
Fee Course Owners W o r k For 

National Association 

y r / ITH SECTIONAL daily-fee course as-
^ sociat ions in Detroit , Chicago, Cleve-

and Akron as a nucleus, e f for ts a r e being 
made to form a national daily-fee course 
associat ion. A le t ter sent to o w n e r s of all 
of the approximate ly 800 fee cour ses in the 
United S ta te s has drawn a 10 per cent 
reply f rom courses, but these repl ies a re 
from courses es t imated to r e p r e s e n t about 
30 per cent of the invested capi ta l . 

There you may have the p ic tu re of t he 
«plight of the f e e courses ; t he l a rge r clubs 

are despera te enough in many cases to be 
interested in salvation and the smaller 
ones are hopeless , figure tha t t h e y ' c a n get 
by on a five-and-ten-cent p l a t fo rm or jus t 
don't give a damn. 

One of the main reasons for fee l ing out 
the fee course owners on a na t ional or-
ganization was the prospect of a code be-
ing laid down on them without any organi-
zation r ep resen ta t ive enough to put up a 
case for all so r t s of the courses . Should 
this code bus iness come up, the fee courses 
won't have enough t ime to organize and 
will have to accep t a code which in some 
cases would pract ical ly drive t h e m out of 
business. Not having more t han 3,000 peo-
ple (except ing caddies) employed a t any 
t ime of the yea r nationally, on a generous 
es t imate , t he privately-owned fee courses 
wouldn't be able to make out a case on 
the s t r eng th of labor thrown out of work 
by an adverse code. The munic ipal courses, 
where the poli t icians usually provide jobs 
for guys with votes, would be se t up as the 
answer to the need for golf fac i l i t ies avail-
able to the genera l public. 

Pr ivate opinion by high officials of the 
USGA cont inues to be tha t t h e r e will be 
no pr ivate golf club code put i n to effect, 
except in cases where the c lubs a r e shown 
to be opera t ing in competi t ion wi th pri-
vately-owned business es tab l i shments . 
Pr iva te club compet i t ion has been a big 
factor in wreck ing the fee course business , 
so the leading fee course owners a r e of the 
opinion t h a t a nat ional fee organizat ion 
can use th is code business in br ing ing the 
competi t ive pr iva te clubs in to l ine a s well 
as to stabil ize pr ices and control in te rna l 
competi t ion among fee courses. 

Consequently those who bel ieve a na-
tional fee course associat ion will be a 
s t rong f ac to r in l i f t ing the f ee courses up 
to a genera l ly prof i table basis a r e p lann ing 

A N N U A L STATEMENTS W A N T E D ! 

T H I S it our annua l r e q u e s t f o r your c lub ' s l a t e s t 
® financial s t a t e m e n t . Each y e a r we rece ive hun-

d r e d s of r epor t s f r o m c lubs t h r o u g h o u t t h e c o u n -
t ry a n d f r o m these s t a t e m e n t s a r e ab l e t o ana lyze 
a n d t a b u l a t e t h e c o m p a r a t i v e heal th a n d well-
b e i n g of golf fo r t h e p a s t y e a r and t o f o r e c a s t 
t h e sor t of season t h a t lies a h e a d . 

W h e t h e r your c lub is an u n p r e t e n t i o u s 9-hole 
l ayou t or a l a r g e mul t ip le -course o rgan iza t ion , we 
would like a financial s t a t e m e n t fo r 1933. N o r 
d o e s it m a t t e r whe the r you r c lub o p e r a t e d a t a 
p ro f i t or a t a loss. W e a r e i n t e r e s t e d in t h e t r u e 
p i c t u r e of 1933 results. 

An ea r ly issue of G O L F D O M will con ta in a re-
p o r t on wha t t h e s e s t a t e m e n t s show, b u t indiv id-
ual c lubs will no t be n a m e d unless t hey o p e r a t e d 
a t subs t an t i a l p rof i t du r ing 1933. 

on following up the i r first le t ter wi th a 
s u m m a r y of the r e sponses to the first let-
t e r and then seeing w h a t t h e bovs w a n t to 
do. 

" S T O R M IS O V E R , " S A Y S P H I L L Y 
G U S 

Pi t t sburgh . Pa .—Represen ta t ive of t h e 
b r igh te r a t t i tude a m o n g golf course equip-
men t and supply dea le r s was the s ta te-
m e n t m a d e by T. L. Gust in, head of Phila-
delphia Toro Co., a t t h e g reenkeepe r s ' 
convent ion. 

