
Come to the 

Lyttoii Building - -
ivliere the golf business conies! 

In the Lytton Building 
the golf business of the midwest centers 

Chicago District Golf Association, Burke, Kroy-
don, Golfdom, Golfing, Midwest Golfer, Chicago 
Daily Fee Golf Association, Sporting Goods Jour-
nal and other active prominent factors in the golf 
business have their headquarters here. 
The address, 14 East Jackson Boulevard, is known 
to every professional and other sporting goods 
buyer in the central states. 
The Lytton Building is the place for your Chicago 
office. Rooms are light and spacious—suites are 
conveniently arranged—everything about the build-
ing (inside and out) shows modern construction 
and good housekeeping. 
Rents are reasonable, so you can be in the Lytton 
Building—right at the center of the central states' 
golf business—without increasing your budget for 
1934 selling cost. 
When moving day comes, move to where the golf 
buyers come. 
We will gladly rush you complete details of avail-
able space. 

L Y T T O N B U I L D I N G 
L. E. EATON, Manager 

14 EAST JACKSON B O U L E V A R D (AT STATE S T R E E T ) 

CHICAGO, ILL. 



I A N A D I A I N ' C L U B " i s o n e o f t h e 

really fine whiskies of the world. 
D i s t i l l e d , aged i n wood for 

years , e v e r y s tep of i t s m a n u f a c t u r e is 
s a f e g u a r d e d to p r o v i d e t h e h i g h d e g r e e 
of quality and purity which have distin-
g u i s h e d t h e product s of H i r a m Walker 
& Sons for more than 75 years. Its age 

"The Etsential Guest," a new booklet of attractive recipet, 

is attested by the Canadian government's 
official stamp which seals each bottle. In 
Hiram Walker's London Dry Gin—as well 
as in all other Hiram Walker products, 
i n c l u d i n g severa l very f i n e b r a n d s of 
moderately priced blended whiskies, you 
wil l f i n d the s a m e i n h e r e n t q u a l i t i e s 
which are so evident in "Canadian Club." 

can be had from your dealer or you may write for it direct. 

(ANADiAN QlJ! 

i^u^a/m' /^a&r |W] 
W A L K E R V I L L E , O N T A R I O V V P E O R I A , I L L I N O I S 
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Green Section Wins Two Year 
Battle on Crab Grass 

By FRED V. GRAU 

THIS is the first published digest of the 
Green Section's highly valuable re-
search into the chemical control of 

weeds, with particular reference to crab 
grass. 

Maintenance budget reductions in re-
cent years have given crab grass and 
other weeds an opportunity to threaten 
seriously the fine turf standard which golf 
clubs have won at the cost of many 
dollars and many years. 

It is hoped that the significance of the 
Green Section's research triumph and the 
release of this information at this time will 
not be lost on those clubs that ought to 
belong to the USGA and do their part in 
preserving the essential activities of the 
Green Section. 

To many clubs, not now members of 
the USGA, this crab grass control article 
is definitely worth far more than the $30 
annual dues in the USGA. 

Do you think that your club, as an or-
ganization of sportsmen, should "ride on 
a pass" and make use of this helpfulness 
of the USGA without spending $30 a year 
for its ticket? 

AF T E R T W O Y E A R S of c a r e f u l ex -
per imenta t ion a t the Arl ington turf 
garden, Univers i ty of Maryland, t he 

Chicago and New Je r sey d i s t r i c t s and 
e lsewhere , it has been ra the r well es tab-
l ished tha t c rab grass , one of the oldes t 
pes t s of turf , can be quite successful ly con-
trolled. The n a t u r e of this control is a 
s imple t r e a t m e n t wi th a common inexpen-
sive chemical which requires no more fus s 
or bother than mixing up a ba tch of bi-
chloride of mercury or broadcas t ing a pail-
ful of sulphate of a m m o n i a over a pu t t ing 
green. The chemical is sodium chlorate , 
an ordinary-looking, coarse, white, granu-
lar sal t having very much the a p p e a r a n c e 
of coarse bar re l sal t . The price of t he 
chemical r anges a round 7c to 7%c a pound 
in 100-pound lots. 

More than 1,500 sepa ra t e t e s t s over two 
y e a r s have been made with th is chemical 
in addit ion to p e r h a p s as many with sev-
e ra l o thers as well. Every conceivably 
good combinat ion of th is chemical with 
o the r mater ia ls , fe r t i l izers and iner t car-
r i e r s has been made and tes ted unde r a 
wide var ie ty of soil and other condi t ions. 
T h e best resu l t s h a v e been obta ined on 
the heavier types of soils, s i l t loams, 
loams, and clay loams. The r e su l t s on 
l igh te r sandy soils have not been so 
promising. 

