
Selling Those 
Extra-Budget 

Projects 
Assessment conscious mem It ers won't 
erect any monuments to you for 
suggesting them . . . hut that doesn't 
mean they won't approve them if you 
can show how the cluh will benefit 

By ED STEWART 
Supt,, River Forest CC. 

Elmhurjt, lit. 

T f I were a member of a country club 
committee tbat was hiring a superin-

tendent, my first inclination wouldn't be 
to ask the applicants how much they know 
about turf and how to take care ol it. 
Rather, I think I would say, "How good a 
salesman are you?" and then base my 
selection on the answers they gave to this 
question. I'm not sure that this attitude 
is 100 per cent in keeping with the policy 
of many clubs that may lean to the Mil-
quetoast type fellow for their greenmaster, 
but after working for nearly 10 years as 
a supt. and four more as an assistant, 
I'm convinced that the fellows who are 
successful in our line of work are as much 
salesmen as they are turf and soil experts. 

At most clubs, it isn't too much of a 
task to get the board to act favorably on 
the regular or routine budget. Members of 
the board usually are well enough ac-
quainted with economic conditions to 
agree to say a five per cent increase over 
the previous year's budget becau.se the 
annual cost of living index tells them that 
labor, materia] and equipment costs for 
the coming year will, in all probability, 
go up that much. You don't always have 
to be a salesman to sell these rather 
routine figures unless, of course, other 
departments in the club are making a 
spirited pitch for more money, some of 
which may come out of your annual al-
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lot men I. Then you have to get in and 
outsell them. 

Over and Beyond Necessities 
But where salesmanship really counts 

is when you're going after something 
over and beyond the routine necessities. 
It may be the addition of or improvement 
in your irrigation system, the purchase 
ol a piece of equipment, the cost of which 
may stagger persons who aren't familiar 
with equipment prices, or similar items. 
If you think for a moment that board 
or committee members are going to rally 
around and pat you on the back for think-
ing big when you suggest such things, 
you're going to l)e disappointed, fine 
oi two may appreciate the need, but 
not the majority. It is this bloc that you 
have to crack and it may take a year or 
two or even three to do it. 

I'm not offering anything new when I 
state that the first law of salesmanship 
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is selling yourself. All successful supts. 
that f know have done this. I've been 
at River Forest for seven years and 1 
have made it a point to become acquaint-
ed with as many golfers as possible. I 
know at least 90 jx*r cent of them at our 
club. I don't know if this actually consti-
tutes selling myself, but at least when I 
attend a monthly business meeting, the 
members don't look blankly at me and 
wonder who I am. This is a point in my 
favor. 

The logical thing to sell after you have 
sold yourself is tbe benefit that will come 
from the club's buying your suggestion. 
In the last two years I have been able 
to persuade our members to make outlays 
amounting to nearly $15,000 to improve 
two greens and several traps and to buy 
Kome large pieces of equipment that I 
knew would greatly ease our maintenance 
work. 

Take Second Look 
At the same time, other departments 

were putting in bids to make capital im-
provements that would run tlie total 
two-year bill to around $50,000. For the 

past decade River Forest has operated on 
a pay-as-you-go basis by making special 
assessments rather than assume any long-
time mortgages, such as it did in the late 
'•40s. So, it is natural that the members 
are going to take a second look at pro-
posals for improvements or expensive new 
equipment before consenting to ante up 
anything beyond their regular dues to pay 
for these things. You can lie sure they 
have to lie sold before they are going 
to spend their money. 

To put over the course project, I tried 
to figure down to the last cent just what 
it would cost to rebuilt! the greens and 
traps. But more important, I concentrated 
on marshalling all the advantages that 
would come from making the course im-
provements, jotting them down as they 
occurred to me. As for the equipment. 
I didn't go out and get bids from seven 
or eight suppliers, as is customary, be-
cause when you do this and submit the 
figures, you know in advance what pieces 
of machinery you are going to get, pro-
viding your request is approved. What 

(Continued on jrage 78) 



DiFini Originals n e w y o r k 
"Tailored to Perfection for Comfort iu Action" 

FIRST CHOICE 
for true comfort in action . . . 

