
And Now!-
Cheaper and 
Simultaneous Control 

of 
Large Brown-Patch 
Small Brown-Patch 
Earthworms 

with our new product 

Calo-Clor 
Practical tests dur-

ing 1927 by the U. S. 
Department of Agri-
culture in Washington, 
D. C., agreed with 
these results we ob-
tained in St. Louis. 

CALA-CLOR is the 
most effective and eco-
nomical Brown-Patch 
remedy on the market 
today. 

Write for our free 
booklet giving the re-
sults of the tests. It 
also contains full di-
rections for control-
ling Brown-Patch and 
Earthworms. 

CALO-CLOR, CAL-
OGREEN, Corrosive 
Sublimate and other 
mercury salts are all 
manufactured by 

MALLINCKRODT C H E M I C A L W O R K S 
St. Louis Montreal Philadelphia New York 

Sel f -
Adjus t ing 

Smooth mowing is 
permanently as-
sured With F. & N. 
TITAN Fairway 
Mowers by the pat-
ented F.&N. Self-
Adjusting Device 
in the revolving 
reel. No atten-
tion or difficult ad-
justments by hand 
are ever necessary. 

Quintet 
Fairway Equipment 

TO stand the gaff of rugged, heavy 
tractor service, mowers must be de-

signed and built especially for this work. 
F. & N. TITAN Fairway Mowers are! 
They're large—drive wheels are 17 inches 
high. They stay in alignment—the inter-
locking frame and cutter bar assure this. 
They run easily, cut smoothly for an un-
usually long time—assured by gears cut 
from drop-forged, carbonized steel, run-
ning in oil-tight gear case. Also assured by 
genuine, heavy duty, Timken Roller Bear-
ings; five tempered crucible tool steel 
blades. Least attention and care are re-
quired, too, because of the automatic gear 
shift, the patented self-adjusting device, 
and other superior and exclusive features 
that gladden the heart of caretakers. Get 
all the facts. Write today for catalog and 
prices. 

Supplied in gangs of three or five for 
Fordson, Staude, International and 
any other tractor, complete with 
attachments for flexible all-steel frame. 



Ten Commandments for 
Keeping the Pro Job 

By JACK FULTON, JR. 

THIS article is going to make some pros "sore." We are willing to take this 
risk, because it is going to do more of them, particularly the younger ones, 

no little good. If ycu think any of these "ten commandments" are wrong, we 
will be more than glad to have you write us your views. If you have some addi-
tions or comments to make, pass them on also. 

ONE of the hardest jobs a young pro 
has to learn is that he is an employee 
and not a member of the club that 

employs him. This was most forcefully 
brought out in the experience recently gone 
through by a young fellow with one of 
the largest clubs in the New York area. 

He came to the club after five years' ex-
perience, three as assistant pro and two 
on his own, with a small Ohio club. He 
was excellently recommended as a good 
teacher, a fine player and a man with suffi-
cient polish and education to satisfy the 
requirements of a metropolitan club. 

For the first month or so of his new po-
sition, the young pro was all that could 
be expected. The members found him 
agreeable, intensely bent on making a suc-
cess of his new job and anxious to please. 
They patted themselves on the back and 
congratulated each other on acquiring so 
good a pro; for the past five years they 
had hired a new pro each year, only to 
find him unsatisfactory. 

The young pro was not blind to this 
feeling among the members and in his de-
sire to cement it still further, he made a 
point of taking frequent trips through the 
locker-room and stopping to chat with the 
various members he found there. There 
were certain members in particular, the 
"regulars" always at the club, with whom 
he became very intimate. He felt he was 
getting along in great fashion and that 
he had his job for life if he wanted it. 

But toward the end of the season he be-
came aware that the bulk of the members 
were less cordial than earlier in the year. 
It puzzled him and indeed, he did not 
grasp the reason fully until one day when 
the president told him the club had de-
cided not to renew his contract for the 
coming year. 

The pro was aghast. What had he done? 
Then the president, talking as a father to 
a son, explained: 

"In your professional duties," his em-
ployer began, "you are all a club could 
ask; we have no kicks; from that stand-
point we've never had a better pro and 
never will. But you have made one mis-
take all year that has soured the member-
ship on you and, although most of the 
club officials wanted to keep you on for 
another year, the members at the annual 
meeting asked for a change. We can do 
nothing but be governed by their wishes." 

