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trimming on both sides, helps prevent windrows and gives you a clean manicured cut (not
that just-cut look). The new variable speed drive gives a wider range of ground speeds. The
3 gallon fuel tank and Hi-Way front caster wheels are standard equipment. This new mower
is designed for fine lawns and rough areas. The finger tip control gives the same easy han-
dling and hillside stability and maneuverability as the other Bunton Self-Propelled models.
Also available is a new 52 inch rear discharge mower.

BUNTON CO. 4303 Poplar Level Rd. Louisville, Kentucky 40213 U.S.A.
Phone 502 / 459-3810 Telex 204-340
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Money,
like grass, .
is sometimes hard toraise

That's why leasing is course management's Financial Alternative —
your sensible choice for control of the heavy capital concentration
demands of your business.

Talk to Industrial Leasing — the major provider of specialized turf
equipment leasing programs that can save you money many ways.
We lease mowers, gangs, spreaders, tractors, aerators, core
processors, trailers, loaders, sprayers . . . and everything else you
need.

Call us Toll-Free and discover how much we can help.

After all, we're one of the nation’s oldest and most progressive
diversified equipment leasing specialists.

Let us help you grow.

. Industrial Leasing Corporation

| Executive Offices
| 2300 S.W. 6th Ave. /Portland, Oregon 97201 (503) 228-2111

Offices also in many principal U.S. cities

Toll-free outside Oregon (800) 547-4905
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The old pro

Are course finances
a mystery to pros?

I'm hoping that the PGA and GCSAA educa-
tional programs teach the pros and course
superintendents far more than they now know
about club and public course financial state-
ments. The clubhouse managers now know a
fair amount about finances because the books
are kept in the clubhouse office. Those clubs
that have services of accountants specializing

in club and hotel auditing may give the man-
agers extended financial education the pros
and superintendents do not get.

Sales and other income taxes that made
me hire an auditor began the schooling that
developed me as a sound golf businessman.
If money doesn't teach you a business les-
son, you are not a golf businessman.

Some club officials who are extraordinary
successful in their own businesses need to
learn plenty about golf club business. An
illuminating experience would be to compare
the figures on how much the club nets out of
its rental cars with car revenue the club mem-
bers own. But what club officials would risk
civil war by trying to bring rental and owner car
figures to balance?

For years I've heard members of clubs
complain that the annual dues, locker, club
storage, and cleaning charges all fall on mem-
bers about the time real estate taxes, Christ-
mas bills, and income taxes are due. But I've
never heard of anything done to spread the
payments. Maybe the club costs during the
playing months in the north and central states
don’t allow much space for easing the annual
items.

Something else that puzzled me as well,
what was done to make the most of the inter-
est-producing opportunities of the big pay-
ments that are made to the club in January,
and how part of this revenue is used to save
money for the club by paying installments on
its own borrowing.

The financial picture of public course
operations as compared with other public util-
ities are as mysteries to any professional |
know. | wonder if park superintendents and
other public officials have much of an idea
about the money side of public golf opera-
tions. | suppose the fee course pro ought to let
the owner of the course worry about the fi-
nances, including taxes.

| have second guessed myself into the
opinion, though, that a reason golf pros don't
make the money they should be making in
their business is because they don't know
enough about money in golf business.



