
Golfs greatest invention 
T H E H Y - P O W e H S T € € L S H 

NOW, for the first time, Kroy-

don's wonderful invention 

gives you a steel shaft in one piece 

that looks and feels like hickory 

but gets more distance and better 
direction than any other shaft 

ever made. 

NOW, Kroydon's marvelous ma-

chine produces a Matched Set of 

irons with steel shafts graded in 
size, whip and stiffness from the 

No. 1 iron to the niblick, just as 
hickory shafts were graded. Hy-

Power Steel Shafts are rustproof, 

non-reflecting, chromium plate 

with a money-back Guarantee that 

even covers breakage. 

These exclusive features combined 

with the shock-proof joint , new 

"Muscle-Back" Blades and all new 

wood designs make the 1931 

Professional-By-Kroydon Line the 

finest golf merchandise a Pro ever 

stocked in his shop. 

Cross section of hotel 
of the new "Muscle-
Back" Kroydon Iron«. 

Soft metal insulation 
fusing steel shaft and 
club-head. Prevents 
hand shock. 

C Hy-Power Steel Shaft. 
An e x c l u s i v e Kroy-

Matched Sets Priced to Sell for 
5,6,8,9 or iolrons $41.75—$100 

Driver, Brassie and Spoon $30—$75 

Individual Clubs 
Irons I5—$10, Woods $5—$25 

The leading magazines in the United 
States are carrying Kroydon's 1931 ad-
vertising in page and column size to mil-
lions of readers. Be ready for your club 
members when they call for Kroydons 
— the finest Matched Clubs a golfer 
ever swung. And your profit is Right! 

'Swing a Kroydon 
and be convinced" 

^ m f y r PROFESSIONAL—BY— ~ m Kroydon 
C L U B S A R E S O L D EXCLUSIVELY BY P R O F E S S I O N A L S 
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The clubhouse at Kenwood is laid out so that the first floor contains all features con-
nected w i th athlet ic activities, and the second floor houses all faci l i t ies for social affairs. 

Kenwood Club Segregates Golf 
from Real Estate Activities 

By S . B. ARTHUR 

TH E h ighes t clues for un l imi ted play a t 
Kenwood C. C. are $80 a year , with no 
in i t ia t ion fee, no financial responsibi l i ty , 

and no assessments , but w i th t h e use of a 
$100,000 clubhouse well equipped for both 
golf and social affairs . 

It is in a rea l estate development called 
Kenwood, nea r Washington, D. C., and is 
in te res t ing both for i t s set-up and its ad-
min i s t ra t ion . In the hands of unknown 
bui lders i t m i g h t not be subs tan t ia l , but it 
is owned by the Kennedy-Chamberl in De-
velopment Co., the president of which, E. S. 
Kennedy, is also pres ident of Kennedy 
Brothers , a la rge and successful construc-
tion firm. 

The set-up consists of 200 ac res of roll-
ing woodland about six mi les no r thwes t of 
the Whi t e House, near seven o the r country 
clubs (Congressional , B u r n i n g Tree, Ban-

nockburn , Chevy Chase, Women 's Nat ional , 
Whi te F l in t and Columbia) . Except for 40 
acres t aken for a nine-hole golf course, 
t enn i s courts, and the clubhouse, the prop-
e r ty is laid out on curv ing s t reets well 
paved wi th concrete, wi th all u t i l i t ies un-
derground, s t reets l ighted, and generously 
landscaped. 

The re is one price for land th roughou t 
t he t r a c t : 50 cents a square foot. Th i s is 
lower t h a n prices in o ther locations decid-
edly infer ior . The proper ty compares fa-
vorably with several subdivisions in t h e 
Dis t r i c t of Columbia, which have prices f a r 
above a dollar. So f a r lots in Kenwood 
have averaged about half an acre, r a n g i n g 
up to two and a q u a r t e r acres. Bui ld ing 
res t r i c t ions forbid the sale of lots of less 
t h a n 100 feet f ron tage , the sale of p roper ty 
to o the r s than of the Caucasian race, and 



THREE OUTSTANDING 
CLUB J" 

You can, and should, cash in B I G on the 
B A P I r o n s and the Mode l s 40 and 45 W o o d 
Clubs t h i s year . W i t h t h e s e t h r ee c lubs 
you can m e e t the r e q u i r e m e n t s of the b ig 
m a j o r i t y of your c lub m e m b e r s h i p . 

