
into the turf if the player should hit behind the ball. Some players who 
have tried it feel, too, that the added weight at the base lessens topping. 

The second outstanding feature is the brand new idea of matching in 
pairs, as to length and lie. In present matched sets, the shafts grow 
progressively shorter, and the lies more upright. In the new Jones Irons, 
Nos. 1 and 2 have exactly the same lie and length of shaft. The same is 
true for Nos. 3 and 4, Nos. 5 and 6, etc. Thus, instead of six or more 
stances, a player need master only three or four. And, of course, every 
pair is matched with every other pair in swinging weight. 

The finish, too, is exceptional and improved. Instead of the small 
obscure numbers on the heads, there are large, easily distinguished 
numerals. The numbers are repeated on the grip caps, so players can see 
that the caddy is handing them the correct club. And the grips are 
permanently fastened so as to eliminate unwinding and loose whippings. 

Of Utmost importance to you! Even if the Profes-
sional had nothing to offer but that mighty name and endorsement of 
Jones, golfers would go for them. Add to that the name of Spalding . . . 



the many advantages of the Cushion-neck feature . . . the new 
advantages that Jones and Spalding have worked out together 
. . . and you have the greatest opportunity ever offered to the 
Professionals of America at the time when they need it most! 

Heavier sole flange and lighter hosel 
lower percussion point. 

Cap of grip has club number 
clearly marked. 

New large numbers on sole make 
clubs easily distinguished. 

Grips permanently fastened to 
eliminate unwinding. 

O 1931. A . a. S . A B R O S . 



ticket is good for 12 lessons and sells for 
$3. The t icket may be used Monday to 
Fr iday, inclusive, a f t e r 3:30 P. M., and 
Sa turday before 11 A. M. I t s t i m e is out 
June 30—at the conclusion of t he school 
term. 

Kid Classes Hits at Clubs 
Professionals a r e finding t h a t classes for 

youngsters are becoming a lmost a neces-
sity of good pro business opera t ion . The 
classes, a l though usually given free , are 
proving to be very profitable bu i lders of 
good will and business for the golfing men-
tors. Probably one of the most successful 
instances of t he kid classes is a t Ridge-
wood, N. J., where the able and a le r t young 
George Jacobus is pro. 

Jacobus boasts of his child wonders and 
takes a keen in te res t in thei r development. 
The New Je r sey junior champion is a 
protege of George's and every prize win-
ner a t the last New Jersey jun io r event 
had been a pupil of his. He h a s 41 boys 
and 16 girls in his class. He pu t s up prizes 
for the boy and girl champions, and dur-
ing the s u m m e r he takes some of h i s boys 
to some other course each Monday morn-
ing. George is responsible for t h e i r con-
duct while they a re vis i t ing and he proud-
ly s tates the k ids show more regard for 
the course and courtesies than most adul ts 
can exhibit . 

George has been conduct ing these chil-
dren's classes for four years . To show 
what the kids th ink of the i r teacher, 
George has among his most h igh ly prized 
trophies some presents t ha t t he k ids have 
clubbed toge ther and bought h im each 
year. 

Bonnie Br iar , where Sal Du Buono is 
pro, has children's classes f ree every Mon-
day afternoon f rom 4 to 5 P. M. The 
classes s ta r ted Apri l 27. Chi ldren f rom 10 
to 15 years old a re eligible. At Brentwood 
Olin D u t r a and his ass i s tan t F r e d Clunk 
conduct kid classes each S a t u r d a y morn-
ing f rom 10 to 11. Boys and g i r l s f rom 
eight to 15 a r e eligible. Brentwood also 
extends the privileges of the course to the 
Brentwood h igh school team each Monday 
afternoon a f t e r 3 o'clock, except dur ing 
March, April and May. The youngsters 
must be accompanied by a member of the 
faculty. 

