
WO RT HINGTON - Championship 
Mowing Equipment lor Championship Courses 

Beautiful Fairways—Truer Greens — 
Savings in Time, Trouble and Money. 

Championship courses are chosen for smoother fairways and truer greens. 
That's why 41 of the last 52 U. S., English and Canadian national champion-
ship courses use Worthington. 

Worthington Tractors do more jobs, more easily—with less trouble, at 
lower costs. 

Worthington Gang Mowers last longer, serve better—and with exclusive 
hand adjustment and lubrication method that requires greasing only twice 
yearly, they help pay for themselves in time and labor savings. 

For a championship course at your club—Worthington— 
the mowing equipment that pays for itself in labor savings. 

T e a r off c o u p o n n u w f o r f r e e c a t a l o g >rn<l i l i n f o r 
i n f o r m a t i o n t h a t m a k e * y o u r j o b e a . i e r an i i r u t » y o u r r o o m . 
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Worthington Mower Company C "'cJ / t 'Z c Z ™ " 

Dept. G / N «"-"» — • • 
Stroudsburg, Pa. J1 
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Please send, absolutely free, illustrated catalog 

on your equipment. 

Main Office 
Stroudsburg, Pa. 
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SAND TRAP 
HANDICAP 

Weeds in your sand traps? 
Better start running when the players 
come in. 
But, DOLGE WEED-KILLER will save you 
this exertion. 
Sprinkle freely — penetrates deep — kills 
roots, stems and leaves—does the trick 
in one application. 
Send for further information and FREE 44 
page Ground Maintenance Manual. 

y k e 3Soiqe Co. 
TUetffi&lt. . . . . Conn. 

Answer above ad with QUICKMAIL No. 28 

TORO 
ALL OVER THE WORLD 

Toro Fairway Mowers 
America's Finest 

The TROJAN 
. . . for High Speed 

The SUPER 
. . . for Standard Speed 

Wrli 

TORO MANUFACTURING CORPORATION 
•«III-« A « . . M l n i u > r « l i < . M i n i m a . U * . A. 

Every Requirement 
for Golf Course 
Sprinkling • • • 
is met by some item in the complete line 
of Nelson-made underground and portable 
equipment. Send for information on any 
need or for folder that decribes the line. 
L. R. NELSON MFG. CO.. Peoria, Illinois 

• N E L S O N 
Sprinkling Equipment 

$495 UP 
F. O . B. St. Paul 

S T A U D E — 
G E N E R A L U T I L I T Y T R A C T O R 

Used by More than 2000 Golf Clubs 
L igh t we igh t ! Power fu l ! Speedy! Owners 
everywhere enthusiast ic over its outs tand-
ing per fo rmance . 

The greatest value in al l Amer i ca . L O W 
f i rst cost . . . L O W ope ra t i ng cos t—up-
keep and repair costs hardly not iceab le . 
The Staude represents an investment in 
permanent sat is fact ion. 

E. G. STAUDE MAK-A-TRACTOR CO. 
2696 Universi ty Ave. , St. Paul, M inn . 

BUY FROM FORD DEALERS | 
OR WRITE TO US DIRECT. 



The gang mower 
that out-performs 
them all! 

S e r v i c e ? 
"For the past ten years we 
have used Roseman Tractors 
and gang mowers with great 
satisfaction." 

Q u a l i t y ? 
". . . small expense for upkeep 
and repairs." 

Almost every gol f course in Uni ted States 
now uses roller t ype greens mowers— 
don ' t they? W H Y ? They cost m o r e — 
but they last longer and build bet te r tu r f . 
That's why clubs are now changing to 
ROSEMANs fo r thei r fa i rways—long l i fe, 
low maintenance cost and bet ter fa i rway 
tu r f . 

* You may answer this ad with 

Roseman Quality and Service 

R O S E M A N Roller mowers are m o r e 
necessary on fairways than roller t ype 
mowers on your put t ing greens. They 
bui ld healthier tu r f—e l im ina te cuppy lies 
and wheel marks—and great ly improve 
playing condit ions. Ask y o u r g reen-
k e e p e r t o invest igate the many advan-
tages o f R O S E M A N mowers. 

QUICKMAIL coupon No. 26 • 

Have Never Been Questioned 

ROSEMAN TRACTOR MOWER CO. • EYANSTON, ILL. 