" T h e new deal begins to appear in t h e 
golf field," Gustin comments , "because 
t h e r e is noticeable evidence of a des i re to 
let someone make a l iving in the golf busi-
ness . At this year ' s convent ion no th ing 
has been heard of t he vis ionary co-op buy-
ing ' services ' t ha t intend to save about one 
per cent net to the clubs, not count ing the 
cost of service sacrificed because dea le rs 
no longer could afford to supply t h a t ad-
di t ional and expensive emergency a t ten-
tion t h a t was possible when the dealer 
had even a ba re chance for a profit. 

"I have missed sleep m a n y a night chas-
ing work tha t would en ab l e a g reenkeeper 
to get his worn equ ipment out on t h e 
course t h e next morning , and have not 
charged for the service. But it cost some-
one someth ing ; first of all me and o the r 
d i s t r ibu to r s who have given service, and, 
in the long run, the clubs. 

"Today ' s deal is to al low a fair profit . 
I s ee t h e t rend sharp ly defined in o ther 
bus inesses . The a p p e a r a n c e of this tend-
ency in the golf bus iness is a cheer ing and 
overdue sign of be t t e r m a n a g e m e n t . " 



H o w Greenkeepers Should 
Regard Golf and Their Jobs 

By OSCAR B. FITTS* 

Supt., Columbia C. C., Chevy Chase, Md. 

SINCE WE have chosen as our trade, a 
profession which is sponsored by golf 
it s t ands to reason tha t our a t t i tude 

toward the game should be one of appre-
ciation and encouragement even when con-
sidered f rom a selfish or personal view-
point only. When we take into c o n s i d e r -
ation the more worthy unselfish and, I 
might say, patriotic viewpoint , we visual-
ize millions of people who en joy the pleas-
ure, the health-giving recrea t ion , the ele-
ment of clean competi t ive spor t smansh ip 
and good fellowship, and the enormous 
field of employment for thousands of peo-
ple, all of which are provided by the game. 
Then we recognize a far more worthy rea-
son why we should p resen t an a t t i tude of 
apprecia t ion and encouragemen t toward 
the game. 

W h a t is our a t t i tude toward the game? 
I know of no be t ter a n s w e r t h a n tha t ex-
pressed by the action of the sponsors and 
a t t e n d a n t s of this convent ion and every 
other ga the r ing of g reenkeepe r s I have at-
tended s ince I became in te res ted in green-
keeping. Our a t t i tude is expressed by the 
t rend of conversat ion, by the papers read 
and the i n t e r e s t shown in the exhibition of 
golf suppl ies and equipment . 

Our ef for ts to acqua in t ourselves with 
pvery m e a n s calculated to he lp us to pro-
vide the best possible condi t ions for the 
game leave little doubt t h a t our a t t i tude 
toward golf is still one of fa i th and gen-
uine apprecia t ion . We apprec ia te the 
game for its contr ibut ion to humani ty and 
we have fa i th in the possibi l i t ies of its fu-
t u r e a s a provider of r emunera t ive indus-
try and i t s cont inuous fasc ina t ion and pop-
ular i ty a s a game. Otherwise , we surely 
would lose in te res t in the th ings which are 
so ent i re ly dependent upon it 

Greenkeepers' Interest Broad 
Our a t t i tude toward golf a s a sport is 

very genera l ly expressed in our evident in-
te res t in all i tems of news per ta in ing to 
the game. Give a g reenkeepe r his local 

"NAOA Convention address. 

newspaper and I'll venture to say tha t in 
the major i ty of cases at least he will not 
overlook any item of news per ta ining to 
golf or his club or fail to show in some 
m a n n e r his prevalent in teres t in such 
news. 

It is , an interesting fact that a great 
many of the most successful greenkeepers 
are familiarly conversant with the rules 
and terms of golf as well as with the tech-
nicalities of greenkeeping. Ask a green-
keeper where or when any particular im-
portant golf event either national or sec-
tional was held. By whpm such event was 
won? Or any other question as to the out-
standing highlights of such events and al-
most invariably the answers are at his 
command. We talk, play, read, and think 
golf, all of which is evidence of a favor-
able and appreciative attitude toward the 
game. 

The industr ia l phase of golf is made up 
of the various e lements required to pro-
vide facil i t ies and equipment necessary to 
the pursui t of the game. During the past 
decade or more the golf indust ry has occu-
pied a place among the great indus t r i es of 
th is country. The manufac tu re and pro-
duction of golf and golf course equip-
men t and supplies has kept millions of dol-
lors in circulat ion and has provided em-
ployment for t housands of people. Con-
s t ruc t ion and ma in tenance of golf courses, 
clubhouses,, and o the r facil i t ies incident 
to the game has also been a grea t source 
of employment and t rade . These and va-
r ious o ther f ac to r s per t inent to the golf 
indus t ry cer ta inly meri t l iberal consider-
at ion and public-spirited appreciat ion. And 
it is my impress ion that no be t te r ex-
ample of our a t t i tude toward "golf t he in-
d u s t r y " could be cited than tha t expressed 
in t h e same in teres t and en thus iasm ex-
hibited at the convent ions and ga ther ings 
previously ment ioned. 