Group Lessons in Winter 
This encouragement of the youngs te r s is 

not confined to the clubs in metropol i tan 
districts. The Hutchinson (Minn . ) G. C. 
allows boys of school age, whose parents 

do not belong to the club, to join on a lim-
ited p laying t ime basis, fo r $5 annual ly . 

On every side you see t h a t the g roup in-
s t ruc t ion business is doing wonders in 
c rea t ing golf in teres t and assur ing a l a rge 
f u t u r e for the sport . I t needn ' t be confined 
to the clubs but the pros who have t h e "in-
s ide" on th is oppor tun i ty had bet ter pro-
tect themselves or th£ s to res will be giving 
f r ee group lessons as promotion s tun t s . 
These indoor s tun t s have great publ ici ty 
possibil i t ies as Lee Saettele , br ight young 
golf equipment salesmen, pointed out t h i s 
sp r ing in calling our a t t en t ion to a case 
a t Indianapol is . In the Hoosier capi ta l 
Ray and Les Smith and Dick Nelson gave 
f ree group lessons to gi r l office workers in 
the evening. More t h a n 40 gir ls immedi-
ately jumped a t the chance to t ake t h i s 
shor t course. All the g i r l s had to do to 
get t he lessons f ree was to wri te a win-
n ing essay on "Why I should like to play 
golf ," in a contest conducted by the Indian-
apolis Times. The boys got r a f t s of adver -
t i s ing t h a t they tu rned into money, a n d 
for fellows to t u r n a n y t h i n g into a n e t 
profit a t a winter school is something mar -
velous. This idea isn ' t l imited to the win-
te r t ime so any of t he s m a r t laddies w h o 
wan t to pick it up for use in newspaper tie-
ups can hop to it a t t he i r fee course jobs. 
The bird who owns the course will b less 
the pro for br ing ing h im the idea a n d t h e 
newspaper promotion and sports depar t -
men t s ought to leap a t t h e tip. 

Group Lesson Idea Used to 

Interest Men 
/ ^ R O U P lessons, successfu l ly conduc ted 
^ for women and ch i ldren by many pro-
fess iona l s dur ing the pas t few years , now 
a re being used as a s t u n t t ha t s t i r s u p 
male in teres t in indiv idual ins t ruct ion a n d 
buying f rom the pro. 

One a le r t Michigan profess ional is hav-
ing g roup lessons for men, without cha rge , 
one evening a week dur ing the s u m m e r . 
The g roup lesson is followed by a round 
table session of golf ins t ruct ion, ru les and 
p laying discussion. Th i s p ro fess iona l 
points out t ha t the group lessons he lp re-
move t h e suspicion t h a t pros are in teres t -
ed only in those who a r e fairly good play-
ers. He believes t h a t some pros have d o n e 
much in ju ry to the i r prospec ts fo r ad-
v a n c e m e n t a t the i r c lubs by ca te r ing m o s t 
to those who show promise as players , in-
s tead of dividing the i r a t ten t ion a m o n g 
all of t he members and the i r famil ies . 



Pro's Push Makes Small Town 
Fee Course Grow in Profit 

By K. M. KENNY 

SOME OF THE t rai l-blazing first class 
pros in the fee munic ipa l course field 
deserve much m o r e of a hand than they 

•are ge t t ing because t h e s e boys a re creat-
i n g the big jobs of t he f u t u r e . They a re 
t u r n i n g in business p e r f o r m a n c e s tha t a r e 
s h o w i n g fee course owne r s and municipal 
a u t h o r i t i e s the wisdom of get t ing good 
p ros and seeing t h a t t h e s e pros make 
•enough money to w a r r a n t s taying. 

