
Pension Plans: 
THE INDUSTRY'S SHflfTlE 

The widespread lack of pension plans for golf course superintendents 
is an embarrassment to the entire club industry 

b y FRED V. GRAU 

Unless golf course superintendents get 
busy and do something to change the 
present situation, superintendents can 
expect no pension of any kind when 
they retire. 

Ever since a superintendent friend in 
Florida wrote to me, relating his sad 
predicament of " n o pension after 26 
years of se rv ice , " this reporter has 
been collecting material f rom other 
superintendents around the country. 
My editorial ("What! No Pension?" 
May, 1973, p. 15) and a brief article 
( "Not Even a Gold Watch , " August, 
1973, p. 43) opened some eyes and 
brought several unsolicited comments. 

A letter f rom one top superintendent 
in a wealthy golfing state deserves to 
be quoted . I reproduce here some 
excerpts: 

" . . . No more than 50 per cent of 
the superintendents in this area have 
pension programs . . . . No more than 
10 per cent have pension programs for 
their key employees on the course. 
This is a sad state of a f fa i r s . " 

He goes on to say that the plans that 
do exist have come about because, " A s 
the younger men have come into better 
jobs, they have demanded more bene-
fits when they are interviewed. The 
clubs are accepting this without re-
sistance. 

" I t boils down to the superintendent 
taking the initiative and selling the 
clubs on a well-rounded benefit pack-
age. We just have not done it. 

" . . . Your plan to write on pen-
sions . . . is a good idea, but it encom-
passes only a small part of what is 
needed . . . . We should be talking 
about a total package of pensions, sick 
pay, holiday pay, overtime, vacations, 
hospi tal izat ion, life insurance, dis-
ability benefits, merchandise discounts 

and better working conditions for our 
permanent golf course staff members. 

" F o r the last five years . . . we have 
been building a benefit plan that has all 
of the previously mentioned benefits 
included. It has been a gradual growth. 
It has made a tremendous difference in 
the attitude of the permenent staff both 
on the course and in the c lubhouse ." 

The letter ends by saying, " . . . I am 
sick and tired of the business of golf 
operations not being considered a busi-
ness like any o ther . " 

One superintendents' association es-
timates that two-thirds of its members 
now are protected and that most clubs 
voluntarily have offered a plan. When 
superintendents ask for a plan, they 
rarely are r e f u s e d . When are , i t ' s 
mainly due to the poor financial con-
dition of the club. 

Another report from another asso-
ciation estimates that not more than 12 
to 13 per cent of superintendents are 
covered by any kind of a plan. The 
pertinent comment is, "General mana-
gers of country clubs can do a great 
deal for club employees ." In this area 
of 114,000 square miles, only one club 
voluntarily offered a plan. 

In another area, consisting of 220 
golf courses, less than 10 per cent have 
any type of plan. Only four or five 
clubs voluntarily offered a plan to 
their employees. 

Clubs in another area, renowned for 
its majestic scenery, are not renowed 
for their generosity. My correspondent 
there says, " . . . only three out of 13 
clubs . . . had any pension provisions 
for their super intendents ." He says 
further that the more prominent and 
affluent clubs provide the benefi ts . 
These clubs apparently demand better 
management, and in turn superinten-
dents at these clubs demand better 
compensation and broader protection. 

A representative of a large chemical 
and fertilizer firm writes, " . . . I feel 
that pension and retirement plans for 
superintendents are definitely needed 
. . . . Only 5 per cent of those I call 
on have plans of any kind. 

A superintendent at a wealthy club in 
a wealthy state said that, of 24 people 
he knew, two had asked for a plan and 
got one. This man asked his club for 
two years with no response. He got his 

continued on page 73 

WHO HAS 
PENSION PLANS? 

GOLFDOM did a formal survey 
of hundreds of golf clubs, 
geographically distributed 
throughout the country, to de-
termine the extent of the pen-
sion plan void in the industry. 
The figures do support Dr. 
Grau's contentions. 

Here are the results of our 
query. In addition to over-all 
response, they have been bro-
ken down by course type. 
Q. Do you have an employee 
pension plan at your club? 
Response Yes No 
Private 41% 59% 
Semi-private 27% 73% 
Resort 50% 50% 
Public 53% 47% 
All course 

types combined 39% 61% 
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plan the third year. Apparently, it pays 
to be persistent. 

Another superintendent writer says, 
" I have no pension or retirement plan 
now, but am planning to get one estab-
lished soon; one that I may transfer if I 
change jobs . . . . Less than 20 per cent 
in this association have any plan. In 
fact, I personally know of none. Most 
clubs do not voluntarily offer plans." 

