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G O L F - D O M 

Office Forms and Controls for 
Golf Club Use 

By IRA W. WOLFK 
I n d u s t r i a l a n d Sys tem Eng ineer 

TH I S department is maintained 

to meet the requests for specific 

information on club management 

systems, cost accounting, expense con-

trol, income tax, and kindred subjects 

received by the editor each month. All 

requests, with data necessary for an 

intelligent answer included, wilt re-

ceive prompt answer, free of charge, 

through this department. 

Address communications to Ira W , 

Wolfe, Industrial and System Engi-

neer care of G O L F D O M . 236 North 

Clark Street. Chicago, Illinois. 

L. G. C. C. Kentucky: 
To eliminate unnecessary and unauthor-

ized purchases of supplies, Install a pur-
chase order system with some responsible 
employee or official in charge. Bay no In-
voices unless the purchase ts covered by 
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a specific purchase order, properly ap-
proved and countersigned. 

Figure 1 Is the original of a suggested 
form, lo be given or sent the vendor when 
the purchase is made. It contains all 

specific general Instructions along the 
lower portion of the form. 

Figure 2 Is the duplicate for office use 
to check against the vendor's Invoice It 
differs from the orgtnal only In the lower 
left-hand corner. 
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The forms are letterhead size, 8Vt in. 
by 11 In. 

S. G. & C. C„ Illinois: 
It is difficult to check purchases unless 

a daily receiving report Is established, as 
shown In Figure 3. Every department or 
Individual in your cluh organization 
should be Instructed to fill out a daily re-
ceiving report for every Item of material 
or merchandise received by any depart-
ment anywhere on the club grounds. 

The receiving report Is printed in tripli-
cate and used as follows; 

(a) The original to the purchasing 
department. 

(b) Duplicate to the accounting 
department to be checked against In 
voice. 

(c) The triplicate Is retained for 
reference by the employe who made 
out the report. 

( »»h (or t aed <»otf H u l l . t ttfheet pr ice• p B i d 
A n y quan t i t y , a n y condi t ion . For fu l l lofnrma-
llon write, <H>LF R A L L S , Bo* id. ca re r ,u l„ l r -
D O » . 110 N Clark St., C M c a t o . 
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The blank need not be larger than 6V4 
. in hy 8V4 in. and should be made up In 

pads of twenty-five sets each. 

' DAILY RECEIVING REPORT 
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GEORGE DAVIES 
G O L F COURSE ARCH ITECTURE 

and CONSTRUCTION 
rtdcica G i w n O n Your Troub la i 

Headqua r t e r ! B I G S P R I N G G . C . 
H o m e Address: 120 ST1LZ AV. 

Louisvi l le . K e n t u c k y 

American Park Builders 
GOLF COURSES PLANNED 

and 
BUILT COMPLETE 

201 E, Ontario St. Chicsjo, III. 

. 0- *-vc FULNAME 

U n i v e r s a l l y 
N S r r e c o g n i z e d a s 

t h e o n * e f f e c t i v e 
m e t h o d of m a r k i n g go l f b a l l s 

T H E F U L N A M E C O . 
CINCINNATI, O. 

Are you awake 
at the dawn of 
the pro's 
golden era? 

Prnt who are onto their jobs now fully realiie 
the importance of being merchant*. 

Our policy is to co-operate and develop thi t 
mere hand ising trend to the fullest extent of 
profit tot the pro 

You know Walter Hagen i , „ money maker. 
He's played at more r l ub i than any other pre 
in the rountry. Dur ing thoae visits he has 
talked with the pros about their busineu. gotten 
good keen "c/ose-u/is" of their market* and 
method* The m u l t i i the Wal ler H a g m line 
of goif equipment . 

Thr Walter Hagen ball developed afler 
Walter had spent months t ry ing h und r ed s a ! 
bath of different deiigns and construction fea-
t u r n and witnessed the performance of t h e * 
bulla aa played by count le . . average and expert 
players Walter p lay , it always. He w o n tho 
R W a r n Open with it. The Hageti line of 
rluba haa been perfected after ttudrtng catr-
fully hundred! of pro shop atocks and seeinrf 

moras bee! 

Manufactur ing of these clubs ia done under 
the most carefully euperrtaed, thoroughly 
equipped and etpwtfy manned plant in tie 
country. 

And here it where tho bit punch comes . . . 

Merchandising of Wal ter Hagen d u b s and 
" " P ™ »• the safe and sound 

merchant of the best in golf equipment. Every 
detail of our p lant for the winter season in the 
south and California and for the campaign of 
1918 is designed to help the pro move n.ore 
goods. 

IT you are a pro who is qualified to be a high-
ly «uccess/uf and ptoeparout i u s i n e t s m a n , 
wt want you as one of our associates tn this 
new and belter goir goods merchandising cam-
paign. W t only want the hen grade of pros 
at our customers and to help them make more 
money we will go t o the l imit . 

Watch our advertising In G O L F D O M for 
detail* of our ptads to increase your profits. 

The L. A. YOUNG CO. 
AfoAer* of 

W A L T E R H A G E N 
GOLF EQUIPMENT 

Hoi brook end Greeley Ave*. 

Detroi t , Mich igan 


