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Bernatsky also left the managers with
the thought that their dining operations
will be more profitable if they discourage
coffee drinking and substitute wine.
“Every cup of coffee after the first one,”
he pointed out, “is a courtesy of the house.
But a charge is made for every glass of
wine that is served.”

Copy The Cafeteria

In the first Workshop session, Bernat-
sky discussed the overall tood service sit-
nation. He maintained that cafeteria style
of serving has become the most popular
and profitable way of presenting food
and suggested that managers make every
possible attempt to adapt its best fea-
tures to the club dining operation. The
buffet style meal, rapidly increasing in
popularity at country and city clubs, is of
course, the closest answer to the cafeteria
method, but the Cornell professor ques-
tioned whether managers have ref]invd
their service techniques to the extent that
they are realizing full economies from the
butfet.

He also asked the same question in dis-
cussing table service. Many clubs, he ob-
served, could profit by making wider use
of service carts and trays for delivering
food, displaying and removing it. The use
of a cart for displaying desserts and wines,
Bernatsky said, has been known to dou-
ble or triple sales at some clubs and res-
taurants.

Lose Convention Business

Discussing banquets, the Cornell food
authority stated that large cities are losing
convention business because of overcrowd-
ing. “And, when convention goers are
questioned as to where most of the over-
crowding occurs,” Bernatsky added, “most
of them say it’s at the banquet table. They
resent being jammed into “black hole”
space where it is impossible for them to
get their shoulders squared to the table.
If clubs and hotels are going to court the
banquet business they had F)etter be pre-
pared to offer 10 square feet of space
per guest.”

Bernatsky, a native of Budapest who
learned about food as a chef on the Paris-
Bucharest Orient express, also presided
at the second Workshop session. His sub-
ject was the Preparation of Food. Explain-
ing the art of cooking meats, he said that
too many persons are in a hurry to get
them in and out of the oven, In short,
the chef doesn't want to see them sim-
mering, he wants to see them boil.

When it comes to roasting, Bernatsky
said the slow-heat principle also should
12

A $500,000 clubhouse and pro shop are to be

built at Rolling Green CC, Arlington Heights, IIl.,

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 applied. The heat of the oven shouldn't =

be 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 it, and similar fac-
tors were discussed by the Cornell pro-
fessor in outlining a temperature schedule
for the various kinds of meat that are to
be prepared. 3

The subject of leftovers, which proved
to be of great interest to the managers,
also was thoroughly discussed by Bernat-
sky. He pointed out that too often the
are held over too long by American chets
where, in Europe, they invariably appear _
on the next day’s menus as appetizers.”
Another way of getting rid of them is to
present them as riders or supplements to
the menu. Overdoing this, however, may
make the diner suspicious, said Bernatsky.
“Eventually, a sixth sense tells the custom-
er that food that isn’t listed on the menu
proper is yesterday’s throwaway,” he re-
marked.

Other morsels of wisdom dispensed by
Bernatsky: Try to cook less roast than you
can sell; Don’t let your cook stir with
anything other than a wooden spoon;
Radar cooking isn't recommended for a
beginner — the important thing is to un-
derstand how the radar range operates;
Most people don’t want exotic food. They
prefer meat and potatoes prepared in al
variety of ways; Don’t underrate the po- |
tato — cook it with imagination!

Wanderstock, Barbour Carry On

Jerry Wanderstock and Henry Barbour
were the lecturers during the final two
days of the Workshop. Wanderstock, an#
instructor in the Cornell University Ho
School who has served as a meat con- -

:
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Reasonable price and variety of fare are a menu’s best

selling points in either a

club or restaurant operation

sultant for several South American coun-
tries and was a food adviser for the Wil-
liamsburg (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, dwelled on man-
agement, employment and training prob-
Jems and described some of the mechan-
ics of running a buffet.

According to Wanderstock, many peo-
ple in the club and restaurant business
don't seem to realize that sanitation starts
with the acceptance of food and meat
from their suppliers. Their kitchens may
be immaculate, but because they dont
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 unrefrigerated
ham and eggs and in soups and Hollan-
daise sauce, are the most common sources
of food poisoning. Another is streptococ-
cus, which may be introduced by untidy
kitchen or dining room personnel. Con-
stant vigilance, Wanderstock emphasized,
is about the only thing that will prevent
" these different types of bacteria from in-
yading the kitchen.

Kill That Fly!

The fly continues to be the greatest
menace kitchen personnel has to put up
with, Wanderstock said. Possibly it is just
as well that most people don't realize
how deadly the fly can be, but that doesn't
eliminate the need for exterminating it
Rats, mice and roaches are other deadly
disease carriers that either destroy, or
cause to be destroyed, millions of dollars
worth of food each vear.

