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M a n a g i n g a club has its counterpart In 
no other industry, and when I say that, I 
do not exclude hotels. 

H o w o f ten in a board or commit tee meet-
ing have you not heard a member say, 
" W h y can't we run this club l ike a busi-
ness ? " 

Wel l , the answer to that is also the ex-
planation of w h y members can never be 
unanimous tn their opinions about your 
f ood . 

The answer is — no club is a business. 
I t is an o v e r g r o w n home. P ic ture a home 
as all of you can — adults, children, in-
laws, a i l ing aged grandparents, Irascible 
bachelor uncles, stern unbending maiden 
aunts w i th a P i l g r im ' s zeal f o r observance 
of the propriet ies; throw in a f e w "Unc l e 
Lrouies" with a propensi ty of overindul-
gence in wine, women and song. 

There you have a club; your club, m y 
club, anyone 's club. Can you run such an 
Institution as a business? Of course, the 
answer is N O . 

Use business principles, yes, use busi-
ness pract ices known to be safe , sane, 
honorable yes, by all means, but is a 
club a business? No , and It never wil l be. 

Some 35 years a g o when I managed my 
first club, I brought to It some knowledge 
o f cooking and a g r ea t love for It. F rance 
has long been accorded the premiere posi-
tion in cul inary accompl ishment in the 
wor ld. To do her just ice, i t must be ad-
mi t ted the French people know food and 
how to prepare It, but I have long con-
tended there is not a dish that has ever 
been served in F rance that has not been 
served in certa in cit ies in these Uni ted 
States as we l l or bet ter than in France. 
This, in i tsel f , is nothing to b rag about. 
W i t h the unl imited larder a t the disposal 
of our chefs here in Amer i ca , I t is to our 
eternal shame that we have to take second 
place In the cul inary wor ld. 

W e ought t o lead, but we don't. W h y ? 
Because the truth of the mat te r Is, w e are 
not natural born cooks and we p r e f e r to 
fill our s tomachs rather than to please 
them and nourish them correct ly . 

I t has been said It is rea l ly hard to ge t 
a poor meal In any part of France, I t can 

be said with equal truth there are many 
parts of Amer i c a where it is impossible 
to ge t any decent ly cooked meal. Food to 
fill your stomach, yes. I say that not f r o m 
any theory but f r o m actual experience and 
most of you have had the same experience 
in certa in parts of the Uni ted States. F i r e 
has been applied to it. so, they can say it Is 
cooked, hut that is all you can say f o r It. 
too. 

Now , one of the reasons f o r this Is the 
steady decl ine in the ar t of cook ing In the 
Amer i can home, Vou have to love food and 
the creat ion of nourishing appet i z ing dish-
es to become a real cook. Since the pioneer 
days (when cooking w a s a necessity of 
l i f e ) have long since passed into history, 
how many women take pleasure in cook-
i n g ? Isn ' t it a fac t that most women look 
f o r w a r d to eat ing as m a n y meals out as 
possible ? 

In our clubs there has been a decline of 
food. There is no use deny ing It, our mealB 
have changed and they a re go ing to change 
more. T h e y are go ing to be s impler. I look 
f o rward to the possibil ity that we may all 
have to g o to women cooks. 

The che fs of 1918-20 are today, f o r the 
most part, e lder ly men, if not just old men 
Many ret ired short ly a f t e r W o r l d W a r I I 
started. Some have died. The r e have been 
no replacements, or ve ry f ew, because of 
immigra t ion quotas. Your che fs and cooks 
f r o m Europe learned the ir t rade In a slow 
and hard school. A t var ious places on the 
continent are such schools devoted to the 
cul inary ar t alone. The youth g raduat ing 
f r om the cul inary school there a l ready 
knows his business. And, since school 
there, at least cul inary school, is a serious 
matter , and was tage of food Is just some-
th lne that Is not to lerated, you may know 
his lessons are wel l learned and are sel-
dom, If ever , f o rgo t t en . 

But, al l that was In the good old days ; 
the days be fore W o r l d W a r s One and T w o . 
Today , hardly a man of the chef class comes 
here; and whi le our cit ies and some of our 
state universit ies r ecogn i z ing our sore 
need are t r y ing to induce the Amer i can 
youth t o take up cul inary work , the results 
so f a r have been f a r f r o m sat i s f y ing . 



