
W h y Be RITZY W h e n It's 
NOT FASHIONABLE? 

Asks B. R. L E A C H 

TH E favorite indoor sport of the Board 

of Governors of the average club to-

f day is a game known as "frenzied 

finance." The necessary paraphernal ia 

and rules for the playing of th is game are 

simple. A l l you need is a pencil and pa-

per. Then you sit down and figure the 

club's gross income and outgo for 1930. 

So far it isn't such a bad game. Then 

you figure how much less the 1931 in-

- come is going to be as compared to the 

1930 total. Then you figure how much the 

club wi l l have to spend on the course and 

the house in order to keep the club in 

first class shape. At this point the Board 

sends out for a bottle of red ink , some 

ice, and a supply of ginger ale and Wh i te 

Rock, 

The next move in this game of frenzied 

finance consists in figuring how and 

where to cut down expenses so they wil l 

j ibe with the income. At this point the 

Board runs smack up against the good old 

items of expense known as fixed charges 

such as interest, taxes, insurance, etc., 

etc., ad nauseum. No use t ry ing to econo-

mize there because it can't be done. Then 

the Board looks over the House Commit-

tee's budget. They blue pencil the esti-

mate for new wallpaper for the d in ing 

room, tell the steward to buy the new 

dishes at the ten cent store and pass on 

to the big event of the game. There is a 

tense silence in the arena. H i s face an 

ashen white, the cha irman of the green-

committee places his 1931 budget estimate 

on the table before the Board of Gover-

nors in solemn conclave assembled. 

Robbing Peter to Pay Paul 

I t is the historic and epoch-making mo-

ment in the annals of the Wappyd inka 

Country Club. Even the wolves roaming 

the snow-clad hi l ls outside are sti l led and 

draw closer to the lighted windows of the 

clubhouse where the board sits sharpen-

ing the par ing knives. The wolves know 

that blood is about to be spilled. They 

know that the room wil l float in crimson 

gore when the board gets through the 

sweet job of emasculat ing that green-com-

mittee budget. 

" H u m m , " says the president of the 

board as he examines the budget, " I see 

you have an item here asking for $1.400 

for a new fairway tractor and 5 un i t 

mower. How dare you! You know the 

club is flat on its back! Have the old 

tractor and mowers repaired and make 

them do another year. 

"Here , " continues the exultant presi-

dent, "you have an item asking for $700 

for the purchase of ferti l izer for the fair-

ways. Have you lost your m ind? Don' t 

you realize that we must economize? And 

look at this item ca l l ing for $300 for 

mercury compound for the greens. You're 

crazy! Cut it to $75." 

And so on, far, far into the night . When 

the board calls it a day and goes home 

to bed they have cut the green-committee's 

or ig ina l estimate of $21,000 down to $14,-

000. The board goes home with a smug, 

warm and comfortable feeling in its heart. 

They seen their duty and they done it. 

They have economized. They have bal-

anced income and outgo. They have saved 

the day for Wappyd inka . 

What Shall the Harvest Be? 

I f you th ink that the above is greatly 

exaggerated, take another th ink . I talked 

wi th at least 75 greenkeepers at their an-

nua l convention in Columbus last mon th 

and practically all of them told me the 

same story. 

These greenkeepers know what they 

are up against and they know what is go-

ing to happen as a result of cutt ing down 

the spending of money on golf course 

maintenance. They know that if you don't 

ferti l ize fairways you have weeds instead 

of grass, if you don't topdress and weed 

greens you soon have th in lousy turf . 

And that isn't the worst of it by a long 

shot. This depression won't last forever. 

One of these days the clubs wil l again 

have a wai t ing list and plenty of money 

to spend on course maintenance and then 

the members will raise their voices and 



Spalding 

offers you 

an infallible way 

of boosting 

your sales! 



SP A L D I N G leads the way again! Spalding adapts the 

installment idea to golf equipment selling. And has 

worked it out so that you can put it in your Shop with-

out letting yourself in for any responsibility or extra work. 

