kleen sweep ALL PURPOSE matting

TOUGH, LIVE,
WEAR RESISTANT [HTTRTEIINE
RUBBER

RAYON AND
NYLON FIBER
REINFORCED

“THE MATTING FOR GOLF CLUBS”

This tough, heavy, rugged matting has
been successfully pre-tested by com-
plete installations in very busy golf
clubs. Made of a special wear resistant
rubber compound, Ace All Purpose
Matting is reinforced with chopped
Rayon and Nylon fibers, the same as
used in first line auto tires. It resists
the wear of spikes and heavy traffic.

Protect the floors of your club, im-
prove safety and reduce noise with
this easy to clean, lower maintenance Excellent matting for locker
cost matting. room floors, entrances, pro

At Better Jobbers Everywhere shops = theny go” club uses.

ACE RUBBER PRODUCTS, INC. 100 Beech st.  Akron 8, Ohio
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NOW AVAILABLE ON LEASE WITHOUT CASH OUTLAY

FLOORING

Mitchell engineers
have developed an
interlocking high
surface-tension rubber
flooring with soft
inner body which
springs to sharfr
pressures of golf spikes
— recovers original
shape without cutting
or wear. To club
owners and managers,
Mitchell Golf
Rubberlock offers
freedom from floor
worries in spite of
spiking, scuffing,
scraping, and twisting.

AVAILABLE IN
COLORS

GOLF SPIKE RESISTANT

JERLOCK

FIRST 10-YEAR-OLD
INSTALLATIONS STILL IN USE!

From locker room to the bar, you'll find
Golf Rubberlock is the most advanced flooring
assuring maximum economy and permanence —

NO SPECIAL TOOLS OR MASTIC TO INSTALL

CONFORMS TO ANY SURFACE

2" THICK—24""x24"" SQUARES

RESISTS ABRASION AND CUTTING

INTERLOCKING EDGES

EASIER TO MAINTAIN TOP APPEARANCE

CHOICE OF COLORS

COSTS LESS TO INSTALL

COSTS LESS OVERALL THAN
OTHER FLOORING

Also available in same material is our GOLF

STRIP RUNNERS 28” and 36" width. One trial size

28"x38” $10 F.0.B. factory.

Send square footage or floor plan for free
estimate to attention of:

M. M. levitt,
Sports Division

MITCHELL RUBBER PRODUCTS, Inc.

Dept. 27, 21 14 San Fernando Road
Los Angeles 65, California

DIRECT FACTORY
QUOTATIONS
ON GOLF TYPE

&in balance, of course) in the seedbed at
the time of seeding at 8 Ibs. of actual N.
Earlier work was limited by the source of
the N which was either inorganic (soluble)
or derived from natural sources. Current
research is based upon self-regulating syn-
thetic-organic ureuf‘:)rm sources of N which
continue to exhibit an effect on turf two
years later. The practical application of
this rather daring concept is found in new
golf courses and other turfgrass areas
where virtually a season’s supply of nutri-
ents are incorporated into the seedbed at
the time of seeding.

Research has shown the way to more
perfect balance of nutrients by the use of
single elements applied exactly according
to the needs of the plant. Similarly, re-
search is tending toward the use of single,
improved grasses in establishing turf so
that the area may be managed to suit the

articular grass which provides most near-
y the quality of turf desired. Many supts.
apply this proved principle by planting a
nursery of straight Merion, for example,
with which to resod teeing grounds. Putt-
ing green nurseries are planted to a single

102

improved bent. In the past it was con-
sidered proper to include 5 to 10 per cent
of bent in a lawn mix. Work at several
stations and practical observations have re-
sulted in outlawing of bent in mixtures.
Under proper conditions, 5 per cent of
bent results in complete domination by
bent. Then, when conditions are unfavor-
able to bent, the end result is a mess.

One of the important developments has
been refinement of thatch-removing ma-
chines. Just as with every item used in
turf management, the intelligent use of the
product is an inte{;ral part of success. Re-
search results in development and testing
can overcome errors of judgement when
the item is used. A study of trouble spots
has revealed that some difficulties have
resulted from removing a little too much
thatch (too deep) just prior to a spell of
heat and humidity. When fertilizer was ap-
plied just after thatch removal and severe
damage followed the spell of weather,
there was a regrettable tendency to lay the
blame for the loss of grass on the last thing
that was applied.

