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SHAFT WITH TORSION

It gives you smooth, joliless, stingless shots

Bristol, for the first time, adds lorsion to the
steel shaft, to give you smoother, joltless, sting-
less shots. Real torsion, the nafural shock
absorber. And in the remarkable new Bristol
Torsion steel shaft you will find all the other
virtues that long ago made Bristol steel shafts
famous. All the responsiveness and ‘“‘pep” that
fine spring steel yields. All the confidence and
power. All the constancy, through every type
of weather, season after season.

Feel a club with a Bristol
Torsion steel shaft. Try
one on the fairway while
the airis brisk and the ground
is hard. Expect the sweetest-
feeling shots you've ever hit.

JTEEL

SJHAFT/JS

Compare its “pep” and the feel of torsion,
with those of other shafts, either hickory
or steel. Feel its strength and power. Bristol
does nol make clubs. Bristol makes only
the shafts. Among the leading club-makers
who fit quality clubs with Bristol Torsion
steel shafts are: — McGregor, Spalding,
Wilson-Western, Hillerich & Bradsby, Kroy-
don, Vulcan, Great Lakes, Butchart-Nicholls,
and others.

Drop us a post card for the current issue of

A Bristolite, our newsy golf

publication. It costs you

L nothing. The Horton

Manufacturing Company,

184 Horton Street, Bristol,
Connecticut.

ALLAN LARD - PATENT PENDING

When you buy a golf

Try this test

club, iron or w

look for the Bristol
Torsion trade mark
and the open torsion
seam on the shaft. It

nnn T

nsgthe grip tightly in the
and and twist the club
hea with the right. Feel
theslight torsiontwistand
immediaterebound in the

COI.I’ :;A'T

is this seam that

sible. Double steel

walls give

makes torsion pos- strength and power
without
greater the shaft's weight.

Bristol Torsion steel
shaft, just asin fine hick-
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increasing

You save time and money by answering GOLFDOM ads.
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How 20 Get New Members
Is Study of Club Heads

T'S a lucky club that has a waiting list,
or in lieu of that, a membership com-
mittee working effectively, for a full

membership is the foundation of every suc-
cessful club operation. A good idea of the
basic importance of the full roster comes
from the Back Swing, the house organ of
the Alderwood C. C. of Portland, Ore. Al-
derwood’s monthly dues vary according to
the number of members in good standing,
and the club allows each member a month’s
dues for every new member obtained. The
ideas are uncommon, but seem to work out
well at this northwest club. Manager Art
Craig in the club paper shows the follow-
ing division of the club’s income sources:

Pct. of

total

Members' AUES .........cvovnereenes 71.6
Groens LEBBIN . o : s v.dcony virp o vod s ae 10.4
CROAY DOBBE e ts sisiorsts o elsrsls o alnvisirals 4.35
LiOCKEE DBNEAIE" ¢ icie.o s e i e s /s s astoisisintas 4.75
LT e R SRR 3.25
Initiation and forfeitures........... 3.4
Miscellaneous income .............. . 2.26
L B i Ta e b s d i 25 o B 4 BaVE s oS 100.00

“The impressive thing about these fig-
ures is the huge proportion of income rep-
resented by members’ dues. Obviously this
is the club’s principal source of income,
‘the impairment of which throws every-
thing out of kilter,” he comments.

Officials of golf clubs have written GOLF-
DOM so frequently about various phases of
membership handling by representative
golf clubs that we have invited the co-
operation of a number of clubs in answer-
ing the usual questions by relating their
practices. It will be noted that the recent
rapid growth of golf has created problems
that are being handled in a manner often
quite different from that in vogue in the
old days when each golf club was a rather
exclusive, or at least, unique establish-
ment.

You often hear the statement made that
the average annual membership turnover is
109% with the larger city golf clubs. It is
our observation that the 109 figure is too
lJow. On this matter we cite the testimony
of Willard D. Hosford, president, Omaha
(Neb.) C. C.

The Omaha club was established in 1896
and always has been careful about its ad-
missions. This year the club has a new
course and clubhouse as inducements for
acceptable members.

