
Lots on offer at 
Landscape Industries 
4 1 A number 
of sample signs 
and fixing 
arrangements will 
be on display as 
well as examples 
of signs supplied 
to industry, local 
authorities and 
wildlife reserves. 

These signs are 
ideal for tee 
marker plates, golf 
club entrance 
signs, directional 
and car park signs and club house signs. 
• This year ADAS concentrates on safe and effective weed control. With 
complex legislation, concern over the environment, pressure from the regu-
lators and tight cost limits, those responsible for weed control on hard and 
soft surfaces, road and grass have difficult decisions to take. ADAS have 
developed a complete service to review existing practices, assess the risk to 
environment and develop suitable weed control strategies to control vegeta-
tion safely and effectively. Our service includes briefing senior managers, 
training contract managers and specifiers and the preparation of monitoring 
procedures. 
• ET Breakwell Ltd, Ransomes dealer for Hereford, Worcester, the West 
Midlands and Warwickshire, will be exhibiting at this year's Landscape 
Industries show. 

ET Breakwell, who this year will have a stand within the outside demon-
stration area, will be exhibiting a wide range of machinery for the local 
authority, landscape contractor and specifier market, including a compre-
hensive selection of machines from Ransomes. Two machines which will 
generate a large amount of interest will be the T-51D and Parkway 225 
which were launched onto the UK market at last year's IoG show. 

The Right Men! The Right Stuff! The Right Advice! 
For over 21 years Complete Weed Control have 
been doing all the right things to tackle the 
problem of weeds and unwanted growth. 
With over 20 regional offices nationwide we 
can tackle your weed problem. Wherever you 
are. Quickly. Without fuss. Guaranteed! 

Nationwide Service 
f0608 644044 

complete weed control 
Complete Weed Control Limited, / 

Freepost, ' <-e 

Chipping Norton, Oxon 0X7 6BR. 

Golf c lubs t o d a y a re t h e 
h a u n t s of m a n y a va r i ed 

charac te r , t r a n s c e n d i n g social 
ba r r i e r s a n d a t t r ac t ing b o t h 
w o r k i n g class a n d ar i s tocracy 
alike. In fact, regardless of your 
social h is tory a n d given the 
r ight connec t ions , j u s t a b o u t 
anybody has a good chance of 
be ing accep ted in to an es tab-
lished golf club. The only quali-
f ica t ions r equ i r ed a re a smal l 
k n o w l e d g e of t h e g a m e , a 
f r i end w h o is a l r eady a m e m -
ber, a will ingness to par t wi th a 
f ew readies a n d the pat ience to 
e n d u r e m a n y years of wai t ing. 

It has always amazed m e h o w 
in this day a n d age of tu rbu len t 
economies , bus iness s t ra teg ies 
and cut- throat compet i t ion tha t 
the golf club sees fit to main ta in 
a n e v e r - e n d i n g wa i t i ng list. 
Surely the n u m b e r one rule of 
bus iness is to ensu re the price 
fits d e m a n d . If d e m a n d is high 
t h e n so shou ld be t h e price. 
True, a golf club is not strictly a 
business , bu t it does provide a 
service to paying cus tomers and 
the qua l i ty of t ha t service is 
d e p e n d e n t on f inancial input . If 
people are not p repared to pay 
t h e necessa ry m o n e y for t ha t 
s t a n d a r d of service, t h e n t h e y 
do not get in the club. 

Assuming a golf c lub is effi-
cient ly r u n t h e n t h e m e m b e r 
pays the m o n e y and he or she 
has no right to complain: "Why 
is tha t society booked in today 
jus t w h e n I w a n t to play?". 
Because w e mus t subsidise your 
a n n u a l dues . "Why t h e n is t he 
rough no t cut on the four th?" . 
Because you a re no t p r e p a r e d 
to pay for e n o u g h greenkeepers 
or equ ipmen t to have this done 
on a regular basis. "Why does it 
take m e five hours for a round 
of golf?". Because the course is 
sa tura ted wi th golf in an effort 
to keep d o w n the subs. It's a bit 
like s o m e o n e buy ing a Met ro 
a n d t h e n compla in ing to the 
m a n u f a c t u r e r s t h a t it will no t 
do 180 mph . Well, of course it 
won ' t , you 've b o u g h t a Met ro 
and not a Ferrari . 