(To be continued in January)
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... TAILOR YOUR IRRIGATION SYSTEM TO YOUR
NEEDS with “"K&M"” Underground Irrigation Pipe

Have the most efficient pipe for water flow, depth
and weight of soil, along every inch of your irri-
gation system.

Because “K&M" offers you both Asbestos-Cement
and Plastic Underground Irrigation Pipe . .. ready
to be combined into the same system.

For your main lines along the fairways, where
the pressure is heaviest and the depth and weight of
soil is greatest, that's where you need “K&M”
Asbestos-Cement Underground Irrigation Pipe.
It has the strength and permanence of stone. It
won’t corrode or tuberculate, and is completely
immune to electrolysis. There's no pitting, rusting,
nozzle-clogging or dwindling of flow.

For smaller diameter pipe around the greens,
you can use “K&M" Plastic Underground Irriga-
tion Pipe. Tough. Lightweight. Long-lasting.

October, 1959

In addition, your “K&M" Underground Irriga-
tion System stays tightly sealed, no matter how
high the pressure climbs. Because, only “K&M" has
the exclusive, patented FLUID-TITE Coupling.

As for installation, it's apple-pie easy under all
ground and weather conditions, using your own
crew during the off-season.

Before you make any buying decision, be sure
to get complete information on “K&M"” Under-
ground Irrigation Systems. Just write to us.

KEASBEY & MATTISON

Company *» Ambler * Pennsylvania
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e Weller

executive...fine gasoline powered golf cars™

Heavy duty drive train.
All steel construction.

Simple quiet operation.
Exclusive design — deluxe quality.

* Also wonderful as a utility car or a beach car.

Designed and built by —

Write for Brochure and Prices

Women Boost Sales, Play
(Continued from page 40)

anced by high percentages in other classes
of merchandise.

Pro department operating costs con-
tinued to mount this year. Increases in
club cleaning and storage charges, when
the pro got them. just about stood off
increases in payroll.

Trade-In

One of the perplexing problems of golf
business is that of accepting used clubs as
partial payment on new sets. The trade-
in deals either made or ruined the auto-
mobile business, depending on where a
fellow stands in that field. With the price
of golf clubs — especially in the pro qual-
ity line — now representing a substantial
investment, the trade-in deals have be-
come a bi;!i factor.

Top grade clubs are moderately priced
compared with some other sports quality
equipment such as boats, guns and fish-
ing tackle but sales of golf clubs often
need boosting by trade-in allowances.

Professionals at some of the top clubs
won't take trade-ins and members don’t
expect them to but at other clubs trade-ins

Situation
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WALKER MFG. CO.

Fowler, Kansas

State distributorships available

are an important part of club business.

Trade-ins figure in a majority of the
pro’s sales. According to pros consulted,
trade-ins are taken on an average of about
57 per cent of all new club saﬁ*s.

The importance of the trade-in business
to profits is disclosed in one district where
steel plant workers buy a high percent-
age of the trade-in clubs. Pros in this area
say that if the steel strike had been called
earlier they would have been stuck with
used clubs representing more than their
profits on clubs for the year.

The golf car is a rapidly growing ele-
ment in the financial picture at top
courses. As yet, there is no common pat-
tern of supply, supervision, operation and
maintenance of cars but many pros regard
them as a fine revenue source.

Women’s Lesson Business

Women’s lessons total almost 15 per
cent more than last year. Consensus of
pros is that women account for nearly 60
per cent of lessons given. Lessons at a
small number of clubs will be fewer this
year than in 1958, the loss being almost
entirely due to weather cancellations.
Lesson increase nationally is indicated at
slightly less than 10 per cent. Much of

Golfdom



the head pro’s time that is available for
lessons generally is taken so there’s not
much room for boosting the lesson figure
until members are willing to take instruc-
tion from assistants.

Teaching assistants to teach continues
to be one of the problems of top club
professionals. And, after the lads are
trained, the next problem is to persuade
the members to accept the assistants as
teachers.