The plan applies to Spalding golf clubs and equipment 
r where the sale amounts to $50 and more. And it gives 

you more prospects for these clubs and this equipment 

than you've ever had before or ever could have without 

the installment plan to offer. 

Spalding mailed you full details and sample pads of 

contract forms some time ago. Perhaps you've mislaid 

them. If you have, we'll be glad to send you more. 

Grab that trusty old pen of yours and write for them 
1 immediately—to the Spalding store with which you deal. 

Right now is the time to start in on the plan. Right 

now is the time to start this new Spalding idea to work 

for you. Write, now! c A 0 s . BROa 



howl to heaven because the turf, that has 

been a l l shot to hell by insufficient care 

du r i ng the depression, cannot be brought 

back into number one condit ion overnight. 

Greenkeepers know that they are going to 

be in hot water up to their necks for the 

next few years. 

An Interesting Alternative 

No one is more wi l l i ng than myself to 

gran t and concede the innate cussedness 

and short-sightedness of the human ani-

mal , inc lud ing those who inhabi t country 

clubs. One can na tura l ly expect that 

boards of governors wi l l just natural ly ex-

perience this weakening of the intestinal 

region and cut and slash the budget where 

the cut t ing and s lashing is easiest, re-

gardless of u l t imate consequences. 

Nevertheless there is another and more 

intel l igent method of meet ing a possible 

decrease in income from regular member-

ship dues; a method which will keep up 

the club's annua l gross income to normal , 

enable i t to carry on as usual and to keep 

the c lub property up to snuff from cellar 

to the farthest corner of the course'. It is 

an appl icat ion of the well known principle 

that there are more people in this grand 

and glorious country who have $20.00 to 

spend than there are who have $200. That 

is the reason that Henry Ford maybe sells 

only a thousand or two Lincoln cars a 

year at $4,000 per each whereas he sells 

hundreds of thousands of Ford cars at 

$600 a crack. I t is well to remember al-

ways that the marke t for high priced 

goods is always more or less l imited and 

especially so in t imes of t ight money and 

depression. 

The same th ing applies to country club 

memberships. There are a certain num-

ber of citizens in your v ic in i ty who are 

able to buy a membership in your club at 

a cost of $150, $200, $400 or what not per 

annum . And, under the present snooty 

system, if there ain ' t enough of these 

plutes in the neighborhood then the club 

has to go on short rations. The club with 

insufficient members can take its stand at 

the last ditch of exclusiveness, it can hold 

its nose so high in the a ir that it gets a 

crick in the neck, but tha t pose of super-

cil ious exclusiveness won't hide from the 

mob the picture of a shabby clubhouse and 

a down-at-the-heel golf course. 

The only bozo that has any r ight to be 

exclusive in this dollar-measured country 

of social standards is the guy with well-

lined pockets and the capacity to pay. 

Any lad that keeps his nose too h igh in 

the air when he has only sixty-three cents 

in his pocket and a hole in the seat of 

his pants, is a fit subject for the raucous 

haw haws of the proletarian mob, and this 

holds just as tru ly for country clubs. 

Guest Fees the Answer 

Therefore, assuming that there are in-

sufficient ind iv idua ls in your neck of the 

woods capable of support ing a member-

ship in your club, it is nevertheless well 

to remember that there are plenty of in-

dividuals, male and female in your com-

mun i ty who are able and wi l l ing to spend 

$100, $75, $50, $20 or even a lowly $10 for 

the purpose of p laying a certain number 

of rounds of golf on your course dur i ng a 

season. 

Accepting the truth of this statement, 

let us assume that your club decides to 

bury its pose of exclusiveness temporar i ly 

and to deliberately adopt the policy of 

sell ing the club to these non-members with 

a certain capacity to pay. 

Under these circumstances there wi l l be 

no necessity for a full page advert isement 

in the local paper, while the toot ing of 

trumpets and the clash of cymbals are 

best evidenced by their absence. No ne-

cessity of tel l ing the world how damnab ly 

poor you are. 