All t h r e e of these c lubs h a v e been m e e t i n g 
w i t h t r e m e n d o u s en thus i a sm w h e r e v e r golf 
is p layed . E v e r y t ime you sell a se t of 
them, you a re doing a r ea l f a v o r t o the 
p u r c h a s e r . 

If you haven ' t a l r eady done so, why no t 
s tock al l t h r e e of these m o d e l s at once? 

The Crawford, McGregor & Canby Co. 
Estab l i shed 1829 Dayton, Ohio 

BAP 
I R O N S P R O 

WOODS 

MODEL 
4 0 

T h e B A P I r o n s have a l r eady p r o v e d 
the sensa t ion of t he year . T h e y con-
ta in the N E U T R A L I Z E R , g iv ing su-
p e r i o r i t y t o the s teel sha f t , and the 
F L E X I C O R wh ich makes the s h a f t 
sol id at the g r ip . 

T h e Mode l 40 is f o r quick s w i n g e r s and 
has a r a t h e r stiff sha f t . T h e M o d e l 45 
has the new exc lus ive M A C G R E G O R 
S h a f t which exac t ly mee t s t he r equ i r e -
m e n t s of the hew ball . 

MODEL 
45 

M g f g n o i 
COURSE-TESTED ( f f ^ ) G O L F C L U B S 



the construct ion of detached garages. All 
construct ion mus t have the approval of the 
owners. Houses must cost a t least $20,000. 

Put Accent on Golf 
At the very beginning the construct ion 

of the clubhouse changed the n a t u r e of the 
project , for t he accent was t a k e n off of 
real es ta te a t once. The golf course, with 
the clubhouse, became an independent anrl 
self-contained enterpr ise called Kenwood 
C. C., now one of the best known around 
the capital . So dist inct and convincing is 

course, number ing to eighteen holes, a n d 
all speed is being made in grading and con-
s t ruc t ion . 

Thousand Members in Club 
There are 500 members in the club now, 

and 500 more will be admit ted when t h e 
new course is ready. They come by invi-
ta t ion only. No in i t ia t ion fee is charged 
because the owners have plans of unusua l 
scope, and wish to re ta in the undivided 
ownersh ip of the club to protect these 
plans. Therefore , i t assumes ful l respon-

T h e lounge at Kenwood is furnished simply and in excellent taste. 

the separa t ion of the club and i ts act ivi t ies 
f rom the real estate development tha t it is 
the ou t s t and ing fea tu re of the venture . 

The subdivis ion has gained in s t and ing 
and sales f rom the beginning. One house 
could have been sold for $100,000 recently, 
but the owner did not par t wi th it. For 
sound reasons the communi ty h a s a t t rac ted 
people of pronounced a t t a i n m e n t s ; people 
who w a n t no publicity and would not t ake 
par t in the o rd ina ry count ry rea l estate 
project. 

The most convincing proof of the suc-
cess of t he development is the acquisi t ion 
of 275 acres, only a few weeks ago, across 
River Road f rom the original acreage, and 
the des igning of a new nine-hole course 
there before the papers were actually 
signed. This will cont inue the present 

sibili ty, and the members pay only the 
year ly dues. 

Th i s complete control of the club and i t s 
membersh ip by the development company 
has given Kenwood an individual and col-
lective s t anda rd which could not have been 
approached under any other system. At 
the prevai l ing low r a t e s the membersh ip 
list could be filled wi th in a week, yet h igh 
ra tes a re no gua ran t ee of quality, as every 
club knows. F inanc ia l worth can be only 
one fac tor in judg ing people on the Ken-
wood plan. I t follows tha t the manage-
men t of the clubhouse and golf course 
mus t be of high qual i ty to appeal to people 
of t h i s prefer red class. 

