
Tbe Country Club $ 

Clubs Should Take Hardheaded 
Look at Needless Services 

By CARL JEHLEN 
Club Manager, Baltusrol, Spr ingf ie ld , N. J . 

(Second of Tko Articles) 

W e keep a very close watch on ex-
penditures for sand ,seed, gasoline, paper 
towels and postage stamps, to name a few. 
W e see that heat is reduced when not 
needed and lights turned off where not 
necessary. We get competitive quotes 
when purchasing supplies.. 

Everyone is keenly conscious of ever 
rising costs, not only in club operation, 
but in our private lives. I f we are to get 
full use of the club dollars, we must be 
alert to all controls inherent in the pur-
chasing and issuing of supplies. Still, we 
do not spend even half as much for these 
operating expenses as we do for payroll. 

Controls Needed Here 
The cost of goods sold is not of primary 

importance to us except that it plays 
some part in club dollar expense. All the 
requirements of purchasing and issuing 
that apply to departmental supplies, apply 
at least as strongly to salable goods, par-
ticularly since these goods are so critically 
susceptible to conversion to unauthorized 
use. Poor control or security in this area 
can lead to the loss of many vitally needed 
club dollars that go out " the back door". 

W e find that 6 cents o f every club 
dollar goes for rent, taxes and insurance. 
Although this is an area where we are 
able to exert the least influence for control, 
it is desirable that we briefly consider 
these items to understand what influence 
they exert on overall c lub operation. 

This is a good time to clarify a point 
concerning all of our figures in general. 
T h e percentages that we are examining 
are the average figures for n group of SO 
clubs. Chances are you wouldn't find one 
particular club among the 5 0 whose actual 
percentages exactly duplicate those of the 
average, T h e reason for this is obvious. 
T h e exact cash need of each area of your 
club operation is dictated by the type of 
physical plant you operate, whether it is 

newly constructed or has been in exist-
ence for many years, whether it is large 
and sprawling in its area or is compact 
and built for minimum usage. Your dis-
tribution also depends on the facilities 
provided, whether for just food, bever-
age and golf, or expanded to include 
many other activities such as swimming, 
bowling, squash, tennis, riding, rooms, 
etc. 

Depends on Policies 
Your distribution depends upon the 

policies set by the board of governors and 
members as to whether you shall operate 
an economical low budget club directed 
toward low expenditures and simple serv-
ice, or whether your policy is to provide 
everything for the member, i.e., elaborate 
service and top quality appointments. 

Your cash requirements also are deter-
mined by your club capitalization, i.e., 
" R E N T " , If you own your land and build-
ings free and clear most certainly you will 
have more available cash for distribution 
than if you must nay interest and princi-
pal on a million dollar mortgage. If you 
own a great number of acres in an area 
where real estate is expensive and taxes 
are high, tbe demands on your club dollars 
will be greater than if you own only small 
acreage, or are out of the area of high 
real estate taxes. 

Personal Research 
To give greater emphasis to where the 

the club dollar goes, I did a bit of re-
search on club dollars expended, exclu-
sive of restaurant and bar operation, over 
the past 3 0 years at Baltusrol. I found that 
for the past 10 years operating expendi-
tures have averaged $ 3 5 7 , 0 0 0 a year. For 
the previous 10-year period {1942 to 1951) 
average expenditures came to $ 1 7 1 , 0 0 0 
a year or just about half as much. From 



Get beauty teamed with durability and cleaning ease. 
That's Magic Fluff, I t comes in a rich, oriental color 
blend to suit any decor. All orders are custom made to 
fit individual floor areas. Write lor a Special Trial Size 
Magic Fluff Mat Sample . . . 17" x 32" $5.00 postpaid. 
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1 9 3 2 to 1941, the average operating ex-
penditures amounted to $ 1 1 8 , 0 0 0 a year. 
For the I 9 6 0 to 1961 fiscal period, ope-
rating expenditures, exclusive of food and 
beverage operations, total $427 ,000 — 
about 3 0 0 per cent greater than in 1933 
when the total cost was $ 1 0 7 , 0 0 0 . 

In an analysis of unapportioned ex-
penses, I found that in the three major 
divisions of clubhouse, golf and admini-
stration, expenses are all up an average of 
3 0 0 per cent. Surprisingly, the only ex-
pense of operation that has not increased 
proportionately are real estate taxes. They 
are up "only" 150 per cent . Simply stated, 
it costs $4.00 today to do the same job 
that could have been done for $1 .00 thir-
ty years ago. 

Lag in Dues 
Have membership dues kept abreast of 

the times? Indications arc that they have 
not in comparison to what they were three 
decades ago. During the early '30s, dues 
were adequate to pay the full cost of ope-
ration, and departmental operations need 

only have been operated on a little more 
than a break-even basis. Today, as was re-
ported in the M.C.A. report, dues only 
comprise 6 2 per cent of total income. 
T h e other 3 8 per cent now is being pro-
vided by departmental income from rest-
aurant, bar, tobacco, room rentals and 
playing fees. 

