
Closeup of gullies adjoining Copper Basin GC
shows sedge grass growth slowly coming back on

once barren soil.
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2-5 St. P t rsburg (Fla.) Open
Inv., Lak wood C.

7 La orc C, Pro- mat ur
Inv., Miami Bach, Fla.

9-12 Miami Bah (F'la.) Op n
Inv, Normandy lsI and Bay
Shor GC.

13-15 eminole C, ro-Amateur
Inv., Palm Beach, Fla.

16-19 11th Annual Worn n' TitJ-
hold r Op n, Augu ta (Ga.)

C.
17-20 Jacksonvill (Fla.) Op n

Inv., Municipal GC.
22 Aik n ( .. ) ro-Amat ur

Inv., Palm tto GC.
23-26 Gr nsbor (N. .) Op n Inv.,

S dg field C.
30- pro 2 Wilmington (N. .) Op n

Inv., Cap F ar C.

PRIL
6-9

17-22

Mast rs' Augusta (Ga.) Na-
tional G .
50th Annual North and outh
Invitation Amat ur Cham-
pion hip.
4 th North and outh Invi-
tation Champion hip for
Worn n.

24-29

1-7 e t rn Amateur, Dallas
(T x.) CC.

1 -1 British Ladies Amateur
Champion hip, Royal County

own GC, N wca tie, Ir land
21-22 Illinois PGA Champion hip,

t. Andrew (Chicago Di t.)
GC.

?2-27 British Amat ur Champion-
hip, t. Andr ws GC, Fif ,
cotland.

.n.:
-9 Walk r Cup Matches, Bit k-

dal .
-10 USGA Op n Champion hip,

ferion CC, Ardmore, Pa.
15-18 Palm Bach Champion hip

(form rly Goodall - Round
Robin Tournam n ), Wyka-
gyl CC, N w Roch lle, N.Y.

19-24 Worn n ' W t r n Op n
hampion hip, Ch rry Hill

Club, D nv r, Colo.
19-24: U.. niors, Appawami CC,

Ry, .Y.
21-27 National PGA Champion-

hip, Scioto CC, Columbus,
Ohio.

2 - uly 1 CAA Championship.
Univ. of N w M xico, Albu-
qu rqu , N. M.

Mnrch,1950 .51
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Pay •ro I I 5

By BOB GUTWEI

Professional, Sunnehanna Country Club, Johnstown, Pa.

I don't recall seeing anything in print
about one of the most helpful elements in
a pro's business success. That element is
the golf manufacturer's salesman, com-
monly known as "the Peddler."

The peddler can help a pro more than
many a pro realizes. Furthermore, the pea-
dler can help the pro educate his assistant
so the young fellow will be of increased
value around the shop and be able to take
a considerable load of detail off the pro's
shoulders.

The golf peddler doesn't have an easy
time of it. He may call someplac where
the pro's lesson calendar is absolutely
jammed and that means the salesman will
have to wait, and the pro may be inclined
to go through the routine of buying or
"brushing off" the salesman instead of re-
garding the call as a potentially profitable
use of time that may bring him more profit
and wider member satisfaction than could
be reaped from one lesson to one member.

You can expect the salesman to have a
pleasant personality; otherwise he wouldn't
hold his job as a salesman very long. You
also can expect that he is going to sell you
all, within reason, that he can. Those fac-
tors of winning personality and a natural
desire to do business must be kept in bal-
ance by the pro. Young pros have made the
mistake of buying from everybody with a
unny smile and a smooth line and have

over-stocked their pro shops to the xtent
that they COUldn't move the goods and
wound up with bad credit or having to
return the merchandise.

The protection against that is simply
good judgment in being honest with the
salesman. You have to tell the truth to
the salesman just as you'd have to tell the
truth to your lawyer. Sometimes, for the
inexperienced pro, it's painful to tell the
truth about the job not beinsr as good as it
may look. Almost everybody, pro or other-
wise, wants to appear prosperous to others
in his business.

When a pro takes time to talk to sales-
men, and listen to the salesmen's stories,
ven if the pro doesn't want to buy, that

time may bring back good returns in some
valuable information on merchandise and
merchandising methods. The pro has a
tough selling job to do with the outward
appearance of clubs and balls of widely

.H

varying prices often looking about the sam
to the prosp ctive buyer who omes into the
pro shop. The pro and hi hop a si tant
have to know the details that account for
the difference in prices.

Mess nger With d a
These fellows who trav I all ov r th

country pick up great id as on how to di -
play, advertise and sell the products they
are selling. All of these id as are your if
yo '11ask and listen.

