
Selling Club to Members 
By HARRY O'HAGAN 

Manager, Sunse t Ridge Country Club 

SALESMANSHIP, as one 
of t h e manager ' s 
duties, may be rele-

gated to a dangerously 
minor detail due to the 
press of other impor tan t 
and urgent duties, but it is 
one of the impor tant par t s 
of his job. 

The successful manager 
sells his club to its mem-
bers and keeps it sold. The 
foundation of every selling 
campaign is the product and 
here is where the manager 
figures as a manufac tu re r 
as well as the sales man-
ager. P r imar i ly he mus t 
make his service bet ter 
than the other fellow's. 
Then he has the basis for a 
continuous and energetic 
solicitation of patronage on 
the r ight p la t form, better 
value for the money. There is a common 
tendency to th ink of the manager ' s prov-
ince as res t r ic ted to the depar tments tha t 
the average club member th inks of as 
merely a vest pocket edition of a hotel and 
r e s t au ran t business, operated solely for 
the convenience of the members and 
guests, with the commercial side of the 
picture out of sight unti l the board ses-
sions come at the end of the year. 

Several fac tors are serving to correct 
this condition. Development of the golf 
club manager ia l ability has been has tened 
by competent men who have been work-
ing in the golf club field. One of the first 
signs of recognition of the calibre of men 
now at the top of the golf club manage-
ment professional has been the appoint-
ment of these men as general manage r s of 
their clubs, with dut ies and responsibil-
i t ies in keeping with their t i t les. This 
involves, in some cases, general super-
vision over the ent i re grounds, as well as 
over the operat ing details of the club-
house. Under th is a r r angemen t the gen-
eral manager serves not only as an execu-
tive but as a liaison officer between the 
committees and the ma jo r employees. The 
outcome is a co-ordination of each phase 
of the club's work so its sell ing proposi-

tion is made better and the 
club benefits f rom its in-
creased and satisfied use by 
its members. 

Many clubs have a con-
t inual conflict between com-
mit tees tha t see their own 
problems and their solutions 
probably quite plainly, but 
fai l to visualize the picture 
as a whole. Harmoniz ing 
these committees and put-
t ing thei r recommendations 
into work quickly and ef-
ficiently is a big job for the 
club general manager and 
calls for some man-sized 
work as an organizer and 
arb i t ra tor . 

The club official will re-
alize what the manager is 
up against in prepar ing a 
g o o d selling proposition 
when he will th ink of 

the club as a bus iness like the official's 
own. W h a t would happen to the sales 
curve if the owner 's manufac tur ing , pur-
chasing, accounting, shipping and sales de-
pa r tmen t s were tangled up all the t ime? 
There has to be a pract ical operat ing head 
with author i ty if the en terpr i se is to pro-
ceed steadily and profitably. This idea of 
general managemen t as the foundation of 
a successful campaign for selling the club 
to its members is available in a pract ical 
way. There are plenty of able, hard work-
ing manage r s who will make it go with 
the co-operation and t rus t of the club offi-
cials. 

Campaigning for Trade 
It has been my experience tha t the idea 

of energet ic selling of a club to its mem-
bers is one quickly put over in a club tha t 
is favored with a ler t elective officials. I 
had one case in the east where my club's 
dining room business had run down so it 
was being operated at a decided loss. The 
club house was ideally s i tua ted ; a short 
drive f rom the center of an active manu-
fac tur ing town. Members of our club 
were active in other clubs around the city, 
Rotary, Kiwanis, and other business and 
luncheon clubs. I sold them on the idea 
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of having their luncheons out a t their own 
club, where they 'd get as good luncheon as 
money could buy and a change of scenery 
and escape f rom dis t ract ion tha t would 
add pleasure and business value to their 
meet ings. I also played up the comparison 
of home meal costs and the labor-saving 
ideas so ably used by the washing ma-
chine and other household device manu-
fac turers , so we built up the evening meal 
business. This was done by a few words 
here and there among the members . 
Natural ly the wives were for the idea and 
with their O. K. the house accounts for 
meals could increase without the cri t icism 
tha t might come f rom the ac tual head of 
the household when the nominal head is 
thought to be spending too much money 
at the club. 

