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Guaranteed to equal or 
surpass the f inest hand 
cutting, the Ideal Power 
Greensmower does the 
job for as m u c h as 
5 0 % lower cost. Finely 
constructed, yet tough 
and sturdy. Won't scar 
even the most delicate 
turf . 

Even better than before, the new Bulldog 
answers the demand for a modern fairway 
mower. It gives superb eutting with amazing 
economy. 
Operating costs go down, because Bulldogs 
require less drawbar pull than any other. 
More work is done in a day because the Bull-
dog is very flexible, easy to operate and cuts 
the toughest, heaviest turf without effort. 
MANY NEW FEATURES: Drop-forged steel 
ring gears, hardened cut-steel pinions, triple-
pawl ratchet, steel roller mounted on roller 
bearings, and many others, including the 
most efficient drive mechanism ever de-
veloped. 
Get details on this truly modern fairway 
mower. 

IDEAL POWER LAWN 

MOWER COMPANY 

Smoother, Lower-Cost Service 

446 Kalania/oo St., Lansing, Mich. 
New York Branch: Canadian Distributors 

12 Harrison St. Aikenhead Hardware , Ltd., 
N e w Rochelle, N. Y. 17 Temperance St., Toronto, Ont. 

IDEAL BULLDOG IS A 
MODERN FAIRWAY MOWER 

More Than Ever It Gives Faster/ 



S ILVER K I N G 
T R A C T O R 

# T h e Silver King is an ideal Golf Course 
T r a c t o r designed to t a k e care of every 
service required for complete tur f mainte-
nance. Features include: low first cost, 
economy of operation, high speed, unusual 
power, low pressure t ires or wide roller 
type wheels as desired, l ight weight , four 
speed transmission, 2'/» to 25 miles per 
hour. Free catalog and prices upon request. 

S e e name and addrets'^—bottom of page. 

PEERLESS 
M O W E R SHARPENER 

R o s e m a n 
HOLLOW ROLLER 

M O W E R S 
N o w ! T h e f i n e s t f a i r w a y e q u i p m e n t a t 
p r i c e s a n d t e r m s t o f i t y o u r b u d g e t . Y o u r 
c h o i c e o f t h e s e t h r e e R o s e m a n p u r c h a s e 
p l a n s : 

• Metered Mowing Plan — 
r e q u i r e s n o i n v e s t m e n t b u t g u a r a n -
t e e s e f f i c i e n t m o w i n g e q u i p m e n t y e a r 
a f t e r y e a r f o r a s m a l l m o n t h l y r e n t a l 
f e e . 

• Time P a y m e n t Plan — 
a l l o w s y o u t o p a y a s y o u g o . 

• Cash P a y m e n t Plan — 
g i v e s y o u t h e a d v a n t a g e o f o u r l i b -
e r a l d i s c o u n t s . 

U n u s u a l l y l i b e r a l a l l o w a n c e f o r a n y 
f a i r w a y e q u i p m e n t y o u n o w h a v e . 

Write for complete details. 

ROSEMAN TRACTOR MOWER CO. 
8 0 0 D a v i s S t . E v a n s t o n , 111. 

T H E F A T E - R O O T ' H E A T H C O . 
1136 BELL STREET - - PLYMOUTH, OHIO TORO MANUFACTURING CORPORATION 

" " ' * «'• • or » » « « » M , M 1 . . I H , u ».A. 

T h e Peerless Mower Sharpener wi l l keep 
your cut t ing units sharp and your tu r f look-
ing Its best the year around. I t 's simple to 
operate, sharpens in half the usual t ime 
and handles all types of power mowers and 
t rac tor units. Made In t w o sizes—for blades 
up to 36" or 42" wide. Recondit ioner for " l ap -
ping I n . " Catalog and prices upon request. 

ROTARY SPRINKLER 
Highly efficient for putting greens and large 
lawns, especially with low pressure. Breaks 
up water completely and assures uniform 
coverage. Adjustable for circular spread from 
20 to 70 feet in diameter. High-grade con-
struction throughout. Write for Toro catalog. 

