
PICKED UP IN THE ROUGH 
By HERB GRAFFIS 

A NOTHER f r ee golf school on the order 
* * of the highly successful school run by 
the Chicago Daily Fee Golf associat ion and 
the Chicago Tribune, has been conducted 
by the Har r i sbu rg (Pa.) Telegraph and 
the Blue Ridge CC. Six lessons made up 
the course. 

There were more than 80 gol fers in the 
school. Calvin Black, pres ident of Blue 
Ridge, was t h e moving spir i t of t he enter-
prise. George Haak, Blue Ridge pro, as-
sisted by Joe Ludas, pro a t Middletown, 
handled the ins t ruct ion and showed some 
as tonishing resul ts . T h e pros handled 
pupils f rom 8 to 76 years old. Majority 
of the pupils were women. Pr izes were 
given to the pupils who showed t h e great-
est progress . 

Keen golf in te res t was a roused in Har-
r i sburg and the Telegraph benefited with 
another demonst ra t ion of r e a d e r service 
and response. The idea is a na tu ra l for 
Kolf-newspaper tie-up. 

* * * 

EDDIE CONLIN, head man of t h e United 
S ta tes golf ball sales, did something 

smar t a t the PGA convention a t Milwau-
kee. Eddie gave each pro w h o played 
some of t h e new United S t a t e s rubber 
kitchen ap rons for his wife and some of 
the U. S. Three Star balls, which are 
called the U. S. Hennesseys by those who 
have memories that go 'way back. 

T h e pro 's wives clapped h a n d s at Con-
lin's thought fu lness . Ed also gave Francis 
Gallett, pro a t Blue Mound, payment for 
the U. S. balls given away a t t h e tourna-
ment. 

* • * 

ONE S O U R C E of income a t t he PGA 
tou rnamen t was the tee plates . On 

each tee plate there was the let tering. 
"National Tea ," for which the National 
Tea Co. paid $100. 

• * * 

A TIP-OFF t h a t the days of easy credit 
In the spor t ing goods bus iness are at 

end comes out of the organiza t ion of the 
National Spor t ing Goods Credi t associa-
tion. 

All leading manufac tu re r s now are ex-
changing informat ion on del inquent ac-
counts. This is putt ing an end to the 

g rand old run-around whereby a re ta i le r 
who was in too deep with one manufac-
t u r e r would switch to ano the r unti l credi t 
had been exhausted with t h e second manu-
fac tu re r , when Sucker Number 3 would 
have t h e account handed to him by the 
re ta i le r who acted as though he were do-
ing the manufac tu re r a big favor. 

It was plenty ev ident a t the mee t ing 
tha t fo r each dollar in pro bad credi t t he r e 
was more than a match in other dea ler 
bum credit . 

• * * 

A T T H E sport ing goods credit men ' s 
* * meet ing one of the speakers said 
someth ing tha t will do some pros a lot of 
good and which may show them it is dan-
gerous ignorance to ac t tough or play cry-
baby when they a re a sked to pay the i r 
bills. This credi t m a n r e m a r k e d : 

"Many reta i lers get into debt unknow-
ingly. They have no in tent ion of becom-
ing dead-beats. Bills gradual ly pile u p 
on them and the d iscovery tha t they a re 
in too deep comes as a shock r a the r t han 
the culmination of defini te planning. T h u s 
it is a favor to the r e t a i l e r to remind h im 
a t f r equen t in tervals of growing indebted-
ness, before he becomes hopelessly entan-
gled in commitments . Stores have of ten 
t hanked us for r emind ing them of the i r de-
l inquencies before they reached the danger 
point. 

* • * 

T H E new code looks to be a g rea t t h ing 
• for the pros and t h e manufac tu re r s . 
The manufac tu re r s swea ted and spen t a 
lot of t ime and dough to get a code t h a t 
would e l iminate r e t a r d e n t e lements f rom 
the operat ion of a complex bus iness . 
Boa rdman Spalding was the pilot of t he 
tedious sessions for the m a n u f a c t u r e r s and 
a fine choice for t he spot . He is one of 
those pat ient , long, lean guys l ike J o e 
Graffis and Cassius who do a lot of th ink-
ing o' nights , and in t h e daytime, too, and 
w h e n t h e hooie has been sufficiently spilled 
will j e rk t h e procession back into l ine 
with a "yeah, but how about the dough?" 

