
IS i G O L F D O M 

rogative of the community. Men who do 
not golf will join at regular Initiation fees 
and at regular dues because they and their 
families must have access to the social 
headquarters ot the town. 

Without this aura ot exclusiveness, the 
non-golfing prospect will answer, with 
justification, that he can see no reason 
why he should pay for golf privileges when 
he does not intend to take advantage of 
them. But If belonging to the local coun-
try club Is "the thing to do," if i t fills an 
important niche In the community's social 
scheme of things, it is a different story; 
the non-golfer will join even though he 
must pay for privileges he will never use. 

Here are some of the factors that should 
influence a club's decision for or against 
creating social memberships: Has the 
club tennis courts: a swimming pool; fre-
quent dances; frequent bridge parties; 
facilities for horseback riding? Is the 
elub near enough to town to compete suc-
cessfully against local restaurants, movies, 
road houses and dance halls? 

How about tbe other golf clubs in the 
district; are they better equipped to 
handle non-golfing business? Have any of 
these neighboring clubs social members at 
present, and if so, how well do local resi-
dents react to the opportunity? Why 
would a non-golfer pr.efer your club to 
these others? 

Prohibition has affected tho problem to 
a greater degree than most people realize. 
Where formerly there were restaurants 
aDd other havens for better class people 
who wanted to step out in lively, but well-
behaved fashion, there Is nn place to go 
nowadays with the exception of road 
houses, which are run wild and loose, and 
are on the taboo list for these residents. 
Hence, where careful scrutiny of applicants 
before admission is practiced, there is con-
siderable lure to a golf elub membership, 
even without golfing privileges. 

Recently OOLFDOM circularized a num-
ber of golf clubs throughout the United 
States on the social membership question, 
and found that this type of membership 
is offered In about one club out of six. 
Since this mailing intentionally was made 
to cluhs located near the larger cities, we 
believe this proportion is low as compared 
with figures on the country as a whole; 
there are fewer counter attractions to a 
country club membership In smaller 
communities. 

lie turns indicated that dues for social 
memberships are generally about 60% of 
the regular dues, while initiation fees are 

made very nominal. No equity in the 
club's assets goes with them, nor are these 
memberships subject to assessments. Some 
of them permit week-day use of the golf 
course on payment of regular green-fees; 
others prohibit a social member from the 
course at all times, even as a guest of a 
regular member. 

Golf clubs fortunate enough to have a 
full membership roster and that glory of 
glories, a long, healthy waiting list, some-
times find it advisable to create a class of 
associate membership for those on the 
waiting list. In such eases, regular mem-
berships arc sold only to associates within 
the club. 

To an applicant, the privilege of belong-
ing as an associate member, until such 
time as his name comes up for regular 
membership, gives bim the opportunity to 
mingle with his future clubmates and 
select his particular cronies, and permits 
him to participate in all club activities 
except golf. 

To the club, this creation of a member-
ship to include tbe waiting list brings a 
certain income to the club otherwise lost, 
and increases the departmental business 
within tbe clubhouse. 

Then, too, just as it is a human tailing 
to want whatever is hard to get, so the 
creation of an added step in achieving 
full membership in the cluh adds a certain 
lure to it. Clubs with a waiting list find 
selling memberships mueb simpler than 
clubs with partially filled rosters. 

On the whole, clubs will benefit from 
the creation of social memberships. Nearly 
every community contains a number of 
men who would be Interested in joining 
under such a plan, and even though the 
opportunity is grasped by only a dozen or 
so men, the added house business from 
them and their families justifies the step. 
It, is the simplest way to secure volume 
house business without Increasing course 
congestion. 

B U R K E A N N O U N C E S L I N E F O R 

P R O S O N L Y 

A new headiiner in the Hurke family of 
clubs Is a line of woods and Irons that will 
be distributed only through professional 
shops. Both woods and Irons are supplied 
in registered sets; the wood clubs in sets 
of three or pairs, and the irons in sets of 
six or nine. Iron heads are chromium fin-
ished. 

The new ciubs are packed in handsome 
boxes Instead of the canvas carriers pre-
viously used. 


