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Business School Plan 
Is Need of Pro Golf 

By H E R B G R A F F I S 

When the late "Doc" Treacy was na-
tional secretary of the PGA he and I got 
up the first professional business short 
course. It was put on at the Morrison ho-
tel, Chicago, and drew about 100 pros and 
assistants for two days of intensive study 
of pro business. 

Some pros who were there probably re-
member very well features of that program 
that contributed greatly to pro business 
progress. One was the lecture on the physi-
cal construction of the golfer, by the late 
Dr. Robert Dyer, a distinguished surgeon 
and lecturer at the University of Illinois 
medical school. Dr. Dyer was an enthusias-
tic golfer. He and Alex Cunningham who 
then was pro at North Shore CC (Chicago 
dist.) to which Dyer belonged, developed a 
putter grip so designed that it would co-
ordinate the hands, wrists and forearms 
and keep the putter blade on the line. 

The grip was illegal by later standards, 
but it worked. The flaw in practical appli-
cation of the plan was the difficulty in 
determining the line. Nobody yet has gone 
into the factor of defective eyesight ac-
counting for a lot of putting errors al-
though I've talked with several eye spe-
cialists who are golfers and have heard 
them say the vision of some golfers made it 
impossible to get the right line to the cup, 
especially if there happened to be a delicate 
borrow on the green. 

An oculist who followed Hagen during 
the National Open of 1935 at Oakmont, 
when Walter finished third (three strokes 
back of Parks and one back of Jimmy 
Thomson), said that if Walter had worn 
glasses and corrected his vision so his fine 
putting stroke would have been on the line, 
the championship would have gone to Ha-
gen. 

I've heard other oculists say that Hogan, 
Nelson and Sarazen appear to have eyes 
perfectly fitted to golf. 

In Dyer's lecture he only touched on the 
matter of eyesight in golf but went rather 
intensively into an outline of bones, mus-
cles and nerves in the mechanics of the 

golfer. His charts and sketches gave pros 
a simple, though necessarily limited, ex-
planation of the physical machinery they 
were handling in their own games and in 
the games of those they were teaching. 

Application of the Science 
There was another phase of that session 

that pros who attended will recall. That 
was Bob MacDonald's interpretation of the 
Dyer lecture as it applied to the lesson tee. 
Bob, then and now one of the great an-
alysts and teachers in pro golf, took the 
ball from Dr. Dyer and showed how an 
understanding of the pupil's physical 
make-up could be used in making teaching 
more effective. 

I recall that after that tie-up of the 
Dyer and MacDonald instruction, there 
were pros who remarked that Bob, in so 
quickly utilizing the techniques of another 
expert, showed how the alert and compe-
tent teaching professional must always 
catch helpful instruction ideas and not keep 
his mind closed because he thought he 
knew about all there was to be known in 
his business. 

There was another historic stage in golf 
instruction I saw at a Minnesota PGA 
business session when Prof. John Anderson 
of the University of Minnesota spoke on 
the fundamental psychology of instruction. 
Prof. Anderson is such an authority he is 
hired by General Motors as an advisor in 
GM's programs for training of employees 
in manual operations. 

Endorsement by Veterans 
Tommy Armour and Willie Kidd, two 

who are rated by pros as being top men 
among experienced and effective instruc-
tors, declared that Prof. Anderson's ad-
dress was a sound, scientific explanation of 
the most valuable points in their own years 
of teaching and brought into sharp focus 
some details of their own experience that 
they'd never vividly understood. 

These incidents of acknowledged leaders 
in pro golf enthusiastically acknowledging 
the valuable cooperation and help of out-



side authorities were significant. In any-
business or profession the leaders are those 
who are constantly hunting for opportuni-
ties to make use of the brains of others in 
addition to their own. 

The A-bomb is probably the most con-
spicuous case of the coordinated and fo-
cused use of many brains. There are many 
lesser cases, one of which is in golf. The 
greenkeepers in pooling their own brains 
with those of the USGA Green Section 
specialists, the turf research scientists of 
universities and manufacturers, and with 
state agricultural and Department of Ag-

CHEAPEST STUNT OF THE MONTH 

In a Chicago district pro shop two 
characters who by some mistake 
were accepted as private club mem-
bers were looking at a display of golf 
bags. One of them had a golf catalog 
in his hand. 

