
teaching and p lay ing the game. He would 
learn how to handle the gol f shop, how to 
manage caddies, how to run tournaments, 
how to keep handicaps, how to repair and 
maintain go l f clubs. 

Lab work would be spent on the links 
where the student would be able to im-
prove his g a m e and learn the proper 
methods o f teaching. W h a t young go l f e r 
would ob jec t to lab work like t ha t ? 

Co l lege Y e a r s f o r I ' f i A 
I t might be a good idea f o r the P G A 

to apply these four years of co l l ege train-
ing to the five years of apprent iceship a 
young pro must now serve be f o r e becom-
ing a ful l - f ledged P G A member. That 
would leave him w i th a year of actual in* 
the-shop t ra in ing to complete a f t e r he 
rece ived his go l f degree. 

There a re a t least a dozen col leges In 
the nation a l r eady we l l equipped to insti-
tute such training. F o r instance, Minne-
sota, Michigan. Ohio, Louisiana State, 
Cornell , Stanford , No r th T e x a s State and 
others whe re there are co l lege-owned and 
operated gol f l inks and professionals 
coaching the go l f teams. 

Such a plan as this would not only help 
the young pro find a j ob ; I t would help 
the co l lege d raw more good p layers f o r 
their go l f t eams whi le opening a new type 
of co l lege t ra in ing that has been too long 
neglected. 

T o d a y there 's many a young amateur 
w i th a sound g a m e who expects to turn 
pro sooner or later . But his ob j ec t i ve is 
an elusive one. H e finds it di f f icult to 
train himself f o r his l i fe 's work , other 
than deve lop ing his game . 

Le t ' s send him to co l lege where he can 
take a PGA-sponsored course. He ' l l come 
out a bet ter pro f o r the cluh and f o r go l f 
and the P G A wi l l have a better member . 

The gol f course maintenance education 
ava i lab le a t Massachusetts State Co l lege 
and Pennsy lvan ia S ta t e Col lege, and in 
short ' ' r e f r esher " courses at other s ta te 
agr icultural col leges, has been tremen-
dously valuable t o go l f In general and to 
the personnel in course maintenance. P r o s 
have benef itted by adopt ing this idea and 
hav ing pro depar tment operat ing confer -
ences in several states, They are signif i-
cant advances in p ro gol f and show ad-
justment to modern conditions. 

But obviously these sessions of a day or 
t w o are mere ly indications that the vet-
eran master professionals who learned 
their business the hard w a y are keenly 
awa r e of the necessi ty of constant ex-
aminat ion o f professional operat ions in 
the go l f business. T o train men as profes-
sionals f o r the b i g days ahead in gol f 
requires someth ing a long the line o f the 
procedure of t ra in ing f o r a Physica l Edu-
cation degree. And , fur thermore , con-
siderable school ing in business. 

" M y Greatest Day in Golt" 
Told By 51 to Darsie 

" M y Greatest Day in G o l f " by Darsie L. 
Dars ie published by A . S. Barnes & Co.. 
101 5th Ave . , N e w Y o r k 3, 210 pages. $3. 
Dars ie f o r many years gol f editor of the 
Los Ange les Examiner and of the Herald 
and Express, tournament promoter , and a 
veteran insider in go l f , has done a most 
interest ing j ob in ge t t ing together the 
tales of 51 noted Amer i can men and 
women pros and amateurs on the days 
they regard as most historic in their 
respect ive go l f ing careers. 

Darsie has provided exc i t ing and In-
f o rma t i v e mater ia l in wr i t i ng the leads 
to the various test imonies. A s the book 
unquestionably wi l l become an of t-used 
re ference work it 's too bad that minor 
errors have slipped through. Such cases 
as re fe rence to " P a l m s C l c a " course a t 
T a m p a and "Glen Va rdon " at For t W o r t h 
in the P a t t y Be r g and Bob Hami l ton 
stories, respect ive ly , are mi ld ly disturbing 
examples. As enter ta inment the book is 
one that wil l be g i ven ve ry high rat ing 
by all readers. The yarns of Wi l l i e Hunter 
and J immy Thomson are choice specimens 

A SALES TALK BY REVOLTA 

Where the pro mutt convincingly demonstrate his 
right to be regarded as ihe top men in golf goods 
merchandising is in the fitting and telling of clubs. 
Ha got into merchandising by melring and selling 
clubt end balls. Now he must retain, entend and 
strengthen hit position by knowing all there it 
known about the design and comtruction of clubt. 
fitting Ihe ctubi precisely to the buyer and telling 
ihe buyer why the clubt told are the bait suited 
to the buyer's game and purse. Johnny Revolta 
makes a sales talk an interesting and instructive 
story for Betty MacKinnon, a sweet and shining 

iter of girl's golf . 


