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Glen Oaks Conversion From 
War Use Is Big Job 

By J O I I N B K E N N A N 

The atomic bomb indirectly led to the 
biggest reconversion job in American golf. 

Glen Oaks club, located among the pic-
turesque hills of Long Island's famous Gold 
Coast, in the Great Neck area, is jus t get-
ting back to normal for the first time since 
early 1942 when Uncle Sam's Army asked 
officials for possession of their clubhouse, 
largest on Long Island, for the duration of 
the war. 

Actually, work on the atomic bomb 
didn't start at Glen Oaks until a f ter the 
Navy acquired the clubhouse in 1943. The 
Army used Glen Oaks as a base for its 
barrage balloons which dotted the skies 
from Great Neck to Suffolk County. When 
the balloons were hauled down, the Army 
yielded Glen Oaks to the Navy and Hazel-
tine's electronic experts and atomic 
physicists. 

The gorgeous $2,000,000 clubhouse, 
which was christened during a lavish party 
at which the late James J . Walker, then 
mayor of New York City, was toastmaster, 
was completely denuded to make room for 
the scientific instruments of the atomic 
experts. More than 2,200 scientists and 
technical wizards worked in the big club-
house. A 15-foot steel fence was rigged up 
around the clubhouse and guards stationed 
every few yards on a 24-hour basis. That 
was a picture of Glen Oaks clubhouse dur-
ing the war years. 

With no clubhouse, the members of Glen 
Oaks were lucky enough to lease nearby 
Lakeville GC, located in Great Neck, for 
a three-year period from the Prudence Co., 
owner of the vast tract that was built a t a 
cost of $4,000,000 and was acquired last 
year by Fresh Meadow CC for less than a 
million. 

Dynamic Spencer Murphy, one of the 
most capable professionals in the country, 
astutely directed the moving operations to 
Lakeville and operated the Glen Oaks 
course as a pay-as-you-play enterprise for 

Glen Oaks entrance. Clubhouse used as war 
factory to experiment with atomic bomb now 

restored to members. 

the three trying war years when his own 
members dug divots at Lakeville. In order 
to provide shelter for the patrons of the 
temporary public course at Glen Oaks, 
Spencer had to buy a small-sized war fac-
tory building not being used by Sperry and 
have it transported some four miles to 
Great Neck. 

Flan to Make Club "No. I " 
After the atomic bombing of the Japan-

ese cities brought the war to an end, Glen 
Oaks was confronted with a gigantic re-
habilitation and reconversion job—to say 
nothing of reconstructing a course that, 
due to the exigencies of war, had been 
neglected. 

When notified by the Navy that their 
clubhouse would again become available 
for use, Glen Oaks officials, who, incident-
ally, led the nation in raising funds for the 
USO, Red Cross and other service funds, 
decided to transform what was left after 
the scientists moved out into the top-flight 
golfing layout in the district. 

With money no great concern Glen Oaks 
has accomplished its goal or will within 
another few months when its outdoor nata-



torium is completed. The cost of rehabili-
tating the clubhouse, grounds and making 
added improvements, including the aquisi-
tion of 12 adjoining acres to make room for 
a mammoth driving range, will most likely 
run beyond $500,000 in the opinion of Spen-
cer Murphy, director of most of the work. 

When the electronic and atomic experts 
departed Glen Oaks clubhouse resembled a 
vast architect's office, with drawing 
boards all over the place. Costly, imported 
rugs, exquisite furniture and other embel-
lishments which had been there the gay 
night Jimmy Walker, along with Supreme 
Court Justices Mitchell May and Aaron 
Nova, spoke so eloquently concerning the 
future of the club, were gone. 

So, it was a big job for Glen Oaks to re-
carpet the vast floors, restore the gorgeous 
furniture, paintings, and all equipment 
needed by a top grade club. Even the 
lockers had to be bought for the postwar 
era. It already has cost well over $150,000 
to reburnish the clubhouse alone. It re-
quired the services of 125 skilled electri-
cians, carpenters, painters and allied tech-
nicians to restore the clubhouse to its 
former condition. 

Leon Chock, green chairman, in 1945 
outlined a comprehensive program for the 
first two years of the postwar period and 
within a few more months this vast work 
will have been completed. 

