
WHAT'S PLAGUING THE 
Ten years ago, the answers to our ti-
tle question would have been a set 
of p r o b l e m s as t r a d i t i o n a l as the 
g o l f e r ' s s l i ce—bad w e a t h e r , slow 
deliveries, too much paperwork and 
lack of space. But ask what is 
t roubling professionals today, as 
GOLFDOM did in a nationwide 
survey, and a new and more diffi-
cult g roup of problems emerges in 
addit ion to the longstanding ones. 
The new problems, encompassing 
the areas of costs, labor , manage- -
ment and competi t ion, a re sympto-
mat ic of an over-all s i tuat ion that 
has deve loped in the c l u b indus-
t ry . Wil l ingly or not , golf c lubs 
have c o m e out of the isolation of 
the past and have entered the "out -
side w o r l d , " with all t he accom-
p a n y i n g c o n c e r n s a n d p r o b l e m s 
faced by other industries. 

N o longer does the pro shop sit 
n e s t l e d in a p r o t e c t i v e a t m o -
s p h e r e , f a c i n g r e l a t i v e l y s m a l l 
problems emanat ing f r o m the im-
mediate environs of the club. The 
pro s h o p held a d i s t inc t pos i t ion 
s e p a r a t e f r o m the c a r e s of o the r 
small businesses. Today , it is doubt-
ful that there are many profession-
als left who view their counte rpar t s 
a t n e i g h b o r i n g go l f f a c i l i t i e s as 
t h e i r c o m p e t i t i o n . T h o s e re-
s p o n d e n t s to G O L F D O M ' S s u rvey 
who viewed c o m p e t i t i o n as their 
chief p r o b l e m over the pas t year 
wi thout excep t ion m e n t i o n e d dis-
count stores, giant sport ing goods 
cha ins , d e p a r t m e n t s t o r e s — a list 
of c o m p e t i t o r s any sma l l re ta i le r 
would cite. 

In a d d i t i o n to s a l e s c o m p e t i -
tion, professionals also find it dif-
ficult to siphon off even a small part 
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of the available labor force. " C a n ' t 
get enough good, reliable help, par-
t i c u l a r l y f o r p e a k s e a s o n , " is a 
c o m m o n c o m p l a i n t voiced by re-
s p o n d i n g p r o f e s s i o n a l s . T i e d t o 
th is p rob l em a re l a b o r cos ts and 
what a professional can afford to 
pay. "Even the min imum wage is 
k i l l ing m e , " c o m m e n t s one h a r d -
p r e s s e d p r o f e s s i o n a l . T h e r e f o r e , 
many young people are succumb-
ing to the lure of businesses that of-
f e r m o r e l u c r a t i v e c o m p e n s a -
tion. Fewer young men have the op-
p o r t u n i t y to even view the busi-
ness of the golf p r o f e s s i o n a l . In 
the days when every course had a 
p l a t o o n of c a d d i e s , s o m e of t h e 
y o u n g men , a t t r a c t e d to the p r o 
shop activity, would be anxious for 
a job . However, this source of help 
has all but vanished. 

A s r e s p o n s e s i n d i c a t e d , l o c a l 
a n d n a t i o n a l e c o n o m i c c o n d i -
t i o n s a l so a r e u p s e t t i n g t h e p r o 
s h o p , which once h a d been fa i r ly 
well insu la ted a g a i n s t such con -

cerns by its affluent clientele and 
a lineup of equally well-heeled peo-
ple waiting to gain membership . 

S o m e of t h e p r o f e s s i o n a l s in 
t he i r c o m p l a i n t s m e n t i o n r i s i n g 
taxes , o v e r h e a d costs and whole-
sale prices in the face of a dimin-
ishing marke t , which would dwin-
dle fur ther if retail prices were in-
creased c o m m e n s u r a t e l y . N o t on-
ly is d o w n t o w n c o m p e t i t i o n cu t -
ting into their market , according 
to t h e p r o f e s s i o n a l s , bu t m a n y 
clubs are " h u r t i n g " for new mem-
bers, and it is obvious what th is 
means to p ro shop traff ic . As one 
p rofess iona l pu t it, " I ' v e sold 92 
per cent of t he exis t ing m e m b e r -
ship c lubs , bags and o the r m a j o r 
equ ipmen t i t ems in the pas t f o u r 
years. Who do I sell to now?" 

Meanwhile, other professionals 
are feeling the affects on their les-
son business. 

Because many clubs and courses 
are in tight s t rai ts themselves, many 
p ro fess iona l s no ted t ha t o f f i c i a l s 
these days are eyeing more of ten the 
f i n a n c i a l a r r a n g e m e n t s b e t w e e n 
c l u b a n d p r o f e s s i o n a l in c e r t a i n 
income a r ea s . As a resul t , s o m e 
p ro fes s iona l s a r e ge t t ing a sma l l -
er piece of the golf car revenue, or 
no share at all, and other profes-
s ionals said t h a t their c lubs a re 
moving in for a bigger cut of the 
dr iving r a n g e bus iness . A l t h o u g h 
he did no t s p e c i f y , o n e p r o f e s -
sional said he felt t h r e a t e n e d in 
some revenue a reas , which t r a d i -
tionally have been his alone. 

P r o f e s s i o n a l s a l so a r e b u m p -
ing i n to a n o t h e r n a t i o n a l p r o b -
lem—thef t . And it is not restricted 
to any par t icular type of facility, 
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