
active members of the commit tee safely 
past this perilous period. 
Order Supplies in Time 

When special dishes, g lassware , linen, 
s i lverware and other fu rn i sh ing i tems of 
special design and charac te r a re ordered, 
the orders usually are placed four to six 
weeks short of the t ime it t akes the manu-
fac turer to deliver them. This causes a lot 
of anxiety and trouble and d isappointment 
when a big splash is looked forward to on 
the opening day. 

I have noticed cases where the archi tec t 
and manager a re at loggerheads to the ex-
tent tha t the club is caused considerable 
expense and the work is great ly delayed. 
One very valuable piece of advice to the 
manager on his re lat ions with the archi-
tect is to be diplomatic. Of all persons, 
get in well wi th your archi tect . In most 
ins tances you will find him liberal in 
thought and harmonious in t emperament . 
He is just as anxious to make the job re-
flect creditably to him as you are. 

At least five days prior to the opening 
of the new clubhouse, which usually is 
going to be the biggest event of the sea-
son, get in your whole personnel and have 
everything in as nea r per fec t working or-
der as possible for there a re many detai ls 
tha t will be overlooked, postponed or for-
gotten by your staff, as well as by the 
men who have been a t work on the build-
ing. Af te r these five days have passed 
in t ra ining for the opening there will be 
very litt le t ha t will have passed your no-
tice. Then if some detail spr ings up to 
demand your a t tent ion, you will not have 
to be in ten par t s of the building at the 
same time. 

ADDITIONAL COPIES 
of 

G O L F D O M 
$ 1 a Y e a r 

G O L F D O M is sent F R E E to the 
presidents, greens chairmen, profes-
sionals, managers and greenkeepers 
of all golf clubs in the United States, 
Canada, Mexico, Cuba and Hawaii. 

We shall be pleased to supply 
G O L F D O M to others than those on 
our regular list at a subscription 
price of $1 a year. 

G O L F D O M 
225 N. Michigan Ave. Chicago 

Join the 
Third Annual 

Golf Tour 
Spring Training Trip 

From Chicago 
Thursday, March 17th 

TEN GLORIOUS DAYS 
on Sporty Southern Courses 

Here is your chance to lose that 
s l i ce—per fec t y o u r m a s h i e 
shots—and be in t iptop shape 
w h e n t h e N o r t h e r n s e a s o n 
opens. 10 days of golf on the 
finest courses, enjoying South-
ern Hospitality—in the best of 
good company. 

All-Expense Charge—$13322 
f rom Chicago, based on lower berth. Includes round-
trip railroad fare, sleeping accommodation for entire 
trip, all meals while en route. Drawing-room or com-
par tment accommodation at proport ionate rates. 
Leaves Chicago Thursday, March 17th. Play all day 
Friday at t he Laurel, Miss., Count ry Club. Arrive 
Gulfpor t Saturday for 5 days on the beautiful Mis-
sissippi Gulf Coast—5 exce llent courses—other delight-
ful enter ta inment . Arrive Columbia, Miss.,Thursday 
for a full day of golf. Friday in New Orleans for 2 
days in the Paris of America—golf or see the unique 
Vieux Carre. Arrive Chicago Monday, March 28th, 
after stop-over to give a final touch to your game at 
the sporty Memphis Count ry Club. 

Make your reservations now—use coupon below 

Illinois Central 
T H E R O A D O F T H A V E L L U X U R Y 

J. V. Lanigan, General Passenger Agent 
Illinois Cent ra l Railroad 
502 Cent ra l Stat ion, Chicago, Illinois 

Please send me circular giving full details of Thi rd 
Spring Golf Training Tour to the South . 

Name. . 

Address. . 
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Houston Ends Flood Ravages 
BATTLING floods gives many golf clubs 

problems that frequently call for so 
much of an outlay in construction 

that the decision generally is to make the 
best of a necessary evil and become recon-
ciled to loss of play and course damage. 

The Houston Country club, one of the de 
luxe southern layouts, has triumphed over 
a poorly drained section by engineering 
work that gives every assurance of per-
manently eliminating the flood peril. 

