
fOWER COMPANY 
¡-POWER and HAND PUTTING GREEN 

rTEE MARKERS —BALL LOCATORS 
In traveling f r o m 

green to green the rear 
units rest upon rubber 
tire carriers. The for-
ward unit is raised four 
inches from the ground 
and securely held by a 
handle which also quick-
ly performs the l i f t ing 
operation. 

Although cutting the 
greens is known to be 
the most expensive op-
eration in golf course 
maintenance the adop-
tion of the Worthington 
"Overgreen" r e d u c e s 
this cost to an almost 
negligible quantity. 

The "Overgreen" is 
offered to the golf clubs 
of the country guaran-
teed to perform the best 
possible work in the 
shortest possible time 
and to save in wages 
alone, enough to pay its 
entire cost in less than 
two months. 

N e w York: 
11 East 44th Street 

Portland: 
384-386 E. Madison Street 

" O V E R G R E E N S C O U T " 
*r> every i m p r o v e m e n t tha t l ong t es t s could sugges t , 

with no r idges , scalps or uncu t hol lows. N o w e a r of the 
i 4 
[ trs and is first on the greens . 
$ P A R T I C U L A R S 

{r G U A R A N T E E D IN E V E R Y R E S P E C T 

^Stroudsburg, Pennsyl vania 
Cleveland: 

Hippodrome Building 
San Francisco: 
52 Beale Street 



THE PRO'S CHOICE-FOR PERFORMANCE-FOR PROFIT 

Sweet-looking, sweet-feeling, sweet-swinging 
irons that every member of your club will 

k want to own. And to help you sell more 
clubs than you have ever sold in one 

Bf season, we'll lend you a set of our ^ H 
I new pro-irons for exhibition ^ H 

I ' l l and demonstration . . . a set ^ H 
your members can try for 

! | a full round. No obli-
1 1 gation. Write today j B 

I for details. 

W I L S O N - W E S T E R N SPORTING G O O D S CO. , C H I C A G O , ILL. 
N E W Y O R K • B O S T O N S A N F R A N C I S C O L O S A N G E L E S 



Particularly at clubs with pretentious clubhouses such as Bonnie Briar's attractive 
structure, is close supervision essential. 

r ep l acemen t of fixed a s se t s ou t of t he pro-
vision fo r deprec ia t ion . 

Placing Secondary Function Expense 
T h e d i r ec t cost of t h e secondary func-

cions of t h e club should logical ly be borne 
by those m e m b e r s d e r i v i n g t h e d i rec t 
benefits t h e r e f r o m . T h e d i r ec t cost of 
special e n t e r t a i n m e n t shou ld be borne by 
those a t t end ing , i n a s m u c h a s such func-
t ions can h a r d l y be cons ide red t he p r i m a r y 
object of t h e club and a r e n o t pa r t i c ipa ted 
in by al l member s . T h i s d i r e c t cost should 
consis t of t h e cost of mus i c , en te r t a in -
ment , r e f r e s h m e n t s a n d t h e a m o u n t of 
overhead in the f o r m of e x t r a staff a n d 
e q u i p m e n t d i rec t ly a t t r i b u t a b l e there to , bu t 
exclusive of t he basic e q u i p m e n t , person-
nel a n d c lub rooms. 

The sa le of food, beve rages and cigars , 
a lso s econda ry func t ions , should yield a 
sufficient g ross profi t to cover all d i rec t 
expenses a t t r i b u t a b l e t he r e to , inclusive of 
such e x t r a a d m i n i s t r a t i o n a n d personnel 
as m a y be considered a s necess i ta ted by 
these opera t ions , bu t exc lus ive of any r e n t 
space or bas ic personnel . T h e most diffi-
cul t p rob lem is a lways p r e s e n t e d by t he 
r e s t a u r a n t opera t ions . T h e food, service 
and e n v i r o n m e n t m u s t be sufficiently at-
t r ac t i ve a n d the pr ices suff ic ient ly moder-
a t e to d r a w t h e necessary v o l u m e of busi-
ness so t h a t , a t a f a i r p e r c e n t a g e of gross 
profit , t h e fixed overhead of t h e r e s t a u r a n t 
and k i t c h e n may be absorbed . The sales 

p r ices and the cost of food p u r c h a s e d mus t 
be very ca re fu l ly wa tched so t h a t t he 
necessa ry r a t i o s a r e a t t a ined . I n genera l , 
if a f a i r a l lowance f o r employees ' m e a l s is 
m a d e , t he g ross prof i t on food wil l repre-
s e n t about one-half of t h e sales pr ice . T h i s 
a m o u n t will be ava i l ab l e fo r t h e genera l 
r e s t a u r a n t fixed cha rges . 

