keeper and chairman may be bewildering.
He cited a hypothetical case of a chairman
who was a garbage can tycoon and who in
his business would hire experts and would
n't challenge their authority. But as chair
man of a green committee the garbage can
tycoon might expect that he's supposed to
know evervthing and act accordingly.

Not infrequently the greenkecper may
resent everything the chairman plans to do
before the chairman shows his hand, Lang-
ton pointed out in reminding greenkeepers
that fault in greenkeeper-chairman rela
tions may not be that of the chairmen.
Langton advised that the greenkeeper as-
sume the chairman, having made a success
in his own business, must have something
worth study by the greenkeeper.

Langton also said that the greenkeeper
frequently is handicapped by being in-
articulate.  Initiative and drive are re-
spected by the businessmen who are club
officials and members. In exhibiting these
capacities the greenkeeper should, Langton
advised, write up his ideas and make
sketches, sign them and display them on
the club bulletin board or in formal re-
He suggested that greenkeepers ad
dress garden clubs and extend their con
tacts in securing recognition lor theh
achievements and in building their own
confidence.

!}l)[i\.

Wednesday P.M. session had as chairman
Bob Williams, Beverly CC (Chicago dist.)
who led off with Fred V. Grau, director,

USGA Green Section speaking on “Things

to Come in Turf Management,”

Grau voiced confidence that more money
was going to be made available to meet
urgent needs of turf research because re-
sults of research already done as result ol
Green Section, greenkeepers’ and agricul-
tural college cooperation has paid off sub
stantially not only for golf courses but for
lawn owners, parks, airfields, highways,
cemeteries and other departments of turf’s
big business.

Development of turl maintenance equip-
ment Gran  said s i!l(lllt'llil]i{ r.q:;iln\.
forced by the 60% to 70% labor
course maintenance. He said vertical mow-
ing equipment to cut under low-growing
seed heads before they mature is coming
Relieving compaction of soil
is one of the urgent requ Grau
said, and told of mole drainage equipment
now coming imto use. Accessory equipment,
such as leaf sweepers, are constantly im-
proving to meet course maintenance needs.

cost of

along [ast

cments,

Water Waste and Shortage A Problem

Grass strains are being steadily developed
to meet golf needs, Grau reported and
said that the result of the research and
breeding is going to solve many of today's
turl problems, among them being getting
grasses that will do well under conditions
that have prevented development of golf
ETasses. I'he USGA director outlined
status of new grasses and reminded that
new strains take 15 to 20 years to develop.
Fertilizing progress also was outlined m

(continued on page 78)

NGEA

—photo courtesy

Just before NGSA exhibits in two tents in background opened at Los Angeles. The infield of the Coliseum
was scene of the demonstrations. Opening addresses were made from platform in foreground.
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“Faster Get-Away” says :en Hogan

“Maximum Distanceé -

and Durab'\\'\ty” says Byron Nelson

Crisper Iron Shots” says .Iiirmmy Demaret

ueaiantifi rac
Smeﬂ’[mc gl auise Suggs

for Low Seoring Says

* All players mentioned are
members of the MacGregor Pro
Advisory and Technical Staff.
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You'll find that when you recommend the
MacGregor TOURNEY golf ball you are
recommending the finest. Here is an im-
proved golf ball that has everything!—click,
faster get-away, maximum distance,
durability, scientifically determined accuracy.
The greatest names in golf, headed by triple-crown winner Ben Hogan, have
course-tested the TOURNEY and agree it is superior. So make MacGregor your
1949 key to more pro shop profits. Winners use and prefer this great
equipment—Tommy Armour, Byron Nelson, and Louise Suggs TOURNEY
golf clubs and the improved TOURNEY golf ball. MacGregor TOURNEY
equipment is sold exclusively through golf professionals.

