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Pros Tell Successful Ideas 
for Late Season Selling 

« Many professionals who are rated as f irst-class pro businessmen tell the score in pro merchandising in s tatements made in response to a GOLFDOM survey of the prevai l ing pro department business s i tua-tion. Responses reflect pro policy in deal-ing w i th varying factors of club and fee-course merchandising and clearly present the pros as canny and resourceful mer-chants in adjust ing their operations as c ircumstances demand. 
T w o points were s tressed in the survey. One w a s the e lement of used club sales in encouraging and supplying a growing marke t that might be handicapped by higher playing equipment prices necessi-tated by w a g e and material price in-creases . The other w a s to what ex tent and where pros could use the c learance sale idea in convert ing inventory into cash, especially near the close of the sea-son in central and northern territory. 
S ta tements from the pros, m this and future issues of GOLFDOM, plainly show merchandis ing abil ity that accounts for the pros being by a long w a y the domi-nat ing factor in golf goods merchandising. 
An interest ing example of successful use of every possible sel l ing force is the newspaper advert is ing of J immy Thomp-son, a t Timpanogos GC, Provo, Utah, f ee course. J immy uses 10*6 inches on four columns to advertise "mid-summer golf bargains" for "two w e e k s only." Prices of s e t s of woods, irons and bags, and of separate sets of clubs, bags and balls are prominently displayed. The advert is ing moves merchandise. 

Promote Golf; Increase Sales 
Thompson says: 
"Those of us that have seasonal jobs, 

certainly have to apply 'late summer sell-
ing pressure'! 

"As to disposal of trade-ins; I have used several methods, i.e., cut t ing clubs down for juniors, also, I have displayed wi th in m y shop a large barrel, a t tract ive ly painted as, "Jimmy Thompson's Bargain ,Barrel", in which I place odds and ends of 

clubs, w i th each of them tagged for price. (Always , in m y shop, I have every club, both new and old, well marked for price.) 
"As to wear ing apparel, shirts, caps, jackets, etc., I periodically place a table in a good locat ion within the shop, display-ing various specials. I believe that at all times, if an i t em is not moving, one should immediately convert the i tem into cash, and restock w i t h a more standard item. 
"I feel the best method any pro can use toward sell ing, is his promotion of golf! 'Educate the public to the pleasure of playing'. You were never so right with any s ta tement , than your recent one, wherein you s ta te that 30 to 35% of a pro's t ime is spent gratis , because pro-motion certainly costs the individual pro time and money! 
"Each s u m m e r I offer a three week course, cons i s t ing of two lessons each week, to all juniors, wherein I furnish all equipment, including balls, w i th no charge whatever. This year, as well a s last, I had some 60 to 70 youngs ters in these classes. Upon completion of the course, I run a tournament, offering numerous prizes. These youngsters are certainly our members of tomorrow. 
"As to promot ing women's play; I have given free group lessons every Wednesday morning, during the entire season. We now have a group of some 45 to 50 women, which does not include the ex-perienced players. 
"It s e e m s some of these methods were never a t t empted previously, a t this Club, and it has cost me considerable t ime and money, however, it is the only solution for increasing play and selling. 
"This season we have had the Utah 

State Men's Amateur and the U t a h State 
Women's A m a t e u r meet s here, also, the 
Provo City Open, which carried an entry 
list of 162, which w a s an increase of 85% 
over last year. Too, it w a s the first t ime 
the Men's A m a t e u r had ever been held in 
any location other than Salt Lake City. 
Other tournaments are the Junior Tour-
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namen t , Caddie T o u r n a m e n t , Month ly Di-rec to rs ' Cup T o u r n a m e n t , Shr iver ' s Hi -Lo Tournamen t , t h e U t a h County T o u r n a -m e n t and the Ci ty W o m e n ' s T o u r n a m e n t , also, we have l e a g u e m a t c h e s twice a week f r o m the s tee l p l a n t located here . 
"You can see f o r a communi ty this size, t h e r e has been considerable ac t iv i ty . 
"Also we run a Mixed Sco tch -Foursome once a month , a t which t ime a po t - luck supper is held a f t e r w a r d , th is be ing done s ince we do not h a v e faci l i t ies fo r a gri l l , to da te . 
" I f u r t h e r h a v e t h e ful l coopera t ion of the radio s ta t ions , where in they e l abo ra t e on the var ious act ivi t ies , a s well a s ex-p la in ing the merchand i se avai lable wi th in the shop. I s incerely believe all th is p ro -mot ion is essent ia l t o w a r d sell ing and bui lding up m e m b e r s h i p s of a n y Club. 
"This l a te s u m m e r I a m not too heavi ly s tocked wi th clubs, etc., however, I do have f a r too m a n y golf balls, as do m a n y of the o ther boys." 