The land lying around the fairway of 
hole No. 18, directly in front of the club-
house, is traversed by Slaughter Pen 
Bayou, which in turn empties into Brays 
Bayou. During the wet seasons the water 
in Brays Bayou backs up into Slaughter 
Pen Bayou and overflows the banks of 
the latter. This condition makes it impos-
sible to play the 18th hole during flood 
stage and results in a, deposit of silt which 
is disagreeable to play across until dried 
out. 

To eliminate this condition the directors 
of the club had surveys run and an engi-
neer's estimate of cost prepared for con-

structing a levee along the bank of Brays 
Bayou adjacent to the Country Club, be-
tween high points, a total distance of ap-
proximately 1,100 feet. The levee was de-
signed by R. G. Hamaker, chief engineer 
of the Humble Oil Company. The amount 
of earth embankment in the levee is 10̂ 000 
cubic yards. The crown is 10 feet in width, 
with slopes 1V2 to 1. The greatest height of 
the levee is 22 feet. 

The levee crosses Slaughter Pen Bayou 
at right angles, which necessitated a cul-
vert structure through the levee to drain 
this bayou. A 72-inch diameter No. 10 
gauge Armco corrugated culvert was 
selected. Attached to this pipe is a Calco 
automatic drainage gate, which operates 
as a valve and permits the water to run 
out from Slaughter Pen Bayou before the 
Brays Bayou water rises perceptibly. 
When the water level in Brays Bayou 
reaches an elevation greater than the 
Water level in Slaughter Pen Bayou the 
gate closes automatically, preventing back-
flow into the bayou and eliminating the 
overflow. 

This long-lived iron drain-
age pipe is making itself 
popular in course construc-

tion. 



North ' s Season Dawns a t Golf 
Show, March 21-26 

THE second in ternat ional Golf Show and 
Country Clubs Sports exposition cur-

tain rolls up at Hotel Sherman, Chicago 
March 21. This annual affair promises to 
place a grea t deal of emphas is on course 
and clubhouse construct ion and operat ion 
themes during its six-day life. Las t year ' s 
exposition found the course and clubhouse 
equipment get t ing into the spotl ight of 
the show quite as s trongly as the detai ls 
tha t were simply of player in teres t . 

Advance informat ion on the equipment 
to be shown at the exposition gives evi-
dence of careful study on the par t of manu-
facturers . Construction and main tenance 
equipment reveals g rea te r s turdiness and 
simplicity. The fac tors of hard outdoor 
use and possibility of use by unskilled la-
borers have been taken into full con-
siderat ion by the men who are building 
the equipment. 

During the exposition there will be held 
the annual meet ing of the National Green-
keepers association. This is expected to 
draw a large number of greenkeepers and 
greens chai rmen to Chicago for an expert 

clinic on their problems. The Mid-West 
Greenkeepers associat ion is making a 
drive to have a big represen ta t ion of i ts 
active and associate members in at tend-
ance during the National session as many 
of the Mid-West's men are allied with 
the nat ional body. 

There will be exhibits s taged by the 
foremost maker s and handlers of equip-
ment for course, clubhouse and pro shop. 
One of the fea tu res of the exposition will 
be a concerted drive on the par t of the 
manufac tu re r s in teres ted in the profes-
sional business to awaken the pros to 
the i r opportuni t ies as aggressive merchan-
disers. Many of the merchandis ing ideas 
tha t have proved their effect iveness in 
selling through other retai l out lets a re to 
be put up to the professional so he will 
adopt them in promoting the sale of golf 
merchandise through his shop. 

Throughout the exposition the business 
e lement of golf is to be given a s t rong 
play and it is confidently expected tha t 
the event will regis ter in a highly profit-
able m a n n e r with the operat ing officials. 

