GOLFDOM
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The Professional’s Status

First section of nationwide survey shows concern for
contracts, pension plans and erosion of profits.

Moved by mounting reports that the
golf professional’s domain is shrinking
and that he is not receiving his fair share
of the continuing golf boom, GOLFDOM
recently undertook an ambitious plan to
measure the true picture of the pro’s cur-
rent status and provide an opportunity
for him to air his complaints. An elabo-
rate questionnaire was mailed to a cross-
section of golf professionals throughout
the U. S. seeking pertinent information.
Out of a sample group of 2,000, approxi-
mately 500 responded—an amazing 25%
—and the responding professionals were
not hesitant to cast new and brighter
light on their problems.

All told, they took time to answer
more than 60 questions about their sta-
tus and the state of their business.

The first part of this analysis appears

here. Others, dealing with more specific
areas of sales and profits will appear in
future issues.

This first section covers an analysis
of the answers as they concern the pro
himself—his duties and responsibilities;
ownership of pro shop or profit arrange-
ments; how he spends his vacation; how
much golf he is able to play himself, and
his attitude toward contracts, pension
plans and the PGA.

The majority of the questions could be
answered “yes” or “no,” and are included
in that manner on the following pages.

Three specific questions on pension
plans, contracts, and current activities of
the PGA required written answers. The
most cogent of these replies have been
collected and are given in separate sec-
tions under the appropriate heading.
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PROFILE OF CLUBS IN SURVEY SAMPLE
TYPE OF CLUB
Private Semi-Private Public Municipal Resort
56.6% 13.1% 10.6% 11.6% 8.1%
TOTAL NO. CLUB MEMBERS NO. WOMEN MEMBERS NO. JUNIOR MEMBERS
1- 99 6.1% 1- 99 56.8% 1- 99 87.1%
100-299 41.4% 100-299 38.6% 100-299 11.3%
300-499 32.7% 300-499 2.8% 300-499 4%
500 over 19.8% 500 over 1.8% 500 over 1.2%
SIZE OF GOLF COURSE
9 Holes 18 Holes 27 Holes 36 Holes Over 36 Holes
26.3% 66.6% 3.7% 26% 8%
FACILITIES OFFERED OTHER THAN GOLF
Bar Restaurant Locker Room Swimming Pools Tennis Courts
69.2% 84.4% 76.9% 54.4% 31.7%
GOLFDOM



THE PRO AND THE SHOP
Who operates (owns) the pro shop?

Club Pro 92.7%
Club 6.3%
Concessionaire 1.0%

If club operates (owns) pro shop, what percentage
of the profits do you receive?

None 31.5%
Under 10% 12.5%
10-19% 18.8%
20-29% 12.5%

30% and over 18.7%

How many months a year is your pro shop open?

Under 3 months 1.9%
4-6 months 1.7%
7-9 months 26.4%
10-11 months 6.4%
12 months 57.6%
What do you do in the off-season?*
Vacation 56.6%
Other pro job 11.6%
Job outside golf 35.1%

PERSONAL DATA
How long have you been at your present club?

Up to 3 years 33.3%
4-6 years 24.1%
7-10 years 8.6%
Over 10 years 34.0%

How many rounds of golf do you play a week?

None 5.9%
1 38.9%
2 32.5%
3 10.4%
4-6 10.0%
7-10 2.3%

Have you attended any of the PGA Business
Schools?

Yes No
31.9% 68.1%
If so, when did you attend the Schools?

This year 11.1%
1 year ago 11.3%
2 years ago 12.3%
3 years ago 11.1%
4 years ago 13.6%
5 years ago 12.3%

*Multiple answers, do not add up to 100.
Continued on next page
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The PGA and pensions

Golf professionals were almost unani-
mous in their desire for a pension plan to
be worked out by the PGA. Most felt
that it would be necessary to have such
a plan drawn up by outside experts, and
that steps in this direction should be
taken immediately.

All in favor of a PGA pension plan
seemed to be willing to pay higher dues,
or to make payments into the plan by
other means, but many felt that there
should be outside help. Far and away
the most often “outside help” suggested
was that the PGA use the monies it col-
lects from television and tournaments,
and that the touring pros should be
made to contribute proportionately and
heavily to the plan. Quite a few suggest-
ed that manufacturers of equipment sold
only through pro shops could be assessed
for contributions.

