
NOW'S THE TIME 
T O B U Y 

O N L Y 
THE BEST 

^ P The costliest hose you con buy is cheap 
hose, that must be often replaced. The best 
hose costs only a little more to begin with and 
so much less in the end. 

Goodyear Emerald Cord Hose is far and away 
the best on the market — strongest, hand-
somest, finest. 

Built up of double-double cords enclosed and 
meshed in specially compounded rubber, it has 
extra strength to hold the pressures. Its extra-
strong flat-ribbed cover withstands scuffing. It 
is kinkless. 

We can refer you to many users who will tell 
you it's wisest to buy Emerald Cord, or send 
you specifications and other information about 
Goodyear Hose for Golf Clubs direct on your re-
quest to Goodyear, Akron, Ohio, or Los Angeles, 
California. 

T H E G R E A T E S T N A M E I N R U B B E R 



to a weakening of the turf , and disease, 
during the extremely humid summer of 
that year. However it remained in excel-
lent condition throughout the summer of 
1932. 

Virginia bent, although a creeping bent 
like Metropolitan and Washington, is very 
difficult to maintain in a healthy condi-
tion throughout the summer as it is ex-
tremely susceptible to leaf spot, a dis-
ease which discolors and thins it during 
warm weather. The problem is made more 
difficult with Virginia since no specific con-
trol has been found for leaf spot on thio 
grass. Columbia bent, also a creeping 
bent, is very susceptible to most diseases, 
and at Arlington is usually the first grass 
in the spring and the last in the fall to 
show disease symptoms. 

Few clubs would wish to have grasses 
on their putt ing greens which, although 
providing the best of putting turf when in 
good condition, only approach perfection 
for a few months of the year. The logical 
choice would be to have a grass upon the 
greens which rates high both in putting 
qualities and in climatic adaptability, so 
that the average of perfection of the turf 
would be high over all the playing months. 
The Green Section has for some years sent 
out samples of various putt ing green 
grasses for trial on golf courses widely 
distributed throughout the United States.. 

Gardens Aim to Rate Grasses. 
The greatest opportunity for testing the 

adaptability of the various putting green 
glasses in various parts of the country 
has come with the establishment of a score 
of Green Section demonstration gardens on 
golf courses in various widely separated 
golfing centers. In the Green Section Bul-
letin of December, 1931, a three-year sum-
mary of the results on these gardens was 
published. The various put t ing green 
grasses were grown side-by-side under 
similar conditions. Reports were received 
each month from those in charge of the 
gardens and the various grasses were rated 
as to their perfection from the standpoint 
of health and vigor. The rat ings of the 
various grasses in various parts of the 
country for these years were averaged with 
the following results: (1) Metropolitan 
creeping bent, (2) seaside creeping bent, 
(3) Washington creeping bent. (4) Ger-
man mixed bent, (5) colonial bent, (6) 
velvet bent, (7) Columbia creeping bent, 
(S) annual bluegrass (Poa annua), (9) 
Chewings' fescue, (10) Virginia bent, and 
(11) red fescue. 

Some interesting facts are shown when 
the results of the cultural and of the put-
t ing tests are compared. 

Compare Tests. 
Relative standing of putting green grass-

es as reported from demonstration turf 
gardens during three consecutive seasons. 

1. Metropolitan creeping bent. 
2. Seaside creeping bent. 
3. Washington creeping bent. 
4. German mixed bent. 
5. Colonial bent. 
6. Velvet bent. 
7. Columbia creeping bent. 
8. Annual bluegrass (Poa annua). 
9. Chewings' fescue. 

10. Virginia creeping bent. 
11. Red fescue. 
Rating of various grasses by profession-

als for putting qualities only. 
1. Velvet bent. 
2. Metropolitan creeping bent. 
3. Washington creeping bent. 
4. Colonial bent. 
5. J Seaside creeping bent. 

^ German mixed bent. 
6. \ Columbia creeping bent. 

\ Virginia creeping bent. 
Not included in test : 

Annual bluegrass (Poa annuaj. 
Red fescue. 