In detai l ing the value of the exposition 
an impor tan t stopping point for the club 
executive on his spr ing buying tour, the 

T r i f l e s Make Perfection 
But Perfection Is No Trifle"{ 

M I C H A E L ANGELO may 
as well have been talking 

about cleaning grass seed for 
it is the trifles, deemed non-
essential by m o s t seedsmen 
that give some seed its supe-
rior quality. ' ' T r i f l e s " are 
c o n s i d e r e d in the selection 
and cleaning of Scott's Seed. 
As a result it is practically free 
from weeds and waste matter. 
One out of every five clubs sow 
it. Ask for quotations. 

0 . M. SCOTT & SONS CO. 
MARYSVILLE, OHIO 

Golf Course and Lawn Sped 

Sow 
Scotts 
Seed 



impressar io of the golf show, Spearman 
Lewis, says : 

"One thousand new golf and country 
clubs are repor ted for 1926. They will 
spend approximately $138,000,000 during 
thei r first year in real estate , course con-
st ruct ion and club buildings. They will 
add $32,000,000 for new sprinkl ing sys-
tems, locker, bath, k i tchen and dining 
room supplies. The one thousand new 
clubs will expend $15,000,000 in thei r first 
year for salaries, seeding, awards , im-
provements and en te r t a inment . 

"The four thousand golf clubs a l ready 
in existence, plus the one thousand new 
ones, will spend approximately $50,000,000 
for dining room service and miscel laneous 
supplies. 

"To meet these demands, the golf in-
dustry, which crossed the billion dollar 
mark early in 1926, is stabilizing its stand-
ard output and, where twelve months ago 
golf was regarded as an epidemic invit ing 
any kind of cure, equipment for 1927 will 
be ra t ional and simplified, the exposit ion's 
survey shows. 

Holden Heads Club Manager 
Association 

CHICAGO, 111.—Col. C. G. Holden, gen-
eral manager of Olympia Fields Coun-

t ry Club, Homewood, 111., was elected 
president of the Nat ional Association of 
Club Managers at the organizat ion 's first 
annua l meeting, held at Hotel Sherman 
here. More than a hundred club managers 
a t tended the affair and took par t in the 
lively discussions which followed the 
a r ray of pract ical addresses on club man-
agement. A number of manufac tu re r s of 
clubhouse equipment exhibited in conven-
tion displays. Other officers elected: J. W. 
Palise, Bob o' L ink Golf club, Highland 
Park , 111., first vice pres ident ; T. P. Jones, 
Harva rd club, Boston, second vice presi-
dent ; H. J. Poerster , Oklahoma club, Okla-
homa City, th i rd vice president ; C. L. 
Whi teman, Minikahda Golf club, four th 
vice pres ident ; P. L. Woods, Denver Ath-
letic club, fifth vice president ; F. H. Mur-
ray, Ravisloe Country club, Flossmoor, 111., 
secretary, and Wm. Bohnhoff, Bryn Mawr 
Country club, Chicago, t reasurer . 

Compost Mixing Screens 
T h i s low cost , e a s y opera t ing- m a -
c h i n e wi l l p a y f o r i tself in t h e t i m e 
a n d l a b o r i t s a v e s on t o p dressing-
w o r k b e s i d e s p r o d u c i n g s u p e r i o r 
s c r e e n e d m a t e r i a l s . I t h a s a c a p a c -
i ty of 15 cub ic y a r d s pe r d a y . D u r -
a b l y c o n s t r u c t e d ; no c o m p l i c a t e d 
p a r t s . E l i m i n a t e s d r u d g e r y a n d i n -
c o n v e n i e n c e of h a n d s c r e e n i n g . Used 
s u c c e s s f u l l y by m a n y golf c lubs . 

Write today for details and prices 

LITTLEFORD BROS. 
436 East Pearl S t . C i n c i n n a t i , Oh io 

FINEST TEXTURE 
TRUE PUTTING SURFACE 

GREENS WITH A REPUTATION 
Deve loped w i t h t h e F a m o u s 

F L O S S M O O R S T R A I N 
Grown only by 

FLOSSMOOR NURSERIES, Inc 
^ 30 N. Michigan Ave. 

CHICAGO 
Wri te for B o o k l e t 



Pro as MawSter of His Destiny 
ARE golf pros looking into the fu tu r e? 