I t would a p p e a r t h a t t hese gene ra l 
f u n d a m e n t a l p r i n c i p l e s a r e a d a p t a b l e to 
a n y type of c lub a n d t h a t t h e y a r e f re-
quen t ly overlooked in whole or in p a r t by 
t h e club officers a n d commi t tees . T h i s 
ove r s igh t m a y be d u e in p a r t t o l ack of 
f a m i l i a r i t y w i th t h e bus iness s ide of c lub 
ope ra t ion and in p a r t t o t h e i n t e n t i o n a l 
d e s i r e to r e n d e r to t h e club m e m b e r s t he 
bes t r e p o r t poss ib le a t t he end of t h e year 
or of t he t e r m of office. 

A long t h e l i nes of t h e very cons t ruc t i ve 
p r o g r a m ca r r i ed on by ce r t a in club maga-
z ines fo r a r ecogn i t ion of t h e p r inc ip les 
of bus iness o r g a n i z a t i o n as app l icab le to 
t h e club, i t would seem h igh ly des i r ab l e to 
m a k e a n effor t to s t a n d a r d i z e t h e princi-
ples of club ope ra t i on in genera l a n d , as 
a m e a n s of m a k i n g ava i lab le in t e l l igen t 
compar i sons b e t w e e n clubs, s t a n d a r d i z e t h e 
a c c o u n t i n g r eco rds a n d repor t s . 

I n s u b m i t t i n g t h e s e t h o u g h t s I w i s h to 
acknowledge t h e h e l p f u l sugges t ions ren-
de red by t he ou t s ide a u d i t o r f o r o u r club, 
J . A n d r e w C r a f t s , N e w York C. P . A., w i th 
w h o m I have d i scussed the m a t t e r a t 
l eng th . 



This Floor Plan 
ought to help floor 

Dull Times 

—and it's only part of the help 
Spalding's New Service 

can give you 



STUDY this floor plan of Spalding's Model Profes-

sional's Shop. It might give you some hints on 

arrangement that will liven up your own Shop. 

Note the location of the case that contains the balls, 

tees, and other bread-and-butter items. The customer 

has to walk past the Shoe Display to get at this bread-

and-butter case, and then while he's buying, is con-

fronted with the Bag Display and the Sundries Display. 

Look at the way the golf club racks are arranged. 

There's room to spread the clubs out and to separate the 

different types — and there's room in front to swing a club 

without the fear of crashing through a glass showcase. 

Study this plan. But better yet, send in the layout 

of your Shop and let us suggest a profitable re-arrange-

ment. Spalding has made a careful study of successful 

Professionals' Shops and we'd be tickled to death to 

help you in any way we can. c „„ A O s ftBROg. 

105 N A S S A U S T R E E T • N E W Y O R K C I T Y 



Dry Law Brings Kid's Ruin and 
Red Figures to Golf 

By HERB GRAFFIS 

TH E R E is a pleasing promise t h a t the 
n i g h t m a r e and nausea of prohibi t ion 
is approach ing i ts end. November vot-

ing gave such posi t ive evidence of power-
fu l rebellion aga ins t the imprac t ica l 
pueri l i t ies of prohibi t ion t h a t even the 
cagiest pol i t ic ians have heeded. If the 
overwhelming major i t i e s for modification 
of prohibit ion legislat ion have only the ef-
fect of con t inu ing political m o u t h i n g and 
a re not vigorously followed up by those 
qualified to i n t e r p r e t and impress t h e les-
son of the l a te elect ions so our legis la tors 
will act, t hen sane citizens deserve the 
mocking snickers of the professional pro-
hibi t ionis ts and bootleggers who cuddle to-
gether under the e ighteenth amendment . 