T h e r e are th ree types of memberships , 
designed to assure the maximum a m o u n t 
of play on the course, and it is the hard-



est worked course near t h e city, accom-
modat ing with no crowding twice as many 
players as some of the 18-hole courses at 
nearby clubs. The names of these member-
ships are admit tedly un fo r tuna te , and give 
a wrong impression of the comparat ive in-
dust r iousness of the members . 

Membership Classifications 
A "Social membership," provided for peo-

ple who play nei ther golf nor tennis, 
though they may do so by paying green-
fees, costs $28 a year. Next is a "Leisure 
membership," which pe rmi t s playing at 
any t ime except Saturdays , Sundays, and 

men s locker room has 300 lockers, and 
t h e r e is space for 150 more. T h e women 's 
room now has 100 lockers in it, wi th well-
equipped showers, d ress ing rooms, and res t 
room. There is an a t t rac t ive gri l l where 
p rompt service is assured , and the food is 
the same as t h a t served ups ta i rs . 

Members hav ing no interes t in golf go 
ups ta i r s f rom the en t r ance to a reception 
landing. At the left is a lounge which is 
avai lable for card par t ies , or fo r an over-
flow f rom the d in ing room. To the r i g h t 
is a corridor giving en t rance to an apar t -
m e n t occupied by C. P. Grady, m a n a g e r of 

Year -around service and good food have brought Kenwood's dining room a volume of 
business tha t is the envy of many larger establishments. 

holidays, though these members may play 
on these days by paying green-fees, and 
costs $48 a year . Those who wish to play 
at any t ime a re given the "Business mem-
bership," which Costs $80 a year . These 
are the only fees except locker rental , 
which is $6 a year. 

The clubhouse is f ea tu red by tas te fu l 
a rch i tec ture and completeness. The tone 
of the whole project is caught a t the very 
entrance, where sports a re separa ted f rom 
social act ivi t ies . Except for t he office of 
the club manage r at the en t rance , the 
whole first floor is given up to spor ts . The 

the club. S t r a igh t ahead is a spacious hal l 
which takes up the en t i r e center of t he 
bui lding. One end is given over to the din-
ing room, while the o ther is a ball room. 
When the tables a re removed it m a k e s a 
g rea t hall, of ten required for special occa-
sions. On the th i rd floor there a re a few 
sleeping rooms. 

The Women's Touch 
T h e ideal which is cons tant ly to the fore 

is t he a tmosphere of a home, and i t m a k e s 
Kenwood wha t i t is. I t d raws people of 
no tab le consequence who would not be com-



W O R T H I N G T O N ft 
The Largest Manufacturers Of-

LAWN TRACTORS—LAWN MOWERSr-
MOWERS—ROLLERS—TEE STANDS 

< 
W O R T H I N G T O N L A W N T R A C T O R and C O N V E R T I B L E Q U I N T U P L E X M O W E R 

Unequalled Simplicity, Lightness and Strength A 

The Worthington "Triple," "Quintuplex" and "Multigang" mow-
ers have revolutionized all former practice in lawn and golf course 
mowing. Width of swath: Triple, seven feet; Quintuplex, nearly ^ 
twelve feet; Multigang, sixteen feet. The Multigang will cut 
an acre of grass in four minutes. < 
The Worthington Lawn Tractor is guaranteed to pull a Worth-
ington Gang Mower up any hill that requires cutting on any golf 
course in America. 

