
Tractor Wheel 
Spuds 

The R. H. wheel spuds 
save t ime Install ing and 
removing, they are made 
in many s izes for any 
type tractor or purpose. 
Low price and quality 
have been welcomed by 
Golf Clubs, in use on 
more than one-half the 
clubs in U.S. and Canada. 

Sample spud and cir-
cular on request; advise 
make of tractor and 
purpose used for. 

( I f your Ford or tquif-
ment dealer cannot s t i f f l y , 
writt dirtct.) 

R. S. HORNER 
GENEVA. O. 

Manufacturer of Wheel 
Spuds, Golf Tractor, 
Golf Whee ls for Ford-

son and Trucks. 

DOES YOUR GOLF COURSE 
NEED REMODELING? 

We specialize in reconstructing 
course« for established clubs. 

Courses Remodeled in 1929 
BROOKWOOD C. C. . 
O R C H A R D RIDGE . 

N e w Courses Built in 1929 
BEVERLY SHORES . 
PRESTWICK C. C. . , 

. C H I C A G O 
FT. W A Y N E 

M I C H . CITY 
O R L A N D , ILL. 

National Golf Course Builders 
202 South State Street, Chicago 

Charles E. Maddox in charge of construction. 

P A C K N U R S E R I E S 
True Metropolitan and Washington Strains 

Creeping Bent Stolons 
Cheaper than you can grow them 

DR. H. B. PACK, Appomattox, Va. 

Racks H A N D I C A P Cards 
John Willy Handicap Racks and Cards are 
standard with practically all the leading 
American golf clubs. Write for booklet. 

J O H N WILLY, g ^ S 

F r a n k P . M a c D o n a l d 
Engineering BIdg., Chicago 

G O L F 
A R C H I T E C T 

Construction Supervision — Remodel ing 
Dependable PreUminary Reports 

Concludes Study 
of Club finances 

( C o n c l u d e d from February) 

By C A R L W. T R U A X 

Serial Assessments—Plan 9 
If the club is well established, the voting 

of serial assessments is all that is nec-
essary for adequately securing substantial 
debenture note issues. What greater se-
curity could one desire than the necessity 
for payment by individual members of col-
lective great wealth, with forfeiture of the 
individual member's equity in the club 
properties upon his failure to pay, prepay-
ment when the individual member with-
draws, and with the added security of the 
club's general equities in the club prop-
erties! 

Not many clubs have memberships which 
can stand payment of large improvements 
by one assessment. No great objections 
will be encountered, however, if annual 
payments, not large enough to be felt by 
the average member, are established. This 
f e a t u r e—i n s t a l l m e n t payments—is 
strengthened by the common practice of 
installment buying, a system which in 
some form, at some time, is employed by 
nearly every citizen except the very 
wealthy. A prominent finance company 
official has estimated that over 80 per cent 
of members of the typical club are accus-
tomed to some form of installment buying 
—homes, automobiles, securities, or what 
not. This being the case, why not take 
advantage of established habits of buying 
when forming club improvements? 
Three to Ten Years Plan 

According to the number of members 
and amount of funds required, a three to 
10-year spread will reduce any capital re-
quirements to small annual payments per 
member. Expanding clubs should provide 
to ret ire their security issues in the short-
est possible time. Other improvements will 
be called for, and future administrations 
will have other ideas. It does not seem 
wise to prolong the payment period as pro-
longation may stifle future plans for im-
provements. 

The typical club can absorb any ordinary 
improvement issue with ease. These is-
sues are frequently subscribed by the mem-



bers at annual meetings or over-sold by the 
club t reasurer or finance chai rman over 
the telephone, at par, without discount. 
When the issue is sold at home, neither 
sales expense or bond discount is incurred; 
this advantage, alone, war ran t s the effort 
involved to place the issue with members. 
The club legal committee is always glad to 
attend to the legal work at cost. In this 
way a substantial saving is made. This 
is part icularly true when a mortgage type 
of issue is adopted. 

The denominations of securit ies must be 
determined by local circumstances always. 
In most cases $500 and $1,000 denomina-
tions are more easily sold to a few mem-
bers than small denominations to a larger 
number of members. Interest payments 
should be semi-annual. The t reasurer may 
have to borrow from the club's general 
funds to pay the first semi-annual interest 
to the trustee. After that the issue is 
automatically self-liquidating. 
Assessment Should Include Interest 

The assessment resolution should always 
provide tha t interest be included pro rata 
in the assessment. This relieves the gen-
eral budget from additional interest in re-
spect of the improvements. 

A "happy medium" rate is desirable for 
improvement issues, high enough to pro-
vide a desirable investment and low 
enough to avoid criticisms. Where 6 per 
cent prevails "over the counter" and on 
first mortgages, a 6% per cent rate on the 
issue will be adequate, with an increase 
above this figure to correspond to current 
bank loan and mortgage rates. The rate 
will be based on local conditions. 

