






Tennis 
may prove to be the su rp r i s e in-
come source for enterprising golf 
clubs and professionals 

Tennis has become a m a j o r par t of a c lub ' s prof i t 
p ic ture , and for m a n y golf profess ionals , selling 
tennis appa re l and e q u i p m e n t now is a lucra t ive 
new source of income. At the d e m a n d of m e m -
bers of all ages, tennis c o u r t s tha t had once gone 
to weeds a r e now in top playing condi t ion and in 
cons tan t use. At many clubs , existing c o u r t s a re 
not a d e q u a t e to handle the d e m a n d , and expans ion 
plans a r e in the works . A n d o ther c lubs tha t never 
had suff ic ient m e m b e r interest to meri t bui lding 
cour t s now are being pressed to get c o n t r a c t o r s 
i n—and fas t . 

M a n a g e r s reported tha t income f r o m tennis 
facili t ies j u m p e d a lmos t 23 per cent in 1972 to 
$25.4 mil l ion, and pros who car ry tennis m e r c h a n -
dise in their shops have cashed in on the new ten-
nis act ivi ty. S o m e 52 per cent of the p rofess iona l s 
at c lubs with tennis facili t ies car ry e i ther tennis 
equ ipmen t o r appare l or bo th . This merchand i se 
brought $1.2 million into their c o f f e r s - an a m a z -
ing 77.8 per cent more than in 1971. 

Look ing at the g rowth p ic ture for tennis , 41.6 
per cent of the m a n a g e r s repor ted having tennis 
facilit ies. Of this g roup , a lmos t 63 per cent said 
tha t they plan to improve or expand the i r t enn i s 
facilities. S o m e 52 per cent of those who did not 
have tennis facilities said they plan to install 
cour t s in the near fu ture . Fo r profess ionals who 
already s tock tennis equ ipmen t and appare l , these 
f igures c a n only mean g rea t e r prof i ts . A n d those 
profess ionals who have not yet go t ten into tennis 
merchand i se should , cer ta in ly , t a k e a ha rd look at 
its potent ia l . • 

DOES YOUR CLUB OR COURSE 
HAVETENNIS FACILITIES? 

Type of course Yes No 

Private 52.9% 47.1% 

Semi-private 13.2% 86.8% 

Hotel/Resort 84.6% 15.4% 

Public 9.5% 90.5% 

% of total 
response 41.6% 58.4% 

DO YOU PLAN TO IMPROVE OR EXPAND 
YOUR TENNIS FACILITIES? 

Type of course Yes No 

Private 59.5% 40.5% 

Semi-private 66.7% 33.3% 

Hotel/Resort 88.9% 11.1% 

Public 100% 0% 

% of total 
response 62.7% 37.3% 

WHICH DO YOU SELL 
IN YOUR PRO SHOP? 

Tennis Tennis 
Type of course equipment apparel Both Neither 

Private 22.1% 14.7% 15.8% 47.4% 

Semi-private 21.4% 0% 28.6% 50.0% 

Hotel/Resort 30.8% 7.7% 7.7% 53.8% 

Public 28.6% 0% 29.6% 42.8% 

% of total 
response 23.3% 11.6% 17.0% 48.1% 
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INCOME FROM TENNIS FACILITIES 
NATIONAL GRAND TOTALS 

$35 million 

22.7% 
from 1971 

INCOME FROM TENNIS FACILITIES 

1971 
$20.7 million 

1972 
$25.4 million 

Course type Average per facility National totals 

Private 

1971 $ 8,700 $19.0 million 

1972 $10,700 $23.4 million 

Semi-private 

1971 $ 2,400 $ 1.1 million 

1972 $ 2,600 $ 1.2 million 

Hotel/Resort 

1971 . * 

1972 * * 

Public 

1971 $ 4,000 $508,000 

1972 $ 5,800 $730,300 

*The disparity among resorts' tennis fee plans 
makes averages and national totals unreliable. 

GROSS PRO INCOME 
FROM TENNIS MERCHANDISE 

GROSS PRO INCOME 
FROM TENNIS MERCHANDISE 

NATIONAL GRAND TOTALS 
$1.5 million up 77.8% 

from 1971 

Course type 
Average per 

facility National totals 

Private 

1971 $610 $604,500 

1972 $920 $908,700 

Semi-private 

1971 $200 $ 51,000 

1972 $440 $112,200 

Resort/Hotel 

1971 • * 

1972 $680 $ 93,200 

Public 

1971 $100 $ 19,300 

1972 $500 $ 96,500 

Insufficient response in this category. 
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