Maybe you'll say: "Well, why don't th
peddlers tell us." I'll give you the an 'W r
to that. A lot of them don't dare. Th y' •
heard pros say-and so hav you-"I'v
been a pro for 20 years and this guy p d-
dling golf gimmicks comes in here and tri
to tell me how to run my shop." All th
salesmen tried to do was to suggest to the
pro how the pro could mak more mon y.
If that's an insult I, for one, don't mind
being insulted into prosperity.

To get constructive ideas in a busine s
that has as many uniqu angles as pro
shop selling you have to k ep looking and
asking. Some businessmen who've b n
sp cialists in their businesses 50 years and
who have been highly successful, hav no
hesitancy in bringing good men into th ir
business to show them how to improve th Ir
methods. I believe our good friend G org
S. May will back me on that, and cite many
cases to prove the point.

I always have made it a policy to ask
the top men in the field "What's new?" .
"How do you lik this shop arrangement?"
Have you seen any unusual and effective
displays or merchandising set-ups that T
might use?" "What types of playing equip-
ment or sportswear are selling the best?"
"What are the other pros doing?" And by
the time I get through int rviewing and
list ning to the answers I've had many x-
cellent ideas told me that have helped m
make money and make my members happy.

The pro who has the idea he knows all of
the answers is kidding himself. This golf
business, and th whole world, are moving
too fast for anyone fellow to be complet ly
confident that h 's up to date. What may
have been great in his shop selling method
a couple of years ago, right after the war,
may be hopelessly wrong now.

The pro must keep in cIo r touch with
improvements in merchandi and style

Gol/dom
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\ Vhcn '0\1 ell 'our u.lom r: Ha Ten golf clubs vou
uivc th m more for their mone y than the' (ill g< I in
dill>: of any other make at anywhere ncar a (om-
parabl pri c.

1 knov I'm taking in a lot of t rr itory wh n I mak
thi. stat mr nt I lit on' I ox at my late: t III del and
I'm sur YO\l'1I agr

In all m mom' y ar of d 'si ning golf lul» I',( never

had mod I t offer ou that gave me 0 mu h prid
and per onal sati: fa tion a. th n w Hai wood. and
Haig' ltra iron ..

'I he 'ar th fin t Iuhs s ill. know-how and mode rn
can produ ' ..• ach lub i. triet! u: torn-built

and, ith (\'(I1I\1'l;e features of de. ign and con tru tion

that will help 'our u tom r gam ..

Compare th .sc ad 'ann d Haig mod I. from e, cr.
.tandpoint. ompare them for feel for feature (If (01/-

struction and for plo)lobtli()'.

nd pleas r m mb r thi : Th Hag n line 1. trietl
a line jor pro lling ... trtl] altoays be old in jJr(} '/lOftS

only, nd remember, too, if it bear. m 'nam the rc 's

no tter valu for th moncv,

W alter Hagen Divi ion
of Wilson Sportmg Goods Co,

Grand Rapids 2, Michi on
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trends and changes than any of hi' com-
petitors do. If he doesn't, then he can only
blame himself when store competition gives
him a sad beating. The pro is in the best
spot to know what's what in golf, but he
won't have his knowledge up to the minut
unless he makes use of the salesmen.

Service and information are our aces in
selling to our members. When w know all
the answers about our merchandise then
we can do the job th club exp cts us to
do; but only then.

So let's make full use of this valuabl ,
practical free help salesmen are qual.ified to
give us. At one time or another durmg th
pa t 17 years I can recall gett~ng lots of
fine ideas and help that really paid out from
such fellows as Earl Schlax of Kroydon,
Bill Brown of Hotze, Bill Kaiser of Hillerieh
and Bradsby, Frank Sprogell of Scoggins,
Earl Frieburg of Wilson's, Bob Rick y of
MacGregor' , the dean, Matt K' ernan of
Spaldings and many others to whom I'm
indebted and whos names would mak a
lengthy list,

To all of them I say "thanks," and t my
brother pros I say the e salesmen ar aids
we all could us to decided profit and ad-
vaneem nt.

Wom n in Cro .Country
eath ryan Op n

This spring, led by th Big Four of
women's professional golf-Patty B rg,
Betty Jam son, Louis Suggs, and Babe
Didrikson Zaharias, the girl will b shoot-
ing at a total of 17,000 in priz money in
the first cro a-country tournam nt ever
staged, the first annual W athervan Open.

