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and extra 
profits, too! 

What are Y O U going to do about it? 
Golfers want lower scores this year. 
The new Burke Smithirons can really 
help get them. Because the improved 
construction of Smithirons means 
more deadly approach shots, fewer 
penalties in pitching, and a putting 
accuracy that will warm the heart of 
every golfer. 

The Approach Iron gives mid-iron 
distance. The rounded sole helps 
you escape the penalties of dlvoting 
and topping. 

The Xlblic has Its weight so built 
that It simplifies the execution of 

successful shots from sand and 
heavy grass. It's legal. 

The Chip Iron Is deadly In executing 
that short run-up to the pin from 
just off the green. It Increases 
your one-putt greens. 

The Putter has Its weight in such 
balance that It helps smooth your 
putting stroke, giving distance and 
direction control. 

The new Burke Smithirons are mak-
ing a hit ! Your customers need 
them—want them. It means extra 
profit to you. May we send you 
full details of these radically different 
clubs? 

Burke 
CLUBS • BAGS • BALLS 

THE BURKE GOLF COMPANY 
r 

NEWARK, OHIO 



ranks. Take some of their leading ama-
teurs. T a k e as examples, Bobby Jones, 
George von Elm, Francis Ouimet and 
Johnny Dawson. In that group there is an 
essential uni formity in the de l i ve ry of the 
club. You can pick them out at a lmost the 
length of a course. You see any one of 
those men playing a shot in the dim dis-
tance and the thought immediate ly strikes 
one, ' The re is an Amer i can go l fer . ' 

" N o w compare that uni formi ty with the 
lack of uni formity in the de l i ve ry of the 
club with some of our leading amateurs. 
Take as examples, Roger Wethered , Cyri l 
To l l ey , Rex Hart ley , Dr. Twedde l l and Nel-
son Smith, the Scottish player. Can you 
find a col lect ion of first-class players who 
vary in a more considerable degree in re-
gard to the de l ivery of the club than that 
col lect ion of p layers? 

" I purposely direct the reader 's attention 
to one particular point and that the de-
l i very of the club, because there you have, 
in my humble opinion, one of the great 
essentials of this game. W e are apt to for-
ge t that great essential ." 

Cotton is not alone in his bel ie f that golf 
instruction is working toward a pro-
nounced simpli f ication. A number of the 
most successful Amer ican instructors 
have done e f f ec t ive work in this direction 
during the last three years. George Sar-
gent, who has studied the P. G. A. motion 
pictures more than any other professional, 
says that the outstanding convict ion re-
sulting f r om his research wi th the pictures 
is that it may be possible to reduce golf 
instruction to a very f ew govern ing de-
tails. 

P. G . A . Fire and Theft Insurance 

Big Saving 

GR O U P F I R E and thef t insurance, now 
avai lable to members of the Profes-

sional Go l fers ' association, has been taken 
up eager ly by members ent i t led to get 
such policies. In a number of cases at 
metropol i tan distr ict clubs the savings of 
this group insurance are more than double 
the amount of the annual P. G. A . dues. 

Wi th in four days af ter the announce-
ment of the fire and theft insurance avail-
abil ity, more than $60,000 in policies was 
applied for. In less than a week one claim 
was in process of sett lement. It is ex-
pected that the P . G. A. thef t insurance un-
der the new arrangement wi l l mater ia l ly 

reduce thefts at pro shops as the insur- -1 

ance company's detect ive and prosecuting 
line-up usually is more persistent and 
tougher than the local authorities brought 
into such cases. 

In the announcement of the new P. G. A . 
insurance, A lber t R . Gates, business ad-
ministrator, said to the members : 

" A s you are undoubtedly aware we have 
been working for some time to procure a 
sa fe and suitable insurance policy under 
the group plan to cover fire, theft, and all 
r isks of loss and damage to golf clubs, gol f 
balls, gol f bags, personal and other equip-
ment belonging to the assured, whether in 
the shop of the member or in his pr ivate , 
dwe l l ing house, hotel or elsewhere. 

" W e are glad to advise you that we have 
now completed arrangements with L loyds 
of London, through W . A. A lexander & 
Company of Chicago, to provide you wi th 
an excel lent coverage , and we have pro-
cured a rate of $2.00 per $100 which is ap-
proximate ly 50 per cent less than could be i 
obtained through ordinary channels. You 
are already aware that in many cases the f t 
insurance is almost impossible to obtain, 
and we are very much grati f ied that w e 
have been able to make an arrangement 
which wi l l af ford you such excel lent pro-
tection at so low a cost. 

