
• Last year every major golf champion — 

the world over—used TRUE TEMPER Shafted 

Clubs. For 1938, TRUE TEMPER Shafts in the 

striking models shown above, will be avail-

able in the many different makes of club 

offered to the Pro. Each of these models 

differs slightly in flexibility and type of 

action. You can fit each customer with 

clubs that have the right kind of shaft 

action for his game. Fit the clubs to your 

customer instead of asking him to fit his 

game to the clubs. As in 1937, TRUE TEMPER 

Shafts will be vigorously advertised to the 

playing public. In addition, this advertis-

ing will urge the player to buy a new set 

of clubs. W e want to make business for 

you — in return we earnestly seek your 

cooperation—that you request, stock and 

sell TRUE TEMPER. They sell faster and easier. 

THE AMERICAN FORK & HOE CO. 
Sporting Goods Division Dept. G-5 GENEVA, OHIO 

N O T Ei We make golf shafts only — no clubs or other golf 
equipment of any kind. 



business practice it discredits the golf 
business' claim that it is a business. 

- Golf club officials have begun to see that 
calling the pro into club executive coun-
cils will reveal much information of value 
in practical operation of the club for the 
good of all the members. A 1938 plan of 
pros should be to "sell" themselves so 
their value to such official councils will be 
realized and enlisted. This year has been 
a good one for the pro in bringing sharply 
to his mind that he must help himself first 
before he can expect to get help from 
any other source. 

Outstanding achievement of the year in 
pro golf, I believe, is giving clubs and their 
juniors the benefits of instruction either 
free or a t nominal cost. 

A plain need in pro golf is short courses 
of instruction for assistants, which could 
be given by well-known and able PGA 
members this winter. 

Alex Cunningham, 
North Shore GC 

• 
Elmhurst CC is one of the Chicago dis-

trict clubs that has a filled membership. 
Last November we moved into a member-
ship campaign, raised our equity price, 
raised our dues through an organized 
drive made up of 18 teams. We suc-
ceeded in adding approximately 80 new 
members to our roster and bringing our 
membership to a total of 250, which is our 
limit. We now have a waiting list. 

We have enjoyed an excellent year of 
business and our financial statement will 
show a fine profit at the close of busi-
ness October 31. We have also added a 
great many improvements to our club. 

The future for Elmhurst is bright. We 
are in excellent financial condition and all 
departments in our club are being oper-
ated profitably. 

Golf in the Chicago district seems to 
be moving forward rapidly. 

L. S. Broaddus, Pres., 
Elmhurst CC 

• 
This year has been a kind year to golf, 

but a hectic one for the greenkeeper. 
Clubs are again operating in the black 

and the memberships are playing a lot of 
golf. However, in spite of this fine pic-
ture, our correspondence reveals many 
greenkeepers finding themselves behind the 
"eight ball". 

Players are demanding more finely con-
ditioned courses and the greenkeeper is 
not able to satisfy this demand because of 
the past years' skimpy budgets. No 
greenkeeper can present a conditioned 
golf course under these circumstances even 
though his resources this year are as 
plentiful as those of the Federal Govern-
ment. 

The creating and conditioning of a golf 
course requires not a period of 3 or 6 

months, but years. This year's experi-
ences certainly present a sound argument 
for augmented budgets in the future. 

A. L. Brandon, Sec.-Treas., 
National Assn. of Greenkeepers • 

In our opinion the golf course equip-
ment and supply business looks very good 
for 1938, although we hardly expect a 
repetition of 1937 business. During 1937 
the golf courses in this district spent ap-
proximately one-third more on machinery 
and supplies than they did in 1936. The 
general financial condition of clubs has 
improved, though certain clubs which 
failed to readjust their financial set-ups 
properly several years ago are still in 
trouble and are now unable to compete for 
memberships with strong clubs due to 
their inability to keep comparable playing 
conditions. Club members are demanding 
the highest perfection in playing condi-
tions, putting virtually all private clubs 
in competition with each other for mem-
bers. 

We believe the next major development 
in golf course maintenance is the eradi-
cation and control of weeds and noxious 
grasses. 

Maintenance budgets are being revised 
upward in line with greater incomes, and 
club officials and greenkeepers should see 
to it that their respective courses are 
brought up to perfection and kept there, 
as between golf clubs competition is al-
most as keen as in any other line of 
business. 

