This world-famous Greens Mower now
Easier-running, Closer-cutting than ever!

Greenkeepers in all parts of the world
who have, for years, used the “old reliable”
PENNSYLVANIA GOLF high wheel
mower for greens cutting will want to take
advantage of our SPECIAL INTRODUC-
TORY OFFER on a new, improved model
of this world-famous ARISTOCRAT.

Not only is this improved ARISTOCRAT
easier to push that the popular old model,
but, through higher gearing and other re-
finements, it cuts more closely and uniform-
ly than ever and positively will not ridge
the greens. On actual test, it has proved
unusually efficient in cutting the modern
creeping bent greens,

To take advantage of our SPECIAL IN-
TRODUCTORY OFFER on this im-
proved greens cutter, fill in and mail the
coupon below and we will ship you, trans-
portation prepaid, a NEW ARISTOCRAT,
complete with grass box as shown above, on
30 DAYS’ FREE TRIAL, entirely at our
risk and expense.

After 30 days, if for any reason you decide
not to keep the mower, return it to us,
freight collect. Otherwise, a special cash
discount of 5% will be allowed for pay-
ment within the 30 days’ time. One mozwer
only to any Club in this offer.

PENNSYLVANIA LAWN MOWER WORKS

~ 1628 North 23rd Street, Philadelphia, Pa.
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A Matter of Pride!

Al PR T

ROM center to cover—from the grow-

ing of the rubber used in the ball to
the application of the finishing paint—
the “U. 8.” Royal Golf Ball is in every
respect 100 per cent a product of the
United States Rubber Company.

With us, our golf ball is a matter of
pride —a product which is a continual
advertisement of our company and the
thousands of other things we make, to
the large buyer of rubber goods and to
the ultimate consumer. For this reason
the “U.S8.” Royal is made as fine as
money and brains can make a golf ball.

Ask your Professional for “U. 8.”
Royals and write for Bob Davis’ easy-
reading booklet—*“Do You Know How
a Golf Ball Is Made?”

UNITED STATES RUBBER COMPANY
Golf Ball Dept., 1790 Broadway, New York City

Trade @ Mark

ROYAL GOLF BALLS

Seventy-five cents each ~. In recess or mesh marking

Please mention GOLFDOM when writing advertisers
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Here is the best of golf
S prinklers

because:

it gives the volume and coverage re-
quired by golf courses; it gives even dis-
tribution ; it is gearless, simple and always
ready to do your particular kind of work
for which it was especially designed.

T he price is right—$15.

We'll let you prove this
to your own satisfaction.

“ , , Send for a LARK on trial. We’ll
pay the shipping charges to you

e and will take the sprinkler back
in 15 days, at our expense, if it's

not entirely satisfactory.

L. R. NELSON MFG. CO.
PEORIA, ILL.

Control Brown Patch
Save $600 - $1000 this year by using

CALOGREEN or CALO-CLOR

(Special Finely Powdered Calomel) (Calomel-Corrosive Mixture)

The U. S. Dept. of Agriculture Recommends

these mercury salts. Their latest experiments prove conclusively that

calomel (Calogreen), and calomel-corrosive sublimate mixture (Calo-
Clor) give longer protection and better control.

Calogreen and Calo-Clor are pure chemi- Other brown-patch remedies, which per-

cals, 1009% active, containing no fillers, naps you used /ast year, required over

fertilizers, or other inert substances. FIVE times the quantity.

3 ozs. per 100 sq. ft. will give complete 16 ozs. per 1000 sq. ft. to give complete
control, control.

As the cost per pound of all these remedies is approximately the same,
you can control large and small brown-patch at 1/5th your last year’s
bill—if you use the latest methods based on government experiments.

Write for free booklet describing these experiments, with directions for wsing CALOGREEN and CALO-CLOR

MALLINCKRODT CHEMICAL WORKS

St. Louis Montreal Philadelphia New York

Please mention GOLFDOM when writing advertisers



JULY, 1928

The NEW
MEDART

PLAYGROUND
APPARATUS
CATALOG
illustrates, describes and
prices over 30 different
pieces of playground appa-

ratus. A copy of this new
catalog on request.

3542 DeKalb Street

The Playground

Your Club needs

With the whole family spending afternoons at the
club, there must be something for the children to
do—something to interest them, keep them from
bothering the elders, and to keep them away from
the dangers of the fairways—

Medart Playground Outfit

Medart Playground outfit No. 395 is just the thing
for the golf club. The specially adapted Golf
Club Outfit as pictured above provides a complete
playground. See-Saw, slide, three swings and a
horizontal bar—enough to keep 50 or more chil-
dren interested in wholesome play. Send your
order today.

