
and often enough to keep them bright and 
attractive in appearance. 

Paths should be kept cleared and well 
defined, and underbrush cut away in groves 
or woodland lying near the fairways and 
tees. 

Grooming preserves the na tura l beauty 
that surrounds nearly all playing surfaces 
on a golf course, and in adding fur ther fea-
tures such as artistic bridges, steps, 
specially designed benches and shrubbery 
bordered paths and shelter houses, many 
greenkeepers show more than a touch of 
genius. 

Compare Courses 
As golfing members visit other courses, 

so should the greenkeeper spend some of 
his leisure t ime in looking over the results 
for which other greenkeepers are responsi-
ble. At most golf clubs there are certain 
times dur ing the year when the course 
is supporting its "peak load" of golfers. 
At these times the greenkeeper finds more 
than enough to do on the home grounds. 
At slack periods it is often possible for 
him to take enough time to call upon near-
by greenkeepers who have been recom-
mended for their achievements, and com-
pare notes on methods around the course. 

Throughout Canada and all nor thern and 
central states long evenings prevail in 
winter, and no greenkeeper who wishes 
to improve his standing can afford to let 
this time go by without assimilating all 
possible information, both scientific and 
practical, relat ing to the maintenance of 
golf courses. The greenkeeper on any 
course will find it distinctly to his advan-
tage to index the important information 
in the publications, and keep them filed as 
read in loose binders easily procurable for 
the purpose. 

In addition to the knowledge he picks 
up from day to day in handling the work 
around the course, and tha t secured 
through reading, the greenkeeper is the 
recipient of quantit ies of free advice from 
everyone interested in golf with whom he 
holds a conversation. 

Here is where his natural cominonsense 
and discrimination must guard and guide 
him. Sif t ing the wheat from the chaff 
of word-of-mouth advice about keeping 
greens is good mental exercise, and some-
times excellent information is the result of 
careful screening. 

While he is on the course, and bending 
every effort toward getting the day's work 
done, the greenkeeper who is obviously 
busy at his job is less often interrupted. 

A Profitable Luxury 
Properly built and operated,- a 

swimming pool can be more than a 
luxurious appointment for your club, 
more than a source of enjoyment 
and health for club members and 
their families—it can also prove a 
financially profitable unit. 

In nominal "towel fees" alone, many 
club pools pay a direct operating 
profit, and, at the same time, increase 
the use of all club facilities by bring-
ing all members of the family to the 
club, and bringing them regularly. 

Our suggestion that you install an 
Everson Pool at your club deserves 
serious consideration and investiga-
tion. We believe you will find one a 
good business investment. 

Recent EVERSON 
Country Club Pools 

D a v e n p o r t , l a . ; N o r t h S h o r e Club, N e e n a h , 
W i s . ; Sp r ing f i e ld , O h i o ; Sout l i B e n d , I n d . ; 
H y p e r i o n Club, D e s Moines . I a . ; S h a w n e e 
O k l a . ; M e r i d i a n Hi l l s , I n d i a n a p o l i s , I n d . ; 

O n w e n t s i a , L a k e F o r e s t , 111. 

New! tverson Bulletins, sent upon 
The Jenell Elec- «"'" *«/> you posted on 
f r i V CUlnrin^tn* est ¿""lopments in swim-tric ^hlonnator ming tool d,iig„t comtruct{on and 
, r , , . operation. Write for them today. Makes Chlorine 
f r o m ordinary T? 
rock salt and tverson Filter Co. 
water. Keeps Swimming Pools — Water 
the average size Filtration Systenu-Pool 

, ° - Equipment pool germ-free 
for 10 cents a 6 4 8 N * Green St. 
day. CHICAGO, U. S. A. 