Following this line, the first year I was 
with the club I doubled the business, and 
during one month (May) made the club a 
profit of $1200 out of i ts dining room. I 
made a specialty of bridge luncheons and 
special part ies . By picking out the most 
active hos tesses in the city a t the s ta r t 
I was able to get this detail over quickly, 
for it soon became the proper th ing to 
hold the real ly nice par t ies at the club. 

At Sunset Ridge since we opened, th ree 
years ago, we never have lost in any de-
pa r tmen t and have showed a fa i r profit, 
which is a lmost a record for a new club. 
The club probably has the youngest aver-
age membersh ip of any club in the Chicago 
District. The members are lively, but dis-
cr iminat ing spenders , and the way tha t 
we have kept their en te r t a inment money 
coming to the club in a volume is by food 
and service t ha t we confidently ra te as the 
best one will get in the ent i re Chicago 
District . By establ ishing and mainta in ing 
a charac te r of cuisine and service tha t has 
won a reputa t ion we have been able not 
only to sell Sunset Ridge to its members 
for extensive use, but each of the mem-
bers is a sa lesman for the club. The 
members boast about the meals and the 
service at thei r club and the force never 
throws them down. We always have big 
a t t endance a t the Sa turday dinners and 
dances during the season, no ma t t e r what 
the wea the r may be, and our business on 
Thursdays and Sundays when the domes-
tic help at the homes of the members are 
taking their half-holidays, is large through-
out our operat ing season. We do a big 
bridge luncheon business and I have 
found tha t close co operat ion with the 
women who are giving these affairs , al-

though full of exacting details, always pays 
the club and builds our business. I see 
to it t ha t the tables are decorated in good 
tas te with flowers f rom our own grounds, 
and have the force t ra ined so the efforts of 
the hos tess a re minimized. 
Remember the Children 

In your selling campaign, don't forget 
the children. We always have some 
par ty favors in stock and I make it a 
point to give the youngsters of the mem-
bers some little th ing to carry away with 
them. This is one of the easiest and sur-
est ways to sell a club as a popular family 
eat ing place, and about all it costs is a 
lit t le thought and cheer fu lness on the part 
of thfe manager . He soon will find the 
youngs ters a re doing a great job of boost-
ing for the club and for the manager and 
his force. 

Wi th the volume we do, we are careful 
to see tha t we are not kidding ourselves 
on the gross. I not only supervise the 
buying of all foodstuffs, but have super-
vision of buying of all supplies used for 
clubhouse, grounds and greens. We are 
opera t ing our place, not to make big 
money, but certainly to run comfortably 
ahead of our losses. 

Traveling Golf Club to Study 
Southern Courses 

MARCH 17 will mark the tee-off of the 
th i rd annua l session of the Tra in ing 

Tr ip Tourists , an a r ray of ordinary and 
experts golfers who have been in the habit 
of making a spr ing golfing t r ip of ten 
days ' durat ion each year, t ravel ing in 
the i r own specially allotted cars on the 
Illinois Central . All golfers are invited. 

A number of club officials f rom the Chi-
cago Distr ict and other middle western 
points will be on the t r ip and expect to 
make a close s tudy of the recent rapid de-
velopment in southern golf. 

Laurel , Miss., with an exceptionally fine 
course, is to be the first stop. The next 
five days will be spent on the gulf coast, 
Biloxi, Pass Chris t ian and Gulfport . Pine 
Hills, Gulf Hills and the Biloxi Golf club's 
new 18 are the lately completed addit ions 
to th is section. Columbia, Miss., New Or-
leans and Memphis also will be visited 
before re tu rn ing to Chicago, March 28. J. 
V. Lanigan, general passenger agent of 
the Illinois Central, Chicago, is arrang-
ing the t r ip for the golfers as par t of his 
able efforts in boosting golf development 
along his road's line. 



Consider These Advantages 
MODERATE first cost. Simple, sturdy, close-

coupled cut t ing units. All metal f rame— 
practically indestructible. Ex t reme flexibility. 
Upkeep costs considerably below the average. 
Replacement cost of units lower than any other 
mower of similar capacity. Nation-wide service. 

Summed up in the above paragraph are the 
advantages that Ideal Bulldog Fairway Mowers 
provide. All of them are important factors in 
considering mowers for golf fairways. 