One association conducted a survey, 
which showed retirement plans for 
superintendents at the 35 per cent level 
in 1967; 40 per cent in 1970, and 29 
per cent in 1971. There has been no 
explanation for the decline. 

Another superintendent says: " A 
1970 survey in our . . . association 
showed less than 10 per cent of super-
intendents on any kind of plan. I think 
we are about 10 years late in getting 
started. Most clubs are very lax in 
offering a plan. If the topic is bought up 
often enough, and the cost of the plan 
is included in the yearly budget, even-
tually it is implemented. This will mean 
more to superintendents than anything 
done thus far ." 

An association secretary writes, "At 

our last meeting, five members said 
that they have plans; 21 were not 
covered. Clubs do not voluntarily offer 
plans. Most superintendents have had 
little luck when they have asked for a 
pension plan. I had to put my job on the 
line to get hospitalization. The best way 
is to have benefits included when you 
accept a new job. It is very difficult 
to get coverage afterwards." 

At a recent meeting of a prominent 
association, there were 50 superin-
tendents present. Nine had some kind 
of plan; one got it without asking; two 
got it when they asked; six did not 
specify. This is the situation in a very 
well-to-do area. 

In a territory surrounding another 
huge metropolitan area, it was estimat-
ed that 30 to 40 per cent of the super-
intendents were covered. Only two 
clubs had offered a plan voluntarily, 
one that covers all employees. The 
correspondent goes on to say, " . . . The 
most important facet . . . would be to 
retain 100 per cent mobility . . . . We 
can generally advance only by becom-
ing the superintendent at another club. 
My plan enables me to transfer the full 
amount that has accumulated if I 

should . . . move." 
He cites a difficulty where a super-

intendent has advanced through a union 
labor force where there was a pension 
plan. As superintendent, he must retain 
union membership. As a result, he is 
playing fields: management and labor. 

In a recent national study, it was 
reported that 26.1 per cent of the 
superintendents who responded had 
some type of pension program. Half 
of these had a plan "across the board." 
It is suspected that this figure is some-
what high, because those who respond-
ed were from the more affluent clubs 
and they were not as hesitant to reply as 
those who had nothing going for them. 

Strangely, public, ci ty-owned 
courses voluntarily have offered retire-
ment plans to their superintendents, 
but country clubs rarely do. 

When a pension is asked for by the 
superintendent, the answer usually is 
no. 

One turf friend wrote and gave 
specific instances of long-time friends 
who have been retired with no pension. 
Those who have been fortunate enough 
to have retirement coverage are few and 
far between. 
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The Battery Tester you can Trust 

• KNOW EXACTLY THE CAPABILITY OF YOUR BATTERY IN 
PERCENT OF ITS RATED CAPACITY. 

The Battery Charger that Delivers 

American Monarch Corporation 
2801 37th Ave. N.E., Minneapolis, Minnesota 55421 612-788-9161 

• NOW YOU CAN BE SURE OF YOUR BATTERY CONDITION. 

• EASY TO USE. 

• APPROVED BY ALL BATTERY MANUFACTURERS. 

• KNOW HOW LONG THE BATTERY WILL DELIVER FULL POWER 
TO YOUR VEHICLE. 

• RECOMMENDED BY BATTERY MANUFACTURERS 

• HAS THE FASTEST CHARGING CAPABILITY RATED AT 30 
AMPERES SURGE 

• COMPENSATES LINE VOLTAGE AUTOMATICALLY 

• OPERATES FROM 100 TO 130 VOLTS 

Developers of First Ferro Resonant Battery Chargers 



L i n n P e r e n n i a l R y e g r a s s is t h e v e r s a t i l e g r a s s w h i c h d o e s a 
v a r i e t y of j o b s we l l . O v e r the y e a r s it h a s p r o v e n to b e a top 
p e r f o r m e r o n v i r tua l ly a n y g r e e n w a y . 

G e r m i n a t e s in 10 to 14 days , 
or e v e n less u n d e r i d e a l 
c o n d i t i o n s . 
R e q u i r e s l i t t le or no s e e d -
b e d p r e p a r a t i o n . 
R a p i d l y d e v e l o p s a s t r o n g 
root sys tem. 
V i g o r o u s spr ing g r o w t h 
m a k e s it i d e a l for r e p a i r i n g 

S t a n d s up to a b u s e a n d 
h e a l s r a p i d l y if i n j u r e d . 
M a y b e s o w n u n d e r u n f a v o r -
a b l e cond i t ions . 
P e r f o r m s w e l l in p o o r soi ls 
a n d is a c i d t o l e r a n t . 
O f t e n used as a n u r s e g r a s s 
w i t h s l o w e r - s t a r t i n g 
v a r i e t i e s . 