Wactinsgor

THE EREAVEST U NAME B /N 80LF

4861 SPRING GROVE AVE., CINCINNATI 32, OHIO



Check Now on Pro Shop
Operating Plan

By HERB GRAFFIS

Businessmen pros are taking steps to
protect  themselves against any slump in
general business from postwar boom vol-
ume to normal. These able pros are check-
ing up on each detail of their operations.
Pros who usually got back on their north-
srn jobs in late March or April [rom
~inter vacations are returning early this
month,

A major problem pros continue to dis
cuss is that of getting well qualified assist-
ants, Many ol the younger men want assist-
ant jobs mainly for the purpose ol better-
ing their own games and with an income
that pro department operations seldom
can alford. A first class assistant should
be competent in shop operations, help
handle club events, and teach so the pupil
won't think he or she is getting brushed-
off when the head pro can’t handle the les-
son and turns the pupil over to an assistant.
The pro can’t be everywhere at once and
unless he's got able and conscientious as-
sistance the job in a moderatesized or
larger club isn’t handled to the pro's own
satisfaction, let alone that of the members.

But pros admit that part ol the fault in
the assistant situation is the pros’ own.
There has been very little planned train-
ing to take the place of that boys used
to geét in the days when they started on
the bench, There has been work wisely
done in working out commission arrange-
ments on sales and lessons that give the
assistants profit incentive and add to the
pro’s net income but there's still a lot of
room for pros to establish mutually satis-
factory pay systems [or apprentices.

Pros don’t expect any heavy competition
from cut-price store sales of clubs this year
as stocks of clubs available and high man-
ulacturing costs don’t indicate that the
situation will permit priceslashing sales
such as stores used to have. But the
thoughtful pros do believe that the in-
crease in younger golfers who play [ee or
ublic courses is going to be a factor that
will keep the stores busy in pushing club
sales.

How to get to this market before the
youngsters may get in the habit of buying
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from stores rather than pros is something
loresighted pros are discussing.  In some
districts pros plan to go into co-operative
newspaper advertising advising gollers that
they can buy equipment from pros at pri-
vate clubs even though the golfers don't
belong to the clubs. Individually some
pros have been making profitable bids for
this business.
Plan to Play Up Expert Fitting

Manulacturers in making available shalts
ol several grades of stifiness or softness have
made it possible for pros this year to make
a strong play on fundamental of club mer-
chandising that has been steadily deterior-
ating since bench club-making became ex-
tinct.

That fundamental is proper fitting of
clubs.

Pro authorities have estimated that right
now between 40 and 60% ol gollers are
playing with clubs that don't fit them. Part
ol the reason lor that condition lies in the
fuct that as a golfer gets older his clubs
need to be changed. On that point alone
the pros generally haven't done a good
selling job.  Older gollers with plenty of
money are playing with clubs they bought
10 to 15 years ago. Many golfers didn't
get good [its in their eagerness to get clubs
made the [irst two seasons after the war
although pros practically begged many ol
these buyers to wait until clubs of properly
fitting weights, lengths, lies and shalts
could be secured.,

Pros point out that in the majority of
cases when a player is properly fitted with
clubs he buvs at a store the fit is by ac
cident. And to be frank, many pros main-
tain that a large percent of younger as
sistants hive a whole lot to learn about
titting clubs,

Modernize the Pro Shops

It's a sure thing that smart pro adver-
tising and sales work this year and in years
lollowing is going to stress getting pro
expert fitting of clubs. It's an essential
ol the right sort of club selling job that
only the pro who knows the buyer's swing
can handle correctly.

During its 22 years GOLFDOM has per-
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Tho Phofessionals Ball

FOR 1949

4 GOLF'S FINEST
4 THE SUPERCHARGED
% SWEET SHOT

Designed and built for the player who
demands professional results.

High compression — developed by
super-charged construction—an ex-
clusive patented feature that cannot
be duplicated by any other ball.

High durabilit
by a firmly anchored, vulcan-

ized cover of the toughest materials
used for golf ball covers.

High accuracy—developed by a spe-
cial patented balanced center and
uniform high tension winding.

Excels in Click — Distance — Dura-
bility—Accuracy. Guaranteed to give
unequalled performance. (Exclusive
Pro Shop distribution.)

developed  THE WORTHINGTON BALL COMPANY

45th Year, Specializing in Golf Ball Manufacture

Elyria, Ohio, U. 5. A.

