
His Wins ... 
BOOST YOUR SALES 

Invite your members, personally, to play 
around with Sarazen's World Champion-
ship Clubs—your Power-Gauged dem-
onstration set. Invite them by mail, 
using free direct-mail campaign devel-
oped by Wilson for you. Individualized 
with your own name and your shop 
name. No work for you to do. No 
expense. And—for clubs and balls there's 
a great collection of new Sarazen tie-up 
material to make your shop hum. Turn 
Sarazen's great wins into profit for you 
—right now. 

WORLD'S 

C H A M P I O N 

BALL 

H OL-HI NINE 

First with Sarazen in 

British and U. S. 

Opens. Tied for sec-

ond with Perkins in 

U. S. Open. They're 

all going HOL-HI! 

P O W E R - G A U G E D CLUBS end HOL-HI NINE Golf * . » . 

Wilson-Western Sporting Goods 
Company, Chicago, Il l inois 
• I am interested in your "Free Demon-

stration to member " proposition 

Name - -

Club. 

City. State 

by 
l U i i v o n 

Sold Only by Professionals 
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11 O l d D o c Schacht" Prcscribcs 
Pro Sales Tonic Letters 

EL M E R SCHACHT , bright young feller 

who works with his skull and his 

muscles for the membership of the 

Country Club of Terre Haute, Ind., and 

then for wise Mr. Schacht, has put over a 

letter campaign to his members that's 

something new in pro business promotion. 

It's a series of three letters, all tied to-

gether like a continued story and with a 

" just then a shot rang out" finish to the 

first two letters so the customers will be 

looking for the follow-up. 

Elmer has been reading the papers. He 

picked up insurance company dope about 

an increase in suicide and read of, and 

heard the doctors telling about folks not 

coming to them unti l it was too late for a 

cure. He arrived at the conclusion that the 

health angle of golf was due for a strong 

play. 

He got some great stuff in the way of 

authoritative medical testimony on the 

curative and protective features of golf 

that ran some time ago in one of the play-

er papers. 

Schacht sent out the letters two weeks 

apart, and in the week between each letter 

he mai ls one of the Walter Hagen line's 

"Sloppy Shotz" folders. 

Too many of the fellows just send out 

one letter and let it go at that but the 

Schacht plan is to keep pounding at them, 

especially since the cost is low. The tie-up 

of his personal stuff and some of the splen-

did material furnished by the manufactur-

ers gives h im a first class, strong advertis-

ing campaign. I f there's business to be 

had this sort of work will get it. 

Strange to say, in these times when most 

of the boys could stand some business, 

there are no glowing reports from the 

manufacturers to the effect that their ex-

pensive mai l ing material, supplied to the 

pros, is being used to any especially strong 

degree. The boys ought to put on more 

steam with this stuff. By neglecting to use 

it they are passing up a great chance to 

blast loose some sales. 

Expert Counsel. 
Here is the first letter in the series 

Schacht sent out: 

A study of the ideas and beliefs of differ-

ent noted physicians regarding the golf 

game was recently made at a tournament 

of the New York Physicians Golf Associa-

tion held at the Westchester Country Club. 

This organization was selected for the 

study because its membership is made up 

of most of the best known physicians in 

New York, not a few having national and 

international reputations in their special-

ties. 

The first impression made from a study 

of the entire group is that physically they 

were a very healthy looking group of doc-

tors, none looking like the old type of 

physician of serious mien, over-stout when 

middle aged. and definitely slowed up in 

physical activities. Most of them were well 

tanned by the sun. strong looking physical-

ly, active and alive in their movements, 

none definitely stout, and all jolly in 

demeanor. 

"I play golf," said the first Medico 

spoken to, "because my study of patients 

has proven to me that those who play golf 

live longer, have less illness and are hap-

pier than those who do not. The reason 

for this is that these persons engage in the 

healthiest exercise there is, namely, walk-

ing in the open air in sunlight, and this is 

far better than any other type of exercise, 

less strenuous than tennis for the middle 

aged man. gives one sufficient perspiration 

and yet permits periods of rest, and thus 

builds up the heart muscle gradually and 

keeps the whole body in good functional 

shape." 

I will send you a continuation of this 

survey at a future date. 

Don't forget, I carry a complete line of 

golf equipment for your convenience. I 

sell everything a golfer needs and have 

most of it in stock. If I haven't, I will get 

it for you. 

