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Bernatsky also left the managers w i th 
the thought that the i r d i n i ng operations 
w i l l be more pro f i tab le i f they discourage 
coffee d r i n k i n g and subst i tute wine. 
"Every cup of cof fee af ter the first one," 
he pointed out, " is a courtesy of the house. 
But a charge is made for every glass of 
w ine that is served." 

Copy The Cafeter ia 
In the f i rst Workshop session, Bernat-

sky discussed the overall food service sit-
uation. l i e mainta ined that cafeteria style 
of serving lias become the most popular 
and prof i tab le way of present ing food 
and suggested that managers make every 
possible a t tempt to adapt its best fea-
tures to (he c lub d in ing operat ion. The 
buf fe t style meal, rap id ly increasing in 
popular i ty at country and city clubs, is of 
course, the closest answer to the cafeteria 
method, bu t the Cornel l professor ques-
t ioned whe the r managers have ref ined 
their service techniques to the extent that 
they are rea l iz ing fu l l economies f rom the 
buf fe t . 

H e also asked the same quest ion in dis-
cussing table service. Many clubs, he ob-
served, cou ld p ro f i t by mak ing w ider use 
of service carts and trays for de l iver ing 
food, d isp lay ing and remov ing i t . T h e use 
of a cart fo r d i sp lay ing desserts and wines, 
Bernatsky said, has been k n o w n to dou-
ble or t r ip le sales at some clubs and res-
taurants. 

Lose Convent ion Business 
Discussing banquets, the Corne l l food 

author i ty stated that large cities are losing 
convention business because of overcrowd-
ing. " A n d , w h e n convent ion goers are 
questioned as to where most of the over-
c rowd ing occnrs," Bernatsky added, "most 
of them say it's at the banquet tab le. Thev 
resent being jammed in to "b lack hole" 
space where i t is impossible fo r them to 
get their shoulders squared to the table. 
I f clubs and hotels are go ing to court the 
banquet business they had better be pre-
pared to o f fer 10 square feet of space 
per guest." 

Bernatsky, a nat ive of Budapest who 
learned about f o o d as a chef on the Paris-
Bucharest Or ien t express, also presided 
at the second Workshop session. His sub-
ject was the Preparat ion of Food. Expla in-
ing the ar t of cooking meats, he said t l iat 
too many persons are in a hu r r y to get 
them iri and o u t of the oven. In short, 
the chef doesn't want to see the in sim-
mering, l ie wan ts to see them boi l . 

W h e n i t comes to roasting, Bernatsky 
said the s low-he at pr inc ip le also should 
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A $500,000 clubhouse and pro shop are to be 

built at Rolling Green CC, Arlington Heights, III , 

and ready for occupancy within the next year. Here 

is the architect's drawing of the structure which will 

be finished in contemporary style. 

be appl ied. The heat of the oven shouldn't 
he stepped up beyond recommended tem-
peratures for various cuts of meat or the 
juices won ' t be sealed in. Thickness of ' 
the cut , the internal temperature of the 
meat before it is cooked, size of the oven 
and number of cuts that are being simul-
taneously prepared in i t , and similar fac-
tors were discussed by the Cornel l pro- * 
lessor in out l in ing a temperature schedule 
for the various k inds o l meat that are to 
be prepared. 

Tr ie subject of leftovers, wh ich proved 
to be of great interest to the managers, 
also was thoroughly discussed by Bernat-
sky. He pointed out that too often they 
are held over too long by Amer ican chefs 
where, in Europe, they invar iably appear ^ 
on the next day's menus as appetizers. 
Another way of ge t t ing r i d of them is to 
present them as riders or supplements to 
the menu. Overdo ing this, however, may 
make the diner suspicious, said Bernatsky. 
"Eventua l l y , a sixth sense tells the custom-
er that food that isn't l isted on the menu 
p roper is yesterday's th rowaway , " he r e - ^ 
marked. 