C A N C A S H - I N O N 
T H E S I L V E R S C O T 

G O O D H A B I T OFFER 
* 

GIVE THIS $ 8 . 0 0 PUTTER FREE 
AND BOOST BALL VOLUME 

Take a great ball—a sweet $8.00 Putter FREE 
—and a fast moving Pro—add them together 
and you've got the neatest ball boosting propo-
sition ever offered exclusively to golf profes-
sionals. You know that a good golfing habit is 
hard to break—and that's why MacGregor 
authorizes you to give FREE to your members 
an $8.00 Iron Master Putter with the Wrap-
pers from 36 Silver Scot Balls. 

We ship you a Putter FREE 
with each 3 dozen Ball Order 

There's no red tape—no annoying details— 
nothing to send in. With each three dozen 
ball order you get a Putter FREE. Cash in on 
the advertising of the Silver Scot good habit 
offer which is appearing now in "Golfing," 
"Pacific Coast Golfer" and "National Golf 
Review." Display in your Pro Shop the Poster 
which features it. And rush your order for 
ball stock and free putters—today. Crawford, 
MacGregor, Canby Company, Dayton, Ohio. 

BRANCH OFFICES: New York, 11 Pari Place; Chicago, 
23 E. Jackson Blvd.; Los Angeles, 714 So. Hill St.; San 
francisco, 655 Alvarado St.; Seattle, 1107 Second Ave. 

SILVER SCOT BALLS, W O O D S , I R O N S 
SOLD EXCLUSIVELY THROUGH GOLF PROFESSIONALS 
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NO LIES NECESSARY 
How small-town club weathered 
good times and bad and today is 
everything its members aimed for 

By K A R L S U T P H I N 

6 6 / ^ I V E us a course so fine that w e 
V f the prayer offered by m e m b e r s 

the years prior to 1934, w h e n every 
perform. And, thanks to energet ic 
work, a lot of foresight , and curtail-
m e n t all a long the line that really 
meant cut t ing th ings to the bone, the 
Carlisle Country c lub boasts today an 
18-hole layout to be really proud of, 
a so lvent financial condition, and a 
membership of 250 which w o u l d 
rather talk about h o w fine a c lub they 
be long to than anything else. 

W. R. Shearer, a member of the Board 
of Governors since the club's founding 
in 1926, chairman of the green-committee 
f rom 1927 to 1935, and a committee of 
one that built the clubhouse out of two 
large barns, was the driving force behind 
the progress so visibly evident a t Carlisle 
since the dark days prior to 1934. Says 
Shearer : "There had to be a lot of work 
done by a willing horse or jackass, and 
T guess the people thought I was i t ." 
Shearer continues with some facts of the 
earlier years of the club: 

"The first nine holes at Carlisle were 
laid out in 1926, the course water system 

won't have to lie about it." That w a s 
of the Carlisle ( P a . ) Country club in 

dollar of income had a triple duty to 

installed, the land cleared and six holes 
developed during the year. The follow-
ing year three creek holes were developed 
and in play by late summer, but in rainy 
weather fau l ty drainage on these holes pro-
vided a constant worry to those wishing to 
play the ' ful l nine.' At the end of three 
years, however, by the use of thousands of 
feet of tile ranging f rom 3 in. to 2 f t . 
in diameter, the holes which some feared 
would have to be abandoned became to 
many the most beautiful and interest-
ing on the course. In 1927, 2,000 trees 
(white pine, white ash and American 
arbor vitae) were planted in a tree gar-
den along the course and more than 
500 of them thrived and f rom year to 
year have been transplanted to various 
parts of the course. 

"In 1930, a f t e r using a pro and green-
keeper since the club was organized, the 
two jobs were combined when we hired 
a young pro, John Gove. Gove is still 



with us and the club owes him a huge 
debt of grat i tude for the fine way he 
has handled his jobs, and held the club 
together, so to speak, when the going 
became pre t ty rough. Gove supervises 
the course in the morning, planning the 
work for the day, and devotes the a f te r -
noons to his shop and teaching. His 
wife is an excellent amateur player, is 

M u c h o f C a r l i s l e 
CC's success is a t -
t r i b u t e d t o J o h n 
Gove, c l u b p r o -
g r e e n k e e p e r s i n c e 

1 9 3 0 . 

a member of the club and a big inspira-
tion to the women players. She won 
the Central Pennsylvania Women's cham-
pionship one year, giving our club a 
'place in the sun.' At my suggestion, 
Gove took the short course for green-
keepers at Penn State two consecutive 
winters. Our excellent greens at test the 
value of this expenditure fo r greenkeep-
ing knowledge." 

