
REDUCE MAINTENANCE COSTS BY 

PREVENTING 
Brown Patch 

P R E V E N T I V E T R E A T M E N T WITH DUBAY 

FUNGICIDES IS FAR LESS EXPENSIVE 

T H A N R E C O N D I T I O N I N G OF 

D A M A G E D G R E E N S 

NEW LOW PRICES 
NU-GREEN SEMESAN 

2 5 lbs . . $ 30 .00 2 5 lbs . . $ 46 .25 
1 0 0 lbs . . 115.00 1 0 0 lbs . . 180.00 
3 0 0 l bs . . 3 3 0 . 0 0 3 0 0 lbs . . $ 5 2 5 . 0 0 

Monthly turf t rea tments at the beginning 
of the season, and bi-weekly or weekly 
t rea tments later, can be made at low cost 
with either of the two Du Bay fungicides. 
They will keep maintenance costs down by 
preventing the need for resodding greens. 

Semesan has been in use for the last dec-
ade for brown patch prevention and control 
where the soil is normally fertile. Nu-Green 
for eight years has proved equally effective, 
and is advised for use where soil fertility 
is lower. 

Ask your seedsman or golf supply house 
for free turf disease pamphlet , or write to 
Bayer-Semesan Company, Inc., Du Pont 
Bldg., Wilmington, Del. 

S E M E S A N 
REG. U. 8. PAT. OFF. 

NU-GREEN 
REG. U. 8. PAT. OFF. 

president of the Women's Western Golf as-
sociation, and her associates expect to 
greatly increase the field at the girls ' event 
this year. 

Charles Hall, honorary president of the 
PGA, and USGA officials have been in 
correspondence regarding the establish-
ment of national boys' and girls' cham-
pionships along event lines that have been 
popular in England for many years. 

With all this build-up in prospect among 
the youngsters, and the women coming 
into the game by the tens of thousands 
each year, it is quite plain that definite 
identification of competent pro instruct ion 
would make these newcomers to golf more 
receptive to the idea of taking lessons. 

FEE COURSE TRUCE 
D e t r o i t O w n e r s , F a c i n g Ru in F r o m 

P r i ce W a r , A g r e e o n 
S c h e d u l e 

WE D N E S D A Y , M A R C H 22, at Detroit 
Leland Hotel, Detroit, Mich., own-

ers and operators of about half the 
daily-fee courses in the Detroit district 
and s e . i - r j . owners of courses in other 
par ts of the s ta te took action to stabilize 
fee-course ra tes for the coming season. 
Detroit action followed the plan of the 
Chicago fee-course owner who, a f t e r four 
and a half months of debate and delibera-
tion, adopted the following minimum price 
scale: 

WEEK DAYS— 
18 holes $ .75 
All day 1.00 
Replay 50 
After 4 P. M 50 

SATURDAYS— 
18 holes A. M $1.00 
18 holes P. M 1.25 
After 4 P. M 75 

SUNDAYS AND HOLIDAYS— 
18 holes A. M. and all day. .$1.50 
After 1 P. M 1.00 
After 4 P. M, 75 

The above ra tes do not apply to the bet-
te r class courses in the Chicago district . 
These courses will maintain a premium of 
25 cents over most of the ra tes listed 
above. Rat ings of courses as originally 
intended in the Chicago distr ict were 
adopted at Detroit with the addition of a 
th i rd classification, nine-hole courses of 
which there are plenty in Detroit and very 
few in the Chicago district. 



The Golf Bag SENSATION of 1933! 

Golf P a x 
( P A T E N T P E N D I N G ) 

The only perfectly organized golf 
bag—a separate compartment 

for each club. 
It's reversible. At left Golf Pax is 
closed, ready for travel, clubs pro-
tected by hood. At right, open, ready 
for play, clubs in place. Golf Pax is 
light weight, oval-shaped and lacks 
cumbersome appearance of ordinary 
bags. Easier to carry. Large com-
partment for shoes and wardrobe. 
Made of finest materials, either in 
leather or fabric. 

P R O S ! W r i t e f o r p r i c e s 
Or ask T U F H O R S E salesmen for de-
tails. Represented by any St. Mungo 
sales office. 

