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W h a t Cost 
F a i r w a y W a t e r System? 

Suit the Cost 
To the Purse 
Don't let the bugaboo of cost 
prevent you from enjoying the 
benefit of modern fairway irri-
gation. Our organization will 
gladly show you how the cost 
can be made to fit the amount 
of money available. The figures 
below are to help you decide 
what you want. 

$10,000 - $12,500 Covers cost
 of 18 hole Hose System if you 

have ample water supply with minimum 
residual pressure of 50 pounds at farthest outlet. 

$12,500 - $15,000 I £ t h e r e is plenty of water, but the pres-
sure is too low, add $2,500 to the above 

cost for a pressure pumping plant. 

$20,000 G i v e s you an 18 hole Fairway Hose System of perma-
nent (75 to 100 years) construction. Add $8,000 to 

$12,500 for California Hoseless Fairway System. 

$25,000 Covers cost of permanent 18 hole Hose System for 
Fairway, Tees and Greens. Add $8,000 to $12,500 for 

California Hoseless Fairway System. 

$33,000 - $37,500 F o r complete 18 hole Hoseless System for 
Fairways, Tees and Greens, permanent 

construction, Automatic Pumping Plant. The ideal installation. 
T h e above f igures are of course m e r e l y es t imates , and will v a r y w i t h 
d i f fe ren t courses . H o w e v e r , if you want fairway watering, you can have 
it. W r i t e us f o r detai ls . 

W E N D E L L P . M I L L E R and A S S O C I A T E S 
105 W. Monroe St., Chicago 85 E. Gay St., Columbus , O . 

Consulting Engineers 
Eastern Engineering Representatives 

for B U C K N E R - C A L I F O R N I A Hose and Hoseless Systems 

D R A I N A G E I R R I G A T I O N T U R F DEVELOPMENT 

i i i i i 
When you mention Q O L F D O M the advertiser knows you moan business. 



PRICE 
T h i s compara t ive ly new busi-

ness of golf is go ing t h r o u g h an 
indus t ry ' s usual expe r i ence in ar-
r iv ing a t subs tant ia l b u y i n g 
s t anda rds . 

T h e r e was the day w h e n the 
b igges t b u y e r s bought m a i n l y on 
first cos t . T h e r a i l roads bough t 
ca r loads of shovels and t r a c k too l s 
on p r ice every year . T h e s tee l 
mil ls b o u g h t valves and be l t i ng 
yea r ly to the ex ten t of a k ing ' s 
r ansom, and en t i re ly on pr ice . 
T h e n , a f t e r a f ew m a n u f a c t u r e r s 
w h o w e r e t r u e to qua l i ty s t and-
a r d s m a n a g e d to get t h e i r p rod-
uc t s in on tes t , the r a i l r o a d s and 
s tee l mi l l s f o u n d tha t qua l i ty at a 
h igher first pr ice was no t only 
g r e a t abso lu te economy of buy ing 
but g r e a t economy of p e r f o r m -
ance. 

T h i s golf business, now t h a t it 
is on a bi l l ion dol lar bas is of in-
ves tmen t , is learn ing the s ame old 
unchang ing t r u th—qua l i t y is the 
only rea l barga in . 

T h o s e w h o know the h i s t o r y of 
the p o w e r mower bus iness wi l l 
concede t h a t the 
R o s e m a n ho l low-
ro l l e r t y p e mow-
er b r o u g h t in to 
course ma in te -
nance equ ipment 
tha t w a s de-
s igned and bui l t 

espec ia l ly fo r h igh-speed t r a c t o r 
ope ra t i on , ins tead of equipment 
buil t up f r o m a hand mower , 
t h r o u g h horse o p e r a t i o n , 
into an e f for t to w i t h s t a n d the 
seve re pun i shmen t of t r a c t o r op-
e ra t ion . T h e knowing ones real-
ize t h a t inabi l i ty to compe te wi th 
the exc lus ive pa t en t ed Roseman 
des ign na tu ra l l y cen t e red compet-
i t ive se l l ing e f fo r t s on pr ice . 

As g reenkeep ing con t inues to 
p r o g r e s s a long bus iness l ines and 
m o r e r e c o r d s are avai lable , the 
case f o r the Roseman m o w e r is 
made p la ine r and s t r o n g e r by a 
vast a r r a y of figures showing 
R o s e m a n cost per yea r t h e lowest 
a golf c lub can get in g r a s s cut t ing. 

