
Easy Bookkeeping System Tells 
Pro How Shop Stands Daily 

SE V E R A L years ago Alex Pir ie and R. 
W. ("Doc") Treacy, pro at Woodmont 
C. C. (Milwaukee d i s t r i c t ) , wen t to 

w o r k on a pro bookkeeping sys tem as a 
P. G. A. act ivi ty. O the r pros contr ibuted 
ideas f r o m thei r own sys tems and w h e n 
t h e first d r a f t of the sugges ted sys tem was 
comple ted Doc and Alex took it to an 
accoun t ing exper t fo r sugges t ions and ap-
proval . When the a c c o u n t a n t got th rough 
wi th the revis ions the sys t em was so in-
volved t h a t it took a C. P . A. to dope out 
t h e answers . So the p ros temporar i ly 
laid the work aside. 

Doc's in te res t in the s y s t e m was revived 
by the income laws of Wiscons in which 

call for a precise and complete record of 
income and expenses . Using the ma te r i a l 
assembled for t he initial P. G. A. work , 
Treacy worked out a bookkeeping sys t em 
for pro use t h a t Is a model of s implici ty 
and helpfulness . The sys tem shows the 
pro where he s t a n d s a t all t imes and en-
ables him to compare his bus iness f rom 
year to year . 

In view of the in tense in te res t In pro 
bookkeeping s y s t e m s resul t ing f r o m the 
development of pro business m e t h o d s and 
the recept ion given Dan Goss' ser ies on pro 
bookkeeping in GOLFDOM, the accom-
panying p resen ta t ion of Treacy ' s f o r m s is 
bound to be welcomed by profess ionals . 

Fig. 1. Doc's stock record of wood clubs and below it his stock record of iron clubs. 
In the first column under "Club Member" is recorded the number Doc stamps with a 
Ya-lrt. steel die on the end of the shaft of each club. This provides a means of identify-
ing the club if lost by its owner and is a means of quickly checking the inventory. This 
numbering also checks against forgetting to make the charg* when the club is sold. 
Columns headed "Fin" and "R. W. T." indicate whether the club was bought by Doc In 
finished condition or was made in Doc's shop. Treacy explains that the cost of labor for 
hand-made clubs is not shown in the cost price of the club he lists and suggests that 
some careful study be given to this item. His reason for omitting the labor charge is the 
difficulty of accurately allocating the time which, after all, Is time Doc or his assistant 
haven't booked for other work at the club. 



Fig. 2. Daily sales. For the purpose of comparing yearly results, it is advisable to 
note weather conditions and any tournament events being held each day. 

Fig. 3. Recapitulation of sales by months for each yearly period, making the sum-
mary handy for reference. 

Fig. 4. Facing pages on "Goods Recelvetl." When bills are checked and paid against 
this record it is practically impossible to forget any of the accounts or to neglect taking 
the discounts through carelessness. The forms also make it easy to get yearly compari-
sons for guidance in buying. 

Fig. 5. Members' Accounts. By studying this sheet Doc can see which of his mem-
bers are not giving the business they should to the shop and can put in some special 
work educating them to the stocks and values offered. 



Fig. 6. Treacy's record for income tax purposes. This record, like all of the other 
specimens herewith, is filled in just as a typical example of the use of the system. Con-
sequently there probably are items, such as insurance payments, that have been omitted 
from this summary of the business done and the cost of doing business. 

The sys tem is work ing very sat isfac-
tori ly fo r Treacy and for o ther profes-
s ionals who have adopted it, but Doc is 
wil l ing to admit t h a t t h e r e is room for 
improvemen t in it. 

GOLFDOM will welcome commen t on 
his form f rom pros who a re a w a r e of the 
necess i ty of proper ly kept bus iness rec-
ords, as well a s specimens of o the r sys-
t ems profess ionals have found pract ica l . 

Try Name Contest to Publicize New 

Fee Course 

IT IS DIFFICULT to overdo pre-opening 
publ ic i ty for a new golJ course. This 

is especia l ly t rue of daily-fee courses be-
cause, while the layout ' s n a t u r a l f ea tu re s 
will in t ime a t t r ac t a good volume of play, 
i t is genera l ly des i rable to build th is vol-
ume a s rapidly as possible in order t h a t 
the p romote r s of the fee-course can begin 
to real ize on thei r i nves tmen t . 

A publ ic i ty s tun t t ha t is a lmos t sure-fire, 
no t too expensive, and su i tab le for local 
newspape r co-operation is to announce a 
cash-prize contes t to se lec t a fi t t ing name 
for t h e new layout. Th i s was done re-
cen t ly at For t Wayne , Ind., where a local 

syndica te was about to open an 18-hole 
daily-fee course. Local publicity fo r the 
con tes t mus t have been thorough, because 
t h e r e were over 2,000 le t ters received by 
the judges of the contest . F i r s t pr ize was 
$15 and second money $10. 

"Brookwood" w a s the name se lec ted by 
the judges, who were the spor t s ed i tors of 
two For t W a y n e newspapers and Ches te r 
Nelson, pro at t he For t W a y n e Country 
Club. "Brookview" took second, and 
"Brookview Hi l l s" came third. Over 200 
con te s t an t s sugges ted "Meadowbrook." 

All persons submi t t ing n a m e s rece ived 
t i cke t s ent i t l ing t h e m to a f r e e round on 
the course, which in itself was a s m a r t 
publ ic i ty move ; i t mean t some 2,000 
boos te r s r igh t a t t he s t a r t ing gun. 