"Should you desire to be covered by this 
pol icy, you wi l l kindly fill out and return . 
to this off ice immediate ly application blank, 
which is herewith enclosed. You wi l l no-
t ice in the application that insurance must 
be carried for the ful l value of the prop-
erty insured. The rate being so low, we 
are unable to carry the premiums for more 
than 30 days but would suggest that you 
enclose your check payable to this Asso-
ciat ion fo r the amount of insurance you 
desire figured on the rate above quoted. 

" I n case you have already placed your 
insurance for the coming year, you can 
perhaps make an arrangement to have it 
cancel led and take advantage of the low 
rate we are quoting you above. " 

Special railroad rates to the 

P.G.A. Business Conference, 

Columbus, Ohio, June 23-24. 

Write P.G.A. headquarters for details. 



Pros Reprint of Schavolite June ad in National Golf Publications. SPECIALIZE on 

these new G. E. Textolite Head Golf Clubs. Your greatest PROFIT opportunity. Your 

one PROTECTION against ALL competition. Wire or write for complete information today. 

'aAArtLofja 

N e w D a y m G O L F 

S C H A V O L I T E 

These revolutionary clubs come in two widely approved models, with steel shifts 
•nd finest leather grips Every head moulded (o cxact size, weight and shape 
. . .no human error* In balancing Ttrf moulded in shaft, give practically one-
piece construction N o riveta or vibration. Unmatched driver, brasaie or spoon. 
$6 Matched sets o f 5, $20. Single clubs from matched sets $7. Custom-built 
matched, registered sets, $50. Single dubs, 110. Men's and women's left- and 
right-handed models Look (or G.B. Textolite on the head of every club yem buy. 

YOU'VE tried WOOD...Mr. Golfer. Probably heads, inserts and inlays...innumerable. Perhaps you already 
have five...ten...fifteen...drivers, brassies, spoons...lying around just biding their time...that haven't 

seen a golf game in a long while. Now...reach for a resilient Schavolite...with the new G. E. Textolite head 
...made by General Electric Co. for Schavolite Golf Corp....and come with us. You're invited to hang up a 
new record low score. Watch those tee shots go whizzing down the fairway, true as an arrow...for 10 to 40 
yards more distance than you've ever before obtained. Admire your newly found wizardry in making brassie 
shot J... getting right up to the pin...where you need those few extra yards. Thrill at the way the Schavolite 
spoon gets you out of bad lies...puts you on your way 
rejoicing...direction superb, distance surprising. The H H | 
dawn of a new day in golf is verily yours...when 
you're the owner of a set of these new super clubs. Your 
Pro or dealer will show them to you...or write to us 
direct. Schavolite Golf Corp., Long Island City, N. Y. 
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Cherry Hill's clubhouse has private course facilities for fee players. 

Wagner Boys Fill Their Fee-Course 
Through Smart Promotion Work 

By JACK FULTON, Jr. 

ADAILY -FEE course operator can do 
one of two things: sit back and wai t 
f o r the natural attract ions of his lay-

out to build vo lume business f o r him, or 
go out a f t e r this business aggress ive ly . 
T i m e was when the first pol icy did the 
trick, but wi th the rapid increase in the 
number of pay^as-you-play l inks particular-
ly in the metropol i tan centers, i t Is becom-
ing more and more necessary f o r an opera-
tor to hunt out the fee-course players in 
their homes and places of business and 
" s e l l " them on the idea of patroniz ing his 
layout in pre ference to the r i va l one down 
the pike a piece. 

Chicago has progressed about as fast 
in dai ly- fee faci l i t ies as any metropol i tan 
center in the United States, the number 
of pay-as-you-play establ ishments number-
ing we l l o ve r 40 at the present t ime, with 
severa l more under construction or 
planned. Since each of the courses is com-
for tab ly filled on week-ends it would seem 
that the operators were s i t t ing pretty, but 
except at those layouts sat isf ied with this 
vo lume of play, considerable e f for t must 
be made if a g iven course is to attract 
more p layers than its ne ighbor ing links. 
Th i s e f f o r t takes the fo rm of bil lboards, 

newspaper advert is ing, direct-mail l e t ter 
campaigns and paid solicitors. A f e w of 
the more aggress ive course owners a re 
using radio to call attention to the attrac-
t ions of their courses. 