And now for a few of the reasons 
why, or more correctly, how the Carlisle 
Country Club grew f rom a 9-hole course 
in 1934 to an 18-hole course in 1935. 

1. They couldn't borrow any more 
money. Tha t was a distinct advantage. 
It spelled economy. 

2. They had a capable young pro-
greenkeeper who was anxious fo r an 18-
hole course and who gave fine co-opera-
tion. 

3. They had a president who wanted 
an 18-hole course and who was able to 
enthuse 60 golfers to subscribe $50 apiece 
toward the development. 
Second Nine 
Built for $3,500 

P a r t of the board signed a note fo r 
$500 more. That made $3,500 available 
for building seven new greens (two holes 
were part ly developed), eight new tees, 
facing an original green in the opposite 
direction, seeding five f a i rways and ad-
joining roughs, extending the water sys-
tem to the new greens and tees, removing 
fifty or more large oak and hickories, 
draining a swamp, buying stolons for 
seven greens, buying sand and mushroom 
soil, t r app ing five of the greens, etc., 

etc. Shearer was in charge of this job, 
and somehow completed the development 
within tha t $3,500 figure. 

Lacking a club angel to finance the 
club privately, the proposition to those 
members who underwrote $50 each was 
tha t each person who brought in a new 
member would have his $50 refunded 
when the new member paid his dues. 
In other words, the proposition was tha t 
the new nine would not cost the club 
or members anything. I t didn't make 
sense. I t sounded like Democratic financ-
ing—but it worked. Naturally, the boys 
were anxious for t ha t new nine, and 
incidentally, to get their money back, so 
they got those 60 new members very 
quickly, signing most of them up as of 
Ju ly 1, 1934, so tha t by July 1, 1935, 
the club was gett ing dues f rom its entire 
membership instead of being out the dues 
of 60 members dur ing the whole year 
of 1935. 

Architect 
Gives Advice 

The club called in an able, nationally 
known golf architect, who spent an 
af ternoon a t the club and for a small 
fee showed them how to connect the old 
and new nines to best advantage. An 
old woodsman showed them how to take 
down large trees without leaving any 

G o v e e n i o y s a l i v e l y sa le of go l f e q u i p m e n t 
in h i s r e c e n t l y b u i l t p ro - shop , l oca ted j u s t 

a c r o s s t h e r o a d f r o m t h e c l u b h o u s e . 

stumps, and to use Shearer 's words, "we 
were not 'bunkered' by the high prices 
of outside development, and every 'ex-
plosion shot' of earth fell in the place 
it belonged." 

The club has had the same stewardess 
for six years. She has a home a t the 
club, gets a small salary and is furnished 
equipment, light, heat and refr igerat ion 
f r e e ; she retains all profits f rom the 
dining room. She buys all foods and 
hires her own help f r o m her own funds. 
The club has no losses there. 

Since repeal, Carlisle .has developed its 
own tap room and all profits f rom tha t 



A l t h o u g h not as beaut i fu l as some club structures, Car l is le 's members are proud of the i r 
clubhouse, bui l t f r o m two large barns, wh ich measure 50 x 110 f t . Bu i ld ing has three large 

porches, w i t h locker - room and 'P ine Room' located in basement . 

source go into the club t reasury . A scale 
of low prices fo r liquors and mixed dr inks 
is the secret of how they got a w a y f r o m 
the custom of members br ing ing the i r 
own bottles. The ballroom is ren ted out 
on occasions to p re fe r red organizat ions 
and a nice income is realized f r o m ren-
tals . A hard-working women's commit-
tee keeps the in ter ior of the clubhouse 
in fine condition f r o m the revenue they 
obtain f rom dances throughout the year . 
Restore Dropped 
I n i t i a t i o n F e e 

The initiation fee fo r the first six yea r s 
was $100. In 1932 it was dropped and 
the dues reduced by "zoning" the mem-
bership into th ree groups according to 
how f a r the members resided f r o m the 
club; i.e., residential , 10 to 20 miles, non-
resident. This held the old members and 
interested new ones. Today the ini t ia t ion 
fee is $25. 

