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Club Billing Methods and
Policies Are Presented

Carl Truax leads off with conclusion of his article started
in May GOLFDOM and Walter Adams puts up his idea

XPERIENCE and experiment indicate
clearly that best collection results are
obtained by malling on the last day of the
month or the first day following. Most
postoffices are congested for several days
after the first as every line of business
is sending out statements. To get prompt
delivery by carrier it is necessary to avold
the congestion by mailing ahead of it. At
many postoffices this congestion is really
serious. Inquiry at your postoffice will
determine this situation for any mana-
ger. (In this connection we might add
that your mailings should always be faced,
cornered, sorted by - postoffices, labelled
and tied. It will pay to inquire about this.
Some offices ask this—others do not care.)
Bills deposited in the postoffice not later
that 5 p. m. of the first (it will be well
to ascertain your postoffice’s tying time)
ghould reach the members ahead of most
of their monthly bills and statements.
Managers who have never mailed this
early will be surprised at the result if
such early mailing is followed up consis-
tently.

Most by-laws provide for posting in 30
days after the bills are mailed. If bills
are mailed the first, the manager has the
collection situation well in hand as he is
in position to post on the 1st. of the fol-
lowing month and the members realize that
they cannot wait over and pay last month's
club bill out of the following month's in-
come. The late bill is a clear invitation
to the members to hold the club bill over
for payment out of cash receipts around
the first of the following month,

Beware a change during the season!
Any manager who hag been mailing his
members' bills late in the month—with
collections drageging into the following
month—and who wishes to advance his
mailing date will do well to walt for the
closed season when only dues are being
billed—before this change is made—or else
advance the date one or two days per
month until the desired date has been at-
tained. An abrupt change would have the
effect of doubling up on the chronic lag-

gards who will In such e¢ase complain

loudly.
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Return Envelopes

Addressed return envelopes are inexpen-
sive: several dollars per thousand for
manila envelopes. Return envelopes are
a valuable collection adjunct. When used
they should always be clipped to the back
of the bill. The return envelope should
be larger than the returnable portion of
the bill, without folding. The large per-
centage of members actually using return
envelopes to mail their checks is suffi-
clent basis for using them regularly,
whether the manager likes the {dea or dis-
likes the extra work involved. Managers
who have never used return envelopes with
their bills should try this out for three
consecutive months. They will be sur-
prised to learn that the private secretary
of the wealthiest member and the wife of
the poorest, will both use the cheap man-
ila addressed envelopes and appreciate the
slight convenience.

The Follow-up

Two weeks ig plenty of time to allow for
payment of the bills before sending a
statement. Where the by-laws specify pay-
ment in ten days then a statement should
go out in ten days. Most commercial col-
Jection systems call for follow.-ups from
the 16th to 20th—i. e. during the last halfl
of the month, Where you are competing
with the collection efforts of all the mer-
chants in your vicinity, get the start on
them and keep it. Find out what their
customs are—and anticipate their efforis.

Character of First Follow-up

The first reminder should be very sim-
ple, merely a statement of the total amount
due. A very simple card arranged for
window envelopes will suffice. Cards of
this character can be arranged so that they
can be used for other purposes. It goes
out on the fourteenth of the month. An
addressed return envelope is clipped to
it. Uncle Sam’s stamped window enve-
lopes are used for mailing, These are
much cheaper than commercial window
envelopes and the employees will not pil-
fer them. The stamping operation is elim-
inated.

In all follow-up forms and letters be
sure to state, in substance,—"If you have
already forwarded your remittance, please
disregard this notice,"—thus shutting off
an occasional kick.

No member can possibly object to these
statements. During the first season’'s use
of the statement card illustrated only one
open objection was made—from a physi-
¢ian who admitted he was easy in his own

collections. Even this objector agreed
when it was explained to him that such
firm methods—and only such methods—
enabled the club to avoid bank interest
and yet discount its accounts payable.

Perhaps there are cases where funds
are available in such volume that no col-
lection effort need be made—but the ex
amination of forty representative annual
reports (1928) from the Chicago district
(including the “wealthy” clubs) falled to
disclose a single case where prompt and
firm billing and collecting could be dis-
pensed with and still discount the pur-
chase obligations.

