
Great Enthusiasm 
for Bentex! 

Pros are rapidly accepting 
Bentex Merchandising 
P l a n f o r B e n t e x 
Profits without in-
vestment or stock* 

You need not invest either time or 
money in the Bentex Plan. Market-
ing Bentex through the pros puts you 
in a position to recommend the finest 
duplicate of outdoor putting surface 
to your members (something you 
would be glad to do without compen-
sation), and cash in on the profits, 
(let the proposition now while it is 
in your mind. 

Golfers Like Bentex 
Your Members want to buy it. 

Bentex is a new, modern, and extremely practical 
putting surface for indoor practice that will im-
prove anybody's game. It offers the same resist-
ance to the rolling hall as does Rent grass greens. 
Contains a sunken cup of standard diameter, and 
movable contours that give endless variety to put-

ting on its surface. It is five yards long and nearly 
four feet wide. Nothing messy about it; can be 
rolled compactly, and stored in a closet when not 
in use. 
We invite pros everywhere to write for the Bentex 
Propositi jn. 

Bentex Division of the National Rug Mills, Inc. 
1001-1017 Clybourn St. Milwaukee 

B E N T E X 
Putting Green 

for indoor use 

B E N T E X D I V I S I O N of the 

N A T I O N A L R U G M I L L S , I N C . , 

1001-1017 Clybourn St., Milwaukee, Wis. 
Send me full details of your proposition on 

Bentex and description. 

Name . . 
Address 
City . . . 
State . . 
Pro a t . . Club 



E O N L Y 
steel shaft with 

T O R S I O N 
Bristol, for the first time, 

adds torsion to the steel golf shaft. Torsion, 
the natural shock absorber. Torsion, which 
swallows up the stony hand shock on every 
shot, wood or iron. Torsion, in addition 
to the many other virtues that have made 
Bristol Steel Shafts famous. 

Responsiveness and pep. Confidence 
and power. Constancy of feel, through 
wet weather and dry, heat and cold. Uni-
formity throughout a set of clubs. And 
now . . . the smooth, sweet feel of torsion. 

To test a shaft for torsion, grasp the grip 
tightly in the left hand and twist the club 
head with the right. Feel the slight torsion 
twist and immediate rebound in the Bristol 
Torsion steel shaft, just as in fine hickory. 

Clubs of your favorite make are now 
fitted with Bristol Torsion Steel Shafts, 
Mc Gregor, Spalding, Wilson - Western, 
Ilillerich & Bradsby, Kroydon, Vulcan, 
Great Lakes, Butchart - Nicholls and 
others. Try one out on the fairway, for 
distance, direction and feel. 

Write us a post card for the current issue 
of " B r i s t o l i t e o u r newsy publication of 
golf gossip. The llorton Manufacturing 
Company, 187 llorton Street, Bristol, 
Connecticut. 

'TORSION SIAM DOUBLE STEElWALLS 

When you buy a golf club, iron or 
wood, look for the Bristol Torsion 
trade mark and the open torsion 
seam that makes torsion possible. 
Double steel walls give greater 
strength and power without add-
ing weight. 

THE HORTON MFC.CO. • 

S T E E L 
C O L F S H A F T 

ALLAN LARD PAT. PENO. 

/ T E E L S H A F T / 
A L L A N L A I k D - P A T E N T P E N D I N O 



originated in California where the aridity 
of soil and cl imate and the genius of Joe 
Mayo, Pebble Beach greenkeeper , com-
bined c i rcumstances to produce the first 
effective instal lat ion of all-hoseless fair-
way i r r igat ion—hence the n a m e "Califor-
nia System." 

The outs tanding charac te r i s t i cs of the 
hoseless sys tem a r e : first, per fec t ion of 
coverage and, second, low cost of opera-
tion as compared with hose systems. 
These sys tems are not common eas t of the 
Sierras, not because they are no t needed, 
but because they are not unders tood. 

Portable Sprinkler Type 
At this wri t ing all of the hoseless sys-

tems, with one or two except ions, are of 
the portable spr inkler type—tha t is, the 
fa i rway out le ts are quick connect ing and 
are used in connection with spr inklers 
which are a t tached to quick "couplers" 
which are inser ted in the "snap va lves" as 
needed. (Note : The ear l ier California 
systems use ordinary pipe out le t s ) . 

