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a 'ery modern pumping plant
with a pump that produc 1,000 gallon
a minute. I ha par at th oil and

Heavy Demand During eding.
During th s din

wat r approxirnat 1
put on 1,000 gallon a minnt in on
t T, th oil b ing of a crud sub tanc ,
and if 1 at r all day, half of h wat r

oe down th sam nath. Yon can go 011t
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FEE COUR E 0 E TO
EET AT CHICAGO

AIL Y fee cour owner of he
U. S. are invited to attend the

meetin and dinner .ponsored by h
Chicago Daily Fee Cour e Owne
as ociation, to be held arch 14 6 :30
P. M. at Hotel Sherman, Chicago.

Thi gathering i to be held dur-
ing Golf Sho eek a Chica 0 for
the purpo e of learning he thou ht
of the nation fee cour e owner
with re pect to the formation of a
national organization and for a di -
cussion of the pre in problem con-
frontin the pay-a - on-play rna -
nates.

Arthur Ahern, pre ident of th
Chicago organization i is uing the
call for the meetin and invite ug-

estion for the program of di cu -
ion. He al 0 desire to learn in ad-

vance names of tho intending to at-
tend. Mr. Ahern' addres i 9140
South Western ve., Chicago.

ruin, dig down

ai n m
Ii are n ary to maintain tairw ay ir-
rigation at a minimum co t. ...ly III n put
on a sprinki r at th rat of one a minut .
and can chan th III in that time. Th r -

w 11a' a big savinz again t th
yst m. figurin vear and t ar of

, tc.
If you ha ' a 10

\ at r and not suffici

in California car-
With tll y t m I

, and with th quipm nt I have, I
oing to run ith about fonrt n.
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The Why of Lo t
HY does the pro shop lose business
it should have?

• TOW that the heavy season for
selling is about to start for the pros in
the northern states and the prospects
of the year are so vivid, it will do no 1>1'0

any harm to check up on the errors of
omission or commission in his shop which
were responsible for the escape of money
he should have had.

There has come to GOLFDO:\!'S atten-
tion a compilation of the reasons for lost
sales mad by the Merchants' rvice bu·
reau and covering representative retail
stores.

It will give pros plenty of food for
thought to look over this compilation which
follows:
Indifference of salespeople 47
Att mpts at substttutton 24
Errors 1
Tricky methods .. 1
Slow deliveries .. . . . . . . . . . . . . . . . . . . . .. 17
Over-insistence of salespeoul 16
Insolence of salespeople..... . . . . . . . . .. 16
Unnecessary delays in service 1~~
Tactless business policies " 11
Bad arrang ment of store. . . . . . . . . . . . .. 9
Ignorance of salespeople about goods... 6
Refusal to exchange purchases. . . . . . . .. 4
Poor quality of goods .

We have shown thi list to about a dozen
men in professional golf m rchandising,
divid d about 50-50 b tween manufa .tur-
ers' sal smen and well-known and success-
ful pros, and hav asked them how the
ordinary retailer's loss r asons stacks up
with the pro's reasons for losing out on
sales.

Without exception they hav stat d that
th indifference of salespeople is the main
reason for loss of business in pro shops as
well as in r tail rs' stores. As the pro and
rar ly more than t '0 asalstants cornprtse
the sal s fore in th pro shop, it shouldn't
be hard to e1iminat his fa tor of indif-
ference. If th pro is interest d in making
money, he'd b tt I' ret on his toes about
making sales, and . ie that the assistants
who performam" ar so closely under
his supervision also show du inter st and
intellig nc. Indifference toward s Iling Is
in differ nc toward making mon y and

rvlng m mb r. If th 111'0 is p rsonally

ale
guilty for thi d r Iiction, that 1 a' .oun -'
able for th most lost sal " h had b t r
wak up and get n 'xt to him: If 01' look
around for a good union job tha 'all' for
fr qu ntly m ntion d combination of a'"
strong back and a ,.,.ak mind.