C. 0. Borgmeier, Sec.-Treas., 
George A. Davis, Inc. 

MINNESOTA 
Clubs are bouncing back from depres-

sion. Much more play and good signs in 
return of equipment business. Installation 
of watering systems probably has stimu-
lated play, and has increased necessary 
costs of operation. Clubs have been buy-
ing what they need to make up for buy-
ing lay-off of previous years, and are pay-
ing promptly. Erickson Co., Inc. 

• 
In this area there has been much im-

provement in club conditions in the past 
season. Our membership and golf play has 
increased more than 50% over 1936. Our 
cafe department shows an increase of 33% 
and our bar will show 100% improvement 
over 1936. 

Golf in general in the state has shown 
like improvement. To the best of my 
knowledge, all Minnesota clubs will enter 
1938 in good financial condition. I believe 
there are less than 100 memberships avail-
able in all the Minneapolis clubs put to-
gether. 

Here at the Country Club we have made 
many improvements this season. We are 
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\ OU can rely on the built-in "eye 
appeal" and the feel of matched Swing-weight 
in the 1938 POWER-BILTS to build profits 
for you. As usual, LOUISVILLE POWER-
BILTS are sold ONLY through professionals. 
That means Profit Protection for you! 

IN THE POWER-BILT PANEL PACKAGE 
A COPYRIGHTED DISPLAY FEATDRE 
This unique DISPLAY PACKAGE is designed lo 
gel LOUISVILLE POWER-BILTS into the grips 
of your members. The clubs, displayed on a 
richly-finished durable plywood panel, are easy 
lo see and invite close inspection because of 
their availability. Ask any Hillerich & Bradsby 
representative to show you this new package, 
or write direct for fully illustrated informa-
tion! 

HILLtRICH & BRADSBY CO., Inc., LOUISVILLE, KENTUCKY 

POWER-BILTS ARE S O L D A ^ 



now in the midst of building a new fair-
way on our 400-yard fourth hole, we are 
improving an important part of our fif-
teenth fairway and are building a new 
eighth green. We also contemplate an 
extensive addition to our clubhouse, which 
will increase our locker-room and the 
present grill. 

On September 1 we released thirty-five 
1938 memberships and they close our 
roster. Dues for 1938 will be increased $15 
a year, due to higher operating costs. 

A. C. Statt, Pres., 
^ The Country Club 

IOWA 
Keen interest developed among Iowa 

greenkeepers this year in soil construction 
of greens and in topdressin^- specifications. 
There is considerable rebuilding of greens 
in the state. Method I have employed in 
rebuilding 10 of my greens is to start 
with proper tiling. Disked and plowed into 
the soil is 4 to 5 yards of peat and 4 to 6 
yards of concrete mix sand, not too fine. 
Quantity of sand depends on the character 
of greens soil. 

There seems to be a dawning realiza-
tion of the necessity of better working con-
ditions for the greenkeeper, and an in-
crease in budgets commensurate with in-
creased labor costs and greater demands 
of players, but the situation still needs 
much consideration. Greenkeepers of the 
state are making careful studies of air cir-
culation and of the bent strains that do 
best in their localities. 

Wm. Keating, 
Des Moines G & CC 

• 
April and May were sad for pro-shop 

business, due to cold and rain. Many pros 
were unable to catch up because of general 
money shortage in the state, and in some 
cases shop sales ran as high as 20% be-
hind 1936. Chain stores are cutting into 
sales and the junk wave has soaked some 
of the boys. Stores, of course, lose inter-
est in golf and golfers when the golf 
money hits the cash register. Answer to 
the situation, for the good of clubs as well 
as pros, lies in club officials getting be-
hind the pro and arousing members to the 
fair play involved in doing business with 
the pro. The pro, having some assurance 
that the club doesn't want him to go broke 
working for its members, will get a keener, 
more constructive and pleasant interest 
in his job. This will reflect profitably upon 
the entire operations of the club and the 
enjoyment of the members. 

Dave Bonella, 
Ottumwa CC 

• 
MISSOURI 

Pro-shop business 20 to 25% ahead of 
193i5. Definite improvement in member-
ship and financial position of all clubs in 
the district. Indication of revived golf in-

terest was apparent at exhibition match 
put on in May by Smith, Cooper, Little 
and Thompson which drew about 7,000 
people at Forest Park. Ed Duwe, pro, told 
me that the following Saturday and Sun-
day 735 golfers played on the 27-hole lay-
out, the usual amount being around 450. 
Previous to this match, we had the movies 
of Bobby Jones on "How to Break 90," 
and the "Golf Excursion" pictures at the 
Auditorium, and turned away 1,000 golf 
fans af ter the 1,500 capacity had been 
filled. 