The only necessary step is the pr in t i ng 

of a thousand or two "Guest cards'' w i th 

a blank line in which is to be wri t ten 

the name of the recipient, thereby mak i n g 

these cards non-transferable. The card to 

also state that the holder thereof is en-

titled to a round of golf at the Wappy-

d inka Country Club on payment of a cer-

ta in number of dollars, to locker room 

service on payment of a certain fee and 

to restaurant service at prices listed on 

the carte du jour. 

I t only remains to give so many of these 

cards to each club member wi th instruc-

tions to pass them out to their non-mem-

ber friends who can or would play golf 

if the opportunity was afforded. Members 

should use a certain amount of discrimi-

nat ion in the selection of those to whom 

the cards are to be given. As a general 

rule it is an entirely safe procedure to 

give one of these cards to any male or fe-

male not addicted to the use of the kni fe 

in the consumpt ion of peas and potatoes. 

I n hand l ing this sort of "guest card" 

system one obvious point is essential if 

the game is to be made a profitable one. 

Have everything arranged so tha t the 



V U L C A N I S U P E R -

M O D E L S 

... Finest of 
golfing irons ^ 

greatest of values! 

TH E S E new V U L C A N Registered 

Irons, the S U P E R - S T A I N L E S S 

Models , are right in tune wi th the 

I trend toward greater value in go l f equip-

ment. They are Registered—each club 

is scientifically related to all the others 

in the set. And good l ook i ng ! The 

heads are of finest Stainless Steel, pol-

ished to a silver finish. The steel shafts 

are covered wi th a hickory-finish sheath 

* —there's a shock-absorbing r u b b e r 

washer between ferrule and hosel, A 

and the extra long grips of im-

ported black Ed ina leather are 

bell-topped. 

The S U P E R - S T A I N L E S S I rons 

wil l readily retail in Registered 

VULCAN 
xJ Clubs ofCharacter forTivery Golfer 

Sets of 5, 6, 8 or 9 clubs at $50, $60, 

$80 and $85 the set ($10 each). And in 

the V U L C A N Line are three other sets 

of I rons—the N I P P E R S (matched) at 

$7.50 each, the S E P T E M S (related) at 

$5.00 each, and the S P A R T A N S (bal-

anced) at $4.00 each. Near ly a score of 

wood models, priced f r om $5.00 to $15.00 

each and in matched S E T S O ' T H R E E , 

three great golf balls, the V.G.C. (75c), 

the T H U N D E R B O L T (75c), the S P A R K 

. (50c), and a fine selection of go l f 

' bags round out a complete and 

^ salable line. 

N V J L C A A ' There's plenty of value for the 

\ r go l fer—and a very wor thwhi le 

marg in of profit for you. Send 

for a new folder which describes and il-

lustrates all models. You ' l l find it inter-

esting. Vu lcan Go l f Company , 9 Second 

Street, Por tsmouth , Oh i o , U. S. A. 



t o b Hoggor ty 
. Pro». Go l f D«p 

York Divis ion 

W . V . M o o r . 
Mar. Prof. Go l f Dop i 

Chicago Div is ion 

Tom M c N o m o r o 
Spoc io l R t p r n i n l o l i n 

N o w York Div is ion 

». ». N icko rcon 
M g r . Prof . G o l f D o p t . 

Boston D iv is ion 

Jo tk Schoofor 
M g r . Prof. G o l f Dop t , 
l o s Ango los Div is ion 

Roy Cromol 
Prof . G o l f So lo imon 

Son f ranc isco 

G o o r g o Boomon 
Prof G o l f So losman 

N o w York 

J. B. Horr 
Prof. G o l f Solosmon 

O í ico go 

loo Flynn 
Go l f Solosmon 
CHicogo 

f . E. Mi tche l l 
Prof . G o l f So losmon 

N o w York 

Sion Kozmorok 
Prof. G o l f So losmon 

N o w York 

W I L S O N - W E S T E R N S P O R T I N G G O O D S C O . , C H I C A G O 



WILSON MEN 
the human reasons behind 

Wilson success 

Here is the human driving power behind Wilson success—the men whose efforts have 

been in no small degree responsible for the genuine respect accorded Wilson 

by professionals throughout the country • • • These men know that the 

making of fine golf equipment requires master craftsmanship and infi-

nite care plus a first-hand knowledge of the needs of the profession. 

