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Manager Proves His House Costs 
Are Lower Than Nearby Clubs* 
IN ORDER to refute a charge, made by club; flanking it right and left are similar 
1 certain members of the Board of Gover- figures for two neighboring clubs of the 

» , , , , . . , , , , . s ame general size and pretentiousness , nors of a middle western club, that operat- TT ° , . , , " 
Upon analyzing these submitted figures, 

ing costs were too high, the manager of t h e B o a r d m e m b e r s who started the fuss 
the club drew up the comparative state- discovered their club w a s not going to the 
ment reproduced below. The center col- dogs quite as quickly as they had sup-
umn is the s tatement for the manager's posed, after all. 

North Bank Hedge Row Sand Hill 
11 Months 12 Months 12 Months 

Food and Beverage Purchases $16,576.31 $21,487.14 $21,377.39 
Cigars and Confectionery 1,539.91 2,923.35 1,867.27 
Manager's Salary and Board 5,935.00 6,325.00 6,350.00 
Gas Upkeep Mgr. Car 167.46 
Restaurant Labor and Board 11,732.75 14,497.40 14,370.47 
Locker Room Labor and Board 4,938.89 3,371.43 4,128.86 
House Porter and Watchman Board 4,684.95 2,310.17 3,867.54 
Clerical He lp and Board 4,161.45 1,736.64 1,919.71 
Gas, Electric Light and Power 3,026.40 3,785.50 2,482.59 
Ice and Water 604.30 1,282.81 
Fuel 1,741.20 1,654.65 1,705.71 
Laundry, Restaurant 652.59 748.16 897.14 
Laundry, Locker Room 711.90 1,102.08 942.43 
Printing and Postage 164.99 181.96 
Sundry Supplies and Exp., Restaurant 1,036.68 1,035.52 987.72 
Sundry Supplies and Exp., Locker Room 1,425.54 1,032.00 835.27 
Janitor Supplies 206.67 127.97 
Repair and Upkeep, Buildings and E q u i p m e n t . . . 2,584.42 2,278.07 1,638.96 

Total $61,287.18 $65,201.34 $64,203.87 

Food and Beverage Sales $34,347.71 $43,568.05 $34,712.44 

Cigar and Confectionery Sales 2,227.42 3,448.10 2,117.12 

Total $36,575.13 $47,016.15 $36,829.56 

Operating Cost before Depreciation $24,712.05 $18,185.19 $27,374.31 Breakage and Loss—China, Glass and Silverware 
in Restaurant and Locker Room 661.88 795.90 

$24,712.05 $18,847.07 $28,170.21 
Average per Month 2,246.55 

Total 12 Months Operations $26,958.60 $18,847.07 $28,170.21 

£ O F F E E URNS should be kept in A1 con-
dition, and it is well to clean them after 

each meal. First draw off all the remain-
ing coffee, and scrub the urn and faucet 
with hot water. Next fill urn with hot 
water and let stand a few minutes . Then 
draw this off and fill the urn half full of 
cold water and let stand until t ime for the 
next brew, when this water is drawn off, 

and the urn rinsed in hot water before the 
new batch of coffee is made. Once a 
week it i s well to dissolve a cupful of sal 
soda in an urn of boil ing water, and let 
boil for two hours, which dissolves any 
remaining coffee oil and swee tens urn. 
Be sure to rinse with scalding water very 
thoroughly, thus removing any trace of the 
sal soda. 



A n d 

I l O W T H E SPALDING 
ROBERT T. JONES, JR. 

w o o d s ! 
LAST MONTH, we announced the Spalding Rob't. T. Jones, 
Jr., Irons. This month, we have the thrill of announcing 
the new Rob't. T. Jones Woods—and of telling the Pro-
fessionals of America that they are as outstanding in 
Woods, as their brothers are in Irons! 