Still others felt that this was a job for
the individual club, and a few outspoken
individualists felt that they should do it
all themselves.

Sample comments on what the PGA
could do to establish a pension plan for
the golf professional follow:

“Install a plan making the clubs pay
75%, the pros 12.5% and the PGA
12.5% of the desired benefits.”

“Consider a type of membership for
pros who are in the golf business—i.e.,
golf range pros, limited summertime
pros—but do not have the qualifications
for PGA ‘Class A’ membership because
their major income can’t come from golf.”

“The PCGA is strictly a touring pro
type of organization. Very little is done
or considered for the club pro.”

“Engage a law firm in Washington,
D. C. to effect legislation in Congress.
Many club pros work 80-90 hours per
week, and with the present high U. S.,
state and local taxes cannot put enough
away for retirement. This is one reason
they are forced to work until they are
very old. Clubs don’t seem to care, or
dodge the question as a whole.”

“Invest in our own golf courses
throughout the entire U. S., especially
in areas that would have long seasons.

We are the professionals in the sport and
Continued on page 78
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PERSONAL DATA (cont'd.)

6 years ago
7 or more years ago

12.3%
9.9%

If you have an assistant, has he attended the PGA

Schools?
Yes No
40.3% 59.7%
If so, when did he attend the Schools?
This year 21.0%
1 year ago 29.1%
2 years ago 21.0%
3 years ago 9.0%
4 years ago 3.4%
5 years ago 34%
6 or more years ago 1.1%

DUTIES AND RESPONSIBILITIES
Are you responsible for duties other than your
regular duties as a pro?

Yes No
62.3% 31.7%

Are you responsible for maintenance of the
course?

Yes No
36.9% 63.1%
To whom do you report?*
President 18.9%
Owner 15.3%
Board Chairman 329%
Manager 13.3%
Executive Committee 11.2%
Mayor of City 24%
Superintendent of Parks 3.2%
Secretary-Treasurer 8%
Greens Committee 1.2%
Board of Directors 2.0%
Golf Committee A%
What club meetings do you attend?*

Golf 224%
Tournament 14.7%
Rules 1.7%
Handicap 43%
Greens 10.3%
Board of Directors 15.5%
ALL 29.3%
NONE 17.7%
Publicity 1.3%
Social and Hospitality 4.3%

*Multiple answers, do not add ug to 100,
ontinued on page 26
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Comments on contracts

Contracts present a real enigma to
many pros, although most who answered
this question stated that they feel a con-
tract is desirable. The answers would
seem to indicate that younger pros, who
are entering the field under new or
changing conditions want contracts, while
the older “entrepreneurs” prefer to “let
things ride” as they have for years.

Job security was the reason most often
cited by those favoring contracts. It was
also pointed out that a contract outlines
the responsibilities of both pro and club
—each knows where he stands at all
times. The fact that many clubs elect
new officers each year and that they do
not feel bound by or have no proof of
previous verbal understandings was of-
ten cited as back-up argument for con-
tracts. Also, the pro’s risk in having to
dispose of his merchandise if he were
summarially dismissed.

Sample pros and cons on contracts:

“Yes. It gives me a certain amount of
security. Am able to purchase merchan-
dise in ample quantities rather than
just short two-week supplies.”

“Yes. When I came here the club was
drowning (no carts, no play, and no
course, even). I have built a fine course;
have built a pro shop; have carts and
a nice bar business, including slot ma-
chines. They are being taken away.”

“No. If not wanted, why stay; if un-
happy, why stay?”

“No. A fellow has to think twice—
first to be able to move into a new
opening, if offered; then at the same time
he must work hard to warrant keeping
his job.”

“Yes. Because of investment in pro
shop merchandise and the seasonal as-
pects of job openings.”

“Yes. Verbal agreements made with
snow on the ground tend to look dif-
ferent from both sides involved as the
grass starts growing.”