Sales Policies To P lease All 
H a r r y Todd, Lakewood CC, Dallas, Tex., 

s a y s : 
" W e notice t h a t t h e sales begin to d rop 

off in the middle of J u l y . At th is t ime we 
a r e a l ready buy ing t h e merchand ise fo r 
fa l l and winter . By checking t h e records 
of t h e p a s t years , w e h a v e a p r e t t y good 
idea on how s t r o n g t o go. Wi th th is m e r -
chandise coming in f r o m Sep tember 1st 
on, i t is then n e c e s s a r y fo r us to m a k e 
room for it. 

" A year a g o l a s t S p r i n g we had a sa le 
and cleaned out ou r W i n t e r merchand i se 
100%. Las t A u g u s t w e completely c leaned 
out our S u m m e r s tock , and aga in in t h e 
Spr ing, we sold ou t t h e l e f tover W i n t e r 
s tock . 

" I personal ly t h i n k t h a t any P r o t h a t 
does not p u t the r e m a i n i n g merchand i se 
on sale is m a k i n g a mi s t ake . 

" W e find t h a t ou r b e s t cus tomers do n o t 
wa i t f o r the sale, a n d ye t the m e m b e r s 
who do look fo r b a r g a i n s a r e the first to 
t a k e a d v a n t a g e of i t . So in the long run , 
it seems t h a t all t he m e m b e r s a r e happy , 
and above all t h e e n t i r e membersh ip is 
pa t ron iz ing the golf shop. 

" W e c a r r y a ve ry l a r g e s tock of s p o r t s 
w e a r fo r men and t h e ladies, and w i t h 
t h e t u rnove r comple te a t leas t once a n d 
somet imes more each season, i t is v e r y 
g r a t i f y i n g not to h a v e to pack mos t of 
the s tock in m o t h ba l l s fo r the nex t sea-
son. 

" A s fo r t r ade - ins on clubs, we have a n -
o the r w a y t h a t h a s been m o s t successfu l 
f o r us . We very se ldom sell a used club 
or b a g to a member . All the sales a r e to 
pe r sons who a r e no t member s ; mos t ly 
f r o m p layers of t h e publ ic courses. 

" O u r m e m b e r s leave the i r old c lubs 
wi th us when t h e y p u r c h a s e a new se t 

and we c h a r g e them t h e fu l l pr ice and then t a g t h e old set. W e tell t h e m w h a t we t h ink t h e y a re w o r t h a n d when we sell them, w e then credi t the m e m b e r wi th the ful l a m o u n t of the sale. P rac t i ca l ly every t i m e the m e m b e r appl ies th is amoun t on o the r merchand ise . In th is way we m a k e a profi t f r o m b o t h the sale of the new clubs and also f r o m the old. 
"The r eason we a r e so f o n d of this sys tem is t h a t we very seldom have any inventory of old clubs, ye t w e can give ba rga in s t h a t pays n o n - m e m b e r s to come by to see w h a t we do have, and this m e a n s m o r e sales. You can see f r o m this t h a t we a r e no t res t r ic ted to sell only to the m e m b e r s . " 

H u n t e r Keeps Cap i t a l W o r k i n g 
T h e a s t u t e Willie Hunte r , Riv ie ra CC, Pacif ic Pa l i sades , Cgjif., is one of the most successful p r o businessmen. Willie h a s been us ing an inventory cont ro l sys tem s imi lar to t h e one recent ly s e t f o r t h in GOLFDOM, f o r years . He keeps his op-e r a t i n g cap i t a l working. 
H u n t e r s a y s : 
" In S. Cal i forn ia we have no end-of-season problem. My bus iness r u n s uni-f o r m all t h e y e a r round w i t h t h e biggest m o n t h coming in December . I confess I w a s as leep to X m a s bus iness f o r m a n y yea r s and a l t h o ge t t i ng qui te a bi t ex t ra it a m o u n t e d t o very l i t t le compared to w h a t I ge t now by sending pe rsona l let-t e r s t o m e m b e r s — one to t h e m a n and one to the l i t t le woman . In th i s l e t t e r I , s t r e s s m y shop men a s f a r b e t t e r able to pick the r i g h t merchandise because of our i n t i m a t e knowledge of t he i r g a m e and thei r w a y s of dress ing. 
" I have no g r e a t problem w i t h t rade- , ins a s the m a j o r i t y of m y sa les a r e clean w i t h o u t t r ades . I have a p e r p e t u a l sale s ign on all t rade- ins and if t h e y do not move f a s t enough or when t h e a m o u n t of cap i ta l tied up becomes w h a t I t h ink too much when consider ing the smal l m a r g i n ' of m a r k u p I sell to a public course pro-fessional ; f r equen t ly a t a smal l loss. I like to keep n f^ capi ta l in new up- to-da te merchand i se and do not h e s i t a t e to sell a t cost or even less if the merchand i se hangs . < 
" I keep a b ig inventory of f a s t moving merchand i se so no possible sa le is lost t h r u inabi l i ty to supply when the buyer is in the mood. 
"No high p re s su re sell ing is pe rmi t t ed * 

