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afternoons; meet the players coming in; 
discuss their games. Watch the sales 
grow! 

Pro Is A Showcase 

Step No. 5: Use and wear the latest in 
golfing equipment and wearing apparel for 
yourself and staff. 

I f the pro, and his assistants, wear old-
fashioned, shabby, unclean shirts, slacks 
and shoes, and play with an unmatched, 
out-of-date collection of clubs carried in a 
battle-scarred bag, aren't they encourag-
ing the golfer to do likewise? 

On the other hand, when the pro is play-
ing with members, and appears in neat-
ly shod, comfortable shoes of latest make, 
well designed, up-to-date shirts and slacks 
and uses his most beautiful set of matched 
clubs, along with all the proper accessories 
such as golf glove, tees, ballwiper, club 
covers, etc., isn't he setting a good ex-
ample ? Isn't it quite logical for the golfer 
to assume that such things are necessary 
to a good game ? 

Most certainly if the pro and his assist-
ants do not appear with correct and com-
plete dress and equipment most of his 

customers will not feel they should—and 
there goes some more lost sales. 

Inform Assistants 

Step No. 6: Keep your assistants thor-
oughly informed as to costs of merchandise 
and services you buy. 

Here, in relation to assistant pros, who 
represent you when you are out of the shop 
(which can be quite often) some pros are 
reluctant to confide in their assistants as 
to costs, volume, overhead, profits. Some 
pros feel that is letting out "private busi-
ness secrets" which are strictly his "per-
sonal" business. 

However, keeping your assistants igno-
rant of such important factors of your 
business, is a poor policy, Bassler thinks. 

Bassler trusts his assistants implicitly 
and therefore as part of their business and 
merchandising training in his shop he 
shows them every invoice as received from 
the factory, then shows them how he sets 
the selling price, and finally shows them an 
itemized statement of his overhead—pay-
roll, insurance premiums, telephone bills, 
invoices, etc. He shows them what it costs 
to operate his shop weekly, monthly. 

He asks that such information be kept 
confidential. And it is. 

View of right end of Bassler's pro shop (from entrance) with well-stocked and well-displayed clubs 

wearing apparel and accessories. Every golfer playing the Fox Hills-Baldwin courses must tread that 

mat you see running through the middle of the shop. Exit to starting tees is on extreme left; entrance 

to shop from clubhouse on extreme right. Note the "eye-catcher" photos on walls. 
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Brief S to ry of a Best Sell er 

Here's the story of Lightweight Balanced Golf Bag in three short chapters 

U. S. Patent No. 2 3 6 4 2 2 3 

Chapter One I t 's best for y o u because it's 
America's m o s t popular golf b a g — t h e only 
l ightweight bag nat ional ly adver t i sed by 
brand n a m e at an es tabl i shed price . 

Chapter Two I t 's best for golfers because it 
adds so m u c h pleasure t o the g a m e . I t ' s full 
size, ba lanced for easy carrying, never sags, 
never spil ls c l u b s . . . and it 's t h e only l ight-
we ight bag w i t h a hood ! 

N a t i o n o l l y A d v e r t i s e d in Saturday Evening Pott, 
Colli»r\ Holiday a n d Golfing. 

Chapter Three Write your o w n by ordering a 
s u p p l y today from your jobber or distributor. 

B A L A N C E D GOLF B A G , INC. , Nor th and Noble Streets, Chicago 22 , III. 
August, 1947 33 



Exterior of pro shop at Fox Hills-Baldwin courses. Notice that the path coming from the clubhouse 
leads to and through the pro shop on the other side of which are the starting iees. 

—Photo Wuldo Olover <P Ansociates 

After such frankness on the part of the 
"boss pro" the assistant can only feel that 
he is a "part" of the business, completely 
trusted and evidently considered capable 
of acting with authority for the pro with-
out the necessity of running to him for 
advice on every sale. 