The catalog carrier pointed to a 
bag, then to an illustration in the 
catalog. "It's the same bag," he said 
to the other fellow, then asked the 
price of the bag. 

The assistant gave the price. 
The two turned away and the cata-

log carrier said triumphantly to his 
companion: "It's a deal then; I'll get 
it for you wholesale." 

riculture authorities have made tremen-
dous progress in golf course maintenance 
standards. Without this organized inter-
change of knowledge and directed research, 
golf course condition would not come any-
where close to the general excellence of 
today's courses and the cost of maintain-
ing a course in even fair condition by to-
day's standards would be prohibitive. 

Pros Need Greenkeepers' Plan 
There still is nothing in pro golf ap-

proximating the numerous greenkeeping 
short courses. The sectional PGA meet-
ings come much closer to these valuable 
educational affairs than the PGA annual 
national meeting ever has been able to get, 
although of recent years the PGA annual 
meeting has added business educational 
sessions after considerable prodding by 
GOLFDOM. 

That neglect has cost pros heavily. It's 
being cured but not fast enough. Studious 
pros, old and young, plainly see that one 
factor speeding progress in pro instruction 
is association with the college physical edu-
cators. The pros who see how colleges plan 
and study physical education work and 
strive to go at the job on a thoroughly 
scientific basis clearly realize how much 
has to be done in organizing research and 
methods in golf instruction. 

It has dawned upon many pros who have 
become acquainted with physical education 

in colleges and universites that the pro has 
the most difficult job in physical education. 
His pupils usually are older, muscularly 
inept and taking lessons and practice on no 
set schedule. The P.E. instructor at schools 
has a cinch compared with the job the pro 
is expected to do. 

Thoughtful pros comment on the benefi-
cial effect of junior instruction. The ob-
vious problem of getting a lot of kids in-
terested, the necessity of wisely organiz-
ing the class work, and the opportunity of 
closely comparing results with different 
types of pupils has caused several pros to 
remark that teaching the kids has taught 
them something about getting better re-
sults in the instruction of the kids' parents. 

It must be obvious to any pro that all 
possible junior instruction is insurance for 
the future of pro golf, now that the bag 
carts and a changed attitude of kids has 
diminished the caddy factor in providing 
new golfers. Pros are simply making pay-
ments on a job insurance policy with junior 
instruction. 

A bright thing about junior instruction 
is the great improvement in junior scoring. 
That's probably the plainest available evi-
dence of the value of pro instruction. Com-
pare the scores of caddy tournaments 15 
years ago with the scores of junior tourna-
ments this year and you'll see a much 
greater average of improvement than there 
has been in tournament golf. 

This improvement in junior scoring is a 
very hopeful sign for the future of pro 
business. Each pro knows that with few 
exceptions the better an amateur scores, 
the more he or she plays. Shop business is 
in direct ratio to the amount of play. 

Shop Schooling Is Needed 
Shop business also could stand a vast 

amount of organized and regular educa-
tion. Pros complain about the difficulty of 
getting the right sort of shop assistants but 
when they do get youngsters who are po-
tentially good, the asssistants' training is 
pretty much a hit-and-miss affair. Some-
thing in pro golf on the order of the green-
keeping short courses is greatly needed for 
the assistants, as well as for the pros, who 
are smart enough to know there always is 
plenty more worth knowing about golf 
merchandising. 

At a lot of pro shops there is a surplus 
inventory and the season is drawing toward 
a close in the north and central states. 
But have you seen signs of clearance sales 
on the general plan in other seasonal busi-
nesses? The only thing of this kind ever 
done on an extensive basis in pro golf was 
the "Birdie" sales campaign offered to pros 
by GOLFDOM some years ago and which, 
after strenuous campaigning, was fairly 
well used by pros in converting inventory 
into a profit. 

