
Price Gyps A re Punch-drunk; 
Now for Pro-Maker K.O. 

By HERB GRAFFIS 

OUT OF the stormy first half of the 
1931 golf season, featured by the 
most violent price disturbance the 

bus iness has known, many indications 
point to the pro being certain of a happy 
harbor as the master pilots of golf goods 
merchandis ing. Now it is up to the pros 
to use their heads, steer steadily and chip 
the barnacles off their craft. 

Signs of the hurricane were observed un-
mistakably as early as the middle of last 
season. GOLFDOM continuously counseled 
the pros to take greater cognizance of the 
price phase of their operations, to display 

I I . I I . W h e e l s are stronger! 
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R i m s d o not bend—50% bet ter t rac t ion— 
rounded e d g e s — e a s i e r s t e e r i n g . Hundreds 
used for rep lac ing old, 
i n i u r i o u s whee l s . So'd in 
s ing les , pa ir s or fu l l sets . 

II. H . Traetnr 
W h e e l S P U D S 
q u i c k e s t t o put on or 
t a k e off. I n c r e a s e 
trac tor eff ic iency and 
c u l t i v a t e turf . . . t h a t ' s 
w h y m o r e t h a n half the 
IT. S. and Canadian 
c l u b s use them. Dur-
ab le a n d low priced. 
All s i z e s for all purposes. 
S a m p l e spud and cir-
cu lar on reques t ; a d -
v i se m a k e of tractor 
and purpose for w h i c h 
in tended . 
If your Ford or equip-
ment dealer cannot sup-
ply, write direct to 
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Geneva. Ohio 
Immediate Shipment 

price tags, and to use every personalized 
effort to acquaint their members with the 
reliability and honest value represented in 
pro shop merchandise and service. To this 
journal's observers and to others who 
have viewed the entire golf merchandis ing 
field in the cold attitude of f e l lows who 
really wanted to guess the winner, it was 
plainly apparent that general bus iness con-
ditions and the uncertain reception of the 
new ball were brewing up a ruckus. 

Warning Given Early 
The danger s ignals were seen by the ex-

perienced manufacturers. Julian Curtiss, 
at the sporting goods dealers' convention 
held early this year at Chicago, warned 
the manufacturers to beware the price-cut-
t ing in golf and tennis goods. In these 
two lines the manufacturers retained a 
good profit because they had not estab-
l ished a habit of being stampeded bv every 
yokel who asked for a price cut. With the 
handwriting on the wall large enough to 
use the full height of the Empire State 
building some of the manufacturers gazed 
at the warning and, even then acted like 
"no spikka da Inglis" by letting the price-
cutters romp on them. That the game's 
business could sl ide through this crisis 
without being permanently injured as a 
substantial, fair profit field is basical ly a 
most significant manifestat ion of the pros' 
sound position. 

Name any one of the leading, prosperous 
factors in the golf business in whose suc-
cess the pros have not prominently figured. 
It can't be done. The same status will pre-
vail in the future, according to present evi-
dence. 

Ouch! Cry Price-Cutters 
The cut-price s tores already are crying 

for help. The wolf-howl of lower prices 
has gone to the point where it no longer 
permits any of the price-cutters to enjoy 
an exclusive advantage. In the meanwhi le 
the pros' volume may be temporarily cut, 
but he is not suffering torments of the 
manufacturers' thought that the bear mar-
ket raiders, unless stopped, will perma-



nently reduce his profits to the point where 
k he is trading nickles. That's what may 

happen to the ball and club market at the 
"down town" stores, just as it happened 
to the golf bag business, un les s positive 
and quick methods of pro price protection 
are employed. 

Court Shows Solution 
It must be granted that the manufac-

• turers have been put strict ly up against 
it in this matter of price maintenance by 
lack of information as to what methods 
could be legal ly employed. Recent action 
by the Circuit Court of Appeals for the 
Sixth District on a Federal Trade com-
mission case involving a fishing tackle 
manufacturer, promises the solution of the 

, problem, according to a bullet in of the 
P. G. A. Merchandising committee . The 
court opinion states that the manufacturer 
"may refuse to sell to cus tomers who de-
moralize the market and may announce as 
its general policy an intention so to do." 
But the rub comes in when the court 
further s ta tes that complaints should be 
registered by the customers who are pre-
serving a sound market condition, rather 
than be solicited by the manufacturers. 

Right there is where the pros have their 
golden chance to help themse lve s and 
their manufacturing sources by submitting 
definite ev idence of offenses in price de-
moralization. The time-honored practice 
of several pros gett ing together and belly-
aching in c lose harmony for their limited 
entertainment, won't do. The fe l lows have 
to submit a s tatement of the case , in writ-
ing, to the manufacturers whose price 
structure is being demoralized. Then the 
manufacturer is permitted to take correc-
tive action, legally, if the c ircumstances 
warrant. 

Write or Don't Wail 
Writing isn't the most convenient thing 

in the world for the pros, but if the present 
situation doesn't result in a l ive ly increase 
in the correspondence school method o: 
making a bus iness stable, then the pros 
have no l icense to complain about lack of 
co-operation in curbing the price-slashing 
evil. 

