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EXPERT ADVICE

Points the way
to better greens and fairways

Read what the Green Section of the U. S. Golf Association
says about Sulphate of Ammonia (Ammonium Sulphate)
for greens and fairway.

“In the light of our present knowledge we would ad-
vise you to stick to ammonium sulphate; it is a splen-

did fertilizer.”—Vol. IV, P. 278§.

“It has been our experience that ammonium sulphate
is about the only fertilizer that has any effect in dis-
couraging the growth of weeds and will at the same
time improve the texture of the grass.

“It has been demonstrated that the continued use of
ammonium sulphate (not over 20 to 25 pounds to a 600
square foot green) will discourage the growth of
clover, crabgrass, plantains and dandelions.”—Vol.

11, P. 93.

“It is interesting to note that not one of the 18 greens
(Druid Hills Golf Club) has a single bit of foreign
grass and no weeds; and yet the grass had not been
picked since we have been using ammonium sulphate.”

Vol. V. No. 11, P. 250.

ARCADIAN
Sulphate of Ammonia

Arcadian Sulphate of Ammonia is the nccﬂrted nitrogen
fertilizer for golf fre(-nu and fairways. Mail the coupon
for our free bulletin, “Arcadian Sulphate of Ammonia on
the Golf Course.” Every club professional and greens com-
mittee should have a copy.

The M Company
40 Rector Street New York, N. Y.

THE BARRETT CO.,
40 Rector St., New York, N. Y.

Please send your free bulletin, “Arcadian Sulphate of Ammonia on the
Golf Course.”
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[ T S R o R R P T SRy e S
TOWR A0 B0 5 cia Tv v n ik uw b swe ' dev un s Ko dh Vasss CA 4% s ookl oo s eesensesenn

(Kindly Print Name and Address)
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Thanks for telling the advertiser you “saw it in GOLFDOM"
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Club Vinances Demand
Study of Varied Means

By CARL W. TRUAX

S THE season for annual meetings
reaches the peak and the annual
statements come to hand, “we view
with alarm” the growing tendency of typi-
cal clubs to spend borrowed money for
improvements, thus adding heavy addi-
tional interest charges to the already large
deficits, without any definite plan for ulti-
mate liquidation of the fixed indebtedness.

The typical private club has a member-
ship of around 300 members and enjoys an
eighteen hole course of 6,500 yards, owned
in fee by the club. The dues and assess-
ments are generally in excess of $150 per
member per year. KEstablished clubs of
this general type have an annual member-
ship turnover of 10 per cent; most of these
clubs require standing and future assess-

ments to be paid to the club in connection
with membership transfers.

Clubs of the foregoing type, and larger
clubs, will find these suggestions of value
when considering improvements, particu-
larly when a closed mortgage already
exists.

Country clubs are generally located in
outlying territory and almost invariably
have created for themselves unusual real
estate values in their immediate neighbor-
hoods. As a result of this factor, many
clubs find themselves fortified with real
estate of steadily increasing valuation®,
and hence very substantial credit standing.
Clubs thus fortunately situated are able to
finance improvements with considerable
ease on their general credit and without
further encumbering their properties.

NATIONAL POWER DRIVEN QUINT

Five, 30 inch cutters,
12 foot swath

Cutting units are driven direct
from the engine, with reels pro-
tected by individual slip clutches.
Requires but half the power of
ground driven mowers.

Handles in smaller spaces, Re-
verses. Easily goes up steeper hills
without overloading the turf as with
the traction driven type.

The simplest, the lightest, vyet
strongest, the most efficient, and by
far the most practical Fairway
mowing outfit offered.

delk

See it at the Gregnskeepers' show
at Louisville or write for prices
and full descriptive literature to

NATIONAL MOWER CO.

839 Cromwell Ave.

St. Paul, Minn.

Thousands of National Mowers have satisfied owners covering every State in the Union

When you mention GOLFDOM the advertiser knows you mean business
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These clubs can borrow more and more
—and do! They say the land value is in-
creasing tremendously, so “let the incre-
ment take care of the debts.” Fine, but
the increment won't pay the interest, nor
retire the debts; the increment merely
provides more security for more loans
carrying more interest in favor of “bigger
and better deficits.”

You cannot realize on the increment and
have the property and play golf on it.
Maybe some day many of the clubs will
have to move—Dbecause their land is too
valuable or their neighborhoods too closely
built up. But until that time comes the
interest goes on.