The Fred Medart Manufacturing Company is the
country’'s pioneer and leading manufacturer of
playground equipment. This special unit is an
assembly of the Medart Standard Equipment, the
same equipment used on playgrounds throughout
the country; built to stand the hardest usage and
give years of service.

Price f. o. b. St. Louis, Mo. This outfit

steands 10 feet high and requires a $ 50
ground space of 32x22 feet. Erecticn —

instructions with each outfit.

Fred Medart Manufacturing Company
St. Louis, U. S. A.

For 55 years makers of Gymnasium Apparatus and Playground Equipment

Please mention GOLFDOM when writing advertisers
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irrigation--
and Golf Club
Prosperity

Parched, baked-out golf courses with cracked ground and concrete-
like fairways can be prevented by irrigation. The Miller System
of Golf Course Irrigation, which adapts the famous California
system to the needs of other parts of the country, is both effective
and economical. ‘The net result is to maintain a uniform length
of course every playing day, overcome the severest droughts and
make the game far more pleasurable.

Every player and golf club official will recognize the value of these
advantages. We will gladly advise any interested party further,
telling something of our services to some of the leading courses of
the country.

WENDELL P. MILLER

and Associates
GOLF COURSE DRAINAGE and IRRIGATION

Engineers--Constructors
208 So. La Salle St., Chicago, Ill. 85 East Gay St., Columbus, O.

SEMESAN Combine SEMESAN with Urea
— and save high prices of patented
preparations.

GRASS SEED
FERTILIZER

TORO EQUIPMENT
- COURSE EQUIPMENT
25, tn § 62,60 GREENS ACCESSORIES

100-1b. drum  240.00

J. OLIVER JOHNSON, Inc.

World’s Largest Golf Course Equipment House
Morgan, Huron, Superior Streets Chicago

© Reg, JOJ Inc., 1928

Please mention GOLFDOM when writing advertisers
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BERLOY

A holder for
golf balls.
A holder for

the golf bag.

A holder for
the whisk broom.

Special shelf for
shoes.

Full louvre door.
Utmost ventila-
tion.

Strike to seal
door against
dust and dirt.

Mirror in every
locker. Size 8x10.

Rod for coat
hangers. No
wadded gar-
ments.

Ten of these
ball-type clothes
hooks.

Paracentric lock
that defies pick-
ing.

Locker

men

HE inside of a Berloy

Golfer’s locker holds
more club conveniences than
could be told about on a
membership application of
the same dimensions.

It isn’t filled with prom-
ises — it has the conve-
niences to back up its hold
on popularity.

These excellently ap-
pointed golf lockers send

refinements that
enthuse about!

them out on the links with
smiles on their faces — and
welcome the weary ones
who return, with all the
comforts of home.

Men enthuse about these
lockers because they antici-
pate every convenience that
the golf player could want.
Send for detailed informa-
tion regarding these feature
lockers.

THE BERGER MANUFACTURING CO.

CANTON, OHIO

Atlanta Houston
Boston Indianapolis
Chicago Jacksonville

Cincinnati
Columbhus
Dallas
Detroit

Kansas City
Long Island City
Los Angeles
Milwaukee

BRANCHES AT

Reoechester
San Antonio
San Francisco

Minneapolis
Montreal
Newark, N. J.

New York City Seattle
Philadelphia St. Louis
Pittsburgh Toronto
Roanoke

Export Department; 516 W. 25th St., New York

THE BERGER MANUFACTURING CO.
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FRIEND reiidthe
GOLF SPRAYERS

LARGE —MEDIUM — SMALL

For All Golf Course Spraying.
Insecticides, Fungicides, Liquid Fertilizers

For Fairways, Putting Greens, Trees, Shrubs, burn-
ing and destroying weeds,

Distributed by Better Golf Course Equipment Deal-
ers. Write for information.

“FRIEND’ MFG. CO.

GASPORT, ‘
N. Y., U.SA.

‘_ One of the smaller machines at work.

B N e e
* GOLF COURSES

DESIGNED and BUILT COMPLETE

PRELIMINARY SERVICE FOR LAYOUTS, ITEMIZED ESTIMATES, ALL DETAILS
D INFORMATION FURNISHED GRATIS

WRITE FOR OUR ECONOMICAL METHOD OF PROCEDURE

UNITED STATES GOLF ARCHITECTS, ixc.

“DESIGNERS. ENGINEERS, CONTRACTORS”
STANLEY F. PELCHAR 310 SO. MICHIGAN AVE., CHICAGO  jAs. J PRENDERGAST
OTTO CLAUSS, LANDSCAPE ENGINEER

GOLF ARCHITECT Telaphone Haestuan €716 CONSULTING ENGINEER
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GREATEST SPRINKLING MACHINE
EVER MADE

Covers 22,5600 square feet—nothing can compare
with it.