Individually Controlled Valves 
The more recen t of the hoseless sys tems 

use a type of snap valve in which the in-
sertion of the spr inkler coupling into the 
valve automat ical ly opens the valve and 
permits the wa te r to flow. This sys tem can 
be seen in operat ion almost a n y w h e r e in 
California and a t the North Shore and 
South Shore Country clubs, Chicago. 

In operat ing these systems, t he greens-
man s ta r t s out with a load of spr inklers , 
a t taching them where needed. W h e n all 
a re a t tached he s ta r t s over, removing the 
sprinklers and moving them to f u r t h e r lo-
cations in ro ta t ion. He does not get wet, 
because the spr inklers throw only one or 
two s t reams , revolving so slowly t h a t he 
can keep out of the way. The dis tr ibut ion 
of water is more uniform than can be ob-
tained f rom the use of por tab le hose 
sprinklers . P la t e Two (bot tom) illus-
t ra tes a fa i rway of the North Shore Coun-
try club, Glenview, 111., showing the ar-
rangement of t he outlets. 

This type of sys tem is good bu t not 
ideal. The outs tanding charac te r i s t i cs of 
the individually-controlled, portable-sprink-
lers-fixed-outlet system are first, good water 
distr ibution and, second, low cost of oper-
ation compared to hose systems, also the 
cer ta in ty with which the g reenkeepe r can 
place wate r exact ly where he w a n t s it. 

Battery Controlled Hoseless Systems 
Bat tery control , while considered by 

some owners to be be t te r than the indivi-

dual control system, is the fo re runner of 
the l a t t e r method. In the bat tery meth-
od, each fa i rway group of from th ree to 
ten out le ts is controlled by a valve in the 
la tera l and near the main. The wa te r Is 
not t u rned on by inser t ing the spr ink j^r in 
the coupler. The hand valve in the lateral 
tu rns on the water fo r the ent i re ba t t e ry 
of sp r ink le r s a t one t ime. The spr inklers 
a re of the same kinds as used in the in-
dividual sys tem and a re handled in the 
same manner . 

The main advantage of the bat tery meth-
od is t ha t it is t rouble proof. The f ac t 
tha t all of the outlets in the bat tery m u s t 
be used a t once is an a p p a r e n t r a the r than 
a real d isadvantage . 

This sys tem has all the advantages of 
the individually controlled spr inkler sys-
tem, plus the ou ts tand ing advantage of 
f r eedom f rom trouble. It requi res the least 
care and a t ten t ion of all fa i rway hoseless 
i r r iga t ion sys tems except t he underground 
or concealed spr inkler systems. 

Next month, this series of articles 
on watering will be continued. 



"Uiscount Wound" Vanished 
From One Pro 9s troubles 

By JACK F U L T O N , Jr. 

THE longer one studies pro golf mer-
chandis ing the deeper becomes the 
conviction tha t it is a fine business 

with its shor tcomings being more the fau l t 
of the m a n than of the business. These 
days when most business men are crying 
tears as big as 90 wat t Mazdas, the golf 
business is better than ever before, accord-
ing to 8 out of every 10 good professionals. 

However, there is one d i s tu rb ing element 
in the pro business these days providing 
good reason for worry. T h a t is the perni-
cious pract ice of "buying a t wholesale," the 
false a l a rm effort at t h r i f t now ra is ing hell 
general ly w i t h retai l business. Pros have 
plenty of t h i s chiseling of a few nickels 
and dimes done mainly by members who 
don't realize what the pro is up against , 
but who fal l for the discount lure in a way 
tha t flattens out pro profits. The pro stil l 
can control th is "wholesale" u rge if he gets 
busy and uses his head. If he lets it go 
he is bound to become miserably S. 0 . L>. 

