
There are exceptions. Mrs. Helen 
Gilligan Finn (she would rather be 
called Mrs. than Ms.) is the head pro-
fessional at the Douglaston GC in New 
York City. She sells merchandise, 
rents carts, runs (with her husband's 
help) the operations of the pro shop, 
which she leases from the city, and 
gives lessons—an average of 12 a day 
during the warm months. 

In New York City where the wo-
m a n ' s l iberat ion movemen t is so 
strong an influence that some giant 
corporations now have quotas for fe-
male executive positions, one would 
think that Mrs. Finn had carried the 
banner of women's rights to every pro 
shop in the New York metropolitan 
area. 

"Equality, hell," she says, " I come 
in often at five o'clock in the morning 
on weekends in the summer and often 
don't leave until after eight o'clock at 
night. I 'm sure most of the other pros 
with city courses put in the same 
hours . Sure I 'd like to see more 
women in the pro shop. I think it 

would be good for women golfers and 
men golfers." 

Mrs. Finn never has marched in 
parades, never been to a rally support-
ing women's rights; she wears no but-
tons reading, "Women Now!" and if 
asked who Kate Millet was she'd prob-
ably inquire if she were on the staff of 
Wilson or Spalding. Mrs. Finn would 
much rather talk about Ben Hogan and 
how he contributed to the modern golf 
swing. 

" I wouldn ' t be a golf pro if it 
weren't for men. Everything I know 
about golf I know from men , " she 
says. " A l t h o u g h I had become a 
m e m b e r of t he L P G A , I n e v e r 
seriously thought about being a head 
professional. Golf had always been a 
refreshing game to me. But when I and 
about several hundred other school 
teachers were let go, a pro I'd known 
told me there was an opening here at 
Douglaston and I should apply. I did. I 
mailed my application and then went 
for an interview. There were seven of 
us—six men and me. A man from the 
parks commission looked at us and 
then said, 'A woman, my God, are we 
going to be in trouble if we don't hire 
her. Women's Lib will be down on 
us.' " 

After more than 80 years of munici-
pal golf in New York City, of which 
there are 13 r e g u l a t i o n c o u r s e s 
operated by the Parks Commission that 
total more than 1,752 acres and get 
more than 750,000 rounds of play an-
nually, this is the first time a woman 
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Would-be male golfers show no more reticence in learning the rudiments of the game from Helen Finn than in buying the ac-
couterments of the game from her. 



REN-O-THIN 
You're looking at a unique 

machine built to catch the thatch 
it removes. The Deluxe Ryan Ren-
O-Thin. Our all-new, professional 
model power rake with optional 
catcher attachment. 

The new Ren-O-Thin power 
rake and catcher make thatch 
removal for turf renovation a 
once-over job. Together, they're 
a rugged pair built to take the 
punishment of professional use, 
and make your thatch clean-up 
job a little easier. 

With or without its unique 
catcher, our new Ren-O-Thin is 
quite a machine. With its 4- or 
7-hp engine it'll handle deeply 
embedded thatch. Ten-inch rear 
wheels help make the going easy. 
And a floating front axle smoothes 
out the bumps to keep blade 
height even. 

A spring-loaded clutch is hand-
held at the handlebar and dis-
engages the reel drive when it's 

TURF 
EQUIPMENT 

released. The handle itself may 
be reversed on the machine for 
back milling to break up aeration 
cores on the turf. 

A flail bladed reel and several 
rigid blade reels are available 
and easily changed. 

The new Deluxe Ren-O-Thin. 
A good piece of machinery. 
A unique piece of equipment. 
Ask your Ryan dealer for a 
demonstration or write for more 
information. 

Ryan Turf Equipment, OMC-
Lincoln, a Division of Outboard 
Marine Corporation, P.O. Box 
82409, 2107 Cushman Drive, 
Lincoln, Nebraska, 68501.74-RY-13 

The power rake 
that catches what it rakes. 



New Minimum Wage: 
HOW WILL IT AFFECT CLUBS? 

With the signing of S 2747 (the Fair 
Labor Standards Amendments of 
1974) into law, golf clubs were pre-
sented with an new set of payroll 
problems. These include a new mini-
mum wage scale, new regulations for 
overtime and new restrictions on stu-
dent employment. 