J u s t b a r e cost isn ' t all of t he 
buy ing m e r i t s of the Roseman 
ho l low- ro l l e r f a i r w a y m o w e r s — 
the i r des ign g ives you as su rance of 

dense r turf g r o w t h — 
h e a l t h i e r roo t d e v e l o p m e n t — 
p r e v e n t i o n of sca lp ing— 
e l imina t ion of cuppy l ies— 
sea l ing of heat c r ev i ces— 
r e t e n t i o n of m o i s t u r e in soil— 

e l imina t ion of 
s e p a r a t e ro l l ing— 
c l e a n , u n i f o r m 
c u t t i n g — 

T h e Roseman 
is t he only turf 
bu i ld ing mower 
tha t ' s made. 

Consider carefully the buying 
lesson that big business has 
been taught by costly experi-
mentation and you will resolve 
to make quality your own buy-
word on mowers. 

R O S E M A N 
TRACTOR MOWER CO. 
Makers of Roseman Hollow Roller Type Mowers for 

Fairway and Rough 
810 Church Street 11 W. 42nd Street 

E V A N S T O N , I L L I N O I S or N E W Y O R K , N . Y. 

Tell us any idaa for making Q O L F D O M advertising moro helpful. 
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After First Cost 1 here's 
^Aaintenance Yollow-lihru 

By PROF. L. S. D I C K I N S O N 

ON MANY golf courses the f a t e of the 
fa i rways has been decided or will be 
decided at the next board meeting. 

The grass on the fa i rways under discus-
sion is unquest ionably thin and unheal thy. 
Few good "l ies" are found, and many a 
"side kick" has lost yards of dis tance for 
the player. 

Every club member who t h i n k s about 
the fa i rways wants them improved. The 
low handicap members are bound they 
will be improved. The pressure of mem-
ber 's opinion is so great tha t t he fa i rways 
are up before the "Board." 

There are only sufficient f u n d s left in 
this year 's budget to car ry on rout ine 
work. In order to fert i l ize these fa i rways 
this fall (and all agree fall is a good sea-
son to fer t i l ize fa i rways) a special appro-
priation will be required to purchase the 
fert i l izer. Af te r much discussion the 
"Board" decides to purchase fer t i l izer and 
use it on the fa i rways " t h a t need it most." 

Spreading the Glad Tidings. 
With the conditions as above noted well 

in mind let 's follow the project to the end 
and f r ank ly discuss each step, except the 
decision as to what kind of fer t i l izer to 
purchase. Authorizat ion has been given 
to purchase ten tons of fer t i l izer at $75.00 
per ton, delivered a t the club, a total ex-
pendi ture 'of $750.00. The "Board" has 
adjourned and th inks no more of the pro-
ject. 

The greenkeeper sees ten tons of ferti l-
izer coming to h im all a t once and it mus t 
be spread within a few days wi thout ad-
di t ional laborers. "Ah," he says, "he re 
is where I get my fer t i l izer d is t r ibutor ," 
and the request is placed with the green-
cha i rman for a good dis t r ibutor . The cost 
is $200.00 with all a t t achments for dis-
t r i bu t i ng large and smal l quant i t ies over 
small and large areas . The "Board" is 
appealed to, with the a rgument t h a t now 
you have bought the fer t i l izer you mus t 
provide for i ts d is t r ibut ion. 

The "Board" is surpr ised. I ts members 
had not thought about the cost of dis tr ibu-
tion. "Suppose the workmen would spread 
it as par t of the i r regula r work wi thou t 
addi t ional cost," says one member. To 
th i s s ta tement the greenkeeper replies, 
"The cost is f a r f rom ended with the pur-
chase of the fer t i l izer ." 

The "Board" asks a few questions. Mr. 
Greenkeeper, why do you need the distr i-
bu to r? Answer : "Ten tons are too much 
to spread by hand. It takes an awfu l lot 
of work to handle ten tons f rom s torage 
to t ruck , to field, to pail , to ground." 

The question then ar ises among the 
"Board ," is the greenkeeper personal ly 
scared of the labor involved, and will he 
t r a n s m i t his fear and prejudices to the 
men? If so, the money cost of hand dis-
t r ibut ion will be g rea te r than it should be. 

