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AS FAR AS nor thern golf c lubs a re 
concerned, the period of grea tes t 
membersh ip commit tee ac t iv i ty ex-

tends f rom April first through ear ly June. 
' True enough, many clubs in r e cen t years 

have es tabl ished the pract ice of ini t iat ing 
high-pressure membersh ip campa igns al-
most as soon as the season is over in the 
fall, using ammuni t ion such as " join now 
before prices r ise ." "only a l imited number 
of membersh ips at this figure," "sign up 
now; dues s t a r t May 1st," but more often 
than not such campaigns have dragged 
through the winter and into the spring 
selling period before any real r e su l t s have 
been shown. 

The reason, of course, lies in the fact 
that the average golfer, looking for a club 
to join, sees l i t t le reason to plank down 
his money for a membersh ip several 
months ear l ie r than he can expect to get 
any re turn f rom it. So he wai t s unt i l the 
first few warm days of spr ing put thoughts 
of golf in his head before he becomes 
recept ive to membersh ip invi ta t ions . 
Membership Sales Should Increase 

With respect to the present 1934 selling 
season, all indicat ions point to much more 
sa t is factory resu l t s than has been the case 
for several years . A number of fac tors 
combine to br ing this note of opt imism 
into the membersh ip selling pic ture . 

Primarily, people are feeling be t t e r about 
the fu ture . The re is widespread confi-
dence tha t incomes reached the i r nadir 
several months ago and that f rom now on 
t imes a re going to get bet ter . Th i s makes 
membersh ip sel l ing a much eas ie r task— 
the prospect whose income today will 
jus t i fy or a lmost jus t i fy his joining a pri-
vate club is f a r less cautious about tak ing 
the s tep than he was a year ago when the 
spect re of financial uncer ta in ty lurked in 
the background. 

A second inf luence toward eas ie r mem-
bership sell ing lies in the so-called new 
leisure. Many a golfer who h e r e t o f o r e has 
refused to join a pr ivate club because his 
only t ime for golf was Sundays (he worked 
full days the res t of the week) will be on 

a five-day week this season. He will have 
all of Sa turday as well as Sunday for his 
golf. Under this new set-up he will be able 
to play about twice as much golf; t he re fo re 
each round will cost, dues alone consid-
ered, only half as much as in former years . 
Previously it was cheape r for this man to 
pay some daily fee layout by the round ; 
under t h e new leisure he can save money 
by paying monthly dues a t a pr ivate club. 
Here a Prospect Source 

Thousands of golfers will have an ex t ra 
day for golf this season, as the resul t of 
the new leisure. It will pay membersh ip 
cha i rmen to check up on the various indus-
t r i es and concerns in the i r communi t ies , 
and discover which of these will be closed 
on Sa tu rdays this summer . Among the 
m a j o r and minor execut ive personnels of 
these bus inesses will be found many golf-
e rs who are even today wondering what 
they ' r e going to do with thei r Sa turdays . 
It ha s probably not occur red to the gol fers 
among these men that it will be cheaper 
to join the local pr iva te club on a dues 
basis t h a n to pay the daily fee every t ime 
they golf. It is a common sense, convinc-
ing a rgumen t for any membersh ip chair-
man to presen t to a golfer who has a lways 
played the fee-courses and now has new 
leisure. 

A thi rd factor which will aid in member-
ship sel l ing this spr ing is the rock-bottom 
price of membersh ips today. The day 
when a club could ma in ta in an art if icial 
value on its membersh ips has passed. 
Equi t ies mean very l i t t le—the book value 
of an equi ty membersh ip in a given c lub 
may be close to $1,000, real -es ta te and im-
provemen t s considered, but since a solvent 
club ra re ly disbands t he r e is no way to 
real ize on tha t equity. 

Only one thing de t e rmines the price of a 
p r iva te club membersh ip—what figure will 
fill the ros ter . Ordinari ly in the past c lubs 
have made the mis take of a t t empt ing to 
get a pr ice for their membersh ips some-
what above the marke t . Af te r a t ime, 
when it becomes appa ren t tha t member-
ships will not move in volume at the figure 



se t by the club, the governing board au-
thorizes a reduction. But meanwhile the 
m a r k e t drops and the club is still high. 

The old thought t h a t a club loses ex-
clusiveness and al lure if i t s membersh ips 
sell too cheap has today a lmost universal 
real izat ion tha t it doesn ' t great ly m a t t e r 
what a m a n pays for his membersh ip—it ' s 
the regula r dues and house account coming 
f rom him month a f t e r month , once he is a 
member , tha t de te rmines w h e t h e r the an-
nual s t a t e m e n t will be footed with red or 
black figures. 

