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systemat ic budget ing By J o s e p h H . Nol in , C P A 

Analyze income, break down expenses, study 
each department. . . then project the 
future. Here's how. 

S i n c e many country clubs today of the club—its financial history, use the same system. This then 
are finding the break-even point to present financial condition, oper- provides a guide in budgeting ex-
be located on a distant green sur- ating results and prospects for the penses—food and beverage costs, 
rounded by a moat filled with red future. payroll, departmental expenses 
ink, budgeting has become an ex- The first principle is that the —by the ratios of other individual 
tremely important aid to manage- budget should be prepared in ex- clubs or the averages of a large 
ment. Even though a budget is actly the same form in which the number. 
merely a forecast of the income accountants prepare the monthly The second principle is the anal-
andthe expenses for a future peri- statement of operations. This will ysis of sales by department. De-
od, it can mean the difference facilitate comparison of the bud- partmental sales can be estimated 
between haphazard and system- get with the accountants' report closely on the basis of the pre-
atic operating policies. and investigation in detail of any ceding year and the present trend. 

Ideally, every department of a material differences between bud- Parties and special events always 
club should be self-supporting geted and actual amounts of in- should be taken into consideration. 
and have a reserve accumulated so come and expenses. Use of the On the whole, the estimate of 
that replacements of equipment or "Uniform System of Accounts for the income from the most impor-
even the addition of a new build- C lubs" * will prove very advan- tant source, membership dues, 
ing will not require additional as- tageous; it makes possible a com- should offer the least difficulty. 
sessments . Accomplishing this parison of one club's results with Club members resign, as a rule, 
calls for close estimating and fi- those of other similar clubs that before their dues are charged to 
nancial planning. Certain budget their accounts and billed, so that 
principles can be employed to * T h e u n i f o r m S y s t e m of A c c o u n t s for after the billing for the current 
bring this off. Butbefore applying guta|uf period, the proportionate part of 
these principles, one should be c a n on ly b e b o u g h t f r o m t h e m , it c o m e s as a the dues for anv month during the 

. j , , . , , . , s e t of t w o b o o k s a n d is $ 8 for C M A A m e m - . . , , . , , 
guided by an intimate knowledge b e r s , $ 1 3 for n o n - m e m b e r s . period may be determined with 

Continued on page 97 

G o l f C o u r s e a n d G r o u n d s E x p e n s e s 
Cost Per Hole 

18 Small 19 Medium 13 Large 
Country Clubs Country Clubs Country Clubs 

(Dues under (Dues of (Dues of 
$200m) $200m-$300m) $300m-$500m) 

1966 1965 1966 1965 1966 1965 
Greens and grounds maintenance 

Payroll $2036 $1893 $2787 $2661 $3152 $2955 
Supplies and contracts 500 468 777 772 697 651 
Repairs to equipment, course build-

ings, fences, bridges, etc 286 201 334 314 377 339 
Water, electricity and other expenses 190 167 292 277 303 282 

Total maintenance exclusive of 
fixed charges 3012 2729 4190 4024 4529 4227 

Golf shop, caddy and tournament ex-
penses — net 468 457 676 673 690 603 

Golf cars — net r665b r535b r721b r638b r648b r598b 

Total 2963 2740 4253 4219 4652 4307 
Deduct greens fees 767 640 1458 1386 1393 1405 
Net golf course and grounds expense 

exclusive of fixed charges $2196 $2100 $2795 $2833 $3259 $2902 

M—Thousands. b—Average only of those clubs reporting this item, r—Red figures. 
This is from a recent study by the accounting firm. 



categories of sporting goods. 
The 1972 consumer purchases of 

golf equipment will be almost 
$350 million, NSGA estimates. 

The over all economic growth 
of the sporting goods industry 
has been a dramatic one since the 
end of W . W . II. From 1947 to 
1966, inclusive, U. S. consumer 
p u r c h a s e s o f sporting g o o d s 
amounted to $37.2 billion. Last 
year there was $3,320,400 worth 
of sporting goods purchased, a 
7.9 per cent increase compared 
to 1966. 

Yet as big as some of the 
figures appear, the sporting goods 
market as an economic entity 
accounts for barely 11 per cent 
of all recreational expenditures 
by the American people. 

In a special section, the survey 
projects the future of the recrea-
tional dollar. 

" W e have already seen that the 
sporting goods sales share of the 
total recreation dollar has been 
stalemated at 11 per c e n t , " writes 
Mr. Snyder. " I t does not seem 

likely that product competition 
will subside in large degree in 
the foreseeable future. Accord-
ingly, it may be logical to suggest 
that future profits in the recrea-
tion business are likely to depend 
more upon ingenious management 
planning to achieve the utmost 
in internal, operating eff iciency 
than upon me-too sales gimmicks 
and curious marketing c o n c e p t s . " 

Get out of the red 
Continued from page 32 

reasonable accuracy. The mem-
bership committee can give reli-
able information as to the pros-
pects for new members. 