The golf clubs h a v e stood for a lot of un-
just if iable s l ander a s a resul t of prohibi-
tion. The kill-joys have voiced the opinion 
t h a t the golf dub is the devil 's dug-out and 
ro is te r ing guys pay weighty a n n u a l de-
ficits jus t fo r t h e privilege of bea t ing 
Brother Bar leycorn in a finish fight. The 
golf clubs h a v e stood for it, t u r n i n g the 
other cheek in a meek fashion. A simple 
s t a t ement of fac t about m a n y golf club 
r e s t au ran t s being unable to meet t h e com-
peti t ion of ad jo in ing roadhouses where peo-
ple can go and have a few d r inks of ex-
pensive and low grade anti-freeze solu-
t ion never has been publically offered in 
rebut tal . The s t a t emen t would be no re-
flection on the cha rac te r of golf club mem-
bership for these days the golfer repre-
sents an excellent cross-section of t h e ac-
t ive Amer icas . I n one American ci ty a 
d is t r ic t a t to rney called in club pres idents 
and read to them dire warn ings of wha t 
might happen if ginger-ale t h a t migh t be 
used as set-ups were served. Th i s gentle-
m a n was conscientiously heeding h i s oath 
but there was a s l igh t inference t h a t he 
was actuated by the then prevai l ing politi-
cal expediency for wi th in th ree blocks of 
where he read t h e r io t act the re were, to 
t h i s wr i te r ' s ce r t a in knowledge, seven 
speakeasies doing a lively business. With-

in two miles of th is gent leman 's own golf 
club, a t t ha t t ime, the re were five road-
houses t h a t were by no means ar id accord-
ing to evidence your repor te r very willing-
ly consumed. How many more establish-
ments the re were doing a rush ing retai l 
business in liquor wi th in the boundaries 
above mentioned, can not be said, for one 
invest igator with a normal sense of moder-
ation, has his l imita t ions . The case is 
cited to br ing out the f ac t t ha t the golf 
club, f r om viewpoint of ethics, is only an 
average American business es tabl ishment 
in th is prohibi t ion ma t t e r and the golf in-
dus t ry differs not a bi t f r om other busi-
nesses rang ing f rom aeroplanes to zi thers, 
in its a t t i t ude toward the v i r tues and de-
fects of prohibi t ion. 

F u r t h e r on this ethical bas is ; the mem-
bership of golf clubs is deeply concerned 
because of the youngsters . The average 
golf club member 's boys and girls are in 
such social c ircumstances t h a t they a re 
p rominent ly exposed as prey of the prohi-
bition monster . Ear l ie r in t h e regime of 
prohibi t ion there was a general reluctance 
to have t h e youngsters of t he members at-
tend Sa tu rday dinner dances a t the clubs. 
Then i t became apparen t t h a t the young-
s ters were going to roadhouse speakeasies. 
T h a t discovery undoubtedly was respon-
sible fo r an about-face in policy governing 
these par t ies . Dur ing t h e past summer 
the youngs ters const i tuted a goodly per-
centage of t he a t tendance a t golf club din-
ner dances but there was evidence of 
pa ren ta l compulsion. The club par t ies 
were too dry for a lot of the kids, accord-
ing to some of our young f r iends . Now, 
when a condition like th is a r i ses and we 
simply keep on mouth ing wi thou t ins is t ing 
upon relief and protection, we must shame-
ful ly plead guilty to a wretched disregard 
of our responsibil i t ies. 

The Business End of Prohibition 
There is one highly impor t an t phase of 

th is subject t h a t concerns t h e golf clubs 
as a business and tha t is the effect moder-
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A GUARANTEED 
SHOCK ABSORBER 

Many of the country's lead-
ing Pros are using and selling 
clubs fitted with the new 
Pyratone Torsional Grip. This 
grip keeps steel shafts from being 
rigid. It absorbs the sting, shock 
and vibration after hitting the 
ball. It aids the golfer in mak-
ing more perfect shots—and with 
less fatigue, because there is a 
natural torsion in the club 
through the grip. It is the greatest 
improvement ever made in steel shaft 
golf clubs. For a better game use 
Pyratone Torsional Grip. 

The Leading Club Manufacturers 
Can Supply You 

P Y R A T O N E P R O D U C T S C O R P . 
557 W. Jackson Blvd. Chicago, I1L 

to the Modern 
Golf Course 

"Come-Putts," in a f e w 
months time, have w o n the en-

thusiasm of golfers everywhere 
and have been adopted as standard 

^ ^ equipment by hundreds of we l l - known 
clubs. 

Reinforce edges of the hole. Reduce wear 
and tear. Dress up the greens. Great ly in-

crease visibi l i ty of the hole—thus improve 
putt ing and make players enthusiastic for the course. 

Conform to requirements of U .S .G .A . 

