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DUNLOP

2 WARWICK
75¢

MAXPAR 30"

Have you ever heard

anvone ask for a better

; golf-ball than a DUNLOP?

[ BLACK DUNLOP g1 MAXPAR 75¢ WARWICK 30e¢
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construction come in from the ambitious
pros in the smaller towns at a rate to
fdentify these men as one of the most
promising factors in the progress of golf
outside of the metropolitan territories.
There are a lot of fine, ambitious young
fellows being developed as small town pros
right along, and a lot of mighty good, but
sadly discouraged and underpaid, boys in
these situations today. Of course, there
are some of the small town pros who are
temperamentally hopeless and wvalueless,
but the survival of the fittest takes care of
them.

If the smaller town club is to make the
most of its splendid opportunity in golf it
might as well make up its collective mind
now that money must be invested in a
carefully selected and competent pro. The
¢lub will save money over a two or three
year period and get ahead in flourishing
fashion by picking the right man and
giving him enough to make the job and
the opportunity attractive. There are
plenty of good boys, studious, energetic
and conscientious, to supply this crying
need. Some of them have small town jobs
right now, but have about abandoned hope
and interest because of the short-sighted
policy of under-paying that too generally
prevalls.

I've talked over my observations and
conclusions with club officials, manufac-
turers and professionals and find that they
check with me. So it looks from where
your correspondent sits now that the
slogan for advancement of good golf in the
smaller towns should be “More Dough for
the Pro.”

Bike Rangers Speed Up Course
Traffic

ODAY, due to the greatly increased

popularity of the game and the appar-
ent increase in ardency on the part of the
players, the expediting of heavy week-end
play has become a more pressing question
than ever before.

Vincent X. MeGuire, head of both the
0Old Westbury Club at Garden City, L. 1,
and the Clearview Club at Bayside, L. 1.,
working with his Green committee chair-
men, seems to have hit upon an ingenious
solution of the problem with uniformed
rangers equipped with bicyeles.

These rangers are given roving commis-
=lons and are furnished with a set of easily
readable course rules. Whenever there is
hold-up on the course they speed to the
point of congestion. If slow players or lost

GOLFDOM

balls are responsible for the clogging, thi
ranger approaches the offenders and, in
nice way, tells them that he is acting for
the Green committee and that golfing man-
ners demand that slower players give way
to the faster ones. He shows them the |
rules and his authority for approaching
them and asks if they don't want to let
the players behind them go through. “At
all times the duty of the ranger is{o Inter-
pret the club rules to the members rather
than enforce them. Of course, the ranger
must be a neat appearing, courteous young
man with more tact than authority,” says J
President McGuire, commenting on his
latest Innovation.

“However, this is purely a matter of
proper supervision and schooling by the
caddie master or some other duly consti-
tuted authority. In our case 1 thought,
and our Green committee heads agreed
with me, that the approach and contact of
the ranger, or traflc man, was so impor-
tant that we personally took a hand in his
education and instruction. Our rangers
not only look to the speeding-up of play
but also to violations of playing procedure.
By this I mean if impatient players are
driving into the match ahead of them,
which sometimes happens in the best of
regulated clubs. The ranger takes up the
complaint of aggrieved playvers and adjusts
it with those responsible. If players are
taking divots and not replacing them, the
ranger's job fs to take up the wviolation
with the caddies, not the players. All of
which makes for better club spirit and
adds to the golfing pleasures of our mem-
bers, in my opinion. Carrying criticisms
back to the locker room is hardly condu-
cive to club camaraderie,

“We impress upon the rangers and the
members that these men are there to make

5

things pleasanter for all and not for po- |

licing purposes.
and can never demand anything. They
are asked to report to the Green committee
cases where members are not open to rea-
gon, and this precludes members making
charges with possible consequent ill-feeling.
Our members also tell me it ig nice for
them to know that when they are a half-
mile from the golf house or club house
that there is always within beck and ecall
an employee ready to render them a service.

“Unless the system shows some marked
weakness not yet revealed, the Green com-
mittees at both Old Westbury and Clear-
view, T am quite sure, will continue it in
foree."

