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Keep the house 
accounts live 

There are many ways to 
attract members back to your 

club that spell the difference 
between profit and loss. 

F e w clubs can boast of such substan-
tial and active patronage of the club-
house and a resulting goodly volume of 
monthly billing to the extent that a 
constant campaign to build business is 
not necessary. 

Some of the larger metropolitan dis-
trict clubs estimate that inactive house 
accounts mean a loss of gross business 
averaging several hundred dollars per 
inactive member each season, and are 
constantly engaged in a drive to get 
these inactive members to patronize the 
club more. Their membership committees 
give preference in admission to those 
whose house accounts will be alive. 

With the smaller clubs the loss of 
possible profit resulting from lack of 
house patronage often reaches the point 
where "sleeping sickness" seems to attack 
the entire enterprise. Members lose inter-
est, the course deteriorates, and the 
club runs into assessments that are al-
most ruinous. 

The observant president, house chair-
man and manager get a danger signal 
when they note that members' luncheon 
and dinner business is going to commer-
cial establishments when it really belongs 
to the club. In finding the reasons for 
this loss there are two fields for investi-
gation. The first question that arises 
concerns the quality and service of the 

club meals. Correct buying, proper 
kitchen operation and careful training 
of the dining room staff keep every 
manager "on his toes" but even when 
this work is done it is futile unless 
there is complete and energetic coopera-
tion from the house committee in "sell-
ing" the club to its members. 

The usual meal service, the dinner 
dances and holiday parties, constitute the 
regular run of house business with a few 
Rotary, Kiwanis or other club luncheons 
thrown in when the club policy and the 
action of a few club members combine 
to get this additional revenue. ring 
the last couple of years there hay been 
an increasing amount of bridge luncheon 
business that has aroused club officials 
to the possibilities of making more of a 
"play" for women's patronage of the club. 

How Charlotte Does It 
At Charlotte, N. C., the country club 

impresses the visitor as having far more 
than the usual number of members as 
active patrons of the club's house ser-
vice. Some of the plans that Charlotte 
employs in creating this lively interest 
are described by H. M. Wade, president 
of the Charlotte Country Club: 

"We have a committee of women from 
the families belonging to the Charlotte 
Country Club, that is known as the 
Ladies' Entertainment Committee. We 
budget to this committee a certain sum 
of money to be spent by them in order 
to increase interest on the part of the 
women members of the club that they 
may use the club for their events. On 
each Tuesday there is a ladies' luncheon, 
bridge parties in the morning and after-
noon. The ladies' committee, under their 
budget, employs an expert bridge teacher 

Continued on page 72 

Managers today face the problem of what 
to do about club members who rarely ever 
visit, much less run up active accounts 
for food, beverages and other services. 
This article from the June, 1927 issue of 
GOLFDOM shows how managers in several 
major clubs planned special features, and 
encouraged visits by lady members through 
promotion of bridge parties and other 
special events. 



RANGE 
OPERATOR 

Could your range ball pur-
chases make a difference in 
your PROFIT if you SAVED A 
DOLLAR OR MORE ON EVERY 
DOZEN? 

You can do this with MCLAUGH-
LIN REBUILT BALLS, or let us 
rebuild your culls and put them 
to work for you. 

THERE HAVE NEVER BEEN RE-

BUILT BALLS LIKE THESE AVAIL-

ABLE BEFORE. TRY THEM -

They LAST AND LAST, as in-

creasing numbers of range 

operators are discovering. 

YOUR PRIVATE BRAND 

SOLID YELLOW COVER 

AVAILABLE 
TOP QUALITY 

ALL NEW CONSTRUCTION 

PRO SHOP BALLS 

HUGH J. MCLAUGHLIN & S O N , inc. 

614 N. Indiana Avenue, Crown Point, Indiana 
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to give complimentary bridge lessons in 
the morning and to serve as hostess in 
the morning and afternoon when bridge 
parties are being conducted. 

"The result is that practically every 
bridge party that is given in Charlotte is 
given at the Charlotte Country Club, 
not only on Tuesdays which is the day 
set aside for this particular activity but 
on other days as well. On Tuesday the 
club is full of women, morning 'til night. 

"Then on Thursday night of every 
week we serve a special dinner and the 
hostess who has charge of the Tuesday 
activities is also hostess for Thursday 
night. The women, their husbands and 
guests get together after dinner and 
have a bridge tournament, all under the 
control of the hostess who is an expert. 

"Our dinners on Thursday night are 
attended by 75 to 100 people. 

