
roves yo orrretf es ca ,
•

TR R
(ba ed up n te t of truene of center balance, de iation from
roundne and truene of roll)

1 t
2nd
3rd
4th

DO
Brand B
Brand A
Brand

Additional te ts in the United tate Te ting o. Report*
'1 al 0 ranked the palding DOT fir t in term of both distance

and durability characteri tic.

our detailed report ba ed on thi tudy hould be in your
I hands now. You'll want your player to ee them.

·U. S. Te ting o., Report. '0.27149,4 2 7.

ell th DOT. You'll di co er thi -there
are other ball III it pnce field-but
none in it cIa !

!U



2-4-0 damaged bent grass lewn. It was sprayed
on during July's hot weather and the damage

lasted all season.

Turf damage from 2-4·0 on small plot established
on bent green. Maximum recommended rate was

used. This was one of first tests.

Extensive damage to watered bent fairway sprayed
twice between September and October in a vain

attempt to control chickweed.

This Bermudagrass green was damaged following
one application of 2-4-0 and below is a damaged
spot of Everglades strain of Bermudagrass on putt-
ing green. It was caused by localized application

of 2-4-00 to control pennywort.

"How to Doll Turf Tips

[rom O. J. '0 r

arning on Herbicide

germination.
Di. retion did

Rermudagra is much mor tol rant of
2, I·D than an of th 001 ea on gra
Yet damag ha r ulted from it repeated

(Continued on page 16)
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BY ANY TEST.
HI 0

E
o
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. .

, on any ground ... a park. 01£ course. hi h-
way, emeter, institution or tat ... th r 's a
orthington mowing omhination that's just the

right answer to our grass maintenanc probl m. By
an te t you want to apply \\orthington units perform

, ith low-co t mowing efficiency. Befor ou bu an mowing
equipment, have a demon tration on your own grounds. nd-

when you do, do our own t ting. Tr these gr at orthington
machin . on our tough. hard-to-cut 10 ation and notic th ease

with which they g t th job done. om pare and test Worthington
again t all oth r t pes and ou'Il agr that Worthington doe it

h tler ... fast r ... ch aper. You can t st Worthington equipment on
our own grounds today. Just ask an Worthinoton D aler for a

"no-obligation" demonstration or writ direct.

R C 0 PA y
STROUDSBURG • PENNSYLVANIA

most compl t lin of I.rg ar a gr•• malnt nanc qulpment In th world!



verthe
P 0 HOP
Counter

Sales Expert Tells Where
Pros Miss Profits
BY HERB GRAFFIS

In digging up material for th campaign
Golfing magazine has been running to
educate dub members to do mor bu iness
with their pro I hav consulted many club
members who arc successful salesmen as
well as enthusiastic golfers.

I've told these merchandising experts
what the pro often i up against when mem-
bers haven't the lighte t idea that one of
their duties as member of a private club
is to buy from the pro so he can finance
the service his department provides to the
club.

In a number of case the salesmen them-
selve haven't realized that the pro doe n't
have a guaranteed attractive wage at a lub
but has to sell enough merchandise and
Ie sons to .upport Irimself and make the
job one that will draw the sort of a first
class pro the club want. and need ..

Several of these salesmen hav pointed
out in valuably cooperative letters and
intervi ws that a lot of times the pro him-
elf may he to blame for the member not

being aware that he should give th pro
his golf merchandise business.

One of the nation's noted sale "men, a
man whose order - arc tremendous and who
is a wizard at training other salesmen, says
many profe .sional could he better ale-
men. H' goes into som detail:

What i. . eHing?
"I imagine the pro at whom this crit-

icism might be direr ted would reply 'Wad-
daya mean, I alesrnan?' I old ,10 s ts of
wood last year! Isn't that selling?'

"From that point on th rc'd h an ex-
planation required. There i mor to cl-
ling than mer 'ly moving merchandise off
thc'ih lv s.

"I am one of those guy who buys every
pi ·c . of equipm 'nt I can from the pro at
my dub. Rut the brother who play with
me don't fe 1 that way. buck i a buck
to them. So the' bring club in from leve-

land and Chicago and! T w York. It' not
becau: e they an't aff rd th tra dollar .
it's just beau the' think th . are ~n jng
money.

"One of my friend at a COllY ntion in
the ea t r c ntly told m tha t h had
bought a et of a certain fin brand of
wood from hi pro and paid w 11 ov r

)00 for them, but the pro d idn 't offer to
look at his wing or give him a five minut
free le son or a f w helpful ugge tion to
how some intere t in th good u of th

dub.
Mis ed dditional Profit

"The pro mu t have mad a pretty good
gros profit on that set of lub but h
missed a chance to make a lot mor mone
out of my friend. My fri nd wa allowed
to get the idea that th r i. nothing dif-
ferent betwe n buying from hi pro and
buying any place ele that good club can
be bought. A tore al 0 turns over th dub
to the customer and tak the a hand
that' the end of the deal.