Our biggest problem is department and 
chain store cut prices. 

The pros would be helped greatly if club 
officials would get out a letter each month 
to their members, letting them know how 
little salary they pay the golf professional 
and try to induce them to patronize their 
pro. I honestly believe that 20% of a 
membership does not know how important 
it is for them to patronize the club pro-
fessional. 

John J. Manion, 
Sunset Hill CC 

Both public and private clubs are in 
decidedly better financial condition than 
a year ago. All have paid their accounts 
more promptly than in the past two years. 
Clubs in widely separated districts have 
been making some decided improvements 
in their courses, quite a few rebuilding old 
unsatisfactory greens; several new courses 
have been built, and quite a lot of general 
improvements both on club houses and 
grounds. There is a decided increase, 1937 
over 1936. in the volume of maintenance 
items sold, whether or not it will show 
material boost in dollars and cents volume. 
Everybody has been slashing the hell out 
of prices. We are hoping that before the 
beginning of 1938 everybody will Tiave a 
belly-full and we will settle down to more 
normal competitive price conditions. 

There has been increase use by clubs all 
over this section including Kansas, Okla-
homa, Nebraska, and Missouri of such 
items as peat moss, seeds, fertilizers, and 
chemicals. The major maintenance tasks 
in 1937 in this part of the country have 
been reviving the turf areas due to the 
successive years of extreme drought. There 
is quite a lot of interest being taken at 
this time, and apparently increasingly so, 
looking forward to the installation of ir-
rigation systems on the golf courses. 

As to the trends in maintenance prac-
tices in this territory, it looks like a con-
stant cry for more economy, more econ-
omy; the result of the years of depres-
sion has dethroned the greenkeepers, most 
assuredly to the detriment of the clubs. 
There has been quite a tendency to reduce 
the maintenance cost on many courses by 
starting at the wrong end of the line. 
Clubs following this practice find it costly 



IT'S ATS OLD STORY > O W _ 
BUT WE'RE STICKING TO IT! 

IPuriny 1935—1936—1937, MacGregor SI h VE 11 SCOT 

Woods and Irons were sold EXCLUSIVELY through 

golf professionals. • For three years that"s been our 

one and oniy poliey—our one and only story. So notr 

in 1933, we're stiehiny to it9 of eourse9 irith plus 

profit protection und brand new merchandise for you. 

• Eor you—and for un9 it will be our yreatest year. 

CRAWFORD, MacGREGOR, CARRY CO. • DAYTON, O. 
BRANCH OFFICES: New York, 11 Park Place; Chicago, 23 E. Jackson Blvd.; Loa 
Angelea, 714 S. Hill St.; San Francisco, 655 Alvarado St.; Seattle, 1107 Second Ave. 

SILVER SCOT BALLS, WOODS, IRONS 
SOLD EXCLUSIVELY THROUGH GOLF PROFESSIONALS 
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and my observation is that it will soon 
react so unsatisfactorily that they will go 
back to their former system of employing 
an efficient and capable man and placing 
on him the responsibility of maintenance. 

D. D. Bell, 
Kansas City 

Hillcrest has enjoyed the best year since 
1926 as we have a full membership of 300 
members which is all we can accommodate. 
On April 22nd we launched a membership 
drive which lasted one week and added 87 
members. This was headed by Wm. Bar-
ton. Hillcrest has not waived the initia-
tion fee for anyone since Jan. 1, 1936. 
During 1937 we lost 27 members on ac-
count of transfers to other cities. Those 
were replaced with active members. 

In 1936 we increased our catering de-
partment 100% and our beverage depart-
ment increased over 100%. Our future 
looks great and we are now planning a 
swimming pool. We have just completed 
renovating our clubhouse and since we 
have the largest in K. C. that was quite 
an item. 

All clubs in our district have had a good 
year. We are a little ahead of average in-
crease possibly due to the fact we have 
built our membership up with young 
blood and they are the members who play 
at least twice a week or more and hence 
spend more money in our departments. 
We showed a small profit in 1936 and will 
show a good profit in 1937. One condi-
tion that helped keep our play up was 
the fact our greens have been perfect all 
year. 