No d o u b t m a n y c lub m e m -

bers read ing this will at this 
po in t be somewhere between 
slightly irritated and extremely 
angry. "But I pay a bloody for-
t u n e ! " they will explode, as if 
t ha t gives them the right to 
compla in . Well, I will concede 
tha t in some circumstances that 
is t he case, but in those cases 
s t a n d a r d s are very high and 
there is therefore little to com-
plain about . Generally speaking 
t h o u g h , this fortune theory is 
somewha t debatable. 

For example, if I want to play 
snooke r it will cost me £4 an 
h o u r even though I am a club 
member . Let's call it £2 because 
I will split the cost with my 
p lay ing par tner . If I then play 
for as long as it takes me to 
play a fairly quick round of golf 
it will cost m e 3 x 2 = £6. Quite 
cheap w h e n you think about it. 
But if, like a typical club golfer, 
I p lay twice a week then my 
a n n u a l b u d g e t for snooker is 
£ 6 0 0 , or more than the vast 
ma jo r i t y of golf clubs' annual 
subs. Six hundred quid just for 
the hire of a snooker table. But 
w h a t if, like many a club mem-
ber , I p lay four times a week. 
Twelve hundred pounds! I'd be 
be t ter off buying my own table, 
which is a lot easier than buy-
ing m y o w n golf course. 

S t rangely , the same thing 
applies directly to golf. If I find 
the cheapes t 'pay and play' in 
the area , queue up for an hour 
and then take five hours to hack 
a round a course filled with div-
ots, novices, unraked bunkers 
a n d g reens tha t would do 
T w i c k e n h a m an injustice, it 
wou ld still cost me ten pounds. 
If I t hen decided to endure that 
2 0 0 t imes a year I would be 
paying £2000 , or roughly three 
t imes the annua l subscription of 
the Royal what-do-you-call-it 
jus t d o w n the road. No wonder 
it's got a wai t ing list that goes 
into the next millenium. 

N o w hav ing explained my 
a r g u m e n t tha t the average 
m e m b e r of the average club has 
got a proverbial 'right result', 1 
will admi t tha t some members 



E THE SYSTEM 
have indeed got cause to com-

i plain e.g. the member who plays 
infrequently and who perhaps 
joins the club as a status symbol, 
or a means of enter ta in ing 
clients. He or she may only play 
ten or twenty t imes a year, but 
still pays the same as our old 
friend who whinges his way 
through 200 rounds a year. 

Now surely, looking at this sys-
tem rationally, something has 
gone drastically wrong. Why on 
earth don't golf clubs charge 
green fees to members? Not nec-
essarily the full amount but per-
haps five or even ten pounds 
should suffice. New golf clubs 

i giving the golf business a fresh 
outlook often adopt this system, 
after all it makes sound business 
sense. To the best of my knowl-
edge, no established members ' 
club has yet adopted this system 
and are surely therefore sen-
tenced to a life of catering for the 
daily fourball, where shoes are 
changed in the car park and 
where a half pint of shandy is 
only invested in on the rare occa-
sion of a hole in one. 

I am not advocating driving the 
avid golfer off the course, but 
surely golf is an expensive game. 
It involves the upkeep of a vast 
expanse of sports turf and if 
someone wishes to spend their 
life on it they should pay the 
appropriate dues. Besides, by 
charging a green fee to members, 
annual subscriptions could even 
be reduced and some members 
will actually pay less for their 
golf. 

Now how did this peculiar 
state of affairs ever come about? 
Well, I have a theory. As we are 
all aware, golf in those far off 
days of the twenties was a game 
for the proverbial toff. Back in 
the days of P G Woodhouse and 
before, plus fours and hun t ing 
tweeds were the order of the day. 
I will strongly contend tha t at 
that time when so many of our 
golf clubs were being established, 
the subscriptions were actually 
higher than they are now. They 
may only have been four or five 
guineas but that would equate to 

an average man's monthly salary 
or the equivalent of something in 
excess of one thousand pounds in 
today's money. Rural golf clubs 
and clubs in Scotland had annual 
subscriptions tha t were wi thin 
range of the working class, but at 
these clubs overheads were 
extremely low. One greenkeeper, 
who may also have been the pro-
fessional, together with a flock of 
sheep for mowing duties and fer-
tiliser application, was quite suffi-
cient for the upkeep of the 
course. 

'Golf doesn't have 
to be prohibitively 
expensive, in fact 
for many it should 
be even cheaper 
than it is nnw...' 