The Weathervane Op n will consist of
four eparat 36-hol competitions played
on conse utive week-ends in four different
state , California, Illinois, Ohio, and New
York. The first comp tition for the star
women pros, as well as top amateurs in the
country, will be at P bble Beach on Cali-
fornia's Monterey Peninsula on April 29-
30. The following w k-end, May 6-7, th
girls will b playin on Chicago' Skycr st
Cours , Babe Zaharias' home club. The
third competition is cheduled for May 13-

4 at Th Ridgewood Golf Club in Cleve-
land, with the wind-Up set for Knollwood
Country Club, White Plains, New York, on
May 20-21.

In ea h of the four tournaments, the girls
will be hooting at $3,000 in priz money,
and th golfer compilin th low st total
for the 1 4-hole marathon will r ceive an
additional 5,000 and th W athervan
Trophy, donated by Alvin Handmach r.
All proce d from th tournaments will go
to local chari tie "

The quality of th golf th girl ar now
producin can be t b gaug d by Loui

56

suggs total f 291 in wmrnmr th
ational Worn n' Op nand Bah Zah

phenom nal7 in th wind during th
East rn Op n.
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othio9 bu Gauz-
te wi\\ do tor so
maoY of your cus-

tomers. favorite of golfers everywhere. Gouz
te

is the wo
rld

's outstanding cohesive gauze .. ·
perfect on dubs to prevent slipping. on hands
10 prevent blisters. Sells fast .. · sells seo

son
-

long in the Sports-iin Display. Order from your

who\esa\er.
Manufactur d only by

8 0 G S. I C. CHIC GO 5

G£ £R
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*
By BE T B U

In analyzing what makes the golf
course outstanding, I always consider th
site first. Many years ago it was common
to design and build golf courses on proper-
ties which had an acreage of only 110 to
120 acres. In most cases these were too
small and resulted in layouts in which the
holes were much too close together. They
were parallel and often very dangerous.
Besides this, because of the tightness of
the design, they wer dull and uninterest-
ing. In order to have an outstanding golf
course, it is generally necessary to have a
minimum of 160 acres and if there are
many features in the site such as a lake,
deep ravines, stone outcrop pings or
heavily wooded areas it may require 200
acres. By having acreage of this size it
is possible to work out the general design
so that there are very few parallel holes,
and these are far enough apart to be saf
to play and the player is not awar of th
adjoining hole.

Besides having th site large, th shap
or outline of the property is v ry im-
portant. Generally, a perfectly square or
rectangular site doe not mak as inter-
esting a layout as one in which the
boundari s of the property are irr gular.
It is desirable to have the long dimension
of the site running in a north and south
direction. By doing this, it is possible to
have a layout in which there ar a mini-
mum of west sun shots.

In addition to the above qualifications,
the site should be gently rolling and not
too rugged as this limits the classes of
players that may us the cours . It will
also be partially wooded and will ha ve
good soil. The property might have some
ravines, a winding str am running through
it or a small lake. These features tend
to give interest to th layout.

Having enough acr age for th golf
club is xtremely important b cau it
will provide room for the practice driv-
ing areas, the practic putting gr en, the
practice pitching and chipping gr ns, the
parking spaces, tenni courts, swimming
pool. terrace and other recreational fea-
ture. If the clubhou can be 10 at d on

small broad hill it i de irable; but it i
not desirable to hav it at the top of a
v ry te p hill as this i often v ry un-
*(NGSA convention paper)
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pI asant for the tired pl
th nd of hi round.

arl t

r to limb a

The pars of the various hol
worked out so that th r will b n tw
similar pars succ ding on another. Th
pars of the out tanding ours might r d
as follows: ,5, 4, 3, 4, 5, ,3, 4. You
will note that in this ard th r ar two
par 3's, two par 5' and fiv par !'
making a total of 36; and th r ar thr '
good long hol b for you r a h th num-
ber 4 hole which is a par 3. This giv
th crowd ample tim to t away with-
out tying up the play a a hort hoI .