But nough of th ·coldin. nt il
GOLFDO~J began to :tir up int r . in pro
selling, a number of pros, ac ordlnsr to'
th lr own frank con f 8 ion s, hadn' I' altz d
what migh b done in in rea. in th
com s with able and a tiv hop
work. Th In t two ason ha
much d v lopm nt in pro . llin that the
pro shop as a r tail m r handising outl t
is appar ntIy a th dawn of it big day. \
Th 1)rO who isn't pr par d to tak the
advantage of this condition in 1929 will
be strictly out of lu k. . ~ot onl - vtl l his
income snow that h ha t missed' b t, but
hi mernb rs will notice, by comparison
vith oth l' pro' and th ir 'hops, that their
man is asleep on the job.
Losses the Pros Don't Have

As w look over th r tailers' l' a 'on .
for loss w r joie that att mpts at nib-
stitution, tricky m thods, refu al to
change purchas s, and poor quality of
goods figur v ry littl in pro shop los
Instead of substituting, th pro posslbly
lets many al s go by not trying di cr tly
to fit th custom r's n ds wi h om thing
that will well serve th buy r. Th re ar
very fe\ complaints of tricky method in
pro selling and s ldom do w hear of a pro'.
I' fusal to mak any r a ionabl . change
of pur has s. Tn most as th pro or
his assistants, if th y ar mtttl d to hold-
their jobs at all, know nough about th
goods th yare selling to do a good job of
han d 1 i n g th V1' yer t' I' quir m nt
properly.

Very infr qu mt are th complaint of
ov r-inststenc of sale p opl in th pro
shop. It might b a ood thing if th re
were a little mor of this.

Study these point and of oth r arttcles
that may be respon ibl for r trtcting
your Income. ornpar our r a on witb
those that have co t oth r r tail rs • aI s
and profits. Then, wh n you ha.v located
th factors that ar p naliz ing you, you can
correct th m and enter on a n wand hap;.
pi r day of profitable morchanrttsln a
your hop.
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SPALDING
The NEW

MULTIDOT
MARKING

•

AN UNKNOWN played it and beat

a champion. The champion played

it and won a tournament. Other pro-

fessionals were asked to tryout this

new Spalding Multidot Marking. One

after another the reports came back,

lilt's great! Spalding has made another

great contribution to golf."

It isn't a new ball, remember. It's a

new MARKING. Twelve colored dots

are painted on the regular Spalding

or Kro-Flite ball in a scientifically

determined pattern.

The Multidot Marking makes iden-

tification easier. A player doesn't

have to lift his ball.

ANNOUNCES
Many professionals tell us that the

Multidot makes accurate hitting easier,

by giving the golfer a definite dot on

which to focus his eye.

Others say that the Multidot has

the advantage of greater visibility, and

is easier to find in the rough.

But try the new Multidot Marking

and discover its advantages for your-

self. Then stock it and see how it sells.

Multidot comes in either the Kro-

Flite or the Spalding Ball (dimple or

mesh), and in four high-visibility colors

-red, blue, green and maroon.

Th. Spalding
E ch 75 C.nts

"'Il~~ .~., NiW

MULTIDOT
M". KIN c.

Th. ro- Flit.
Each 75 Cants

Please
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liE r y o u b e a r .a
golfer ay - "Boy,

I'm ure httttng 'em to-
day-let' go another
eighteen!"-you can bet
your bottom dollar he'
u Ing hickory haft !

Only hickory can ab-
orb the terrific tlng and

vibration - stroke after
troke-hole after hole-

and leave the player fr sh
and relax d-on his
game and ready for more.