The original law, the Fair Labor 
Standards Act of 1938, has been 
frequently amended since that date; 
most importantly in 1949, in 1961 and 
in 1966. Each new set of amendments 
has brought more and more of the club 
industry under the act. 

Past experience has shown that the 
act and its amendments are very easy 
to violate unknowingly. Clubs should 
reevaluate their employment and 
payroll practices in the light of the new 
amendments in order to save dollars in 
the future; even an unintentional viola-
tion can bring severe penalties. 

WHO IS COVERED? 

You were covered under the 1961 
amendments if your club's gross in-
come was over one million dollars or if 
your club was engaged in interstate 
commerce. Further, if any individual 
employee was engaged in producing 
goods, transporting them across state 
lines or communicating with non-
resident members living in other 
states, that person was considered to 
be engaged in interstate commerce and 
was covered whether or not the club 
was subject to the law. 
Clubs were covered by the 1966 
amendments if they grossed between 
$250,000 and one million dollars, 
whether or not they were engaged in 
commerce. 
New dollar volume coverage. The 
1974 amendments set new dollar vol-
ume ceilings for clubs grossing less 
than $250,000 as follows: 1) Effective 
January 1, 1975, the ceilings are re-
duced to $225,000; 2) effective Jan-
uary 1, 1976, the ceilings are reduced 
from $225,000 to $200,000, and 3) ef-
fective January 1, 1977, the dollar vol-
ume exemption will be repealed. 

WHAT IS GROSS INCOME? 
The Wage and Hour Division of the 

This economic broadside 
fired from Washington 
promises new burdens on 
the already swollen club 
labor budget 

b y KEN EMERSON 
EXECUTIVE DIRECTOR 
NATIONAL CLUB ASSN. 

Department of Labor has defined a 
club's gross income as including the 
fo l lowing : ini t iat ion fees ; direct 
charges for use of club facilities; food 
and beverage sales or charges; athle-
tic or sporting rental fees; lodging and 
valet charges; membership dues and 
assessments paid as a condition of con-
tinued membership, and fees paid by 
m e m b e r s to c lub p r o f e s s i o n a l s , 
whether or not accounted for to the 
club. 

It should be noted that under this 
definition golf lessons and golf shop 
sales must be included in the club's 
gross income, even though they may 
not be directly reported to the club. 

MINIMUM WAGE RATES 

Those clubs covered by the 1961 
amendments to the Fair Labor Stan-
dards Act will increase minimum 
wages on the following scale: 1) to $2 
an hour after May 1, 1974; 2) to $2.10 
an hour beginning January 1, 1975, 
and 3) to $2.30 an hour beginning 
January 1, 1976. 

Those clubs covered by the 1966 
and 1974 FLSA Amendments will be 
subject to increases on the following 
scale: 1) $1.90 an hour after May 1, 
1974; 2) $2 an hour beginning January 
1, 1975; 3) $2.20 an hour beginning 
January 1, 1976, and 4) $2.30 an hour 
beginning January 1, 1977. 

OVERTIME PAY 
With one exception, all club employ-
ees are covered by Section 7(a) of the 
law, which requires that clubs pay one 
and one-half of the regular rate of pay 
for all hours in excess of 40 per work 
week. Many clubs, however, have 
taken advantage of Section 13(b) (8), 
which exempted the food and beverage 

employees of the club from overtime 
rates. 

The 1974 amendments alter this sec-
tion as follows: 

Beginning May 1, 1974, food and 
beverage employees must be paid 
time-and-a-half for over 48 hours work 
in any work week. 

Effective one year after that. May 1, 
1975, overtime rates shall be paid after 
46 hours. 

A year later. May 1, 1976, overtime 
rates must be paid after 44 hours, and 
the following year, commencing May 
1, 1977, the overtime exemption will 
be repealed entirely. 

The "regular ra te" of pay upon 
which overtime is based may be higher 
than the minimum wage, but it cannot 
be less. The "regular rate" includes 
all remuneration except gifts, discre-
tionary bonuses, payments made to-
ward cash profit-sharing or savings 
plans, payments for unworked time, 
traveling expenses and like payments, 
daily or weekly overtime, premium 
pay when it is equal to time and one 
half for nonscheduled work days and 
suggestion awards. 

The regular rate for an employee 
paid solely on an hourly basis is the 
employee's hourly rate. Not less than 
one and one-half times this rate must 
be paid to covered employees after 40 
hours of work in a work week. 