They suggest and inform /
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Hlkl 15 its record so

far this vear

Since the first of the year, every
major golf tournament, CXCEpt two,
has been won with the ‘\]".t|-.l.!..‘|: Ball

On an average, 90% of the entire
ficld in cach of these tournaments
played the Spalding Ball

In four of these tournaments, ap
proximately 95% of the ficld played
the -F‘}".i]l!“il_' Ball

In one of these tournaments, the
Los Angeles $10,000 Open, all but
9 out of 129 entrics played the
Spalding Ball

In another, the North and South

THE

SP.‘\I.DII\IG OLF

N

of golf’s greatest players, amateurs and professionals,

puse the SPALDING BALL in their tournament play

Amateur Championship, the winner,
the rest of the first 16, as well as
Iht.' cnrire second 16, i',".'d\\‘
.\]‘.,ll\l.,’.';‘_ Ball

Nor 1s this a recent rise in the
world. For in the past twelve years,
the 5;‘-5:’.1‘.|!|: Golt Ball has won
three times as many major tourna
ments — here and abroad —as all
other balls combined

Such a record suggests that cvery
low-handicap player should try this
ball. Perhaps the reasons that make
it a favorite in goll's greatest rour
naments will make it a favorite

with you too ©1929.A.G. S. & B

Bauw
o4

Each 7 s cents
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WORTHINGTON |

LAWN TRACTORS—LAWN MOWERS.
MOWERS — ROLLERS — TEE STAN

Convertible Quintuplex Mower

[llustrating the fastest and most economical lawn tractor and
gang mower in the world. Cutting swath nearly 12 feet.

Tractor $496.00 S-unit gang mower $610.00

It is significant that Worthington Gang
Seme,  Mowers are used on more golf courses in “—
the world than all other makes combined.

Worthington Lawn Tractor and l
i

Main Office and Factory

Branches: Chicago Office and Warehouse: Montreal

517-21 So. Laflin Street 132 St. Peter St
Boston :

150 Milk Street I

R Thank you for buying from GOLFDOM'S advertisers. They are 0. K.
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{OWER COMPANY

ROWER and HAND PUTTING GREEN
-+ TEE MARKERS — BALL LOCATORS

¢
2

30" cutting unit equipped

with 7 blade reel.

"_‘ 20% increase in wearing
qualities.

#  Smoother cutting of turf.

Less draft. No shocks.

<
N,

A

o Worthington “Overgreen” Tractor
" and Three Unit Mower

The “Overgreen” will cut an average
green in 15 minutes. The most re-
markable machine offered for reduc-
tion in golf maintenance since Worth-
ington gave to the world the fairway
gang mower. Light, efficient, 36"
swath, Fully guaranteed.
Price complete $400.00.

Worthington “Overlawn”

For private estates, approaches to
greens, tennis turf, tees, etc, 5-blade
high speed reel.

Shawne e Chieftain 36" swath—Price $375.00

szht, 18" putting green mower. 50" swath—Price $400.00
blade, high speed reel, $40.00

llﬂ'-nu “Special” 18" Hand Mower

5 blade, high speed reel, for use on

all lawns, $28.00

gtroudsburg, Pennsylvania

Cleveland: New York:

ot Hippodrome Building 11 East 44th Street
San Francisco:

‘ 2 52 Beale Street

Thank you for buying from GOLFDOM'S advertisers. They are O. K.
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Is chain store idea of

UNIFORM SALES METHODS

urgent need of pros?
By B. H. BLAKE

he has spent in studying the pro merchan
them to make use of their power.

dled only by the pros

The author is a manufacturer in the
pros have more control of the golf market than they probably realize and advises

We doubt exceedingly that his recommendation of standardized clubs han-
pros is a hunch that can be

valid difference of opinion on what's
;bout more uniform merchandising methods is worthy of thought.

olf field and it's his good money that
ising situation. He points out that the

ctically worked out, for there is
best. But we do think his idea

HERE you see smoke you will find

smoldering embers. If left to their

own development they will leap into
flame and soon consume everything within
reach. Right now this condition exists
within professional ranks, and just as soon
as it gets a better draft, yon can look for
a real conflagration. This should, and
probably will, consume one of the great-
est obstacles to the future success of the
professional field.

The fact that so much is being written
about the pro losing some business through
every Tom, Dick and Harry selling
golf supplies, and at cut-throat prices,
indicates that the situation needs correc-
tion. If these writings continue, which
they no doubt will, it is a foregone conclu-
sion that a way will be found to bring the
business back to the home where it be
longs. You can look out for such men as
Messrs, Ogg and Sargent, They are think-
ing seriously, and don’t forget there are
many more Oggs and Sargents in the
ranks whose opinions at the start of a
campaign have not received so much pub-
Heity, but who will become more bold as
the discussions become more heated. One
or two men cannot do very much with a
problem as great as the one at issue, but
they ean start the ball rolling. As It goes
along it will attract others to give it a
push, and before long there will be enough
force developed to carry the ball over the
goal.