E V E R S O I \ S W I I I I W G P O O L S 



M easure of a ^Aanager S hows 
Club Operation I j Complex 

By HENRY R. D U T T O N 
National Secretary, Club Managers' Association 

(Concluded from November) 

THE ideal club manager must be a 
skilled person with keen judgment in 
buying; good taste—call it an artistic 

taste, if you will—and he must know val-
ues. Inasmuch as thousands of dollars are 
expended each year in the purchase of such 
items as linen, china, silver, glassware 
and kitchen equipment, the manager 
should have some knowledge of the sci-
ence and manufacture of these articles, 
and have tha t technical information to 
guide him in the purchase of them on a 
sound basis as to quality, desirability and 
price, and as a purchasing agent, although 
he may not buy directly the food items, 
leaving this to his steward, he must, nev-
ertheless, have a thorough knowledge of 
this angle of the business. The purchas-
ing of food is one of the most important 
of all the details coming under his con-
sideration, for it is in the club restaurant 
the biggest loss is sustained through 
waste, inefficiency, dishonesty and igno-
rance. 

You will obtain, therefore, an opinion 
from your applicant in regard to his fa-
miliarity with the subject, encourage him 
to recount his experiences in other clubs 
with these various items, and inquire of 
those who have employed him in the past 
as to his efficiency in regard to the mat-
ters just covered. 
They Must Know Food 

I said before that the res taurant was 
of utmost importance from a financial stand-
point, and no one, I am sure, will argue 
this point. I t is, therefore, understood 
that the knowledge of food in all its va-
rious ramifications is highly technical. It 
is not gained overnight, neither is it 
gained from cook-books or correspondence 
school courses. I t comes only through 
hard experience and experience gained 
under actual working conditions, extend-
ing over a period of years. 

No man who has not had the opportu-
nity to work his way from the receiving 

room to the storeroom, through the pantry, 
bakeshop, butchershop, kitchen and thence 
to the dining room can hope to compete 
in knowledge and ability and get the same 
results in the restaurant as the man who 
has had these experiences can. The ideal 
manager insofar as food is concerned 
knows how to buy, when to buy and where 
to buy, quality to expect and the price to 
pay, and he knows these things only be-
cause of his experience. This manager 
knows fur ther how much to buy, what 
yield to expect from the kitchen, how food 
should be prepared and how served. He 
knows the steward's job, the chef's a r t 
and the correct method of service, which 
should be employed by those in the kitchen 
and the dining room. 

Through this experience he can dis-
cover waste and inefficiency in a moment. 
At a glance, he can detect proper quality 
in cooking and correctness in presenta-
tion. He can demand those things through 
the fact that he has had practical experi-
ence which gives him the knowledge, and 
this fu r ther brings to mind that he gets 
better work from his employes because 
they respect him for his knowledge. 

In late years, a vital factor has been 
introduced in restaurant merchandising, 
call i t food control or restaurant analysis, 
as you wish, but in its varied forms both 
limited and comprehensive it is invalu-
able, and I might say indispensable to 
efficient restaurant operation. Especially 
your manager must know methods of food 
analysis and their proper application. He 
should know normal percentages and be 
able to correct such percentages as are out 
of line. 
Graduate of "The Mill" 

For one engaged in the business, the 
discussion may go on indefinitely, but the 
gist of i t all is that this manager must 
have "gone through the mill," as the say-
ing goes, and his experience in restaurant 
work must have covered at least ten years, 



and preferably longer. If your club is one 
where banquet service is an important 
factor, make certain that your manager 
has had this experience also. Unless you 
as a committee member have been your-
self engaged in the restaurant business, 
hotel or club work, the measurement of 
your manager in this particular unit, 
restaurant operation, will depend largely 
upon the thoroughness with which you in-
vestigate your man's experience with 
those for whom he has formerly operated 
in similar businesses. I cannot stress too 
strongly at this time the importance of 
rigid investigation, personal where possi-
ble, instead of perfunctory letters which 
bring the reply that "Mr. So and So 
served in the capacity of manager for so 
many years and proved thoroughly capa-
ble in every respect." Such letters are 
very easy to write and, particularly after 
a lapse of years, they mean nothing. Rather 
see financial statements, menus and get 
the reaction of those who were associated 
with your candidate in his previous em-
ployment. Too often is this matter of in-
vestigation a mere gesture when in any 
other profession a thorough searching of 
the records is the first step in judging his 
availability. 

