
Now a consultant to the Electric Vehicle 
Division of Bogue Electric Manufacturing 
Co., Bob Balfour has an extensive back-
ground in electric vehicles in general and 
golf cars in particular. He has spoken at 
PGA and GCSAA conventions, served on 
the faculty of the PGA business schools, 
and was vice president of the late 
American Golf Car Manufacturers 
Association. 

direct to courses owning their own 
cars are somewhat care less in pro-
viding parts and service , but respond 
much faster to service cal ls when cars 
are leased. The lessor is sharing in 
downtime losses on leased cars, but 
under ownership of the cars the dis-
tributor providing poor service loses 
only his reputation. 

3) Everything I can beg, borrow, or 
steal has gone into the construction 
and development of a new golf course 
or resort operation and funds can't be 
found to pay for the golf cars. I would 
then have to negotiate a lease to carry 
me to a point at which I can afford to 
buy the golf cars. 

I be l ieve it is more important to 
weigh the reputation and location of 
the distributor providing parts and 
service than is the se lect ion of a brand 
of golf car . I would take a second-
choice golf car from a f irst-choice dis-
tributor be fore I would take a first-
choice golf car from a second-choice 
distributor. 

Should I buy four-wheel or 
three-wheel golf cars? 
Determining factors are comparable 
pricing, possibility of lower insurance 
in the case of four-wheel cars, the 
terrain, the weight di f ferent ials , and 
ultimate trade-in values. 

If there are any severe hills on the 
course, I would consider only four-
wheel golf cars, as the added safety 
and stability of four-wheel golf cars is 
unquest ioned and just one lawsuit can 
become very expensive. I would want 
to choose a four-wheel golf car having 
a gross operating weight of less than 

Make 
the most 
of your 
golf car 
investment 
by Robert L. Balfour 

Twelve years in the golf car business 
has taught me a n u m b e r of va luable 
lessons. Here are the golf car pol ic ies I 
would follow if I owned my own golf 
course. 

Should the golf cars be 
purchased or leased? 
I r re futable evidence exists dictating 
that I should buy and own my golf car 
f leet . My profits will be considerably 
greater through ownership. This is 
predicated on the fact I understand 
and would pract ice intelligent use, 
care , and maintenance on the f leet . 
Leasing is r e c o m m e n d e d only w h e n : 

1) A prest igous course d o e s n ' t 
want to be bothered with mainte-
nance , wants everything perfect for its 
m e m b e r s , and doesn't care about mak-
ing a net profit off its golf car opera-
tions. 

2) T h e c o u r s e i s l o c a t e d a 
cons iderable distance from the golf 
car distributor and it is known several 
golf cars will inevitably be out of ser -
v i c e for pro longed per iods w h i l e 
await ing either parts or service from 
the golf car sel ler . It is an unfortunate 
fact that some golf car distributors and 
some golf car manufacturers who sel l 



"In designing a course, we 
look at the economics involved 
and we think plastic tubing 
is the best drainage value." 

"Draining greens, traps and fairway 
trouble spots is critical in 

maintaining a playable course and 
healthy turf." 

"When plastic tubing is 
specified we want a 
brand that's readily 

available. We figure ADS 
is our best bet." 

Proper drainage provides rapid runoff of rainfall and control of 
groundwater. It also increases soil capillary action, promotes 
aeration, nitrification and bacterial action, and increases absorp-
tion of fertilizers in solution — helping maintain the balanced soil 
system vital in growing healthy, hardy turf. 

On top of its low material cost, ADS plastic tubing can mean 
significant labor saving because it's light-
weight, faster and easier to install. It won't 
rot, rust or break during handling and back-
filling, and it is unaffected by acid or al-

kaline soils, or by freezing and thawing. Because of its corrugated 
flexible construction it never misaligns in unstable soil. 

ADS maintains the tubing industry's most extensive man-
ufacturing, sales and distribution network, and is also available 
at leading building supply and turf equipment dealers throughout 
the U.S. Whether you need it by the truckload in course construc-

tion, or by the coil for a job of maintenance, 
if you order ADS chances are you'll have 
your tubing at the jobsite and into the 
ground...on time. 

