
Firm, direct management pays 
There are no committees at Carmel G & CC, Calif. While the 

system is hardly democratic, it does get things done. 

B y D O N G U R L E E 

jThey have constructed more than a 
magnificent place to enjoy golf at the 
Carmel Valley Golf and Country Club 
on California's Monterey Peninsula near 
Carmel-by-the-Sea; they have built a 
convincing case for the non-proprietary 
private golf club. 

Everything from the distinctively-
styled bunkers to the unique grouping 
of homesites in the midst of the course's 
luxuriant greenery has been designed 
with the golfer in mind, and the no-
nonsense management intends to keep 
it that way. 

Although the sales of homesites at 
Carmel Valley G & CC are an important 
source of income, golf is the major 
source of interest and it takes only a few 
minutes with any member of the man-
agement team to confirm that. 

Edgar H. Haber, president of Green 
Meadows, the corporation wbich oper-
ates Carmel Valley said, "We believe 
golf should be played more like they 
do in England where it's not uncommon 
to play 18 holes in 2/2 hours. We 

Corporation vice president James 
May, left, Margaret Pecknold and Edgar 

Haber making analysis of membership roster. 

think 3/2 hours is plenty and we plan to 
see that our members always have the 
opportunity to get around the course 
promptly when they want to." 

Management doesn't object to slower 
players as long as they adhere to the 
club rule of allowing faster players 
tbrougb, and like all the club rules, they 
mean it. 

If it sounds as if they have a tougb 
attitude, it's a misrepresentation. They 
have a firm attitude, gently and con-
sistently applied—all in favor of the 
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player who enjoys his golf and appre-
ciates a fine course with all the trim-
mings. They believe rules are made to 
be followed because they preserve the 
most desirable golfing atmosphere for 
everybody. 

"We have a consistent management 
policy, no committees or meetings where 
important matters can become mired 
down," Haber says, "and we have a 
minimum of pressure to buy products 
or furnishings that our members rep-
resent." It adds up to objective direc-
tion of the club's affairs, and while 
it makes no pretense of being demo-
cratic, its claim for efficiency is diffi-
cult to challenge. 

Besides the straight-from-the-shoulder 
approach to management, Haber says 
the other major reason for CVs success 
and appeal has been consolidation of 
the real estate activities and the golf 
club in one operation. He feels that it 
is a mistake to establish separate cor-
porate entities for each. 

It may be an exaggeration, but what 
the non-proprietary operation avoids is 
the inefficiency that results when one 
club president decides to fill in the 
swimming pool, and a subsequent ad-
ministration orders it dug out again and 
the water replaced. The manager doesn't 
need to be edgy because of his choice 
of drapes for the women's lounge after 
careful comparison of available materi-
als, even if the club president's wife 
prefers something else. 

Just because these decisions are made 
by a handful of people at Carmel Val-
ley doesn't mean that they are arbitrary 
or made without careful consideration. 
Color harmony for instance on every-
thing from golf carts to carpets and 
tablecloths to tee markers is one of the 
responsibilities of Terry Jones. She is a 
former art teacher at a school in Carmel 
Valley who occupies one of the com-
fortable offices in the handsome club-
house, and among her other duties main-
tains a constant vigil on everything 
painted, printed or purchased that has 
visual significance. 

Most of the administrative staff mem-
bers are experienced golfers. Haber is 

a former San Francisco city champ who 
has competed in the British and French 
amateurs. 

"We're extremely fussy about raking 
our traps," he says, "replacing divots 
and repairing ball marks on the greens." 
Repeated refusal to cooperate is enough 
for management to terminate a mem-
bership, but not without reasonable 
warnings and special requests for com-
pliance. 

Of course, Carmel Valley is worth 
being fussy about. Course architect 
Robert Muir Graves of San Francisco 
brought the natural beauty of the breath-
taking landscape into play masterfullv, 
and as if its ruggedness were not enough, 
incorporated 10 lakes that place further 
premium on well-placed, firm golf shots. 

Challenge is a part of every hole, 
and so is beauty, imagination and care-
ful planning. Haber, with a 3 handicap, 
has managed to equal par only twice 
in a year of playing. 

The course was seeded long before 
the lakes were filled, and grass was 
planted well below the water line. 
When they were filled for the first time 
the plastic-lined lakes gave the impres-
sion of having been there indefinitely, 
"instead of looking like the 'bird bath' 
you find at some courses," Haber says. 