The problem of moving merchandise late 
in the season is as perennial with pros as 



^Lirf disease problems are with course su-
perintendents. Some lucky years may be 
trouble-free and preventive treatment or 
revision of maintenance practices may en-
able the superintendent to escape trouble 
j»ut the escape has been bought at the price 
of years of organized study by the superin-
tendents and associated turf scientists. 

No similar coordinated work has been 
applied to the pro over-stock problem. In 
j o m e sections surplus merchandise is 
moved from shop to shop and pros can pay 
suppliers' accounts instead of shipping the 
merchandise back to have it eventually un-
loaded through competitive and cut-price 
retail outlets and upset the pro market. 
* Much has to be done in this direction and 
much can be done under the leadership of 
many pros who are remarkably capable 
retailers. Fellows such as Spencer Mur-
phy, Harry Bassler, A1 Sargent, Willie 
hunter , Al Ciuci, Willie Klein, Harry Obitz, 
Bill Gordon, Pat Markovich, A1 Watrous — 
to name only a few of the smart pro mer-
c h a n t s — rate alongside almost any first 
class retailers in specialty lines. 
» The PGA effort to get the merchandising 
educational problems solved has improved 
since Eddie Duino took over chairmanship 
of the asociation's educational committee, 
but it's still a 30-handicap operation be-
cause of lack of a required budget. Even a 

quarter as much money as is alloted to 
tournament operations, if allotted to work 
on the pro merchandising problems, would 
mean a great increase in pro profits and a 
decided reduction in pro merchandising 
difficulties. 

The tournament bureau investment has 
paid off in the development of a big prize 
money schedule. Now, as the PGA has the 
urgent problem of revising its budget and 
raising dues to meet increased operating 
costs, the matter of devoting more organ-
ized, constructive effort to improvement of 
business of home club pros must be head-
lined. 

That problem of self-reliance in financ-
ing, instead of depending on rich, generous 
and enthusiastic amateur angels kicking in 
has been tough for PGA treasurers by an 
organization policy of not supplying all 
members with detailed financial state-
ments. Until that's done the PGA is not 
setting much of an example for thorough 
study of pro golf business financial phases. 

The individual performances of numer-
ous home club professionals as business-
men has set a high standard and eventu-
ally that will be the general standard. The 
job to be done now is to quicken progress 
toward that general standard. Such a job 
requires a well financed plan of organized 
schooling. 

Amer i c an girl pros who won European trip f rom Alv in H a n d m a c h e r for performance in W e a t h e r v a n e 
t rophy have amazed British with showings aga ins t men pros and amateurs and Eu ropean women 
amateur stars. Tour may result in British girl stars turning pro. The Yankee tourists, L to R: Betty 
Bush, Peggy Kirk, Betty Jameson, Babe Zahar ia s , Patty Berg (winner of W e a t h e r v a n e U.S. cross-
country tournament) a nd Betty Rawls. Fred C o r c o r a n m a n a g e d the tour and S p e c s H a m m o n d 

at tended to travel details. 



the golf gift 



Personalized Golf Balls in the 
Season's Most Striking Gift Box 

A gift as thrilling as a tournament prize! A dozen popular 
"Tru-Tension" DOTS or rugged TOP-FLITES marked with 
player's own name and packed in a box that reflects exclusive gift 
shop quality. This attractive box has the appearance of antique-
finished Morocco leather. The interior of the dozen size box 
is cork lined. A tasteful and useful accessory for any h o m e -
as a cigarette or utility box. An amazing value for any gift giver. 
Be sure to place your Holiday order now. 
Dot,® Top-Flite® sold through Pro shops exclusively. 

Sets the Pace in Sports 

Available in ™ 
Dozen or Half-Dozen Sizes 

I nd i v idua l l y pe r sona l i zed ba l l s in dozen size boxes only — 

Each impr int l im i ted to 18 le t ter s a n d space s . 



Planning and Budgeting 
Maintenance Operation 

By C R A W F O R D R A I N W A T E R 

B U D G E T F O R G O L F C O U R S E 1950-1951 

Part time G reenkeepe r : 
L abo r : 

6 men (45 hrs. @ 65<) 
N i g h t W a t e r i n g (20 hrs. @ 65<) 
C a d d i e Mas te r ($5.00 per wk.) 

