
They depend on YOUR 
A D V I C E . . . 

F/f them with the proper 

I RUE TEMPER SHAFTS 

EVERY GOLFER who seeks your expert advice on clubs, 
presents an individual problem. The solution is ever 

so much easier when you know there are 19 different shaft 
patterns. For example—very WHIPPY patterns —MEDIUM 
- E X T R A S T I F F - a n d T O R S I O N w h e n d e s i r e d . . . i n f a c t 
any pattern in any weight. There is a TRUE TEMPER 
shaft for every golfer. 
You'll also want to tell your customers about the great 
strength with light weight and dependability of these shafts 
—the uniformity—no warping—no drying out or loosening. 

We furnish TRUE TEMPER 
Shafts to leading club 
makers, in various fin-
ishes including chro-
mium plate and col-
ored lacquers, or with 
Pyratone Sheaths. 

T H E A > l i : m r A \ F O I K K & H O E C O M P A N Y 
Sporting Goods Division . Keith Hl<lp., Cleveland, Ohio 

S TEP I DOWN 

STEEL SHAFTS 

/RUE TEMPER 



O N E OF THESE FELLOWS 
P L A Y S K R O Y D O N S 
W h e n you see two players g o i n g 'round a course, and 

one of t h e m struts along as t h o u g h he invented the g r a n d 

and glorious game of gol f , all by himself, you can be 

pre t ty sure that tha t gent i t p lay ing Kroydon H y - P o w e r 

W o o d s and Irons. 

W h y ? Because Kroydons cut strokes off A N Y player 's 

score, be he " d u b " or professional . The reverse t a p e r i n g 

principle of construction used exclusively in the H y - P o w e r 

Steel Shaf t gives a d d e d p o w e r and be t te r contro l over 

the b a l l — g r e a t e r distance and accuracy. 

That's O N E R E A S O N pros all over the country f ind it t o 

easy to bui ld up good business selling Kroydon Clubs . 

A N O T H E R is Kroydon's Policy of Pro-Protect ion, which 

prevents pr ice-cut t ing and unfa i r compet i t ion . 

For further informat ion see your local Kroydon 
representative, or wri te The Kroydon Company, 

Maplewood, N. J. 

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

MLroydon 
C L U B S 

The Kroydon Hy-Power Steel Shaft 
ha« its greatest diameter where it 
joins the club head, with its nar-
rowest diameter well up toward the 
grip. This principle of design 
move-, the whin up nearer the 
hands, thus permitting greater dis-
tance and accuracy. 



2 letters that tell 
2,000 sales stories! 
D Y February 2,000 golf c l u b s will have he ld e l e c t i o n s 

of off icials respons ible for t h e b u y i n g and operat ing 
pol ic ies of 1933. 

GOLFDOM promptly gets the names of the new presidents , 
green-chairmen and department heads. Many of these new 
officials are s tart ing from scratch in presiding over the dest in ies 
of their clubs. Their experienced associate officials know that 
GOLFDOM tells the new m e n ahout the problems of golf c lub 
operation and their solut ion. 

Hence letters like these: 

GOLFDOM for October is the best issue I have read in these 
many years you have been kind enough to send it to me. 

"A Fresh Look at the Old Job", by T. E. Dougherty, should 
be broadcast over a national hook-up and every golfer in the 
country handcuffed to his radio and made to listen. Our golf 
clubs would be 100% better off and some of the "crabs" and 
"nuts" turned into regular guys. The article is a knock-out. 

Won't you send me 3 or 4 extra copies as I want to use 
them to enlighten some of our new board members? 

J. H. A. {Ohio) 

'T' HE writer has just finished reading October GOLFDOM. 
It has so much in it that should be brought to the attention 

of our Board of Directors I would like to have 14 additional 
copies of this issue for these men. Will you please send them 
to me and send me your invoice? 

We have 5 new directors coming on the first of November. 
They know very little about running a country club and, in my 
opinion, should read every article in this October issue. 

C. H. L. (Illinois) 

T o get golf club business you must tell these new officials your 
sales stories and put new life into the old officials and department 
heads. G O L F D O M advertising is the only advertising that reaches 
them all. 