ADVANCED DRAINAGE SYSTEMS. INC. 
Corporate Office 3300 Riverside Drive Columbus. Ohio 43221 (614) 457-3051 

W r i t e f o r o u r go l f c ou r se a n d l a n d s c ape b r o c h u r e , f o r m L-1032 

Manufacturing and Sales Locations 

CALIFORNIA 2000 S Reservoir St.. Pomona. California 91766 (714) 627-1591 • Box 1216. Tracy. California 95376 (209) 835-8500 • GEORGIA Dunwoody Park, Bldg No 3, Suite 126. Atlanta. Georgia 30341 
(404) 393-0602 • Box 89. Montezuma. Georgia 31063 (912) 472-7556 ILLINOIS Box 462. Harvard. Illinois 60033 (815) 943-5477 • Box 447, Monticello Illinois 61856 (217) 762-9448 INDIANA Box 597, Farmland, 
Indiana 47340 (317) 468-8402 IOWA Box 2478. Iowa City. Iowa 52240 (319) 338-9448 • Box 120. Cresco. Iowa 52136 (319) 547-3105 • Box D. Eagle Grove. Iowa 50533 (515) 448-5101 KENTUCKY 
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MICHIGAN Box 417, Owosso. Michigan 48867 (517) 723-5208 NORTH CAROLINA Box 367 Rowland. North Carolina 28383 (919) 422-3303 OHIO Box 151. Malinta. Ohio 43535 (419) 256-7571 • Box 499. Norwalk, 
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Ennis. Texas 75119 (214) 875-6591 VIRGINIA Box 509, Buena Vista. Virginia 24416 (703) 261-6131 WASHINGTON Box 1807 . Bellevue. Washington 98009 (206) 454-7370* 531 South 28th Street. Washougal. 
Washington 98761 (206) 835-8522 

Sales Office Only 
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1,000 pounds. I would check with my 
insurance people to determine my in-
surance rates on four-wheel vs. three-
wheel golf cars. I would consider that 
each tire on a four-wheel car will 
produce less tire compaction on the 
turf (total weight distributed on four 
wheels rather than three). 

If I owned a course as flat as a 
billiard table, I would still insist on 

. four-wheel cars if the price premium 
didn't exceed $100 per car for the 
safety and stability of that extra 
wheel. Within the last 3 years the in-
dustry trend has been toward four-
wheel cars, meaning the trade-in 
value 3 to 5 years from now would be 
greater for four-wheel cars. 

Under whose responsibility would 
I place the golf car operations? 
I know the rental of the golf car is one 
of the largest single sources of income 
available to me. I know the average 
pro shop throughout the U.S. last year 
had gross sales of $37,989 while the 
average gross golf car rental income 
per club was $40,588. It is obvious I 
want the golf car rentals promoted 
and merchandised with as much effort 
as goes into the sale of golf clubs, bags, 
balls, tees, shoes, clothing, etc. 

I wouldn't allow my pro shop to be 
dirty, and by the same token I want 
every golf car to be clean and in 
proper working order each day. 

While the golf professional makes 
a concentrated effort to promote and 
sell golf shop merchandise, I'm smart 
enough to know my golf car operation 
can be increased if I can gain total co-
operation between my golf course 
superintendent, golf professional and 
his staff, and the club manager. 

It is the golf course superintendent 
who has the responsibility for mainte-
nance on my turf equipment, the 
course, and cart paths. He is generally 
more mechanical ly incl ined than 
others on the staff. A golf car me-
chanic, under the supervision of the 
golf course superintendent, should be 
given the responsibility for golf car 
maintenance, daily cleaning, charging 
and watering of batteries, etc. 

I want the golf professional and his 
staff to assume the responsibility for 
getting the golf cars to the first tee and 
having them returned to the shed after 
use. I want the golf professional to 
promote and merchandise the use of 

the golf car as professionally as he 
does the pro shop operations. Each 
golfer should be asked if he wants to 
rent a golf car and be encouraged to 
do so. A rental ticket should be 
prepared with a receipt for the renter. 
The renter should present his receipt 
to one of the pro shop assistants, who 
will dispense the key, mark the num-
ber of the golf car assigned on the 
receipt, and make certain the renter is 
familiar with the operation of that 
particular brand of golf car. 

