
h lpin 0 h r to t the cr dit hey de-

"I new we should have tipped the green eeper a Ghristmas!"
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A NOU CES A GUIDE TO

• As golf pros across the country look ahead
and plan for the important 1951 golf season,
MacGregor, too, is looking toward the future.
Right now the greatest line of golf equipment
ever designed by MacGregor craftsmen is be-
ing developed for next year. On this page are
the four great lines of 1951 TOURNEY clubs
-a new, improved 1951 TOURNEY golf ball
-and other utility clubs and accessories
made to help any golfer playa better game.

So in '51, again it's line number one-
TOURNEYI TOURNEY golf clubs and balls
are sold by golf professionals exclusively.

4'61 SI'R'NG GROVE AVE., CINCINNATI 32, OHIO
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"MT" TOURNEY

~GOLF B LLS
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TO Y ARMOU OUIS SUGGS

attractive and
rac ical Tuf·

hors bagsar in
the MacGregor
lin for 1951.

OctOD r, 1950

PUTT RS

12 differ nt typ Ii of ocGr gor
putters at available.

B o LSO

Double Servi( and Doubl Duty
irons ar the gam's most popu.
lor utility clubs.
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to special turf problems. A strong effort
is being made at two schools-Penn Stat
and Purdue - to rectify this situation.
Four year curricula are provided for stu-
dents of selected backgrounds so that
regular college courses with full credits
can be taken and studied a they apply
to turf management. For instance, a
course in soils will be vastly more helpful
to the student if he also studies the soil
as it occurs on the golf course or on th
athletic field. Disease of tobacco or cab-
bage are of little importance to the turf
student when there are diseases of grasses
to study. The very same diseases attack
pastures, too. The whole idea is to teach
the same fundamental courses in scienc
but to let the turf students study that
science as it relates to turf!

The plan had to wait several long years
while the G. I. overcrowding of class-
rooms diminshed. We hate to see it be-
cause many G. I.'s wanted to study turf
but it wasn't in the cards. The plan is
sound and receives our heartiest commen-
dations and assistance. Some of the "top-
dog" graduates will go on to take post-
graduate work for advanced degrees in
some special turf problem. These men
will be our future leaders in Research Ex-
tension and Teaching. Yes, Turf has come
of age!

Short courses in turf (6-8 or 10 weeks)
and some 2-year courses, are being offered
at New Jerse1y and Massachusetts. These
fill a need among greenkeepers, park su-
perintendents, and others who feel the
need of a "refresher" c 0 u I' s e, to be
brought up-to-date. Those who "grad-
uate" have no academic standing but they
achieve an e n han c e d position of im-
portance among their fellow men and be-
come more valuable to their mployers.
There always will be a demand for the
short course because many will not b
able to afford a four-year college cours .

In all fairness, it should be pointed out
that there is a steadily-increasing demand
for college graduates to fill positions as
turf superintendents at golf courses,
parks, cemeteries, and college turf sys-
tems. Unfortunately, ther is a serious
lag in making the positions sufficiently
attractive financially so that a young
fellow can afford to spend four years in
colllege. The ball is now in th hands of
those who do th hiring will it be a hort
kick (to the I' ar) or a long forward pas

or or a louzy fumble?
Orchids

Fir t it was the Aerif'ier gang, then it
was O. J. No r. Should it go thi year to
the be ,t crabgrass killer (heaven forbid)
or to the b -t control for goosegra
(heavens, no). Aft r long debate with
our 'elves w came to the unanimous de-
cision that it should be ORCHIDS to
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tho who have don th mo t for co-
operativ Turf R arch in a financial
way. TO argum nt hould ari ov r this
popular d cision-th r 01 d p aks for
it elf.

cours .
The turf associations include: South rn,

Texas, Pocono, N w York Stat. Okla-
. homa.

The golf clubs include: Atlanta Ath-
1 tic Club, Capital City Club, ugu ta J,. Ta_
tional, and many many more who w r
not abl to kick in 1000 ach.

The commercial firms include: Am 1'i-
can Cyanamid, R. R. Bond, 1:0 k S d
Company, H. L. Wagner & Sons, Ed.
Geary & Sons, W st Point Lawn Prod-
ucts and our 170 Green S ction rvic
Subscribers who pay 35 a year for Gr
Section Servic , mo t of which go
support coop rative r search.

The individuals includ : O. O. Clapp r
- The John Samuel Clapper M morial
Grant.

Th greenkeeper's associations includ :
Central Pennsylvania, Mississippi Vallev
Golf Supt.

Others include: Forest Park Cern try.
Houston, Texas, Municipal Sport Fund.
City of Los Angel s, Tulsa, Oklahoma,
Golf rs' Fund for War Wounded, Inc.