For the employee who is paid a sala-
ry for a specified number of hours a 
week, a "regular rate" is obtained by 
dividing the weekly salary by the 
specified number of hours. One-half 
this rate is due to the employee for 
each hour over 40, up to the specified 
number of hours, after which time one 
and one-half the regular rate is due. 

If a salary is paid as straight time 
pay for whatever number of hours are 
worked in a work week, and is large 
enough to provide pay at or above the 
minimum wage rate for the longest 
week reasonably expected to be 
worked by the employee, the regular 
rate is obtained by dividing the salary 
by the total hours worked each week. 
One-half this rate is due for all hours 
worked in excess of 40 in the work-
week. 



MINIMUM WAGE continued 
If a salary is paid on other than the 

weekly basis, the weekly pay must or-
dinarily be determined in order to 
compute the regular rate and the over-
t ime pay . E x a m p l e : if the sa la ry is 
paid for half a month, it should be mul-
tiplied by 24 and the product divided 
by 52 to get the weekly equivalent. A 
monthly salary should be multiplied by 
12 and the product divided by 52. 

Note: The Fair Labor Standards Act 
does not require premium pay for Sat-
urday, Sunday or holiday work, as 
such, or vacation, severance pay or a 
discharge notice. 

TIPPED EMPLOYEES 
New restrictions have been placed on 
Section 3(m) of the Act, which regu-
lates the amount of tips that may be 
applied to the minimum wage. Under 
the new amendments, the law con-
tinues to permit tips to count for an 
amount of up to 50 per cent of the 
applicable minimum wage rate, but 
now requires that such employees 
must be informed by the employer of 
the provisions of the law and permits 
the tip credit only when all tips re-
ceived by such employees are retained 
by them. The amendment does not, 
however, prohibit the pooling of tips 
among employees who have cus-
tomarily and regularly pooled their 
tips in the past. 

GOLF PROFESSIONALS 
Golf professionals are generally not 
considered independent contractors of 
the kind referred to in Section 3(r) by 
the Department of Labor. Such in-
dependent contractors are limited to 
those who perform related activities 
for an enterprise as distinguished from 
those who perform such activities as 
participants in an enterprise. 

The golf professional however, will 
usually qualify for an executive ex-
emption under the law. However, in 
most cases, his employees, including 
his assistants, would be covered under 
the act to the same extent as other em-
ployees of the golf club. 

CADDIES 
Golf cou r se c a d d i e s are usual ly 
engaged to serve the needs of particu-
lar players for substantial periods of 
time, and their services are generally 
directed by, and are of a most immedi-
ate benefit to , the player himself . Ar-
rangements vary from player to player 

and from club to club, but the player, 
in one way or another, is expected to 
pay for the services rendered to him by 
the caddie. Because of these circum-
stances and the lack of applicable 
judicial guidance, the Wage and Hour 
Division is not presently asserting that 
caddies are employees of the golf 
course operator: this is an opinion that 
could change in the future should cir-
cumstances warrant it. However, cad-
dies would not qualify for the exemp-
tion in cases where they are engaged 
by the club to perform such duties as 
maintaining greens, golf shop, or 
locker room. In such cases, an em-
ployment relationship would be con-
sidered to exist, and the operator 
would have to pay the caddie in accor-
dance with the minimum wage and 
overtime pay requirements for the 
hours spent in such activities. 

EQUAL PAY PROVISIONS 
Under the equal pay provisions of the 
act, an employer may not discriminate 
on the basis of sex by paying employ-
ees of one sex at rates lower than he 
pays employees of the opposite sex, in 
the same establishment for doing equal 
work on jobs requiring equal skills, ef-
fort and responsibility when the work 
is performed under similar conditions. 

Wherever a state law requires that a 
woman must be paid daily overtime, 
the same requirement applies to a man 
in the same job. 

EMPLOYMENT OF STUDENTS 
Sec t ion 14 of the Act has been 
amended by the 1970 law to restrict a 
club's ability to employ full-time stu-
dents. The new amendments stipulate 
that such full-time students may be 
paid a minimum wage of $1.60 an 
hour or 85 per cent of the current 
minimum wage, whichever is higher. 
Wi th the excep t ion of vaca t i on 
periods, full-time students working at 
the special minimum wage rates must 
be employed on a part-time basis and 
cannot work more than 20 hours in any 
one work week. 

