
Par 
the 
NEW 
Ball 
Washer 

10 Points of superiority: 
0 M o s t s a n i t a r y saves towel a n d s e rv i ce cos t s 
w o n ' t s c r a t c h — n o J a m m i n g e j e c t s c l e a n e r , d r i e r 
b a l l n o w e t t i n g o f h a n d s — n o s p l a s h i n g — easy , 
low cos t b r u s h r e p l a c e m e n t — r u s t a n d t h e f t p r o o f — 
g u a r a n t e e d l O yea r s a g a i n s t m e c h a n i c a l t r o u b l e s . 

Hold'ert' . . . PARs will soon be in your 
dealer'» hands they're well worth waiting for. 

$7 ea. 1 to 10; $6.50 ea. 11 or more. 

B I L L L 1 V I E G O L F C O . 
3 9 0 4 S T . C L A I R AVE. CLEVELAND, O . 

CLUB OFFICIALS and PROS 

Keep Supply Business at Club 
• 

Install Nationally Known 
FULNAME GOLF BALL MARKER 

A REAL PROFIT M A K I N G PROPOSITION. 
WRITE AT ONCE FOR COMPLETE DETAILS. 

(Over 3000 Clubs Now Profit with Fulname Marking) 

T L A C u l n M m a P n Cincinnati, Ohio me ruiname uo„ LeB|ond ending 

GOLF'S GALLERY OF CHAMPS 
Exclusive photographs of U. S. professional 

and amateur champions, handsomely finished 
and ready for framing so they'll be interesting 
features of the club lounge, grille room, 
locker-room or pro shop. 

I have the largest collection of photo-
graphic portraits or golf's notables, including 
all but two of the American Open and 
amateur champions. 

All prints are finished in royal sepia. 
5x8 $1 11x14 $ 5 
8*10 3 16x20 10 

Special prices on complete sets of the 
champions or on other quantity orders. 

G E O R G E P I E T Z C K E R 
5444 Clemens Ave. ST. LOUIS, MO. 

Supply Dealers Deserve 
Support of Clubs 

J^EAST appreciated of all factors respon-
sible for present development of the 

United States golf business are the course 
equipment and supply dealers. Even with 
business conditions decidedly improved, 
prospects of dealers' profits are so dim 
that observers of the situation are alarmed. 

If the various regional supply houses 
can't make a living in the golf business 
and are forced to leave this field, golf 
course maintenance will be up against a 
serious and costly problem. Repair parts, 
fungicides and other supplies that are 
needed on the instant at golf courses, quite 
naturally can not be stocked by the clubs. 
Someone has to pay costs of warehousing, 
emergency deliveries and rush repair fa-
cilities. For a number of years it has 
been the supply houses that have stood 
the expense of these service items without 
having an opportunity to pass on these 
essential charges to the golf clubs that 
benefit. 

During the past few years the supply 
dealers have been looking dismally at golf 
clubs going around the dealers and buying 
from manufacturers when a few dimes 
could be saved. Those same clubs, the 
supply houses complain, do not hesitate to 
call on the dealers for free repair, or 
other service. 

This matter stirred debate at the Golf 
section of the Recreational conference at 
Amerherst, Mass. in late winter. It's a 
touchy subject but was pretty bluntly 
handled. On one hand were the dealers 
and manufacturers whose stocks the deal-
ers handled, and on the other were the 
greenkeepers as the clubs' representatives. 
Boiled down, here are the two cases: 

Governors May Miss the Point 
Greenkeepers maintain they know the 

value of supply "house service. They ap-
preciate that it costs someone money when 
parts or supplies are ordered with instruc-
tions for immediate delivery, or when 
repairs or adjustments must be made with 
the cause of such work probably due to 
severe duty at the club or mishandling by 
the hastily recruited and unfitted help 
many greenkeepers must use these days, 
But what are the greenkeepers to do when 
the club insists that every cent be spared 



on course maintenance? If fungicides or 
flags can be bought a few cents cheaper, 
the greenkeeper who passes up this im-
mediate saving to pay a dealer a price 
sufficient to warrant the maintenance of 
service facilities, will be required by his 
chairman and board to give a long ex-
planation. 

Frequently such explanations are unsat-
isfactory to club officials. They can not 
be expected to be out at the course shortly 
after daybreak and discover an urgent 
need for fungicides not in the club's stock. 
Nor can the officials be expected to be in 
the equipment barn after nightfall and 
listen to the greenkeeper telephone the 
supply dealer's home on a hurry call for 
repair work that may take until the early 
hours of the next morning. 

Not knowing the vital character of the 
dealers' service the club officials insist that 
the greenkeepers bear down on the dealers 
and place no business with dealers unless 
the quotations are lower than can be ob-
tained elsewhere, even though other 
sources of supply may lose interest in the 
club the moment the bill is paid, or the 
C. 0. D. charges collected. 

Dealers' credit experience with golf 
clubs during the boom days was none too 
happy. In the last few years, however, 
the dealers have been too near to the end 
of their financial ropes to take a chance 
on credit. Frequently manufacturers deal-
ing direct with golf clubs have no credit 
data on clubs and even those clubs of 
strongest financial rating pay premiums 
on purchases in the inconvenience of de-
lay of shipments. 

Realizing that it is physically impossible 
to have the lowest prices on everything, 
but careful to have a price range that 
represents economy and responsibility, 
dealers are beginning to get near the end 
of the line. Some are considering enforced 
price rises on staples to make up for the 
lack of income on specialties where they 
now are losing sales to those who quote 
a few cents less. 

In summing up their case, dealers main-
tain that seldom can a metropolitan dis-
trict club save more than $50 a year by 
experimental and tedious shopping around 
among? unknown, inexperienced sources of 
supply, and if the clubs can't see this 
amount as a bargain in the service the 
supply dealers are accustomed to give to 
the clubs, the dealers would be better off 
out of this field. 

Selling this 
new 1935 

line of 

NORTH BRITISH 
GOLF BALLS 

protects your profits 

This year North British presents 
THREE outstanding golf balls! 

The North British (Standard) . . . .75c 
( T o u g h c o v e r ) 

The North British S. S. (Super-
Tournament Thin Cover) 75c 

The North British 5 0 , Liquid 
Centre—durable 50c 

DISTRIBUTORS 
T. W. N IBLETT, 350 Broadway, New York 
GRAHAM JOHNSTON, 42 W. 22nd St., Chicago 

North British 
Gol f Overshoe» 


