49 of the 57 Clubs |

awarded major tournaments
for 1927 are using Worthington
Fairway Mowing Equipment

“Wherever you find a good course
you will find a Worthington.”

Price $1104, Net
Worthington Lawn Tractor and Convertible
Quintuplex Mower

Cuts a swath nearly 12 feet wide

WORTHINGTON MOWER CO.

Stroudsburg, Pennsylvania
Chicago: San Francisco:
1336 Washington Boulevard 52 Beale Street
Montreal: 132 St. Peter Street
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How championships
are lost!

“There was a tense silence as he took his stance, glanced
along the line of putt, drew back his putter and hit the ball.
It started true for a few feet, then swerved off and grazed
the side of the hole, ————— had lost the championship.”

From The New York Times

Play a “U. S.” Royal—a ball that will roll true to the cup
and not swerve off, because we have built into it perfect
balance. The “U, 8" Royal has a fixed center of gravity
that cannot shift. It is known to good golfers as “The
best putting golf ball in the world.”
No ball gives greater distance—no golf ball 1s as well fin-
ished and painted as a “U. S.” Royal. The price—735 cents.
* L] * L -

The cover of a “U. 5.” Royal is as tough as a cover can be made
without lessening the resiliency of the ball, and it is fully guaranteed.

“U. S.” RovyaL GoLF B
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Johnson's
Yardage Markers

TORO
Equipment

Johnson's
Tee Stands

Construction
and Maintenance
Equipment

FERTILIZERS
SEMESAN

Each £10.00

Each $1.00

GRASS SEED

GOLF COURSE SEED OUR SPECIALTY

J. Oliver Johnson, Inc.

World’s Largest Golf Course Equipment House
MORGAN, HURON, SUPERIOR —CHICAGO

Lewis
Ball Washers

[ FESCUE
¥ BLUE GRASS
| RED TOP
® GERMAN BENT
L2/ RYE GRASS

Johnson's
Hole Cutters

2-10—%6.00 Each $8.50
10-20-—85.50
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THE ANSWER TO THE GREENKEEPERS’ PRAYER

A hoseless irr galing

system. No dry spo

HOSELESS SYSTEM BUCKNER GOLF KING HT RINKLER

CASTLEWOOD COUNTRY CLUB
PLEASANTON, CALIFORNIA

The 18-Hole Conrse of the Castlewood Country Club swith its Hoseless Irrigating System and Golf King Strinklers

AHIS PHOTOGRAFPH of the HOSE

is indicative of what can be
A Ereal many up-to-thée-minute courses on
irrigation,

B8 BYS

With the BUCKNER GOLF RING SPRINKLERS AND QUICK HOSE
ANy
glad to submit figures on complete

CANT BAVEe N than t

who will be

THE PERFECT PUTTING GREEN SPRINKLER

COVERS AREATER AREA
THAN ANY OTRER TYER

money in upis

ot .
.wﬂ“ g:;m"' &

ieioe Oy Ot
BEACTION ROTILE sagvins Bamy
RO METAL BEARINGS
N0 PACKING

THIE 18 THE ANSWER

FTER 15 ars of leading the way In a
a sprinklers -I’H’M hoseleas golf course iry
catering to this line of *AVOT, Wn Are
New No. 6 Goif King
course (rrigation, sither
factory. The clubs know

or ho
do not deeert th

omplighed with

the Pacific Coast having

-nsotm-m--.uz r
POSITIVE SO DGl

the best and ru;.t'
tless lLike

m

BUCKNER MFG. CO.

SPECIAL

REPRE

EM on one of Californ

to “"STAND PAT”

& most up-to-date g nr courses
This course |& one of
turf and complete hoseless

BUCKNER cquips

wm

COUPLINGSE
ineering represe
literature

VCOTIOT Y Weo have
latione. Write us for

ONE NATHONALLY KNOWN ARCHITECT
WRITES

“You hare now solved the big po!f course problem. Your No. 6

sprinkler with only ene moving parl i the best ye! produced.”