D E S M O I N E S G L O V E & M F G . C O . 
Des Moines, Iowa Made in 10-12-14-16-

18-20 Club Models 

The Chicago arrangement a t the start 
involved classification of all courses into 
A and B classes, dependent on location, 
design, condition and clubhouse facilities. 
It also called for posting of a $500 bond 
which was to be forfeited by any course 
not adhering to the agreement. After 
much arguing based on the intention of 
some courses that obviously were class A 
to go into a lower classification because 
of a possible competitive edge in prices, 
Chicago laid aside a hard-and-fast classi-
fication, and agreed to some elasticity in 
the classifications based on local com-
petitive conditions. Detroit, however, 
seemed committed to a definite classifica-
tion. 

What impressed on the Chicago fee-
course owners that their situation would 
become one of increasing hopelessness 
was the inability to get the $500 bond. 
Plants having investments of around 
$150,000 couldn't put up the bond. Con-
tinuance of the past throat-slitting com-
petition on the price basis meant that 
many of the courses actually were paying 
people to play. In the Chicago district 
only 3 courses out of approximately 40 
admitted to getting slightly better than 
an even break financially on 1932 opera-

L 

Q U I C K E R S A L E S — B I G R E P E A T B U S I N E S S 
F o r s m a r t e r l o o k i n g a n d l o n g e r l a s t i n g c l u b s , 
h a v a t h e m e q u i p p e d w i t h f r a t o n e S h e a t h . 
P y r a t o n e S h a a t h is t h e o n l y f in ish G u a r a n t e e d 
f o r t h a U f a o f t h e c l u b . L e a d i n g C l u b M a n u -
f a c t u r e r s C a n S u p p l y Y o u . 

P Y R A T O N E P R O D U C T S C O R P O R A T I O N 
1457-47 W . A u s t i n A v a . C h i c a g o , I I I . 

A T T E N T I O N — 
Professionals and Club Managers! 

Our new 1933 plan will place a reg-
ular $20.00 Fulname Club Type golf 
ball marking outfit in your shop at NO 
COST TO YOU! Dies for use in it 
easy to sell at NEW LOW PRICE. 
Write us todav for this NEW and BET-
TER Profit-Making Plan. 

T H E F U L N A M E 
Le Blond Bldg., Sta. O. 

COMPANY 
Cincinnati, O. 



tion. At the Detroit meeting only 2 
courses were able to report that they did 
better than break even in 1932, and even 
then depreciation was not figured in. 

At both of these cities the major ob-
stacle to be overcome was a bitter com-
petitive attitude based on mutual suspi-
cion and distrust af ter the agonies of 
1932 when the shopping players at fee-
courses would trade down the owners by 
telling that the players had been offered 
lower rates at other courses. This ribbing 
operation brought about the stampede that 
plunged the fee-course business in these 
two major districts deeply into the red. 

GOLFDOM's impartial position and ex-
tensive contacts in the daily-fee course 
business qualified it as an arbiter and or-
ganizer in both the Chicago and Detroit 
efforts to work out salvation for the 
courses in these districts. In Detroit 
there was not the intensity of personal 
competition that existed in Chicago, and 
on this account the serious situation in 
Detroit may be worked out much quicker 
than in Chicago. Two factors contributed 
to the Chicago owners getting together; 
one being the owners of the mortgages or 

other securities on fee plants in the Chi-
cago district reading of the efforts to 
stabilize prices and insisting that the op-
erators who were "on the cuff" exercise 
all power to facilitate adoption of a gen-
eral agreement. The other factor brought 
the smaller courses who were inclined to 
get tough and say they could stand the 
punishment of continued warfare into line. 
This element was the threat of foreclosure 
of some big plants at about a dime on the 
dollar. With this load of overhead light-
ened, the new operators of the foreclosed 
plants could give any and all a brutal 
beating. 