* • » 

GEORGE JACOBUS was called into the 
meet ing to speak his piece for t h e 

pros. George put up a lusty, and legiti-
m a t e plea for t h e pros get t ing a 50-50 



deal with stores. His ins t ruct ions f rom 
the pros were to ra i se par t icu lar hell 
aga ins t "buy it wholesa le" deals, to elim-
ina te the fac tors tha t give s tores chances 
to spr ing cut-price sales aga ins t the pros, 
to work out the pro c red i t s i tuat ion and 
to cut down pro howls on the subsidy 
which have been plenty, because one pro 
a lways will claim tha t t he other guy is 
get t ing m o r e with less l icense. 

George did an impress ive , first class job. 
The kid is O. K. Being pres ident of t he 
PGA is in many respec t s like being a 
green-cha i rman—jus t when the man knows 
enough to be able to hit swi f t pitching and 
is a va luable asse t for the club, he is liable 
to get sick of his job, and the expense 
of t r a in ing has to be r epea t ed with some-
one else. 

Evidence of George's e a r n e s t labors for 
the cause are evident in his doctor 's 
diagnosis . He has a pe r s i s t en t case of 
nervous indigestion, m a y b e s tomach ulcers, 
which the worry of t r y ing to help the 
pros has given him. 

I OH N MacGREGOR, boss guy of the 
Greenkeepers ' association, played a 

fine hand in the code business. When 
the USGA expressed a belief tha t the pri-
va te golf clubs didn ' t come under the code, 
J o h n wired H e r b e r t Jacques, pres ident 
of the USGA, advis ing Jacques t h a t the 
g reenkeepers could be counted on any-
th ing for the good of t he game and the 
clubs. John f u r t h e r made the del icate 
suggest ion tha t if the recovery code was 
to do its work t he re are a hell of a lot 
of fellows in charge of golf courses and 
course laborers who are over-due for some 
recovery aid. 

• * * 

T H E g reens force of golf clubs, f rom 
• g reenkeepers down to the guys who 

weed the t raps , general ly are pi t i ful ly un-
derpaid. If golf club officials, especially in 
the metropol i tan distr icts , realized how 
many of the i r course employees and their 
famil ies had to exis t on relief f u n d s dur-
ing last winter , these officials would be 
shocked and prompt ly act to a l leviate the 
condition. 

Chances are the officials won ' t know be-
cause the g reenkeepers have the ma t t e r 
of cut t ing cos ts so constant ly d rummed 
in to their ears they are afra id to ment ion 
money to thei r cha i rmen. 

The resul t is t h a t many a metropol i tan 
dis t r ic t g reenkeeper is manag ing to 
squeeze out of the scanty sum he has to 
t ide his own family through the winter , 
enough money personal ly to aid some valu-
able and t ra ined m a n he wants back next 
season. 

But that ' s the way since t h e world be-
g a n ; you can get a banquet f rom the poor 
when the rich wouldn ' t give away the t ime 
of day, so his tory advises us deep stu-
dents . 

Newspaper sport pages often overlook 
the advertising revenue that would result 
if women's local golf news appeared regu-
larly in the paper. Such ads as this full-
page one, run by the H. & S. Pogue Co., 
Cincinnati department store, in the "En-
quirer," are waiting for any newspaper 
smart enough to feature women's golf. 

A N ASSOCIATION of one-armed golfers 
* * is being organized by J. T. J u n k of 
Downs, Kansas , who recently sent out a let-
te r to secre ta r ies of all clubs in Kansas , 
wes tern Missouri, eas tern Colorado and 
sou thern Nebraska , outlining the plan. In 
his let ter , J u n k sa id : 

"As a one-arm golfer I feel I 'm plenty 
good, but anybody in my position knows 
it is unfa i r to be matched aga ins t a two-
armed man. I would like to organize all 
one-armed golfers in Kansas and surround-
ing s ta tes and hold a t ou rnamen t once a 
yea r in some cen t ra l ly located city—Tope-

(Continued on page 23) 
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Salesmen Can Help Good Pros 
Clear Up Credit System 

THE SWIFT growth of golf f r om a sport 
into big business happened in such a 
way tha t was bound to c rea te a credit 

problem among the professionals . As we 
look back we can see tha t t he g a m e grew 
out of bounds. Many young fel lows with-
out any business experience were put into 
positions where they had big inventories, 
short seasons, limited marke t s , week-end 
rushes, style changes and forced selling 
to keep up manufac tu re r s ' volume. 