Golf's Losses in Line 
While it is impossible to disregard enor-

mous loss suffered by golf and the Indus-



try bs a resul t of the genera l economic 
depression, it cannot be regarded as rela-
tively g rea t e r than tha t which has been 
experienced by other sports and o ther in-
dustr ies . I do not feel t h a t we a s green-
keepers nor the many other beneficiar ies 
of t he t rade and employment subsidiary to 
golf should accep t this condit ion a s an in-
surmountab le obstacle to the success of 
the game or t h e business any more than 
have the p romoters and p u r s u a n t s of o ther 
sports and industr ies . 

It has been gratifying to the interested 
observer to note that as the trying con-
ditions have presented themselves they 
have been met with increasingly coura-
geous efforts that have proven success-
ful to a degree that would have been un-
believable three years ago. Credit for 
the degree of success achieved by the 
greenkeepers must be shared with the 
equipment manufacturers, the producers 
and distributors of supplies, scientific re-
search, and many other contributing agen-
cies. 

The liberal co-operation of t h e s e agen-
cies supplemented by our unfa l t e r ing in-
te res t in our work and our p r ide in the 
quality of our achievements h a v e made 
possible the continuation of a ve ry high 
s tandard of golf course m a i n t e n a n c e at a 
cost much less than would have been pos-
sible only a few years ago. W e have 
learned to organize and uti l ize labor in a 
manner tha t great ly reduces the labor 
hours per unit of work. Manufac tu re r s 
have developed labor-saving machinery 
and we heave learned to use it advan-
tageously. Chemists have pe r fec ted more 
effective and less expensive fo rmulas for 
the control of diseases and o the r pests 
and for fer t i l izat ion, and we have learned 
to use t h e s e more effectively and more 
economically. 

Helped by Scientists 
Science has contr ibuted g rea t ly to our 

cause. The scientif ic inves t iga tor through 
research has accumulated an enormous 
store of valuable informat ion and has 
given it to us through t h e agenc ies of 
men who have been t ra ined to in te rpre t 
and d i ssemina te scientific in fo rmat ion in 
t e rms modified in such m a n n e r a s to be 
easily unders tood and economical ly and 
effectively applied. Through t h e aid of 
these men we no longer have to depend 
on scientific or technical genera l i t i e s as 
they br ing the informat ion to us in such 
form as to be applicable to the var ious in-

dividual conditions obta in ing on our golf 
courses . 

The conditions which we encounter in 
golf course work a re t h e objects of t he 
exper iments which have been and a re still 
being scientifically conducted in th is par-
t icular field of r e sea rch . Consequent ly 
each specific case rece ives thorough in-
ves t iga t ions and the resu l t s of these in-
ves t igat ions a re given to us in specific 
case prescr ipt ions. This modern tendency 
to s impl i fy and a l locate scientific infor-
mat ion has been the m e a n s by which sci-
ence has given us the g rea tes t aid in our 
ef for ts to save money in golf course con-
s t ruc t ion and main tenance , and be t te r still 
to keep our golf courses in be t te r condi-
tion a t no addit ional cost . 

Other impor tant scientif ic cont r ibut ions 
to our work have been the development 
of s imple methods of t es t ing soils to deter-
mine the i r physical sui tabi l i ty to turf pro-
duction and the p resence of or the possible 
deficiency of necessa ry plant food ele-
men t s . 

How may these scientif ic contr ibut ions 
have affected our a t t i t ude toward golf? 
They have given us added assurance in our 
ef for ts to cope with t h e every-day prob-
lems of golf course ma in tenance and con-
sequent ly a br ighter and more confident 
a t t i t ude toward the work which we have 
chosen as our profession, and in t u r n to-
ward golf, the sponsor of th is profession. 

The progress of t he game dur ing the 
pas t decade has brought about many devel-
o p m e n t s in various f e a t u r e s of the aver-
age player ' s game t h a t have in some cases 
made necessary cer ta in a d j u s t m e n t s of fa-
cili t ies for the game, including t h e struc-
tu ra l f ea tu re s of the golf course and 
ma in tenance methods . In still o ther cases 
the modern game permi t s a l te ra t ions and 
a d j u s t m e n t s of o ther f e a t u r e s tha t a re not 
ac tual ly required for the game but t h a t 
tend to simplify ma in t enance problems. 
Here the greenkeeper has shown his att i-
tude of in teres t by following the p rogress 
of the game and acqui r ing an unders tand-
ing of the inherent r equ i rements , modern-
izing his course and ma in tenance m e t h o d s 
to sui t . These modernizat ion ac t iv i t ies 
have included the ins ta l la t ion of d ra inage 
and irr igat ion sys tems, const ruct ion and 
a l te ra t ion of greens, tees , bunkers , etc., 
and changes in me thods of watering, mow-
ing, fert i l izat ion, and o ther minor phases 
of main tenance , most of which have been 
beneficial both f rom a s tandpoin t of the 
g a m e and the up keep of the golf course . 