1t s all too well known to managers that
if there bhe any surplus funds for which
the manager cannot find use, or promote
improvements, there will be directors with
more ways of spending than the funds
amount to.
The Second Follow-up

This should be marked "“Second Notice.”
From seven to ten days, no more, should
be allowed after the mid-month statement.
Always olip a return addressed envelope to
these follow-ups. This second follow-up
may be the same form as the statement—
just changing the title. The card illus
trated is printed from the same type as
the statement. Saves printing cost and
does as well as a different card.
Third Follow-up

The third follow-up should be a personal
individual letter sent out over the Treas-
urer's signature in seven days, no less,
after the second follow-wup. A form letter
will do, Always call attention to the post-
ing requirement well in advance of the
actual posting date. Always clip an ad-
dressed return envelope, stamped, to form
and Individual collection letters. Be very
brief. And most important of all—always
ask that a cheok of certain definite amounnt
(amount due or past due) be mailed to
arrive on a certain specified date. And
on that date always take the next step.
Let the delinquent know that you mean
buginess,
Subsequent Follow-ups

The foregoing plan, properly carried out,
will, within four weeks or less, collect all
outstanding accounts except a very few,
and with three or more days remaining
before closing the books, these can be clas-
gified and dealt with individually. Take
the member who is away. Perhaps he has
arranged for his secretary, bookkeeper, or
member of his family to pay his bills.
Give a ring and find out. Or drop a line.



Then there Is the thoughtless, careless
member who is known to have funds—but
ig too neglectful, A phone call from the
manager or treasurer will get the money.
There are other cases—not important—
to be dealt with individually. Then there
is the main clags—the chronic delinquents
—which exist in every Club—the same de-
lingquents right along. Let the treasurer
deal with these.

A prominent investment banker, and able
treasurer of a well known country club,
once sald to the writer, "I have very lit-
tle use for the club member who won't
pay his club bill, and I handle the delin.
quents pretty rough.” Of course, in a new
or weak club the treasurer may have to
use considerable diplomacy. And where
the member has no equity in the assets
al stake—and ig a doubtful collection risk
—even more diplomacy {8 needed. The
manager should be careful to confine his
collection activities to routine work “as
prescribed by the treasurer” and should
never directly “cross” a member with any
individual collection efforts. Let the treas-
urer appear in the collection spot light and
receive all the criticism If there be any,
even though the manager operates the en-
tire follow-up system.

Chronic Delinquents

The chronic slow pay members are
known to every Club Manager and book-
keeper. Always put a signal or marking
on their ledger cards or sheets, as soon as
discovered to be chronic. These may be
divided into two classes—those who fear
posting and those who either do not care
or cannot prevent posting. The first class
it easily handled, especially If the follow-
up matter is varied from month to month
—as soon as they ''get onto the system."”
The second class makes almost all the
work for the treasurer. Start early on
this class. Mark their ledger accounts.
Give them special individual treatment.
Change the system from time to time. Ad-
vance your mailings in this group. Bring
this delinquency to a head before the reg-
ular time, Get their accounts into the
hands of the treasurer very early—and
then follow up on the treasurer,

Do the Members Object?

Why a hard bolled collection system?
Won't the members object? Isn't such pro-
cedure “commercial?” Suppose it is “com-
mercial” How else is the club manage-
ment to get in the money? Send out the
bills and wait? Add the unpaid balances
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to the new bill each month—and wait
some more? Depend on posting, according
to the by-law if there be one. Ask the
Board to enforce the suspension rule? No
Board is going to enforce the suspension
rule within any reasonable period. Post-
ing is no remedy. A long posting list is
a confession of collection incompetency.
We might go farther and say that where
any club of local membership under 500
has a long list of delinquents to post, the
manager {8 either not competent or does
not appreciate the relation between his
collections and his discounts.

Suppose an occagional delinquent does
kick. He is easily silenced. Suppose
members who are good pay, slip once in a
while and object to the notices they get.
A simple explanation will win their ap-

proval. Apologies are fatal in any col
lection effort. Be firm, Stand your
ground. Insist on payment. Lay your ac-

tion onto your Board if you wish but don't
hedge.

Is the system outlined “hard?” Certainly
not, it Is mild compared to the usual by-
law that requires posting in 30 days and
automatic suspension for nen-payment in
60 with expulsion and forfeiture in 90 days.
Which shall it be? Shall the manager let
his collections ride, doing nothing to col-
lect the slow accounts, never crossing any
members, leaving the worst delinquents to
the treasurer, and letting the trade credi.
tors wait, and losing discounts or paying
bank interest, all the while giving the
members the impression that the manager
is easy with collections, and by inference,
eagy with the clul's funds? Or shall the
manager take the aggressive, educate mem-
bers to prompt regular monthly payment,
keep down his receivables, discount his
purchases, be firm and systematic with
his collections, and create in his members”
minds respect for his care and watchfal
negs of the club's funds?

What's the Policy on

Delinquents?
By Walter T. Adams, Mgr., Detroit C.C

F I were to make a survey of the clubs

in the country to determine the best
method uged in the collection of accounts,
handling delinguents ete, it would dis-
cloge that many methods are used; that
by-laws in this particular regard greatly
Vary.

By a closer analysis it would further
show that each club has adopted a method