ALL OVER THE WORL 

If you don ' t see what you need adver t i sed in G O L F D O M , wr i te us 



P E R F E C T I O N S 

PAR 

g50 each 
$10.00 complete wi th mounting post. 
Special lower prices In quantifies. 

PAR GOLF PRODUCTS, INC. 
410 HANNA BUILDING 

CLEVELAND, OHIO 

Why Buy a Mower 
That Does Only 
HALF the Job? 

The Gravely will work under every condi-
t ion. The Power Driven Sickle Mower cuts 
everything . . . rough places . . . spots 
you've had to ^ 

s w a t h e v e r y i 
t ime. To same tifpflf 
tractor you can i | U 
attach a 30-in. Don't be satis-
Reel Type Mow- J W f l H f i l f ied with less, 
er — two Mow- V ^ C p Drop a post-
e r s f o r t h e I F card today for 
price of onel full details. 

Gravely Motor Plow & Cult. Co. 
' Box 780. Dunbar. W . Va. 

LARGER—SLOWER-
MORE EVEN DISTRIBUTION 

Combined with simplicity and lower prices 
has made Perfections the first choice of 
careful buyers. 

For 1936 there is a Perfection to meet every 
requirement—from the New Fairway 8ize, No. 
WH15, to cover up to 200 f t . circle, at only 
$20.00—down to the old reliable No. TS at $7.50 
covering 75 f t . circle on only 20 lb. pressure. 

Then there are the H D and H D Jr., espe-
cially designed, heavy duty Tee Sprinklers, 
$4.50 and $3.00. 

Ask your dealer or write direct for full 
description and prices. Better still, ask for 
10 day free trial. 

Manufactured Exclusively and 
Fully Quaranteed by 

PERFECTION SPRINKLER CO. 
P L Y M O U T H , M I C H I G A N 

Over 400 greenkeepers and dealers 
have ordered PAR golf bal l washers 
—obvious proof of the demand for a 
MODERN washer to dress up tees . . . 
satisfy players. 
In appearance . . . per formance . . . 
sani tat ion . . . lower upkeep cost—on 
every comparison, the PAR is a sen-
sat ional improvement. 
This newer , bet ter cleaning act ion is 
the result of rotat ing sponge rubber 
brushes—inside a rust-proof aluminum 
casting. 
O r d e r your first PAR N O W — s e e your 
dealer , or wr i t e d i rect . 



1,500-ACRE DEVELOPMENT FOR SALE! 
A real golf opportunity 

. . A real bargain 
L o c a t e d i n t h e h e a r t o f t h e N a t i o n ' s 
P l a y g r o u n d — W e s t e r n M i c h i g a n — w i t h 
o v e r t w o m i l e s o f f r o n t a g e o n L a k e 
M i c h i g a n a n d b e a u t i f u l G l e n L a k e , t h i s 

Ujy-t"!! 1 

. Ml 
•Il > I 

% I S A 

8 - y e a r o l d d e v e l o p m e n t i n c l u d e s a 
m a s t e r p i e c e 1 8 - h o l e g o l f c o u r s e ; 1 4 
m i l e s o f g r a v e l r o a d s ; 1 , 3 0 0 a c r e s o f 
r o l l i n g h a r d w o o d f o r e s t ; s e v e n s t o n e 
e n t r a n c e s ; b o a t h o u s e s a n d p i e r s ; a 
l a n d i n g f i e l d f o r p l a n e s ; a n d o t h e r f e a -
t u r e s t h a t m a k e i t o n e o f t h e c o u n t r y ' s 
m o s t b e a u t i f u l a n d h e a l t h f u l r e c r e a -
t i o n a l s p o t s . 

Access ibi l i ty—by water, rail-
road, motor and air, only a few 
hours from the centers of popu-
lation of the Mid-Central States . 

Golf Course—18 holes literally 
hewn out of solid timber, and 
not an artificial hazard in the 
layout! Intell igent architecture 
and s o u n d construction by 
American Park Builders has 
brought thousands of golfers to 
this fairway-watered course in 
the past five years. 

Opportunity—My price for this 
property is less than one-quarter 
the money spent to date and 
one-seventh today's est imated 
appraisal value! 

Address: ALEX C. HORNKOHL. 844 Rush St., Chicago. III. 