The jar and vibra tion of 10 0-
motive running over metal
cro tie 'oon hake the ma-
chinery to pie e - it ha been
tried and abandon d. h ttng
and vibration from teel
handled tool proved too much
for v n the hard mu de and
nerve of working men. In the
arne way terrific vibration and
tlng enters the sy tematev ry
hot with a club hafted with

anything but hickory.
Leading player - both

amateur and profe ional
-know i and refu e the sub-
titute. That' b ca u e a

hie ory haf has strength and
Wine •.• whippine and

to tor ional train ...
a hickory haft ha

h
..lanujactllrpr >

TEl T HI
iation

OL.FDOM

r

Ry • V. NDER 0 , Prof' lon(ll.
Me. aha C. "Hibbing,. finn.

Her ar a doz n qual if .at ion J \\ onld
exp ct to find in the man I hir d :

1. He must be old mough to hav cast
aside all kid fo11y and had at 1 ast flv
years of e..ner len 'e a a prof sional. OJ'

serv d in the cana tty . ass i tant.
2. He must b good in tru tor; hay

ability to impart hi knowI dg cl arl .:
b for eful nou h in his t ach!n 0 a
to improve th play and standard of the
club.

3. H must b a good pla r, not nee l'-
sarfly a tournament play r, but on with a
good, sound gam , so hi m mb r will
have contld n in him as a pro, for
ar hiring a prof ssional golfer.

~.H must hav a good credit rating
which will insur the m mbers of a 11-
stocked shop in which th y can d tb ir 1

purchasing of golf supplt s.
5. H mu t b a good bu in s man, of

good charaet r and minus a liquor br ath
whil at his post.

6. H mus b w 11 nos d on th rul s of
th game; have knowledg of ourse main-
tenanc , but must r aliz and appr clate,
that th gre nk ep r Is the man in harg
of the cours , but h will actually oop r-
at with him at all tim s.

7. He must b able to hir th right
help in his shop so as to insure th mem-
ber' of high-class rvic whtl abs nt or
at his teaching ground.

. H must mana e and maintain a n at ,
w Il-k pt 01f shop; must hav his hop
op n at a r ular hour ach day and clo
th sam; h mu t s th TIl mb r . club:
ar prop rly car d for.

9, H must b a 000 lub mak 1', 0
that the 111 mb r of the lub ould re-
cetve good s rv!c in repair work and a1 0
ge hand-made clubs, if desired .

10. R mu t b n at in app ran
courteou • a man among. t m n and 8 n-
t1 man.
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a man tha \ ouid tak
lub; I would alwa

to impro
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F ulnam markin
the tandard; it i

permanent, unmi ••t kable, can-
not inj ur the ball and i in u

h OHr 3000 club in 16 differ nt eoun-
trie. Pla~ er, club, and Pro ar invited

to rit at one for our unu ual offer.

THE F L 'incinnati, O.
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5 rea on
for •U Ing

1The Lea din g mateur ay -"I have
learned my game with Wood haft and

until I become unable to procure Good Hick.
ory or until teel haft are made, which

CT and FEEL like Wood, I hall continue
to u e Wood."

2 Reque ted to name the World' ten Lead.
ing Golfer , a well known writer Ii ted nine

who u e Hickory hafted Club •

3 In a te t of over 150 Drive, Hickory
hafted Club averaged 0 er 14 yard

greater di tance than tee1.

4 High Grade Hickory hafted lub
from 10 to 30% titter than teel.

The Government report place tanding
Hickory at I TEE BILLIO FEET

and the con umption, at appro imately the
annual growth.

HE E fact will prove that no hortage
of Hickory exi t for making Fir t Quality

haft , which leading Profe ional and Golf
Manufacturer tate there ha never been
found a ati factory ub titute.

The opinion of the e men hould influence the
Golfing Public to u e Wood hafted lub and
not to accept incorrect information regarding
Hickor .

We are the fir t to introduce guaranteed uni-
form grade, machine te ted for tiffne ,nature
cured Golf haft.

BLO K O.

GOLFOOM

are

prtc s ar
down-town.

The custom r must ha a good a ort-
m nt of standard, high t grad, brands,
and that w give th m in our n \ hop.