Secret Committee Assays Candidates
Mr. Hosford says:

“The past year we had a total turn-
over of 14 per cent out of the 265 regu-
lar members, but at the end of the year
we had a net increase of 8 members over
the previous year. Therefore, while the
turnover was heavy, stili the club gained
8§ members. We are endeavoring to
build our membership up to 275 regular
members, and, as you will see from the
above, we are making some progress
along that line although it is rather
slow.

“We have a rule, of course, that when
a membership is offered for cancella-
tion either on account of death, resigna-
tion, or transfer to some other city, the
club will buy such a membership for
$150 and then we will turn around and
sell that same membership to a new
member at $400, which is the price of
the regular membership to everyone at
the present time.

“We also have a rule, however, that a
membership which is offered for can-
cellation can be sold to a purchaser, if
the purchaser can pass the secret com-
mittee and the board of directors for
membership, and that we will charge
$100 for the transfer of such member-
ship. Frequently members elect to sell
their r?embexl'(slhipbto someone and they
can get considerably higher price
the $150.00 the board will allo%v for tg::ﬁ
cellation. Theoretically they should get
$300 when they sell their membership
and that together with the $100 transfer
charge would make the membership
cost the purchaser $400, the regular
price of a membership. As a matter of
fact they don’t often get over $200, but
of course, the purchaser is some'what'
ahead in buying this way, and also the
former member is somewhat better off
in ﬁelling in this way.

“It is interesting to note that
total of 14 per cent re:;iguatlon:t l:l::
year, half of them were transfers which
the club did not have to personally
handle other than make the actual
transfers themselves.



APRIL, 1930 63

SCHAVOLITE ... 20w in

SR d: T Quanti
BBE it Produc
' Y2l ; 1o meet

e Saht T Large
e gl . - Dfﬂlﬂﬂd

£

N 7 TN

SCHAVOLITE |

v

P (9 '*' ]
...tThe latest B |
SEN‘;?\LT"EI ON =
Every test proves Schavolite Super
Distance. All doubt you may feel will  priver— Brassie —Spoon. =
be forever dispelled by just one good 4 medium wide faced
shot down your own fairway . .. with ;’;’:‘Ijmf:l"”I":x"d,.:"’" 1‘,.'1"
a Schavolite Driver, Brassie or Spoon.  ai weights — 12 ounces
Ten to forty yards additional distance and wpwards
will convince you of Schavolite's un- = o~
equalled driving power . . . matchless
balance . . . and perfect control. The  priver— Brassic —Spoon.
balanced, matched and registered set, Large head, desp faced | [\

model, medium lis. Al
weights—1234 ounces and

illustrated, is good for 180 to 720 extra

yards on each 18 holes. et 2o

Schavolite is the Moulded Composition Head

Golf Club . . . officially approved by the U. 8.

Golf Ass'n . . . impervious lr‘)( molsture . . .

fully guaranteed against breakage. Xquipped & »y

with True Temper Steel Shafts . . . in four Showing exclusive con-

attractive finishes, struction features of
Schavolits Moulded

Matched sets of Driver. Brassie and Spoon, Comgporition Head
for Men and Women, retail at $37.50. Single Golf Clubs.

clubs, $12.50. Putters, $10. Also models for

left-hand players,

This season our increased facilities insure immediate delivery.
Let us tell yvou the full Schavolite story. Write for complete

'GOLF € " information,
| MANUFACTURY u\)

SCHAVOLITE GOLF CORPORATION
16 West 45th Street, New York
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WORTHINGTON \

LAWN TRACTORS—LAWN MOWERS-=
MOWERS — ROLLERS —TEE STANDS

THE WOP!

i

LAWN |

Engine, For

-

Short Wheel Base. Turns «

Minimum Weight. 1000* |
the turf,

Abundance of Power. 23 1}
Worthington gang mower
ting, on any golf course’.

Unequalled Speed. Safely

hour.
Lighting System. Enable
at night. p

It has become the standar
most clubs, parks, and pri:

THE WORTHINGTON Fully guaranteed.
“OVERGREEN” —

Price—Model T (Starter and L.
Combination. Two distinct elements—a complete tractor Price—Model A (with self-sta
and complete gang mower.

tor. Engine of world-wide reputation for reliabil-
T?:;.o Drivef through an automobile differential. One
clutch only is used.

