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THE LITTLE
GOLF COURSE

Smaller Courses
May Hold Golf’s Future

By BILL LYONS
The Lyon's Den, Canal Fulton, OH

The U.S. Government classifies a
small business as one having fewer
than 500 employees. With that in
mind, the number of golf course
operations topping that 500 figure
could be counted on one’s fingers.

Figures are hard to find on the
dollar volume of business that the
small courses do annually. For our
purposes, we will say a “little” golf
course is one doing less than
$250,000 a year gross. Perhaps it is
a 9-hole, a short, executive style
course, a par three or a regulation
18 or 27 hole course.

The Small Business Administra-
tion says that the 10.9 million small
businesses in the USA averaged
only 2.6 percent profit based on the
latest figures to date. On a $% mil-
lion gross at 2.6 percent, that would
equal $6,500; not much net profit
for the little golf course whose
market value may be two to four
times its gross.

The little golf course is usually a
family operation of less than 500
acres. These often independent
people are not prone to join an or-
ganization serving their mutual
needs unless they can see some fi-
nancial benefit. This was true of
the Michigan Owners Association
which had 70 members before it
came up with an insurance pro-
gram that saved each course mem-
ber thousands of dollars each year.

Perhaps we should look at our-
selves and ask why we are not an
organized group. The NGF tried to
bring us together but their pro-
grams are geared to the goif indus-
try minus the little courses.

The GCSAA does not want us.
After paying my dues for many
years I was told by some of its
members I was not welcome be-
cause I had opened a little course.
They had no classification for an
owner.

The PGA so far has nothing to
offer the little courses. They have
come up with no programs to date
that will benefit the little course.

The 50 or more turf management
schools have failed to teach sound
business management. Our study
of their products shows they would
rather mow grass than push a pen-
cil. Record-keeping takes thinking.

By conservatively observing, it
appears Y of all golf courses are

“The little course is a
tax-paying entity not a
tax consumer.”

little ones. They are a vital part of
the golf industry. Their merchan-
dising sales are falling off. Most
now sell only the eye-catching
items—Dballs, gloves, tees and caps.

“Golf is a selective game,” says
Herb Graffis, “attracting selective
people toit.”

There is still some status to
playing golf. The little course gives
selective people in small com-
munities a place to improve their
status. Then, too, as Graffis says,
“The little course helps make
America beautiful.”
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THE COMPANY THAT
PUT GREAT SPRAY UNITS
ON YOUR PICK-UP
ALSO PUTS THEM IN

SMALLER COURSES
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The little course is a tax-paying
entity not a tax consumer. The
course is overtaxed compared to
adjoining farm property. Yet, it's
been shown, it improves tax valua-
tion of all housing within a five
mile area.

There are 17 of these little
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PC20810BM PC200 gallon capacity spray tank with
Bean Piston Pump Sprayer (10 GPM 500 PSI). Shown
van mounted through rear door of van (above) and
through side door of van (below)

THE Tuflex Manufacturing
process allows a five year
warranty on all tanks.

7%1; is the only manufacturer to
specializeinseamless fiberglass spray
tanks specifically for the pest control and
lawn care industry. Remember when crafts-
manship was an art...at Tuflex it still is!
The exclusive Tuflex process carries a full
five year warranty on all handcrafted seam-
less fiberglass tanks.

For economy prices and more
information on our complete
line of tanks, write or call now:

Tuflex Manufacturing Company
1406 S.W. 8th Street—Pompano Beach, FL 33060
Florida residents call collect 305-785-6402

“Perhaps we should look
at ourselves and ask why
we are not an organized

group.”
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courses in our area alone. Too
many? There is one for each 18,000
in population. Yet, just because
they are all so well manicured they
still produce a livelihood for their
owners.

What each course offers is dif-
ferent and unique. The little
course cannot supply “high speed”
turf that is advocated by the USGA
and the pros for their tournaments.
But the little courses do provide a
pleasant setting for golfers to enjoy
their sport year after year.