Are the golf club directors giving 
thought r ight new which might effect 

the fu tu re of the pro insofar as his live-
lihood is concerned? Are the pros' salar ies 
tending upward or downward? Are the 
pros keeping up with the procession in a 
business sense or do they expect the golf 
clubs to carry them as a necessary evil? 
Are the pros making themselves invaluable 
to the golf club or are they creat ing in the 
minds of the players the question, "Is the 
Pro Necessary?" Shall the pro hold a dis-
t inct and enviable position at the golf club 
or will his ent i ty and identi ty be lost in 
the coming years? 

Except for the resort and fee courses, 
golf clubs do not require advert is ing. More 
than one thousand of our four thousand 
golf clubs are so well known tha t they 
can advertise the pro ra the r than the pro 
advertise the club and since golf has made 
such great strides tha t it appears sure of 
becoming our favori te nat ional sport, the 
pro has the greatest opportuni ty ever pre-
sented to the professional sport ing class. 
Today there are more than 500,000 people 
who have the t ime and want to play golf. 
They will take lessons f rom the pro. They 
will buy clubs, balls, bags and patronize 

the pro continual ly—providing he knows 
how to get their business. 

When the pro takes a position with a 
golf club he is given a place of business 
ren t f ree and has f rom three hundred to 
four hundred customers wai t ing a t his 
door. To some he will sell $10.00 in the 
first t h i r ty days; to others $100.00 worth 
of merchandise or service; the amount of 
sales depends upon the pro and the re-
sales depend upon the pro but in the av-
erage club the pro has a potential and 
permanent business of f rom $14,000 to 
$30,000 s ta r ing him in the face if he but 
has the business inst inct and desire to 
accommodate the wishes of those club 
members. 
The Prize Pro 

To secure the maximum business, to 
make himself indispensable, the pro must 
be: 

F i rs t—A merchant . 
Second—A diplomat. 
Third—A good golf player. 
Four th—A golf teacher. 
F i f th—A fr iend of every member and 

above all mus t cul t ivate a pleasant, sunny 
disposition. 

He must first be a merchant in tha t he 
knows the quality of goods to buy, the 



Save T i m e a n d M o n e y 
By Using the 

Peerless Mower Sharpener 

H U N D R E D S OF GOLF CLUBS, 
large and small, now use the Peer-
less Lavvnmower Sharpener. 

T h e Peer less L a w n m o w e r S h a r p e n e r g r i n d s 
all m a k e s of Power , Horse a n d H a n d M o w e r s 
in 20 to 30 m i n u t e s , w i t h razor- l ike edge , 
g iv ing a n y desired c l earance or bevel . M o w e r s 
r u n easier , l e s s power required , h e n c e m o r e 
speed . O n e o w n e r reports t h e y have d i s p e n s e d 
w i t h o n e m a n . A n o t h e r wr i t e s : 4 'The Peer-
less S h a r p e n e r saves u s $700 to $800 a n n u a l l y . " 
Write for Cata log a n d l i s t of users . 

The F a t e - R o o t - H e a t h Co. 
888 Bell St., Plymouth, Ohio 

Save Golf Balls-
Insure 

Accuracy ! 
HAVE A 

LEWIS Golf Ball 
Washer 

AT EVERY TEE 

Above, the white en-
ameled metal tank, 
holding soapy water 
a n d s c r u b b i n g 
brushes. Below,sec-
tional view of pat-
ented beveled slot 
that rotates ball 
three ways, cleaning 
it perfectly. 

Makes washing easy, wi thout 
soiled hands . * 
Improves appearance of links. 
Saves t ime, pat ience, energy and 
golf balls. 
T h e pa ten ted plunger does the 
work with a few strokes. 

30 DAY FREE TRIAL 
On request we will ship you one 
Lewis Golf Ball Washer to t ry for 
30 days . If satisfied, send $6.25, 
or order ext ra washers for o ther 
tees. Otherwise, re tu rn it a t no 
cost to you. Special prices on 
q u a n t i t y orders. Deta i led infor-
m a t i o n sent on request . D e p t . 
G . D . 227. 