bu t t imely sugges t ions and ins i s t ing tha t 
the b u y e r t r y out c lubs be fo re buying 
m a k e s sel l ing on a f r i end ly bas is . Busi-
ness th is y e a r is up fo r every m o n t h and 
I believe th i s h a s been accompl ished by, 
dignified service wi th the sell ing. 

"My volume h a s been g r e a t l y increased 
by shoes a n d top c lass habe rdashe ry . 

(Continued on page 57) 



Clubs Reap Benefits by Supts. 
Attending Turf Meetings 

By JOE GRAFFIS 

N o t one gol fer in a thousand real izes w h a t ' s behind t h e v a s t improvement in golf course condit ion t h a t has t a k e n p lace d u r i n g the p a s t 20 yea r s . The old-t imers , p ros and a m a t e u r s , k n o w t h a t tees now genera l ly a re b e t t e r t h a n most g reens used to be. F a i r w a y s a t t h e modern ly -main-ta ined clubs a r e so m u c h be t t e r t h a n f a i r -w a y s were 20 y e a r s a g o there ' s no com-par i son . 
Desp i te the f a c t t h a t course labor w a g e s have increased in the p a s t 20 y e a r s t h e inc rease has been f a r sho r t of the increase in un i t and to ta l w a g e s in Amer ican indus-t ry . The costs of U.S. golf turf advance have been kep t u n d e r r e m a r k a b l y t i g h t cont ro l by a combina t ion of technical de-ve lopments t h a t will c o m p a r e very f a v o r -ably wi th the p rog res s m a d e in a lmos t a n y o t h e r business in t h e nat ion. 
Behind this no tab le p ic tu re of p r o g r e s s a r e f a c t o r s of r e sea rch and educat ion t h a t a n y go l fe r who is a n execut ive in i n d u s t r y would learn, upon inves t igat ion, a lmos t un-paral le led. Rare ly is a n executive in in-d u s t r y lucky enough t o have his f a c t o r y supe r in t enden t s devote the time, money, b r a in s and e n t h u s i a s m to b e t t e r m e n t of p l a n t ope ra t i ng m e t h o d s t h a t the golf course supe r in t enden t s devote to the in-tensely prac t ica l and valuable educat ion of the super in tenden t s ' na t iona l and sec-t ional conferences . 
Turf r esea rch h a s been exceedingly well p lanned and coord ina ted by the USGA Green Sect ion wi th D i r e c t o r F r e d Grau and s t a t e a n d o ther sect ional ag r i cu l tu ra l school expe r t s in close expe r t col laborat ion. Pa r t i c i p a t i o n in th i s r e sea rch and appl ica-t ion of i t is extensively and capably done p r i m a r i l y t h rough the med ium of the su-pe r in tenden t s ' o rgan iza t ions . 
T h e r e o f t en a r e h e a v y handicaps to the p r o g r e s s of th is r e sea rch and i ts use. L a c k of m o n e y is the m a i n one a l though t h e r e p robab ly isn ' t a golf course in the Uni t ed S t a t e s t h a t h a s n ' t received f r o m the tu r f r e s e a r c h and the g reenkeeper s ' mee t ings f a r m o r e direct cash benef i t t h a n the club ever spen t in these opera t ions . Only wi th in t h e p a s t f e w y e a r s h a s i t become common p rac t i ce fo r clubs to p a y expenses of t he i r g r eenkeepe r s or supe r in t enden t s to the an -nual m e e t i n g of t h e super in tenden t s ' na -t ional o rgan iza t ion or t o the regional a n n u a l conferences . E v e n now when supe r -in t enden t s t a k e the i r Mondays off to go to sect ional mee t ings t h e m e n o f t en have to go a t t he i r own expense t o learn w h a t ' s 