The cha i rman of t h e green-committee 



says, "A dis t r ibutor will spread much 
more evenly t han a man can by hand ," to 
this the Board replies with the question 
"Just hoiv evenly is it necessary to spread 
fa i rway fer t i l izers?" 

Even Distribution Important. 
The answer comes back, "Uneven dis-

tr ibution will cause an uneven growth of 
the grass which in tu rn will make unequal 
lies for t he ball ." 

The Board: "Tha t is a point to be 
considered." 

"Mr. Greenkeeper, are your men so un-
skilled or so specialized tha t they can't 
spread fer t i l izer?" 

Answer : "I 've only two men t h a t can 
do it ; the old t imers ." 

The Board : "Teach some of the young 
sprouts then. The personal g rooming of 
a. golf course and at tent ion to weak and 
sick spots mus t not give way completely 
to machinery ." 

Other quest ions to be considered and 
evaluated before the d is t r ibutor is pur-
chased a re as fol lows: 

1. Will sp reader be used annua l ly , or 
every two or t h r ee years? 

A. Will f a i rways need fer t i l izer each 
year, and if so can the club afford to do 
it? 

2. Is the re s torage room for the dis-
t r ibutor and can it be properly t a k e n care 
of? 

3. How much actual lat-or t ime will the 
spreader save? 

4. Will rou t ine work be unknowingly 
speeded up by the efficient "gang" so tha t 
there will be l i t t le or no loss by the t ime 
the season ac tua l ly closes? 

5. Can a good spreader be rented for a 
reasonable price, say 12% of the init ial 
cost? 

6. If rou t ine work can't be speeded up, 
wha t shall be neglected? Neglect is an 
added cost. 

Can the well organized greenkeeping 
force tha t is doing a fa i r day 's work be 
speeded up wi thout lowering the s tandard 
of workmanship , and increasing the num-
ber of idle minu tes? The wr i te r doubts it 
very much except for emergency work. 

The Board has made its decision and 
the fert i l izer is spread. Certainly th i s job 
isn't going to cost any more and the 
dividends will be in the fo rm of bet ter 
playing condit ions. 

The greenkeeper knows the cost isn' t 
over yet. He also knows tha t next year 
he should m a i n t a i n the same s t anda rd as 
set this year and if possible ra i se tha t 

s tandard . He, therefore , very just ly ap-
peals to the Board again. This t ime he 
wants a budget increase of 5% of the aver-
age amoun t spent on fa i rways dur ing the 
past t h ree years. 

Right Fertilizing Pays. 
The Board is horrif ied. The green-

keeper 's a rgument s are as follows: On 
fa i rways tha t haven ' t received fert i l izer 
for four years or more, fer t i l iz ing will in-
crease the cost of mowing f rom 6% to 
10% because of the increase in the growth 
of the grass . A par t of the increased cost 
may be offset by a sl ight decrease in fair-
way pa tch ing and seeding costs. The in-
crease in maintenance cost is an income 
tax on t h e dividends of bet ter fa i rways. 

F a i r w a y s tha t are fert i l ized every two 
or th ree years would not show this added 
cost of main tenance because the grass 
would remain in a more or less un i form 
condit ion. Whether the inves tment in 
f a i rway fer t i l izers is real ly profitable or 
not can only be accurate ly told by com-
par ing careful ly records taken twice a 
year. Such records should convince any 
member tha t fa i rway fer t i l iz ing is a 
profitable investment as f a r as the play-
ing condit ions are concerned. 

On public and semi-public courses tha t 
are not already overcrowded actual money 
r e t u r n s would be received in the form of 
addi t ional fees. On pr iva te courses it 
would tend to increase member play, and 
thereby reduce the cost per membership 
round. On a number of courses th is cost 
is g rea te r than the guest fee. 
Comparing Seed Prices. 

A greenkeeper f requent ly has to choose 
between several competi tors for his grass 
seed order . For example the following 
quota t ions are received: From A, 95-90 
grade for $1.00 per pound; f rom B, 90-90 
grade a t 90c and f rom C, 80-80 at 80c. 
The gua ran tee in each case is unquestion-
able and the analysis shows very l i t t le dif-
ference in the weed contents of each sam-
ple. The first question to be answered is 
"are the values equal?" 