"In the old day when I old a woman
a stove I aIled after it wa delivered to
see that he under tood how it wor ed.
Maybe that wa n't elling but it wa good
public relation and adv rti ing. My u-
tomers advertised me and word got around
that I wa very much int re t d in mor
than the customer' mon y and 0 om
time to make ure that th pr du t v orked
well.

"Con idering what fi t cla lub 0 t
the' day th pro ha to make hi. personal
interest and rvi part of the pri of th
club if a club member or a man or woman
golfer at a publi our i oing to hav
any particularly trong ran for pr f r·
ring to do bu iine with th pro.

"The way that comp tition and "buy it
wholesale" d al are th s day, you om -
times wonder what you'v got to do to g t
the traight r tail price. 'J h an wer i to
give the buyer mor attention and mor
Iollow-up and mOT <he rful e p rt rvice
than he would get anywhere cls . 'That
bonus i actually worth mon y to the buy r.

"The me s. ful pro and hi shop as-
sistants alway I r lling p ronality along
with the m rchandise.

"Sometime the pro can g t an idea of
what he i up against on (Omp titiv p.ric
selling, and probably think of uggc non
for solving th problem. if h "ill thin
about what he him elf ha bought whole-
sal, and how some uperior mere ha nt
might ha c old him th am, or a b tt r,
produr t at the retail price."

Goljdom
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Good golf IS your first responsibility

- to make your job easier is ours!

GOLF CLUBS
Mas'er Matclted lor Perfec'

, I and Balance ..•

" ICtI & ADSIf CO., LOUISVILLE, IEIT ,

July, 1957

Sold only

by gclf

professionals
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Horwath Gives an Accounting

rge ubs re e
mailer Ones eld

THE HOR'VATH Hotel ccountant'
eighth annual tudy of country club

operation, recently is ued, how that large
country club fared much better in 1956
than in 19"'5, but financial return for
smaller lub were approximately the arne
for both years.

The operational tatus of 31 club, 18
mall and 16 large, were taken into ac-

count in the tudy.
Both large and mall club howed in-

crea e in the amount of due available
for depreciation in ]956. In the ca e of
maller clubs, however, the ratio of dues
et aside for depreciation wa the arne

in both years, but in 1956 was in propor-
tion to the increase in total du and as-
sessments. In larger clubs, however, due
available for depreciation last year were
more than double what they had been
the previous year in both amoun t and
average ratio to due .

Redu tion hown
Because of the increa e in due and

assessment income, large clubs howed re-
ductions in net cost of clubhou e opera-
tions, net 0 t of golf and ground' and
fixed charges. mall club also showed de-
creases in net golf and ground expense
and fixed charges, hut a rise in n t club-
houe cost. due primarily to a decrea e in
the average ratio of the food and beverage
department profit.

.rln
heir

,

mall dub P .nt the du dollar in the
following way: lubhou operation.
32.7¢, up 2.7¢ from 1955; golf and grounds,
34.6¢, down 2.1 ¢ from th pre IOU y ar:
other outside a tivities, 2.0C compared
with 1.2¢; and Ii: ed charge, 17.2¢ a
against l8.6¢ in 1955. Thus, in both 'ear
an average of 13.5¢ wa available for de-
preciation.

Larg lub Br akdown
The breakdown for larg r club follov :

Clubhou e, 37¢ in 1956 v . 42.2 in ]955:
golf and grounds, 28.5¢ v. 31 ¢; other
out ide activities, 2.6¢ . 2.3¢; £j d
charge, 1:J.G¢ vs, 16.1¢. hi left 16.3¢
of due for depreciation in 1956 a om-
pared to 8. I ¢ for the pr ceding ear.

Generally, increase in co t of food and
beverage and higher pa roll outla re-
sulted in a derrea e in food and beverag
profit for the mall clubs. In large club.
thee increased cost wer more than off-
set by increase in combined ales.

\nnual dues and m mber hip £e
charged hy 3l participating club ar
ummarized a fo11ow:

mall Club: Annual due per regular
member-Under 100(2); 110(1); 17"-
200 (3); $210·290 (5): 300 (5); and 325
350 (2).