Greenkeeping must be p rogress ive in order 
to provide sa t i s fac tory faci l i t ies for a 
progress ive game, and we as g reenkeepers 
mus t be progressive and bear a progres-
sive a t t i t ude toward the game in order to 
keep up with our jobs. T h a t many of us 
have managed to hold on to our jobs dur-
ing this period of golf progress ion and eco-
nomic depression bears evidence of pro-
gress ive a t t i tude and incl inat ion toward 
both the game and our jobs. 

Landscaping Is Asset 
There is one par t icular phase of the t rue 

golf cou r se modernizat ion scheme which I 
believe to be of g rea t impor t ance in the 
m a t t e r of adding a t t r ac t ion to the game 
and e levat ing the recognized ra t ing of our 
profess ion, and this is the beautif ication 
or improvement of landscape appearance . 
There has been a very not iceable trend in 
this direct ion during the pas t few years 
which has certainly just if ied any effort or 
expense pu t for th in such work. 

Yet I am inclined to believe that we 
greenkeepers as a rule would find it to 
our ultimate advantage if we gave more 
thought and consideration to this work in 
the future than we have in the past. 

Of course the scarci ty of f u n d s has been 
a hand icap to such work but i t is reason-
able to believe tha t if sufficient thought is 
given to th is end we will be able to ac-
complish quite a lot wi th l i t t le or no 
added expense . A li t t le c lean ing up of the 
was te a reas here and the re and the judi-
cious p lan t ing of nat ive t r e e s or shrubs, 
which may be found on mos t club prop-
ert ies , at properly selected s i tes about the 
course will add great ly to the beauty and 
a t t r ac t ivenes s of the course and grounds. 
This work m a y be accomplished at such 
spare t ime as may occur dur ing the course 
of a season at pract ical ly no noticeable 
burden on the club t r easu ry . I earnes t ly 
r ecommend t h a t this phase of greenkeep-
ing be thought fu l ly considered when plan-
ning next year ' s ma in tenance and improve-
men t p rogram, as I am s u r e tha t such 
work will be apprecia ted and commended 
by our employers and by t h o s e who use 
or have access to the course or grounds. 

Our a t t i t ude toward our c lubs should be 
cons idered f rom the s t andpo in t of both 
bus iness and associat ion. Our work 
br ings us in contact with m a n y members 
of t h e club, which necess i t a tes diplomatic 
considera t ion of thei r r eques t s or sugges-
t ions. While , a s a rule, we a r e directly 
accountab le only to the green-chai rman, 

we a r e f requent ly called upon to explain 
var ious phases of our work or to defend 
our ideas or r easons for various th ings 
we do or leave undone to any member of 
the club who wishes to discuss such mat-
t e r s with us. In th is respect our position 
is d i f ferent f rom t h a t of most bus iness 
employes. Being accountable in a sense 
to each member of t h e club may be con-
fus ing or even disagreeable at t imes, yet 
we seem to get something out of the con-
tac t tha t tends to instill within us a more 
f r a t e r n a l a t t i tude toward the member s 
than employes have toward their employ-
ers . 

The responsibilities of keeping the golf 
course and grounds in good condition rest 
jointly on the shoulders of the green-chair-
man and the greenkeeper; consequently 
these two men should understand each 
other as thoroughly as possible and should 
co-operate fully in all matters requiring 
joint thought and action. They should be 
able to discuss matters pertaining to the 
upkeep or improvement of the course in 
such a manner as to bring about intelli-
gent and practical execution of the work, 
and this can be accomplished only through 
understanding and liberal co-operation. 

The g reenkeeper ' s a t t i tude toward his 
club and i ts officials should be loyal, re-
spect ful , and co-operative, and the ex-
t en t of t ime mark ing the period tha t many 
g reenkeeper s se rve one club bears evi-
dence tha t such a policy is general ly ac-
cepted and pract iced in our profession. 

The re seems to be some sort of inherent 
bond tha t grows up with association with 
a golf club, even in the capaci ty of an 
employe, t h a t we can ' t very well elude if 
we a re in teres ted in our work and a re at 
all recept ive to h u m a n in teres ts and ac-
t ivi t ies . The s t r e n g t h of this bond is in-
dicated by the comparat ively small per-
cen tage of people who voluntari ly abandon 
club work in p re fe rence for o ther occu-
pat ions a f t e r they have once become affil-
ia ted with such work. 