Other morsels of w i s d o m dispensed by 
Bernatsky: Try to cook less roast than you 
can sell; Don' t let your cook stir w i t h 
any th ing other than a wooden spoon; 
Radar conking isn't recommended for a 
beginner — the impor tan t t i l ing is to un-
derstand how the radar range operates;^ 
Most people don't want exotic food. They 
prefer meat and potatoes prepared in a 
variety of ways; Don ' t underrate the po- \ 
tato — cook i t w i t h imaginat ion! 

Wanderstoek, Barbour Carry On 
Jerry Wanderstoek and Hen ry Barbour 

were the lecturers d u r i n g the f ina l two 
days of the Workshop. Wanderstoek, a i r 
ins t ructor in the Cornel l Univers i ty Hote l 
School w h o has served as a meat eon-

c.olfdom 



R e a s o n a b l e p r i c e a n d v a r i e t y o f fare are a menu's best 
selling p o i n t s i n e i t h e r a club or restaurant operation 

suit ant for several South American coun-
tries arid was a food adviser for the W i l -
l iamsburg (Va.) Restoration committee, 
spoke on sanitation, menu planning and 
purchasing. Barbour, former hotel execu-
tive and onetime manager of the Houston 
Club, where he introduced the Gourmet 
meal in all its splendor, dwel led on man-
agement. employment and training prob-
lems and described some of the mechan-
ics of running a buffet . 

According to \Vunderstock, many peo-
ple in the club and restaurant business 
don't seem to realize that sanitation starts 
w i th the acceptance of food and meat 
from their suppliers. The i r kitchens may 
be immaculate, but because they don't 
closely check everything that is brought 
into them from the outside, trouble that 
can lead to food poisoning is introduced. 
Salmonella, a bacteria that spawns on 
unclean or spoiled meat, and staphlococ-
cus, sometimes found in unreragerated 
ham and eggs and in soups and Hol lan-
daisc sauce, are the most common sources 
of food poisoning. Another is streptococ-
cus, wh ich may be introduced by unt idy 
kitchen or d in ing room personnel. Con-
stant vigilance, Wanderstock emphasized, 
is about the only th ing that w i l l prevent 
these dif ferent types of bacteria f rom in-
vading the kitchen. 

K i l l That F l y ! 
The f ly continues to be the greatest 

menace ki tchen personnel has to put up 
wi th, Wanderstock said. Possibly i t is just 
as we l l that most people don't realize 
how deadly the f ly can be, b u t that doesn't 
el iminate the need for exterminat ing it. 
Rats, mice and roaches are other deadly 
disease carriers that either destroy, or 
cause to he destroyed, mi l l ions of dollars 
wor th of food each year. 

Wanderstock advised his listeners not 
to labor under the i l lusion that cooking 
destroys all bacteria. Several strains may 
survive intense heat. Those that don't 
o f ten generate toxins that are a source of 
food poisoning. The Cornel l professor also 
suggested that the manager of the food 
operation frequently check refrigerators 
to make sure that they aTe funct ioning 
properly. The 40 deg. F temperature mark 
is a qui te crit ical one in refr igerat ion be-
cause bacteria can mu l t ip ly rapidly be-

tween this temperature and 140 degs. 
Much food spoilage results where temper-
atures rise above 40 degs. due to defec-
t ive refrigeration. 

Confusion of Terms 

On the subject of menu planning, much 
of Wand erst ock's lecture was devoted to 
straightening out t he confusion that ex-
ists in the designation of terms in de-
scribing cuts of meat, and in p inpo in t ing 
the animal area f rom wh ich the various 
cuts come. "Near ly everyone," said the 
Cornel l food author i ty , whose knowledge 
of meat seemingly is limitless, "has his 
o w n ideas as to wha t veal, l iver, tender-
loin, etc. really are, what part of the ani-
mal they come frotn, and wha t are the 
proper definit ions of such as stag, bul l , 
heifer, etc." Wanderstock used charts and 
definit ions in clearing up many of the 
misconceptions that nave arisen in the 
meat classification area. 