It is interesting to note that of several
hundred annual statements examined last
spring, interest charges represented about
50 per cent of the total deficits, with few,
if any, visible attempts to reduce interest
charges. Perhaps if more serious atten-
tion were given to the part interest plays
in the deficit, either the spending proclivi-
ties of the more ambitious members could
be curbed or definite plans made for the
elimination of interest charges.

No Provision for Replacements
Further, few clubs carry depreciation re-
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serves or make any provision for deprecia-
tion or obsolescence of their physical
plants. These replacements, always in-
evitable, are often of large amounts and
give rise to further borrowings and in-
terest! It is most peculiar that our clever-
est business men—men who are highly
successful in financing their own business
—permit their financial judgment to de-
part from their club financing.

It is clearly the established policy of
most clubs to pay interest rather than
pay up—and to make provisions for re-
placements. Many of the clubs could have
adopted an installment finance plan which,
without burdening the members, would
eliminate much interest from their budgets.

Clubs enjoying memberships paying dues
and assessments annually of $150 or more

*This increased valuation is very much
like “paper profits” in the stock market.
As long as the club exists, the property is
worth whatever value the club cares to set
upon it. But if the club disbands, it is
another matter to realize on this artificial
figure. Also, the tax assessor, seeing this
increase, is liable to boost the club's taxes
to an unpleasant level.—ED.

A Real Spreader
for Golf Greens

This Planet Jr. No. 335 Fertilizer Dis-
tributor makes a real job of spreading
golf greens. Spreads fertilizers, top
dressings or insecticides in a smooth,
even band; 36 inches wide; any desmed
volume.

Light to handle. Instant con-
trol. Will not pack or track
j materials previously spread.
Covers a green in a few min-
utes. Send the coupon NOW

/’ s L. ALLEN & Co., Inec.

7 Dept, 154-A
" bth snd Glenwood Ave.. Philadelphia

// Send full particulars about Planet Jr. No. 235 Fertll-
P izer Distributor,

City

When you need safe buying advice ask GOLFDOM'S advertisers.
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The SIX BALL Cleaner

1 It does not splash.

4. No gears or springs.
2 One to six balls at a time. 5 Avoids delay on tee.
3 Ejects balls when cleaned. 6 Built to last.

Write for 10-DAY FREE TRIAL

Price $8.00

Discount on Quantitie®

THE W. G. MFG. & SALES CO.

430 Citizens Bank Building -

Columbus, Ohio

will find unsecured serial assessment de-
benture the simplest type of security with
which to finance improvements. This type
of security is also practicable where the
grounds are leased rather than owned,
provided the issuing eclub §s thoroughly
established and has a substantial invest-
ment in the leasehold property. That the
assessment debenture is a “standout” may
be determined by a careful consideration
of the other methods commonly used.

Methods of Financing Improvements

1. The single assessment (sometimes
spread over several payments), the “pay
as you go” plan.

2. Out of current revenues—where there
is an annual surplus in place of the usual
deficit.

3. By private subscription (voluntary).

4. Sale of additional or unsold member-
ships.

5. Bonds on hand unsold from prior
issues; additions to open mortgages.

6. General refinancing with an increase
in the funded debt.

7. Additional (junior)
(bonds).

8. Replacement through depreciation re-
serves.

mortgages

secured or

9. Assessment debentures,

not.
“Pay as You Go” Ideal Method

This plan admits no argument, but meets
plenty of objections. The single assess-
ment should be more popular but the de-
mands of ambitious memberships are gen-
erally for improvements in excess of the
paying capacity. Some improvements, such
as landscaping, can be made piece-meal,
and spread over several annual payments,
but most improvements are of a character
involving completion at once, and hence
must be paid for at once. Under these
circumstances the single or direct assess-
ment plan is certainly anything but popu-
lar.

Glen View (Chicago district) recently
spent around $200,000 for ground improve-
ments, such as wells, pumps, reservoir,
drainage, turfing, and paid cash derived
from immediately payable assessments.
Unfortunately, many club memberships
lack the paying capacity of Glen View
members; others lack the nerve and fore-
sight to put through an immediate assess-
ment plan.

Out of Revenues—Plan 2

This plan can be dismissed without dis-

severe strain.

not satisfactory,

BUDDY

A COMFORTABLE STANCE WILL IMPROVE YOUR GAME

Wear a BUDDY JOCK and get greater distance in your drives and
more accuracy in your putts,
The Webbing has a long stretch with a snappy come-back that
stays put where you put it,

The Pouch is of soft knitted material, very comfortabl
both lengthwise and sidewise, rendering it perfectly self-a
and the form is such that it cannot become displaced.