Regarding teaching, here are observa-
tions by a club professional who was a fa-
mous champion. He says: “"Learning to
teach is the most difficult part of a club
pro’s job. The tournament pro, who learns
what to do for his own game, has a long
way to go before he learns what is good for
his pupil’s game and how to teach it. The
same principle applies to shop selling.
What the pro likes for himself may not be
suitable for his customers.”

To Push or Not to Push

There’s been a question about the ex-
tent to which the pro’s sales push deter-
mines ball sales by brands. A pro isn't
gning to argue ;\Q;lillst a L'll.\‘tt)lll(’l“s pl'(’f(‘l'—
ence for a ball. The pro also knows that a
buyer often will want a ball that is too

highly compressed for his type of swing.
But, for whatever the information is worth
in ball advertising and merchandising, the
top pros queried by GOLFDOM replied
that customers requested golf balls by
brands in slightly more than 75 per cent
of sales. Percentages ranged from 25 to
100, with the higher percentages being at
the top private clubs.

Support the Pro

As might be expected, members of the
upper level private clubs buy a much
higher percentage of their clubs, balls and
bags from pros than players at semi-pri-
vate and public courses. Lowest percent-
ages of players’ business in clubs, balls
and bags was 10 per cent reported by a
pro at a resort course. Many of the private
course pros reported 90 per cent or higher.
Public course pros’ percentage of their
players’ equipment business showed an
increase despite tough cut-price competi-
tion, especially from catalog houses using
the inflated list price lure.

Public course percentages of equipment
sales was considerably higher than those
at semi-private courses except at those
operations where pros have the incentive
of profits on sales.

ACCEPTED AS THE FINEST TEE ITEMS

EASY TO STACK

PAR AIDE JR. AND SR.
GOLF BALL WASHERS
AND ACCESSORIES

PAR AIDE
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PAR AIDE BENCHES

WRITE FOR CATALOG

PRODUCTS COMPANY

DEPT. T, 1457 MARSHALL AVENUE, ST.PAUL 4, MINNESOTA

WHITE OR GREEN

TEE TOWELS
L
S

i L 4

ALUMINUM PLASTIC
TEE MARKERS




NEW MODERN PROFESSIONAL
LAWN MOWER SHARPENER

This model has two grinding heads. One encbles
you to sharpen the reels and the other head the
bed knife. You can do all this without taking the
mower off the sharpener, or dismantling it. In
addition you can also adjust the mower while it
is in the sharpener. 14 major improvements have
been made to help you set-up faster and save you
time on the actual sharpening. Send for complete
specifications today.

MODERN Bed Knife
Grinder

Engineered for grinding power mower, greens-
mower or fairway mower bed knives as well as
most other stroight edge tools. Clamps adjust to
hold any length blade. Blades rest against solid
base when clamping, eliminati all distortion.
100% steel, precision ground rails, %2 HP Motor.

Write for Free Brochure

MODERN MANUFACTURING CO.

Dept. 35, 160 N. Fair Oaks, PASADENA, CALIF.

Sales Doubled in 2 Years
(Continued from page 85)

few doubts as to how much golf merchan-
dise women will buy. But these didn’t last
long. When we started bringing in more
and a wider range of women'’s sportswear,
our sales kept increasing. This, too, had
the indirect effect of substantially increas-
ing sales of clubs and balls to the lady
players.

I don’t pretentd to be an expert on sell-
ing to women. Cecilia Garfield, who han-
dles the distaff department for me, would
be much more enlightening on this subject
if she were writing this article. But this is
what both of us have observed: Once a
woman gets the habit of shopping in a
pro shop, she finds it both more comfort-
able and congenial than going to a down-
town store. She prefers to have a friend
wait on her rather than someone who may
be a total stranger.

Versatile Assistants

As for my staff, Cecilia was a real find.
She specializes in women’s sales, serves as
a gift consultant and knows her way with
figures when it comes to handling stock
records. More recently I have discovered
that she also is exceedingly adept in sell-
ing men’s sportswear. And, in true femi-
nine style, she has an artistic and sales pro-
voking touch in arranging merchandise
displays.

My male assistants are Sam Newcomer,
who runs the shop in my absence and
more or less specializes in men’s sports-
wear and golf club sales. Edward Alva
also handles sportswear and club sales but
probably spends more time in teaching.
The fact that our sales have shot up by
such a wide margin since 1957 speaks for
the ability of my staff.

