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Golf Business Meeting and 
Beating Tough Problems 

By HERB GRAFFIS 
N unusually we I spring in many lota I-
ities and increased Operating costs 

and taxes have the golf business studying 
pressing problems and acting to solve 
them. 

T h e a t t i tude of at tacking the problems 
instead of merely whin ing and let t ing na-
ture take its course already is showing prof-
its ble results. 

C lub officials, shocked by the way weatil-
er has reduced clubhouse income while the 
payroll continues high, have seen the situa-
tion improved by en te r ta inment commits 
tees and managers pepping up clubhouse 
programs. 

As an example, one metropol i tan dis-
trict club had its d inne r business ru ined 
hy wet nights this spring. Members were 
get t ing out of the habi t of eat ing at the 
cltlb so the club began featur ing a pot-
luck d inne r 011 Thursdays, T h e manager 
and chef provided an epicurean treat as 
the only i tem on the menu and at a bar-
gain price. Wives of members began talk-
ing about it being cheaper to eat at the 
club than to cook at home. Now. there 
are 150 regulars at Thursday night d inners 
and, of course, the bar business is good. 

Course Maintenance Foresight Pays 
Flood damage to numerous courses has 

added heavily to maintenance costs. Noth 
ing can be done about that . At many 

courses new equ ipmen t and course altera-
tions to allow more extensive mechanized 
maintenance have been instrumental in 
keeping maintenance costs fairly well in 
line. Foresight of the past few years has 
paid off. 

Super in tendents in various sections tell 
f r O L F D O M that the labor supply is larger 
and of better quality than lor some years 
d u e to industry laying off men . Although 
golf clubs haven ' t been ahle to meet the 
hourly rate of pay and benefi ts such as 
paid vacations, insurance and pension 
plans and other attractions of industrial 
employment , the clubs are present ing good 
total annual wage propositions, pleasant 
working conditions and increasing "fr inge 
benefits" to course workers. 

T h e most recent wage agreement cover-
ing unionized workers on courses in the 
San Francisco area gets the main tenance 
cost pretty dose to many members ' capac-
ity — or willingness — to pay. W i t h labor 
cost being from 70 to 80 per cent of th:: 
total maintenance expense of the major -
ity of courses and maintenance cost per 
r o u n d at met ropol i tan district pr ivate 
clubs ranging f rom $2.50 to $12 a round , 
the financial phase of golf course manage 
ment now is balanced with the green 
thumb technology in de termining the ca-
pacity of the stipt. to handle a big course 
job. 
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ious by the minute . I n San Mateo Coun-
ty, Calif. (San Francisco), the county asses-
sor has announced an assessment so steep 
that eight clubs, protes t ing against the 
rate as "confiscatory," have organized un-
der the name of the San Mateo GfcCC 
Assn. to fight the assessment. 

T w o of the City of San Francisco's 
courses arc involved ill the increase of 
county taxes. Sharp Park will have taxes in-
creased under the proposed new rate f rom 
$1,139 to about $8,000 and Crystal Springs 
also will have taxes mul t ip l ied if the pro-
posed rate goes into effect. 

Of die eight private clubs which have 
uni ted to protect themselves against con-
fiscatory proposed taxat ion, California GC 
is in line for a 212 per cent increase in 
taxes and Peninsula G&CC is slated for 
a 223 per cent boost to $10,973. 

Dennis Hession, pres., Nor thern Cali-
fornia GA, has been appo in ted attorney 
for the San Mateo G&CCA. 

N o conclusion has been announced con-
cerning the Curtis bill to eliminate the 
20 per cent tax on golf club capital im-
provements. G O L F D O M correspondents 
have noted several club projects now in-
active in the hope that the 20 per cent 
tax on construction will be repealed. If 
it isn't the clubs won't build. 

Penalize Golf Clubs 
Golf clubs have had a ra ther raw deal 

on taxation in re turn for their funct ion 
as large tax producers and small users of 
tax-financed communi ty services. 

T h e instant a golf course is built it 
increases the desirability, value and taxes 
of ad jacent property. T h e bet ter the job 
the golf club does in making sur rounding 
proper ty more valuable, die heavier taxes 
the club must pay. 

T h e d u b doesn't send kids to dhhool, 
ask lor street and alley construction, clean-
ing and l ighting, doesn't require a heavy 
investment in sewerage, generally takes 
care of its own water supply a n d distri-
but ion, requires a min imum of police and 
lire protection (acreage considered), re-
quires no added equ ipmen t for garbage 
collection and doesn't burden the com-
muni ty with greater t ransportat ion and 
parking problems. It is the community 's 
biggest bargain as a tax-payer. 