Handling the "Crab"
I b lieve that many of u in pro

tribe are inclined to pass up th m mb r
who is termed a "crab." I do not wi h to
imply that I have not done 0 in th pa t,
either, but from now on th "crab" i th
one person who is going to be pteas d if tt
is humanly possible. 'I'h crab al vays are
th biggest and loudest talk rs. 'I'h y c r-
tainly can do th 1)1'0 a lot of harm or
good-so why not make sure that it" the
latter?

A · tant Pro
By F. PLAY

Y O.\fPLTME. TT to Paul Scott on
his rent article in GOLF DO Jr·

lating to th status of th assistant. It
s rved to ora, att ntion of th thinking
m n in th a sist nt's
n d of bett l' condition. of rnploym nt
and training, and to th wisdom of mak-
ing thes ne Chi a matt r of P. G. . itudv
and action. As th matt r .tands now,
th ass! itant can shift for himself a. b st
h may, and this is not a situation that
the P. G. A. hould p rmit.

Som on should blush at the a 'i tant
pros' wag s m ntion d in ott's articl .
'Whether it should be th prof sionals or
the clubs I'm not sur .

I know of boys 'ho ha v b n brough
up sinc th y wer '\ Iaddi s to h pro,



MARCH, 1929

p ofour

ubuqu ountry lub was not troubled
with wa houts durin th pa t
du to th fact tha t wh n r pairtn
damage don by wat r w have plac d the
tile much d eper (24 to 30 inch to the
top of th til). Form rly we carri d them
only or 10 inch . und r th urface.

In ch eking up on wash-out w found
that th b ginning was invariabl a go-
pher hoI ; of COlIl'S you need not draw
on your imagination to know v hat a river
would do v i.th just th slighte t binning.
We do not aim to carry ry mu h water
away in our tile as it i only larg nough
to take car of th e page. \V found
there is no b tt r ag nt for carrying wat r
than a good growth .of biu gra s: and by
maintain in a good sod in all of th 10'
places '\ ar able to avoid a gr a d al of
trouble.-John :\1. 'Walker, r n-chatrrnan.

o mor w ds s
gr n than

boring club? Ar
not trac able to using

, water for your greens wher
uses well-water?

grow on your
of th neigh-
th cau e is

d-Iad n creek-
your n Izbbor

HAVE you been thinking any thin of
pos ible changes in shop layout dur-

ing the n w year? Lot of times light re-
visions in the arrangement of tock will
sp eel pro sal 8.

67

•

\ VE ) on een th 11 W

V L ~.\ mod I for 1929?
Y'1' b antics, v ry one of

them, and vou'v
better valu ~ in your
career a a profe ional.

\\ e lik to eli pIa r th m to our
Pro f ri end becau > th Y know
how tu judge the real" tuff" in
them. And it" th v ithout
que tion, b ar
built by th

coupon b -
cur full

of all

Vulcan Golf
Port mouth, Ohio,

v I. A.' GOLF C . iP ·Y.
Portsmouth. Ohio.
G ntlemen: I am inter ted In your n mod I .
~ nd 1929 cataro and a k 'our man to drop 1n

Aildr !'

Country Club
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Undoubtedly the ind folks who
giv away golf tee. rob you of your
market.

Fortunately there is abundant proof
that "PEG" 11. ev n where free tee
are available.

"PEG" has been introduced in very
golf playini country and ev rywh re
gol~ r are enthusiastic about it.

They find it so eo y to u e.

The long taper nd mooth point go
into the ground ea.ily.

Th shape of the head fit. snugly
h twe n the finger. The ball spill
off the hallow fan when you are r dv
to spill it-not before.

"PEG" old well la.t year. It i. a
h tter tee thi!! y ar, Everything indio
cate that it is going to have a v ry
he yale this s a on.