Strong Member Support

In citing the reasons why volume has in-
creased so substantially at San Gabriel
in my two years, I mentioned the mem-
bership. I am fortunate in having a liberal
spending group of golfers who, as I said
before, are more quality than price con-
scious. The nucleus of a good clientele was
here when I arrived and it was enlarged
by improving service and, I'm sure, by
capitalizing on the purchasing power
of women players. There also is another
big factor that can’t be overlooked — there
are 585 registered golfers at San Gabriel
and of these, I would say that 60 or 70
per cent play quite often.

My average inventory is around $18,-
000. All items that are sold are credited
daily against goods on hand in the various
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merchandise categories and at the end of
the month a physical count is made. My
system was set up by an accountant and
is administered by my staff. Some people
feel that perpetual inventory is a make-
work proposition, but personally I am
sold on it. Because of the system we use,
it is rare when we run out of or even low
on strong selling items. And it prevents
overstocking and consequent drastic sales
to liquidate slow moving mechandise.
Profits on Trade-Ins

The trade-in situation is something of
a headache for us as well as most shops.
We try to realize a profit of 20 per cent on
the sale of all used clubs and, in many cas-
es, hold these clubs in stock until we are
assured of this markup. This is a policy
I'd like to see more pros follow because I
feel many of them are literally giving the
clubs away to get rid of them. It's hurtin
the market. Trade-ins constitute a smaﬁ
business and there is no reason why it
shouldn’t be operated profitably.

Lesson business at San Gabriel has held
up remarkably well since I came to the
Cﬁlb. Other than to keep a lesson appoint-
ment book in a conspicious spot near
the cash register, I do little promoting of
this type of business. Our players are
quite enthusiastic about improving their
abilities as golfers and we try to keep them
in this frame of mind by playing up the
feeling of achievement and even the plea-
sure that comes from lesson-taking.

We offer seven lessons for $25 package.
Ed Alva, our teaching specialist, encourag-
es most of his pupils to take advantage of
this series and has been quite successful
in selling it. Altogether, we devote eight or
ten hours a week in summer and about
five hours a week in the other months to
conducting free Junior lessons, furnish-
ing balls and equipment. This, I feel, is
quite a lucrative giveaway since it en-
courages many young players to take an
avid interest in golf and it isn’t uncommon
for a comparatively large number of them
to sign up for individual instruction.

Promotion Soft Pedalled

We're probably not as promotion-mind-
ed at San Gabriel as many pro shops are.
Cecilia Carfield and I write columns for
the club newsletter describing new merch-
andise that comes in, On Father’s and
Mother’s Day we drop notes into lockers
suggesting gift selections with prices list-
ed. In just about all promotions we stress
the convenience of buying at the pro shop,
the friendly atmosphere there and such
services as gift wrapping. That is the ex-
tent of it.
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Planning-—
® A Driving Range?
® A Par-3 Course?

® A Miniature Course?

GOLF OPERATOR'’S
HANDBOOK
tells you HOW to:

DESIGN — BUILD — EQUIP
OPERATE & MAINTAIN THEM

Its Contents Include . . .

Area required — site selection — zoning and li-
censing — drainage, water and power — safety
factors — lighting — buildings — designs — fenc-
ing — signs — maintenance and operating equip-
ment and supplies — handling play and promoting
it . . . and many other subjects vital to the success
of your investment.

Price, postpaid , , | , $3
NATIONAL GOLF FOUNDATION
407 S. Dearborn St., Chicago 5, IlI.
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NOW! 100 for $3.50

Season
Greetings

PERSONALIZED
MARK-A-BALLS
Names, events, greetings or any 50¢ Extra

copy you wish. 2 lines of printing, extra lines
25¢ each, (limit 4 lines total).

TED LONGWORTH'S De-
luxe Cigarette & Cigar
Holder. A real holder
that really holds your
smoke while you make
your shot. 2 wonderful
low-priced gifts for the
golfer. All prices pre-
paid.

MR. BUSINESSMAN: Advertise your business with
a "Sure-Fire”” message carrier. Golfers love Mark-
A-Balls. Send for samples and prices.