Budget-making for 1933 is starting now. Put on selling steam 
with advertising in December G O L F D O M and get a head start on 
1933 sales. 

G o l f d o m 
THE BUSINESS JOURNAL OF GOLF 

2 0 5 W . W a c k e r CHICAGO 
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P. G. A . Annual Meeting to Face 
Urgent Business Problems 

WHEN THE Profess ional Golfers ' 
assn . holds its 1932 mee t ing at 
Hotel Pe re Marquet te , Peoria , 111., 

November 21-23, officials and de lega tes of 
the organizat ion will spend t h r ee days en-
deavoring to hack out of the toughest 
business t r aps they have encounte red dur-
ing the ent i re round of pro golf commerce. 

Pro business certainly has not been im-
mune to the general d i s tu rbance and un-
sa t i s fac tory condition of indus t ry and 
trade, but when you take an extensive 
close-up of the pro si tuation you find tha t 
the pros a re comparat ively be t t e r off than 
other re ta i le rs of sport ing goods have 
been this year. Wha teve r br igh t spots 
there have been in the pro p ic ture have 
been of the direct making of t he pros 
themselves. In the third year of the de-
pression the pros for the most p a r t have 
realized t h a t defects in pro merchandis-
ing were pr imar i ly the resul t of a negat ive 
psychology. Many of them, desp i te the 
counsel of their leaders, got in to t h e habi t 
of th inking they were being "picked on" 
by manufac tu re r s , players and o ther re-
tailers. 

When the boys threw t h a t idea over-
board and began working on a pla t form 
tha t considers t he pro to be m a s t e r of his 
own dest iny, a definite improvemen t was 
registered. Manufac turers , recogniz ing 
the change, adopted s t rong policies in be-
half of the professionals . "Off with the 
bellyache and on with the bus ines s" be-
came the pro slogan. 

Now let 's see what the resu l t of this 

change in spiri t has been since it became 
widespread among the pros, for th is bet-
t e r m e n t is one of the m a j o r fac tors tha t 
P r e s iden t Hall, Bus iness Admin is t ra to r 
Gates and the o ther officials and mem-
bers of the associat ion have as foundat ion 
for wha teve r advance of the pros is 
p lanned at Peoria. 

Manufacturers' Figures 
Tes t imony to the improvement in the 

pro s i tuat ion is most impress ive when it 
comes f rom t h e m a n u f a c t u r e r s ' own rec-
ords, so we give herewi th a comparison of 
t h e del inquent account analysis se t fo r th 
by t h e club and ball m a n u f a c t u r e r s ' asso-
ciat ions. The July 1931 repor t gave a to ta l 
a m o u n t outs tanding del inquent 6 m o n t h s 
or more as $432,654.14. By July 1932 the 
r epo r t of this amoun t had fallen to $288,-
800.19, an improvement of 33 per cent in 
the amount . Pro del inquency fell f rom 
88.19 per cent to 80 per cent in a year , an 
improvemen t of pract ica l ly 10 per cent , 
w h e r e a s the dealer and s tore del inquency 
in a yea r went f rom 6.56 to 14.00 per cent , 
which simply means t h a t the dealer c redi t 
pic ture , as observed direct ly by the manu-
f a c t u r e r s and set for th in thei r own figures, 
was 57 per cent worse than the preceding 
year ' s mid-season. 

J u d g i n g from these figures, t he pros 
have been coming on as desirable ou t le t s 
whi le the o ther dea le rs a re sl iding back 
fas t , fo r the m a n u f a c t u r e r s ' r epor t does 
not include del inquent repor t s f rom job-
bers who do a cons iderable par t of the 



bus iness with s tores . By f a r the g rea te r 
p a r t of the business wi th the pros is done 
direct by the manufac tu re r s . 

If these figures a r e accepted as authori-
ta t ive—and there is no logical reason to 
believe t h a t the m a n u f a c t u r e r s would 
withhold informat ion t end ing to solve one 
of the i r most ser ious problems—then 
Char ley Hall and his P. G. A. band can 
credi t themselves wi th a marvelous 
ach ievement under the wors t possible con-
dit ions. P ros are ap t to be impat ient and 
wonder if they a r e ge t t ing anywhere with 
the i r associa t ion work, but th is financial 
showing plainly indicates progress . 