Course Result of Market Slump. 
One of the most ski l l ful ly publicized of 

the Chicago f e e layouts Is Cherry Hi l l , op-
erated by Pe r cy and A lv in W a g n e r at 
F lossmoor , a suburb some 35 minutes out 
on the electri f ied I l l inois Central subur-
ban lines. These two young men are real 
estate and subdivision operators who, when 
the real estate market went nat ive severa l 
years ago, were smart enough to construct 
a better than average 18-hole gol f course 
and a clubhouse equal to most pr i va te 
clubs on a piece of property they had pur-
chased prior to the real estate crash wi th 
the intent of subdividing. W i th marke t 
condit ions on the down-grade, the property 
was destined to lie idle for some years as 
a home-site proposition, so the W a g n e r s 
pitched in and converted it into a go l f 
course. 

During the first two years of its opera-
tion, be fore the gol f course had matured, 
play was l ight. Gol fers naturally pre fe r red 



you haven t seen this letter—let's read it 
now. And, if after looking it over it seems 
like a good idea, by all means wire, write 
or phone for any further information. 

9 » S 

Professional Golfers Association 
of America 

FIRST NATIONAL BANK BUILDING, CHICAGO, ILL. 
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( Le f t ) Selling courtesy 
card at bait rate assures 
purchasers' repeat busi-

ness. 

(Right) Note conditions 
on back of Cherry Hill 
courtesy card u n d e r 
which reduced rates are 

effective. 

The m e m b e r whose name appears on the face of this 
card is ent i t led to ail the privi leges of Cherry Hill Gol f 
C lub, including course, c lub house, lockers, showers e t c , 
upon payment of the f o l l ow ing fees. 

Daily $1.00 - - - - After 4 P. M. .50 
Saturdays, Sundays and Holidays $1.00 

Replays on Saturdays, Sundays, Hol idays .50 
Time Reservation - - - - .25 each 
Ticket wil l be punched once f o r every fee paid. Each 

sixth fee will be c o m p l i m e n t a r y . Th i s card must he 
presented to obta in these condi t ions. 

This is your c lub membersh ip card. As a m e m b e r 
y ou are subject to the rules and regulat ions of Cherry Hi l l 
Gol f Club, owned and operated by Flossmoor Lodge, Inc. 

C L U B P H O N E - H O M E W O O D 1240 
E X E C U T I V E O F F I C E - F A I R F A X 2000 

CHERKY HILL GOLF C L U B 
FLOSSMOOR, ILLINOIS 

{ 

CHERRY HILL 
to fj* 

C H E R R 
upon payment of a i\u1k % 

Monday 
PRIVILEGES E 

ANNUAL MEMBERSHIP $5.00 

S CbLF CLUB 
of 

C L U B 
Hi ty-five Cents (->c) 
lusive 

BEARER ONLY o 
Managing Director, 

( Le f t ) Women players 
save 25 cents a round by 
buying this card for $5. 
The $5 goes for prizes. 

the older dai ly- fee spots. But today, due 
to consistent plugging and inte l l igent oper-
ation, Cherry Hi l l boasts a vo lume of 
play that is the envy of many fee-course 
owners of the district. H o w this has been 
accomplished is explained by Pe r cy Wag-
ner, as f o l l ows : 

Concentrate on Logical Sales Zone. 
" T h e mistake many fee-course owners 

make , " he says, " is to waste e f for t try ing to 

at t ract players f r om districts natural ly tri-
butary to another course. One of our basic 
pol ic ies at Cherry H i l l is to confine all our 
sol ic i tat ion and publicity to the part of 
Chicago 's south side within a mi le on 
e i ther side of the I l l inois Central 's subur-
ban lines. If w e can get our share of the 
go l f e rs in that district, the rest of Chi-
cago can play its go l f anywhere it wants . 

" B y that, I don't mean to g i ve the im-
press ion that all of the players who come 



to Cherry Hill use the trains to bring them 
from their homes. As a matter of fact less 
than 25% of them come that way ; most 
of them drive out in autos. But we feel 
that our market is much more closely con-
centrated along the railroad than in the 
south side as a whole. 

" W e have about a dozen billboards in 
* good spots along the railroad right-of-way 

and about as many more along the main 
highways to the property. W e think this 
advertising is worth while and brings us 
quite a few players. But it is incidental 
to our main sales effort which takes the 
form of personal interviews with golfers. 