Scot ty Chisholm has told, in these col-
u m n s , about the m a s t e r l y job being done 
Iby Wil l ie H u n t e r a t Montebello Pa rk , 
Cal i f . Now the o the r s ide of the conti-
n e n t ge t s r ep resen ta t ion with some dope 
o n the work being done by Art Grant , pro 
a t the Sagamore Spr ings G. C., Lynnfield 
•Center, Mass. This layout is no world sen-
s a t i o n as a fee golf course but i t 's a flour-
ishing moneymaker at modera te ra tes . 
W h e n Grant went wi th t h e outfit, a t t he 
•start of Sagamore , t h e r e were dire 
p rophec ies being made for it. The course 
~was 9 holes. The re was no clubhouse. 
F e e s w e r e 50 cents week days and 75 cents 
S a t u r d a y s , Sundays and holidays. Folks 
•around Lynnfield Cen te r said the Saga-
m o r e fe l lows were n u t s and would go 
Ibroke be fo re the first season ended. 

Augus t 6, this year , S a g a m o r e opened its 
•second 9, making the to ta l yardage 3,000 
o u t , and 3,150 in, and par 35-36—71. T h r e e 
t housand people a t t ended the opening ex-
hib i t ion and saw J e s s e Guilford and Henry 
Cuici play agains t Dave Hackney and Don-
ald Braul t , t he 15-year-old boy f rom Barre , 
Yt . T h e r e is pr ivate a n d fee course com-
pe t i t ion for Sagamore , bu t t he same crowd 
t h a t Gran t helped a s semble when the 
course was opened, sti l l p lays there . The 
9-hole course averaged a round 1,800 rounds 
a week this year . No figures on 18-hole 
play a r e handy as th is is wr i t ten . 

Selling and Simplicity 
Gran t h a s kept cons tan t ly busy on devel-

opmen t of new pa t ronage a t the course and 
a t t he s a m e t ime ma in t a ined an act ive in-
t e r e s t in the old t rade so it feels like the 
course is home. Th i s y e a r the course 

opened a c lubhouse tha t is located on the 
top of a hill overlooking the course. Light 
lunches and r e f r e s h m e n t s a re served . The 
es tab l i shment is simple but adequa te and 
invit ing. A spac ious porch w h e r e t h e hill-
top breezes lull, makes a g r e a t p lace for 
the weary, or t he non-part ic ipat ing wives 
of the players . 

These women a re being in t roduced to 
the game by Ar t ' s class lessons. H e takes 
c lasses of 10 or more, children, or m e n or 
women, and gives them group lessons for 
a n hour a t a cost of 50 cen ts a pupil . It 
is tough work to assemble such groups for 
ins t ruc t ion bu t Gran t is keeping a t it in 
t he confident belief it will m a k e more 
players for the course. He is a boos te r for 
th is group lesson proposit ion, a s he is of 
t he opinion it 's a lot easier for t he pupils to 
get in t roduced to golf in this fashion . Some 
of the class pick up the game quickly and 
become good adver t i s emen t s for t he pro 
and the course. 

The owners of the course a re the kind of 
a s tu t e men who realize the more they give 
the i r pro a chance to earn for h imse l f , the 
more the pro is going to earn for t h e m . On 
this account Gran t pers is tent ly conducts 
a selling campaign for Sagamore . H e out-
l ines one f ea tu r e of his selling work by 
re la t ing : 

"I have compiled a list of clubs, hote ls 
inns, municipal buildings and hospi ta l s 
within 25 miles of our course. I keep mak-
ing personal vis i ts to each one and spend 
a t least a few minu te s wi th the key m e n a t 
every place. You know a lmos t everyone 
who plays golf ha s a good s tory to tell 
about how they 'would have had a n ice 39 
for the first 9 holes if they hadn ' t missed 
an easy putt . ' Wel l , I jus t l i s ten to those 
s tor ies a s if I w e r e the one who missed the 
put t . In tha t way we became rea l f r i end ly 
and the next th ing I know they a re tel l ing 
me wha t day they a re going to come out 
and play. 