"Your mistake, and I really believe you 
will be very surprised when I tell you, is 
that you appear to be just a little too good 
for your job. You have made it a policy 
to spend a great deal of your time in the 
locker-room mingling with the members. 
As a result, when some member wanted 
supplies in your shop, you were not there 
to serve him but were mixing business 
with pleasure where you didn't belong. 

"Let me give you a word of advice. If 
you want to be respected and looked up 
to in the next club at which you are em-
ployed, keep yourself aloof. Stay in your 
shop or out around the first tee, be cordial 
and friendly with everyone, but always 
hold back just a little. Show that you 
know you're an employee but a very high 
class one. Make the member realize it, 
too. I don't mean for you to act like 
Uriah Heep and overdo this ' 'umbleness' 
as he used to boast, but keep just a little 
apart. The older members will like it, 
you'll be more of a hero to the younger 
men, and the wives of the members, in 
particular, will respect your good judg-
ment and reserve." 

Wiiat a lot of good advice there is in 
that president's words, and how many 
young pros could profit by it. There seems 
to be something about country club life 
that lures them to excess familiarity not 
found in the pros whose jobs are the pub-
lic links. 



BEAN GOLF COURSE SPRAYER 
/ V FOR APPLYING FERTILIZERS, 

FUNGICIDES AND INSECTICIDES 
Don't fail to visit our 

exhibit at t h e Inter-
national Greenskeepers' 
Convention and Show at 
Hotel Sherman, Chicago, 
Illinois, March 12th to 
17th inclusive. 

O u r repre-
sentatives will 
be in a t tend-
ance and will 
be very glad to 
discuss spray-
ing problems 

for the golf course, shade 
trees a n d shrubbery. 

W e will also exhibit and demonstrate 
one of our large size machines. 

Write us for catalog and prices on the largest and most 
complete line of spraying machinery in the world. 

B E A N SPRAY PUMP CO. 
LANSING MICHIGAN 

W e s t e r n F a c t o r y S a n Jose , Cal i f . 

FLOSSMOOR is all set 
for ano the r record Bent year 
This tide of preference for the genuine FLOSSMOOR Creeping Bent 
continues to rise. 
Our nursery facilities are keeping pace so you can count on getting the 
real Flossmoor strain, no matter what rumors you may have heard 
about the demand seriously taxing our supply. 
In the Chicago district, where the standards of maintenance are exceed-
ingly high and where experiences with creeping bent may be readily 
compared, there are more than twice as many FLOSSMOOR creeping 
bent greens in service as all other strains of bent combined. 

Write us for prices and a convincing, lengthy list of satisfied users. 
Mak& certain that you get the true FLOSSMOOR strain by 

ordering direct from 

FLOSSMOOR NURSERIES, Inc. 
Under the personal supervision of Harry J. Collis 

30 N. MICHIGAN AVE. C H I C A G O 



Alex Pirie, president of the Professional 
Golfers' association, said recently: "One 
of the problems of the P. G. A. is to keep 
our members in their good positions. Too 
many pros who are well qualified as teach-
ers, club-makers and greensmen, lose their 
contracts each year. Personality has a lot 
to do with this unrest and a book entitled 
'Etiquette for Golf Professionals' wouldn't 
do a lot any harm." 

Pirie is right. The pro holds no menial 
position; his is just as honorable a profes-
sion as the doctor's and lawyer's, and one 
his club's members look up to. He need 
not be "'umble" at any time. But it is 
essential that he never mix with the mem-
bers. The old saying, "Distance lends en-
chantment" still holds true. 

If I were a pro, I think I would be gov-
erned by certain basic principles of con-
duct something along these lines: 

(1) I would keep out of the clubhouse, 
especially the locker-room, except on busi-
ness. 

(2) I would never address a member by 
his first name, but would always use the 
form "Mr. So-and-So." 

(3) I would never refuse a tip for some 
slight favor I had done a member. I would 
say, "That's all right—forget it." But if 
the member insisted, I would accept the 
gratuity and thank him cordially. Use 
some judgment. 

(4) On the other hand, I would never 
charge a member for such slight jobs, as 
renewing the wrappings on a club or buf-
fing up a head. 

(5) I would unhesitatingly take back 
any merchandise sold by me which did not 
satisfy the member. I would be imposed 
on at times, but the gainer in the long-
run. 