N o w there is the change in eating habits 
and on that count there are several marked 
changes which af fect you all. First, of 
eourse, the reduced menu. Lack of cooks 
had their hand in that, but most of all it is 
doe to a change in eating habits, and there 
is no doubt the old, long many-course meal 
is definitely a thing of the past. Few 
menus today of the table d'hotel variety 
o f fer appetizers and soups. Mostly you 
have the choice of one or the other. Relishes 
seldom go beyond celery and olives, except 
on par ty menus. F e w menus o f fer a fish 
course as well as a meat entree. Usually 
your choice of vegetables is limited to two ; 
In some clubs one vegetable and a potato 
suff ices. 

Another of the great changes is the in-
gestion of almost a full meal f rom a buf fe t 
of appetizers, hot and cold, liberally washed 
down by two or four scotches or bourbons, 
as the prelude to a party dinner, and this, 
too, has a g rea t e f fect on: 

The trend to later dinners. Now, this has 
certainly been a serious concern to all of 
you, for In the last 20 years dinners have 
been starting later and later. A t one club 
I managed, they sat down as late as 10:30 
and 11:00 P.M. Your kitchen crew, fo l low-
ing good old tradition, still returns f o r their 
evening meal at 5:30 P.M. Now, I know 
you all have that to a greater or less de-
gree. I t certainly af fects your crew, their 
tempers, their abil i ty to work the next day 
and, of course, your payroll. 

The increase of male amateur chefs in 
the home. Near l y half of the club member 
class become chefs In their own kitchens 
or backyards by donning the caps and 
aprons now sold in all sporting goods 
houses, and most department stores. 

And, while seriously I think this pastime 
is a laudable one and healthy too, some of 
these boys can really tell you just what is 
wrong with your club's cooking a f t e r they 
have cooked a f e w steaks encased in honey 
mustard and what-all , and had some of 
their hapless or helpless guests tell them, 
"Gee, this is wonder fu l ; don't see how you 
do i t . " The sad part of this change is they 
wi l l want you to put some of their special-
ties on the menu. 

Seasonings. There seems to be a well-
planned campaign to sell you people that 
cooks are not necessary any more because 
of the magic seasonings which take any-
thing cooked and real ly make It taste like 
something else. Bel ieve me, there Is no 
magic which will make a piece of cow beef 
taste like prime steer, and what goes for 
steer meat goes all a long the line. 

I, of course, know that the problems 
presented by rising food and labor costs 
rest heavi ly on you all. I have no magic 
seasoning to of fer, no formula to help you 
on labor costs, which are up as much as 

200 per cent of pre-war levels, but on food 
costs, you are the master of your fate. 
Food costs can be controlled, and In our 
kindred industry, the hotel business, today 
as never before, management is concern-
ing Itself with these costs; adjusting sell-
ing prices so they will ge t a fa ir return 
on their costs, and you can do It too. 

If your volume of business permits, I 
would counsel the engagement of a food 
control system f rom Horwath & Horwath. 
or Harris Kerr Foster. I t will pay for it-
self not only in money but In hours of 
worry and headaches saved f o r you, for 
they will furnish you the facts and figures 
to show you and your House Committee 
how much to get f o r your food. Then, if 
your committee won't face the facta and 
raise your menu prices to the level desired 
lo make the percentage you need, your 
committee has the blame on their 
shoulders, not yours. If your club won't 
authorize outside help for this purpose, put 
in your own food costs control. Make tests 
and make them often, as experience has 
taught me a price established by a test on 
loins or ribs f rom one butcher may be out 
of line wi th another. The fac t remains I 
have in my portfol io here 12 or 15 tests 
made on ribs and loins. Some of them were 
made within a day of each other, one set 
of ribs f rom one house and another set 
f rom another house. The costs of them 
vary on a slice of roast beef as much as 
ten cents per portion. 

I was asked how that was possible. I t 
was possible because critters don't all grow 
in one mold. They are all different. Have 
your specifications and make your butchers 
stick to them. Keep on making tests In 
your kitchen on entrees, on whole meals, as 
well as steaks and chops. I t is the only 
way you can price r ight and thus keep 
your food costs in line. Control of food 
costs Is the one factor in club restaurant 
operation you can absolutely deal with. 
Know your costs. It may help you hold 
your job, 

I am going to digress for one minute 
here f o r the reason there are many people 
that really want to know these things. 
W e strive in the Kansas Ci ty Club for 45 
per cent food costs because we have de-
termined with 45 per cent food costs on 
our volume we can make money in our 
restaurant. W e have kept it low enough 
to make a profit on It in the last 15 months. 
The 12 months before that we lost our 
shirts and then we started putting In the 
food cost control. Soon we began going to 
the house committee and saying, "Here is 
the price of this piece of steak. I f you 
want to sell it for the price we are selling 
it we wi l l lose money in the restaurant, 
and we arc losing it. I t is up to you. You 

(Continued on page 94) 



H A N D E E T O O L 
O F 1001 USES 

O n * Too J f o r eve ry j o b 
a r o u n d p r o i h o p e n d c l u b -
house. I n i t i a l c l u b s - s m o o t h 
n icks o u t o f i rons e n d 
faces o f w o o d c l u b s e n d 
f o r r e f l n l s h l n g o p e r a t i o n s . 