“Yes. Because it spells out the obliga-
tions and responsibilities of each of the
parties concerned, and I believe serves
to promote a better understanding be-
tween the professional and the Board
of Directors. It would be nice if the

Continued on page 75
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DUTIES AND RESPONSIBILITIES
Continued from page 24

What club committees do you serve on?*

Golf 26.0%
Tournament 28.6%
Rules 5.2%
Handicap 6.9%
Greens 16.9%
Publicity 1.3%
Social and Hospitality 4.3%
Pro Shop 4%
Board of Directors 3.5%
ALL 11.7%
NONE 20.3%

PENSION PLANS

Does your club provide a retirement plan or
pension program for its employees?

Yes No

11.4% 88.6%
If so, how long has it been in effect?

Up to 3 years 21.5%

4-6 years 25.0%

7-10 years 10.0%

Over 10 years 31.5%

If the club does not have a plan, is one heing
considered?
Yes No
14.5% 85.5%

Do you feel that the PGA should have a pension
plan for all PGA pros?
Yes No
84.2% 5.6%

Do you feel that the PGA is doing enough to
institute such a program?

Yes No
21.0% 79.0%

(See accompanying comments.)

CONTRACTS
Do you have a contract with the club?
Yes No
58.9% 1%
Do you have only a verbal understanding?
Yes No
98.0% 20%

*Multiple answers, do not add up to 100.
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If you have a written contract, what is the length
of contract time?

Under 1 year 12.8%
1 year 31.9%
2 years 8.4%
3 years 13.3%
4 years 5%
5 years 11.2%
6 years 5%
7 years 5%
Over 7 years 25%
Lifetime 6.4%

Do you feel that a contract is desirable?
Yes No
70.4% 29.6%
(See accompanying comments.)

Should the PGA do more?

A key question in the survey asked
professionals what, if anything, the PGA
should be doing to help further the in-
terests of the club professional, which
it is not now doing.

Most felt that the framework of the
Association should be strengthened—
along the lines of labor unions, if neces-
sary—to aid pros in obtaining better con-
tracts and pension plans. The friction
between the working club pro and those
“glamor boys” of the tour became evi-
dent from the answers, and there were
many pleas that touring pros’ endorse-
ments be limited to pro shop lines of
golfing equipment.

Other battles in which the working
pros felt that the PGA might offer more
assistance include the barring of pro
lines from shops not owned by PGA
pros, and those owned by the clubs; help
combat price-cutting and discount
houses; help pros keep clubs from tak-
ing over the pro shops and golf cars,
and a public relations campaign by the
PGA to “educate” the public on the val-
ue of the home club professional.

Typical answers to this question:

“Just about everything. Junk their red
coats and insignia and get down to pro-
moting the PGA member with traveling
clinics and advertisements.”

“Withdraw Class-A rating from pros

who take jobs without full concessions.”
Continued on page 88
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COMMENTS ON CONTRACTS

Continued from page 24
membership also knew where the re-
sponsibilities of the professional ceased.”

“No. My situation is a little different.
I am a city employee, controlled by poli-
tics, but I have been with the city 36
years under three administrations.”

“Yes. My club is three years old. I
stayed when it was slow, and now that
business is excellent I might like a five-
year or two-year contract.”

“Yes. It's desirable, but, as I see it,
they are cutting down on the pro’s earn-
ings every year.”

“No. They (contracts) are always able
to be broken. I want to be free to move
if opportunity knocks.”

“Yes. Only a poor businessman would
risk his professional standing and in-
vestment without a contract.”

“Yes. Our bosses (in private clubs)
change yearly, and there must be an
accurate record—impossible verbally—of
all concessions, obligations, responsibili-
ties, etc. Directors leave the club by
resignation and death, so verbal agree-
ments are not sound.”

“Yes. (A contract is desirable) with
the option for the coming season and
with a raise in salary.”

“Yes. A pro should stay at a club for
a number of years. It's bad when a pro
jumps every year. A contract protects
the pro as well as the club.”

“Yes. Being owner, I have a five-year
contract and draw only a salary of
$12,000 per year with no percentage of
shop or rentals, but keep all lesson fees.
However, I work seven days a week.”

“No. We have had no written con-
tract arrangement all these years (15)
and I don’t care to alter this policy.”

