A new golf ball has

[ﬂ&shed into popularity—the Hol-Hi.
"Never in golf history did a ball win
-spch instant and enthusiastic recep-
tion. Golfers paid a dollar and said,
“...it’s worth the money.” Now pro-
“duction volume has increased to the
~-point where Hol-Hi can be sold for
' Z5¢. And—if possible—it’s an im-
_proved ball. Hair-trigger getaway—
"almost unbelievable accuracy — an
“urge to go that adds ten to fifieen
_yards on every drive—and the stam-
~ina to take the hardest punishment
without a whimper.

W
WILSON-WESTERN »

FS?ORTIN G GOODS CO,

NEW YORK %

CHICAGO @‘)

SAN FRANCISCO

5>



You’'re in Business,
Old Man, So Let’s
Talk “Shop”

The prosperity of every
pro is greatly concerned
with merchandising. The
wide-awake boys are pay-
SIS ing a lot of attention to
Shop Displays and stock

9M turnover—they are the
7 boys that are “cashing in.”

Here’'s a line of clubs
SanoNa which is acknowledged to
MODELS EQUIPMENT plus
this, it is a line that has
plenty of style, and, plus
this, it is packed in a most
attractive manner.

You will find in the Wilson
line, Golf Equipment
which will make a splen-
did sales appeal and a line
upon which you can de-
pend to give lasting satis-
faction and to build for
you a reputation for hand-
ling reliable merchandise.

dise.

Every day more pros are AUTOGRAPHED
realizing that Wilson sales MODELS
are easier sales, also Matched
profitable.

Wikhron

GOLF EQUIPMENT

: // WILSON - WESTERN
Sporting Goods Co.

- &
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PFRINTS TIME OF

I used by many ]
is the ideal time

Send for
folder and price

Office
New York

General

50 Church St,,

DOES YOUR CLUB
PAY THE CADDIES BY TIME?

Many leading clubs throughout the country do

Acts an an inducement to boys to become caddies
Makes caddies as willing to work for
Han been proven the most satisfactory

THE CALCULAGRAPH

“START.” "RETURN” AND ACTUAL
EARNED IN DOLLARS AND CENTS,

ing elubs

recorder for timing caddies

CALCULAGRAPH COMPANY

poor players as good ones
to both players and caddies

AMOUNT

Western Office

5685 W. Washington St., Chicago

PRO’S...

MAKE A GOOD PROFIT BY
HELPING YOUR MEMBERS
PLAY BETTER GOLF WITH

The Denman

RITE-GRIP

The Denman RITE
GRIP will make them
#rip the Ir clubs with
a “pro-grip.” It Is a
thoroughly practical
deviee that will posi
gripplng. Endorsed by 10
leading fession during Nationnl Open at
Olympin elds.  Nothing else like It on the mar
ket—sells fast with good display—anntional sadver
tising already crented big demand
List Price, $2—Liberal Pro Discounts

THE RITE-GRIP CO, 350 Richardson Bldg., Toledo, O

Lively correct faunlty
is

k anteed Balls—and the

ANGLE

-

THE
MODERN
GOLF TEE

Gives players such improved

driving sdvantages ns:

(1) Hole-true direction — ANGLE -

TEE points toward hole;

Less topping—ANGLE-TEE

eyes back of ball;

(3) Frictionless getaway—ball
air when hit;

(4) Improved short-hole play —

| TEE is better than a turf lie;

(5) No lost time—ANGLE-TEE won't

away;

Proper tee height

height is adjustable.

Trial order, or request for sample

_may be had with coupon—use it now.

THE ANGLE-TEE CO., 211 Meriam Bldr., Clessland, 0.

O Ship_ Trial Order .. Display Carton(s)

of ANGLE-TRE (38-25c boxes per onrton).

I [J Send Sample.

Name .. veovcs

Position

Address

(2) focuses

This is the day of Steel
Shafts, Matched Sets, Guar-
actually in !
ANGLE-
Ry
ANGLE-TEE's

(6)

i
1
e

I show you that we have lost more than
$10.000 in the dining-room this year simply
because we did not receive sufficient
patronage to counterbalance the overhead
necegsary in maintaining the standard of
service and serving the quality of food
vour members are receiving, Had we re
céived a legitimate guantity of patronage
thege figures would be altered materially

Recalling now that we have 200 active
members, 64 women players, 16 junior
memberships, and 19 special members it
doeg not seem just that we should average
only 51 lunches, and 40 dinners during
this active season.