H u n d r e d s of clubs in the past year have 
given away full equity member sh ips to ac-
ceptable golfers who would agree to pay the 
regula r dues. By this m e a n s many clubs 
have succeeded in filling their ros ters , 
which in tu rn brought abou t full-time pat-
ronage of the var ious d e p a r t m e n t s of the 
club and permit ted these depa r tmen t s to 
show subs tan t ia l profi ts . . 

The Tramps Are Out! 
P e r h a p s a s impor tan t a s any of the other 

f ac to r s t h a t are expected to make mem-
bership sell ing eas ier th i s spr ing is the 
recen t awakening of clubs, especially those 
in met ropol i tan dis t r ic ts , to the t ramp-
golfer evil and the de te rmina t ion of these 
clubs to end the lax regu la t ions which 
have m a d e owning a m e m b e r s h i p and pay-
ing dues economically unsound . 

L a s t month , GOLFDOM discussed the 
t r a m p golfer problem a t length, pointing 
out t h a t t h e clubs had only themselves to 
blame if cer ta in golfers, no t affiliated wi th 
any p r iva te club, played all the golf they 
cared to over pr ivate l inks by the simple 
expedient of playing f requen t ly with 
f r i ends who happened to hold membersh ip 
cards. Ordinari ly, these f r i ends saw no 
h a r m in having f r equen t rounds with their 
" t r a m p " f r i ends ; wasn ' t t h e club eager to 
collect all the green fees it could to help 
a long i ts income, and weren ' t they doing 
the i r p a r t by br inging g u e s t s out? The 
m e m b e r s overlooked the f a c t t ha t many of 
t h e s e t r a m p f r iends were perfect ly good 
prospects for membersh ip , but would 
ha rd ly ca re to join and s t a r t paying dues 
so long a s they could visit the club regu-
larly upon payments of modes t green-fees. 

The whole trouble, of course , lay in the 
lax guest privilege regu la t ions in force 
dur ing t h e past year o r so. 

This season, if ear ly dope can be be-
lieved, t h e t r a m p golfers a r e not going to 
find it so easy to play p r iva te layouts a t 
p leasure . Near ly all met ropo l i t an dis t r ic ts 
have t a k e n cognizance of the t r a m p golfer 

evil and have requested local c lubs to 
t ighten up on gues t regulat ions. The the-
ory is—and it sounds exceedingly pract ical 
— t h a t while t he clubs will undoubtedly 
lose some green-fee income by r e fus ing 
to permit the s ame non-member to play 
more than, say, t h ree t imes a season, they 
will more than make this up by forc ing 
these men to join the club and contr ibut-
ing more than jus t occasional green-fees to 
the club's suppor t . 

Of course, not all clubs have been tota l ly 
ignoran t of the t r a m p golfer evil. Many 
of them began combat ing it severa l sea-
sons ago. For example, read wha t Louis 
F. Rosenberg, p res ident of Ledgemont CC 
(W. Warwick, R. I.) has to say about his 
club's solution of t h e problem: 

" H e r e is the m a n n e r in which our club 
not only got rid of the t r amp golfer pest , 
bu t also gave us an increased membersh ip , 
fo r some of these so-called " t r a m p s " were 
possible prospects and only r e f r a ined f rom 
joining a club because they found a method 
of playing on good courses wi thout hav ing 
to t a k e out membersh ips . 

"Following is t he rule tha t we h a v e had 
in force for the pas t 3 years and i t ha s 
worked out very well. 

Any person who is not a member of a 
golf club associated with the Rhode Is-
land Golf Assoc. is permitted to use the 
course upon payment of greens fees and 
proper introduction only once every three 
months. 

Any person who is a member of a golf 
club that is affiliated with the R. I. G. A. 
is permitted the use of the course upon 
payment of greens fees and proper intro-
duction as often as they so desire. 
"Our reason for the last p a r a g r a p h is 

t h a t we do not expect people to belong to 
two golf clubs a t the same time, owing to 
t h e expense, and we often find t h a t people 
who like our course a re somet imes weened 
away and become members of our club. 

"This ru le keeps the t r a m p golfer away 
and I don't mean maybe. So as not to 
have any f r ic t ion wi th our member s who 
hes i t a t e to ask the i r guests whe the r they 
have played our club within the al lowed 
period, our clerk in charge is ins t ruc ted to 
invar iably call a t t en t ion to the not ice post-
ed alongside the gues t regis ter . W e k e e p a 
card system of all guests a t t he r eg i s t r a t ion 
desk a t all t imes ." 

All in all, it looks like a good sp r ing for 
membersh ip sales. People a re fee l ing bet-
ter , they ' re going to have more t ime for 
golf, the clubs have rock-bottom pr ices . 