TRUE METROPOLITAN and WASHINGTON 
CREEPING BENT STOLONS 

Cheaper than you can grow them. I will have a supply 
of excellent Stolons of the Metropolitan and Washing-
ton Strain of Creeping Bent, which will be ready for 
fall delivery, beginning about the middle of August. 
Let me book your order now. 
DR. H. B. PACK, Post Office and Telegraph Address, 

3406 Fort Ave., Lynchburg, Va. 

The position is not all roses and moon-
light for the price cutters now. Compari-
son of the pro bus iness in eight repre-
sentat ive golf districts, with those of up-
start and of establ ished golf goods depart-
m e n t s in the same territories, show pro 
profits are in better shape than those of 
the stores, despite the heat wave and 
rainv week ends. Further evidence of a 
not altogether happy condition with the 
s tores comes to GOLFDOM in the state-
ments of four fairly wel l known club manu-
facturers whose bus iness up to this t ime 
has been with the stores almost altogether. 
There's no dough in this trade for the 

| D I A M O N D 
Steel Center 

TRACTOR SPUDS 
Long: w e a r i n g — 
sharp unti l c o m -
plete ly worn o u t — 
because of hard 
too l - s tee l c e n t e r — 
outs ide wears a w a y 
faster . Made in all 
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s izes to fit any s ize 

or m a k e of tractor. 
If your d e a l e r 
can't supp ly you. 
wri te d irect for 
• a m p l e or l i t era ture 
D I A M O N D CAI.K 
H O RSKSHOK CO. 
4702 Grand Ave . , A n t s 

Rid your greens of ants, insects and 
worms, quickly, definitely ANT-TEE-ANT 
Trial order wil l m a k e 50 gals . Price 
$7 of Dealers or C. O. D. del ivered. Satisfaction or Money Refunded The R O Y A L PI IOOCCTS C O M P A N Y 216 S. Charles St. Ba l t imore , M d . 

T o Y O U R O W N C L U B B E T R U E 
A N D IT WILL FOLLOW—that before 
ordering Charge Checks, Score Cards, Quest Regis-
ters, Caddie Cards and other forms you will first 
see our line of standardized golf printed matter. 

JOHN H. VESTAL COMPANY 
703 South La Salle Street - - Chicago 



Reduce 
with 

B U D D 

Mowing Expenses 
Four times the service of ordinary blades. Safety razor prin-
ciple. Better work at less expense. Now used by many 
leading golf courses. Send for Price List " G " with new 
low prices. Budd Mfg. Co., Ravenna, Ohio. 

MOWER BLADES 
manufacturers any more. Each manufac-
turer has been put on the spot by under-
cutting competition. Consequently all 
store suppliers become parties to hammer-
ing down the store retail prices. These 
manufacturers have told us that they are 
beginning to work on pro lines for 1932 
and contemplate radical changes of policy 
to make the pros their preferred dealers. 

A Better Break for Players 
Prett iest part of the picture is player 

protection when the manufacturers and the 
pros get together in bracing the golf goods 
price structure against the wrecking ac-
tivities of today's transient mob of price 
pine-applers. Now the customer is having 
his money taken under false pretenses. 
Today cut-price balls vary in weight from 
1.40 to 1.73 and we have had the pleasure, 
several t imes, of easily breaking the shafts 
of cut price clubs, just to make quality 
believers at spiritual seances . The buyers 
of the "bargains" are gett ing the trimming 
of their innocent lives. Really reputable 
merchandise also sold by the cut price gyps 
is benefit ing none by associat ion with the 
junk the chisel ing stores also handle. The 
ephemeral profits are not worth a tiny 
fraction of the risk to the good manufac-
turer. 

Every phase of the situation makes it 
obvious that the profit future of the golf 
playing equipment business requires an im-
mediate and whole-hearted co-operation of 

manufacturers and pros in checking the 
present unrestrained operations of price 
demoralizers. 

S P A L D I N G S P E E D Y W I T H 1931 
G O L F G U I D E 

Ten days after the conclusion of the 1931 
National Open the 1931 edition of Spal-
ding's annual Golf Guide was on sale. The 
book is a standard of accuracy and thor-
oughness and should be in every clubhouse 
and pro shop as a most convenient and 
convincing arbiter of golf arguments. The 
dope on this year's National Open and the 
Ryder cup matches brings the book right 
up to sporting-extra timeliness. 

A registry of hole-in-one performers oc-
cupies a substantial section of the book, 
and establ ishes a lasting and national claim 
to fame for those fortunate few. 

E X P E R T , P R A C T I C A L a d v i s o r y s e r -
v i ce on course m a i n t e n a n c e p rob lems is 
ava i l ab le t o a f e w c lubs in the M i d d l e 
W e s t . C o n s u l t a n t is i n t e r n a t i o n a l l y 
k n o w n as success fu l g reenkeeper a n d 
course c o n d i t i o n i n g expe r t . M o d e r a t e 
fees f o r se rv ice a n d a p r a c t i c a l , c o m p l e t e 
r e p o r t t h a t w i l l he lp you r o w n g reen-
keeper w i t h h is p rob lems . W r i t e b r i e f 
o u t l i n e of y o u r c o n d i t i o n s in w r i t i n g re -
g a r d i n g an i nspec t i on of y o u r course . 

A d d r e s s G R E E N K E E P E R . care of 
G o l f d o m , 205 W . W a c k e r , Ch icago . 

CREEPING BENT 
S T O L O N S 
Metropolitan and 

Washington 
Specia l pr ices on IiirK6 q u a n t i t i e s . Le t us quote 

o n your r e q u i r e m e n t s . 
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T H E F L O R E X G A R D E N S 
North Wales , Pa. Est. 1908 

Most economical and efficient for put t ing 
greens either in top dress ing mixtures or 
incorporated into so i l . Wri te us for l i ter-
ature and pract ical suggest ions . 

H Y P E R - H U M U S COMPANY 
51 Park Place Newton. New Jersey 