G. B. LEWIS COMPANY 
W A T E R T O W N , W I S . 

manner in which to display his goods, how 
to operate his shop, have sufficient sales 
knowledge to know how to approach his 
customer, and, having made his sale main-
ta in his in teres t in the customer to the 
end tha t the customer re turns to re-pur-
chase. Jus t as service is wor th more than 
discounts, the pro will sell good goods 
at established prices and the service he 
renders will be worth more to the club 
member than any discount possible for the 
member to obtain elsewhere. Having es-
tablished the r ight point of contact with 
his club members, the good pro will pay 
his bills a t the wholesalers on or before 
the due date in order tha t he may enjoy 
the same reputa t ion with the manufactur-
ers t ha t he should build up a t his club. 
Given a year or two to accrue a bank bal-
ance, the good pro will order his supplies 
on a C. O. D. basis to secure the lowest 
wholesale prices and the special service 
offered by all manufac tu re r s to good cus-
tomers. The good pro shop will be clean, 
orderly, businesslike, a tmosphere pleasant 
and a feeling of service-above-self will per-
meate the ent i re es tabl ishment so tha t the 
members of the club will consider it so 
great a pleasure to do business at the pro 
shop they will not th ink of depar tment 
stores or f r iends who can obtain wholesale 
prices. 

The good pro, the successful pro, will be 
a diplomat in every sense of the word, 
real izing tha t he has three hundred and 
fifty to four hundred members and some 
six to ten thousand guests a t his club tha t 
are jus t so many individuali t ies, person-
ali t ies and idiosyncrasies with which to 
match his abil i ty as a merchant , employe, 
teacher and f r iend. When Bill Smith loses 
a golf club or misplaces one or leaves it 
a t the 19th hole, it was wi thout doubt 
taken out of the bag in the cleaning shop 
so it is up to the pro to locate th is stick 
or at least use his powers to sa t i s fy Bill 
Smith and send him out happy. Within 
five minutes J im Jones will r e tu rn with a 
perfectly good ball having a perfectly 
lovely smile across i ts face caused by the 
sharp edge of a mashie, mid-iron or nib-
lick. J im says he should get another ball 
gra t i s because this one is defective and 
Mr. Pro, if he is a good pro, will agree 
with him at least for the first two or three 
balls he r e tu rn s in this condition and give 
him a new ball a l though he realizes the 
manufac tu re r would laugh if he were to 
present J im Jones ' claim. In other words, 
the good pro will know the customer is 



always r ight and a little gift now and then 
to a member who knows he is taking un-
due advantage of his pro will result in 
only one thing, tha t is ul t imate profit, 
good-will and consideration for the pro. 
Most pros do not agree with this paragraph 
but 95 per cent of the successful business 
men will agree because the business man 
deals only with those customers he earns 
and he does not have a Board of Directors 
who at tempt to coax four hundred cus-
tomers into his store. 

I rei terate that the pro must be a diplo-
mat. In his merchandising the good pro 
will not become a gold-digger such as we 
find at some resort courses where the 
t ransient t rade is preyed upon by the 
pros who tell you your clubs do not har-
monize with your swing, your pro does 
not know his business and you need a new 
golf bag or you cannot expect to reduce 
your score until he has sold you $50.00 
worth of clubs and has given you another 
$50.00 worth of lessons while you spend 
a week or two at his resort. 

The Playing Part 
The good pro must necessarily be a good 

golf player, else what is the purpose of 
the pro? If he cannot play the course under 
80, how can he teach the members to play? 
And yet, the good pro will not spend all of 
his t ime out on the golf course because he 
didn't come there and expect to get a 
salary from his club just to play golf on 
the course. The good pro will be out on 
the course between seven and nine o'clock 
in the morning either practicing or play-
ing to perfect his game, providing he does 
not have this t ime taken in giving lessons. 
If his club members wish early morning 
lessons, the pro will do his own practicing 
af ter dinner. He will be a good teacher 
in that he is able to study and ascertain 
the peculiarities of each member to the 
point that he can improve his game for 
him by short lessons and the recommenda-
tion of much practice on the part of the 
member to get the part icular swing the 
pro teaches. 