Crab grass begins i t s insidious work long 
before most of us ord inar i ly suspect i ts 



presence. Around Washington, I). C., crab 
grass seedlings sometimes may be found 
around the first of April but do not ordi-
nar i ly become noticeable un t i l close to 
the first of June . Dur ing th i s t ime very 
l i t t le top g rowth is made but t he root sys-
tem enlarges enormously, thereby enabling 
the crab grass plants to over-run the turf 
grasses later in the summer . These very 
young crab grass plants a re qui te easily 
killed by r a the r small concent ra t ions of 
sodium chlorate . 

Application Rates and Time. 
Sodium chlorate may be applied to 

lawn and fa i rway tu r f , unde r proper 
mois ture condit ions, at r a t e s up to 2 lbs. 
to 1,000 sq. feet . This r epresen t s the up-
per safe l imi t of r a t e of appl icat ion. At 
th is ra te as many as four successive ap-
pl icat ions have been made wi th no more 
than t empora ry in jury to the t u r f . How-
ever the exper iments carr ied on by the 
USGA Green Section indicate tha t the 
first appl icat ion of sodium chlora te should 
be made on or about the first to the 
middle of May in the vicinity of Wash-
ington, D. C., and somewhat la ter in 
more nor the r ly and westerly climates. 
At th is t ime the crab grass p lan t s being 
small, an appl icat ion of V2 to 1 lb. to 1,000 
sq. f t . will qui te effectively handle the situ-
at ion. At th i s ra te the turf grasses are 
in jured only slightly and completely re-
cover wi thin two to three weeks. Bad 
burns may resu l t f rom faul ty applicat ion, 
however, especially at the heavier rates. 

Since sodium chlorate apparen t ly does 
not i n ju re the ge rmina t ing power of seeds, 
new crab g rass plants will appea r as soon 
as the toxic effect of the chemical is lost ; 
therefore a second application must be 
made wi th in th ree to four weeks. About 
the middle of June, then, a second applica-
tion of f rom 1 to i y 2 pounds to 1,000 sq. 
ft . may be made. This increased ra te is 
necessary to kill any crab g ra s s plants 
which being older, a re more r e s i s t an t to 
the chemical and may have escaped the 
first t r e a t m e n t . Now under the proper con-
dit ions the turf grasses , largely f reed of 
competi t ion, a r e able to develop normally 
with a l i t t le encouragemen t by l ight fertil-
ization. Since the competi t ion is removed, 
there need be no fear of s u m m e r fertiliza-
tion for the weeds largely have been re-
moved. 

Some c r ab g rass plants will still come 
in even a f t e r mid-summer, so t h a t a third 
applicat ion at t he 2 lb. r a t e will mos t like-
ly be neces sa ry about the middle of Aug-

ust . This will catch the crab grass p lan t s 
jus t before they begin to produce seed 
heads and the toxic effects will las t suf-
ficiently long to eflectually prevent any 
p lan t s f rom ma tu r ing seeds. This is im-
por t an t since it has been shown tha t a 
s ingle crab grass p lant may produce a s 
high as 200,000 seeds and that a s many as 
400 c rab grass p lants may exist in one 
square foot of soil. Within two or t h r e e 
weeks a f t e r th is last application of chlor-
a t e a generous fer t i l izat ion with a com-
plete fer t i l izer should be made in order to 
encourage the turf g ra s ses to occupy the 
soil completely and prevent the re-estab-
l i shment of weeds more effectually. 

Method of Application. 
Now as to the method of applying 

chlora te . There a re at least th ree ways in 
which it may be applied. The most com-
mon method of applying chemicals has 
been tha t of spraying. Spraying however 
requ i res large a m o u n t s of water , r a t h e r 
expensive equipment , and is more or less 
of a bother . Another method which has 
found considerable application on golf 
courses is tha t of d is t r ibut ing the chemical 
in solut ion as a coarse ra in th rough 
spr inkl ing carts , barre ls , and similar de-
vices. This however is subjec t to more 
or less the same d isadvantages as the 
sp ray ing method. 

T h e th i rd and pe rhaps the most applic-
able method for this par t icular purpose is 
t h a t of mixing the chemical with compost , 
sand, or crushed l imestone, and e i ther 
broadcas t ing it or d is t r ibut ing it through a 
lime spreader or any o ther suitable device. 
The dry method has the further advantage 
in that sodium chlorate, when mixed with 
dry inorganic material. does not form a 
combustible mixture. This reduces to a 
minimum the fire hazard, which is ever 
present when sodium chlorate is used in 
solution. 