Work Just Begun 
It is very obvious to any professional 

who knows the first th ing about the ex-
t en t of the annual business in golf goods 
and about business opera t ion tha t the 
Ju ly 1932 report of $288,800.19 delinquent 
6 mon ths or more is shor t of the actual 
figure of delinquents. As a mat te r of 
fact , r epor t ing on a 6 m o n t h s ' basis of de-
l inquency shows a financing s t rain on the 
m a n u f a c t u r e r s tha t can' t be handled if a 
profit is to be made. 

Competi t ion in the manufac tu r ing busi-
ness has been responsible for credit loose-
ness tha t finally lias reached the point 
where a n y manufac tu re r who survives has 
to ag ree with other m a n u f a c t u r e r s tha t it 
is fa ta l business to inc rease the limit of 
pro or s tore indebtedness in 1933 to pros 
or s to res who have not been able to show 
an improvement dur ing 1932, as hard as 
1932 h a s been. 

Tha t will mean the pro or store not 
being able to get good and a t t rac t ive mer-
chand i se to sell will go out of business 
and in the pro case, with keen competi-
tion for jobs, the clubs a re going to hi re 
pros who a re able to give the members 
wha t they want in the shops . 

The re ta i le rs , both pro and store, will 
offer the excuse t h a t t imes have been unu-
sually h a r d in 1932 so they couldn't cut 
down the i r credit del inquencies . The man-
u f a c t u r e r s might reply tha t more pr iva te 
golf clubs made money dur ing 1932 than 
dur ing any other year of t h e past 10. 
They can point out tha t if a private golf 
club with its previous policies of casual 
opera t ion can switch to an earn ing basis, 
t h e r e t a i l e r s surely should be able to show 
a sound basis for credi t and pay off some 
of the ou t s t and ing accounts . 

Tha t a rgumen t could go on to no de-
cision for an in te rminable t ime were it not 

for the fact t ha t not more than 3 of the 
well known m a n u f a c t u r e r s in the golf field 
did any be t te r t h a n an even break finan-
cially this year a n d they simply can ' t af-
ford to carry slow accounts. 

As the m a n u f a c t u r e r s must deal th rough 
out le ts where the bills are paid promptly, 
the pros and manufac tu re r s a re compelled 
to work toge ther in gett ing the pro credi t 
s i tuat ion and volume of business improved 
to a s ta tus tha t will enable both of them 
to survive. 

Returned Goods Pro Backfire 
One phase of the pro-manufac turer rela-

t ions tha t mus t come in for a grea t deal of 
correct ive effort a t the PGA meet ing, and 
a t the group session of pro and manufac-
tu re r officials, is the re turned goods evil. 
F a r too many pros who find themse lves 
with unsold s tocks of goods at the end of 
t he season consider it O. K. to ship this 
mater ia l back to the manufac tu re r s and 
expect to receive credit aga ins t the bal-
ances they owe. ^ h e manufac tu re r s , who 
have sold on wha t they were confident was 
the usual business-l ike procedure of rim 
orders , find themse lves with excess s tocks 
of merchand i se ins tead of the cash they 
need to finance winter manufac tu r ing op-
era t ions . 

The back-wash of tha t merchand i se 
m u s t be disposed of at d is t ress pr ices the 
first thing the following season. As pro 
g rade stuff, it has a superior marketabi l -
ity. It has come back f rom the pros 
once so the m a n u f a c t u r e r na tura l ly sells 
it to some reta i ler who will pay cash for 
it, and keep it. Th i s re ta i ler then makes 
a drive for early season business a t cut 
prices and takes away from pros sales tha t 
ordinari ly would be pro shop business , if 
th i s costly ignorance of r e tu rn ing mer-
chandise did not prevail too general ly 
among the pros. 

Consequently the re turned goods cos ts 
t he pros and manufac tu re r s a sha re of 
possible profit tha t , according to GOLF-
DOM'S findings th is fall, is d i sas t rous . 

