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Professionals have no cut price comp tition on Walter Hagen club
and balls.
Hagen clubs and balls are sold only by prof s ionals and th pick of
America's retailers-never by mail order house or so-called cut-rate
stores . . . we will not sell them.
When you create a demand for Hagen merchandi e. you ar building a
permanent and profitable business for yourself-becaus you have no
unfair competition.
What the "Tiffany" mark is to jewelry, the "Hagen" mark i to golf
equipment - that's why the line is known as "The Ultra in Golf
Equipment."
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Isthere any name In golf better known to your members than the trade-mark

"Walter Hagen"?
Has any other line backed-you-up with a lalel protection policy exacting as the
Hagen policy?
Would the majority of America' leading professionals feature the Hagen line if it were
not for the high standard of quality and the proven policy that protects your interests?
Let the \\" alter Ilap-en factory representative show you how the Hagen Ultra Line, the
Sales Protectinn PolIcy and our professional'. direct sales-making helps, will make your
shop pay bi~ger in 1929.

AI. 0 'ALE OFFI EAT

NEW YORK, 1270 Broadway CHICAGO, 14 E. Jack on Blvd. AN FRA CI CO, 153 K arny t.
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and bags that arouse a keen urge to throw
the tattered old carrier into the junk pile
where it is overdue have been capitalized
during 192 in a manner that promises
great sales progress for the mutual profit
of pro and manufacturer during 1929.

Year' Pro Progre Along Better
Bu ine Line

O I 'E of the well-known figures in the
golf business who prefers to remain

anonymous, so far as his personal views
on the year's developments are concerned,
tells GOLFDO:\I:

To the best of the writer's knowledge,
during this year there have been no espe-
cially important developments. In a gen-
eral way, as far as our company is con-
cerned, golf professionals have paid their
b1lls much more promptly than in the years
past; and it has been our observation that
the golf professional is making an effort to
keep a more business-like looking shop.

There has been a more or less general
complaint from golf professionals that their
members are bringing their golf equipment
such as clubs and balls into the club and
not buying it from them. If this is true, it
emphasizes the need of the golf profes-
sional selling himself and his services to
the members of his club, for it is only in
this way that he can maintain his position
of the past, and it is the only basis on
which he can compete with the department
stores who are more and more carrying a
complete line of golf equipment, and the
merchandising type of athletic goods stores.
•.·0 Ion er can the golf prof ssional plac
the burden of his succ ss in a business
way on the shoulders of the manufacturer,
for it is not possible for the manufacturer
to limit the sale of what he makes to the
golf prof ssional only.

The golf professional in every way
should try to give more and more servic
to his m mb rs. He should remember that
in a great many cases he does not pay the
club for the privilege of doing business on
their property, and having his trade
brought practically to his door-to say
nothing of the guarantee of the credit of
his members, which he r eives.

The golf professional should have in his
shop at all times a reasonable stock of the
most popular golf balls, and he should not
let any personal feelin that he may har-
bor towards any manufacturer keep him
from giving full service to all of his memo

GOLFDOM

bers by being able to s 11 th m any of the
leading mak of golf ball that a memb r
might d sire to buy.

It would be well tor th golf prof .lonal
to adopt a co-operative atU ude of mind
towards th manufacturer of golf quip-
ment, for th se manutac urers kn w that
the golf prof ssional is th ir gr at t al
outl t and the b s int re t of all ar ad-
vane d to th full st po ible degr e by
having cordial r lation I t b twe n the
seller and th buyer.

On the part of the P. G. A. organization,
it unqu st.ionably would b to the gr at
advantage of their Iuture welfare to co-op-
erat with th manufactur rs' a sociations,
towards eliminating from th ir ranks and
their profession that typ of golf profe .
sional who does not pay hi bills for no
other reason than the fact that he is not
a good buslness man or a fair d a1ing citl-
zen. Everything possible should b don
by th P. G. A. to build a gr ater resp t
for the golf professional on th part of th
club memb r and of the manufae urer of
golf equipm nt.

Fairway Wat ring and r n t
of ead r atur

By H. S. BAILEY
Manager Golf Department, J. Oliver Iohnson, Inc.

WE are directly int rested in the
grounds end of th business and w

believe that two outstanding d v lopm nts
in this line have been shown in 192 and
will show much better in 1929.

The first is the underground syst m of
fairway wat ring. This is a field that has
been hardly scratched except in California
where the majority of th cours snow
have this equipm nt.

A surprising numb r of cours s in the
middle-west and th ast have put in this
system and the condition of the cour es
throughout th summer months Is suffl-
cient vidence of their effici ncy, While
this type has a greater initial cost, th Ope
erating exp nse is cut 50% and eft' cts a
greater saving each y ar.