(6) I would be particularly careful to 
be agreeable but never familiar when giv-
ing lessons to women. 

(7) If I had a wife, I would instruct 
her to stay off the club grounds, at least 
during the daytime. If she insisted on 
visiting me at work, I would require her 
to remain inconspicuous. 

(8) I would never forget that I am a 
professional man just as much as any doc-
tor or lawyer, and would remember that 
the country club is primarily my business, 
not my pleasure-haunt. 

(9) I would play no favorites among 
the members. Club politics have cost many 
a good pro his job, simply because he had 

the unwitting appearance of being on the 
"wrong" side. 

(10) As far as the members knew, I 
would be a tee-totaler. I would refuse in-
vitations to drink by saying, "Sorry, I'm 
on the wagon these days." 

These ten rules are not offered as a 
sermon. Nor, obviously, will all ten apply 
to any one pro. But, if you think they are 
not common pro failings, ask any member 
of any club what his pro's worst fault is 
—you'll find it among the ten precepts 
listed above. 

Chicago Golf Show to Be 
Biggest Ever Held 

WITH the opening curtain of the Third 
International Golf Show still three 

weeks away from GOLFDOM'S deadline, the 
distinction of the event to be held at Hotel 
Sherman, Chicago, March 12-17, is assured 
as the biggest golf exhibition ever held. 
There are 104 exhibitors already signed for 
appearance. Of these 44 are showing for 
the first time. 

Walter Hagen, who will be there as an 
active business man, boosting his own line 
of golf goods, also will be a big public 
drawing card. 

The range of exhibits includes a vast 
array of equipment and supplies for the 
clubhouse, pro shop and course and it is 
confidently expected by the promoters, 
Sherman Lewis and A. L. Shaffer, that the 
event will draw so many purchasers from 
the country's golf clubs that the exhibitors 
will reap a rich harvest. 

Dress the Part of Prosperous 
Pro 

HOW much do the style and cut of 
Hagen's clothes add to his popularity 

as a champion golfer? No insignificant 
amount. Cooper, Farrell, Watrous, Arm-
our and all the other well-known profes-
sional golfers are careful to appear well-
groomed at all times. They, too, know it 
pays to dress the part. 

Any pro can take a tip from this. His 
earnings depend largely on his popularity 
with the members of his club. A clean-
shaven, clean-handed, well-dressed pro 
ei;rns many a dollar he would lose were he 
less well groomed. 



Did you get 
your copy of 

Bill ig 's 
1928 

CATALOG? 
A handy buying guide that com-
pletely describes, illustrates and 
prices the requirements of modern 
course maintenance. 

A copy will be promptly 
m a i l e d u p o n request. 
Write for i t— today . 

H A L BILLIG 
30 N. Michigan Ave., CHICAGO 

Te lephone C e n t r a 6756 
Everything for equipping and maintaining 

golf courses 

The Links 
B y R O B E R T H U N T E R 

An invaluable treatise on 
sound golf architecture 

This is the first American book on 
golf architecture and has been pro-
nounced a classic by leading golf 
architects. 

It plainly and profitably presents 
the factors that determine first 
class course design, and cites in type, 
views and diagrams, the outstanding 
model holes of courses in the United 
States and abroad. 

The Links is an essential to the 
library of the golf architect, green 
chairman, greenkeeper and pro. 

$4 a copy, post paid. 
GOLFDOM 

236 N . C l a r k S t . , C H I C A G O 

G I V E n e w life to 
f a i r w a y s this year. 
T h e g ras s will s p r e a d a n d t h i c k e n if 
p r o p e r l y f e d . 

V - C F a i r w a y F e r t i l i z e r s u p p l i e s j u s t 
t h e k i n d a n d p r o p o r t i o n of p l a n t f o o d 
n e e d e d . A t o n of V - C F a i r w a y F e r -
t i l izer c o n t a i n s fifteen t i m e s a s m u c h 
p l a n t f o o d a s a t o n of m a n u r e — r e q u i r e s 
less h a n d l i n g . 

D o e s n o t i n t e r f e r e w i t h p l a y i n g . D o e s 
n o t b r i n g in w o r m s , g r u b s o r w e e d 
seeds . A p p r o v e d b y l e a d i n g golf spe-
cial is ts . 

May we send you our booklet 
"Better Fairways" ? 