As for the menu itself, he emphasized 
that variety of fare and reasonable prices 
are its best selling points whether i t is 
prepared for members of a c lub or res-
taurant patrons. Other points emphasized 
in the discussion: For reasons of econ-
omy stick to seasonal items and ones that 
are grown in the nat ive local i ty; Translate 
foreign terms; Use type on the menu that 
is easily readable; Avo id the loss leaders; 
Str ive to serve meals that have balanced 
nutr i t ional value, and avoid low calorie 
specials on dinners; Don' t neglect the kids' 
specials; and play up bo th the chef's and 
the club's specialties whenever the oppor-
tun i ty presents itself. 

Inspection Methods Praised 

I n his lecture on food purchasing, Wan-
derstock described packinghouse inspec-
t ion methods used by federal, state and 
local governments and assured his listen-
ers that these are not only h igh ly devel-
oped, but are a imed at g iv ing the meat 
buyer exactly what he pays for in the w a y 
of qual i ty. Meat grading, though, accord-
ing to the Cornel l food technologist, is not 
100 per cent pure or scientif ic, a fact 
that is generally recognized in the pack-
ing industry. There is some over lapping 
in decid ing what is good, choice or p r ime 
in designating qua l i ty cuts, just as there 

(Continued on page 104) 



I'ro Vulmne Up 1 0 I'cr Cent 

Stat is t ics Look 
Good But Sales 
Picture Is Spot ty 
Tlie increase in pro shop sales and in 

rounds played, wh ich have been steadily 
advancing at close to an annual 10 per 
cent rate for the last decade or so, again 
fol lowed this w e l l established t rend in 
1963. Whether this can be taken at fu l l 
face value, especially in regard to sales, 
may be questioned when some of the pros' 
comments, wh ich appear below, are ex-
amined. 

The more than 60 pros who took part 
in G O L F D O M ' s annual roundup of golf 
business condit ions reported that , as of 
Sept. 15, their sales were up approximate-
ly nine per cent. Added volume that Wil l 
result from Christmas business undoubted-
ly w i l l b r ing the increase for the year to 
10 per cent, very closc to wha t i t was 
in 1962, { A sectional breakdown of tbe 
pro survey appears on page 46. J The ag-
gregate increase i n rounds played amounts 
to about nine per cent. This, of course, w i l l 
increase somewhat between now and the 
end of the year, w i t h the result that tbe 
percentage f igure probably w i l t be round-
ed off at 10. 

A study of the sectional breakdown 
shows that f r o m both the pro sales and 
play increase standpoints, the M idwes t 
carried the count ry . T h e percentage of the 
sales increase in comparison w i th the in-
crease in play was lower in all sections 
of the country except the West. In the 
footnote at the bot tom of the sectional 
breakdown on page 46, i t is signif icant 
that Western pros point out that cut-pr ice 
competi t ion doesn't make nearly such large 
inroads in their volume as professionals 
in other sections of the country say i t does. 
The South-Southwest also is not nearly as 
bard h i t by this k i nd of competi t ion as are 
the East and Midwest . 

In remarks appended to the survey 

questionnaire, more pros than ever be-
fore point out that the real menace to 
their sales volume isn't the sporting goods 
stores and the discounters, but the cut-
price practit ioners w i t h i n their own ranks. 
As one pro in the East puts it: " W e are 
hurt most by a few fel lows at publ ic 
courses w h o sell p laying equipment at 
heavy discount prices, depending on a big 
volume of sales to produce profi ts for 
them." This statement is echoed by sever-
al other eastern shop operators as wel l as 
a few in the Midwest. 

One Midwestern pro, in his remarks, 
calls at tent ion to the fact that even though 
bis sales are up nearly 15 per cent for the 
year, he isn't sure this is going to be re-
f lected in his profits. "Everyone," he says, 
"is too price conscious. Everyone is look-
ing for deals. You have to listen to every 
proposit ion or you are going to lose cus-
tomers. So, you have to cut into your 
markup or sales are going to be lost, t h i s , 
combined wi th the constantly rising ex-
penses of operating a shop, can't help but 
reduce your net." 