The writer b lieves that th us of th
ars nate of lead treatment for gr ens and
fairways is one of th out tanding devel-
opment of th year, and one that will f·
feet a substantial saving in h matnte-
nance budg t besides liminating 8 gr at
deal of worry and trouble for the re n-
keeper and his committe.
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B C B. .\fILLS
O. ( cott & on Co.

Som
T>lay d th
tw I month'; more hol . in on , a g n-
eral r due ion in strokes n r round, better
f rm, long r driv s, truer putting.

But ~ ,a I' edsmen, ar not great
olf r. Fift for nin hoI look mighty

good to u. Our contact ar with green-
chairm n. Th y play the am by worry-

about how the gre ns look, what ail
fairway and who did th "ea cavating!"

Th y ar the pros of turf maintenance.
\ ith th valuabl h Ip of the gr enk p r,
th hairman of the gr en-committe and
hi f llow m mb r mak possible th
facilitie for play that th oth r 99% n-
joy. It s em to us that this group of
laboratory xp rts i gettin b tter all the
tim. Th ar look ing into things. Mere

of a di tributor do not sati fy them.
Gr n S ction at Wash in ton with

which v ry club should b in contact i
th head instru tor. This body has noth-
ing to sell xc nt information. It i avail-
a bl to all who can use it, at practically
no _p nse. Th is is our v ay of sayin
that from our i wpotnt the r at st prog-
r s in the fi ld of golf durin 192 ha
b en from the tandpoint of turf mainte-
nanc as a result of great r understanding
of such probl m by tho e who ar r-
apon stble for the condition of the cours .
Tt i UT>to all of us who serve this market
to keep well up in the procession.

Bing and Thinking r
Bright p t

By L B.ICELY
Presidli1nt, Wilson,We tern' porting Good CO.

OL,FDO:\T ha asked that I tat what
I believe to be th i niftcant devel-

oprn nts in the golf fi ld during the y ar :
also what I consider to be the outstandin
d ta ils in the progr ss of prof stonal bu i-
n s on ration during the am period.
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pr f r to
in r f r nc to quip-

my b li f tha style in
golf quipment I' one of the great st de-
velopm nt of th y ar. Granted that, first
of all, an irnpl ment of th game i scien-

tifically con tructed to
m et the requirement
of fine play, tremen-
dou intere t i hown
by the public in the
combination of ma-
aterial u ed, fin work-
man hip, and detail of
d ignv v hich re ul in
" hat we t rm " tyle."

For a considerable
tim golfer ha 'e gi en
much thought to the

L. B. ICELY line, color and gen ral
Wilson-Western's app arance of th car

President th y drlve, the horne
th y live in, and the

cloth th y wear. In the e thin they
hay d manded tyl. Thi i an age of
tyl , and an implement" hich m r Iy hit

the ball corr ctly is not ufficient. It mu t
hav fine in on truction. App aranc
is now a major factor d ciding pur cha e.

It i not an uncommon thin nowaday
to h ar a golf r say h ha a t of ad-
van ed mod I or he boa tat of 1929
golf clubs b for the 1929 ason actually
arr iv . He i getting the id a more and
more that he mu t have the lat t in golf
quipm nt, ju t as he must hay the lat st

d ign in his motor. 1 think it is quite
v ithin th r alm of accuracy to tate that
style i on of th outstanding pro r iv
feature of th year.

Tn answer to th s cond qu tion, I
think I might hon tly ay that your own
thought-provoking rnagazin, GOLFDOM,
ha done a much to timulate b tt r bu i-
ne in th operations of golf club as any
factor T know of. Th greate t rvlce you
can r nd r any man i to cau e him to
think. It is very vid nt from the many
an w r which you hay publi h d to idea
of vital int r t app aring in your publica-
tion that you hay don ju t that thing.

W hav m ntally al rt men mana Ing
our olf club and pro shops, and their
k n int r st in th num rou challeng
which you have posted nnot b Ip but reo
sult in a more intelligent handling of the
busin ss pha e of golf. Allow me to say
that I con ider GOLFDOM one of the lead-
ing factors in the progress of bu in
on ration of golf club durin the past
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year, and, furthermore, your continued
helpful discussions of th practical prob-
lerns of golt' dub operations 'will do as
much to fix the n cessary firm foundation
for the development of golf in America as
anyone thing I can call to mind.

Berrer Financing-More tudv;
Year' Feature

By JOE ROSEMAN

Pre ,dent, Ro em an Tractor Mower Co.

