Upper photo: The incomparable
Gran Cushman.

Lower photo: The economical
Trophy.

Everything you always
wanted to know
about golf cars*

K (but didn’t have time to dig out for yourself).

If you're thinking about new golf cars—or even if
you just think you might be thinking about them
someday soon—do yourself a favor.

Mail in the coupon below.

The engineers at Cushman just completed an
in-depth comparative study of the 5 major golf car
brands. (They do this sort of thing frequently to be sure
Cushman cars always lead the pack in value and
desirable features.)

It occurred to us that anyone weighing the purchase
of golf cars would be interested in what our study
disclosed. So we organized and condensed the findings.
It could take you months to dig out the kind of data
you'll find in these sheets. Yet they’ll take only about
ten minutes to read.

We've done our best to be fair. And the information
compares important mechanical and other features
like body construction, service accessibility, suspensions,
braking systems, bag racks, engines, parts availability,
safety, stability, rider comfort, convenience—and more.

You really owe it to yourself to find out all you
can about golf cars before you make a final decision.
These sheets will really help. If nothing more, they make
an excellent checklist of questions to ask if you want
to dig out your own facts. No cost, of course.

CUSHMAN MOTORS

906 N. 21st Street, Lincoln, Nebraska 68501

Please send me the new golf car Comparative Analysis and
literature on Cushman Golf Cars.

Name.

Title

Club

Address

City. State. Zipaa
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Still going around
with the same
old bag?

Maybe it’s time you got acquainted
with a nifty new bag. Like the famous
PGA Tufhorse.

This is the very same bag that some
touring pros wouldn’t part with for love
or money.

~ The pockets on the Tufhorse are fully

lined and protected by huge zippers

- that are about three times stronger

- than they need to be. (The pros
especially like the easy access,
double-zippered clothing pocket.)

It has sturdy, western style buckles.
And a bottom that’s guaranteed not to
warp, rot or crack for the life of the bag.

It comes clean beautifully, too.
Because the Tufhorse is made with top
grade vinyls and natural leather.
(Matching head covers and carryall
are optional.)

The PGA Tufhorse. Even whenit’s
your old bag it’ll look like your

new bag.

Like all PGA golf luggage, it's sold
only by golf professionals.

1
pga . 'ﬂc
Division of Victor Golf ¢ o
Products of Victor Comptometer Corporation -
G
A

This is the spectacular Ryder Cup Staff
Bag, identical to the PGA Tufhorse carried
by America’s Ryder Cup team. It’'s a PGA
exclusive, available on a limited basis. Price, $95. 00
PGA makes a full range of bags, up to $160.
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EET TERS
TO

THE
EDITOR

Mill River plan: thought-provoking

|

This month’s Letters to the Editor
column s devoted to responses we
have had to the article “Everyday,
A Sale Day” (October/November,
1970, p. 52) and to the editorial
“The Mill Rwer Formula” (Octo-
ber/November, 1970, p. §).

We at Acushnet have a unique
viewpoint on marketing and many
times we feel completely alone and
not really understood by the vast
majority of the trade. All our analy-
ses and studies back up your funda-
mental position that the pro shop
has been losing business, and if the
trend continues, the vitality and
strength of the pro shop market is in
jeopardy. It is implicit in your arti-
cle and editorial that the pro shop is
by far the best outlet for golf prod-
ucts and complements the healthy
growth of golf because it blends
quality products with professional
advice.

The realities of the marketplace
have made competition severe.
Many golf course businessmen have
been slow to detect these economic
trends. | consider this formula one
outstanding strategy that can re-
alistically strengthen the pro shop
market. It is difficult to tel] how ex-
tensive it can become, but more im-
portant it shows imaginative think-
ing and concern by one professional
and a response that is positive. It is
true that the pro shop does have the
best quality, but now the profes-
sional must blend this in with value.
The Mill River formula is one solu-
tion. Undoubtedly, it is not the only
answer, but it is a creative way of
analyzing a situation and coming
up with a program that has meaning
to that particular club and area. ‘

L. Dean Cassell
Vice President Sales
Acushnet Sales Company

New Bedford, Mass.