The following formula will soon answer 
t h a t question. Consider the highest grade 
seed price as fair , p = guaranteed pur i ty 
of accepted value, g = guaranteed germi-
nat ion of accepted value. P = p u r i t y of 
compar ing seed. G = g e r m i n a t i o n of com-
pa r ing seed. $ = p r i c e of accepted value, 

p x g 
Then PxG-i re la t ive value of com-

$ 
pa r ing seed. 



Subs t i tu t ing the above values the equa-
tion compar ing A's and B's prices would 

95x90 
read as follows: 90X90H = X . 

100 
Solving the equation the answer is 94.7. 

Therefore the actual cash value of B's seed 
is greater t h a n the price. By the same 
formula we find tha t the value of C's seed 
is 74.6c per pound or less t han the quoted 
price. 

Obviously, one can only use th is formula 
to compare prices of the same variety of 
seed. C's bid is el iminated a t once and 
the choice mus t now be made between A's 
and B's seed. The value of t he seed is 
equal. On the basis of a 100 lb. order : 
1. How much more of B's seed must be 
purchased to obtain an equivalent amount 
of viable seed? That quest ion can be 
answered by formula also. p x g - r P x G = 
rat io of amoun t of infer ior seed required 
to equal a like amount of bet ter seed. 
Then 95x90-^90x90=1.05. 

1.05x100 lbs .=105 lbs., the amoun t of B's 
seed necessary to equal 100 lbs. of A's seed. 
The balance sheet will read something like 
th is : 

Cost A. 100 lbs.@$1.00—$100.00 
B. 105 lbs.@ . 9 0 = 94.50 

Balance in favor of B's bid, $5.50 less ex-
press charges on 5 lbs. 

Now is t h e time to consider who A and 
B are. We find A to be a local merchant 
and club member, and B a purchas ing or-
ganization. Under such condit ions would 
the $5.00 be really saved if the order was 
placed with B? Isn ' t the f r iendship , ac-
commodat ions and loyalty of A worth 
more than $5.00? 
Trapmania's Cost. 

The fall fever for a l t e r ing courses at-
tacked a green-committee in the form of 
t rapmania . The commit tee obtained a 
special budget for t raps and buil t and paid 
for four teen large traps. They did the job 
r ight by h i r ing extra men to do the work 
and thereby kept the course maintenance 
up to s tandard . The course was made 
sport ier and more like a real course. And 
according to the self-satisfied committee 
the costs a r e all over. 

The far-sighted greenkeeper, however, has 
to spoil t h e fun by ask ing for an annual 
budget increase of $150.00 to care for those 
t raps . Because the greenkeeper has kept 
accurate costs of t rap main tenance he is 
able to convince the Board t h a t the budget 
addit ion is needed. If the increase is not 

granted , the s tandard of maintenance can-
not be maintained. 

Many greenkeepers a r e annual ly saddled 
wi th the problem of increased "fixed 
charges" such as the above ment ioned 
t raps . The club may expect annua l in-
creased efficiency in management to offset 
these charges to a l imited amount but 
mus t be prepared to pay the balance. 

A Penalty of "Economy." 
False economy is practiced at many 

clubs. For example, the re is a piece of 
abominable rough tha t can ' t be mowed fre-
quent ly because the ground is too wet to 
opera te a mower on. A request for 
$100.00 to drain the a rea has been made 
and has been tu rned down because the 
club couldn't afford it and besides if t he 
a r ea was dry it would have to be mowed 
of tener . 

To the greenkeeper 's knowledge the cad-
die hounds had re t r ieved over 150 balls 
f r om tha t par t icular piece of rough dur ing 
t h e season. Each ball had at least 40c 
wor th of play lef t in it. In balls alone the 
members (and v is i tors ) were paying a t 
least $40.00 annual ly (under good condi-
t ions there might have been 50 balls lost) 
plus the greenkeeper 's charges to keep the 
rough in bad condition. An expendi ture 
of $100.00 will save $40.00 in cash, plus 
wrecked disposit ions and scores. The cost 
of main tenance will not be increased as 
improved condit ions will cut each mowing 
t ime in half. Personal ly , I don' t l ike to 
play cer ta in courses because I lose a few 
balls in the rough. There are o thers also 
wi th a s imilar idea. Clean rough increases 
green-fees and cuts the cost of golf. 

Unfor tunate ly , the average player does 
not realize tha t an increase of $10.00 a 
year (for a t ime) in dues, will very likely 
pay him in some such forms as these. 