These Woods are designed after Jones' original clubs. 
They feature the new shaped sole which conforms to the 
arc of the player's swing. The face is deep but it avoids 
that clumsy look which so many deep-faced woods have. | 
Inserts of different colors in the soles of these clubs make 
identification easy. 

There's the usual pair, set of three, and set of four. But 
that's not all. For Jones, now a Spalding Director, in 
collaboration with the Spalding experts has worked out 
the new S E N I O R W O O D S , in a set of five! How golfers 
who now have trouble with their long iron shots will go 
for this set! It consists of Driver, Brassie, Long Spoon, Mid 
Spoon and Baify Spoon—skillfully graduated and beauti-
fully matched. 

All these woods are steel-shafted, wi th the famous 
Cushion-neck feature. All are Registered. And all are 
marked at much lower prices in keeping with the times, 
and with our determination to make these the easiest-to-
sell clubs ever offered to the Professional! 



NEW S H A P E D SOLE 

¥ 

These new clubs —the Irons, the Woods, and the 
Calamity Jane Putter, offer you a really great oppor-
tunity. And what a time for it to come! ° 

J A O 8. ft B R O S 



Pacific Coast Pros Tell What 
Makes Pro a Prize to Club 

FU R T H E R RESPONSE to G O L F D O M ' S 
request that some of the successful pro-
fess ionals tell their ideas of how a pro 

can serve h is club best, comes from two 
well-known and substantial Pacific coast 
professionals. Harold Sampson, president 
of the P. G. A. of Northern California and 
pro at Burl ingame (Calif .) C. C., and Wal-
ler Pursey, president of the Pacific North-
west P. G. A., who is pro at Inglewood C. 
C., Seattle, Wash., outlines pro duties in a 
way that will help the younger fel lows who 
are ambit ious to make themselves more 
valuable to their clubs. 

The comments of these two men also will 
be helpful to club officials who want to get 
competent men on the job rather than take 
a chance of lessening interest and service 
to club members by the employment of an 
inexperienced candidate just because he 
will work cheap. 

Sampson advises: 

Teaching Foremost 
"The first thing a golf professional 

should be able to do is to teach. This is a 
vital point that concerns every club, for if 
a member plays badly he derives no pleas-
ure from the game and soon loses interest 
and stops playing, with a resultant loss to 
all departments of the club. He does not 
himself frequent the club nor bring guests 
from whom green fees are derived to help 
cover course maintenance costs. The 
restaurant and other departments lose 
l ikewise. 

"I know of a club where the play several 
years ago was about one-fourth of what it 
is at present, s imply because the members 
had the impression that it was useless for 
them to try to learn golf unless they came 
by it naturally. This impress ion was 
brought about through inferior instruction, 
due to a false economy plan, whereby the 
club was hir ing untrained professionals be-
cause it could get them for less money. 
The standard of play at this c lub today is 
greatly improved, and there are a number 
of very fine players listed among its mem-
bers. It has been possible to improve the 
golf course through this increased activity, 
and no assessments were necessary to ac 
coinplish it. 

"Clubs may make the mistake of believ-
ing they are saving money by hiring an 
untrained ex-caddie, who plays a good 
game and who will take the position 
cheap, but who is incapable of giving a ser-
vice of any value. To be a competent 
teacher requires experience and intensive 
study which cannot be acquired by mere-
ly learning to play a good game. 

"The professional, however, should be 
able to play a good game of golf in order 
that he may command the proper respect 
of h is pupils, and also inspire them to make 
every effort to improve. If he is unable to 
play the game well, moreover, he cannot 
hope to be a good instructor, as one can-
not impart knowledge that one does not 
already have. 

"While the professional's duty is to de-
vote as much time as possible to the work 
connected with the club, he should take 
enough time to play in tournaments oc-
casionally, from which he will gain knowl-
edge that will the better fit him to be an 
instructor and which he could not other-
wise acquire. I believe it to be a wise 
th ing that clubs should even insist that 
their professionals attend tournaments at 
various times, for aside from the fact that 
it helps to make them more competent 
teachers, their contact with other profes-
sionals, and men connected with the pro-
fession is helpful in keeping them abreast 
of the progress being made in the golfing 
world. 

