
Parking lot space was to be enlarged. 
Road repairs and lighting of the entire 
sporting complex was discussed. 

Perhaps the most ambitious under-
takings were planned for the California 
course. Here, where splendid hills sur-
round a city reservoir, no less than 10 
tees needed enlargement, the number 
four green was due for rebuilding, the 
clubhouse was slated to receive air 
conditioning and renovations and the 
maintenance barn would get its share 
of help, too. Toilets, showers and 
heat, sorely in demand, were soon to 
be a reality. 

In mid-1968, the recreation com-
mission took advantage of a generous 
offer by Hillcrest Square, Ltd., to 
utilize the old Crest Hills CC as a fifth 
municipal layout. Hillcrest Square, 
Ltd., was planning to abandon Crest 
Hills in favor of a high-rise office and 
apartment complex. In the interim the 
city took over. More than 15,000 
rounds were played in the four-month 
season remaining, and in spite of stiff 
operating costs a profit of $ 11,380 was 
realized. Specific plans for Crest Hills 
would have to await the outcome of 
the builder's plans. 

Maintenance programs at all facili-
ties were to be stepped up as well. This 
included plans for the installation of 
Astro Turf on all par three tees, land-
scaping, tree care and planting, soil 

erosion projects and capital repairs at 
all courses. 

The recreation commission had not 
been idle prior to approval of its pro-
posals. Always in the forefront of ca-
tering to Cincinnati golfers, its record 
of achievement in the year before the 
special fund was voted into law bears 
examining. 

Capital improvements included a 
new clubhouse, rehabilitation of 10 
acres of flood-damaged fairway and 
plantings of 120 Norway spruce and 
white pine at Reeves. California had 
14 tees resodded, one green rebuilt and 
180 spruce and dogwood planted. 
Penncross bentgrass was planted at 14 
of Neumann's tees and 52 spruce and 
pine added. Over 50 spruce and pine 
helped shape Avon Fields in addition 
to ravine filling. Crest Hills saw the 
relocation of three greens at a cost of 
$3,500. 

Curiously, golf income combined 
with revenues from the Airport Play-
field, a sports complex adjacent to 
Reeves Memorial, was the only finan-
cial category in the system that showed 
more receipts than expenditures. The 
margin of " p r o f i t " was just over 
$60,000. 

It would appear the commission was 
looking to the future. Envisioning the 
tremendous upsurge in public golf, it 
must have been apparent that the gen-

eral fund, where all golf receipts were 
deposited at the time, could not sup-
port any expansion program. 

Part of the 10-year master plan natu-
rally included revenue-producing de-
vices, such as golf car fleets, night 
play, where practical, and a substantial 
increase in green fees, common de-
vices utilized by many municipalities, 
but seldom, if ever, related directly to 
the improvement of facilities. In that 
regard, Cincinnati's city fathers may 
be rightfully labeled unique. 

Cincinnati's recognition of the ad-
vice of the recreation commission rela-
tive to "increasing interest exhibited 
in such recreation," as stated in the or-
dinance, was borne out by an ever 
growing golf population. From 1965, 
when the total number of rounds 
played increased by 22,525 over 1964, 
there were steady increases: 1966, up 
35,645; 1967, up 49,878; 1968, up 
5,679. Total receipts on five courses in 
1968 r e a c h e d an u n p a r a l l e l e d 
$574,080 in spite of a much lower up-
surge in attendance than the proceed-
ing four years. Rainy weather and ex-
cessive heat throughout the spring and 
summer of 1968 kept down the 
number of players. 