St i l l another complaint comes f rom a 
professional who declares that qui te a few 
national suppliers of many dif ferent types 
of products are of fer ing such as golf ba l l 
premiums to their customers in an ef for t 
to get or keep their business. "This is 
fair ly prevalent among medical and sur-
gical supply houses." this shopmaster says. 
" W e have quite a few doctors among our 
membership and so one of our pr ime sales 
sources is being qui te ef fect ively cut 
down. " 

Complaints Cont inue 

The complaints go on. Catalog sales are 
hu r t i ng the pros to some extent, as they 
always have; Large companies that ar-
range for their employees to bay at dis-
count prices continue to take their tol l ; 
The j u m p i n g of the gun on closeouts irks 
some professionals, and so docs the fact 
that many new c lub members don't feel 
any responsibil i ty to buy in the pro shop. 

"There is always something new that 
has a d isrupt ing effect on pro sales," ob-
serves a veteran southern shopmaster. "As 
far as 1 am concerned, 1963 hasn't been 
any worse in this respect than any other 
year. O u r sales go up a l i t t le each year 
and our prof i ts tag along w i th them. Rut 
what shouldn' t be over looked is that whi le 
many pros increase their net each year, 
there are many that aren't so luck v. The 
whole p ic ture may look good, but that cer-



KNIT SOX 

Please your golfers and DRIVE IN A STEADY PROFIT with 
popular-priced Club Sox — the handiest, handsomest 
covers ever designed to protect favorite woods. Style 
SO04 features a KNIT ORLON LINING and has numerals 
1, 2, 3, A, 5. Style 5D02 has 1, 2, 3, 4 or 5 narrow stripes 
to indicate club number. Both styles are washable high-
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So that you're ready to drive in sales at the very start of next season, order your initial 1964 
stock of fast-selling Club Sox, and other Reliable golf accessaries NOW. They'll be sent to you 
on the date you specify . . . and BILLED AFTER SHIPMENT. 



ta in ly doesn't mean it applies to al l t he 
ind iv idua l pros." 

So, it can be concluded, that p ro shop 
sales have their d iscouraging as w e l l as 
encouraging aspects. As the b reakdown 
shows, lesson business, thanks to the pat-
ronage of women players in al l o ther sec-
tions of the coun t r y except the South-
Southwest, n icked up sl ight ly in 1963 over 
1962. But this is more than counteracted 

by the fact that the percentage of mem-
bers w h o buy equ ipment outs ide the shop 
increased f rom 20 to 27 per cent between 
1962 and 1963. 

T h e p ro situation, as a who le , is good 
bu t spotty. The fact that more people con-
t inue to take up gol f year af ter year un-
doubted ly has had most to do w i t h the 
record ing of un in ter rup ted increases in pro 
shop vo lume in the last decade. 



SnM i W v hy 
Oi4t PAilnltimjIi 

T h e r e ' s r c . i l i n s p i r a t i o n in 
P o w e r - B i l l w o o d s a n d i r o n s 
a n d pride-of^ownership is 

nowhere greater than a m o n g 
those golfers w h o have chosen 

to pay the di f ference for the 
b e s t . . . t h e Power -B i l l Citation. 

Power-Bills have the class that attracts attention and 

inspires sales... they need only to be seen and examined loSELL! 

G O L F C L U B S 
Hillerich & Bradsby Co. 

Louisville. Kentucky 



ERNIE SABAYRAC 
ORGANIZATION 

T a l e n W People 
Many years ago Ernie Sabayrac surrounded himself with TALENTED people . . . 

manufacturers with TALENT to command America's leading apparel market. 

Then Ernie Sabayrac surrounded himself with more TALENTED PEOPLE . . . 
Associates who had the TALENT to outline a successful merchandising 

program for you, Mr. Golf Professional. 

Then Ernie Sabayrac found out that he had more TALENTED people . . . you, 
Mr. Golf Professional, who have made an outstanding success 

with this nationally advertised apparel in your shop. 

The result . . . TALENTED suppliers plus TALENTED associates 
plus TALENTED Golf Professional merchants add up to a 

mutually inspired three-fold success. 

