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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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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