AN ARCHITE OF INTERNATIONAL REPD-
TATION WRI
“Your No. 6 sprinkler is wenderful; you will soon find il to be

standard on all golf coursea.

A CONBETRUCTION SUPERINTENDENT
“ RIT :

“You hate snswered the greenkeener’s orayer, Congralulations.”

A GRE KEEFPER \\1."-[’ CHARGE OF
111: R COL RSESE WRIT

“Now you are lalbing sense—a sprinkler that will give perfec
dislribulion ocer the greaies! aren lakes o Joad aﬂ the green-
beeper’s mind.  Your new sprinkler is the best ever,”

“'\}1 OF OUR REPRESENTATIVES SBAYS

‘Now I cen go on the courses with my head up. No. 6 has
eliminated all comoelition and you may keep them coming lo me
regularly.  No job to sell them."

AN INSTALLATION ENGINEERING COMPANY
WRITES

“Your ne sprinkler has made our work misch easier.”

course irrigation and having originated slow maotlon
and grown to he the largest coneern in the world
our r*-:-u'nr n om our
veloped for all round golf

durable machine s

r de
all BUCKNER EQU II \ll NT, it is guaranieed =atis

naftér sale ls made We give service

= FRESNO, CALIF.

NTATIVES

H. V. Carter Co., 52 Bealn Br., Willlam Watsan Ko, Ollve Sou. Ry Bupply Cao. Richmond,
San Frane 3 Lios Angeles Va.

Worrell Engineering Co., Mor Wendell P Miller, 4083 East J. Oliver Johnson, Chicago
restown, N. J. Broad, Columbus., Ohlo Erncst Chamberiain, Detroit

Crenghaw-MceMichael Sead Co., Ivan W, Lee, 1647 Hunford St

Tampa, Fia Seattle




GOLFDOM

( Does Your Club
| “Roller-Mow”

Its Fairways?

The ultimate in fairway
care has been attained by
| the Roseman dual purpose
Roller Mowers.

Roseman Mowers build a ROLLING BUILDS TURF
dense turf by rolling as they A perfect lie on the fairway is

; assured on courses that have
mow. nght hollow rollers built their turf with Roseman

furnish full width traction Hollow Roller Mowers.
for the only mower that will ROSEMAN TRACTOR MOWER

COMPANY

“ " :

r

stand up” with a Fordson 6-8 E. 46th St., New York City

over a period of years. 810 Church St., Evanston, I1l.

Eliminate repair expense. Roseman Mowers are
guaranteed against breakage.

ROSEMAN MOWERS

U. S. Patent No. 1327924, British 154783, French 605456, give us exclusive right to
gang ROLLER TYPE MOWERS. If it is not ROSEM AN —it is an infringement.
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“Whispering Campaign” Moves
Slow Stock

T this time of the year the profes-
slonals in the eastern and central
states are enjoying their biggest
buginess season of the year with a volume
of sales, according to reports from repre-
sentative professionals and manufacturers.
that exceeds that of any year in the past,
Everything is “hotsy totsy,” as the ver-
nacular has it, and the year’s bumper crop
of new golfers together with the more
extensive education of professionals in
buginess management, puts the average
pro pretty much at peace with the world.
But the fellow who is content to let well
enough alone will soon be lost in the jam
at the rear of the procession if he neglects
to use his head in thinking one step ahead
of the current business. For example:

With the latter part of September the
golf season in the northern part of the
country is rather definitely concluded. In
the larger cities the early football crowds
this year probably will draw more from
golf courses on Saturdays than ever before
for the schedule makers have booked some
highly interesting games early in the sea-
son. With this counter-attraction luring
the golfers who happen to be “off”" of their
games the pros’ active market may run the
1isk of a sharp curtailment. Whether or
not this storm gignal is raised with some
logical reason for its hoisting, is not so
important, What really matters is the
suggestion that the pro make sales hay
while the sun shines,

