
Make this fine Goodyear 

a charter member of the club 
The Goodyear Emerald Cord Hose is 
superbly serviceable. The green jacket 
is stout to resist injury. The rubber is 
of the best and craftily made for great 
flexibility. In the hardest club service 
it will last for years. 

Flat heavy ribs are laid along the 
sides of the Emerald Cord Hose. These 
strong ribs ward off sharp stones and 
corners. They protect from tree trunks, 
gravel, and other penetrating objects. 
They are runners also, and so efficient, 
this hose really skates from job to job. 
They are guardian springs which quickly 
writhe the hose free of knots and kinks. 

The color is the green of foliage. 
Emerald Cord matches the freshness of 

turf and shrubbery. It is never painful 
to the eye. It looks as trim and hand-
some when at work as coiled on the 
reel. It does not clash with the view 
from the club veranda. When noticed, 
it has a dashing manner and wins 
approval. 

It is a sun- and kink-proof hose. It 
has a muscular structure. Woven under 
the cover is the best of "double-double" 
cord. It holds all pressure. It is an easy 
and willing hose to work. 

Specify this finest golf club hose for 
next season's use. It will cost you a 
little more. But year after year you will 
find the value of your investment — a 
fine club tool which pays out in service. 

FOR S P E C I F I C A T I O N S OR O T H E R I N F O R M A T I O N A B O U T 
G O O D Y E A R H O S E FOR G O L F CLUBS W R I T E G O O D Y E A R , 
A K R O N , O H I O , O R L O S A N G E L E S , C A L I F O R N I A 

G O O D / Y E A R 
T H E G R E A T E S T N A M E I N R U B B E R 

Tall ua any idaa for making G O L F D O M advertising mora helpful. 



V row ling Around in Fro 
Pastures 

By HERB GRAFFIS 

PRELIMINARY figures f rom GOLF-
DOM'S survey of the 1930 golf season 
br ings out some s t r ik ing p ro facts. 

Many of t h e figures which la ter will be 
generally released should s t i r up the pros 
to a campaign of thought fu l and aggres-
sive business development. 

To get the picture r ight the pro should 
first get in to his dome t h a t t h e GOLF-
DOM survey figures are no t the wild 
guesses t h a t generally are given out as 
"s ta t i s t ics" on the golf business. Las t year 
the GOLFDOM survey es t imates were re-
leased the middle of September. The gov-
e rnment census of m a n u f a c t u r e r s 1929 fig-
ures were released a few weeks ago and 
confirmed the GOLFDOM es t ima te within 
five per cent. So, with all t he dope we a re 
able to dig up with the co-operation of 
golf club officials, pros, greenkeepers, 
managers and manufac tu re r s we coyly 
confess we a re in a be t te r posit ion to 
guess r i gh t on the s ta tus of the golf busi-
ness than anyone else we can call to mind. 

But to get r igh t down to whe re the fig-
ures concern the pro purse : 

The golf business is more t h a n a th i rd 
of all the spor t ing goods business done in 
the United States. According to the gov-
e rnmen t m a n u f a c t u r i n g census the manu-
fac tu r ing of fishing tackle is second. The 
pros, according to GOLFDOM'S la tes t sur-
vey do more than half of t h e en t i re golf 
business and t h a t means t h a t they do 
more t h a n a s ixth of the en t i r e sport ing 
goods re ta i l ing. This fac t will make 
many bat the i r eyes, and if i t doesn't 
awaken some of our own pro gang to their 
responsibi l i t ies and oppor tuni t ies , your 
humble se rvant will publically banquet on 
the pro high-powered hooie he has been 
cooking up. 

The beaut i fu l par t of the v i s ta for the 
pro is t h a t t h e smar t m a n u f a c t u r e r s want 
him to thr iye . The pro is one of the few 
re ta i lers in the country who ma in t a in s the 
s tandard sel l ing prices. He is glad to see 
the m a n u f a c t u r e r get a l eg i t imate profit 
instead of doing the s tore s tun t of chisel-
ing out the last rusty red cent. 