When you get right down to "brass tacks" and 
select your fa i rway mowers on the same hard 
business basis that you choose an automobile, a 
truck, a t ractor or any other machine—that is 
when the "Bulldog Gang" invites comparison. 

If interested, wri te for our large catalog which 
describes these mowers in both 3-unit and 5-unit 
sizes for both t ractor and horse drawn service. 

I D E A L P O W E R LAWN M O W E R CO. 
442 Kalamazoo St. Lansing, Mich. 
237 L a f a y e t t e St. 11 E. H a r r i s o n St. 161 Ves te r S t ree t 
New York N. Y. Chicago, I l l inois ( F e r n d a l e ) De t ro i t , Mich. 

The Ideal Greens Mower 
is a close* cut ting, easy-
running machine, suit-
able for the finest greens. 
Offered at a very attrac-
tive price for a machine 
of its quality. 

This is the Ideal Golf 
Cart, one of the handiest 
tools that any golf club 
can own. Sturdily built 
and has wide 10'inch 
crown wheels. 

This shows the cart in 
dump position. 

IDEAL GOLF COURSE EQUIPMENT 



Equipment Care That Pays 
By JOHN MACGREGOR 

Greenkeeper, Chicago Golf Club 

TH E subject of golf course maintenance 
is receiving more a t tent ion than it has 
heretofore f rom the men who a re re-

sponsible, so I believe it is well for me to 
remind my fellow greenkeepers at th i s 
t ime tha t there is one branch of our pro-
fession which has been given very l i t t le 
thought . It is the care of golf course 
equipment. 

F i r s t comes machinery, which includes 
t ractors , green, tee and power mowers, 
compost mixers, compost screens, com-
post dis tr ibutors , seeders, wagons, spray-
ing outfits, etc. Treat th is equipment as 
something of great importance. There 
should be an unders tand ing tha t when a 
machine does not operate properly there is 
something mater ia l ly wrong and the cause 
most usually is an accident, or t ha t the op-
erator does not ful ly unders tand the work-
ing of th is par t icular machine. 

When any th ing does break it should not 
be repaired with a piece of wire, but should 
be inspected by someone who unders tands 
machinery, and will, if necessary, secure 
the par t s to repair it f rom the manufac-
turer . The most impor tan t point is to teach 
the operator what he should personally do 
to keep the machine he operates in proper 
working order. There are a great many 
who need much instruct ion, and who do 
not appreciate the value of proper care in 
the operation of the par t icular machine. 
I want to impress on everyone concerned 
tha t the operators of machinery be given 
a thorough unders tand ing of their respon-
sibilities. The importance of lubrication 
should be made clear to them. When they 
have finished for the day (especially 
cut t ing grass) the hose should be turned on 
the machines to f ree them f rom gr i t and 
grass. All bolts and nu ts should be gone 
over every day and t ightened where nec-
essary. Such ins t ruct ions usually come 
with machinery, and should be followed 
more closely. When the equipment has been 
taken into the barn a t the end of the 
season, work should be s tar ted immediately 
on the overhauling. 
Overhauling Pointers 

The t rac tor should be the first to receive 
at tent ion, the work to be done depending 

* Paper read at meeting of Mid-West Greenkeepers' 
Association of which Mr. MacGregor is president. 

on the age of the machine. If the t ractor 
has been in use for only one season all 
tha t is usually necessary is cleaning out 
the carbon and gr inding the valves, going 
over the bolts and nu t s on the chassis and 
body. All of the grease cups should be 
taken out and cleaned ready to be filled 
before operation. If the t rac tor is two 
years old or more, it is possible tha t you 
have had trouble dur ing the season with 
fouled spark plugs, which is usually an in-
dication of leaky piston r ings. The best 
way to remedy this trouble is to take the 
old r ings out and replace them with new 
ones a l i t t le oversize, then the connecting 
rod bear ings may need tak ing up. There 
may also be worn knuckles on the steering 
gear tha t may need replacing. If you are 
not fami l ia r wi th th is work it will pay 
you to spend a few hours in a garage once 
in a while. You will be surprised a t what 
you can accomplish on your t ractors . 