Push the Slow Stock

As the golf fever is burning strong in
his members the wise pro will make a
check-up on hisg stock and note the items

that he has had in the shop since last sea-
son or longer. If the stock has not moved
in this length of time it is up to the pro
to force it into the market. The chances
are that the products are of high merit.
Either the shop was overstocked on these
jarticular items, the pro and his assistants
did not push them enough by conspicuous
display or word-of-mouth, or the members
had some groundless prejudice against the
items. Regardless of the reason for the
stock not moving, the pro's job is to get
it sold to a satisfied customer.

The forward looking pro will carry as
little stock into the winter as is possible,
Not only is it poor business to have his
meoney tied up-im this frozen asset when
his winter financial requirements are
steady and fairly strong, but he runs the
risk of having marked changes made in
the style of this “dead” stock and thus
putting it permanently out of the class of
salable merchandise. Stock carried over
the winter makes no profits for anyone.

As a general rule professionals are firmly
committed to a one price policy. without
“sales.” Therein lies one of the reasons
why the department stores steal away the
profesgionals’ business. But with good
reason the pros can deviate from this
policy along toward the last weeks of the
season and cut the price of the goods that
they have been carrying too long.

This cut price sale is not an enterprise
to be broadcast to the club umless the pro
is a man who is a discreet and able mer-
chant. There is too much of a tendency
for members to look upon cut price goods
as items of intrinsic cheapness and for
this reason the pro's entire line may suffer



from a widely heralded price reduction on
a few items.

The best method for quickly turning
dead stock into money by the sacrifice of
a little of the profit is to mention the
items offered to selected members who are
good buyers and who would be inclined to
relay the information to other members as
“inside dope” on bargains. Under the cir-
cumstances the pro can readily tell the
members to whom he talks about this part
of the stock, that he over-ordered and
wants to do what every other business man
does, turn hig stock into cash at the end of
the season; or that for some reason or
other the stock, despite its excellence,
hasn't moved and the cut price is solely for
the purpose of getting sales quickly.

Protects Winter Sales

What pro in the northern states hasn't
opened his shop inthe spring and found in
the bags of his best customers a number
of clubs that were bought from stores by
these members just before they started off
on winter vacation trips to the south or to
California?

With the constantly increasing golfing
winter traffic the northern pro who is onto
hkis job will help his members look ahead
and buy whatever clubs they may need
during their winter vacations in a sunnier
clime. A reminder to this effect when com-
tined with the reduced price appeal will

GOLFDOM

tring into the professional’s pocket many a
dollar that has been a stranger to him in
the past. We heard of one pro who went
to the extent that he accounted for some
of the dead stock in his shop by selling it
to members for delivery and billing as far
in the future as Christmas. He worked
this on the wives of members and on mem-
bers who were in the habit of remembering,
at Christmas, the rest of their steady four-
some, This idea worked well with him
for he is an enthusiastic and natural born
merchant and while it might not go across
in many places it at least serves to show
what can be done in making a complete
transformation of golf shop stock into cash
at the close of the season,

Today is not too early for vou to look
over your stock and see what dead stock
could be moved by a price reduction.
Make a list of the items and tell some of
your members about the bargains in a
way that will let them know you are doing
them a favor to put them “on the inside.”
You can depend on them giving your stock
enough free and forceful advertising to
move it quickly from its long resting place
in your shop. This “"whispering campaign”
will help ¥ou to go into the 1928 season
with money enough to buy an entirely
fresh stock, and all that there is to work-
ing out the plan is to talk about the {tems
to enough of your live and talkative mem-
bers to get the ball rolling.