In 1936, the tennis courts were resur -
faced, pa ths leading to the 6th, 7th and 
9th tees were improved, there was much 
resodding on the old nine, and a la rge 
bridge was refloored. Improvements 
planned fo r the nea r f u t u r e a re a new 
practice pu t t i ng green with nine cups, 
and a caddie house. An innovation which 
proved very popular last year a t Carlisle 
was to give each hole an app rop r i a t e 
name, such as Hell 's Half Acre, Grea t 
Expectat ions, The Gully, Golfer 's De-
light, The Conodoguinet, etc. These 
names are carr ied on the scorecard. P a r 
f o r the 6,020-yd. course which lies in the 
center of the f e r t i l e Cumberland valley, 
surrounded by the Blue Ridge mountains , 
is 72. 

Albany Newspapers Promote Three-Day 
Carnival of Gol f 

^ N INNOVATION in golf promotion 
and enter ta inment was the Nor th-

eas tern New York Carnival of Golf, pro-
moted by the Knickerbocker Press and 
Evening News at Albany, N. Y., Mav 15-
16-17. 

Almost 50 clubs were asked to en te r 
four -man teams to compete in handicap 
groups . Theme of the whole idea was to 
f e a t u r e t h e dubs—"the dues-payers ," as 
the promotion mater ia l t e rmed the class. 
The Spa ld ing t roupe played an exhibition 
on Sunday, May 16, and the distr ict pros 
competed in a golf show a t t rac t ion . Mu-
nicipal and fee-course p layers also played 
in an event. 

The d inner which was held Sa tu rday 
evening, d rew almost 400. 

Co-operat ing in pu t t i ng on the success-
ful event were the Nor theas te rn N. Y. 
PGA, t h a t section's greenkeepers ' asso-
ciation, the women's golf association, golf 
clubs of the capital dis t r ic t , the Albany 
Chamber of Commerce and municipal au-
thori t ies . 

Wins $20,000 Verdict—A ju ry in the 
Super ior cour t of Judge F r a n k h o u s e r a t 
Chicago, May 5, awarded $20,000 to a 
woman who had sued the Olympia Fields 
CC f o r $50,000 as the resu l t of in ju r ies 
incurred on the club's toboggan slide 
Dec., 1935. Win te r spor ts r i sks is one 
insurance m a t t e r t ha t is not covered by 
many clubs. 



I HANDLE THE HEART 
. . . and that's right in the locker-room, which 
has bigger 'play' than any other club department 

Locker-room management is probably the least discussed phase of club operat ion, 
but one that has a highly impor tant part in ident i fy ing the class of a club. 

Look to the locker-room and bath section of a country c lub and you'll quickly 
get a straight t ip on what kind of a club i t is. 

Dave Roberts, author o f this article, is a veteran locker-room steward with success-
ful 

experience at several o f the prominent Eastern clubs. He is a man who makes 
a study of his work and his piece is well worth the t ime of club managers and officials. 
Roberts adds, in a le t ter : 

"There are many other items of operat ion I have not discussed in detai l , 
such as upkeep and care of locker-room, showers, soap, towels, to i le t accessories, 
care o f lockers and benches, venti lat ion, service bar, dry ing rooms and its problems, 
care o f shoes, wet clothes and bathing suits, etc. Much can be said of each. But 
I 've made enough notes to show the locker-room man really has a lot of work. 

SE T policies and the c lass or rating of the club cause locker-room opera-
t ion to vary considerably in different clubs. T h e basic principle is the 

same, however . T h e layout of the locker-room has much to do with efficient 
and economical operation. T h e num-
ber of ex i t s and entrances should be * 
l imited in order that the man in 
charge, wh i l e work ing or serving 
members or guests , can check c lose ly 
the arrival and departures. This is 
necessary especially in c lubs where 
many of the men are in the habit of 
lay ing valuables or m o n e y on benches 
or lockers. M y idea is one entrance 
and o n e exit . For locker-room divi-
sion, I prefer a room divided in four 
sect ions , w i t h convenient main aisles 
to service bars and showers . T h e St. 
Clair CC locker-room at P i t t sburgh 
is ideal for working. Valet , shoe 
room, dry ing room and service bar 
are located off short main cross-aisle. 