The renter should sign the ticket 
showing the number of the golf car 
assigned. That ticket should read: "I 
have examined and accept the golf car 
assigned. If during the operation of 
this golf car I cause unnecessary and 
careless physical damage to the golf 
car, I assume the responsibility for its 
repair. It is my understanding this golf 
car will take two of us through 18 golf-
ing holes. If the car fails to operate as 
a result of any battery or mechanical 
failure, the club will either provide a 
suitable replacement or make a pro-
rated refund." 

When I rent a Hertz or Avis auto-
mobile I am asked if I want to take out 
insurance at a rate of $1 per day, and 
the choice is mine. If I'm already 
covered by my own automobile in-
surance, I decline; but if I don't own 
an automobile or don't have such com-
plete coverage, I pay the $1 a day for 
i n s u r a n c e . F u r t h e r m o r e , when I 
return that rented automobile some-
body makes a complete circle of the 
automobile looking for any physical 
damage before its return is accepted. 

I'd place a similar responsibility on 
my club manager. It is very possible 
the same person who passes out the 
key to the golf cars (under the golf pro-
fessional's responsibility) can be the 
person to whom the golf car must be 
returned. He would then circle each 
golf car to observe and make a nota-
tion concerning any physical damage 
on the golf car (under the c lub 
manager's responsibility). If damage 
is found, the renter of the golf car is 
told repairs will be made and an in-
voice for the damage will be sent to 
him. He will be reminded that under 
most homeowner's insurance policies 
there is a clause covering damage to 
other people's property up to $250. He 
can either turn the invoice over to his 
insurance company as a claim or pay 

the invoice if he doesn't want to be 
bothered with a small claim. 

Personally, I would contact my in-
surance man to determine what he 
would charge a renter for coverage 
against physical damage to the golf 
car, including a swim in the pond. If $1 
a day provides full automobile pro-
tection, a quarter should do the job for 
a golf car. Each renter could then be 
asked if he wants the insurance 
coverage and pay for it. This would 
make the renter more conscious of 
operating the golf car safely on the 
course. 

I would place a printed slip on 
every scorecard holder asking each 
renter to please make a notation of 
any problems the golf car might have 
given them such as a hill holder that 
doesn't hold, brakes that don't work 
well, a squeak, or a steering problem. 
Such clues will make it easier for the 
mechanic to check the car out at night 
when the batteries are watered and 
the car is charged and cleaned. 

The golf course superintendent, 
golf professional, and club manager 
should all be part of the team that 
keeps my golf cars operating for at 
least 5 years, keeps my members 
happy, produces a better net profit out 
of my rental gross, and these added 
responsibilities would be duly con-
sidered and compensated for. 

Would I carry an inventory of 
golf car parts? 
Bearing in mind that most golf cars are 
covered by one-year warranty, I 
would order a number of standby 
parts at the time I buy my golf cars. I 
would, depending on the number of 
golf cars in my fleet, keep adequate 
contacts, resistors, limit switches, 
brake shoes, and tires (follow recom-
mendation of the distributor) on hand 
in the cart shed. I would ask the dis-
tributor to make certain my golf car 
mechanic is adequately trained in 
matters of simple and routine mainte-
nance to insure any car requiring 
repairs can be taken care of each night 
to avoid any expensive downtime. I 
would reach an understanding with 
my distributor as to what he would 
charge for service (how fast will it be 
available) whenever the problem is 
one my mechanic cannot solve. Some-
times a telephone conversation bet-
ween the mechanic and the dis-



tributor wil enable the mechanic to 
make the repairs by himself. If the 
golf cars rent for from $8 to $12 a 
round, I know downtime will cost me 
$50 to $75 each week the car cannot be 
rented. 

Under the warranty period I would 
make certain (mechanic's responsi-
bil i ty) that each d e f e c t i v e part 
replaced is tagged with the car's serial 
number and returned to the dis-
tributor. The distributor will in turn 
supply a free-of-charge replacement 
part and in turn get it replaced by the 
golf car manufacturer. One can't ex-
pect to get free replacement unless he 
presents a defective part still under 
warranty and one can't expect certain 
wear items, such as floor mats, con-
tacts, brake shoes, etc. to be covered 
u n d e r w a r r a n t y . You don' t get 
warranty on spark plugs, points, brake 
shoes, and certain wear items on your 
automobile and shouldn't expect them 
on golf cars. 

