
Club Profits by 
Policy to 

W H E N M E M B E R S gene ra l l y m a k e a 
p rac t i ce of br inging bo t t l ed liquor 
in to t h e c lub it bea t s t h e c lub out of 

a profit it h a s e v e r y r eason to expec t , s ince 
set-ups and o t h e r se rv ices a r e an expense 
for which i t is difficult to m a k e a n ade-
quate cha rge . Any club in th i s s i tua t ion 
will be i n t e r e s t e d in t h e w a y t h e Sunse t 
Ridge CC (Ch icago d i s t r i c t ) h a s m e t t he 
problem. 

Sunse t Ridge does a t h r i v i n g b o t t l e and 
case b u s i n e s s wit l i i t s m e m b e r s . On bot-
t les a mark -up of 15 per cen t is m a d e and 
on case goods 10 per cen t ove r t h e club 
cost is c h a r g e d . Member s a r e ab le to ge t 
the finest g r a d e s of liquor, wh ich is some-
thing t h a t is bound to be a p p r e c i a t e d by 
the m e m b e r s of any club d u r i n g t imes 
when it is no t exact ly easy to reconc i le 
d i sc r imina t ing t h i r s t s with t h e h igh re ta i l 
prices be ing a s k e d for good l iquor . T h e 
Sunse t R idge " t a k e home ' ' b u s i n e s s ex-
ceeds $800 a m o n t h ; th i s is of c o u r s e in ad-
dition to t h e bus ine s s done a t t h e club in 
individual d r i nks . The m o d e r a t e mark -up 
on l a rge r q u a n t i t i e s has p rac t i ca l ly elimi-
nated t he p r a c t i c e of m e m b e r s b r ing ing 
liquor in to t h e club, which a l w a y s was 
more or l ess of a nu i sance to t h e m e m b e r 
and, u n d e r t h e sys t em now u s e d a t Sun-
set Ridge, m o r e expens ive to t h e m e m b e r . 

A n o t h e r idea t h a t S u n s e t R idge h a s 
adopted to s e r v e its m e m b e r s a n d cont ro l 
its l iquor b u s i n e s s is to s e l ec t popular 
d r inks a s l e a d e r s and m a k e a t t r a c t i v e 
prices on t h e m . A T o m Col l ins in a 10 
oz. g lass , f o r i n s t ance , is 30 c e n t s . Scotch 
and soda, t h e o the r top f avo r i t e , a lso is 
30 cen t s . T h e m e m b e r can n a m e any 
brand of Sco tch he des i res , a n d t h e club 
is happy to s e r v e it f r o m i ts a s s o r t m e n t 
of n ine wel l k n o w n and high g r a d e b rands . 
Exce l len t b r a n d s of gin a r e used in t he 
Tom Coll ins ' . 

No Swill Sold 
S u n s e t R idge ca r r i e s in s t o c k n ine 

domes t ic a n d t h r e e impor ted g ins . T h e r e 
a r e 11 b r a n d s of bourbon a n d r y e , t h r e e 
b rands of I r i sh wh i skey , a n d t h e leading 
b rands of cognac , r u m and co rd i a l s ; in 
spi te of t h i s e l a b o r a t e list, t h e c lub ' s l iquor 
inventory is t u r n e d over once a mon th . 

Proper Liquor 
Members 

F i g u r i n g t h a t t h e m e m b e r s have a r igh t 
to i n s i s t on the bes t b e i n g served a t t he i r 
c lub bar , t he Sunse t R idge d i rec to rs h a v e 
adop ted t h e firm policy of not h ik ing b a r 
prof i ts by us ing in mixed d r i n k s the c h e a p 
stuff s e rved by m o s t ho t e l and o the r com-
merc ia l ba r s . Yet b a r prof i t s du r ing t h e 
ac t ive s eason have a v e r a g e d more t h a n 
$1,000 a mon th . Marg in of profi t on ba r 
sa les of ind iv idua l d r i n k s is 30 pe r cent . 

The vo lume of b u s i n e s s bui l t u p by th i s 
policy e n a b l e s t h e club to t a k e a d v a n t a g e 
of lower pr ices on q u a n t i t y o rde r s and to 
s ecu re fo r i t s m e m b e r s ' c lub and domes t i c 
use cho ice o f fe r ings of r espons ib le l iquor 
houses . 

Mutua l benef i t s to c lub a n d m e m b e r s , as 
obse rved a t Sunse t R i d g e and o the r coun-
t ry c lubs w h e r e t h e pol icy h a s been adopt-
ed, ind ica te t h a t p rof i t s on bot t led l iquor 
sold to m e m b e r s for ho l iday use and g i f t s 
can ve ry easi ly m a k e D e c e m b e r th i s y e a r 
a m o n t h t h a t will show subs t an t i a l b lack 
figures on the c lub ' s financial s t a t e m e n t . 
In pre-prohibi t ion days , c lub l iquor busi-
n e s s d u r i n g the ho l idays was a consider-
ab le f a c t o r in t he r e t a i l i n g s i tua t ion . Since 
those days the golf c lubs have g rown so 
m a r k e d l y in n u m b e r a n d m e m b e r s h i p t h a t 
e x p e r t s figure t h i s coming holiday season 
will see a la rge p a r t of t h e be t t e r c lass 
l iquor se l l ing done t h r o u g h the coun t ry 
clubs. 

Golf Clubs Do 12% of Nation's 
Beer and Liquor Business 

A NTI-SALOON LEAGUE e s t i m a t e s t h a t 
t h e first y e a r ' s l iquor bus iness un-

der r e p e a l will be a b o u t $200,000,000. 
T h e golf c lubs d u r i n g t h i s t ime will do 
abou t $25,000,000 in a lcohol ic b e v e r a g e 
bus iness . 

Obvious ly the golf c lubs a r e t h e b igges t , 
s h a r p l y def ined re ta i l ou t l e t fo r l iquor . 
T h e r e a r e only a b o u t 2,000 golf c lubs re-
t a i l ing l iquor. 

T h e happ i e s t s ide of r epea l is shown a t 
t he golf clubs b e c a u s e t h e s e c lubs h a v e 
m a d e a good prof i t on t h e liquor and h a v e 
f u r t h e r benef i ted by s e e i n g the souse al-
mos t van i sh f r o m golf c lub locker-rooms. 