“Yes and No. Actually, in the West
a man’s word is still his bond, and 1
mean this—contracts are not worth
very much.”

“Yes. Being young (31 years old) I
am able to gain valuable experience
without risk of personal monies, and am
free timewise in relation to bookwork,
taxes, payroll, etc.”

“Yes. Agreements can be changed in
the middle of the season when your in-
vestment is too high to resign.”

“Yes. Protects the professional’s posi-

Continued on next page
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SINGLETON SYSTEMS, INC.

Manchester-by-the-Sea, Mass.
Tel. Area 617 526-4953

GOLF COURSE IRRIGATION SYSTEMS
Designers and Installers
Affiliated with Henry R. Jahn & Son, Inc.

95 Broad Street
New York, New York 10004

For more information circle number 167 on card

X. G. Hassenplug

Golf Course Architect
Consulting Engineer
Design, Irrigation, Construction

1300 Freeport Road
Pittsburgh, Pa. 15238
412-781-6994 or 412-781-1820

For more information cirele number 209 on card

i

For more information elﬁ hun 150 on card

GOLF COURSE IRRIGATION
CONTRACTORS ¢ ENGINEERS

Irrigation doesn’t cost . . . it Pays!
March Irrigation and Supply Co.

1854 Industrial Blvd.
Muskegon, Mich. . P

For more information circle number 189 on card
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for a good grip—a better game

Claro Non-Slip is a smooth
grip cream. It gives you a truer,
more confident feel of the club.

It assures a firmer and more
positive grip. Unaffected by per-
spiration, one application lasts
a full round.
Just 50 cents at
pro shops.

£

Here's another invisible glove—the
Claro Rosin Bag. Specially com-
pounded to be tacky but not sticky.
Offers same advantages as Claro
Non-Slip—only 50 cents.

South Bend,

CLARO uBnRATOR'ES Indiana 46614

For more information cirele number |18 on card

—

421 W. Ewing Ave,

Driving Range Operators
and Distributors

We specialize in rebuilding golf
balls with all new materials, and
a new cured tough cover. Satis-
faction guaranteed.

WAYNE GOLF BALL CO.
31117 Little Mack Ave.
Roseville, Michigan

For more information circle number 107 on card

WILLIAM JAMES SPEAR

GOLF COURSE ARCHITECT

1309 W. MAIN STREET
ST. CHARLES, ILLINOIS Y

For more information circle number 131 on card

JUNO 4-8340
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COMMENTS ON CONTRACTS

Continued from preceding page

tion for a specific period of time; de-
fines definite salaries, and the pro’s re-
sponsibilities are in writing. It should
protect the pro from losing his job with
a large inventory on hand without being
able to dispose of the inventory.”

“No. If club and professional cannot
trust each other, why work with or for
each other?”

“Yes. Our club has changed owner-
ship and new conditions have meant
new obligations and controls.”

“Yes. The business is becoming too
large to be casual about such things.”

“Yes and No. The only fault in this
respect is—what can you do if they de-
cide to let you go—the court costs would
kill you.”

Decar Plastic &
Dentin Mfg.

move to larger offices
The sales and executive offices of De-
car Plastic Corporation and Dentin Man-
ufacturing have been moved to 2600
Washington Blvd., Bellwood, Ill. 60104
from Melrose Park, Ill.

GEOFFREY S. CORNISH
Golf
Course
Architect

Fiddler's Green Ambherst, Mass.
Phone: 413-253-3913

GOLF COURSE IRRIGATION

ENGINEERS & INSTALLERS
Any Phase or Complete Turn-Key Job

McCUNE IRRIGATION, INC.
3721 Mahoning Ave.,

Phone: 799-3231 Youngstown, Ohio 44509

For more Information circle number 149 on card
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FAIRWAY
CONST. CO.