In Los Angeles County, for a time, tax 
relief was granted golf clubs (£5 per re-
duction on assessed valuat ion of land and 
50 per cent reduction in valuation of the 
clubhouse) bu t that lasted only three years. 

Weather , taxes and higher costs all are 

S w i n g Club Citation 
P r o H o r r y O b i t z , S h a w n e e - o n . t h e - D e l o w o r e , 

r e c e n t l y r e c e i v e d a s p e c i a l c i t a t i o n f r o m H e l e n 

F, L e n g f e l d , U n i t e d V o l u n t a r y S e r v i c e s , f o r h is 

w o r k In p r o m o t i n g U V S - S w i n g C l u b a c t i v i t i e s . 

among the pros' problems. Rain has re-
duced pro shop sales and lessons up to 
this point but n o t the pro payroll or his 
investment. 

Shelters for pro and pupil at lesson tees 
have paid ou t this spring at numerous 
d u b s in the area where rainfall has been 
steady. T h e r e probably will be many les-
son shelters constructed in the fu tu re for 
comfort , convenience and privacy in all 
weather. 

Pros expect to put on especially lively 
sales promotion f rom now on to make up 
a good deal of the sales volume that ad-
verse weather has cost them thus far. Golf 
Christmas gift sales income developed dur-
ing the past three years by G O L F D O M ' S 
"Christmas Shopping At Your Pro Shop' ' 
plan is expected to be more strongly em-
phasized than ever before in gett ing pro 
sales volume for the year built u p after 
a slow start. T h e Christmas plan mer-
chandising has leveled out some of the un-
favorable weadier inf luence on pro sales 
and has brought to the pro shops con-
siderable business that formerly went to 
stores. 

Costs of operat ion cont inue to ptague-
pros. T h e service s tandards at first class 
clubs call for expenses of assistants, heavy 
inventory and overhead that can be justi-
fied only by large volume. T h e genera! 
tendency is to overestimate possibilities of 
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r evenue at p r o shops. 
A m o n g p r o res ignat ions a n n o u n c e d to 

go in to effect at the e n d ol this season, 
or which have occurred recent ly, have been 
some at clubs r u m o r e d (wi thou t founda-
t ion) t o have except ional ly high p r o shop 
sales v o l u m e and n e t prof i t s . 

O n widely k n o w n profess ion at, an ex-
ce l len t teacher , bus inessman and deve loper 
of golf has g iven his res ignat ion to his 
c lub . H i s s h o p o p e r a t i n g expenses are 
$18(fllXV T h e r e ' s n u t e n o u g h business at 
the c lub to justify tha t ove rhead , l i e p l ans 
to connect wi th a c lub tha t isn't q u i t e as 
"exclus ive" as his present locat ion and 
will p resen t a chance lor p ro f i t by deve lop 
n i en t of golf p lay . 

The p ros in some distr icts a r e be ing 
t roub led by the talk abou t f i nanc ing p r o 
o ld age rel ief , char i ty to ind igen t pros, 
a n d r e t i r e m e n t a n d an extensive p r o edu-
ca t iona l p r o g r a m , p lus p rov id ing legal fees 
a n d a p romote r ' s p ro f i t ou t o l increased 

prof i t s o n pro shop merchand i se . 

Officials Misled 

J his rosy d r eam o l high f inance h.ts 
exci ted off ic ia ls of some clubs tha t in 
o p e r a t i n g in the red and which want to 
get c lubhouse r ebu i ld ing projects u n d e r 
way. f h e s e off icials have been sadly mis-
led into bel ieveing the p r o shop revenue 
can solve all f i nanc ia l p rob lems . Investi-
ga t ion would have pla inly showed that 
the pros a t s u t h c lubs were m a k i n g a lair 
n e t prof i t o n their inves tment only because 
ol lesson income, car a n d car t ren ta l and . 
ut genera l , exce l len t m a n a g e m e n t , long 
hours of work and not < ba rg ing Cull salaries 
for themselves or interest o n theii invest 
•sent in inventory. 

O n e very c h e e r f u l d e v e l o p m e n t has 
s ta r ted to spread a t p r i va t e golf clubs this 
year. Tha t is the h ighly i m p o r t a n t j o b 
of educa t i ng m e m b e r s in the i r responsi-
bil i t ies and du t i e s as members . T h e situa-
tion has been tha t especially newer mem-
bers usually expec t to have no ob l iga t ions 
to a p r iva te d u b excep t pay ing the i r bills 
a n d le t t ing u n p a i d off icials a n d the staff 
work o u t the r ight answers for everybody. 