Cincinnati's lead in catering to the 
needs of her public golfers was ap-
plauded one year after the inception of 
the plan by the National Golf Founda-
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WHEREAS, the Cincinnati 
Recreation Commission has 
advised of the need to improve 
existing golf facilities and 
provide additional golf facilities 
to meet the increasing interest 
exhibited in such recreation; 
and 
WHEREAS, the Cincinnati 
Recreation Commission 
proposes a 10-year golf 
development program which 
would include three new golf 
courses, a lighted nine-hole 
executive golf course, 
rehabilitation of existing 
courses, and the introduction of 
new revenue producing 
facilities, including electric golf 
cars, driving ranges, par three 
and miniature golf courses; and 
WHEREAS, the Cincinnati 

Recreation Commission has 
concluded a research study, 
indicating that the 10-year plan 
is feasible and self-supporting; 
and 
WHEREAS, it is desirable to 
create a new, single fund into 
which all golf revenue can be 
placed and all disbursements 
made; now, therefore, 
BE IT ORDAINED: 

Section 1. That the Director of 
Finance is hereby authorized 
and directed to establish a fund 
to be known as "Municipal Golf 
Activities Fund" to be 
numbered No. 105. 

Section 2. There shall be 
deposited in said Fund monies 
received from all golf activities, 
including miniature golf 
courses, golf driving ranges, 

golf cars and other related 
activities. 

Section 3. Expenditures may 
be made from the Fund to 
defray the cost of operations of 
the activities, capital 
improvements, and debt 
services, except that not less 
than 15 per cent annually of the 
gross revenues credited to the 
Fund pursuant to Section 2 
hereof shall be paid to the 
General Fund upon vouchers 
approved by the Superintendent 
of Recreation or his designee. 

Section 4. The provisions of 
Sections 1, 2 and 3 hereof shall 
become operative June 1, 1969. 

Section 5. This ordinance 
shall take effect and be in force 
from and after the earliest 
period allowed by law. 

Highlights of the Cincinnati Ordinance 
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"And he seems to be spraying less often than before," 
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This summer, give your members two things they will really 
appreciate. A green, healthy playing surface and far less 
interference from spraying equipment. 
You can, if you take the second step in the Du Pont TERSAN® 
1-2-3 Disease Control Program and start spraying TERSAN 1991 
on your tees, fairways and greens now. It does an outstanding 
job of controlling Dollar Spot and Large Brown Patch. Used as 
directed, it can actually stop these summer turf diseases before 
they have a chance to damage your turf. 
On greens and tees you reduce spraying time sharply, because 
you apply TERSAN 1991 only every 10 to 14 days. This DuPont 
fungicide combines preventive and curative (eradicant) properties 
for better, longer-lasting disease control. 
With this second step in the TERSAN 1-2-3 Program, along with the 
first and third steps taken in the spring and fall, you control all 
major turf diseases on all turf grasses all season long. (Should 
conditions for Pythium occur, at any time, an application of 
TERSAN SP will prevent or eradicate it.) 
The TERSAN 1-2-3 Program is effective, economical and complete. 
For details and a supply of TERSAN turf fungicides, contact your 
golf course supplier today. 
With any chemical, follow labeling instructions and warnings carefully. 

TERSAN 1-2-3 DISEASE CONTROL PROGRAM 
Circle No. 164 on Reader Service Card 
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If one of them 
doesn't get 

your customer, 

Regular Titleist. 



the other one will. 

N e w D T Tit leist . 
A C U S H N E T S A L E S C O M P A N Y 

Sold thru golf course pro s h o p s only 



CINCINNATI from page 23 

leagues play at the city's five courses, 
and the demand for space is tremen-
dous. Local companies, such as Proc-
tor and Gamble, which has three golf 
leagues, demand space for their 
golfers just as they do for their base-
ball leagues. "League play really de-
pends on whether you have maximum 
play at your course," Strauss said. "It 
certainly should be considered if you 
have time available." 

Added revenues from league play 
can be calculated at the beginning of 
the season. Budget planners at public 
courses might do well to follow Cin-
cinnati's lead and do a little selling of 
their own facilities. Projections of in-
come could certainly use a firm dollar 
figure rather than the usual guessing 
of anticipated rounds and green fees. 