It will be the duty of the good pro to so 
interest himself in the other fellow tha t he 
will lose his own identity as it were, while 
teaching and make it his one and only aim 
to produce a good player f rom each and 
every student. We have seen so many pros 
stand up on the tee for th i r ty minutes and 
allow the student to hit ball a f te r ball with 
the same impossible swing without gett ing 
down to the fundamenta l trouble which 
shows that either the pro does not know 

For Better Turf 
The 

Lyman Carrier 
Products 
WASHINGTON 

C R E E P I N G B E N T 
STOLONS 

Over 900 Greens Plantedwith it 
Nursery at Granger, Ind. 

L E C C O 
The Complete Grass Food 
Manufactured at Granger, Ind. 

Cocoos 
CREEPING BENT SEED 

The last word in fine turf 
j Supply exhausted, next crop 
¡available in September, 1927 

P O A B U L B O S A 
A permanent winter green 
turf grass for the south. Order 
now for next fall's plantings. 
Shipped from Coquille, Ore. 

LYMAN CARRIER 
Granger, Indiana 

or 

COCOOS SEED, Inc. 
Coquille, Oregon 
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The man 

WHO 
selects greens 

can look over the prize creeping bent 
greens of the country and he will see 
that an amazingly large proportion of 
them have been furnished by 

ROBERT F. LEESLEY GRASS CO. 
RIVERSIDE AND 
LEESLEY STRAINS 

have established superiority for tex-
ture, hardiness and low maintenance. 

MAY WE SEND YOU A CIRCULAR 

ROBERT F. LEESLEY GRASS CO. 
Telephone, Riverside 348 

22nd Street at Harlem Avenue Riverside, Illinois 

CHICAGO HOTEL EMPLOYMENT AGENCY 
Larry A. Murphy, Manager 

Headquarters for Golf Club Managers, Professionals 
and other employees. 

Telephone Harrison 3100-1306 
417 South Dearborn Street CHICAGO 

how to explain or does not care so long as 
he receives his pay from the student. 
While writing I am thinking of one par-
ticular, nationally-known golf player; thou-
sands and thousands of men and women 
are proud to say they received lessons 
from this man and the reason is that in 
giving lessons he forgot himself entirely, 
devoting all his ability, all his ingenuity 
and all his knowledge to the end that his 
student learned the easiest, most adaptable 
and most correct swing possible with the 
native ability or rhythm in his physical 
body. This teacher gave himself completely 
to the making of the master out of the 
material available and so won the confi-
denc and friendship of his student that he 
gave perfect satisfaction. 

The good pro who is going to build him-
self into the club as a fixture of the club 
must so forget himself, his own likes and 
dislikes, his own partialities and oddities 
that he will seep into and become a part 
of the desirable quantities and qualifica-
tions of his club among the club members. 
Beneath his skin he may have dislikes but 
they will never appear above the surface 
insofar as a member is concerned. He 
will like all the members; he will be pleas-
ant to all. The cheaper the member, the 
meaner the member, the more the pro will 
be called upon to banish his own desires 
to the end that he becomes a friend of 
everybody. He will never enter into an 
argument between members, he will never 
take sides, he will be a diplomat when it 
comes to an argument, he will show his 
equilibrium and sunny disposition to build 
up friendship, to build up his business, to 
work out his problems and become the 
favorite of all men at the club. He will 
be looked up to as a golf player, to be 
bragged of as a teacher and above all dis-
play a character beyond reproach. When 
the good pro has accomplished these things 
he is then building on a foundation secur-
ing his own future as a pro and will per-
manently combat the idea of having the 
golf club itself control the privileges of 
the pro shop or the proposition of the 
clubs hiring a mediocre man to teach on a 
salary basis while the club or some one 
else in the club manages the caddy de-
partment and the concessions as they re-
late to the course. 