CUTS GRASS AND WEEDS 
of ANY HEIGHT 
to ANY HEIGHT 

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

This all-purpose power mower 
actually saves 50% of your cost 
because it el iminates all supple-
mentary cut t ing e q u i p m e n t 
• Makes a lawn in one opera-
tion • Cuts either forward or 
backward • Adjustable from 
3" stand to grass roots • Cuts 
under and around shrubbery-
w i t h i n Vt" of 
t r e e s , f e n c e s , 
monuments a n d 
markers • Few 
w o r k i n g parts, 
excel lence of de-
sign and materials 
make maintenance cost negl ig ible 

• WRITE FOR BULLETIN NO. 10 

POWER 
MOWERS 

M I L W A U K E E , W I S C O N S I N 

FOR PUTTING GREENS 

A NEW 

IT H I T C H E S B E H I N D A SMALL TRACTOR OR 
POWER L A W N MOWER 

(Patented) 

i f 
T h i s add i -
t ion makes the 
l i n e of Spike Disc 
I ^ w n and Green C u l t i -
vators complete. Greens can 
be spiked f requen t ly in short order. 

All Grcenkeepers now know tha t S P I K E D I S C S open 
the soil to " b r e a t h i n g , " to absorb and r e t a i n m o i i t u r e 
a n d prevent loss of seeds and fe r t i l i ze r . 
No. 17 Spike D i s c : 10 discs 12 inch in f ron t row; 9 

discs 12 inch in back raw; rol l ing width , 22V6 Inches ; 
weight (wi thout weights ) 215 lbs. ( c r a t ed ) . 

P r i c e , wi thout weights $50.00 
5 weights , 35 lbs. each, $2.60 ea 13.00 

P r i c e , w i th weights $63.00 
H a s throw-off fo r r a i s i n g Spikes f rom ground. 

De ta i l s , P r i ces a t Your Golf Equ ipmen t Dea le r or 
J O H N H. G R A H A M & CO., Inc. 

1136 Chambers St.. N. Y. . Sales Agents—268 Market 
St.. San Francisco; 565 W. Washington St.. Chicago. 

Manufactured by Stoner-Maurer Co., Monro«, Mich. 
Successors to Wilder-Strong Co. 

Also makers of Dunham Water-Weight Rollersi 



A BIG JOB 
— m a i n t a i n i n g the extensive 
park system of New York 
City. 

•TO SAVE 
time, material and money and 
keep their turf at the highest 
possible standard, they are 
using 

1 3 
ROYER 
C O M P O S T M I X E R S 

Model M. 

ROYERS use all raw material 
—lumps or sod—wet or dry— 
mix and load. 

Write for literature. 
For sale by leading golf 

equipment houses 

R O Y E R 
FOUNDRY & MACHINE CO. 
158 P R I N G L E ST.. K I N G S T O N , PA. 

KILL 
E A R T H W O R M S 
W E B W O R M S 
a n d G R U B S 

with 
N u R E X F O R M 

The Improved Arsenate of Lead 
ri^HE damage wrought by grubs, earthworms 

and webworms to greens, tees and fair-
ways, if these pests are permitted to feed un-
molested on tne roots of the fine textured 
grass, is an eyesore to the golfer and vexa-
tious to the greenkeeper and the greens com-
mittee. And isn't it aggravating to putt on 
earthworm infested greens? T h e numerous 
tiny mounds—the handiwork of the earth-
worms—surely don't improve one's putting 
game. 

There is no need for such conditions to ex-
ist for_ it is possible to immunize greens, tees 
and fairways against the ravages of and dam-
age these pests do, as well as certain others, 
which often infest golf courses, by treatment 
with NuRexform, the Improved Arsenate of 
Lead. 

packages 
below. 

and avai lable at any address listed 

Grasselli Arsenate of Lead is also effective 
for this purpose. 

The Grassell i Chemical Co., Inc. 
^ Founded 1839 

d§»§jJ) Cleveland, Ohio < M S î > 

New York Office—350 Fifth Avenue 
Albany Chicago Milwaukee Pittsburgh 
Birmingham Cincinnati New Orleans St. Louis 
Charlotte Detroit Philadelphia St. Paul 

E. I. DuPont de Nemours & Co. Inc. 
The R & H Chemical Dept., Pacific Div. 

2240 E. 15th St., Los Angeles, Calif. 

New England Distributors 
Apothecaries Hall Co., Waterbury, Conn. 



