
Multi-Course 
Management an 
the SUPER-intenden 
A few superintendents manage a number of courses as economics favor 
contract golf course management and leasing. 

by Bruce F. Shank, executive editor 

Golf, l ike other sports, has 
grown from a priviledge of the 

rich to the right of the common 
man. It is a major part of the busi-
ness of recreation. 

Today, nearly half the golf 
courses in the United States are 
public. The few wealthy families, 
who played golf in the late nine-
teenth century on courses situ-
ated among the dunes of the 
Eastern Shore, have grown to 
more than 17 million golfers of all 
incomes. 

The greenskeeper, a person of 
limited responsibility in the early 
years, is now in charge of hun-
dreds of thousands of dollars in 
p roper ty and m a i n t e n a n c e 
expenses. Golf is big business and 
the superintendent is largely 
responsible for the product. 

The responsibilities of the 
superintendent continue to grow 
as owners or operators of more 
than one course assign a group of 
courses to him. This new role has 
various titles, but super-superin-

tendent fits well. 
Multi-course management, 

which began in Los Angeles in the 
60's, might explode in importance 
dur ing this decade. Approx-
imately 300 golf courses are oper-
ated by multi-course companies 
today and that number may dou-
ble by 1985. The rate of growth in 
multi-course management is not 
restricted by construction of new 
golf courses or even ownership. It 
is tied only to the speed at which 
lease or management contracts 



are signed and the capacity of the 
multi-course operator to expand. 

Starting in L.A. 
In 1960, Zeke Avila, then superin-
tendent of Hacienda Golf Club in 
Mission Viejo, CA, signed a con-
tract to maintain Arcadia Golf 
Course, a municipal course in 
Arcadia, CA. The next year he 
quit his job at Hacienda and 
started looking for more courses 
to maintain. 

Twenty years before, Avila 
entered golf course management 
as part of the crew at Lakeside 
Country Club in Whittier, C A. For 
$65 per month he worked six days 
per week and every other Sunday 
learning how to maintain a golf 
course. He reflects, "The golf pro-
fessional was in business for him-
self but not the superintendent. I 
believed I could work out some-
thing like the pro." 

Today, Avila operates ten golf 
courses in Los Angeles and Palm 
Springs grossing more than $2.5 
million per year. He is considered 

Zeke Avila, the father of contract 
management. 

the father of contract golf course 
management. 

If Avila is the father of contract 
golf course maintenance, then 
David Price is the dean. Price, a 
property lawyer for Getty Oil in 

Los Angeles, recognized the 
opportunity in golf club manage-
ment in 1970. He negotiated a 
lease for Westchester Golf Club in 
Los Angeles and hired Richard 
Bermudez as superintendent. 
With Bermudez, assistant Vicki 
Higgins, and civil engineer Sandy 
Burns, Price carefully built Cal-
ifornia Golf-Tennis. Now called 
American Golf Corp., Price's com-
pany operates 50 golf courses from 
Cal i forn ia to New York. He 
recently negotiated a lease for six 
municipal courses in four bor-
oughs of New York City. 

The largest single owner of golf 
courses is Club Corporation of 
America (CCA) in Dallas, TX. 
CCA was founded by attorney 
Robert Dedman in 1957 and today 
operates more than 90 golf courses 
and 30 city clubs, including Fire-
stone and Inverrary. 

James Faubion is director of 
golf operations for CCA. Seven 
regional superintendents report 
to him. "I function mainly as a 
consultant to our superinten-

Vcrmccr 
Rotary Mowers 
High production, cost effi-
cient, rotary drum and disc 
mowers built to mow in 
tough wiry conditions . . . 
without stopping or stalling. 
• Convenient, hydraulic fold. 
• Reversible, quick-change 

cutting knives. 
• Adjustable for height, offset 

and oscillation. 

Vcrmccr 
Tree Spades 
Powerful, hydraulically-
controlled, tree-moving 
machines that transplant 
and package trees/shrubs 
. . . in minutes! 
• 2-8" diameter trees 
• One man operation 
• Short tower design for 

greater access 
• Fully curved steel spade 

Vermeer 
TS-32 Tree Spade 
Designed specifically for 
tree packaging operations. 
Simple three-spade system 
forms neat, clean "tree 
package" for easy hand-
ling/burtaping/balling. 
• Adapts to both loader and 

tractor (with Cat. II, 3-pt. 
hitch) 

• Short tower design with 
powerful chain reduction 
drive system. 