In addition to the limitation on indi-
vidual hours, the amendments also 
place regulations on the total number 
of students who may be employed by a 
club and the total number of student 
hours worked. 
Clubs employing up to four full-time 
students. A club may employ up to 
four full-time students at the special 
rates without regard to the proportion 

of student hours of employment to the 
total hours worked by all employees of 
the club. However, in order to employ 
even these four students, the club 
would have to certify to the Secretary 
of Labor that their employment will 
not reduce the full-time opportunities 
of non-student employees. 

To employ more than four full-time 
students, the club must now secure a 
special certificate from the Department 
of Labor and adhere to certain restric-
tions on the total number of student 
hours worked. 

Clubs covered prior to the 1974 
amendments can take the greater of the 
following: 

1) Proportion of student hours of 
employment to the total hours of em-
ployment of all employees during the 
preceding 12 months. 

2) The maximum proportion for any 
corresponding month of student hours 
of employment to the total hours of 
employment of all employees at any 
time before the effective date of the 
1974 amendments. 

3) A proportion equal to one-tenth 
of the total hours of employment of all 
employees in the club. 

In the case of a club that has not 
been covered before the 1974 amend-
ments, it may select one of the follow-
ing three, whichever is greatest: 

1) The proportion of hours of em-
ployment of students in the club to the 
total hours of employment of all em-
ployees for the corresponding month 
of the 12-month period immediately 
prior to the ef fect ive date of the 
amendments. 

2) The proportion of student hours 
of employment to the total hours of 
employment of all employees of the 
club for the corresponding month of 
the immediately preceding 12-month 
period. 

3) A proportion equal to one-tenth 
of the total hours of employment of all 
employees of the club. 

RECORDS 
The Fair Labor Standards Act requires 
that certain records be kept by every 
employer, but does not spell out any 
particular form of records. Most of the 
required information is of the kind that 
clubs usually keep in ordinary business 
practices and in complying with other 
laws and regulations. 

Some of the specific record-keeping 
items required by the regulations are 
the following: 1) name of employee in 

continued on page 56 
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ANSWERING 
THE 

CHEF 
PROBLEM 

In front of last year's class are, left to right; Hermann G. Rusch, executive food 
director, E. Truman Wright, president and managing director, and Wesler T. 
Keenan, vice president and general manager. 

The culinary school at The 
Greenbrier is one answer to 

the problem of where to 
find well-trained chefs 

Along with good management, behind 
every profitable restaurant and club 
dining room is a good chef. But club 
managers and their association, more 
than ever before, have been struggling 
with the problem of where to find well-
trained chefs. 

Although not widely-known in the 
industry, the prestigious Greenbrier 
resort in White Sulphur Springs, W. 
Va., has been turning out highly quali-
fied cooks, many of them potential 
chefs, since Hermann G. Rusch began 
his culinary school in 1957. Not only 
are the graduates expert in the culinary 
arts, but equally important, they are 
well-trained in the business side of 
kitchen economics. Here is one source 
to which the entire club industry can 
look in its search for chefs. 

In 1957, Hermann G. Rusch, execu-
tive food director, with the support of 
E. Truman Wright, president and man-
aging director, of The Greenbrier, 
decided that they would do something 
about the lack of trained cooks in this 
country. They would train their own, 
u s i n g t h e m o d e r n , g l e a m i n g 
Greenbrier kitchens for on-the-job 
training and the existing culinary staff 
as instructors. Thus, The Greenbrier 
Culinary Apprentice and Training Pro-
gram was bom. 

The success of Rusch's brainchild is 
attestable by the extensive waiting list 
of fledgling cooks and would-be culi-
nary masters and the high esteem in 
which the school is held by profes-
sionals already practicing in the field 
of culinary preparation. 

Like the master-apprentice pro-
grams of Medieval Europe, the school 
stresses personal attention; the craft of 
cooking is passed on from teacher to 

student. With an enrollment of less 
than 40 students, this ideal can be 
made practicable. The analogy is car-
ried further: each student is given free 
room and board and an hourly wage 
(which equals at least the Federal 
Minimum Wage requirements) on ac-
ceptance. No tuition is charged. 