PAR GOLFER SLACKS 
by DiFini 

L e a d i n g g o l f e r * e v e r y w h e r e s e l e c t i l l i -

c i t a m p i n n s b i p s l a c k s m a d e e x c l u s i v e l y f o r g o l f e r . - . 

Par Golfer Slacks are custom tailored with special 
action features in a wide selection of fine fabrics. 

New This Season: 
55'v Acrilan Triacetate—15',; Hay on Flannel . . . $15.95 

UK)' ; Worsted Flannel . . . $22.95 
55% Dacron Polyester—45^ Worsted . . . $23.95 

100% Worsted Imported Italian Reverse T w i s t . . . J27.no 
Other models from $14.95 tu $37.00 

. . . fur lady go I ters , an exc lus ive selection 
of Ilerniuda Shor l s , f rom $8.93 up. 

AT Y O U R P R O S H O P 

Extra-Budget Projects 
(Continued from page 48) 

I did was pick out the mowers, etc., that 
I wanted, got quotes on them, and then 
proceeded, with the help of the suppliers, 
to make a selling case for them. In both 
instances, when I appeared before the 
board, I was well prepared to back up my 
requests with a pretty fair assortment of 
reasons for making improvements or for 
purchasing the new equipment. 

Planning Committee Helps 
I am more fortunate than most supts, 

in that River Forest has a planning com-
mittee made up of past presidents of the 
club and green committee members who 
periodically tour tbe clubhouse and course 
to determine Just what may or may not 
be needed in the way of improvements. 
This committee isn't authorized to make 
any allotments for improvements but its 
recommendations go a long way with the 
board. In effect, if the planning group is 
sold then the club is sold, and it is through 
this committee that the club mgr., pro-
fessional and supt. have to make prac-
tically all their requests. 

River Forest's planning committee isnl 
an ivory tower organization that only 
goes through the motions of making plans 
or reviewing requests. Twice a year — in 

the spring and again in the fall — mem-
bers of this group make a thorough tout 
of the course and it is then that 1 nave to 
call their attention to the improvements 
that I think should be made or the re-
placement equipment that is needed. They 
get a firsthand look at our entire main-
tenance operation and make their decisions 
only on the basis of what they see. These 
decisions, incidentally, aren't always in 
my favor, but my batting average with 
the committee could be worse than it is. 

Softening Them Up 
At the present time we are campaigning 

foi a new maintenance shop and storage 
shed. As 1 sec it, it is going to be at 
least another year before we have a 
chance of getting these additions, but at 
least I'm working to get the committee 
softened up. lust recently I arranged to 
take the members to neighboring Butter-
field CC, where Bert Rost is installed in a 
new shop, so they could see how such 
improvements help to make ihe mainten-
ance department's job easier. Possibly 
the resistance of half of the planning 
committee was broken as the result of 
that trip. That means we still have to sell 
the other half. 

Breaking down resistance to improve-
ments, incidentally, is as much a part of 
a supt's selling program as the afore-
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mentioned "selling yourself or "selling 
the benefits." It's natural that the first in-
clination ot the members, who may be 
faced with assessments if they agree to 
too many expenditures, is to talk you out 
of any major improvements or large out-
lays for equipment. You certainly shouldn't 
resent it when they do because if you were 
in their place that undoubtedly would lie 
your first inclination. 

Nevertheless, if you really want what 
you're after and are sure that it will help 
the club, you shouldn't allow key mem-
bers at least to forget that you're in the 
market for a new tractor, or a new work-
shop or whatever it may be. You're not 
in position, of course, where you can 
apply very much selling pressure, but 
that doesn't mean that you can't go on 
dropping appropriate and constant re-
minders. It's as one highly regarded supt. 
in the Chicago dist. told me when I took 
over at River Forest: 'The fellows in this 
business who are too timid are the ones 
that usually are job hunting. When they 
see that a course is becoming rundown 
because of lack of manpower or machine-
ry or something of that sort, and don't 
have enough guts or nerve to go to the 
board and ask that something 1M» done. 