new and d iscuss wi th the i r col leagues prob-lems of t he i r respect ive courses . 
The club official who c o m p a r e s the s a l a ry of t h e golf course g r eenkeepe r or supe r in t enden t w i t h t h a t paid t o m e n of like responsib i l i ty in the off icial 's own busi-ness m u s t especial ly app rec i a t e t h a t the golf course boss in devot ing his off day to the good of t h e bus iness is doing someth ing mos t u n c o m m o n in Amer i can indus t ry . 
Specifically, w h a t h a s th is a ccen t on edu-cat ion m e a n t to golf course m a i n t e n a n c e ? 
GOLFDOM asked r ep re sen t a t i ve super-in tenden t s to tell ins tances of benef i t s the i r clubs had received as resu l t s of these meet-ings. 
The repl ies will be found to m a k e mos t i n fo rma t ive r ead ing fo r anyone w h o quali-fies a s a g reen c h a i r m a n of decided value to his club. 
The f r a n k a n s w e r of Bert Rost, supt., Park Ridge (111.) CC m a k e s a n ins t ruc t ive opening. R o s t w r i t e s : 
" T h a n k s fo r t h e oppor tun i ty of express-ing m y views on the benefi ts received by clubs and club officials t h r o u g h the su-pe r in tenden t ' s exchange of exper iences and s tudy of tu r f r e sea rch a t our personal , sectional a n d na t iona l mee t ings . I have added persona l to your inquiry a s I believe this to be t h e m o s t i m p o r t a n t a n d in fo rma-tive phase of o u r m a n y mee t ings . You can easily r e m e m b e r when one Greenkeepe r (as we used to be cal led) would h a r d l y speak to a n o t h e r f o r f e a r of l e t t i ng his con\-pe t i to r ( and t h a t is the w a y m o s t of us ac ted) find ou t one of our secre ts . I n rea l i ty we were p robab ly a f r a i d t h e o t h e r fellow would find ou t how much we d idn ' t know. 
"This a f t e r n o o n Bob Wil l iams, R a y Ger-ber, Osca r B o r g m i e r and I a r e p l ay ing a t Ridgemoor . P l a y i n g t o g e t h e r is j u s t a means fo r us to ge t t o g e t h e r and t a lk grass , a s you know. I will v e n t u r e t h a t our club will benef i t a f ew hundred b u c k s by m y t a k i n g t h e a f t e r n o o n off if you w a n t to p u t it t h a t w a y . 
" A m o n g t h e m a n y ideas I h a v e go t a t local and na t iona l meet ings , p robab ly the one t h a t h a s helped our course m o s t is the use of the aer i f ier . W e use it s p r i n g and fal l and h a v e f o r t h e p a s t f o u r y e a r s . Be-fore we had a h a r d t ime to find enough g r a s s to w a r r a n t cu t t i ng t h e f a i r w a y s twice a week a l t h o u g h they w e r e fer t i l ized th ree t imes a y e a r . N o w in a season like we have j u s t h a d t h e y a lmos t r equ i re dai ly c u t t i n g w i t h t h e s a m e a m o u n t of fe r t i l izer . 
" I t h ink club officials should ins is t t h a t 



You can make every month of the year Profitable 
by year-round promotion of MacGregor Tourney 
golf equipment. It's preferred . . . and easier to sell. 



• Of course gol fers don't stop living during the 
cold months. Today, many gol f enthusiasts g o right 
on playing all winter. Many others take southern 
vacat ions . . . and others d o plenty of planning 
for the next golf s e a s o n . 

S o why limit your sell ing to just the regular 
s e a s o n ? Buying time is any time to a go l f er . It's 
up to you, the golf pro, to g o after sa les . There are 

a l w a y s birthdays, anniversaries, a n d Christmas gi f t -giving time to g ive you 
reasons for calling attention to preferred MacGregor Tourney golf clubs a n d balls. 

You don't h a v e to take a back sea t to any other type of merchant in your 
territory . . . you can make D e c e m b e r as big a sel l ing month as June. Keep 
Tourney equipment b e f o r e your members every d a y of the year and you'll find 
golf business doesn ' t have to b e s e a s o n a l ! 



the i r super in tenden t a t t end all mee t ings . If he isn ' t wil l ing to do this then it is t ime f o r them to s t a r t look ing fo r a p rogress ive head of the i r bus iness . If the reason is he doesn ' t h a v e t h e t i m e or is shor t of l abor on t h e course I'll be t he can, by d iscuss ing it w i th a m e m b e r o r two, find a f ew labor sav ing machines o r ideas t ha t will give h im t ime to ge t a w a y . 
Engage U. of 111. in Turf Research 