For "health's" sake, may we see you fre-

quently on the golf course this summerf 

Patent Medicine Method. 
The second shot in the Schacht campaign 

gives the customers some of the tried and 

true patent medicine technique—it makes 

the folks feel like they must forget the 

troubles golf alone wi l l cure. The second 

letter reads: 



The following is a continuation of the 
study of the ideas and beliefs of the doc-
tors in the New York Physicians Golf As-
sociation regarding the game of golf. 

"Why it is," said a celebrated skin 
specialist, "that people who play golf are 
rarely patients among the specialists in my 
line of work, I do not know. I just know 
it is a fact, and it probably is because golf-
ers bum up the uric acid that is in the 
blood of all of us and is a great cause of 
chronic skin diseases." 

An internationally known stomach and 
intestinal specialist said the follouAng: 
"Golf is the best exercise for digestive dis-
orders I know of. It improves the tone of 
the body and that benefits the digestion and 
cleans up a lot of minor digestive disor-
ders. As the digestive apparatus is im-
proved that in turn improves the body and 
thus a charmed circle of health is brought 
about. Golf is one of the best treatments 
I know of for disease of the gall bladder 
and intestinal poisoning. If every adult 
played golf, I would have much less to do, 
and since I've learned this, I play golf" 

"It's a strange thing," said another inter-
nationally known specialist, "that golf prop-
erly engaged in will reduce a high blood 
jrressure and raise one that is too low. I 
have seen not a few men whose arteries 
were that stiff that I did not think they 
could live more than a few years, and yet 
when they are golfers they go on living in 
a healthy way year after year without any 
effects whatsoever, whereas the non-golfer 
with like arteries dies off with apoplexy 
and heart disease in a short time. There 
has been a good deal foolishly said about 
people dying on a golf course, but to every 
one that died there are thousands that died 
in bed. Since playing golf is health-giving 
and stocks up vitality and one can never 
foretell what infection will hit you. I en-
gage in it instead of buying health insur-
ance." 

Good health pays big dividends. Spend 
the saving in doctor bills and insurance on 
that neic set of Bobby Jones or Walter Ha-
gen golf clubs you've been wanting and 
PLAY GOLF! 

Count Cost in Health. 
Elmer concluded his series early in June 

with the following testimony: 

This is the concluding letter in the series 
I have presented to you on the ideas and 
beliefs of physicians pertaining to the 
game of golf. 

A well-known nose and throat specialist 
offered the following: "The one great con-

dition produced in my line is the so-called 
common cold in the head. These attack 
people mostly in the wnnter months when 
everybody is housed up in heated houses 
breathing dry air loaded with dust and in-
fection. They are Hot common in the sum-
mer, and when they occur they do not do 
much, if any, real mischief. There is less 
nose and throat trouble among golfers than 
any other people I know of, hay fever be-
ing the only exception to this." 

And then came the always interesting 
nerve specialist with this: "The trouble 
in this country is that the men work too 
hard and the women fuss too much. The 
best treatment that I know of for these peo-
ple is golf. Almost all of my patients have 
only functional nervous disturbances which 
golf as an exercise is perfect in correct-
ing. The very fact that to play a round 
of golf keeps a man out of his office for 
several hours is a great benefit to him al-
though many will complain that they can-
not afford the time." 

The wisest summary of it all came from 
a wise general practitioner. "J am seventy-
five years of age and for the last forty 
years that I played golf I have never been 
sick in bed for one whole day. I have no 
patience with the person who says he can-
not afford to play golf or that the initiation 
fee and the dues of a golf club are too 
much. For a few hundred dollars a year 
and playing golf he has the best health in-
surance and assurance to be fit for work 
that I know of. People should look on the 
cost of belonging to a golf club in this light, 
count it in health and not a few dollars, if 
you would estimate the game at its true 
value." 

Guard your health as these physicians 
do. Play golf and stay healthy. 

P. S. Don't forget—you will get the most 
enjoyment from the game when you are 
playing well—to play well you must prac-
tice, but unsupervised practice is worse 
than none. May I sign you up for a course 
of lessons? 

I I ERE'S A THOUGHT about the pro job 

" that isn't used enough in pro propa-
ganda: "There are very few good pros in 
the country whose clubs could pay them 
wrhat they are worth as instructors. The 
pro's shop has to support him. But it is 
the golf interest promoted by effective in-
struction that keeps the clubs going." The 
remark was made by Clarence Rickey, golf 
club official and vice-president of the R. H. 
Buhrke Co. 



