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Elkhart Kids Grow Up
Learning to Play Golf

,l A GOLF instruction program that was
started two years ago when a I3-year

old boy told his father that his schoolmates
were itching to learn to be golfers has
blossomed into one of the most active jun-
i~r undertakings in the coun try.

As luck would have it, the father in the
c~se was Gene Conway, pro at the Elks

C; Elkhart, Ind., and this hint from his
s n was all that was necessary to start the

heels rolling.
Conway immediately got in touch with
arold Oyer, principal of North Side Jr.
igh school and volunteered to conduct

g lf classes in the school gymnasium. N ear-
l 200 students signed up for the instruc-

~

.on making it necessary to limit the pro-
am to two 25-member freshman classes
hich were given lessons each week. By
ringtime, when Conway was ready to

move his charges across the street to the
Elks CC, several youngsters had developed
such .fundamentally sound swings hitting
Ensolite balls off cocoa mats that they show-
ed surprisingly good results once they got
out on a course and started to swing at
the real thing.

Having put over the Junior High pro-
gram to the satisfaction of everyone con-
cerned, Conway then undertook a class
of summer instruction for children in and
around Elkhart who were under 16 years
old as his contribution to the Elks' youth
activity program.

Tuesday mornings were set aside for
this activity and from eight until noon the
~lkhart pro was kept busy giving group
lessons and then taking the kids aside and

••J~iving them the individual instruction he
~(hought would help take some of the rough

spots out of their game. At the same time

he filled them in on g~)lf etiquette, safety
and the rules of the game. Classes were
continued throughout the summer and
were constantly attended all the way
through August by upwards of 50 kids.

When the 1955-56 school term rolled
around again, Conway went back to con-
ducting classes in the gym, and as soon

There's no letup in the year-around Elkhart, Ind.
Junior program. Youngsters take over gym in the
wintertime to sharpen up swing so they'll be ready
to play championship golf when they get out on

Elks CC course in the summer
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Conway helps youthfu! golfer get straightened out on his iron shots. Indoor classes
in what is claimed to be the largest high school gym in the world. _

\ ~
helped him a great deal ... He can hard~y ..,
wait for the Spring opening of the club so
that he can start putting your teaching Ito.
practice ... Keep up the good work!" .,:

Last year the local newspaper, tlie Elk-
hart Truth, devoted a full page' to de-_
scribing Conway's summer school, and the
National Elks Magazine paid tribute to
the great job Gene did, citing it as OJ~e
of the best examples of what the lodge was
trying to do in fostering its youth activity
program.

Pro Gene

as school is out in mid-June, he'll resume
where he left off last summer with the
junior program. Next year, the golf pro-
gram will be broadened to take in Elk-
hart's Senior high.

Pro Needs A Lift
To get a kids' golf program started and

keep it going requires, of course, a pro-
fessional who is interested enough to de-
vote part of his spare time to promoting
the game among youngsters. But he can't
do it alone. In Conway's case, he has been
fortunate in having members-who have do-
nated equipment to the juniors and have
helped him with some of the details of
conducting classes.. School authorities also
have lent a helping hand whenever possi-
ble.

One of the most encouraging things
about the whole undertaking, Gene Con-
way says, is that parents of many children
a ttending the classes have either written
him letters or stopped him on the street
and commended him on the fine job he
is doing. One typical letter, from an equip-
ment manufacturer, reads in part:

My son has attended your golf
classes and I know he feels you have
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25· Year Background
Conway has been running junior pro-

grams off and on for the 25 years he has
been a pro. None has given him the feel-
ing of achievement the Elkhart program
has. "I suppose it's because these kids,
their parents and, in fact, the whole town
have been so enthusiastic about junior
golf," he says. "I've donated my services ...
to keep the program going, but already
I am deriving some benefit from it. Many
older people around' Elkhart are taking
up golf as the result of the junior program
and I think any pro who promotes tllr.
game among youngsters is storing up ol~
age security credits Ior-ihimself,"

I •
GOlfdT

I



i. Soil Tests That Tell
N'eeds of Golf Turf

By O. J. NOER

SOIL testing to determine fertilizer needs
has become extremely popular. Most

state agricultural experiment stations have
soil testing laboratories where thousands of
soil samples are tested each year for a
nominal charge. These laboratories special-
iz in farm crops, but accept samples from
g@lf courses within the state.