Innovation in operations is also part 
of Cincinnati's success story. As an 
example, green fees are the same 
seven days a week! That's unusual. As 
Strauss explains it, it makes a lot of 
sense. "Since our play tends to be as 
heavy on weekdays as on weekends, 
we decided one price, $3.75 for 18 
holes, should prevail seven days a 
week. We feel the fella who can only 
play on weekends shouldn't be penal-
ized. It's unfair if someone else is off 
weekdays and gets a price break too. 
And, of course, we needed the extra 
revenues as well." Green fees in Cin-
cinnati have not risen as sharply as 
elsewhere in the country. There are 
few public courses where you can still 
play 18 holes for under $4. Five years 
ago 18 holes cost $2.60 on weekdays 
and $3.30 on weekends and holidays. 
Junior and senior rates have, of neces-
sity, been raised slightly, too. Juniors 
used to tee off for $1 and now must 
double that for a round. Seniors, 65 
and over, get to play weekday morn-
ings at $1.75 for nine holes and $2.50 
for 18. 

Potential income from green fees for 
the Queen City system runs to over a 
million dollars a year from the approx-
imately 300,000 rounds at their five 
courses. Additional refectory income 
accrues directly to the city. Food con-
cessions are not leased out. "We serve 
the best kind of food from an excellent 
short order menu. We've never had 
concessionaires. Usually, in a munici-
pality you run into the low bidders 
who underestimate their operating 
costs. Then the quality falls o f f , " 
Strauss feels. All golf-oriented activi-

continued on page 47 
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What's Happening 
in other Cities 

The National Golf Foundation reports 
an estimated 11 million golfers played 
15 or more rounds on United States 
facilities in 1973: 1,755,000 players 
were accommodated at 4,472 private 
clubs; 4,303,000 teed off at 3,870 
daily fee facilities, but 4,942,000 
golfers had to squeeze into waiting 
lines at 1,336 municipal layouts! 
(Totals include regulation 18s and 
nines.) Three hundred twenty-eight 
executive and 890 par threes, the bulk 
of them daily fee spreads, brought the 
total number of United States facilities 
to 10,896 for 1973. 

To compound the irony of the statis-
tics, the NGF further estimates an ad-
ditional 2,550,000 golfers played less 
than 15 rounds, mostly on municipal 
or daily fee layouts. 

Clearly the major plight of the mu-
nicipal golfer is directly related to the 
number of courses available to him. 

Uncreative city recreation manage-
ments who cannot recognize, as Cin-
cinnati has done, that revenues from 
golf belong in large measure to the 
golfers, will forever short-change the 
unaffiliated player. 

By volume alone municipal golf can 
be self supporting. While supporting 
other, less financially productive 
sports, golf could still earmark enough 
funds for much needed course improve-
ments. Green fees and other golf-
related activities now produce the most 
revenue of any recreational program 
operated by a municipality of any rea-
sonable size. 

An examination of cities other than 
Cincinnati indicates that for the most 
part, not much is being done to pro-
vide the municipal course faithful with 
even adequate facilities, even though 
revenues obviously far exceed the 
funds required for creative, active pro-
grams geared to improvement and 
renovation, as well as expansion. 

N E W Y O R K C I T Y 

In New York City, where the parks 
department operates 13 courses, four 
year-around and nine from April 1 to 
November 30, as many as 688,000 
rounds or more may be played in a 

given year. Striking averages within 
the various price structures: 39 per 
cent weekend and holiday play at $4; 
36 per cent weekday play at $2.50; 
23.5 per cent seniors play at $1, and 
1.5 per cent junior play at $.75, the 
potential yearly income from green 
fees alone is $1,641,900. 

One quarter of those volume re-
ceipts or $420,475 each year for five 
years could buy two complete 18-hole 
courses! 

Any new golf course, while paying 
off its own financial obligation, could 
easily produce enough revenue to help 
support other parks department activi-
ties, such as tennis, which currently 
reaps a mere $300,000 a year for city 
permits. 