1. Five good balls @ .60 $ 3.00 
2. Ten side bets (over the aver-

age winnings for the past 3 
years) @ .25 2.50 

3. Five more rounds because of 
clean rough @ 1.00 5.00 

4. The best score "I ever made" 
at owners s ta ted va lua t ion . 25.00 

5. The sat isfact ion of showing 
the brother-in-law a good 
course 50.00 

$85.50 

Whose Fault Is Not Saving? 
There a re many ways tha t money can be 

saved in the main tenance of any good 



course, and who is at faul t tha t it i sn ' t be-
ing saved? The .greenkeeper? No. The 
greenkeepers through their associat ions 
are work ing h a r d to obtain all informa-
tion possible whereby the i r course can be 
more efficiently mainta ined. Ne i the r is it 
the green-chairman 's faul t , t hough they 
could use the i r business abil i ty more ef-
fectively (broadly) than they do. 

For my answer I quote th i s s tar t l ing 
bit of in fo rmat ion f rom The Journul of 
the Board of Greenkeeping Research of 
the Bri t i sh Golf Unions, Vol. 1, No. 1: 

Greenkeeping has passed th rough a 
steady evolution but at the same t ime its 
complexity has increased. But t he really 
impor tant point to be brought out is—thai 
th is evolution, or sequence of changes, has 
been largely the resul ts of t r i a l and error, 
hit or miss . Perhaps only ten per cent 
of the ingenui ty lavished upon golf course 
problems is f r u i t f u l , but wi th a l i t t le ad-
vice, based on scientific principles, there 
is no reason why this figure should not be 
raised to 75% or even more. Applied 
science, in general , may be said to be in-
creasing the 'h i ts ' a t the expense of the 
'misses . ' " 

No innovat ions should be unde r t aken at 
the expense of immediate or f u t u r e main-
tenance, for more sat isfaction and lowered 
scores can be obtained on a course t h a t is 
constantly improving, without innovat ions, 
than on one with annual innovat ions and 
lowered main tenance s tandards . 

Club Manager Marvels at 
Loeb's Locker-Man Tale 

THOMAS REAM, manager of Calumet 
C. C. (Chicago d i s t r ic t ) , has thought 

long and seriously of the locker-room men 
he has encountered in his extensive and 
successful experience as a club manager 
and makes the same decision about Loeb's 
locker-room m a n tha t the f a r m boy made 
when the kid saw his first kanga roo : 
"Hell, there a in ' t no sich a an imule . " 

Doubting Thomas in a k indly vein of 
quest ioning comments on the Loeb art icle 
relat ive to Hi l lcres t locker-room operat ion 
in the following t e rms : 

"Mr. Loeb says tha t the members are 
always in a h u r r y for service, a lways 
anxious to impress their guests wi th their 
own impor tance and the charac te r of the 
club, and unfor tuna te ly , they t a k e th is 
service perfect ion as a ma t t e r of course. 
Does i t sound logical t ha t towels be kept 

in each member 's locker along with the 
soap and bath s l ippers? Why dictate to 
a member jus t how many towels he is to 
use. One day he might wan t one and the 
next day he is jus t as likely to ask for 
five. We have towels in the shower booths, 
paper slipper racks, soap and brush hold-
ers, sponge rubber mats , telephone, hand 
towels, ba th stools, rubb ing alcohol and 
talcum powder—all t he re at the disposal 
of a n y member who wishes to help himself 
whether spar ingly or generously. Our at-
t endan t s are nearby at the i r beck and call. 

"Only one a t t endan t to serve these 220 
golfers, and he is obliged to open each 
locker and place there in bath towels, soap 
and s l ippers and all the th ings necessary 
to the comfort of each member a f t e r his 
game. He personally bundles up the soiled 
l aundry ; natural ly , he is to label and 
count it, get clothes ready for the cleaners 
and clean shoes. Mr. Loeb also insis ts on 
each detai l of the locker room being im-
maculate . Wi th th is depar tmen t subject 
to such ha rd use and to guard agains t un-
t idiness, it requires cons tant care. How, 
then, can one man be there , smil ing and 
neat, to give " impressive" service, answer 
the telephone, count ing up laundry bun-
dles and cleaning shoes? It cer ta inly 
doesn' t sound, reasonably, like good man-
agement to me. We have four a t t endan t s 
and somet imes it is all they can do to get 
away to eat a hurr ied meal, and our locker-
room is kept in perfect order a t all t imes 
and the members get A-l service, but the 
valets have to be on the i r toes every min-
ute to do it. We have about the same 
number of players. 