As an example of what can be done by this 
unres t ra ined bargain hun t ing for discounts 
we can t a k e as an average of cur ren t re-
ta i l ing the case of a t i re dealer in Pitts-
burgh, wi th whom this wr i t e r talked a few 
weeks ago. The fellow had a fine looking 
tire, ba t t e ry and car lubr ica t ion stat ion. 
The inves tment was such t h a t each detail 
of the operat ion was required to make 
money. The dealer said, "Las t year we 
did $150,000 worth of business and just a 
bit more t h a n broke even. Everybody 
seems to be get t ing t i res a t ' something 
off' these days and the profit is so cut t h a t 
I reckon if we figured closely our actual 
cost of doing t i re business we'd show we 
were sel l ing them at a loss. I t ' s the dealer 's 
own damn faul t , too. It s ta r ted a few years 
ago when dealers s tar ted offer ing a l i t t le 
cut he re and a little cut there and the com-
pet i tors decided they'd meet t he discounts 
jus t to keep the original price-cutter f rom 
ge t t ing the business. I t d idn ' t take long 
for the re ta i l t i re price schedule to be 
wrecked." 

The pro today is one of the very few 
small re ta i lers who is main ta in ing prices, 
and on th is basis deserves the u tmos t in 
suppor t and development f rom the manu-
fac turers . I t ' s the manufac tu re r s in the 
long run who have to harvest the bumper 
crop of woe tha t sprouts f rom a break in 
the re ta i l price s t ruc tu re . All a golf goods 
m a n u f a c t u r e r has to do to be impressed 
with the necessity of encouraging th i s 
price main tenance policy of the pros is to 
ta lk to m a n u f a c t u r e r s in other fields and 
hear their tales of trouble. Then there ' l l 
be one speedy and earnest rush to play 
ball 100% with the pros. 

At present the re a re many professionals 
who have the locker-room brag of discounts 
quieted down to a very low and apologetic 
whisper . In diplomat ic fashion they have 
shown the fo rmer vict ims of the mania for 
"five off" the er ror and unspor t smansh ip 
m a n n e r of the i r ways. 

Pro Maintains Right Price 
Profess ionals who may th ink tha t t h i s 

achievement is a will-o'-wisp a re invi ted 
to discuss the s i tua t ion with Eddie Gayer, 
pro a t Twin Orchard. Twin Orchard is 
one of the younger clubs of the Chicago 
dis t r ic t . I ts membersh ip is ent i re ly Jew-
ish and includes some of the livest whole-
sa lers in the midwest . Beyond much doubt 
any of these members can buy pract ical ly 
any brand of golf merchandise a t a dis-
count, in some way or another . This is a 
s i tua t ion tha t would cause most pros to 
th row up the i r h a n d s in despair . But 
Gayer main ta ins t h a t not 2% of all t he 
golf merchandise used by his members is 
bought a t a discount. Tha t is a fine t r i bu t e 
to Gayer 's sell ing eloquence and logic and 
to the spor t smansh ip and good business 
acumen of the Twin Orchard members . 
One of the active golfers a t Gayer's club is 
a p rominent figure in the retai l spor t ing 
goods indust ry . Every nickel's worth of 
golf goods he buys comes f rom Gayer 's 
shop. Tha t ' s the world 's record, we th ink . 



TO SHAFT SUPERIORITY 
Steel Golf Shaf ts vary in type, q u a l i t y , per formance 
and " f e e l " — t h e same as h ickory shafts . . . T h e 
same careful d isc r im ina t ion , therefore, should 

be used in selecting a steel sha f t as in selecting 
a hickory s h a f t . 
T h e T r u e T e m p e r Sha f t , is w i t h o u t quest ion 
t h e most popular shaf t obta inab le today 
—for t w o d is t inc t reasons: 

First: I t has to an unequalled degree, t h a t vital " fee l" 
wi thout which no golf club is satisfactory. I t i s formed 
with a STEPPED taper. The steps help absorb the 
shock . . they give greater flexibility . . wi th equal 
strength and weight. 

Second: T h e True Temper Shaft is made from 
a seamless tube of super alloy steel—the fin-
est steel t h a t can be obtained for this use. 
This gives greater strength. 

The T r u e Temper Shaf t , therefore» 
excels in distance, direction, dur-
abi l i ty . . . Try it and you wil l 
w a n t no other. 

The American Fork & 
Hoe Company 

Sporting Goods Division 

Cleveland, 
Ohio 

Steps.. . 
The mark of a 
True Temper 
Shaft . . Look 
for the steps. 

Steps.. . 
T h e mark of a 
T rue Temper 
Shaft . . Look 
for the steps. 