" I a m c h a i r m a n of the Turf Resea r ch commi t t ee of t h e Midwest Assn. of Golf Course Supts . W e have the t a sk of g e t t i n g t h e Univers i ty of I l l inois engaged in a tur f research p r o g r a m a n d t h a t m e a n s a cam-pa ign on the s t a t e leg is la ture fo r f u n d s to enable the un ive r s i ty to engage in the needed work . W e h a v e a good s t a r t in t h e exper imenta l g a r d e n a t Lisle. 
"The scope of th i s proposed w o r k will be wide a l though the p r i m a r y appl ica t ion will be to golf courses . F e w realize t h a t t he re is more spent annua l ly for g r a s s seed in Il l inois t h a n is r ep resen ted by the va lue of t h e s t a t e ' s apple crop. Despite the g r e a t volume of fer i l izer sales for home l awns in Illinois I ven tu r e to say the re a r e more l a w n s ruined by imprope r use of fe r t i l i zer t h a n have been helped. 
" O u r own cour se s come first b u t the home lawns, p a r k s , cemeteries, roadside turf ing, a i r f ie lds a n d indust r ia l a r e a s have benef i t ted t o the e x t e n t of many mil l ions of dol lars by tu r f development and ma in -tenance me thods first p resen ted by golf course work . " 
" W h a t do I ge t f r o m mee t ings of golf course s u p e r i n t e n d e n t s ? " a s k s Chet Men-denhall, supt., Mission Hills CC, Kansas City, Mo. " J u s t this . Here in the h e a r t of America , the golf course supe r in t enden t s hold a m e e t i n g once a m o n t h the y e a r a round . This h a s been going on fo r e igh t -een years . Golf is p layed only on special occasions. The re is no card p lay ing so the re h a s t o be a n exchange of p rac t i ca l golf course m a i n t e n a n c e ideas to suppor t t h e fine a t t e n d a n c e w e have enjoyed d u r i n g these years . 
"A member tel ls his experience wi th some new c r a b g r a s s kil ler; maybe h is ex-per ience h a s been d isappoin t ing . Some one else tells h im w h e r e h e made his m i s t a k e in t i m e or me thod of appl icat ion, and be fo re long all types of weed kil lers have been thoroughly discussed a n d I have some ideas r e g a r d i n g m a t e r i a l s I haven ' t had t h e oc-casion as ye t to use. 
" A t one of ou r mee t i ngs t he r e w a s a discussion p e r t a i n i n g to the keeping of cos t records. A very s imple method of cost accoun t ing w a s p re sen ted by one m e m b e r which I have p a r t i a l l y adopted. Th i s h a s saved me several h o u r s each m o n t h in the d is t r ibut ion of l abor costs . 
" A t local m e e t i n g s the supe r in tenden t g e t s m o r e p rac t i ca l in format ion t h a t he 

can apply immedia te ly to his own work . While a t the nat ional mee t ings , turf con-fe rences a n d shor t courses a t t ended by m a n u f a c t u r e r s and resea rch m e n as well a s super in tenden t , one g e t s a look into the f u t u r e wi th first hand i n f o r m a t i o n on the development of new g r a s s s t ra ins , new chemica ls and new equ ipment t h a t is being developed to speed up and cu t cost of ma in t enance . 
"The m a i n t e n a n c e of a golf course and the coun t ry club g rounds i sn ' t a job t h a t can be done efficiently by the super in tend-ent alone. F i rs t , he needs the whole-hea r t ed s u p p o r t of his c o m m i t t e e and club officials. Then, he needs the he lp ing hand of research , the USGA Green Section, col-leges t h a t a r e c a r r y i n g on recognized fine tu r f r e s e a r c h work, m a n u f a c t u r e r s who m a k e mach ine ry , fe r t i l i zer or o the r chemi-cal p roduc t s used in tu r f ma in tenance . Las t , b u t no t least , he needs t h e publica-t ions which b r ing the r e su l t s of th is work to the golf course super in tenden t , — Golfdom, The USGA Journa l , The Golf Course Repor te r , and a n u m b e r of local publ icat ions. 
"Indeed, t h e m a i n t e n a n c e of a golf course requi res the help and advice of a g r e a t m a n y people and i t is indeed unfor -t u n a t e t h a t some club off ic ia ls don ' t see the l ight a n d set aside f u n d s t o send their supe r in t enden t to a t t e n d such local and na t iona l mee t ings w h e r e he can ge t the help he and his club can wisely use." 
Leonard Strong, supt., Saucon Valley CC, Bethlehem, Pa., says, " F r o m Prof . J o h n Schread ' s lec ture a t the 20th Nat ional Turf Confe rence a t Los Ange le s in 1949 on "Control of Insec t s I n j u r i o u s to T u r f " I gained a g r e a t deal of p r ac t i ca l knowledge in r e g a r d to t h e use and subsequen t resul ts of ch lordane . I have since used th is new insect icide w i t h i ts t h ree modes of act ion and found i t mos t effect ive. One of the i t ems fo r which it w a s used a n d on which it did a swell job w a s the ex te rmina t ion of a n t s on the borders of severa l of our greens ." 
"P robab ly the m o s t i m p o r t a n t th ing I have g o t t e n out of a t t e n d i n g associat ion mee t ings is t h a t it has given m e an oppor-tun i ty to g e t a w a y f r o m m y own course and visit o the r courses and g e t toge the r w i t h o t h e r supts . ," r epo r t s William S tup-ple, supt. , Exmoor CC, Highland Park, 111. 
"This I believe," he cont inues , "is of the u t m o s t va lue to all of us. The p rac t i ca l ex-per iences of o thers a n d t h e knowledge ga ined f r o m l is tening to o t h e r s is down-to-ear th , p rac t i ca l know-how t h a t one can never ge t ou t of a book. I t ' s t h e on- the-spot discussion t h a t one l ea rns f r o m most . 
"P robab ly one of the m o s t valued ex-per iences I h a v e had w a s a t an associat ion and Green Section m e e t i n g a t L a s k e r s when Dr. Monte i th came ou t w i t h his t r e a t -