These fac to rs made the m a n a g e m e n t of 
a pro shop more of a problem than the 
inexperienced pros were able to handle. . 

Solution of t he pro credit problem un-
doubtedly was postponed by the intense 
competi t ion among the manufac tu re r s . 
When a pro had exhausted his credi t with 
one m a n u f a c t u r e r he was ab le to get 
credit f rom another . The resu l t was bound 
to be sad for the m a n u f a c t u r e r s as well 
as the professionals and now the day of 
reckoning has arrived. 

The sa lesman naturally gets an unfavor-
able react ion if his company h a s a firm, 
tough policy of pro credit . If a golf com-
pany wan ts to sell any pro who won' t pay, 
tha t is the company's grief . But, of 
course, the sa lesman prompt ly feels the 
reaction f rom such a policy in reduced net 
income and eventual ly he is out of a job, 
because loose credit policies and survival 
don't go together any more in the golf 
business. 

We can be proud of the f ac t t ha t our 
company has a s trong credit policy. It 's 
a selling asse t for the sa lesman if he 
boldly makes use of it. I have found tha t 
it is the best policy to sell t he average 
good pro on the idea tha t we t a k e very 
few chances on risky credit because we 
don't wan t to pass on this burden to the 
good pro who pays his bills. 

Help Out Pros 
When we analyze the compla in ts we 

have had about our credi t policy, we see 
tha t most of them come f rom t h e credit 
del inquents who handle compara t ive ly lit-
tle of our merchandise . Undoubtedly we'd 
all be be t t e r off without t he i r business 
if we were cer ta in they would a lways be 
bad credit . However, many of these pros 
a re fine, honorable fellows who have got in 

THESE remarks were made by a dis-
trict manager of one of the larger golf 

manufacturing companies at the com-
pany's sales convention. 

What this golf goods salesman says in-
dicates that the golf companies are set 
on helping the pros with the credit prob-
lem, always a difficult one in any short 
season business. 

Pros have survived the depression with 
credit rating improvement that is worthy 
of praise in the field of small retailing 
units, and when some of the boys realize 
that cooperation and understanding on 
pro credit will make every pro job in the 
country pay better, there will be no more 
pro credit problem. 

bad because they lacked business educa-
tion. W e can look over thei r shops, size 
u p t he i r clubs and lea rn something about 
the i r cha rac te r and then know w h e t h e r 
or no t these present poor r isks are wor th 
t h e t ime and effort it will take on our p a r t 
to work them out of the mess into which 
they have let t hemse lves slip. If we de-
cide tha t these boys—or men—are wor th 
saving, then it is up to us to not be a f ra id 
of ta lk ing firm and open about credi t and 
t ry to show the fellow how he can work 
his way back. We owe it to the pro. W e 
owe it to our company, AND we owe it 
to ourselves. 

I am inclined to th ink tha t one of t he 
most serious charges t h a t can be brought 
aga ins t golf company sa lesman is a down 
r igh t f ea r of the credi t problem. They 
a r e scared to dea th to ment ion credi t to 
m a n y of the pros, to whom a good hear t -
to-hear t tough talk would be the bes t t h ing 
t h a t ever happened in making good busi-
ness men out of t h e s e professionals . 

Such education can not be lef t to credi t 
m a n a g e r s because they can not personal ly 
con tac t the pros. Golf sell ing to t h e pros 
is a double barre led job for the s a l e s m a n 
—Sell ing and Credit . No sale is ever com-
pleted until we collect the money. The 
sa lesman should know the pro 's posit ion 
f a r more int imately than t h e credi t man-



ager ever can, so if t he pro is talked to 
in t e r m s of the pro's own conditions and 
appealed to on his spor t ing fa i rness as 
well a s on his wisdom in holding and 
bui lding up his job, we a re on our way 
toward a solution of t he pro credit prob-
lem. I of ten have noticed tha t the pro 's 
wives a re the real bus iness heads of the 
family, and if we can tac t fu l ly get such 
wives in teres ted in the c red i t problem, we 
will have this problem solved in many in-
s tances . All of this work is informal, and 
can ' t b e handled by the necessari ly rou-
t ine work of a credi t depar tment . 