Fee Course to Pay for
Private Club

ORTH Hills Country Club at St

Louis, Mo., i¢ going through one of

the most interesting experiences in
olf today and the outcome may have con-
giderable bearing on the operation of other
clubs that have land enough and initial
financing enough to build two adjoining
Courses,

Two courses were originally installed at
North Hille. Both of them are of cham-
pionship character. When the ciub found
itsell confronted by the necessity of a
financial readjustment one of the courses
was turned into a fee proposition. Main-
tenance costs are reduced per course by
the division of expense and other expendi-

tures are cut sharply under the figures of
a sgingle course and elub house.

Of this situation at St. Louls, Alvan J.

Goodbar, secretary of the club, tells Gory-
POM :
“The North Hills Country Club was
ariginally promoted with the {dea of hav-
ing forty-five holes of golf, a large and elab-
orate country club house, an outdoor swim-
ming pool, tennis courts, bridle paths, ete,
All of these facilities were predicated on
the expectation of a membership of 2.000,
The promoter succeeded in getting about
860. In the meantime the work of con-
structing the forty-five holes of goll was
well under way.

4
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It's not expensive to illuminate o putting o we or the gr right adjoining the clubhouse and
it allows night practice of putti who ch and trap shots The view shows
an eastern Installation,

"“The result was that thirty-six holes of a8 a public or fee course This step was
golf were completely finished, four tennis taken about the middle of June and it
courts were built, and instead of the elab would appear that the plan will be very
orate c¢lub house, a temporary frame successful. July 23 (Saturday) there were
gtructure was erected, very simple in char 206 players on the east or public course
acter, but adequate in 8o far as locker The fees we are chg g are $1.00 per
room, shower bath and restaurant facilities day for week days and $£2.00 for Saturdays,
are concerned I'he club then settled down Sundavs and holidavs Additional charges
to be a golf club rather than a country are made for use of locker and showers,

club, although an outdoor dancing pavilion A4 separate restaurant is conducted for

players who desire to lunch at the club.

was also erected and dances and bridge
parties are held with a considerable
amount of sucee Among

I no unforseen complications arise. it

the 850 mem

easily possible that the net revenue to

aha i i 3 b ith

bers, about 400 of them had joined with be derived from this course will be suf-
he 1| \ 1 F: elabor 1 y 4 r 3

the ldea of a large and elaborate club Hieient in time to purchase the North Hills
house, and for this and other reasons Frounds free and elear, to erect a com

they gradually dropped out until _'l“ e modious club house for its members and,
bership was 1 |1.|. ed to about 450 his if it is decided to make the pay course a
resulted In an Increased cost to the re- ,omanent feature of the club, to con

vining members for the operation of the tinue to provide a net revenue which will
ir . holes 1 b i y . . ! »

thirty-six hol and about fifty more mem result In materially decreasing the dues

bers re

igned on account of higher dues,

he club members
thus reducing the membership to about

100, at which fAgure the membership was

closed It's an r who missing a lot of

The board of governors and members good busi vho doesn’t sell his pupils
then decided to put into execution a plan all the clubs they usi When you're in
which had been under consideration by structing don't ever lose sight of the fact
the officers and board of governors of the that instruction is the best feeder for pro
ciub for the pagt couple of years. namse Iy, zhop sales “Two time” them. They like

opening up one of the two 18-hole courses it, and it's good for them



¢ ¢ TREAD GovrrpoMm from cover to cover.

You are getting out a wonderful
paper and deserve lots of credit for the way
it is made up and for the material you put
in it. Let the good work continue and should
you find a subseription price necessary I be-
lieve everyone will be glad to pay it.”

S. M. ALDRICH, Greenkeeper,

Madison Golf Lakelands, Madison, O,

* ¢

This is my second year as green chairman
and on board of and feel

strained to tell you how much I appreciate

directors con-
the valuable service rendered through Govr-
DOM.
the merits of the articles, they have been

So far as my ability goes in judging
carefully selected and properly edited. I am
truly grateful and the least I can do is to tell
you."

A. G. CHAPMAN, Greens Chairman,

Audubon C. C., Louiswille, Ky.

o

“ . . and we have done quite a little
business through a number of GovLepom's ad-
vertisements this year."