There is, perhaps, one thing I have for-
gotten and that is the pro's connection 
with the caddy master and the caddies 
themselves. In the good pro, the caddies, 
each and every one of them finds a friend— 

| 
MORE THAN 

lOOO CLUBS 
USE OUR 

MEDAL and MATCH PLAY 
TOURNAMENT CARDS 

AND 
GRAPHIC HANDICAP CARD SYSTEM 

lF YOUR CLUB DOES NOT—LET US KNOW 
AND 

WE WILL SEND 
CATALOGUE and SAMPLES 

ORDER NOW FOR 1927 SEASON 
THE GRAPHIC ^CORE BOOK CO. 

521 GRAND BLVD. 
PARK RIDGE ILLINOIS 

HICKORY 
We have engaged in manufacture of 
hickory products for the past twenty-
six years, and can furnish pro finished 
hickory golf shafts of the very finest 
quality. 

I. R. Longsworth Co., Somerset, Ky. 



the man who will teach them the game, 
rules and swing and with the good pro 
there will be no partiali t ies as between 
caddies because he must see the weak spots 
in the various caddies and help them im-
prove themselves. He will not usurp the 
authori ty of the caddy master but all cad-
dies will be his fr iends and they will help 
him build a reputation among the mem-
bers to the end tha t the pro becomes as 
necessary as the club itself. 

The pro has another angle which is of 
much concern. The golf course is just as 
much an insti tution as the clubhouse and 
if the pro is to become popular, if he is to 
become a fixture, if he is to remain indis-
pensable, he will make himself a devoted 
friend of the house manager and the green-
keeper. The pro will not cut out divots 
without having them replaced immediately 
and he will not t ry to lord it over the 
greenkeeper. He will assist the green-
keeper where possible and by no means will 
he ever complain of the greenkeeper's 
work to anyone else any more than will he 
find fault with the food or the services in 
the operation of the grill. 

It is the pro's duty as the pro to build 
up a state of harmony throughout the en-
t i re club. 

L ... . - • : J 
WORLD'S LOWEST PRICED 
GOLF COURSE TRACTOR 

STAUDE GOLF 
COURSE TRACTOR 
PRICE ONLY $420, f. o. b. 

Ful ly Guaranteed 
In universal use, weight 1625 
pounds, easily pulls mower 
cut t ing 142 in. swath, etc. 

Write today for full information 

E. G STAUDE 
MAK-A-TRACTOR CO. 

2696 University Ave. ST. PAUL, MINN. 

What ' s Your Idea ? 
GOLFDOM wants a variety of 

concise and intensely practical edi-
torial articles of interest to golf club 
presidents, greens chairmen, profes-
sionals, managers and greenkeepers. 
These articles should be boiled down 
so the facts and figures can be kept 
within 1500 words. Pictures and 
sketches of new ideas also are inter-
esting and valuable. 

If you lack time, or hesitate be-
cause you doubt, or are modest 
about your writing ability, don't let 
that bother you. Just a rough out-
line of the salient points of your 
article will suffice for our editorial 
staff. 

This exchange of experience will 
help you, your club and every other 
club in the country. 

The Editor GOLFDOM 
! 225 N. Michigan Ave. CHICAGO 

ERNEST 
CHAMBERLAIN 

B INCORPORATED 

GRASS SEED 
and 
COMPLETE EQUIPMENT 
for 

GOLF COURSES 

127 W. Woodbridge St. 

D E T R O I T , M I C H . 
SEND FOR ILLUSTRATED CATA-
L O G O F E Q U I P M E N T A N D 
G R A S S S E E D P R I C E L I S T 



E. E. P e t e r F r e d G a r d n e r 

C H I C A G O 
T U B E © I R O N C O . 

2531 to 2561 W e s t 48th St, Chicago, 111. 
S P E C I A L I Z E S I N 

PIPES - VALVES - F I T T I N G S 
F o r Golf Course W a t e r S y s t e m s 

J o n e s & L a u g h l i n Wrot Pipe, n o t e d f o r i t s 
s t r e n g t h a t we ld a n d d u r a b i l i t y , h a n d l e d 
exc lus ive ly . 