Care and feeding of golf car batteries 
Batteries are more expensive today 
than I can ever remember and the life 
of the batteries in the golf cars are 
very important to the net profit the 
golf cars will realize. I would ab-
solutely insist the golf car mechanic 
follow these procedures: 

1) Each telephone company is re-
quired to submit test samples of city 
water once a year to a laboratory to 
determine if the water is approved for 
use in their standby batteries. If I use 
city water, I would call the foreman at 
the telephone company to see if he 
uses city or distilled water in their bat-
teries and adopt the same policy. If 
one uses well water or water from a 
private source, it is worth the expense 
to have a sample tested to determine if 
it contains any ingredients that can 
damage a battery. If distilled water is 
called for, you can collect it off your 
a i r - condi t ion ing or buy a water 
distiller. 

2) Under no circumstances should 
batteries be watered with a pressure 
hose. If a pressure hose is used or the 
cells are over-filled, the electrolyte 
will run onto the ground and cannot 
be replaced. Anytime you see a white 
powder on the concrete floor of your 
cart shed, somebody is being careless 
in watering the batteries, as this pow-
der is electrolyte and the life of the 

batteries has been shortened. 
3) Be especially diligent in taking 

specific gravity readings and checking 
batteries during the first few weeks of 
operation. It is sometimes possible for 
a battery company to reverse a cell in 
the manufacturing process or fail to 
get electrolyte into one of the cells, or 
for a battery to be cracked when 
trucked to the golf car manufacturer 
or to the golf course. On most batteries 
you get free replacement during the 
first 3 months, and if any of these 
problems are present, it will show up 
in the first week's operation. Nor-
mally (not always) a battery that fails 
after 3 months and short of IV2 years 
(depending on length of golf season, 
frequency of golf car use, and golf 
course terrain) is the fault of poor 
battery maintenance. 

4) When cleaning golf cars daily 
give care to cleaning corrosion off bat-
tery cables and making certain all bat-
tery cables are tightened. 

5) Don't forget the value of junk 
batteries. The price of batteries fluc-
tuates every month as lead and other 
ingredients go up and down. The junk 
value of batteries goes up and down 
on the same formula and can be worth 
anywhere from $2 to as much as $5.50 
each. 

6) Part of battery maintenance is 
charger maintenance. Make certain 
your golf car distributor carefully in-
structs the right personnel. Under-
charging is more severe than over-
charging, but neither does a battery 
any good. The specific gravity of a 
fully charged battery is from 1.260 to 
1.280. If one cell on a battery is gone, 
the entire battery is shot, even though 
the other two cells check out properly. 

7) The golf car fleet should be 
rotated with cars having only one 
round of gol f today going out 
tomorrow ahead of those cars that had 
two rounds today. It is important to 
avoid deep-cycling of batteries (allow-
ing specific gravity readings to fall 
below 1.200) as the deep-cycling of a 
battery takes more out of a battery's 
life than is taken from a battery not 
deep-cycled. 

8) Always water the batteries after 
charge. Watering the batteries before 
a charge is risking over-flow of elec-
trolyte out of the cell vents as the elec-
trolyte expands. Water should be 
added Ve of an inch above the plates. 

However, the electrolyte level should 
never be allowed to fall below the top 
of the separators. If the electrolyte is 
below the tops of the separators, 
enough water should be added before 
charging to raise the level to the top of 
the separators. 

9) Each battery has a potential of 
400 to 600 cycles of life and it is quite 
obvious it means dollars and cents for 
the club if you remove only V2 cycle 
from the batteries' life each day in-
stead of two full cycles. 

While golf cars are general ly 
thought to have six 6-volt batteries for 
a 36 volt system, each cell is actually 
2.1 volts (6.3 volts per battery) giving a 
golf car a 37.8 volt system. One should 
charge back up to 130 percent of what 
is taken out. 

