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IT WAS pointed out in the last issue of 
GOLFDOM tha t a l ist of seventeen coun-
t ry clubs operat ing twenty-four courses 

on which the conventional number of golf-
ers were accommodated, in addition have 
an average of 1,350 auxil iary members per 
club contributing to the cost of club opera-
tion. 

The survey on which those s ta tements 
were based indicated tha t the cost of golf 
was less than one-half the average annual 
cost in golf clubs a t tempt ing social activi-
ties, but limiting their memberships to ca-
pacity play on week ends . It was also 
s ta ted t ha t the dues of non-golfing mem-
bers averaged $50.00 per yea r . 

Golfing members , say an average of 350 
per course, contr ibute approximately $35,-
000 per year to the annual budget of ex-
penditures, while an ave rage of 1,350 social 
members contribute near ly double t ha t 
amount in dues without in any way en-
croaching on the privilege or perquisites 
of the former . 

Obviously, then, any golf club tha t is 
able to augment or adapt i ts present facili-
t ies to the accommodation of auxiliary 
members is in position to solve the prob-
lem of too expensive golf. In effect such 
clubs are able to correct in a measure the 
early mis takes of over-expansion, and be-
come country clubs in fact , ra ther than 
golf clubs with country club facilities and 
the consequent burden of high dues and 
assessments . 

Only a few years ago a golf club was es-
sentially a club for men—not for wives, 
sons and daughters , many of whom today 
play more golf than does the member . The 
family demanded—and were justly entitled 
to—refinements and luxuries tha t had but 
scant appeal to men players , and golfing 
organizat ions were automatical ly converted 
into more or less "family clubs." The sale 
of auxil iary memberships is simply extend-
ing somewhat those f ea tu r e s tha t are re-
sponsible for high operat ion costs and cap-
italizing them for increased revenues. 

A limited number of more exclusive, 

"swanky" clubs for men of affluence will 
always find support . High dues cost and 
ult imate expense is not a serious consider-
ation. But there is a large group compris-
ing the vast major i ty of enthusias t ic golf-
ers for whom the modern golf club with its 
over-built clubhouse and a t t endan t expen-
sive cost of operat ion are rapidly becoming 
economic impossibilities. And this is not 
entirely a reflection of general financial 
conditions; it began to mani fes t itself 
while conditions were still normal. 

It's Yearly Cost That Matters 
The proof of this s ta tement lies in the 

very evident change of members ' pr ivate 
clubs to pay-as-you-play courses. Whi le a 
few years ago there was only an occa-
sional fee course, they now comprise near ly 
twenty-five per cent of the total . Additional 
evidence is suggested by the fac t tha t 
membership prices in the metropol i tan dis-
t r ic ts have been reduced to an amount 
somewhat less than the t r ans fe r charge of 
a few years ago. The initial cost no longer 
in teres ts the buyer. His a t tent ion has been 
called to the annual expense, and the club 
requiring addit ional members is confronted 
with grave difficulties. 

It appears , therefore , tha t the sor t of 
club we a re discussing—the club t ha t has 
over-invested and whose inadequate mem-
bership is probably paying something like 
40 per cent of the contribution to general 
expense for golf, 35 per cent for house fa-
cilities and frills, and 25 per cent for In-
teres t and amortizat ion charges—can 
great ly increase i ts income by mak ing a 
small investment necessary to accommo-
date auxiliary members . 

This simply means building your busi-
ness up to your investment instead of per-
mit t ing over-expansion to ru in your busi-
ness . 

How much capi tal investment is required 
for the t ransi t ion? How many social mem-
bers should a club take in? W h a t changes 
a re necessary for their en te r t a inment? We 
don' t know. Tha t is the individual club's 



problem, and no two organiza t ions will find 
conditions alike. The fol lowing sugges-
tions, however, based on a considerable 
s tudy of the question, m a y indicate t h a t 
the solution is not difficult. 

These House Attractions Needed 
The clubhouse itself mus t , of course, be 

adequate . Most of t h e m are—few club-
houses a r e taxed to more t h a n 20 per cen t 
capacity, even on week ends . Provision 
must be made for cards a n d dancing. A 
chi ldren 's playground should be furn ished . 
A swimming pool, fo rming the g rea t e s t at-
t ract ion to young people f r o m whom your 
fu tu re members mus t be recrui ted , is 
a lmost a necessi ty. Tennis , a l ready fur-
nished in many rank ing golf clubs, should 
be included. If win ter spo r t s a r e to be in-
dulged in, a toboggan sl ide and ska t ing 
a rea a re desirable. 