I realize, of course, that it is not possi-
ble to be an expert in all things, but club 
management covers a multitude of detail 
and embraces lines of endeavor more 
varied than in any other line that I know 
of except perhaps the department store. 

A general knowledge of the various sub-
jects, however, is absolutely essential, and 
there must be sufficient business back-
ground of executive ability and personal-
ity which will fit him to handle such spe-
cialized departments as you operate. For 
instance, he must know something of the 
cigar business, the operation of the barber 
shop, the baths, athletics, and as your golf 
club manager, certainly he should know 
the game, play the game, understand 
something of greens and grounds upkeep 
and the problems involved. 

One has only to consider the various 
problems coming up in the course of a 
manager's day in the club to fur ther re-
alize the diversified knowledge which must 
be his and to appreciate the importance 
of the club as a business. 

The Manager's Day 
The manager reaches his office in the 

morning and finds there various memoran-
da of details tha t have to be gone into. 
He has his notations of telephone calls 

"Come-Putts" 
have won their 
way into modern 
golf. 

A " h i t " w i th 
c l u b s and 
players alike. 

"Come-Putts" reinforce edges of the hole. Re-
duce wear and tear. Dress up the greens. 

"Come-Putts" greatly increase visibility of the 
hole—thus improve putting and make players 
enthusiastic for the course. A necessity for the 
club that is up-to-date—that has its players' good 
w i l l at heart. 

"Come-Putts" have been proved and approved. 
Conform to requirements of U.S.G.A. 

Up to 1000 . . . $30.00 per 1000 
1000-2000 . . 27.50 " " 
2000 and over . 25.00 " " 
Trial lot of 500 $15.00 

F.O.B. Boston 

Order now or write for further particulars 

CHILTON CROCKER CO. 
Park Square Building Boston 

B. R. LEACH 
R I V E R T O N , N . J. 

Consulting Turf 
Specialist 

{Originator of On Umd 
mrstnatt tr tat mini e/turfi 

for 

GOLF COURSES 
and 

PRIVATE ESTATES 

Study, diagnosis and conditioning 
recommendations. Special attention 
given to grub, earthworm and weed 
control. 
Write for details of time available 
and terms. 



N A C O 
" A GOLF COURSE FERTILIZER" 

N A C O will make your fertilizer dollar* 
pay dividends in improved turf. If un-
able to secure N A C O from your Golf 

Supply House write direct to 
the manufacturers. 

NITRATE AGENCIES COMPANY 
104 PEARL STREET . . NEW YORK CITY 

Grass Seed 
of K n o w n Q u a l i t y 

T E S T E D for P U R I T Y and G E R M I N A T I O N 

Prices and Information on request 

Specialists in Golf Grass Seeds and Equipment 

30-32 Barclay St., New York 

R O T A R Y 
SOIL SCREENS 

A necessity on every golf course for 
the proper preparation of 

COMPOST 
TOP SOIL 

SAND 
Several models for operation by hand, 
engine or tractor power. 

W R I T E F O B B U L L E T I N G D 

F. S. C O N V E R S E CO., Inc. 
Johnson City, N. Y. 

which he must make. He has his dictation 
to do and his instructions to issue for the 
various departments, and department 
heads. He may possibly make it a prac-
tice to set aside a certain portion of his 
morning to inspecting the various depart-
ments and in addition to this, perhaps he 
has some bookkeeping problems that have 
to be gone into with his bookkeeping de-
partment. There may be the question of 
the budget to be discussed with the finance 
committee, there may be some special 
banquet arrangements that have to be 
made that he himself wants to be responsi-
ble for. He calls in the head of his ban-
quet department to go into these details 
with him or perhaps he wishes to confer 
with the people responsible for the giving 
of the banquet. He may call to his office 
next his purchasing agent or steward de-
pending upon the size of the club and the 
manner in which his buying is done, or he 
is anxious to keep in touch with market 
conditions and the type of merchandise 
which is being purchased for the club res-
taurants. Furthermore, there may be cer-
tain mechanical details concerning the 
club's plant, questions of lighting, or 
plumbing, or heating, refrigerating and 
other such propositions which his chief 
engineer may wish to talk over with him. 