V I R G I N I A - C A R O L I N A C H E M I C A L C O R P . 
RICHMOND, VIRGINIA 



LAY THE 
FOUNDATION NOW 

For Satisfactory 
Greens and 
F a i r w a y s 

A p r o m p t a n d s a t i s f a c t o r y r e c o v e r y 
w i l l b e m a d e f r o m t h e h a r d s h i p s of 
W i n t e r b y p r o p e r a n d t i m e l y t r e a t m e n t 
of g r e e n s a n d f a i r w a y s a n d t h e g r a s s 
w i l l e n d u r e l u x u r i a n t l y t h r o u g h o u t t h e 
s e a s o n . F o r b e s t r e s u l t s g i v e a n e a r l y 
a p p l i c a t i o n of 

NITROPHOSKA 
1 5 % N i t r o g e n , 3 0 % P h o s p h o r i c A c i d 

a n d 1 5 % P o t a s h 
" A L i t t l e G o e s a L o n g W a y " 

T h i s m a t e r i a l h a s m o r e c r o p g r o w i n g 
p o w e r i n l e s s b u l k t h a n a n y o t h e r 
f e r t i l i z e r . T h r e e t o f o u r t i m e s a s m u c h 
p l a n t f o o d a s i n o r d i n a r y f e r t i l i z e r s . 
G i v e s t h e so i l a g o o d s e a s o n a b l e f o o d 
f o u n d a t i o n . P r a c t i c a l l y w a t e r s o l u b l e . 

T h e n f o l l o w a s s o o n a s g r o w t h s t a r t s , 
w i t h a p p l i c a t i o n s e v e r y t e n d a y s t o 
t w o w e e k s of 

FLORANID (Urea) 
4 6 % N i t r o g e n = 5 5 . 9 % A m m o n i a 

" I t ' s N i t r o g e n f r o m t h e A i r " 

A p u r e o r g a n i c , n a t u r a l g r a s s f e r t i l -
i z e r . C o m p l e t e l y w a t e r s o l u b l e a n d 
i m m e d i a t e l y a v a i l a b l e . L e a v e s n o 
h a r m f u l r e s i d u e i n t h e so i l . A r e a l l y 
r e m a r k a b l e a n d a l l ' r o u n d s a t i s f a c t o r y 
g r a s s g r o w e r . 

SEND 
FOR 

FREE 
DESCRIPTIVE 

CIRCULAR 
i n t e r e s t i n g a n d v a l u a b l e t o e v e r y g r e e n -
k e e p e r . 

S o l d b y d e a l e r s e v e r y w h e r e 

Synthetic Nitrogen Products Corporation 
Golf Division 

2 8 5 - J M a d i s o n A v e n u e 
N e w Y o r k 

4 4 New Clubhouse Is Great 
—But" 

Q N PAGE 9 of the January GOLF-
DOM appeared a photograph and 

floor plans of the new clubhouse of the 
Lake Oswego Golf club at Oswego, 
near Portland, Oregon. Below we 
print a letter pointing out some 
defects in the layout. Aside from the 
interesting reading the communication 
affords, it is printed here as support 
for GOLFDOM'S contention that per-
fection in clubhouse design is still un-
attained. 

The frankness of this communica-
tion wins our vote for Lake Oswego. 
We would there were more of this 
honest confession of mistakes by other 
clubs that have "been through the 
mill." 

THE usual method of constructing and 
equipping a clubhouse before employing 

a competent manager is all wrong. Persons 
contemplating such an adventure should 
hire the manager first. What does the aver-
age architect know of practical dining-room 
and kitchen operation in relation to the 
employees' view? Nothing, unless he has 
made a special study of it. 

It is a matter of common knowledge that 
the general service of a club is gauged 
more by the quality of service rendered in 
the dining department than by any other 
department. The whole structure of a 
service will topple if the restaurant serv-
ice is permitted to remain below par for 
any length of time. On this basis, if the 
restaurant is the basis of service, the 
kitchen is surely the dynamo that gener-
ates the machinery. These facts ought to 
be sufficient reason why a competent man-
ager should be on the job from the first. 

The average architect is not concerned 
much with whether the work of the chef 
and his assistants is made as easy and 
handy as practical construction will permit. 
Rather, he will sacrifice utility to what he 
terms artistic harmony. The architect who 
designed the Oswego clubhouse probably 
does not know that the unhandiness and 
impractical construction of the kitchen was 
the fundamental cause of dissatisfaction 
among the cooks which resulted in chang-
ing crews three times in 1927. Ask any 



manager what that would mean to his 
service and you will find that it is the most 
detr imental thing that could happen. 