TEEL THE TEEL OF A TRUE TEMPER SHAFT 
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W C I H I T l . 
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Merit plus publicity makes sales. Wilson offers 

you both • • the f inest equipment • • a 

powerful, continuous advertising campaign 
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T More than four mil-
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circulating through the country 

every month spreading the 
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t The golfing public 

is reading, talking, buying 

and playing Wilson 

equipment. Be sure 

IDihoii they want . 
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In explaining how he has secured th is 
support f rom his members Gayer says: 

"When there used to be a lot of business 
lost on account of wholesale buying by 
members I would look for a chance to talk 
things over with the misguided member. 
I went a f t e r h is business a t l ist price on 
a strictly business basis. 
Talk It Over With Member 

"I'd ask, first of all, what he was saving 
in the course of a year? We could figure 
it r ight down to the last dime and the 
amount would be somewhere between $10 
and $20 a year . Then I'd say, now let 's 
look a t the clubs you got 'wholesale. ' 1 
could point out innumerable detai ls of 
misfit jobs with which the player stepped 
on the first tee with a seven or eight 
s troke unnecessary handicap. Any of the 
fellows can do tha t , if they know w h a t they 
should know about club const ruct ion and 
proper fitting of the clubs to the players. 
You can figure out tha t these s t rokes mean 
paying off to the others in the foursome, 
and an eventual replacement by the r ight 
clubs, so the player really is out of money 
when he th inks he has put over a fas t one 
in buying a t wholesale. 

"There was no use scolding fellows who 
hadn ' t bought f rom me. They belong to 
the club and pay their dues so they have a 
r igh t to my personal a t tent ion jus t as much 
as any other member, a l though i t 's human 
na tu re for me or anyone else to give his 
best customers the utmost in personal 
service. By showing these s t rays some at-
tention, helping them with l i t t le t ips on 
the i r games and playing around wi th them 

Sunday af te rnoons instead of doing like a 
lot of pros, playing with the same old 
bunch of low handicap men, I got on the i r 
good side. They learned to have confidence 
in me and would take my word on the i r 
purchases instead of t h i n k i n g tha t I was 
actuated solely by mercenary motives. 

"To get business and fight competi t ion 
to a s tands t i l l you have to make your mem-
bers happy. You can' t do tha t unless you 
know them and go out of your way to 
show them some though t fu l personal at ten-
t ion. 
Members Make Merchants 

"You hear so many pros say tha t jobs 
with Jewish clubs are the best jobs in golf 
and you'd th ink it was jus t because the 
members are good spenders and usual ly 
very well to do. Tha t is only par t of the 
answer and a very small pa r t too. The 
real answer is t ha t the members are good 
business men whose in te res t in business is 
as much a sport ing in te res t as it is a 
money-making proposit ion. They play busi-
ness as a game and being in this atmos-
phere the pro at a good Jewish club is 
made a first class m e r c h a n t by his mem-
bers if there is any sor t of stuff at all in 
the pro. 

"You t ake any problem in pro merchan-
dis ing and if the average pro would give 
it as much thought as he would to i roning 
out some faul t in his own golf game, t he 
answer to the problem would be forthcom-
ing quickly. This discount mania can be 
whipped wi thout much t rouble if the pro 
will enl is t member suppor t on a fa i r face-
to-face business basis." 

Ninth green of Phoenix (Ariz.) C. C. where Dr . Kimball Bannister of the home club 
won the 16th annual amateur championship of the Southwestern Golf association. The 

new champion is at the left of the foursome. 



48 G O L F D O M 

WORTHINGTON ìJ 
LAWN TRACTORS—LAWN MOWERS-
MOWERS — ROLLERS—TEE STANDS-

THE WORTHINGTON T 
"OVERGREEN" 

Combination. T w o dis t inct e l e m e n t s — a comple te t r a c t o r 
and c o m p l e t e gang m o w e r . 

Tractor. E n g i n e of wor ld -wide r e p u t a t i o n f o r re l iab i l -
i ty. D r i v e s t h r o u g h an a u t o m o b i l e d i f fe ren t ia l . One 
c lu tch on ly is used. 

Tires. R u b b e r pneumat ic . P a r t l y deflated. F o r m s a 
s o f t pad wh ich adap ts itself to every undu la t ion o r ir-
r egu la r i t y of g round s u r f a c e , and leaves no impres s ion 
on the m o s t sens i t ive s u r f a c e . 