Chances are the golf club used by 
the golfer on the first tee, the ball he 
hits, the tee he uses, the shoes and 
glove he wears, the sweater, jacket, 
shirt, and slacks, the bag he carries or 
mounts on the golf car were all 
merchandised, promoted, and sold to 
him by the golf professional. If he is 
walking it might be because the rental 
of the golf car was not promoted by 
the golf professional with the same 
enthusiasm employed selling a set of 
golf clubs. 

If I owned a golf course I would 
have a meeting with my insurance 
man, golf professional, golf course 
superintendent, club manager, and 
golf car mechanic to jointly consider 
recommendations from all as to the 
brand of golf car to be purchased; the 
distributor offering the best parts and 
service; whether we will buy three- or 
four-wheel, gas or electric; and how 
they will be merchandised, promoted, 
sold, serviced, insured and main-
tained after they are delivered. The 
members of a greens committee or 
golf car committee should also be in 
attendance as well as a committee in 
charge of communications, enabling 
them to publish proper golf car in-
structions to the membership. 

I'd not only promote the golf car's 
use in every possible way at my own 
golf course, but when given the oppor-
tunity at the PGA, GCSAA, or CMAA 
level, I'd encourage realization that 
the golf car has spread from 80,000 in 
1963 to 440,000 in 1977, and without the 
golf car rental income some golf clubs 
might not be in business today. • 



$1,000 says Club Car can beat 
your electric golf car. 
We've been saying that the 
Johns-Manville Club Car electric golf 
car is best for your 18-hole golf 
course and budget. Now we're 
challenging your4-wheel E-Z-Go, 
Melex or Harley-Davidson electrics 
to a series of grueling tests. And 
we're backing our challenge with a 
$1,000 offer: If your electric out-
performs the J-M Club Car, you win 
the cash. 

You get the home course 
advantage. 
We'll bring a Club Car to your course 
so you can see how it performs 
under your own conditions and 
against a car you're now using. You 
can publicize the Great Club Car 
Challenge, make it a big social event. 

Even if you lose, you win. 
How? Because you'll see what Club 
Car engineering, amazing 
performance and low maintenance 
can mean to your club. Club Car is 
the lightest 4-wheeler on the market. 
It goes the farthest on a single 
charge. And its aluminum and fiber 
glass construction means it can't 
rust or corrode. 

Gentlemen, charge your batteries! 
Send in the coupon today. We'll send 
you a copy of the Great Club Car 
Challenge contest rules. Offer 
extended only to 18- hole golf 
courses and available through 
participating Club Car dealers. May 
the better golf car win! 

Mail to: 
Larry Hall 
Club Car* 
Johns-Manville 
P.O. Box 5108 — 15D B 
Denver, CO 80217 

I accept your challenge! 

Name Position 

Club Name 

Address 

City State 

Phone Zip 

Type of electric golf cars now 
owned/leased: Johns-Manville 



Wellco's Club Champion has a Zeftee 5-Year 
Anti-Golf Spike Wear Warranty by Dow Badische. 

Not a detail's been overlooked or a compromise 
made in creating this high-performance, smart-
looking carpet. 

Closely-spaced 100% Zefran® nylon fibers are 
"locked" into the backing for extra tuft support. 

Spikes can't push through the pile, weaken the 
backing and loosen the tufts. 

The lush, thick carpet you start out with won't 
show more than 10% surface wear foratleast5 years. 
And that's under heavy traffic. 

What's more, static stays under control. And 
soil — even the heavy soil that gets tracked in during 
wet weather — cleans up easily. 

Write or call the Club Champion pro at Wellco for 
additional information. 

Pro Shop, Signal Mountain Country Nineteenth Hole, Centerton 
Club, Signal Mountain, Tenn. Golf Club, Centerton, N.J. 

Dow Badische Company 
Williamsburg, Va. 23185 

Zeftee is a trademark and 
Zefran is a registered trademark 
of Dow Badische Company. 

