
Predicts Increase in Sales 
of Sports Goods in 1063; 
Competition to be Keener 

Tile retail consumer market for sport-

ing goods in tlie U. S. should reach a rec-

ord liigh in 1963 of $2,445,500,OOO, u p 

4 per cent from the revised record total 

o f $2,351,400,000 for the year 1962. The 

1962 figure is 5 per cent above 1961 sales. 

This st imulat ing prediction for the 

sporting goods industry is reported in a 

special economic survey for the Nat iona l 

Sport ing Goods Assn. by Richard E . Sny-

der, Chicago economis t 

H i t $2 Billion in I960 

Sporting goods sales passed the 2 bil-

lion dollar mark for the first t ime in 1960. 

The first bi l l ion dol lar year was 1947, 

fourteen vears after the depression low 

o f $167,300,000 in 1933. 

The statistical research study reveals 

that indicated sales gains for 1962-63 for 

various categories range from a low of 

2 per cent for f irearms and supplies to a 

high of 25 per cent for winter sports 

equipment . 

In the 10 t o 20 per cent predicted in-

crease range are gymnas ium equ ipment , 

15.6 per cent; archery equipment , 12.3 

per cent; bill iard and pool tables and play-

ing supplies, 11.6 per cent, and hockey 

goods, 12,3 per cent. Both golf equip-

ment and squash goods are expected to 

show 10 per cent sales gains. 

Pressure W i l l M o u n t 

Snvder's study points out that 1963 

wil l b r ing an intensification of competi-

tive pressure. " I n 1963," Snyder says, 

"this market will be in a more 'splintered' 

state than ever before." 

It is estimated that there were 187,000 

retail outlets for sporting goods last vear, 

compared to 144,000 in 1948, 146,000 in 

1954 and 171,000 in 1958. The growth in 

the n u m b e r of retail outlets now* exceeds 

the populat ion growth rate, with the aver-

age n u m b e r of persons per outlet in 1962 

reaching what was probab ly a record low 

of 999 persons per outlet. 

" W h e n any trade develops an extreme 

condit ion o f 'outlet-itis' that is the time for 

the operators therein to show how good 

they really are in the managerial and sales 

arenas," the survey states. 

Geographical ly, the survey indicates 10 

states will share 61.88 per ten t of the 

1963 sales potential — N e w York, Cali-

B ETTE R T U R F M A I N T E N A N C E 
S T A R T S W I T H 

B E S T E Q U I P M E N T 

Every golf course superintendent has 

enough problems without compounding 

them through use of mediocre or worn 

out equipment. Since creating and sus-

taining greens, tees, and fairwavs in con-

sistently superb playing condition is an 

absolute essential, it follows that the best 

equipment for the work is also absolutely 

essential. B. flayman Co. is constantly 

searching for the finest equipment based 

on lasting quality and performance. And 

we offer the quickest and most thorough 

parts availability service. All in-

quiries promptly answered. 



£>e#c//c/ 
FERTILIZER AND SEED SPREADERS 

Model 36 Professional for greens 

and lees. Calibrated regulator 

for accurate distribution. 

Stainless steel hopper 

bottom and slide. 

Heavy duty galvanized 

agitator. 

Write for complete details. 

SCHNEIDER METAL MANUFACTURING CO. 
1814 South 55th Avenue Chicago 50, Illinois 

fornia, Illinois, Pennsylvania, Ohio, Mich-
igan, Tex us. New Jersey, Massachusetts 
and Indiana. 

Largest percentages of sales increase 
in 1962 over 1961 were recorded in Miss-
issippi, New Mexico, Nevada, Arkansas, 
Kentucky, Kansas. South Dakota, Nebras-
ka, New Jersey and Wyoming. 

Discuss Work of Opening New 
Course at Baltimore Meeting 
The many things that have to be done 

in a maintenance way to get a new course 
operating were discussed by a panel of 
torn men at the two-dav clinic of the 
Miil-Atlantic GCSA in January, and per-
haps gave rise to as much lobby and 
cloakroom comment and observation as 
anything offered on the program. Guided 
by the moderator, Frea Grau, a panel 
composed of Barclay L. Whetsell, Tantal-
I<in-nti-the-Potomac, Richard Trevarthan. 
Island View GC and Harry Carlson. Mos-
lem Springs CC, all of whom are supts., 
and Charles K. Ilallovvell. former USGA 
green section rep, examined just about 

every facet of bringing a course into play. 
It was generally agreed that there are so 
many of these that a supt, should be 
called upon to help unwrap a course no 
more than once in a lifetime. 

Others who made technical contribu-
tions to the 32-vear old Mid-Atlantic con-
clave were Ralph E. Kngel of Rutgers U„ 
who spoke on turf research; D. Rav Hook-
er of Perm State 17., who told what makes 
the weather work; Charles G. Wilson. 
Milwaukee Sewerage agronomist, who. 
discussed bow not to apply chemicals; 
and John G. Jones and F. Nelson Swink, 
Jr., Dept. ot Interior specialists, who sug-
gested methods of animal control on a 
course. 

Discuss Irrigation 

Water systems were explained by Ed-, 
ward Shoemaker of Rainy Sprinkler Sales, 
and in conjunction with his speech, 
Charles P. Merrick of the V. of Marv-
land gave some tips on pond construc-
tion and management. Ptirdv Carson of 
Jacobsen Manufacturing Go., told the 
Mid-Atlantic turfmen how to keep their 
equipment properly serviced. Some of thej 
highlights of course landscape design 
were discussed by Tlairman Donovan of 