I might elucidate by telling just
these figures were derived and this may
help the directors to arrive at a plan
whereby patronage may be obtained and
logges in  the dining-room materially
reduced.

The bookkeeper and | each keep a rec
ord of the daily income and expense and
we started the tabulation by listing the
geven days of the week and in this tabula-
tion we included all parties, dinner dances,
tournaments, ete.—in fact, all the activities
which were supposed to produce a revenue
in the dining room. Each day of the
week had a column of its own wherein we
totaled the number of lunches, their rev-
enue, the number of dinners and the rev-
enue and the number of meals given to
employes from the course and locker room.
This gave us the total gross revenue for
each day of the week throughout the en-
tire active season. We then divided these
totals by the number of days which in the
first in&tance shows that we average on
Mondays—16 lunches and 38 dinners and
the average gross income on Mondays 1s

how

$67.75.

The first item of expense, then, is the
food cost which figured by all hotel and
restaurant experience is one-half of the

grogs income., To this we add the kitchen
pay-roll, fuel, power, depreciation, insur-
ance and interest and meals to the kitchen
help. We then add the dining room pay
roll, which includes the ladies’” locker-room



MARCH, 1929

attendant, who also serves, and the vari-
ous other expenses in the dining room.
These figures were taken from the actual
expense records shown on the club ledger,
and the net loss on Mondays shows ftsell
to be $60,50,

Now, inasmuch as we have 500 possible
patrons not counting guests, it is not feas-
ible to reduce the number of employes in
either kitchen or dining room inasmuch
ag we have, without any special notice,
been called upon to serve as many as 90
Ilnnches and more than 100 dinners, but at
the same time it does not seem reasonable
to belleve that we should average only 51
lunches and 40 dinners from a member-
ship such as ours. [ have for the past
three months made an intensive effort to
ascertain just why we do not serve more
members, and in that time [ have not
found a single complaint. The reason
seems to be that men will eat a sandwich
or two at some restaurant on the way out
to the club or will play from one o'clock
until five o'clock and then go home for
dinner instead of inviting their family to
the ¢lub for dinner. 1t might surprise you
to know also that we have not had a single
complaint on the price of our meals, and,
as you know, we are still serving an 856¢
lunch and a $1.50 dinner, the cause of the
loss is apparent.

“How the Club Looks at the
Pro’s Side”

AS OBSERVED BY A MANAGER

N THE February issue of GOLFDOM

there appears an article entitled “How
the Pro Looks at the Club's Side.” This
pro tells us that HE knows of a eluly where
the members wont patronize the shop be-
cause the pro isn't running it. When he
gots a little older, and gathers more ex-
perience, he will understand that the aver-
age member of a golf club is very little in-
terested in who gets the money he spends
in the shop. When the member receives
goods and service commensurate with the
wmount expended his interest ends. Of
course there are members in every club
that cater to the pro hoping that at some-
time they will get an extra few minutes on
their lesgon, or some special advice, ete,
The sophisticated member does not in-
dulge in this little pastime, however,

It ig my opinion that too many of the

prog are lacking in adequate bhusiness
acumen Lo properly operate a pro shop
for the best interests of & club and its

i

ever inc‘reaS iﬂg ln

DEMAND

* TR

A7 1

75¢ each
L e

COLONEL

ST. MUNGO MFG. CO. of AMERICA
121123 SYLVAN AVE. NEWARK, N. J.

Every
BTN

Club is Guaranteed

oNE quality - the best that we

know how to make; genuine
Butchart-model woods; admit-
tedly the finest [domestic-made
irons; the improved Butchart-
Nicholls bamboo-hickory shafts,
and a guarantee that means
exactly what it says:/Every
Butchart-Nicholls club is uncon-
ditionally guaranteed.

Golfers generally are beginning
to recognize that BTN Clubs do
give a real playing advantage.

Catalog and price list on request

Butchart-Nicholls Co.

GLENEROOK, CONN.




76

Pla ow

to fertilize fairways
this year with

MILORGANITE

Used on more than IMO]
golf courses during 1928

Exceptional Mechan-
ical Condition facilitates uni-
form distribution and makes it
an excellent carrier for lead
arsenate, sulphate of ammonia,

ete.
Milorganite supplies

valuable Organic Nitrogen, the
vital plant food element for turf
grasses. Its nitrogen is not
water soluble but is gradually
converted into available form
by soil processes. Milorganite
thus provides for long continu-
ous feeding, particularly on
fairways.

WHILE RESERVES ARE BEING
ACCUMULATED WE SUGGEST THAT
REQUIREMENTS BE ANTICIPATED
EARLY TO INSURE PROMPT SHIP-
MENT DURING RUSH SEASON.