HIALEAH, FLORIDA 

fog-Joy I I z o n I ^ M M \ J j t y . f r \ ^ 
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JOHN BRYANT 
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CHICAGO 

BOB CRAVER 
THE CAROLINAS 

HILLMAN ROBBINS 
MEMPHIS 

ALLEN CAMPBELL 
BOSTON 

LES DeFINO 
LOS ANGELES 

PHIL SKOVRONSKI 
CLEVELAND 

ART YANN 
PITTSBURGH 

TERRY HAGEN 
ATLANTA Representatives 

in every principal city 



Ice-Sheet Damage in Your Future? 
Keep Soil Porous to Avoid It 

This is the suggestion of Midw 
the ordeal by snow in th 

B y T E D W O E H R L E 
Supt. , Bever ly CC, Ch icago 

Considering that [be Midwest and East 
were hard h i t bv iee-sheet damage in 

1961-62, and that N e w England had the 
unwelcome visitor back again last year, 
there is a very strong possibil ity that many 
areas i n the northern part of the country 
are going to have to po t up w i t h the 
phenomena once more in the cold months 
of 1963-64. 

So, at this moment , the b i g question in 
the minds of practical ly every supt. north 
of the Mason and D ixon l ine probably is; 
" I s there anyth ing that we can do to guard 
against iee-sheet damage or, at least, m in i -
mize its injurious effects?" 

Supts, w h o have gone through the iee-
sheet ordeal th ink they know the cause, 
some possible ways of prevent ing it and, 
since they had to renovate their courses 
after it heavi ly damaged them, the remedy 
for it. Yet, they are not 100 per cent sure 
they know al l the answers that there are 
to be known about winterk i l l . 

Heavy Rainfa l l Started I t 

In reconstruct ing the events that led 
u p to our t roubles in the M idwes t in 
1961-62, we had abnormal ly heavy rain-
fa l l in August and Sept. o f the former 
year. I t amounted to something l ike 30 
inches, enough almost for the ent i re 12 
months, October and November also were 
excessively ra iny, w i t h the result that the 
soil became super saturated. This le f t the 
grass roots in a shallow, unhealthy state. 

W e might have survived the rain, but 
in early December a severe ice s torm struck 
the Midwest, It was fo l lowed by heavy 

This article is condensed from a speech 
made by Ted Woehrle at trie GCSA con-
vention last February. 

sst greenmasters who suffered 
trying winter of 1961-62 

snowfal l w i th in a few days and for the 
next three and one-half months, most of 
our courses were covered by ice and snow. 

W a r m Weather M a y Dave l l n r t 
Soon after the ice and snow storms h i t 

us, we sensed that we were in for great 
trouble. But there was no th ing much that 
could be done because most courscs, 
especially those around the Lakes, were 
l i teral ly snowbound. Late in the winter , 
we had a few days of unseasonably warm 
weather, wh ich tu rned out t o be a bless-
ing for some, b u t as far as I am concerned, 
the worst th ing that could have happened 
to us. Some supts., inc lud ing Ray Gerber 
of Glen Oak, were able to remove the ice 
f rom their greens dur ing the warm spell 
and thei r courses suffered very l i t t le dam-
age. l in t most of us weren't so fortunate, 
f ind ing it impossible to get to the greens 
to work on them. Even if we had, desicca-
tion may have caused more damage than 
the ice sheets did. 

Those few days of wa rm weather, in my 
estimation, could have been the cause 
of most of our trouble, a l though I w i l l con-
cede this is a matter of conjecture. A 
good deal ol sunshine passed through the 
tee dur ing this period and was absorbed 1 

by the grass. The heat part ly melted the 
ice on the leaves hut the plants remained 
encased in ice. This possibly resulted in 
suf f ic ient leaching to k i l l many of the 
grass plants, 

Greens Almost Black 
Late in March, when the ice and snow 

f inal ly thawed, most of us found we were 
in serious trouble. Many greens were sadly 
discolored, some of them being almost 
black. I n addit ion, the odor that emanated 
from them was nauseating. This may have 
been due to one or two condit ions; Car- . 
bou dioxide, produced in the rout area, 
couldn' t escape because of the ice sheet; If 
or the absence of oxygen caused an an-


