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Here's Why the 
MANAGER SEES RED 

THIS is the season when many golf 
cltib officials are studying their annual 
statements. They try to compare 

their own club's figures with those of some 
neighboring cluhs anil usually find the at-
tempt futile, due to the wide variations tn 
club book-keeping methods. But In most 
eases they have no difficulty In finding 
that each club has its loss In operating Its 
restaurant service. The amount of the 
loss frequently is concealed by book-keep-
ing tricks for the manager Is confronted 
with a situation that is the members' fault 
and not his. However, his not to reason 
why, he Is forced to the fine art of protec-
tive coloration and makes use nf It in re-
porting on his restaurant operations. 

During the peak of the 1928 season 
GOLFDOM aroused considerable interest 
with a series of articles, to which many 
club officials contributed, on the problem 
of the inactive member. Now, before the 
1929 season starts, new administrations 
should lie taking some steps toward arous-
ing the membership to the necessity of pat-
ronage of the club's restaurant facilities. 
Unless the volume of house business from 
the members is promoted by every method 
at the command of tho club officials and the 
manager, it is hopeless to expect anything 
but a loss In the restaurants. 

The ctub Is usually limited in its solici-
tation of "outside" business for Us restau-
rants. The expense ot the club "atmos-
phere" in conducting the club feeding pro-
cedure Is heavier than that of most "out-
side" restaurants, nnd the club members 
protest against prices that are the least bit 
high. Then there Is that uncertain and 
costly element of the weather, which has 
a lot to do with the showing of red in 
many club operations. Hut all of these ad-
verse factors are overcome If the member-
ship patronage of the restaurant end of 
the club ts somewhere in line with the play 
on the course. 

A Close-Up of the Dilemma 

A copy of a letter written by a manager 
to the house-chairman of his club has 
been sent to GOLFDOM. It gives such an 

intimate and accurate analysis of the sit-
uation that we are reprinting it so It may 
bring club officials to an acute realization 
of the manager's problem. Unless the 
memliers appreciate their responsibility 
with reBpect to patronage, the red is bound 
to show, as the manager puts forth by say-
ing: 

Mr. J. C. , 
Chairman, House Committee, 

Golf club. 
Dear Mr. : 

After having served our membership for 
three seasons and carrying out instructions 
of the three House Chairmen during thai 
time, I wish to give you now a summary 
of the activities insofar as expenses and 
Income are concerned for the season just 
closed. 

The Board of Directors and the House 
Chairmen have always maintained that we 
shall furnish the very best of service and 
only hlph class foods in our dining room 
and tt has been my pleasure to supervise 
the operations in this department to the 
satisfaction of all who patronize the house. 
It appears to the writer that the Board of 
Directors should have Intimate knowledge 
of conditions as affecting each department 
and It Is my desire to give you these facts 
for the best interests of the club. We have 
been especially fortunate this year tn that 
we have not had a single complaint on 
either food or service and on the other 
hand hundreds of compliments on both 
but at the same time 1 shall contend, as 
1 have told you on several occasions, 
that the membership should appreciate and 
patronize the dining room more liberally 
in order IU maintain the standard of serv-
ice and food they receive. 

Volume Inadequate for Overhead 
Since it is my Idea that the copy of the 

attached report be mailed to each member 
I have built this tabulation from the sup-
posedly active playing months of the sea-
son, thereby excluding six weeks at the 
beginning and four weeks ot the end of 
the season for the reason that these two 
periods will not show sufficient gross in-
come to equal the operating expense of 
those periods. The report, then begins on 
the fifteenth day of May and ends on the 
first day of October, and 1 am Inclined to 
believe that the figures will surprise even 
the most pessimistic of our directors when 
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so GOLF DOM 

Send for 
folder and price 

DOES YOUR CLUB 

P A Y T H E C A D D I E S B Y T I M E ? 
Many leading claim* throughout the country do 
Aui* in inducement t<* boy* to become caddie*. 
Milked caddten Hi willing to work for poor players a* good ones 
Han been proven (he moat *tt»l*factory to both play em wnd caddl** 