Another budget principle to con-
sider is that all expenses can be 
divided into two general classes: 
non-variable and variable. The 
former, including mortgage inter-
est, taxes, insurance and similar 
items, cannot be changed by the 
management. It can be calculated 
accurately by the accounting of-
fice, because it is not affected by 

fluctuations in income. 
Variable expenses are not all 

equally flexible. The costs of heat, 
light, power, and water, for ex-
ample, may vary with the differ-
ent seasons, but the amount of 
income will have very little effect 
on it. Payro l l e x p e n s e is a lso 
generally easy to estimate on the 
basis of past records and the 
present trend. 

On the other hand, certain other 
expenses fluctuate sharply in ac-
cordance with increases or de-

Continued on next page 

T H A T ' S N O T E X A C T L . V T W f f K I N O O F A 
T R A P I W A D I N M I N D . 

D A V I D G I L L C O I F C O U R S E A R C H I T E C T 

N o t l o n o l l o n k l u i l d i n g , S I . C h o r U t , I I I . • 3 1 2 / J U n o 4 - 2 8 8 3 

For more in format ion circle number 155 on card 

DIVOT-FIXERS 
Golfers insist on good greens! Furnish them with 
a D I V O T FIXER and they will do their part helping 
you maintain these beautiful greens. 

D I V O T FIXERS are now available in both alumi-
num and highly polished nickel steel, with stan-
dard imprinting " F I X B A L L M A R K S ON 
G R E E N S T H A N K S — Y O U R G R E E N S COM-
M I T T E E . " Samples furnished upon request. 

Prices effective Jan. 1, 1968 (plus shipping charges): 

Nickel steel 
(FOB Des Moines) 

100 - $20.00 

250 - 35.00 

500 - 52.50 

1000 - 95.00 

Aluminum 
(FOB Des Moines) 

100 - $12.50 

250 - 25.00 

500 - 40.00 

1000 - 75.00 

$12.50 extra per order for special imprinting alu-
minum only), 1 or 2 lines, one side only. 1st line 
limit 26 letters and spaces. 2nd line limit 29 
letters and spaces. 

Woodside Golf & Park 
Supply Co. 

Des Moines, Iowa 5 0 3 1 3 
For more information circle number 244 on card 

F , R E ! SPIKE RESISTANT 
MATTING 

Now you can buy a carpet matting that's spike and wear r e s i s t a n t . . . yet 
stunningly beautiful! Fore gives you outstanding carpet life in club rooms, 
pro shops, grill and bar rooms. Thick XA" solid vinyl backing keeps 
damaging spikes, mud and water off costly floors. Tough cut pile nylon 
can't snag on spikes . . . is stain resistant. Ends frequent costly carpet 
replacement! 

FREE SAMPLE—Write for free sample of Fore matting to Crown Rubber 
Company, Fremont, Ohio 43420. Phone: 419-332-5531. 

RUBBER COMPANY 

BAR & GRILL ROOMS 

END CARPET 
PROBLEMS! 



THE ORIGINAL 
SELF PROPELLED SPIKER 

WHY BE SATISFIED WITH LESS THAN THE BEST? 

POWER SPIKE MANUFACTURING CO. 
1 1 3 E. C o l o r a d o • W A L T E R S , O K L A H O M A • A r e a c o d e 4 0 5 - 8 7 5 - 2 3 0 7 

F e w e r w o r k i n g par ts 
t h e r e f o r e , less m a i n t e -
n a n c e cost. 

T h o u s a n d s n o w i n u s e 
a l l o v e r t h e c o u n t r y . 

For more infornat ion circle number 263 on card 

G e t o u t of t h e red 
Continued from page 9 7 

creases in departmental sales. The 
first example which comes to 
mind is the cost of food con-
sumed. There is nothing complex 
about estimating the cost of food 
once the sales are carefully fore-
cast. Some clubs estimate their 
food costs on the basis of the 
average percentage of the preced-
ing year, or even for the preceding 
three years, or five. That is done 
even though it is known that the 
percentage of food cost is influ-
enced by the volume of business. 

For instance, with a large vol-
ume, food can be handled more 
economically. However, if there 
is a variation in food prices be-
tween one year and another, then 
the estimate of food costs must 
be made entirely on the basis of 
the present cost records, and the 
accuracy of the estimate will de-
pend upon the accuracy of those 
records. 

When making an estimate of 
many of the expense items, use 

Dia loam is t he so i l c o n d i t i o n e r / m u l c h / t o p 
dressing that ends green and fairway moisture 
p rob lems . It is 99% s tab le — s tays po rous , 
won ' t c o m p a c t or leach away . A b s o r b s 1 V2 
times its weight in water, releasing moisture 
gradually. Dialoam is processed f rom diatomite 
— it is not a clay. Won't "pudd le or mud". Is 
lighter to handle than ordinary soil conditioners. 

