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Maintenance Plan 
continued 

decision as to whether they want to 
play under those conditions or not. 

Obviously because of weather 
conditions not all programs can be 
followed but try it — you will be 
very surprised how well this system 
will work and how little time it will 
take. 

The next step in the manage-
ment function concept is organizing 
to carry out the plans. T o do so on a 
golf course we have lists of jobs to 
be done in the event of rain, frost or 
any inclement weather, as well as for 
normal conditions. These are the 
areas we draw from for our plan-
ning schedules. 

Each day a list is made up of all 
our personnel, listing individual 
duties for the particular date. This is 
posted on a large blackboard be-
fore the personnel leave that day for 
the next day. All weekend work is 
posted by Thursday noon. 

A list of equipment needed that 
day is left for the mechanic and his 
helper so when they come in an hour 
early they have the equipment out 
and adjusted , gasol ine and oil 
checked. If a special piece of equip-
ment is required, advance notice for 
preparation is given. 

When the personnel arrive in the 
morning and punch their time card, 
they only need to go to their equip-
ment and proceed to their j o b as-
signment. If the weather is incle-
ment, this is the time we draw on the 
list of jobs for rain, frost or what-
ever. 

The daily job posting is also kept 
in file for record uses and delivered 
daily to the general manager. It 
seems that the better in formed 
management is, the better relations 
between departments will be. 

Obviously, motivation and con-
trol are necessary to the success of a 
management program. W e have 
only dwelled on planning — sea-
sonal calendar, monthly and week-
ly forecasts and organization of dai-
ly and weekend employe j o b lists. 

These methods have worked ex-
tremely well for us at Firestone and 
I am sure, if given the chance, will 
work as well at any other type of 
golf course. In this day of rapidly in-
creasing expenses, we can only use 
our resources as expeditiously as 
possible. • 

A look at a small section of the Firestone maintenance complex. The Firestone 
tower in the background towers over the course and is a landmark locally and 
to national television audiences. 

Miller with his shop mechanic. A list of equipment needed for the next day is left 
for the mechanic and his helper so when they come in an hour early they have 
the equipment out and adjusted, with gasoline and oil checked. 
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Distinctive motor cars. 
They soy a lot about your club. 

And Harley-Davidson gas golf 
cars reflect both your interest in 
golfers—ond in sound club 
management. 

Like other exclusive cars, 
Harley-Davidson 3 and 4-wheel 
golf cars are beautifully 
engineered and built with care. 
They have a distinctive style and 
character all their own. 

They also feature fine car 
suspension, positive braking (disk 
brakes of course) and effortless 

steering. And as you'd expect, 
the ride is stable and 
comfortable, pampering golfers 
and fairways alike. 

Quiet? Whisper-quiet. Engine 
sound is barely audible. And it 
automatically shuts off the instant 
you step out to play. Nothing to 
disturb anybody's game. 

What's more, once you fill the 
fuel tank, the Harley-Davidson 
is set to go for at least 16 rounds. 
A full 288 holes. Or more. 

It's all here. Luxury 
car quality, quietness, 
reliability and expert 
dealer support. Plus 
the important 

options you expect from 
the leader. All sound reasons why 
Harley-Davidson gas golf cars 
are the best selling in the world. 

And sound reasons why you 
should consider them for 
your club. 

See your Harley-Davidson 
dealer now. He knows all about 
fine cars. 

AMF Harley-Davidson 
Milwaukee, Wisconsin 53201 





N e w S I N G L E S E A T ca r t — Every p l aye r d r i ves h is o w n Kar t — Fo l l ows h is o w n bal l . 

P o w e r f u l e l ec t r i c Ka r t — Bea ts o t h e r Kar ts o n hi l ls . 

• T j ^ Beautifully Engineered ^ ^ 
Weighs 283 pounds — Will not track course. 

. . , , > • rv. <• • - » , 
SAVES TIME—Course gets more play*. PROFIT MAKER—High percentage, high usage, low cost 
COMPACT — Completely turns In own space. LOW COST RENTAL — More players will ride. 
E N E R G I Z E D — Runs 36 plus holes on single diarge. INSURABLE — Proven safe. 

KUSH-N-KART SPELLS OPPORTUNITY 
For G o l f P ro fess iona l s , G o l f C o u r s e 
O w n e r s and fo r M a n a g e r s . 
KUSH-N-KARTS offer the greatest, most effi-
cient money making oppor tun i ty for golf 
courses. You or your club can buy or lease as 
many karts as you need, or we will assist you in 
the installation of our complete system at no 
cost. 