TO THE PRO: Mark-A-Balls are @ must on your
counter, send for the “Pro-Deal” and samples.
My holder will sell and delight your golfers.

TED LONGWORTH
P. O. Box 5844 Portland 22, Oregon

PLANNING THE
GOLF CLUBHOUSE

$9 postpaid

ELIMINATES COSTLY GUESSWORK!
96 pages of authoritative planning
data, photos and plans for archi-
tects, building committees, golf
course operators and municipal
planners.  send Check or Money Order to:
NATIONAL GOLF FOUNDATION
407 SO. DEARBORN ST. ® CHICAGO 5, ILL.
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Florida Turf Meeting
(Continued from page 66D)

Exp. Station; Dan Hall, San Jose G & CC,
Jacksonville; E. Ray Jensen Southern Turf
Nurseries; Jasper N. Joiner, U. of F.; Strat-
ton H. Kerr, Fla. AES; James M. Latham,
USGA green section; Henry C. Matin,
Florida State University; Salvatore Mauro,
Miami Beach Park Dept.; O. J. Noer, Mil-
waukee Sewerage Commission; Gene C.
Nutter, executive secy., GCSA; R. B. Rob-
erts, Jr., Fla. Power & Light Co.; Col.
Frank Ward, Bradenton CC; James A.
Watson, Duval C ounty Agncultural agent;
and Homer D. Wells, Georgia Coastal
Plain Exp. Station.

During the Florida conference, O. J.
Noer of the Milwaukee Sewerage Commis-
sion was awarded by a plaque by Col.
Frank Ward, representing the Florida Turf
Assn., in appreciation of the “beneficial
contributions he has made to the turf in-
dustry.” In making the presentation, Ward
said: “ . . . we've long looked to you for
solid, down to earth advice on turf prob-
lems. We hope you can find time to write
and publish the great accumulation of turf
knowledge you have gained over the
years.

1959 Index
of Editorials

Book Reviews
Grounds Mai Handbook (H. S. C ) ....Jan. 38
Golf on My Plllu' (George Houghton) A 38
The Encyciopedia of Golf (Nevin H Gibson) .
Golfing America (Hamilton-Preston) an.
Playing A Round of Golf with Tommy Armour ...... May 90
Golf Instruction Simplified (Howie Aﬂaﬂ)
Simplified Golf Instruction (Ed Winter)
Repair Your Own Golf Clubs (Hugh M. Gordon) .. ..

Business
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Distribute $66,000 in Goll Day Funds ............ Feb. 55
Extend Small Loan Program to Recreation Business . ..Feb. 58

Golf Businessmen Have Chance to Build
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1952-58 Golf Day Fund Distributicn y June 30
SBA Booklet Explains Course Loan Policy Aug. 27

Club Operation
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Paradise CC (Crystal River, Fla.) R May 66D
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Public Course Clubhouse ............ ......Sept. 32
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The Boom's I8 Bloom ................c.cccieniines Apr. 34 -

Population Bulges So Edmonton Builds
Another COUrSe .............eenns 66
Cheap Pool Paint Can Be Costly . ... Kenneth Schill or lly 36
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................................. Lawrence Jagua May 72
Whitemarsh Watering System
Low-Cost Irrigation Installation
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Conventions & Conferences
GCSA Chicago Program Set ....... v
. 1,720 Attend GCSA Chicago Show ......
537 at Midwest Turf Conference .
: General
Pa. Range Operators Fight Sales Tax Levy
Sixth IGA Matches Attract Record Crowds

‘ Golf Indoors
Realtors Capitalize on Golf's Magnetism

y Dave Gordon Heads Architects’ Society ...
Winning Tournaments Only Half of Berg
Sloesss Story ... .....iioini.s
Southern Cal Bovu to USGA on Penalty Stroke Rule
'~" Fore & Aft Operation Saves Time on Range
Reducing Storage Losses ........
Board Material . 3
Par 3s Here to Stay
Clubs Move Fast to Speed Up Snails
Junior Golf at Elizabeth Manor ..
Middiecoff Heads Postwar Money Winners ..
3 Michigan Public Links Group Gives Full Fare
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The Ripple Sole Controversy . 0 Connell & Morehouse Fuq
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.- Tanglewood's Golf Package .
Golf Cars

Don't Put Members in Middle on Car Policy
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Range Insurance .
CDGA Explores Golf Car Controversy

r Golf Law

Reverses Decision on Club-Caddie Relationship
4 G«;I"'n"'hevq.u'i'r‘u'i.ié'knnw Mat Placement

Lower Court Upheld in Denylng Gnller Relief

........................... William Jlabine June

Membership Provisions Rule Out Damage Suits .