Seated in his office at The Green-
brier, surrounded by a tapestry of culi-
nary awards from around the world, 
Swiss-born Rusch talks about his 
grand vision: 

" R e a d i n g a good menu should 
make you hear a symphony, make you 
see a painting or hear a drama, and 
then it will raise the sum total of con-
tentment and of the joy of living. One 
must be precise in calculation, if one is 
to excel in this art, which means the 
conscientious preparation of the sim-
ple food of everyday life or the more 
skillful concoctions of idle feasts and 
rare dishes. Planning menus is a cre-
ative process in which the culinarian 
puts all his soul, art and culinary 
knowledge in order to attain from 

available ingredients a masterpiece 
worthy of presentation at the table. Its 
object can conceivably be no other 
than to increase the happiness of man-
kind." 

Ideal? Yes, but idealism tempered 
by the discipline of a strict curriculum 
that was developed by a committee of 
men, selected by Rusch. These men 
had trained as apprentices in the finest 
hotels in Europe, where cooking is the 
highest art and service is a tradition 
hammered out of centuries of practice. 

The training period for Greenbrier's 
students depends upon previous expe-
rience. For students who have attended 
the Culinary Institute of America, the 
training period is 27 months. Students 
who have attended vocational schools 
train for at least three years, and for 
high school students with no experi-
ence, the training period lasts f rom 
five to seven years, depending on an 
individual's ability. 

Qualifications for acceptance, taken 
from the Culinary Manuscript, are as 
follows: 

continued 
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CHEF PROBLEM continued 

"Appl icants must be 18 years or 
over, high school graduates, with culi-
nary school training or comparable 
schooling desirable. High standards of 
health, personality (appearance and 
bearing) as well as character and per-
sonal habits must be met. He must, 
during the introductory period, evince 
a desire to learn and work effectively 
with his associates. Note: 
1. An i n t r o d u c t o r y , p r o b a t i o n a r y 
period of three months; student de-
cides in day-to-day working condi-
tions, his own fitness and liking for 
such a demanding profession. It af-
fords the Culinary Professor the oppor-
tunity to observe the trainee's success 
and qualities. 
2. A rigorous, all-embracing two-year 
working course in all food departments 
leading to a 'practical' examination. 
Should he not receive passing grades, 
the student is given six months addi-
tional training. 
3. Appren t i c e s receive room and 
board. They are paid a basic salary for 
the first 12 months, with an increase 
for the final 15 months. An annual 
vacation of two weeks, with pay, is 
conveniently scheduled. 

" T h e cul inary apprent ice , upon 
completion of his Greenbrier course, 
will have received training in both 
theory and practice in all phases of his 
profession. As his training progresses, 
there will be the essential classes in the 
mathemat ics of food buying, food 
storage and preservation, in the es-
timating of portion and meal costs, 
payroll control and other pertinent de-
tails. Naturally, his basic training will 
start with the fundamentals. . . " 

Mathematics also enters into the 
study of nutrition, another Greenbrier 
classroom study. How far a student 
goes is determined by his ambition, 
skill and work habits. For a student 
who prefers the creative work of culi-
nary performance in its various forms, 
the "undes i rable" features of the trade 
are taken in stride. Hours are not the 
usual office hours, although larger es-
tablishments have a regular schedule. 
Vacat ion pe r iods may have to be 
scheduled when business permits. 

"The culinary apprentice shall be 
given such instructions and experience 
in the various culinary trades as will 
enable him to qualify as a competent 
chef. The apprentice will be trans-
ferred from one station to another fol-
lowing the schedule specified by the 
instructor. 

" T h e stations, their duties and func-
tions, are listed below. 
SAUCIER—Preparation of daily en-
trees, sauces, boiled, braised, potted 
and baked d i shes . T h e g l andu l a r 
meats, spices, herbs and seasoning. 
GARDE-MANGER (Cold Meat Man)— 
Garnishing, breading, buffet decora-
tions, hot and cold canapés , sand-
wiches, appetizers, ice carving and or-
namental work. Making paté, gelatin, 
and terrines. 
BUTCHER—Meat cutting and prepara-
tion of poultry and fish, making stuf-
fings, meat-paté, gelatin, paupiettes 
and brin. 
ROAST—Roast mea t s and poul t ry . 
Makes the stuffing for turkey, duck, 
chicken and natural gravy. 
BROILER (Grillardin)—Broils meats, 
poul t ry and fish. P repa re s bacon , 
V i rg in i a and York h a m , sausage 
cakes, deerfoot sausages for breakfast. 
FRY—Makes the egg dishes, cheese 
dishes, croutes, vegetable plates, pan-
cakes, onion rings, fried potatoes. 
SOUP—Make all the soups; cream, 
clear and puree. Makes the soup stock, 