Call for Show-Down 
W h a t will help all good golf companies 

a lot is to have their sa lesmen go to the 
mat wi th the bad credit pros. Those who 
can be saved will be helped to a speedier 
recovery, and the hope less ones can be 
e l iminated from the game as a real serv-
ice to the first-class pros, t he clubs, t he 
players, and cer tainly to the manufac tu re r s 
and sa lesmen. 

At t imes we run in to a s i tuat ion where 
a pro can ' t pay us because he says the 
club is holding out on him. We should 
know someth ing about a pro ' s line-up with 
his club, so we could check such cases. 
If the club is holding out, and the pro will 
consent to such an act ion, we should call 
on t h e c lub officials and tac t fu l ly help the 
pro get his money so h e can pay us. 

Right a t this point, I wan t to say some-
th ing about an impor tan t detail of the 
spr ing s to re sales aga ins t which some of 
the pros have protested. 

Fi rs t , I point out t h a t t he loudest kicks 
come f rom the fel lows whose business 
with us is the most quiet . I tell the 
howlers th is in a way t h a t t ips them off 
to t h e f ac t that the s m a r t pro-merchants 
have no kick agains t these sales. Then I 
remind t h e m of the t r emendous amount 
of clubs re turned by pros a t t h e end of the 
season, and tha t all s tore accounts know 
tha t a sa le is a sa le and t h a t they a re 
legally obliged to keep the goods we sell 
them. If pro accounts a r e promptly set-
tled, and if a sa lesman keeps up with his 
collection all dur ing the season, there will 
cer ta inly be less merchand i se re turned at 
the end of t he season. 

F u r t h e r m o r e , I tell him t h a t in addition 
to th is re turned merchandise , we have 
a lways been too easy on the pros in the 
past , and have as a consequence some ac-
counts receivable on our books long over-
due, and on which no bank would loan us 
money for next season 's operat ion. 

When the golf manufac tu re r s get into a 
banking s i tuat ion like we all faced this 
spring, we simply can ' t get money to carry 
on operat ions. W e would have had it, 
however, I F we had been able to collect 
our accounts receivable, and had had no 
money tied up in re turned merchandise . 
Therefore , we all a re forced into ge t t ing 
money quickly. If any pro who h a t e s to 
pay th inks tha t he can put any manu-
fac turer out of business just because the 
manufac tu re r is bashful about a sk ing for 
business when tha t bus iness means money 
for salvation, t h a t pro is exposing himself 
as ignorant of business. 

Pros' Hope Renewed 
What the sa lesman has to do is to make 

the pros who are worth saving get up out 
of the red. When business is poor for 
them, as it has been for many this year, 
the sa lesman has to help the pro correc t 
his pract ices wi thout breaking the pro's 
hear t . The pro 's hope must be renewed. 
This is the year for el iminat ing the evils 
in the golf bus iness and as the credi t 
t rouble is one of t h e biggest evils, we 
might jus t as well hack tha t out. If we 
let it continue, it is largely our own faul t . 
Credi t is choking our sales, and m u s t les-
sen our sales effor t because a lot of the 
t ime we might be t t e r spend on sel l ing we 
have to spend in s t ra ightening out un-
pleasant credit s i tuat ions. 

Veteran Scotch professionals tell of Old 
Tom Morris who used to supply pros who 
were going out to the s ta tes with s tocks 
of heads and clubs. Old Tom Morris died 
practically broke. So we can see t h a t the 
credi t problem is of long enough s tand ing 
to require long, hard , pat ient work on the 
pa r t of the sa lesmen who are closer to the 
pros than the credi t manager . 

In helping the pros solve the i r credi t 
problem, our company is doing one of the 
g rea tes t jobs t h a t can be done for the pro. 
Any pro who is not willing; to coopera te in 
solving his credi t problem is a fellow we 
don ' t wan t to r isk our money on. H e is 
a menace to all the pros who a re t ry ing to 
build up the pro reputa t ion for integri ty 
and service. 

THIS IS open season for Nominat ing Com-
mit tees . Between now and Feb rua ry 

they will be busy selecting s la tes fo r the 
coming year. Once more, GOLFDOM fol-
lows i ts annual cus tom and points out to 
t hese commit tees the value of picking men 
on the basis of the i r ability r a t h e r than 
popularity. 



