (left). Result: fallen leaves in midsummer (center). 



Dutch e lm disease 

con t inues to take its to l l . 

In the hard-hit Chicago area, 

super in tendents are carrying 

on a desperate f igh t 

using insect ic ides and 

replacement programs 



Betasan gives löng-lasting 
control of unwanted 
grasses and weeds 

Now is the time to treat greens, tees 
and fairways with Betasan selective herbi-
cide to prevent fall Poa germination. An ap-
plication now will also control crabgrass next 
spring and summer. 

Betasan controls fa l l -germinat ing 
broadleaves, too, such as henbit and shep-
herdspurse. 

Use Betasan in bentgrass, bluegrass, 
fescue, Bermudagrass, dichondra and more 
than 35 ornamentals. 

Betasan liquid or granules will stop 
unwanted growth by interfer ing with the 
sprouting seeds. It gives you effective, eco-
nomical and long-lasting protection. Stop in-

festations now, give your grass a chance to 
fill in during fast-growing periods of cooler 
weather. 

Betasan is kind to established turf, 
including dichondra, without leaving tell-tale 
burn often resulting from weed control treat-
ment. For best results, use Betasan correctly 
by following directions exactly. 

Get Betasan from your golf supply dis-
tributor today. Stauffer Chemical Company, 
Agr icul tura l Chemical Division, Dept. HD, 
299 Park Avenue. New York, New York 10017. 

Betasan from 