Maintenance Is the Answer. 
Some of the pros were surprised to find 

that they had preferred creeping bent to 
the so-called seeded greens in good con-
dition, as represented by the Colonial and 
German mixed bent plots. Many players 
have objected to creeping bent because 
they have judged all creeping bent from 
their experience with one or more of the 
poorer strains, or it may be that althougn 
planted to a good strain the^ greens they 
were familiar with had not received the 
proper care. It is well known that even 
the Metropolitan and Washington bent will 
provide poor putting surfaces if allowed to 
develop a grain or too much nap. That it 
ia not necessary to allow these strains to 
develop these objectionable characteristics 
was well demonstrated by the high rat ings 
given them in the putting test. Probably 
the facts brought out in the tables concern-
ing these good varieties of creeping bents, 
namely, that they have great climatic 
adaptability, that they receive high ratings 
throughout the various seasons of the year, 
and that when kept in good condition pro-
vide highly rated putting surfaces, indi-
cate the reason that they are being so wide-



ly used throughout the country. The 
United States and Canadian Open and the 
United States Amateur tournaments of 
1933 will be on courses with creeping bent 
greens. 

The put t ing test does not itself deter-
mine for all clubs, which is the best put-
t ing green grass. 

Unless the greens on a course are made 
up of some inferior species or strain 
of grass in cultural qualities, a change 
to a grass which rated higher in the put-
t ing test might not be a wise move as 
there is the climate adaptabil i ty of the 
grass and other cultural factors to con-
sider. Also it is quite evident that the 
care of the put t ing green has much to do 
with its put t ing qualities and the same 
grass might provide ei ther excellent or 
very inferior turf under different manage-
ment. 

The Green Section has information, from 
demonstration garden reports, regarding 
the suitabili ty of the various grasses from 
a cultural s tandpoint f rom a great num-
ber of widely separated golfing districts 
and is thus in a position to assist golf 
clubs to decide regarding the type of grass 
most likely to provide a sat isfactory put-
ting surface in different par t s of the coun-
try. 

DUAL JOB CRITICIZED 
F e e - C o u r s e G r e e n k e e p e r C i t e s 

N e c e s s i t y o f C o n s t a n t , 
E x p e r i e n c e d C a r e 

By EVERETT R. H O O V E R 
D u b l i n R o a d G o l f C o u r s e 

IT IS A N accepted fact tha t any position 
is filled better by its holder having a 

practical knowledge of his duties than it is 
by one who did not get his knowledge from 
practical experience. Constant s tudy of 
the subject admittedly is necessary for 
both men. 

Maintenance of an 18-hole golf course is 
equal to the operation of a 240-acre farm. 
Would anyone wish to t rus t such manage-
ment and operations to an inexperienced 
man? A pro's job demands tha t his t ime 
be taken up with the duties of the game 
and for him to be an efficient greenkeeper 
is out of the question because he cannot be 
associated with greenkeeping dut ies close 
enough. 

I am inclined to believe that some pros 
have the idea they can perform the duties 
of a greenkeeper by the use of a golf club 
and a run around the course twice a day. 
However, you will find in nearly all places 
where this is being done, there is a man 
on the course who probably cannot be 
classified as a greenkeeper because he is 
working along with ¿he rest of the em-
ployees but at the same time this man 
knows the job so well tha t the pro is con-
sidered a great greenkeper. 

A greenkeeper, to be an asset to his club, 
mus t know and be ready to go into any 
proposition tha t comes up per ta ining to the 
course. When we hi re our help by the 
hour and, a t the end of the season, let 
them off to make a l iving the best they 
can, we can expect those fellows to do only 
what they are told to do. So there mus t be 
a man to take the lead, f rom early morn-
ing unt i l late in the evening. If the work 
is supervised by a pro, he must have a 
man of this kind. This man is the vital 
fac tor in course maintenance and is valu-
able even if his pay check does not s ignify 
it. So much for mud-slinging, if you wish 
to call it that . 

Now I think we a re all awara that there 
is need of a pro, a greenkeeper and a man-
ager. 

On a public course, being operated for 
profit, bills should be paid every th i r ty 
days. No detail of th is business can be 
run in a haphazard way. There must be 
especially close co-operation between the 
management and greenkeeper. Expenses 
must be curtailed at cer ta in seasons; so it 
is up to the manager to keep a close in-
spection of his books, keeping the green-
keeper informed as to what the income 
will or will not permit. If the manager is 
a p laying manager, he should get the com-
plaints of players about different th ings 
tha t can be remedied on the grounds and 
pass them to the greenkeeper. The green-
keeper can then remedy the conditions at 
his earl iest convenience. I t saves a lot 
of grief for the greenkeeper to get com-
plaints f rom one person instead of many. 