Zeftee "Anti-Golf 
Spike Wear 5-Year 
Free Replacement 
Limited Warranty 
Traffic Class III Golf 
Club Commercial 

Dow Badische Company 
warrants that for five years from 
the date of original purchase, 
Zeftee certified carpet when in-
stalled and maintained as recom-
mended by Dow Badische will retain 
at least 90% of its pile fiber, subject to 
the following limitations: the Warranty 
does not cover tears, burns, cuts, or other 
damage due to improper use; the applica-
tion of improper cleaning agents or main-
tenance methods; or carpet installed on stairs 
or ramps. It is applicable to all indoor use areas 
of the golf club, including those areas subject to 
golf-spike traffic. Zeftee Warranty covers fiber loss 
only and does not cover or imply protection against 
matting, pilling, color change, or other characteristics 
of aesthetics or appearance retention except where 
due to fiber loss in excess of the Warranty limits. If 
dissatisfied with the wearability, theownermustnotify 
the carpet manufacturer and permit Dow Badische to 
test the carpet. If the carpet is found to have lost 10% 
of its pile fiber, Dow Badische will replacethe original 
carpet in the affected room or area, free of charges, in-
cluding installation. This Warranty is valid only for . 
direct glue-down installations. 

The above warranty and remedy are in lieu of any 
others, express or implied, including warranties of 
merchantability and fitness for a particular purpose 
and remedies for incidental or consequential 
damages. 



UIGllGO 
Carpet Corporation 

P.O. Box 281 Calhoun, Ga. 30701 (404) 629-7301 
A wholly owned subsidiary of 

Mannington Mills, Inc., Salem, N.J. 

Un i ta ry back ing 
for long, 
r ipple- f ree 
service. 

Circle 123 on free information card 

11 co lo rways in our standard 
pattern, 4 pat tern variat ions, 
plus any sol id color . 

Scotchgard® protect ion. 
Prevents soi l ing and stat ic shock. 

58 oz. pe rsq . yard of 
100% Dow Badische Zefran® 
heat-set staple nylon. 
Tough and long wear ing. 

r54 tuf ts per sq. inch. 
Spikes can't 
push th rough 
to the backing. 



Service vs. 
servant — 
attitude makes 
the difference 
by John P. Daschler 

You have just finished the 18th hole 
and walked into the clubhouse; it's 
hot; you just blew a 3-footer and didn't 
break 100. But out of nowhere a polite 
voice asks, "You look a bit tired. How 
about a little delicious lunch and a 
drink to pick you up?" You start to feel 
better immediately. 

How come it doesn't always hap-
pen that way? Where I play golf, the 
discussion goes something like this: 
"You want something? Just sit down 
somewhere, I'll get back to you in a 
minute." Later, after you make four 
trips to the water fountain, one of the 
member's kids shows up and takes 
your order (usually wrong). Sound 
familiar? 

T h e golf course is, i n d e e d , a 
remarkable place. Where else can a 
person start out to get some needed 
relaxation and end up so frustrated? 
The biggest frustrations aren't always 
on the course. Some of the biggest take 
place in the clubhouse. 

The professional club manager 
will ask, "What can I do to keep my 
members happy?" There is no simple 
solution, since every member be-
lieves that his dues entitle him to be 
the boss. As the boss, he demands spe-
cial treatment. It's the same way with 
customers at public courses. The key 
to meeting the needs of members and 
customers is excellent service. In or-
der to have excellent service (what-
ever you serve, whether just hot dogs 
and soft drinks or a full breakfast, 
lunch, and dinner menu) you must 
develop the correct attitude for your 
staff. 

In order to achieve the correct atti-
tude in employees, you must first 
recognize the attitude of your custom-
ers. People play golf for a number of 

John Daschler has been a purchasing 
agent, storeroom manager, broiler and fry 
cook, catering service manager, and col-
lege instructor. He is now assistant direc-
tor of program development for The 
Educational Institute of the American 
Hotel 8r Motel Association. 

"The key to meeting the needs of members and customers is 
excellent service. In order to have it, you must develop the 
correct attitude for your staff." 



reasons; all however, would like to 
play reasonably well. I get a real 
enjoyment out of people who say, "I 
don't worry about my score, I just play 
for the exercise." Baloney! That re-
minds me of people who buy Playboy 
"just for the articles." 

Since people would like to play 
well but the majority (including my-
self) don't, the club manager has to 
make their time spent at the course as 
enjoyable as possible. He can only do 
this if his staff has real empathy for 
the golfer. A suggestion I would make 
is that all managers take their per-
sonnel on a tour of the course, hole by 
hole. This lets your staff know what 
your guest has experienced before 
coming in for a refreshing lunch. This 
gives an added benefit since even if 
your staff does not golf, the beauty of 
the grounds will help them in their 
own feelings of pride. 