$9,126.00 
676.00 
260.00 

$ 1,800.00 

10,062.00 

Ma te r i a l : 
Fertilizer: 

O r g a n i c N i t rogen (25 T. © $32.50) 
0-14-10 (3 T. @ $35.00) 
32-0-0 (4 T. @ $75.00) 
6-8-8 (16 T. @ $40.00) 

812.50 
105.00 
300.00 
640.00 $1,857.50 

Ryegrass Seed (4,000 lbs. @ $12.00) 
Topsoi l : 

Soil (300 yds. @ $2.00) 
Coa r se S and (150 yds. @ $1.25) 
C y a n a m i d (5,600 lbs. 4.5<) 
Peanut Hull Bran (12 T. @ $12.00) 

600.00 
187.50 
252.00 
144.00 

480.00 

1,183.50 

Arsenical W e e d Killer 
2,4-D W e e d Killer 
Ch lo rdane 
Fungic ides 
H o s e 
Sprinklers 
Miscel laneous Supp l i e s ( Flags, Poles, 

Sco re Ca rd s , etc.) 
G a s and O i l 
Repairs 
Ice 
Reserve for Con t i n genc i e s 

200.00 
60.00 
75.00 

300.00 
125.00 
30.00 

180.00 
480.00 
300.00 
150.00 5,421.00 

717.00 

T O T A L $18,000.00 

N O T E : N o al lowance m a d e in this budge t for Cap i t a l Expenditures or depreciat ion. All electricity 
is paid on one bill a nd no part is p rorated to G o l f Course . W a t e r is pumped from private 
wells by electricity. 

I have had the privilege for the past sev-
eral years to be a member of a Greens 
Committee charged with the supervision 
of an 18-hole course which needed tremen-
dous improvement in upkeep and general 
playing conditions. Furthermore, these im-
proved conditions had to be brought about 
on a limited budget. 

The purpose of this discussion will be to 
offer some suggestions as to how one may 
give his members the best conditioned 
course at the lowest possible cost. 

To begin, let's lay the foundation for man-
agement — the Greens Committee and the 
greenkeeper. First, let's consider the quali-
fications of a good Greens Committee: 

1. A committee composed of not less 
than three — appointed or elected in such 
a manner that not over one new man will 
come on the committee each year. It takes 
time for new committee members to be-
come acquainted with the various details 
and to become sufficiently informed that 
intelligent decisions can be made. 

2. A good cross-section of the golfing 
membership of your club, both low and 
high handicap players, should be repre-
sented. Remember the average golfer is 
about a 90 player. You and I are interested 
in pleasing all types of members, and don't 
overlook the ladies. 

3. Each committee member should: (a) 
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Have previous knowledge and experience in 
turf culture, if possible, (b) Have demon-
strated a genuine interest and ability in 
growing better turf, (c) Be open-minded, 
and (4) Be willing to devote sufficient time 
to the study and problems affecting the 
course. 

Now that we have a Greens Committee, 
let's consider some of the qualifications of 
a greenkeeper: 

1. He should be a golfer so that he will, 
understand the players' point-of-view. 

2. He should have sufficient education to 
be able to keep records accurately and read 
up on the latest available information. 

3. He must be receptive to new ideas 
which have been proven by those better 
qualified than himself. 

4. He must be a good organizer and 
leader of men. 

5. He should have initiative and work 
closely with the Greens Committee in for-
mulating policies. 

With the management group complete, 
their first responsibility is to analyze as 
accurately as possible the actual condition 
of the particular course in question. This 
analysis must be unbiased and made with 
the players' point-of-view in mind at all 

times. Sometimes the use of a suggestion 
box or a letter to the membership asking 
their views can be quite revealing. At our 

O U T L I N E O F W O R K 

J A N U A R Y , 1951 
S p e n d as much avai lable time as poss ible 
prepar ing top soil for future use. 

M o n d a y — 8 — A p p l y I to 2 lbs. avai lable 
n i t rogen per 1,000 sq. feet on 
greens. 