L t us not forget the tirel ss efforts of
thos who hav directed the research
Mu ser, Burton, Stoutemyer, Mott, D -
France and all the rest who did th real
work. Th ir orchids hav that sp cial
fragrance of "forget-me-not." (If w
missed s 0 m eon e tell us not your
neighbor. We're sorry!)

onterene and Fi Id D Y
Never b fore in history hav there been

so many gath rings and such intense in-
terest on the part of th re ord-br aking
att ndanc s. Ther w r some "Firsts" in
1950. North rn California got going at
Berkeley in May. Th Northern Inter-
mountain region had their nrst at Billing'
in Jun . Th Central Plains Turf Founda-
tion was organiz d and ha schedul d it
:fir ·t annual conf I' nc for October 25, 26
and 27 at Manhattan, Kan a . Th l'

ems to be a fi rc de ir to learn th
"now" things and to be among the first
to put th minto practice. Th pion er
spirit still is strong! Th quality of th
gath ring st adily improves with xp ri-
nc and mistak

Iolidon:



d Ii. tur
mi1lion pounds of

October, 1950

on

0.00 a in p r
acr bv planting M rion. Good s d (gen-
etically good) alway will be higher p r
pound but c hap r by th thousand
( quare fe ) becau e less s d will be r -
quir d and it won't hav to be treated
with hormone and other things. "Treated

d "a y t have not b en proven. They
mak good sale talk ut it's hard to
pro" their valu .

In 1950 nearly 50,000 pound of Penn
tat Ch ving fe cu were produc d.

Th fac that it i n't certified doesn't
chang th fa t that it i the be t Chew-
ing f scu a ailable, e pecially f' r o m
Wa hington, D. C. and into the Ildwest
\ h r th going g t tough in ummer,
It tands di ea sand clo e mowing
b tt r than other sourc s of Chewing
t t d at B It vill .

Th

valu

o.i



The Ever Dependable DOT
is Going tronger th n Ev r

This year the ew DOT made golf hi tory with it • Tru-
Ten ion" Winding. That mean:

1. Consistent Maximum Distance combined with
weet feel and the famou DOT "click".

2. Absolute Uniformity. Round after round, eery
DOT will feel and perform exactly like every other
DOT.
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By H RB G

Gene Root, that alert businessman who i
pro at Lakewood CC, Denver, Colo., and
sec. of the Rocky Mountain PGA, says h '
got one question always in his mind.

It's the most important question a pro
can ask himself:

"Am I giving my members ab solutely th
best in values and service?"

A pro, being as human as any oth r
businessman, never will be abl to giv
every member the best according to each
member's desires, tournament and purs ,
but because the pro knows his customers
better than most other retailers do the pro
can come closer to giving perfect sales
treatment than other retailers can.

One thing that makes the pro's merchan-
dising problem tough is the fact that so
many of his potential customers don't
know what they want. They depend on the
pro's authoritative knowledge of golf and
hi friendly interest in them to remind
hem of what th y should want. If th

pro reminds them too bluntly they'll pos-
sibly resent it, thinking that he's trying to
high-pressure them into buying.

So the pro has to depend on the sugges-
tion-power of shop display as much, 01'
more than, any other retailer. Often the
pro has a shop so small and poorly laid out
that display is difficult. And often the pro
doesn't show any too much judgment in
buying, particularly of styles and color
and sizes of apparel items.

Now i a good time for many pros to
tudy their ason's operations with a view

to discovering mistak s in shop arrang -
ment and display so they can correct th s
error long before 1951 golf play starts at
their clubs. There's still some ttmq for ex-
p rimenting with the shop before play
clo es down in the northern and central
tate.

In looking at many pro shops this year
I've noticed two extremes, neither of
which give the pro the opportunity h
want to serv his memb rs and make sal .

On xtrem i that of having merchan-
dise strewn around the hop lik th goods
in a drug tore window. The method may
b O.K. for a chain drug tore. It must b
or th stores wouldn't ke p at it. But
with few exceptions the method do n't
work at pro hop. The xception are at
lub and cour e where the traffic i

heavy and buying i done to a large xtent

FFIS

Th se pro who have learn d to 'how
m rchandis 0 th re ar trong and attrac-
tiv selling accent inst ad of confu ing
spray of display ar thos who t th
quickest turn-ov r on their inve tment in
shop stocks.

y ot to Bu .
Th other xtreme i th arrang m nt

of displays so p ople who walk into th
shop don't have attractive merchandi
slowing th ir rapid transit and g tting
insp ction.

Th most common mi take in pro shop
is having th ball sal ca wh re play rs
can com in and buy ball or a package of
tees and not have th ir eye topp d by
other merchandise. I'd mak con rva-
tiv gu ss that in 30 per c nt of th U.S.
pro shops make it too a y not to s other
shop m rchandis by having th ball as
located wh re th players da h in and da h
out. Sometimes the ball cas almost blocks
free passag into the re t of th hop.