W e h a v e fought a good fight in our re-
spect ive posi t ions and In our individual 
and collective ef for ts to aid golf and the 
c lubs to surv ive and thr ive during th is 
depress ion period. I am confident t h a t 
our a t t i tude has been made no less loyal 
or fa i th fu l as a resu l t of extended ef for ts 
and added responsibi l i t ies , and tha t we 
shal l car ry on indefini tely with the s a m e 
in teres t , courage, and determinat ion which 
is bound to resu l t in continued aid to golf 
and our clubs. 



I Survived the Panic by Studying 
M y Club 

By SAMMY BELFORE 
Pro. Ridgeview Go l f Club, Duluth, Minn. 

I HAVE completed my four th yea r as pro 
a t Ridgeview and as I review the work 
and resu l t s I am confident t h e job has 

been well handled. T h a t is one of the 
things I figure every pro ought to do; look 
back over his work for the season and see 
where he has missed. The t endency is to 
blame the members or the club if the job 
isn't paying, bu t tha t ' s only a h u m a n fail-
ing, not confined to pros, ins tead of being 
the r ight answer to the pro problem of 
"how can I m a k e a good l iv ing?" 

It looks to me like the most impor tan t 
of all pro jobs is to build up his club, and 
while he can ' t usually do th i s by going 
r ight out and get t ing members to sign ap-
plication b lanks he can do the work jus t 
as effectively by making the c lub and its 
playing p rogram so lively and a t t rac t ive 
that people w a n t to join. 

One of the places where a lot of us fall 
down is by not taking a more ac t ive par t 
in the prepara t ion of t ou rnamen t schedules 
for men and women at our clubs. If we 
can add to the zest of these even t s we are 
bound to have more people coming out to 
the clubs. Only in the cases of t h e ultra-
exclusive clubs have I heard of s i tua t ions 
where the helpful in te res t of t he pros in 
prepar ing a playing schedule m i g h t be re-
sented. 

The pro who doesn' t get busy with his 
commit tee on th is schedule work early in 
the season and mainta in an ac t ive in te res t 
in the success of the t ou rnamen t s is losing 
one of his bes t basic be ts for business . 
This means plenty of work. He may have 
to te lephone a lot of people, or when he is 
busy, see tha t his a s s i s t an t cal ls up peo-
ple to make sure that they a re r eminded of 
the events . 

Check Up Your Plans 
Every fellow is be t te r off when he t akes 

some t ime out dur ing the win te r and sits 
down with a pencil and some pape r to fig-
u re out j u s t w h a t he is going to do a t his 
club next year . Too many of us a r e liable 
to take our work simply as a m a t t e r of 

Sammy Belfore, whose follow-thru ends at 
the cash register. 

fact and never plan ahead like successfu l 
bus iness es tab l i shments have to do. Even 
if we a r e very smar t , we can ' t know i t all 
in th is golf bus iness ; i t ' s growing and 
chang ing too rapidly. 

Who, for instance, would have thought 
e ight to 10 years ago t h a t we were going 
to see the day when the women 's i n t e r e s t 
in golf was to be the keen and construc-
t ive force tha t it has been for the las t 
couple of years—right in the worst of the 
depress ion—and which it is cer ta in to be 
next season? Next we may see the golf 
c lubs ' in te res t extend to t h e point where 
every youngster f rom 10 years old on up. 
who is one of a m e m b e r ' s family, will h a v e 
to be taken into cons idera t ion in the pro 
d e p a r t m e n t ' s operat ions . 

In the pro business we haven ' t suffered 
any worse than most o the r businesses dur-
ing the depression. In fact , we probably 
have been be t te r off t han most bus inesses . 

T h e one th ing tha t we a lways can de-
pend on is the t ru th t h a t while most of t h e 
count ry has been suf fer ing f rom over-sell-
ing dur ing boom t imes, a t no t ime has golf 
ever over-sold i tself . W e still have a big 
m a r k e t r igh t a t our doors teps and we can ' t 
alibi ourselves by t h rowing the en t i re 
b lame for our poor bus iness onto genera l 
bus iness conditions. 



T h e set-up at Ridgeview is ideal—a good 
course , not too long, but plenty s p o r t y — 
and a low rambling c lubhouse built for 
golf players . T h e porches and flagstone 
t e r r a c e give a view of that j u s t l y ce lebrated 
L a k e Superior , while the background is 
wooded hills . 

T h e golf shop is the h e a r t of the c lub 
and a rendezvous for the 19th holers. I 
feel t h a t I owe it to my club to keep good, 
dependable merchandise . At one t ime, 
sa les of golf merchandise were few and 
far between, due to cut-prices in downtown 
s tores . T o e l iminate th is I had to gain 
the confidence of the m e m b e r s and show 
them the difference between a store-club 
and o n e made to suit t h e i r individual re-
quirements , so I carry a complete l ine of 
clubs at all prices and ta lk and concen-
trate on one well known l ine. 