A n d i t 's c o m p e t i t i v e l y p r i ced . W a n t s t r ong , 
healthy turf? Use Dialoam. Send today for com-
plete information and free sample. 

EAGLE-PICHER 
ffl Y * » R I N D U S T R I E S , I N C . 

m J U j f Celatom Products, Dept. G-1068 
Cincinnati, Ohio 45202 

SOIL CONDITIONS* 

MSU-nCMI* MOUSTIIt* IMC 
CWCWIMll. OHIO «S209 

C0*T«NT*: U» CV. « 



the assistance of the accounting 
office and the various committee 
heads responsible for the opera-
tion of the club. The accounting 
office can furnish analyses to 
show in detail what specific items 
are included on the various ex-
pense accounts, and the commit-
tees, which spend money, can 
supply information on present and 
future commitments. If all the 
persons who can be of assistance 
are cooperative, the preparation 
of a reliable monthly budget can 
become a matter of routine in a 
very short time. 

After the tentative budget has 
been completed, it should be given 
an over-all review. The trend of 
food costs, for example, may call 
for raising individual menu prices 
or even revising the entire selling 
price structure. The inflationary 
trend in the whole economy will 
probably necessitate raises in dues 
every two or three years. 

After all basic decisions are 
made, each section involved in the 
proposed budget should be re-
viewed by its department head or 
committee members who will be 
responsible for making it work. 
Any valid adjustments resulting 
from such review should be ef-
fected. Only then can the over-all 
budget be presented for approval 
or revision by the decision-making 
individuals or group. 

Then it is possible to find a non-
essential here and a superfluity 
there. Consequently, what often 
develops is the sport of "beat ing 
the budget . " And each depart-
ment head will be on the alert 
to better his own goal. • 

CUSTOM 
IHGRAVEV, 

REDWOOD, 
S I G N S , 

P A R K W A Y 

V 

ENHANCE YOUR COURSE 
ENTRANCE-TEES-GROUNDS 

wi th b e a u t i f u l redwood 
signs custom des igned 

for your course . 
Easily m a i n t a i n e d . 

for i n f o r m a t i o n , 
s k e t c h e s — 
quota t ions , send 
score card of 
your club to: 
R. G. Howe 

Parkway Products Company 
BOX 487 McHENRY, ILL. 60050 

Phone Area Code 815 - 385-0825 

THE WORRY-FREE LESTER*MATIC CHARGER 
Even your greenest 

employees can 
keep carts fully, 

dependably charged 
with a Lestermatic. 

Foulups are 
eliminated. 

Set it and forget it. Works automatically. 
Charges carefully, precisely to give 

you maximum battery hours. 
Proven a wise investment by 
courses nationwide. See your 
distributor or write for 
complete specifications. 

BATTERY34Î3STRETCHER 
LESTER ELECTRICAL 

6 2 5 W e s t A S t . 
L i n c o l n , N e b . 6 8 5 2 2 

LESTER EQUIPMENT 
1 5 1 W e s t 1 7 t h S t . 

L o s A n g e l e s , C a l i f . 9 0 0 1 5 

For more information circle number 215 on card 

ÍVkat ¿4 compctttöm? 
Could i t be that a l l t u r f management textbooks 
today are missing the p o i n t • . . t h a t plain water 
can be changed? At turf conferences we s t i l l 
hear fresh coats of paint being put on conventional 
water p r a c t i c e s . Such an awe-inspiring edif i ce 
to s o i l physics and PLAIN WATER has been erected 
that we can ' t "kick the h a b i t " . 

What i s compaction? We'd l i k e to simplify i t by 
saying that when the superintendent can ' t grow 
grass using the acceDted,fashionable,maintenance 
p r a c t i c e s . . . t h e area i s compacted. Failure by 
the book doesn't make the superintendent r i g h t . . . 
but i t does make him acceptable» 

DOSS COMPACTION SXIST I ? A SUPERINTENDENT GROWS 
GOOD TURF ON A HIGHLY TRAFFIC'D ARSA...USING 
WETTING AGENTS? 

Try Aqua-GRO. When faced with a s p e c i f i c condition 
on your course, reason with accepted theories of 
compaction and s o i l s t r u c t u r e . . . then,kick the habi t . 
Make this simple t e s t . Apply Aqua-(3?0 every two 
weeks at the r a t e of 3 oz /1000 s q . f t . with extra 
f e r t i l i z e r . S tar t this program by f i r s t establishing 
good jioisture movement by using 8 oz/1000 s q . f t . 
f o r the f i r s t few applicat ions . On an approach, 
c o l l a r , c a r t path,»r tee,grow healthy turf on 
what you would normally consider a FAILURE area. 

Check root growth and wilt on an Aqua-®0 program. 
Check water movement and disease control . Check 
thatch. "Kick the habit" of PLAIN WATER and write 
your «wn textbook. You wil l have the information 
you need within one or tw» growing seasons. 

AQUATROLS CORPORATION of AMERICA CAMDEN, N.J. 08104 