Another feature of assessment deben-
tures is t ha t the very banker who would 
by habit secure the improvement issue by 
second or general mortgage will reverse 
himself to the extent of loaning 80 per cent 
or more on the assessment debentures of 
substantial clubs. The local bankers are 
thorough judges of the indulging club's 
credit s tatus. 

Arrange the issue to be sold and pro-
ceeds realized before the funds need to be 
disbursed, and, of course, a r range the sale 
before obligations are incurred. Also, 
time assessment issues so tha t each in-
stallment payment to the t rus tee ( there 
always is a trustee) is preceded at least 
60 days by the billing of the corresponding 
assessment; then the funds are always in 
hand for the payment. 
Retirable by Lot 

All assessment issues should be retirable 

NATIONAL MOWER CO. 
(Moved t o our New Factory) 

839 CROMWELL AVE. ST. PAUL, M I N N . 

The finest type Fairway Mower built with double sets 
of tempered steel, cut geai s in oil tight cases. 
Standard types of our mowers we sell wholesale to clubs. 
Wholesale cost on best, far less than retail on cheapest. 

(Write for prices and catalogue) 

A REAL CLUB 
OPERATOR 

Manager of one of the leading metropoli-
tan district go l f clubs is faced with condi-
tions that make a change desirable. L o n g 
and impressive record of club operation that 
is successful both from financial and mem-
bers' service viewpoints. 

He can bring efficient staff, including ex-
cellent and successful course superintendent, 
with him, if desired. Present contract can 
be renewed, but under present circumstances 
this nian doubts new line-up will be a happy 
one, either for him or the club. 

Can make change at any time, just so he 
is permitted to g ive his present club a square 
deal, by gett ing a first class successor. 

Prefers eastern territory, but will go any 
place, where expert management is needed 
and can be afforded. 

Please give outline o f your situation and 
advise salary you wi l l pay. 

A d d r e s s 199 
Care of G O L F D O M 

236 N . Cla rk St. C H I C A G O 



QUALITY is THERE 
a n d 

A Saving is Effected 
i n t h e u s e of o u r 

Standardized Printed Forms 
C l u b s t h a t ' S h o p m o s t a d v a n t a g e o u s l y ' 
B U Y of U S C O N T I N U A L L Y 

Let us send your club samples of 
SCORE C A R D S GREENS C O S T FORMS 
C H A R G E CHECKS C A D D I E C A R D S 

and Many Other Forms 

J O H N H . V E S T A L C O . , PRINTERS 
7 0 3 S o u t h L a S a l l e S t r e e t - - C h i c a g o 

A R R O W B R A N D O -
HICKORY GOLF SHAFTS 

i f GOOD FOR CHAMPIONS U 
1 L GOOD FOR YOU J F 

USE ARROW BRAND 
SHAFTS, HEADS, BLOCKS 

GOLF SHAFT & BLOCK CO. 
Memphis, Tenn. U. S . A. 

in equal annual installments; the deben-
tures or bonds to be paid are to be selected 
by lot. 

Debenture assessments should be billed 
separately from the house accounts and 
dues, and all payments received should be 
segregated by the treasurer in a special, 
separate bank account. Wherever outgo-
ing members sell their membership to or 
through the club, or where payment of all 
indebtedness is prerequisite to transfer, 
the club treasurer should pay especial at-
tention to collecting unpaid and deferred 

assessments either from the outgoing mem-
ber direct or from the proceeds of the sale 
of the membership. 

Up-to-date club by-laws provide, for the 
better control of the membership quality, 
that outgoing members may sell their 
memberships only to the board at a price 
set by the board or set at an annual meet-
ing. The board, under such provisions, of 
course, only buys in a membership when 
the Membership committee provides a 
satisfactory candidate for membership. 
Selling the Issue 

Select an energetic financial salesman 
to sell the issue. If the treasurer or chair-
man, by design, is this able salesman, so 
much the better. The average typical club 
membership, properly approached, can ab-
sorb any ordinary improvement issue. 
There should be, however, a general de-
mand for the particular improvements. 
Considerable attention should be paid to 
establishing popular approval of the pro-
posed improvements. When, as is often 
the case, improvements financing is 
"steam-rollered" through the annual meet-
ing, it is well to have the issue subscribed 
beforehand. If the board can say to the 
membership that the proposed issue is al-
ready sold, or largely so, general consent 
is much easier to be obtained. 