WORTHINGTON

WORLD'S LARGEST EXCLUSIVE GOLF BALL MAKER
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sistently campaigned for Ero shops that
would reflect accurately the character of
the club as well as of the pro. Often pro
shops are oversights in architectural plan-
ning and are too small, too dark, poorly
located, poorly laid out and difficult to
operate as a function of any good golf
establishment, private, public or daily fee.

A result of GOLFDOM's campaigning
has been that club officials and golfers now
compare, consciously or unconsciously, one
pro shop against another as an indication
of the character of a club’s operations.

But whether or not the shop’s location,
size and layout are favorable to the pro’s
efforts in trying to get business and serve
members, it's certain that this next month
or so is going to see considerable revision
in shops done by the pros themselves.

Painting, rearrangement of cases and
tables, new curtains, [loor covering, lights
and pictures, new arrangements of club,
bag and shoe displays and improved stor-
age facilities, are going to be provided.

Sunshine in the Shop

Pros have found that golf, a sunshine
game, should have its playing equipment
and apparel displayed for sale in a sun-
shiny shop even if the sunshine has to be
supplied ‘t’ay an electric substitute. GOLF-
D(l:; has seen pro shops in which im-
proved lighting and brighter colors of walls,
ceilings, rugs, furnishings and fixtures have
been credited with a 50 per cent increase in
sales volume.

Already this year businessmen ol the
type that constitutes the greater part of
private club membership are rather scarey
about conditions in their own businesses
and to get them to forget gloom and
loosen up in pro shop buying the shop has
to be a cheerful-looking place. Check your
shop thoroughly so you can do all possible
work in freshening it before the season
starts, if you're in a northern or central
state.

As previously mentioned, club members
are getting more observant about pro shops
and as they get around they may compare
your shop with one in which the pro and
his assistants have used brains and sweat,
often in doing work for which the club
actually should pay. This winter I've heard
officials of two clubs tell why professionals
1 thought were quite able fellows were
fired. The officials in both cases said in
effect, “the man was careless and just didn’t
ive a damn. If you doubt you should
%lavc seen his sloppy shop. Our members
and their wives noticed that and regarded
it as a tip-off to his general attitude.”
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‘This past winter members of GOLF-
DOM'’s staff in talking with First class busi-
nessmen pros from all parts of the U. S.
heard practically unanimous agreement on
gne thing and that’s the importance of
putting price tags on all merchandise.

One pro whose sales volume is amazingly
high told Joe Graffis:

“Any pro who doesn't put a price tag
on everything on display is passing up
about 20 per cent of sales volume he doesn’t
know exists at his club. When I started
marking my merchandise with bold price
tags that everybody could read 1 began
selling to people that I didn’t know had
the slightest interest in the merchandise.
With the women’s buying becoming more
of a factor in pro shop selling you need
prices to get them over the suspicion that
everything in a pro shop is sold at a
premium price."”

Another pro whose shop does the big-
gest business of any private cub in its
district said to me; “Price tags make in-
ventory control easy. We've had plenty
of cases in which my assistants had to
look up the retail price of clubs belore
they quoted members and some cases in
which mistakes were made against us. Men,
whether they're rich or poor, don’t like
to ask prices in a pro shop. Let them know
what the price is on everything and you'll
be surprised at the sales that make them-
selves.”

This fellow pointed to a display of put-
ters, flanged niblics and other special ap-
proach clubs in one corner of his shop.
Each club had a tag on which the price
was prominently and neatly printed. That
corner alone did $1400 worth of business
last year without me or my assistants say-
ing a word until we were asked about the
clubs. The price tags did the talking that
opened the sales.”