Our women's organization is the largest 
in K. C. That helps any club. My assis-
tant has given one morning each week for 
class lessons and started more than 60 
women playing for the first time. While 
that is a lot of work it pays big dividends. 
We raised our dues as of July 1, 1937, 
which was the second boost in two years. 

Another thing that has helped all private 
clubs in K. C. was the new organization 
formed this year called the Private Club 
Assn. That was started a t Hillcrest in 
April, 1937, and the fact that they con-
ducted two series of competition which 
were held every week was a big factor in 
clubs adding new members; many fee 
course players joined private clubs so they 
could participate. 

Wolf C. Rimann, 
Hillcrest CC 

NEBRASKA 
Crop situation kept 1937 pro-shop busi-

ness down at many shops in Nebraska. 
State's pros are wondering about retail 
prices on better grade clubs and balls for 
1938. Early announcements of price in-
creases indicate the going may be tough 

for Nebraska pros in next year's sales, 
unless there is a decided improvement in 
business conditions throughout the state. 

Play has been ahead of last year but 
equipment sales haven't kept pace with 
the advance. 

Ed Newkirk, 
Lincoln 

TEXAS 
It has been by observation that all the 

pros in this section are enjoying a big 
increase in business this year. I have had 
an opportunity to visit almost every sec-
tion in the State or have talked with the 
boys and they all seem very busy and en-
couraged regarding the future. Also, I 
have had an opportunity the past month 
to visit through California and Colorado 
and all pros with whom I talked are en-
joying a big increase. 

We have in our association, both national 
and sectional, some very sound thinking 
men and it is my opinion that clubs should 
call them in and consult with them about 
matters pertaining to the golf courses. In 
some instances professionals have been 
made members of the green-committee. 
This, I think, is a move in the right di-
rection. 

The more interest the professional takes 
in the workings of the club and the more 
interest and cooperation shown by the 
executive committee in the professional, 
the more valuable he will be to his club. 
The club, as well as the professional, 
would be much better off if the officials 
consulted more often with their profess-
ional regarding changes, etc., in connection 
with their golf courses. 

Willie Maguire, 
Houston CC 

• 

PACIFIC NORTHWEST 
Alderwood CC has made very satisfac-

tory progress during the past year, from 
every angle. Our club roster is practically 
full. Club activities, which were disrupted 
by the 41st National Amateur champion-
ship, are back to normal, and the financial 
condition of the club is improving. 

Other clubs in this district are under-
stood to be on a much better footing, and 
their activities are greater, than they were 
one year ago. It is felt that the major 
clubs in this district will start 1938 un-
der favorable auspices. 

No contemplated major improvements 
by any of the clubs have been called to 
my attention, although most of the clubs 
will probably make additions to their 
equipment during the year. 

There seems at this time to be a much 
stronger interest in golf than at any time 
during the past few years, which interest, 
no doubt, has been stimulated by the hold-



YOUR 
BUSINESS 
AND OURS 

VERY manufacturer of golf equipment has two 
obligations: one to the consumer, the other to the 

distributor of his products. It is to that distributor, 
the golf professional, that we direct this message. 

W e consider it our major obligation to provide you 
with the best merchandise our factory can turn out 
. . . to price it so that you can make a fair return on 
your investment . . . to back both up with advertising 
and promotional campaigns to bring more people into 
your shop. 

Our 1938 plans call for just such a program. W e 
sincerely believe that your 1938—and our 1938—will 
be the biggest, most successful in history. Your 
business is our business and we do value your 
patronage. 

DUNLOP TIRE AND RUBBER CORPORATION 

Sporting Goods Division 



ing of the National Amateur champion-
ship in Portland. 

L. E. Crouch., Pres., 
Alderwood CC 

• 
There has been a big advance in golf 

in the Seattle sector this year. State and 
sectional tournaments have increased in 
entries, which is a good indication. In 
January and February we had an un-
usual amount of snow which stopped play 
but the play has caught up since then. 

As usual, some clubs have done better 
than others due to club spirit and better 
management, etc. At Inglewood we have 
an increase of 200 members. 

Disposal of trade-in sets is becoming a 
pro problem. At private clubs there is 
danger of these sets piling up unless an 
outlet can be found for them. The av-
erage golf club member now wants a new 
set but the pro profit in the sale may be 
tied up in the trade-in. There has been the 
usual amount of chiseling and price-cut-
ting by companies to which golf is a side-
line, but it is my experience that the real 
golfer does not go much for that kind of 
merchandise. 