A Membership Aid 
Next comes a member who wants to 

know something about membership condi-
tions, or the possibility of putting up a 
friend on a guest card, or then again he 
may wish you. to give some special atten-
tion to a guest that he expects to arrive; 
or on the other hand he may have a com-
plaint concerning the service given him in 
some particular department; Here your 
tact and diplomacy must come in to play 
and your knowledge is such that you can 
give immediate explanation and advise 
him as to what definite steps will be taken 
to correct this situation. Then in a few 
moments you are consulting with an 
equipment concern for some new kitchen 
equipment you have in mind, and here too 
a knowledge of kitchen layout, kitchen 
requirements, service requirements, the 
difference between the utility and the de-
sirability of monel over polished steel, of 
a drop-cover dishwarmer as opposed to 
the sliding type. Perhaps, too, the archi-
tect is with him because you are recon-
structing your building, and you have got 
to make decisions concerning t h e location 
for drains, and sleeves for steamlines, etc. 

Now I could go on almost indefinitely 

T ^ H E Peerless Mower Sharpener grinds all makes 
1 of Power, H o r s e and Hand Mowers in 20 to 30 

minutes, with razor -
like edge giving any 
desired clearaace 
or bevel. 
Mowers run eas-
ier, requi re less 
power and gain in 
speed. One owner 
writes, " T h e Peer-
1 e s s Sharpener 
saves us from J700 to $800 annual ly ." 

Write for catalog and list of users. 

The Fate-Root-Heath Co. 



with these various diversified problems 
which come up in the course of a day, but 
to sum them up briefly, the manager has 
to consider many different unrelated prob-
lems whether it be steam, electricity, laun-
dry equipment, methods of laundering, 
purchase of textiles, silver, china and 
glassware, furniture, judgment in painting 
and decorating, knowledge of kitchen 
equipment, of dining room and bedroom 
equipment, methods of controlling and 
handling his organization which might be 
called in general terms "employment," 
methods of selling, of publicity, of adver-
tising, of merchandising, consultation with 
members on a multitude of problems, mu-
sical matters, entertainment problems, 
quality of coal based on thermal units of 
heat, the same in relation to gas supply, 
the general upkeep and cleanliness of his 
plant, the appearance and department of 
his employes, the laying out of various 
systems, the proper functioning of his or-
ganization and the routine work. These 
and a hundred other details come to his 
hands each day, each week, and month, 
and year. 

Committees and managers too must ad-
mit that here is a big job for a big man. 

To recapitulate, therefore, I will say 
that in taking your measure of your man, 
you must judge him to be familiar beyond 
a doubt with the many phases of club de-
tails which I have mentioned before—not 
necessarily an expert to the point of hold-
ing a degree in these subjects, but a gen-
eral knowledge, above the average, to 
fit him to dictate intelligently to those 
heads of departments who have the various 
matters in hand. 

As a man, he must be able to elevate 
himself to the point of equality with those 
whom he hopes to serve, his honesty and 
integrity must be above question, he must 
liave all the requirements necessary for 
good salesmanship, he should be well 
grounded in the business of accounting, he 
must have vision and be ready to adopt 
new methods, new ideas and all the mod-
ern improvements which come day by day 
to this great profession. 

Good Manager Grows 
His aim should be the continual seeking 

of new knowledge through study and ex-
perience, he should be familiar with the 
operation of various departments, such as 
barber shop, cigar stand, candy counter, 
baths, sports, recreational features, 
grounds, and all those departmental ac-
tivities which are part of the club service. 

PLAN NOW for B e t t e r 
G r e e n s In 1 9 3 1 

Investigate the KEMP Power Soil Shredder—the machine 
that will save from a third to half the time and labor 
now consumed on your course in preparing top dressing. 
By properly shredding and mixing soil and ferti l izer, the 
KEMP gives you better greens and f a i :uays . 