.Boi le r s a n d R a d i a t i o n f o r y o u r Club H o u s e 
a n d T u b e s f o r y o u r Bo i l e r s . 
T r y t h e C h i - T i - C o s e r v i c e ; d e l i v e r i e s m a d e 
a n y p lace . E s t i m a t e s u p o n r e q u e s t . 

Telephone L a f a y e t t e 1447 

Headquarters for Lawn Sweepers 
Clean t h e F a i r w a y s a n d G r e e n s w i t h S p r i n g -
field L a w n Sweeper s . H o r s e , t r a c t o r or h a n d 
o p e r a t e d . I n v a l u a b l e to Golf Clubs. Soon 
p a y s f o r i n i t i a l cos t . W r i t e f o r p a r t i c u l a r s . 

Manufac tured by 

Springfield Lawn Sweeper Co. 

FRANK P. MACDONALD 
GOLF ARCHITECT 

First N a t i o n a l B a n k B u i l d i n g Chicago , I l l i n o i s 

Protect ing Caddies I m p o r t a n t 
Phase of Ball Marking 

MORE genera l acquain tance with the 
rules of golf and the enforcement of 

these rules is put t ing the spotlight on 
properly identified balls f rom a technical 
angle, but the advocates of 100% identifi-
cation of ownership of golf balls also are 
making a s t rong play as an ethical point. 
They point out tha t an unmarked golf 
ball subjec ts the caddie to considerable 
tempta t ion . The ready salabili ty of a used 
golf ball is not seriously slackened by the 
rules tha t forbid member s of any club 
f rom buying balls f rom the caddies be-
cause there are too many casual and un-
a t tached players who are encouraging ball 
bootlegging by the caddies to give much 
hope of eradicat ion of the evil by any 
method other t han tha t of plain and 
proper proof of ownership on the ball. 

This ball marking, when carr ied out by 
all of a club's membership , removes temp-
tat ion f rom the caddies. Though a com-
mi t teeman and player may argue to his 
hear t ' s content tha t such a simple method 
will not get a t the basic detail of the 
stolen ball problem, dishonesty, it still re-
mains obvious tha t the marked ball makes 
the f t and re sale open to so much suspi-
cion tha t the boys are not going to take a 
chance readily. Like the gent leman said 
when asked to have a drink, "I can resis t 
everything except temptat ion," the caddie 
is not to be eternal ly damned for yielding 
tc a tempta t ion tha t is placed before him 
f requent ly and is so easily and profitably 
yielded to when the ball in his possession 
is unmarked . 

Looking a t the ma t t e r solely f rom the 
caddie welfare s tandpoint the club and 
its players are tak ing the r ight course 
when they insist on marked balls, best 
qualified s tudents of this si tuation state. 

Forms for the March issue of 
GOLFDOM, close Feb. 25th. 

Used Golf B a l l s P u r c h a s e d — H i g h e s t p r i ce s 
p a i d . A n y q u a n t i t y , a n y c o n d i t i o n . F o r f u l l 
i n f o r m a t i o n w r i t e , GOLF B A L L S , B o x 10, 
G O L F D O M . 

L E W I S I M P L E M E N T & S E E D COMPANY 
Incorporated 

L O U I S V I L L E - K E N T U C K Y 
S p e c i a l i s t s in K e n t u c k y B l u e Grass , F a n c y R e d 
Top, a n d Golf M i x t u r e s , e spec i a l l y c l e a n e d a n d 
s u i t e d to Golf Courses . 

F A I R W A Y 
& P O W E R 
M O W E R S | 
H I T C H E S 

Greatly reduced prices on direct sales.~ ' 
W r i t e for descriptive l i terature. 

NATIONAL MOWER CO. 
2418 University Ave., Minneapolis, Minn. 

The Finest Type Fa i rway Mower built w i th 
double sets of tempered steel cut gears 

in oil t ight I ' 
cases. 

Parts and 
service in 

all sections. 