Trade-ins Make Profits 

In connection with trade-ins this proves 
very valuable. Knowing all the factors of 
costs and overhead involved, including the 
possible re-sale price of the trade-ins, the 
assistant pro can make an offer to the 
golfer right on the spot. He doesn't have to 
try to "stal l" the customer "until the pro 
comes back" or "unti l I see Mr. Pro." That 
interval of time has also cost too many 
lost sales. 

Bassler counsels that such frankness 
with your assistants removes the thought 
from their minds that "everything is sold 
at 100% profit." They soon find out there 
is much overhead that has to be deducted 
before you can start mak ing profit. And 
they act accordingly and become better 
sales people. 

Bassler also earnestly recommends that 
every pro hire a certified public accountant 
(CPA) to audit his books monthly and an-
nually, make out all government forms re 
social security, sales and income taxes, for 
in no other way can you know exactly 
where your business (and money) is going. 
He also urges discounting your bills every 
month thus saving 24% per year on billings 
(12% now that the discount rate from fac-

tories has been reduced). Bassler explains 
that it was his prompt discounting of bills 
prior to the war that secured him sufficient 
supplies all during the "war years" when 
there were shortages. 

Step No. 7: The pro should do, and be 
will ing to do, any job at any time, that he 
asks his assistants to do. 

And, Bassler cries out to prove he's not 
kidding: "That includes sweeping out the 
shop." 

Immaculate Shop Alvvays 

Now, brother pros, that last mentioned 
little item of sweeping out and cleaning up 
the shop, is a very, very important matter, 
says Bassler. 

Your shop can't look good enough, can 
it ? 

Your shop is always clean and inviting, 
isn't it ? 

Or is i t? 

"Once a day" or "morning and night" 
cleaning isn't enough. Bassler speaking. 

Throughout the day, most days, you may 
have to clean up the place several times. 
Old papers and wrappers, discarded score-
cards, busted tees, club wrappers, dirt and 
dust should never be allowed to stay on the 
floor, show cases and displayed items. Not 
for more than an hour anyway, Bassler 
insists. 

And, if the assistants or shop boy are 
busy at the moment Bassler discovers the 



Expert Ma in tenance Shows 
P ro f i t at Smal ler Club 

By NORMAX WESTFALL 
Supt., Crestmoor Club, Creston, Ia, 

The job of the superintendent at a small 
golf club today is more difficult and prob-
ably more important than ever before. 
Members get around a lot now and they 
want their course to compare favorably 
with those on which large budgets are 
efficiently spent by expert and thrifty men. 
The greenkeepers too get around due to 
their association meetings and schools and 
their sights get set high. As vice pres. of 
the Iowa Greenkeepers' Assn. I know that 
each of our members strives to have his 
course in each detail up to the highest 
standard of any course we visit. Although 
we realize that the limitations of money in 
most cases make this aim impossible of 
achievement yet the aspiration and effort 
has been of great value to all clubs at 
which our members are located. 

The greenkeeper at the smaller club, as 
proud as he may be of his club and the 
results of his work, is reluctant to compare 
his performance with that at larger clubs. 
He knows what a vast amount of work he 
wants to do and regards as his future pro-
gram but always is keenly conscious of the 
necessity of keeping costs of operation so 
low that golf is made available on a private 
club basis to the desirable people of his 
community. 

But when he compares his course in 
condition with the small town courses that 
are maintained on a part-time basis by 
neighboring farmers he feels that he has 

contributed something to the game and 
certainly has demonstrated the good judg-
ment of club officials in hiring a trained 
man and providing an earning opportun-
ity to keep the man encouraged and striv-
ing. 

The Crestmoor case I believe may be 
submitted as an example of what hard 
work and a good background in green-
keeping will do for a club. 

A Rough Start 

I came to Crestmoor in August, 1937. For 
six years I'd been in course work and had 
been trained by my father-in-law, W m . 
Keating, supt. of the Des Moines (Ia.) 
G&CC. Bill Keating is a widely known vet-
eran and the best teacher of course main-
tenance a man possibly could get. 