The Dayton Sprinkler Type “E” is designed for
use on large areas such as fairways, polo

fields and athletic fields.
It covers a circle from 140 to 160 feet.
It delivers 6,000 gallons of water per hour.
Write for prices and full details

Manufactured and sold by

The Dayton Irrigation Company
of DAYTON, OHIO

FEATHEREDGE Sgpver

Mats
meet your need

Featheredge Sponge Rubber Shower mats are non-
skid, easy on the feet, sanitary and wear long. They
are available in five colors and are truly economical.

Many well managed clubs of every size highly
endorse the Featheredge mat as ideal for shower
bath use.

Big demand due to ideal satisfaction of Feather-
edge shower bath mats brings a 25% price reduction
this year. Featheredge price NOW is 95c a square
foot.

Write for samples today so you can have Feather-
edge mats in your showers this year.

FEATHEREDGE RUBBER CO.

346 West Huron St. Chicago, 111,

show retail and
wholesale

- 2 8 now
offer you whnlesale prices because we proved last year thal true
wholesale dealings with Golf Clubs showed minimum selling costs,

tremendous sales increase, and most Eﬂlt to all

NATIONAL MOW

2418 University Ave.
The finest type Fairway Mower built with duuble sels of temereu
steel cut gears

Write iur
literature.

Please mention GOLFDOM when writing advertisers



JULY, 1928

July is a vital month in the life of your
turf. At this time certain of the danger-
ous grubs reinfest the turf. Protect your
course by “grubproofing” the turf now.

Sherwin-Williams Arsenate of Lead will
control and prevent infestations of greens,
tees or fairways.

Sherwin-Williams Arsenate of Lead is the

lightest and flufiest made. This insures
good mixing and complete coverage of the

Trade Mark Registereq

turf. No “bare” spots. It possesses maxi-

mum killing properties, quick action and

unquestioned effectiveness in controlling
“grubs”, worms, earthworms and many
weeds.

S-W Arsenate of Lead also stimulates

growth of turf grass. There are no in-
effects. It ‘“‘agrees” with other
chemicals and fertilizers used to promote
a healthy turf.

jurious

SEND FOR COMPLETE DIRECTIONS

Send for an informative bulletin that makes it
easy to “grubproof” the turf on your course.
Start work at once to prevent or control grubs.
For a free copy, address—

THE SHERWIN-WiLLIAMS (O.

Cleveland, Ohio

SHERWIN-WILLIAMS

ARSENATE OF LEAD

Please mention GOLFDOM when

writing advertisers

GP
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Buy /
ROSEMAN
MOWERS

on 3 years’ time

To make available to all clubs the most efficient fairway mowing
equipment, we have worked out a plan whereby clubs may
purchase Roseman Mowers and pay for them over a per-
iod of three years . . . 409, at the time of delivery, 409,
the following year and the balance the third year.

This extended payment plan immediately provides
the best fairway mowing equipment without
burdening the maintenance budget.

This plan is founded on an intimate knowl-
edge of golf club financing and oper-
ation.. It can be made to suit
your convenience — write

for particulars.

roll your fairways as you would roll your greens.

Roseman Tractor Mower Company

11 West 42nd Street The only builders of gang hollow roller 810 Church Street
5 mowers with practical experience s 2
New York City in greens maintenance. Evanston, Illinois

Please mention GOLFDOM when writing advertisers
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WHO PAYS

One Club Studied Members’
Accounts and Then Weeded
Out All But the Live Ones

By “SLICER”

UR CLUB, in common with many of
the better class golf clubs, has the
problem of the inactive member. Prob-

ably it would be better to refer to the gen-
eral trouble as that with the non-support-
ing member. It is true enough that the
private golf club is not organized for
profit, but is equally true that it is not
organized to incur a deficit that often may
be traced to the failure of an appreciable
portion of the membership to accept the
responsibility of private club attachment
in building up the necessary volume of
business.

One of the usual identifying perform-
ances of the man who does not do his share
in supporting the club is the violence of
his protest when announcement is made of
the deficit for which he and his associate
laggards are to a major extent responsi-
ble.

When I was appointed to my position as
chairman of the house committee, I was
told by our president that his policy was
all for a business administration. As it
has been my observation that one of the
unavoidable and essential details of a
business administration is connected with
getting the business, I began to study our
situation. What I hoped for was to get
volume that would enable us to operate
profitably, for with the uncertainties of
weather especially hazardous to the finan-
cial success of a golf club, the good days
must yield a substantial amount of busi-
ness.