"He should also have a thorough knowl-
edge of c lubmaking and the qualifications 
of a good club maker. Most players do not 
realize it, but clubs aid very materially in 
playing a good game. I have seen players 
put badly off their game through buying 
clubs unsuited to them, and I attribute 
what success I have as a teacher a great 
deal to the fact that I a lways see that the 
player is properly outfitted. It is far more 
important for the average player to have 
good clubs than for the expert to have 
them, as the expert can overcome their de-
fects, while the average player cannot. 
The knowledge of turning out correct clubs 
cannot be had by merely learning to play 



Kroydon P R O tection 

for the P R O means 

PIS Oft more 

K, ROYDON has 
discovered a simple formula 
that guarantees better busi-
ness for every pro during 
1932. It reads, "The more 
you push the sale of Kroydon 
Clubs, the more profits you 
will have!" There are three 
good reasons why: 

FIRST, Kroydon Clubs have 
long been known for their 
excellent materials and work-
manship. Now, with the 
sensational Hy-Power Steel 
Shaft available in both woods 
and irons, they give the 
golfer a better value than 
ever for his money. 

SECOND, Kroydon's nat-
ional advertising is all the 
time creating a d e s i r e 
among YOUR players for 
Kroydon Clubs, and making 
sales easier for you. 

K 

THIRD, Kroydon's policy of 
Pro-protection assures every 
pro a FULL PROFIT on every 
sale he makes. No price-
cutting, no unfair competi-
tion on Kroydon Clubs. 

These three powerful stimu-
lants will help make 1932 a 
year of more sales and more 
profits for every Kroydon 
pro—FOR YOU! 

REVERSE TAPERING 

The principle of reverse tapering, 
found only in Kroydon Hy-Power 
Steel Shafted Clubs, is illustrated 
by the circle at the left. It puts 
the whip up nearer the hands, 
permitting longer drives and 
greater accuracy. It is but an-
other exclusive, important feature 
by Kroydon to give the player a 
better club, and the pro, easier-
selling merchandise. 

Investigate Kroydon's pol-
icy of Pro-protection and 

how it assures you full 
profits. AsIc your local 
Kroydon representative to 
call, or write the Kroydon 
Company, Maplewood, N. J. 

r o y don 
C L U B / 



46 QOLFDOM 

YOU R OWN 

N o w for the first t ime, Wi l son makes a fluid center ba l l to sell for 50c 

. . . a ba l l of such qual i ty for 50c? . . . ha rd l y be l ievab le ! . . . but Wi lson 

has done it . . . ex t remely high-tension w ind ing . . . core, l ive para rubber 

thread . . . cover, extra du rab le . . . pa in t job, second to none . . . new 

weight, l ega l af ter January 1st . . . "P ro -Spec ia l " is bound to be a great 

leader, because it has been special ly des igned to g ive the highest qual i ty 

possible at a price d e m a n d e d by the times . . . meaning vo lumefo r the "P ro " 

. . . it is an exclusive " P r o " bal l , ob ta inab le through no other channels. 

l U i b o n 
S P O R T S E Q U I P M E N T 

W I L S O N - W E S T E R N S P O R T I N G 
New York * Boston « Los Angeles * San Francisco • Portland 
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O B T A I N A B L E N O W H E R E 
e x c e p t . . . F R O M YOU ! 