Membership Fees per r gular mernb r
under $200 (5); 200·400 (6); 500 (3);

(Please (urn to pn e 40)

Comparative Cost per Hole Summary

'mali CLubs
1956 1955

Large Club
195 19

Green round ~faint.
Payroll 1,445 1,380 ' 1, 11 1,777
upplie & ontract 397 382 ·123 3

Repair 160 170 277 265
'Vater, 1..1ectricity, etc. 8 ,1 159 167

Total 1 faint -nanre
(exclu ive of Ii: ed charges)

2.090 2,016 2,670 2,597
Golf hop, addie,

l'ournament E. p. 310 309 -10 444
Total 2,1W-- 2,325 3,078 3,041

Dedu t green fee 577 535 513 47
\,t our e E. p. le
Fi cd Charge 1, 53 ],790 2,565 2.563

6 Goljdom
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The LDh" For om carries 4 gol/trs with eas«.
Sam, outstanding perjormance as the
LDhu Hill-Billy goll"-

• 38 holes of pla,-. without recharging, on any course
- up to 54' holes <;>rmore on fiat cour s.

Laher LU •.a·MATle Drive give rnooth, eat
starting and operating - dirt permanently sealed out.
Prevents 90% of all operanng and starting problem .

Full elliptic spring front and rear":' fine t foaor
rubber cushion for supreme comfort and afety.

•8 OD.L POR GOLF AND I DU8TRY

Distributors wonted. Good territory still ovcllcble.

Impl st golf car In the world to drlv ,
- automobile-type dashboard and pedal controL - a\l .
control where )'OU can see them.



F mous Denver Country Clubs Replace Old

"'Golf Buggies with NEW LAHER HILL-BILLY GOLFERS-
THE WORLD'S FINEST ELECTRIC GOLF CARS!

r
(Laher Engineering Makes The DiDerence)

II

Pow rtu~(t90 amp:ea~h)baUerl.s. Four or si battery models available .

•Eng'ne r d and manufaetur d 'by automotive speelall ts
- with welded channel steel frame, automotive-type differential with Timkcn roller

bearing throughout, heavy &pring teel bumper all around, to take all the abuse,
wear and t~t that rental equipment gel .

ngln red weight dls.rlbu.•
flon. with low center of gravity for
greate t safety to golfer and turf. •

Lo operaUngoost - Laber
Electric cost onl) 5t - IS¢ a day to
operate.

For complete information, write

L H TIR CO

2615 MAGNOLIA STUET, OAKlAND, CALIFORNIA

300 MADISON AVENUE, MEMPHIS, TENNESSEE



$900 (1); $1,400 (1); $2,000-3,000 (2).
Large Club: Annual due per regular

member - Under 300 (2); 300-350 (3);
$360-375 (7); 400 (1); 500 (1); $600 (2).

M<JPber hip fees per regular member
- $400 and under (4); 500 (6); 1,000 (I):
$1,500 (2); $2,000 (1); 3,000-4,000 (2).

Maintenance Decrea ed Proportionally
Both cla ification reported dccrea e

from 1955 in gro maintenan e co t of
cour e and ground a well a in net
co t, as mea ured by average ratio to
due. But thi decrease wa the re ult of
due -a e ment increase which wer pro-
portionally greater than the ri e in main-
tenance co t .

Copie of the Horwath report can b
obtained from Horwath & Horwath, Pub-
lic Accountant, 41 '. 42nd t., ew York
17.

Jake Kohr, South Bend
Supt., Dies in May

.Jake Kohr, who for 35 'ear had been
upt. of the outh Bend (Ind.) CC, died

at his home early in 'fay. fro J ohr was
working at the club on the
morning he pa ed away.
He complained of not
feeling well and returned
to hi nearby home where
he died a few minute
later. He wa 67 year old.

Before oming to outh
Bend, Jake erved a upt.
in Glencoe, Ill. popular figur around
'outh Bend, his r mark. arried a lot of

weight with member of the orthern
Indiana - outhern Michigan G A who
on tantly encouraged him to pa on

hi knowledge a a speaker at th ir meet-
ings. On the day following Jak' death,

olumnist.Jo Doyle of the outh Bend
Tribune devot d part of hi column to

xtolling th thing h had don in help
ing to make the 10 al cour one of the
fin st in the Midwe t.

L. E. Warford, Melflex Head,
Dies in Florida

L. E. (Bert) Warford, Founder of the
.l. Ielfle Product Co. of Akron, ., died in
.I. fa in the Good amaritan Ho pital, W t
Palm Beach, Fla., after an illnes of .v ral
year.

Mr. \V rford founded Ielf! , wlli h
produc ai I runners, tee mats,tep treads
and how r mat, in 929. t th tim of

40

Cornell, Georgia chedul
Club Management Course

arrangement.---
Turf Foundation Conference

Booklet Available

Gol/dom