Professional
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Teaching Program .. s
Pros Vote to Keep PGA for Pros
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Finsterwald, Smith Teach at PGA Meeting .....
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Richard N. Tarlow Jan.

.Herb Graffis Jan.
.Feb.

Robert Bruce Harris Feb.
3 Feb

Ernest W. Fair May
.Gene 0'Brien June

Tom Ferguson June
. Jul

William Jabine Apr. 6

............... William Jabine May

36
23 =z = =
o | FE% 4 = | 5&?3‘2&2
=y 1 1l oﬁ:"‘%*u
w | W38/ $2F<8Tm
E /] [ L» ;'gng
32 = el | o2wax®
| 8 /il S:E3iv s
= ;Lﬁ,, s =S ang°%°®
s 2Bl el &
42 y/ - e N
o §§n?°‘°‘m
31 ™ o e . BT
53 ~ : F- &
53 | ¥
76 | K -3
27 | B - = z-g
42 £23 ™o
56 - 2ad e
@ | o 3583 °s
a1 530 \ g
52 g or.ngz
78
41 | € ”E"‘-ﬂ
x ZTopg \
| o mag ad
% | 2 T;2M JZ =
T [ - )
36 e 33.2" 5 r
50 4 o«.,,-’wn o x o
| O%EC W W= 1)
n =3
NE R
6 \!
> 0 3
| ﬁ—cm A
66 | 03¢ 2 0
LA -3 -

22
VMOI ‘XVi10d

na ! - <
| 2 1
z | Fzs L
30 “w —
Y11 e b

SI14VL ONIN-A104 VN EL-

MONEY BACK GUARANTEE

First Flight Steel Power Center is still the greatest!

The patent-pending, First Flight Steel
Power Center Golf Ball is so superior
in accuracy and distance that many
companies have tried to imitate this
great ball with various centers and
co®structions.

To prove to you that First Flight is still
the longest and most accurate ball, we

'LOADED WITH

POWER

PATENTS
PENDING

invite you to get three from your pro,
play three rounds, and if you have
not averaged straighter and longer
drives, more accurate chips and putts,
and a lower score, you may return the
three balls to us for full refund.

FIRST FLIGHT CO.
Jimmy Demaret, Vice President
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golf-ball grip—Nadco!

* Triangular design stability

* Exclusive golf-ball grip

Ask your distributor now about the all-new

expanded NADCO line for 1960

eleo profit Line for 1960 is here—NOW!

Stock and display the carts you can recommend
with confidence. The cart with the exclusive

"'O’nly NADCO has ALL the PROFIT features!

* Level Glide Suspension
* Precision bearings, mud-free tires
* Trigger speed folding
* Cast aluminum—tubular steel construction

Nadeo Sporting Goods (.

Chicago 45, lllinois

Pro Operates In Shop with A Traditiol
Bob Bodlnnlun Feb.

Busi d for Pro Teaching Job

| Don't Seli to Them — They Buy from Mo
Change Your AL.itude on Women Golfers
P T e S Sl

Methods Vary But Aims Are the Same

(Pro Teaching) ..........iocoeiicireionssornains Mar
Pro’s or Ed New Member

............................... . Leonard Schmutte Mu.
West Coast PGA Business School .................. Mar.

|
Pro’s Most Important Sale — HIMSEGLF
wingate'’s Windows Reflect Shop’s High Class .
Philadelphia PGA Golf Show

Sales ldeas

A Little Help Brings Big Retu
Snnlls‘.l’lovn Pro Job — Sport’'s Tounhest
Some Sales Hints for Pros .
A Pro Puts on A Fashion Show .....
Pro Operation at Long Beach Muny
Observe Commandments of Pro Retailing

Merchandise Murals Are Putting My Shop O

ver
Your Pro Shop Can Always Be Improved — 1
Don't Let Bright Ideas Get Away .... Herb Graffis Aug.
Jacobus Says Pros Need Psychological Training ...... Aug.
Robert White, Pioneer Pro, Dies in 8. C. LAug
Pros Need Help That's Capable — 11 . Johnny Burt Au.
Pro Rebuilds Shop to Get Selling Room
Harry Missildine Aug.
.Herb Graffis Aug.