For investors . A n y o n e i n te res ted in 
m a k i n g m o n e y . W e set y o u up . 
There are golf courses all over America which 
would welcome the installation of a complete 
Kush-N-Kart system with 36 or 72 Karts, attrac-
tive storage facility, chargers, insurance, main-
tenance man and promotion. Let us help you. 

Write or call for information and action: 

K U S H - N - K A R T , I N C . 
95 Wooster Road, Nor th 

Barberton, Ohio 44203 
Phone: 216/848-3761 

Circle 143 on free information card 8/75 GOLFDOM MAGAZINE 17 



Everything's covered: The decision to rent or buy your linen depends on budget 
and manpower. Above, is the main dining room at the Valparaiso (Ind.) Country 
Club. 

A Linen Plan Without A Wrinkle 
by Bruce Johnson 

Linen Supply Association of America 

A frequent decision facing club 
managers is whether to call in a 
linen supply service, buy their own 
linens and send them to a commer-
cial laundry or install their own 
laundry equipment. 

An increasing number o f coun-
try clubs, as well as industries and 
institutions, are taking advantage of 
the benefits o f a linen supply and 
rental service. Factors governing 
this decision to use a linen supply 
house, have little or nothing to do 
with the size or location o f the 
operation. One of the great advan-
tages o f linen supply is its flexibil-
ity. Suppliers provide anything from 
hand towels for a one man business 
office to uniforms for 3 ,000 em-
ployees, in the world's largest bak-
ery. 

Here is how linen service works. 
When a linen supply house is 

called in, an expert consultant ar-
rives to discuss the entire linen prob-
lem. The consultant is experienced 
in every phase o f the business; from 

proper handling and sorting pro-
cedures to selection of the most 
economical and attractive uniforms 
and linen. He will work closely with 
the club manager to set up his ser-
vice and to prove that linen supply is 
the most economical way of doing 
business. 

One of the prime reasons club 
managers use linen supply services is 
to obtain better appearing linen. A 
frequently heard comment of those 
who have operated their own laun-
dries, but have changed to linen 
supply is, "when we owned our 
linen, we just weren't able to resist 
the temptation to get a little too 
much wear out o f it. This meant that 
we were putting out shabby and 
wornout linen. This degraded our 
service in the eyes o f our mem-
bers . " 

Linen suppliers have a flexible 
policy in working with clubs; spe-
cial uniforms or linens can be pro-
vided, to harmonize with the club 
decor. If an organization already 

has a stock of linens on hand, the 
linen supplier will often purchase 
the inventory, including laundering 
equipment. 

Suppliers take all responsibility 
for supplying clean linens of the 
proper quality when and where they 
are needed. Employers no longer 
have the j o b of sorting, mainte-
nance, inspection and inventory 
control , consequently, they are able 
to devote their time to their pri-
mary responsibility. 

No matter what the method o f 
handling linen, some will be lost, 
stolen or damaged. Linen suppliers 
have a reasonable policy toward 
such losses. When you operate your 
own laundry you have to continu-
ously purchase linen to maintain 
your supply. Often this means fre-
quent buying at high prices and in 
small quantities, which cuts profits 
sharply. 

Renting linen provides an accur-

lo page 20 
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By December, 1975 
the Cushman golf car 

will be a legend. 
It almost seems incredible to original Cushman. They have sac- your Cushman distributor, 

those who have known Cushman r i f i ced player conveniences , Or write to us. Together we'll 
golf cars over the years, but by beautiful styling and rugged con- find the cars you need at a price 
the end of 1975, Cushman will no struction for price. At Cushman you can afford, 
longer manufacture golf cars. we just couldn't do that. So we're We will still be putting our ef-

To us, it's rather sad news. To of fering the last of our premium forts into the other products we 
you, it means incredibly low cars at extreme reductions. made famous...like Cushman in-
prices on a premium golf car. Parts availability is guaranteed dustrial/commercial vehicles 

In fact, it's probably the last for a minimum of 7 years. So and Cushman turf vehicles. We 
time you'll be able to buy a truly whether you're looking for a fleet will continue to offer products 
great golf car. As you know, most or your own personal car, see that increase productivity and 
of today's golf cars have become cut costs. But we will not sacri-
stripped-down versions of the ( 2 L J S 3 M \ / 1 X ' V I \ I * f i c e o u r Qu a l i ty-

OMC-Lincoln, 
a Division of Outboard Marine Corporation 
4351 Cushman Dr., P.O. Box 82409, 
Lincoln, Nebraska, 68501 