3k W r ' t e for our Catalog and 
copies of testimonials i ron 

leading g o l f club: 
throughout the country 
K E M P M A N U F A C T U R 

ING Co., Dept. C, 2001 
Peach St., Erie, Pa 

Prompt Shipment 
from Warehouse 

Stocks 
K E M P P o w e r S O I L S H R E D D E R S 

showing 
s i f te r attachment 

DIAMOND 
Steel Center Tractor Spuds 

will keep themselves sharp a f te r many 
miles of service. Diamond Hardened 
Tool Steel Center lengthens their lives. 
Leaves clean-cut perforations. Will not 
damage turf . Wr i te for information 

Diamond Calk Horseshoe Co. 
4702 G r a n d A v e n u e , D i i l u t h . M inn. 

ECONOMY 
SPRINKLERS 
m a k e a l l w a t e r 
s y s t e m s ef f ic ient . 
S t u r d y a n d w e a r -
p r o o f , t h e y d i s t r i b -
u t e w a t e r e v e n l y 
w i t h o u t w a s t e . 

E C O N O M Y I R R I G A T I O N C O . 
I N C . 

21 S p o k n n e S t r e e t , S e a t t l e , W a s h . 
D i s t r i b u t o r s in l e a d i n g A m e r i c a n a n d 

C a n a d i a n Ci t ies . 

T o Y O U R O W N C L U B B E T R U E 
A N D I T W I L L FOLLOW— tha t before 
order ing Charge Checks, Score Cards , Guest Regis-
ters, Cadd ie Cards and o the r fo rms you will first 
see o u r l ine of standardized golf pr inted ma t t e r . 

J O H N H. VESTAL C O M P A N Y 
703 South La Salle Street - - Chicago 

A Better 
G O L F S W E E P E R 
S w e e p s c l e a n — R e d u c e s l a b o r . 
O n e m a n does t h e w o r k of five. 

At Ir Your Dealer or 
Write Ut Direct 

S p r i n g f i e l d L a w n S w e e p e r C o . 
S p r i n g f i e l d , O h i o 

Ah0 mtktri tf tractor drmn rwstftrs 



FOUR CUTTING EDGES 

BUDD BLADES « 
INCREASED PRODUCTION PERMITS 

LOWER PRICES 
T h e s a m e s t u r d y ho ld ing a t t a c h m e n t . T h e 
s a m e r a z o r k e e n k n i f e s teel b l ade . T h e s ame 
e x a c t i n g c a r e in mi l l ing a n d f i t t i ng . T h e 
s a m e g u a r a n t e e . W r i t e fo r C i r c u l a r G. 

B U D D MFG. CO., Ravenna, O. 

F o r a qu ick , n e a t sodding Job. C u t s s t r i p 14 
inches w i d e — a n y th ickness , a n y l e n g t h d e -
s i red. P r i c e $35 comple te F.O.B. R i c h m o n d . 
R i c h m o n d Bod C o t t e r Co., R i c h m o n d , I n d . 

Tractor Wheel 
Spuds 

The R. H. whee l s p u d s 
save t i m e i n s t a l l i n g a n d 
removing, t h e y a r e m a d e 
in m a n y sizes fo r a n y 
type t r a c t o r or pu rpose . 
Low pr ice a n d q u a l i t y 
have been w e l c o m e d by-
Golf Clubs, in use on 
more t h a n o n e - h a l f t h e 
clubs In U.S. a n d C a n a d a . 

Sample spud a n d cir-
cu la r on r e q u e s t ; adv i se 
m a k e of t r a c t o r a n d 
purpose used f o r . 
( I f your Ford or equipment 
dealer cannot supply, write 
direct. Immediate shipment.) 

R. S. HORNER 
G E N E V A , O. 

M a n u f a c t u r e r of W h e e l 
Spuds, Golf T r a c t o r , 
Golf Whee l s f o r F o r d -

son a n d T r u c k s . 