On what kind of turf may this sodium 
chlora te t r e a t m e n t be used? Exper imen t s 
so f a r have been car r ied out principally on 

"fairway and lawn tu r f . It has been tr ied 
to some exten t on pu t t ing green turf but 
the t e s t s have not been extensive enough 
to be. conclusive. Bluegrass , Colonial bent , 
redtop, and fescue have been tested under 
fa i rway conditions and will pers is t and 
thr ive under the t r e a t m e n t s as described. 
Most of the common annual turf weeds, 
including crab grass , as well as planta in , 
d i sappear in a single season. Annual blue-
grass is to a large ex t en t discouraged. By 
this it may he seen t h a t the method of 



RUTGERS SHORT COURSE IS U S U A L SUCCESS 

Sixth annual short course in Tur f Management, conducted at Rutgers Univers i ty , 
New Brunswick, N. J., Feb. 19-23, was attended by 26 men, a major i ty of whom repre-
sented golf clubs from Massachusettes to Delaware. The course was an entire success, 
according to Howard B. Sprague, of the N. J. Agric. Exper. station, who was in charge. 

A new feature, introduced this year, was to hold a dinner on the last "day of the 
course, at which certif icates of attendance were presented to those who had merited 
them. 

t r ea tment is applicable to approaches, 
banks, aprons, fairways, roughs, nearby 
lawns, parks, and similar turfed areas. 

How Treatment Works. 
The success of chlorate t rea tment de-

pends largely upon a sufficient supply of 
moisture in the soil to br ing the chemical 
into solution, in which s t a t e it is carried 
into the soil absorbed by the roots, and tak-
en into the circulatory sys tem of the plant. 
Once in the plant it ac ts upon the chlo-
roplasts, which are the food factories of 
the plant. It dis integrates the starch gran-
ules and causes the plant to s tarve to 
death. The first indication of its action is 
a bleaching of the leaves, followed by a 
browning of the leaf t ips and eventually 
the death of the ent i re plant . It is not 
definitely known just why sodium chlorate 
is so selective in its action but that, it is 
selective is sufficient for our purposes at 
the present time. 

Use With Care. 
Sodium chlorate is on oxidizing agent, 

which means that in combination with ma-
terial of an organic nature it promotes and 
assists combustion. In combination with 
sulphur, charcoal, clothing, wood and simi-
lar materials it forms an explosively com-
bustible material. There have been serious 
accidents in connection with its use as a 
spray. Workmen's clothing become satu-
rated and when di'ied they may be ignited 
simply by friction, rubbing against a car 
scat, or a spark from a cigarette, but by 
combining chlorate with dry inorganic ma-

terials su£h •as compost, sand or crushed 
limestone, there is practically no danger. 
The material is not poisonous and is not 
dangerous by itself. It is handled in steel 
drums and should always be kept in steel 
containers—never in wood. 

Further invest igation regarding the ap-
plicability of this chemical to o ther types 
of turf and weeds should be cohtinued. 
Other chemicals such as ammonium thio-
cyanate and arsenic compounds have also 
been investigated to some extent but there 
still remains a great deal of work to be 
done along this line. A complète report 
covering two years of investigation is to 
be published soon in the Bulletin of the 
USGA Green Section. 

Relay Go l f Game Makes 
Round in 20 Minutes 

p R A N C I S M A R Z O L F , p r o a t t h e W y a n d o t 
• G. C., Columbus. O., and Tom Demp-
sey, manager of that club, organized a 
s tunt that gives the golf nuts something to 
shoot at. WitU players shooting in relays, 
an 18-hole round on Wyandot was played 
in 20 minutes, 41 seconds. Gross score was 
89 with one ball in a water hole and a 
four-putt green. 

Mixed up in the mad rush were Mar-
zolf, Dempsey, Johnny Florio. E. G. Live-
say, Thornton Emmons, L. W. St. John, 
Millard Hensel, Don Dutcher, Glen Bishop. 
Stark Krambes, Mrs. Thornton Emmons 
and George ("Red") Trautman. 



Pros First Short Course Money 
Maker for Wide-Awakes 

BEYOND quest ion the first pro business 
shor t course conducted by the PGA at 
Morr ison Hotel, Chicago, March 29 and 

30, marked a turn ing point in professional 
gol fers ' bus iness opera t ions and their re-
lat ions wi th thei r clubs. 

H a r r y Radix, pres ident of t h e Chicago 
Distr ic t GA, who is not given to hooie in 
praise or in jus t ice in censure , sounded off 
on the cha rac t e r of the shor t course when 
he sa id : 

"If club officials knew how intensely 
profi table to the club was the i r pros' at-
t endance at these sessions t hey would in-
s is t on thei r men being p resen t . 

"Nex t y e a r I suggest t h a t you mail an-
nouncement of your shor t course to club 
officials as well a s to profess ionals and 
you will h a v e a capacity crowd in at tend-
ance because clubs and profess ionals can 
not be blind to one of the most valuable 
new deve lopments in golf." 