Tires. Rubber pneumatic. Partly deflated. _Forms_ a
soft pad which adapts itself to every undulation or ir-
regularity of ground surface, and leaves no impression
on the most sensitive surface.

Gang. Three units, each 13 or 18 inches wide.
M%::irrely ss;parated from the tractor. Each has inde-
pendent rising and rocking motion,

Combined Swath. Thirty-six or fifty inches.

Work Accomplished. Finishes an average green in less
than ten minutes. Perfect surface guaranteed.

Price, Somplets, S0 inoh ut: ... crsinsiseesvianeosiss $425.00

.
!

Main Office and Factory 2

B hes:  Chicago Office and Warehouse: Montrea
ik 517.21 So. Laflin Street 132 St. Peter
* Boston: «

1 State Street

|
The advertisers pay for your GOLFDOM; deal with them.
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fOWER COMPANY

POWER and HAND PUTTING GREEN
" TEE MARKERS —BALL LOCATORS

CHINGTON
RACTOR
M_bdels T or A

”
yn radius of seven feet.
.ounds. Prevents injury to

f‘l'orse. Guaranteed to pull a
up any hill that requires cut-

T America.
operated at ten miles per
'}‘ -t iie T rine THE WORTHINGTON

tor to cut the =
PRt TRIPLE AND QUINTUPLEX AND
: .
d lawn tractor of the fore- “ k. 5
‘ate estates of the country. MULTIGANG” GANG MOWERS
} Have revolutionized all former practice in lawn and
e golf course mowing.

Mower Units. Unequalled simplicity, lightness and
strength.

Bed-knife Regulation. By means of a thumb-nut. All
wrenches discarded—only the fingers used.

Housings. Absolutely tight. Splash lubrication.

Fly-knife Reels. Seven bladed. Noiseless in operation.
Self-sharpening. Unequalled strength.

Bed-knife. Special alloy steel.

Gang Frames. Indestructible. Great strength combined
with lightness and flexibility.

Width of Swath. Triple, seven feet. Quintuplex, nearly
twelve feet, Multigang, sixteen feet.

Price—Triple Tractor Hitch............ J Aol $360.00
Triple ' Horse HeH =\ 0o tvivisenitassisavess $385.00
0N T e casm Lingebe Tt Je iR e L0k $610.00
T e A MR S e s el s $860.00

. Stroudsburg, Pennsylvania
" Cleveland: New York:

Street Hippodrome Building ' 11 East 44th Street
’ San Francisco:

k 52 Beale Street

k When you mention GOLFDOM the advertiser knows you mean business,



“All of the above deals with regular
memberships. In addition, we have sev-
eral classifications of associate members
and we ordinarily allow these associate
memberships to take care of themselves.
‘We make comparatively little effort to
get new members, but we make the
terms of associate members so attractive
to young men that we have little diffi-
culty in holding them up, although, of
course, the turnover in that member-
ship is quite large.

“We do have a membership committee
who are on the job all the time and we
follow up every possible prospect.

“We also have one feature which 1
think helps our membership. We admit
young men as privilege members:

Up to the age of 25 years at $£460.00 a

year;

25 to 30 years at $100.00 a year;

30 to 32 years at $150.00 a year,
without requiring these privilege mem-
bers to own a stock membership. After
they attain the age of 32 they must buy
a stock membership and pay the full
dues. The minute one of these privilege
members arrive at the age of 32 we
make an effort to get them to take the
stock membership and we are successful
in 90 per cent of the cases in getting
them to come in at that time.”

E. 1. Gossom, manager of the New Or-
leans (La.) C. C, tells of the membership
plan and enviable position of that famous
organization. You will note in the last
paragraph of Mr. Gossom’s statement the
usual happy result of a full membership.

Supply and Demand Govern Price

“The New Orleans C. C. is a stockholding
proposition, divided into 600 shares of
capital stock with a par value of $250.00.
This gives us a capitalization of $150,000.00.
The requirements for membership in stock-
holding classification calls for ownership
of one or more shares of stock. The age
limit is 256 years minimum and require-
ments are: residence of more than one
year in the city of New Orleans and elec-
tion by Membership Committee, subject to
approval of entire membership.