The best money can b u y . . . Highest qua l i ty pa ra rubber th read, wound under 

extremely h igh tension, gives it super compression . . . no ba l l made can 

touch it when it comes to g e t a w a y and long, t rue f l i g h t . . . you wi l l recognize 

its qua l i ty instant ly f rom its keen click . . . cover tough and durab le wi th-

out be ing stony and unresponsive . . . paint job speaks for itself af ter a 

few rounds of p lay . . . new we igh t , legal a f te r January 1st . . . pr ice 75c . . . 

when they come in your shop and want the best, toss 'em a Hol-Hi N ine . . . 

strictly a ' 'P ro" bal l and absolutely can be bough t through no other source. 

W i l / M m 
S P O R T S E Q U I P M E N T 

G O O D S C O M P A N Y , C H I C A G O , I L L . 
Denver « St. Louis « Kansas City * Minneapolis • Dallas 



I N E U P with the 
profit s i d e of the 

ledger for 1932! ON-
A-LINE is National ly 
advert ised, carries a 
good discount and has 
an unlimited market! 
To stock it is to sell it. 
To sell it is to make 
a profit! Order now! 

On-A-Line will enable any golfer to trim five 
strokes from his best score!! We can prove it! 

Write at once for our selling proposition. 
BO-CALBO COMPANY 

800 S. Grand Ave., Pasadena. Calif. Dept. S 

We Believe It Is the Greatest 
Contribution Made to Golf 

Within the Past Decade 
N E X T M O N T H W E W I L L T E L L YOU 
A L L A B O U T I T IN A N A D V E R T I S E -

M E N T I N T H I S M A G A Z I N E 

LOOK FOR IT! 
M a n u f a c t u r e r s will be a s t o u n d e d a t 

t h e p e r f o r m a n c e of t h i s new P y r a t o n e 
p r o d u c t . 

D e a l e r s wil l be d e l i g h t e d a t t h e l a r g e r 
p ro f i t s It wi l l b r i n g t h e m . 

G o l f e r s — b o t h P r o s a n d N o n - P r o s , wi l l 
be t h r i l l e d a n d p l e a s e d a t t h e n e w a n d 
g r e a t e r p l e a s u r e it b r i n g s to t h e i r g a m e . 

So 
Watch For PYRATONE'S Adver-

tisement Next Month. 

P Y R A T O N E P R O D U C T S 
CORP. 

557 W. Jackson Blvd., Chicago, III. 

a good game, it is gained through experi-
ence and schooling. « ••'• • 

"The pro should have a knowledge of the 
duties of a caddie, and should interest him-
self to see that they maintain a high stand-
ard of service, for on their service depends 
a great deal of the pleasure the player will 
derive from the game. A bad caddie can 
ruin a whole day's play for a player, and 
it must always be kept in mind that the 
player is there to enjoy himself and every-
thing should be done to see that he gets 
the greatest amount of pleasure possible 
out of the game. 

"The pro should have a thorough knowl-
edge of the rules of the game and of how 
to conduct tournaments. 

"Last, but by no means least, the pro 
should be actively interested in the main-
tenance of the course. Many clubs would 
save considerable money annually if they 
would turn this matter over to the pro and 
greenkeeper to handle, instead of electing 
a new green-chairman, who often wastes 
much money through his lack of knowl-
edge, although his intentions are undoubt-
edly of the best. Course maintenance is a 
science and cannot be learned in an office. 

"The pro must be a good student of hu-
man nature. He must lend his efforts to 
meet the personality of each of his pupils, 
or the members of h is club; he must in 
every sense see that the needs of the play-
er are taken care of in a pleasant and com-
petent way in order that the player may 
get the ful lest amount of pleasure out of 
his association with the club. 

"You realize, I am sure, through your at-
tendance of our meetings, the progress the 
P. G. A. is making in training its members 
along these lines, and I believe if clubs 
made an effort to hire a P. G. A. member 
when they need a professional, they would 
receive more satisfactory service. 

"Comprehensively, then, a pro's duties 

Protectinq tlm 
PRO. 

^ori profits^ 
on g u a l i j t j # 

Sold to 
P r o f e s s i o n a l s 

e x c l u s i v e l y — n e v e r 
c u t - p r i c e s t o r e s or 

s h o p s . A l ine you c a n 
' t i e t o " f o r q u a l i t y a n d 

p ro f i t . 