I ran up against a funny situation. T h e 
men wanted to buy new c lubs but their 
wives couldn't understand such extrava-
gance . Most of the m e m b e r s were young 
married couples without too much of this 
world's goods. I realized the s i tua t ion— 
but I had a swell l ine of c lubs and had to 
live, by which I do not mean that I bel ieve 
in using high-pressure methods . 

Women's Interest Keynote 
My first step was to c r e a t e interest 

among the women golfers . T h e men urged 
their wives to play gol f ; e v e n gave them 
their old clubs and bought new ones for 
the ms e lve s (generous sou ls ) . By the mid-
dle of the summer, every Wednesday 
brought about 40 women out for the weekly 
woman's tournament and luncheon. T h e y 
also arranged inter-club m a t c h e s — a n d we 
inst i tuted a woman's c i ty tournament , 
which drew over 100 e n t r i e s the first year. 
T h e brand of golf was pret ty poor but the 
girls had fun and each w a s determined 
to be the champ the fol lowing year—con-
sequently I had lessons from dawn till dark. 

W o m e n are thri f ty souls. Af ter a lesson, 
they would pract ice . E v e r y morning saw 
them out early, working a t their game. 
T h e y a lso tried to interes t the i r husbands 
into t a k i n g lessons. W h e n the men who 
had scoffed at lessons saw the progress 
the ir wives were making, t h e y decided to 
give the pro a c h a n c e to help their game. 

T h e men's tournament b e c a m e more of 
a s u c c e s s . T h e men entered with a keener 
spirit and a large feminine gal lery . As the 
men progressed the girls decided that new 
clubs would help. I bel ieve that over hal f 
the C h r i s t m a s gifts the husbands and 

wives of Ridgeview give each o ther are 
sportswear or c lubs from my shop. 

I inst i tuted mixed two-ball foursomes on 
Sunday a f te rnoons—somet imes with- a 
draw for par tners and somet imes a Mr. 
and Mrs. affair. I sponsor an annual J i g g s 
and Maggie tournament of this type for 
which I offer prizes. 

Young marr ied couples with a good, 
wholesome in teres t In golf are a delight in 
the ir congenial e n j o y m e n t of the game. 
Many a husband dashes out to the club 
from the office during the City tournament 
to be there when his wife tees off (and 
i f her clubs and bag aren't as good as that 
" J o n e s " woman's , he'll take care of t h a t ) . 

T h e season h e r e is short, so in the fall 
I move my shop to an indoor golf school 
in the hear t of t h e business distr ict where 
men and women can drop in for prac t i ce 
and lessons. " R e d u c e your waist l ine and 
your s c o r e " is the slogan. 

NET $ IS M I N U S 
Government Sports Goods Tax 

Proves Itself the Bunk—Repeal 
Drive Grows 

T H E 10 PER C E N T tax on sporting goods 
' put on in 1932 while gum, candy and 

slot machines were gett ing by with a 2 per 
c e n t rap, has been on long enough to have 
demonstra ted its grave faults. So ac t ive 
f a c t o r s in the sport ing goods industry, con-
s u m e r s as well as manufactuers and dis-
tr ibutors , a re pleading to the ir congress-
m e n for repeal of this tax. 

Demer i t s of the tax are mainly tha t it 
yielded only $2,701,680 during the first fis-
cal year it was in effect and this figure is 
overbalanced by accounting, col lect ing, 
legal and other c o s t s involved; and that 
the tax hits t h e kids instead of the people 
who can afford to pay taxes. 

It was one of the dizzy guesses at tax-
ing, now due for abandonment with the 
government l iquor revenue coming in. 

If the sport ing goods industry had been 
making any dough or if the tax would be 
se lec t ive and m a k e t h e sportsmen and 
sportswomen with a l i t t le surplus money 
s tand the gaff, i t would have some excuse . 
As it is, i t s real slug lands on the young-
s te rs . Of course the kids can't vote, so the 
pros, players and other individuals in the 
spor t ing goods business can write the i r 
c o n g r e s s m e n as mouthpieces for the young-
s t e r s without being in the position of sim-
ply squawking a g a i n s t a tax. 



Sport Code Cheers Pros W i t h 
Bright Promise of Profits 

THE spor t ing goods t rade code now is 
in effect but no pro, dealer or manufac-
turer who is in his r ight mind expects 

to have the code solve every th ing . 
There is no th ing in the code t h a t substi-

tutes for b ra ins and effort. T h e boobs, 
the bleaters and the lazy muggs still will 
have a tough t ime get t ing by. 

