GOLFDOM

ON THE COVER

Since its beginning, the golf car has
been an asset to the game and busi-
ness of golf. It has sped up play,
while at the same time added more
rounds per year. An ideal plus for
the club operator looking to in-
crease income. Another real benefit
is its ability to allow older golfers to
continue the gamé as long as they
desire. From the revenue stand-
point, though, the car and its rental
fees add an income aspect to clubs
that is probably larger than any
other revenue factor.
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