Next comes the mowing equipment. 
Every uni t should be taken apar t and thor-
oughly cleaned. The cleaning can be done 
with kerosene and an old brush. Then 
all of the bear ings must be examined as 
they f requent ly show a great deal of wear. 
If so, they should be replaced as it is im-
possible to set a mower properly with loose 
bearings. You may find worn gears. When 
replacing never put a new gear with a 
worn one, as the old gear will wear out 
the new one in, a very short time. When 
order ing par t s f rom the factory always 
order two of one kind, then you will be 
prepared for an emergency. It is nearly al-
ways necessary to replace the bottom 
knives to s ta r t the season. The reels have 
to be ground at th is t ime. Those who have 
a lawnmower gr inder a re very for tunate , 
as the gr inding is of short durat ion. Those 
who have no grinder must resor t to grind-
ing wi th emery, which is a laborious task, 
unless they send thei r uni ts out to be over-
hauled. This should be avoided if possible 
as it means an added expense which can 
be el iminated. 

There are probably a good many who do 
not know tha t by gr inding the reels too 
f requent ly they are shor tening the life of 
the mower. The gr inding dur ing the over-
haul ing is all they require. I t is only nec-
essary to have an even sur face so tha t the 
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W O R T H IN G T O N 

Price $856, net 

Worthington Lawn Tractor and Triple or 
three unit mower turning on a radius of 
7-1/2 ft. Lightest and most economical mowing 
machine in the world. 

We also manufacture five unit gang mowers 
which cut a swath about 12 ft . wide, gang 
rollers, dump carts, tee stands, tee markers and 
ball locators. 

Used on the principal golf courses of the World 

WORTHINGTON MOWER CO. 
Stroudsburg, Pennsylvania 

Chicago: San Francisco: 
1336 Washington Boulevard 52 Beale Street 

Montreal : 
132 St. Peter Street 
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bottom knife touches at all points. During 
the cutting season, the reel should be set 
so that it just touches the bottom knife, 
not tight, as this causes undue friction 
and wears the reel. The green, tee, and 
power mowers should all receive the same 
treatment. If inexperienced at this work 
it is well to mark parts or lay them in 
such a position that you may put them in 
their proper place when assembling. 

When taking inventory, which should be 
an annual occurrence, it is very easy to 
check up on your tools, making notes on 
replacements and new equipment, then 
when making up your budget for the year 
these notes will aid you wonderfully. 

Every greenkeeper should be able to 
take care of his equipment, thereby reduc-
ing his budget materially. 

All of the machinery should receive a 
coat of paint. In fact every piece of equip-
ment should be painted, including the tools, 
as it prolongs their life and removes that 
dilapidated appearance which everything 
gets after it has been in service any length 
of time. If these methods are strictly ad-
hered to by all, especially those who have 
not given this very particular branch of 
the profession the care it most decidedly 
deserves, they will find a most decided re-
duction in their maintenance budget. 

Not i fy GOLFDOM of Club 
Changes 

When there are elections or ap-
pointments of new president, greens 
chairman, manager, professional or 
greenkeeper, please notify GOLF-
DOM at once. 

GOLFDOM is edited expressly for 
these five men and is to be sent to 
them, personally addressed, free each 
month. 

Please notify us of names and ad-
dresses of these officials at once, to 
check our present lists, and keep us 
advised of all changes. 

It will help your club to get the 
most practical benefit from GOLF-
DOM. 

GOLFDOM 
The Business Journal of Golf 

225 N. Michigan Ave. CHICAGO 

Local Rule Suggest ion for 1927 
"Every ball in play shall bear a distinctive marking 
which will not only identify it immediately in play but 
will definitely establish its ownership when found by 
anyone." 
Under Such a Rule 

Play is accelerated 
Mistakes are avoided 
Caddies may receive honest compensation for 
balls found— 
and incidentally the player profits. 

This is unquestionably a matter 
worthy of official club action 

The Fulname Company, 707 Southern Railway Bldg., Cincinnati, Ohio 
will be glad to furnish detailed information upon request. 



Budgets Cut Golf Cost 
By H. M. WADE and E. S. MOORSS 

BUDGETING, in some form or another , 
is general ly displacing the t r ia l and 
error method of golf club operat ion. 