It is the in tent ion of the PGA to follow 
up the Chicago short course wi th sessions 
in o ther sections, if possible within the 
next severa l weeks. The Chicago venture 
was a n exper iment launched by R. W. 
Treacy, sec re ta ry of the PGA and chair-
m a n of i ts educat ional commi t tee . 

A reg i s t ra t ion fee of $5 was put on the 
event to cover expenses. Leona rd Hicks, 
No. 1 guy of the Morrison, gave the shor t 
course room without ren ta l charge . As the 
s t enograph ic expense ran u n d e r the esti-
mated a m o u n t the boys we re r e funded on 
the $5 they put in, and a r e well ahead 
financially. 

Rich Get Richer 
Tha t line about the r ich ge t t ing r icher 

and the poor get t ing poorer applied to the 
shor t course . Many of the fe l lows It could 
have helped most weren ' t t he re . The at-
t endance w a s made up of fe l lows in the 
be t t e r jobs who are hand l ing t h e m excel-
lent ly and will handle t h e m stil l bet ter , 
according to the i r own admiss ions , as a 
resu l t of po in te r s picked up a t the shor t 
course. 

F i r s t l e c tu re r to tee-off was Max Brody, 
Chicago m a n a g e r for Grand Rapid Store 
Equ ipmen t Co. Brody, some years ago 
was wi th W a n a m a k e r s and spoke as no 

s t r a n g e r to golf merchandis ing. He a n d 
his company have been responsible for t h e 
layout and fixtures a t many of the coun-
t ry ' s noted retai l s tores . 

H e tipped off the boys to the f ac t t h a t 
golf clubs a re about the coldest i t ems of 
merchand i se tha t could be displayed. F o r 
t h a t reason he advised club display in 
south l ight which is wa rm ra the r than in 
no r th l ight which is mos t sui table for t he 
display of furs . 

Give Mechandise Character 
Keep away f rom the "basement sa le s" 

a t m o s p h e r e Brody advocated because the 
pro shop business is of a professional char-
ac te r , even in those cases where a fel low 
w a n t s to do bus iness in competi t ion with 
s to res on a price basis . He advised t h a t 
the fel lows show f ewer clubs so each c lub 
displayed will s t and out in charac te r . H e 
also s t ressed the impor tance of displaying 
as much merchandise as possible on eye 
level. "Don't make it hard for the cus-
tomer to reach merchandise ," he counseled. 

Ins tead of dead whi t e inside the shop, 
Brody told the pros to use w a r m e r colors, 
such a s blue, yellow, tan, green and reds . 
H e pointed out the effective use of color 
m a d e a t the World ' s Fair in Chicago a s 
an example of pu t t ing life into display. 
The outside of the shop, Brody ment ioned 
a s being f requen t ly neglected with t h e 
pa in t brush, landscaping, canopies, lawn 
cha i r s and invi t ing lanes. At tent ion to 
these m a t t e r s he said f requent ly would 
overcome the bad locat ion of pro shops. 

Brody as a golfer said tha t one sugges-
t ion h e could m a k e to improve bus iness 
for many pros was to quit th inking t h a t 
they a re too busy. H e says the pros ' cus-
tomers a re the busy men, runn ing out to 
play golf, but they never are too busy to 
ta lk to the pro. 

In an hour Brody delivered to the pros a 
load of definitely valuable information t h a t 
will be extensively and promptly employed 
th is spr ing. He told of the Grand Rapids 
men being act ive gol fers and a lways will-
ing to give the pros t ips on thei r shop 
display equipment and layout wi thout 
charge . If th is Max Brody happens to 
show at any club where a reader of th is is 



pro, g rab him and get h im to look over 
your shops. He gave the boys a book on 
how to display to sell a t Chicago. 

Fields Help the Pros 
M. R. Ely of Marshall Field and Co. gave 

the pros some valuable t ips on merchandis-
ing f rom the experience of his outfit. He 
said t h a t women now a re responsible for 
about 75% of the appare l buying for men. 
This year Fields are f e a t u r i n g the ensem-
ble idea in selling men ' s wea r , showing in 
their adver t i s ing every th ing f rom the ha t 
to the zipper BVDs worn by the well-
dressed male of the species . Ely brought 
out t ha t th is ensemble idea could be effec-
tively applied in selling men and women 
golf bags t h a t fit the expens ive matched 
sets ins tead of the worn, c h e a p bags t h a t 
so many players now ca r ry because the 
s tores have worked bags on the cheap 
price basis . 

He cri t icized the pro p rac t i ce of put t ing 
too much in a display case. "Make i t look 
like 'here is something specia l and only a 
few le f t ' and you will sell m o r e " advised 
the Field expert . He told abou t some mis-
takes his own grea t organizat ion had made 
and in t hese f r ank confess ions cheered the 
pros. "Always display your merchandise 
so it looks like you th ink it is the las t 
word in value," he admonished . 