If you have a copy of January GOLFDOM 
before you, just tu rn to page 9. Here you 
have the floor plans of the Lake Oswego 
Country club. Note the proximity of the 
terrace and the showers in the men's 
locker room. Now just imagine the situa-
tion when some of the women are having 
luncheon or tea on the terrace, and a fore-
some, af ter 18 holes of golf and a well-
played 19th in the locker room, enters the 
shower. Men are wont to indulge in for-
bidden phrases when the shower tu rns 
from hot to cold. I might say that quite 
frequently during the summer, when win-
dows are open, we have complaints f rom 
the ladies. 

The only way of entry to the grill and 
terrace is by stairway past the men's 
locker-room entrance. While there is an 
intervening hall and an inner door equipped 
with a door-check, yet if someone is pass-
ing through these doors at the same 
moment a woman passes to or from the 
terrace, a sight is liable to flash' on her 
vision that is exceedingly embarassing. 
This has already happened several times. 

Another bad feature is that the manager 
cannot get to his apar tment on the second 
floor without passing through the ladies' 
parlor and hall leading to the women's 
lockers, unless he goes around the back 
way. 

Why say more? The above criticisms 
are based on actual conditions and, I be-
lieve, sufficiently establish the soundness 
of the contentions at the beginning of this 
letter. 

STANDARD EQUIPMENT for GOLF COURSES 
THE WORLD OVER 

AND NOW WE HAVE STANDARDIZED 
the hoseless system of Golf Course 
irrigation, with our offering of the 
Self-Closing Snap Valve and _ Quick 
Coupling. Reduces cost of irrigation 
50%. Let us figure with you on water 
systems. Wri te for BUCKNER liter-
ature. See us at the GOLF S H O W in 
J. OLIVER JOHNSON'S Section. 

BUCKNER MFG. CO., Fresno, Calif. 

FRANK P. MACDONALD 
GOLF ARCHITECT 
202 S o u t h S t a t e S t r e e t C H I C A G O , I L L . 
Inspection invited of these courses now ready for play. 
R i v e r F o r e s t C. C., T u r k e y C r e e k C. C., 
C h i c a g o , 111. G a r y , I n d . 
S p r i n g - B r o o k C. C., C r a n d o n G. C.. 
A n t i g o , W i s . C r a n d o n , W i s . 

C o m p l e t e i n f o r m a t i o n 
sen t o n r e q u e s t . Early 
o rde r s rece ive p r o m p t 

service. 
All o rde r s F. O . B., 

G r a n g e r , I n d . 

The Outstanding Grass FOOD 
Lyman y p / ^ / ^ f ) N o more b r o w n patch, w e e d s or clover. 
Carrier's E n t j r e i y supplants a m m o n i u m sulphate 

and expensive compost pile. 

ORIGINAL and Only Genuine 
& . W A S H I N G T O N t r ^ T ^ l 

Inside secret of satisfactory turf. Stands hard usage. 

Last Word in FINE TURF 
Lyman r n r n H Q creeping bent seed. In heavy demand 
Carrier's ^ W ^ W v J S f o r 1928. Limited supply for E A S T 

this summer. Order early. 

L Y M A N C A R R I E R 
Elevator, Warehouse and General Offices, G R A N G E R , I N D I A N A 



Remember Replacements in 
Buying Policy 

By FLO LEITER McNITT 
Acacia G. C. , C h i c a g o 

WE HAVE all heard that clubs cannot 
be run as other businesses and per-
haps they can't in every detail, at 

least not by the ''hard-boiled" methods used 
by some organizations. But I feel sure you 
will agree when I say that, as managers, 
we cannot be too strict in our demands for 
the perfect upkeep of our equipment. 

W a t c h Power Bills 
No matter how big a plant you operate, 

take time to learn it mechanically. Of 
course you have a chief engineer, but it 
isn't a bad idea to know enough to ap-
preciate him. Then, too, he is human and 
must occasionally take vacations. If some-
time, when he is away, you are making a 
tour of the plant and for example are near 
the motor that propels your refrigerating 
machine, does your ear catch that uneven 
flutter that means the machine is not prop-
erly adjusted and oiled? People who have 
missed the music of a perfectly running 
motor have missed much—really I think 
motors are a lot like people, each with a 
different tone quality in their voices. Mo-
tors become our masters when not gov-
erned, as we cannot help but realize when 
we see the power bill. 