The interpretation of results and recom-
mendations are best ill the states where the

.; experiment station staff includes a special-
,. ist in turf grass management.

Some county agricultural agents have
facilities for making quick soil tests. The
work is done free or for a very modest fee.
Many fertilizer manufacturers have a soil
t9sting service for their customers and
s91dom make a charge. Some of them em-
~~oy trained agronomists who are quali-
fifd to interpret results - others do not.
llPere are inexpensive soil test kits on the
~?1arket for the layman. The better ones
f~ testing soil reaction are eminently sat-
i actory, provided instructions are fol-
l wed. Several of the kits for quick soil
t sts are satisfactory, but some are not
t stworthy. The best way is to send sam-
pes to a responsible laboratory manned by
t 'ained personnel where reagents are kept
f!eSh, and are tested for accuracy. Results
s ould be interpreted by a competent turf
g ass agronomist.IA soil deficiency in one or more plant
nutrients is blamed whenever grass be-
haves badly. Usually this is true, because a
fertile soil is essential for growth. But
other factors may contribute to poor
growth. They must become favorable be-
fore fertilizer will produce the results ex-
pected of it. These factors include:

1. Use of grass suited to climate and local
weather.

2. Sufficient light, or use of shade-tol-
erant grasses.

3. Favorable air temperatures, both day-
time and at night.

4. An adequate supply of moisture.
5. Sound maintenance practices.
6. Protection from injury-mechanical,

insects, and disease.
7. A good soil environment-50 per cent

solids, 25 per cent air, 25 per cent water.
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8. Favorable soil reaction.
9. A fertile soil containing needed nutri-

ents in ample amounts.

Seven Factors to Explore

. In times of stress the proper procedure
IS to explore the top seven factors first.
Then by correcting the unfavorable ones
environmental conditions will be made sat-
isfactory for growth. After doing that, ap-

SOIL SAMPLING TOOL
MAIlE FRO'"' DISCARDED STE£L GOLF CLUB SHAFT

This simple, practical soil sampler is made on
an emery wheel from a golf shaft with a heavy
sidewall. Those of light stock break easily.

The cutting edge is only 3/16 in. to facilitate re-
moval of plugs, and is sharpened. The slot is
ground just below center so plugs slip out easily
and the mark for measuring plugs is EXACTLY
2 INCHES.

ply lime or the kind of fertilizer indicated
as being needed by the soil test. Lime and
fertilizer never do the job expected of them
until all the factors governing grass growth
are favorable.

Soil testing is even more useful when
used to take stock of soil reaction and to
provide an inventory of the mineral soil
nutrient elements, principally phosphorus,
potassium, calcium, and magnesium. Exist-
ing nitrogen tests are not satisfactory for
grassland areas. Need for it can be judged
by the behavior of the grass. Poor color,
slow rate of growth, thin turf, and the
presence of clover and weeds are the best
and surest guides in determining need for
this growth-promoting element. In semi-
arid regions tests should include the de-
termination of soluble salts. With the above
information it is easier to devise a sensible
fertilizer program.

A colorometric test is a gDod way to de-
termine soil reaction and possible need
for lime. The test expresses soil reaction
in terms of pH (potential or hydrogen).
The scale is 0 to 14, with 7 as the dividing
or neutral point. Figures below 7 repre-
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The greatest idea
in golf club design

is available to ladies, too!
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SYNCHRO-DYNED® golf clubs are now
available to your women customers in the
new Marilynn Smith registered woods and
irons. This exclusive Spalding club-mak-
ing system of scientific weight coordina-
tion makes every club in the set swing and
feel the same.

In eye appeal and play, Marilynn Smith
clubs attract the girls. The persimmon
heads of the woods are in appealing
Flamingo pink. Blending powder-blue
leather grips on woods and irons. The
complete set of 4 woods and 8 irons

retails for $215.00.
Two lower-priced sets now grace the

Marilynn Smith line-the medium-priced
KRO-FLITES® and budget-priced Auto-
graphs. Both include True Temper shafts,
feminine styling and many other exclu-
sive Spalding features to make them play
and look better.