Driving Range New Feature 
In addition to constructing a driving 

range on the land recently acquired by a 
committee headed by Charles Margett, 
Long Island City attorney, a job, incident-

ally, which required the clearing of giant 
trees and other obstacles, Glen Oaks has 
completed the work of rebuilding the par-
five 505-yard 16th hole, resodded every tee 
and built 18 additional tees to have reserve 
tees for weekends and holidays; modern-
ized its giant pumping station and con-
structed two green clay tennis courts. The 
club's parking space also has been doubled. 

The new driving range offers many 
unique features, including colored discs in 
the fairway. These discs, each suspended 
high in the air, indicate the yardage. The 
key to the colors is displayed on a sign 
near a shed that extends the full length of 
a 200-foot teeing ground. 

The job of removing a hill, or hump, on 
the 16th fairway, cost $12,000 but Chair-
man Chock feels the money well spent in-
asmuch as the hole is a lot sportier and 
more sensible for the older members, the 
majority of whom disliked mountain climb-
ing so far out on the course. 

Another improvement was the construc-
tion of a putting course near the first tee. 
This vast area was reseeded two years ago 
and now is being used on weekends. The 
area is surrounded with hedge and adds to 
the beauty of the area in front of the pro 
shop, one of the busiest in the country. 

Glen Oaks' greens are mostly a com-
bination of velvet, German and Astoria 
bent, with fairways and tees well filled with 
fescues and Kentucky blue. For some un-
known reason, the Great Neck club has 
been immune to the poa annua which has 
plagued other Long Island courses, includ-
ing nearby Lakeville and Fresh Meadow. 

Part of 200-foot shelter constructed on new driving range at Glen Oaks Club, G r e a t Neck, L I . 
Roslyn (Cookie) Swift, who won Metropol i tan junior title at Cedar Creek, is a t right. 

Ed (Senator) Murphy is to her left . Others are members. 
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Although Spencer Murphy sperit the 
long, monotonous hours seeing that pro-
gress was being made in the transforma-
tion of the Glen Oaks club from war fac-
tory to a golfing paradise, men like Leo 
Goldberger, M. Lester Mendell, Joe Getz, 
B . T. Baron, A. D. Emil, Nat Judson, Joe 
Eaton, Dave Weinstein, Sam Gerstein, 
Chock and Margett were instrumental in 

Ed Murphy and Alice Sakin of G r e a t Neclc study 

key to discs in new practice range fairway. Dif-

ferent colors, each reflected, give yardage. 

achieving the feat of Glen Oaks' rebirth. 
In discussing the outstanding job being 

consummated at Glen Oaks, Murphy said 
he's getting used to moving about at Great 
Neck. "Why, back in 1928, four years after 
I took over the job when Leo Diegel re-
signed, I had to arrange moving from the 
old clubhouse, the former Vanderbilt man-
sion, to the present quarters, which, inci-
dentally, are located in New York City 
while most of the course is outside—in Nas-
sau County," declared Spencer. 

"We're lucky those atomic bomb boys 
quit when they did, or we might have been 
arranging to move again—if one exploded," 
suggested Spencer's brother, Ed (Senator) 
Murphy. who does most of the teaching 
along with Pete Burke, younger brother of 
Billy, the ex-national open king. 

The decks should be glittering when Glen 
Oaks embarks on its second half century 
next season. 

J E R S E Y M A N A G E R S HOST TO 
BOSSES—New Jersey chapter, Club Man-
agers' Assn. will have a day's outing for 
members, their presidents and house chair-
men at Essex Falls (N.J . ) CC Oct. Y. 
There'll be golf in the afternoon with prizes 
for managers, presidents and chairmen and 
a dinner with brief spiels in the evening. 
J . J . Bond, Preakness Hills CC, Paterson, 
N.J., is pres. of the N.J . chapter. 

Approaching I8th green at rejuvenated Glen Oaks. Newly installed tennis courts in background. 



Courtesy and Personal Interest 
Always Pay Dividends 

tti/ LARRY GLEASON 
Pro at Visitors' Country Club, Catalina Island 

There's nothing more pleasing than to be 
greeted with a handshake by someone who 
can recall your name, your home town or 
with a "how's that big boy of yours ? " after 
months or maybe even years of absence 
from your favorite vacation haunt, beach 
or mountain resort. 

That, to me, is the very flrst requirement 
for a successful golf professional or pro-
manager at the country club in a resort 
area. 

Make people feel as though you person-
ally are glad to see them again, show per-
sonal interest in their comfort, their wel-
fare, their family and in their golf, but 
since, in most cases, the resort visitor is 
on vacation, guard against overdoing the 
attention. 