Racks HANDICAP Cards 
John Willy Handicap Racks and Cards arc 
standard with practically all the leading 
American golf clubs. Write for booklet. 

J O H N WILLY, ff^iS 

We hear a great deal today about turn-
ing was te into wealth. Certainly there is 
no business in which th is question of 
salvage can be so advantageously applied. 
Therefore, your manager must of neces-
sity be an efficiency man. 

Judge your man as you would a prospec-
tive member in regard to personality, 
character and education. Regard your club 
as a big business and realize that inas-
much as we have proved that this busi-
ness requires the services of a specialist, 
don't forget that you have to pay a spe-
cialist 's salary; for nothing was ever 
t ruer than the saying t ha t a cheap man 
is more expensive in the end. Certainly 
you would not turn over a plant with five 
or six million dollars' investment with a 
turnover of a million or two million dol-
lars a year to an incompetent, and tha t is 
exactly what the average club amounts to 
today, a big business with tremendous in-
vestment, and its success depends upon 
the leadership you give it. 

The history of clubs and hotels proves 
the theory often advanced that these two 
businesses reflect as do no others the per-
sonality of those direct ing them. This is 
part icular ly t rue of clubs, and is the rea-
son why you mark the difference in the 
general tone and atmosphere and satis-
faction of members in one as opposed to 
another. This can be at t r ibuted only to 
the personality of the manager himself 
with due consideration of course to the 
committee which is back of him. 

You will have no trouble recognizing 
the r ight man for the job which you have 
to fill if you will give due consideration 
to the job itself and what it entails. Be 
certain tha t your man has the necessary 
technical knowledge, and see to it that 
his records bear close scrutiny, not based 
on the size or number of positions that 
he has filled, but on his achievements and 
the financial records which he can produce. 
Be sure that he has courage and confi-
dence in his ability, as certainly no one 
wants a "yes man," and his value will 
prove itself in his ability to disagree where 
he conscientiously believes he is r ight . 

In other words, get your applicant f rom 
the r ight source, measure him thoroughly 
and without bias, carefully, painstakingly, 
and then give him a f ree rein to do the 
job. Any house committee or board of 
governors of a club which will follow this 
procedure will be assured of freedom from 
many of its present worries. 



GET THE RIGHT MAN FOR THE JOB HERE 
There is no charge for help wanted advertisements in GOLFDOM. We want to 

make it as easy as possible for a golf club to get the right man for the job, so if you are 
considering applicants for a position as greenkeeper, pro or manager, your advertise-
ment in GOLFDOM will put you in immediate touch with the best available talent. 

Hire your men early to make sure of getting the ones you want. A good depart-
ment head for a golf club doesn't stay "at liberty" long. 

Classified Ads* 
Rates: 

Where the Man and the Job Get Together 

10 cents a word per issue. Minimum charge $2.50 

Club Manager, with background of 
twenty years' experience as manager 
and secretary manager, seeks new 
connection with country club of 
standing. 
Thoroughly conversant with, and 
capable of smoothly and economically 
handling, all departments of country 
club operations. Accustomed to 
delivering highest type clubhouse 
and dining room service. 
Knowledge of accountancy a n d 
grounds maintenance. Address Ad 
806, care Golfdom, Chicago. 

Greenkeeper—Ten years Middle West ex-
perience. Established new course mainte-
nance organizations for firm of golf experts. 
Capable remodeling. College training. Age 
35, married. Good references. Open perma-
nent connection 1931. Address: Ad 804, % 
Golfdom, Chicago. 
Home-bred professional, age 31, 8 years in 
present district, forced by wife's ill health 
to seek position in Southwest or Middle West. 
High grade business man, understands all 
angles of pro's duties; best of references. 
Address: Ad 803, % Golfdom. Chicago. 
Country club in Kansas wants man and 
wife to handle operation of plant. Man is 
to be pro, greenkeeper and general manager. 
Wife to be hostess. Club now has 175 mem-
bers, good golf course, 40 acre lake with 
fishing, boating and swimming. Campaign 
for 75 members and building of $7,500.00 club-
house soon to take place. Also contemplate 
installation of grass greens. Beautiful setting 
for club and prospects of being unusually 
lively and profitable plant. A good opening 
for the right people. Please submit qualifica-
tions in first letter. Address: Ad 805, % 
Golfdom, Chicago. 