F. W. EDGERTON, President,
Cross Reads C. C., Lawrencewille, I,

© ¢

“I want to thank you for the very interest-
ing copies of Gorrpom which 1 have been
receiving regularly. Enjoy contents and find
them beneficial in operation of our club.”

J. McCOWAN, President,

Bann Golf Club, Banff, Alberta.

% ¢

“ « .« just received my first copy of GoLr-
poM and find it interesting and instructive.
If a small subscription cost is advisable in

GOLFDOM

Reader interest
for the lively
Golfdom’s

your research work, I will be happy to pay it.
C. W. DE FOREST, Chmn., Greens,
Maketesvah C, C., Cincinnati, O,

% ¢

“Really, GoLrvom is the best golf maga-
zine published as it gives many helpful ar-
ticles on course maintenance, and valuable
suggestions on club house and locker room
operation. 1 am particularly interested in
the golf shop articles. Have already re-
arranged my golf shop neatly, bought a show
case, and notice a greater volume of business
coming in. If it hadn't been for Gorepom I
don't believe the idea would have struck me.”

FRANK ]. TABOR, Professional,

Dornick Hills C. C., Ardmore, Obla.

> ¢

“Since receiving Gorrpom | can realize
more than ever how very necessary it is for
those who have the task of serving on the
Board of Managers to read, study and ‘live’
his job, that all will function as best possible.”

L. A, WELLS, Treasurer,
Indian Creek C. C., Newvada, Joeva.

¢

“Indeed, 1 have been much interested in
my issues of GoLrpom, which are filled with
practical stuff. I am turning my copies over
to our Professional with the request that he
act on some of your suggestions.”

PAUL C. HOWE, President,

Sioux City C. C., Sioux City, lowa.
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like this accounts
response to
Advertisers

“I have been very agreeably surprised at
the contents of Gorrpom, and you- articles
have been most instructive and interesting.”

F. L. BRADBURN, Secy.-Manager,

Peterborough G. & C., Peterborough, Oni,

% o

“Mr. Burtnett, our club manager, and the
writer deeply appreciate Gorrvom. It is in-
teresting, very instructive and condensed, and
we look forward to receiving many valuable
suggestions and ideas from same."

L. B. NEUMILLER, Chmn. G. & G.,

Mt. Hawley C. C., Peoria, 1,

and have discovered some very
W have
had some difficulties and such suggestions are

helpful suggestions in GoLrpom.

what we need.
VERNON E. COOK,
Guthrie C. C., Guthrie, Okla.

% ¢

“I am receiving GoLrpom and am certainly
pleased with it, particularly the idea of hav-
ing the articles agree with the season. There
are many valuable suggestions for the green-
keeper and ideas worthy of greens committee
action,

J. B. JOHNSON, Greens Chairman,
Ligonier C. C., Ligonier, Pa.

“I must write you regarding GoLFpoM—the
business journal of golf—and say that 1 like
it best of anv 1 have read so far. Its sug-
gestions on course maintenance, turf culture,
ete,, and the whole magazine from cover to
cover is very good and a big help to me.”

W, STAUFFACHER, Greenkeeper,

Minneapolis, Minn,

% ¢

“I read GoLrpom and am of the opinion
that it has a very distinetive place in golf
publications and should be of considerable
value not only to golf executives but to
everyone interested either in the operation
of a golf club or golf course.”

ROBERT M. CUTTING, President,

Hinsdale G. C., Chicago; V, P., W. G. A.

% o

“I have enjoyed GouLrpom very much indeed
and have got a great deal of practical good
from it."

F. V. HAWKINS, President,
Avalon C. C., Indianapolis, Ind,

> ¢

w“

and being afraid I might miss suc-
ceeding numbers | write to make sure you
have my name and address on your regular
I have read Gourvom from be-
ginning to end, and with considerable bene-
fit. Have written one of your advertisers and
mentioned (GoLFpoMm,

ARTHUR COOEY, Professional,

Alliance C. C., Alliance, Ohio.

mailing list.