You can count on it, too, t h a t there will 
be some curve-throwing under the code. 
When the code is inconvenient the re will 
he expert efforts made to o u t s m a r t it. The 
NRA can ' t change human n a t u r e . How-
ever the NRA can police h u m a n n a t u r e and 
if the code is willfully and pers is tent ly 
violated t he r e is tha t par t about a $500 
rap and maybe a little t ime in cold storage 
for the violators. This prospect will have 
the folks showing their prayer-meet ing 
manners . 

It does look like the code gives the pros 
more recognit ion and a bet ter break than 
they ever had before. Other small re-
tai lers have registered compla in ts against 
codes in the i r fields but the genera l tend-
ency of the codes is to give the smal l opera-
tor an even chance. 

In the pro field the code has a couple of 
s lants t h a t differ from the usual re ta i l ing 
code. The pros make the golf m a r k e t and 
exercise the s t ronges t influence on the pur-
chasing habi ts of the golfing public. These 
factors were balanced agains t t he expense 
of selling pros in thei r d i s t an t locations, 
with the i r smaller orders than the large 
down-town stores, and, at t imes, with credit 
risk. The pros got favorable considerat ion. 
The other dis t inct ive point of t he sport-
ing goods code is the subsidy angle about 
which the re was long and loud arguing 
before a decision was reached. In fields 
other than spor t ing goods, when a manu-
fac turer s l ips a purchas ing agent some 
extra dough the ul t imate cus tomer calls it 
bribery and yells "Copper." Difficulty of 
deciding whe ther a pro is ma in ly a mer-
chant or purchas ing agent and the adver-
t i s ing value of playing pros ' adver t i s ing 
made the subsidy mat t e r complex. 

But i t 's all settled now and t h e boys can 
s ta r t to work under the new rules . 

Comment f r o m some of the pr incipals in 

the golf goods field is given on the prob-
able effect of the new code on pro mer-
chandis ing. 

Code Curtails Shady Work 
Ju l i an Curtiss, Spalding 's board chair-

man and dean of the golf manufac tu re r s , 
says : 

"I cannot better i l lus t ra te what the code 
is going to mean to t h e professionals of 
the count ry than to quote verbat im f rom 
Art ic le 2 of the Golf Ball Manufac tu re r s ' 
Association and Nat ional Association of 
Golf Club Manufac tu re r s par t of the code: 

"Section 1—No member of this division 
of the industry shall replace the original 
brand, name or trade mark on used golf 
balls which have been remade, rebuilt or 
renewed, or offer for sale used golf balls 
which have been remade, rebuilt or re-
newed, without marking on each ball and 
on the cartons and boxes in which they arc 
packed, one of the following words: 'Re-
made,' 'Rebuilt,' or 'Renewed.' 

"Section 2—No member of this division 
of the industry shall offer for sale as 'sec-
onds'defectives,' or of inferior quality 
golf balls which are in fact not defective 
or inferior in any material respect. 

"Section 3—No member of this division 
of the industry shall sell golf balls unless 
said balls are branded with a name. 

"Section 4—No member of this division 
of the industry shall guarantee merchan-
dise, except as to freedom from defects, 
quality. quantity, grade or construction, or 
replace for any other cause, merchandise 
which has been used. 

"In addit ion to the above, mark th i s 
f rom Section 5—All merchandise shall be 
sold on the same terms of contract. No 
favorites, and no secret rebates shall be 
allowed. 

"Then let me quote Section 6—No mem-
ber of this division of the industry shall 
knowingly imitate the trade marks, trade 
names, recognized trade numbers, slogans 
or other marks of identification of com-
petitors. 

"And to end with, all g i f t s of balls a re 
absolutely ended. The professional as well 





SP A L D I N G announces for the coming 
season two of the finest golf balls ever 

to bear the Spalding name—two balls that 
bid fair to reach a new high in popularity 
among golfers: 

THE SPALDING T O U R N A M E N T 

A high-powered, top grade golf ball de-
signed for tournament play only. The 
Tournament features the famous Top-Flite 
construction and carries all of its qualities 
of uniformity and control. 

The center is wound under extreme 
tension which in combination with its 
modified cover provides a golf ball of 
great length and outstanding controll-
ability. It is not durable and it will re-

spond properly only to the hard-hitting 
golfer. The Tournament is recommended 
only for professional and championship players. 
Dimple only. Retail 75^ each, $9 a 
dozen. 

THE N E W SPALDING TOP-FLITE 

Designed for the low handicap golfer. For 
1934 Spalding has added further refine-
ments which will make the NEW Top-
Flite more than ever the best possible 
combination of distance, control, feel and 
relative durability. 

The Top-Flite in 1933 won more im-
portant championships than all other balls 
combined. Mesh and Dimple. 75^ 
each, $9 a dozen. « f̂e' 
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as the a m a t e u r has to buy every ball with 
which he plays. 