The H e n d e e f t a lways 
r e e d y w i t h s m o o t h , s teady 
p o w e r t o g r i n d , d r i l l , p o l -
ish, r o u t , t n g r a v e . c u t , 
c a r v e , sand , e t c , H a n d e e 
does af t these o p e r a t i o n s 
o n a l l k inds o f m a t e r i a l , 
m e t a l . a l l o y , p l a s t i c , 
w o o d , e t c . 

G e t a H a n d e e , f i r s t t o o l o f its k i nd — t o d a y ' s f ines t , 
a n d b e sure o f r u g g a d n e s s , d e p e n d a b i l i t y , l o n g l i f e a n d 
c o o l r u n n i n g . A C o r D C 25,000 r . p . m . W e i g h s o n l y 12 
ox i . Easy t o carTy a n d use. Ba lanced f o r p e r f e c t pe r -
f o r m a n e a. 

N E W L O W P R I C E S 
H a n d e e o n l y , w i t h 7 accessor ies , 
$ 1 9 , 9 5 . C o m p l e t e H a n d e e K i t w i t h 
51 accessor ies , $ 2 4 . 9 5 . O r d e r To-
d a y . Sent p o s t p a i d . S a t i s f a c t i o n 
G u a r a n t e e d ! 

CHICAGO WHEEL & MFG. CO. 
I IS) W . M o n r o * S t . , D t p * . 6 . 

C H I C A G O 1, I LL . 

FOOD COST CONTROLS 
(Continued from page 46) 

say you want the restaurant to break 
even: so do L If you want my restaurant 
to break even you must give me a chance 
to make it break even. If you want to 
subsidize the restaurant that is all right, 
but you will have to raise your dues in this 
club because the dues in this club don't 
pay the cost of overhead." 

That answers another question that I 
heard. Somebody said, "Can you set up a 
budget to cover your overhead ?" Of 
course you can. The overhead Is there and 
the dues should cover It and nothing else 
— but, they should cover the overhead. 
When they don't cover the overhead you 
either have to raise your restaurant prices 
and bring prices to the point where they 
will return you a profit or else raise the 
dues. 

Feature cheaper dishes on your menus. 
Feature some as specials to take away the 
stigma of the lower prices. "Today's Spe-
cial" will sometimes sell a fellow at the big 
tables who otherwise wouldn't order such 
an item because of "keeping up with the 
Jones's," I think you know what I mean. 

Inventory turnover, that feature of all 
well-run establishments, too. can be ac-

Oon't let spikes r u i n 

your clubhouse floors. 

Install PNEU-MAT RUN-

NEKS in locker rooms, 

corridors, pro-shop — 

over any flooring be-

ing "chewed up" by 

spikes. 

PNEU-MAT 
RUNNERS 

• The choice of leading golf clubs 
• Spike-resistant, tough 
• Provide soft cushion under foot 
• Save valuable flooring from destruction 

Writs TODAY tor complete defotls! 

S U P E R I O R RUBBER MFC. CO.Jnc . 
122 CAST 25th ST. NEW YORK, N.Y. 

Boston • Chicago 



complished w i th the help of f ea ture Items, 
" T o d a y ' s Spec ia l " boxes on the menu, clip-
ons, and so for th. Once In a whi le you wi l l 
have to d isregard your indicated sell ing 
pr ices and fea ture i tems be low your regu-
lar price. Somet imes House Commit tee 
pol icy wi l l compel this, but in the long run 
if those sort o f f ea ture i tems Increase your 
vo lume of business, and your menus feature 
your low-cost prof i table I tems too, you wi l l 
come out all right on your over-al l food 
cost. 

A l o n g w i th your f ood cost control g o 
the statist ics as to meals served, portions, 
and so forth, all o f wh ich wi l l help you 
w i th your buying, help you keep your in-
ventory down, help your cooks in knowing 
quantit ies needed f o r preparat ion, tell you 
the Items that sell, those that don't, and 
so for th. 

I have a lways f e l t our b ig j ob was to 
Intel l igently present our case to the House 
Commi t t e e and Board w i th figures they can 
not brush aside. T h e fa l l acy that club dues 
call f o r club restaurants to sell food a t 
l ower pr ices than compet i t ion still persists 
in the minds of some club members, whi le 
nothing is fur ther f r o m the truth in most 
cases. Put them on the Boards of clubs 
and on the House Commi t t e e and I think 
e v e r y one of you know that the minute 
they ge t in a Board mee t ing or House 

Exciting 

NEW INSOLE 
SELLS ON 

SIGHT! 