"Th i s locker-man has to eat his th ree 
meals a day, have a day off, shave and 
bathe and get into his uni form, so how is 
he to do all these th ings in the l i t t le t ime 
al lot ted to him wi thout t he aid of even 
one a s s i s t an t th roughout the week? On 
Sa turday and Sunday each and every one 
is wa i t ing to tee off, and they cer ta inly 
wouldn ' t call it good service if they were 
impat ient ly wai t ing for the locker-man to 
finish up with the member a t the extreme 
end of the room. No, sir , Mr. Loeb, you'll 
have to tell a better one than tha t ; I am 
f rom Missouri ." 

And so, Brother Loeb, Brother Ream 
puts the request for enl ightenment . Is 
th is m a n of yours the marve l of the age 
or is i t on account of t he cl imate t h a t a 
Cal i fornia manager can get one man to do 
what i t t akes four to do in the tu rbu len t 
a rea of t he mid-west? 



ÄAeasuring the NI a nag er to 
Y it the Club J ob 

By H E N R Y R. D U T T O N 
Manager, Boston City Club 

(Secretary, Club Managers' Association of America) 

IN A R E C E N T issue of The Saturday 
Evening Post, David Lawrence com-
ments upon the activit ies of men in big 

business and the inner work ings of large 
industr ies. He says, in effect, t ha t the 
operation of large co-operative organiza-
tions, or co-operatives, as he t e r m s them, 
depends ent i re ly for success on the selec-
tion of able management , t h a t the direc-
tors of such enterpr ises realize th is fact 
and are seeking to place the proper man 
at the head of such organizat ions and 
then giving them, through directorates , 
necessary assis tance without embar rass ing 
interference. 

If there is any business which approxi-
mates as a parallel the co-operative idea, 
it cer tainly is tha t of the modern club. 
For here we have large groups of indi-
viduals banding themselves together with 
a common purpose in view, each vir tual ly 
a stockholder and with the oppor tuni t ies 
for service in the direction of the club's 
affairs, some t ime or another . Subject as 
they are to the penalties, financially and 
otherwise, which a re the resu l t of ineffi-
cient operat ion, they must of necessity be 
vitally in teres ted in the successful opera-
tion of the i r club's business, and if they 
a re to be governed and ac tuated by mo-
tives and judgments s imilar to t h a t which 
would prevail in other organizat ions in 
which they a re financially in teres ted, they 
will see to it tha t proper management is 
secured for the i r club, to the end tha t its 
business be properly and sat isfactor i ly 
conducted. 

Sociability a Business 
If we can once get club members to 

come to the realization t h a t in spite of 
social aspects and the various o ther phases 
of club act ivi t ies tha t makes them ra ther 
dist inctive and different, t h a t in a busi-
ness sense they are business operations, 
and as such ought to be governed accord-
ingly, then we have a proper foundat ion 

upon which to build, and the next s tep 
of course is in the selection of the proper 
type of executive for the adminis t ra t ion 
of the club and its va r ious depar tments . 

Of course, many clubs suffer f r om the 
fac t t h a t a l though they have secured the 
services of capable managers , they re fuse 
to permi t these men to manage. The re is 
in jected into the club operat ion novel, yet 
unworkable ideas, and a t tempts to cater 
to whims and fancies of an impract ica l 
na ture . 

Under such c i rcumstances where the 
capable executive is not permit ted to ad-
min i s t e r the club's business as his t ra in-
ing and experience has taught him to, the 
case is going to be p re t t y hopeless unt i l 
the governing board changes its viewpoint . 
On the other hand, secur ing proper man-
agemen t and then giving to tha t manage-
men t fu l l support , construct ive sugges-
t ions, and the benefit of common-sense ad-
vice, means the club will have a combina-
t ion which will make i t successful f rom 
every s tandpoint . 

I have been asked to discuss the ques-
t ion of the proper selection of a manager , 
it being assumed, on the basis of expe-
r ience of countless clubs each year, t h a t 
proper and wise selection is not a lways 
made. 