Now I am sure when an organization is 
func t ion ing nicely and everyone gives 
credit where credit belongs, we need not 
be antagonist ic toward one another about 
our jobs. The greenkeeper does his best 
with what he has and the pro-manager 
does all he can in a business way to please 
the members and players. Only then have 
we a chance to show a profit. 
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A P R I L , 1 9 3 3 3 5 

By PROFESSIONAL GOLFER 

as ^lemm^a^dujanwsu 
A t l a s t t h e w h i s p e r i n g c a m p a i g n is o v e r . T h e n e w 
W i l s o n W i l l i e O g g C l u b s t h a t y o u p r o f e s s i o n a l s 
h a v e b e e n s o p a t i e n t l y w a i t i n g f o r a r e h e r e . A n d 
b o y s , w e w a n t t o t e l l y o u f r a n k l y t h a t y o u c a n 
b e m i g h t y p r o u d o f w h a t W i l l i e h a s d e v e l o p e d . 
I t ' s a n h o n o r t o a l l p r o f e s s i o n a l s a n d is a t e s t i m o n y 
t o t h e i r g r e a t k n o w l e d g e o f t h e g a m e . W i l l i e 
b r o u g h t h is i d e a s t o o u r f a c t o r i e s , w e o n l y i n t e r -
p r e t e d t h e m . I t ' s a f e a t h e r i n y o u r c a p t h a t t h i s 
g r e a t d e s i g n d e v e l o p m e n t c a m e r i g h t o u t o f y o u r 
o w n r a n k s . 

T h e i d e a is s o s i m p l e a n d f u n d a m e n t a l l y s o u n d 
t h a t y o u w i l l b e d u m b f o u n d e d t h a t i t h a s n o t b e e n 
t h o u g h t o f b e f o r e . Y e s , w e k n o w w h a t y o u ' r e 
t h i n k i n g — b u t w a i t u n t i l y o u s e e t h e m . A t f i rst 
w e w e r e s k e p t i c a l , t o o . 

Chances for a Perfect Shot 
Multiplied by Three 

H o w is t h i s a c c o m p l i s h e d ? I t is a l l a m a t t e r o f 
s c i e n t i f i c b a l a n c e . T h r o u g h a n e w p r i n c i p l e o f t o e -
w e i g h t i n g , t h e e n t i r e b l a d e b e c o m e s a n e f f e c t i v e 
h i t t i n g s u r f a c e , a s d i s t i n g u i s h e d f r o m t h e p r e s e n t -
d a y i r o n w h i c h is e f f e c t i v e o n l y i n o n e s p o t n e a r 
t h e s h a n k . 

i n a l l i r o n s m a d e u p t o n o w , y o u r b e s t h i t t i n g 
s h o t s a r e m a d e i n t h e a r e a b e t w e e n t h e c e n t e r 
a n d t h e s h a n k . A c o n t a c t n e a r t h e t o e c a u s e s t h e 
f a c e t o t o r q u e , r e s u l t i n g i n o f f l i n e s h o t s , a n d 
v i b r a t i o n . B y c a r e f u l e x p e r i m e n t i n g , W i l l i e O g g , 
a s s i s t e d b y D r . L o r e n S t o r i , f o u n d a w a y o f 
t o e - w e i g h t i n g s o t h a t y o u c a n h i t a n y w h e r e o n 
t h e b l a d e , e v e n o n t h e f o e i t s e l f , w i t h o u t t o r q u e . 

IDiE/von 
O G G - M E N T E D I R O N S 

Y o u ' l l l i k e t h e n a m e , t o o . I t t e l l s t h e s t o r y a t a 
g l a n c e a n d s o o n w i l l b e c o m e a f a m i l i a r b y - w o r d 
a m o n g g o l f e r s e v e r y w h e r e . 

T h e r e ' s l i t t l e use i n o u r t r y i n g t o p u t t h i s i d e a 
a c r o s s i n w o r d s . T h e m i n u t e y o u h a v e t h e n e w 
i r o n s i n y o u r o w n h a n d s y o u w i l l u n d e r s t a n d w h a t 
t h e w h o l e t h i n g ' s a b o u t . W e ' r e m a k i n g e v e r y 
e f f o r t t o a c c o m p l i s h t h i s . O n e o f o u r s p e c i a l r e p -
r e s e n t a t i v e s w i l l s o o n b e a t y o u r s h o p — t h e n y o u 
c a n d e m o n s t r a t e t h e w h o l e p r i n c i p l e f o r y o u r s e l f . 