So, although some of the gentlemen 
were at first reluctant to agree to a 
"United we stand, divided we fall" plat-
form, they eventually saw the light as 
their only hope for 1933 operation. After 
considerable heated arguing and some 
pouting in the Chicago district, some 
genius had the inspiration that the boys 
could rally together on the basis of a 
gentlemen's agreement with each busi-
ness man conducting his operation as a 
business gentleman instead of a cut-
throat competitor. The boys had tried 

V a n Duyne-Moran 
R e f r i g e r a t e d 

B E E R B A R S 
V a n D u y n e - M o r a n s e l f - c o n t a i n e d 
m e c h a n i c a l l y r e f r i g e r a t e d S e r v i c e 
Bars a r e i n f i n i t e l y s u p e r i o r t o t h e 
o l d m e t h o d s o f d r a w i n g b e e r . 
T h e y a r e c o m p l e t e d i s p e n s i n g 
un i t s , e a c h w i t h b a r r e l a n d b o t t l e 
r e f r i g e r a t o r , m e c h a n i c a l c o o l e r , 
d r a f t s t a n d , s ink a n d d r a i n a n d i t s 
o w n s e l f - c o n t a i n e d r e f r i g e r a t i o n 
m a c h i n e . 

C o m p l e t e T a p - R o o m 
E q u i p m e n t 

W e S o l i c i t Y o u r I n q u i r i e s . 

V A N D U Y N E - M O R A N 
F I X T U R E C O . 

4 9 W . W A T E R S T R E E T 
S A I N T P A U L , M I N N E S O T A 



everything else, so decided to give this 
policy of being gentlemen a trial. 

Just what will happen when some of 
the outlaws want to revert to the jungle 
law that got them into the jam they are 
in cannot be definitely forecast. How-
ever, we will hazard a guess. When 
some operator runs out on his agreement, 
after making use of the arbitration ma-
chinery set up in the Chicago district, it 
is not improbable that courses in his 
neighborhood will see that free-play tickets 
are distributed to the outlaw course's 
players, by being handed out to traffic 
coming to the course taking the run-out. 
Distribution of this free-play load among 
all other courses in the competitive neigh-
borhood will ease the strain on each one 
of them and after a few days or weeks of 
this kind of a deal, the erring brother 
ought to see the light. However, definite 
agreement on such a corrective policy 
never would be made for obvious reasons. 

One thing that most of the fee-course 
owners agreed on was that price reduc-
tions last year had no effect in increasing, 
or holding business. The golf player plays 
because he enjoys the sport and he—or 
she—is not going to hurry out to fee-
courses simply because the price is low-
ered. The minimum rates set in both 
the Chicago and Detroit schedules pro-
vide entertainment that competes with 
the movies on a price per hour basis. 
Further confirmation of the opinion that 
ruinously low daily-fee course rates would 
not attract more play was provided in the 
Detroit municipal course report for 1932 
which showed that play was off about 35%, 
approximately the same amount the daily-
fee business slumped in that district un-
der the 1931 volume. The public course 
prices were the same but the fee-courses 
slashed prices unmercifully in trying to 
cut into each other for play during 1932. 

WILSON 'S " G A T E W A Y TO GOLF" 
ISSUED 

Chicago, 111—The 1933 catalog of Wil-
son* Western Sporting Goods Co. golf equip-
ment is called "The Gateway to Golf." It 
is a handsome, unusual book both in illus-
trations and the breezy line of copy that 
describes the clubs and balls. There is a 
special section devoted to women's equip-
ment. Rules of golf and descriptive mat-
ter on some of the Wilson-Western tennis 
equipment also are given in the book. 

A copy will be sent free by Wilson-West-
ern. 2037 Powell ave., Chicago. 

T O D A Y more than ever before good fence 
is a paying investment . . . the best invest-
ment against trespassers of all kinds. 

PAGE • A LIFETIME FENCE 
Corrosive atmospheric conditions vary in 
different localities. P A G E FENCE can be 
furnished in Armco Iron, Copper-bearing 
Steel and "Alcoa" Aluminum. Our repre-
sentative will be glad to consult with you 
as to the best lifetime Page Fence for 
your locality. 

ERECTED PROPERLY 
Every one of our 82 Service Plants is a 
fence construction expert . . . equipped to 
erect your fence mechanically perfect. 

Write us direct or consult your classified 
telephone directory. 

BY A N A T I O N A L O R G A N I Z A T I O N 

The 

P A G E F E N C E A S S O C I A T I O N 
929 Connecticut Ave., Bridgeport, Conn. 

District Offices: 
ATLANTA • CHICAGO . P ITTSBURGH 

NEW YORK • SAN FRANCISCO 

PAGE FENCE 
AMERICA'S FIRST WIRE FENCE SINCE 1883 

2 4 HOURS A DAY 