Catalogues Upon Request. r 
WORTHINGTON MANUFACTURES AR] 

{ 

Main Office and Factory ^ 
Branches: Chicago Office and Warehouse: St. Louis: • 

517-21 So. Laflin Street 8328 Eton Place 
Boston: Detroit: * 

1 State St. 424 Book Bldg. 23 
* 

A G E N C I E S I N A L L 

i 



#Gang Mowers In The World 
?OWER and HAND PUTTING GREEN 
sTEE MARKERS—BALL LOCATORS 

W O R T H I N G T O N " S C O U T O V E R G R E E N " 

A new and perfected roller unit in gang formation having a total 
cutting swath of nearly four feet. 
It will cut an average green of 6000 square feet in ten minutes. 
It leaves no mark on the most delicate turf and is of such amaz-
ing efficiency as to be out of the reach of competition. 
Newly designed grass boxes catch all of the grass, wet or dry. 

s 

For going from green to green the units rest upon rubber tire 
carriers. 

Catalogues Upon Request. 

GUARANTEED IN EVERY RESPECT 
Stroudsburg, Pennsylvania 
t Montreal: 
>2 St. Peter Street 

•Los Angeles: 
W. Washington St. 

Cleveland: 
Hippodrome Building 

San Francisco: 
52 Beale Street 

New York: 
4215 Chrysler Bldg. 

Portland : 
384-386 E. Madiaon St. 



for table in the life of the average club. 
The a i r of ar t less comfort and charm is 
impar ted by Mrs. Grady, who directs the 
social ac t iv i t ies of the club. 

The re is a bridge luncheon every Wednes-
day for which the members pay five dollars 
a table, wi th prizes fu rn i shed by the club. 
Other s ta ted events a re two dances a 
month, and a dinner and en te r t a inmen t 
once a mon th for the Kenwood home own-
ers, the en t e r t a inmen t being fu rn i shed by 
the group. Luncheons, dances, meals or 
par t ies may be had by the members a t any 
t ime. 

The d in ing room has been a great suc-
cess. F rom the beginning a policy of su-
perior qual i ty has been main ta ined , and 
while t h i s is often heard about club d in ing 
rooms, the re a re facts here to subs tan t ia te 
the claim—if any are needed a f t e r experi-
ment ing . Meats and other f r e s h foods a re 
purchased, not f rom the usual wholesalers, 
but f r om specialists who supply the Wash-
ington embassies. The service is quiet and 
well ordered. 

Shor t orders are served, and also table 
d'hote meals , but the popula r meals a r e 
b reak fa s t a t 75 cents, luncheon at $1.25, 
and d inner a t $1.75. Three meals a r e 
served every day in the year . Efforts to 
have the members order meals in advance 
have not had a good response, which is the 
usual exper ience of clubs which have tr ied 
it, so no apology is made for the sl ightly 
higher prices which mus t be charged. 

Liquor Is Banned 
Noth ing else, some ma in ta in , has contrib-

uted so much to the success of the club as 
the ins is tence upon s t r ic t conformi ty to 
the sp i r i t of the law rega rd ing liquor. I t 
has been s ta ted by one a u t h o r i t y tha t t h i s 
club comes neare r to 100 per cent obedi-
ence t h a n a n y other in the count ry . No 
ginger ale, ice, or any o ther aid to mix ing 
d r inks is permit ted, and the ru le is abso-
lute. No suggest ion of d r i n k i n g is toler-
ated. 

Donal L. Chamberl in , V. P. and t reasurer , 
who is in act ive charge of t he project, tells 
of t he re la t ionship between the club and 
the sale of lots in Kenwood. Th i s relation-
ship is t he r e in spi te of the finesse wi th 
which the combination is conducted, yet 
it would be a s hard to find a n y concrete 
tie as to conceive a more perfec t ly balanced 
enterpr ise . 

Very few prospect l ists of people of mod-
era te means could surpass t h i s one of 500 
careful ly selected members , soon to be 

doubled. Many on th i s list cannot afford 
homes in Kenwood, bu t they apprec ia te 
the values which a re offered. The adver-
t i s ing worth of such a list over-reaches i t s 
va lue in direct sales. This is proven by 
the fac t t ha t Kenwood, as the name is used 
on the street , is not t h a t of a subdivision, 
bu t of a country club. 