Workmanship of the very best throughout, and the Jock will
wear twice as long as any ordinary Jock.

It cannot chafe and laundering will not Injure ft,

Maliled upon receipt of price, $1.00 each. Money refunded if

STATE WAIST . MEASUREMENT.

THE WALTER F. WARE CO.

1036 Spring Street, Dept. H

and it holds up under the most

elastic
usting,

Perfect At guaranteed.

Philadelphia, Pa.

If you don’t see what you need advertised in GOLFDOM, write us.
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cussion; occasionally we find a club that
can provide improvements out of current
revenues, but there are so few clubs in this
situation that any discussion would be of
no interest whatever to the other clubs
which break even or enjoy deficits and as-
sessments.

Voluntary Subscriptions—Plan 3
Subscriptions are frequently used in
club financing, but are usually confined to
special improvements of interest to a few
members and paid for entirely by those
who expect to derive all the benefits. For
example, traps are often paid for by sub-
seriptions from the trap shooters; archery,
by the archers; playgrounds, by the par-
ents. Voluntary subscriptions have no
place in financing general improvements;
in fact, would be highly resented by mem-
bers unable or not desiring to contribute.

Sale of Memberships—Plan 4

Clubs which have never completed their
authorized memberships, of course, can
secure limited funds through the sale of
further memberships. Sometimes it is
practicable to vote an increase in the mem-
bership and secure funds from the sales
of the additional memberships. Usually
there is strenuous objections to the in-
crease or to the use of unsold memberships
from original quotas. “The course is al-
ready crowded,” is the argument. The
sale of memberships may be considered
only as a subsidiary method of financing.
Mortgages—Plans 5, 6 and 7

Few clubs have unsold bonds remaining
from prior issues, or open mortgage bond
issues which can be extended. Still fewer
clubs are unincumbered. Specific second
mortgage issues are often used, to be re-
tired by assessment.

Often a general or junior mortgage bond
issue on all assets and equities is used.
Such issues are without assessment, but
are arranged to come due concurrently
with the underlying mortgage. The prin-
cipal, when due, is merged with the under-
lying mortgage, and the whole refinanced
upon the basis of the increment in real
estate values. However, this plan of
financing provides never-ending interest
charges which frequently cause the finance
committees much embarrassment. It ap-
pears to be much more satisfactory grad-
ually to retire the principal issues, and to
pay for improvements either outright or
on the installment plan through annual
(serial) assessments.

The typical club generally need provide

A SUPER QUALITY
OF NATURAL HUMUS

A Cultivated, Prepared
SOIL ORGANIC
€« € ¢

Use it as a compost
for top dressing established greens

* % %

Mix it with top
soil and sand
for foundation
of new greens.

¢ ¢ ¢

Hyper-Humus is not
dug raw from our
deposit at Newton
but is scientifically
produced by cover
cropping and culti-
vating of the upper six inches only
to produce a top notch humus true
to name—a pure soil organic. Dis-
ease free—clean, odorless, pleas-
ant to use.

€ % %

100 pounds will retain 190 pounds
of water. So insure your greens
and fairways this Spring against
a repetition of the famous 1929
drought.

% ¥ %

Write for literature and our spe-
cial suggestions to greenkeepers
gained by actual operating expe-
rience.

Hyper-Humus Company
51 Park Place
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Dre Caswell Adjustable Canopies
Yours(s:ol::se bring added beauty to the
5 course; provide comforting
with Smart shade on heat drenched days;
CASWELL offer shelter when it rains—
Adjustable thus adding to the pleasure
Canopies and comfort of the game.
Th Artistically designed and sub-
ey stantially made. Only high-
Provide est grade materials used.
Shelter from Quickly installed ; instantly ad-
Heat and Caswell Manufacturing Co. justed; easily removed for
Rado Cherokee, Iowa winter storage. Write for full

details and prices.

—

no specific security for the borrowing of
improvement funds, particularly when the
financing is done “at home,” as described
below.

However, improvement issues of estab-
lished clubs are generally secured by deed
(mortgage) in some way. Perhaps this is
due to the influence of mortgage and gen-
eral bankers who are more often than not
appointed to special finance committees
to plan the financing. These gentlemen
think in terms of specific security; in fact,
specific security is their habit of thinking
in this particular respect, and hence, re-
gardless of the high credit standing of the
club, we find improvement funds unnec-
esgarily secured by mortgages. If the
finance committees would look more often
to the well-established general credit of
the clubs, fewer mortgages would result.