Vermeer Handle-Bar 
Stump Cutters 
Finest, self-propelled handle-
bar unit in the field. Out-
standing leverage and con-
trol! Cuts out stumps . . . up 
to 30" wide, down to 8" 
deep, without repositioning. 
• Compact. Squeezes thru 

ordinary yard gate. 
• Rugged 18 hp engine. 
• Easy to operate . to 

maneuver... to transport. 

Vermeer 
Stump Cutters 
Fastest, most cost-efficient, 
most effective way to 
remove dangerous, ugly 
tree stumps! Hydraulically 
cuts 'em out in minutes. 
• Simple one-man operation. 
• Easy to maintain. 
• Four different sizes . . . 

from economical, 
self-propelled handle bar-
style models to powerful 
commercial units. 
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dents, not someone who tells 
them how to run their courses," 
Faubion said. 

CCA owns most courses and 
operates each as its own profit 
center. Central purchasing of 
some equipment and supplies 
makes CCA a big factor in the golf 
course market from a manufac-
turer's viewpoint. 

Jack Nicklaus's companies 
design, operate, and consult many 
golf courses, including Muirfield 
Village in Dublin, OH, and St. 
Andrews in Hasting-on-Hudson, 
NY. Edward Epchells is president 
of Golf Turf Inc., a subsidiary of 
Jack Nicklaus Cos., North Palm 
Beach, FL. Golf Turf Inc. consults 
34 courses on agronomics and 
maintenance operations. Jack 
Nick laus C lub Management , 
established originally to consult 
on clubhouse operations, has 
expanded into total club manage-
ment under contract. 

Environmental Industries of 
Calabassas, CA, a multi-million 
dollar landscaping company is 

exploring golf maintenance con-
tracting as part of its services to 
municipalities. ChemLawn made 
a stab at golf course maintenance 
in the mid-70's but retreated to 
concentrate on its primary cus-
tomer, the homeowner. Certainly, 
ChemLawn has the technical 
resources to expand into golf 
course operat ion by add ing 
knowledgeable superintendents 
to handle management. 

Multi-course advantages 
Operating a golf course can be a 
business separate from owner-
ship. It was this discovery that 
opened the field to rapid growth. 
Contract maintenance or opera-
tion relieves the owner, often a 
group of investors or munici-
pality, of operational headaches. 
This is generally done by either a 
lease or contract for services. 

The keys to contract operation 
are agronomic and business 
expertise, better control of labor, 
and discounts from volume buy-
ing. 

Contract golf maintenance has 
its critics, often other superinten-
dents who suspect contract opera-
tors lower standards to make a 
profit. And, since contract mainte-
nance is often utilized to solve 
union problems, a scab image per-
sists. 

When American Golf Corp. 
leases a course, it is taking a risk. 
Since its income is based upon 
greens fees it can't afford to let the 
course scare away golfers. 

Certainly Jack Nicklaus doesn't 
want his name associated with 
poor maintenance. He designs 
many of the courses his Golf Turf 
Inc. advises. His customers want 
the prestige of the Nicklaus name 
for their courses and are willing to 
pay for it. Real estate developers 
can attract more investors when 
the project is associated with 
Nicklaus. 

When a company specializes in 
managing golf courses it learns 
the tricks to efficient operation, 
tricks a single superintendent 
may not know, especially if he has 

Vcrmccr T-300B 
Root Cutter 
Great preventative mainte-
nance machine. Cuts off 
damaging root growth 
before it buckles streets, 
curbs and sidewalks. 
• Soft, rubber padded tracks 

for "walking" sidewalks 
• Cutting dimensions: 

up to 3W'wide; 0-17" deep. 
• Offset 14" from track. 
• Easily converts to trencher. 

Vermeer1600 
Brush Chip per 
Toughest, most powerful 
brush chipper on the 
street today. Built for high 
production volume with 
solid, heavy-duty construc-
tion throughout. 
• Instant Feed stop. Cuts off 

access to rotor in .5 of a 
second. 