I plan my work, of course, according to 
the type of club and the play. Some clubs 
get quite a few morning golfers, others 
not many until a f t e r the luncheon pe-
riod. The idea is to have all cleaning 
done and everything spic and span before 
any golfers arrive. Who wants to come 
into a locker-room tha t is in disorder? 
This oftentimes is a real problem, unless 
there is plenty of help. 
Accomodates 
G u e s t s F i r s t 

I make it a habit to be ready to receive 
the players as they arrive, make a note 
of the member's locker number for valet 

reference, and assign guests to lockers 
as near their host as possible. Always 
keep all lockers on main aisles for guests, 
if possible. This places them convenient 
for service, such as packing bags and lay-
ing out clothes, and makes it easier to 
anticipate and attend to their needs. 

What is the proper way to receive 
guests? Meet them at the entrance, greet 
them pleasantly, and unburden them. 
Show me the man who doesn't want to get 
relieved of his bag and clubs as soon as 
possible. Send his clubs to the pro-shop 
or caddie-master, assign him a locker, 
open his bag, remove golf shoes (don't 
forget to have a shoe horn handy) , and 
lay out what golf clothes he desires to use. 
Some prefer to do this themselves. 

Likes Valet Charges 
On M o n t h l y B a s i s 

Afte r the golfers tee off, I have an as-
sistant pick up the shoes to be shined and 
suits to be pressed. These are returned 
to their respective lockers as soon as pos-
sible. This service varies at many clubs. 
I like the monthly valet plan, whereby a 
man is charged by the month for press-
ing and shoe shining. In clubs where 
there is no definite policy pursued, some 
are inclined to put wet, muddy shoes in 
their lockers. You know what happens. 
Bad for the lockers and clothes and 
worse for the shoes. 



OF THE C L U B! 
By DAVID G. ROBERTS 

I always keep a good supply of laces 
and insist on my shoe boys replacing any 
broken laces before the shined shoes are 
returned to the lockers. You would be 
surprised how careless some men are about 
their laces and how many we replace in a 
season. We have handled as many as 360 
pairs of shoes on a busy Sunday. This is 
a real service and does not increase the 
operating budget very much. 

Catalog all players mentally when they 
tee off, then in case of necessity, it is easy 
to locate any golfer on the course should 
he be needed for important telephone calls 
or telegrams. I t has been my custom to 
list every golfer by locker number and 
guests ' names each day. In case some-
thing is misplaced or forgotten, it is 
easier located. A question asked very 
frequently is : Wha t time did Mr. Smith 
tee off? My list will show the order in 
which they went out and the time. This 
is very convenient, especially on busy days 
or on tournament days with eighty to a 
hundred strangers . 

Having discussed the golfer 's arr ival , 
we will now be on the lookout fo r his 
return—to the nineteenth hole. This is 

one hole he usually carries with a hard 
drive, especially if it has been a very hot 
day. No put t s wasted on this green. Be 
careful how you approach h im; he may 
have had a bad round. When the golfer 
re turns to the clubhouse, I endeavor to 
get his orders for beverages as he comes 
in the locker-room, and deliver them in a 
hurry . As a rule they like to be sipping 
a nice tall cool drink while the bets are 
being settled. This is a t ime when the 
golfer really relaxes (if the losses a re 
not too great ) and begins to get what 
he calls real pleasure. I t also is usually 
the time he is very irr i table and impatient 
and wants quick service. 

Bar Service 
Must Be Prompt 

Have your bar and beverage depart-
ment in first-class shape to serve the 
golfer promptly a t the finish of his 18 
holes, as some are always in a hu r ry to 
get a shower and depart , while others 
want to settle down to what I have heard 
called promiscuous drinking. I believe 
the real money maker f o r the club today 
is the comfortable lounging bar adjacent 

T h e locker - room a t Knol lwood (Ch icago D is t r ic t ) provides golfers and t h e i r guests a rea l 
oppor tun i ty to combine lounging and n ine teenth hole pleasures w i t h the necessary dut ies of 
showers and c lo thes-changing . M a i n aisle is w ide and spacious so t h a t cha i rs and tables do 

not cause bothersome Jams. 



to the locker-room entrance. Don't make 
a warm golfer wralk too f a r or wait too 
long to get a real drink. Many prefer 
to have their drinks served in the locker-
room aisles a t their lockers, but it has a 
tendency to clutter up the aisles and to 
interfere wi th the man who wants to 
dress and make a hasty departure . The 
fewer t rays , glasses and bottles in the 
aisles, the easier it is to render personal 
service to members and guests. It is cer-
tainly very discouraging and dishearten-
ing to have someone upset a hi-ball near 
a locker where you have been very careful 
to lay out a guest 's dress or street clothes. 
Much safer , too, not to have any glass 
where so many people are walking about 
in bare feet or slippers. 