(Continued on page 17)

IMPROVE BAG STORAGE
BEST BY TEST

WE DESIGN YOUR LAYOUT
ECONOMICAL—-EASY TO
ASSEMBLE HEAVY DUTY
FURNITURE STEEL

GOLF BAG
STORAGE RACKS

TRADE

38 YEARS IN BUSINESS
Call Collect 301-322-3900
Or Write For Free Literature

INSTALLATIONS INCLUDE:

Chevy Chase C.C., Chevy Chase, Md.
Congressional C.C., Bethesda, Md.
Garden City G.C., Garden City, N.Y.
Dunbar C.C., Lake Arrowhead, Calif.
Scarsdale G.C., Hartsdale, N.Y.
Royal Poinciana G.C., Naples, Fla.

" ACME IRON WORKS, .

4900 Frolich Lane, Kenilworth Ind. Park
Tuxedo, Md. 20781

Longboat Key C.C., Sarasota, Fla.
Woodbridge C.C., Woodbridge, Conn.

For more information circle number 256 on card

36' LONG ' 20‘ WIDE

“"THE SHAGGER"”

THE MOST UNIQUE INNOVATION IN GOLF!

NG ATTENDANT NECESSARY
AUTOMATIC BALL RETRIEVER
WARM-UPS, PRACTICE AND LESSONS
PORTABLE & ABSOLUTELY SAFE

«@) NATIONAL ATHLETICS CORP.
O

15 HIGH

“/’ Suite 240 3379 PEACHTREE RD., N.E.
: ATLANTA, GA. 30326 Phone (404) 261-8031

*Some distributorships still available *Patent applied for

For more information circle number 163 on card
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This is the only 3
master-satellite system
with all these features.

Rain Bird’s new master- : :
satellite system offers you | il
more features, more control ? RM!‘ w..E.ln el F |
and more flexibility. Compare | : : ' L
all the master controllers

on the market, and for both
selectivity and flexibility,
you’ll choose the Rain Bird
MC-24.

Completely automatic. The
master controller will auto-
matically operate up to 24
satellite controllers through
a 14-day irrigation schedule.
Selective satellite control.
The master controller allows
selection of individual satel-
lites, either automatically

or manually. Any satellite
may be omitted from the - 2 _
master schedule. ME=JeNAs 10 Cooly
Field satellite control. From the field, any satellite may be

operated independently of the master controller.

Variable syringing. Syringe cycle time is infinitely variable at each
satellite from 0 to 30 minutes. Irrigation time for each station of the
satellite is infinitely variable from 0 to 60 minutes.

Total manual override. Any portion of the master schedule may be
manually overridden for special irrigation requirements — instantly:.
Visual supervision. Control center lights indicate operating status

e W |
¥ %]




of each satellite. Annunciators at each satel-
lite indicate which stations are watering

at any moment.

Automatic instant repeat cycle. Any satel-
lite station on the normal irrigation cycle
may be programmed for automatic instant
repeat.

Rain switch versatility. The rain switch
feature allows either automatic or manual
stopping of a watering cycle. The cycle may
either be resumed where the cycle was cut
off by the rain switch, or returned to the
start position if it is desired to eliminate
the remaining portion of the cycle.

Controls up to 432 stations. Up to 432
individual sprinkler stations may be con-
trolled through the system.

And there’s more: a moisture sensor switch
at each satellite...overload protection plus
optional lightning protection...master

valve circuit... pump start circuit...easy
maintenance...locking
weatherproof cabinets.
That’s a quick sum-up
of the world’s finest
automatic 1rr1gat10n system. For a longer look,
ask your Rain Bird distributor to have a
member of the Rain Bird Golf Team

contact you. R‘I”&B[Rp

Glendora, California 91740
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Take the pressure
off your turf
withTerraTire

low pressure tires.

L

Wwith these flotatign®™
about eight pounds of pressure per
square inch. Walking pressure under the heel of
a shoe can be as much as 24 pounds per square inch.

That's why you can cut down turf damage
when you equip your golf cars with Goodyear’s big,
easy-rolling Terra Tire low pressure tires.

They provide sure-footed traction, too, for stability
on slopes and around traps.

Get all the facts on what Terra Tire low
pressure tires can do for your course. Write Terra
Tire Dept., The Goodyear Tire & Rubber Company,
Akron, Ohio 44316.