No effort has ever been made to sell lots 
to the members of the club. Mr. Chamber-
l in was asked how m a n y club members 
l ive in Kenwood. He had the list checked 
a t once, and found 13 members l iving in 
the subdivision. Buying a home there m a y 
c a r r y a fancied advan tage when app ly ing 
for a membersh ip in the club, and a cer-
t a in f reedom about the club may be as-
sumed, but t h a t is all. I t does not ca r ry 
a membership . 

This convincing separat ion of the two 
pro jec t s is aga in b rought out in the use 
of guest cards. One type of p romote r 
migh t do all t ha t is done here, and then 
flood the city with guest cards. Not here . 
T h e owners do issue a guest card, unde r 
unusua l conditions, bu t with the u tmos t 
care. The members have the usual guest 
card confer r ing the f reedom of the club, 
bu t wi th no e l iminat ion of regular charges 
fo r meals and golf. 

I t is difficult to sum up this combinat ion 
in a mate r ia l way for i t s genius is not in 
such th ings as fees, restr ic t ions, social af-
f a i r s and golf. To sum it up is to probe 
deeper t han that , and be profoundly im-
pressed with the demons t ra t ion of success 
a long r ight lines. We may say t h a t t h r ee 
e lements make Kenwood what it is; h igh 
s tandards , admi rab ly effective execution, 
and s incer i ty ; and the greatest of these is 
s incer i ty . 

A LDERWOOD County club, Po r t l and , 
* * Ore., r ecen t ly gave the u n m a r r i e d 
m e m b e r s of the organizat ion a b reak . 
Hence fo r th single members will be per-
mi t t ed to br ing one gues t per week to the 
course wi thout green-fees. The only pro-
viso is tha t the gues t must be of the op-
posi te sex f rom the member . 

The club announcemen t read : " 
unmar r i ed members , e i ther men or women, 
may bring to the course one gues t p e r 
week. No green fees will be charged 
e i the r the gues t or the member. An un-
mar r i ed man can only bring as his gues t 
a lady, while unmar r i ed women m e m b e r s 
can only br ing gent lemen. 
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THE superior strength of the "True Temper" 
steel shaft is one reason for its popu-

larity with Pro and player. 

This superior strength means less annoying 
breakage and fewer "comebacks"— less 
time spent in satisfying disgruntled players. 
Your own experience and that of thousands 
of other pros wi l l prove this statement. 

This superior strength is due to several 
causes. First "True Temper" is the only golf 
shaft made from a seamless tube of high 
carbon alloy steel. This is the same steel 
specified by the U. S. Government for use in 
airplane struts—where only the best will do. 
Second, the method of shaping this tube 
by a series of successive "steps"—each step 
forms a brace or arch in the wall of the 
shaft. W e a l l know that the arch is the 
strongest form of construction. Third, the 
five heat treating operations given each 
"True Temper" shaft in place of the usual 
two. Fourth, the strenuous tests and five 
inspections through which each shaft must 
pass. 25 separate and distinct operations 
are necessary in the production of each 
"True Temper" shaft. 

The next advertisement in this series will ex-
plain another outstanding advantage of the 
"True Temper" shaft. 

THE AMERICAN FORK & HOE CO. 
Sporting Goods Division 

General Offices: KEITH BUILDING, CLEVELAND, OHIO 

The 

Deflection Test 

One of many factory tests given each 
"True Temper" shaft. Al l "True 
Temper" shafts for woods are tested 
in this machine and must take a 
severe shock. "True Temper" shafts 
for irons, where the most important 
point for strength is about 3" from 
the tip, are tested by bending over 
a block at this vital point. 

