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T3 ECAUSE the idea is one that can be 

brought us an increase in Pro business 
that enabled us to double our Sportswear 
business in 1938 on — 
• REVERSIBLE 

JACKETS 
• SINGLE JACKETS 
• WOOL HOSE 
• SWEATERS 
• GLOVES 
• SLACKS 
• ACCESSORIES 
• CAPS AND HATS 
• SPORT GOLF 

SHIRTS 
Now — we announce our NEW and 

much improved line of Mayflower Sports-
wear for 1939. A quality line of smart 
apparel that again will boost your profits 
this year. 

Write today — for our nevo catalog 
M a y f l o w e r S p o r t s w e a r Co., Inc. 
307 FIFTH AVENUE NEW YORK 

Do you mind clover on the fairways? 
Do all our tees face right? Which 

ones do not? 
State holes where you think approaches 

are too hard? soft? 
Do you find you lose more balls on our 

course than on others? 
Where is your pet place to lose balls? 
Has the condition of the traps been good ? 

Fair? Bad? 
What is the next improvement you would 

like to see made to the course? 
This questionnaire idea can be applied 

at many clubs where officials and depart-
ment heads want to make sure that opera-
tions are directed according to the mem-
bers' desires. Even where there are no 
general expressions of criticism or of dif-
ferences in opinion, the questionnaire 
method is not a bad one to show the mem-
bers that club operation is in the hands 
of men who are extremely anxious to 
please, and who are very much on the job. 

The idea probably wouldn't work at an 
ultra-snooty club, although even at such 
places there are enough definite opinions 
among the members on the subject of 
course maintenance to warrant bringing 
the ideas out in the open. 

Pros might adopt the Mohawk idea by 
sending questions of the following char-
acter to their members. 

What is your principal trouble with your 
game ? 

What time would suit you best for get-
ting lessons? 

What length of time do you prefer for 
lessons? 30 min? 15 min? 

Are your clubs properly cleaned and 
have minor repairs been made when you 
receive them from our club storage? 

What suggestions have you for special 
tournament events? 

Are you interested in any items of new 
golf equipment? What items? 
Approx. price? 

Would you want me to conduct FREE 
class lessons for members' children be-
tween ages of 9 and 16, Saturday morn-
ings? How many children from your 
family would enter? 

Would you be interested in an evening 
lecture and discussion on the rules of the 
club, to be held at the club? 

P R O Q U A L I T Y 



PROS—Here's Good News! 

MORE PROFIT FOR YOU! 
It is highly profitable for 
professionals to sell the 
i n c r e a s i n g l y p o p u l a r 

Worth British 
GOLF BALLS 

"Played the World Over" 

You r e c e i v e ful l p ro t ec t ion for 
selling the NORTH BRITISH line, 
for our policy is consistent — and 'Faithfully Yours" 

Illustrated Booklet Mailed on Request 

NORTH BRITISH RUBBER IMPORT 
COMPANY OF AMERICA, Inc. 

11 Park Place, New York 

NORTH BRITISH RUBBER CO., Ltd. 
8 4 Wellington St., West, Toronto, Canada 

AMERICAN DISTRIBUTORS 
Yucatan Leather Co., Bos ton , Mass. 
Jackman Sportswear Co. Inc., Chicago, 111. 
J. B. C o u r t r i g h t , S e a t t l e , W a s h . 

(It, of course, is understood that any 
answers do not, in the slightest way, obli-
gate members to purchasing lessons or 
playing equipment. The pro dept. simply 
wants this information to help it ge t pre-
pared for service members may desire.) 

Other questions that apply to the situa-
tion at the club where the questionnaire 
is being used, will occur to the pro, or will 
come up when he discusses the matter with 
his officials. 

House operation has so many different 
problems of operation and member re-

quirements that any questionnaire sent out 
over the manager's signature would have 
to be entirely applicable to the club's own 
situation, rather than suggest replies that 
might eventually bring complaints from 
those who made suggestions, but whose 
suggestions couldn't be adopted for certain 
definite reasons. However, in such cases, 
the members could be advised, in detail, 
for the inability to adopt the suggestions, 
and handled tactfully so that each member 
would know that the manager is trying 
his level best to run the club for the com-
plete satisfaction of every member. 



Despite the general belief that golf club 
resignations are caused mainly by mem-
bers leaving town or suffering sharp re-
ductions in incomes, careful investigations 
by representative clubs have determined 
that the majority of resignations result 
from some dissatisfaction with club opera-
tions. 

Inasmuch as each member represents a 
considerable amount of annual income for 
the average club, it plainly is unwise to 
let the points of dissatisfaction develop. 
The questionnaire method not only gives 
the officials and department heads a clear 
picture of what the members are thinking 
about the club, but shows each member 
that he is regarded as one who has an 
important part in determining the club's 
operation policies and methods. 

Youngstown Increases Open Purse— 
Purse for this season's playing of the 
Youngstown Open has been increased from 
$250 to $1,000. Jack Miskell, pro at the 
9-hole Poland Golf course where the 
tournament is held, reports that the first 
Open, held last year, did so well that 

tourney officials decided to put the event 
on a larger, and an annual basis. Youngs-
town lies between Pittsburgh, Cleveland 
and Akron, and last year drew heavily 
from these districts, both in players and 
gallery attendance. 

Ted Luther, Churchill Valley CC pro, 
won the 1938 event with a score of 137 
for the 36 holes. Sam Parks, former Na-
tional Open champion, and A1 Espinosa, 
Akron, were also included in the field. 
Miskell says many additional "name" stars 
have already indicated they will take part 
in this year's meet, which will be held 
July 24-25. 

New York Caddies Are Under 
Unemployment Rules 

A CCORDING to a decision of the New 
^ York Unemployment Insurance Appeal 
Board, made March 8, caddies in that state 
are employees of clubs, and the clubs are 
liable for payment of unemployment insur-
ance contributions based on the caddies' 
earnings. The decision said earnings in-
cluded all amounts paid to caddies, 

. . t Our Latest . . . the NEW 
' "CADDY MASTER" 

Fiddle Bags 
A bag with all the features of our 

famous "Caddy Master." A leader 
in style and practical design. Some-
thing new . . . something your 
patrons will like and BUY. At first 
glance, this new bag will win your 
instant approval. 

The Real Sales Booster 
Fiddle Bags are already leading the field in sales. 

All you have to do is introduce your prospect to 
them. Here are the features: Semi-oval top placed at 
right angles to an oval bottom . . . club grips cannot 
jam at bottom. Selection is quick and easy. Con-
cealed metal plate below handle layer prevents 
buckling of bag. Smart styling and exclusive fea-
tures in design and construction stamp this bag 
TOPS as a money-maker for you. Sold ONLY 
through Pro Shops. Send for prices and illustrated 
circular. 

WRITE 

Canvas Products Corp. 
19-23 MeWILLIAMS FOND DU LAC, WIS. 