Reserve Replacements—Plan 8

Only a few clubs include depreciation in
their accounts. A splendid argument can
be established against this practice. Clubs
carrying adequate depreciation accounts,
however, find their financing much simpli-
fied through this practice. The use of re-
gserves is not general enough to warrant
discussion here.

* * 2

In March GOLFDOM Mr. Truax
will continue his consideration of
club financial methods.

WHEN ELECTIONS ARE PAST—
send GOLFDOM the names and addresses
of your new presidents and green-chairmen,

Some Outstanding Golf Courses Under Construction

or Recently Completed

Beloit Country Club Lake Anna Golf Club Oneida Golf and Riding Club
Beloit, Wis. (18 holes) Palos Park, Ill. (18 holes) Green Bay, Wis. (18 holes)
Municipal Golf Course Burnham Woods Golf Club Garden of Eden Golf Club
Beloit, Wis. (18 holes) Burnham, Ill. (18 3) Momence, Ill. (9 holes)

Woman's Country Club Walnut Hills Golf Course  Surprise Park G. & Boat C.
Waukegan, Ill. (36 holes) Chicago, Ill. (18 holes) Cedar Lake, Ind. (18 holes)

We will Design or Contract
according to your appropriation

UNITED STATES GOLF ARCHITECTS, Inc.

310 SOUTH MICHIGAN AVE.

5

CHICAGO
ANLEY F. AS. J. PRENDERGAST oTT
e Golf Architect 4 ca'muuw Engineer hmell{a

Let GOLFDOM advertisers help you.

They are golf field experts.
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Wendehack Author of Fine
Clubhouse Book

OLF and Country Clubs—A Survey of
the Requirement of Planning, Con-
struction and Equipment of the Modern
Club House—so reads the label on an im-
posing new book by Clifford Charles

Wendehack. The book is published by
William Helburn, Inc., of New York and
sells at $10.

Wendehack, who has a number of ex-
cellent club houses to his own credit as an
architect, has done a great trail-blazing
job in presenting the vital points of correct
architecture of club houses. The book
carries illustrations and floor plans of the
club houses designed by many of the coun-
try's notable architects, and as a valuable
guide is to be highly recommended. Un-
fortunately almost all of the work shown
is that of expensive and pretentious jobs,
so the value of the book to the architects
and building committees of the smaller
clubs is exposed to the peril of unwise
adaptations. However, Wendehack’s copy
for the book so thoroughly and sanely lays
down the practical principles of club house
planning for efficient utilization that one
can't go far wrong by reading and heeding
the ‘directions that come with every
package.”

At an early stage the author explains
some of the sad false alarms in club Mouse
architecture by telling of the architects
being picked solely because of their quali-
fications as club members instead of for
their “training, experience and ability.”
The lamentable truth that there are but a
very few club house architectural spe-
cialists in the country (of whom Wende-
hack is generally acknowledged a star),
puts the builders of the smaller club house
and of the daily fee club house rather up
against the problem of trusting to heaven
and an architect who is working on un-
charted territory. It is to be hoped that
the author and publisher of this book are
g0 encouraged by its reception and sale
that Wendehack will exercise his high
talent on the club house that must grow
with the club’s financial development and
which has a prominent place in the entire
community’s social scheme as well as on
the club house that is part of a “strictly
business” play proposition.

One of the important points that Wende-
hack stresses is the matter of co-operation

P between the club house architect and the
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Pros KnowThat Reddy
Tees Sell!

UR ever increasing sales prove
to us that golfers are using
Reddy Tees more than ever be-

fore. Pros, on the firing line of sales,
must realize this even better than we
do. For it is to them that our adver-
tisements direct the golfer—all our
advertising says “Buy from your pro.”

Golfers ask for Reddy Tees. They
see them advertised in leading maga-
zines. They know Reddy Tees im-
prove their game. They know that
leading golfers prefer Reddy Tees.
Naturally, they insist on Reddy Tees,
they cannot be satisfied with sub-
stitutes.

We expect 1930 to be better than ever.
More people are playing golf. Make
them your regular customers. Sell
them Reddy Tees—the tees they will
be looking for, and they will depend
on your shop for all their golfing
equipment,

Reddy Tees are handled by your fav-
orite jobber., Or you can write us
direct for further information.

‘The Nieblo Nfg Co.,Inc.

