
Side - Lines Plus Watchfulness 
Are GuncTs Two Feeding Tips 

By JACK FULTON, JR. 

NINETY thousand dollars ' wor th of 
r e s t a u r a n t business is the record 
hung up by Louis M. Gund, veteran 

club manager at Westborough C. C. (Web-
ster Grove, Mo.), dur ing th is pas t season. 
"And we have great hopes," says Gund, "of 
passing $100,000 in 1931." 

That is a lot of r e s t a u r a n t business for 
any golf club and means t h a t the West-
borough d in ing rooms are not only popular 
in the eyes of the club's members , but 
also tha t the policies under which the food 
depa r tmen t is run must be economically 
sound. The re is more t han a suggestion 
tha t Westborough 's successful operat ion is 
due to the ca re fu l managemen t of Gund 
and his ass is tants , al though Gund modest-
ly a t t r ibu te s the greater pa r t of his suc-
cess to the loyal patronage of his members. 

"Our club, privately owned by a local 
syndicate, is run on a very reasonable 
basis," Gund explained. "Our members 
pay only $33 a year for dues and are not 
subject to assessment . If we m a k e a profit 
a t the end of the year, it is fine for us ; 
and if we don't , it is our tough luck. So 
f a r we have made a very nice profit every 
year ." 

With regard to the success of Westbor-
ough's d in ing room, Gund lays the greatest 
emphas i s on his policy of w a t c h f u l super-
vision, f a r beyond tha t which most club 
manage r s employ, over t he back-of-the-
house depar tmen t s . He says : "The res-
t a u r a n t business is t r icky; you have to 
watch every th ing like a hawk, otherwise 
something is sure to go w r o n g and then 
you a re the goat. Tha t is t he reason I 
spend so much of my t ime between the 
d in ing room and the k i tchen . While I 
have a k i tchen crew t h a t would be hard 
to beat, never theless the stuff must be 
cooked to please me, and I am r igh t there 
on hand to see tha t i t is. 

" I serve a 50-cent luncheon to our golf-
e rs every weekday. This luncheon con-
s is ts of a soup of some k ind , choice of 
about ten k inds of sandwiches , including 
ham, impor ted Swiss cheese, t o a s t e d 
cheese, f r ied ham, let tuce and tomato, 

f r i ed egg, fr ied ham and egg, chicken 
salad, hamburger , and a few others, and 
coffee. Dessert is ex t ra . 

"We make our own desserts, because I 
can make them cheaper and much bet ter 
t a s t ing than the goods to be had f r o m 
any of our local bakers ." 

Westborough serves a table d 'hote din-
ner on Thur sday n igh t s and Sunday al l 
day for $1.00 tha t is the equal of m a n y 
$2.50 d inners at other clubs. Here Is a 
typical offering: 

Radishes Celery 
Cream of Chicken Soup 

Melon 
Fried Frog Legs, Tartar Sauce 

Roast Spring Lamb, Mint Jelly 
Prime Roast Beef, au jus 

Fried Chicken, Country Style 
Chicken Liver, Saute, unth Mushrooms . 

T-Bone Steak, Pan Gravy 
New Broumed Potatoes 

New Spinach Stringless Beans 
Lettuce and Tomato Salad 

Apple Pie Grape Pie 
Ice Cream Sherbet 

Cake 
Coffee, Tea, Milk, Buttermilk 

Tenderloin Steak Dinner — $1.50 
Other week n ights the dinner is priced 

a t $1.50 wi th a $2.00 dinner on dance 
n ights . 

" H e r e is a th ing of importance," Gund 
r e m a r k s , " tha t a lot of managers over-
look and tha t is—golfers are a lways in a 
h u r r y . They want to be waited on t h e 
m i n u t e they come in the dining room. If 
such service can be had, the manager wil l 
find out tha t his r e s t a u r a n t business can 
be improved considerably. If a club can-
not give the golfers quick service, they 
will ea t elsewhere before they come to t h e 
club." 

Gund does his own marke t ing , going in 
t h r ee or four t imes a week to find out 
w h a t is f resh on the m a r k e t and to shop 
f r o m one place to a n o t h e r in order to get 
t h e lowest prices. Whatever he orders , 
he picks up and br ings back himself , t h u s 
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For complete details of Seaside Creeping 
Bent Seed, ask your local dealer or nearest 
distributor. 
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m a k i n g sure he is ge t t ing the qual i ty of 
foodstuffs he bought . 

Gund believes firmly in seeing wha t he 
buys and re fuses to follow the example of 
m a n y club manage r s and order his foods 
over the 'phone. The re is too much op-
por tun i ty to send goods of infer ior qual-
ity, even though the merchant be thor-
oughly reliable. "He is not del iberately 
misrepresent ing , bu t you can't expect h im, 
over the 'phone, to ' ta lk down' the qual-
ity of his day's supply of beans or corn or 
w h a t have you." 

"We pay our supply houses once a 
month , and I a lways t ake off 2 per cent , 
which amounts to qui te a lot in a yea r ' s 
t ime. Some clubs a r e not so care fu l to 
meet the i r bills on discount dates ; in my 
es t imat ion th i s is a very bad bus iness 
policy because if a merchan t knows he 
will have to wait for h i s money he adds a 
cent or two to the pr ice of things, whi le 
if he knows he is going to get paid wi th in 
t h i r t y days you can dictate to h im ins tead 
of h im dic ta t ing to you." 

Gund is a g rea t believer in developing 
side-lines to the l imit . He does, for ex-
ample, pre t ty close to $10,000 wor th of 
bakery business a yea r ! This is all in 
addi t ion to the breads and past r ies served 
in the dining room and is represented by 
goods bought by the golfers to t ake home. 
The specialt ies are pies, coffee cake, Jew-
ish schnecken, Chr i s tmas cakes and f r u i t 
cakes. As may be judged, business is par-
t icular ly heavy around the holiday season. 

T h e business obtainable f rom the cad-
dies is also careful ly cult ivated. As Gund 
expla ins : "We t rea t our caddies well, sell-
ing them the i r sandwiches for 10 cents, 
a n y kind of candy for 5 cents, and sodas 
a n y flavor for a nickel . At clubs where 
the caddie mas t e r ha s the concession on 
t h i s business, he general ly charges t h e 
boys 10 cents for sandwiches and gives 
t h e m bum stuff at t ha t . I don't believe in 
t h a t policy and buy the best soda and ice-
cream and candy I can. The sandwich 
ma te r i a l s a r e the same as our members 
a r e served. The boys a re a lways satisfied 
and seem to apprec ia te our interes t in 
g iv ing them a square deal." 

Home Talent N igh t Wi l l Pep Up 
Bored Members 

AS an e n t e r t a i n m e n t fea ture , no th ing is 
more profi table to the dining room 

and o ther house depar tmen t s , and no th ing 
rece ives more en thus ias t i c member co-op-