Texas Pro M e r c h a n d i s e s M o v i e Ins t ruct ion 

P e r s o n a l i z e d M - e t h o d ^ o f 

G o l f I n s t r u c t i o n 

Mr. Aulbach is a believer in 

the practical shot-by-shot method 

of teaching. In this course he be-

comes your partner and takes you 

right with him from the tee shot 

to the green. That is h o w he 

makes intricate points seem simple, 

how he makes difficulties easy. 

Everything is so clear—so p l a i n -

no complicated or technical prob-

lems to solve. You feel immedi-

ately that you are going to get the 

" h o w " of the game. 

MM VE 
STANCE 

\Qt 

Number 2 Cour»e for 90 to 100 

Player* 

E—Pupil 

P | H • • ! ith irons. 
1 PRACTICE Tee—Development o4 «wing 

^ PRACTICE tee—General practice session 
Pupil view? film of »elf Alio sees worlds 
leading start in «low and fast motion with par 
ticular attention upon the swing fundamental« 

4 PRACTICE TEE—Approaching and iron 
shots for accuracy 

Playing Lesson. 18 Holes—Emphasis 
upon direction and poor judgment in method of 
approaching. 

6. PRACTICE T E F — R e v i e w of mistakes 
found in playing lesson. 

7 Practice on Course—Art of recovery 
sand trap and heavy rough shots. 

8 Practice on Course—Putting run-ups 
and pitchcs. 
o Piaying Lesson. 18 Holes—Emoha 

sizing the proper club for the proper lie Pupil 
is again filmed 
10 PRACTICE Tee—Review of playing mis 
takes. Learn to play uphill, and sidehill lies, 
also how to play against the wind. 
I I PRACTICE Tee—General practice on swing 
development and short game 
11. Playing Lesson, i 8 Holes—General k 
view of whole game, with attention upon placing 
shots Pupil virws second film of self and com 
pjres it with the first film to see actual swing 
improvement 

The pupil must be entirely satisfied with (he 
improvement or no charge will be made for the 

n ree C o m p l e t e C o u r s e s 

b y M . o t i o n P i c t u r e 

This personalized method of 

instruction is made up in three 

complete courses. Each course es-

pecially adapted to its class of 

player The courses are: 

1. FOR PLAYERS OVER 100. 
2 FOR 90 TO 100 PLAYERS. 

3 FOR PLAYERS UNDER 90. 

At the conclusion of the course 

the pupil receives a diagnosis rec-

ord of the faulty strokes and their 

immediate proper correction A 

complété record of each lesson is 

carefully kept on file for reference 

TIE , . 
SHOT U 

C & 

AULBACH ANALYSIS 

GEORGE AULBACH , pro 

at Dallas (Tex.) Country 
club and previously con-
nected with the Spring Lake 
C. C. at Waco, Texas, is push-
ing motion picture instruc-
tion with some fine methods. 

The first shot in the Aul-
bach instruction sales cam-
paign is a folder detailing the 
points of his "personalized 
method of golf instruction by 
motion pictures." He has 
three courses: one for play-
ers over 100, another for 90 
to 100 players and the third 
for players under 90. The ac-
companying cut of the inside 
of Aulbach's folder shows 
how the bright boy not only 
teaches the pupils to play 
with brawn, but with the 
brain. This copyright form is 
in two parts. Aulbach tears 
off one-half and keeps the 
pupil's record in his files for 
the follow-through. The form 
also is shown by a cut ap-
pearing with this story. 
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PERSONALIZED METHOD OF GOLF INSTRUCTION 

WEICHT ___ MEWKT um BIIHUI _ 

LESSONS 



The Kroydon Hy-Power Steel 
Shaft it made by a patented 
proceu which imparts a beau-
tifully balanced reverse taper 
to the »haft, a« illuitrated 
above. Thi* put* the whip up 
near the hand*. ju*t a* in a 
perfect hickory *haft. and *o 
permit* longer drive* and 
greater accuracy. 