Discuss Caddie Handling 
Elmer Biggs, pro-supt. a t Peoria CC 

spoke in behalf of more a t t en t i on by pros 
to the caddie s i tuat ion. T h e youngsters 
in the opinion of the subs tan t i a l Peor ia 
Dutchman, were sadly neglec ted as con-
tac t men for the pros. H e advised super-
vising the caddies because t h e pro, r a t h e r 
than the caddie-master , eventua l ly is held 
accountable for caddie shor tcomings . Have 
your caddie-master tour ing t h e course to 
keep an eye on the p e r f o r m a n c e of cad-
dies, sugges ted Biggs, because occasionally 
the players , in kindliest in ten t , ruin the 
caddies by fai lure to m a r k down the i r 
need of f u r t h e r educat ion or correct ion. 
He s t r enuous ly opposed t h e pro pract ice 
of having the same caddie, s ta t ing t h a t 
th is es tabl ished a bad p receden t for t he 
membersh ip . The only except ion he would 
endorse w a s when the pro used the club-
cleaning boy. He advised runn ing lower 
class boys along with the Class A caddies 
so the less competent boys could see how 
an able caddie per formed. 

At tent ion to the caddie s i tua t ion Biggs 
said a lways puts a pro in s t rong with his 

members and jus t i f ies his sa lary by ex-
tending his exper t services to th i s impor-
t a n t depar tment of member service. The 
Biggs talk on caddie handl ing and the 
lively discussion following it a lone was 
wor th the reg i s t ra t ion fee. 

Boys' Place of Business 
A1 Lesperance, in tel l ing of caddie oper-

a t ions a t Wes tmore land , said the bes t re-
su l t s were obta ined f r o m caddies when the 
boys were acquain ted with the idea ttiat 
t he club was not a playground for them, 
bu t a place of bus iness . He expressed 
the opinion t h a t t h e discipline caddies got 
a t golf clubs was one of the finest pieces 
of t ra in ing given to youngs te rs on the 
threshold of bus iness careers . 

The problem of the tough kids in Chi-
cago was r e f e r r ed to by Tom Walsh . 
Wa l sh has succeeded in supplying excel-
len t caddie service by not o f ten cri t icizing 
individual caddies , but br inging out the 
fau l t s in a weekly caddie meet ing, or in 
special meet ings if something ser ious dic-
t a t e s . He said t h a t pros would get be t t e r 
r e su l t s with caddie problems if they would 
consider the kids no t as s laves, but a s 
plas t ic ma te r i a l t h a t could be moulded 
properly or tossed off the lot. 

Spencer Meister summar ized his caddie 
policy by s ta t ing he taught t h e boys to 
f e a r him, but to l ike him. Meis ter agreed 
wi th Biggs t h a t w h e n the pro is on the 
job there should be no work for the caddie 
cha i rman . Meis ter added tha t in addi t ion 
to handl ing caddies a t Aurora, he had not 
been too proud to cook, paint and do o ther 
work tha t gave t h e members an idea of 
his usefulness . 

Meis ter ' s r e m a r k s led into J o h n Mill-
e r ' s brief talk on w h a t makes a good pro. 
J o h n was pinch-hi t ter for Doug Tweed ie of 
Spaldings. Among o ther th ings , Miller 
said tha t there a r e compara t ive ly f ew pros 
who now ship back merchand i se ins tead 
of paying for it a t t h e season 's end. 

Advertise Your Personality 
J a m e s C. Ewell, adver t i s ing m a n a g e r of 

Wilson-Western , out l ined adver t i s ing prin-
ciples to the pros, loud-pedaling t h e idea 
of the pro build-up of the f ac to r of value 
in his merchand i se and service r a t h e r t han 
cont inued a t t e m p t s to compete wi th s to res 
on a cut-price basis . Ewell pointed out 
t h a t no s tore ever bea t out a n o t h e r s to re 
on cut-price alone, so it would be fu t i le 
fo r the pros to a im for a p e r m a n e n t vic-
to ry in any price wa r f a r e . 

In the radio b roadcas t s t ha t pros have 



many oppor tuni t ies to give, he advised that 
special ef for ts be made to put ac ross the 
pro's personal i ty ra ther than confine the 
broadcast s imply to an exposit ion of the 
pro b r o a d c a s t e r s ideas of golf ins t ruc t ion . 

Adver t is ing of a pro's personal i ty and 
qualif ications for member service , Ewell 
ra ted a s the most profitable adver t i s ing 
tha t a pro could do. He cited exper iences 
of large adve r t i s e r s in wa rn ing the pros 
not to be discouraged because a l i t t le ad-
ver t i s ing didn ' t show apprec iable resul ts 
and impressed on his audience tha t pro 
adver t i s ing mus t be pers is tent to pay. 