Commandments of Retailing — 11 ...
Tahlnl Pros Swing from Mental Sid

Sets Dates for 1960 Business School . ..Sept
11 Ways in Which the Pro Can Upgrade His Work . SQnt
Turf Management
Disaster Averted Where Clubs Guarded Against It
...................................... 0. J. Noer Jan.
Grau’s Answers — Study of the Past ... Fred V. Grau Jan.

Suvt “‘Scorches’ $60,000 Rumor in no-'l’urﬂna
..Paul W. Neff Jan

Scioto
Charlie Wilson's Notebook
Grau's Answers — Professional Advancement
................................... red V. Grau Feb
Nutter Named GCSA Executive Director .. .. ... Feb.
So You're the New Green Chairman .. Jack D. Mansur Mar.
Discuss Course Renovation & Financing at
USGA Moeeting

110

Herb Graffis Feb.
Jerry Glynn Feb.

Helen MacDonald Mar.
Assures Big Future Market ... Mar.

eorge Aulbach Apr.
LApr.

-May
George Aulbact June

-
erb Graffis July

Jack Hoffmann July
Johnny Burt July

-Mar.

38
44

36

40
48

54

Feb. 36

'56
26
36

38

300 Turfmen Honor Burt Musser ...Geo. A. VanHorn Mar.
GCSA Convention Speeches
Bent Can Be Grown in the South .. Charles Danner Mar.
Troubled with Wilt — Check Pumping System
.................................... Don Likes Mar.
How to Speed Up Public Course Play .. Garrett Renn Mar 54
Work with Nature in Designing Course..David Gill Mar,
Microorganisms and Nitrogen Release
............................... William Martin Mar,
Grau's Answors — Open Course Polu:y Can
Bo.CostlY ....c.ccuvimiiiisavsnisies Fred V. Grau Nnr
Charlie Wilson's Notebook
Turf Management Under Excessive Rainfall
Conditions J. C. Harper 11 Mar.
GCSA Conventien Speeches
Our Problems Are Mutual en Sheets Apr.
Supt. More Conscious ol Professional Abm
8 Muner Apr.

Control Disease Through Good Mnnauom
.............................. M. C. Shurtlaﬂ Apr.
How Landscaper Paints with Plants
........................... Clarence Gottschalk Apr.
We're Prouroulnu But We Still Have
Problem George Lanphear Apr.
Grau Apr.

Grau's Anuwen—Frnd Williams' Role .Fred V.

Noer's Turf Tips — Quick Fertilization/Green
Spiker 0. J. Noer

Charlie Wilson's Notebook

Large Seale Bermuda Planting Wade Stith

Winterkill Plays Havoe with Noﬂhern Gr?’ens]

Williams Gives 12-Year Report on
Beverly Maintenance

Grau's Answers — Interference . F

Education in Member Relations Paul Voykin

3-Way Aerifying Improves Matted Grconso

J. Noer

Greens Slow in Snapping
in Hammond

Fred V. Grau

l:nu s Answers — Nature's Blaulnn -
Trying Moments Preparing for the Open
0SU Buildings 20 Years Old But Up to Date
.................................... Al Hoffman
Seaview Uses K31-Kentucky Blue Mix ....0. J. Noer
Grau's Answers — Strive for Uniformity
.................................. Fred V. Grau July
Spreader Fertilizes 18 in One-Half Day ..0. J. Noer Aug.
Grau's Answers — What Happened? .Fred V. Grau Aug.
Supt's Situation Improves But it Isn’t All Roses ....Sept.
Multiple Aerifying Benefits Thatched Greens
0. J. Noer Sept.
Grau's Answers — Take Another Loolt at Zoysia
................................ Fred V. Grau Sept.

130 for October articles)

(See p.
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