Q E C A U S E K r o y d o n H y - P o w e r C l u b s will b r i n g y o u r 
p layers scores D O W N , t h e y will b r i n g your p ro f i ts 

U P I By p u t t i n g t h e w h i p u p n e a r e r t h e hands, t h e 
K r o y d o n H y - P o w e r S t e e l S h a f t enab les a n y p l a y e r t o hi t 
his ba l l longer of f t h e t e e a n d t o m a i n t a i n b e t t e r c o n t r o l 
o v e r al l sho ts—thus c u t t i n g strokes f r o m his score. T h e 
sa t i s fac t ion wh ich y o u r p layers will f e e l a f t e r purchas ing 
a n d p l a y i n g K r o y d o n H y - P o w e r C l u b s , is sure t o b u i l d 
c o n f i d e n c e in y o u a n d w h a t y o u sell, a n d t o r e a c t in y o u r 
f a v o r t h r o u g h i n c r e a s e d g o o d w i l l a n d sales. Then , t o o , 
y o u m a k e a ful l p r o f i t on e v e r y K r o y d o n sale . . P r ice -
c u t t i n g a n d o t h e r u n f a i r c o m p e t i t i o n is e l i m i n a t e d b y 
K r o y d o n ' s Pol icy o f P r o - p r o t e c t i o n . These t w o f a c t s , 
b a c k e d by K r o y d o n ' s r e p u t a t i o n f o r honest va lue a n d su-
p e r i o r workmansh ip , m a k e t h e K r o y d o n l ine o f H y - P o w e r 
S t e e l - S h a f t e d C l u b s t h e most p r o f i t a b l e l ine f o r y o u . 

F o r f u r t h e r i n f o r m a t i o n a b o u t K r o y d o n C l u b s 

o r K r o y d o n ' s P o l i c y o f P r o - p r o t e c t i o n , a s k 

y o u r l o c a l r e p r e s e n t a t i v e t o c a l l , o r w r i t e 

T h e K r o y d o n C o m p a n y , M a p l e w o o d , N e w J e r s e y 

P R O F E S S I O N A L BY 

Kroydon 
CLUBS 



N o Tax o n G r e e n Fees, T reasury 
D e p ' t Rules 

GOLFDOM: 
We would appreciate it very much if 

you would settle the following question 
for us: We are a daily fee course, not a 
club. We have no members in the usual 
sense of the word; however, for $25 a per-
son can play all season without payment 
of any further fees. Is this $25 season 
ticket subject to the new federal tax on 
admission to places of amusement? How 
about our different daily fees of 25c, 50c 
and $1.00? 

Signed: L. B. E., Iowa. 

Reply 
The USOA through its general counsel, 

Livingston Piatt, advises tis under date of 
June 30th as follows: 

"The admission tax section of the Rev-
enue Act of 1932 (Sec. 7110) is worded the 
same as the admissions tax sections in 
prior acts. The Treasury Department has 
ruled that green-fees of a golf club are not 
taxable as admissions. (See S. T. 357 1-1 
Cumulative Bulletin 434.) Golf clubs have 
never collected a tax on green-fees under 

prior Revenue Acts, nor have they ever 

been called upon to collect such a tax. 

"The question raised by your letter is, « 
however, slightly different from the ques-
tions of green-fees of a golf club. The 
Department has held that where payment 
is necessary to gain physical access to a ' 
building or enclosure the payment is sub-
ject to an admissions tax. (See Office De-
cision 99 4-21-214. Also, United States v. 
Roller & Farmer, 287 Fed. 418 T. D. 3431 
II-l C. B. 266.) If the Iowa fee course will 
not allow anybody on the grounds unless 
they have paid a fee, it might well be that 
the Department will rule that the charge 
is subject to an admissions tax. The ordi-
nary golf club does not, of course, say 
anything if a stranger who is behaving 
himself in a proper manner merely walks v 

out upon its grounds and does not attempt 
to play golf. Such a person is never told 
that he must either pay a green-fee or „_ 
leave. However, I understand that some 
of the public golf courses around New 
York City, and particularly the Van Cort-
landt Park golf course, are absolutely ^ 
fenced off and no one who does not hold 
a ticket entitling him to play is allowed 

FOUR CLASSES 

OF BALLS 

I m p o r t e d D u n l o p 

D u n l o p ( m a d e in U . S . A . ) 

D u n l o p W a r w i c k 

W a r w i c k 3 5 

F o u r D u n l o p bal ls to br ing a n d k e e p 

the golf ba l l business in the pro's shops. 

D U N L O P T I R E & R U B B E R C O . , 3111 E M P I R E S T A T E B L D G . , N E W Y O R K , N . Y . 