Complete set of Marilynn Smith
KRO-FLITES, including 3 woods and 8
irons, retails at $125.00 .. Complete
Marilynn Smith Autograph set, 4-woods
and 8 irons, retails at $99.80.

SPALDING

\
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SETS THE PACE IN SPORTS
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Table I - Limestone Application to Fairways

SOIL pH Bluegrasses, Rye, Bermuda Fescues & Bentgrasses
The Yardstick Used Degree of Sandy Loams & Sandy Loams
To Express Acidity Acidity Loam Clay Loam & Clay

7 Neutral 0 0 0 0
6.3 to 7.0 Very Slight 0 0 0 0
5.8 to 6.2 Slight 1000 1500 0 0
5.3 to 5.7 Medium 2000 3000 1000 1500
4.8 to 5.2 Strong 3000 4000 2000 3000
4.0 to 4.7 Very Strong 4000 6000 3000 4000

sent increasing acidity, and higher figures
increasing alkalinity. Each figure differs by
a multiple of 10, so pH 6 is 10 times, pH 5
is 100 times, and pH 4 is 1,000 times more
acid than neutral.

Soils fall within the range of pH 4.0 to
pH 8.5, but more commonly within the nar-
rower limit of pH 5.0 to pH 7.5. Most turf
grasses grow best in the range of pH 6.0 to
7.5. Soils which are more than moderately
acid, that is, below pH 5.7, definitely need
lime. Its use is justified without regard to
any other factor.

Soil Reaction

All plants are affected by the reaction of
the medium in which they grow. The direct
effect upon rate and amount of growth is
the major reaction. Another is related to
the soil tilth. Reaction influences the ac-
cumulation of organic matter, the animal
and micro-organisms of the soil, and the
availability of the soil nutrient elements.

Kentucky bluegrass is a classic example
of a lime-loving turf plant. It will not tol-
erate marked acidity and it is at its best
when reaction is above pH 6.0. R yegrass
is another lime-lover. The bentgrasses and
fescue can withstand considerable more
acidity, but respond to the use of lime on
moderate to strongly acid soil. Among the
Southern grasses, Bermuda grows best
when soil is not more than slightly acid.
Carpetgrass can tol~rate. more acid~ty.
Centipede is an acid-loving plant like
azaleas, etc. Lime induces severe iron chlor-
osis with resultant loss of grass.

Rates For Applying Lime

The rate for applying lime is influenced
by the kind of soil, also. Less lime is need-
ed on a sandy soil than on a loam or clay
soil to produce the same chang~ in pH.

Kind of grass and type of soil are taken
into account in Table I (above) of
suggested rates for applying finely ground
limestone to fairways.
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The figures below are for golf greens.
The indicated rates are for finely ground
limestone:
Soil Reaction (pH)

6.6 to 7.0
6.1 to 6.5
5.6 to 6.0
5.1 to 5.5
4.6 to 5.0
4.0 to 4.5

Rate per 1,000 Sq. Ft.
o

0-10 pounds
10-20 pounds
20-40 pounds
40~60 pounds
60-80 pounds

Hydrated lime should not be applied at
more than 10 to 20 pounds per 1,000 sq.
ft. at anyone time. The heavier rate i~
safe only when grass is dormant.

In hot weather even 5 pounds may score
the grass. Hydrate must not be used i~m.edj
iately before or right after a~ appl.IcatlO . T

of fertilizer containing chemical mtroge
in the ammonia form.

When lime is needed a test for calciu
and magnesium should be made. If call.
cium is very low, heavier liming than woul
otherwise seem necessary is justified. A rea
sonable amount of calcium is desirable t
prevent fluctuations in reaction a!ld be
cause of its beneficial effect upon SOlIgran
ulation.

The test for magnesium is more import
ant. Some soils are so low in magnesium

l
that turfgrass growth is depressed as a con-
sequence. By applying a dolomitic li.me-
stone acidity is corrected and magnesIUm
is provided besides. The dolomite should
contain 20 to 30 per cent magnesium re!
ported as the oxide.