Two Salesmen Employed. 
" W e have two solicitors on our payroll 

who do nothing all week but talk Cherry 
Hill to golfers. They call at offices, punch 
doorbells of apartment houses and homes, 
visit manufacturing plants, and dicker with 
hotels. Unless they find a gol fer , they 
make no selling effort. 'Are you a gol fer? ' 
is their opening remark. If the answer is 
yes, the men swing immediately into a 
sales talk on the attractions of Cherry Hill. 
If the answer is no, the salesman wastes 
no time on that individual. 

"Daily-fee course players are a lways in-
terested in any proposition that wil l per-
mit them to play at reduced rates, so our 
solicitors carry with them a supply of 
what we call 'Courtesy Cards.' 

" The card, which costs the go l fer $5.00, 
entitles him to play 25 rounds at Cherry 
Hil l upon payment of a straight $1.00 green 
fee. The ticket is punched once for every 
fee paid and each sixth round is compli-
mentary. 

"The $1.00 fee which holders of these 
cards pay per round is the same as non-
card holders pay on week days, but is a 
saving on Saturday afternoons, when we 
charge $1.50, and on Sundays and holidays, 
when we charge $2.00. A gol fer using up 
his card entirely on Sundays wil l save 
$25, less the original $5 fee, or $20 net. 
In addition he wil l earn the right to play 
five additional complimentary rounds, rep-
resenting further saving to him. 

W h y Courtesy Cards Pay. 
"However , despite this apparent loss in 

income to us, the cards are good business. 
In the first place, the Courtesy Cards are 
not sold to individual gol fers; they must 
organize their friends into a group of ten 
or more in order to be eligible. A gol fer 
will work his head off lining up his 
friends for this proposition just to save 
that $20 himself . . . and we gain not less 

For Greatest 
Values At 

VarBaz 
D i s t i n c t i v e Bags for Discriminating golfers" 

PAR-BAG—the world's largest 
makers of golf hags, buying 

leather, fabrics, etc., at the very 
lowest prices, with modern equip-

ment and pro-
duction methods, 
produce b e t t e r 
quality golf bags 
at any given price 
than competitors. 

You can't match 
Par-Bag quality 
at Par-Bag prices! 
Send for samples 
and compare! 

E. J. Hughes, Jr., A . E. Kassclberg, Mgrs. 
14 E. Jackson Rlvd., Chicago 

Eastern Rep. Pacific Rep. 
E. J. Hughes. Jr. A lden Glaze Co. 
Empire State Bid*. 121—2nd St. 

N e w York San Francisco 

ATLANTIC 
PRODUCTS 

CORPORATION 
T r e n t o n . X . • ! . 



than seven or eight regular patrons, who 
have become such because of the impor-
tunities of a friend and who would have 
been more of ten than not unapproachable 
by our salesmen. 

"Then, too, 25 rounds of golf in a season 
is more than the average fee-course player 
wi l l play, and the fewer rounds he plays 
the nearer he is to paying the regular 
established rates; remember that original 
$5.00 he paid over for his card. 

"Many a prospective card-buyer kicks 
at having to line up ten of his friends, say-
ing that is too many, but we stick pretty 
close to the requirement. Our salesmen 
use judgment in the matter and occasional-
ly let in a group of six or eight on that 
basis, if they feel that 6 or 8 are all that 
can be secured through this particular 
prospect. 

Go After Women Strong. 
" In addition to the Courtesy Cards, we 

have another card which we issue to wom-
en, on payment of a $5.00 fee, which en-
titles them to play, week-days only, upon 
payment of a 75c fee. The big appeal of 
this card to the women is that the $5.00 
is not kept by us but is turned over to a 
committee of women players to be spent 

for prizes. They have organized a club 
of their own, have regular weekly compe-
titions and take as much interest in their 
activities as the women at a private club. 

"Th is policy of playing up to the women 
gol fers certainly pays. Turning over the 
five-dollar card fee to them to be spent 
for prizes is the lure that brings them in; 
they feel that they wil l at least have a 
crack at getting their money back in the 
f o rm of some prize or other and mean-
whi le their golf has been bought at 25c un-
der the regular daily green-fee. 

"We l l , that's true—we have cut our rate, 
but you ought to see how these women 
work for us, bringing in new women play-
ers from among their friends. Already 
this season, there are more than 30 signed 
up for our women's club and by mid-
season there will be over fifty. Most of 
them will play at least one round a week. 
Figure up the income the ladies bring us 
and you will realize why we turn back so 
much money to them for prizes. 

