
of having their luncheons out a t their own 
club, where they 'd get as good luncheon as 
money could buy and a change of scenery 
and escape f rom dis t ract ion tha t would 
add pleasure and business value to their 
meet ings. I also played up the comparison 
of home meal costs and the labor-saving 
ideas so ably used by the washing ma-
chine and other household device manu-
fac turers , so we built up the evening meal 
business. This was done by a few words 
here and there among the members . 
Natural ly the wives were for the idea and 
with their O. K. the house accounts for 
meals could increase without the cri t icism 
tha t might come f rom the ac tual head of 
the household when the nominal head is 
thought to be spending too much money 
at the club. 

Following this line, the first year I was 
with the club I doubled the business, and 
during one month (May) made the club a 
profit of $1200 out of i ts dining room. I 
made a specialty of bridge luncheons and 
special part ies . By picking out the most 
active hos tesses in the city a t the s ta r t 
I was able to get this detail over quickly, 
for it soon became the proper th ing to 
hold the real ly nice par t ies at the club. 

At Sunset Ridge since we opened, th ree 
years ago, we never have lost in any de-
pa r tmen t and have showed a fa i r profit, 
which is a lmost a record for a new club. 
The club probably has the youngest aver-
age membersh ip of any club in the Chicago 
District. The members are lively, but dis-
cr iminat ing spenders , and the way tha t 
we have kept their en te r t a inment money 
coming to the club in a volume is by food 
and service t ha t we confidently ra te as the 
best one will get in the ent i re Chicago 
District . By establ ishing and mainta in ing 
a charac te r of cuisine and service tha t has 
won a reputa t ion we have been able not 
only to sell Sunset Ridge to its members 
for extensive use, but each of the mem-
bers is a sa lesman for the club. The 
members boast about the meals and the 
service at thei r club and the force never 
throws them down. We always have big 
a t t endance a t the Sa turday dinners and 
dances during the season, no ma t t e r what 
the wea the r may be, and our business on 
Thursdays and Sundays when the domes-
tic help at the homes of the members are 
taking their half-holidays, is large through-
out our operat ing season. We do a big 
bridge luncheon business and I have 
found tha t close co operat ion with the 
women who are giving these affairs , al-

though full of exacting details, always pays 
the club and builds our business. I see 
to it t ha t the tables are decorated in good 
tas te with flowers f rom our own grounds, 
and have the force t ra ined so the efforts of 
the hos tess a re minimized. 
Remember the Children 

In your selling campaign, don't forget 
the children. We always have some 
par ty favors in stock and I make it a 
point to give the youngsters of the mem-
bers some little th ing to carry away with 
them. This is one of the easiest and sur-
est ways to sell a club as a popular family 
eat ing place, and about all it costs is a 
lit t le thought and cheer fu lness on the part 
of thfe manager . He soon will find the 
youngs ters a re doing a great job of boost-
ing for the club and for the manager and 
his force. 

Wi th the volume we do, we are careful 
to see tha t we are not kidding ourselves 
on the gross. I not only supervise the 
buying of all foodstuffs, but have super-
vision of buying of all supplies used for 
clubhouse, grounds and greens. We are 
opera t ing our place, not to make big 
money, but certainly to run comfortably 
ahead of our losses. 

Traveling Golf Club to Study 
Southern Courses 

MARCH 17 will mark the tee-off of the 
th i rd annua l session of the Tra in ing 

Tr ip Tourists , an a r ray of ordinary and 
experts golfers who have been in the habit 
of making a spr ing golfing t r ip of ten 
days ' durat ion each year, t ravel ing in 
the i r own specially allotted cars on the 
Illinois Central . All golfers are invited. 

A number of club officials f rom the Chi-
cago Distr ict and other middle western 
points will be on the t r ip and expect to 
make a close s tudy of the recent rapid de-
velopment in southern golf. 

Laurel , Miss., with an exceptionally fine 
course, is to be the first stop. The next 
five days will be spent on the gulf coast, 
Biloxi, Pass Chris t ian and Gulfport . Pine 
Hills, Gulf Hills and the Biloxi Golf club's 
new 18 are the lately completed addit ions 
to th is section. Columbia, Miss., New Or-
leans and Memphis also will be visited 
before re tu rn ing to Chicago, March 28. J. 
V. Lanigan, general passenger agent of 
the Illinois Central, Chicago, is arrang-
ing the t r ip for the golfers as par t of his 
able efforts in boosting golf development 
along his road's line. 