The course was new and coming onto 
one's first job as greenkeeper in August 
didn't stack any cards in my favor. The 
club was not in condition to pay a green-
keeper's salary so in addition to tak ing 
over course maintenance I was club man-
ager. My wife handled the catering for 
the clubhouse. There was no other help 
except a canteen man. I don't need to tell 
anybody who knows the first thing about 
the golf business how Mrs. Westfall and I 
had to work until we were ready to drop. 

Bu t we were determined to make Crest-
moor a model and an exhibit of our efforts 
of which we, the members and the entire 
community could boast. 

Crestmoor country club was made a magnet for golf by expert course care. 

August, 1947 



I t was a rather dismal prospect that con-
fronted me on the course. The greens were 
full of dandelions and clover. They were 
as hard as sidewalks. The fairways were 
weedy and thin. I suppose we had just 
about as near 100% dandelion fairways as 
any course in the country. 

The machinery was very poor, long past 
the stage when it probably would have 
been discarded by a larger club, and it 
could be operated only after more make-
shift and some major repairs. 

There were about 75 playing members of 
a membership of 150 and they were ardent 
enthusiasts to play on that layout and call 
it a golf course. 

Begins Improving Greens 

The first detail of my program was top-
dressing and fertilizing the greens about 
every two weeks. By fall the players were 
beginning to talk about the improvement 
and the signs of progress made me hopeful. 

Then came two very tough years. Busi-
ness conditions were not good in our terri-
tory and the total membership fell to about 
85. I t looked as though my first job as a 
greenkeeper might be a flop but all that 
could be done about it was work harder. 

I kept digging, altering some of the 
greens and rebuilding tees. The players 
who had continued by that time were be-
ginning to talk loud and proud about their 
course and how it was better than other 
small town layouts. The word began to get 
around. This encouragement kept me from 
tossing in the sponge. I wonder if club 
members realize how much recognition of 
his work and results do for a greenkeeper. 
I f it hadn't been for the enthusiastic com-
ment of loyal players I 'd probably have 
given up and the condition of the Crestmoor 
course would have reverted to a mowed 
pasture. 

W i t h the improvement in the course the 
directors started to plan on getting new 
members and stir up golf interest. The 
dues were $37.50 per fami ly per year. 
Salaries weren't very high in this terri-
tory. 

Two Jobs in War t ime 

Then along came the war. Everything 
shut down at the club in the winter. So I 
went to work in the railroad shops and 
continued to live at the club. After 4 P.M. 
when I got through work at the shop I 
came out to the course and worked in 
keeping it in shape. 

My only helper was my 9-year-old son. 
I taught him to water the greens and mow 
the fairways which he did while I was at 
work. He was so short his feet barely 
reached the tractor pedals. But he liked 
the work, in fact he showed his grand-
dad's lively interest and aptitude for the 

job and he did mighty well at it for a 
little fellow. 

We went through a whole season that 
way. Next spring things started to pick 
up. The course looked fine. The greens 
showed the benefits of the many hours I'd 
spent on them. 

About this time one of the directors pro-
posed reorganizing the club, reducing the 
annual dues to $10 per person or $20 a 
family. He had the right idea. 

Good Course Brings Members 

In 1945 we had about 450 members on 
this 9-hole course. In 1946 our member-
ship was 685. The course was crowded 
some days from dawn until nightfall. I 
thought I'd worked before but from 1945 
on all the energy and time my son and I 
could possibly devote to the job was 
needed—and then some. 

Many of our new members never had 
played golf but they really got bitten by 
the bug. How the turf flew! But we gritted 
our teeth and worked all the harder re-
pairing the damage for I knew this activity 
would make the club and me. 

The club prospered. People were spend-
ing money more freely and learning that 
golf on a well-kept course is an economical 
pleasure. 

Buys New Equipment 

Then I sold our directors on the idea of 
gett ing new equipment while we could af-
ford it. We got a new tractor, new mowers 
and a sprayer for greens and fairways. We 
applied 2, 4-D and our fairways are weed-
free and with a fine stand of grass. 

Our greens are precision turf. Joe Kirk-
wood played a very well attended exhibi-
tion at our course recently and praised our 
greens as the truest he'd ever putted on. 
That might be a bit of poetic license on 
Joe's part, although we all thank h im for 
it, and I honestly believe no greens I've 
seen are any truer than ours. 