Assuring the kind of upkeep that 
Haber envisioned for Carmel Valley was 
not too difficult. "Fortunately, we were 
able to hire the superintendent of the 
best kept course in the area," Haber 
says. That was Corral de Tierra, only 
a few miles away, and the superinten-
dent is Roy King. Haber's direct ap-
proach to management is shared by 
everybody concerned with the manage-
ment of Carmel Valley. Manager John 
Paul Jones, in the same position for 
many years at the California G & CC in 
South San Francisco, was hand picked 
for his experience and objective attitude 
toward club management. 

Also from the California G & CC came 
Art Bell as head professional. His assis-
tant, Ray Ricketts, is from Del Paso G 
& CC near Sacramento, Calif. They find 
that ownership of the shop by the cor-
poration gives them more time for fra-
ternizing and playing golf with the mem-
bers, and maintaining a shipshape shop 
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McLAUGHLIN 
Range, Miniature, 

Pro Shop Golf Balls 
M a d e of finest materials, care-
fu l ly supervised. Covers contain 
the new DUPONT NEOPRENE 
HC for maximum durabi l i ty . Fin-
est URETHANE enamel used. 

WANT TO SAVE ON 
RANGE BALLS? 

Have your culls rebui l t the Mc-
LAUGHLIN way. Exclusive pro-
cess gives them same durabi l i ty 
as new range balls. Covers and 
paint the same as our new 
range balls. 

• • • • • • 

Range and miniature supplies 
and equipment. Send for cata-
log. Used balls bought , sold 
and exchanged. 

Free samples of bal ls 
on request. 

• • • • • • 

YOU CAN PAY MORE -

BUT YOU CAN'T BUY BETTER! 

HUGH J . McLAUGHLIN & SON, Inc. 
6 1 4 N . I n d i a n a A v e n u e , C r o w n P o i n t , Indiana 

FIRM MANAGEMENT 
Cont inued f i o m page 96 

in keeping with the atmosphere that pre-
vails elsewhere at Carmel Valley. 

You might say that Carmel Valley is 
a tight ship. And if you do you will 
be talking the language of James May, 
a retired navy commander, who lias 
been with Haber since the early stages 
of design as vice president of the cor-
poration. As a former line officer via the 
Naval Academy he knows how to get 
things done. 

Another key employee who has his 
"sea legs" is maitre d' Oskar Korn, for-
merly witli North German Lloyds Steam-
ship Co. 

Mention of the personalities that liave 
contributed to the elegance and warmth 
of Carmel Valley is ineomplete without 
including the design specialists. Besides 
Graves' contribution to the course itself, 
architects and site planners Hall and 
Goodhue of Monterey designed the 
spacious combined clubhouse, offices, 
dining room, bar, pro-shop and electric 
cart and club storage. 

The real estate side of the corpora-
Cont inued on page 100 

MORE SERVICE & PROFIT 
IN THE LOCKER ROOM 

with 

Complete Shoe Cleaning/Shine Bar* 

* Anyone can operate 

* Handles shoes, bags, al l leather 
items . . . and a l l colors 

* 5 times faster service than hand 
work 

Write f o r full i n f o r m a t i o n direct t o : 

ADVANCE TOOl CO. 
P . O . Box 2 5 3 9 4 , L o s A n g e l e s , Calif . 9 0 0 2 5 

For more information cirele number 158 on card For more information circle number 125 on card 



RD-150/56 For That Special Ba l l . Genuine Walnut 
Base. Sunray Figures & Engraving Plate. Height 
7 1 /2 " $18.50 (Ball not inc luded.) 

Other Trophies f r om $1.80 and Up. 

THE T R O P H Y & M E D A L S H O P 
4560 N. Western Avenue Chicago, I I I . 60625 

NEW—ORIGINAL 
G O L F TROPHIES 

X P W - 4 - 6 H o l e - i n - O n e 
Sunray Bal l Holder & 
Engrav ing Plate. Genuine 
Wa lnu t Base. Height 
AVe" $5.95 (Bal l not 
inc luded. ) 

Wr i te fo r 
FREE 
32-page 
Catalog. 