Speaking of the power bill reminds me 
of its nearest relative, the gas bill, another 
item that can be lessened by keeping the 
kitchen ranges at all times in perfect 
order. 

Keep Up Repairs 
But I haven't time to stay longer in the 

basement and the back of the house. The 
rest of the building should be watched just 
as carefully. If it has been permitted to 
run down so much that the repair depart-
ment cannot put it in order, get enough 
men on the job to put things to rights and 
then hire a man or men to keep it that 
way by a close system of follow-ups. Lax-
ness in repairs creates an atmosphere of 
carelessness to which the average employee 
reacts unfavorably—the kind of service 
they give the member is greatly affected 
by it. 

When equipping a new building, give a 
great deal of thought to the different items 
needed. This is the very time to begin 
thinking of future replacements. And 
here I would like to inject this thought— 
that with the exception of works of art and 
the more or less permanent articles, my 
advice is to patronize American manufac-
turers. There is a patriotic as well as an 
economic reason for this; replacements are 
so much easier. 

Some Helpful Hin ts 
May I offer, for the benefit of managers 

new at the business, a few ideas I have 
found helpful. If you are going to replace 
a standard article, such as sheets, pillow 
cases and the like, and they are not to 
have your club name woven in, and par-
ticularly if your order is comparatively 
small, don't wait until the last minute to 
let your dealers know you are in the mar-
ket. Tell them several months ahead of 
time—often they will be buying these very 
items from the mills in great quantities 
for some new installation or larger cus-
tomer. They will gladly include your 
smaller order at a better price than if it 
were a separate unit. 

Here's another replacement tip. If your 
hangings and chair-coverings in the be-
ginning were almost daringly bright and 
the time comes when some chair or daven-
port, which has been a general favorite, 
shows wear before the rest, forget the 
brave, bright colors with which it was 
originally decorated and replace the cov-
erings with a more mellow combination of 
tones. The difference between the new 
and the old will not be so evident if this 
is done. 

If you have a wholesale upholstering 
agency in your city, there is very often 
wonderful materials for this very purpose 
that can be had for very low prices when 
they sell their show-room samples. It is 
well to cultivate the acquaintance of 
these people if you do not already know 
them—they have much valuable informa-
tion to give you. 



Reade's \ 
ELECTRIC 

Worm Eradicator 
Prevents Worm Casts 

on the Greens 

MARVEL WEED PULLER 
—for easy and speedy work in 
keeping your greens clean. The 
Marvel extracts weeds by the 
roots. Its deft steel prongs 
leave a neat, very small hole; 
quickly healed by a little top-
dressing. Wri te for details of 
this essential maintenance tool. 

O. C. S C H U L Z 
92 Scottswood Common 

Tel. Riverside 5368 
RIVERSIDE ILLINOIS 

L A N G F O R D & M O R E A U A 
MID CITY CLUB HOUSE, 2405 Grace St., Chicago 
Winter Branch Office - - Lake Worth, Fla. 

The DESIGN 
and CONSTRUCTION 

OF GOLF COURSES AND 
COUNTRY CLUB GROUNDS 

Landscape Construction 
Engineering Management 

WORLD'S LOWEST PRICED 
GOLF COURSE TRACTOR 

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

Fully Guaranteed 
In universal use, weight 1625 
pounds, easily pulls mower 
cutting 142 in. swath, etc. 

Write today for full information 

E. G. S T A U D E 
MAK-A-TRACTOR CO. 

2696 University Ave. ST. PAUL, MINN. 

"ELECTRIC" W o r m Eradicator 
brings up the worms by the thou-
sands and at the same time im-

proves the greens. It acts as a pre-
ventive against "brown patch" and 
other turf diseases. 
Substitutes are dangerous to use 
and only half do the job. Get the 
genuine direct f rom Reade and 
be safe. 

Each gallon of "ELECTRIC" 
W o r m Eradicator can be diluted 
with 250 gallons of water, and cov-
ers 3,000 sq. ft . Two gallons will 
treat an average green. 

The price of "ELECTRIC" W o r m 
Eradicator is $3.00 per gallon, and 
shipment is made in 5, 10, 15 and 50 
gallon containers. W e supply, free 
of charge, a measure and glass jugs 
for carrying the Eradicator f rom 
the stockroom to the greens. 