W e ' r e s u r e t h a t y o u a r e g o i n g t o d e c l a r e i t o n e 
o f t h e g r e a t e s t f u n d a m e n t a l i m p r o v e m e n t s e v e r 
m a d e i n g o l f c l u b s . T h i s i d e a w o u l d k n o c k ' e m 
c o l d a t a n y t i m e , b u t t h e f a c t t h a t y o u ' r e g o i n g t o 
h a v e i t f o r t h e s t i m u l a t i o n o f b u s i n e s s n o w , w h e n 
y o u m o s t n e e d i t , is a l m o s t t o o g o o d t o b e t r u e . 

J u s t t o m a k e s u r e t h a t t h e r e ' s n o s l i p - u p i n t h e 
p r e s e n t a t i o n a n d t h a t y o u g e t t o s e e t h e W i l s o n 
O g g - m e n t e d I r o n s b e f o r e y o u r s u m m e r b u s i n e s s is 
a l l p l a c e d , w e h a v e p r o m i s e d W i l l i e O g g t h a t 
w e w o u l d i n c l u d e t h i s c o u p o n f o r y o u r c o n v e n -
i e n c e . T h e r e ' s a l s o a s e l l i n g p l a n t h a t g o e s w i t h 
t h e s e c l u b s t h a t y o u w i l l w a n t t o k n o w a b o u t . 
S e n d i n t h e c o u p o n a n d w e ' l l m a k e s u r e t h a t y o u 
g e t t h e d o p e i m m e d i a t e l y . 

Wllson -Wes tem Spot t ing G o o d s C o m p a n y 
8 0 3 7 Powel l A v e . , Dep t . G , C h i c a g o , III. 

I a m anx ious to get the d o p e on t h e new WHIie O g g 
Clubs a t o n c e so that I will b e a l l set (or my ear ly spring 
business. 

Name 

Address - - -

City 

Club 



M y M e m b e r s 
H e l p M e R u n 
M y r r o S h o p 

By A L C O L L I N S 
Pro, I n d i a n H i l l s G . C . , Kansas C i t y , M o . 

I t ' s o u r b e l i e f t h a t t h e K a n s a s C i t y d i s t r i c t c a n 
b o a s t o f a h i g h e r p e r c e n t a g e o f a l e r t , a c t i v e 
b u s i n e s s m e n p r o s t h a n a n y o t h e r o f t h e c o u n t r y ' s 
l a r g e r d i s t r i c t s . O l d - t i m e r s l i k e M a t t h e w s a n d 
R o b b a n d b r i g h t - e y e d b o y s l i k e C o l l i n s , W o t h e r -
s p o o n a n d t h e h u s t l i n g R i m a n n k i d , h a v e t h e p o l -
i c y o f " t h e c l u b f i r s t , l as t a n d a l l t h e t i m e . " 

T h e y h a v e m a d e t h e i r j o b s a n d a r e o n t h e i r t o e s 
t o p u l l t h e i r c l u b s a l o n g t h r o u g h t h e r o u g h o f d e -
p r e s s i o n . T h e y h a v e a n i d e a a m i n u t e a n d t h e y 
g e t t o w o r k o n i t . S o m e o f t h e i r i d e ^ s a r e l o u s y . 
W h e n e x p e r i e n c e p r o v e s t h a t , t h e s e K C b i r d s t oss 
t h e i d e a a w a y a n d g e t b u s y o n s o m e t h i n g e lse , 
b u t a l w a y s o n s o m e t h i n g t h a t t h e y t h i n k w i l l b e 
o f p r i m a r y b e n e f i t t o t h e p l a y e r s . 

Th is " g o l f s h o p c o m m i t t e e " i d e a t h a t C o l l i n s 
t e l l s a b o u t is s o m e t h i n g t h a t m a n y o t h e r p r o s 
c o u l d a d o p t p r o f i t a b l y . T h e o l d n o t i o n t h a t t h e 
less t h e c l u b a n d i t s m e m b e r s k n e w a b o u t t h e 
s h o p , t h e b e t t e r , is s t r i c t l y t h e s a l a m i . W h e n t h e 
c l u b o f f i c i a l s l e a r n h o w t o u g h i t is t o o p e r a t e a 
p r o s h o p t h a t w i l l p l e a s e a n d s e r v e t h e m e m b e r s 
a n d g i v e t h e p r o a c h a n c e t o b u y s o m e g r o c e r i e s 
a n d c l o t h e s f o r h is f a m i l y , t h e n t h e y ' l l h a v e a 
p r e t t y h i g h i d e a o f m a s t e r p r o bus iness a b i l i t y . 