It is a popular misconception among 
New Yorkers that there is no room for 
expansion. An examination of park 
lands and open acreage, however, can 
easily put that myth to rest. An execu-
tive course or a sporty nine holer could 
be built into a little-used section of 
Central Park, right in the middle of 
Manhattan. What a boon to the city 
that would be, not to mention the con-
venience for the city's "subway" golf-
ers. Long reaches of meadowland in 
Staten Island could be reclaimed. La 
Tourette, in the same borough, could 
be lengthened and nine holes added on 
vacant land the parks department now 
owns. Pelham Bay Park in the Bronx, 
now the home of Split Rock and 
Pelham, has room for another 27 
holes. The existing clubhouse with 
some revamping and expansion, could 
handle all the traffic. Many ideas have 
been advanced through the years about 
rebuilding another Bronx eyesore, 
Van Cortlandt Park. America's oldest 
municipal golf course, (it opened in 
1889) because of its geographic slicing 
by the Major Deegan Expressway in 
1938, is virtually divided into two 
layouts as it is. Fourteen holes are on 
one side of the expressway and four on 
the other. Simple alterations utilizing 
almost all existing tees, greens and 
fairways could transform Van Cort-
landt into a regulation 18 and nine, 
rather than the chopped up 18 of the 

continued on page 29 



Penna personalizes 
the graphite shaft 

with new 
GraftekM-shafted 
SUPER WOOD 
golf clubs 
Toney Penna sets the pace in golf club tech-
nology, combining the most advanced mate-
rials and club-making techniques. New Graftek 
shafts provide the latest advance in the Penna 
tradit ion of performance-improving innova-
tion. This new graphite composite material 
holds all the advantages of earlier graphite 
shafts . . . extra distance, improved accuracy, 
greater consistency, and superior shaft re-
covery characteristics. 

In addition, Graftek-shafted SUPER WOOD 
golf clubs give you an important advantage not 
available in previous graphite shafts . . . the 
same flex as your present steel-shafted set. 
Graftek shafts have the same flex-bending pro-
file and dimensions as Dynamic steel. And the 
lighter Graftek shaft means a lighter overall 
club with more weight in the clubhead for 
added power. 

Toney Penna SUPER WOOD golf clubs and 
SUPER BLADE irons are available with Graftek 
shafts in standard flexes: L, A, R, S, X, and XX. 
These custom-built clubs come in a wide selec-
tion of models for men and women. 

Penna craftsmanship forms the perfect match-
up with the superior performance and dura-
bility of Graftek. Each SUPER WOOD golf club 
is literally hand-made, balanced, and finished 
to the golfer's exact specifications. 

Circle No. 167 on Reader Service Card 

Graftek is a trademark of Exxon Corp. 

in standard 
flexes 

to match 
Dynamic steel. 

Clubheads are created from the finest persim-
mon or laminated woods. All components are 
individually fitted and epoxy-locked for maxi-
mum strength, durability, and power. Master 
Screw Weighting . . . originated by Toney 
Penna . . . permits precise swing-weighting. 
Volumetric Facing minimizes spin that causes 
hooking or slicing. Each club is individually in-
spected for compatibility of head and shaft to 
assure Total Payability. 

Get together with your golf professional and 
order these new SUPER WOOD golf clubs. 
Contact the Toney Penna Company for addi-
tional information. 

Company 

A Division of A -T -0 Inc. 

Dept. GO-6 
Jupiter, Florida 33458 



F i r s t class reasons f o r s t o c k i n g A V C g o l f gloves 
For a number of reasons, Acushnet's AVC golf gloves are in a class by themselves. One great reason is 
the service behind the Acushnet name with eight warehouse points and salesmen's in-car inventories. 
Another reason? AVC gloves come in the wildest assortment of matching and contrasting colors 
imaginable. We defy anyone to be stymied trying to match up any AVC with any outfit they might 
be wearing. 

