
The prestigious Richmond 
County Country Club located 
in Staten Island, New York is 
the only private country club 
on the island.  Featuring two 
campuses, an 18 hole golf 
course, a har-tru tennis facil-
ity, swimming pool, fitness 
center and an elegant historic 
clubhouse, RCCC has, for 
many years, enjoyed an out-
standing reputation for excel-
lence. 

This year, the Club’s board 
elected to conduct several 
initiatives, all designed to 
position the Club for current 
and future success. 

The Club hired HRGI to con-
duct a comprehensive Club-
wide operational audit, a 
comprehensive Membership 
survey and to facilitate the 
development of a long range/
strategic plan. 

Additionally, HRGI was asked 
to make recommendations 

with regard to personnel is-
sues. 

With the increased chal-
lenges facing the club indus-
try, initiatives such as those 
undertaken by RCCC are 
becoming increasingly com-
mon.  Clubs, today, can no 
longer operate in the tradi-
tional sense.  Today’s club 
managers and decision mak-
ers all realize that in order to 
retain existing Members, 
while recruiting new Mem-
bers, you need as much infor-
mation as you can obtain in 
order to be successful. 

Hiring a full-service private 
club consulting firm such as 
HRGI can often be the differ-
ence. 

If your Club needs assis-
tance, don’t wait.  Contact us, 
toll free at 1-800-249-9973.  
Help is just a telephone call 
away. 

Richmond County Country Club Hires HRGI 

HRGI Adds Operational Manual For Private Clubs 
In addition to its well received 
Food and Beverage Policies 
and Procedures Manual, The 
Hospitality Resource Group 
International is in the process 
of preparing an Operations 
Manual for Private Clubs.  It 
is anticipated that this volumi-
nous binder will prove to be 
an extremely valuable re-
source to club managers 

seeking to have immediate 
access to front and back of 
the house methodology.  
Again, many clubs have oper-
ated by the seat of their pants 
for far too long.  Today, clubs 
must operate as a business 
and, to be successful, it helps 
to have information, such as 
this, at your fingertips. 

The manual is scheduled for 

completion by February of 
2009.  It will sell for $1,500.  If 
you are an existing client of 
HRGI, your cost will be $900. 

For further information con-
tact us at 1-800-249-9973 
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Special points of 
interest: 

• Richmond County Coun-
try Club, located in 
Staten Island, New York, 
hires HRGI to conduct an 
operational audit, admin-
ister a comprehensive 
Membership survey and 
facilitate the development 
of a long range/strategic 
plan. 

• New Operations Manual 

• New newsletter design 
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This is the first issue of our 
new newsletter design.  We 
believe you will find it easy to 
read and informative.  Every 
newsletter will continue to 
bring the reader information 
regarding new HRGI pro-
jects, as well as news about 
various HRGI initiatives. 

HRGI is one of the few full-
service private club consult-
ing firms in the country.  Our 
wide array of services are 
also augmented by associa-
tions with other firms or ven-
dors, whose products and 
services supplement what 

we, ourselves, can do.  The 
advantage to our clients is 
that we can recommend 
firms whose work we know 
and who will deliver the most 
cost effective, high quality, 
service or product.  In other 
words, you will not have to 
spend considerable time and 
resources attempting to dis-
cover who, or what, is best 
for your Club.  We’ve done 
that for you. 

From time to time, our news-
letter may feature one of 
these associate firms or a 
product(s) which we would 

recommend. 

Additionally, the newsletter 
may feature an individual or 
individuals who have demon-
strated a unique ability to 
make a difference in the 
hospitality industry. 

Please feel free to comment 
on the newsletter or make 
suggestions for content.  
You may also view our web-
site at:  

www.hrg- consulting.com  

improvement.  We provide a 
client club’s decision makers 
with the information neces-
sary to make improvements 
in front and back of the 
house operations.  Some-
times, the information is not 
what a client wants to hear, 
however, better we deliver 
the results of what we found 
than deal with Member com-
plaints and dissatisfaction. 

The operational audit is so 
cost-effective that it should 

Most clubs don’t think that 
they do and yet they continu-
ally are fielding Member 
complaints about a variety of 
issues. 

A proper operational audit, 
conducted by an independ-
ent industry expert, can re-
veal many little problems 
and, occasionally, a major 
problem. 

Our firm provides such a 
service.  We are an un-
biased, no agenda, agent for 

be a “no-brainer” for almost 
every club.  They should be 
conducted, on average, ap-
proximately, every five 
years, often in conjunction 
with a comprehensive Mem-
bership survey, which we 
also recommend being con-
ducted every five years, as 
your Membership is evolv-
ing. 

For further information, con-
tact us at 1-800-249-9973 

New Newsletter Design 

Do You Need an Operational Audit? 

General Manager Executive Search 
ting it wrong.  In today’s 
challenging environment, a 
club cannot afford to make a 
mistake in this area.  

Unfortunately, when there is 
an announced opening, a 
club will receive well over 50 
responses and almost every-
one looks good on paper.  
How is a search committee 
to know which candidate has 
the skills and background 
that is needed?  We were 
not big fans of the existing 

search firms in the industry, 
so we said, what would we 
do if we were going to hire 
an individual? 

What we did was develop a 
comprehensive question-
naire which gets to the bot-
tom of a candidate’s back-
ground and character.  Inter-
estingly, less than one-third 
of the candidates we spoke 
to, completed the question-
naire.  Don’t make a mis-
take. Call 1-800-249-9973. 

Our General Manager Ex-
ecutive Search program has 
been far busier than we ex-
pected, even though we are 
very discerning as to when 
we engage to offer our ser-
vices. 

There is data that supports 
the fact that 50% of hires are 
mis-hires and that the aver-
age tenure for a General 
Manager in the private club 
industry is 2.7 years.  This 
means a lot of clubs are get-
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