DES MOINES GLOVE 
& MFG. CO. 

D E S M O I N E S IOWA 



•n Something New 
for Golfers • Marks the Right 

Place to Grip 
a Golf Club! 

Not a "Grip", 
but a "Position Marker" 

[ 'RiteSpot] 
Made of rubbe r . Slips over the e n d of the club h a n d l e and m a r k s 
the right spot fo r the lef t thumb when the club is held in its correct 
position. Insures the club head being held always at the right angle. 
Does away with nuisance of shif t ing the club in the hands to find the 
proper position. Reduces mental hazard, helps to overcome hooking 
and slicing—and is a distinct aid in driving and putting. Endorsed 
by "pros" and leading golfers everywhere. 

Millions Will Be Sold! 
I t ' s j u s t w h a t eve ry gol fe r needs fo r i m p r o v i n g h i s g a m e ! 
Car ton of six r e t a i l s for only $1. P a c k e d in a t t r a c t i v e d i s p l a y 
box ho ld ing six ca r tons . Big m a r g i n of profit . W r i t e fo r 
detai ls . 

Argo Specialty Corporation 
817 Empire Building Detroit, Mich. 

F R E E 
SAMPLE 

TO "PROS" 
Write for 
it today! 

comprise complete supervision of all mat-
ters pertaining to golf in his club." 

Pursey Lists Qualifications 
Walter Pursey l ists his idea of the qual-

ifications of a qualified professional as 
fol lows: 

Teacher and player. 
Personality. 

• Experience. 
Character. 
Credit Rating. 
P. G. A. membership. 

He goes into detail by saying: 
"Taking qualification No. 1: A good 

practical teacher is a great asset to a club. 
By this I mean a man who is capable of 
correcting the older players' faults and de-
veloping the yeungsters' game wi th a good 
sound swing but no unnecessary trimmings. 

"No. 2. A likeable personality i s impor-
tant if the pro is going to get on wel l with 
his members. Tact and intel l igence must 
play a big part in this. A man who knows 
when to smile and when to be serious ac-
cording to the nature of any grievance a 
player fancies he has will go a long way. 

"No. 3. Previous experience is necessary 
which would include all previous posit ions 

held, abil ity as a clubmaker and knowledge 
of greenkeeping which is often necessary 
in an advisory way. 

"No. 4. Credit rating. If this is unsound 
it would disqualify any application I would 
have before me without go ing further. If 
a man's credit is bad he cannot take care 
of his members in a merchandis ing way 
and would tend to undermine the prestige 
of h i s club. Also a man who is careless of 
his accounts probably would be careless in 
other ways. 

"No. 5. Member of Profess ional Golf-
ers' association. This I consider necessary 
to protect a club ajrainst bums or floaters 
who drift into town today and out again to-
morrow usually to the detr iment of the club 
that employed them. Conditions of member-
ship in these associations are so strict and 
they are helpful to a pro in so many ways 
that if he isn't a member of some organiza-
tion there may be something wrong with 
the individual unless h i s experience and 
character are well known. A P. G. A. rat-
ing is practically a guarantee that the in-
dividual concerned is a c lass "A" man in 
all respects. 

"Assuming that we have been able to se-
lect a man with these qualifications plus a 



wil l ingness to be helpful in any other way 
possible what should we as a c lub do about 
it? I would suggest that the ent ire body of 
officers and members should patronize the 
pro for lessons and equipment whenever 
necessary if they wish such a man to re-
main long at their club and be rewarded 
for his spirit , his ability and his effort." 

Penn State Gives Details of 1932 
Short Course and Conference 

P E N N S Y L V A N I A State College will hold 
• its annual Greenkeeper's Short Course, 
Feb. 1-26, and Conference, Feb. 24-26, at 
State College, Pa. This work w a s entered 
upon four years ago with a great deal of 
misgiv ing on the part of the faculty. 