The gloves themselves are tops on tour for equally as great reasons. Super-thin Cabretta 
leather that fits like a second skin. Its one-piece thumb construction keeps the seam snug to the side 
of the thumb, assuring a comfortable grip at all times. And an adjustable Velcro backing which 
assures the tightest, snuggest fit for the life of the glove. 

O All in all, Acushnet AVC gloves have a lot going for them. So there's a lot going for you, too. 
A C U S H N E T S A L E S C O M P A N Y Circle No 170 on Reader Sen/ice Card 
Sold thru goll course pro shops only 
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OTHER CITIES from page 26 

present layout. 
In New York City the possibilities 

are limitless. All those who suffer 
together the endless waits, dream that 
some day creat ive planning may 
emerge as a vital force from the Ar-
senal, headquarters of the parks de-
partment. 

For years concerned, dedicated city 
golfers have urged the department to 
revise the rate structure for green fees. 
Every community surrounding New 
York City charges non-residents stiff 
green fees; in some cases almost dou-
ble those paid by residents. Because 
the city's comparatively low fees, 
many New Jersey and Westchester 
County residents flock to Staten Is-
land's two courses and to the four 
layouts in the Bronx. Nassau County 
golfers frequently play Douglaston 
Park, Clearview, Kissena and Forest 
Park in Queens. There are no preferen-
tial rates for the city's residents. The 
potential addit ional income f rom 
higher rates for non-residents has been 
totally ignored by the parks depart-
ment. The obvious result is over-
crowding and extensive wear and tear 
on the city's already overtaxed golf-
ing facilities. 

The deplorable conditions of New 
York City's courses are legendary. Ex-
ceptional layouts approaching cham-
pionship caliber, such as La Tourette 
and Split Rock, are grim, barren re-
minders of their former plush condi-
tions. The city's golfers are largely ig-
nored, even though their green fees 
produce the largest chunk of parks 
department income. Surely they de-
serve better. They certainly have the 
right to expect that a fairer share of 
their contributions to the recreation 
coffers might be returned in the form 
of improvements if expansion is 
beyond the comprehension of the 
parks department. 

MIAMI 
The city of Miami has only two munic-
ipal golf courses; however, in the 
Greater Miami area, roughly the size 
of Rhode Island, there are 33 courses, 
nine of which are open to the public. 

Playing conditions are superb, gen-
erally speaking, but overcrowding is a 
problem, particularly " in season," 
December to March, when the es-
timated 100,000 local golfers are 

joined by the vacation-hungry hordes 
escaping wintry blasts. 

Le Jeune GC, near Miami Interna-
tional Airport, is considered by many 
to be one of the most beautiful public 
courses in the country. Its challenging 
par 72, 6,800 yards of gently rolling 
land are interspersed by 3V2 miles of 
lakes that come into play at 12 holes. 
Eighty thousand rounds a year are not 
uncommon at Le Jeune. By contrast, 
the 6,665 yard, par 71 Miami Springs 
course, also near the airport, has old 
trees and gentle hills with wide open 
fairways and tough bermudagrass 
greens. 

In a real sense, there is no room for 
expansion within the city of Miami, 
but the city spares no expense in main-
taining superb playing conditions. 

Miami Beach, across the causeway 
over Biscayne Bay, boasts two fine 
courses, Bayshore and Normandy 
Shores, as well as a neat par three. 
Five years ago, Bob Van Hagge and 
Bruce Devlin redesigned Bayshore 
into a championship layout. Lakes and 
water holes were added. Superb land-
scaping, including extensive flower 
bed work has made a showplace of this 
well-run city course. Obviously golf 
revenues are being allocated where 
they belong, judging by the playing 
conditions. 

Dade County's Palmetto course, 
just south of Miami, was originally a 
private club designed by Dick Wil-
son. It opened in 1960. Seven years 
later the county purchased it for 
$1,288,500. The purchase was fi-
nanced by revenue certificates repay-
able by income from the course itself. 
Three years later Dade County Park 
System was on the move again. This 
time it was the construction of a supe-
rior course on Key Biscayne. 