Even a casual survey of the situation
revealed that too many wanted to dance
without paying the piper. I hold no brief
for the pleasure or for the business as-
pects of snobbery. It seems self-evident
to me that if a man is set upon belonging
to one of the better class country clubs
he may as well reconcile himself to the
fact that the implied high social standing
is going to cost him something. It cer-
tainly is no disgrace for a man to limit
his expenses to what he can afford, but
it's at least the square thing for him to
line up with what is accepted as the
standard at his club for if he's not carry-
ing his part of the load he is doing his
fellow members an injustice.

The matter gets deeper into ethics and
character study than I care to go. We have
the fellow who is in over his head in
financial requirements, we have the fellow
who doesn’t realize the club’s business
situation and we have the nickle-nurser,
often affluent, but so tight that he will
haunt the department stores looking for
cut-priced items in golf goods, subject him-
self to considerable inconvenience rather
than patronize his club restaurants and
in general make of thrift a *slave-driver
rather than an ally.

Analyze Situation

Now for the way in which we handled
our own problem.

What I did was this: I had the book-
keeper make up a statement on July 1st,
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last year, showing the amount of money
each member spent during the first half
of the year. This was made up on a sheet
like a voucher journal and so divided
that it showed so much for house account,
so much spent in the pro shop, so much for
caddie fees, and so much for guest fees,
and then a total of all the accounts he had
contracted. When making this distribution
we learned whether or not this man used
the clubhouse, that is, we knew just how
much he had spent for meals; the second
column told us whether or not he was
patronizing his club pro shop, the third
column told whether or not he used caddies
or lugged the bag around himself; the
fourth column showed whether or not he
brought any-guests to the club. We had
the fifth column show how much he spent
in the locker room but we threw this in
with the house account.

The first statement told us something
about . the character, the spending ability,
the natural tendency of the individual in
so far as the interest of his club was con-
cerned. In other words, if we found, as
we did in some cases, that the man did not
spend over $2.00 in three months for cad-
dies and had not spent more than $5.00
or $10.00 in the shop, and his meals at the
club consisted of a sandwich or two a
week, he was placed in a certain class by
this distinction. If we found he spent a
censiderable sum in the house, because his
family entertained there and then noticed
that he did not spend money for caddies
or in the shop or locker room, we checked
the activities of the pro shop to show
whether or not the man was playing
golf. We have a record in the shop show-
ing how many times each man’s clubs are
used which now tells whether or not the
member is using the course.

Pass Word Around

When this first record was made we called
the Directors’ attention to approximately
100 men who, it appeared, should have
been playing on a daily fee course because
they were not able to play any day except
Sunday. They very seldom ate any meals
ai the house and very few of them used
caddizs. We did not tell the Directors the
names of these men, but asked the Direc-
tors and the House Committee to circulate
the information among the membership
that a check was being made to ascertain
who were the real-honest-to-goodness golf
players who should belong to a private
club and also the names of those men who

GOLFDOM

should not belong to a private club be-
cause of their inability or because of their
failure to utilize the facilities there.

However, we did not say anything to
the members until three months had
passed, at which time we took off a second
record from the ledgers. It was practically
the duplicate of the first but of course
the figures were a little larger; however,
tight-wads, and the financially ecramped
fellows, and the men who did not use the
club all appeared in the same columns
and amounts as was shown by the first
statement. When this second statement
was finished, we were surprised to learn
that we had about 50 men who had spent
less than $50.00 for a full season’s golf;
tnat is, for meals, caddies, guests, pro
shop supplies, drinks, and everything. In
other words, they and their families had
spent less than $50.00 during the entire
year. We found an additional 125 men
who had not spent $100.00, and we found
that 50 men had spent more than $350.0¢.

The tabulation we made showed we had
six classes in the membership, and the
bookkeeper listed the names of those men
according to expenditures in classes. For
instance, the first class was from nothing
to $50.00; the second class from $50.00 to
$99.00; the third class from $100.00 to
$149.00; the fourth from $150.00 to $199.00;
the fifth from $200.00 to $300.00; and the
sixth class more than $300.00.

Averages Uniform

In analyzing the work sheet of the book-
keeper, we found that the men who spent
money in any one department spent the
average proportion in each of the other
departments. In other words, if a man
used caddies consistently, he spent money
in the locker room and in the clubhouse,
and if he spent money in the clubhouse
he patronized the club pro shop. It showed,
then, that if he was a real golf player, a
real fellow, and a real club member, his
expenditures were not lopsided and among
the poor spenders practically all the ac-
counts were listed in the grill and nothing
was spent in the pro shop, practically noth-
ing for caddies and nothing for guests.

You will understand, now, that we are
not studying personalities or character,
but the tabulation and the true facts re-
vealed by this tabulation told us more
about character, disposition and inclination
than half a dozen books on the subject or
stories which might have been told of the
individuals. After this second tabulation