(Continued on page 53) 



Pro Department Tunes In 
Profits for Resort 

By HERB GRAFFIS 

Six y e a r s ago a f t e r F red W a r i n g a n d his business s taff h a d s i f ted H a r r y Obi tz a s the leading cand ida t e fo r the p r o job a t t h e Shawnee CC the financial end of t h e deal came up f o r discussion. T h e W a r i n g m a n a g e m e n t named a figure t h a t w a s t h o u g h t to be in line wi th p r o a r -r a n g e m e n t s on a r e s o r t job. 
Obitz said no. "The kind of a job you w a n t done, and need done calls f o r a lo t m o r e money," H a r r y added. W a r i n g be-lieves in doing t h i n g s r ight . He 's m a d e a f o r t u n e wi th his Pennsy lvan i ans by h a v -ing t h e r igh t direct ion, the r i gh t pe r son -nel, t he r i gh t mus ic and the r i g h t s t a g -ing. When F r e d acquired the h i s to r i c Buckwood I n n a n d golf course a t S h a w -nee -on-Delaware, Pa. , he w a s de t e rmined to do the r i g h t t h i n g in reviving t h e de l igh t fu l golf ing a t m o s p h e r e and condi-t ions t h a t Shawnee h a d when it w a s t h e p r o p e r t y of the l a t e C. C. W o r t h i n g t o n and his sons. 
Then Shawnee t o u r n a m e n t s were wor ld-f a m e d as events t h a t drew spa rk l ing p r o 

and a m a t e u r t a l en t and en thus i a s t i c gal -leries on golf ing holidays. Much of t h e PGA o rgan iza t ion insp i ra t ion and en-c o u r a g e m e n t came f r o m the a r d e n t a m a -teur go l f e r s w h o came f r o m Phi ladelphia , New York Ci ty and points m u c h f u r t h e r a w a y to e n j o y golf whe re the g a m e w a s a t i ts m o s t p l ea san t in tens i ty . 
R e s t o r i n g t h a t mood and fitting it in to d i f fe rent t i m e s and condit ions w a s a chal-lenge to W a r i n g and his c a n n y business o rgan iza t ion . I t w a s a job t h a t needed unusua l p romot ion work . Obi tz go t the deal because he wouldn ' t a g r e e to go ing a long in t h e c u s t o m a r y m a n n e r . A t t h a t t ime H a r r y needed a job b u t he took a chance of los ing out by a s s e r t i n g t h a t the job w a s n ' t one t h a t could be handled a s j u s t a n o t h e r r e sor t job. W a r i n g and Obitz g o t t o g e t h e r on a p r o opera t ion and p romot ion deal t h a t m e a n t quick and prof i table ac t ion fo r all concerned. 
The t o u r n a m e n t schedule a t Shawnee includes t h e W a i t e Memor ia l invi ta t ion fo r s t a r a m a t e u r s , t he Ph i lade lph ia Dis-

The golf professional staff of Fred War ing ' s Shawnee C C makes a business of being well groomed 
at all times. Harry Obitz (L), head man of the staff, finds this fastidious effort directly effective 
in registering more apparel sales. W i th Obitz (L to R) are assts. Jack Ryan, Dick Farley, Frank 

Minch, John Bove, Milt Ross and Rocco Cocco. 