"I put this plan into effect about 18 
months ago and I have found it to work 
admirably. The women are very much 
interested. The general committee of 
women appoints a special committee to 
have charge of activities each month and 
there is quite a rivalry to see which is 
the most active month in social activities 
at the club, participated in by the ladies 
and their friends. 

"We also have a young men's commit-
tee, known as an entertainment commit-
tee for young people, which has charge 
of all the dances of the club. The club 
gives a dance every Saturday night. These 
dances are given free by the club, with 
the club paying for the music as this 
committee of young people is also bud-
geted and they, under their budget, pay 
for the music and other entertainment. 
The club, through them, gives a free 
dance every Saturday night. Before the 
dance, however, at least 100 members 
of the club and sometimes more than 
that come to dinner and therefore pa-
tronize the dining room in this way. 

"We encourage the giving of private 
dances at the club by members and 
we make it as comfortable and pleasant 
for them as possible. They pay the club 
a fee for the use of the club on the night 
of their dances. 

"We have a wonderful golf course and 



I expect we have 400 members playing 
golf. All of these people play very system-
atically and of course they patronize the 
various activities of the club while they 
are there in connection with golf. 

"Last year the Women's Southern Tour-
nament was held in Charlotte. This year 
the Men's Southern Tournament will be 
held here. Events of this character also 
help to make the Charlotte Country 
Club the meeting place for practically 
all social activities in the city. 

"It takes a lot of work, a lot of com-
mittees, but everybody is pulling for the 
club and before you hear from us many 
more years we will build a beautiful 
$ 3 0 0 , 0 0 0 clubhouse." 

Oscar Broyer, assistant secretary and 
manager of Sunset Hill Country Club, 
finds that the club's swimming pool 
is a good magnet for club business. Sun-
set Hill is in a St. Louis suburb and 
a pool naturally is a great attraction 
after a hot morning spent in the broiling, 
bustling metropolis. 

The swimming pool is 115x35 feet. 
It is for the use of active members and 
their guests. Several times during the 
summer the club holds water carnivals 
to which it invites its associate members. 
These always are well attended. 

Sunset Hill has 450 active and 1,200 
associate members. The club has found 
a two night a week dinner dance sched-
ule pleases the members and gets busi-
ness for the house. On Wednesdays and 
Saturdays they have dinner dances at 
Sunset Hill from 7 p.m. to 1 a.m. 
A reasonably priced table d' bote dinner 
is served. Attendance ranges from 175 
to 635 at these events. 

Broyer tells of other phases of the 
Sunset Hill plan for making the club 
a popular rendezvous for its members: 
He says: 

"On Sunday nights we have a concert 
of classical and light opera music for 
the benefit of those who do not care to 
attend the dinner dances and want to 
get away from jazz music. Attendance 
ranges from 125 to 385. 

"We set aside Tuesdays as Ladies 
Day, when our members' families who 
are entitled to the privileges of the club 
entertain their bridge clubs, etc. We 
have had as high as 485 women attending 

Continued on next page 

MORE SERVICE & PROFIT 
IN THE LOCKER ROOM 

with 
Comple te Shoe C l e a n i n g / S h i n e B a r * 

* A n y o n e can o p e r a t e 
* Handles shoes, bags, al l leather 

items . . . a n d a l l colors 
* 5 times faster service than h a n d 

work 

Write for full information direct to: 

ADVANCE TOOL CO. 
P.O. Box 25394, Los Angeles, Calif. 90025 

For more information circle number 104 on card 

GOLF COURSE 
ENGINEERING 

1. Irrigation Systems for 
fairways, tees and greens. 

2. Drainage and water supply. 
3. Storage Ponds. 
4. Fire Protection Systems. 
5. Pumping Systems. 
6. Lighting and Electrical Systems. 
7. Additions and Modernization. 
8. Feasibility Studies. 
9. New Buildings. 

10. Lightning Protection. 
11. Specifications and Bid Analysis. 
12. Project Supervision. 

H A L E & K U L L G R E N I N C . 
613 E. Tallmadge 5731 Gulf Freeway 
Akron, Ohio 44309 Houston. Texas 77023 

For more information circle number 105 on card 



for a good g r i p - a better game 

421 W. Ewing Ave. 
South Bend, 
Indiana 46614 

For more information circle number 187 on card 

CLARO LABORATORIES 

Are you of the tradi-
tional or modern school 
of thought? We fea-
ture awards, modestly 
priced, yet of the high-
est qual i ty . Do you 
need your trophies to-
morrow? Next week? 
Next m o n t h ? Your 
wish is our command. 
Write for free catalog. 
Over 2 5 years exper-
ience at your service. 