Golfr1om



nd you'll und rstand why America's
golf shoe is

... on th
fairway
and on th
str t

Th se great golfers
all wear

Foot-Joy shoes

by FIELD and FLINT CO.
Brockton 68, Mass.

stablished 857

It' no accident that eery Open Champ ince 19.'\9
ha worn Foot-]o hoes. Or that 107 of the 162 players
in la t year' arional Open wore them! hen you on-
idee the tram of tournament play, the importance of

perfect balan e on cry hot, the need for coo ranr, turdy
upport ... when you think of a golf cour e in term of

feet, you can why 0 many golfer =-amar ur and pro
alike-choo Foot-Joy ho .
Thank to thi uni r al e teem, the Foot-Joy Golf hoe
ha becom a leading profit builder in pro hop through-
out America. With fifteen mart ryle to choo e from,
ever man and woman in your club " ill find ornerhing
that appeal to hi ta te . .. er becaus ) ou can get quick
deli erie from Field and Flint, }OU ke pour inventory
low What' more, Foot-Joy upplie }OU with a whole
a ortrnent of attractive ale aids, co spark incere c around
the club hou e.

olf hoe bu inc can be big busine \ -h n 'ou're hand-
ling rhi profitable line. Why not 'rite for illu trat d

aralog and detail' today?

"/NTRU
Golf, 012

(feet, 7018

In E YORK, Foot-joy tore,417 Iadi on Ave, Phone: Plaza,3· 522

S lp Alexander. Herman 8arron, Johnny Bulla. Jack Burke. Sam Byrd. Pete Cooper. Jimmy Pemaret. Ed Pudley.
Ed Furgol. Vic Gheni. Jerry Glynn, Bob Hamilton, ChICk Harbert. Cia lid. Harman, Ben Hogan. Herman "eiser.
lawson little, lloyd Mangrum, Jug McSpoden, Cary Middleco/!, Er,c Monti, B.II Nary, Porky Oliver, Johnny Palme"
Hen,y Ran.om, Gene Sara.en, Alfred Sm.th, Sam Snead, J.mmy Thompson. J.m Tu,nesa, Craig Wood, lew
Worsham, lr, Jerry Barber, Patty Berg, Monlynn Sm.th. lou ••e SlIgg., a.ttye Mimi I)onco/l



to the fairways if they are elevated. This
makes it possible to mow the tee with a
fairway mower and does not require any
hand cutting. By having large tees it is
possible to change the tee markers often
and allow newly repaired turf areas to
knit thoroughly before they are used
again. The tee need be only high enough
for vision and drainage. It should also
blend naturally into the landscape and
should in no way look artificial.

lodern Trap Construction
After the tees, the next feature that is

noticeable is the traps on the fairway. At
one time it was customary to build sand-
traps by scooping some of the soil in a
trench-like manner out of the ground and
building a high mound next to this trench
with steep slopes. This mound was very
difficult to maintain because it was so
steep that it could only be cut with a
hand mower and it was subject to sun
scald during hot weather. Consequently,
it was always an eye sore on the golf
course and the sand was invisible to the
golfer.

On the outstanding golf course the
sandtraps are built above the surface of
the existing ground. The portion which
contains the sand is shaped in a slightly
tilted dish-like manner. The soil or
shoulder adjoining it is carried out in a
long gentle slope which permits easy
mowing. The outline of the trap will be
such that it will follow the swing of a

fairway mower. Many little tongu
sod and curlicues and little i land
gra s in the trap ar very exp nsiv
maintain and, unless xpertly handl d,
will be unattra tive on the golf cour .

The green' on the out tanding cour
may have an approximate iz running
from 4000 to 10,000 squar feet a hand
the average may be as much a 7, 0
square feet. These gre ns will vary in
size, shap and contour d p nding on the
length and how difficult th approach. hot
to the gr en may be. Th modern gr n
will be built with gentle undulation and
will not have severe bump or knoll. The
slope will be such that wh n the play r i
making a downhill putt th ball" ill not
gain considerable mom ntum.

These gre ns will not hav t p, abrupt
shoulders but will carry out with long
gentle slopes which will p rmit m wing
with a fairway mower. Where th hot
r squtrements permit on par 4 and par 5
holes the sandtraps will be far enough
away from the putting green to permit a
fairway mower to cut b tween th putt-
ing surface and the sandtrap. Thi will
reduce maintenance xp nse.

PI nt of up re
The greens will have many plac to

put the cup and at least 7570 of the ur-
face will be useable for this purpo . This
will mean that on a cours that is heavily

(Continued 011 page 99)

INCREA ES FEE COURSE P AY

This green on Cherry Hills daily fee course in Chicago district shows how an interesting green
and trapping can be constructed on flat ground. In many other respects Cherry Hills shows
how privately owned pay.as.you.play courses are meeting public demand for good golf faciliti s.
Under management of Walter and Genevra Wallace, Cherry Hills started on course and club-
house rehabilitation in 1945. Response to improvements resulted in building additional 18 hoi s
with Ed Sickman and Supt. Matt Bezick supervising course construction. New' 8 put in play in 1949.
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