Give your visitor welcome courtesy, a 
cordial greeting, let him feel you want 
sincerely to serve him, then leave him to 
his enjoyment. See that he gets it, if pos-
sible, without having been a pest. 

Conducting a pro shop in a resort area, 
or in my particular setup here at Catalina 
Visitors' Country Club at Santa Catalina 
Island, a pro-manager combination, is dif-
ferent in many ways from the usual pro 
situation. 

To my way of thinking, it embodies all 
the problems of pros from every section of 
the country, because the resort golfer 
comes from coast-to-coast and from 
border-to-border. He's from the public 
course, the private course; he's from the 
small town, the large city; he's rich and 
he's poor. 

I t ' s a more cosmopolitan clientele than 
the average club will have, and the pro 
should keep that fact in mind. 

Thus, a resort pro is required to carry a 
wider range of merchandise. 

I have found it advisable to divide my 
shop merchandise somewhat, with Class-A 
or high grade and higher-priced material 
on one side of the shop, and general mer-
chandise on the other. 

Resort merchandising is a lot like that 
in a big chain store, people have a wide 
range of ideas on price, and feel embar-
rassed if they pick out a club which sells 
for $15 when they only wanted to pay $7.50. 

Display of merchandise and prices 
should be such as to allow each visitor to 
choose his own price level. 

This insures against embarrassment for 
both visitor and pro, saves the pro time 
in explanation of the reason for difference 
in price and quality, which causes confu-
sion, and enables the visitor to go right to 
his price range, and the pro to work from 
that point in fitting his customer to clubs 
or other merchandise. 

Some resorts raise prices on merchan-
dise. This should not be done. Keep within 
the catalogue, and the value of such prac-
tice will pay off in making your visitor feel 
more at home—as though he were at his 
own club—and less like he's being fleeced. 

Visitors should always be given courtesy 
and course privileges over the regular or 
resident golfers at a resort, and the resi-
dent golfer should be made to realize the 
reason. 

Here in Catalina we have a situation 
which is similar to that in most of our 
golfing resort districts—a private club 
within a public club. 

The private club, of course, is comprised 
of residents of the area—but the course is 
open to the public, or the vacationing 
visitor. 

Our members from the City of Avalon 
realize that much of their livelihood is de-
pendent upon the treatment visitors re-
ceive when they are playing the course, 
and that the assurance of that visitor's 
return is coupled closely with that per-
sonal interest, courtesy and course privi-
lege which we try to give them. 

During the busy season, the resident 
members are most cooperative in giving 
way to the visitor, and even in filling out 
foursomes to aid in the sociability of the 
country club program. 

The pro shop should be in a conspicuous 
spot, so that when people arrive for their 
golf, it's the first haven for information. 

This gives the pro or pro-manager a 
a chance to greet the visitor, show him 
through the shop, lounge and clubhouse, 
give him that necessary personal interest 
and attention, and then introduce him to 
the lockerroom attendant. 



four top money winners, and other top flight tourna-
ment pros, helps you sell more Tufhorse-MacGregor 
golf bags. They use and recommend them exclus-
ively because they are tops in smart design, durable 
workmanship, and give so many extra conveniences 
for playing and traveling. More sales—greater prof-
its for you when you show your customers the golf 
bags used by the champions. 

Tufhorse-MacGregor gives you a complete line, 
nationally advertised in the leading pro and player 
magazines, to satisfy every golfer in quality and 
price. They are built well . . . look well . . . play well 
. . . sell well. 

O R D E R F R O M 

ftUVtffl&M 
TH£ C/f£AT£ST wA/AM£ w /A/ GOlf 

4861 S p r i n q G r o v e Ave. , C i n c i n n a t i , Oh io 

HERMAN BARRON 
Modcl G-10 

To Retail 
at $28.50 

ryuffiorve 
' America's No. 1 Golf Bags 

C B E M ^ 

HOGAN 

m a d e by 

Des Moines G l o v e & M f g . Co. 
DES MOINES, IOWA 

Known for years as'originators 
of side compartment golf bays. 



T R U E T O 
T H E T R A D I T I O N 
O F E X C E L L E N C E 

Hagen proudly introduces the finest ar-
ray of golf equipment in its history—the 
new 1948 Hagen line you the profes-
sional have been awaiting. 

There is no finer golf equipment any-
where. Never before in your experience 
have you had more of the makings of 
greater sales volume and higher profits. 