It 's like most of t he pro's bus iness prob-
lems in tha t it is tied up with the manu-
f ac tu r e r s ' problems so in t imate ly tha t 
both a re losing money and oppor tuni ty . 
The pros and the manufac tu re r s real ize 
th is ; harmonious effort and p lanning be-
tween the two fac to r s this win ter is ex-
pected to reach an extent never before 
thought possible. If it doesn't , it cer ta in ly 
will be jus t too bad, and t h e pros can ' t 
s t and the delay any more than can the 
manufac tu re r s . 
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Student Market of 
FIVE MILLION 

These young ladies comprise the golf team at Penn Hall , exclusive Pennsylvania prep 
school. From groups of this age today, many a life-long golfer wi l l emerge. 

Awaits 
Golf Promotion 

By 

HERB 

GRAFFIS 

MARKET development work done by 
the energet ic pros who have taught , 
somet imes without cost , group 

classes of h igh school s tuden ts , may be 
greatly extended when cer ta in plans for 
the promotion of golf now being considered 
in high places mature . 

The depress ion put an end to the growth 
of golf on the "craze" basis. W h e t h e r the 
return of prosper i ty will r enew the golf-
rush is someth ing that the pros, manufac-
turers and fee-course owners mus t not 
leave to chance. They realize th is and in 
some sect ions have begun to plan promo-
tion of the game instead of leaving th is 

m a t t e r up in the a i r and eventual ly find 
ing themse lves out of luck, as did the 
basebal l people. 

Some of the profess ionals have been 
picking up dollars and publicity dur ing 
win te r s past by ins t ruc t ing high school 
c lasses indoors. Credi t is allowed the stu-
den t s for the t ime spen t in receiving th is 
golf ins t ruct ion. W h e n the spr ing comes 
these youngs ters rush out to the courses 
and the fee-golf e s t ab l i shmen t s in part icu-
lar have made some profi table sol ic i ta t ions 
for th is business. One of the fee-course 
o w n e r s in the Chicago dis t r ic t tells GOLF-
DOM tha t special morn ing play week day 



ra tes to s tuden t s brought in a welcome 
volume of business. He especial ly com-
mented on the number of girl s tudents 
who brought their mother s a s playing 
companions . 

In severa l ins tances p r iva te courses 
have t aken up this m a t t e r of encouraging 
s tuden t s to play golf. Eddie Garre, pro 
at La Grange (111.) C. C., who was one of 
the p ioneers in developing golf play among 
s tuden t s was aided by club officials in in-
augura t ing his course for the La Grange 
high school s tudents . Gar re has found 
tha t the youngs te rs provide a quick and 
fair ly la rge marke t for recondi t ioned 
clubs tha t he takes in as credi ts on new 
club sales. 

Courses for Students 
A n u m b e r of the larger univers i t ies al-

ready have their own courses . The expe-
r ience a t t he se courses indica tes tha t an 
inves tment in a golf course is a sounder 
financial deal for the school than the ex-
pensive s tad ia tha t f requen t ly now are 
proving agonizing burdens . 

At the smal le r schools golf is beginning 
to get in s t rong. Some of the gir ls ' schools 
have their own courses tha t , while not of 
championship calibre, a r e popular and 
adequate recrea t ion faci l i t ies . The exclu-
sive Penn Hall, p repa ra to ry school and 
junior college for girls a t Chambersburg , 
Pa., ha s a 9 hole course with a yardage of 
2,255, r u n n i n g 226-100-366-228-284-248-350-
117-336. T h e course is well t rapped and 
has . two w a t e r holes. It is a good test of 
golf. 

The P e n n Hall golf t e am of 18 girls in-
cludes one youngster , Ca the r ine Hardin of 
Port Smi th , Ark., who was 1932 winner of 
the W o m e n ' s Two S ta te s (Arkansas and 
Oklahoma) Golf league championship . 
Alexander H. Nelson, bus iness manager of 
the school, is consider ing a schedule of 
ma tches be tween the P e n n Hall team and 
t eams f r o m other eas te rn schools for girls . 
P l ann ing such a schedule is made difficult 
by lack of informat ion about o ther girls ' 
school t eams . Compilation of such a list 
should be pa r t of the PGA's work or of 
wha t eve r g roup may be fo rmed for promo-
tion of the game. 