Reduced sales for the manufacturers 
who have allowed their merchandise to be 
butchered in prices at stores, also is help-
ing to solve this particular pro problem. 

Club officials and pros are getting to-
gether more on problems and suggestions 
of mutual interest. It is being realized 
that the pro is the man to whom golf is a 
specialized business, hence his consultation 
in golf club problems must be of value. 

Walter Pursey, 
Inglewood CC 

• 
SAN FRANCISCO 

Wisest things that have been done in 
greenkeeping at our club and in the dis-
trict this year in my opinion are: 

The results of the reseeding of fairways 
last year—this was a grand success and 
in the process of seeding we burned the 
weeds off with ammonia sulphate which 
stimulated the grass and now gives a won-
derful lie and also makes a springy mat 
for the players to walk on. 

Power mower eliminating labor cost of 
one man. 

Purchase of automatic couplers, econo-
mizing in time formerly taken by the 
thread system of screwing on the hose. 

Less watering, economizing on fertilizer. 
Constantly dragging in seed in greens 

when topdressing. 
Purchase of new white sand and con-

stantly applying a little of it on bunkers 
which sets off the greens and makes the 
course look very neat and tidy. 

I think the problem of scientific fertiliz-
ation on putting greens is one that should 
be given the most serious consideration. 
The constant forcing of growth of grass 

and depletion of soil necessitates the ap-
plication of fertilizers under constant sci-
entific supervision so as to keep the soil in 
proper condition. 

Greenkeepers should freely discuss with 
their Presidents and Boards of Directors 
the problems that they have to confront so 
as to establish confidence in their super-
vision and obtain appropriations for neces-
sary expenditures, which if not understood 
by our officials might be construed as ex-
travagant waste. 

George Paulsen, 
San Francisco GC 

• 
Pro business in this section is about 

10% better than last year. 
The number of players in this district 

has been increased by about 5%. The 
hotel strike in San Francisco this spring 
cut our playing and the amount of busi-
ness down considerably, otherwise we 
would have had a better season. However 
the play increased this fall. 

Our greatest problem was and is in 
keeping the retail price of golf goods at 
the standard price. We have had some 
competition from jobbers, selling at a 
fraction above wholesale cost. Our great-
est menace is the so-called broker, who 
sells anything at a price. They have office 
solicitors who sell our members standard 
golf goods at cut-price. The "buy it whole-
sale" fellow has given us some trouble. 

We have taken steps to remedy these 
evils and are going to do all within our 
power to keep our section clean. 

We called a meeting of our entire mem-
bership, asked them to bring in all com-
plaints about cut prices. We got this in-
formation. Then called a meeting with 
our directors and the manufacturers. They 
were all represented and agreed to co-
operate with us. We are having another 
meeting October 11. We must have the co-
operation of the manufacturers in solving 
our problem. 

Golf club officials should know the prob-
lems of their professionals in operating 
shops. They should know of expenses as 
well as income. Most officials want to see 
their pros make a good income and will 
be willing to help in operating their shops 
at a fair profit. 

Club officials should take the pro into 
confidence, let him know their program; 
what various committees are striving for. 
They should consult with their pro about 
the things he thinks will make the playing 
of the game more enjoyable for club 
members. 

I have a class of 40 Juniors taking group 
lessons this fall and will have a tourna-
ment, graduation and presentation of 
PGA diplomas on October 23rd. 

Dewey Longworth, 
Claremont CC 



# Here's something totally new in 
hood construction! Just like your hat, 
these new Burke hoods can be put on or 
taken off in a ¡iffy. Full locking protect ion is af forded 
when the hood is attached. When detached, i t can 
be put in the luggage pocket on the side, placed in 
your locker, or be lef t at home. 

There is a splendid new line of Burke bags, an even 
dozen of which have detachable hoods. Balanced club 
separation, full vision ball pockets, luggage pockets, 
combination accessory and ball pockets, and dome 
type bottoms are built-in features of Burke bags known 
wherever golf is played. If our representative hasn't 
already called upon you, he'll be seeing you r ight 
away with samples of these new bags, as well as samples 
of Burke's new clubs and balls. A real t reat is in store 
for you. 