Executive Offices
38 East 23rd St., New York City

You save time and money by answering GOLFDUM ads.
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THOMPSON g
FERTILIZER &
SPREADERS

No matter how thin
Spreader which will

spread,

evenl

Thom
suppl

AAAABAAARAAMANNG PALAALAAARARAL

to the economy of high analysis fertilizers.

251 River Blvd.

SAVE LABOR—Spread Uniformly

Plant Foods, Sulphate of Ammonia and Arsenate of Lead

or how heavy the application, there is a Thompson
do the job for you. This uniform spreading adds
Tell us what you wish to

the application desired, and we wlill recommend the type of
Spreader for the purpose.

The Thompson Golf Special Seeder broadcasts grass seed

y and accurately as fast as a man will walk. Backed

by 60 years of Seeder and Spreader building experience.

1pson Spreaders and Seeders are sold by leading golf
¥y houses.

0. E. THOMPSON & SONS
Ypsilanti, Michigan

Write today for literature,

course architect on the matter of locating
the club house.

The author recommends that the build-
ing operations be started with the locker-
room unit, including its bath and toilet
facilities, and earns the everlasting grati-
tude of the pros by emphasizing the im-
portance of the pro shop as one of the
earliest stages of the building enterprise
to which .attention should be given. His
material on meal preparation and service
facilities, construction costs and locker-
rooms undoubtedly will be consulted often
in the future in saving golf enterprises
considerable money and the necessity of
revision. Although a veteran manager of
our acquaintance once told us that he
didn’t believe a_kitchen and dining room
plan would be made by any architect or
manager in this world that the next man-
ager on the job would not wish could be
changed completely, Wendehack’s book lays
down the basic principles on these major
features so plainly and fool-proof that he
has protected clubs yet unborn against the
danger of architects who are boy wonders
with pretty looking places but stymied cold
when it comes to handling hot transporta-
tion problems, party night rush loads, food

One of the smaller machines at work

storage and checking, dish-washing and the
desire of the club to break even.

Present Plans for Club Food

Service

¢¢«]HRACTICAL Planning for Club Food

Service,” a new booklet prepared by
the John Van Range Division of the Pick-
Barth Co., is the first specialized piece of
business literature on this highly impor-
tant phase of club operations. It is some-
thing that can be read with considerable
interest, and probably profit, by golf club
managers, presidents and house chairmen
for the publishers have gone at the matter
in a manner serviceable to the field rather
than packing the book full of their own
advertising dope.

Size, layout, equipment and a general
outline of operating methods comprise the
range of the book’s material, and a number
of photographs and plans of club installa-
tions serve to make the details plain to
club executives. One interesting indication
of the wide variations in handling the
kitchen problem of country clubs is noted
in the analysis of restaurant and kitchen
space in typical country clubs. The per-

“FRIEND”
GOLF COURSE SPRAYERS

Large—Medium—Small

Double compartment tanks, For fairways,
putting greens, trees and shrubs, A fast, ef-
fective method of eradicating Golf Course pests,
and for the application of liquid fertilizers,

“FRIEND” MFG. CO. SASPORT,
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he 11 representative clubs listed runs

ﬁentage of kitchen to dining room area of

from 90 per cent at the Glen Echo C. C.,
St. Louis, to 34.2 per cent at Olympia
Fields C. C., Chicago.

Factors that determine the kitchen de-
sign are given in helpful fashion, and there
also is first-class concise coverage of the
operating factors so a check-up can be
made in advance of construction or altera-
tion. Much is being said these days about
the element of finality in golf course con-
struction, and some progress is being made
in this direction. However, on the food
gervice end of a golf club’s operations there
has been very little general effort made
toward determining layouts that will stand
as installations that do not call for violent
revision when a change of management is
made. In this section of golf club work
the preventable annual cost to golf clubs
must run into a staggering total, according
to our observation. The Pick-Barth field
men probably are as conversant with this
gituation and methods of correcting it as
any group in the country. Consequently
their book shows an effort to determine
kitchen plans that do not call for radical
changes to line up with a new manager’s
ideas.