HENRY PICARD and CRAIG WOOD 
of the Dunlop Tire and Rubber Co 

of course use Dunlop Gold Cup Golf 

Balls and the Dunlop Maxfli Golf 

Clubs they themselves designed in 

collaboration with George Aulbach. 

They're worth your trying too. 

HENRY PICARD 

C R A I G W O O D 
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P R O S M U S T 

F O L L O W - T H R U 
By HERB GRAFFIS 

HIS club isn't one of the largest and most famous in the country but it 
has a high proportion of active golfing members. He isn't widely 

known as a pro, although about every pro and member in his section knows 
and respects him. He won't let his 
name be used in this story because 
he is afraid someone may get the 
idea he thinks he is a smart guy and 
bragging; whereas his own convic-
tion is that he is so dumb he can 
think of only a few simple things, 
but after he thinks of them, he does 
them. 

This pro I 'm talking about is a fellow 
with whom I went over a bunch of fig-
ures trying to learn something about the 
pro cost of doing business, which is a mat-
ter that too many pros don't consider and 
that many members seem to believe 
amounts to nothing. 

The fellow dragged out his 1935 in-
come tax statement and the figure would 
make some of the prominent tournament 
players break out into tears, it was so 
juicy. 

I asked: "Aren't you afraid you're mak-
ing too much money and that a few club 
members will get jealous and want you 
canned because you're a success?" 

" I don't think so," he answered. "The 
accounts are all handled by the club. I've 
had offers from half a dozen big shot 
members to go to work for them, and 
sometimes I think my members are 
prouder about the way they took me in as 
a punk young pro and saw me work up 
this job than I am myself. 

"Besides, look at the club's own state-

ments and see how they run right along 
with mine in money-making. The club 
makes money out of me because I am 
dumb enough to know that unless there's 
a lot of golf played by people who are 
interested and enjoy the game, I won't 
make any dough or will the club. So I 
started and have kept at the idea of see-
ing to it that a lot of people come out here 
to have more fun at golf than they could 
have at any other recreation. 

" I t takes ten hours a day, six days a 
week during the season, keeping the mem-
bers steamed up; but when the winter 
comes I don't have to worry how the wife, 
the kids and I are going to get by until 
spring golf begins." 

Telephone Follow-Thru 

Keeps Members Playing Often 

This important and difficult affair of 

keeping members interested is something 

I've heard many pros discuss. The smart 

boys are paying more and more attention 

to that. On this subject our modest friend 

says: 

"The telephone is worth at least two 

grand a year net to me. The club pays 

for it and the club gets a nice profit out 

of the business the telephone brings in 

when I use it, so there's no kick from the 

REG. U. S. PATENT OFFICE 



club when I lift that receiver off the hook. 
"When I note that a certain member 

hasn't been out at the club for a while, I 
get him on the phone and ask if he can't 
sneak away and join me and two other 
members. Asking him to sneak away from 
big business makes the fellow feel pretty 
good. I tell him I can sneak away for 
nine holes myself but the rest of the four-
some will go the whole route. That tips 
him off that I am staying on the job so 
close for the club that I can only play 
hookey for nine holes just because he is a 
grand guy, needs the exercise and I have 
missed him. I do miss these guys when 
they don't come out, and not because they 
are customers. They're friends and sports-
men and make this a great place to work. 

"Well, I line up that fellow and two 
others who have been absent for a week 
or so, get them together and the chances 
are they enjoy it so much they make an-
other date to play right soon again. 

"If it's a fellow whose wife plays, I 
ask him to bring her for nine holes of 
twilight golf. Funny thing I've noticed 
about this. After a husband has played 
golf with his wife and myself, the chances 
are the fellow sees himself that his wife 
needs some new clubs. I help that idea 
along, but very, very gently. I don't want 
to embarrass anyone, anymore than I'd 
want someone to put a slug on me to buy 
something for my wife while my wife 
was right there." 