Big 
Pro 
Dis-

ount 

For more information circle number 235 on card 

tion is an important income producer, 
but it is handled with the same quiet 
good taste and distinction that charac-
terizes the golfing atmosphere. 

Lots sell from $12,500 to $26,500. 
In that price range the drum beating 
tactics of the average land hawks drive 
away more potential buyers than they 
attract. The sales are directed with 
suave sophistication by May, assisted by 
Margaret Pecknold who is also in charge 
of the membership department. 

Sales promotion doesn't exist—not so 
you can notice it at any rate. Lot sales 
occur mostly as a result of the golf in-
terest, and Haber wants to keep it that 
way. Nobody is actually a salesman for 
the real estate, and those who do han-
dle sales receive no commission since it 
is considered part of their duties. 

In the simplest mathematical terms, 
Haber envisions the sale of about 210 
pieces of property at an average of about 
$18,000 each for a total net return of 
about $3 million. Roughly, the cost of 
construction of the golf course, clubhouse 

Cont inued on poge 102 

A completely merchandised line of golf socks 

(ke&Nee 
s4ssociahi, 3nc. 

309 5th Ave., New York. N.Y. 



Golf gloves 
with your own 

club emblem! 
Duplicated right 
down to the last 

PAR-MATE 
1 0 West 3 3 r d S t r e e t . New York, N.Y. 1 0 0 0 1 

important detail! 

The newest look in golf 
gloves. Now you can tell 

the country club by a 
golfer's glove. It's the 

greatest pro shop 
prestige idea to come 

along in years. Ask your 
Par-Mate salesman for 

more details. Of course, 
if you want a glove that 
already has an emblem, 

we have that too. In 
fact, we have everything 

you n e e d . . . 
snug-fitting gauntlets, 

easy to slip on snap 
backs, one-size stretch 

gloves, plus velcro 
closings, half fingers 

and winter gloves. 

22 styles in all. 

SOLD TO 
PRO SHOPS ONLY 

SEND FOR NEW CATALOG 
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and equipment was in that neighbor-
hood. When that financial goal is 
realized, theoretically the corporation 
will break even. 

The golfing half of the venture has 
been paying its way since its second 
month, although Haber says they fully 
expected to take a loss, perhaps for an 
extended period. If that had occurred, 
the operating expenditures would have 
been offset by the income from the 
homesite sales. 

That possibility (actually a probabil-
ity) was a major reason for both to be 
included in a single corporation. "When 
there are separate corporations and the 
golf course loses money as it is likely 
to do, especially in the beginning," 
Haber says, "there are no profits from 
which the loss can be deducted." 

Before Haber and his staff could start 
fighting the financial battle they had to 
use a more diplomatic persuasion on the 
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SEND FOR THIS! 
KEN 
Shop 

Supply 
Order 
Blank 

More than an 
order form, 
it 's really a 
catalog list-
i n g e v e r y -
t h i n g y o u 
need for your 
repair shop, 
i n c l u d i n g : 
All Ellingham tools, stains, lacquers, adhesives, 
golf club scales, grips, l isting, whipping, shafts, 
collars, plugs, sheathing, buffing and cleaning sup-
plies. Write for your copy TODAY! 

Write for handy SHOP SUPPLY LIST 

World's Largest Custom Club M«k«r 
Box 41 - G M , Kansas City, Mo . , U.S.A. 

For more information circle number 218 on card 
For more information circle number 197 on card 



FOR SALE 
18 hole golf course within 80 miles 
of Chicago, fully landscaped 92 
acres, unlimited water supply, bar 
and table area in modern club-
house, fu l ly equipped kitchen, 
restaurant, driving range, 12 Bruns-
wick automatic bowling lanes, bowl-
ing shop, equipment building, green 
keeper's home. Successfully operat-
ed for 30 years and offered be-
cause of owner's health. Price: 
$425,000.00. Exceptional terms. For 
full particulars address: 

Mr. Wil l iam J. Lavery 
SADLER & H U L T M A N INC. 

514 Davis Street 
Evanston, Illinois 60201 

For more information circle number 222 on card 
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planning commission for Monterey Coun-
ty. This body administers a plan for 
the area based on homesites of no 
less than one acre. Haber's property in-
cluded only 245 acres, onto which he 
proposed placing over 200 residential 
units and an uncrowded golf course 
besides. 