Mower Gang. T h r e e uni ts , each 13 or 18 inches wide. 
E n t i r e l y s e p a r a t e d f r o m t h e t r a c t o r . E a c h has inde-
penden t r i s ing and rock ing m o t i o n . 

Combined Swath. Th i r ty - s ix o r fifty inches. 
Work Accomplished. F in i she s an average g r een in less 

than t en minu tes . P e r f e c t s u r f a c e gua ran teed . 

Price, complete, 50 inch cut $425.00 

^ THE WOR1 
V LAWN T1 

Engine, Ford ^ 

Short Wheel Base. T u r n s oi 
Minimum Weight. 1000 pi 

t h e t u r f . 
Abundance of Power. 23 H 

W o r t h i n g t o n gang m o w e r i 
t ing, on any golf cou r se ir 

Unequalled Speed. Sa fe ly 
hour . 

Lighting System. E n a b l e s o 
at n ight . 
I t has become the s t anda rd 
m o s t clubs, parks , and priv; 
F u l l y gua ran teed . 

Price—Model T (Starter and ligl 
Price—Model A (with self-start 

Main Office and Factory 
Branches: Chicago Office and Warehouse: Montreal^ 

517-21 So. Laflin Street 132 St. Peter Si 
Boston : 

1 State Street 



lOWER COMPANY 
-POWER and HAND PUTTING GREEN 
—TEE MARKERS —BALL LOCATORS 
HINGTON 
IACTOR 
Models T or A 
r 
i r ad ius of seven f ee t . 
)unds. P r e v e n t s i n j u r y to 

lorse. Guaran teed to pull a 
;p any hill tha t r e q u i r e s cut-
i Amer i ca . 
o p e r a t e d at ten mi les per 

p e r a t o r to cut t he f a i r w a y s 

lawn t r ac to r of the f o r e -
ite e s t a t e s of the coun t ry . 

its extra) $496.00 
1er) $650.00 

THE WORTHINGTON 
TRIPLE AND QUINTUPLEX AND 

"MULTIGANG" GANG MOWERS 
Have revolutionized all f o r m e r p r a c t i c e in lawn and 

golf course mowing . 
Mower Units. Unequa l l ed s impl ic i ty , l igh tness and 

s t r e n g t h . 

Bed-knife Regulation. By means of a thumb-nu t . All 
w r e n c h e s d i s ca rded—only the fingers used. 

Housings. Abso lu t e ly t igh t . Splash lubr ica t ion . 
Fly-knife Reels. Seven bladed. N o i s e l e s s in ope ra t ion . 

Se l f - sharpen ing . Unequa l l ed s t r e n g t h . 
Bed-knife. Specia l a l loy s teel . 
Gang Frames. I n d e s t r u c t i b l e . Grea t s t r e n g t h combined 

w i t h l ightness and flexibility. 
Width of Swath. T r i p l e , seven fee t . Qu in tup lex , nea r ly 

twe lve fee t . Mu l t i gang , s ix teen f e e t . 

Price—Triple Tractor Hitch $360.00 
Triple Horse Hitch $385.00 
Quintuplex $610.00 
Multigang $860.00 

Stroudsburg, Pennsylvania 
r e e t 

Cleveland: 
Hippodrome. Building 

San Francisco: 
52 Beale Street 

N e w York: 
11 East 44th Street 



Wandering Golfer Surveys 
y 

the Pro's Business Ways 
By HARVEY KENDRICKS 

T T E R E is an article wr i t t en by a 
* t ravel ing sa lesman f o r a carpet 

mill. H e is a golfer of on ly med ium 
ability, b u t that doesn ' t c r a m p his am-
bit ion t o play at least 1,000 different 
courses before he ge t s too old to 
wield a put te r . At last r e p o r t he had 
shot 476 different layouts . 

H a v i n g visited so m a n y clubs, 
K e n d r i c k s has had p len ty of oppor-
tun i ty t o observe the w a y s in which 
the va r ious d e p a r t m e n t s of a golf 
o rgan iza t ion are run , a n d whi le th is 
is his first a t t empt to pose as an au-
thor i ty , his analys is of w h a t a pro-
fess ional should be ca r r i es consid-
erable i n fo rma t ion f o r the p r o inter-
ested in checking u p o n his own ra t -
ing as a n A - l opera to r .—Edi to r . 