LIKE 
WALKING ON 

PILL0WS1 

M o d e of 

l a t e x F o a m ! 

M i r a c l e of Foot 

E a s e ! 

D-Scholl's 
A1RPUIO INSOLES 

Advertised in LIFE, SATURDAY 
EVENING POST, LADIES' HOME 
JOURNAL, AMERICAN WEEKLY 

WESTERN GOLF CART 
New Improved Principle 

Eaiy to Fold . . . no locks 
levers or springs 

Hera's a 
light-weight 
golf cart that 
features a new, 
simplified folding 
method. Your cus-
tomers will prefer it. 

CAecJc t/reie important points: 
* L o r g e b e l l b e a r i n g 

wheats 
• W i d e pneumatic 

rubber tires 

Write far additional 
t or motion and prices. 

WESTERN 
GOLF CART 

521* N. E. Sacramento Portland 13, Ore. 
Deafer Inquiries Invited 

A new red-hot seller with the faslest turn-over 
you've seen in n long, long time. Instantly con-
verts any golfer's shoes into air-vent.its led. air-
cushioned aboee. Such walking ease never before 
known. Every user tells others about them! 
Dr. Scholl's A I R - P I L L O INSOLES are beauti-
fully cellophane packaged . . . have strung eye 
nnd loel appeal. Come packed in sturdy wire 
display container, holding 3 dozen pairs, in as-
sorted sizes. Men's 7, 8. 9, • 
10, l l , I 2and Wo men's sizes, . 
5, 6. 7. 8, 9. Complete, 
only $14.40. 4 

W H O L E S A L E 
$ « . SO D O Z E N 

G e l I n On T h i s 
Sales Bonanxu. Mail 
us your order N O W 1 

THE SCHOLL fc , ' 
MFG. CO. , Inc. 
213 W » l Schiller St.. 

Chirngo lU 
62 Wert Hlt> St reet, 

New York 11 



CHAMPIONS 
DUKABLE mai» are CHAMPI-
ONS for use in lobbies, hallways, 
pro shops, looker rooms, shower 
room*, unit kitchens. They're al-
ways safe and dependable and 
give longer life. 
DUKABLE Tee-Mats arc CHAM-
PIONS for use on any tee driv-
ing range or golf course. They 're 
lough. They last for years and 
years even under the roughest 
use. 
l.H Mat I v tell you about the 
"F ines t Mais Made" . Mail the 
coupon today. 

MAT COMPANY 
Ti N. Pleainni It. 1916 1 Ath tot, l.W. 

HORWALK. OHIO iEATTlE 4, W»JH 

Hear Malt?:* 

Please «rnd tiJt in fo rma-

lion on iiinl*, f o r 

Commi t t e e meet ing they lose all the busi-
ness sense they eve r had. 

N o w , you lake this food cost control 
and these statist ics so you can know your 
prices and know wha t you are ta lking 
about. Go Into the mee t ing and Just 
resolutely tell them, "These are the f ac ts 
of l i fe , gent lemen. You can't dispute this." 
Y o u wi l l g e t a long a lot bet ter i f you have 
some f e l l ow tell you In there that ' he don't 
see w h y you w i th your possibly $200 a day 
business can' t sell someth ing as cheap as 
the hote l that has $1000 a d a y business. 

K n o w your food costs, have your prices 
set to break even o r re turn a small profit, 
f o r in most clubs you wi l l find your dues 
are not ca r ry ing the overhead expenses 
they are supposed to cover . Give some 
thought, too. to the combining of food and 
liquor results. Mos t hotels today do this, 
a l though separate schedules o f each de-
par tment ' s revenues and expenses are also 
kept f o r management In format ion. 