* 
Specify TRUE TEMPER 
Shafts on your club 
orders —they are sup-
plied in various fin-
ishes including chro-
mium plate, colored 
lacquers or with 

Pyratone Sheath*. 
* 

GO O D old-fashioned excellence of expert manufacture, 
long associated with clubs sold by wise professionals 

is always in danger in cut-price periods. 
Often the average buyer can't tell the difference between a 
$2.50 club and a $7.00 club . . . They look NEARLY alike. 
But you, as a pro, and the manufacturer who supplies you, 
know why a difference in price is justified. 
TRUE T E M P E R Shafts cost more . . . They are made of the 
costliest alloy steel—precision made. That's why you find 
them on the finest C I U D S . 

TRUE TEMPER Shafts are essential to "Pro Quality" and pro-
tection of a selling point that aids your reputation and 
protects your profits. 

T H E A M E R I C A N F O R K A H O E C O M P A N Y 

Sporting Goods Division Geneva, Ohio 

TfTuE Temper 

S h a f t s 

• 

Bo/ect uout mojt 
jsrtcetedd 

...PRO QUALITY 



AGAIN, HOL-HI PROFESSIONALS ARE FIRST 

FOR GOLFERS WHO, SHOOT 

OR UNDER 

THE NEW HOL-HI 
WILSON-WESTERN SPORTING GOODS CO. 8MS\_£SrD.B3£ 

Wilson introduces sensational new thin-cover ball that 

§
drives farther, putts truer and remains p layable longer 

The boys are sure going to town with the new thin 
covered HOL-HI—not only the boys who are play-
ing in the big tournaments but the boys who are stay-
ing home and tending shop! The performance of the 
new ball has created one of the liveliest demands for 
a golf ball ever experienced, which means more busi-
ness for the professional. 

The news of its superiority at the last P . G . A . 
tournament spread like wildfire. Any ball that was so 
consistently out in front for so many extra yards 
could not help but get recognition. Its superiority 
over all others amazed the players and the galleries 
as well. It is the sensation of the season. 

While it is built for golfers who shoot 80 or under, 
the B class player sees in it a means of lowering his 
handicap—and what a market this type of player 
presents! 

This ball is new—and how different! Besides its 
extra distance, its durability is amazing. You literally 
can't gouge it out of round. It may cut if you top it 
viciously enough, but it will remain playable! Its 
new-process cover is too thin, too tough, too tightly 
amalgamated to the core, to plow up. It will still drive straight, it will still putt true long after so-called durable, thicker-covered balls have gone into the dis-card. Are you ready to meet the demands of your players? Use the coupon order blank below. ' D o u b l e YOUR "END-OF-SEASON" BALL SALES BY FEATURING 



WITH A SENSATIONAL NEW ACHIEVEMENT 

... AND HERE'S /THE RESULT 

IN THE BIG TEST! 

A CLEAN SWEEP ! 
4 QUARTER FINALISTS . . 4 SEMI-FINALISTS 

(One-half the Field) (The Entire Field) 

2 FINALISTS . . . AND THE %A#| M M C D 
(The Entire Field) W W I I ^ I W h I X . 

played HOL-HI Thin Cover BALLS 
exclusively in the P.G.A. Tournament 

(considered the world's greatest test of go l f ) 

Gene Sarazen, the winner, played both 
Hol-Hi Balls and Wilson Clubs exclusively 
Gene Sarazen, Johnny Farrell, Jimmy Hines and j " " ™ - - ™ ™ 1 
Willie Goggin are retained by Wilson-Western j o J ^ S K i . 
in an advisory capacity. I Please send me sales pro- J 

' 1 | motion material for the new J 
• Thin Cover Hol-Hi Balls and • 
• enter my order for dozen I 
{ of t h e ba l l s for i m m e d i a t e I 
! shipment. 

I 
| Name j 

I Club 
I j 
j Addres s | 

Los Angeles San Francisco Portland, Ore. Minneapolis St. Paul J Town | 
Cincinnati Pittsburgh Charlotte. N . C. Miami Houston Dallas ———————————— 

IT MUST BE A BETTER BALL 



A well designed green merges into the landscape. Here is an excellent example, the 
eleventh green at Cypress Point, viewed f rom the left of the line of play. 

Twenty Years of Greenkeeping 
Have Taught M e Plenty 

By DR. ALISTER MACKENZIE 
Pasatiempo, Santa Cruz, Calif. 
(Continued from August) 

IOFTEN think tha t the re is no prelimi-
nary t ra in ing tha t is so usefu l in the 
t r e a t m e n t of golf courses as tha t of the 

medical man . Not only is h is knowledge 
of chemis t ry , botany, biology, physiology, 
bacter iology, etc., of value, but of fa r 
g rea te r impor tance is the men ta l t ra ining 
which p reven t s him in t e r f e r ing with na-
tu re and never using the d ras t i c methods 
of the kni fe if a cure can be effected by 
simple means . 