FJportsIJwaros 
C U V» F* A /V Y 

4 3 5 1 N . M I L W A U K E E A V E . 
C H I C A G O , I L L I N O I S 6 0 6 4 1 

T E L E P H O N E : 2 8 2 - 8 0 6 0 
For more information circle number 152 on card 
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on that day, taking advantage of out-
bargain bridge luncheon at $1.25 per 
plate, which on other days would cost 
them from $1.50 to $1.75 per plate. 

"Once in a while we have the Colonel 
from the flying field land a large dirigi-
ble on our grounds. This attracts and 
pleases our members." 

Although a little additional work is 
required from the force a breakfast event 
holds forth possibilities from the view-
points of increased revenue and interest, 
when there are enough members living 
near the club to permit anything like this 
on the program. 

The Clearview Golf Club at Bayside, 
Long Island, has formed a breakfast club 
under the leadership of President Vincent 
Maguire. Some of the members living 
near the club have arranged to play 
nine holes every morning, beginning at 
7 a.m. The players are organized into 
two teams, the losers paying for the 
breakfast. The schedule is worked out 

F E R D I N A N D G A R B I N 

Golf Course Architect 

M e m b e r A m e r i c a n Society 
of Golf Course Arch i tec ts 

R.R. 2, Box 186 
Export, Pennsylvania 15632 

Tel. 412-327-4704 

For more information circle number 116 on card 

GEOFFREY S. CORNISH 
Golf 

Course 
Architect 

Fiddler's Green Amherst, Mass. 

Phone: 413-253-3913 

C l a r o N o n - S l i p is a s m o o t h 
grip c r e a m . It g ives you a t ruer , 
more c o n f i d e n t feel of the c lub. 
It a s s u r e s a f i rmer and more 
posit ive gr ip . Unaf fec ted by per-
spirat ion, o n e appl icat ion lasts 
a f u l l r o u n d . 
J u s t 50 c e n t s at 
pro s h o p s . 

H e r e ' s a n o t h e r invisible g l o v e — t h e 
C l a r o R o s i n Bag. Specia l ly c o m -
p o u n d e d to be tacky but not st icky. 
O f fe rs s a m e advantages a s C l a r o 
N o n - S l i p — o n l y 50 cents . 



so the players can complete their nine 
holes, enjoy breakfast and catch a 
suburban train to New York on an easy 
time basis, arriving at their offices at the 
usual hour. • 

MANAGING Continued from page 37 

ing up those on the first tee. 
One course that met most of the basic 

requirements was so botched up in lay-
out that a quick look was all it took for 
National representatives to refuse to have 
anything to do with it. 

Course marshals are standard fixtures 
in the National scheme, and are em-
ployed whenever the traffic warrants, es-
pecially on weekends. 

These design factors mostly enhance 
the contributions of employees, which is 
what National management seeks. To 
coordinate the three sides of the manage-
ment function, National insists on a meet-
ing every week between the golf pro-
fessional, the club manager and the 
superintendent. At these sessions they 

look ahead for the next week, and each 
makes adjustment as necessary to accom-
modate the activities. 

Volume buying begins with fertilizer, 
which is purchased from a single distrib-
utor for the four present courses. Even-
tually, as Saunders sees it, gasoline, me-
chanical equipment and dining room 
essentials will be purchased the same 
way—even golf carts. Existing contracts 
and leases still in effect have prevented 
a rapid move in this direction. Liquor is 
the one commodity where volume buying 
offers little advantage, because State laws 
usually restrict buying to one licensee 
and often disallow volume discounts. 

National expects to enlist automation 
wherever possible. At San Geronimo the 
sprinkler system is entirely underground, 
controlled by a time clock. This elim-
inates the need for night irrigators. 

Hungate has planned his program of 
chemical application to achieve a con-
sistent nutrient level for the turf. "This 
will give us a constant growth instead of 
the feast or famine that is so common 
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T O W I T O U T ! T O W I T H O M E ! 

A L L N E W 
1966 VIBO GOLF CAR 

• No trailer needed. 
• Tow it at highway speeds. 
• 1-mlnute hook-up. 
• Big 8 % h. p. Wisconsin gasoline 

motor. 
• 8 or 9V2-inch balloon tires. 

NO BETTER GOLF CAR BUILT 

Write or call 
for detailed information. 

m f g . 5701 SECOND AVENUE 
_ _ OES MOINES, IOWA 50313 
c o - AREA CODE 515 243-2512 