g ravy , stock fish fands , cooks all 
seafood, lobster, shrimps, blanches 
sweetbreads and makes cheese crou-
tons. 
VEGETABLE—Cooks all vegetables and 
potatoes. 
SALAD PANTRY—Makes all salads, 
combinat ion and special. Cuts the 
fruits for breakfast, lunch and dinner. 
Squeezes oranges for juice and serves 
all compotes, jellies, butter and rel-
ishes. 
TOAST PANTRY—Serves the bread, 
pastry, ice cream, cookies, cheeses, 
pudd ings and boi led eggs . Makes 
sandwiches, lunch boxes and dry buf-
fet. 
BAKING—Baking the various breads 
required at the hotel. Careful weigh-
ing, measuring of the ingredients used 
in various doughs; bisquits, muffins, 
French bread, rolls, English bread, 
r a i s i n , r y e , p u m p e r n i c k e l , D a n -
ish, doughnuts, coffee cakes, honey, 
Porterhouse and many more. 
PASTRY—Production of the various 
types of cakes , cookies , pas t r ies , 
puddings, charlottes. Prepares the fill-

continued on page 48 

An idyllic setting for 
a school (top photo); 
this, the north en-
trance o f T h e 
Greenbrier Estate. 
Equestrians start at 
the colonnaded en-
trance for one of the 
breathtaking riding 
trails. Part of the 
students' training at 
The Greenbrier's 
school for chefs (bottom photo) includes making many different kinds of breads. All 
culinary activities are conducted in the modern kitchens of The Greenbrier and 
under the supervision of experienced, senior chefs. 



Fourteen Firms 
Named in 'Pro Only' Suit 

CHICAGO—A major sporting goods re-
tailer here has filed an $8.4-million 
suit in United States District Court 
against 14 manufacturers for allegedly 
being denied access to "p ro only" 
lines of golf equipment. The plaintiffs, 
Morr is H. Mages and L a u r e n c e 
Mages, who operate sporting goods 
businesses under the names of Morrie 
Mages Sports, Morrie Mages Sports, 
Inc., and M. M. Winder Sports, Inc., 
claim that the manufacturers' alleged 
restrictive merchandising policies have 
cost them an annual loss of $280,000, 
with a capitalized value of $2.8 mil-
lion, for which they are entitled to tre-
ble damages. 

Reading like " W h o ' s Who in 
Golf ," named in the suit were: Acush-
net Sales Company, Brockton Foot-
wear (manufacturers of Foot-Joy 
shoes), Brunswick Corp. (parent firm 
of MacGregor), Burton Golf Com-
pany, Dunlop Tire and Rubber Corp., 
Charles A. Eaton Company, Hillerich 
& Bradsby, Karsten Mfg. Company, 
Professional Golf Company (manufac-
turers of the First Flight and Arnold 
Palmer lines). Ram Golf Corp., Spald-
ing Sales Corp., Uniroyal Inc., Victor 
Comptometer Corp. (parent firm of the 
Victor Golf Company), and Wilson 
Sporting Goods Company. 

The Mages' suit charges that the de-
fendants "have knowingly and unlaw-
fully combined, conspired, agreed, 
and have entered into a tacit under-
standing, together and with each other, 

as well as with other persons, organi-
zations, and/or associations, includ-
ing, but not necessarily limited to, 
members of The Professional Golfers' 
Association of America, to unreason-
ably restrain the trade and commerce 
of golf equipment, and to monopolize 
for the golf professional, the said trade 
and commerce of golfing equipment, 
and to protect the golf professional 
from competition, all in violation of 
. . . 'The Sherman Ac t . ' " 

The case has been assigned to Judge 
Bernard M. Decker of the U.S. Dis-
trict Court for the Northern District of 
Illinois, Eastern Division. 

GOLFDOM noted in its Novem-
ber/December 1973 issue (page 71) 
that the charges in this case would be 
"similar to those involved in the Golf 
City, New Orleans, litigation." In 
fact, co-counsel for the Mages case is 
Henry L. Klein, the attorney repre-
senting Golf City in New Orleans. He 
shares duties on the Mages case with 
Chicago attorney Stanley P. Sklar. 