So far , so good. But how the pro does 
need merchandis ing education in order to 
take fu l l advantage of his chances! 
GOLFDOM is doing i t s level best to sup-
ply some of th is business dope the boys 
wan t and is giving all possible help to 
o thers who desire to co-operate in th is 
campaign. Considerable of our mater ia l 
is in the U. S. Rubber Company's valuable 
"Pros, Players and Prof i t s" plan wi th i ts 
grea t l i t t le pro business manual t h a t every 
pro and ass is tan t should read thoroughly 
and t h i n k of its application to his specific 
s i tua t ion while he is reading. The not-

T H A N K Y O U . 

G O L F D O M acknowledges with 
hearty thanks the many answers to 
the questionnaires sent out for the 
purpose of obtaining 1930 season sta-
tistics on golf club operation. 

Twenty-eight per cent returns were 
received from greenkeepers, manag-
ers and professionals, enabling 
G O L F D O M to accurately estimate 
figures on course maintenance, pro 
shop activities and house operation 
for the 1930 season. 

This annual survey of the golf busi-
ness made by G O L F D O M is the 
standard and only well founded 
resume of the business aspects of 
golf. The 4,438 returns from the va-
rious department heads of golf clubs 
call for an imposing task of compila-
tion and analysis. The golf club ex-
ecutives who so helpfully and prompt-
ly send in their figures undoubtedly 
thought that we were adding plenty 
to their already heavy burdens, but 
they have no corner on the work that 
this valuable survey entails—it keeps 
us up late a lot of nights until it final-
ly is completed. 

J O E and H E R B GRAFFIS , 
Publishers of G O L F D O M . 



ably success fu l Hagen shop d i sp lay cam-
paign is r ep le te wi th evidences of GOLF-
DOM'S bus iness b e t t e r m e n t c a m p a i g n for 
t he pros. In Spald ing ' s shop l ayou t ser-
vice GOLFDOM is l end ing an e n t h u s i a s t i c 
hand. And to t he P. G. A. w i t h i t s p lans 
for improv ing p ro m e r c h a n d i s i n g we a r e 
giving every possible boost. In fac t , we 
boosted t he P. G. A. so s t rong ly in th i s 
m a t t e r t h a t we boosted ourse lves out of 
the Dunlop ball adver t i s ing t h i s yea r and 
grea te r love fo r any cause h a t h no pub-
l isher . 

When t he f igures on the pro bus iness 
a r e s tud ied a n d the i r impress ive revela-
t ion of t he pros ' volume is made , t h e n you 
plainly see w h y we a r e cons t an t l y ham-
m e r i n g on t he subject of good merchan-
dis ing by t h e pro. 

Now, as a c los ing h u n c h : W e a r e del-
uged wi th l e t t e r s f rom pros who wan t 
sou the rn jobs fo r the win te r . As nea r as 
we can f igure i t , there a r e 25 good appli-
cants a l ready f o r every ava i lab le job, the 
m a j o r i t y of t he boys being wi l l ing to t ake 
a win te r job t h a t will b r i ng t h e m out jus t 
even financially, if they a r e lucky . I t 
seems to u s t h a t m a n y of these profes-
s ionals would be much be t te r off if they 
would get some sel l ing job in t h e no r th 
d u r i n g t he w i n t e r and in t h i s off season 
ac t iv i ty be engaged in work t h a t would 
add much to t h e stock of m e r c h a n d i s i n g 
knowledge they could use in m a k i n g 1931 
a magnif icent yea r for the i r shop profits. 

Print New Standard Forms for 
Course Accounting 

FOUR f o r m s f o r g r eenkeep ing cost ac-
count ing , based on a semi -month ly pay-

roll, have been p repared by F r a n k Mur-
r ay of t he Ravis loe C. C. (Chicago dis-
t r i c t ) a s a r e su l t of extens ive s t u d y of ex-
i s t ing fo rms . T h e fo rms a r e qu i t e sim-
i lar to the p rac t ica l and popu la r sys tem 
sponsored by t he Wes tches te r Greenkeep-
ers ' associa t ion . These M u r r a y f o r m s a re 
p r in ted in quan t i t i e s by J o h n Ves ta l of 
Chicago. The M u r r a y Course Ma in t enance 
Cost Sys tem cons is t s of the f o u r re la ted 
f o r m s each fo l lowing t h r o u g h al l of the 
possible labor ope ra t ions of t he course . On 
each of t he f o r m s the same de ta i l ed se-
quence of h e a d i n g s and s u b h e a d i n g s is 
fol lowed. 

