
G o l f ' s New B o o k s 

The Story of American Golf : l is Cham-
pions anil Its Championships, By Herbert 
Warren Wind. Published by Simon & 
Schuster, f>30 F i l i h ave.. New York 2I>. 563 
pages. Price, $4,95. 

Originally published in 1018 at $15.00 
per lopy, this golf classic has been revised 
and brought up to date through the 19515 
Open. In addition, it is now being retailed 
at a price that other than collectors can 
afford. 

Wind, the Sports Illustrated golf sage, 
spares the reader involved detail about the 
early American history of the game, glid-
ing swiftly to the story ol Walter J . T rav is , 
who, if he is a legend, is al least a living 
intL- even for those who may have only mild 
interest in goll tore. After recounting 
Travis' 1904 victory in the cold climate of 

the British Amateur, Wind goes on to 
trace the triumphs and defeats, the great 
moments and heartaches ol golf's giants 
Irom Jerry I ravers through Hogan. 

Painstaking research has gone into l he 
Story of American Golf. U least 20 ol the 
most derisive matches ol the last half cen-
tury are described stroke by stroke, not in 
typical play by play fashion, but with an 
intimate feeling for the drama that sur-
rounded them. Bellind-the-scene stories arc 
as colorfully told as the action that takes 
place on fairway and green. 

Ouimet, Hagen, Jones, Saracen, Law son 
Litt le, Snead. Nelson, Babe Zaharias and 
lastly Hogan, all rate their chapters in 
Wind's history, but just as interesting are 
the stories of such tragic figures as Mac-
donald Smith, Leo Dicgcl and Harry 
Coojrcr, who never tjuite passed over the 
threshold to greatness. 

For al l its dates and details, T h e Story 
ol American Golf is one of those engross-
ing books the reader wil l want to digest in 
one sitting. And, lie sides becoming steeped 
in the game's history, he probably wil l 
reach the conclusion that, as golfers go, 
man's triumph cranes not in victories over 
other men, but over himself. 

T h e s tory o f the R & A . Bv J . B. S a t m o n d . 
P u b l i s h e d by St. M a r t i n ' s Press, I n c . , 103 
Pa rk ave. . N e w V o r k 17. P r i ce . $6. 

Every A m e r i c a n g o l f e r w h o has p l a y e d 
the O l d C o u r s c a t St. A n d r e w s , w h e t h e r o r 
n o t l i e ' s been i n the K & A c l u b h o u s e , 

every one who hopes to play at St. An-
drews and every golfer who's wondered t 
about the history of the game, its rules 
and vividly interesting Scotch pioneers * 
wil l get a great deal of enjoyment out of 
this book. .»«• 

Bernard Darwin in the book's foreword, 
writes; " I have always loved ihe ancient * 
lore ol St. Andrews, but Dr. Salmond's 
admirable, nay, enchanting pages have •* 
made me realize how much there is that 
I did not know." » 

What virtually none in this country 
knows about the changing architecture o h * 
the Old Course — its beginning and altera-
tions by nature, and later by man — alone * 
make the book intensely interesting and 
educational reading. Another chapter thai * 
also is worth the price of the book is the 
story of the first I'Jth hole of the Royal 
and Ancient Golf Club. 

Intermingling of the history of the R&.-A,*' 
the town's Old and other courses and the 
colorful golfers ol St. Andrews who didn't * 
belong to the R&A, weaves a story that 
pretty nearly makes "must" reading for " 
the man who pretends to know about 
the game and business of goll. 

T h e Go l f e r s O w n Book . E d i t e d by D a t e A| 
S tan ley a n d G e o r g e G , Ross. P u b l i s h e d bv 
L a n t e r n Press, I nc . , 257 F o u r t h a>e., New 
V o r k 10. 342 pages. Pr ice , $ i . % . 

Stanley and Ross have made a good 
collection of inhumation and entertain- » 
ment for the newer golfer. Instruction, 
procedure and conduct at private, public 
and semi-public courses, a glossary of goll 
terms, something about clubs ami rules. 
a directory ol leading sources ol informa-
tion and classics of golf humorous short " 
stories give the man or woman who wants 
to get into golf or who is a newcomer * 
to the game very good elementary school 
ing in print. V* 

T h e book's instruction reprinted Irom 
works by Doc M iddlecoif, J ac k Burke. V* 
Johnny Revolts, Ernest Jones, Bobby 
Jones, Joe Novak. Johnny l arrell, ct a]., * 
is the sort ot stuff that gives ihe student on 
the reading tec solid help. A l l in all the * 
book teaches the new golfer to talk and 
understand a good game, K 

G o l f A d d i c t s T h r o u g h T h e Ages. B v **• 
G e o r g e H o u g h t o n . P u b l i s h e d hy M u s e u m 
Press, L t d . . 26 O l d B r o m p t o n R d „ L o n - 1 

d o n S W 7, E n g . 85 pages. Pr ice, O n e 
p o u n d . r 

I n previous volumes, which were British 
best sellers, George Houghton tried to t-\ 



plain his own addiction to golf as well as 
that of his English and American con-
temporaries. Here, he enlarges on the 
thetne by going back six centuries, and in 
a couple instances, practically to the Stone 
Age, to analyze the mania that gives 
modern man what well may be his real 
link with the past. 