W I T H T H E green-chairman's permis-
sion I selected a committee of four 
club members known as the golf 

shop committee. One acts as chairman and 
his duty is to clear the committee 's rec-
ommendations with the Board of Governors. 

We meet at regular intervals and invite 
the club president and green-chairman to 
at tend. The members I selected are all 
successful business men. The fundamen-
tals of their methods can be applied to 
any other business. Each one is in a dif-
fe ren t field and all own their own busi-
ness. In addition, they are active players 
and hear locker-room comment and criti-
cism of the golf shop from other mem-
bers tha t would not come direct to me. 

In other words, I invite construct ive 
criticism—in fact , what I want to know-
is what is wrong with me or my business 
—not to hear what a fine fellow I am, etc. 

Now this commit tee does not wan t to 
know my markup or how much I make or 
even what I buy. Those things are not dis-
cussed and never will be. What they 
want to do is to help me become a bet ter 
pro by gett ing the players ' ideas into my 
business. 

I am convinced we can never make all 
our members buy by appealing to them 
to purchase f rom a sense of duty to the 
club pro or by complaining or by high 
power sales methods. The only success-
fu l solution is to give service and to have 
the merchandise so at tractively ar ranged 
tha t they will want to buy. 

First, we looked over the shop. We 
changed the a r rangement of cases and the 
club, through the committee 's influence, 
spent some money for paint and repairs . 

Below I list some specific recommenda-
tions tha t I hope will be of value to some 
other professionals . 

1. For new members—A free lesson. 
The membership committee ballyhoos and 
I follow it up as an ar rangement the club 
has made and not as my idea. Tha t gives 
me something to talk to the new members 
about the first t ime I meet them. My let-
t e r shown herewith goes out immediately 
upon their acceptance by the Board. I 
want to get them right into my shop 
somehow. 

2. To increase club rack rentals—If 
the member keeps his clubs in his locker 
instead of the shop, have the locker man 
let you into it and clean up and repai r a 
few of the clubs ( f ree ) . Replace them with 
a note at tached to the bag explaining 



0W MACGREGOR 
SPEEDS UP GOLF CLUB SALES 

A 4 I.I It F O R E V E R Y M K . M R K R 

If y o u r C l u b i s l i k e m o s t , t h e m e m -
b e r s h i p l i s t i n c l u d e s f ree a n d e a s y 
s p e n d e r s a s w e l l a s t h o s e w h o w a t c h 
t h e d i m e s . S o , o f c o u r s e , y o u ' v e g o t 
t o h a n d l e a l i n e o f c l u b s pr iced f r o m 
h i g h i o l o w . 

T h a t ' s w h y MACGREGORS fit s o 
p e r f e c t l y i n t o t h e p i c t u r e t h i s 
s e a s o n . W i t h MACGREGOR C l u b s y o u c a n 
m a k e b o t h t h e s p e n d e r a n d t h e saver 
h a p p y . For t h e l i n e t h i s y e a r i s complete— 
w i t h a c l u b for every p u r p o s e a n d a price 
for every p u r s e . l e t there arefetver models 
than ever before. 

T h i s m e a n s y o u c a n s u i t e v e r y b o d y w i t h -
o u t t y i n g u p a l o t o f m o n e y i n a s s o r t e d 
b r a n d s . Y o u t u r n y o u r m o n e y o v e r f a s t e r 
a n d m a k e m o r e s a l e s w i t h s m a l l e r s t o c k s . 

AT T H E P R I C K H E W A A T S TO P A Y 

All o f w h i c h m e a n s extra p r o f i t s 
t h a t o t h e r w i s e y o u ' d m i s s . 

F u r t h e r m o r e , e v e r y m e m l x ' r in 
y o u r c l u b r e s p e c t s t h e n a m e 
"MACGREGOR." T h i s n a m e o n a n y 
g o l f c l u b o f t e n i s e n o u g h t o c l o s e a 
s a l e t h a t o t h e r w i s e m i g h t b e l o s t . 
T h a t ' s s o m e t h i n g t o k e e p i n m i n d 

w h e n t e m p t e d t o s t o e k a l i n e l e s s f a v o r -
a b l y k n o w n . 