Help Pros to Make Money 
D. H. Mudd, credi t manager of Spaldings, 

told the pros t h a t m a n u f a c t u r e r s have had 
to t ighten up and put in budget and book-
keeping sys t ems to help their dea le rs make 
money so pros shouldn' t act aggrieved if 
the m a n u f a c t u r e r s insisted on them han-
dling pro business in a way t h a t would 
make money for all concerned. He said 
tha t 110 m a n u f a c t u r e r s of a th le t i c goods 
n«w are exchanging credit in format ion and 
tha t a pro who was careless about his 
credit or o ther business opera t ions couldn't 
keep it a secre t any longer. 

Mudd paid t r ibute to the vas t improve-
ment in pro credi t . More than 52% of the 
pros in the Spalding te r r i to ry unde r his 
jur isdict ion discount the i r bills. This is 
a be t t e r showing than dea le rs make, he 
added. The discount t e rms obviously have 
Mudd a t sea. He said he did no t think 
tha t a pro who did not discount his bills 
was enti t led to 5 r/ f , and tha t in ad jus t ing 
the t e rms the pro who did discount was 
entit led to the benefit of the d iscount the 
slow pay fellow couldn't earn. However , 
he r emarked that figures on depa r tmen t 
s tore profi ts showed a national average of 
less than 2r/f last year, so wha teve r dis-
count the pro could get, he had be t t e r grab 
for profits in every line were scanty . 

The Spalding credit man r e f e r r e d to an 
a la rming a m o u n t of money pros were 
beaten out of by members who resigned 
f rom clubs and could not be reached. He 
advocated some action be tween the PGA 
and a collection agency in col lect ing these 
accounts . 

Mudd also vigorously spoke for a simple 
bookkeeping sys tem for the pros and out-
lined such a sys tem. 

Treacy, Lesperance , Paulsen and Meister 
spoke on the i r instruct ion me thods and 
policies in s t a r t i n g spiri ted discussions. 
Lespe rance advised his comrades he be-

lieved tha t most t e ache r s didn't real ize 
how litt le the golf s tuden t s knew. Guy 
Paulsen told of some of the pointers Mac 
Smith gave For t Wayne pros a f t e r an ex-
hibit ion in tha t city. Meister talked of the 
necess i ty of p revent ing stage-fr ight in the 
s tuden ts . "Don't t ry to make them over 
if they a re taking a lesson in the hope of 
beat ing some one tomorrow," the Aurora 
pro warned . 

20,000,000 Golfers 
Tom Walsh turned out in a s ta r per-

fo rmance on the subjec t of group instruc-
tion. As the pro guiding spirit in the 
highly successful Tribune-Chicago Daily Fee 
group golf lessons, Walsh expressed the 
conviction tha t the group lesson idea could 
make 20,000,000 Amer icans golfers. Group 
lessons don't t ake the place of individual 
lessons, but are the g rea tes t p romoters of 
more golf business t h a t have been discov-
ered, said Walsh. 

He gave many valuable pointers on the 
s tage m a n a g e m e n t of effect ive group teach-
ing f rom his exper ience as chief ins t ruc tor 
for the 1,100 golfers handled at his course 
class lessons last year. "Keep the wind a t 
your back so your voice will car ry and 
don't have your c lasses look into the sun ," 
were two simple principles which many 
group ins t ruc tors neglected, he said. 

Dick Hanley, football coach at North-
wes tern universi ty, told of his coaches ' 
school tha t s ta r ted with 65 s tudents and 
last yea r had 450 football coaches and 
spor ts r epor te r s in a t tendance , in beginning 
his talk on what the golf pro might learn 
f rom the methods of the football coaches. 

Most pros talk over the i r pupils' heads , 
said Hanley in conf i rmat ion of a s t a t ement 
Al Lesperance had made earl ier in the 
conference . He advised more of an effort 
to t r ans l a t e the f u n d a m e n t a l s into the lan-
guage of the people being taught. Pro ath-
letes like to gossip, Han ley commented , 
and in this idle talk a re liable to m a k e 
slurs or show pet t iness instead of realiz-
ing t h a t whenever one boosts a pro a th le t e 
in any game he is boost ing the o ther pros 
and the game. 

Pros e r r in not l i s tening to see how the i r 
cus tomers feel, r emarked Hanley. He said 
tha t the growing in te res t in golf was mak-
ing it advisable tha t pros give thei r busi-
ness more a t ten t ion than ever before be-
cause the public in learn ing more about 
golf was becoming more exacting in i ts 
demands for pro service. 

Alex Pir ie recommended that the pros 



make more ot a play to the youngsters . 
The impressionable minds of the kids gave 
the pros who made themse lves juveni le 
paragons great oppor tun i t i es for coming 
out on top in the survival of the fittest 
deal now going on at top speed in pro golf. 
Kids c lasses he boosted for many reasons , 
not the least of which was tha t the pa ren t s 
can ' t afford to send youngs t e r s for pay 
lessons, a s they did fo rmer ly , and that the 
pro owes the introduct ion to the -game to 
the chi ldren as a public servicè. 