As to costs , swimming pools with mod-
ern filtration sys tems can now be instal led 
for f rom $10,000 to $25,000, according to 
size, complete wi th showers , under-water 
l ighting, lockers, dryers , l andscaping and 
complete equipment . You can spend as 
much more than the a m o u n t necessa ry j u s t 
as you did on your c lubhouse if you so 
desire. 

A chi ldren 's playground c a n be instal led 
and equipped for a few h u n d r e d dollars. 

An excel lent four-net t enn i s court can be 
built for $2,000 to $3,500. 

If the c lub building can s p a r e only a lim-
ited a r ea fo r dancing, an outdoor p la t form 
can be cons t ruc ted a t a n y w h e r e f rom 
$1,000 to $5,000. They a r e m u c h in vogue 
and very popular dur ing fine summer eve-
nings. 

Food Departments Okay As Is 
As to dining space and k i tchen equip-

ment , you will recall how t h a t far-sighted 
and big-hearted a rch i tec t ins i s ted on pro-
viding dining facil i t ies for t h e "peak load" 
when he planned your c lubhouse , and how 
since t h a t t ime you have had only two peak 
loads per season—one a t t h e annua l Har-
vest H o m e dinner, and aga in when you 
meet to pass on the size of t h e assessment . 
Well, don ' t worry if you h a v e peak loads 
several t imes a week, because all the world 
loves a crowd, if composed of the r igh t 
people; and the first c o n c r e t e evidence 
of profi table club opera t ions will come 
when it is necessary for t h e m e m b e r s to 
make rese rva t ions in advance . Crowds 
beget crowds—only the aged desi re calm 
and quie t ; and, a t tha t , m a n y of the old 
boys p re fe r their quiet in a comfor tab le 

s e a t along the side l ines on dance n ights 
where the l ight is r igh t . 

A vas t ma jo r i t y of modern c lubhouses 
a r e too large—and t h a t is one of t he rea-
sons why it cos t s severa l t imes a s much 
to play golf as it did a decade or so ago. 

In selling the idea of auxi l iary member -
sh ips to your own club members , i t is well 
to bear cons tant ly in mind t h a t t he golfer 
w a n t s his golf course , his locker room and 
his quick lunch f r o m the gr i l l ; and he will 
ob jec t only when these faci l i t ies a r e en-
croached upon. On the o ther hand , t he 
gol fer is demand ing some change in policy 
calculated to r educe the expense of the 
game. 

A few member s may occasional ly wan t 
to dine more or l ess formal ly wi th the i r 
famil ies or f r i e n d s ; but we have ye t to 
locate a modern c lubhouse t h a t does not 
m o r e resemble a m o r g u e t h a n a scene of 
social act ivi t ies and en joymen t du r ing the 
five week days. 

I t is suggested t h a t these clubs, hav ing 
a l ready an i n v e s t m e n t f rom a q u a r t e r to 
half a million dol lars , can in m a n y cases 
conver t the i r p r e s e n t hybrid c lubs into 
r ea l country clubs, double the i r dues in-
come, increase house pa t ronage and reduce 
the annua l burden on the ac t ive gol fers— 
all by an addi t ional capi tal i n v e s t m e n t of 
five to ten per cent . 

New Members Buy Improvements 
This inves tmen t c an be amor t ized in a 

ve ry few years th rough increased dues re-
ceipts , but t he me thod of r a i s ing the 
money p resen t s a problem s o m e w h a t diffi-
cu l t with m o s t c lubs—already s t rugg l ing 
for a more placid financial ex is tence . 

Assessmen t s a re n o t to be t h o u g h t of, 
because like m a j o r opera t ions in t h e emer-
gency ward, they m a k e the pa t i en t who is 
a l ready sick, sti l l weaker . Besides which 
mos t pat ients , if st i l l alive, a l r eady ca r ry 
t h e scars of too m a n y such opera t ions . 
Popula r subscr ip t ions , donat ions a n d de-
b e n t u r e note i ssues a re not l ikely to in-
t e r e s t the member s unde r p re sen t financial 
condit ions. 