t r i c t PGA, the Shawnee Invi ta t ion, t h e Na t iona l Old Mas t e r s ' , p ro-women a n d p ro -member championships , a Golf W e e k and events every week-end du r ing t h e season. An i m p o r t a n t p a r t of the Obitz s t a f f ' s dut ies is to g e t adul t s and t h e jun iors who come w i t h thei r p a r e n t s en-g a g e d in f r equen t , f r i end ly compet i t ions a s the ma tches no t only b r ing t o g e t h e r congenial people w h o f o r m las t ing f r i end-ships (and the hab i t of r e t u r n i n g to Shawnee) b u t ge t s t h e m all in te res ted in improving the i r g a m e s . The lesson bus iness is a m a j o r p romo-tion and sales ang le wi th the Obitz s ta f f . Wi th H a r r y a r e : J a c k Ryan, John Bove, Milt Ross, F r a n k Minch, Dick Fa r l ey a n d Rocky Coco. S t a n D u d a s of the Obitz corps recent ly w e n t in to the Army . T h e usua l individual a n d class lesson proced-u r e is only p a r t of t h e teaching p r o g r a m . W h a t m a k e s the S h a w n e e teaching some-th ing all t he g u e s t s t a l k abou t is t h e Sunday a f t e r n o o n clinic. 
Clinic Makes Business 

By s t a g i n g the clinic Sunday a f t e r n o o n s t h e gues t s a t the Shawnee Inn s t a y over S u n d a y n igh t and leave, most ly fo r N e w York or Phi ladelphia , ea r ly Monday. To w a r r a n t th is e x t r a c h a r g e a t Shawnee t h e clinic has to be so good the gues t s a r e h igh ly pleased t h a t t h e y s tayed. 
T h e clinic is conduc ted by Obitz and all 

his t e a c h e r s work ing the f i rs t p a r t in uni-son, d e m o n s t r a t i n g s h o t - m a k i n g detai ls wi th the close h a r m o n y of a W a r i n g mu-sical number . A f t e r th is demons t r a t i on "by the count" , del iberate hooks and slices a r e p layed wi th exp lana t ions of their causes . Then the viewers a r e b r o u g h t into the show. Obitz m a i n t a i n s t h a t t h e demon-s t r a t ions and ins t ruc t ion genera l ly p u t on by p ro g r o u p s a r e not p roper ly clinics in the w a y t h e medical profess ion conducts a clinic. The dic t ionary definit ion of clinic is " Ins t ruc t ion of a c lass by t r ea t -men t of p a t i e n t s in the p resence of the pupils ." Clinical is defined a s "Occupied wi th inves t iga t ion of disease in the living sub jec t by observat ion, as dis t inguished f r o m control led exper iment . " Commonly the so-called golf clinics a re mere ly demons t r a t i ons by p ros who are the "hea l t h i e s t " gol fers and t h e "s ick" golfer looking a t them doesn ' t ge t the cure he expec t s f rom exper t t r e a t m e n t . 
Giving The T r e a t m e n t 

The Obitz staff t akes the pa t i en t s , tees up balls and h a s the p a t i e n t s t a k e the t r e a t m e n t w i t h 5-irons. The cu re works so o f t en t h a t the ail ing go l f e r s who s tay over f o r t h e clinic go a w a y fee l ing much be t te r . I t i sn ' t t r e a t m e n t t h a t will m a k e a n ent i re ly "wel l" golfer b u t H a r r y main-
(Continued on page 55) 

The Shawnee professional staff keeps an eye on the future by starting the members of tomorrow 
off right at an early age. Lessons and play are a regular feature of the services offered by 

Obitz and his boys. 



FOR T H E 1951 H O L I D A Y S WE'LL S U P P L Y 

Sweet Shot Golf Balls— personalized in lots of one dozen 
only, and packaged in a handsome, utility gift box. 

Personalized — each ball stamped in red with the name of 
the recipient. 

Gift Box —a real innovation — a sturdy red, black and gold 
box, lined with cork, so it may be used as a cigarette box-
has dozens of other possible uses around the house. 

For Prompt Delivery—We are accepting orders now for 
delivery starting in September. 

GIFT P A C K A G E O F 12 P E R S O N A L I Z E D 
G O L F BALLS FOR $ 1 2 . 0 0 

THE W O R T H I N G T O N BALL C O M P A N Y 
ELYRIA, O H I O , U. S. A . 