Obtain further information and oddress of
mearest distributor from

THE SEWERAGE COMMISSION

508 Market Street Milwaukee, Wis.

GOLFDOM

members,  An individual, class of in
dividuals, where a great percent of them
are admittedly incapable of managing
their personal affairs should not attemp
to justify their position by blaming it on
the manager. Such idle chatter as a
manager trying to allay the club operating
deficit by grabbing the pro's profits sounds
like someone not go very far removed from
a caddie,

If the author of “What the Pro Thinks
of the Club's Side” will turn to page 66 of
February GOLFDOM and read what "One
of the Boys” save he will be materially
enlightened on the subject of pro efficiency
and, no doubt, ere he again feels the urge
to break out in print he will at least con-
sult with the Editor to avoid the REAL
gituation being discussed by a co-worker
in the same jssue. It is sincerely to be
hoped by all golf clubs, as well as mana-
gers, that “When the P. G. A. gets its cam-
paign of education and co-operation under
way'" they will perfect the machinery of
their “campaign” by a little home educa-

tion. Kdueation and charity are kin-
charity begins at home,
Emrror’'s  Nore—Argue it out, bops.

There's nothing to be gained by handling
busginess problems ostrich fashion,
We are dindebted to the manager who
wrote the foregoing comment on the pro
sitwation, dnd the thinking pros also owe
him a vote, for if all sides are presented
publicty, then there's a chance to arrive
at some definite golutton.—H, G

pyolt's

New York’s First Golf Show
Draws 55,000

IRST New York edition of the Interna-
tional Golf Show, held at Grand Cen-

tral Palace, Feb. 18 1o 28, drew an atten-
dance of 55,000 according to Spearman

Lewis and Al Schaffer, managers of the
gvent, The show was regarded as a suc-
cessful inauguration of the golf show week

| in New York City, a feature of the central

states golf calendar which goes into its
fourth vear at Chicago during the week of
March 11-16.

Headline exhibits at the New York show
included L. A. Young Co. and Crawford.
MacGregor and Canby in the playing equip-
ment field and the U, 8. G. A. Green Sec-
tion, Westchester Greenkeepers’ Ass'n, and
F. and N. Lawn Mower Co. in the course

| maintenance departments.
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My Employes Have Been with
Me for Years

By EARL PORTER
Manager York G. C, (Hinsdale, HL)

HERE is nothing more annoying to

the manager than the disturbing news
that one or more valuable members of his
house staff will not be back when the club
opens in the spring. Not only is there the
bother of finding proper substitutes, but
there is always the doubt whether or not
the new men will prove satisfactory after
the c¢lub opening, when forced replace-
ments are always the source of trouble and
complaint from the members,

Anything the manager can do to bring
the same employves back vear after year
is therefore very desirable, 1 have had
considerable success holding my workers
and believe attention to the following ten
points is responsible:

1. Treat your employes as you, yourself,

7

would like to be treated. Maintain the
dignity of your managerial position, of
course, but be human,

2. Create a home-like atmosphere
among them: remember, no matter how

down-and-out they were when you hired
them, they are away from home and ap-
preciate the home-like touch.

3. Have them come to you with
troulbiles, both those connected with
jobs and purely personal problems.
them them.

{. Take more than just a bossing inter-
egt in their affairs. Greet them pleasant-
Il¥ when you meet them in the morning;
call them by their first names.

5. Never create the impression that you
are superior socially to them, simply be-
cause vou happen to be their boss,

6. Encourage them to make suggestions
for improving service and let them firy
them out. An employe who has “invent-
eil" a new service, alwavs takes a greater
interest in his work

their
their
Help

solve

W hen will your
playing CLL?BS noted for early golf and

a long playing season have

season
start?

had the benefit of the highly
specialized drainage engineering
service

of this organization. We

work cooperatively with architect
or contractor.

Will your course be prepared

for the July drought?

The Miller-California System of Goll Course | rrigation as installed
and adapted by this organization to some of the country s leading

IZastern Courses has off-set eficcts of severe droughts,

reduced

maintenance costs snd increased goll enjoyment on hot days im-

measurably,

WENDELL P. MILLER

208 So. La Salle St., Chicago, 1L

And the inltisl cost is surprisingly low,

and Associates

GOLF COURSE DRAINAGE AND IRRIGATION

Engineers -

Constructors

85 East Gay St., Columbus, O.

Please mention GOLFDOM when writing advertisers
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HUNDREDS
CLUBS Arge

now e

It Perfects

the cutting

edges of any
make of Mower
And That Means Perfect Turfs

The Peerless Mower Sharpener is
the only machine that sharpens all
makes of Power, Horse and Hand
Mowers scientifically — quickly —
perfectly—does the work as nothing
else can. Operated by 13 H. P.
Motor—attach it to vyour lamp
socket. Special Grinding Wheel for
sickles, scythes, ete. Skate sharp-
ening attachment included. Will
save its cost the first season, Write
for catalog and list of users.