There is a serious economic waste in not 
tak ing advan tage of the pros ' knowledge 
of golf by employing at leas t Some of it 
in course maintenance , said R. W. Treacy , 
in ta lk ing on pro g reenkeep ing . At the 
same t ime, there was a danger of pros 
get t ing in over their heads in applying for 
pro-greenkeeping jobs whe re they were not 
qualified. The pros have lagged behind the 
g reenkeeper s in ge t t ing a f t e r business edu-
cation, said the PGA secre ta ry , who cited 
cases of pros being anxious to handle 
greenkeeping jobs, but n e v e r going to the 
trouble of a t tending many of the valuable 
g reenkeep ing ,short courses available dur-
ing the winter . 

Shortage of Pros and Greenkeepers! 
Treacy shocked his h e a r e r s when he said 

that t h e r e was a sho r t age of 1,500 first 
c lass pros and 1.000 first class greenkeep-
ers in the country. He said he made thi^ 
e s t ima te not because t he r e were so m a n ^ 
fellows looking for jobs, bu t because of 
the lack of qualifications to properly handle 
jobs. Because so many of t h e club officials 
know nothing of the r ight qualif ications of 
pros and greenkeepers , t he education of 
unqualified men up to a proper s t anda rd , 
or the i r el imination, was a responsibi l i ty 
pro and greenkeèper organiza t ions would 
have to a s sume for se rv ice to clubs and 
members . 

"The pro is the golf hos t , " said H a r r y 
Radix, pres ident of the Chicago Dis t r ic t 
GA in s t a r t ing a br isk address . "If he 
makes every member feel as though he 
has been received with cordial i ty and good 
service, the pro job is be ing well handled ." 
Radix criticized the d isp lays in many of 
the pro shops he has seen and regre t ted 
his finding because he real ized tha t when 
a pro lost a sale in the smal l marke t a pro 
has , it was hard to m a k e it up. He ad-
vised f ea tu r ing leaders each week-end in 
pro shop merchandis ing . The pros ' de-
po r tmen t a t clubs he considered as a deli-
ca te problem general ly handled with g rea t 
judgment . He counseled that a pro ex-

tend his in te res t to all member s 'of the 
club instead of being associated too much 
with only a small sect ion of the member-
ship. 

The impor tance of the season 's schedule 
a t a club in connect ion with pro profits 
and member in t e res t war ran ted the atten-
tion of every a le r t professional , said Herb 
Graffis, GOLFDOM's Editor. Graftis re-
ferred to schedule prepara t ion as a job 
every pro should kiss himself into as a 
service to the men ' s and women 's commit-
tees . He cited ins tances of t he increased 
in te res t of women in golf a s sugges t ing 
more mixed even t s and par t icular a t ten t ion 
to. the women 's schedule. 

• As good adver t i s ing for any pro Graffis 
mentioned the women 's W e s t e r n Junior 
championship possibil i t ies. This even t will 
be held at P a r k Ridge (111.) CC, Ju ly 9-12 
and pros in the midwest would be well to 
begin developing juvenile t a l en t for this 
eveiiit without delay. 

Massachusetts Short Course 
Alumni Elect Wanberg 

p A U L W A N B E R G , s u p e r i n t e n d e n t of t h e 
Westtm (Massi) CC, was selected presi-

dent of the Massachuse t t s Greenkeepers ' 
Short Course Alumni Association at the 
group's organizat ion meeting. 

Clinton Bràdlêy was selected vice-presi-
dent and Will iam Nye. secre ta ry . 

The eight ' s h o r t courses unde r Prof. 
Dickinson have been a t tended by 140 men. 

I F YOUR club has a swimming pool, a 
* Venetian Night makes a great enter ta in-
ment fea tu re . Swimming, music, decora-
t ions and Italian g rub give the event a gay 
a i r . 

Manager Edward Newhar t of Knollwood 
CC (Chicago d i s t r ic t ) , who s t ages some 
great par t ies at this swanky establ ish-
ment , considers ! t h e Venetian Night affair 
the highlight of the annual fixtures. 

^"ONSENSUS of m a n u f a c t u r e r and pro 
opinion is t h a t the pros ' big day is 

coming back with the new code. T h e gen-
eral idea of t he codes is to equal ize prices. 

With prices equalized the re is no sense 
of a member going downtown; quali ty and 
service will de t e rmine the point of pur-
chase. If a pro can ' t show a plainly bet-
ter deal on first class quali ty or at least 
equal quality for the same price, and oh 
expert service, he had bet ter get out of the 
business. 



One of the recreation conference exhibits made by students at Massachusetts State 
College Short course. 