The re is room for a n o t h e r nat ional 
championship , a girl s tuden t ' s event along 
the l ines of the Intercol legia te champion-
ship which da tes back to 1897. 

As addi t ional recen t ev idence of how 
girl s t u d e n t s a re tak ing to golf note the 
following i tem from the New York Herald-
Tribune of October 18, in which the ener-

getic George Jacobus, chai rman of t he 
PGA Ways and Means committee, is shown 
doing his stuff for the promotion of golf: 

Golf was added yesterday to the elective 
courses in physical instruction for girls 
of the senior class of Ridgewood High 
School, and almost all of the more than 
125 girls in the class immediately elected it. 

The board of governors of the Ridge-
wood Country Club has lent the services 
of the club professional, George Jacobus, 
as instructor and the use of the links on 
Thursday afternoon. Mr. Jacobus began 
work yesterday with a classroom lecture of 
an hour to each of four sections of his 
class. There will be an hour's lecture 
every Monday and an hour's field work 
every Thursday afternoon. 

The field work comes after school hours, 
but the students seem to regard it as no 
hardship. Elizabeth Sellier, physical di-
rector of girls at the school, is co-operat-
ing unth Mr. Jacobus in the course. 
A Big Market 

T h e youngsters afford one of the mos t 
logical and readi ly available marke t s . 
T h e r e are around 2,330,000 act ive go l fe rs 
in the United S ta te s between the ages of 
20 and 64, according to figures de te rmined 
by GOLFDOM a f t e r extensive resea rch . 
This is 1.9% of the to ta l U. S. populat ion. 
3.8% of all U. S. whi tes be tween 20-64 
years of age, and 6.7% of urban whi te resi-
den t s between 20 and 64. 

U. S. 1930 census figures give the follow-
ing figures on school a t t endance by ages 
of whi te s tudents in urban local i t ies: 

14 and 15 2,002,506 
16 and 17 1,334,926 
18 to 20 792,373 
21 and over 1,314,779 

This makes a to ta l of 5,444,584 young 
people out of whom, during the next five 
years , there should come enough ac t ive 
golf p layers to pract ical ly double the golf 
marke t . Tha t volume w a r r a n t s some 
thoughtfu l , forcefu l and prompt a t t en t ion . 
The youngs te r s a r e in school, where they 
can be reached easily, and they a re re-
sponsive to any play appeal. The public 
and daily-fee course facil i t ies avai lable at 
low cost for these s tuden t s a re amply suffi-
cient to handle a lmost any volume of play 
t h a t might be developed. 

During 1931 the fee and public courses , 
compris ing 27% of the country 's layouts , 
handled approximate ly 36% of the 93,519,-
000 rounds of golf played. This year , with 
more courses opera t ing on a daily-fee 
basis , the play probably was split a lmos t 
50-50 between the fee and pr iva te course 
p lans of paying for golf. 



This d iv is ion m e a n s t h a t golf a t low 
cost m a y be played by a m u c h l a rge r per-
cen tage of t h e popula t ion t h a n prev ious ly 
played pr ior to the depress ion . Y o u n g s t e r s 
now can p lay a round of golf in m a n y lo-
cal i t ies fo r j u s t abou t the pr ice of a movie 
t icket . Low cost of golf e q u i p m e n t these 
days a lso is proving a f a c t o r in ge t t ing 
the y o u n g s t e r s ac t ive on t h e cour ses . 

Golf 's " i n " on th is j uven i l e phase of 
m a r k e t d e v e l o p m e n t a l r e ady h a s been fur-
nished by the caddies , bu t s t r a n g e to say, 
no th ing h a s been done on a p l a n n e d bas is 
in m a k i n g use of t he se bag -ca r r i e r s a s in-
s u r a n c e of t h e p re se rva t ion of the golf 
m a r k e t . 

But p e r m i t t i n g the cadd ies a n d o t h e r 
youngs t e r s to be the f o r g o t t e n men and 
women in golf m a r k e t d e v e l o p m e n t is a 
condit ion t h a t won ' t be c o n t i n u e d much 
longer a c c o r d i n g to s t a t e m e n t s m a d e by 
those who a r e ea rnes t ly e n g a g e d in plan-
ning a c a m p a i g n for p r o m o t i o n of the 
game. 