Local of f ic ia l a t t i tudes in the 
Greater Miami area have shown great 
concern for the needs of Florida's 
public golfers and for their Northern 
brethren who crowd their lives during 
"the season." 

PHILADELPHIA 
Although the City of Brotherly Love 
has no special golf fund, Philadel-
phia's recreation administration re-
turns a fair share of revenues to the 
courses. Nearly 275,000 rounds are 
played annually at six municipal 
courses. The Fairmount Park Com-

mission operates five of them, and the 
sixth is run by the Philadelphia Depart-
ment of Parks and Recreation. 

Improvements in the past few years 
have included fairway watering, re-
building the parking lot and bridge 
construction at Cobbs Creek, drainage 
projects at Karakung, a tree planting 
campaign at Franklin Delano Roosevelt 
and the addition of a restaurant at 
Juanita. The courses are generally con-
sidered to be in good condition. Man-
agement seems concerned with the 
plight of its golfers, but funds for 
major undertakings are limited. 

It was rumored about four years ago 
that the city was considering the acqui-
sition of Poquessing Valley Creek 
prison farmlands for development as 
park land, to include a new municipal 
golf course. Apparently this will not 
be a reality and expansion is not in the 
cards for Philadelphia. A continual 
program of improvement will have to 
suffice. A spokesman said recently, 
"Money in Philadelphia is tight. We'll 
continue trying to provide our golfers 
with the best conditions possible but 
chances for any new courses seem 
remote at this time. Sure, we've heard 
of the Cincinnati golf plan, but I can't 
imagine us undertaking such an elab-
orate scheme." 

CLEVELAND 
Cleveland's position in Ohio's densely 
populated Northeastern section might 
seem to preclude good news for public 
course golfers. The contrary is more to 
the truth. The Cleveland area is loaded 
with private courses, and during the 
past five years there has been a boom 
in privately-owned public courses. 

Cleveland's Department of Parks 
and the Metropolitan System operate 
some of the finest public golf courses 
in the country. Superb conditions are 
commonplace at Seneca and Highland 
Park, both 36 hole city run courses. 
Highland Park hosted Cleveland 
Opens in 1964 and 1965. Seneca is 
home for the Sixth City Golf Club 
tournament as well as being used as a 
National Publinx qualifying location. 
The Metropolitan System operates six 
courses, all of which are kept in top 
condition. New courses may not be 
necessary within the city systems. The 
area is blessed with available facilities. 
In the meantime, dedicated superin-
tendents Howard Simmons, who has 
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ORGANIZE FOR PRO SHOP PROFITS 
The key to successful management is organization. Set down your policies in a 

procedures manual that covers "cabbages and k ings" 
B Y G A R Y W I R E N EDUCATION DIRECTOR, PGA OF AMERICA, LAKE PARK, FLORIDA 

Several years ago, a young and very 
successful dentist came to me for golf 
lessons. He was the ideal student: 
physically adept, intelligent and ex-
tremely strong-willed. His enthusiasm 
and drive had helped him to succeed in 
several other endeavors prior to his 
venture into dentistry. At his invita-
tion, I visited his office, curious to find 
out how he had progressed so quickly 
in only a few years (at 35 he was 
approaching $500,000 in assets). 

There are many good dentists, but 
this one was more than good. He was 
"super good." His extraordinary suc-
cess originated in the way he had 
organized his office. His system made 
maximum use of facilities, equipment 
and staff. The formula behind that sys-
tem, I found, was contained in a two-
inch thick, ringed notebook labeled, 
"Policies and Procedures Manual." 
The dentist had worked out a precise 
procedure for every function the office 
performed: he had formulated policies 
for every situation with which his staff 
was normally confronted. As we left 
his office, his priceless comment was, 
"We even have a procedure for un-
locking the front door in the morning, 
and if one of my assistants forgets his 
key, there's a procedure for that, too." 