Marked acidity has an adverse effect up-
on the physical condition of loams .and
heavier soils. The minute and clay particles
exist alone as individual entities. This dis-
persed condition is referred to as defloc-
culated soil. Surfaces become compact and
impervious to water penetration. Root syst"
terns are shallow.

Calcium-saturated clay particles associat~

(Continued on page 65)
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Sets Up Four 'Rules for Operating
Pro Shop~and Sticks to Them

By EMMETT MAUM

WHA T does it take to run a success-
ful pro shop?

When this question was put to j. C.
Fondren, pro at Colonial CC, Memphis,
Tenn., a short time ago, his reply came so
unhesitatingly and was so concisely stated
that you would have thought the interview
had been rehearsed, or someone had tipped
P££ J. C. that a GOLFDOM roving reporter
was in the neighborhood and to get his an-
swers prepared in advance.

But, as the Colonial pro explained after
answering the above question, he groped
around for several years trying to find
what he thought were the right answers.
Then, after reaching some pretty clear cut

decisions as to what they are so far as he
personally is' concerned, he has always
kept them on the tip of his tongue.

They boil down to these four basic rules,
principles, or whatever you might want
to call them:

(l) Go the extra mile in giving service
to the members; (2) Handle only top-grade
merchandise; (3) Don't use high pressure
to make sales; (4) Go out of your way to
help members in making merchandise selec-
tion so they'll be sure to get the best.

Fondren hurriedly points out that he
doesn't think there is any magic or great
merchandising secrets behind the rules he
has adopted for running his pro shop.

J. C. Fondren, pro at Colonial CC, Memphis, Tenn., stands between two of the five glass showcases used
fO display merchandise in his shop. The shop has oak flooring over concrete, with rubber mats on top

of it to prevent damage from spikes.
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Built-in racks are used to display clubs and bags. Other racks show shoes and trousers. At right is por-
tion of the display window. Abov.e racks is a plaque listing club champions and runnersup since 1932.

Entfre shop is dotted with interesting pictures, with emphasis on members' photos.

"Everybody knows about them." he says,
"All of us have been tripping over them
for as long as we've been in business.
They're as basic as ABC, but the real ques-
tion is: 'How long does it take us to learn
how to apply them?'

Meaning of Service
"Let's take a look at this business of

going the extra mile in giving service,"
the Colonial pro continues. "How many
pros actually do that? Most of them say
they do, but how many occasionally take
time out to oversee the club cleaning
operation and insist that the fellow han-
dling the chore give the members' clubs
that extra minute's attention in order to
turn an ordinary job into an A-I job? Or,
if the pro detects a flaw in a member's
swing does he offer unsolicited tips on how
to correct it, or does he say to himself:
'I'm not supposed to be giving unasked ad-
vice free. If the fellow wants to improve
his game, let him take lessons.'

"Service requires an understanding of
each member's temperament and require-
ments. It isn't merely a matter of being
cheerfully willing to work to increase a
member's enjoyment of the club but also
is a matter of thinking ahead of the mem-
ber and doing more than is expected by
members and officials.
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"Pros have failed on jobs because they
didn't have a clear understanding of what
their duties were supposed to be but I've --,
never heard yet of a pro who didn't stand
high and strong at his club because he did
more than was expected of him to make
the members happy.

"Service is a matter that is too broad
to define sharply. It differs with almost
every member at a club. Some members
may be difficult ~_ind discouraging but
they're the same sort of a challenge to a
first-class businessman professional that· a
testing golf hole is. You can't skip the
tough member or the tough golf hole.
They're both part of the course. You've
got to learn how to play them."

As for top-grade merchandise Fondren
asserts there are at least three advantages
in handling it.

For one thing the pro must pro-
tect and extend his own reputation by
association with highest quality. Secondly,
the name brands, because of their standards
of manufacture, their years of honorable
and mutually profitable service to their
customers and their advertising to the pros'
kind of customers have built up an ac-
ceptance that makes selling easier and .
customer satisfaction more certain. And .•

(Continued on page 98)
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