Although a properly prepared budget is 
not the easiest thing in the world to set 
up, many clubs find tha t it w a r r a n t s i ts 
existence by i ts influence in making com-
mit tee activit ies thoughtful ly and thor-
oughly planned instead of allowing com-
mit tee er rors to make their first bold pub-
lic appearance along with the annual 
deficit. 

The budget sys tem at the Charlot te (N. 
C.) Country club has brought the club 
f rom a deficit basis to a self-supporting 
s tatus . The his tory of the Charlot te 
budget and its method of working is de-
scribed by H. M. Wade, pres ident of the 
club, who says : 

"On account of the fac t tha t commit tees 
of business and professional men who are 
chosen to manage the affairs of a country 
club are busy men, it is very difficult for 
the finances of a country club to be eco-
nomically expended. Hence the wisdom in 
prepar ing a t the year ' s beginning a budget 
covering every possible expense of a golf 
course and a budget covering every pos-
sible expense of a club house, and then 
having this budget thoroughly approved 
by the Board of Governors. 

"The Charlot te Country Club for th ree 
years has been opera t ing under a budget 
system and it has proven to be a money 
saving inst i tut ion and each commit tee 
lives within the budget prepared a t the 
beginning of the year . 

"The budget for the upkeep of the golf 
course and grounds of the country club 
is prepared wi th the g rea tes t possible 
care, each i tem of expense being gone into 
and a definite sum set up to cover tha t 
i tem for the year. When each i tem of 
expense has been thoroughly covered by 
an i tem in the budget then the total 
budget is prepared and submit ted to the 
Board of Governors for their approval, 
re ject ion or modification, all depending 
upon the prospective revenue of the club. 
When this budget has been approved 
finally by the Board of Governors, the 
commit tee in charge of the golf course 
and grounds is ins t ruc ted tha t they a re 
to spend such money as wisely and eco-
nomically as possible and that , under no 

ci rcumstances , a re they to exceed the 
amount set fo r th in the budget for the 
year to cover the main tenance and up-
keep of the golf course. 

"Each of the th ree years since this 
budget sys tem has been in operat ion in 
our club the commit tee in charge of the 
golf course and grounds has been able to 
save a considerable percentage of the 
budget as a surplus during the year. 
Course Pays Own W a y 

"As a resul t of this budget sys tem dur-
ing the past two or th ree years the upkeep 
and main tenance of the golf course and 
grounds has been taken care of f rom the 
golf fees almost ent irely so tha t the regu-
lar membersh ip dues can be applied to the 
expenses of the club house and other in-
cidental f ea tu res of club life. 

"In other words, under the budget sys-
tem our golf course and grounds have be-
come self-supporting and we believe in a 
few years we shall be able f rom the in-
come f rom golf fees alone, not only to 
mainta in a good golf course, but to do 
whatever construct ion work is necessary 
f rom t ime to t ime in changing cer ta in fea-
tu res of the course. 

"Under this budget sys tem our club 
has been able to keep out of debt, has 
been able to pay off practical ly all of its 
cur ren t indebtedness and has been able to 
re t i re quite a considerable number of i ts 
ou ts tanding bonds. 

"We would not a t t empt to consider the 
operat ion of our club except under a 
budget system, wisely thought out and 
wisely prepared at the beginning of the 
year as we have found tha t it is the only 
business-like way to handle the financial 
affairs of the club. It is an easy ma t t e r 
for a Board of Governors to appropr ia te 
funds for every miscel laneous purpose 
tha t may be submit ted to it because no 
one has given previous thought to such 
objects. 

"We are now contemplat ing the em-
ployment of a club manager who shall 
have complete charge of the grounds, golf 
course and all exterior act ivi t ies of the 
club proper ty and place this capable per-
son in charge of the work under a defi-
nitely provided budget at the beginning of 
the year and we believe by this progres-
sive plan tha t we will be able to save 



several thousand dollars over our present 
expenses." 