47th Year, Specializing, in Golf Ball Manufacture WORLD'S LARGEST EXCLUSIVE iGOLf BUI MAKER 

September, 1951 29 



The Rough As a Factor in 
Golf Architecture 

By WILLIAM B. LANGFORD 

M a n y f a c t o r s have cont r ibu ted to p ro -duce the low scores m a d e today by our lead ing golfers . A m o n g them a r e b e t t e r implements , b e t t e r p u t t i n g and f a i r w a y su r faces , and eas ier rough . In th is s h o r t a r t i c l e I intend t o w r i t e only of t h e r o u g h — t h a t i m p o r t a n t section of a golf course t h a t is no t even ment ioned in the ru les . 
A course m a y h a v e no sand t raps , no t rees , no severe n a t u r a l h a z a r d s and stil l be a fine tes t ing, i n t e r e s t i ng layout if t h e r o u g h is p roper ly p laced and suff ic ient ly rugged . 
To func t ion p rope r ly the rough should no t be a hayfield robb ing the g a m e of p rec ious minu t e s s p e n t in search of t h e e r r a n t ball, nor should it be an uns igh t ly weedpa tch . I t should be ma in ta ined a s ca re fu l ly a s the f a i r w a y and cut t o a he igh t — va ry ing w i t h the n a t u r e of the tur f — which will p r e v e n t the indiscr imi-n a t e use of wooden c lubs fo r recovery shots , and still not s low up the game un-duly by prolonged s e a r c h i n g bees. 
Modern weed-ki l l ing compounds h a v e m a d e easy the m a i n t e n a n c e of a r o u g h f r ee f r o m clover and broad- leafed p l a n t s in which, when not w a t e r e d too much , b lueg ra s s and the f e scues will supp l an t the lush ben t s and a f fo rd an a r ea w h e r e the bal l can be readi ly found, b u t demand-ing a highly developed technique in re-covery shot play. 

Rough A F a i r Hazard T h e rough in g e n e r a l is a much f a i r e r h a z a r d t h a n t rees , w a t e r courses or bunk -ers, a l t hough I do n o t consider th is un-a d u l t e r a t e d pra i se s ince t h e cha rm of golf lies in i ts u n c e r t a i n t y and a t e s t of a champion is his abi l i ty to t a k e bad b r e a k s wi th equinimity. T h e rough is a f a i r e r h a z a r d because i t is so extensive and, if p roper ly kept up, homogeneous . 

Lies in wel l -kept rough a r e m u c h more a p t to be u n i f o r m t h a n they a r e in sand t r aps , and because of the i r l imi ted size, bunke r s a r e f r equen t ly missed a l t oge the r by a t roc ious shots, while t h e y penalize severely sho t s only s l ight ly misplayed. Trees, especial ly isolated specimens, a re g r e a t e r o f fenders in th is r e spec t t h a n bunkers , and smal l ponds and c reeks a re j u s t a s u n c e r t a i n ball s topper s wi th the added d i s advan t age of fa i l ing to offer the oppor tun i ty f o r recovery play. 
P l a y f r o m t h e rough, to be successful , calls fo r fine j u d g m e n t in the selection of the p rope r club, offers a wide v a r i e t y of in te res t ing sho t s and d e m a n d s confident, cool, s t e ady concent ra t ion . T h e p layer who der ives m o r e sa t i s f ac t ion f r o m the execut ion of a t r i cky shot t h a n he does f r o m his meda l score will no t be cas t down by a lie in the long grass , b u t r a t h e r exh i la ra ted by the oppor tun i ty p resen ted for skill and finesse. W a l t e r Hagen ' s colorful exploi ts in the rough show w h a t can be done by the fellow who keeps t ry-ing to develop required skill. 
The m a n w h o is cons is ten t ly down the 

middle should be rewarded fo r his accu-
racy, a r e w a r d he does no t collect if the 
e r r a t i c sho t s of his s lugg ing opponent find 
lies c o m p a r a b l e to his. 

On m a n y courses the f a i r w a y s a r e rib-
bons of u n i f o r m width s t r e t c h i n g unin ter -
es t ingly f r o m tee to g reen a n d u t t e r l y dis-
r e g a r d i n g t h e f a c t t h a t t he r e a r e nodes of 
play on every hole, and t h a t a proper ly 
designed f a i r w a y should m e a n d e r to sui t 
the scheme of p lay and v a r y in wid th to 
accord w i t h t h e range, t h e t e r r a i n and 
the c h a r a c t e r of the hole. F a i r w a y s so 
cons t ruc ted will not only provide more 
in te res t ing golf bu t will avoid ar t i f ic ia l i ty 

(Continued on page 56) 

Many Green chairmen, superintend-ents and professionals who become aware that players on their courses are finding certain holes very uninteresting or unfair, may well consider Bill Lang-ford's article on the function of rough. 
Although Langford and other leading architects have stressed rough as an essential and interest ing phase of good course design, it's surprising how many holes have had excellent architecture 

nearly nullified by failure to maintain fairway-rough borders according to the architect's original design. One course in a mid-western town has been made about as uninteresting as a practice fairway by lack of care in maintaining the original rough line. 
This fall, if you're thinking about course alterations, you might study the rough as a possibility of making holes more excit ing and better tes ts of golf. 