THE FATE-ROOT-HEATH CO.
988 Bell St., Plymouth, Ohio

We will exhibil af the International Golf Shew

iPeerless

MO*Sparpener

GOLFDOM

7. Listen to
other

their experiences in the
past at clubs. Not only will the
manager receive valuable suggestions that
can well be put into effect at his own club,
but the employe, made to feel is being
his importance.
8. Encourage them to play golf on their
of clubs if they

consulted, is pleased with

day off. Loan them a set
don’'t own one already
9. Make them feel
more than
10. Do everything you ecan to encourage

that your club is

just a place to work

than just a
toward the
member about an em
value to the club and

how you'd hate to lose him.

the members to take more
attitude

talking to a

hired-servant help
When

ploye, mention his

Keep these points in mind while going
about your daily managerial duties and
vou'll find, as a result, vour help are sat-

isfied, willing to work and will report back
on the job at the opening of each season

Dining Room Profit Is Not
Impossible

By PETER C. HAUSEN
Manager Edgewater G, C. (Chig ago

l AST year and also the year before we
~ operated

our dining-room on a profit
If anyone figures his overhead,
his food short much it
costs him to put the food before the mem
bhers, he then will know how

charge in order to make a profit

able basis.
cosle—in how

much to

Of course,

patrons

fluctuation in the number of
served in a club,
ing from weather conditions. plays an Im
portant part. If a manager has purchased
hig supplies in advance for Saturday, Sun
day and Monday finde that the
weather man has rain on Saturday
and forgets to let it stop IJn1i.1
Monday afternoon, he will find his ingenu
ity sorely taxed, if he
‘on top.” Fortunately
once last season.

It requires

country result

and
sent

lorenoon

wishes to emerge
this happened but

constant watching, in
to have supplies in fresh condition
overstock. Keep things
all, study the tastes of the membership
and There is no need
for any club to keep goods on hand that

l]]"ilr r
Never
moving, and above

buy accordingly.

are not in demand, just on a chance that

might” ask for That is
your comes in But on the
other hand,—any article, not on the bill of
fare, ean be had, if ample

someone

where

them,

loss

notice {8 given
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We serve a regular luncheon in the grill
room at %0c¢; on Saturdayvs, a buffet lunch-
eon for $1.00; a ladies luncheon in the
dining-room for $1.00. Our regular din-
ners are $1.76. Parties are according to
price, 1 take care of orders for private
parties myself, and in this way recommend
what 1 have on hand, giving the club and
the member the benefit.

Our daily bill of fare is carefully con-
sidered every day., My chef comes into the
office every morning and we talk over
everything pertaining to dinners, lunch-
econs and private parties,

This is what makes for the success of
our restaurant, Only the best of every-
thing is bought and we are catering to a
membership who knows what it wants and
appreciates what it gets.

Fitness in Furnishing

(Continued from Page 33)

chalr on either side of the fireplace, the
room would be pleasing indeed,

Decorations are enduring, yet every time
a new ¢lub is equipping and decorating.
they should respect pregent trends, and
at the same time realize that in a few
vearg they will have to add or replace cer-
tain items. The old clubs, redecorating
in whole or in part, should manipulate
their decorative units in such a way that
the room interiors are always a transition
from the past to the [uture style, realiz-
ing that styles vary even in periods.

One part of & scheme should not suffer
for the benefit of some other phase; it
should be consistent and well-balanced
throughout, There should be a material
expressgion of the needs, the sentiments
and the emotions, and the decorations
musgt be dependent upon the architectural
backgrounds,

Color is used to assist in the develop-
ment of form and to distinguish objects
or parts of objects one from another, and
ghould be carried out in a general theme
of tone values enhanced with Dhrighter
hues as accents,

There is room for great improvement in
the art of clubhouse furnishings and dec-
orations and it can take place ag soon As
club executives realize their membership
iz entitled to that repose which the mind
feele when the eyve, the intellect and the
affections are satisfied by the decorative
pxpression of their club quarters

™

A Way to Please
the Grouchiest Member
— Order Lewis Washers

E\'cn the Club Grouch will compli-
ment you if you order LEWIS
WASHERS this year. But if vou
have only one at every other hole
LOOK OUT! Be sure to have a LEWIS
at every Tee, It's the Golf Ball Washer
that really performs. Give your
members what they want—it pays!