Border Cit ies Greenkeepers 
Finish Hard Season 

I I E R B SHAVE, c h a i r m a n of publici ty 
^ c o m m i t t e e of the Michigan a n d border 
ci t ies g r e e n k e e p e r s ' o rgan iza t ion , and 
g r e e n k e e p e r a t Oakland Hi l l s C. C., re-
por ts t h a t t he g r e e n k e e p e r s in t h e Detroi t 
d i s t r ic t r e c e n t l y concluded t h e i r outdoor 
schedule of m e e t i n g s in a j o i n t sess ion 
with c h a i r m e n , g r e e n k e e p e r s a n d sales-
men. Golf p receded the t e c h n i c a l discus-
sions. 

Shave r e m a r k s t h a t t h e 1932 season 
was b r u t a l fo r the g r e e n k e e p e r s in h is p a r t 
of the coun t ry . Budge t s r e d u c e d to a point 
below t h e h e a l t h y m i n i m u m in s o m e cases 
and the w o r s t b r o w n p a t c h s u m m e r in 
years combined to give t h e b o y s misery . 
By ingenui ty , good luck and c o n s t a n t vigi-
lance t h e g r e e n k e e p e r s b r o u g h t the i r 
courses t h r o u g h in good s h a p e . 

B u n k e r s a n d rough were no t k e p t up to 
the s t a n d a r d of f o r m e r yea r s , due to t h e 
oppor tun i ty fo r sav ings a f f o r d e d a t t he se 
spots . 

Play was off a t fee a n d munic ipa l 
courses . T h e fee c o u r s e s f o u g h t a severe 
cut-price w a r a m o n g t h e m s e l v e s , about a s 
was d o n e in t he Chicago d i s t r i c t . Cut 
pr ices d idn ' t i nc r ea se t he v o l u m e so t he 
price s l ash p roved to be a f a l l a c y t h a t h a s 
le f t some d e e p and possibly f a t a l wounds 
in s o m e of t h e fee cour se o p e r a t i o n s . 

WINTER MONEY $40,000 
Abou t Half of Last Year's 

Tournament Prizes 
in Sight 

H R I Z E MONEY for t h e 1932-33 w i n t e r 
' s ea son now in s i g h t is expec ted to 
r e a c h a round $40,000 if t h e 75 pe r c e n t of 
g a t e r ece ip t s a t t h e t w o Pacif ic Coas t 
e v e n t s , which h a v e s u c h a p e r c e n t a g e 
a g r e e m e n t , r u n s up to $2,500 in e a c h of 
t h e s e tourneys . 

T h e S o u t h e a s t e r n e v e n t s will p rov ide 
$11,800 of t he pr ize money , t h e Pac i f ic 
c o a s t the res t , a c c o r d i n g to F r a n c i s 
P o w e r s , t o u r n a m e n t b u r e a u d i rec to r of t h e 
PGA. Moving t he Miami-Bi l tmore $10,000 
open u p to N o v e m b e r 27-29 in o r d e r to 
l a u n c h the F lo r ida s e a s o n wi th t h e top-
m o n e y golf e v e n t h a s a l t e red t h e u s u a l 
m o v e m e n t of p ros via au tomobi le , t r a i n 
a n d hoof , b u t t h e boys have b e e n ve ry 
h a p p y to c h a n g e in o r d e r to get a s t a b a t 
t h e 10 G's d u r i n g t h e s e days w h e n t h e 
m a j o r All-American ga l l e ry a t t r a c t i o n is 
t h e soup k i t chen . 

P o w e r s is in nego t i a t i on wi th Greens -
boro, N. C., a b o u t an e v e n t t h a t i s t en t a -
t ive ly scheduled fo l lowing t h e N o r t h a n d 
S o u t h a t P i n e h u r s t . P r e s e n t p lans , $3,000 
p r ize money . 

T h e San F r a n c i s c o m a t c h play open to 
be p layed a t Olympic club, Dec. 7 to 12, in-
c lus ive , s t a r t s w i th 2 days of q u a l i f y i n g 
p lay (18 holes each d a y ) , r u n s t w o 18-hole 
r o u n d s on F r i d a y and h a s 36-hole m a t c h e s 
S a t u r d a y , Sunday a n d Monday . 