" W e have two other kinds of member-
ships. One is a stockholder's card, g iven 
to anyone buying $100 or more stock in 
Flossmoor Lodge, Inc., the holding com-
pany for the golf course. Such stock-

BOOST Y O U R G O L F B A L L P R O F I T S W I T H 

CLICK COLONELS 
f O L F b a l l sa les c o m e eas i ly a n d f a s t w h e n y o u p u s h 
^ C L I C K C O L O N E L S . 

G o l f e r s , f o r over a g e n e r a t i o n , h a v e p l a y e d C L I C K 
C O L O N E L S . T h e y k n o w t h a t C L I C K C O L O N E L S d o 
t h e i r g a m e j u s t i c e — t h a t C L I C K C O L O N E L S c o m b i n e 
A C C U R A C Y , D I S T A N C E a n d D U R A B I L I T Y t o t h e 
b e s t a d v a n t a g e . 

N a t i o n a l a d v e r t i s i n g i n m a g a z i n e s a n d n e w s p a p e r s 
h e l p s y o u sell C L I C K C O L O N E L S — k e e p i n g o l d f r i e n d s a n d m a k i n g n e w 

• • £ r mMm* 
/p r A 
~t r "' " r g i % 
' i r r i.55 r r m 
„ — CLICK ^ m <*> ~ 
• r r i.68 r-r f 1! 

M r p r 

ones . 

75c 
cach 

retail price 

C L I C K C O L O N E L S a r e 
y o u r s o u n d , r e a d y - m a d e 

p ro f i t m a k e r s . 
per doz. 

retail price 

ST. MUNGO MFG. CO. OF AMERICA 
121 S y l v a n A v e n u e N e w a r k , N . J . 



A STEADY 
S T R E A M 

OF 
P R O F I T S 

No need to worry about profits as 
f a r as R E D D Y T E E S are con-
cerned ! They ' r e a sure thing. 
For over ten years R E D D Y TEE 
lias been the leader in its field . . . 
leader in sales . . . leader in prof-
its to the pro . . . leader in popu-
larity among golfers everywhere. 
P u s h R E D D Y T E E S in y o u r 
shop, they'll bring you a steady 
stream of profits. 

R E D D Y T E E Celluloid Red Tops 
are now packed 10 to a carton 
instead of 8. T H E C E L L U L O I D 
T E E is packed 12 to a carton. 

Write your favorite jobber or 
direet to us for wholesale priee 
list showing our complete line 
and s e l l i n g he lps f o r p r o s . 

Ihe Me bio Co.. Inc. 
Executive Offices 

38 East 2 3 r d Street, N e w Y o r k 

holders share in any profits the course 
may earn and are entitled to play at any 
time for a straight $1.00 fee . 

" T h e other is an annual membership, 
which costs $80. Holders of annual mem-
berships pay no green-fees. Other mem-
bers of their immediate family are g iven 
similar privileges on further payment of 
$20 for each person." 

One of the most profitable sources of 
week-day income for a daily-fee course 
comes f rom trade tournaments, and the 
Wagners go out after this type of play ag-
gressively. They have compiled a list of 
all the corporations and trade associa-
tions in Chicago who have held private 
golf tournaments in the past couple of 
years, and one or the other of the Wagner 
brothers camps on the trail of each of 
these prospects until Cherry Hill is chosen 
or they lose the business to some other 
course. 

As a result, Cherry Hi l l is the scene of 
a trade tournament almost every week-day 
during the season. The clubhouse has 
facil it ies to handle large groups in fine 
fashion and every ef fort is made to make 
the day so enjoyable that the group wil l 
return the fol lowing season or possibly re-
peat the event at some later date that 
same year. 

Percy and Alvin Wagner are smart oper-
ators and never overlook a bet to boost 
the play at Cherry Hill . As a result, the 
course is becoming increasingly popular 
each season and has achieved an enviable 
reputation with the daily-fee gol fers of 
Chicago's south side. 