Manager with 11 years' successful expe-
rience at prominent metropolitan district club 
desires new location for 1931 season. Has un-
usually fine qualifications in general clubhouse 
management, finance and secretarial duties. 
Has been directly responsible and financially 
successful in handling club operating details 
in a manner that relieves officials of worries 
connected with all phases of house operation. 
For complete information write: Box 612, % 
Golfdom, Chicago. 
Position wanted for winter months in South 
as pro, assistant, caddie master, or assistant 
by pro who is all around man. Good club-
maker and teacher. Married ; good worker 
at all times. Also open for position for 
summer season, 1931, as pro. Will go any-
where. Address: T. /., % Golfdom, Chicago. 
Professional—Thoroughly experienced. 10 
seasons present position, re-engaged for 1931. 
Previously held position for 9 years. Open 
for winter season. First class instructor and 
thorough knowledge of construction and main-
tenance—good player. Member P. G. A. Eng-
lish born. Age 47. American citizen. Can 
be very highly recommended. Address: Ad 
710, % Golfdom, Chicago. 



W E W I L L SELL A T H R E E -
R A C E W A Y TOBOGGAN S L I D E 

F A R B E L O W ITS COST 
T O I N S T A L L ! 

Changes in our golf course for the 
1931 season make this necessary. 

A C H A N C E YOU MAY N E V E R 
H A V E AGAIN OF E X T E N D I N G 
YOUR W I N T E R S P O R T S AND 
MAKING Y O U R CLUB M O R E 
P O P U L A R ! 

Here is a description of the slide 
and equipment: 

Three raceways with structural 
steel frame members and legs. The 
legs are counterbraced with rods and 
turnbuckles. Assembly requires eight 
concrete piers on which legs are 
mounted. Top clear space is level, 
fenced in, and will accommodate 
about twenty people at one time. The 
flooring is 3-inch maple, bolted and 
with clips. Starting rail, slide divid-
ers, etc., are complete. The right-
hand side looking down is a fenced 
and railed climbing aisle, complete 
with angular treads for good traction. 
Three electric light standards are 
part of the equipment. In addition, 
there are twelve 8-foot toboggans 
in good condition, equipped with 
cushions. 

If you are interested, we suggest a 
visit of inspection or write Black 
River Country Club, Port Huron, 
Mich., for additional information. 

General Manager—Public Golf Course— 
Experienced general manager on pay-play 
courses available about February. Experience 
includes development of play, maintenance, 
construction, advertising and management of 
clubhouse. Now managing 36-hole course. 
Excellent references. Address: Ad 807, % 
Golfdom, Chicago. 

FOR SALE—Nine-hole course and hotel 
clubhouse, fast growing section of Adiron-
dack Mountains, house has 17 guest rooms, 
nine baths. Four years old, increasing its 
popularity and revenue each year. Owner 
has other business; will sacrifice; give liberal 
terms and time to Gentile purchaser. Address: 
Ad 801, % Golfdom, Chicago. 

Greenkeeper—Capable of t a k i n g entire 
charge, would like first class course. Thor-
oughly experienced in construction and up-
keep of excellent greens, both 6eed and stolon. 
Can give satisfaction on moderate budget. 
Understand golf machinery. Married. Ref-
erences. F. J. Hartwell, Apt. 42, 2475 Mad-
ison Rd., Cincinnati, Ohio. 

The pro position advertised over Box No. 
615 in GOLFDOM has been filled. The 
letters of endorsement forwarded by appli-
cants are being returned in order of their 
receipt. 
Professional and Greenkeeper—Now em-
ployed, desires a change. Married; age 35 ; 
18 years' experience. Will consider pro po-
sition. Can furnish perfect references as to 
teaching ability and qualifications in general. 
Address: Ad 802, % Golfdom, Chicago. 