U p to 1000 . . . $30.00 per 1000 
1000-2000 . . . 27 .50 " " 
2 0 0 0 and over . 25 .00 " " 
Trial lot of 500 $15.00 

F.O.B. Boston 
Order now or write for further particulars 

8L 
CHILTON CROCKER CO. 
Park Square Building Boston 

T O HELP 

YOU SELL 

(^Yame goes here ) 

n e m e i 
, LEJJONJ 6f il PICI NTM ENI 

LflTEJT^BEJT CCLF 
EQUIPMENT 

The handsome sign illus-
trated above will make an 

attractive display for your s h o p . . . 
12" high, 15" wide . . . made of 3 0 
gauge steel with baked enamel fin-
ish . . . richly colored in red, yel low 
and green with you. name on i t . . . 
te l ls golfers you sell the most 
popular tee on the market. Write 
for yours today. Its FREE! 

Ihe Me bio *Mfe Co., Inc. 
3 8 East 23rd St. « New York 



GOLFDOM 
> 

N e w TORO P r o d u c t s t h a t 

Estate Special—a new 30-inch 
roller type mower. Similar to the 
Park Special reel type but is equipped 
with a studded roller which provides 
more traction and is more easily 
cleaned. In tests, ther Estate Special > 
climbed grades up to 30%, cutting 
heavy turf all the way. 

The TORO Power Disker for quick 
and efficient disking of greens. To 
open the soil for light, air, water and 
top dressing and to prevent excessive 
souring, occasional disking is advis-
able. The TORO Power Disker does 
this work faster, better and cheaper 
and will not mar the beauty of the turf. • 
The disking attachment can be easily 1 

removed and replaced with revolving { 
reel, giving you a power mower. 

I 

The TORO Power Roller han-
dles rolling jobs quickly and easily— 
eliminates tedious hand rolling. 
Covers a swath 30 inches wide. With 1 

operator, it weighs close to 900 lbs. 1 
Forward and reverse gear eliminates 
necessity of frequent turning. ' 
Equipped with efficient TORO single- 1 

cylinder, air cooled, 4-cycle motor. 



— - ' 

increase Maintenance Efficiency 
The new Trojan Mower 
—America's finest fairway mow-
er—sturdy, light-running—built 
up to the finest mechanical stand-
ards of the present day. The 
good features of the old Toro Su-
per Mower have been combined 
with many tested new features 
which set up a new standard of 
cutting efficiency. 

The Knockabout 
—a light, quick transporta-
tion unit—three-wheeled, 
power-driven, rubber-tired, 
will not harm turf. Speed 
up to 15 miles per hour. 
Costs little to run. Mighty 
handy for getting around, 
saving time on inspection 
trips and many routine jobs 
about the course. 

TORO Fairway Roller 
The efficient TORO Roller 
has been improved with a 
new heavy duty frame. The 
flexibility of this frame is 
retained, so that each roller 
follows closely the contour 
of the ground. This prevents 
creasing of the turf. 

These new Toro Products are built for progressive Golf Course 
Superintendents. Write for new catalog. 

TORO Manufacturing Company 
3042-3168 Snelling Ave., Minneapolis, Minn. 

Service Stations at— 
New York, N. Y. Philadelphia, Pa. 
Garden City, L. I. 
Syracuse, N. Y. 
Troy, N. Y. 
Yonkers, N. Y. 
Newton, Mass. 

Pittsburgh, Pa. 
Cleveland, Ohio 
Detroit, Mich. 
Indianapolis, Ind. 
Dallas, Tex. 

Chicago, 111. 
Milwaukee, Wis. 
Des Moines, Iowa 
Kansas City, Mo. 
San Francisco, Cal. 
Los Angeles, Calif. 

Jacksonville, Fla. 
Toronto, Ont., Can. 
Winnipeg, Man., Can. 
Calgary, Alta., Can. 
Buenos Aires, S. A. 
Hamburg, Germany 



at ion of the presen t laws could have on 
the financial side of the club operat ion. 

Whenever you get into a session with 
ve teran and successful club manage r s they 
will tell you t h a t the reason today 's 
chances of a clubhouse being operated a t a 
profit a re about one out of 15 is prohibi-
t ion. Many in terv iews with club man-
agers have revealed t h a t none of them 
w a n t whiskey back but they a r e anxious 
to see beer and l i g h t wines re tu rned . The i r 
desi re is based on two counts, (1) a mild 
and palatable beverage fits in w i t h the 
count ry club a tmosphere of re laxa t ion and 
hospi tal i ty , and (2) the profit f r o m a con-
servat ive volume of beer and wine sales 
would mean t h e el iminat ion of t he house 
deficit t h a t a m a j o r i t y of the cluba have to-
day. 

