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of six holes each; the total lengths and
the par figures for these different circuits
being variable between any practical fig-
ures (e.s.. between a minimum I ngth of
1,750 yards, par 21 or 22, for one six-hole
loop, and a maximum length of 7,500 yards,
par 7 , for one eiO"hteen-hole circuit) at
the will of the designer.

A sexpartile arrangement of thirty-six
playing units-i.e., six loops of six hol s
each-will permit 2 players to be sent
off in one hour (thus completely filling
the cour with 72 foursomes), and such
a course will provide for the playing of
i'i76 individual eighteen-hole rounds in a
seven-hour period. This thirty-six hole
assemblage will offer a choic of tu enty
primary, thirty secondary and six tertiary
courses of eighteen holes; fifteen primary
and six secondary rounds of twelve holes,
and of si.r. primary rounds of six hole ;
and each of these circuits or rounds may
be made to present its own individual
eharacter istfcs and to differ from all of the
others either in length or in difficulty, or
both.

It is somewhat sur-nrtslng that th many
manifest advantag s of the h xaplex group-
ing of the successive units of a golf ours
have not se m lngly be n recognized-since
they have not been utilized-by those who
have been most active in the planning of
our links and who are, to that ext nt, r -
sponsfble for the xi ting status of golf
architecture in this country. One of the
obstacles to progress in this matter is the
attitud of many golf architects who are
no doubt able and worthy representatives
of professional playing ability but who are
fettered by mental inhibitions and are
handicapped by archaic practices. "Imi-
tation may b the sincerest form of flat-
tery," but it is no more conducive to
progres and success in the golf cours
rlesigning than it is in any other line of
endeavor; and the gr at multitude of re-
cently constructed links. which are mer
inconsequential and unimaginativ variants
on some ancient xample, or 'om tradi-
tional pattern, with which the build rs of
these course may be most familiar, is a
rath r severe comm ntary on the abilities
of thos r ponsibI for their con truction.

In conclu ion T take th liberty of para-
phrasln the r marks at the nd of Mr.
Colt's admirabl "Essay on Golf Course
Construction" (p. 1>6) b cau it so w 11
e pr ss my own attitud -and tat that
this and other articles which I have writ-
ten on this subject are not intended "to
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ment," pri ,
The "Park" book i compil d a r -

sult of a nation-wid tudy of municipal
and county park condnc rl by th PIa"
ground and R cr ation 0 iation of
Americ in co-op ration with th xm rt-
can Institute of Park Ex u iv h re-
ques of th [attonal
door Recf ation. This
financed by th Laura
I r ..\'1emorial und r th
Weir. It i a compl t and pra ti al work,
prlcel s to thos cone rn rl with th prop-
er promotion of the ou door publt
cr ation mov m nt and tho who ar
sponstble for park op ration. Plannin,
financing, construction, op ration and oth r
d tails ar treat d fully by t t and illu -
trattons.
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Watch Women' ervic in
Thoughtful Detail

By PAUL E. FI CHER
Manager. Minikahda Club

IT HAS been my observation that the
majority of country. and city clubs as

well. have been primarily more or less
rendezvous for men only, where women
were tolerated but not want d. G neral
condition; in modern club lif hay
changed and women are now a large fa"
tor, I might even venture to say, the nu-
deus of iuccess. in any up-to-date club.

At Mttrikahda Club special att ntion is
paid to our Ladies' Department. \V
adopted two slogans: "LADIES MUST BE
HERVlDD" and "FI N ISH THE JOB."

Service does not b gin nor end in th
dining room ; it is carr! d through to the
washrooms. where no bet is ov rlooked to
pleas and wher a maid with a smil and
invitation to b of service awaits and takes
care of our ladies.

He Has Thorough Service
We fino our ladi s v ry appreciative of

the fact that we keep on hand different
kinds of face powders, rouges, etc., to suit
th ir individual tastes, and compl t mani-
cure equipment including liquid and pow-
riel' nail polish.

The "Chicago dryer," a combination
clothes and sho dryer made by the Fran-
ces Dryer peopl in Chicago that we in-
tall d last spring proved a great asset.

In conjunction with it we have the nec s·
sary PI' ssing facilities which, while not
in u re very often, comes in very handy in
emergency cases.

nother ervice which is highly appre-
ciated by our members, especially th
ladies, is our indirect laundry s rvic .

We have an arrangement with thr e dif-
ferent partie to take car of this service.
A regular laundry, a reliable housewife to
look after the woolens and another one to
wash and iron the lace table cloths, nap-
kins, etc., b longing to members and often
U8 d at the club for exclusive lunch ons,
teas, re ieptlon and '0 on.