As soon as the golfers remove their 
shoes, the shoes are taken to the shoe-
room. The guests ' shoes are cleaned, pol-
ished and wrapped in waterproof paper 
ready for packing in his bag. The mem-
bers' shoes a re placed on shelves for air-
ing a f t e r being cleaned and polished. 
These are returned to their respective 
lockers the following morning. If they 
are wet, they are cleaned and soaped with 
saddle soap and placed on shelves to be 
dried out overnight in a room heated to 
about 90, and polished in the morning. 
This keeps a golf shoe soft, comfortable 
and neat. There are other t rea tments you 
can give shoes, but never pu t them on 
hot radia tors or in a dryer. Golf shoes 
can be marked for identification if de-
sired or necessary. 
Arranges Clothes 
A s G u e s t B a t h e s 

While the guest is taking his shower, 
his clothes a re laid out on the bench in 
f ront of his locker and golf shoes and 
clothes packed. Do not close the bag as 
a guest usually wants to check his bag 
before it is sent to the check room or his 
car. Most clubs do not employ sufficient 
help to extend this service to all players. 
I have found it keeps me hust l ing to ren-
der this service to just guests on Sun-
days or tournament days. 

In packing clothes, proper bags are con-
venient and waterproof paper wonderful 
for wrapping wet shoes or damp bathing 
suits. 

I have visited many golf clubs in the 
past twelve years and I am f r a n k in say-
ing I found many of the locker-rooms 
undermanned. To maintain and operate 
the average locker-room today, one em-
ployee for every twenty-five golfers would 
be a good average. Even this would not 

make it possible to render the service 
many golfers are demanding today. I am 
very much inclined to believe tha t the 
chairmen of the house committees and 
club managers need to give this consider-
able attention. The man in the locker-
room at the present time is required to 
work 12 to 18 hours a day to accomplish 
what I have mentioned, to say nothing of 
many other details it would take too long 
to list. No man can render efficient ser-
vice and be pleasant under so many t ry ing 
conditions encountered in a day's work, 
when he continually works that long each 
day. Believe me, we sure catch it with 
daylight saving time and the increasing 
number of people who play their evening 
round of golf. 

As a rule, on week days, I "hit deck" 
not later than 10 a. m., eat my lunch on 
the fly and sit down for dinner when the 
last golfer leaves the locker-room. Dinner 
for me is usually between 11 and 12 p. m., 
with two hours' work to do before bed 
time. I notice in most clubs this same 
condition exists. The clubs have not 
changed their budgets to conform to the 
change in play. Since the depression the 
peak play a t many clubs during the week 
has been f rom 5:30 p. m. to 7:30 p. m., 
with many s tar t ing out as late as 8:30 to 
get in a t least nine holes. A long, long 
day, and more golfers now than ever! 

A real locker-room man can usually 
supply a member or guest with any article 
or piece of clothing he may have forgot-
ten to bring to the club, and be prepared 
to serve him well in any emergency f rom 
matching lost buttons to furnishing dress 
collars when his has been wilted on the 
ballroom floor during the evening. Always 
have collar and cuff buttons available, 
corn plasters, instruments for t r imming 
nails and corns, first-aid equipment, and 
don't forget the aspirin and soda-mint 
tablets. By all means be prepared to re-
lieve his miserable feeling the morning 
a f t e r the night before. If there is any-
th ing required by member or guest you 
do not have in your service kit, be pre-
pared to supply it on the next request. I 
have always adhered closely to this prin-
ciple and it has helped me to improve the 
personal service. 

Memphis Wants Managers—Club Man-
agers Association of America is polling 
its members to determine place for the 
organization's 1938 convention. Memphis, 
Denver and Detroit have made bids for 
the affair , with Memphis making a strong 
mail campaign to win the convention. 