Professional—Open for position at medium-
sized club, also expert greenkeeper if desired. 
Good player and instructor. Man who tends 
to his duties. Four years at last position. 
Can furnish A-l references; married. Will-
ing to go anywhere. Address: Ad 800, % 
Golfdom, Chicago. 

Greenkeeper—Married. American, age 34, 
would appreciate opportunity to serve as 
greenkeeper. High school education, origin-
ally farmed. Past five years in full charge 
18 holes. Good references. Could call for 
personal interview; own automobile. Address: 
Box 623, % Golfdom, Chicago. 

For Sale or Lease—Nine-hole Fee Golf 
Course on the Gulf Coast Riviera and Old 
Spanish Trail and in the heart of the resi-
dential section of Mobile, Alabama. A year-
round proposition. No competition. Address: 
Box 1615, Mobile, Alalxima. 

B E C K L E Y - R A L S T O N HAS N E W 
P U T T I N G G A M E 

Chicago, 111.—The Beckley-Ralston Co. 
has a new home putting game played with 
an ingenious device, a putting trap of regu-
lation size that sets on the floor without 
injury to the rug, and catches and holds 
the ball if the putt is accurate. Regular 
golf balls are used and the trap is adjust-
able to take care of either the old or the 
new size golf ball. Players use their own 
putters. Books, tables, etc., are used for 
hazards. 

These traps make up a very fascinating 
game that amuses the whole family during 
the winter months. They are made of 
metal and come in lacquer finish in three 
colors—red, yellow and green. They retail 
for 75c each, or in a set of three packed in 
a box for $2.00, and have a good pro dis-
count. 

Manager Bohen of .Chevy-Chase advises 
separating cups and demi-tasse cups and 
saucers, also glass, and washing separate-
ly to reduce breakage. 

John Keenaghan of the Beach Point club 
says: "To check up on kitchen napkins for 
cooks, etc., have a red thread run through 
them from end to end. 



This Helps Your Buying 
Use this page to notify GOLFDOM of your club's requirements for course, 

clubhouse and pro shop, and you will get prompt and complete details from 
leading manufacturers. 

Check this page and mail it to GOLFDOM, 
236 N. Clark St., CHICAGO 
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B e n c h e s , t e e 
B e n t s t o l o n s 
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B i r d b o o s e s 
B r o w n p a t c h p r e v e n t i v e s 
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C a d d i e b a d g e s 
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D r a i n a g e engineers 
D r y e r s 
D u m p earts 
E l e c t r i c systems 

e n c i n g 
e r t i l i s e r 

F e r t i l i s e r distributors 
F l a g s 
F l a g po l e s 
F l o o d - l i g h t s 
Founta in—Drinking 

F u r n i t u r e — C l u b h o u s e , 
G r o u n d , P o r e h 

G a r b a g e i n c i n e r a t o r s 
H a n d i c a p r a c k s 
H a n d i c a p c a r d s 
H a r r o w s 
H e a t i n g S y s t e m s — C l u b h o u s e . 
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H e d g e t r i m m e r s 
Ho le c u t t e r s 
Ho le rims 
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L i n e n s 
L o c k e r s 
M i n i a t u r e Golf C o u r s e s 
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M o t i o n P i c t u r e C a m e r a s , 

P r o j e c t o r s 
M o w e r s — F a i r w a y , G r e e n . 
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T e e m a r k e r s 
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T e e s — P a t e n t e d 
T e n n i s c o u r t e q u i p m e n t 
T i l e — D r a i n a g e 
T i m e r e c o r d e r s 
T r a c t o r s 
T r o p h i e s 
W a t e r s o f t e n e r s 
W a t e r s y s t e m s 
W a t e r s y s t e m e n g i n e e r 
W e e d k i l l e r s 
W e e d s t i n g e r s 
W o r m e r a d l c a t o r s 
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