A steward, his wife and a part-
time secretary took care of cater-
ing and adminis t ra t ion in the 
clubhouse. The golf courses 
received considerably less play 
than they do now and it was 
common practice to close the 
course for the winter months . 
Courses were thus well able to 
cope wi th the odd obsessive 
golfer and so such individuals 
were not considered a problem. 
Annual subscriptions were there-
fore the simplest and most practi-
cal means of financing the club. 
They would have been fixed, as 
they are now, by the commit tee 
and it is there that the problem 
lies. Although the courses, tradi-
tions and the game's popular i ty 
have changed immensely the sys-
t em of f inancing the operat ion 
has not for two reasons: 
l : T h e commit tees are loath to 
change for fear of public opinion, 
amongst other things. 
2: In the main, commit tee mem-
bers are the very people who 

would lose out if a members ' 
green fee system were brought 
in. 

After all, commit tees are 
elected because they are 
respected members of the club 
and that respect is gained by reg-
ular a t tendance . Their faces are 
seen all the t ime. If you don' t 
believe me think of your own 
club committee, are they not reg-
ular golfers, Saturday and Sun-
day and perhaps the odd 
afternoon and evening during the 
week? Not only that, but are they 
not in regular contact wi th the 
more f requent ly visiting mem-
ber? The result is that the mem-
bers who play less frequently are 
the ones who have less say. The 
whole system encourages more 
and more golf from every quarter 
and the inevitable consequences 
are more and more problems. 
Golfing tradit ions have changed 
drastically over the years and I 
believe the subscription system 
will have to do likewise. 

Now before I am tarred, feath-
ered and expelled from society as 
some sort of militant revolution-
ary, let me speculate on the con-
sequences of this fairer means of 
paying for one's golf. In my opin-
ion, one of two things will hap-
pen. Either the regular golfer will 
not play so frequently or he will 
accept the addi t ional cost and 
pay more for his or her golf. 

In the first case, the course will 
be significantly less busy. This 
will result in improved course 
conditions, reduced maintenance 
costs and quicker, more enjoy-
able rounds. Alternatively, the 
powers that be may decide to 
make up for this shortfall in golf 
by int roducing more members , 
thereby eat ing into the wai t ing 
list and increasing revenue. 

In the second case, where the 
member cont inues to get his 
daily shot of golf but at a higher 
price, the club's revenue will be 
increased - to be spent no doubt 
wi th great foresight by the 
elected committee. 

"But wha t about the potential 
champion, or the county captain 
who just happens to be a mem-

ber, they need somewhere to 
hone their skills?" Well, of course 
there is the practice ground, that 
is the place to hone any latent 
talents they may have. Hopefully 
they do not practise on the 
course anyway. At my own club 
w e have an outs tanding player 
but he is a relatively inf requent 
visitor to the course itself, prefer-
ring instead to obli terate the 
practice ground, which is quite 
acceptable unde r the circum-
stances. 

"Ah! but what about the golfer 
who merely requires a bit of exer-
cise in his retirement?" you may 
argue. "Surely it would be a sin 
to expect him to pay the addi-
tional fee?" Well, if the commit-
tee is worr ied about being 
labelled the slayers of the frail 
and needy, may I suggest a bit of 
diplomacy. A reduct ion for the 
odd minori ty group would be a 
tactful decision under certain cir-
cumstances . Personally, I am of 
the opinion that if exercise is all 
they require then voluntary work 
at a local SSSI or conservat ion 
area would supply their neces-
sary work-out whilst at the same 
t ime being considerably more 
constructive. 

I am not advocat ing a huge 
green fee for all members tha t 
would result in mass resigna-
tions, simply a change to a fairer 
system. I believe that all reason-
ably perceptive members will 
acknowledge that membership of 
a club that requires a five or ten 
pound course usage fee is 
infinitely preferable to the local 
pay and play, or to putt ing down 
a £2000 deposit for membership 
of a club tha t hasn ' t even been 
built yet. 

Golf doesn ' t have to be pro-
hibitively expensive, in fact for 
many it should be even cheaper 
than it is now. I do, however , 
believe that clubs ought to start 
recognising how popular the 
game has become and start 
changing to a fairer system of 
paying for the game. 

• The author, Marc Haring, is head 
greenkeeper at Camber ley Hea th Golf 
Club. 