All stock was sold shortly after organi-
zation of club. Each share is assessable
$100.00 plus $10.00 war tax yearly, and
assessments must be paid whether mem-
ber is active, held by estate or held by a
non-member, non-member has no connec-
tion with club, no privileges whatsoever.
Due to stock being assessable, subject to
seizure for non-payment of assessments,
roster has to be filled at all times.

The club has no control over sales price

GOLFDOM

of stock. Owner of stock can sell to whom
he pleases, price governed by supply and
demand. New owner has to be elected to
membership to enjoy benefits of stock. In
several cases men have bought stock and
then have been rejected by the Member-
ship committee. Club office tries to advise
prospective member not to buy stock until
notified of election to membership.

This club, since original shares sub-
scribed, has never been in a position to
feel the necessity of a Membership drive.

“The New Orleans C. C. is open to mem-
bers twelve months in the year. The golf
course is playable practically 365 days, and
clubhouse opens at 7:00 A. M. and closes
at 12:00 midnight. Restaurant service
given from 7:00 A. M. until 10:00 P. M.
We have 72 employees, and have never
found it necessary to levy a special assess-
ment to carry on expenses or necessary re-
pairs even including $120,000.00 worth of
recent real estate addition and a swimming
pool which cost us over $60,000.00.

During the last four to six years the
newly established clubs have had similar
experiences of being stampeded into ex-
penditures larger than originally planned.
Many times this has resulted in placing
on the club’s interest charge burdens that
still have the members sweating.

Team Drive Gets Members

An interesting and successful handling
of such a case is related by Charles Bisen
president of the Clovernook C. C., Cin.
cinnati. /

Mr. Eisen tells:

“Our club, which was incor
four years ago, had a humble beg!;g;si:g.
The 120 acres we purchased for our
course were situated in a locality where
only about 5 per cent of those interested
:ln gollf limd ever ptl)gyed the game, 8o that
eveloping members w
serious problem. T e
“Our original intention w
a nine-hole course, and lateg? itfo cg:ldlg
tions justified, to add nine more. We
started out with nine temporary inoles
but before we completed the building of
our nine permanent holes, there was
such a demand for an eighteen hole
course from our small membership, then
consisting of ahout one hundred, tl;at we
proceeded to build an eighteen hole
course, which was completed the follow-
:)l;g n:::xl{b Tllllt;n calllllfz : serious problem
'bership, whic
thr?e hundred. by T
“It was, of course, difficult
new members while the courset owgt‘xlx’-:
der construction, and just as difficult
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The best way for Golf Clubs
to select a PROFESSIONAL—
Consult the P G.A. of America

HE PrOFESSIONAL GOLFERS’ ASSOCIATION is in position to supply

accurate information regarding its members. In order for a pro-
fessional to become a member of the Association, his credit and
ability must be of the highest.Years of apprenticeship are required
of a man before he can become a full-fledged member, while those
who fall short of requirements are dropped regardless of age. A
man who bas been recommended by the P. G. A. is one who knows his
business and one who will give satisfaction in every way.

This year forget your troubles. A wire or letter to the
ProressioNaL GoLrers’ AssociaTioN oF AmEerica will bring the
information you desire. This voluntary service, for which no
charge is made, has been inaugurated by the Association to give
greater co-operation to the golf clubs in America and particularly
to those who are members of the U. S. G. A.

The Professional Golfers’ Association
of America
366 FIFTH AVENUE NEW YORK, N. Y.

Only reliable companies are allowed to advertise in GOLFDOM.

y




during the winter season, (after the
course was finished, so that the comple-
tion of our course brought us face to
face with the membership problem, well
knowing that without a large increase
of membership we would not be able to
maintain our club. We, therefore,
mapped out a membership drive. A
chairman was appointed, who in turn
selected ten team captains. KEach cap-
tain selected ten members to make up
his team. Thus every member was
drafted.

“Several meetings were held during
the winter months to discuss the gitua-
tion. A definite date was set for the
opening and closing of this drive, from
March 1st to April 15th.