This story is a roundabout way of 

showing how much a man's success 
hinges on organization. All of us could 
be better managers of our business. 
Too much t ime is wasted on in-
consequential matters. When a head 
professional knows he has reliable 
help, yet feels compelled to stay in the 
shop all the time, he is failing as an ad-
ministrator. Because he fails to dele-
gate authority, which stems from the 
failure to be properly organized, he en-
courages club members to ask only for 
him, even for the most routine ser-
vices. The request could as easily been 
handled by an assistant. This is not 
good management. It's an ineffective 
use of people. 

A refreshingly simple explanation 
of good management, which I heard at 
a recent seminar, was: 
1. Know what you want to achieve; 
2. Realize that you can't get there 
without the help of others; 
3. Find good people and hire them; 
4. Provide them with the necessary 
resources and guidance to succeed. 

The last part is where a policies 
manual becomes important. 

The numbers of people who have 
failed in their work must be legion. 
Part of the reason for this high in-
cidence of failure stems from never re-
ally understanding what it was they 

were supposed to do. That's why a job 
description, a precise definition of 
duties and a definite assignment of re-
sponsibilities are imperative, because 
they maximize the potential of any 
staff. 

Two of the best policies manuals 
were formulated by golf professionals 
Jack Lumpkin, formerly of Oak Hill in 
Rochester and now at Cherokee CC 
outside of Atlanta, and Jim Bailey, 
from Adams Park Country GC, near 
Denver. Both these young and ener-
getic professionals have given their 
employees a precise picture of what is 
expected of them, what employees can 
expect in return and an authoritative 
decision-maker in the absence of both 
pros. Lumpkin and Bailey have also 
been wise enough to realize that no 
employer is smart enough to remember 
everything let alone tell it to each new 
employee. It helps to write everything 
down, eliminating the accusation, 
"but you never told me that ." 

Here are some of the ideas con-
tained in these two gentlemen's manu-
als, ideas which were incorporated 
into a PGA "Procedures Manual for 
Total Operation of the Golf Shop." 
The manual is too lengthy to duplicate 
here, so an outline is given with a few 
topics treated briefly. 

INTERNAL ORGANIZATION 
EMPLOYEE BENEFITS 
Employee benefit coverage. (The 
professional might f ind it helpful 
to outline the benefits extended 
to each employee in every job 
classification. Be sure to include 
a statement of costs to the em-
ployee, effective date of cover-
age and l imits of coverage.) 
Vacation policy. 
Overtime. 
Employee merchandise purchas-
ing. (Establ ish the d iscount ing 
procedure you offer on each ca-
tegory of merchandise. If certain 
j o b c l a s s i f i c a t i o n s rece ive d i f -
ferent discounts, make this clear. 

More important, remind all per-
sonnel that purchases are to be 
made only for themselves, not 
others, if this happens to be your 
philosophy. A special accounting 
procedure should be adapted to 
such d i s c o u n t purchases, i.e., 
specify w h o can transact such 
sales, including a statement on 
how and when payment w i l l be 
made.) 
Leave of absence. 

PERSONNEL 
MANAGEMENT POLICIES 
Organization chart. (An up-to-
date organization chart has sev-

eral app l ica t ions . First, it sets 
forth the lines of authority. Sec-
ond, it designates areas of re-
sponsibil i ty. Third, it is a conve-
nient place to list the names and 
telephone numbers of the entire 
staff. Fourth, it graphical ly de-
picts the work ing re la t ionship 
among club manager, superin-
tendent and professional , pre-
c l u d i n g unnecessary s ta f f 
confusion.) 
Enumera t ion of job responsi-
bility. (In business, l isting the re-
sponsibilit ies, duties and obliga-
t ions of a part icular job of ten 
helps a person see how his job 

continued on page 32 