One thing about price tags; be sure that
they are very neatly printed and don't
look like some guy just wrote on them the
first figure that popped into his mind. If
you can get the price tags printed in type
for clubs, bags and ball, so much the better
because such printed tags look like stand-
ard price for the merchandise,

We once suggested to a manufacturer
that he get printed price tags to be dis-
played on his clubs in pro shops and he
said that some pros objected to this as they
preferred to put on their own prices so
they could mark up if the customer was
hard to sell and wanted a discount or a
high trade-in allowance. Since that remark
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was made I've talked with a lot of pros
about it and have found that in so few
cases are prices marked up so the pro is
only pretending he's making a concession,
I wonder if the suckers ever are fooled
when they're buying and getting a discount
which isn't a discount.

Generally the pro shops are giving such
exceptional value in merchandise and sery-
ice they have only one big problem which
is the problem ol making the prospective
customers aware of the helpful character
of pro shop merchandising.

Better check every phase of your pro
department’s operations right now. Do it
completely and carefully and you'll get
your good share of 1919 business.

Shot-making Turf Tests
on North-South Mixture

Fred V. Grau, USGA Green section direc-
tor, arranged with pro Rodger Peacock to
hit balls with an 8-iron off grass plots at
Green Section test field as one of the many
interesting demonstrations for crowd of 200
at 1948 ficld day.

Grau's comment on the shot-making tests:

“U-3 bermuda with B-27 bluegrass, one
year old, cut 14 inch. No replaceable
divots removed. Scars fully healed with
bluegrass on November 15, one month
later.

“U-3 bermuda alone, cut 14 inch. No
replaceable divots. Scars not healed No-
vember 15 because bermuda is dormant.

“U-3 bermuda with mixed seeded bents,
one year old, cut 14 inch. Replaceable
divots removed readily. Scars not healed
on November 15. Replaced divots did not

ow.

“Mixed bent grass alone, one year old,
cut 14 inch. Large divots removed. Healed

rly when replaced.

“"Common Japanese lawn grass with
mixed bents, cut 14 inch, one year old.
Replaceable divots removed which did not
heal when replaced.  Scars still bad No-
vember 15,

“Common Japanese lawngrass with B-27
bluegrass, one year old, cut 14, 34 and 1
inch. No replaceable divots removed.
Scars were slight and have healed complete-
ly with bluegrass on November 15.

“Common Japanese lawngrass alone, cut
1 inch. Divots removed, not replaceable.
Scars still evident November 15 and will
not heal until Spring 1949 when Zoysia
resumes growth,

“Each shot was made so that the club
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hit the ball first on the down stroke and
pinched it against the turf. Roger said
the bermuda and the Zoysia with bluegrass
represented the most perfect turf for hit-
ting controlled shots.

“Zoysia cut at 4 inches presented a rough
that would fill the pros with dismay if it
were on a course where a championship
were being held.

“Roger Peacock was asked to intentional-
ly take a divot from the Zoysia-bluegrass
and bermuda-bluegrass turf. He succeeded
on the third try but nearly succeeded in
breaking his club and his wrist.

“Believe it or not we were as amazed as
the crowd was. It was unrehearsed and
we were ready for anything. As it turned
out it was the hit of the day. Surely a turf
that tough would be good not only for
tees and fairways, but for lawns, athletic
ficlds, ball diamonds, school grounds, drill
grounds, polo fields, tennis courts (may-
be), and other places where resistance to
wear and rapid healing come first,

Research in North-South Mixture

“Now what we have to do is to prove
(I) that we can maintain a balanced
mixed turf of southern and northern
grasses, (2) that any turf professional can
grow the mixture, (3) that it will give the
same results at Beltsville as at Kankakee
and Kalamazoo. This ought to give the
umlpur:lting stations something to shoot at
and it ought to lick the Poa annua prob-
lem,

“Best ol all, this mixed N-§ turf is weed-
free. No insects or Jap beetles have hurt
it and it has thrived with no irrigation.
No diseases have hurt it. One reason for
our success, I am sure, has been the deep
thorough tillage with the Aerifier. adequate
timely fertilization to favor the “under-
dog I&lms"' and MINIMUM IRRIGA-
TION.

“Seed of B-27 bluegrass is becoming avail-
able. It is in commercial production in
Oregon and acreage is being increased.