• Convenient sales and service 
centers all over North America 
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Vcrmccr 
DP-24 Pump 
20,000 gpm!* Huge capacity, 
tractor-powered drainage 
pump with 24" discharge 
designed for flood control 
near dikes/levees. 
• Highly mobile. Trailer-

mounted. 
• Attaches to PTO of tractor. 
• 24" diameter tubing avail-

able in 100 ft. lengths. 
• r a t e d at 1 0 0 h p 
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Vcrmccr 
LM-35 Plow 
Buries cable at speeds up 
to 235 fpm without tearing 
up finished surfaces. Or, 
turn it around and trench 
up to 5" wide, down to 3 ft. 
deep. 
• 35 hp Deutz diesel 

engine. 
• Hydraulic steering and 

propel. 
• Just 35Vt" wide 
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Vcrmccr 
V-440 Trcnchcr 
Rugged, rigid-frame, 4-
wheel drive trencher. Out-
standing digging torque. 
Most powerful trencher 
boom in its class. Compact. 
Streamlined. Built to handle 
a heavy diet of work. 
• Digging capacities 6-12 

inches wide, down to 60 
inches deep 

• Vibratory plow, backhoe, 
dozer blade, reel carrier 
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A New Génération 



always worked for courses where 
money is not an issue. 

As golf becomes more a busi-
ness and less a game for the weal-
thy , ope ra t i ona l e f f i c iency 
becomes more important. Most 
new courses are resort courses 
run as investments in recreation, 
a profitable option for today's 
investors. 

Men like Avila and Price have 
discovered investors aren't the 

only ones who can make a profit. 
So can the operators. They realize 
they can move equipment and 
crews from course to course when 
necessary. They know they have 
clout with suppliers when buying 
for ten courses instead of one. 
These savings alone can represent 
a reasonable profit without chang-
ing maintenance practices. 

"One of my men works as hard 
as three municipal workers," says 

Avi la . "He is given specific 
responsibilities and takes pride in 
his work or he answers to me. He 
is also directly responsible for the 
equipment he uses so there is no 
one to blame for breakdowns 
except himself. If a breakdown 
does occur, we can get a replace-
ment mach ine to his course 
within two hours." 

"The municipality or owners 
have the assurance that if one of 
our men burns a green," Avila 
states, "our $1 million insurance 
will cover it. We can't afford dissa-
pointed golfers any more than the 
owner can. Owners negotiate 
with me, not a union. I take care of 
all fringes and labor disputes. We 
work with the owner to establish a 
definite set of specifications for 
maintenance and operation." 

Mike Heacock, one of three 
regional super-superintendents 
for American Golf Corp., was an 
opponent of the multi-course 
management concept before he 
left Lakeside Country Club to join 
AGC. "I expressed my opinion to 
Bob Williams, president of AGC," 
says Heacock, "and instead of 
throwing me out of his office, he 
hired me to correct my concerns." 
Heacock is responsible for 17 
courses in southern California. 
Ken Sakai is in charge of four 
courses in northern California, 
and Richard Bermudez handles 
the rest. Bermudez recently hired 
John DeMatto from Pinehurst to 
run the six New York City 
courses. 

AGC leases its equ ipment 
instead of buying it. Due to its 
size, AGC was able to negotiate a 
financing package with Litton 
Industries to buy Toro equipment 
and Textron to buy Jacobsen 
equipment. This reduces the 
financial exposure of the com-
pany to approximately the length 
of it golf course leases. It also 
makes AGC a national customer 
instead of a regional customer. 

"Capital improvements to a 
course," says Heacock, "are either 
deducted from the lease or built 
into the greens fee. This gives the 
municipality, which generally 
just wants to break even, a chance 
to improve its course without 
going to the voters for a bond 

continued on page 84 

*My»i4Jdents count on me loirnprove 
I M b i nSo f t Good, sturdy turf and healthy, 
k flHtoth greens are a must! And for that I 

v , OR our Superintendent, Hal Porcher 
— a rest pro in his field' We're proud of 

y . the concjition of our course at West Palm 
F Bfcach Country Club " 
i ' Mr Dtito Pagan, GoW Professional 
% West Palm Beach Country Ctub 
™ r * * West Palm Beach. Florida 

RELY ON THE PRO'S^RO 

MANGANESE 
CALL OR WRITE NOW 0 0 0 / 1 

FOR COMPLETE INFORMATION (81 3) 734-3284 

American Minerals Inc. p o. BOX 2005. Dunedin fl34296-2005 

"There s nothing more important than the 
condition of our turf — healthy, vigorous and 
green So I can't afford to take chances We 
useWR GRACE & CO Nourish Blends with 
GRANUSOL* Manganese for good growth 
and a lasting green color This is what makes 
West Palm Beach Country Club one of the 
top ten public golf courses in the U.S." 