B U R K E 
T H E BURKE G O L F C O M P A N Y , N E W A R K . O H I O 



Southern California territory shows a 
very substantial gain in pro-shop sales 
over 1936. Main reason is that people 
are now facing the economic situation in 
a calm manner. Most people are making 
more money and have worked themselves 
out of the mess that the sudden panic 
found them at the start of 1930. 

After a lapse of 7 years equipment has 
to be renewed and we are now in the 
happy position of having many players re-
turning to a regular golf routine and find-
ing that new clubs and bags are abso-
lutely necessary to their game. 

Golf ball sales are up at least 50% in 
the top grades. All players prefer top 
grade balls because of their obvious superi-
ority and only severe economic conditions 
drive them to the less expensive types. 

Golf club sales are up at least 40%, the 
increase being practically confined to the 
top grades. 

Golf bags are probably showing a big-
ger increase than anything. Players are 
getting away from the cheap grades and 
buying real leather which has lasting 
qualities. 

Accessories right a^ong the line are 
showing a fine increase. 

It seems to me that one of our major 
problems is getting the pros to gamble on 
bigger stocks. For many years we have 
been confining ourselves to an absolute 
minimum stock and buying from hand to 
mouth. The time seems ripe to dress up 
our shops with a very complete line of 
all standard-make clubs, balls, and a com-
prehensive line of golf bags, besides al-
ways having enough of all the small ac-
cessories which players demand. In this 
way we will not take so many chances 
of missing a quick sale. This applies more 
especially to metropolitan centers where 
competition is keen. 

Lessons are away up and this despite the 
many fine practice ranges. Club officials 
could help in this matter. It is much more 
preferable for clubhouse business to have 
your member come to the club to practice 
rather than go to a city range, but most 
clubs have little or no facility for prac-
tice. 

Some club officials realize that the only 
person who contacts all the members is the 
pro. Those who do, delegate a lot of 
work to him which of course he is only 
too pleased to accept, as the more work 
you do for the members the greater the 
return in business. We are happy to say 
that in this district the clubs in most 
cases hand over the club concessions to 
the pro, and also that in many cases where 
the club tried their hand at the operation 
of a club shop they have now given up the 
task. I do not know of any golf shop run 
by the club where the members get the 
service they deserve and the result is their 

major business goes to some smart guy 
on the outside. 

I believe that club officials really wish 
their pro well, but in few cases do they 
go out of their way to educate the mem-
bers to the pro's business. Probably in 
most clubs there are at least 30% of the 
members who do not understand that the 
pro earns his livelihood by their patron-
age of his golf shop. 

We are still bothered by price cutting, 
although I would say that the situation is 
considerably better than for many years. 
In this respect it would appear that the 
remedy is very much in the manufactur-
ers' agent's hands. The evil of selling at 
wholesale to people without a place of 
business or to those who do not carry a 
stock is strictly unfair to the real mer-
chant. In our own particular district this 
is the biggest single factor of chiselling 
prices. We find that the big department 
stores uphold prices on standard mer-
chandise and only cut to meet some un-
fair practice of a competitor. California 
Fair Trade laws provide teeth to compel 
retailers to uphold prices, but manufac-
turers show reluctance to use the instru-
ments provided. 

Willie Hunter, 
Riviera CC 

• 
In my opinion the wisest change made in 

this district during the past year has been 
the change for better turf. The green-
keepers nave developed a stronger and 
more resistant turf by changing the con-
tents of fertilizers and methods of apply-
ing same, with due regard to watering. 
Realizing that weather conditions cannot 
be changed or summer heat controlled, 
much thought has been given to putting 
the turf in condition to withstand the 
strain of the summer months. For exam-
ple, good results have been obtained in 
some cases by increasing the percentage 
of phosphorus in the topdressing, spiking 
thoroughly before and as soon af ter top-
dressing as possible, then partially with-
holding the water during extreme hot 
spells. 

The golf course labor situation should 
come in for some real consideration and 
readjustments that will pay the clubs big 
dividends. There is no place or line of 
work where a man can better show his ap-
preciation or respect for his job than on a 
golf course. If he is fitted physically and 
mentally (and that does not mean he 
should be a numbskull) and is treated with 
the utmost fairness, his work will fairly 
shine the year around. On the other hand 
there are lots of good workmen who are 
not fitted to work on a golf course. Get 
the right man for the right job, treat him 
fair, give him all you can and a little more 
and your labor troubles will be next to nil. 

Clarence W. Hazlet, 
Bel-Air CC 