THE CALCULAGRAPH 
r m N T S i n n : <>i "START." " R E T ! R S " AND ACTI \I »MII I NT 

EARN K[I 1\ nOI.I.ARN AMI CENTS 
I? tiitd by " i i f i l e a d i n g club*. 
Iff t h . fde-a! time recorder tor fltnlng cnddlsa, 

CALCULAGRAPH COMPANY 
General Office 

50 Cburch St., New York 
Western Office 

565 W Washinstnn St.. Chicago 

PRO'S... 
MAKE 1 GOOD PROFIT IV 
HELPING YOUR MfMlEDl 
P l l * IETTES OOLF WUH 

The Den man 

R ITE-GR1 P 
Tbe ileum nn KITE 
u i t l l ' will link' litem 
arl|i tbelr clubs with 
n "pro-grlii." Ii a 
thoroujrtilj UMrocul 
derive Hmt will I 

11vî jr correct fflultv gripping. Kndoraed 1'v in 
LES'tlnE nrore salons t* during Notional Open al 
Olymela Fleltln. NMtitug el«e like It on tlx- mar 
ket—wll* f<"t with in»'i display—no! loin I ailrer 
ll^lri; already created Mil '1'HIIInil 

Unt 1'rlce. It—Llll.ru I I'rti DIseOBBt* 
THE RITF.-GRIPCO, 3S0 Kirh«..f»n BM[.. Talede, O 

; This U the day of Steel 
J Shafts, Matched Sets, Guar-
* anteed Balls—and the 

AftGLC 
!THE 
•MODERN 
• GOLF TEE 

4,1, pin, rr. Mirh Iiti [in,, r.l 
dtrfvlni i i i l i imttmv" aal 

(1) Hole.true direction — A N G L E . 
T E E points toward hole: 

(2) Less topping—ANGLE-TEE fotusei 
eyes hack of bul l ; 

13 Frictionlees freeway—ball actually in 
air when hit: 

(•<) Improved short-hole play — ANGLE-
TEE is belter than a turf lie; 

(SI No lost t ime—ANGLE-TEE won't Hy 
away: 

(6) Proper tee height — ANGLE-TEE's 
height ta adjustable. 

Tr i l l order, or requtu for sample 
may be had with coupon-—use it now. 

- -
THE-: ANGLE.TEE CO.. I l l M.ri.n, Rldr . t lr . . l>ni 0. , 
• Ship Trim Order . . .D isp lay Cfcrton(g) , 
of ANQLE-THTB (M-XSo boxes per onrtonl 
• Send Sample. 

\.i me . . 

Port t Ion 

Address 

I show you thai we have lost more than 
ilO.OOO In the dining-room this year simply 
because we did sot receive sufficient 
patronage to cotinlerbalsnce tbe overhead 
necessary In mainta in ing the standard ot 
service and sewing the quality ot food 
your members are receiving. Had we re-
ceived a legitimate quantity of patronage 
these figures would be allered materially. 

Recalling now that we bave 30(1 active 
members, fll women players, 1 ti Junior 
memberships, nnd l!f special mem Iters it 
does not seem just that we should average 
only 51 lunches, and dinners during 
this active season. 

I might elucidate by telling Just how 
t.hese figures were rf erf vert and this may 
help the directors to arrive at a plan 
whereby patronage may be obtained and 
losses in the dining-room materially 
reduced. 