The three-year-old Golf City case is 
due to come to trial between October 
14 and October 31 this year. Of the 
original 14 defendants named in the 
suit, remaining in the case are: Charles 
A. Eaton Company , Hillerich & 
Bradsby, Ben Hogan Company, Kar-
sten Mfg. Corp., Irving King, Profes-
sional Golfers' Assn. of America, 
Uniroyal and Wilson. The other com-
panies settled out of court and were 
dismissed from the suit. 

ASSOCIATION OF CLUB 
EXECUTIVES FORMED 

DEERFIELD, I L L . — A new association. 
The International Assn. of Club Exec-
utives, has been formed to improve the 

professional status and performance of 
club management. 

According to temporary chairman 
and former Club Managers Assn. of 
America president, G. V. Marlatt, the 

association will provide an excellent 
centralized medium for the exchange 
of information and ideas within the in-
ternational club management industry. 

Qualifications for membership in-
clude four years experience in profes-
sional club management at the time of 
the membership application and ap-
proval of an existing club managers as-
sociation in the applicant 's native 
country. 

Subscription for American mem-
bership will be $100 a year; however, 
the various associations around the 
world will be asked to subscribe an 
amount at their discretion to help the 
fledgling organization get started. 

Interested persons are asked to con-
tact the temporary chairman, G. V. 
Marlatt, 435 Deerfield Rd., Deerfield, 
111. 60015. Charter memberships will 
be closed out at a forthcoming meeting 
in February, in Vancouver, B.C. 

Paul R. MacDonald (right), vice pres-
ident, Sports Division, Dunlop Tire & 
Rubber Corp. of Buffalo, N.Y., was 
recently elected a member of the board 
of directors of the National Club Assn. 
On hand for MacDonald's election 
was New York Republican Congress-
man Jack F. Kemp (left), who dis-
cussed legislative and legalistic mat-
ters pertaining to the private club 
industry at the association's annual 
convention in Washington, D.C. 



NEWS continued 

TORO, SPARTAN AID STUDY OF 
SHADE-TOLERANT GRASSES 

EAST LANSING, MICH.—A joint grant 
of $4,000 was presented by The Toro 
Company of Minneapolis and Spartan 
Distributors, Sparta, Mich., to Dr. 
James B. Beard to help further inves-
tigations of turfgrass shade adaptation. 

Beard, who will head a six-man 
research team at Michigan State, said 
the investigations should greatly speed 
up the process of turfgrass breeding for 
shade adaptation, eventually benefit-
ting the professional turfman and the 
homeowner. 

Warren Schut, Spartan's president, 
praised Michigan State's outstanding 
turf program and its leadership in 
training turf specialists and in promot-
ing the growth of healthy grass. Repre-
senting Toro at the ceremony was Dr. 
James R. Watson, vice president and 
chief agronomist. 

T R U E T E M P E R E X P A N D S 
AMORY PLANT 

CLEVELAND—True Temper Corp., a 
member of Allegheny Ludlum Indus-
tries, Inc., announced that the com-
pany was beginning construction of a 
major addition to its present installa-
tion at Amory, Miss. Total expendi-
tures were estimated in excess of $4.5 
million and would include a 69,000-
square-foot building expansion and 
new equipment for the processing of 
tubular steel and aluminum products. 
The new addition, a spokesman said, 
would increase the annual capacity of 
the total Amory installation by about 
50 per cent. The major products pro-
duced at that plant are golf shafts, 
tennis racket frames and shafts for ski 
poles. 

QUESTOR NET EARNINGS 
DOWN; SPALDING SALES UP 

TOLEDO, O H I O — I n its r ecen t ly -
released annual report, Questor Corp. 
reported net sales of $366,497,000, a 
9 per cent increase over 1972's net 
sales of $335,259,000. Net earnings, 
however, reflected the problems of 
inflation: higher material and interest 
costs; material shortages, and Federal 
price controls. These factors were a 
major reason for the earnings decline 
of 22 per cent, from $14,357,000 in 
1972 to $11,125,000 in 1973, said the 
report. 