Measuring the Candidate 
We have called th i s ar t icle "The Yard-

st ick," and we use i t in the sense t h a t we 
may apply certain s t anda rds of measure-
men t to the appl icant for a position of 
count ry club managemen t and obtain an 
accura te measure of t he man and his fit-
ness for the position. 

The personnel depa r tmen t s wi thin our 
large indus t r ia l p lants and in var ious pro-
fess ions and commercial organizat ions 
have set a certain s t anda rd to prevent the 
placing of square pegs in round holes. I t 
is jus t as essential t h a t s t andards be estab-
lished in the club indus t ry so tha t misfi ts 



Manager Bangs at the Oak Park C. C. is one of the wise ones who makes a well-
equipped and well-run kitchen a cornerstone of club reputation. 

may be e l iminated and the indus t ry itself 
show more successful clubs and fewer 
fai lures. 

In the selection of a manager it must 
be borne in mind tha t club operat ion is a 
business embrac ing a great number of de-
tails, not merely details which the aver-
age executive m u s t have at his finger-tips 
in regard to his par t icular l ine of en-
deavor. In the club business the re a re a 
mul t i tude of subjects which the manager 
must know thoroughly, there fore it is es-
sential t h a t he be a man well grounded in 
the technical aspect of his business. 

I merely reci te a list of a few of the 
many phases which enter into club opera-
tion and I am su re it will give you a bet-
ter unde r s t and ing of the scope of the 
knowledge which must be in the possession 
of the appl icant for a club manage r ' s job. 

Consider, therefore , tha t problems will 
a r ise in the course of the admin i s t ra t ion 
of the club's affa i rs which will have to do 
with accounting, archi tecture , banking, 
banquet service, knowledge of beverages, 
knowledge of purchas ing and var ious rami-
fications, cooking and all i ts branches, 
dairy products, dietetics, electricity, engi-
neering, knowledge of fa rm products , ideas 
concerning salvage of food and o ther ma-
terials, fire protection, thorough knowl-
edge of foodstuffs, fuel economies, purchase 
and care of f u r n i t u r e and fixtures, gar-
bage disposal, garage adminis t ra t ion , man-
agement of help, duties of a host and the 
dispensing of hospital i ty. He mus t be a 

thoroughgoing housekeeper ; he must un-
ders tand hygiene, theories and practice of 
i l luminat ion, knowledge of insurance, pos-
sibly a knowledge of foreign languages, 
his tory, geography, laundry , purchase and 
care of l inen, cer tain smat te r ing of legal 
knowledge, market ing , mechanical devices, 
music, plumbing, publicity, refr igerat ion, 
general knowledge of hotel and club serv-
ice and cer ta in social qualifications, famil-
iar i ty wi th communicat ion system, tele-
phone services, t ranspor ta t ion , travel , 
vacuum cleaning, vent i la t ion, extermina-
tion of vermin, and a mul t i tude of other 
subjects t h a t a re encountered by the av-
erage club manager in the course of the 
rout ine operat ion. 

It m u s t be recognized t h a t there are 
many angles to the profession, many sub-
jects to be mastered, a vas t fund of knowl-
edge mus t be available for ins tant use as 
requ i rements demand. 

An Exacting Patronage 
This is an age when clubs rival hotels 

in the demands for service, comforts and 
modern conveniences, and also in the 
amoun t of financial investment . There 
has developed a serious need for a type of 
man who can successfully inject modern 
and efficient business adminis t ra t ion into 
the operat ion of town and country clubs. 
The club manager goes a s tep fu r the r than 
his b ro ther in the hotel profession because 
of the fac t tha t instead of dealing with a 
clientele composed of a vast cross-section 
of the general public, his contacts are with 



I N S U L A T I O N Q U I E T S N O I S Y GRILL 

The men's grill at the Ozaukee C. C. (Milwaukee) was noisy. Conversations at 
the end of an 18-hole game were naturally rollicking in nature. All sorts of annoying 
and distracting echoes were caused by a vaulted construction of the roof. The result 
was a constant noise and din that drowned out ordinary conversation. 

Ozaukee's board of directors solved this condition effectively and simply by 
installing on the ceiling flexible insulating material of the type made by the Flax-
li-num Insulating Co., St. Paul. This insulation, left exposed, absorbed the noise and 
din which previously had been reflected in the form of echoes. 