When Bob Toskie was in Cleve-
land this past fall, he said more
small golf courses are needed for
youth to grow on. Arnold Palmer
was quoted in Golf Management
magazine as saying, “Kids need a
(little) golf course as accessible as a
ball diamond.” I agree with this,
but who will make it free to them?
It costs more to maintain one small
putting green than several ball
diamonds.

Many of the little courses are
doing more than their bigger coun-
terparts to promote junior golf.
Many children who started play-
ing the little courses 20 years ago
are now country club members.
Others, who have moved away, are
playing one someone else’s course.

Once I had the honor of ad-
dressing the Golf Course Archi-
tects Society on the little course
subject. None of them took my sug-
gestion to build “push-up” little
courses with low maintenance
costs. Maybe they felt it would be
unethical. Yet, America needs that
kind of course.

Around April 10, as always, we
will mail out a free nine holes to
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Are you still manhandling
clumsy spray hose? Hauling,
dragging...stopping to fight
kinks and tangles? Get
Hannay Reels and put spray
hose in its place.

® Pay out smooth and easy.
Wind up straight and fast.

® Greater range.
Better control.

® Neat, convenient hose
storage.

® [ess wear and tear on you
and the hose.

Specify Hannay Reels for all
your spraying operations.
Write for your FREE Speci-
fication Catalog today.
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marketing data
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our experts in these
proven research
techniques:

e WATS Telephone
e Focus Groups
e Direct Mail

e Personal
Interviews

We provide top quality
in-house printing,
mailing, tabulating,
data processing,

and analytical systems.

Count on us
for your
special
research needs.

Free cost estimates.

Infometrics

National Research Center
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over 1,000 ol our customers who
played 10 or 110re nine holes with
us the year bifore. If each of the
3,000 or more little courses served
that many people, it would amount
to a sizeable part of the golf
industry.

Some of you many have lived
through the “old” depression of the
'30s and '40s when many courses,
both big and little, closed. Play
sold for 25 cents for 18 holes or 50
cents for all day. A family mem-
bership for a year could be had for
four bags of fertilizer for the
course. Even in those hard times,
some 5,000 courses weathered the
tide.

As the financial depression of
the '80s worsens, golfers used to
playing on large courses and
paying exorbitant greens fees, will
be looking to the little courses to
play. A promising young executive
living the good life as a family
country club member suddenly
joines the ranks of the unem-
ployed. One of the first moves to
economize is to cancel the country
club membership. But give up golf?
No. They will be using the smaller
courses.

Can the little course survive the
worst world-wide financial col-
lapse in history? Wise managers
say it can, but only after careful
evaluation of the following points:
1. Reevaluate every employee
from the front office to the garbage
collector. Each has an important
job to do efficiently.

2. Check those important records
on a percentage basis of income to
find the weak spots.

3. Evaluate maintenance practices
with the goal of a healthier, more
attractive turf. It wins customers.

4. Test sales programs. How can
the weakest be improved? Think-
ing is hard work, but it can earn
more money in the longrun.

5. Join golf owners associations for
an exchange of ideas. Nobody has
all the answers, but if you join
your local association, you may
learn some valuable things. James
L. Holmes, now of Brian, TX,
preached the following as a travel-
ing agronomist with the USGA.
“Charge more and you will get
more customers.” Our little course
has done that for 20 years and it
works. WTT
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A PROFESSIONAL
HAND OPERATED
KNAPSACK SPRAYER

SOLO
425
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4 gallon Lightweight

This heavy duty German manual
sprayer is designed without
metal or rubber parts in contact
with the spray mixture, thereby
eliminating rust and corrosion.
Ideal for applications of Monsan-
to Round-up Herbicide. The 4
gallon non-pressurized tank is
made of high density polyethy-
lene mounted on a strong tubu-
lar frame. Contoured back and
adjustable, padded leather carry-
ing straps. Rugged piston pump
is operated by hand pump which
can be used on right or left of
sprayer. 10 strokes will apply
1 quart of mixture. Spray hose
and wand with trigger shutoff
included. Turf and tree ac-
cessories available. Weight 9.5
Ibs. empty. Solo Knapsack
Sprayer $129.95 ppd.
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