B o t h MACGREGOR W o o d s a n d t h e n e w , 
s t e e l - s h a f t e d MACGREGOR I r o n s — b u i l t 
w i t h t h e f a m o u s " N e u t r a l i z e r " t o e l i m i n a t e 
s t i n g , v i b r a t i o n a n d b r e a k a g e — a r e i l l u s -
t r a t e d i n o u r n e w 1933 C a t a l o g . 

M a i l t h e c o u p o n t o d a y f o r a f ree c o p y 
a n d MACGREGOR'S s i m p l i f i e d P l a n for i n -
c r e a s i n g g o l f c l u b s a l e s a n d prof i t s . 

THE ( i t i WROITN. MI-I.M T.INT A i t . \ « i C> 

SPEI IALS I'OH PROS O.M.Y 
There are six line* of quality claim offered exclusively to the golf pro and 
stamped with liis own name free of charge, facts ahout these money-

makers sent upon request. 

4 MACGREGOR 
» E S T 

T H E C R A W F O R D , M c G R E G O R & C A N R Y C O M P A N Y , 
D e p t . A-32, D a y t o n . O h i o . 

P l e a s e tirnti m e a c o p y of y o u r now C a t a l o g a n d d e t a i l s of y o u r 
I ' l an fo r i n c r e a s i n g G o l f C l u b »ale« a n d p r o f i t s in 1933. 

Name 

Address 



Spalding TOP-FLITE 

. . . the famous "Ball 
of ihe Champions" 

Spalding KRO-FLITE 

ihe world's 
toughest ball 



N O W 6 5 i E A C H ! 

In deference to the golfing budgets of 1933, Spalding has 
reduced the price of the two finest Spalding Golf Balls —the Top-
Flite and the Kro-Flite. They were 75 cents. They're now 65 cents 
vach — 2 for $1.25 . . . $7.50 per dozen. 

The Top-Flite remains unchallenged as the best ball in the 
world for championship play. And it remains the world 's only ball 
wi thout paint or lacquer to mar its perfection. 

The Kro-Flite continues to be the sturdy friend of the Aver-
age Golfer—and of his pocketbook. I t 's still the toughest ball that 
ever laughed off a misdirected clubhead. And it doesn't ask him to 
pay for toughness with distance, for i t 's one of the longest balls made. 

If there was anything needed to boom your golf ball sales 
this season —this reduction on the world 's greatest golf balls does 
it. Your customers now have in Spalding balls —the best and the 
cheapest (in the long play). Order now for prompt delivery. 

O A. G. S. ft BROS. 



this is a sample of what is done af ter 
every round, etc. 

3. Go through each member's set in the 
racks and note what clubs he needs. 

COLLINS LETTER TO NEW 
MEMBERS 

I t is m y s i n c e r e h o p e a n d b e l i e f 
t h a t y o u w i l l f ind y o u r m e m b e r s h i p 
in I n d i a n H i l l s a c o n s t a n t source of 
p l e a s a n t r e l a x a t i o n , h e a l t h f u l e x e r -
c ise , a n d f r i e n d l y a s s o c i a t i o n s . 

Y o u r m e m b e r s h i p e n t i t l e s you to a 
f r e e go l f lesson, in a c c o r d a n c e w i t h 
a n a r r a n g e m e n t m a d e b y t h e C l u b 
w i t h m « . I s h a l l be h a p p y to g ive 
y o u t h i s f r e e lesson a t y o u r e a r l y 
c o n v e n i e n c e , a n d t h u s h a v e t h e op-
p o r t u n i t y t o b e c o m e b e t t e r a c q u a i n t -
ed w i t h y o u a n d y o u r g o l f s w i n g . 