To get to the a r i thmet i c of the ma t t e r , 
let us t a k e the golf club s i tuat ion in 1918 
when the legis lat ion tha t cul t ivated A1 
Capone as i ts flower became effective. 

At tha t t ime t h e r e were about 900 golf 
c lubs in the Uni ted States. The average 
number of m e m b e r s was between 150 and 
175. The clubs had a high s t a n d a r d of 
food and service broke even or made 
money, even w i t h t h i s l imited membersh ip 
because the ba r a lways brought in a nice 
profit . At t h a t t ime beer sales w e r e by 
f a r the biggest p a r t of the bar business , 
so the oldsters in golf club m a n a g e m e n t 
s ta te . Those were the days t h a t estab-
lished today 's pun i sh ing policy of t h e high-
est grade of food, service and appoint-
ments , a t a f a i r ly modera te price—a pr ice 
too low to be comparable wi th the tariff 
of commercial food service es tab l i shments 
t h a t catered to t h e public. 

Today the ma in t enance of t h a t policy, 
s a n s the suppor t of beer sales, means most 
of the 18-hole golf clubs run between $2,-
000 and $8,000 a n n u a l house deficit. About 
t he only place w h e r e a golf club can be 
s u r e of mak ing money is on i t s beverage 
sales these t imes ; t h e average a n n u a l bev-
e rage sales a t an 18-hole club r u n n i n g $4,-
352 and a t t h e nine-hole clubs, $853. No 
smal l amoun t of t h i s is sof t-dr inks sold to 
the caddies. Today ' s average membersh ip 
of golf clubs i s t remendous ly increased 
over the 1918 figure. The 18-hole clubs 
average 304 regu la r members and t h e nine-
hole clubs, 138. These figures do no t t ake 
in to account t h e n u m b e r of women who 
h a v e golf club membersh ip privileges. 

E l imina t ing t h e profit f rom the caddie 
beverage bus iness w e find tha t t h e 18-hole 
golf club makes abou t $8 per year per 

member on i ts beverage business. This fig-
ure does not seem high when it is com-
pared wi th the number of meals served a t 
the average metropoli tan d i s t r ic t golf club. 
The number of meals served is the best in-
dex of member , women and guest patron-
age a t the club. 
For Moderation 

There is no reason to believe tha t the 
past twelve years has resul ted in any 
change in the American preference for 
beer despite the fact t ha t the recent crops 
of adolescents have been addicted to the 
consumption of convenient gin, a practice 
tha t was a certain sign of moral turpi-
tude as la te as the t ime when your corres-
pondent was runn ing a poor second to 
Euclid on the high-school t rack . Conse-
quently those figures of possible profit to 
golf clubs seem conservat ive. We have 
noted a t political and pr iva te part ies , busi- < 
ness a f fa i r s and conventions, and a t those 
few but highly popular golf club events 
where beer was available t h a t t he beer 
was the favor i te dr ink by a wide margin . 
In very few localities is beer unobtainable 
a t the p resen t time, but i t ' s not the same 
cleanly and honestly made product we used 
to get and should have back. We will get 
it, too if the mani fes ta t ions of the Novem-
ber election are cont inual ly kept before 
the powers tha t be. And wi th beer back 
there will be a decided improvement in the 
opera t ing pic ture a t t he golf club f rom a 
financial viewpoint, to say no th ing of the 
club and domestic social benefit. 

The golf clubs as a powerfu l group of 
enl ightened and unselfish citizens can 
properly exercise thei r pe rs i s ten t effort for 
modification of the Volstead ac t on the plat-
form t h a t concludes a post-election edi-
tor ial in one of the count ry ' s foremost 
Republican newspapers. In summar iz ing 
the election expression th i s edi tor ia l sa id: 

"The exper iment has been conducted for 
ten years , and each year t he resul ts have 
depar ted f a r the r f rom t h e expectations of 
those who planned it. There is no point in 
cont inuing an exper iment indefinitely 
when i t s resul ts a r e so evident ." 

I D E A L ' S P O W E R G R E E N M O W E R 
T O H A V E C O L U M B U S D E B U T 

Lansing, Mich. — Ideal P o w e r L a w n 
Mower Co. is to make the first public show-
ing of i t s new power green mower at the 
g reenkeepers ' show, Columbus, O., Feb . 
3-6. The new mower weighs less than 100 
lbs. and sells for less t h a n $200. Details 
of the new machine will be given in Feb-
rua ry GOLFDOM. 