THIS year we have found the golf clubs
generally have installed better account-

ing systems, have paid more attention to
financial obligations and are really in bet-
ter financial condition than we have ever
experienced before.

Greenkeepers and green-chairmen ar
figuring th ir budgets in such a way to
guarantee that accounts will be paid with-
in 30 to 60 days and only a few of the new
golf clubs are unable to pay their debts at
th close of the season. . 'aturally \v still
have promoters and enthusiastic golf rs
who are organizing clubs without having
first secured the necessary financial back-
ing, with the result that manufacturers
are hold ing the bag for most of the ma-
terials purchased : and in many cases
these manufacturers are bound to suffer
a loss because some of the new golf clubs
cannot proceed or exlst without readjust-
ment of the plans adopted without the
ori rinators having first learned the true
financial requirements.

Greenkeep rs generally are studying
their problems with a great deal mol'
care than was known heretofore and their
purchases are being limited to quipment
which will stand up for years instead of
months without excessive repairs. The

ruen keeper s' associattons are rloing worlds
of good for the golf clubs by having these
men exchange ideas on methods of over-
coming d iseases of plant life without long,
tedious experimentation which of course
is costly.

T'h gr en kee pet's of th Chkago metro-
politan dtstrIct have sav d golf clubs thou-
sands of dollars in the past two yean; by
the intensive study of turf life and proper
labor saving equipment while their bust-
ness meetings are devoted entirely to ex-
change of experi mces on eradication of
evils. su h intimate group discussions are
b coming general and to us, the movement
is significant and valuable.

GOLFDO

Good ign in H

to Bu in
tting Down
"

B I.. W. CR • 'D 1.1.
Presid inr, The Burke Golf om/XItl I

ing ample room for f'urth r lnmrov 'Ill nt
in til> years to ('0111 '.

The average dub is som thin Iik the
av rage player; 100o/c ffi i ncy in op ra-
tion Is a remote ideal a. difficult of at-
taimn nt a' 1 hole' in par. How v 1', in
three distinct way improvement ha c m
about, In the first place: it ha. b l m dis-
covered that the gr en keeper knows more
about his job than the av ra e member of
th committe and he is left mor to hi
own devil' s. Second; th r is a t nd ncv
toward developing mol' activ m mb 1'-

ships resulttng in increased revenue to th
club. 'I'htrrl: th P1'O i.' b corning 1 ss of
a jack-of-all trad s. He is con iciou that
modern business demands sp cialtzed ef'-
fort and h is developing along line' dic-
tated by his natural aptitude.

Many pros are realizing that, like oth l'

lines of business, they can accomplish
many things thr n organization that can-
not h done in any oth I' way.

They have exc llent officers and by us-
ing and recommending modern busin
methods, they will get t he approval, sup-
port and assistance from club rnemb rs that
is so ess ntial to the sucres 'ful op ratina
of golf clubs and any other busln s for
that matter.

So far as the playing attribute of the
average course are cone rned, progress
will be made in l!)2U in the science of grass
culture with particular refer nee to th
control and elimination of certain mala-
dies at present "raising. -ed" with gr ens.
With reference to the bustness Oil ration
of the club. increase in 1'OV nne w ill h th
objective. This will perha ns rome about
hv the elimination of th inactive member
(mel the addition of new mernbers that "\ ill
do t h ,ir sha r in the support of the club.

One of the most important things that
is often overlooked in club ma nagern nt
is that of seeing to it that th cluh gets its
money's worth for the rev n u it ha to
spend,

Greater knowledg of cluh manag iment
is more asi1y obtainabl than iv l' before
and "\ ith this knowl rlg com ' the proof
that to hold some one individual or on
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b n mark d by

hard n d con-ourg
dition of th
about h th in r

rs who tramp
of ruch mowin
mat the. od.

n activ b en inaugu-
rat d durin r th y ar to introduc pow r
mow r. on putting gr ns. Th growing
popularity of this ay t m, indicate that
hand mowin will ev ntually giv plac
to th s int re ting time saver.

Th us of ar ious form of artifi ial
t e has b come so g n ral, th rapid pas -
ing of th t e stand with it di agr ahl
supply of sand seem, in vitable. Th ma-
jority of golf rs welcorn th chane to
get a ay from th w t and grit of th
ag -old, 'and-made te .