EXPERT

SOIL
BLENDING
OLD OR Nsw{f:&w”
CONSTRUCTION | oo N
TELE: OVERLAND PARK, KAS. NI 8-4900
PHOENIX, ARIZ. 266-6631

For more information circle number 128 on card

Bob Jordan

Golf Course Constructor
Irrigation Systems

"l Supervise All Work”

235 State St., East Peoria, lllinois
Phone: 699-6974 or 673-1067

For more information circle number 141 on card

“Give your course a signulurv"

Rebea Tt %—mo

GOLF COURSE ARCHITECT

P.0. BOX 304
MONTCLAIR, N. J.
201-744-3033-34

360 BRYANT STREET
PALO ALTO, CALIF.
415-324-1253

P.0. BOX 4121
FT. LAUDERDALE, FLA.
305-564-3422

For more information circle number 144 on card

HOMER FIELDHOUSE
GOLF COURSE ARCHITECT

5512 UNIVERSITY AVENUE
MADISON, WIS. 53705

For more information circle number 133 on card

PGA AND PENSIONS

Continued from page 23

only ‘own’ one golf course.”

“Funds available from manufacturers’
rebates at year end should be accepted
by the PGA. Members should pay a fee
and dues in opposite six months.”

“Now that we have a man in our head-
quarters who has a pension plan back-
ground, I am sure something will be done.”

“We, the PGA members, are probably
the most individualistic operators in the
world. We need to unite and get some
bargaining power. The PGA needs to
do some research along these lines to
protect and preserve our position.”

“We are all a great bunch of individ-
uals and this is our problem. The only
way to survive is to become a union.
Plumbers, carpenters and sheet metal
workers don’t have the problems we face.”

“I feel the PGA should have a pen-
sion plan only for ‘Class A” and ‘Junior A’
members. Therefore more professionals
would work harder for this title. The
PGA is only interested in tournaments
and TV money, and not doing enough
for the club pro.”

“The PCA has been organized and in

(')p(.‘l'ation much ]()ng(‘l' than your in-
Contniued on page 80

JAMES GILMORE HARRISON
Golf Course Architect

Member American Seclety

of Golf Course Architeets

266 Harrison Road
Turtle Creek, Pennsylvania 15145
Tel. 412-823-3444

For more information circle number 122 on card
BEAT THE WEATHER

... use PIRTONE

The Proven Mechanical Stonepicker.

Picks stone—aerates—pulverizes—sturdier roots.
Contact manufacturer for details and prices.
BRIDGEPORT IMPLEMENT WORKS, INC.
P. O. Box 286G—Stratford, Conn. 06497

For more information cirele number 112 on card
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NEW—ORIGINAL o 8
GOLF TROPHIES )

XPW-4-6 Hole-in-One
Sunray Ball Holder &
Engraving Plate. Genuine
Walnut Base, Height
414" $5.95 (Ball not
included.)

Write for
FREE
32-page
Catalog.
Big
Pro
Dis-
count

RD-150/56 For That Special Ball. Genuine Walnut
Base. Sunray Figures & Engraving Plate. Height
7%2” $18.50 (Ball not included.)

Other Trophies from $1.80 and Up.

THE TROPHY & MEDAL SHOP
4560 N. Western Avenue Chicago, Ill. 60625
312/271-7600

For more information circle number 182 on card

PGA AND PENSIONS

Continued from page 78

dustrial unions, and look how much
progress the unions have made in help-
ing their members. A pro’s day is twice
as long as an industrial journeyman, and
it is time for more improvement in the
lot of the PGA member.”

“I feel each pro should set up a plan
of his own for retirement. In this day
and time too many people are wanting a
handout.”

“All club manufacturers should help
with a retirement program. A percentage
of sales to pro shops should be put into
the fund for all members, say 5% of the
year-end net, including store sales.”

“Take more decisive action. Make
some proposals as to the various possi-
bilities and allow the entire member-
ship to vote on these, and institute a plan
upon getting a majority vote. Publish a
financial statement each year showing
how our dues are spent and how monies
derived from other sources are used.”