Short Season Idea 
Costs Golf Millions 

Looking over this pro's books I was as-
tonished by the amount of business he does 
during August in his shop. It 's the sec-
ond biggest sales month of his year. I 
commented on his showing for August 
over a period of several years. 

"Glad you caught that," the pro re-
marked, "because that's the one thing that 
I believe only about a dozen other pros 
in the country have caught onto, and I 
doubt if any golf club manufacturer is 
wise to it yet. 

"Pros and manufacturers usually are 
complaining that it's hard to make a profit 
in the golf business because the season 
is so short. 

"Sure it 's short. Twenty weeks used to 
be about the extent of the season. Now 
it's about a 24 week active season in the 
greater part of the country. That four 
week increase during the depression years 
ought to mean more than it apparently 
does to a lot of people in the golf busi-

ness, because it shows that the season can 
be extended. 

"But still many of the pros think that 
the club selling months are April, May 
and June, and by July things are pretty 
well finished. By August some of the 
manufacturers must think there isn't much 
chance to sell clubs because their adver-
tising almost stops. 

"That idea of giving up selling work 
before it gets too cold to play golf is poor 
thinking, as I look at it, because with the 
season short enough as it is, there's all 
the more reason for using every minute of 
every month you possibly have for mak-
ing money. 

"Without realizing it, apparently, pros 
have proved that golf clubs can be sold 
all through the season. Think of the clubs 
fellows have sold at the end of the season 
to liquidate their stocks and get enough 
money to carry them through the winter. 
Now, I maintain that if a fellow can sell 
clubs at reduced prices in September when 
he is pushed by desperate thoughts about 
the winter, he can sell those same buyers 
earlier by simply using his head and some 
energy. That short selling season handi-
cap has been made worse than it really is 
because pros have been thinking along the 
same lines that they have been following 
ever since the matched set idea took com-
mand and there wasn't the chance to sell 
fill-in bench-made clubs that there used 
to be during the old days. 

"The manufacturers are as much to 
blame in this respect as are the pros. I'm 
sure that if the manufacturers would get 
it into their heads that August, September 
and at least the early half of October are 
great months for golf and work on that 
basis to get the pros stirred up, the next 
three years would bring a solution to part 
of the expensive short season problem in 
the business." 

Further comment along the seasonal line 
by this highly successful professional 
brought out that the majority of pros he 
knew considered themselves very lucky if 
they sold sets of woods or irons to 20% 
of their members each year. That meant 
80% of the members didn't buy clubs but 
were still there to work on for sales during 
the entire season. He figured that each 
new set of clubs sold meant an increase in 
the rounds played by the purchaser, con-
sequently an increase in the number of 
balls bought. 

The August increase in club sales he ex-
plained by saying he watched to learn 

(Continued on page 54) 



Architect's drawing of clubhouse, Dunstable Downs QC, England, now 
nearing completion. The great amount of window-space throughout the club-
house provides an excellent view of almost any part of the course. The 
modernistic trend employed in its construction is intended to give the club 

a proper background for an outdoor enterprise. 

Modernistic Architecture Appears 
in English Clubhouse 

ARCHITECTURE of the modernistic 
type, which seems to have great pos-

sibilities for golf clubhouses, has made its 
appearance in the new home being built 
by the Dunstable Downs GC of England. 

It has occured to more than one golfer 
that a fault of modern clubhouses is the 
lack of window space through which the 
pleasant vistas of the course and its land-
scaping would be made part of the pic-
ture framed by windows. The generous 
employment of metal-framed windows in 
the so-called modernistic plan makes this 
type of a clubhouse a more fitting head-
quarters for a basically out-of-doors en-
terprise. General tendency of golf club-
houses now is toward the old baronial 
manor theme of protection against the ele-
ments, sunlight and other possible in-
vaders. 

True, the sharp vertical and horizontal 
lines of the modernistic type do clash with 
the flowing lines of natural scenery, but 
not so violently that judicious landscap-
ing around the clubhouse will not blend 
the structure into the surroundings fairly 
well. 

An interesting feature of the Dunstable 
Downs plan is the dining room and bar on 
the second floor from which elevation a 
more extensive view of the course is pre-
sented. A balcony around the general 
lounge and dining room provides an at-
tractive spot for meal service. 