In accord with the Wilson theory that the "pro" is the supreme 

court of golf knowledge, they have ever been alert to report 

professional suggestions for improving equipment. In 

exchange they are continually offering practical 

help in merchandising • • • This mutually 

helpful interchange is one of the real 

reasons why Wilson equipment is 

made better, sells better and 

contr ibutes more to the 

professional's pride 

and to his profit. 

Mgi 
Chart«» Jaiuky 

r. Coif Club Foe 
Chicago 

Factory 
E. C. Oo<Kk»i 

Mgr. Golf loll Foctory 
Chicago 

I l H h 0 1 1 
G O L F E Q U I P M E N T 

NEW YORK • BOSTON • LOS ANGELES and S A N FRANCISCO 



guest can pay for his round of golf in 

cash, can pay for his ginger ale in the 

locker room in cash, can pay for his meal , 

his tobacco and everyth ing else he gets at 

the club in cash. The member's respon-

sibi l i ty for the guest should automatical ly 

cease wi th the g iv ing of the card. If there 

is any possibil ity of any comeback on the 

member the cash guest system will flop 

and flop hard. 

Another th ing : before you institute this 

system, l ine up the steward and the wait-

ers, the locker room attendants, the cad-

die-master, and any other club employee 

with whom the cash guest is l ikely to 

come in contact whi le p lay ing the role of 

a cash customer at the club. Tell all these 

employees, and indel ibly impress it on 

their minds , tha t t imes are hard just now 

and that it's going to be just too bad for 

any one of them caught in the act of being 

indifferent to any man , woman or chi ld 

who comes to Wappyd i nka with cash in 

his or her hand for a round of golf. 

The Clubhouse W h i t e E lephant 

This broad country is splattered w i th 

golf clubhouses which never met expenses 

with a ful l membership when money was 

plent i fu l . It's just going to be too bad 

for the house wi th a s l im membersh ip 

leaving finger-nail impr i n t s on every 

nickel i t tosses across the bar. The cash 

guest system wi l l a id greatly in mak i ng 

up this loss of house-income from the regu-

lar membership. 

Take a cash guest who comes to your 

club, finds a well-kept course and plays a 

satisfactory 18 holes. This bozo feels good 

when he steps off the 18th green. I f 

th ings are properly arranged he is a l ikely 

prospect for the nineteenth hole. It 's a 

three out of five chance that he has a few 

drops of pre-war stuff in one of his h ip 

pockets. W h o has a better r igh t than the 

club to sell h im some ice, ginger ale or 

Wh i t e Rock at a profit of 300 per cent. 

This "set up" racket is a gold mine. An 

appetizer puts the cash guest in l ine for 

luncheon or dinner at the club restaurant 

and aga in the house increases its income. 

The pro shop comes in for the sale of golf 

balls, clubs and what not, the pro gets 

more business in g iv ing lessons while the 

caddies have more opportuni ty to make 

some honest jack. You can't get away 

from the absolute fact tha t the cash guest 

helps to carry the load for every depart-

ment of the club's activit ies. 

But , never forget that the cash guest 

comes to your club pr imari ly for the pur-

pose of p laying a round of golf. The gin-

ger ale, the luncheon or dinner, and all of 

the money spending around the clubhouse 

are all secondary to the actual play. Con-

sequently, if you want the cash guest, 

you've got to have a well-kept course or 

he and his friends won't come back, and 

this means an adequate budget for the ma-

terial and labor necessary to keep the 18 

holes in a properly groomed condit ion. 

I DEAL HAS N E W R O U G H M O W E R 

AND I M P R O V E D 7-BLADE 

F A I R W A Y M O W E R 

Lansing, Mich. — Ideal Power Lawn 
Mower Co. has introduced a new rough 
mower and is equipping Bul ldog fa irway 
mowers wi th seven-blade cut t ing units. 