Th number of t e to a ho giv
you a quick turnov rand th pric
allow 011 a .pl ndid profit-you ju t
tr it.

iohh r has not got them

G • CO., Inc.

GOLFDO

Top ka Pro' Plan
in

will nd out a card tellin arrival
of his n w tock, and p sstblv, inf rma-
tion ahout club- 1 aning and in tru tion.
R is repainting his shop and in talltna
n w showcas s, having found that f w
dolars spent in thi way pay big divid nds.

Women's busin ss is g tting to b quit
an item, Trout notes. t Top ka ountrv
club "Lad! s' Day" is v ry Tu sda . morn-
ing. At various tim h iv sad mono
strati on to th crowd
the diff r nt
tion qu stions
feature has h n nthu iastical1y r
and has indirectly and directly
in a lot of business,

T

far h 4. 1929
Dear st». n-au«.

It giv ?II gHat Ii( ( II
retained a your goZI prof ,'iollal for t h
coming sea on. T liat' 8 lect ed a nlY a,"
sisto.nt . fiJarl Bon brake, 1( 110 hos
faithl11lly as a caddie, aiu! in til
tho past y 'or. T hop' 1(1 m(lY b
sct"vice to YOII during til coming (a,~0I1.

JTJj sl. on i,~ stock ri with mcrcl andi, ('
which T hat1c ncrsonallu s lect cti anri !JIO'-
chased. from the hiUhc t orono numuf ao-
turers in the world-t11 .'1 1 ct d P. G. Jt.
models 'wood and iron '. th lValt l' Hagen
'Woods and irons, the A. G. Spalding & Rr08 ..
the Oraioford, .lTcGr gor & anby Co .. t h»
Burke aot] o'J tile Kroydon 00. and th«
Vulcan 0.. tne R cklcu-Raleton itrok«
.'Iat'or. Goo, .•. ioholl irons, ,,)}C1H ( iro)l.'I.
Ifendry and Bishop iron «n d the Butch art-
.•.Ticoll« club«,

•'hol/ld uo» d iro any arficl not ('(1) n( II
in my stock T trill b pI ases! to order .~(I1/1'
lor YOIl. ·While at the club uou (II' (01'·
clially inl'itcd to in ncct my t.X( ( llenl di,-
l}la" 0/ m rch an dise,

I shall conduct n uularlu, a T 1Ial c don«
in the past, cia,'! of instru ct+on [or cad
dies, aneZ I shall lImJr ciot your 1'('1)Olt to
mtl 0/ their conduct.

My thirt n year 0/ JI ri ne a an ill-
tructor and player qualify ?nfl', I b Ii v I

to be 210ur Gol] doctor, laH'Y rand 111 r-
chant. I sincerely hop my a stet on: ami
I mall Maist in making thi your 1110 t 011-
joyable gol/ sea 01l.

Very truly yOfTS

(Signed) C. M. "ellIOTt" 7'ROUT.
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The length of this hole may be varied from
, 60 yard to 110 yards. Its character may

also varied by the placing of the pin on
the plateau in front, in the valley to its
left, and upon the plateau at the back. The
player is not required to risk anything. He
can u e his putter from the tee. But if he
wishe to lay the ball dead he must outplay
the defen ive bunker. They are not inter.
ested in penalizing his ball, but only in

defending the hole

I
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HE ational Adverti ing behind
MACGREGOR club ha been

creating a teadily increa ing de-
mand for them throughout the year .
All the e years it ha been putting

I
MACGREGOR on th map.

Thou and of the e magazine ad-
vertisements have come-and are
coming-i n toy 0 u r community.
Therefore your problem i to e
the peopl into your tore, who have
een the e adverti ement. And the

best way to do thi to u the
local new paper.

The folder contain a number of
advertis ments of various size-
saving you all the bo her of prepar-
ing them. They are not golf adver-
tisement alone but also m ntion
that you have other lines of mer-
chandi e.