The w o r k m a n ' s daily fo rm m a y be dis-
pensed w i th if a club is not too p a r t i c u l a r 
as to de ta i l s and requi res only a f o r e m a n ' s 
or g reenkeeper ' s filling in a t t he close of 

WHY ARE 

GOLF'S 
GREATEST 
RECORDS 
MADE WITH 

HICKORY? 
In winning the four major 

championships of the year, hickory 
shafts alone were used. In winning 
the P. G. A. championship, hickory 
shaf t s alone were used. 

If the experts who really know 
clubs will not penalize themselves 
with hickory substitutes, why 
should the less proficient golfer add 
to his scoring troubles by not using 
hickory? 

Pro finished Minton hickory golf 
shafts long have been the choice of 
the world's finest club makers. 
Bench club making has experienced 
a great revival this year simply be-
cause the knowing golfers want 
clubs of distinguished character 
and craftsmanship that means bet-
ter performance. 

Manufacturers can take a tip 
from this bench made spurt and 
from their costly loss of good-will 
occasioned by hickory substitute 
repairs and feature hickory in their 
quality lines for 1931. 

Have you noticed the sensation-
ally successful new sand wedge has 
a hickory shaft? W h y ? Strength. 

For 25 years Minton's have been 
headquarters for uniformly highest 
quality hickory shafts. About your 
hickory requirements of any extent 
and character, consult hickory head-
quarters. 

T. W. MINTON & CO. 
B A R B O U R V I L L E , KY. 



SPALDING 
turns the Steel Shaft 

into Gold 

IN the enthusiasm over the playing qualities of 
Spalding Cushion-neck steel-shafted Irons, don't 
overlook the fact that they are the greatest boost 

that the business side of golf has ever known! 
Yes, sir, there's gold in them thar shafts for every 

Professional who's willing to do a little easy pros-
pecting. Here's why: 

The majority of all golfers are sold on the steel 
shaft—that is, the majority of all golfers are sold on f 
steel shafts for wood clubs, and use them in their / 
woods. They have found that the lighter shaft puts the / / 
swinging weight into the head, thereby making the hf 
club easier to control . . . that the steel fl 
shaft gives straighter shots . . . and that ^ ^ I 
steel shafts are more uniform. i ^ S w 

But most of them have defended their ^ J i ^ ^ 
golf bags to the death against the intru-
sion of steel-shafted irons. You know why, of course. 
Up to now, the metal-to-metal contact of steel shaft and 
steel head has destroyed sweetness of feel, and made 
the steel-shafted iron a harsh, unpleasant club to use. 

But this Spalding Cushion-neck rubber sleeve has 
completely eliminated metal-to-metal contact and all 

The advertisers pay for your G O L F D O M ; deal w i th them. 



sour feel. Spalding has even worked out a way to 
eliminate the rivet that has always been used to join 
head and shaft. That s important! That rivet could 
completely nullify even such a clever invention as the 
Cushion-neck sleeve! 

Golfers were skeptical at first. But once the Cushion-
neck was tried, all skepticism disappeared. Some of 
the greatest professionals in the game—men who had 
sworn they'd never use a steel-shafted iron — have, 
after one try, just thrown their hats in the air over it. 
It has the whole golfing world interested. 

The point is (looking at it in a cold-blooded business 
way) that everyone who owns clubs that are not 
Cushion-necks, is a prospect—a made-to-order pros-
pect—for Spalding Cushion-neck Irons. 

Start tapping the richest vein a golf Professional 
ever had the opportunity to stake out. Start taking 
orders for Cushion-necks—with the assurance that the 
Spalding Factory can fill all of those orders. And start 
playing this great club yourself. Set an example that 
those club members will be quick to follow. 

Let G O L F D O M advertisers help you. They are golf field experts. 