At Minneapolis they also have found 
tha t the budget is a grea t promoter of 
businessl ike in te res t in club operat ion on 
the par t of commit tee affairs . The Golden 
Valley Golf club has been using the budget 
system in cut t ing the cost of golf. The 
club adds to its budget sys tem as an op-
era t ing control fac tor a logical line-up of 
the organizat ion 's directorate . E. S. 
Moorss, president of Golden Valley, tells 
the s tory: 

"A few years ago, when some of the 
officers of the Golden Valley Golf Club 
commenced to consider whether a pr ivate 
golf club could be run on a budget and be 
run successfully, they were confronted by 
the s t a t ement f rom a grea t many who had 
had more or less experience in handl ing 
the affairs of pr ivate golf clubs, tha t it 
could not be done. The golf club was so 
const i tuted tha t a budget could not be 
adhered to, and, if it could, there would 
be no advantage derived, crit ics claimed. 
Nevertheless , the officers, a f t e r ca re fu l 
consideration, decided tha t they would t ry 
it out, and since tha t t ime the Golden 
Valley Golf club has been run on a budget 
and run successfully. 

History Rules Budget 
"In the first place, in prepar ing a budget, 

it is necessary to es t imate as accurate ly 
as is possible the income tha t may rea-
sonably be expected for the year, and 
natural ly past experience must be con-
sidered in arr iving a t these figures. It is 
obviously foolish for any club, individual 
or business, to spend more money than is 
being received f rom incomes. If this is 
done, the re is but one a l te rna t ive for a 
club to pursue, and tha t is ei ther ra ise the 
dues for more income, make an assess-
men t or borrow the money. If the la t ter , 
it mus t be reckoned with a t some subse-
quent date, and, if e i ther of the fo rmer are 
resor ted to, it, to say the least , has un-
favorable comment f rom the members of 
the club. 

"Af ter arr iving at the probable income 
of the club, it was thought advisable to 
divide the club into depa r tmen t s under 
the various committees. All golf clubs 
have thei r greens committee, golf commit-
tee, house committee, the games and pas-
t ime commit tee and so-forth. Besides tha t 
there is the adminis t ra t ive expense, o ther 
fixed charges or expense. It is obvious 
tha t each of these different depa r tmen t s 
£ire enti t led to a par t of the income f rom 

the club compared with their respective 
requirements , and again by comparing past 
experience a reasonable amount was ar-
rived at. It, of course, was necessary to 
confer with the chairmen of these various 
depa r tmen t s or committees, as you please, 
in arr iv ing at the amount tha t they would 
require for the i r par t icular depar tments 
and the officers who put this budget into 
operat ion were very much surpr ised with 
the in te res t t ha t these various chairmen 
of depa r tmen t s showed in t rying to give 
the maximum service for the minimum of 
expense and keep within the budget al-
lotted them, so much so tha t the club feels 
t ha t a f t e r the few years of this operat ion 
it has delivered bet ter golf and bet-
ter service for considerably less money 
than was obtained previously. Natural ly 
it is necessary for the cha i rman of each 
depar tmen t to know wha t expendi tures 
are being made in his par t icular depart-
ment and keep a check on them in order 
to see tha t the budget al lotted him is not 
exceeded. 

"Golden Valley has been fo r tuna te in 
having business men willing to spend 
some of their t ime looking a f t e r these de-
tails, and it probably is not more fortu-
na te than any other pr ivate golf club in 
this respect . Somebody capable must be 
a t the head of the different depar tments 
as well as the whole operation, and some-
one mus t be responsible for expendi tures 
as well as conduct of the depar tments . 
Natura l ly these th ings take someone's 
t ime, and without efficient men on the 
Board of Governors to manage the affairs 
of the club and efficient workers on the 
various commit tees looking a f t e r the de-
tails in the i r par t icular depar tment , there 
will be a lack of in teres t f rom the em-
ployes in each depar tment , and this in 
tu rn will resul t in lack of efficiency and 
was te of funds. 

" I t has been found tha t appoint ing 
the cha i rman of the various commit tees 
f rom among the members of the Board of 
Governors, wherever it was possible or 
at least having a member of the Board of 
Governors on each of the commit tees han-
dling the operat ion of the club other than 
the president , who is ex-officio member of 
all such commit tees , has great ly added to 
the efficiency as the commit tee is then in 
close touch with the Board of Governors 
and the Board of Governors are equally in 
close touch with the work of the commit-
tee. 