* * • 

Modern medicine consis ts largely in dis-
covering the causes of d isease and supply-
ing wha t is lacking in the human body 
such as ex t r ac t s of the thyroid , pancreas, 
ad rena l and other glands. 

Similarly, in g reenkeep ing no t r ea tmen t 
is requi red if na tu re can ef fec t a cure. The 
kni fe should be avoided if be t t e r and more 
p e r m a n e n t resul ts can be obtained by sim-
pler means , and no d rugs should be used 
except those necessary to replace constit-
uen ts in t h e soil tha t a r e lacking and re-
t a rd ing t h e growth of t he finer golfing 
grasses . 

Ni t rogen is the most i m p o r t a n t food for 
golfing grasses , but in providing nitrogen 

it is impor tan t not to get too grea t a de-
gree of acidity. 

I have a l ready said the USGA at first 
advocated lime, then stated it was poison 
and are now again advising its use. The 
quest ion is a most difficult and compli-
cated one. 

Of one thing I am certain, and tha t is 
t h a t 1 have seen more harm done to golf 
courses by the use of carbonate of lime 
and alkaline fer t i l izers than by any th ing 
else. Not only once, but scores of t imes , 
I have seen a beaut i fu l sward of the finer 
g ra s ses ruined by the application of alka-
lies. This has impressed me so s t rongly 
t h a t I have even hes i ta ted to advise car-
bonate of lime on the sour hea th l ands of 
Bri tain, peaty soil which has a much high-
e r degree of acidity than any I have seen 
in America. 

Puzzled at Cypress Point 
At Cypress Po in t we were much dis-

t r e s sed because the soil on the proposed 
f a i rways on the coast showed as high a 
deg ree of a lkal ini ty as a pH of 8.4. 

We were a f r a i d t h a t agrostis maritima 
(Seaside Bent ) might not do well on such 



highly alkal ine soil, so before seeding we 
added a considerable a m o u n t of sulphur 
and since then we have used f requent 
dressings of sulphate of ammonia . 

To our as tonishment the fa i rways near 
the coast a re as perfect as any we have 
ever seen, the agrostis maritima has domi-
nated all the other grasses and there is 
not a weed or a leaf of clover to be seen 
anywhere . 

It was entirely cont rary to our experi-
ence tha t bent grasses could flourish in 
soil of such a high degree of alkal ini ty. 
There can be little doubt t h a t the finer 
golfing grasses require an excess of nitro-
gen in the soil. This excess is usually as-
sociated with acidity so it is possible, or 
even probable tha t it is t he amount of 
ni t rogen t h a t is of p r imary importance 
and t h a t the pH is a secondary mat ter . 

Virgin soil, or soil t ha t ha s been uncul-
t ivated for many years a lways makes the 
best golfing ground. The word l inks orig-
inally denoted open, uncul t iva ted land. 

Cypress Point was constructed on virgin 
land. The pH varied f rom 4.5 to 8.4. Al-
though most of the soil was r ich in nitro-
gen, the r ichest was where the pH was 
highest . I t is probably owing to th is ex-
cess of ni t rogen tha t we have been able to 
obtain fa i rways and greens t h a t are con-
sidered to compare favorably with any in 
the world. 

My view is that carbonate of lime should 
be used with extreme caut ion. There may 
be occasions when it may be necessary to 
counteract the ill-effects of over-dose of 
sulphate of ammonia or o ther chemicals, 
but in such cases it should be applied in 
small quant i t ies and the effect careful ly 
noted before giving it a second dressing. 

There a r e a few points in regard to 
dra inage I would like to emphasize and 
others tha t I would like to modify . 

It is of the utmost impor tance tha t the 
water s t r a t u m should be tapped. For ex-
ample, if a hard pan is p resen t it is essen-
tial t h a t t h i s should be broken up and the 
drain ti les placed below the upper level of 
the pan. 

It has a l ready been pointed out tha t the 
dra inage of a golf course is faci l i tated by 
the m a n n e r in which the construct ion is 
carried out. 