I M P O R T E D D U N L O P 



upon the course. If the same procedure 

is adopted by the course in Iowa, it is my 

opinion that the Treasury Department 

would hold that an admissions fee was 

being charged and it was subject to tax." 

DOUBLE-CROSS 
Thought less Pros Sacr i f i ce M a r k e t 

P r o t e c t i o n on Ball D e a l 

SI TT ING IN the middle G O L F D O M has 

had opportunity to comment impartial ly 

011 how attempts of manufacturers to give 

pros exclusive marketing deals have been 

defeated too often by the pros themselves. 

Cases of pros selling PGA balls out of 

their own stock to stores have been sub-

jects of prior comment. The straightfor-

ward pro merchants who keep faith on the 

deals squawk about merchandise repre-

sented to them as "exclusively pro" being 

found on sale at stores. Investigation of 

the source of the stores' supply most often 

shows the goods come from pros who 

listen to the stores' importunities and 

double-cross their comrades instead of 

selling any surplus they have to brother 

pros so the market can be protected. 

Frequency of the cases prevented some 

manufacturers taking on franchise to make 

PGA clubs, as much as those manufactur-

ers would have like to consider the deal. 

The deal involved a bond assuring exclu-

sive sale of PGA merchandise through 

PGA pros. Any violation would subject 

the manufacturer to a heavy forfeit or, at 

the best, expensive and embarrassing in-

vestigation. 

la test instances of some of the boys 

stumbling over their own feet in this mat-

ter concerns the United States "Royal" 

and "Fairway" ball sales. Pros were given 

exclusive on the reduced prices for a three-

week period with the idea of presenting 

them a proposition that would bring ball 

business back to pro shops that formerly 

had been going to other retailers for re-

duced price golf balls of unknown char-

acter. 

It worked very prettily and completely 

at the start and pros were planning a 100% 

clean-up in bringing the bargain hunters 

back as pro-shop customers. But, before 

the July 12 date on which the dealers 

were to get the balls at the reduced price 

earlier given the pros, the balls began to 

be seen in stores. 

Investigators found that store supplies 

had been secured from pro sources at 

premiums of as low as 25 cents a dozen. 

Again reminding you that GOLFDOM is 

robust champion of the pro cause, we must 

say that this recurrence of the runaround 

is one of those little things that the pros 

will have to eliminate before the boys can 

sit back on their haunches and howl that 

the manufacturers are throwing curves 

into them. The PGA playing copper in 

such matter would provide some interest-

ing little sessions. 

Any comment the fellows have to make 

on this situation will be eagerly welcomed 

by GOLFDOM. 

C r o k e Figures D i v o t A c r e a g e a n d 
W i n c e s 

J A C K C R O K E , when the genius of Cook 

^ County Forest Preserve golf courses, 

figured out the annual divot acreage on 

the preserve's 4 courses. During an aver-

age year 230,500 rounds are played on the 

courses. Jack figures each player aver-

ages 50 divots a round. This makes 11,-

525,000 divots a year. W i t h divots averag-

ing 10 sq. in., there are 181/3 acres of 

divots removed a year, or about 2 3/5 acres 

for each 9 holes. There's one of the head-

aches of golf course maintenance. 

The problem is not as bad at private 

clubs but it's bad enough to have several 

green-chairmen each year write GOLF-

DOM whether it would be advisable to 

have caddies carry packets of seed and 

dirt to put in divot sopts. 

Bob Hayes, eminent supt. at Pelliam 

(N. Y.) C. C., offers the practical answer. 

He says: " In order to use the seed in that 

manner it would have to be mixed with 

topsoil and fertilizer, and if not used 

wi th in a certain t ime the seed would 

germinate in the packages. I doubt if the 

caddies would use the seed as they should 

and waste would be expensive." 

T H E NEW country club course planned 

' at Tucson, Arizona, wil l contain a novel 

feature in that it will have two 19th holes. 

The proverbial 19th hole within the club-

house wil l exist just as it does in so many 

other clubhouses, but Tucson's layout will 

also have a 19th hole out on the grounds. 

This extra hole is to be used for playing 

off ties in club tournaments and will also 

serve as a practice fairway. 



THE K I N G . . . O F 
SILVER KING'S 
ST. A N D R E W S 
SLOGAN CONTEST! 