One suggestion that occurs as the ac-
companying floor plans of the Dunstable 
Downs clubhouse are inspected, is that of 
having a door opening from the pro-shop 
so that access might be had to the shop 
from the men's locker-room. 

The pro-shop corner is well located if 
the spot is close to the first tee and 
eighteenth green. 

SCFTVEIW GENOWL LOUNCt 

Practicabil ity is the theme of the new clubhouse, as this diagram well 
shows. Each room was planned and built to provide the most convenient and 
efficient service to club members, and to make for easy accessibility to any 

part of the clubhouse. Main floor at left ; second floor at r ight. 



GREENKEEPERS h AVE 

I KNOW some readers are going to disagree with me on some of the points 
I will mention as the greenkeeper's ten most important jobs. But if 

there is diversity of opinion concerning them, there is much more chance 
of their being thrashed out properly 
when criticism is constructive. Some • 
may think I am leaving out some of 
the most important points, but the 
following are those I would name as 
the ten important jobs for the 
greenkeeper: 

1. The greenkeeper has to seed, or more 
often, the greenkeeper has to re-seed. That 
is when the job becomes important. When 
we think of the tons of grass seeds that 
are purchased by golf clubs each year, and 
then find out how much good turf has ac-
tually been produced from those seeds, we 
realize seeding must be important. Let's 
listen in on a conversation between a chair-
man and his greenkeeper: 

Chairman: "Bill, just how much grass 
seed do we require to seed the bare spots 
on those two fairways? Some of those 
places were pretty bad last summer." 

Bill: "It 's not how much seed we want. 
It's how much topdressing and fertilizer 
we need to make the seed grow. If we are 
to spend $400 on those two fairways, what 
we want to do is to use $100 for seed and 
the other $300 for something to insure 
that seed's growth." 

In any seeding or re-seeding program 
we may contemplate, let us always make 
sure that we give the seed a 50-50 chance 
to make good turf by making soil condi-
tions such that everything else being equal 
the maximum number of seeds will get a 
good start. 

2. The next important job I list is top-
dressing. Probably most us topdress the 
greens more to level and true up the put-
ting surface than anything else. What 
do we topdress greens with ? Sand or any 
old dirt ? No. We use a compost or top-
dressing of some mixed materials that are 
to improve the structure of the soil, to 
make conditions better for the plants to 
grow. If good manure can be obtained at 
the right price, compost it about two 
years with a good topsoil, and enough hard 
sand so that the finished product, which 
is to be incorporated on the green, is as 

near to a sandy loam as it is possible to 
get. 

3. The next job is watering, probably 
the most important job of all. So much 
depends on the watering of the greens. 
Often during the playing season the 
green-committee or some of the players 
complain that greens are too hard; they 
can't stop a ball on them. Sometimes the 
green is too hard, but very often it is the 
player's own fault—the shot was not 
played properly. However, whether the 
player enters into the picture or not, the 
fact remains that greens must have water. 
How much or how little depends on the 
human element, the man who applies that 
water. 

I believe in working out a watering pro-
gram to use just what the plants need. It 
is not a question of how much water we 
can apply in a certain time, but the mini-
mum the plants require to keep them 
healthy. One sees so much unhealthy turf 
and even loss from over-watering, espe-
cially where heavy soils exist and where 
adequate surface drainage has not been 
provided, and very often no under-drain-
age, especially on the greens; so that the 
need for a minimum scale of watering is 
almost always with us. 

The successful greenkeeper will worry 
more about a correct surface-and-under-
drainage on his greens, than he will about 
getting water on them. If, and after 
greens begin to suffer from lack of mois-
ture, it is an easy matter to put the 
sprinklers on, but after he has over-wat-
ered and it starts to rain, it is another 
question to get rid of surplus water. 

I have studied fairway watering a good 
deal, and have been in close touch with 
greenkeepers who have used it, and I be-
lieve there again it has to be closely 
watched, and the minimum amount used. 

4. To my mind rolling is a necessary 
evil. We should lightly roll af ter seed-
ing just to make sure all the seeds are 
down far enough in the seed bed. Some-