The strategic move in this encounter 
was Haber's offer to the county of a 
"scenic easement" on the property. This 
declares that the property will never be 
used for anything except a golf course, 
and if the course should be abandoned, 
buildings could not take its place. 

In exchange Haber was allowed to 
cluster the homesites into more conven-
tional /4-acre lots. In principal, at least, 
each lot owner has an acre of unspoiled 
"greenbelt" to enjoy if not to own. Every 
lot in the complex is immediately ad-
jacent to some part of the golf course. 
Many yards will merge with fairways. 

Two apartment sites also were carved 
out, and a location for an inn to house 
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S e l d o m needs maintenance, t h i s L ink-mobi le golf m u f f l e r e l iminates backtalk. S leek body i s f iber 
car. S impl i f ied design, rugged s t r e n g t h see to that , g lass to avoid rus t . Choice of spark l ing colors mold-
Make t h i s one easy and f u n t o drive besides. 8 ed in to last . Who le body t i l t s up for easy engine 
hp engine levels 3 5 ° grades, w i t h speeds to 10 se rv ic ing—jus t r ight for your f leet . Wr i te for detai ls , 
m p h . Goes f ive 18-hole r o u n d s on a 3-gallon tank-
f u l of gasol ine, wi th fue l to spare. Heavy-duty *Jml(mobile*DIVISION,NORTHWESTERN MOTORCO-.TAIRMONT MINN. 

For more Information drele number 194 on card 



SPRINKLERS 
Seml for l^tailif 

RAIN-O-MAT SPRINKLERS 

11701 E. WASHIlSCTOiV BLVD. WHITTIF.R, CAUFORNIA 

For more information eirele number 168 on eard 

100 guests. As at Pauma Valley in 
Southern California, the inn eventually 
will be reserved for Carmel Valley's non-
resident members and guests, or friends 
of all classes of members. This is a new 
concept that makes membership more 
attractive and restricts play to members 
and guests. The apartments will be 
condominiums, each unit to be pur-
chased instead of rented. About 25 of 
the individual home sites already have 
homes on them. Haber expects to begin 
construction of the first 21-unit apart-
ment this year. The second will follow 
immediately, simultaneously with con-
struction of the inn. 

The inherent "fussiness" about golf 
dictated from the beginning that play-
ing memberships should be limited to 
300 to avoid crowding and heavy 
traffic. Some of the lot and apartment 
owners will not be golfing members, but 
most of them will, and the percentage 
of members outside of property owners 
will be extremely low. 

Cont inued on poge 108 

GOLF CART CAUPER-TYPE DISK BRAKE 
D R I V E S H A F T BRAKE 

M O D E L 3 7 5 P - H 

I N B O A R D BRAKES 
( T R A N S A X L E O R H Y D R A S T A T I C A X L E ) 

M O D E L 3 7 5 P - D 

ln the adjacent drawing, potential 
applications and model numbers are 
positioned on a schematic golf cart. 
The three types listed are manufac-
tured as a complete unit — caliper, 
disk, hub and mount ing by the H.H. 
Products Co., Inc. of Milwaukee, Wis-
consin. These are the same brakes 
now in "use on the Harley-Davidson 
golf carts. Available too, is a complete 
line of disk brakes and accessories. 
The inclusive line provides adapta-
t ions for ANY application require-
ment. For OEM or Distributor in-
format ion write directly to the 
factory. 

H. H. PRODUCTS CO.. HVC. 
8601 N. 43rd Street 
Milwaukee, Wisconsin 53209 



Leads Them All—On Its Record 

mx r r The Proven 
• t L Automatic Tee 

N o other golf tee approaches 
its 40th year record of — con-
tinuous, dependable service 

im 
M f g . b y 

PA R - Inc. 
860 E. 75thSt. 
Chicago 19,111. 

Stewart 3-2400 

For 4 0 y e a r s — m a d e , sold a n d serviced by PAR-lnc. 
FOR 4 0 y e a r s — h u n d r e d s of PAR-TEEs in continuous 
use, a n d still the most modern tees, with lowest 
upkeep a n d unfalter ing performance. N o other tee 
has as many tees or years of use a s the PAR-TEE. 
That 's the record behind PAR-TEEs. Complete with 
dr iv ing a n d s tand ing mat — r eady for use in a 

jiffy. Ava i l ab le for lease on ly . 