“An inducement tq the new members
was that those who joined during the
period of the drive would be taken in at
the original membership fee, which was
$100.00. At the same time an announce-
ment was made that after the member-
ship drive the initiation fee would be
advanced to $200.00. Names of prospects
were submitted, and the teams were
assigned to different districts in our
territory. The drive opened with a din-
ner and entertainment for the members
and their prospects. Much enthuiasm
was manifested at this dinner, at which
about 200 prospects made application for
membership. Weekly meetings were
held during the drive, of which the
workers submitted for approval the ap-
plications they had secured during the
week, the names of new prospects were
submitted. No cost was attached to the
club for this drive.

The chairman, however, offered each
worker a box seat for the opening game
of the Cincinnati Reds for every new
member obtained. This drive added one
hundred and four members to the roster.
The following spring a similar drive
was launched, which resulted in filling
our quota of 300 members, which we
since have maintained.

“At the present time we are seeking,
through the efforts of members, only, a
few new members, to make up for those
we may lose during the winter months,
due to removals, resignations, etc. The
cost of membership in our club, includ-
ing taxes, is $385.00, as follows:

BUOCK S -5l e G e es e et $100.00
INMCIRRION 0% s iv coimialvralvn b sy aeea 250.00

A £ R SR N RO | E Y R 36.00
OO I e o i L v inlson-winfe v S $385.00
“We feel that concentrated effort

should be made by all the clubs to in-
duce the government to remove this tax.
Our members have not the right to
transfer or dispose of their stock. All

GOLFDOM

applicants must be approved by the
board of governors before they are ac-
cepted for membership. If ‘any one of
our members resigns, or for any other
reason he is no longer a member, we
purchase the stock, paying par ($100.00)
less the amount, if any, he may be in-
debted to the club for dues or supplies.

“Of course the success of a drive of
this kind depends entirely upon the in-
terest the members take in their club,
and the supervision and pep that is put
in it by the chairman and captains.”

Get List of Friends

The team drive proposition has the vir-
tue of assuring that the new members are
friends of those already in the club. An-
other way of getting this assurance is that
employed by the Bonnie Briar C. C., Larch-
mont, N. Y. When that club needs mem-
bers, so H. K. Hutchens, chairman of the
membership committee advises, a circular
letter is sent to all the members. On the
backs of these letters spaces are left for
the names and addresses of friends the
members wish to propose.

Prerequisite to regular membership in
Bonnie Briar is the owning of six shares of
stock in the holding corporation of Bonnie
Briar C. C., price $1,600 for six shares, plus
the tax, $150. The holding corporation has
pegged the price by exercising its option
of two years and 10 days on the stock of
any resigning member. This option is
clearly defined on the stock certificate.

Membership transfers are made in order
of priority, except that if a member se-
cures his own purchaser he jumps to the
head of the list, providing, of course, the
purchaser is acceptable as a member of
Bonnie Briar.

The club has never reduced the price of
membership but has reduced the number
of shares prerequisite to membership from
ten to six. It has, in the past, allowed
memberships to be paid for on time, but
does not do so any more.

One of the bothersome competitive as-
pects of the membership situation in some
cities is the practice of a few private clubs
not being operated on a ‘“closed” basis.
Guest cards that can be picked up at local
hotels are responsible for a good part of
this difficulty as they make it unnecessary
for any local player to incur any capital
or dues expense,

In some cases the prize inducement
works well in getting new members. The
Olympic G. & C. C., Seattle, Wash., gets
$35 in golf merchandise from the club.
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NATURAL AS YOUR OWN ARMS!

S natural as your own arms—that's the headline of one of VULCAN'S national

advertisements for April-—and Pros can well appreciate its significance. They've

seen member after member flash a gleam of satisfaction after swinging a VULCAN
Wood or Iron and they’ve watched that gleam turn into a sale time after time.

VULCAN Woods and Irons are proud achievements of a prideful organization.
They faithfully reflect the skill and expertness of the craftsmen who design and build them.
They have that natural, intimate feel which is the result of correct balance, faultless co-
ordination and careful workmanship.