Hagen Strata-Bloc Woods that are 
unaffected by changes in humid-
ity and temperature. 

Hagen Irons that are Tri-Bal-
anced for distance, direction and 
"sweet feel." 

Hagen Golj Balls that are uni-
form and unfailing in top per-
formance. 

American Lady Woods and Irons 
that are designed and styled ex-
clusively for the feminine golfer. 

The 1 9 4 8 Hagen line exemplifies pre-
cision construction, appearance and per-
formance that distinguishes it as the 
greatest line to bear the Hagen name. 

WALTER HAGEN GOLF 
Grand Rapids 2 , Michigan 

Division of Wilson Sporling Goods Co . 





W e a r e m o s t f o r t u n a t e he re a t Ca ta l ina 
in h a v i n g w i t h us a young m a n (he's only 
62) who h a s been wi th t h e S a n t a Ca ta l ina 
I s land Company f o r 21 y e a r s and he is 
proud to s a y he never f o r g e t s a f ace or a 
name . His n a m e is Clarence Fu l lb r igh t . 

'Tis said t h a t Clarence persona l ly knows 
more spor ts , thea t r ica l , bus iness or social 
celebri t ies t h a n any o the r N e g r o lad in th is 
count ry . Therefore , he h a s acquired a cer-
t a in r e f r e s h i n g philosophy which is some-
th ing to be cogi ta ted these days . 

He h a s proved m o s t he lp fu l a n d grac ious 
in m y shor t span he re in Ca ta l ina , since he 
can and does g r e e t everyone w h o a p p e a r s 
a t t he club by their names , knows the i r 
home towns and o f t e n even h a s someth ing 
of pe r sona l in teres t to con t r ibu t e to the 
conversa t ion . 

T h a t ' s w h y my ent i re s taf f is work ing on 
" m e m o r y courses ." We h a v e seen how 
pleased people a re mere ly to be r emem-
bered. 

One w a y which I have devised toward 
f o s t e r i n g good memor ies is to keep a 
v is i tor ' s record, which is comple te to ad-
dress, home town and c lub—and then to 
s tudy t h a t record each even ing in an ef for t 
to recal l e a c h visitor. This m a k e s for accu-
r a t e recollect ion the next day , and next 
week or n e x t month . 

I advise a dist inct ive u n i f o r m , wi th nea t 
a p p e a r a n c e a necessity, f o r all a t t e n d a n t s . 

Th i s m a k e s fo r order ly a t t i r e of the off i -
cial staff a t the club, a n d enables the 
vis i tor to know the people w h o a re the re 
to se rve t h e m . 

The re a r e more beg inners p lay ing golf 
a t a vaca t i on a r e a t h a n a t t h e ave rage 
club, and f o r th is reason I s u g g e s t t h a t 
whe reve r possible the pro w o r k toward es-
t a b l i s h m e n t of a dr iv ing r a n g e or a pi tch 
and p u t t course . 

This will aid ma te r i a l l y in the golf 
p leasure a n d ins t ruc t ion of t h e beginner , 
and in some cases will re l ieve the play-
p re s su re of a beginner on a c rowded course. 

However , the re ' s still t h e s i tua t ion of a 
beg inner be ing more wil l ing to t r y some-
th ing new, l ike playing golf , since, when 
they a r e ou t fo r vaca t ion f u n , they more 
readi ly a g r e e to a t t e m p t i n g t h e spor t . In 
f r o n t of f r i ends a t home, t hey feel embar -
rassed . D u r i n g a vacat ion , m a n y realize 
t h a t o the r s a r e in the s ame boat , and feel 
less conspicuous. 

I c a r r y t w o g rades of r e n t sets , one fo r 
the beg inne r a t 50c all day, a n d the o ther 
fo r m o r e advanced go l fe r s a t a dollar. 

In Ca ta l ina , we have an a l l -day g reen 
fee of $1.50, t he idea be ing t h a t the visi tor 
will p lay m o r e golf if he can spend the day 

a t it, t h a n if he had t o dig deep every t ime 
a round . 

Locker room ren ta l , also, should be 
reasonable , a s n e a r a s possible to the ave r -
a g e of the v is i tor ' s home club price. 

All of which boils down to t h e s imple 
sugges t ion t h a t if you m a k e your vis i tor 
feel a t home, he'll w a n t to come b a c k ; if 
you don ' t ove r -cha rge him, he'll be g r a t e -
ful , because in so m a n y places t h a t ' s com-
mon pract ice . If you give one and all t he 
s a m e personal a t t en t i on and service, it 
m a k e s him feel p leased and if he 's pleased, 
you can res t assured , he'l l come back aga in . 