In our opinion t h e r e is a much eas ie r 
way and a method t h a t can be employed 
wi thou t the club inc reas ing i ts c u r r e n t lia-
bili t ies. Sell your social m e m b e r s h i p s on 
a con t r ac t wi th t h e buyer to provide the 
added a t t rac t ions , s e t t i ng up all or p a r t of 
t he ini t iat ion fee as a special f und for t h a t 
purpose . Sell enough member sh ip s to pro-
vide the necessa ry f u n d s on a ca re fu l ly 
pre-determined budge t for improvemen t s . 
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I n v e s t i g a t i o n disc loses t h a t social m e m -
b e r s h i p s in coun t ry c lubs a r e unques t ion -
ab ly e a s y to d ispose of if p r o p e r ca r e i s 
e x e r c i s e d in se l ec t ing on ly t h e m o s t desi r -
ab le p r o s p e c t s — m u c h e a s i e r t h a n equ i ty 
golf m e m b e r s h i p s . 

T h e q u e s t i o n of p e r m i t t i n g social m e m -
b e r s to p l a y golf on p a y m e n t of g r een f ee s , 
such p lay b e i n g l imi ted to w e e k days only, 
is o n e t h a t each club m u s t d e t e r m i n e fo r 
i t se l f . T h e income t h u s b r o u g h t in a p p e a r s 
a t l ea s t p r e f e r a b l e to g r a n t i n g t o u r n a m e n t 
p r iv i l eges , a n d m a k e s i t poss ib le to rea l ize 
a m o r e c o n s t a n t flow of i n c o m e f r o m opera-
t ions . 

If a n y o n e be l ieves it is e a s i e r to ma in -
t a in a fu l l m e m b e r s h i p in t h e p r e s e n t eco-
n o m i c a l l y u n s o u n d c lub o r g a n i z a t i o n s — w i t h 
t h e cos t of golf m o u n t i n g a n d t h e mem-
b e r s h i p p r i ce d e c l i n i n g — t h a n it is t o sell 
a s u p p o r t i n g n u m b e r of a u x i l i a r y m e m b e r -
sh ips , we f e a r he h a s n o t a c l ea r v is ion of 
t h e p r e s e n t t r end . S o m e r o a d m u s t be dis-
c o v e r e d to r e d u c e cos t of golf a n d t h r o u g h 
t h i s r e d u c t i o n t h e financial e m a n c i p a t i o n 
of m o d e r n golf clubs. 

If y o u r s i s a r a n k i n g c lub i ts fac i l i t i es 
c a n b e m a d e sa lab le t o r a n k i n g people , 
t h o u s a n d s of w h o m d e s i r e a spot in t h e 
c o u n t r y w h e r e f ami ly a n d g u e s t s can dine, 
d a n c e or s w i m in t h e a t m o s p h e r e of coun-
t r y c lub l i fe a m o n g t h e i r soc ia l equa ls . 

Greenkeepers, Pros, Managers in 

Joint Meeting Nov. 16 

RE P R E S E N T A T I V E S of t h e g reenkeep-
e r s ' , p r o s ' and m a n a g e r s ' a s soc ia t ions 

wil l m e e t a t Boston, N o v e m b e r 16, in t h e 
first f o r m a l sess ion of t h e j o in t commit-
t ee on c lub ope ra t ion f o r m e d a t t he con-
f e r e n c e off icials of t h e t h r e e a s soc ia t ions 
he ld a t L o n g Vue c lub , P i t t s b u r g h , Pa . , 
F e b . 24. T h e P . G. A. of A m e r i c a a n n u a l 
m e e t i n g wi l l s t a r t on t h a t da te , and t h e 
N a t i o n a l Assoc ia t ion of G r e e n k e e p e r s will 
h a v e t h e i r execu t ive c o m m i t t e e m e e t i n g a t 
H o t e l S t a t l e r , Bos ton , N o v e m b e r 16 and 17. 

A s s u r e d p r e s e n c e of t h e e n t i r e commit -
t e e i n d i c a t e s t h a t t h e c lub o p e r a t i n g h e a d s 
will m a k e a conce r t ed e f fo r t t o pass on to 
c lub officials def in i te f a c t s a n d figures on 
t h e l e s s o n s of 1931 o p e r a t i o n . T h i s y e a r ' s 
p r o b l e m s w e r e s eve re f o r a l l d e p a r t m e n t s 
of golf c lub ope ra t ion a n d by h a n d l i n g 
t h e m s u c c e s s f u l l y t h e o p e r a t i n g execu t ives 
l e a r n e d m u c h of va lue in c l u b policies . 
J u s t w h a t specif ic l e s s o n s w e r e m o s t im-
p o r t a n t wil l be decided b y t h e jo in t com-
m i t t e e a n d a r e p o r t of i t s findings a n d rec-
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o m m e n d a t i o n s p robab ly will be s e n t to the 
p r e s i d e n t of each A m e r i c a n golf c lub . 