Yes, pride is the key to establish-
ing the correct attitude. For your staff 
to exhibit this feeling, you as a man-
ager must set that example. To do this 
successfully, take a "pride inventory" 
to determine your attitude. Ask your-
self these questions and see how you 
rate: 

1) Do I enjoy what I am doing? 
2) Am I doing the best job that I 

can? 
3) Have I trained my staff to do the 

best that they can? 
4) Have I developed into a real 

leader? 
"Do I enjoy what I am doing?" If 

you do not and you don't have a ball 
and chain around your legs, you 
should get out. Nothing is so apparent 
to the guest as someone who is not 
happy with their work. This attitude 
will permeate the entire operation 
and eventually destroy it completely. 

"Am I doing the best job that I 
can?" Since we are all capable of do-
ing more, this is a difficult question to 
answer. Do you find yourself abdi-
cating instead of delegating? Are you 
sitting at the bar complaining to any-
one who listens or are you watching 
the garbage cans to see what is being 
thrown away? 

"Have I trained my staff to do the 
best that they can?" You would be 
amazed at how many managers think 
that once you hire someone, give them 
a couple of hours of on-the-job train-
ing, then put them in a regular shift, 

you have a trained employee. The best 
way that you can determine if you 
have a trained staff is to ask them (be-
lieve it or not). Have a cup of coffee 
with them and ask the question, 
"What can I do to make you the best-
trained employee?" Hopefully, they 
will tell you, but you better be pre-
pared to act upon what they are say-
ing or have reasons why it cannot be 
accomplished at the present time. You 
know how frustrating it can be if the 
board of directors promises you some 
additional equipment or other needed 
facilities and then doesn't deliver. The 
same is true for your employees. 

"Have I developed into a real 
leader?" The title of manager does not 
make you a leader. A textbook defi-
nition of leadership is a process by 
which people are directed, guided, 
and inf luenced in choosing and 
achieving goals. Not being an aca-
demician, I find it hard to understand 
— so I made up my own. How about 
"getting the employee to do a com-
mon job uncommonly w e l l . " To 
accomplish this as a leader I must 
know what role is expected of me by 
my employees. A leader (be it a club 
manager or a locker room manager) 
has two distinct roles to develop. The 
first is a task role. You have to accept 
the responsibility of setting objec-
tives and goals that must be met. If you 
don't know where you are going there 
isn't much sense or purpose in getting 
there. The second role of a manager is 
equally important, the role of the 
helper. You as the leader are expected 
to meet the individual needs of your 
employees. I'm not suggesting that 
since an employee doesn't want to 
work weekends that you don't sched-
ule that employee to work weekends. I 
am suggesting that you get to know 
your employee as an individual (not 
just as Joe Brown, the kid of this year's 
president). 

After you take the time to do this 
"pride inventory," what do you do 
with the information? You utilize it to 
your best advantage. You now know 
what you and your staff are like. This 
will give you that sense of pride. If you 
think of the word as Progress Rests In 
Determined Effort, your entire oper-
ation will be able to capitalize on the 
pride inventory. 

When I play golf with Rick Hay-
wood, a golf course superintendent, I 

am always amazed at how much he 
knows about golf courses — the set-
ting of the flag, the type of grass used, 
and the equipment needed to main-
tain the course. When I ask him about 
it he responds, on the course I'm the 
expert that you should be in the club-
house. This is really the crux of the 
matter. Do I as a club manager know 
the game? More importantly, do my 
employees? 

Golf has a set of rules — so must 
the club. These rules aren't on a score-
card, but I can tell the type of oper-
ation that is being run by the size of 
the average check. We don't call them 
rules, but we do call them standards. 
Standards are the difference be-
tween taking a hamburger to the guest 
and suggestively selling and present-
ing to the guest a quarter-pound chop-
ped beef pattie attractively gar-
nished. (Look at what McDonald's and 
Wendy's have done with the ham-
burger.) It is also the diifference be-
tween calling the waitress "Hey you in 
the wrinkled uniform and the 10 
pounds of makeup" and "Mary" (be-
cause she has a name tag) the girl with 
the nicely pressed uniform and the 
clean hands. It may seem like a little 
thing, but that's where the difference 
between "service" and "servant" are 
distinguished. Can you imagine what 
the person who only hears, "hey you," 
must feel like by late in the day — or 
early in the day, for that matter? 