RYDER CUP MATCHES NOV. 1 A N D 2 
AT PORTLAND (ORE.) GC 

R y d e r Cup m a t c h e s be tween U. S. and 
Br i t i sh pros will be r e sumed Nov. 1 a n d 2 
a t P o r t l a n d (Ore.) GC. Bob Hudson, P o r t -
l and grocery m a g n a t e and golf of f ic ia l w h o 
p romoted the h igh ly successful 1946 P G A 
championsh ip a t t h e P o r t l a n d GC and h a s 
been s p a r k - p l u g of P o r t l a n d open even t s 
on the t o u r n a m e n t c i rcui t got the even t se t 
a f t e r d i f f icu l ty of U. S. and Br i t i sh p ro 
of f ic ia ls in m a k i n g mu tua l l y s a t i s f a c t o r y 
a r r a n g e m e n t s . 

The first p o s t w a r Ryder Cup m a t c h e s 
will no t have a s t e a m member s the U. S. 
P G A champion, J i m F e r r i e r ; or two of t h e 
t o p s t a r s on the Br i t i sh pro s u m m e r cir-
cui t , Von Nida and Van Donck. F e r r i e r 
and Von Nida a re A u s t r a l i a n s and Von 
Donck ' s a Belgian. Fore ign-born p l aye r s 
a r e ineligible to the U. S. and Br i t i sh t e a m s . 

Members of t he U. S. t e am will be chosen 
on point sy s t em by PGA. This s y s t e m 
a w a r d s points fo r p e r f o r m a n c e s in va r ious 
t o u r n a m e n t s on the c i rcui t whicl^ a p p r a i s e s 
some of the compet i t ions a s second- ra t e 
a f f a i r s . 

Method of Br i t i sh selection of c u s t o m a r y 
t e a m of 10 men of w h o m eight will p l ay in 
the single and double m a t c h e s h a s no t ye t 
been announced to the Bri t ish or A m e r i c a n 
golf ing public. U p to the end of Ju ly Von 
Nida led Bri t i sh t o u r n a m e n t p layers w i t h 
a n a v e r a g e of 72.28 f o r 36 rounds . Da ly 
w a s second wi th 72.55, Cotton th i rd w i t h 
72.75 and Dai Rees f o u r t h wi th 73.09. Van 
Donck w a s fifth w i t h 73.75. 

The Ryder Cup m a t c h e s will come in t h e 
g a p between the end of the s u m m e r and 
s t a r t of the win te r c i rcui t . W i t h the ener -
get ic , s m a r t and l iberal Hudson p r o m o t i n g 
the event will m a k e money. Br i t i sh p l aye r s 
who have good chances of m a k i n g the t e a m 
h a v e signified thei r in tent ion of s t a y i n g in 
t h e U. S. a f t e r R y d e r Cup play to g e t win-
t e r c i rcui t experience and a c r ack a t t he 
purses . 
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Making \ Team of Green-
Committee and Greenkeeper 

By JAMES E. THOMAS 

A few years back at a Club Relations 
Day meeting held in one of the golf centers 
of the country, a prominent speaker made 
the following remark: "The most expen-
sive official around a golf club is the chair-
man of the grounds and greens commit-
tee." This statement is indisputably true 
if the chairman and his associates are 
newly appointed and are not familiar with 
modern course maintenance, nor have any 
inkling as to the problems involved in the 
conditioning or care of a golf course. 

This very important group if properly 
qualified to do the work called for should 
be kept on the job as long as they are 
willing to serve. To appoint a new un-
seasoned body annually is extravagant ad-
ministration. Those who are entrusted with 
this key post should be selected from both 
high and low handicap players. There 
should be new blood on the committee from 
time to time, but never a complete change 
and turnover; even then the new members 
should be in a minority until they have 
thoroughly learned the ropes. 

The greenkeeping superintendent should 
be an ex-officio member and consultant as 
he is the man who has to understand and 
carry out the committee's plans. The presi-
dent of the club is usually responsible for 
the appointment of the green-chairman and 
his co-workers. He would do well to con-
sult with the club's greenkeeper as to what 
qualifications are desirable for the person-
nel to be appointed. After this committee 
has been selected, it should hold a meeting 
and decide upon a constructive program 
of sound maintenance plans that can be 
followed for several years, keeping in mind 
that the success or failure of the job is the 
responsibility of their superintendent. He 
has to put the plan into effect as money is 
provided, with the grounds committee serv-
ing as a connecting link with the club's 
membership. 