PAR TEE 
Telephone: STewart 3 -2400 

860 East 75th Street • Ch i cago 19, III. 

F o r mare informat ion circle number 220 on card 

G O L F C O U R S E D E S I G N 

A N D C O N S T R U C T I O N 

E D M U N D B. AULT Ltd. 

GOLF COURSE ARCHITECT 

Sculptured QreenA 

11607 Grandview Avenue 
Silver Spring, Maryland 

301-942-0716 
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Continued from page 106 

Regular playing memberships were 
priced at $3,000 to start, in spite of 
some opinions registered with Haber to 
the effect that, "nobody will pay that 
much for a non-proprietary member-
ship." As usual, Haber, not the obser-
vers, was right. Monthly dues are $42. 

Haber cites the example of one of 
the resort courses in Southern California 
that started selling non-proprietary mem-
berships at $700, and is selling them 
today for $7,000—when they are avail-
able. He points out that nothing makes 
the charter members quite as happy as 
increasing the fee. Those who join at 
$3,000 can take their satisfaction when-
ever further increases occur. 

Full memberships will go hand in 
hand with ownership of the lots or the 
apartments. When the lodge is com-
pleted its guests will have playing privi-
leges by reservation and upon payment 
of green fees. Haber is determined that 
guest play not interfere with member play. 

These playing guests will receive the 
Continued on page 110 

Light Weight-One Hand 

T / a ^ g / S A N D 
Short \ 
handle, 
light 
weight. 
Golfer can 
rake trap 
while 
holding club 
in other hand 

Sturdy, attractive, won't 
rust, yet low in cost. Rake-Ezee 

stands erect on point, reminds golfer to 
rake trap. Fully guaranteed with tough 
plastic head. See your distributor, or 
write: 

For more in format ion circle number 130 on card F o r more informat ion circle number 208 on card 



For Grounds And Tees. . . 

LOCKE Reel is I d e a l . . . 
IT TRIMS AS IT MOWS 

. . . In Your 
Heart, you know a 
LOCKE REEL is Best! 

WRITE FOR FREE B O O K L I T I 
1020-1 Connecticut Avenue 
Bridgeport, Connecticut 

M a n u f a d u r i n g C o m p a n i e s , I n c . 

For more information circle number 119 on card 

1 or 60 
TEE BIRDIES 

USED 
C O M P L E T E L Y RECONDITIONED 

$ 3 0 0 . 0 0 - $ 3 7 5 . 0 0 
WRITE OR CALL AREA 205 324-3431 

M R . PERRY PEPPER 
AIR ENGINEERS 

3625 1st AVE. SOUTH BIRMINGHAM, ALA. 

For more information eirele number 205 on card 

same careful indoctrination in regard to 
course rules as guests have since play 
began. Besides a reminder from the pro-
fessional or starter about raking sand 
traps, replacing divots, repairing ball 
marks and allowing faster players 
through, each guest receives a cardboard 
tag attached to his golf bag with these 
same rules in brief. 

Understanding by members is not 
taken for granted, but is encouraged a 
little more subtly. To confirm member-
ship approval, the new member receives 
a copy of Charles Price's "The World 
of Golf." He is urged to read it as a 
means of increasing his appreciation, un-
derstanding and respect for the game 
of golf. 

"We thought people would come to 
us," Haber says, "and they have." The 
attraction has been golf the way dis-
criminating golfers think it should be 
played. 

The best possible golfing environ-
ment has been created and is being pre-
served uncompromisingly at Carmel Val-
ley, so there is a strong desire to play 
the course and become a member. Be-
cause the management is efficient, it 
has been possible to operate the club 
on a sound economic basis with only 
300 members, leaving it uncrowded with 
some time available for members of 
other clubs to play as guests. It is more 
than a case for the nonproprietary club. 
It's a case for efficient management, for 
carefully selected personnel, and most 
of all, for the undeniable lure of golf. • 

Specialisis in Golt Course 
Consfruetion Since 1924! 

GOLF COURSE CONSTRUCTION BY CONTRACT 
For further information, write or call 

CONSTRUCTION COMPANY 

GOLF COURSE BUILDERS 

M a i l i n g address P.O. Box 66, St. Charles, l l l . • 
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