" R o b b i e , " o u r p r e s i d e n t , has a s k e d 
m e t o do e v e r y t h i n g in m y p o w e r to 
m a k e i t possib le f o r I n d i a n H i l l s 
m e m b e r s t o e n j o y t h e h i g h e s t pos-
s ib le q u a l i t y of g o l f a t t h e l o w e s t 
poss ib le e x p e n s e . I n l i n e w i t h t h i s 
g e n e r a l c l u b p o l i c y , I h a v e a r r a n g e d 
to s u p p l y a n e x c e l l e n t b r a n d of go l f 
ba l ls at 3 f o r $1.00. T h i s is not a n 
o r d i n a r y c u t p r i c e b a l l , b u t has good 
c a r r y i n g a n d r o l l i n g q u a l i t y , w i t h a 
t o u g h c o v e r t h a t w i l l s t a n d a lo t of 
w e a r a n d t e a r . T r y t h e s e spec ia l 
ba l l s of o u r s a n d i f y o u d o n ' t l i k e 
t h e m , j u s t t u r n t h e m in a n d I ' l l g i v e 
y o u r m o n e y b a c k — t h a t s h o w s w h a t 
I t h i n k of t h e m . 

W h e n e v e r y o u a r e in n e e d of a n y 
n e w c lubs , I c a n s u p p l y t h e l a t e s t 
r e g i s t e r e d s t e e l - s h a f t e d w o o d s f o r 
$5 .00 , a n d b e a u t i f u l s t e e l - s h a f t e d 
i rons , of t h e f a m o u s H a g e n q u a l i t y , 
a t $3 .75 . C l u b c l e a n i n g , s e r v i c i n g 
a n d s t o r i n g has been r e d u c e d to o n l y 
75c a m o n t h . W o o d e n t e e s a r e 10 
f o r 5c , a n d o t h e r t h i n g s a r e p r o p o r -
t i o n a t e l y low. 

M o s t m e m b e r s of a l l c l u b s p r e f e r 
to p a t r o n i z e t h e i r o w n " p r o , " a n d I 
w i s h t o r e c i p r o c a t e t h i s c o o p e r a t i o n 
by g i v i n g q u a l i t y m e r c h a n d i s e a t t h e 
l o w e s t poss ib le p r i c e s . I f you h a v e 
a n y s u g g e s t i o n s to o f f e r a t a n y t i m e 
in o t h e r s e r v i c e s t h a t I c a n r e n d e r , 
I s h a l l be d e e p l y a p p r e c i a t i v e . 

M y a s s i s t a n t , M a u r i c e , a n d I w i s h 
t o do e v e r y t h i n g in o u r p o w e r to 
m a k e t h i s y o u r m o s t e n j o y a b l e sea-
son of go l f . 

Y o u r s to c o m m a n d , 
A L C O L L I N S . 

Write personal letters to this list at night. 
I have increased my club sales already by 
this method as it shows an interest in 
each individual's game. I used to wait 
until they came out but it never seemed 
convenient for them to buy them. 

4. I am experimenting with a sticker 
for each bag calling attention to the work 
done, i. e., cleaning is dated each time, etc. 
I learned from my committee that 90% of 
the members do not realize all the work 
we do to earn the club service fee. t 

5. Advertising—I use the back page of 
our monthly publication called the Indian 
Hills Putter. This replaces my Al-O-Gram 
little publication of last year. The club 
will include a message from the pro with 
the statements and for the small expense 
I think this should be done every month 
of the playing season. 

6. High spot an item each week. For 
example, a sand blaster. This can be 
mounted upon a standard and put in a con-
spicuous place. 

C L O T M A C H I N E S paying off in golf balls 
^ have had a big run on the Pacific coast 
this winter. Most of them are leased to 
the pro on a 20% guarantee basis. Ma-
chines are quarter outfits and when a 
player puts in four quarters without click-
ing for any balls, he gets a free package 
of tees. When the player hits the jackpot 
on the machine dial the sound of balls 
pouring out of the machine can be heard 
from L. A. to Denver. 

The slot machines have put out a lot 
of balls for the pros and about cleaned out 
the mesh marked balls during a time 
when most of the players were buying 
dimpled balls over the counter. 

VULCAN NOW SHOWING NEW 1933 
LINE OF WOODS AND IRONS 

Portsmouth, Ohio.—At the annual meet-
ing of its stockholders and directors, Vul-
can Corp., parent organization of Vulcan 
Golf Co., Portsmouth, Ohio, re-elected 
Colonel A. L. Mercer president, John W. 
Snyder vice-pres., H. S. Van Camp treas., 
and C. E. Dowling secy. 

The company coincidentally held its an-
nual sales conference and has returned 
salesmen to the road with a new line of 
nine wood models and six lines of iron 
clubs for both men and women. The com-
pany reports increased sales on bags and 
balls. 

H. C. Brownson, former production man-
ager of Vulcan since last season, has been 
appointed general manager of the com-
pany, it was announced. 