" I T S C O R E 
A D D S D I S T A N C E 

YVHEN Y O U W H A C K IT 

B E C A U S E T H E P A T E N T 
I N N E R J A C K E T 

I M P A R T S L I V E P O W E R 
W H E R E O T H E R S -

L A C K IT ^ " 

Submitted by 

JOHN M. BON BRIGHT 
7 4 3 Van Dyke Avenue, Detro i t , Mich. 

To whom the Judges hove awarded a free trip for two 
persons for a week's golf at St. Andrews and Gleneagles, 
Scotland, with traveling« hotel and golf expenses paid. 

Winner of Professional Award 

WILLIAM WALKER 
Englewood Golf Club, Englewood, N. J. 

To whom the Judges have awarded a free trip to St. 
Andrews and Gleneagles, Scotland. 

John Wanamaker New York 
Broadway at 9th Street 

Sole Distributor in the United Sfafes for 

C o m m o n s e n s e M a n a g e m e n t o f F e e 
G o l f C o u r s e s 
By THREE SEAS 

| A C K O F ordinary business judgment in 
the operation of fee courses is constant-

ly being brought to the notice of the writer. 
One of the most vital points at the average 
fee course is the appointment of a suitable 
professional. The people who finance the 
project do not hesitate to pour money on 
other items, such as the clubhouse and its 
furnishings, landscaping, etc., but forget 
the fact that they are catering to probably 
the most "one-ideaed" man in the world. 
This self-centered person is the man who 
is out for a round of golf. Nothing else is 
on that man's mind. Does he care if the 
lounge has period furniture? He does not; 
he is more concerned in seeing that he 
gets a decent caddie. He wants the start-
ing tee handled fairly, especially if a busy 
day. This means more than the average 
course owner realized. This work is abso-
lutely under the jurisdiction of the pro. 

The caddie service at the average fee 
course is usually something to be mar-
velled at from a point of complete ineffi-
ciency; still it cannot be wondered at, 
when one realizes that probably the caddie-
master has been hired because of his 
cheapness and is not responsible to any-
one but the owner, who is seldom there. 

First impressions mean much to any 
player going to a course. If he is met by 
someone who gives him the idea that the 
club has been waiting just for him, it 
means much. Have the next caddie up 
bring his clubs in; accept his fee as if his 
money was conferring an honor on the 
place; ask him, if he is by himself, if he 
wants a game with a foursome. All this 
should be done by the pro. 

A great many fee courses fall down after 
spending possibly around a cool couple of 
hundred thousand dollars, because they 
proceed to put at the one place where the 
prospective customer first contacts a man 
whose sole recommendation is cheapness. 
The same people who hired him, would, if 
their own business got in a jam, go get the 
best man they could, regardless of costs. 
Do you ever see a fairly well-known pro at 
a fee course? No! They (the owners) 
usually jibe at the idea of, say $1,500 or 
$2,000 more than the present so-called pro: 
the most penny wise and pound foolish 
policy they can adopt. 

I have in mind a club 14 miles out of a 
city with already between 30 and 40 clubs. 



This club engaged a pro. He is a well-
known teacher and a man fairly well on 
in years. It was only a nine hole course 
four years ago, yet today it is a full 
eighteen with a fine clubhouse, and the 
owners have no need to worry about where 
to get the money to run the place. The 
last two years the season memberships 
have been filled by May 15 and a waiting 
list established. This was done despite 
keen competition even from private clubs 
offering much more palatial clubhouses. 
This pro or his staff is on the job all the 
time. I imagine at times he gets very tired 
trying to keep 350 men and a hundred 
women all in good humor; still, every one 
of these members swear by him and back 
him up all the time. 

No store keeps its cheapest merchandise 
in the front window, yet that is what many 
fee courses do in their pro situation. 

D O B PRYOR, able young golf writer, 
® telling "Worries of a Green-Chairman" 
in his Newark (N. J.) Star-Eagle golf col-
umn, shows how the Green Brook (N. J . ) 
C. C. green-committee tells members of its 
operations in a more graphic way than can 
be done with plain figures. From Green 
Brooks' greens report: 

"During the year 9,500 square feet of sod 
were placed on the tees, fifty-five loads of 
top dressing were placed on the greens, 
twenty-four loads of sand were placed on 
the greens, 100 loads of sand were placed 
in the traps, 150 loads of topsoil were 
spread over the road across the sixteenth 
fairway. Twelve tons of fertilizer were 
placed on the fairways, 144 loads of fill 
were placed on the bank below the ninth 
tee and used in enlarging the tees, 400 
pounds of seed were used for the greens 
and 800 pounds for the fairways." 