Massachusetts Leads Featuring 
Sports as Big Business 

MA S S A C H U S E T T S S T A T E C O L L E G E 

led t h e c o u n t r y in e s t a b l i s h i n g a 
h igh ly t ime ly and va luab l e work wi th 

t he r e c r e a t i o n con fe r ence he ld a t A m h e r s t , 
March 16-18. O the r s t a t e i n s t i t u t i o n s a r e 
due to a d o p t t h e idea P r e s i d e n t H u g h 
B a k e r a n d his a s soc ia t e s p r e s e n t e d for the 
e n j o y m e n t of " the new l e i s u r e " and t he 
u t i l i za t ion of s t a t e r e s o u r c e s . 

T h e M a s s a c h u s e t t s e v e n t w e n t off wi th 
such def in i te va lue and keen i n t e r e s t tha t 
p robab ly t h e MAC organ iza t ion itself was 
a m a z e d a t t h e success of i ts first confer-
ence. C e r t a i n l y t he a t h l e t i c goods field 
was c a u g h t n a p p i n g in no t r ea l i z ing the 
n a t u r e of t h e m a r k e t d e v e l o p m e n t work in-
a u g u r a t e d a t A m h e r s t . 

T h e " C a g e , " indoor a th l e t i c es tab l i sh-
m e n t a t A m h e r s t , housed exh ib i t s of a th-
let ic goods d e a l e r s and t h e u s u a l a n n u a l 
d isplay of c o u r s e m a i n t e n a n c e e q u i p m e n t 
a n d supp l i e s a s well as an i m p r e s s i v e ex-
hibi t of t h e work done by s t u d e n t s a t Prof . 
L a w r e n c e Dick inson ' s s h o r t cou r se in 
g r e e n k e e p i n g . T h e r e w e r e s e v e r a l demon-
s t r a t i o n s m a d e by s h a r p s h o o t e r s a n d cast-
ing e x p e r t s in t he employ of m a n u f a c t u r e r s 
and wild l i fe exh ib i t s p r e s e n t e d by park 
commiss ions . 
State's Second Largest Business 

T h e tip-off to t h e i m p o r t a n c e of t he MAC 
c o n f e r e n c e c a m e in a ca sua l r e f e r e n c e to 
r e c r e a t i o n be ing t h e second b i g g e s t busi-
ness in M a s s a c h u s e t t s . Th i s w a s m a d e by 

H a r r i s A. Reynolds , s e c r e t a r y of t he s t a t e 
F o r e s t a n d P a r k assoc ia t ion , du r ing a t a l k 
on b r id le t ra i l s . M a s s a c h u s e t t s t h i s y e a r 
o p e n s a c ross -s ta te b r id l e t ra i l a long back-
c o u n t r y roads . F i g u r i n g t h a t a r ide r s p e n d s 
a b o u t $10 a day w h e n cross-count ry r id ing , 
t h e a m o u n t of m o n e y p u t into c i r cu la t ion 
by th i s spor t a lone is going to be f a r m 
relief to m a n y of t h e r u r a l r e s iden t s . 

N a t u r a l l y , golf w a s a f e a t u r e d s u b j e c t 
b e c a u s e t he whole a f f a i r was more or l ess 
an o u t g r o w t h of t h e h ighly s u c c e s s f u l 
g r e e n k e e p e r s ' sho r t c o u r s e s conduc ted by 
Prof . Dickinson. T h e a l u m n i of t h e e igh t 
a n n u a l s h o r t cou r ses o rgan ized a t A m h e r s t 
d u r i n g t h e c o n f e r e n c e a n d a s you look o v e r 
t he n a m e s and loca t ions of t he m e m b e r s 
of t h i s a l u m n i a s soc i a t i on you rea l ize t h a t 
A m h e r s t is going to be g rowing in impor-
t a n c e as t he focal poin t of some s ign i f ican t 
g r e e n k e e p i n g r e s e a r c h work. F o r e s t r y , 
hun t ing , fishing, l a n d s c a p e , hiking, s k i i n g 
and o t h e r w in t e r s p o r t s , g a m e p re se rva -
tion a n d w o m e n ' s o u t d o o r ac t iv i t ies w e r e 
s ec t ions of the c o n f e r e n c e , which, in addi-
t ion to golf, w e r e g iven ex tens ive t r ea t -
m e n t . 

Jaques Heads Golf Program 
On the golf end of t h e p rogram, H e r b e r t 

J a q u e s , p r e s iden t of t he USGA, was t h e 
l ead ing s p e a k e r . J a c k Mackie was head-
m a n f o r t he pros, t h e s e c r e t a r y of t he Mas-
s a c h u s e t t s GA gave a n i n t e r e s t i n g a d d r e s s 
in wh ich he b rough t ou t t h a t t he s t a t e had 