The bookkeeper and I each keep a rec 
ord of the dally Income and expense and 
we started Ihe tabulation by listing the 
seven days of the week and tn this tabula-
tion we included all parties, dinner dances, 
tournaments, etc.—In fact, all the activities 
Which were supposed to produce a revenue 
in the dining room. Each day of the 
week had a column of ita own wherein we 
totaled the number of lunches, their rev-
enue. the nitmber of dinners and the rev-
enue and tbe number of meals given to 
employes from tho course and locker room. 
This gave us the total gross revenue for 
each day of tbe week throughout the en-
lire active season We then divided these 
totals by the numtier nf days which tn the 
tlrst instance shows thai we average on 
Mondays— IB lunches and 3K dinners and 
the average gross Income on Mondays 1s 
JfW.TE. 

The first item of expense, then. Is the 
food cost which figured by all hotel and 
restaurant experience is on^ha l f of the 
gross Income. To this we add the kitchen 
pay-roll, fuel, power, depreciation, insur-
ance and interest and meals to the kitchen 
help. We then add tbe dining room pay-
roll, which Includes the ladles' locker-room 
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attendant. who also serves, and tin* vari-
oiis other expenses In the dining room. 
These figures were taken from the ariuat 
expense records sbow-n on the cluh ledger, 
and tho net Ions on Mondays shows Itself 
to be |60.S». 

Now. Inasmuch bh we have fitH) possible 
patrons not counting guests, ft Is not feas-
ible to reduce the number of employes tn 
either kitchen or dinl im room inasmuch 
as we have, without any special notice, 
been called upon to serve as many as 90 
lunches and more than 100 dinners, but at 
the same time It does not seem reasonable 
to believe that we should average only 51 
lunches and 40 dinners from a member-
ship such aa ours. I have for the past 
three months made an intensive effort lo 
ascertain Just why we do not serve more 
members, and in that time I have not 
found a single I 'omplaint. The reason 
seems to be that men will cat a sandwich 
or two al some restaurant on the way out 
to the club or will play from one o'clock 
unt i l five o'clock and then go home for 
dinner instead of invit ing their family to 
the club for dinner, tt might surprise you 
to know also that we bave not had a single 
complaint on the price nf our meals, and, 
as you know, we are still serving an 85r 
lunch and u (l.fiu dinner, the cause of the 
loss ts apparent. 

"How the Club Looks at the 
Pro's Side" 

AS OBSEBVEIJ BV A MANAGER 

f X THK February Issue of GOLFDOM 
1 there appears an article entitled "How 
tbe Pro Looks at the Club's Side.'' This 
pro tells us that HE knows of a club where 
the members wont patronize the shop be-
cause ihe pro Isn't runn ing It. When he 
gets a little older, and gathers more ex-
perience, he will understand that the aver-
age member of a golt club Is very little In-
terested in whn gets the money he spends 
In the shop. When the member receives 
goods and service commensurate with the 
amount expended his interest ends. Of 
course there are members In every club 
that cater to the pro hoping lhat al some-
time they will get an extra few minutes on 
their lesson, or some special advice, etc. 
The sophisticated member does not In-
dulge In this little pastime, however. 

It Is my opinion that too many of the 

pros ure lacking in adequate business 

acumen to properly operate a pro shop 

for the best interests of a club and Its 

ever i n c r e a s i n g I H 

DEMAND 

COLONEL 
ST. MUNGO MFG. CO. of AMERICA 
121-123 S Y L V A N AVE. N E W A R K . N. .1. 

E v e r y 
BTN 

Club is Guaranteed 
Q N E qual i ty the best tha t we 

know how to m a k e ; genuine 
Butchar t -mode l woods; a d m i t -
tedly the finest'domestic-made 
irons; the improved B u t c h a r t -
Nicholls bamboo-hickory shafts, 
and a guarantee t h a t means 
e x a c t l y w h a t i t s a y c S E t c r y 
Butchar t -N ichol ls club it uncon-
di t ional ly guaranteed. 

Golfers generally are beginning 
to recognize tha t B T N Clubs do 
give a real playing advantage. 

Catalog price list on request 

Butchart-NichofIs Co. 
GLENBROOK, CONN. 

Retai l 
Prices 

7 5 ^ each 
The 

CLICK 