The 50-gallon Sprinkling Cart 
shown above applies the liquid rap-
idly and evenly over the greens so 
that best results are assured. W e 
supply the carts at cost price of 
$35.00, with orders for 10 gallons or 
more of "ELECTRIC" W o r m Erad-
icator. 

Order now before the worms 
cause damage. 

We will make shipment on ap-
proval. 

Reade Manufacturing Co. 
Established 1883 

165 Hoboken Ave., Jersey City, N. J. 

Used by 5 0 0 Clubs 



Caddie-Master Key to Club's 
Kid Problem 

By EDWARD E. McCOY 
P r e s i d e n t , W e s t e r n P e n n s y l v a n i a Golf Associa t ion 

r 

MY FIRST interest in the caddie wel-
fare movement was caused by a 
remark made by the mother of 

several boys whose home was near a golf 
club to which I belong. She said, "I do 
not allow my boys to caddie at the golf 
club because the language of some of the 
members is not such 
my boys s h o u l d — 
hear." Knowing this 
w o m a n personally 
and knowing her to 
be a woman of good 
standing and gener-
erous in her att i tude 
t o w a r d l i f e , I 
thought it was a sad 
r e f l e c t i o n on us 
golfers. 

What could I do? 
Then I was reminded 
of the fable, where a 
man took a candle 
from the drawer, and 
the c a n d l e said, 
"What are you going 
to do with me?" Said 
the man, "I am going 
to use you to light 
the s h i p s at sea." 
Said the c a n d l e , 
"How can such a 
little thing as me 
l i g h t the ships?" 
But the man used 
the candle to light 
the lamp that re-
flected in the great 
top of the lighthouse 
and threw the candle 
away. It so hap-
pened s o m e time 
a f t e r this I was 
elected president of W. P. G. A., and made 
up my mind to try a bit. W!hat I am now 
about to relate covers a period of three 
years. 

We first organized a caddie masters ' asso-
ciation and brought the caddie masters 
together each month, played golf, followed 
with a dinner, and then heard direct the 

F R O M A P A M P H L E T I S S U E D B Y T H E 
C A D D I E W E L F A R E C O M M I T T E E 

O P T H E W . P . G. A. 
rT HAS been said, "Raise up a child 
in the way he should go, and he will 

not depart therefrom when old" 
Members of a golf association are in 

a measure responsible for the raising of 
the caddies. We have in our associa-
tion probably 4000 to 5000 caddies-
some responsibility! 

A caddie master instructing a new 
caddie said: "Hey, boy! Take this bag 
and get busy. Don't stand around look-
ing dumb, as though you were a mem-
ber of the club " 

Maybe the language was a little 
strong, but it certainly brings home the 
fact that all our words and acts are 
having their impression upon the young 
boys. 

Some of you would not believe the 
treatment some members give their cad-
dies. It may be done uncomciously, but 
the effect is the same, and the man who 
"bawls out the small boy" is ear-marked 
as a man zvho lacks those qualities that 
make him a regular fellow among 
golfers. 

caddie master 's story, i. e., his problems in 
handling the caddie and his troubles with 
the members. We endeavored to have a 
caddie committee in each club to act 
between the caddie masters and the mem-
bers and iron out any difficulty that might 
arise. I am glad to say that the commit-

tees have had few 
complaints to adjust , 
having in most cases 
been a fine m o r a l 
support to the caddie 
master and the cad-
die, and, we believe, 
have been a restrain-
ing influence on the 
member who uncon-
sciously does things 
he really didn't mean 
to do. 

We have endeav-
ored to have each 
club grade its cad-
dies into class A and 
class B, paying a dif-
ferent r a t e . Some 
class B boys, who 
are less experienced 
caddies, of course, are 
included in e a c h 
foursome with class 
A boys. Every club 
adopting this plan 
has been p l e a s e d 
with the results and 
most have adopted 
it. At the end of the 
season we had a cad-
die masters ' tourna-
ment a n d caddies' 
tournament followed 

¡ 5 — b y a dinner, and I 
am sure all had a 

good time and received some benefit from 
their experience. 
Caddie Master and Committee 

Each club must have a good caddie mas-
ter, and working with the caddie master 
should be a good caddie committee whose 
heart is in the work and who will give the 
work some time and thought. 