The golf course superintendent of today 
is the hub of the maintenance wheel, and 
the committee and board of governors 
represent the spokes, while the rim is the 
entire membership. Nor should the golf 
professional be left out of the outline, his 
ideas and knowledge are very vital to all 
three of the units. He is also part of the 
wheel's center. 

Too many committees and superinten-
dents cater to the fancies of the par shoot-

ers yet most of the bills are paid by the 
duffers. The fact that one plays in the low 
70s does not qualify him as an absolute 
authority on all matters pertaining to the 
golf course. His suggestions and comments 
should be heard along with those of the 
rest of the membership, and heeded if of a 
constructive nature. The course should be 
a fair test of skill for a good player, but 
never to the point where it is an ordeal for 
the ordinary golfer. 

The average business man plays for 
pleasure, relaxation, and to enjoy the com-
panionship of his friends. His game is soon 
spoiled if there are too many traps and 
hazards, heavy deep roughs, tricky putting 
greens with sharp undulating surfaces and 
angles, and to finish off the picture, long 
tiresome yardage. All of this often causes 
many a good and substantial member to 
go where conditions are easier. 

The genius of greenkeeping lies in mak-
ing the course conditions enjoyable. I t 
must be borne in mind that for major 
championships courses are altered to such 
an extent as to make them utterly impos-
sible for the average man to enjoy his play. 
The likes and dislikes of the majority 
should have first place in the minds of 
those who are responsible for the upkeep 
of the grounds but there must be wisely 
balanced representation given to both the 
par and the high-handicap shooter. 

I t is often advisable to eliminate traps 
that are poorly placed yet are considered 
landmarks. A walk around the course on 
a Monday morning would show that bunk-
ers have not been played out of. Why not 
eliminate these unused hazards ? To do so 
would bring about a substantial saving in 
the cost of sand and the release of labor 
for other vital work. 

Heavy, deep, uncut grass in areas paral-
lel to fairways need no longer exist with 
the special built mowers that are now 
available for mowing roughs. They cut at a 
height which permits the easy finding of a 
ball yet retain rough as an architectural 
feature. This in turn means faster playing, 
takes care of more golfers and relieves con-
gestion on busy days. 

Greens with steep grades from front to 
back, which cause a ball to gain momen-
tum on a down hill putt, along with sharp 
undulations, also upset many a round. 



Los Angeles Manages Its Golf 
As Big Business 

By CHARLES CURTIS 

The Board of Recreation and Parks Com-
missioners of Los Angeles are promoting 
golf on a large and expanding scale. 

At present the city's Recreation and 
Parks Department, which governs opera-
tion of golf and all recreational facilities in 
the city, has two full 18-hole courses (Wil-
son and Harding), a full yardage 9-hole 
course (Roosevelt) and a special pitch and 
putt course (Coolidge) in operation at the 
huge Griffith Park area in the northern 
sector of the city. It also is reconstructing 
the old Rancho course in the western part 
of the city and building an 18-hole golf 
course and a pitch and putt links on that 
site as well as developing 50 acres of play-
ground facilities. These will be back in 
operation next year. The city also operates 
a small pitch and putt course (Holmby 
Park) in the Beverly Hills section. 

Commissioner Maurie Luxford is chair-
man of all golf activities assisted by the 
General Manager George Hjelte and Park 
Superintendent Gilbert Skutt . 

Since 1931, William H. (Bill) Johnson 
has been manager of L.A.'s golf operations 
and now in addition to directing activities 
at Griffith Park, he is supervising con-
struction work at Rancho. 

There is at present about $320,000 in the 
city's golf fund, and two years ago $250,000 
of golf-earned funds were used to purchase 
the tax-deeded Rancho course. 

Golf Operations in the Black 
Golf operations are handled on a budget 

basis within the city's treasury. A monthly 
report showing golf expenditures including 
labor, materials and other costs as con-
trasted to income is prepared and the fiscal 
year which ended in July showed an excess 
of income over expenses for that 12-month 
period of about $80,000. 

Johnson directs operation of the club-
house activities, including the starting 
window, and has an assistant manager 
who personally supervises course main-
tenance. 

At the clubhouse are two senior golf 

Players lined up at starter window seeking starting time for weekend play. 