FULNAME 
BALMARK 

THE STANDARD OF 
GOLF BALL MARKING 

IN OVER 3000 CLUBS 
YOUR PRO HAS IT 

WILL TELL YOU ALL 
ABOUT IT OR 
WRITE DIRECT 

The Fu lname Co. 
EST. I S I A 

707 SOUTHERN RAILWAY BLOC. 
C I N C I N N A T I . O H I O . 

Kenneth 
Smith 

Hand Made 

Wood Clubs 
THE LAST WORD IN CLUB CRAFTMANSHIP 

Popular lengths and weights 
in stock 

Men $37-50 Women 

per matched set of three 

Mel Johnson 
B U T T E R F I E L D C O U N T R Y C L U B 

Telephones: LAWNDALE 6107—HINSDALE 1000 
H I N S D A L E , I L L . 

each day his est imate, by operations, of 
each workman ' s t ime on the workman ' s 
semi-monthly payroll sheet . This method, 
however, will only approximate accuracy. 

The careful daily recording of the data 
covered by Form 11 is al l- important. Wi th 

W O R K M A N ' S D A I L Y T I M E T I C K E T 
MURRAY FORM 1 I 

N o m f . _Date_ 

OPERATION 

G R E E N S 
• C u t a n d P o l o 
• C u t B a n k s a n d 

A p p r o a c h e s 
• W a t e r 
• Fer t i l iz ing a n d 

W o r m i n g 
• Seed ing 

T o p Dress ing 
• S p r a y i n g B r o w n 

P a t c h 
• W e e d i n g 
• C h a n g i n g Cup« 

• 
T E E S 

• C u t 
• W a t e r 
• Sand , Towe l» 

a n d M a r k e r » 
• R e n o v a t i o n 

I n c l u d i n g S e e d i n g 
a n d T o p D r e n i n e 

F A I R W A Y S 
• C u t Fa i rway» 
• C u t R o u g h 
• W a t e r 
• Fer t i l i z ing 
• R e n o v a t i o n 

I n c l u d i n g S e e d i n g 
a n d T o p D r e n i n g 

B U N K E R S 

• C u t 
• R a k e 
• R e n o v a t i o n 

I n c l u d i n g S e e d i n g 
a n d T o p D r e t a l n p 

O K ' d by 

OPERATION 

C O M P O S T 
• N o . 1 
• N o . 2 

REPAÌRS 
• T r a c t o r s 
• W a t e r System 
P E q u i p m e n t 
• P a i n t 

• 
C O N S T R U C T I O N 

( R e b u i l d , R e p l a c e ) 

• Tee» 
Q Fai rway» 
P B u n k e r s 
P Green» 
P 
MISC. C O U R S E 
P N u r s e r y 

P 
G O L F C O U R S E 

T O T A L H O U R S 

L A N D S C A P E 
P M o w i n g , T r i m ' n g 
P Flower» 
P Road», Pa ths 
P T r e e s &. Sh rubs 

P 
T E N N I S 

P 
P 
M I S C E L L A N E O U S 
( O t h e r t h a n Golf C o u r t e ) 

P 
P 

T o t a l H o u r » 

th is in format ion , the accountant may dis-
t r ibu te on blank columnar pads headed in 
handwr i t i ng and a r r ive a t the total re-
qu i rements desired. Wi thout this daily in-
format ion , one has but guess work. This 
form is so simple tha t a t a glance i ts use 
and pe r fo rmance is obvious. The work-
man is required only to put a check m a r k 
opposite the operation being performed, 
and, in a column provided a t the r ight , the 
number of hours spent on tha t par t icular 
operat ion. 



« 

THE STAGE IS SET ! 
WH A T an audience we'll have 

when G O L F steps be fo re the 
foot l ights for the 1931 season! 

And what an enthusiastic audience it will 
be—bigger than ever before! 

We've all got to get busy for another 
record-breaking year in golf sales. It 's 
coming! Now is the time to make prep-
arations. We ' r e setting the stage with 
the finest, t r immest and most complete 
line of woods and irons you've ever seen. 
And we're get t ing ready in our advertis-
ing to tell the millions of old and new 
golfers about VULCAN'S excellent qual-
ity and sensible prices. 

You can get a good idea of the VULCAN 
Line f rom the picture above, but you'll 

have to hef t and swing and get the feel 
of the samples to appreciate their great 
value and salability. Our representat ives 
are stepping lively these days. There ' s 
one near you who will be glad to lay out 
the ful l line for your examination. When 
do you want to see him? A let ter or 
telegram will route him your way. 