The "administration" works out its plan 
in detail, has it approved by the board, and 
then secures the approval of as many 
members as can be reached. Prior to the 
meeting of approval, a circular letter is 
addressed to the membership telling them 
of the plans. The resolutions to be passed, 
or a description of them, are contained in 
the call for the meeting. The secretary, 
in sending out the notices, always encloses 
a proxy form (in blank and always with 
"power of substitution") with a stamped, 
addressed return envelope attached to the 
proxy form. Members are invited to sign 

A mericas finest 
GOLF COURSES List 

LUST E R L I T t 
T c t M A R K E R S 

—and yardage Indicators. Brilliant white porcelain 
lettering on lustrous porcelain black enamel ; weather 
and rustproof. Used on America's leading courses. 
Lettered to conform with any distances and pars 
Write manufacturers of LUSTERLITE Enamels. 
CHICAQO VITREOUS ENAMEL PRODUCT CO., Ci*», IIIÌmìs 

BADGES 
F o r Cadd ies a n d C lub E m p l o y e e s 

Ask for catalogue of Emblems, 
Medals, Charms and Trophies. 

Samples of "My Goat" Pocket Coin 
sent to any Club Official on request. 
Prices right-

S. D. C H I L D S & C 0 . , D e p t . 2 
136 S . C l a r k S t . Ch icago , 111. 



B U D D Y J O C K S A L E S M E A N A N E W P R O P R O F I T 
The strain and discomfort that an 18-hole round involves 

for the average sedentary business man makes the pro shop 
lS§|§ii§§§§||ils|i| the place where the ordinary golfer is most impressed with 
£•• , h i s need of a Buddy Jock. 

p i Y o u ' l l sell a lot of Buddy Jocks at a good profit if you 
\|1 just have the boxes in plain display. The Buddy Jock is 
v | as much a staple item of shop merchandise as tees. 
• Write for our pro sales proposition. 

J T H E W A L T E R F . W A R E G O . 
1030 Spring Street , D e p t . H Ph i lade lph ia , P a . 

the proxy and mail it. The envelope may 
be addressed to the secretary or treasurer. 

In older clubs 20 to 30 per cent is an 
average attendance at club meetings. The 
proxies present -usually equal or exceed 
the actual attendance in person. Thus the 
spokesman for the administration or 
holder of the proxies usually "carries the 
meeting in his pocket." This is the 
"steam-roller" plan and the method fre-
quently, nay, usually, employed in engi-
neering improvements in ambitious clubs. 

No comment on the ethics involved is 
necessary. The above outline ot tne 
operandi is offered in enlightenment of the 
few readers who have never given thought 
to the customary method by which the 
active few are enabled to spend money for 
the inactive many. 

It is a safe statement that most club ex-
pansion programs are handled in the 
manner just stated. There is a better and 
more dignified way, but the better way 
takes time and much effort, and that is to 
create or establish an outstanding ma-
jority sentiment in favor of the improve-
ments. 

Most clubs are actually "run" by a few 
active members who take much interest in 
their club and are ambitious. The average 

. . the only SURE way with only way 

PURFECK GHICKWEED ELIMINATOR 

V f O m o r e hand-pulling, patching o r digging! 
Simply Spray on P U R F E C K and out comes 

C h i c k w e e d , — r o o t s and al l . S imple , effective, 
saves t i m e , money and labor. Used by the 
c o u n t r y ' s leading gol f clubs. 

Ask your dealer or write direct 

ADALINK CHEMICAL COMPANY 
290 Passaic St. Newark, N. J . 

member takes no interest in details, and 
if the course is good and nice to play 
upon, and the house service satisfactory, 
Mr. Average Member wishes to take no 
part in operating the club. He is resigned, 
even accustomed, to the expense, and 
either willingly or unwillingly goes along 
with the crowd and pays his share. 

Suffice it to say that if all club improve-
ments were based on unanimous consent 
there would be no improvements. We 
might add that ordinarily if improvements 
were based even on an outstanding ma-
jority of proponents there would be but 
few improvements. Club improvements 
are invariably promoted and established 
through the efforts of the active few, and 
perhaps more often than not involve the 
passive and often unwilling consent of the 
majority. 

In planning the finances, bear seriously 
in mind the interest charges. Most clubs 
have difficulties enough without adding to 
the fixed charges. It is far better to have 
one or a very few assessments, and if that 
is not possible, then an installment securi-
ties issue. Either of these plans pays for 
the improvements without permanent addi-
tion to the fixed indebtedness and without 
increasing the operating charges. 

-Murdock's D. F. Specialists-] 
Over 75 Y e a r s ' 

E x p e r i e n c e 

M U R D O C H 
OUTDOOR BUBBLE FONT 

B E S T for Golf C o u r s e s 

Write for Bookle t . 

M 
426 Plum 

UR D O C K ' S [4 
im St., Cincinnati, O. L, 