With the VULCAN line you'll have clubs of exceptional value to satisfy all comers.
Woods at $5.00, $6.00, $6.50, $7.00, $7.50, $8.00, $9.00, $10.00, $12.00,
$15.00 and $25.00 each. Many matched and balanced SETS O' THREE. And irons

at $3.75, $5, $5.50, $6, $6.50,

$7.50 and $9—with three models in
I Matched Sets of Eight and Five.
There's money to be made with the
Gl

UBS OF CHARACTER VULCAN line thls_ year. The cou-
pon is for the convenience of those who
are interested.

VULCAN GOLF COMPANY
Portsmouth, - - - Ohio, U. S. A.

VULCAN GOLF COMPANY,
130 S d St., Port h, Ohio

I am interested in the VULCAN line. Send
me your 1930 catalog and price list, and hurry.

R PRIy L e M NS LB e | 8

Let GOLFDOM advertisers help you. They are golf field experts.



Tells Successful Park Course
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O perating Data

By EDWARD M. LAING
Highland Park (Ill.) East Park Board

UNSET VALLEY is a municipally
owned course, it being owned and
operated by the Highland Park East

Park Board. This is an independent
municipal organization and not a sub-
sidiary of the City of Highland Park, IIL
The board levies its own taxes, issues
bonds, ete.,, and its members are elected
by the people of the district bi-annually.

The area of the district is approximately
ten square miles and embraces the greater
part of the City of Highland Park. The
park system consists of 270 acres of lands
and some 25 parcels of ground.

The golf course is the major activity of
the board, and consists of 128 acres lying
in the Skokie Valley and located near the
center of the district. Highland Park being
located on the north shore, 23 miles north
of Chicago, the cost of labor is materially
influenced by the labor unions of the Chi-
cago area, although the golf laborers are
not unionized, The laborers of the build-
ing trades receive 92%c per hour, while
the laborers on the course are paid 75c
per hour, with the exception of the tractor
and truck drivers, who receive 811 c per
hour. The crew consists of 11 men. How-
ever, there are occasions when other men
from the park crew are used to help out
or vice versa. The usual day's work con-
sists of eight hours, but the men who cut
the greens are often required to work
overtime and are paid at their regular rate.
This is also true of the man who waters
the greens. The greens during the grow-
ing season are cut every day, including
Sunday. The cutting on Sunday is per-
formed before the heavy play starts.

There were 29,5600 persons registered to
play during the season of 1929. As there
is no restriction as to the number of
rounds of play, it is estimated that about
50,000 rounds of golf were played in that
time on the course.

Cost Data
The following are rates charged for
membership fees and for green fees to

non-resident members during 1929 and
non-resident players:
RATES

Class X Membership: Resident member
and one woman member of his or her im-
mediate family over 21 years of age,
$26.50.*

Class A: A resident member over twen-
ty-one years, $21.50.*

Class B: A resident member between
the ages of sixteen and twenty-one years,
$11.50.*

Class C: A resident member between
the ages of twelve and sixteen years,
$6.00.

Special Note.—A limited number of non-
residents may secure membership at not
less than double the rate of resident mem-
bers and will be designated as XX, AA,
and BB. This privilege may be withdrawn
at the option of the Park Board. Current
rates will be furnished on application.

Class X and A memberships have pref-
erence over Class B and Class C member-
ships. Class C memberships are limited to
play only on week days and not on Satur-
days, Sundays and holidays.

GREEN FEES

For residents of the Highland Park Bast
Park District: Week days, 50c per day;
Saturday, Sunday and holidays, $1.00 per
day.

Non-residents whose registration is ac-
cepted, $1.00 on week days; $2.00 on Satur-
days, and on afternoons of Sundays and
holidays; $2.50* on the forenoons of Sun-
days and holidays.

All resident members of Class X and A
are entitled to vote at all meetings of the
club.

Special Rule: On Monday and Friday
of each week members may have not ex-
ceeding three non-resident guests at local
rates provided these days are not holidays.

Rates for non-resident players subject to

*Note.—$1.50 of this amount goes to the
local golf club as dues, which is expended
in running tournaments, etec.