M o n d a y — 1 5 — A p p l y N/2 to 2 lbs. avai lable 
n i t rogen per 1,000 sq. feet on 
tees. 

Treat rye grass to prevent fungus diseases, at 
7 to 10 intervals, if necessary. 

F E B R U A R Y , 1951 
M o n d a y — 5 — B e g i n aer i fy ing fairways us ing 

I inch spoons. Follow imme-
diately with 500 lbs. per acre 
of 6-8-8. This will p robab ly re-
quire 8 to 10 days to complete. 

M o n d a y — 1 9 — A p p l y M/2 to 2 lbs. avai lable 
n i t rogen per 1,000 sq. feet on 
greens. 

M o n d a y — 2 6 — A p p l y I '/2 to 2 lbs. ava i lable 
n i t rogen per 1,000 sq. feet on 
tees. 

Treat rye grass to prevent fungus diseases, at 

7 t o 10 day intervals, if necessary. 

M A R C H , 1951 
M o n d a y — 1 9 — A p p l y l1/^ to 2 lbs. avai lable 

n i t rogen per 1,000 sq. feet on 
greens. 

M o n d a y — 2 6 — A p p l y I 1/2 to 2 lbs. ava i lable 
n i t rogen per 1,000 sq. feet on 
tees. 

A P R I L , 1951 
M o n d a y — 9 — A e r i f y tees using '/2 inch 

d iameter spoons. 

M o n d a y — 1 6 — A p p l y 2 lbs. avai lable n itrogen 
per 1,000 sq. feet greens and 
aprons. 

M o n d a y — 2 3 — A p p l y 2 lbs. avai lable n itrogen 
per 1,000 sq. feet on tees. 

M A Y , 1951 
W a t c h for weeds and spray as soon as they 

beg in to show up. Use light app l i cat ions for 
3 or 4 consecutive weeks. 
M o n d a y — 7 — A e r i f y greens on front nine 

using 1/2 inch spoons. Follow 
with light top dress ing. 

M o n d a y — 1 4 — A e r i f y greens on back nine 
using '/2 inch spoons. Follow 
with light top dress ing. 

M o n d a y — 2 1 — A p p l y 2 lbs. avai lable n i t rogen 
per 1,000 sq. feet to greens 
and aprons. 

M o n d a y — 2 8 — A p p l y 2 lbs. avai lable n i t rogen 
per 1,000 sq. feet to tees. 

J U N E , 1951 
M o n d a y — 4 — A e r i f y greens on front nine 

using '/2 inch spoons. Follow 
with light top dress ing. 

M o n d a y — I I — A e r i f y greens on back nine 
using ^/i inch spoons. Follow 
with light top dress ing. 

M o n d a y — 1 8 — A p p l y 2 lbs. avai lable n i t rogen 
per 1,000 sq. feet to greens 
and aprons. A p p l y 64 lbs. 
avai lable nitrogen per acre to 
fairways. 

M o n d a y — 2 5 — A p p l y 2 lbs. avai lable n itrogen 
per 1,000 sq. feet on tees. 

A R E A S C O U N T R Y C L U B 
D A T F 

H O L E T E E S F A I R W A Y G R E E N 

# 1 sq. feet acres sq. feet 
# 2 sq. feet acres sq. feet 
# 3 sq. feet acres sq. feet 
# 4 sq. feet acres sq. feet 
# 5 sq. feet acres sq. feet 
# 6 sq. feet acres sq. feet 
# 7 sq. feet acres sq. feet 
# 8 sq. feet acres sq. feet 
# 9 sq. feet acres sq. feet 

# 1 0 sq. feet acres sq. feet 
# 1 1 sq. feet acres sq. feet 
# 1 2 sq. feet acres sq. feet 
# 1 3 sq. feet acres sq. feet 
# 1 4 sq. feet acres sq. feet 
# 1 5 sq. feet acres sq. feet 
# 1 6 sq. feet acres sq. feet 
# 1 7 sq. feet acres sq. feet 
# 1 8 sq. feet acres sq. feet 

PRACTICE sq. feet acres sq. feet 

TOTALS sq. feet acres sq. feet 

N . B . — 43,560 sq. feet equals one acre. 