Wanderstock advised his listeners not
to labor under the illusion that cooking
destroys all bacteria. Several strains may
survive intense heat. Those that don't
often generate toxins that are a source of
food poisoning. The Cornell professor also
suggested that the manager of t‘he food
operation frequently check refrigerators
to make sure that they are functmnmﬁ
properly. The 40 deg. F temperature mar
is a quite critical one in refrigeration be-
cause bacteria can multiply rapidly be-
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tween this temperature and 140 degs.
Much food sEoilage results where temper-
atures rise above 40 degs. due to defec-
tive refrigeration,

Confusion of Terms

On the subject of menu planning, much
of Wanderstock’s lecture was devoted to
straightening out the confusion that ex-
ists in the designation of terms in de-
scribing cuts of meat, and in pinpointing
the animal area from which the various
cuts come. “Nearly everyone,” said the
Cornell food authority, whose knowledge
of meat seemingly is limitless, “has his
own ideas as to what veal, liver, tender-
loin, etc. really are, what part of the ani-
mal they come from, and what are the
proper definitions of such as stag, bull,
heifer, ete.” Wanderstock used charts and
definitions in cleurini up many of the
misconceptions that have 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 it is
prepared for members of a club or res-
taurant patrons. Other points emphasized
in the giscussion: For reasons of econ-
omy stick to seasonal items and ones that
are grown in the native locality; Translate
foreign terms; Use type on the menu that
is easily readable; Avoid the loss leaders:
Strive to serve meals that have balanced
nutritional value, and avoid low calorie
specials on dinners; Don’t neglect the kids’
specials; and play up both the chef’s and
the club’s specialties whenever the oppor-
tunity presents itself.

Inspection Methods Praised

In his lecture on food purchasing, Wan-
derstock deseribed packinghouse inspec-
tion methods used by federal, state and
local governments and assured his listen-
ers that these are not only highly devel-
oped, but are aimed at giving the meat
buyer exactly what he pays for in the wa
of quality. Meat grading, though, accord-
ing to the Comell food technologist, is not
100 per cent pure or scientific, a fact
that is generally recognized in the pack-
ing industry. There is some overlapping
in deciding what is good, choice or prime
in designating quality cuts, just as there

(Continued on page 104)
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Pro Volume Up 10 Per Cent

Statistics Look
Good But Sales
Picture Is Spotty

he increase in pro shop sales and in

rounds played, which have been steadily
advancing at close to an annual 10 per
cent rate for the last decade or so, again
followed this well established trend in
1963. Whether this can be taken at full
face value, especially in regard to sales,
may be questioned when some of the pros’
comments, which appear below, are ex-
amined.

The more than 60 pros who took part
in GOLFDOM’s annual roundup of golf
business conditions reported that, as of
Sept. 15, their sales were up approximate-
ly nine per cent. Added volume that will
result from Christmas business undoubted-
ly will bring the increase for the year to
10 per cent, very close to what it was
in 1962, (A sectional breakdown of the
pro survey appears on page 46.) The ag-
gregate increase in rounds played amounts
to about nine per cent. This, of course, will
increase somewhat between now and the
end of the year, with the result that the
percentage figure probably will be round-
ed off at 10.

A study of the sectional breakdown
shows that from both the pro sales and
play increase standpoints, the Midwest
carried the country. The percentage of the
sales increase in comparison with the in-
crease in play was lower in all sections
of the country except the West. In the
footnote at the bottom of the sectional
breakdown on page 46, it is significant
that Western pros point out that cut-price
competition doesn’t make nearly such large
inroads in their volume as professionals
in other sections of the country say it does,
The South-Southwest also is not nearly as
hard hit by this kind of competition as are
the East and Midwest.

In remarks appended to the survey
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questionnaire, more pros than ever be-
tore point out that the real menace to
their sales volume isn’t the sporting goods
stores and the discounters, but the cut-
price practitioners within their own ranks.
As one pro in the East puts it: “We are
hurt most by a few fellows at public
courses who sell playing equipment at
heavy discount prices, depending on a big
volume of sales to produce profits for
them.” This statement is echoed by sever-
al other eastern shop operators as well as
a few in the Midwest.

One Midwestern pro, in his remarks,
calls attention to the fact that even though
his sales are up nearly 15 per cent for the
vear, he isn’t sure this is going to be re-
flected in his profits. “Everyone,” he says, .
“is too price conscious. Everyone is look-
ing for deals. You have to listen to every
proposition or you are going to lose cus-
tomers. So, vou have to cut into your
markup or sales are going to be lost. This,
combined with the constantly rising ex-
penses of operating a shop, can’t help but
reduce your net.”

Still another complaint comes from a
professional who (]ecYur('s that quite a few
national suppliers of many different types
of products are offering such as golf ball
premiums to their customers in an effort
to get or keep their business. “This is
fairly prevalent among medical and sur-
gical supply houses,” this shopmaster says.
“We have quite a few doctors among our
membership and so one of our prime sales
sources is being quite effectively cut
down.” : L

Complaints Continue

The complaints go on. Catalog sales are
hurting the pros to some extent, as they
always have; Large companies that ar-
range for their employees to buy at dis-
count prices continue to take their toll;
The jumping of the gun on closeouts irks
some professionals, and so does the fact
that many new club members don’t feel
any responsibility to buy in the pro shop.