Probably the most interesting addict de-
scribed by Houghton ts Alexander M'Kell-
ar, who couldn' t be anything hut an old 
Scot, Alex bought a tavern hut was so 
religious he decided he couldn ' t operate 
it. T h e r e u p o n he acquired a wife and in-
stalled her as the tavernkeeper so he could 
devote full t ime to golf. H e played in the 
snow, even after dark by hurr icane lamp, 
and occasionally had his supper brought 
to htm on the 17th green. Nights when he 
wasn't playing, he sat around the inn talk-
ing about the game with bis cronies. What 
ruined an otherwise perfect picture was 
Mrs. M'(Cellar's refusal to serve ale. 

This , and many similar anecdotes, give 
I lough ton's latest hook a bounce that 
should keep the reader in good humor for 
many days following the two hours it lakes 
htm to read it. 

Pros Study Profits 
(Continued front fmge 38) 

All the pros and [ones emphasized hav-
ing pegboard displays well off the floor so 
it is easy to d e a n beneath them and to 
change the displays of ten. Some references 
were made to installing pegboard panels 
in golf shops so both sides of the panels 
are used. 

Byron T h o r n t o n of the National Cash 
Register Co.. retail sales t raining depart-
ment, in telling "How to Increase Shop 
Sales" said that before long there will he 
5,000,000 golfers spending an average of 
at least $1 per week for golf equipment . 

Shop of Tomor row 
He believes that golf shops generally are 

going to take on a "new look" that will 
be semi-self-service retailing establishments 
rather than the lace-to-face selling places 
pro shops now are. Complete self-service 
outlets with (heck-out systems similar to 
those of the big chain food stores also arc 
a possibility. 

Tho rn ton ' s talk reflected considerable 
study by NCR exper ts of operations at the 
company-employees' 3t>-hole d u b at Day-
ton, O., and o t suggestions advanced by 
five Dayton area professionals and their 
assistants. 

Tommy Bryant, Gene Marchi, Norman 
Butler, Dixie Ruther ford , Wilmer Goecke 
and their assistants were guests ol N C R at 
what Thorn ton and Leigh Metcalfe, the .< 
company's asst. adv. mgr., call a "brain 
storming" session. Everyone wrote down * 
ideas he thought would make pro business 
better . T h e ideas weren' t evaluated or de- . 
bated hut simply put into the record for 
the individual consideration, later, ol each , 
pro and his staff members. 

T h e Dayton pros produced 10? ideas, all • 
of which were classified bv T h o r n t o n and 
will be pr inted in G O L F D O M . v 

T h o r n t o n says that selling steps NCR 
advocates and has used successlully for 70 ' 
years are rated in this order ; Introduction 
of the product, arousing interest, proving 
the need, demonstrat ing and closing the 
sale. • 

He thought that "Did you find what 
you are looking for?" is the best selling* 
approach that tan be used in the golf shop. 

Clyde Mingledorff, pres., Club Managers 
\ssn. of America, and mgr., Atlanta Ath-

letic Cluh, told the pros that they, and 
manager have to work together like doc-
tors and druggists. If there are petty, • 
uninformed and selfish att i tudes instead 
of cooperation between pro and man- *, 
agcr, both depar tment heads will suffer, ' 
the CMA \ head said. He has worked with 
George and Harold Sargent, professionals 
at East Lake, tbe Atlanta AC's country ' 
cluh and has found the association thor-
oughly pleasant and profitable in making , 
both d u b s more attractive and useful to 
members. t 

Mingledorff suggested lhat in cases of 
dashes between managers and pros thai ft 
each fellow investigate his own personality 
and operat ions before he starts blaming 
the other person. 

Brugger Heads Turf Group 

E. J. Brugger, Swope Park GC, Kansas 
City, Mo., is pres. of Hear t of America*' 
GCSA for 1057. Other newly r i f t ted of-
ficers are: Vp: 1', L. Pepper , El Dora 
(Ks.) CC: Sccy-trcas: E. E. Lambert, 
Bethel, Ks; Directors: Harold Henry, Hill 
crest CC, Kansas City, and Floyd Bears, 
Unity CC, I-ee's Summit, Mo. ' 

Holdover directors are Ray Whitlow. 
Topeka (Ks.) CC and II. J. Elmer, Indian * 
Hills CC. Kansas City, 
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