One of t h e m a j o r a m b i t i o n s of t h e com-
m i t t e e m e e t i n g is to p romote c lose r co-op-
e r a t i o n b e t w e e n t h e d e p a r t m e n t h e a d s . 
L a c k of i n f o r m e d a n d h a r m o n i o u s c o n t a c t 
b e t w e e n s o m e d e p a r t m e n t h e a d s is de-
p lored a s a d e t r i m e n t to p rof i t ab le c lub 
ope ra t ion and to t h e i n c r e a s e in e a r n i n g 
p o w e r of each of t h e d e p a r t m e n t h e a d s in-
volved. T h e in i t i a l m e e t i n g a t P i t t s b u r g h 
did much to c l a r i f y t h e a t m o s p h e r e of sus-
picion. C a u s e s of confl ict w e r e c o n s i d e r e d 
f r a n k l y and to s u c h exce l len t g e n e r a l e f f ec t 
t h a t a n u m b e r of c lubs m a y a t t r i b u t e t h e i r 
s a t i s f a c t o r y o p e r a t i n g and financial show-
ing th i s s e a s o n to a b e t t e r u n d e r s t a n d i n g 
b e t w e e n t h e i r o p e r a t i n g bosses . 

A t t e n t i o n will be given a t t h e B o s t o n 
m e e t i n g to o p e r a t i n g s t a t e m e n t s of r ep re -
s e n t a t i v e golf c lubs wi th a v iew to mak-
i n g c o m m e n t a n d r e c o m m e n d a t i o n s b a s e d 
on t h e ana ly s i s of e x p e r t s in t h e cour se , 
h o u s e and pro d e p a r t m e n t s . 

Golf Is Busy, Paying Business at 

Public Parks 
D U S H IS GIVEN to t he ex t ens ion of golf 
' i n publ ic p a r k s by t he a u t h o r i t a t i v e fig-
u r e s fo r 1930 a p p e a r i n g in t h e 1931 Year-
book of t h e N a t i o n a l Rec rea t ion a s s ' n , 315 
F o u r t h ave., N e w Y o r k city. A to t a l of 233 
m u n i c i p a l i t i e s r e p o r t 312 golf courses , of 
wh ich 160 a r e 18-hole courses and 152 nine-
hole. Income f r o m t h e nine-hole cou r ses 
r e p o r t i n g is $781,343.38, wh ich exceeds t h e 
o p e r a t i n g costs by $192,056.94. I n c o m e 
f r o m the r e p o r t i n g 18-hole courses i s $2,-
544,200.43, wh ich exceeds the o p e r a t i n g cost 
by $769,720.12. T h i s excess is no t to be 
pro- ra ted a s 67 cour ses r epor t ed income 
a n d 63 r epor t ed cost of opera t ion . 

P a r t i c i p a n t s per season a t t he 65 18-hole 
cou r ses g iv ing t h i s i n f o r m a t i o n w e r e 5,110,-
142, a n ave rage of 78,617 r o u n d s pe r re-
p o r t i n g course . Ave rage l eng th of season 
a t t h e 18-hole courses was n ine m o n t h s a n d 
t h r e e weeks . 

A t t h e 55 nine-hole courses r e p o r t i n g t h e 
a m o u n t of play, t h e r e w e r e 2,410,409 
r o u n d s , an a v e r a g e of 43,825 r o u n d s pe r 
cou r se d u r i n g a season repor ted as ave rag-
i n g 8.27 m o n t h s . T h e r e were 87,668 f e w e r 
baseba l l p a r t i c i p a n t s t h a n golf pa r t i c i -
p a n t s , a l t hough 4,322 basebal l d i a m o n d s 
w e r e repor ted . 

Golf courses and s t a d i u m s were t h e on ly 
pub l i c r ec rea t ion p l a n t s h a v i n g income ex-
ceed ing o p e r a t i n g cost . 