"Manufac tu re r s are allowed to employ 
a selected list of t o u r n a m e n t professionals 
and pay them a fixed sa la ry ; in considera-
tion of t h i s salary the professionals a re 
expected to travel, to play in tou rnamen t s 
and to general ly promote and aid in in-
creas ing the populari ty of golf. The manu-
fac tu re r s tha t employ such professionals 
a r e m a k i n g a real contr ibut ion, for noth-
ing is more advantageous than f requent 
tou rnamen t s , where men and women have 
the chance to see expert p layers in action. 
The money paid these professionals is in 
many cases more than used up in thei r 
t rave l ing expenses f rom city to city. 

" E v e r y t h i n g in the f u t u r e is out in the 
open. Every professional employed by us 
as a t ou rnamen t player is widely known 
as such. Underhanded methods have no 
oppor tun i ty to last under the broad sec-
t ions of t he code. 

"As the code becomes a law, it will do 
every professional in the land pood to study 
its contents and realize wha t a wonderful 
and he lpfu l document it is." 

Pros in Code Spotlight 
IJ. B. Icely, pres ident of Wilson-Western 

Spor t ing Goods Co., i n t e rp re t s the code 
benefits to the pros in a way tha t gives 
the boys a broad view. He says : 

"Recognit ion of the i m p o r t a n t s t rategic 
merchand i s ing position of the professionals 
is an ou t s tand ing f ea tu re of the code. 

"Revis ion of discounts to encourage and 
protect professional out le ts and elimina-
tion of f r e e goods and s h a r p discounts to 
re ta i l buyers are h igh l igh ts of professional 
benefits t h a t were welcomed by manufac-
tu re r s . 

"There is no denying t h a t the profes-
sionals ' presenta t ion of the i r case was 
largely responsible for e rad ica t ing some 
of the t r ade evils of long s tanding and 
admi t t ed ly serious effect. Such action ma-
ter ia l ly benefits professional shop merchan-
dising. 

" E a r n e s t a t tent ion given the profes-
sionals ' case by the m a n u f a c t u r e r s dur ing 
code prepara t ion was a posi t ive indication 
t h a t the professionals now s tand in a posi-
t ion of recognized s t r eng th and value. 
Manufac tu re r s have been impressed by: 
( a ) marked improvement in professional 
credit , and (b) real izat ion by the profes-
sionals t h a t the m a n u f a c t u r e r s must con-
sider the general public in t e res t and tha t 
of m a n u f a c t u r e r s ' s tockholders in estab-
l i sh ing policies and plans. These two de-

velopments gave the m a n u f a c t u r e r s a 
hear t i e r appreciat ion of an informed and 
considerate business judgment among the 
professionals. Consequently there were 
f a i r concessions made to the professionals 
du r ing code p lann ing that I doubt would 
have been granted three years ago. 

" F a i r code m a k i n g called for assur ing 
the professionals an equitable basis of 
competi t ion; one tha t balances the i r 
s t r eng th in governing the t rend of salable 
merchandise th rough all golf goods out le ts 
by minimizing the professional problems 
in selling costs and efforts. 

"As near as is humanly possible, the 
code, in my opinion, now puts golf goods 
merchandis ing on an even basis so f a r as 
t he professionals and largest spor t ing 
goods or depa r tmen t stores are concerned. 
The variable fac to rs are simply the i tems 
of abili ty and effort and no professional— 
or other dealer—can ask for a code tha t 
will prevent him f rom paying the penal ty 
for his shortcomings. 

Pro and Makers Both Benefit 
"Price-wrecking and other des t ruct ive 

pract ices so p rominen t the past two years 
seem to be pract ical ly eliminated by the 
code. This of course is good news to the 
professionals but even better news to the 
subs tan t ia l manufac tu re r s . It is one 
phase of the code operation point ing out 
t h a t the in teres ts of the subs tant ia l manu-
fac tu re r s and the professionals a re identi-
cal. 

"Subsidy and f ree goods to profess ionals 
were s t renuously debated details of the 
code al though the amount involved in 
ac tua l cash was one of the smallest i tems 
affected by the code. I have been satisfied 
t h a t professionals ' actual profits f rom con-
cessions made to them when subsidy and 
f ree equipment changes were made will be 
t remendously larger than the sum involved 
in the two debatable details. I am con-
fident t ha t professional shop sales in 1934, 
th rough increased net profits, will substan-
t ia te my s ta tement . 

" I t is my conclusion that the code puts 
the professionals in bet ter competit ive posi-
t ion than they ever have been before. As 
a ma t t e r of fact , every legi t imate and 
sound re ta i ler of golf goods is placed in 
an improved competi t ive s ta tus by the 
code." 

Pro Advantages Great 
E. E. Chapman, vice president of The 

I.. A. Young Coif Co., gives his calm and 
s tudious opinion: 