It is questionable, if this supporting net 
income can be increased to meet increas-
ing costs of operations. Whether it can be 
maintained, especially in view of the re-
cent publicity given the Internal Revenue 
Service's ruling on unrelated income from 
non-member functions, is debatable. This 
ruling will have the effect of restraining 
the accommodation of non-member tourn-
aments and social activities at our clubs, 
reducing our operating departments' gross 
income. 

No O t h e r G h o i c e 

Therefore, if the inflationary trend con-
tinues, and all indications are that it will, 
it will become mandatory that additional 
revenue be provided from membership 
dues, fees and assessments. Here we will 
eventually meet resistance from our mem-
bership. Whether we wish to recognize it 
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or not, it will be there to be dealt with. 
What alternative is there to be considered? 
As I see this situation, we must develop 
ways and means to more effectively con-
trol expense, and to give attention to areas 
that oftentimes are overlooked completely. 

One such item is unemployment insur-
ance. In most cases the highest experience 
rate is being paid due to the nature of 
club operations and the fluctuations of sea-
sonal employment. However, this should 
not halt efforts to contest payments of 
unqualified applicants. If surveillance is 
maintained it is very likely a reduction 
in the rate can be obtained. Similarly, the 
experience rating for workmen's compen-
sation insurance, if improved appreciably, 
also will result in savings in premium rates. 
Frankly, there are occasions when 1 feel 
that club officials and department heads 
place too much emphasis on the necessity 
for larger budgets and bigger spending. A 
more realistic thing might be hardheaded 
study of unnecessary phases of club serv-
ice and the deletion thereof to effect 
economies that would benefit every mem-
lier and not just a few . . 

I would like to read some excerpts from 
some articles about country clubs that I 
read while preparing my text for this talk. 
T h e trend of each one was nut very opti-
mistic. On December 28th (1961), you may 
have seen in the Wall Street Journal these 
headlines: "Ailing Country Clubs — Many 
Hit By Rising Costs. Mismanagement, 
Overzealous Promotion." 

In the USGA Journal last year, there 
appeared two articles from which I quote: 

"Country Clubs came a tittle closer to 
making ends meet in 1960 than in 1 9 5 9 
as a result of rather substantial increases 
in dues income.'' 

These quotes are from only two public-
ations, but they give you a pretty clear 
idea of what I am trying to say. 

Should Copy Oakmont 
Notwithstanding customary criticism of 

the speed of Oakmont's greens. Lou 
Scalzo maintained the record of highest 
standard of maintenance set by his prede-
cessor, the late " D u t c h " Loeffler. Paul 
Erath, pro-supt. at Laurel Valley G C , 
Ligonicr, Pa., whose experience in the 
Pittsburgh area goes 'way back, says that 
H. C. Fownes, designer and builder of 
Oakmont, did one of the finest building 
jobs in golf history. Erath says that the 
drainage of greens, fairways and tees at 
Oakmont is better than that of many first 
class courses being built today. 

RESEARCH KEEPS PACE 

with CLEARY PRODUCTS 
For Better Turf 
Keep your greens and fairway turf healthy 

this summer with 

n i l A C The Proven Herbicide-Fungicide! Re-
r l V l n O member there is only ONE, the original 
patented product of W. A. CLEARY Corp. 

Apply now and insure turf protection all summer 
Jong, surely, economically. PMA5 is your most 
economical controlling agent for BOTH Disease 
and Crabgrass. Spray 1 qt PMAS (in 50 to 75 gals, 
water) per acre once every 7 days throughout the 
warm weather. Many superintendents add IVt 
lbs. ferrus sulphate (iron) with PMAS to maintain 
turf vigor during the hot "POA (going out)" 
season , 

CADDY tho or ig inal liquid Cadmium Tgrf 
Fungicide 

Contains 20.1% Cadmium Chloride. G a s i into 
solution quickly and surely. Mo residue in spray 
tank. Specific for DOLLAR SPOT, COPPER SPOT, 
SNOW MOLD and FUSARtUM PATCH. 5afely and 
economy at 1 oz. per 1,000 iq . ft Widely tesud 
for disease conlrol, CADDY ii the original liquid 
Cadmium. 

OTHER CLEARY PRODUCTS FOR BETTER TURF 
SPOTRETE 
METHAR 

PM2, 4-D 

ALL-WET 
THIMER 

A M S 2 4 0 

SUPER METHAR 

75% Dry Thlram Fungicide 

Highest concentration of DSMA-Disodi' 
um Methylarsonate for Crabgrass end 
Dallisgrass lit both liquid and powder. 

Phenyl mercury 2,4-D dichlorophenoxy* 
acetate for selective weed control* 

Makt-s water "wetter" for better pen-
etration in all turf areas, especially 
thatched or compacted areas. 

A broad spectrum fungicide combining 
Thlram and Organic Mercury In a wet* 
table powder form. Packed In pre* 
measured 20 ox. cans, 12 te a cose. 

Amine Methylorsonate plus 2f4D liquid 
for DalHsgross, Crabgrass and weed 
control. 

Amine Mettiylarsonate, liquid, for 
Crabgrass and Dallisgrass control. 
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