“There is always something new that
has a disrupting effect on pro sales,” ob-
serves a veteran southern shopmaster. “As
far as I am concerned, 1963 hasn’t been
any worse in this respect than any other
vear. Our sales go up a little each year
and our profits tag along with them. But
what shouldn’t be overlooked is that while
many pros increase their net each year,
there are many that aren’t so lucky. The
whole picture may look good, but that cer-
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STYLE 5004,
$2 each Sox
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Nos. 1,2, 3,4,5
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STYLE 5002, ; ’ ot Putter Cover
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tainly doesn’t mean it applies to all the
individual pros.”

So, it can be concluded, that pro shop
sales have their discouraging as well as
encouraging aspects. As the breakdown
shows, lesson business, thanks to the pat-
ronage of women players in all other sec-
tions of the country except the South-
Southwest, picked up slightly in 1963 over
1962. But this is more than counteracted
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-

by the fact that the percentage of mem-
bers who buy equipment outside the shop
increased from 20 to 27 per cent between
1962 and 1963,

The pro situation, as a whole, is good
but spotty. The fact that more people con-
tinue to take up golf year after year un-
doubtedly has had most to do with the
recording of uninterrupted increases in pro
shop volume in the last decade.
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Solid Only by
Goltf Professionals

There’s real inspiration in
Power-Bilt woods and irons
and pride-of-ownership s
nowhere greater than among
those golfers who have chosen
to pay the difference for the
best...the Power-Bilt Citation.

Power-Bilts have the class that atiracts attention and
inspires sales. . . they need only to be seen and examined to SELL!

PRIWEERNEIIIET

GOLF CLUBS

Hillerich & Bradsby Co.
Louisville, Kentucky
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ERNIE SABAYRAC

ORGANIZATION
means

Tolodod Ponple

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

This is the suggestion of Midwest greenmasters who suffered
the ordeal by snow in the trying winter of 1961-62

By TED WOEHRLE
Supt., Beverly CC, Chicago

onsidering that the Midwest and East
Cwere hard hit by ice-sheet damage in
1961-62, and that New England had the
unwelcome visitor back again last year,
there is a very strong possibility that many
areas in the northern part of the country
are going to have to put up with the
phenomena once more in the cold months
of 1963-64.

So, at this moment, the big question in
the minds of practically every supt. north
of the Mason and Dixon line progul)ly is:
“Is there anything that we can do to guard
against ice-sheet damage or, at least, mini-
mize its injurious effects?”

Supts. who have gone through the ice-
sheet ordeal think they know the cause,
some possible ways of preventing it and,
since they had to renovate their courses
after it heavily damaged them, the remedy
for it. Yet, they are not 100 per cent sure
they know all the answers that there are
to be known about winterkill.

Heavy Rainfall Started Tt

In reconstructing the events that led
up to our troubles in the Midwest in
1961-62, we had abnormally heavy rain-
fall in August and Sept. of the former
year. It amounted to something like 30
inches, enough almost for the entire 12
months. October and November also were
excessively rainy, with the result that the
soil became super saturated. This left the
grass roots in a shallow, unhealthy state.

We might have survived the rain, but
in early December a severe ice storm struck
the Midwest. It was followed by heavy

This article is condensed from a speech
made by Ted Woehrle at the GCSA con-
vention last February.
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snowfall within a few days and for the
next three and one-half months, most of
our courses were covered by ice and snow.

Warm Weather May Have Hurt

Soon after the ice and snow storms hit
us, we sensed that we were in for great
trouble. But there was nothing much that
could be done because most courses,
especially those around the Lakes, were
literally snowbound. Late in the winter,
we had a few days of unseasonably warm
weather, which turned out to be a bless-
ing for some, but as far as I am concerned,
the worst thing that could have happened
to us. Some supts., including Ray Gerber
of Glen Oak, were able to remove the ice
from their greens during the warm spell
and their courses suffered very little dam-
age. But most of us weren’t so fortunate,
finding it impossible to get to the greens
to work on them. Even if we had, desicea-
tion may have caused more damage than
the ice sheets did.

Those few days of warm weather, in my
estimation, could have been the cause
of most of our trouble, although I will con-
cede this is a matter of conjecture. A
good deal of sunshine passed through the
ice during this period and was absorbed
by the grass. The heat partly melted the
ice on the leaves but the plants remained
encased in ice, This possibly resulted in
sufficient leaching to kill many of the
grass plants.

Greens Almost Black

Late in March, when the ice and snow
finally thawed, most of us found we were
in serious trouble. Many greens were sadly
discolored, some of them being almost
black. In addition, the odor that emanated
from them was nauseating. This may have
been due to one or two conditions: Car-
bon dioxide, produced in the root area

]

couldn’t escape because of the ice sheet; |
or the absence of oxygen caused an an-
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