"I s t a r t a f t e r t hem again every spr ing. 
The tr ick is to keep this bus iness when 
you get it, and I find tha t ' s easy if a fel-
low will only t r y a bit and no t be a f ra id 



to put himself out some, Any good pro 
job is work, but tha t ' s wha t we a re sup-
posed to do. I t seems to me t h a t a lot 
of the fel lows who holler abou t the pro 
business a re fel lows who th ink the pro 
job ought to be a vacation, and t h a t a pro 

, is doing O. K. on the job when he looks 
pret ty and plays now and then . I t ' l l be a 
great th ing for these boys when they real-
ize they have to get a f t e r bus iness the 
same as any o ther business man , and they 
have to be cour teous and sol ic i tous even 
to the punkes t dub." 

Grant ha s no complaint about t ime drag-
. ging on h is job. He has p len ty to do as 

sales manager , ins t ructor , recep t ion com-
mit tee , merchand i se r of playing equipment , 
adver t i s ing manager , s tage m a n a g e r and 
tou rnamen t conductor . Each de ta i l of the 
job he cons iders of vital impor t ance and 
does a mas t e r ly job of handl ing each of 
these phases of business ge t t ing and oper-
at ing. 

Lynnfield Center is not the prize spot of 
the universe for a money-making fee 
course but th is sor t of work by Gran t and 
a policy of encouraging a good pro on the 
par t of t he course owners has given the 
Sagamore Spr ings plant an e a r n i n g record 
tha t e s t ab l i shmen t s in la rger c i t ies might 
envy. And a f t e r all, when t h e p lant is 
making a profit , the owners a r e going to 
put more money into the fac i l i t ies to in-
crease profits, and in the end t h e players 
benefit mos t of all. 

Member Care That Helps Course 

Superintendents 
By C . C . C R O W 

( I n "Oregon Golf") 

GOLF IS A gent leman ' s game . It calls 
for polite considerat ion of t h e o ther 

members of your foursome. Considerat ion 
for the caddies and an apprecia t ion of the 
influence the player has upon them. Con-
siderat ion for a s t r ic t observance of all 
rules and cus toms of play, and las t but 
not least, considera t ion for the course. 

A golf course is not policed l ike a bar-
racks, a na t iona l forest camp grounds or 
a city park . A thought fu l golfer does not 
need to have someone follow h im around 
with a was te paper basket and a set of 
garden tools. He takes a persona l pride 
in doing those th ings which he ought to 
do. He has the greates t of considera t ion 
for his course, real izing tha t the condit ion 
in which it is kep t de te rmines to a large 
extent the p leasure of his game. 

Did you ever make a long drive into t h e 
rough and go to wha t f r o m a dis tance ap-
peared to be your ball and find t h a t i t 
was a crumpled c igare t te wrapper or p a r t 
of a score card, then as a resul t lose t h e 
l ine on your shot and probably lose t h e 
bal l? Did you ever find matches and cigar-
e t t e s tubs carelessly lef t lying on a green?" 
This happens every day to someone. T h e 
m a n who l i t ters up a golf course wi th 
t r a s h of th is sort is thought less in t h e 
ext reme. Provision is m a d e on every t e e 
for the disposition of r e fu se and t he re is 
no excuse for any player not obse rv ing 
th i s rule . 

Then there is the replacement of d ivots . 
As the season advances the replacing of 
divots becomes increas ingly i m p o r t a n t . 
Deep holes gouged out of a f a i rway n o w 
quickly become dry and const i tu te not only 
an uns ight ly scar in the tu r f , but also a n 
u n f a i r hazard tha t penalizes good and bad 
p layers alike. There is no sa t i s f ac to ry 
h a l f w a y method of rep lac ing a divot. It i s 
i ncumben t upon the p layer to see to i t t h a t 
h is caddie picks up the divot and rep laces 
it carefully in the exact spot where i t 
came f rom. 