1r was about s ix y e a r s ago I s t a r t ed 
col lec t ing golf courses . By t h a t I don ' t 
m e a n I buy them, or a n y t h i n g like t h a t 

—simply , t h e n a t u r e of my w o r k t akes me 
to a g r e a t m a n y c i t ies each yea r and I 
h a v e m a d e a hobby of see ing how m a n y 
d i f f e ren t courses I can play over before I 
get too old to t r u d g e 18 holes . 

I have played courses t h a t were mani-
cured a n d polished and g roomed like the 
h a n d s of a viol inist , and cour ses t ha t were 
n o t h i n g m u c h more t h a n n i n e t in cans 
spo t t ed a r o u n d a s tubble field; courses 
w i t h c lubhouses more o r n a t e t h a n Roxy 's 
movie h u t in New York Ci ty , a n d courses 
w i t h o u t a bu i ld ing a n y w h e r e on the prop-
e r ty ; l ayou t s where you h a d to be a mil-
l i ona i r e to belong, and c lubs where t he 
m e r e possession of a c racked-sha f t ed nib-
lick w a s t he open sesame to ful l course 
pr ivi leges . 

N a t u r a l l y , these w a n d e r i n g s of mine 
have given m e a wel l - rounded educa t ion in 
the p r inc ip le s of r u n n i n g a golf c lub suc-
cess fu l ly , s ince the m e m b e r w h o is my 

hos t in each of my var ious games invar ia -
bly out l ines in cons iderable deta i l t he 
f e a t u r e s t h a t m a k e his c lub t he best in 
t h a t pa r t of the coun t ry , and leads m e on 
a personal ly conducted tour of t he club-
house , the locker-room, the pro-shop, and 
w h a t have you. 

In t he pro-shop we genera l ly c h a t for 
five m i n u t e s or so wi th t he golf profes-
s ional , and a f t e r we leave him, t he proud 
m e m b e r tells me al l about h i s good points , 
a n d somet imes h i s weak ones. So I 've got-
ten to know j u s t abou t all t h e r e is on the 
surface of a pro job f rom the m e m b e r s ' 
s t a n d p o i n t and I t h i n k , if my golf g a m e 
was only be t te r , I could give u p pedd l ing 
c a r p e t s tomor row, t u r n pro, and do a pret-
ty good job of it. A t least I could fool 
t h e m e m b e r s fo r qu i t e a while in to t h ink -
ing I was the g e n u i n e ar t ic le . 

Of course, I w o u l d n ' t be a real pro s ince 
I wou ldn ' t know how to teach or m a k e 
c lubs or even w h a t sor t of a b ras s i e is 
m o s t su i t ab le fo r a por t ly member w i th 
a po t belly and a rus ty-ga te swing . But , 
bel ieve me, I could m a n a g e the de ta i l s of 
acting l ike a 100% pro—and he re ' s w h a t 
I 'd do. 

F i r s t of all comes personal appea rance . 
I 'd m a k e it a po in t a lways to be j u s t a 
l i t t l e be t t e r dressed t h a n 90% of my mem-
bers . I'd w e a r good-looking kn i cke r s , 
s w e a t e r and s tock ings , wi th polished spor t 
shoes and a clean, unwr ink led sh i r t . To 
comple te the ensemble I'd be clean shaven 
a n d let the sun get a t me unt i l I was well 
t a n n e d up. And I'd t r y to keep my h a n d s 
f r o m looking l ike a di tch-digger 's . 

In the m a t t e r of behavior , I'd be m i g h t y 
c a r e f u l to s t ick close to the shop when not 
g i v i n g lessons so as no t to miss any mem-
ber who w a n d e r s a r o u n d to buy s o m e t h i n g 
f r o m me. I 'd t a k e an occasional Monday 
off a n d maybe one o the r m o r n i n g a week, 
bu t t h e res t of the t i m e I'd be on t h e job. 

And I'd keep out of the c lubhouse , es-
pecial ly the locker room, except w h e n on 
bus iness . I 've seen plenty of pros who 
seemed to get a big k ick out of loafing on 