"Our men's grill is at last mentally comfortable and quiet," says A. H. Bentley, 
president of the club. "Reverberations have disappeared and conversations may be 
carried on without undue strain. Also, the appearance of the room has been improved." 

membership whose requi rements are much 
more exact ing and par t icular . 

It is more essential tha t a club manager 
have the g rea t number of detai ls of the 
business a t his command than the hotel 
manager because of the fact t ha t in the 
major i ty of cases he is compelled to ad-
minis ter the depar tments himself directly 
without aid of experienced assis tants , 
whereas the hotel can suppor t a staff of 
t rained executives to work wi th its man-
ager. 

The h i r ing of a manager usually comes 
within the province of a house committee, 
and because it is t rue tha t house commit-
tees are of ten chosen on the basis of social 
s tanding, or popularity, or the i r reputa-
tions as business men in the communi ty 
without regard to their experience with 

the technical and admin is t ra t ive side of 
club work, it is obvious tha t the i r selec-
tion of a manager would not be based 
upon the fundamen ta l principles most im-
por t an t to the club's benefit. They may 
mean well enough, and they may select a 
man who f rom appearance and f rom his 
sales talk and f rom references seems to 
them to be capable of filling the bill, but 
with a yardst ick in the i r possession, it 
would be pret ty difficult for them to go 
wrong. Therefore, w h a t follows is an at-
t empt to describe capabili t ies, personal i ty , 
character is t ics , appearance, and general 
knowledge, which a re the uni ts which will 
show the real measuremen t s of a candi-
date who presents himself for the position 
of manager . 

(To be continued.) 



^Aower Wlakers Are behind 
Scenes Guilders of Golf 

AS ANOTHER golfing season in the 
nor thern and central s ta tes is van-
ishing into its twilight and the turf 

maintenance depar tment can si t down for 
a few minu tes ' contemplation d u r i n g the 
autumn ra ins it is not a bad idea to give 
some thought to the par t the manufac tur -
er plays in course maintenance. 

There have been many reasons advanced 
for the t r emendous growth of golf dur ing 
the last decade, but one fac tor t h a t un-
doubtedly has been prominent , ha s been 
scarcely mentioned in this connection. 
What golf scr ibe has sung t h e pra ises of 
the mower? And where would golf be if 
it were not fo r the mower? The ent i re 
foundat ion of present day golf res t s on 
mowing equipment tha t cons t i tu tes the 
smallest m a j o r i tem of expense a t the 
average golf club. An American indus t ry 
tha t has an invested capital of more than 
$800,000,000 depends, in the las t analysis , 
on its least expensive item for well-being 
and growth. 

Day a f t e r day, and some nights , the 
mowers speed around the course and by 
the i r own excellence and re l iabi l i ty build 
up a ma in tenance s tandard t h a t makes 
mower work more difficult and exacting. 
By their per formance the leading makes 
of course mowers have developed a situa-
tion t h a t makes angels weep. A mower 
gets no pa r t i cu la r credit even for perfec-

tion. The mower gets a steady diet of 
work—the heaviest by f a r of any th ing 
a round the golf club, not excepting the 
showers and the stoves in the clubhouse. 
It pe r fo rms with s ta rva t ion ra t ions of 
main tenance money. I t s performance is 
such t h a t the greenkeeper can devote his 
t ime to the many problems of turf culture, 
landscaping and construct ion without hav-
ing to worry about the continuous neces-
si ty of harves t ing the excess crop of 
grass on fairways, greens and rough. In 
i ts modest way the mower undoubtedly 
has made the greatest contr ibut ion to sci-
entific turf culture 's advance by al lowing 
the greenkeeper t ime to devote to th is 
development. 

Not Always Thus. 
Ten to fifteen years ago the greenkeeper 

considered himself f o r t una t e if he was 
able to get a fa i r ly good growth of grass 
and keep it cut. He spent no inconsider-
able pa r t of his t ime as a mechanic. The 
automot ive era was completing its con-
quest and the golf field became an at t rac-
t ive pas tu re for inventors and manufac tur -
ers. In 1916 the re were 742 golf clubs in 
the United States so i t will be promptly 
appreciated tha t the mower inventor did 
not have a t remendous marke t then to 
reward his endeavors. Nevertheless, the 
mower men were busy e l iminat ing the 

This is the first 
t r i p l e mower 
that Worthing-
ton sold; the 
forerunner of a 
new day in big 
volume g r a s s 

cutting. 