Last year a number of the new Ideal 
rough mowers were used all season in the 
east and central west, and proved an 
economy. As h igh as 50 per cent saving 
in labor costs were effected through the 
use of the new rough mower, its makers 
state. Bu i l t on the principle of the Bull-
dog fairway mower, it has a special ad-
justment to al low a cutt ing height for any 
length of rough preferred. I ts superiority 
over the ord inary sickle bar hay type 
mower for rough cutt ing is easily under-
stood. 

In addi t ion, to provide the closer, 
smoother cut t ing necessary for the greatly 
improved fa i rways—many of them now of 
bent—found in the major i ty of clubs, Ideal 
Bul ldog fa irway mowers have as standard 
equipment a new, improved cut t ing un i t of 
seven blades. The new seven-blade reel 
greatly increases the frequency of cut. The 
bottom kni fe and blades are now manufac-
tured of a new special formula steel that 
is of absolutely un i form hardness through-
out. 

PRACTICE G R E E N M A R K E R IS N E W 

C O N V E N I E N C E 

CHICAGO , 111.—J. Oliver Johnson , Inc., 
Morgan, Huron and Superior sts., is 

distributer for the new Wyco practice 
green marker . This device is a l um i num 
with a red background target and gr ip at 
the top. The base is a meta l weight con-
caved toward the rod. This holds the 
marker in an upr igh t position when out of 
the cup and enables the player to pick the 
ball out of the cup wi thout stooping. The 
device sits upr igh t on the practice green 
when out of the cup. 

The Wyco marker stands 24 ins. h igh 
and sells for $1.50. 



"Mr. 3tacPherson9 -
said 

••# hae the bonniest 
fairways 

in America 

s 
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UREA 

Urea is recommended by the 
Greens Section of the U. S. Golf 
Association. It contains 46% 
nitrogen and is easily soluble in 
water. It furnishes soluble or-
ganic nitrogen in the same form 
as the nitrogen in liquid manure, 

and is long-lasting in its effect. 

LEUNAPHOS 

Contains 20% nitrogen and 20% 
phosphoric acid—a concentrated 
fertilizer, excellent for use where 
a fertilizer without potash is pre-
ferred. Use at the rate of 100 to 

200 pounds per acre. 

SYNTHETIC 

SULPHATE OF AMMONIA 

A high q u a l i t y product—pure, 
clean and dry. Practically acid-
free. White in color. Packer! in 

100-ponnd bags. 

\ 

/ 

" M o n , ye have na got such fairways as m ine , " 

says M r . MacPherson to me. 

And so, " / a r into the night," as Briggs used to say, 

rather than show Mr . and Mrs . in a knock-down, 

drag-out finish. 

Bu t the fact i s — w h e t h e r they are M r . Mac-

Pherson's fairways or yours — f a i r w a y s are 

I M P O R T A N T ! And your reputation goes up 

or goes down with the r e p u t a t i o n of your 

fairways. 

Fortunately , now it is easier than ever before to 

have good fairways, because the new fertilizers 

are better and cheaper than the old ones. 

Just th ink—150 to 200 pounds per acre of Nitro-

phoska 15-30-15 supplies all the plant-food needed 

by your fairways. And Nitrophoska is as easy to 

broadcast as wheat. A ton—enough for 10 to 13 

acres—costs only $110 in 100-lb. bags, f. o. b. your 

railroad station. 

For best results apply Nitrophoska very ear ly— 

three to four w e e k s b e f o r e your grass would 

ordinarily start to grow. I t 's t ime to order N O W . 

SYNTHETIC NITROGEN PRODUCTS CORP. 

285 Madison Avenue, New York 

flITROpHOSfiA 
RES U.S. M T O f F 

15-30-15 

The Most Economical Fertilizer Ever Made 



WHERE TO BUY YELLOW TEES 
Crawford, McGregor & 

Canby Co. 
Reach, Wright & Ditson 
A . G . Spaulding A Bro. 
Wilton Western Sporting 

Good s Co. 
Wright & Ditson 
John Wanamaker 