A field as large as professional golf needs
to be bound more closely together. The

P. G. A. is the one and only hope of achiev-
ing this condition, and when it attains the
prominence and dominant position it is
progressing toward, then we will find to-
day's problems easily solved. The profes-
slonals do not realize thelr strength, for
they are not yet a gingle unit. They do not
seem to realize they are the Doctors of
Golf, and that all golfers recognize, or
should recognize them, as such. Why
shouldn't they be so recognized, for it Is
they that impart golf knowledge to the
players. BUT, does the player remgnlw
him as a busginess man or merchant?
believe not. What is the reason?
believe the biggest reason is due to Inclt
of co-operation among professionals, which
in turn is due to lack of fullest support of
the P. G. A. No governing body can func-
tion properly without full support both
financially and morally of every member
of the profession.

You ecan talk with a hundred or more
prog about the golf swing, and every last
one of them will lay down the fundamental
facts without muech deviation. This has
caused the players to have confidence in the
pro, with the result they try to live up
to his Instructions.

Standardize Selling

But when buylng merchandise we have a
different picture, Hardly two pros in a dis
trict will agree on the same selling policies.
One Item in the pro’s merchandising salva.
tion is that there are not enough different
lines of ¢lubs of good grade to give the pros

|
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The Spa[ding pGA,,, The ball to use when you're hitting them

square on thenose. Notas durable as the
PGA Kro-Flite, but for the golfer who doesn 't worry about topping
‘em, its the one to buy. Its distance when you connect will sur-
prise you. Only 75 Cents

. The to...A ball that never knows when its had
pGA K?’O—Flﬂ’e enough. Top it, hack it, bound ivoff the

sharpest stones—you'll find it still round and whole, You may
scratch the paint, but you can’t cut the cover. Each, 75 Cents

WHEN selecting your new clubs, look over the PGA line of Cusrom Made golf

clubs—both woods and irons. Models chosen by the Selection Committee of the
Professional Golfers Association.

Professional Golfers Association
OF AMERICA

Seloction Commistee: Groror SArgent Witnis Oco  Jack Piriz  Jack Starr

GOLFDOM and its advertisers thank you for your buying inguiries,
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the embarrassment and lack of selling
“punch” that there would be if there were
a score of strong manufacturers fighting
for the “post” position. Even now there is
enough difference in what the various pros
recommend to bewilder the buyer. If there
could be established a condition in this field
similar to the reasonable standardization
that exists in the professionals’ teaching, I
believe the united front soon would win
the confidence of the players to the extent
they would no longer be tempted by the cut-
price bait on golf merchandise of uncertain
quality.

Standardization of specifications covering
the ifmportant units in golf playing equip-
ment by the professionals, with enough
grades to cover the various price ranges,
and with distribution of goods of these
gpecifications confined to the pros, would he
the practical foundation of a successful cen-
tralized buying bureau, such as Mr. Ogg
has been visioning. This would capitalize
and protect the pro's position as the maker
and controller of golf markets, so it seems
to me,

There are some who say this cannot be
done, for no one has yet heen successful
in other fields. But, with this set up we
have nothing more than the CHAIN
STORE idea applied to the golf field.
Everybody knows what chain stores have
accomplished in the various fields. You
go into any one of a chain and you will
gee the same lines of merchandise ex-
hibited as you will find in any of the other
links. What one of them boosts the other
does also, Centralized buying enables them
to undersell the old time store, but not so
much as we generally believe. The same
product displayed in every store, and the
same selling scheme, repeating it's adver-
tising power each time one walks into
their store, does more harm to the old
time merchant than the little difference in
price,

Just think what it cost to change the va-
rlous flelds of merchandising from the
gingle unit one to the chain ideas. Mil-
liong of dollars were spent in each group.
Then figure how little it would cost for
the professional golf field to change to the
same idea.

A Pro-Made Success

It might be well to mention at this time,
another situation that is not quite as press-
ing or serious as the one already discussed,
but which s growing faster than s
healthy. That is the giving away of tees
by the clubs themselves. We will all give

GOLFDOM

the pro credit for establishing the market
for patent tees, and it was an uphill fight
for several vears. He finally won out, as
proven by the fact that it is a rare thing
to gee a player now using sand, It i{s the
most convincing proof of the professional
bhold on the field when they unite on one
fdea. What could they do if they would
all unite on the idea outlined above? The
market for patent tees was too large for
them to hold. It soon attracted outside at-
tentlon and too many manufacturers came
into the business. No one seemed to hold
a patent that would prevent competition.
Too many tees were manufactured with
the usual result of price-cutting by those
who found themselves In over their heads.
The bulk price was so cut so low that golf
clubs themselves bought tees and gave
them to their players, thus taking away a
good repeat article from the pro.