You'll fr quently s wa·t d al op-
portuniti s b cause of failure to di play
some mod rate-priced item right by - or
even on - the ball ca . Hats, cap and
golf gloves are examples of the ort of
m rchandis that will be bought on im-
puls when they're xpo d to th eyes of
the possibl buyer in a pro hop and all
the buy r has to do i sign a ale lip.

On pro told m that he thought he was
stuck with a lin of hat that look d good
to him and w rood buy but dion't s 11
when h had them display d with the r st
of the appal' 1. H moved a coupl of th
ha t on top of th ban ca e and by alway
k ping one or two ther hold flv dozen

7nljdo1n



FE TURES:

Plan for a big year.
F ature GOLF PRID I

1 Cap and grip mold d
In one piece.

2. Light metal cap elimi-
nates wooden plug.

3. Will never come 100 e
or turn on haft .

. Complete grip vulcan-
ixed to steel haft.

S. By exclusive molding
feature, each grip is
uniform in s iz e and
weight.

6. Vacuum give two-
way, non-slip gripping
in any weather.

7. Cork and rubber com-
pound, easy on hand •

MO E and MOR and MORE!
The "world's finest" golf
grip is now used around the
world. Golfers are recom-
mending GOLF PRIDE grips
to friends everywhere. De-
mand is rising rapidly for
th non-slipping grip that
fe Is so easy and steady in
the hands. Better clubs of
I ading makers have GOLF
PRIDE grips. Stock them
and sell more clubs.

STYLING

( ct ol» r, 19.50 39



CALE DA DOES IFTY JOB OF ADVERTISI G EVE TS
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You seldom see any more complete or livelier advertisin9 of club event than is done by the
Wausau GC, Schofield, Wis. The members not only come to the club often but th y playa lot
and play well. Bud Werrin9 who is pro-mgr., works with all committees to s e there's somethin9
doing all through the season at the Wausau club. But having something doing is only part of the
job. The members are kept constantly reminded of what's doing. The club calendar, page of
which is shown here, is crowded with events. Even the caddy tournaments are listed on Mondays.
The calendar sheet measures 121j4 in. wid. by 71/2 in. high, allowing the member to ma e notes of
his golfing dates on the day spaces. Werring sends all his members an attractiv small des calendar
on which is lettered "A Tip in '50 Will Keep Your Game Nifty." The club's photostated 4-page
monthly magazine "Off the Green" is a newsy, illustrated job, telling what's doing ot the club,

giving instruction pointers, results and a lot of personality material.

of these hats in a few weeks at an average-
sizea private club. He said that taught him
something about the value of display space
in his shop and he was surprised that he
hadn't learn d it before by seeing how
many repaint d balls he had sold out of a
glass bowl on his ball case.

Anoth r common mistake in pro shops
is to have an open aisle from the locker-
room to the door that op ns toward th
first tee. That's all right if you want your
shop to be only a thoroughfar but if you
want to bring to the attention of memb 1'S

iomething that they could buy and use in
making their golf bett r and more njoy-
able put a table on which th r is a display
of popular merchandise right in the path
through the shop.

And you might put on that table some
specialty it m that's new and which you
want to bring to the attention of your
members in showing them that you are on
the Job to bring th m the latest good ideas
in golf equipment. You've got to bear that
"frrst with the lat st" id a in mind if you
are going to b abl to giv yourself th
right answ r to the qu stion Gen Root
say a pro rhould be asking him If: "Am
I giving my members absolutely the b t
in value' and S rvices ?" The memb rs x-
pect you to have the best in golf m rchan-

dise b fore anyone Is shows th product.
One of the smart st things a pro can do

for himself and his club is to g tach
memb r's guests talking about th ervic
at the club. Jack Druck r, v t ran pro at
Ravislo CC (Chicago dist.) and who ha
serv d at other excell nt clubs, told m
years ago that anything a pro did for a
member's guest se med to coun with a
memb r stronger than anything th pro
could do for th m mb r hims If.

I saw, when I play d at Ravi 10 v ral
we ks ago, that Ja k still is op rating on
that basis. My clubs and tho e of th oth I'

guests of our host, had been cl aned and
sta k d in the gu st rack in a club hall.
Th cl aning didn't take as long as h
tim d voted by th gu st to favorabl
comm nt on this thoughtful rvic.

Wh n a gu t go s to a fir t cIa club
he knows it is customary to hay hi str
and golf shoes shined. But ra.r ly do a
guest hay hi clubs cleaned; a job that
tak sis tim than 'hoe-shining. Of
cours th locker-room man u ually g t
tipped for th rvice but th pro i shoot-
ing for a bigg r cash r ward th n a tip.

Pro . rvic g nerally ha r a h d th
point at b tt r club wh r th pro ha to
k p a sharp watch and us his imagination
in discov ring way to improv his rvlc

Golidom.