H A D D E N S Y S T E M C A R E S F O R 
G R E E N S W A T E R I N G 

Alhambra, Calif. — Hadden automatic 
sprinkling system is making an entry into 
the golf field, especially f o r green, tee and 
approach watering. I t is a concealed pop-
up system with the head of the nozzle 
three inches below the surface of the 
ground. Water is not released from the 
nozzle until water pressure has raised the 
nozzle wel l above the surface, thus elimi-
nating possibility of washing out the adjoin-
ing ground. Volume of the sprinkler may 
be regulated from one to 10 gallons a min-
ute. Hydraulic action also cares for re-
placement of the nozzle in its concealed po-
sition. 

Complete details of the system wi l l be 
supplied on request by the Hadden Auto-
matic Sprinkler Co., Alhambra. 



Who's Liable When Accidents 
Happen at Golf Clubs? 

By LESLIE CHILDS 

AG O L F club's l iabi l i ty for in jury to a 
person hit by a ball dr iven upon its 
course, is clearly one of several 

angles. T h e club may or may not be liable, 
depending upon the facts and circum-
stances surrounding the accident as wel l as 
the re lat ionship of the parties involved be-
tween themselves and the club. 

In the l ight of which, the subject may 
perhaps best be approached through the 
medium of brief rev iews of decided cases 
in which d i f ferent phases of the question 
have been considered. W i th this in mind, a 
recent case that dealt wi th the l iabi l i ty of 
a club for an in jury of this kind may serve 
as a starter. 

Member's Guest Struck by Ball. 
Here, the plaintiff was invited by a mem-

ber to v is i t the club with the v i ew of be-
coming a member. The club as such, how-
ever, had nothing to do wi th the invitat ion. 
Plaint i f f , accompanied by his w i f e and 
brother accepted the invi tat ion. Upon 
their arr iva l at the club house, W., their 
host, undertook to show them over the 
course and during the course of the tour 
plaintif f was struck and seriously injured 
by a ball dr iven by a member of the club. 
Owing to the confusion and the number of 
people p lay ing at the t ime the member 
who had dr iven the ball that struck plain-
tiff was not identified. 

P la int i f f thereafter brought the instant 
action fo r damages against the club, as 
such, and against W., his member host. 
P la int i f f ' s action was grounded upon the 
theory that ( 1 ) the club was l iable because 
of its ownership of the ground upon which 
he was in jured while lawfu l ly thereon as a 
guest of a member, and that ( 2 ) his host, 
W., was l iable because of his fa i lure to 
warn the plainti f f of the danger of being 
struck by a ball whi le inspecting the 
grounds. 

On the forego ing facts, the tr ia l court 
held plainti f f was not entit led to recover 
against .e ither defendant, and thereupon 
entered a nonsuit to the action. Plaint i f f 

appealed, and the higher court in disposing 
of the case against the club, in part said: 

"The evidence does not connect the cor-
porate defendant (club) with the transac-
tion. * * * Mere ownership of a golf course 
does not impute liability for an injury suf-
fered by another from a golf ball driven 
by a player. The nonsuit as to the (club) 
was obviously correct." 

Then turning to the question of the lia-
bi l i ty of W., the member who had invi ted 
plaintif f upon the course, the court rea-
soned : 

Member Held Not Liable. 
"The plaintiff was there to 'see the golf 

links.' There was no invitation other than 
that. It can scarcely be argued that golf 
links should be kept free of driven balls. 
It follows that a person who enters upon 
the links is necessarily subject to what-
ever danger that fact entails. Nor is it 
ordinarily practicable to see a set of links 
without going upon them. Nevertheless, 
a golf course is not usually considered a 
dangerous place, nor the playing of golf 
a hazardous undertaking. 

"It is a matter of common knowledge 
that players are expected not to drive their 
balls without giving warning when within 
hitting distance of persons in the field of 
play, and that countless persons traverse 
golf courses the world over in reliance on 
that very general expectation. Their is no 
testimony to sustain a finding that W. (the 
plaintiff's host) was aware, or that there 
were circumstances to put him on notice, 
that anyone on the grounds would, without 
signaling and in violation of that common 
rule of action, drive his ball into the group 
of three persons of whom W. and the 
plaintiff were two. Under those cir-
cumstances we find no negligence in that 
he did not warn the player. * * * 

" W e think that the law does not re-
quire warnings against such unusual and 
chance incidents to accompany the giving 
of an invitation to do that, not inherently 
dangerous, which is a widely accepted 
phase of contemporaneous life and which 
the ordinary person thoroughly under-
stands the significance of. * * * The judg-
ment below is affirmed." (151 A. 434) 

T h e forego ing case has been quoted f r om 