K E N Shop Suppl ies 
Help You Give Better Service 

ALUMINUM SANDING CONE 
A real l ine saver In a n y Pro ihop; e n a b l e ! 
you la turn out real profeeiiional Quality work. 
Very uieful In rumoring old flnlih troni wood 
heada and landing new wood head* before 
finishing. Made entirely of metal; l a i t i a 
lifetime. 

Other Useful KEN Shop Supplies 
AH ElUngham TooU; Gripe Conditioner; Staini , 
Lacquers, Adheeleei ; Coif Club Sea I en—Olfi-
d a l , Lorythmic and Prorythmic; Grips. Lasting, 
Whipping; Shaft) , Collar*, Plug*. Sheathing; 
Buffing and Cleaning eupplle*; All alher (hop 
audi. 



" G A L L O P I N G G O L F 

5 4 0 N . L a k e S h o r t Dr. . C h i c a g o 

The fastest moving golf game off fhe golf course 

Every roll is a hole of golf. Fast and fun plus 
all the side action of golf. Great before or after 
game in locker room or £rill. Played at every 
opportunity both at home and at the course. 
Attractively packaged with professional type 
dice cup and five easy to read dice in different 
colors, along with pad of 25 score sheets and 
rules of play. 
You don't have to take lessons to play "Gallop-

ing Golf" . . you simply roll the five 
dice at one time and read your shots 
from tee to pin according to sequencfc 
of colors . . red, white, blue, yellow 
and green. You'll get 300 yard drives 
. . sand traps . . birdies . . one putts . . 
dub shots . . and all the others. 
Omiy f *JO uritb usual Pro discount. 

Tbe Christmas gift any golfer will be happy 
to receive, atuf a real game for family piny. 

G A L L O P I N G G A M E S , I N C . 

they're easing themselves out of a job. 
When the blowup finally comes, von can 
bet that 110 club official in his right mind 
is going to take T was afraid to ask for it*, 
as an excuse. That's the silliest attitude a 
supt. can have." 

I've lie en trying to follow that advice 
since I've been at River Forest, 

Nature Cooperates in 1960 
(Continued from page 60A) 

tion. A good performing creeping bent 
which can l>e produced from seed is 
badly needed. It would be cheap even 
at $10.00 a lb. based on the 1 lb. seeding 
rate recommended for Penncross, as com-
pared to 4 to 5 dollars per bu. for stolons 
with a planting rate of 7 to 10 bu. per 
1000 sq. It. Seeding is quicker and easier 
than stolon planting. 

Iron chlorosis is on the increase. It 
has been especially bad on poa. This has 
been true on fairways as well as greens. 
Supts. in the Chicago area sprayed poa 
infested fairways periodically and believe 
its use has been extremely helpful. 

Poa annua was doing badly on some 
greens on one course in Montreal in 
Aug. Rnots were almost non-existent. Iron 
chlorosis seemed like the cause but symp-
toms were not clear cut. It might have 

been lead arsenate toxicity. There was 
leaf spot but disease seemed to lie sec-
ondary — the result of weakened grass. 
Two small spots of Velvet bent showed 
the charactistic chrome yellow color as-
sociated with iron chlorosis. Ferrous sul-
fate was used at l'/i oz. per 1000 sq. ft. 
with 20 gals, of water per green on a 
Thursday afternoon. On Friday results 
were not striking but signs indicated 
slight improvement. Perrons sulfate was 
used again that afternoon at 2 ounces per 
1000 sq. ft. By Monday recovery was 
startling. Even tbe worst spots where it 
looked like the grass was gone showed 
new signs of life. Improvement was re-
ma rkable. 

Complaints are being made by gnlfers 
about failure of new greens lo hold the 
hall. Higher precentages of necessary 
fibrous organic matter may be needed 
during the lirst several years to offset the 
higher sand content of the surface soil. 
As the humus undergoes decay, grass will 
develop the sole of turf needed to provide 
Ihe necessary slight cushion. 

The kind of sand used in topdressing 
mixtures seems important. Uniformly fine 
sand is not the answer, A good, sharp 
sand is better. There are several instances 
where the switch has been beneficial. 