There is a fine cushion subsoil now on 
the greens. We're going to have to remodel 
and modernize some of them to make them 
architecturally O.K. but as putt ing sur-
faces they are excellent now. 

This year we have more than 500 mem-
bers of whom 400 are playing members. 
They talk about this course so it has a 
fine reputation in this part of Iowa and is 
definitely a community recreation and ad-
vertising asset. And naturally I am quite 
pleased with what hard work in course 
maintenance has done for the community 
I still manage the clubhouse and am in 
charge of all buying and selling of golf 
equipment. 

Watch Donald's Career 

My son Donald continues to spend eve-



TORO'S the choice where the champions play! 

A(pai+t in 1947 the top golf 
tournaments of the year will 
he played on Toro-groomed 
courses. . . 

NATIONAL OPEN St. Louis Country Club 

NATIONAL AMATEUR Pebb le Beach 

P. G. A. Plum Hol low 

MASTERS Augysta Na t i ona l 

NATIONAL INTERCOLLEGIATE 
Univer j i t y o f M ich igan 

NATIONAL PUBLIC LINKS 
M e a d o w b r o o k , Minneapo l i s 

C A N A D I A N OPEN 
Scarboro Gol f & Country Club, To ron to 

Yes, as usual, it's T O R O that clears the 
way for the champions . . . smooths the 
fairways . . . slicks the greens . . . with 
the finest golf course mowing equipment 
you've ever seen in action. 

Once you step o n Toro-tended turf 
you'll want Toro equipment for your own 
course. And once you examine the full 
line of Toro mowers, note their beautiful 
engineering, versatility and perfect opera-
tion, you'll know why Toro's the choice 
where the champions play! 

TORO M A N U F A C T U R I N G CORPORATION 
MINNEAPOLIS 6, MINNESOTA 

FOR LONG A N D FAITHFUL SERVICE . . . STANDARDIZE O N TORO 



A contemporary arlisl's accurale portrayal of "a trying moment" 

in a golf game in 1897—the year in which MacCregor's highly 

s k i l l e d craftsmen turned their talents to hand carving fine wood 

f/ub heads fot the game, then comparatively new in America. 



S p a n n i n g 
H a l f 
a C e n t u r y 
A T about the time that the first eighteen-hole golf course (the 

"doub le -n ine , " os they cal led it then) was built near Chicago . . . and the ancient 
and honorable game was being played in America mostly over pasture-land courses 
. . . MacGregor began to hand-make f ine w o o d golf clubs. That was before the turn 
of the century, f i f ty years ago. During that span of time, both the game and Mac-
Gregor—manufacturers of f ine equipment for the g a m e — h a v e exper ienced 
astonishing growth. Known from the very beginning for painstaking care and 
pr ide in craftsmanship and for design refinements always fa r in advance of the 
f ie ld, there is scarcely a sphere of gol f ing activity throughout the wor ld that has 
not progressed and pro f i ted from MacGregor player-craftsmen advice, product 
development and technical skill. Today's MacGregor gol f equipment is the finest 
ever produced. MacGregor 's most modern golf manufacturing plant in the world 

will soon be keyed to the unprecedented consumer preference and demand 
which have continued to increase year af ter year for half a century. 

m 
r//f ff/ifjtrfsr 9 MMf j/a/ t?0/r 

»IG. U. S. Olf. 

tfUffl 

3 4861 Spr ing G r o v e Avenue , C inc inna t i 32, O h i b 



nings after school, his summer and other 
holidays in course maintenance work. 
He's carried a greenkeeper's card for three 
years; one which was given him by the 
Iowa Greenkeepers Assn. in recognition of 
his work for so young a boy. Now with Bill 
Keating, Donald and myself, we've got 
three generations of greenkeepers in our 
family. Some day Donald will be one of the 
very best in the business and they'll be bid-
ding high for his services. 