Joe Caro of Albert Pick-Barth Co., 1200
West 35th Street, Chicago, is the gentle-
man to whom requests for copies of this
practical, free book should be addressed.
The striving youths who are GOLFDOM'S
publishers would appreciate it if inquirers
for this book would mention this publica-
tion as a close second to the holy writ in
influence and interest in the golf club field.
Pick's and Canada Dry are the only two
companies doing big business in the golf
field that we haven’t in the fold. They're
great fellows, personally, and all that,
BUT

N. E. Toro Has New Catalog

EW ENGLAND Toro Co. 247 Newton-

ville ave., Newton, Mass., has issued its
annual catalog and as usual has made the
book a first-class piece of reference and
buying literature for the greenkeeper and
green-chairman. The book describes and
illustrates the complete Toro line of mow-
ing machinery, tractors and other green-
keeping equipment and gives purchasing
data on the fertilizers, fungicides, course
accessories and other material which the
company carries in its stock. A copy of
the book will be sent free on request.

NATIONAL MOWER CO.

(Moved to our New Factory)
839 CROMWELL AVE. ST. PAUL, MINN,

The finest type Fairway Mower built with double sets

of tempered steel, cut gears in oil tight cases.

Standard types of our mowers we sell wholesale to clubs.

Wholesale cost on best, far less than retail on cheapest.
(Write for prices and catalogue)

THE RICHMOND

PROFITABLE time and labor saver
that gives a neater job of sodding.

Cuts a strip 14 inches wide; adjustable,
uniform thickness; any length desired.
Makes a smoother, firmer turf especially
on embankments. Made for either horse
power or tractor.

The Richmond Sod Cutter truly pays
for itself in a day-—Write us today for
details—Complete, ready for use §$85
F.O.B. Richmond.

RICHMOND SOD CUTTER CO.

Richmond, Indiana
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Turf Methods that Make
Good in ¥iorida

By JOE ROSEMAN

EBUILDING and returfing Florida

golf courses may or may not be in-

teresting to a great many northern
greenkeepers but my experience in this
sand and swamp or lowland district may
prove valuable to those who go south to
follow their vocation in that part of our
country where only Bermuda and carpet
grass will live throughout the summer and
neither of which will mat clogsely at any
time unless given constant care and fertili-
zation.

In this country where vegetation of all
kinds attains an almost torrid zone growth
in the fall of the year, weeds, scrub palms,
and a thousand varieties of plants appear
to grow an inch or two every twenty-four
hours during the rainy season.

It was my experience to recondition a
golf course which had never been finished
and lay dormant for more than a year.
After having been complimented on the
condition of the course with the statement
that “there is no better turf in all Florida”
than is now found on this course, I feel
qualified to offer as worthy of considera-
tion the routine and methods employed.

Visualizing that this 140 acres were cov-
ered with vegetation, the growth of which
was so dense that a man
could not travel more than
two miles per hour, picking
his way through the under-
growth, it is surprising to
learn that two months from
the day we started cleaning
the property, golf players
from Boston, New York,
Cleveland, Pittsburgh and
Chicago came to Fort Lauder-
dale from Miami to play on
this course because it was in
better condition and had a
better layout than the ma-
jority of the courses they had
been accustomed to play on
in and about Miami.

Employing a crew of 75 er,
laborers to cut with large

might
the

Joe Roseman, who, it

be said, is in
golf business.
He’s pro, greenkeep-
manufacturer and
course operator,

gickles, the debris was placed in large
mounds similar to straw stacks, sprayed
with kerosene and set afire. Branches of
trees were collected and the entire prop-
erty raked by hand. New sand traps were
constructed.

The entire course was disked, using both
teams and tractors so that the long runs
of Bermuda grass were cut and the stolons
re-rooted themselves making the turf three
or four times as dense as before. The ash
from the burned vegetation was spread on
the fairways, tees and approaches to
greens. Because the grass had been re-
tarded by this wild vegetation, it was nec-
essary to sow Italian rye grass to fill in
on the falrways and give an immediate
turf for the coming winter months. This rye
grass produced a noticeable turf within
two weeks and within six weeks from the
day we started cleaning, the fairways were
almost as green as those on a northern
course, We knew, however, that the rye
grass would not live beyond May first of
the following spring but that the Bermuda
grass stolons would have taken root and
produced a carpet of grass over all the
fairways after the next fall rains.

Water Rushes Turf

Exceptionally large water
mains were installed twenty-
four inches below the ground
and from December 15th un-
til February 156th this course
was  constantly sprinkled
without turning off a single
faucet, which accounts for
the fact that a good turf was
had in so short a time.

All eighteen greens were
disked and floated and then
a mixture of cottonseed meal,
lime and Paris green was
placed on them. The propor-
tion of the mixture was:

100 pounds cottonseed
meal
3 pounds Paris green
100 pounds lime