Vulcan Golf Company 
Portsmouth, Ohio, U. S. A. 

V U L C A N 
W Clubs of Character forlvery Colfer 

Tel l us any idea for making G O L F D O M advertising more helpful. 

VULCAN'S noi' line of 
WOODS^IRONS 

for 1931 



Form 12, Workman ' s Semi-Monthly Pay-
roll and Dis t r ibut ion Sheet tabula tes the 
t ime of daily operations of one m a n and 
gives his total t ime by operat ions, the 
total t ime for payroll purposes , and, 
brought fo rward with his hour ly ra te , fur-
nishes the workman ' s period payroll in 
dollars and cents. Condition of the 
weather , which explains much, is covered 
on th is form. 

Form 13, Semi-Monthly Course Payroll 
Dist r ibut ion Sheet br ings together the 
detail of the various w o r k m a n ' s semi-
monthly payroll sheets and, extended, re-
veals the cost of each operat ion for the 
period. One of these forms may be used for 
hours and another for dollars and cents. 
With sa lar ies of the professional , green-
keeper, fo reman and caddie-master, usually 
figured as overhead, the total payrol l cost 
is arr ived at . 

Form 14, Annual Course Payrol l Dis-
t r ibut ion Sheet differs s l ightly f r o m form 
13 and in headings is changed to cover 
twenty-four semi-monthly periods in lieu 
of the workman ' s names, and, wi th the to-
ta ls only brought forward f r o m each of 
the semi-monthly dis t r ibut ion sheets , the 
year 's labor cost and salar ies a re given. 

S T R O K E M E T E R IS N E W CLUB 
A C C E S S O R Y 

Los Angeles, Calif.—The Guaranteed 
Produc t s Co., 4115 Beverly Blvd., has put 
on the marke t an ingenious device for 
keeping t rack of the s t rokes used in play-
ing min i a tu re golf, as well as the paren t 
game. 

Th i s device operates on the principle of 
a speedometer, f as tens on the handle of 
the pu t te r , or any other club. A set of 
digi ts revolve, recording each s t roke up 
to 99. One fea tu re about this golf score 
meter is you can ' t t u r n it back, and every 
t ime you m a r k up a s t roke it is perma-
nent ly recorded unti l you are through 
playing. Then by s l ight manipulat ion you 
can t u r n the digi ts to double 0 for the 
next game. It clicks when turned and can 
be heard many feet . The Golf Score Meter 
re ta i l s for $2.50. 

S C H A V O L I T E N O W M A K I N G 
M I N N Y C O U R S E P U T T E R S 

New York City—Schavoli te Golf Corp., 
16 W. 45th St., has extended its l ine to in-
clude pu t t e r s for m i n i a t u r e golf courses. 
Men's, women's and juveni le lengths a re 
available. Steel shaf ts , chromium plated 
heads and shaf ts , and 14-inch leather gr ips 
a re f ea tu re s of th i s club. The put te r is 
r ight or left-handed and sells at a low price. 





^ A N E W C L U B _ T O R 
> 

E V E I I Y l i O L F K I t who is interested in lowering his 

score should have a Walter Hagen Sand Wedge in his bag. 

Everyone w h o plays the g a m e gets in to trouble — bunkers 

— sand traps — hazards of all kinds — and the winner is 

often the golfer who can recover without a serious penalty 

of too m a n y added strokes. 

T H O U G H M A N Y CLITBS have been developed in re-

cent years t o aid every other department of the golfer's 

game, this is the first really worth-while trouble club. 

The Sand Wedge has been designed with one purpose in 

mind —every feature of this c lub is concentrated toward 

one objective — to get a golf ball out of trouble. The double 

concave face helps to "pick" the ball up. The design of 

the sole aids to carry the c lub head through. An ordinary 

T H I S I S T H E T I M E to cash ii 

For you pro's whose season will 

presents a splendid opportunity*1 

top—to finish the season wi th a r 

golf is played the year round, the S 

to begin with a flying start. • Or< 

clubs on your display rack and ly. 

profit-making opportunity. T h e 1 

shaft , retails at $12; your prospects 