d a m a g e d a reas . 
L I N N P E R E N N I A L R Y E G R A S S P E R F O R M S . 
For more information and free brochures write: 

O R E G O N R Y E G R A S S C O M M I S S I O N 
Dept. 1 Suite One/Rivergrove Bldg. 
2111 Front St. N.E., Salem, Oregon 97303 

For more information circle number 191 on card 
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It has been said that "golf course 

superintendents are poor salesmen." 
In one association there were 36 ques-
tionnaires mailed to members. Eleven 
replies were returned. It would seem 
that the majority of superintendents 
were not interested enough in their own 
future security to take the trouble to 
return the letter. Of the 11 who replied, 
there were five who have no pension 
and had not asked for one. Four have 
plans and the othertwo were in the mill. 

SUMMARY AND CONCLUSION 
The many reports that were sent in from 
around the country reveal a pitiful and 
shocking situation. The worst of-
fenders are the country clubs. Most 
city-owned courses provide protection 
as do those that are under union 
influence. As one superintendent has 
said, " . . . I am sick and tired of . . . 
golf operations not being considered a 
business like any other." 

In general, the more prominent 
clubs seem the most likely to provide 
plans. Perhaps the reason is that these 
forward-looking clubs do consider 
themselves businesses and have 
instituted modern business methods. 
Perhaps the green chairman has had 
training in law. One superintendent 
suggests that the time is ripe for clubs 
to give their loyal employees reason-
able benefits before superintendents are 
forced to go into other industries. 

The younger, college-trained men 
invariably demand retirement and 
pension plans before they sign their 
contracts. This puts it on the line for 
them; but what about the older men 
who have served their clubs faithfully 
and well? Are they to be turned out to 
shift for themselves with only a gold 
watch and a testimonial for their 
reward? Clubs that continue to follow 
this insensitive, antiquated practice 
soon will find it difficult to find super-
intendents to work for them. 

Why do superintendents seem to be 
reluctant to go to their clubs and ask 
for a benefit plan? Why do clubs, run 
by efficient businessmen, so grossly 
neglect this aspect of business? Clubs 
that have been derelict in this aspect of 
business should be ashamed. This 
neglect also is ultimately inviting 
unionization. 

The key to any plan is mobility. 
Legal avenues are open so that bene-
fits may be transferred when the man 
moves to another position. 
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Precision Sharpen 
All Reels and 
Bed Knives 

without dismantling 

MOWERS 

Lawn Mower Grinder 
Easy to o p e r a t e . Restores reel roundness, 
gives precise, smooth cut t ing edges qu ick ly 
and s imply . Grinds ent i re blade in one pass. 
Power fu l w i n c h l ifts heaviest m o w e r into 
p l a c e w i t h e a s e : o n e m a n h a n d l e s a n y 
sharpen ing job. No special t ra in ing necessary. 

A Comple te M o w e r Ma in tenance Line by 

M a n u f a c t u r i n g Co. 
1 3 1 - 4 R i n g e r B l d g . 
Mpls., Minn. 5 5 4 1 8 

For more i n f o r m a t i o n c i rc le n u m b e r 1 7 1 on c a r d 



HIGHLAND 
COLONIAL 

B E N T G R A S S 
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One of the most despicable acts 
that can be perpetrated by any employer 
is forcing a man to leave the job prior 
to retirement, thus saving the invest-
ment built up for his benefit. Another 
is the misuse of benefit pension funds, 
which results in total depletion just 
when retirement is imminent. These 
and other facets of pension reform have 
been placed before the Congress of the 
United States, through appropriate 
committees. It is hoped that the Pension 
Reform Hearings will end happily. The 
proposals are financially sound and are 
in the best interests of the over-all 
economy. 

One straight-thinking superintendent 
has raised more questions about pen-
sions than answers: 
1) Will the program be adequately 
funded? 
2) Will the funds be set aside in trust? 
3) Will the employee be guaranteed 
benefits af ter a specified term of 
service? 
4) Will early retirement be spelled out? 
5) Can the employee contribute? 
6) What about benefits under joint 

survivorship with the superintendent's 
wife? 
7) When occupying a house on club 
property, how long may the widow be 
allowed to remain? In some cases, the 
request to move has been made during 
the funeral. 

It is encouraging that Congress is 
formulating plans to safeguard the 
pensions of millions of American 
workers. Too many forfeit all benefits 
if an individual leaves or loses his 
job, regardless of tenure. Most reserves 
are insufficient to pay promised pen-
sions. These are shocking and de-
plorable conditions. 

Golf clubs must wake up to the 
20th century and devise practical and 
workable plans for their employees. 
Not working out some kind of plan 
will most likely result in pressure from 
outside groups, possible Federal inter-
vention and most assuredly, national 
censure. 