The need of such instruction was recog-
nized but whether many greenkeepers 
would be responsive was the question. The 
first mee t ing proved that such fears were 
groundless. Greenkeepers turned out in 
large numbers. They entered into the 
spirit of the conference. 

A committee of greenkeepers represent-
ing the different sect ions of the state is 
appointed each year at the conference. 
This commit tee meets with the faculty 
committee and offers suggest ions for the 
annual conference and research programs. 
In this manner the topics se lected for dis-
cuss ion are those problems which the 
greenkeepers themselves feel are the most 
pressing. 

The conference program for the Febru-
ary meet ing i s built around the insect and 
disease identification and control problems. 
The past season in Pennsy lvan ia has 
proven that this is the t ime w h e n such a 
program would be extremely helpful . Other 
topics will a lso be considered to avoid pre-
sent ing a narrow program. 

The usual four w e e k s greenkeeper's 
short course is again being offered. In 
conducting this course as well as the con-
ference a number of men on the staff are 
used. In th i s way those taking the work 
come in contact wi th several h ighly trained 
special ists . E a c h of these men attempt to 
present those phases of his work which 
will be of use to those interested in fine 
turf problems. 

A fine turf grass man who has both 
practical experience and scientif ic informa-
tion in his field has a marked advantage 
over men who lack one or the other of 
these qualifications. This nation will be 
passing through a readjustment period for 
several years fol lowing the present finan-

cial crisis. During this period many old 
methods will have to be discarded, expendi-
tures will have to be cut way down. The 
man who is well versed in the funda-
menta l s will make fewer mistakes than the 
man who lacks such information. Green-
keepers, appreciating this condition, are 
enroll ing for the greenkeeping courses. 

The fourth annual Greenkeepers' Con-
ference, Dr. Austin L. Patrick, chairman, 
should be of value to all persons interested 
in turf management, including superintend-
ents of golf courses, parks, and large es-
tates, as well as green-chairmen. 

The program: 
Wednesday a. m.— 

9:00—Registration. 
10:00—Welcome, Dean R. L. Watts. 
10:10—The Research Program, S. W. 

Fletcher, Director of Research. 
10:40—Report of the Pennsylvania Fine 

Turf Research Committee, Joseph 
Valentine, Chairman. 

11:00—Observations on Golf Course 
Problems in Pennsylvania, 1931, N. 
Schmitz. 

Wednesday p. m. 
2:00—Diagnosis and Treatment of Turf 

Grass Diseases , A. S. Dahl and H. 
W. Thurston. 

Thursday—Protect ing Turf from Insects 
and Other Pests . 

Morning sess ion beginning at— 
8:30—General Discuss ion and Descrip-

tion of Insects ( i l lustrated), L. B. 
Smith. 
Moles, Earthworms, and Slugs, L. 
E. Dills. 
Insects Affect ing Fine Turf (illus-
trated). Description, life histories, 
habits, and damage which they 
cause, L. B. Smith. 

Af ternoon sess ion beginning at— 
1:30—Insect ic ides: Description, Meth-

ods of Preparation and Use—H. E. 
Hodgkiss . 
Discussion of Various C o n t r o l 
Methods Recommended as a Means 
of Prevent ing Damage by Various 
Insects and Pests , L. B. Smith. 
Question Box. (A discussion of in-
dividual problems.) 

Friday a. m.—General Soil Relationship to 
Fine Turf Grass Problems. 

8:30—Soil Solution, F. G. Merkle. 
Soil Treatment and Grass Growth: 
Effect of Mercury Compounds and 
Lead Arsenate, J. W. White. 
Effect of Acidity, H. B. Musser, J. 
W. White. 

Deta i l s of enrol lment may be secured 
from Dean of the School of Agriculture, 
State College, Pa. 