TRUE "TEMPER 

STEEL SHAFTS 

H Y TRUE TEMPER S H A F T S 

ave Great 
T R E N G T H 



Club's Three Salaried Officers 
P R O F E S S I O N A L — M A N A G E R — GREENKEEPER 

Should Become Matched Set Team 
Says ALEX P1RIE 

Honorary President, P. G . A . of America 

GO L F club operation canno t be immune 
to the general upheava l and revision 
of policies tha t bus iness general ly 

has been experiencing for the last 18 
months . The managers , profess ionals and 
g reenkeepe r s mus t t ake into most serious 
considera t ion this bas ic f a c t : They a re 
in t rus ted with the business des t iny of the i r 
clubs, bu t unfor tuna te ly too o f t en have 
merely a smal l speaking par t in the formu-
lation of club policies. Th i s s i tuat ion I 
think is recognized by all t h e thought fu l 
depa r tmen t heads of golf clubs. To such 
men i t m u s t be completely obvious tha t to 
keep the p resen t uncer t a in t i e s f rom handi-
capping our individual developments and 
those of our respect ive businesses , we 
have u r g e n t need of un i ty be tween the 
manager , profess ional and greenkeeper . 
Individually, none of the t h r ee of us is 
going to ca r ry the weight wi th our club 
officials t h a t the three of us would have 
collectively on a fores ighted , sound and 
harmonious program for the good of the 
club. 

Some of the profess ionals and green-
keeper s have been, I think, unduly exer-
cised at the in te res t shown in the devel-
oping t rend towards genera l managemen t . 
I will confess to having held, for some 
time, a suspicion of t he dange r of th is 
idea not a lone to me and o the r profes-
sionals, but to the clubs. My opinion has 
been a l te red as I have seen tha t I had 
based my f o r m e r belief on an unwar ran t ed 
ballyhoo of genera l m a n a g e m e n t . 

The idea of general m a n a g e m e n t t h a t 
first got a round among profess ionals and 
g reenkeepe r s is t h a t the house manage r s 
intended to be " the works" and tha t the 
profess ional and g r eenkeepe r s were to be 
as e r r and boys with the inevi table curtail-
ment of pay and oppor tuni t ies for advance-
ment . The golf club officials have been 
in te res ted in this genera l m a n a g e m e n t idea 

f o r the simple reason tha t they have been 
despera te ly looking for some cure-all t h a t 
will remove the agony of the annual deficit . 

T h e g reenkeeper and the profess ional 
h e a r some vague r u m o r s of wha t is going 
on about th is genera l management af fa i r 
and a re d is turbed by the suspicion t h a t 
the i r associate, the clubhouse manager , is 
a r r a n g i n g to " f r a m e " them. I don ' t c i te 
th is as the genera l ac tua l per formance , but 
I do mainta in tha t t he re is enough bas i s 
for my s t a t emen t to show tha t it is mar -
r ing the smooth opera t ion of golf clubs. 

Who Is Qualified? 
When we get r ight down to th is genera l 

m a n a g e m e n t policy, it is difficult fo r a 
f r a n k and informed m a n to conceive of any 
reason why the clubhouse manage r or 
s t eward should be pu t into this posit ion of 
ter r i f ic responsibi l i ty simply because he is 
acquain ted with r e s t au ran t and house 
operat ion, which, a f t e r all, is but one detai l ' 
of runn ing the club, and not the essen t ia l 
one, a t tha t . 

Consequently, we come to the point 
w h e r e we all m u s t admit t ha t th is gen-
e ra l m a n a g e m e n t idea, if not given t h e 
bas is of ha rmonious and efficient co-or-
dinat ion of each depar tmen t , is a peril to 
t he clubhouse m a n a g e r as well as to the | 
pro and the g reenkeeper . Since this gen-
e ra l m a n a g e m e n t idea has been given 
publici ty tha t t he r e a r e hundreds of good 
bus iness execut ives—at present the vic-
t ims of the indus t r ia l s i tuat ion—who a r e 
anxious to ge t posi t ions as golf club gen-
e ra l manage r s ou t r ank ing the p resen t club-
house manager , the pro and the green-
keepe r and rea l ly hav ing less qualifica-
t ions in this in t r ica te , peculiar bus iness of 
r u n n i n g a golf club. 

The big problem of the pro, m a n a g e r and 
g reenkeepe r associa t ions , is to get the i r 
m e m b e r s to th ink of thei r problems col-
lect ively wi thout hav ing personal i t ies dis-


