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I T IS AN ACCEPTED fact that any posi-
tion is filled better when its holder has I 
a practical knowledge of his duties than 

when filled by one who did not get his 
knowledge from practical experience. Con-
stant study of any particular subject ad-
mittedly is necessary. This is vitally so 
in regard to a country club. 

I am sure that when an organization is 
functioning properly it has at its head a 
president who is an able man in this posi-
tion; likewise, the secretary-treasurer, 
chairman of the green-committee, the 
greenkeeper, and the professional. Trying 
to place myself in ihese various positions, 
I am going to try to give a brief synopsis 
as to just what each one should do in func-
tioning toward the success of the club. 

First, if I were president of the club. I 
would do my best to adhere strictly to the 
rules and regulations laid down by the 
club, artd grant no special privileges to any 
one member. I would ask for a monthly 
report from the various department heads 
so that at a monthly meeting we could 
have a complete check on everything per-
taining to the club and course. I should 
likewise handle all complaints and sug-
gestions with the greatest care before tak-
ing any action. Most clubs have at their 
head a man of this kind who has won the 
distinction of being a success in his par-
ticular chosen field and whose advice, sug 
gestions and personality go a long way to-
ward giving the club the proper back-
ground. % 

The secretary-treasurer's job is primarily 
detail work and keeping records. If his 
work is kept neatly and accurately, the 
club has a valuable asset, for these rec-
ords are vitally important when the time 
comes to make out a budget for the follow-
ing year. 

The green-chairman has one of the most 
important positions in the club. The man 
selected for this job should have toler-
ance, consideration and diplomacy, and 
above all should be a good executive. For 
under him is the greenkeeper and the 
help employed on the course. Of course 
if he has an efficient greenkeeper his bur 
dens are lessened a great deal, but it is 
he who is responsible for a good share 
of the club's expenditures and is directly 
responsible for the care of the course. 
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Every good green-chairman should have a 
complete check on all equipment , be able 
to buy and purchase all the necessary ma-
chinery, seed and fertil izer, be able to hold 
down the course maintenance, and, above 
all things, be able to s tay within the ap-
propriation given him. He should be on 
the best of te rms with the greenkeeper 
because on their cooperative functioning 
depends the well being of the club. 

The greenkeeper, to be an asset to his 
club, mus t be an efficient man. His execu-
tive responsibili ty surpasses any of the 
above mentioned heads of depar tments . 
He must, give the green-chairman a com-
plete repor t on work, being done, get the 
most out of the men he has hired and at 
all t imes have the course in the best pos-
sible condition. 

The golf professional should at all t imes 
keep in mind that the members are what 
keep him at his job. Members to a golf 
professional are like votes to a politician. 
Without them there is no business. If he 
is unable to do the impossible; that is, 
please everybody, he can do the next best 
thing, which is to try. He can assist each 
and every one of the various depar tment 
heads. He should be able to tell the presi-
dent of the club anyth ing he should wish 
to know with regard to the running of his 
pro-shop. He can assist the greenkeeper 
and relieve him of minor jobs that he 
might be able to do when his own duties 
are not demanding his t ime. His kindli-
ness and consideration of the young fel-
lows who are caddies under him keeping 
them satisfied and content with the job 
they are doing. 

It hardly seems possible tha t any club 
should fail if the various heads would get 
together and iron out any difficulties that 
they might encounter . But it is still up 
to the man in the position he is filling at 
the club, to make it successful . 

Pros Profit by Get t ing Star 
Pupils into Events 

ONE of the best ways in which a pro 
can increase his reputat ion as a 

teacher is to encourage, to the limit of his 
ability, his s tar pupils to enter local, sec-
tional and national golf events. This ap-
plies both to men and women golfers, and 
the smar t pro will not overlook the bene-
ficial publicity which can result by having 
one of his junior players show well in a 
juvenile event, such as the Women 's 
Western GA's annual Junior Open, which 
th is year will be played July 9-12 at Park 
Ridge C. C., Chicago. 

Examples of pros who have developed 
women s ta rs and as a result have had 
the i r reputat ions as expert ins t ructors 
built up are numerous. A1 Lesperance, for 
example, is well known for his work with 
Mrs. Opal Hill; Ernes t Jones is widely 
known as the tu tor of Virginia Van Wie; 
J ack Mackie and Har ry Pressler improved 
the i r reputat ions as expert ins t ructors as 
the result of the publicity their s tar pu-
pils, Helen Hicks and Leona Cheney ob-
tained. And the most current example is 
Fred Miley of Lexington. Ky., who sent his 
daughter—and pupil—Marion, around the 
women's southern circuit, where she 
showed to impressive advantage at every 
appearance. 

The smart golf pro will devote a few 
minutes this spring taking inventory of his 
golfing prospects among the golfers of his 
club. If he has a prospective headliner 
within the membership, he will lose noth-
ing by making a r rangements to ins t ruct 
that individual throughout the season, even 
if lesson-prices mus t be cut or entirely for-
gotten. 
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with a system back of it, can give 
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The F U L N A M E M A R K I N G 
M A C H I N E provides a complete 
service with P R O P R O F I T S — 
3.000 Clubs use and endorse it. Our 
1934 installation plan is profitable 
from the start. 

T H E F U L N A M E C O M P A N Y 
Write— L e B l o n d B l d g . , S ta . " O . " 

C i n c i n n a t i , O h i o 

You've Seen This Record System 
The P G A Endorses It 

Know where you stand at the end of each day with 
this system o( records designed by experts exclu-
sively for Pro shops. A l i fet ime set of books— 
nothing to wear out or break— 
• C o m p l e t e "books" in one b i n d e r 
• Easily kept by assistant—15 minutes each 

d a y 
• Stops small but i r r i ta t ing prof i t leaks 
Orig ina l ly designed for the U. S. Rubber Company 
as par t of their famous "Pros, Players and Profits" 
sell ing plan for go l f professionals. A proved ar t ic le 
worth many times its cost. 

Price $ 1 2 . 7 5 , postpaid ea»t of the Mississippi 
CROSSMAN & CLAYTON. 327 Broadway. New York City 