We furni h either complete mats
or complete electros. There i no
charge for his service. Choo the
ones you want, order them by num-
ber and we will send them to you
promptly, postpaid.

Dayton, hie

MAClRlISOl
:COURSE-TESTED (~) GOLF CLUBS:
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Here'
MA

Why the
AGE EE

THIS is the season when many gol f
club officials are studying their annual
statements. They try to com par

their own club's figures with those of some
neighboring dubs and usually find the at-
tempt futile, due to the wide variations in
club book-keeping m thods. But in most
eases they have no difficulty in finding
that each club has its loss in operating its
restaurant service. The amount of the
loss frequently is concealed by book-k er-
ing trick for the manager is confronted
with a situation that is the members' fault
and not his. However, his not to reason
why, he is forced to the fine art of protec-
tive coloration and makes use of it in re-
porting on his restaurant operations,

During the peak of the 192 season
GOLFDOM aroused considerable interest
with a series of articles, to which many
club officials contributed, on the problem
of the inactive m mber. Now, before the
1929 sea on starts, new administrations
should be taking some steps toward arous-
ing the membership to the nee salty of pat-
ronage of the club's restaurant facilities.
Unless the volume of house business from
the m m bel" is promoted by every method
at the command of the club officials and the
manager, it is hopeless to expect anything
but a loss in the restaurants.

The club is usually limited in its solici-
tation of "outside" business for its restau-
rants. The expen of the club "atmos-
phere" in conducting the club feeding pro-
cedure is heavier than that of most "out-
side" r staurants, and the club members
protest against pric that are th least bit
high. Th n there is that une rtain and
costly element of th weather, which has
a lot to do with the showing of red in
many club operations. But all of these ad-
verse factors are overcome if the m mber-
ship patronage of the restaurant nd of
the club is somewher in line wlth the play
on th > course.

A Close-Up of the Dilemma
A copy of a I tt r written by a manager

to the hou e-cha irman of his Iub has
heen sent to GOL'J;~DO~1:. It gives such an

E
intimate and a icurat < naly 1. -it·
uation that w ar reprinting it 0 i may
bring eIub officials to an acut r aliz: tion
of the manag r's probl m. nles the
memb rs appr ciate th ir respon. Ihiltty
with respect to patronag , the red is bound
to show, as th manager puts forth by say-
ing:
Mr. J. C.---,
Chairman, House ommitt e,
---- Golf club.

II'. -----
After having served our m mbership for

three seasons and carrying out Inatructlons
of the thre House hairm n during that
time, I wish to give you now a summary
of the activities insofar as exp nand
income are concerned for the ason ju t
closed.

The Board of Directors and th House
Chairmen have always maintained that we
shall furnish the very b st of servic and
only h igh class foods in our dining room
and it has b en my pleasure to sup rvise
the operations in this department to th
satisfaction of all who patronize th house.
It appears to the wr-iter that the Board of
Directors should hav intimate knowl dge
of conditions as affectin each d partrn nt
and it is my d sire to stv you th s f'acts
for the best inter ts of the club. l\T have
been especially fortunate this year in that
we have not had a singl complaint on
either food or servie and on th other
hand hundr ds of complim nts on both
but at th same tim T shall cont nd, as
T have told you on several occasions,
that the membership should apprectat and
patronize the dining room more lih rally
in order to maintain th standard of serv-
ice and food they receive.

Volume Inadequate for Overhead
Sf nee it is my idea that the copy of the

attached report be mal led to ach member
T have built this tabulation from the sup-
nos dly active playing month of th s a·
son, thereby excluding six w ks at the
beginning and four we ks at th nd of
the season for the r ason that thes two
p r iods will not show sutftcient ross in-
corn to qual the 0]) rating e. pens of
those nertorts. The report, th n b gin on
the fifteenth day of .•lay and nd on th
first day of October, and T am Inclin d to
beli ve that tho figure will su rprts ven
the most pes imistic of our dir ctor when