Golf course superintendents must 
realize that their survival depends on 
action. They must believe they can 
c h a n g e the p r e s e n t i n a d e q u a t e 
system. • 

• One of the most economical of the fine-
bladed grasses. 

• Thrives on close-cutting to inch. 

• A winter-hardy grass for overseeding in 
Southern climes. 

• Slow growth rate helps cut mainte-
nance. 

• Thickens and heals scars on playing 
surfaces. 

• Durable under heavy foot and vehicle 
traffic. 

• Adaptable to varying soils and climates. 

• With 8 million seeds per pound, plant 
potential is great. 

• Offers spring strength when used for 
overseeding. 

For free brochures on 
"Bentgrass for the 
Golf Course" write to 

HIGHLAND BENTGRASS COMMISSION 
D e p t . A / S u i t e O n e / R i v e r g r o v e B l d g . 

2 1 1 1 F r o n t S t . N E 
S a l e m , O r e g o n 9 7 3 0 3 

For m o r e i n f o r m a t i o n c i r c l e n u m b e r 1 4 6 on c a r d 
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shirts and pants for those golfers inter-
ested in functional non-wrinkling tra-
ditional lines in the synthetics (though 
not as much as last year). Buyers were 
quick to admit that a piece of their 
fashion dollar will seek to appease the 
older golfer. "We will try not to alien-
ate this group," says one buyer, "but 
they are going to have to get into the 
natural fiber swing sooner or later." 
5. Buyers are ordering natural cotton 
raincoats with matching umbrellas 
while shying away from synthetics. 

HARD GOODS COMPETITION 
It would seem that the golf club pro-
fessional can expect little competition 
from the big "downtown" stores in 
the area of hard goods. (As stated ear-
lier, many stores are discontinuing 
hard goods altogether and those that 
still carry clubs and balls cannot carry 
the investment cast clubs because most 
are pro only.) 

One big store is getting into graphite 
shafts on a custom made order basis. 
These big stores generally will be 
stocking top-of-the-line clubs and balls 
because they can no longer compete 

with the discount stores' reduction 
practices on the cheaper lines. 
DISCOUNT SPORTING GOODS PRACTICES 
GOLFDOM noted that one of New York's 
biggest discount sporting goods stores 
showed a surprising lack of feel for 
consumer trends in soft goods com-
pared to the large department stores, 
but in hard goods they fared head and 
shoulders over the others. Crowds con-
tinuously milling around the golf club 
racks waiting for service justifies the 
growing concern of the golf profes-
sional about the debilitating effect dis-
count store competition is having on 
his club and ball sales. 

The golf professional's best weapon 
for combating the discount sporting 
goods stores is still his arsenal of ser-
vices, with expert fitting of club speci-
fications to the individual being the 
most important. These services were 
sadly lacking in the discount stores 
GOLFDOM visited. Those long lines at 
the discount club rack mentioned ear-
lier included many clearly unhappy 
customers who were there to complain 
about misfitting. These are likely to be 
one time customers for the discount 
store grab bag sales technique. • 

WE'VE BEEN QUIET 
LO 

ENO 

R e v o l u t i o n a r y Collapsible 
M I N I - W e i g h t g o l f / u t i l i t y /eh ic le 
T U R F PROOF - SUPER ECONOMY !! 
P o r t - a - C a r t Inc. 
34066 Groesbeck, Fraser Ml 48026 

For m o r e i n f o r m a t i o n c i r c l e n u m b e r 2 1 0 on c a r d 

O U T D O O R W A T E R C O O L I N G 
for golf courses, t e n n i s courts, 

r e c r e a t i o n a r e a s . 

A Q U A M A S T E R 
Elect r ic w a t e r cooler . 

The only one tha t o p e r a t e s over one 
mi le ( 2 0 0 0 yards) on underground 

115 V A C power . No h igh lines m a r 
t h e beauty of the course . Uses exist -

ing 115 V power on course (Club House 
M a i n t e n a n c e Bui ld ing, I r r i g a t i o n System). 

N e w pa ten ted h i -capac i ty cold dr ink ing 
w a t e r system for foursome a f t e r foursome. 

S A F A R I Gas-Fired Water Coolers. 
(No e l e c t r i c i t y requ i red) 

Cold w a t e r where you want i t . Costs less 
t h a n 1 0 < a day to o p e r a t e . 

W r i t e or cal l ( 3 0 5 ) 9 4 2 - 8 0 7 6 
H. N. GEISLER CO. 

5 9 1 N.E. F i f th S t r e e t 
Pompano Beach, Fla. 3 3 0 6 0 