And now we come to sand t raps . I t i s 
a s ton i sh ing how few men give any t h o u g h t 
as to how they should wa lk in and out of 
a sand t rap, to say n o t h i n g of s m o o t h i n g 
over t he i r t racks . The though t fu l p l a y e r 
a lways en ters a t r a p a t t he point wh ich 
will enable h im to reach his ball in t h e 
fewest number of s teps. To care less ly 
walk t h e full length of a sand t r a p to a 
ball wh ich is nea r t he opposite end I s 
inexcusable and is grossly un fa i r to o t h e r 
players, who then have the added h a z a r d 
of numerous deep foo tp r in t s out of w h i c h 
it is f requent ly impossible to make a sa t is -
fac to ry recovery shot . 

I t should not be necessary to have r ig id 
ru les governing the t r e a t m e n t a golf 
course is to receive f r o m players. Com-
mon sense and an apprec ia t ion for h i s o w n 
proper ty should prompt every in te l l igent 
man to have considera t ion for h i s golf 
course. Dur ing these days when the aver-
age golf club is finding i t necessary t o 
pract ice more economy than usual, i t i s 
doubly incumbent upon t h e player to d o 
his u tmos t to make it possible for t h e 
greenskeeper to m a i n t a i n the course in 
good shape wi th a m i n i m u m of expense 
and t h a t calls for more considera t ion of 
tees, fa i rways , rough, sand t r aps a n d 
greens, and instead of de t rac t ing f rom t h e 
p leasure of the game, such co-operation 
adds to it . 



IDi lWa 
squeezes golf ball costs 

to the Pro's advantage 
W h e n it is possible to squeeze one more drop out of costs, Wilson wil l 

do i t—and, what's more—this saving wil l be passed right on to the Pro-

fessional, to give him even greater sales opportunity. 

W I L S O N - W E S T E R N 

CHICAGO NEW YORK BOSTON KANSAS CITY 



• ADDED SELLINO STRENGTH for the Professional is the 

determined policy of Wilson—lower costs, with every pos-

sible increase of quality. 

• A special announcement on a reduction of golf ball costs 

to the Professional is being made at this time.You will receive 

a notification to this effect directly. 

• Wi lson apprec ia tes the ever-growing confidence re-

ceived from the Professional and the tangible proof of regard 

for Wilson products and policies through its enjoyment of 

increased Professional business. 

AND HERE IS A B R A N D NEW HIGH 
Q U A L I T Y L I Q U I D C E N T E R B A L L 
TO RETAIL AT 
FIFTY CENTS 

S P O R T I N G G O O D S C O . 

It is made with a liquid center, 
wound under pressure and has 
a tough, durable cover. Careful 
testing through each step of con-
struction assures a consistently 
high degree of performance. It 
is the finest possible golf ball 
value at a fifty cent price. 

The Pro S p e c i a l - s o l d to the 
public through no other source 
—has all the characteristics of a 
high quality seventy-five cent 
ball. 

DALLAS LOS ANGELES SAN FRANCISCO PORTLAND 



Easy Bookkeeping System Tells 
Pro How Shop Stands Daily 

SE V E R A L years ago Alex Pir ie and R. 
W. ("Doc") Treacy, pro at Woodmont 
C. C. (Milwaukee d i s t r i c t ) , wen t to 

w o r k on a pro bookkeeping sys tem as a 
P. G. A. act ivi ty. O the r pros contr ibuted 
ideas f r o m thei r own sys tems and w h e n 
t h e first d r a f t of the sugges ted sys tem was 
comple ted Doc and Alex took it to an 
accoun t ing exper t fo r sugges t ions and ap-
proval . When the a c c o u n t a n t got th rough 
wi th the revis ions the sys t em was so in-
volved t h a t it took a C. P . A. to dope out 
t h e answers . So the p ros temporar i ly 
laid the work aside. 

Doc's in te res t in the s y s t e m was revived 
by the income laws of Wiscons in which 

call for a precise and complete record of 
income and expenses . Using the ma te r i a l 
assembled for t he initial P. G. A. work , 
Treacy worked out a bookkeeping sys t em 
for pro use t h a t Is a model of s implici ty 
and helpfulness . The sys tem shows the 
pro where he s t a n d s a t all t imes and en-
ables him to compare his bus iness f rom 
year to year . 