Last hut not lea t T hay found that an
assortrn mt of popular brands of cigar tt s
plac d in th ladi .' d partment with th
compl im nt of the lub proved ine p n iv
and a court sy very much aPllr elated.
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ight Man n J b an
a rit ,Our Ii

By Ct\RLETO IA
Pre.sident, Sunny.sideLCountry lClub, Wat rloo,

club can find a man
thusiastic to mak th
his primary obi
s condary,

Our manag 1', vlth the cordial . -op 1'"

tion and support of th Board of ov rnors,
has ndeavor d to nromot thr main
principles:

FrR T: That a country club is tinanc d
hy. and should b run for th h n f of its
III mber '; that non-mernb rs pay no du s
and that over-e. t nsion of club pr ivil g s
to r ident non-rn mb rs d stro. ~ th main
incentive to memb r hip.

SECO. 'D. That club incom
limited but can b ry clos ly sima d
at the b ginning of th season and Ilk any
other business nterpris e p ndttures
must b adjusted to incom and budg t
for th various departments mu t b fi d
and absolutely adh I' d to.

THTRD: That ev ry memb r is ntitl d
to qual privileges with ev ry other m m-
b r, and that special privileg t nd d to
a few Is destructiv of th pirit of good
fellowship in any club and will r uIt in
loss of m rnberships. That in a club of
mod rate siz it is financial sui ide to at-
tempt to be ready at all tim to rend r
special dining-room s rvice not d mand d
by the average memb r. and without I' -

Quiring advance arrang ments uch s rvic
can only be furnished at eriou 10 s.

Tnsistencc on any rul naturally m et
with some criticism and oppo ition, but it
has b en our effort to m t frankly such
criticism and in mo t cas w f I tha
a fu11 und r tanding of the purpo s of th
policy has 'atisfi d dis ent r. and that on
tile whole th moral of the m mb r hip
has b en Improv d and our audi show
that th flnanctal results h v b n ood.
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nything that stir up buying

intere t and action in a pro hop i
welcome to the pro. The Walter
Hagen line has done thi in my

hop. Member' attention i at-
tracted by the di tinctive nd fine
look of the club, the striking pack-
age of the Hagen ball and tees and
the rich, practical appearance of
the Hied-Hagen bag •

These live pots in the shop have
impre ed my members that I have
the be t merchandise a soon as it'
available. Thi way I hold all of
the busine and increa e the ex-
tent of the buying de ires. It ha
paid me to feature your line because
of your policy of having the appear-
ance of the merchandise " nappy"
and the construction merit at the
highe t point.

Profe sional
We tern Golf and Country Cluh

Detroit, lich.

ro
O factor that mu t be pre

every ucce ful
di ing campaign are the right m
the right di play lay-out.

ou ee proper and profitable chara t
elfing facilitie in the plan belov hi h i

being favorably con idered for th
that innear i planning, and in th i
corner in Richard on' hop. he e f 110'\ are
e pert in golf merchandi ing a ell in g I
merchandi e.

But, no matter how well you ha c planned
your hop con truction and di play, ou an'
e pect to how "the arne old tuff' in golf mer-
chandi e and arou e new buyin nthu ia om.

ou have to how the mart I king, uperla-
tively made newagen " R. lin to h
doing "that ornething diff r nt"-th ure t
thing in elhng ucce

It' not a minute too early to be planning to
make the Hagen " LTR "lin th ntral
selling feature of your 1929 tock.

II! '
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ome of the advantage of thi shop lay-out are the complete eparation of the ale room from the ork
bench and club-cleaning department ; the private office here the pro can tran act hi bu ine a a from
member ; the ho -window, where attractive di~pla} can he ar ranged to lure the pa ing member into the
hop; and the big ale room v hich permit ample di play of merchandi e ithout ero ding.
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To di pla 'our golf good. a

well a an} other line of mcrchan-
di for ale. i the be t \ a' to
ell them. The merican people

tndav \ ill not buy on promi and
thev ant to ce the goods the} are
bu ing. ~ e have made om ale
to m mber who had no int ntion
of buying golf good until the sav
th rn, and then the realized the,
need d them.

In el ling Hagen golf equipment
1 ha e found that the prompt del iv-

r from the factor i ceedinglv
valuuhle. If \ e do not hay in
tock the article the m mher wantv,

can promi c deliv r in a w eek
and th L. \. oung ornpanv
deli" r it to m in that time.
1 heir prornptne In dcliv cq and
their courteou. attention to all
ord rs ha h l p d male irn-
m n ely.

Profe ional
Kanaw ha Countrv lub

harl ton, ."\

ood b-
how bi
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t each one of our office
alter Hagen club" ball

luggage.

i it your neare t Walter Hagen office and e thi lin r
write u for complete detail .

you can now ee th 1929 lin
and tee and Ilied-Ha en

f
If

e want to help you get a tock for your hop that will m
fa ter and more profitably than any you ever had before.
not greedy. We don't want you to "0 er- t ck", nor do
you ought to buy Walter Hagen good and nothing I But
we do say-s-and the e perience of many pro i our proof-that
featuring the Walter Hagen line, and carrying a big to k a
the condition at your hop dictate, will make more mon y tor
you than your hop ever made before.