THE SEED YOU BUY 
IN THE final analysis, there is no single maintenance item 
* on a golf course that is as important as the seed that is 
bought. On an average course, the annual expenditure for 
seed is less than 5% of the yearly budget and yet it is the 
one item upon which the bulk of all other effort depends. 

Even on new construction, the seed cost is out of all pro-
portion to its importance. A new green costing from 
$500.00 to $1,200.00 for total construction will have used 
less than $100.00 worth of seed. 

No matter how well the soil has been prepared or how 
fully the thousand and one little details have been taken care 
of; if the seeds you plant are not right, it is largely wasted 
effort. This is why we emphasize at all times what we term 
"The Henderson Standard of Quality" rather than our prices. 

The 80 years that we have been in business have shown us 
all of the short cuts. We know how to cut all the corners 
that lead us lower prices; we know all of the little savings 
that can be made at the expense of quality to the benefit of 
price; we know the market both as purchasers and as sellers, 
for we buy direct from the original sources and sell only 
direct to the consumer. We think it is obvious, therefore, 
that if price was the only thing, that we could compete suc-
cessfully with any other firm in the country. But we have 
at all times placed quality first and the price comes second, 
except that it must be as low as is consistent with the 
quality of seeds. 

Send us a list of your requirements and you will be sur-
prised to find that the highest quality after all costs but 
little, if any, more. 

Peter Henderson & Co. 
SEEDSMEN 

35-37 Cortland St. New York City 



The new part of the Crystal Lake 
clubhouse, opened by Mr. Smeltakopf, 
was added to the club's original home 
which is the remodeled old house 

shown at the le f t 

Opening Is Tough Task 
By O. M. SMELTAKOPF 

Manager, Crystal Lake Country Club 

1 DON'T recall a manager ever having 
said, "I have the most del ightful job 
before me this yea r—tha t of opening 

a new golf club." The manager who opens 
a new club house has a burden of woe 
tha t he mus t bear and keep smiling, for 
the members , impat ient , are quick to 
magnify any of the unavoidable disturb-
ances during the period of opening and 
the manager finds himself at the receiving 
end of a list of minor complaints. 

Opening a new club is complicated by 
the fac t tha t the officials of the organiza-
tion invariably decide to open the club the 
first big day tha t the golf bacillus gets in 
i ts bite, Decoration Day. This combina-
tion of a general holiday crowd and the 
throng a t t rac ted by the club opening solely, 
overwhelms the new organizat ion before 
it has a chance to get funct ioning smooth-
ly. Then also there is the ma t t e r of help 
at the opening. With the proper kind of 
help the e lement of well-trained personal 
service and the resourcefu lness of the em-
ployee will go f a r to offset any of the 
missing details . In club openings the man-
ager fa r too f requent ly finds himself handi-
capped by an as tonishing lack of facil i t ies 
for the help. Especial ly in the case of 
country clubs r a the r d is tant f rom the cen-
te r s of metropol i tan dis t r ic ts does the club 
manager have to do some tall planning in 
get t ing for the employees the living fa-

cilities necessary to a t t r ac t and keep them. 
When this condition is discovered it is 
usually too late to rec t i fy it in t ime for a 
perfect ly conducted opening. But such 
conditions as this a re wha t de termines 
the ability of a manager to care for his 
job. If everything had been planned and 
provided prior to the manager being put 
on the job, life would be too much of a 
sweet d ream to be t rue. 

It has been my observat ion tha t the 
manage r s are given to unders tand tha t 
many of the detai ls a t t endan t upon club 
openings are to be handled by commit-
tees. This would be wonderful , had the 
commit tees lots of t ime to spend on the 
work. They do s ta r t out with good inten-
tions, especially the house furn ish ing com-
mit tee . Af te r the supplier of the bulk of 
the fu rn i sh ings has been decided upon, 
there comes the place where things don't 
dovetail . Some commit teeman ' s wife has 
urged the use of something tha t doesn't 
fit into the scheme of things. Another 
has t aken a fancy to some extra furnish-
ings. Countless other lit t le e lements creep 
in and the resul t is a costly operation, with 
a flood of cri t icism in its wake. The ex-
perienced manager knows tha t these hap-
penings are on the books and prays tha t 
he will be allowed to get on the job early 
enough to tac t ful ly s teer the eager and 