Assist ing Drainage 
On all our recent golf courses on flattish 

land we have designed a se r ies of swales 
which not only assist d ra inage but give us 
plenty of ea r th to make the greens, hil-
locks and undula t ing ground . 

The swales will take care of the s torm 
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Better Beer 
Yes, no t o n l y b e t t e r bu t f a r m o r e prof i t -
able. A n d we can p r o v e i t ! 
K r i s t a l - V a c Dispens ing S y s t e m combines 
t ank coo l ing and coil f e a t u r e s wi th 
unique K r i s t a l - V a c t r a p w h i c h e l imina tes 
" w i l d n e s s " and insures d e l i v e r y of uni-
f o r m l y gasif ied beer . Cons ide r these 
f e a t u r e s : 

• Automatic air pump supplies pressure at 
any predetermined poundage. Beer passes 
from keg through cool ing system in 
straight line to vacuum tank where wild-
ness and sediment are removed. 

• From vacuum tank beer passes to cooling 
tank where it is pre-cooled to within 5 
degrees of desired temperature. From 
cooling tank it passes through short coil 
for final cooling immediate ly before 
delivery. 

• In actual practice 20 glasses of beer are 
delivered per minute between 40 and 45 
degrees F., without variation in quality. 

Adap tab le to any ex i s t ing cab ine t , bar or 
fittings. W i t h ice or mechan i ca l r e f r i g -
e ra t ion . P o r t a b l e f o r m as s h o w n f o r use 
in c lubs , r e s t au ran t s , h o t e l s or home . 
O p e r a t e s on l ight socke t . N o ba r t ende r 
needed . A rea l t r ade bu i lde r and prof i t 
maker . 
\ » 7 •*. for details regarding this remarkable 
V Y i I l t S t , e e r dispensing system and big profit 
maker. Let us show you how to turn your beer 
trade into worthwhile profits. 

KRISTAL ENGINEERING CO. 
30 Nicholson Street 

NEWARK, N . J. 

water , and small pipes at the bottom of 
them will dra in off any small pockets of 
w a t e r tha t remain . When a course is con-
s t ructed in th is way the expense of side 
d ra ins is of ten unnecessary. 

In the construct ion of a golf course th i s 
pr inciple of swales communicat ing with 
deeper ones should be extended to all 
hollows on the greens, approaches, bunk-
ers and any other communicat ions wher-
ever possible. 

The kind of water used for i r r iga t ion is 
also of great importance. I r r igat ion may 
deposit an enormous quant i ty of undesir-
able sal ts du r ing the year, so it is advis-
able in the choice of seed to be guided not 
only by the soil but also by the charac te r 
of the water . 

Water Problems 
F o r example, a t Sharps Park (San Fran-

cisco's new municipal course) the well wa-
ter contained as large a proport ion of 
common salt as 700 par t s per million and 
so it was obvious t h a t few grasses would 
flourish under these conditions. Af te r the 
most careful inquir ies we used agrostis 
maritime f rom Marshfield, Oregon, which 
we knew was flooded with sea water two 
months each year and we omitted poa tri-
vialis, pratensis and the f e s c u e s we 
thought a t one t ime would be desirable. At 
Pasat iempo, Santa Cruz, the f a i rways were 
near ly f ree f rom clover for the first few 
months , but th is win te r they became cov-
ered with it. 

We a t t r ibuted th i s to the excessive 
a m o u n t of carbonate in the wate r and 
though t it would be a great expense to get 
r id of it by hand-picking and n i t rogenous 
fer t i l izers . For tuna te ly , we discovered a 
weed-puller invented by a man in San ta 
Cruz f rom whom Miss Marion Holl ins, 
with her usual foresight , bought the 
pa tent . 

Th i s weed-puller Is shaped like a r a k e 
wi th large claws set a t an angle so t h a t it 
g rasps the clover and other weeds but 
al lows the grasses to slip through i ts fin-
gers. W i t h these weed-pullers we got rid 
of t he clover on the first and n in th fa i r -
ways in th ree days. One man and one 
weed-puller does more work than 15 men 
by ord inary methods. 

In Br i t a in we a re not troubled with wa-
ter problems, except too much of it, but in 
Cal i fornia and o ther American s ta tes the 
expense of upkeep and i r r iga t ion is a se-
r ious problem. 

A first class i r r iga t ion system Is a spe-
cial is t ' s job, t he re a r e few engineers who 
a re capable of des igning a system, as a t 