F i g . 1 



course, we received several very excellent 
suggestions, some of which could be carried 
out with little or no effort. Nevertheless, 
when a suggestion is carried through, you 
have performed a selling job and the club 
member who made the suggestion imme-
diately becomes more interested in what is 
trying to be accomplished. 

After an analysis has been made of your 
particular situation, you should itemize 
every condition needing improvement and 
determine the preference or order in which 
the items will be accomplished. 

Remember, there is a selling job to do 
and at the same time stay within a specified 
budget; therefore, it is best to lay out a 
well balanced program and estimate costs 
at the outset. I propose that labor, mate-
rials and a planned schedule of mainte-
nance be laid out on an annual basis. To 
assist in such an undertaking, use a chart 
(see Fig. 1) listing unit areas and the total 
overall course area to be maintained. Such 
a work sheet will help (a) to determine 
total fertilizer requirements, (b) to esti-
mate top-dressing requirements, (c) to es-
timate seeding requirements for rye grass, 
and, (d) to estimate requirements of fun-
gicides and weed killers. 

In a like manner set up a time schedule 
or outline of work (as shown on preceding 
page) to follow in maintaining unit areas 
listed on chart shown in Fig. 1. Such an 
outline or schedule will help (a) to insure 
that every job will be accomplished, (b) to 
evenly distribute work load, (c) to obtain 
maximum use of labor, and, (d) to estimate 
labor requirements. 

After completing the "Outline of Work", 
you are then in position to make a budget. 
The budget shown on page 26 is that of 
the Pensacola CC for 1950-51. It shows you 
tangible results of our planning program. 
This course has 18 holes on a very sandy 
soil. Greens are generally cut six days each 
week. The budget has been successfully 
used since the fall of 1946 and we believe 
the course has shown tremendous improve-
ment. 

S h o r t a g e s of Ma in tenance 
Equipment and Suppl ies 

C. O. Borgmeier of George A. Davis, Inc., 
says in Midwest superintendents' associa-
tion bulletin that course equipment and 
supply picture shows shortages on every 
hand. 

Rye grass, fescue and bent crops have 
been reduced by dry weather in the north-
west. Too much rainfall during June and 
early July in midwest has seriously inter-
fered with harvesting of blue grass and red 
top. There won't be large seed stocks for 
1952. Lessened home building probably 
will reduce demand and keep prices within 

bounds although grass seed is not covered 
by government price control. 

Aluminum, copper and stainless metals 
are not available for non-essential use so 
even if maintenance equipment manufac-
turers get more steel in the last quarter of 
this year the prospects of adequate supply 
of finished items isn't bright. 

Borgmeier believes that if world condi-
tions get easier and war threat lessens gov-
ernment ban on construction of new 
courses and other recreation facilities will 
be lifted. 

H O N O R E D F O R 33 Y R S . S E R V I C E 

Ford Goodrich, course superintendent at 
Flint (Mich.) GC is presented gold watch 
on behalf of the members of the club in 
recognition and appreciation of his third of 
a century of faithful service. Presentation 
was made at July 10th meeting of the 
Michigan and border cities Golf Course 
Superintendents Assn. meeting at the Flint 
club. Pres. Robert E. White, presents 
Goodrich with watch as E. M. Titus, Greens 
Committee chmn., looks on. 

I o w a G r e e n k e e p e r s C h a n g e N a m e 
Members of the Iowa Greenkeepers Assn. 

voted unanimously in their meeting at 
Iowa State College, Ames, June 30, to 
change the name of their organization to 
the Iowa Greenkeepers and Turf Associa-
tion. The action was taken to make the 
name more representative and include the 
park, cemetery, athletic field and lawn 
groups who have been actively interested 
in better turf and in the affairs of the as-
sociation for many years. 

Officers of the new group are: Walter 
Fuchs, Cedar Rapids, pres., Beryl Taylor, 
Iowa State College, v-p, Roger Fritsch, 
Ames, sec'y-treas., Wm. Keating, Des 
Moines, treas. of the Turf Fund and H. L. 
Lantz, Iowa State College, editor of the 
Newsletter and director of Research. 