GOLFDOM is mailed free, each month, in a personally addressed envelope to the
President, Greens Chairman, Manager, Professional and Greenkeeper of every golf
club in the United States.
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Coast Greenkeepers a
Versatile Lot

By G. A.

DOUBT if there is another area in

the entire world equal to the area of
the Pacific Coast states where the methods,
results and problems and where the oppor-
tunities for scientific research in the pro-
duction and maintenance of the fine turf
can be found. Especially is this true of
California, where turf on golf courses is
being maintained under temperatures rang-
ing from below zero to 130 degrees Fah-
renheit and with rainfall from less than
one inch to 60 and 70 inches per season.
Soils range from light sand to the heaviest
of adobe and clay. Altitudes run from
several hundred feet below sea level to
several thousand feet above sea level,
Some areas are fanned by the cool, gentle
breezes of the Pacific ocean, others are
scorched by the hot, burning winds off
the desert sand. Some territory is covered
with three to four feet of snow, while less
than 25 miles away others are compelled
to irrigate to maintain the turf.

It is not necessary to travel a great dis-
tance to find the extremes of these vari-
ations. You can find most of them within
a radius of a few hundred miles from
almost any point in California. In fact
you can find all of these, with the excep-
tion of the extreme of rainfall, within a
radius of 150 miles from Los Angeles.
While these extremes of altitudes and vari-
ations of climatic conditions offer an end-
less chain of outdoor sports and recreation
the year around, and are chiefly responsi-
ble for California being the vacation land
of America, they are at the same time the
c¢hief causes of the never-ending problems
facing the greenkeeper on the Pacifie
coast. I really believe that every method
known in the art of greenkeeping is
brought into play under these varied con-
ditions.

Greenkeepers Versatile

As I see it, the results have heen a gen-
eral improvement in the methods and
science of greenkeeping rather than any
outstanding improvement in any one par-
ticular department. It has been one con-
tinuous round of experimenting and im-
proving. As a result, the profession of

KLEIN

greenkeeping has been put on a much
higher plane,

It is said that “every man is a product
of his environments.” Applied to the Pa-
cific coast greenkeeper, the aforementioned
conditions and the resulting problems con-
stitute his chief environments. It is these
environments that have compelled him, as
well as his officials, to recognize more and
more the importance of his position and
have made of him a better. more studious
and more resourceful “result producing
product.”

Very few people realize the value of a
so-called greenkeeper's position., That, 1
imagine, applies in the east, north, and
south, as well as in the west. To the
average golfer, the greenkeeper is simply
the man who sees that the grass is regu-
larly cut and watered. He has no idea of
the endless amount of work and supervi-
slon necessary to keep that turf in a play-
#ble condition for his pleasure, Proper
tertilization, drainage, top dressing, pre-
vention and elimination of grubs, worms
and Brown Patch, maintenance of equip-
ment and many other problems are un-
known to him. But this isn't all. In my
travels up and down this coast from one
golf course to another, 1 have found Mr.
Greenkeeper busy repairing the plumbing
in the clubhouse, repainting the furniture,
repairing the typewriter, putting in con-
crete work and doing or supervising many
other odd and end jobs. Perhaps the most
interesting of all is to see the many labor-
saving devices and machinery planned and
constructed by the greenkeeper. Just last
week I was shown a complete tractor in
operation that was built during spare time
by using a Buick motor and the parts of
other automobileés and machinery, 1 could
mention many other unique and interest-
ing pieces of machinery 1 have seen con-
structed by these men.

Name “Greenkeeper” Obsolete?

I often wonder if the name greenkeeper
applied to the man supervising the golf
course hasn't served its purpose long ago.
Isn't he more than just a greenkeeper. One
gets the Impression he is a man of a thou-

i