Suppose the pioneer manufacturer would
have held a monopolizing patent on the
popular type of present day tee; is it not
reasonable to assume the pregent condl-
tion would not exist? He would have con-
trolled the business so the pro would stiil
have the situation in hand. And you can
rest assured that he would have done It,
for no one recognizes the fact better than
he that the pro put it over. The pro has
certainly gained prestige at least for his
efforts in exploiting the tee, for it has
proven conclusively his hold on the field.
It has made us all more thoroughly re-
spect pro merchandising power.

There appears to me to be no features
of this plan that would work a hardship on
the manufacturers for all details could be
worked out satisfactorily to all concerned.
In fact, manufacturers would be benefited
as much as professionals.

By adopting such a plan, the idea of a
commissioner, such as Judge Landis in
the baseball field, could be adopted. The
returns to the P. G. A. from {ts work in
eliminating distribution wastes would be
sufficient to enable the association to al-
tract and employ the character of a head-
quarters organization needed to work out
the details of the P. G. A. officials’ plans
and ambitions,

Be sure that GOLFDOM has
right names and addresses of
your club’s officials.
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Four books

you need for a
golf library!

GOLF ARCHITECTURE

IN AMERICA
By George C. Thomas, Jr.
is a detailed study of architectural
principles, profusely illustrated with
sketches and photographs that make
it a practical working classic. Price,
$5, postpaid.

THE LINKS

By Robert Hunter

Internationally pronounced a mas-
terpiece on sound architecture. Pre-
sents world-famous holes in estab-
lishing safe practice for course de-

sign. Price, $4. postpaid.

A.B. C. OF TURF
CULTURE
By O. J. Noer
Understandable and comprehensive
treatment of various factors respon-
sible for developing first class golf
turf. Lots of good dope on fer-
tilization. Price, $3, postpaid.

GOLFDOM BINDER

A binder that preserves a year's
numbers, month by month, of
GOLFDOM so they are preserved
in neat shape for handy reference.
Price, $1, postpaid.
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The Business Journal of Golf
236 North Clark St., Chicago
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Larger and Lighter Ball Official
Jan. 1, 1931

UST after a lot of the self-designated
“wise onesa” had settled upon retention
of the present 1.62-1.62 golf ball, the real
authorities announced, through the official
spokesman, Herbert Jacques, chairman of
the implements and ball committee of the
U. 8. G. A, that subsequent to January 1,
1931, the new ‘“larger and lighter" ball
must be used in all tournaments under the
jurisdiction of the association.
The new ball is to be not less than 1.68
inches in diameter and not heavier than
1.56 ounces.

Although the announcement of the new
ball was unexpected by the ball manufac-
turers when it was made, May 10, the
makers were by no means unprepared as
they have been doing considerable research
work with the new ball ever since its prob-
able gpecifications became known., Tests
of the new ball are said by several of the
leading manufacturers to show that it has
no appreciable difference in length, and for
this reason will not influence course archi-
tecture in the matter of reducing length
and in the consequent possible reduction
of maintenance expense. To what extent
the new ball may effect the trapping of
courses, with the prevailing winds taken
into consideration, is still a matter of con-
jecture. The difference in length is stated
to be only two yards in every hundred of
the average drive. The new ball sits up
nicely on the turf, and because of this may
permit more leeway in fairway mainte-
nance, Its tests also reveal that it holds
well on the green in approaching, and is all
a ball could be in putting characteristics.

With two full seasons left to dlspose of
balls now in stock, the distribution and
gelling difficulties attendant upon a change
in the ball are left for time to iron out for
the ball manufacturer and pro, and it is
expected that the decks will be cleared for
the gala entry of the new official sphere
when it makes [ts debut with the new
year, 1931. It is impossible to hazard even
a good guess at the manufacturers’' ex-
penditure the adoption of the new stand-
ard involves. One manufacturer stated
that the sum might be as high as §500,000,
although he took pains to make it plain
that this was only a guess. The dies for
golf balls are costly, and the probable
changes in manufacturing methods are not
going to be put through without consider-
able expense.