“Have some kind of a union or pro-
Continued on page 82

FONKEN BALLTRIEVERS

Best for range ball retrieving

ORDER MACHINES OR PARTS FROM ANY ';ggg“w‘ GOF'(" Ball Co.
AUTHORIZED FONKEN U.S. OR CANADIAN DEALER: Chicagoesltllin%sigoe
Ralph Amoroso Eastern Golf Company i !
Churchill Road 2537 Boston Road, Rt. #1 Robert B. Martin & Co.
Natick, Mass. 01762 Bronx 67, New York 60 South Circle Drive
Santa Cruz, California

Available in Canada John W. Mahone

throu?h Post Office Box 154 %?feégl‘%;osﬂsse’n::‘:'
Canadian Golf Sales, Ltd. Bath, Ohio Santa Monica, Calif. 90406
Cushman Motor Sales, Inc. Martin E. Mattison Wittek Golf Range Supply Co.
917 West Manchester Avenue P. 0. Box 317 3650 Avondale
Los Angeles, Calif. 90044 Honolulu 1, Hawaii Chicago, lllinois 60618

FONKEN MFG. CO., Division of Harry Jennings Inc.
90025

1941 Pontius Ave., Los Angeles, Calif.

Singletriever, 3’
Doubletriever, 6 (shown)
Standardtriever, 9’
Supertriever, 15

For more information circle number 135 on eard
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MANUAL & AUTOMATIC
TURF IRRIGATION

Design—Installation
Complete Pumping Installation

SKINNER / BUCKNER / J-M
PYC & TRANSITE

Alcoa Aluminum Portable Pipe—Pumps
RENTAL & SALES

OLDFIELD EQUIPMENT CO.

430 W. Seymour Ave., Cincinnati, O. 45216
Phone: 821-5582

For more information circle number 146 on card

Motehneont

AUTOMATIC
GOLF COURSE IRRIGATION

Consultants-Designers-Installers

LARCHMONT ENGINEERING
11 Larchmont Lane
Lexington, Massachusetts

For more information circle number 154 on card

ecward J/owrence

1 GOLF COURSE ARCHITECT

Member: American Society of
Golf Course Architects

11 South LaGrange Rd., LaGrange, Il
Telephone—Area Code (312) 352-2113

mne.

For more information circle number 130 on card

PGA AND PENSIONS

Continued from page 80

tection for golf pros.”

“Get out of the golf course business.
Take rented office quarters and play on
courses offered by chambers of commerce
and civic groups. Place the money from
the sale of the course in a pension fund.”

“Use royalties from the sale of PGA-
endorsed equipment. Pros would then
push these lines.”

“Bring in a specialist on pension plans
such as Bankers Trust Company (N. Y.)
and have them set up a plan based on
present conditions.”

“Take a very small percentage from
all TV programs with PGA playing pros.”

“Establish a plan by a committee,
approve it and set it into effect. Run the
PGA like a business and get rid of the
golf course in Florida—few pros use it.”

“Have a program like football and
baseball players have.”

“I feel that the individual should set
up his own future.”

“There should be a national tour event
with all big names participating, such as
baseball’s all-star game, with proceeds
going to the retirement fund. In addi-

tion, all clubs should participate in the
Continued on page 84

Full Line of

GOLF

o Colf courses
® Driving Ranges

Equipment
Supplies

® Miniature courses
® Par 3 Courses
Serving only

the West

GOLF SALES, INC.
1831 Colorado Avenue, Santa Monica, Calif.
90404 Phone Area 213 451-5454
For more information circle number 155 on card

MILLER GREEN
Miller Sprinkling Systems

Division of A. ). Miller, Inc.

1320 North Campbell Road, Royal Oak, Michigan
313, 398-2233

40 years of experience in designing and installing

MR. ZIP SAYS:
ZIP CODE IS FOR EVERYONE.
USE IT FOR BOTH BUSINESS
AND PERSONAL LETTERS.

sprinkling systems

For more information circle number 145 on card
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Play will be normal
on 17 holes

‘=

...while KIRCHDORFER
Installs your
Irrigation System
one fairway at a time!

Free Literoture and list of installations on request.

P. O. BOX 4124
PHONE 585-4305

LOUISVILLE, KY. 40204
AREA CODE 502

For more information circle number 186 on card

PGA AND PENSIONS

Continued from page 82

PCA program.”

“They should make it a requirement
for each club in a PGA contract. The
club should pay half and the pro the
other half.”

“I do not feel that the PGA should
have a pension plan. However, 1 do feel
that each club should organize a national
golf club group and provide a pension
plan for the golf professional.”