P r i z e m i n i m u m s a r e : w inne r , $500; run -
ner-up, $330; t w o los ing semi-f ina l i s t s , 
$165; fou r los ing mid-f inal is ts , $100; e i g h t 
l o s ing in second round , $50, and t h e 16 los-
ing in t h e first r o u n d each will ge t $35. 
In addi t ion , 75% of t h e g a t e r e c e i p t s will 
b e d iv ided a m o n g t h e p r o s as fo l lows : win-
ne r , 20%; runner -up , 1 3 ^ % ; t w o los ing 
semi-f ina l i s t s , 6^3%; f o u r losing mid-final-
is ts , 4 % ; e igh t los ing in second round , 2 % ; 
16 los ing in first r ound , ll/3%. T h e com-
m i t t e e expec t s t h e 7 5 % of t he g a t e to be 
a b o u t $2,500. 

A g u a Cal ien te will s t a g e its f o u r t h an-
n u a l " o p e n " J a n . 11 to 14, wi th $7,500 to be 
f o u g h t for . E n t r y f e e of $5.00 will be col-
l ec t ed f r o m both p ros and such a m a t e u r s 
a s e n t e r . 

W i n t e r t o u r n a m e n t pr ize m o n e y in t h e 
1930-1931 season w a s $87,000 and in t h e 
1931-32 season , $84,000. 



Expert Clubmaker s 

IDEAS and TOOLS 
Aid P. G. A . Members 

By J. P. GALLAGHER 

MY W O R K as c lub-making in s t ruc to r 
fo r t h e P. G. A. golf c l inic at first 
f o u n d m a n y of t he l e ad ing pros skep-

tical a s to w h a t recep t ion t h e golf cl inic 
would r ece ive f rom pros of t he old school, 
who have m a d e and a r e s t i l l m a k i n g won-
de r fu l c lubs . T h e s e e x p e r t s w e r e handi-
capped in m a n y ways by t h e in t roduc t ion 
of s t ee l s h a f t e d clubs a n d t h i s is w h e r e 
the golf c l in ic comes to t h e i r r escue . 

In t h e first place, they had no tool to 
cu t a s t e e l s h a f t bu t a h a c k s a w or a 
g r inds tone . Now we h a v e a s h a f t c u t t e r 
t ha t c u t s a s h a f t c lean in 10 seconds , a lso 
a r i ve t ing b lock wi th new t y p e of p u n c h e s 
t ha t will d r i v e out c h r o m i u m or s t a in l e s s 
r ive t s , and , wi th the aid of filing sh ie lds 
m a k e s a finish t h a t m a n y m a n u f a c t u r e r s 
would envy . I t h a s been t he p ros ' lot t h a t 
when a s tee l s h a f t b roke in t h e hosel to 
send it to t h e m a n u f a c t u r e r s and wai t f r o m 
2 to 3 w e e k s fo r i t s r e t u r n . Now, any 
b roken s t ee l s h a f t can be e x t r a c t e d and 
a new one put in on s h o r t no t ice . T h i s 
also app l i e s to b roken s tee l s h a f t s in wood 
h e a d s and I may say 
m a n y pros a r e tak-
ing a d v a n t a g e of 
t he se tools. 

T h e r e is a l so a 
g r ipp ing too l t h a t 
will ho ld a c lub to 
m a k e th i s j ob quite 
s imple a n d a lso to 
put w h i p p i n g on 
wood clubs. 

I h a v e f o u n d tha t 
many pros a n d club-
m a k e r s h a v e got the 
w r o n g idea on sha f t -
ing s t e e l s h a f t s to 

TH I S is the first complete story of the 
work of J , P. Gallagher, who is the 

traveling club-malcing expert for the 
P G A . 