NE W/ LEWIS WASHERS now
in use having worn brushes can
be sent to us to be
fitted with the new
spring adjustment,
or we will send it
to you. Send for
price list of washer
and new spring ad-
justment.

Showing how the ball is
washed in a Lewis Golf
Ball Washer,

%

Try the Lewss Waste Contasner and Towels

G.B. LEWIS tOMPANY
Dept. GHILN Watertown, Wis.
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GOLFDOM

By PROF. A. H. TOMLINSON

Ontario Agricultural College

ON COURSE AND CLUBHOUSE LANDSCAPING

[Greenkeepers” Convention Paper|

GOLF course should be adorned by

nature’s own planting or otherwise

with trees, evergreene, shrubs and
flowers. A restful yet animated spirit of
rural loveliness should be the theme. A
pleasant spot where the finest of sports
may be indulged amidst the wonders ot
arboreal and Horal creations.

The buildings erected on such a goll
course should be in keeping with the en
vironment and atmosphere whether they
be small or larger. Planted around and
near the various buildings there ought to
be forms of trees, bushes and flowers.
These to aid in making the scheme one
of unity and harmony. Furthermore to
suggest a feeling of welcome and abandon-
ment. Harsh and uninteresting entrances,
doorways and wall spaces may be softened
with suitable planting. Thus suitable gar-
den subjects ought to be planted at cor-
ners and barren spots with the object ot
accentuating an entrance or doorway and
parts of the foundation. Shade trees may
be planted to give protection from the sun,
A clubhouse needs such on hot sunny days,
whilst the cool winds of early spring, late
antamn and especially in winter require
gtubborn resistance from groups or a row
of taller conifers.

Spread over this continent there is a
splendid array of native planting subjects
and what an extensive accumulation of
exotic species and varieties may be pro-
cured. Usually for golf courses native
trees and so forth should be featured. One
may mention American Elms, Maples,
Oaks, Beech, Bireh, Tulip trees and Mag-
nolia. In conifers the White and Red
Pines, White and Blue Spruce, Hemlock,
Cedars, Junipers and the fairylike Silver
Fir (Abies concolor). In the hot sum-
mer and arid sections, largely other
species wounld have to be thought of.

Many of the foregoing conifers respond
splendidly when planted adjoining build-
ings as well as many of the foreign types
of conifers, shrubs and low evergreens.
The finest should be arranged around the

Pointers

clullhouse and at the main gateway of the
course, The same form of conifer plant.
ing could be the vogue around the founda-
tion of the building by way of one or more
erect specimens for a corner supported by
oval forms. A similar thing may be done
in bare sections of a wall base. Low
spreading conifers may bhe featured Lo ad-
vantage as ground cover plants like the
low growing Savins Juniper in varieties of
J, tamariscifolia and J. prostrata. With
such planting the so-called broadleaf ever-
greens as Euonymous vegetns and E.
radicans are most desirable. In milder
parts the Pachysandra is a great acquisi-
tion,

Some of these dwarf types are most suit-
able for planting against a wall founda-
tion which needs partial covering or as an
edging between taller subjects and the
walks or grass. For buildings lacking in
architectural design, shrubbery for founda-
tion or lase planting is admirable and
particularly attractive are those of round-
od and conical shapes. Not forgetting the

delicate blossoms and delightful odours
like the Mock Orange in Philadelphia
lemoine, Bouguet d'or, Virginel and

Girandole, ete. Although without perfume
the very early fAowering goldenbelle or
Forsythias are most popular in the earcly
spring, the golden Currant or Ribes
anreum too has its place in the early sea-
son because of its pleasing perfume. For
a little later flowering in brilliant reds
and pinks the Cydonia japonica or Japan-
ese Quince is most enchanting. For plant-
ing in most any place the Japanese Bar-
berry is without parallel, It is dwarfl,
possesses most attractive foliage, small
beli-like flowers followed by green berries
which turn red during Autummn. The
foliage, too, turng a coppery red at that
period. The new red leal variety of this
Berberis, viz. B. thunbergia purparea Iis
very fine, especially against such as gra)
walls or evergreens, In districts near the
lake Kerria japonica with its yellow blos-
soms, is most effective,