The recreational products group, the 

Spalding Div., accounted in 1973 for 
30.6 per cent of the total net sales fig-
ure. (This is second only to the au-
tomotive division's 46.9 per cent.) Its 
net sales for 1973 came to $112,322, 
representing a 24.06 per cent increase 
over the 1972 figure of $90,538. The 
four sports comprising the Spalding 
Division are tennis, billiards, skiing 
and golf. In the report the Top-Flite 
golf clubs and balls were singled out as 
a "continuing success s tory ." The 
sales of Top-Flite balls, the report 
went on, exceeded forecasts for the 
second consecutive year, doubling ca-
pacity in 1973 and necessitating fur-
ther additions for this year. 

GRAFFIS CUP TO GO TO 
SECTION GIVING MOST TO 

NATIONAL GOLF DAY 
LAKE PARK, FLA.—A perpetual trophy 
honoring the PGA section that contrib-
utes the most dollars on National Golf 
Day has been named the Herb Graffis 
Cup. Graffis, who with his brother Joe 
founded GOLFDOM 48 years ago, has 
been associated with the golf industry 
for half a century. He co-founded the 
National Golf Foundation, also with 
his brother Joe, and still serves on its 
board. He conceived and was the prin-
cipal founder of National Golf Day in 
1952, serving as an early chairman. 
He was also president of the National 
Golf Fund, the dispersing agent for 
monies generated by golf 's only na-
tional fund-raising event, from 1966 to 
1971, and still is on the board. 

National Golf Day has been an 
event to which Graffis has lent gen-
erously of his talent, his energies and 
his vision. In so honoring him, this 
charitable event honors itself. 

PROFESSIONAL GOLF 
REPORTS RECORD SIX 

MONTH EARNINGS 
CHATTANOOGA, TENN .—Sales f o r the 
first six months of fiscal 1974 accord-
ing to a report issued by Professional 
Golf Company, were $9,300,000, up 
39 per cent, from the first six months 
of fiscal 1973. Pre-tax profits were up 
39 per cent. Earnings per share in-
creased from $.13 in 1973 to $.18 in 
1974. 

Citing strong acceptance of all prod-
uct lines as the reason for the increase, 
the company indicated that business 
continued to show strong gains into the 
third quarter, with profit margins ris-
ing despite increasing costs. 

CHEF PROBLEM from page 46 

ings , p ie , cus tard puddings and 
sauces. Makes puff paste for patty 
shells, Napoleon Diplomate, Peus-
sians. Makes Berliner, Kugelhoph, 
Parisian Rings, Babas, French pastry, 
Viennese pastry, The baked Alaska, 
cherries jubilee, chocolate, omlettes, 
bacherin for parties. Decorates wed-
ding cakes, birthday and anniversary 
cakes . Makes sugar baskets , or-
naments and carves ice pieces. 
STEWARD—Canapés, buffet setups, 
barbecue, snacks and steak party set-
ups. Food, china, glasses and silver. 
Regulates the schedules for the cater-
ing. 
SUPERVISOR OF DISHWASHING—Super-
vising the cleaning of glass, china and 
silverware and distributing same in the 
Culinary Department. 
STOREROOM—Issuing dry goods, vege-
tables, fruits, cheeses, dairy and pric-
ing the requisitions. 
FOOD CONTROL AND COST ANALYSIS 
Controlling inventory, figuring daily 
food percentages and checking the 
daily purchases. 
MENU MAKING—Menu variations for 
daily, special, banquets and recep-
tions." 

As might be expected, the gradua-
tion ceremonies, held every three 
years, are spectacular. Over 400 culi-
nary show-pieces are displayed be-
neath crystal chandeliers in the elegant 
dining rooms. They are judged and 
graded by some of the world's most 
outstanding chefs and culinarians, who 
seem to approach their duties as judges 
with the utmost relish. 

At the most recent graduation, 
which was held last November, Louis 
Bartenbach, vice president of La So-
ciété Culinaire Philanthropique and 
experimental chef/General Foods, de-
lighted the young graduates by pro-
claiming that he had "never seen such 
a display. It is absolutely fantastic! 
Every minute detail is the design of a 
master. ' ' 

Julia Child and her husband Paul 
were also among the visiting culinary 
experts. Never at a loss for words, the 
indomitable Mrs. Child exclaimed, 
" A spectacle like this upgrades the 
chef 's profession," adding that she 
considers the Greenbrier's program a 
"finishing school for chefs where they 
learn to present what they cook." 

Jack Sullivan, executive chef of the 
Disneyland Hotel and chairman of the 
board of the American Culinary Fed-

continued on page 56 
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