My brother greenkeepers in their as-
sociation work and with their short courses 
have helped me immeasurably, and with 
me, my club. When I left Bill and went on 
my own I had the theory that hard work, 
reading and listening to other's ideas and 
not being afraid to try them, would pay 
off for me and for the club I served. The 
theory has paid out. O. J. Noer's articles 
in G O L F D O M have helped me particularly. 

Well maybe we haven't one of the world's 
finest courses, but we've got at Crestmoor 
one on which the turf is very good, the 
standard of maintenance comes as near as 
possible on our budget to the metropolitan 
grade, and what we do have in good golf-
ing conditions at low prices can't be beaten 
many places. 

There are hundreds of small towns 
where the Crestmoor story should be re-
peated for the good of the game, and get-
t ing greenkeepers to do that job is one of 
go l f s big jobs. 

C A L I F O R N I A PROS F I L M STATE 

O P E N IN COLOR 

California PGA is pioneering the filming 
in color of outstanding golf tournaments in 
the state. 

As the first step in such an annual pro-
gram, the 1947 California State Open held 
at the Fort Washington CC, Fresno, May 
1-4, was filmed in color from start to finish 
and within a matter of weeks will be ex-
hibited before golf club audiences through-
out the state. 

The entire idea of golf film in color for 
exhibition solely through PGA pros in this 
state was initiated by George Lake, Recre-
ation Park golf courses, Long Beach, and 
Eddie Duino, San Jose CC, presidents 
respectively of the southern and northern 
sections of the California PGA, with Joe 
McDonald, public relations counsel. 

Waldo Glover and Associates, 1930 Wil-
shire Blvd., Los Angeles, motion picture 
producers, were sold the idea of filming the 
State Open on a co-operative basis, with 
the idea in mind that if this first golf film 
proved successful a more permanent and 
sounder financing plan and production 
schedule could be entered into for filming 
future golf classics in the state. 

The motion picture producers agreed to 
make the film for a minimum cost payment 
of $400.00 plus a percentage of the book-
ings over and above this sum. To raise the 
$400.00 Duino and Lake each secured 20 
pros in their respective regions to agree to 
rent the film for exhibition at their clubs 
for a fee of $10.00 per night. Wi th the 20 
pros from each section signed up, Lake and 
Duino advanced their personal checks of 
$200.00 each and the deal was completed. 
Their money will be returned to them via 
their PGA treasuries as each individual pro 
pays the $10.00 rental fee agreed upon. 

The nominal fee of $10.00 per pro per 
exhibition of the movie was decided upon 
inasmuch as the promotion is strictly a 
non-profit one for the PGA units here. 
The main idea is to have golf films avail-
able for the pros. Both Lake and Duino 
state their pros are crying for good, cur-
rent golf motion pictures to be shown to 
their club members and that this is their 
first official step to try and satisfy that 
need. 

The State Open and future California 
tournament films are expected to be very 
popular throughout the state as most all 
of the California pros and amateurs will 
be shown in action, along with the high-
lights of the winning players' games, from 
tee to green. The film is 16 millimeter and 
runs about 18 minutes. 

Lake and Duino emphasized that the film 
cannot be shown or booked except throygh 
P G A members in California and will nĉ t be 
available for showings outside this state 
unti l all California-pro bookings have been 
completed. 

An arrangement has also been made by 
McDonald for the telecasting of this and 
future PGA-sponsored golf films by tele-
vision over the Los Angeles television sta-
tion of the Don Lee-Mutual Broadcastine 
System. b 

R & A M A K E S A M A T E U R 

STATTJS R U L I N G 

Royal and Ancient Club of St. Andrews 
for first time has issued positive definition 
of amateur status. 

Main difference from previous under-
standing is one that professionalizes golf-
ers who take part in competilions for pur-
pose of furthering their employers' busi-
ness interests whether or not such interests 
pertain to golf. USGA has the same sort 
of rule. R & A rule allows amateur status 
to those who have been apprentices to pros 
and caddies up to the age of 21. The USGA 
denies amateur status to anyone who, sub-
sequent to his 18th birthday, is a pro, cad-
die, caddie-master or works in a golf shop. 