Another area where standards are 
needed is the bar. Is the bartender just 
grabing a handful of ice and throwing 
it in a glass and freely pouring the li-
quor? Or is each drink getting the 
same amount of ice and, more impor-
tantly, liquor? Standards may not 
seem to be the most important thing 
from the guest's view, but the em-
ployee should know them as well as a 
golfer knows the rules of the course. 
Once an employee knows and follows 
the standards you set, the attitude of 
"servant" can be changed to "ser-
vice." 

Just remember to live by the same 
standards you set. The quickest way to 
destroy any standard is to not follow it 
yourself. How effective do you think 
you can be telling employees "there is 
to be no smoking except in designated 
areas," when every time you walk 
through the dining room you have a 
cigar or cigarette in your mouth? • 



For the first time in many years, 
violent crime is down in the United 
States. In stark contrast to this trend, 
however, vandalism continues to 
climb at an alarming rate. It is diffi-
cult to determine the exact extent of 
the increase since it is estimated that 
only about a fourth of all vandalism is 
even reported to the police. 

Because of their unique accessi-
bility, golf courses suffer more than 
their share of the costs involved in the 
repair of damaged property. A "lawn 
job" (the driving of a vehicle pur-
posely through a lawn) may cause 
only aggravation to the home owner or 
farmer. But to the golf course superin-
tendent, it means hours of expensive 
labor, inconvenience to his patrons 
and, if extensive enough, loss of 
revenue. 

With the extent of golf course 
vandalism and the potential for tre-
mendous losses, one would think the 
golf business would be security and 
prevention conscious. Such is not 
always the case. A quick review of the 
literature on golf course construction 
and management shows almost no 
mention of vandalism prevention. 

Build barriers 
As already mentioned, turf and green 

damage is one of the most devastating 
of property destruction. Most of this is 
done by automobile or golf cars, 
although some is done by motorcycles 
and by persons on foot. In the case of 
the automobile, accessibility control is 
the answer. Whether this is accom-
plished by fence or other means, 
access by automobile must be limited 
to prescr ibed entranceways . For 
practical, economical, or aesthetic 
reasons, a fence is not always desir-
able. Strategically placed posts, trees, 
or shrub lines can serve the same pur-
pose. Rows of prickly shrubs along the 
outer perimeter can also serve to limit 
motorcycle and pedestrian traffic if 
planted sufficiently close together. 
Multiflora roses or barberry bushes 
are excellent for this type of planting. 

If an open appearance is desired, 
automobile restriction can still be 
accomplished by edging the course 
with a drainage ditch or mound of 
earth. These barriers must be of ade-
quate width or length to make it 
impossible to maneuver over or 
around them. 

Even if no other area is protected, 
it is essential to block access to greens 
that lie adjacent to a roadway, particu-
larly those that are at the corner of 
intersecting streets. These are the 

most vulnerable. 
A fence, if used, can itself become 

a target of vandals. The extent of this 
vandalism may depend on the type of 
fencing used. To minimize inten-
tionally inflicted damage, a fence 
should have three features: it should 
be difficult if not impossible to climb, 
it should be see-through and, if boards 
or rails are use, they should be placed 
vertically instead of horizontally. The 
unclimbable feature is not only to 
keep out trespassers but to prevent 
damage to the fence itself from per-
sons climbing on or over it. Vertical 
boards and rails also discourage 
climbing or sitting on the fence. It 
should be see-through to allow the 
curious to view the property without 
climbing. This visibility also allows 
the police to inspect the property and 
to see vehicles or persons during re-
stricted hours. 

Cooperate with cops 
In conjunction with police visibility, it 
is important to keep the local law 
enforcement agency informed of your 
operations. Let them know when you 
are going to be mowing or watering at 
night. Let them know also when no 
one is supposed to be on the course. 
This will serve as a reminder to the of-

Stop vandals 
before they damage 
your course 