I r emember a f e w yea rs a g o we go t out 
a f o rm of standard account f o r c i ty clubs 
and you have also had one f o r country 
clubs. W e did a separate account ing in the 
restaurant and bar, l ike country clubs al-
w a y s did but we have one sheet that com-
bines the two toge ther and w h y not? The 
successful restaurants in your town sell 
food and liquor, they hire chefs, cooks, 
waiters , cashiers and e ve r y th ing and when 
they m a k e up their results a t the end of 
the month they take the cash reg is ter 
tapes, that is their receipt, and they m a k e 
a prof i t and they put you f e l l ows a t a dis-
advantage because somebody on your 
board says, "Joe 's Res taurant down here 
makes a profit, why didn' t y o u ? " 

If you could say to him, " A l l r ight , throw 
into m y restaurant depar tment also the 
receipts f r om the bar and then let 's see 
w h a t w e are do ing . " The one good excuse 
f o r you to do that, and the log ical excuse 
and the necessity f o r do ing it Is: how much 
of the l iquor do you serve in your club by 
your wa i t e r s ? In our c l u b ' t h e largest 
amount of our l iquor sales goes through 
our banquet department and, therefore, if 
we w e r e f o l l ow ing out the old system in 
its en t i r e t y the serv ice o f al l that l iquor 
would be credited to the bartender, the 
head bartender 's depar tment and no part of 
it to our restaurant, but our restaurant is 
pay ing the wagea o f serv ing 60 per cent of 
the l iquor business that Is being done In it, 
including everyth ing . T h a t Is the reason 
why one should keep that schedule and 
have the club used to g e t t i n g the figures 
that w a y so they wi l l know w h a t la be ing 
done. 

Remember , there a re Just three w a y s 
you can bet ter your opera t ing results: 

First: Increase prices 
Second: Increase vo lume 
Th i rd : Decrease costs 



1 9 5 0 LINE 

Tee off to greater p r o f i t s . . . 

/ w i t h THE Kjyydon 
J • Bock your experience with tCROYDON'S yreot new line of golf clubs, bolls ond 
i accessories fashioned for top-flight performance 

• The KROYDON T950 line wil l help you moke money three ways, In the tournoments 
— tn your shop—By having satisfied members. 

Kroydon Woods 
Dist inct ive ly d e s i g n e d for 
power and beauty, to please 
A l l GOLFERS 
Kroydon 6/asters 
Designed to gtve you easy lift. 
Kroydon Balh 

Compression tested. Built for dis-
v ranee, accuracy and durability. 

Kroydon MuseJe Bock Irons 
Compact heods, concentrated weight, for 
more distance, less effort , 
Kroydon Puffers 
KROYDON Syn-kroy-nizer, Aluminum 
and Blade putters save strokes. 
Kroydon Accessories 
Quali ty bags, hand tai lored gloves, 
var ied selection of head covers. 

Your Pro Shop disptoy is not complete without 
the KROYDON line. Wr i te for catalog. 

K r o y d o n C O M P A N Y 

M A P L I W O O O , N E W 

Clubs can se ldom Inc r ea s e v o l u m e be-
cause p a t r o n a g e is l i m i t e d b y m e m b e r s h i p 
p r i v i l e g e s b e i n g l im i t ed . T h e r e is l i t t l e o p -
p o r t u n i t y f o r y o u t o d e c r e a s e expenses , a l -
t hough s o m e t i m e s t h e r e is a poss ib i l i t y 
here , but in t h e m a t t e r o f p r i c es , the r e is 
much y o u can do i f y o u k n o w y o u r cos ts . 
H a v e t h e figures t o b a c k y o u up a n d t h e 
c o u r a g e to s h o w y o u r H o u s e C o m m i t t e e 
and y o u r B o a r d w h a t y o u r coa t s a r e a n d 
w h y y o u r se l l i ng p r i c e s shou ld b e increased , 
w h e n such Inc reases a r e i nd i ca t ed . 

T o m y m i n d t h e c lub is no t In the m e r -
c h a n d i s i n g o r p r o p a g a n d a bus iness . Y o u 
run a c lub f o r a c e r t a i n spec i f i c n u m b e r o f 
m e m b e r s , you o f f e r y o u r w a r e s l o t h a t 
m e m b e r , n o t l o the publ ic . T h e r e is no need 
f o r y o u t o t r y t o g o out and sna r e o the r 
bus iness o r t r y to induce a m a n w h o p a y s 
his dues t o c o m e d o w n t o t h e cluh w h e n 
he doesn ' t w a n t to. 

S P E C I A L for M I N I A T U R E C O U R S E S 
T w o way putters t both blade and center 

shafted type* ) with nl 1 wieel aim ft, 
r o h h ^ r t ' r i j i a n d t i ronge head . . . f l . T S m . 
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RETRIEVER 
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Halt's ih* new qoll ball relrtevst 
•wsry qolJcr wonts, Tb* special "law Action' 9 1 j 
trap etoemq r*tH(*M any hord-to-q«i cfoll ball you can i w 

Ffliy to cell--Pays lor it**1f tn on* Mason, 
PIK UP oddi p)«otuf» and enjoyment to every 
qcmt of qoll No set ol clubs » complete without PTK-UP 

All Aluminum. Sturdy Construction, Retail* al $6*95. 
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