“It does not seem feasible to me for
the PGA to operate a pension plan for
its members. This is an employer func-
tion and the club should provide a pen-
sion plan for all its employees.”

“I feel that the PGA should set up a
plan such as the one baseball has. Mon-
ey for this plan could be raised from
one pro tournament played at a course
adjacent to a large population. Study
each applicant for a pension and advise
and help him institute a program at his
job, to be invested and disbursed by the

national.”
Continued on page 86

EVERYONE
CAN HAVE

With a Pure Strain of

STOLONS from GODWIN

Our stolons are shredded in the field, packed
two bushel per bag as shown and shipped
anywhere in the United States.

(24-Hour Air Freight is available)

* Washington
* Congressional
* Toronto

(C-50)
(C-19)
(C-15)

* Cohansey
* Arlington
* Pennpar

(C-7)
(C-1)

True to Nome - Weed ond Seed-Free

(Send for Bulletin:

"Stolons vs. Seed”’)

Phone: Area Code 313 - 437.2026

HIRAM F. GODWIN & SON

55150 TEN MILE ROAD
SOUTH LYON,
MICHIGAN

For more information circle number 134 on card




top quality golf supplies for
GOLF COURSES
DRIVING RANGES
PAR-3 COURSES
MINIATURE COURSES

Balls Markers
Clubs Retrievers
Tees Golf Bags
Mats Obstacles
Pails Ball Washers
Grips Ball Pickers

and lots more!

Get your copy of Eastern’s new
1966 catalog. It's yours for the
asking. Just fill out the attached
coupon and we’ll rush one to you!

EASTERN GOLF CO.

2537 BOSTON ROAD Bl BRONX, N.Y. 10467

Our 37th year of service to the golf industry

| Eastern Golf Co. Dept. 6

Please send catalog of golf supplies.
| I'm interested in equipment for the following:

I 1 Golf Courses [J Driving Ranges
| O Par3Courses [J Miniature Courses

| Name

Club

City

Address
S

| tate Zip #

For more information circle number 127 on card
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PGA AND PENSIONS

Continued from page 84

“I don’t want a pension, I want protec-
tion of my area. There are four courses
around me and no pros, yet they buy
all-pro lines and resell at 5% over cost.”

“Get the tourney pros to endorse pro
line equipment only. This would be a
good start.”

“The teaching pro, on the tee day after
day, has made the game of golf popular
and the touring pro is cashing in on it.
Most of them could not put a grip on a
club if they had to, or do any repairs.”

“Register as a union and avoid taxes.”

“Something should be worked out so
all the money isn’t on the tour and TV.
What about the club pro who sells golf
for all the big money winners?”

“Have a program on a voluntary basis
to which the club and professional can
contribute. Quit talking about it and get
some sort of formula that will work. It
just can’t be that hard!” B

CAVANAUGH'S

for

QUALITY GOLF COURSE

CONSTRUCTION
1658 Collier, Akron, Ohio

For more information cirele number 109 on card

FRANCIS J. DUANE
Golf Course Architect

921 Port Washington Boulevard

Port Washington, L. I., N. Y.

516 — POrt Washington 7-7851

Member
American Society of Golf Course Architects

For more information cirele number 123 on card
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KEN Shop Supplies

Help You Give Better Service

All
Ellingham Tools
Grip Conditioner
Stains, lacquers,
adhesives

Grips
Listing
Whipping
Shafts
Collars
Plugs
Sheathing
Buffing and
cleaning
supplies
Golf Club Scales
Official, Lorythmic,
Prorythmic
All other shop needs

KEN FORM-A-COAT en-
ables any Pro to put a
smooth, protective coat
over string windings on
golf clubs.

Write for handy SHOP SUPPLY LIST

Kennethi Smitf cuues
! Wids 7t Yo

World's Largest Custom Club Maker

Box 41-GM, Kansas City Mo., U.S.A.

For more information ecircle number 169 on card

=B LO, the Air-Broom...

SHOULD PGA DO MORE?

Continued from page 26

“Any PGA pro at a course not haying
full proceeds from the shop should be
barred from the PGA.”