An outsand ing inno ation of the y ar,
is th adoption of night mov ing for th
fain ays. A striking _ampl of th
ces of thi was pre ent d at th Walk r

up tournament at Wh aton, TI1.
cour 'e during th play was cut at ni ht,
hy the aid of ordinary a utomohil light:
plac d upon th tractor and ang mow r
('omhination. The ad anta .. of cutting
th fain av at an hour wh n no int rrup-
tion to th play r can occur and th
fact that th usual sch du1e for th daB,
mowing OJ) ration may oft n b comfort-
ably maintain d, d pit ca '\HII rain. or

r lous h at spells, ar '0 obvious the g n-
iral adoption of this syst rn s em: a-
ured.

u
harden' and

29

progr ss,
10 al

Mowin at ni h at the Chicago Golf club

in i n

B:-o'I•. A. FERG 0,
Ideal Pou'er Laun ,'low ompan'

ness m no,' mploy d by
in g n ral a: against only a f w y ars
back,

The writer has visited a gr at many
golf club in th country, a. you know, and

s a mark d improv m nt in conn ction
with . tandardized methods now employ d
from th c1ubhou. down to t h back f nc ,

Old dub: are b hat
costs ar and hav
to the point wh r

'orking on th

all it'
travaganc s.

P raonally, J think your pap r ha don
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a great deal to assist golf, in that you have
been frank in your statements r lative to
the foolish plays that many clubs make in
connection with the aforesaid plans and
methods.

Our company look upon the golf field a '
a very attractive market, on that will
purchase for all time to come th better
class of equipment. I personally think
that golf is bound to continue a growing
institution and on even a more stabilized
basis.

Give Pro Credit for Progre
By JULIA.N W. CURTISS

Presideru , A.. G. Spalding and Brothers

IT is often a wonder to me if golfers, gen-
erally, realize how much the profes-

sionals have done for the royal and anci nt
game. In what way, you may ask, has this
been done? The answer is threefold. By
encouraging beginners, by teaching, and by
example of their skillful play. It is c r-
tatnly a self-evident fact that the golfers of
this country exceed in skill those of any
other. 'We have a wonderful group of
young players, and their success is largely
due to the splendid instruction they have
received from the professional t achers of
the game.

Tf we only had in tennis an equal num-
ber of high grade professionals who could
give proper instruction, I will v nture to
say that it would double the popularity of
that splendid game, and in my opinion the
Davis cup would still be in this country.
Everyone loves to play the gam that they
play well.

A good professional is a real asset to any
golf club and c rtainly it should be a
pleasure to the members, in part payment
at I ast of the services rendered, to make
mo t of their golf purchases in his shop.
As a rule, h knows far better than the
player the clubs b st adapted to his or her
style of play.

nn ce ary With
i plac d

By WM. LOWELL, JR.
V. P. The ,eblo Mfg. Company

T RTI .•'G about 1924, two y ars after
the inception of th first Reddy tee,

ieveral golf club thruout th country
talked of doing away with the and boxe

Fr

GOLFOO

Today about 90 pre nt of the
of th country ar using p g ityle t

As the use of p g s in r 'a ed mor
and more, lubs decided 0 do away with
the sand boxes and in tall modern ball
washer stake, but not having any sand
at the te s.

On of th obstacl ncounter d by the
golf club officials to this plan wa pur ly
an imaginary one b cau: a good many of
th m felt by doing away with th and
it was n c ssary for th m to stv away
manufactur d t es. This was had be au
in most ca es the pr iv il g was mi 'us d
and th club us d far more t s than
would have b en us d oruinarfly. In fa t
the feature of this plan, ith th golf pro-
fessional, who dep nds larg I' upon th
r venu of his golf shop, lost the al of
golf tees which in itself do not show
any considerabl profit to th pro. But
the pros lik to s 11 the tee becau the
sal of tees bring golfer' into th ir hop
enabling him to sell oth r golf m rchan-
dise such a' golf club, ball, etc.

The latest trend, on which w hav
sponsored and push d, is for th golf
club desiring to do away with th sand
boxes, to let th pro k ep on buying the
golf tees as they have been doing for
over six y ars. We stlrnat that ov r 100
golf cluhs in the Tnited Stat s ha v fol-
lowed this plan uccessfutly and each day
there are mar clubs following suit. Tt
stands to reason that inasmuch as almo t
all of the golfers hav b n buying th ir
t es for sev ral years, that they ar so
accustomed to so doing that they think
nothing at a11 of the elimination of th
'and box but on th contrary will prob-
ably b v ry glad to se it go.

St. Louis, Mo.-Web r-Damrn 0., 724
Mullanphy St., is op nin a golf cour
equipm nt and supply war hou e and sal s
office. 'I'he company has b n establt sh d
61 years and althou 11 the golf business
is a recent development plans hay b en
laid for en r etic ale and servie ffort.