Mr Hal Porcher. Superintendent 
West Palm Beach Country Club 

West Palm Beach. Florida 
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issue." Proposition 13 in Califor-
nia cut public funding in many 
areas. It may be part of the reason 
for the success of contract golf 
course maintenance there. 

AGC's Vice President Bill 
Brown recently annnounced for-
mation of a "golf club" to spur 
rounds at 22 of its golf courses in 
California, Nevada and Arizona. 
For a $48 membership fee, golfers 
get a free round at any of the 
courses including preferred tee 
times and tournaments. Market-
ing the game of golf is one of the 
most difficult tasks for an owner 
or municipal course. AGC is using 
marketing tactics similar to those 
used by American Express and 
Diner's Club to increase reve-
nues. 

"We're finding group buying a 
great benefit to our clients," says 
Epchells with Golf Turf Inc." We 
specialize predominantly with 
n e w e r go l f c o u r s e s a n d 
developers. We help them get 
established and then follow up 
with group buying and opera-

tional problem-solving." 

The future of multis 
The case for multi-course man-
agement is economic. Beside 
groups with ten or more courses, 
are many more with two or three 
courses. Many of these are owned 
by developers who bui l t the 
courses to serve as the center-
pieces for recreational commu-
nities. These developers even-
tually try to sell the golf course to 
the owners of the condominiums 
or homes in the development. 
Fail ing this, they seek other 
options. 

Companies which once found 
owning a golf course prestigious, 
are also tempted by ways to 
lighten their burden. Munici-
palities faced with tight-fisted 
taxpayers and growing problems 
with basic services, labor, and 
schools, may be anxious to cut 
their loses and reduce manage-
ment headaches by leasing their 
courses to multi-course operators. 

Even the private golf club, dis-
appointed with superintendents 
and afraid to raise dues, may try 

contract maintenance or a con-
sulting organization. 

Of course, consulting is avail-
ab l e f r om o t h e r s ou r ces , 
especially the United States Golf 
Association Green Section. The 
certification program by the Golf 
Course Superintendents Associa-
tion of America can help superin-
tendents document competence if 
needed. 

The real foes of individual 
superintendents are manage-
ment, labor problems, and size. To 
match the expertise and cost sav-
ings of multi-course operators, 
superintendents wi l l require 
strong association and extension 
support, buying groups to gain 
quantity discounts, and a greater 
knowledge of managing and mar-
keting their course. 

It will be more difficult to stay a 
"greenskeeper" and leave the 
operation of the course to the club 
manager and the golf professional. 
Recreation is now a business and 
the superintendent will need to 
become a businessman as well as 
a skilled landscape manager to 
guard his future. WT&T 

"My Business Has the 
Competitive Edge... More 
Acres Per Operator Per Day. " 
Ralph Starr 
Starr Lawn & Garden, Inc., Dallas, Texas 

... "I needed a machine that could get in and out of corners 
without having to stop and back up. Grasshopper's compact size, 
out front deck, and zero-turning radius keep me going even 
in the tight spots." 
... "I purchased Grasshopper because it is quick and it 
saves man hours. I'm able to mow the same acreage with up 
to 3 less men." 
... "I really appreciate my Grasshopper dealer. He really cares 
and it shows in the reliable service he provides." 
... "I think it's a great machine... Grasshopper is the type of 
machine I need for my work—the best available." 

OPTIONAL ATTACHMENTS 
Vacuum Grasscatcher 
Snowthrower 
Dozer Blade 
Sweeper 
Your Business Should Have the 
Competitive Edge Too! 
See Your Local Grasshopper 
Dealer Today and Ask for Your 
Free Demonstration. 

THE GRASSHOPPER COMPANY 
Box 637WT • Moundridge, Kansas 67107 • (316) 345-8621 