TEE MAINTENANCE is becoming such a 
serious problem at private courses due 

to great increase in women's play that sev-
eral courses are considering installation of 
matts in some sections of all grass tees. 

M O GOLF hole should punish more 
severely a shot which rolls over the 

green than a shot which is short of the 
putting surface. There is too much timid-
ity in golf; boldness should be rewarded. 

STOKES D O N ' T G E T 
A J H L E T E ' S 

F O O T 
Play 

Safe! 

Made of 
Genuine 

Hard Rubber 
The BEST 

Acid-Resisting 
Material 

Tell Your Friends 
About it! 

F O R G Y M N A S I U M S , S W I M M I N G P O O L S , 
A N D L O C K E R R O O M S I N S C H O O L S , 

C L U B S A N D C O L L E G E S 

BATH 
P R E V E N T S 
I N F E C T I O N 
Your club should be 

equipped with this Foot 
Bath. See that every 
swimming pool and gym 
that you patronize has one. 
Fil led with 10% to 15% solu-
tion of Sodium Thiosulphate. it 
wi l l prevent athlete's foot. Track 
ing around after dipping the feet 
spreads the preventative. 

n o n i o n n.u. 
Canadian Plant, Wel land, Ont . 



4th ANNUAL 

GLENS FALLS 
OPEN 

Sept. 8th, 9th and 10th 

72 Holes Medal Play 

25 CASH PRIZES 
$1,000.00 first and leg 

on "E . W . Wes t Cup . " 

25th place pays $20.00 

Entries Close Sept. 6th 

Fee $5.00 

For ful l in format ion 

address 

G L E N S F A L L S O P E N 
Box 602 

Glens Falls, N. Y. 

QUICKER S A L E S - B I G REPEAT BUSINESS 
For smarter looking and longer lasting clubs, 
have them equipped with Pyratone Sheath. 
Pyraton» Sheath is the only finish Guaranteed 
for life. Leading Club Manufacturers Can 
Supply You. 

PYRATONE PRODUCTS CORPORAT ION 
1457-67 W . Austin Are. Chicago, III. 

Protecting the 
P R O 

— o n p r o f i t s 
o n q u a l i t y 

TuftaortH- l i i t K N 

are not sold to cut 
price stores—or shops 

t h a t compete w i t h 
Professionals. 

DES MOINES GLOVE 
& MFG. CO. 

DES MOINES IOWA 

CLUB TOURNEYS 
S o m e Sugges t ions on W h a t Events 

a Smal l C l u b Should H o l d 

OUR CLUB IS young and struggling, 
less than a year old, and we want to 
icork up as much interest as possible 

this year. At the same time we want to 
build for the future, and want to be sure 
that whatever we do will be for the best 
interests of the club. 

(1) How many tournaments are held 
during a season at most clubs f I refer to 
major contests, and not such competition 
as blind bogey and flag tournaments. 

(2) Shotild the most important one—in 
our case the president of the club has do-
nated a permanent trophy for this—be 
played in match or medal competition, and 
should the players start from scratch, or 
should they be allowed their handicaps? 

(3) Should the major tournament be 
held in September, near the close of the 
season, or in July or August? 

(4) Is it permitted under U.S.G.A. rules 
for a player to accept a prize, such as mer-
chandise donated by local merchants, in 
addition to the trophy? 

—G. H. R. (Wis.) 

Reply. 
(1) The extent and elaborateness of a 

club's tournament schedule depends on lo-
cal conditions and the degree to which in-
terests in these tournaments can be built 
up. With proper advance ballyhoo and 
publicity, two major golf contests are not 
too many for even the smallest club. 

(2) The most important event will of 
course be the club championship which, 
played either on a match play or medal 
play basis as the club prefers, is generally 
run without handicaps. 

(3) At some clubs the championship is 
played in mid-season but in the great ma-
jority of cases the champion is not select-
ed until very near to the close of the sea-
son, thus giving all members the maximum 
time to perfect their games. It ft common 
practice to arrange the championship so 
that the final round in case it is played on 
a match play basis occur on Labor Day. 
If the championship is a medal play event 
it can be scheduled for Labor Day with-
out the necessity of arranging for pre-
liminary rounds. 

If you decide to hold another major 
event, make it a handicap affair, since the 