In the choice of Gallagher and the re-
sults of this work the P G A has scored a 
valuable, direct hit. The pros who have 
been visited by Gallagher and learned 
his methods are unanimous in endorsing 
the club clinic as one of the finest ideas 
for member service and business train-
ing ever introduced to American pro 
golf. 

i ron heads , i.e., g r i n u i n g smal l end of s h a f t 
to fit hosel of i ron head which as m a n y 
know h a s been t h e c a u s e of 75% of t h e 
b r e a k a g e in s tee l s h a f t s . Now, we r e a m 
ou t hose l s of i ron h e a d s to fit t he s h a f t s . 
S tee l s h a f t s a r e a l w a y s weak a t smal l e n d . 
W e h a v e a lso two r e a m e r s t h a t will bo re 
ou t hose l s of wood h e a d s to fit any s t ee l 
s h a f t on t h e m a r k e t . T h e above tools to-
g e t h e r wi th s c r e w s fo r wood h e a d s a n d 
a lso s t a in l e s s r ive t s fo r iron h e a d s com-
pr i s e the new P. G. A. Tool Ki t . I find 
t h a t one d e m o n s t r a t i o n of th is ki t will sa t -
i s fy a n y pro t h a t he canno t compe te w i t h 
h i s fe l low pro wi thou t one. 

New Tools 
In t he clinic we h a v e a tool cal led t h e 

b e n d i n g fixture t h a t will t ake a n y i ron 
c lub in four ways . T h a t is, to pu t lo f t on 
o r t a k e it off, to m a k e it u p r i g h t or flat. 
One can readi ly see t h e many uses a tool 
of th i s type can accompl i sh for m e m b e r s 
who a r e ge t t i ng s t ou t a n d o the r s t h a t can-
not ge t t he ball up. In many shops a flat 

r a t e is cha rged on 
a l t e r i ng a se t of 
c lubs and a first 
c lass job is a l w a y s 
accompl i shed . 

T h e r e is a l so an 
a d a p t e r r e m o v e r to 
romove a d a p t e r s on 
s t ee l s h a f t e d c lubs 
a n d an a d a p t e r as-
sembly to pu t on 
a d a p t e r s when mak-
ing up new c lubs or 
t o use when repa i r -
ing clubs. 

T h e r e is a l so a 



Gallagher stands here alongside the tools needed for efficient club-making. In the 
middle background is the new "deflector-board" he recommends all shops install ing. 

new tool tha t many m a n u f a c t u r e r s would 
envy. It will drive an iron head off a 
steel sha f t t ha t has not been fitted up 
properly. Many pros and club-makers 
know this job of driving a head off a sha f t 
is quite de t r imenta l In r ega rd to lie of 
heads, i.e., when a mashie is t ight on a 
shaf* we have used a club or p a r t of base-
ball bat to knock off the head with the 
result tha t we a l ter the lie to a number 
4 or 3. Many use heat or a torch to ex-
pand hosel but this takes t e m p e r out of 
head and spoil finish on same. 

There is a deflector board to give the 
deflection or whip in h ickory or steel 
sha f t s and I may say is va luable in making 
up matched and balanced se ts . In making 
up matched se t s of hickory or s tee l shaf ted 
clubs, the advantage of th is deflector 
board is t he fact tha t one can get the 
right deflection in hickory or s teel sha f t s 
to a much be t t e r degree than by the hand 
test . When a man has bought a set of 
woods, this board will tell wi th accuracy 
the deflection as to their ma tched and bal-
anced qual i t ies and we find t h a t when a 

man cannot play with one of his woods 
or iron clubs, th is board tells with unfail-
ing t ru th tha t th is club is not matched to 
i ts fellow clubs. As you can readi ly see 
a board of this kind has many advan t ages 
over the old methods now in use and I 
bel ieve that in the f u t u r e every pro shop 
will have this deflection board listed in its 
equipment . 

T h e r e is also a new face m a r k e r t h a t 
will mark a wood face to compare with 
any manufac tu re r s ' clubs. Also new ideas 
for refinishing wood clubs. For many 
yea r s we have used the scraper on th i s 
work and it t akes a good club-maker to 
hold the lines and contour of a model. In 
th is operat ion, we j u s t use paint r emove r 
and find it does a splendid job and gives 
the member the s ame model and also the 
s a m e weight as his club was when it 
was new. 

New Listing Ideas 
There are many new ideas in r ega rds 

to l is t ing such as cork, the l ightes t un-
der l i s t ing on the marke t , which will not 
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