"Seed ol Zoysia is not yet available, It,
and U-3 bermuda, still must be planted
vegetatively.  Of the two, the U-3 bermuda
spreads and heals more rapidly. Both have
been winter hardy at 82° below zero for
several years."”

Western Open Dates Set

The dates for the 46th Western Open
Championship of the Western Golf Assn.,
originally scheduled for June 1619, at the
Keller Golf Course, St. Paul, Minn., have
been changed to July 28-81,

Golfdom



Fresh Meadow's New Plant
One of World's Finest

By JOHN BRENNAN

The [inishing touchies are being applied
to swank Fresh Meadow Country Club in
Great Neck, L. L, that will make it one
of the truly superb goll plants of the
world. In fact, so much money has been
poured into the former Lakeville G&CC
since its founding back in the lush days
ol 1925 that Fresh Meadow officials, with
out fear of contradiction, insist the club
represents more investment than any other
on the globe.

Since the pre-<depression days when Na
than S. Jonas, Frederick Russell, George
J. Atell, H. A. Harris, Sam Harris, Harry
L. Hass, Henry Heckel, Berrian P, Posen-
er and dozens of other prominent New
Yorkers launched the magnificent Lake
ville organization, the property has under-
gone several changes mm ownership, with
resultant [ree spending on improvements
and changes.

Lakeville, as a club, was a depression
casualty, the land p'.l.f.-ain;_; on to the Pru-
dence company, which held the mortgage.
Prudence Jeased the 200-acre tract that
sprawls majestically through Lake Success,
home of the United Nations; Great Neck
and Manhasset on Long Island’s enormous

Gold Coast, to the Queens Valley GC when
that organization sold its property adjoin-
ing the old New York World's Fair a dec-
ade ago.

The Queens Valley group folded after
operating Lakeville a couple of years and
during the war, Glen Oaks GC, which lost
its big clubhouse to Uncle Sam for prob-
ing into electronics and the secrets ol the
atomic bomb, leased the property for three
years. Glen Oaks’ course was operated on
a public basis to keep it in condition dur-
ing the war emergency.

\s the Glen Oaks members were pack-
ing to return to the own clubhouse, less
than a mile away, Fresh Meadow, then
located in Flushing, accepted a bid of
£1,075,000 from the New York Life Insur-
ance company for its .\plt'mfitl 140-acre
layout which was the setting for several
of the Goodall round-robins, the 1930
National PGA won by Tommy Armour
and the 1932 United States Open won by
Gene Sarazen, then the home pro, after
he’d won the British Open a few weeks
earlier.

It was a logical step when Fresh Meadow,
alter yielding its championship course, one

Eighteenth fairway of the Fresh Meadow Course showing larger fairway trops and reconstructed
brook (in front of bunkers) with player trying to reach green in rear of clubhouse.

March, 1949

49



Top Noitch for play
Top Noich

ECAUSE they have given the most experienced, most critical

golfers—professionals and amateurs alike—new conceptions of
golf club “feel” and performance, Wilson Top-Notch Strata-Bloc
woods and Top-Notch irons are giving pro shop sales new im/
petus. Everywhere, these fast selling clubs are being acclaimed as
“the ultimate in fine precision club building.” To you who play
these clubs—or sell them—this is not news! For you know how
really fine they are—know that once a club member uses them he
becomes an enthusiastic salesman for you. Wilson is proud of
these clubs and their selling record. They are the result of three
decades of unceasing search for perfection.

Wilson Top-Notch Strata-Bloe
woods with patented Reminder
Grue-Grip are unaffected by mois-
ture orf atmospheric conditions—
assure unvarying wood club accu-
racy. Top Notch for play ... Top
Notch in sales,

Wherever golf balls are sold, ISOTROPIG
will be the big word this season. Domi-
nant advertising in The Saturday Evening
Post, Life, Collier's and scores of other
publicotions—starting in May—will tell
the story of the new Wilson Isolropic
method of constructing Top-Notch balls.
This will mean increased Top Noté&
sales for you.

TODAY IN SPORTS
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