“It is hard to say as there is little the
pro can do if the club decides to get rid
of him. I can give two examples of this
happening in King Mike Brady at Winged
Foot and Bill Gordon at Tam O’Shan-
ter. The PGA could drop from its mem-
bership any pro applying for jobs at
clubs where a PGA pro is located.”

“I was a member of PGA for 30 years,
but quit in 1954. I felt I was getting
nothing out of it.”

“Some plan to protect the pro from
unfair price-cutting and discount houses
getting pro-line merchandise, and letting
the touring pros have their names as-
sociated with balls and clubs they do
not use themselves.”

“They could do something for the
club pro—all you hear is the touring pro.
Run tournaments from club pros state-

wide and have a play-off for the four or
Continued on page 90

keeps courses tidy year around, handles the leaf problem, per-

SAVES TIME, LABOR, MONEY AND MUSCLE.

ATWATER-STRONG CO.

mits play all thru Fall Season.

® Grooms greens, aprons, traps faster, better
than six men; cleans leaves and litter around
Clubhouse & Parking Area (right under cars).
Especially valuable for Fall leaf problem.

® Removing aeration plugs is a breeze for the
Lo-Blo, only one of its many uses. You just walk
this terrific blast of air “windrow” style, blow-
ing litter to a central point for gathering.

“E1 NOW AVAILABLE. ..
New 10 HP SELF PROPELLED MODEL
ALSO 4, 6 and 8 HP Models

ATTACHMENTS: — Flexible Hose Attachment
to clean hard-to-reach places & Course Equip~
ment Water hose allows ““quick-wash’’ of patios,
p id Also excellent snow-throwing blade.

If you haven’t seen this versatile machine, write
or call and we will arrange a demonstration
for you.

ATWATER, OHIO
(A.C. 216) 947-2344

For more Information cirele number 104 on card
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NEED TABLES 2 SHOULD PGA DO MORE?

Continued from page 88

SAVE MONEY!

five spots in each state. Give the club
pro some recognition he deserves.”

“I have been a member of the PGA
for 49 years and I don’t think they ever
did much for the club pro except that
ORDER DIRECT FROM his wife gets $1,000 when he dies and he

MONROE CATALOG has a Class-A certificate to hang on the

Why pay fancy prices for fold- wall showing he is a bona fide golf pro-

ing tables? Order DIRECT from g y
MONROE!  Almost 100,000 cus: fessional. Very few pros I know of ever
tomers save time, trouble and : ; 5 e ¥y »
Sinion MONEY by buying ftables this gota job through the organization.
Chairs easy, low-cost way! Send today More focus on club pro problems and

for FREE 40-page catalog!
The MONROE Co., 12 Church St., Colfax, lowa 50054

For more information circle number 156 on card

less on the glamor boys of the playing
circuit. It is 7,000 other PGA members
versus about 300 on the circuit.”

“Control professional advertising for
storeline merchandise. Some protection
is needed against clubs taking the golf
shops away. There should be minimum
contracts for the PGA golf pro.” °

Z YOUR COURSE, DRIVING RANGE

25c Yends Bucket of Balls
24 hours sach day - All Year "round

ALL WEATHER-ALL MECHANICAL More comments on the PCA due in October.
3 YEAR GUARANTEE

8l iy fon v Brchra PRICE BATTERY SOLD

Reading Goif Equip. & Supply Co. Inc.  Box 723, Reading, Pa. General Battery and Ceramic Corp.,
For more information circle number 106 on card Reading, Pennsylvania, has acquired the
assets of Price Battery Corporation.

what you do this FALL

will determine your turfgrass next SPRING!

Fall is the time to Veri-groove.

There is no substitute for the WEST POINT Master Verti-Groove and Catch-
Master to prepare the surface for seeding or for thorough renovation.

MASTER

VERTI-GROOVE

(MVYG-3 model)

and

CATCH-MASTER

” i ¢ s, Sali i
”The Masfer Verh Groove and Ca'ch Mos'er for fast fall
renovation—one man cuts and cleans in one operation.”

(TCM-3 model)

For the name of your West Point Distributor, write:
WEST POINT PRODUCTS CORP. West Point, Pa.

For more information eircle number 101 on ecard
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