In view of the in tense in te res t In pro 
bookkeeping s y s t e m s resul t ing f r o m the 
development of pro business m e t h o d s and 
the recept ion given Dan Goss' ser ies on pro 
bookkeeping in GOLFDOM, the accom-
panying p resen ta t ion of Treacy ' s f o r m s is 
bound to be welcomed by profess ionals . 

Fig. 1. Doc's stock record of wood clubs and below it his stock record of iron clubs. 
In the first column under "Club Member" is recorded the number Doc stamps with a 
Ya-lrt. steel die on the end of the shaft of each club. This provides a means of identify-
ing the club if lost by its owner and is a means of quickly checking the inventory. This 
numbering also checks against forgetting to make the charg* when the club is sold. 
Columns headed "Fin" and "R. W. T." indicate whether the club was bought by Doc In 
finished condition or was made in Doc's shop. Treacy explains that the cost of labor for 
hand-made clubs is not shown in the cost price of the club he lists and suggests that 
some careful study be given to this item. His reason for omitting the labor charge is the 
difficulty of accurately allocating the time which, after all, Is time Doc or his assistant 
haven't booked for other work at the club. 
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K r O y d O n h a s t h e w i n n i n g c o m b i n a t i o n f o r I 9 3 2 ! 

MERCHANDISE THAT 
WILL SELL! 

POLICY O f P R 

Great News! 

The Kroydon Patented Hy-
Power Steel Shaft is now avail-
able in woods! 

The reverse taper ing principle 
which can be had in no other 
steel shaft, lengthens the drive. 
You pros know what this Hy-
Power Steel Shaft has done for 
your iron play. W i t h this shaft 
N O W in woods, think of the 
sales opportuni ty it offers! 

EVERY PLAYER GETS A K ICK 
OUT OF HIS DRIVE. When he 
knows that the Hy-Power Steel 
Shaft will lengthen his drive, he 
is ready to buy a set of Kroydon 
woods! 

Kroydon is the profit 
line for the coming 
season. Investigate. 

' O ¡V 
h 

% 

National advertising tells the 
golfers of Amer ica why the 
Hy-Power Steel Shaft lengthens 
the drive. It explains the re-
verse taper ing principle that is 
exclusive with Kroydon Clubs. 
This advertising also says, "BUY 
FROM Y O U R PRO." 

Kroydon's policy of price pro-
motion means that you make a 
full prof i t on every sale—PRICE-
CUTTING IS ELIMINATED. 

Kroydon is the line for 1932! It 
is the line tha t showed an in-
crease during the past hard 
year, and we predict the big-
gest gains ever experienced for 
Kroydon Clubs in 1932! 

The Hy-Power Steel Shaft is the 
sales sensation of the year! 

Examine the line. Let our sales-
men tell you about our policy 
of protection for the pro. 

The circle above shows you the reverse tapering principle of the 
Hy-Power Steel Shaft. This reverse tapering principle puts the 
whip up nearer the hands, just the same as in the hickory 
shaft, where it should be for greater distance and control. 

PROFESSIONAL-BY- Kroydon C L U B S 



Fig. 2. Daily sales. For the purpose of comparing yearly results, it is advisable to 
note weather conditions and any tournament events being held each day. 

Fig. 3. Recapitulation of sales by months for each yearly period, making the sum-
mary handy for reference. 

Fig. 4. Facing pages on "Goods Recelvetl." When bills are checked and paid against 
this record it is practically impossible to forget any of the accounts or to neglect taking 
the discounts through carelessness. The forms also make it easy to get yearly compari-
sons for guidance in buying. 

Fig. 5. Members' Accounts. By studying this sheet Doc can see which of his mem-
bers are not giving the business they should to the shop and can put in some special 
work educating them to the stocks and values offered. 