Consult with us bej ore you order your
stock for the 1929 eason, and you'll find
us toillint; and valued workers with you.

AL 0 ALE OFFICE T
EW YOR ,1270 Broad ay CHICAGO, 14 E. Jackson Blvd. A FRA CI CO, 153 my.
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bulk of the golf trade, and constitutes a
tremendously important elem nt in the
pro's future .

Members of a good private club are
"fussy" people. They may make some al-
lowances for the pro, but from operation
under the management of one of the most
successful merchandising establishments in
the world they will xpect perfection. Woe
betide the enterprise if they haven't stars
working for them in the shop selling.

Where the Pro Stands
The comm ittee-man who is steering this

new arrangement in its development stage
is a highly successful business man.

While we were discussing the new ar-
rangement I asked him if he didn't think
it was rather a raw deal for the club's old
pro who left 'when the new line-up was
announc d. The pro is a good man, ob-
viously, for he had no trouble in getting
another club in the same dlstr ict a few
days after he was in a position to look for
another job. The club official's reply was
to the effect that golf clubs these days are
being compelled to operate in every detail
on the basis that they consider would be
most business-like in satisfactorily serv-
ing the m mbersh ip. "In golf, as in any
other enterprise," he continued, "there
arise new conditions that may n cessitate
sever-ing relat ions that have heen mutual-
ly pleasant. Pros, as business m n, must
realize this and adjust themselves accord-
ingly. Our club is in fine financial condi-
tion and we intend to strengthen its posi-
tion in this respect. When the nrotes-
sionals can sell us on the idea that they
do a resourceful and thorough job of
strengthening the club's operating status,
on the basis of satisfactory and highly
valuable service to the members, th n they
are in invu ln rable position with us, or
any other club.

"It is my belief that the pro's big job
in bettering his professional standing be-
gins with making hi members know he's
a busy man, and a very important one, but
doing it without showing an opera star's
temperament. Mernb 1'8 who are business
men want to do business with other busi-
ness men. If a pro seems to be taking
th incs too asy on th joh or have lots
of time on his hands, the m imbers notice
it unfavorably. Flven if a pro ha time
open he wants to conceal it. f~'OI' instance,
if there is a threesome starting off the
first tee, he might a k them if they'd
mind his playing with them. That gives
him a chanc to get "in" 'with them and

GOLFOOM

benefit from the sale of m rchandi and
lessons. t the nd of th ninth h ould
excuse him. If, . ay ing h ha an appoint-
ment. That would ov r til Id a ba
he i prompt with his appointm n
that he has pl nty of th m. To a bu. y
business man ther is nothing mol' > un-
pardonable than a pro h inz lat for k p.
ing an appointment for a I

"Another place wh r th 1>1'0 ha to
watch his st p is again t pla .tng 'favor-
ites' in the club. He has to . tudy p rson-
alities in- thi . matter and u lot. of judg-
ment for th re' a lot of inju tice done
to pros on thi account that th y don't
realize until it' too lat .

"I think th pros have a wond rful
chance for making more money than h y
Vel' dreamed of if th y will d vot mor

time and thought to s Bing 1 .01lS. Tn
v ry club I v r heard of th mark t

for lessons is adly under-d veloped. If h
can run a shop in keeping v .Itb th pr -
ent day demand. of memb rs and g t hi'
1 sson busine s built on th ri h basl I
can ee no r ason why a pro can't n t b -
tween $6,000 to $ ,000 a s ason at y n th
ordinary metropolitan district club. Tbat
may not m an much mon y to a pro, but
it seems to me that for ven months'
work for a lad, it' a h auttf'nl incom ."

ENCO FR. GE the sons and daught r of
mernb rs to play golf. Mak junior

m mber-shlps so Inexp nsiv that th Ir
parents will not h sltat to sign up for
th m each year, Hold a junior champion-
ship. Thus you will b building up good
golfers to r PI' sent the club in futur
tournaments and at th sam time as ur-
ing a source of xp ri nc d play rs tor
Iutur memb rsh ips as older memb rs
drop out.

A SOIL must contain 80 per cent and
to be classed as a sandy soil, but it

n d contain only 30 p r nt clav to b
call d a clay. Hence, it is easy to chang
the texture of a sand by adding very Ii tIe
clay and silt; but it requir tremendous
quantities of sand to chang a clay into
a clay loam.

THE first three or four holes of a olt
course should be relatively easi r than

the average for the course. This expedlt s
g tting the players awav during rush
p riods, since they will hav time to loos n
up and thus be bett r abl 0 play difficult
hots than if met on th initial hole.