GOODSYEAR

TERRA TIRE — T.M. The Goodyear Tire & Rubber Company, Akron, Ohio

For more information circle number 186 on card



Letters

continued from page 13

We certainly think the article in

GOLFDOM, entitled ‘‘Every-

day, A Sale Day,” is totally thought

provoking and should be applica-

ble to certain clubs throughout the
country.

P.R. MacDonald

Vice President

Dunlop Tire and Rubber Corp.

Buffalo, New York

I have had grave concerns about the
future of the golf professional and
have felt for some time that everyone
in golf should be seeking new ways
for the golf professional to generate
income. The consequences of not act-
ing are that the professional will end
up within the next few years a sal-
aried employee of the club, and not a
very high paid one at that. Conse-
quently I found Montgomery’s
unique approach very interesting.
Based on the number of profes-
sionals who have discussed the arti-
cle with me, you have exposed a
problem with which a majority of
them are concerned.

Although I am convinced that the
professional’s role must change if he
is to survive, I am not yet convinced
that Montgomery’s approach would
be successful at all types of clubs.

Although there is no question that
the professional is faced with more
competition today than at any time
in golf’s history, I don’t think that
anyone knows enough, because of
the lack of marketing research, to
determine how much business the
pro is really losing to retail com-
petition. I suspect the problem is
very severe, because the average
member is spending fewer dollars
on golf equipment and golfwear than
he did a few years ago. In fact, the
professional who isn’t earning less
than he did 10 years ago is an excep-
tion. It is apparent, therefore, that
new ways to attract the consumer to
spend his dollars on golf equipment
rather than on some other activity
must be made.

I think the jury is still out on the
question of whether or not Mont-
gomery’s plan will sustain itself, but
I compliment him on his ingenuity
and courage.

R.D. Rickey
Vice President
MacGregor
Cincinnati, Ohio

pick

take
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Served profitably wherever speed and convenience are essential

You can choose from 55 proven varieties of hot Stewart sandwiches, the
kind your customers want and keep coming back for. We make sandwiches
on every type and size of roll. We meet and maintain rigid governmental
quality and sanitary controls. We loan in-fra-red ovens free. We deliver con-
sistent with your inventory. We eliminate waste, spoilage. We'll show you
how Stewart service can increase daily operational profit by reducing over-
head and saving time, space ‘and labor. Contact your nearby Stewart com-
missary to learn how Stewart can fit into your food operation more pro-
fitably, or write:

S

=== stewart in-fra-red, inc.
- /-c' P.O. BOX 207, FONTANA, WISCONSIN 83125

a stewart sandwiches...the best taste you ever toasted

For more information circle number 263 on card
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Some of our better known showrooms.

The best place to see a Pargo Golf Car is in its
natural environment: on many of the best golf
courses in America. Because then you can see a lot
more than you could in a regular showroom.

You can see how Pargo works. You can listen
for a motor you can't hear. You can test our power
going up the steepest hills. And our disc brakes

comin down.

And, conversely, there are a few things they
probably won' tell you. They may not know, for
example, that we have district distnbution centers
in Charlotte, Dallas, Chicago, Los Angeles, Jack-
sonville and Miami serving a nationwide network
of dealers. Or that our repair and replacement parts
are less expensive than most others.

Or that we have cars on courses all over the

And you can test our nding comfort, s country. And a sales manager
too. Things like individual vinyl ///'-///_/—;—_ %Llo'll help you find

seats that’ll remind you of your

favonte chair back home. And enough leg room for
all of your legs. And a suspension system that
won't make you feel like a shock absorber.

What's more, you can talk to the golfers who en-

dorse Pargo: the pros who use us every day. We

think they 1l tell you about the same thing we would.

That our light weight enables us to travel from
dawn to dusk on a single charge. That our
dependability enables their

club to get tg,eir mnvest-
ment back quicker. And

tumn a profit faster.

0w

~

them.

Call Ron Meade at 704/
596-6550 or wnte him at our
home office, P.O. Box 5544,
Charlotte, T\rll.lC. l218205h.e He'll

not only tell you the most
= | conven)ilent place to see

our cars. He'll send you a

o= A brochure with all our models
{ d specifications. And settle,
once and for all, one of
: the age old problems
of golf: how to im-
prove your drive.

- R

Mizers

-

* Pargo, Inc.
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