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Lack of Good Mana'gement Hurts
Development of New Courses

By HERB GRAFFIS

ONE ?F the pr~ businessmen whose
earmngs from hISgolf club operations

have exceeded the top figures of tourna-
ment golfers the past few years looks at
~he current ,?oom in golf and says: "There
IS one glanng fault. Without exception
every new course opens before it is com-
pleted: The result is that it never gets
mto first class condition.

"In many cases new courses actually
aren't fit to play when they are opened"
the pro continues. "Supts. of these courses
have to perform miracles. They are the
unsung geniuses who are the salvation of
most of t~e.~ew course ventures, especially
the subdivision-golf course deals in which
the promoters have made a good profit and
are ready to move along when sales are
slowing down. Then nobody knows who
is going to provide the money needed for
course maintenance and finishing the con-
struction work.

Inadequate Funds
"At the majority of the new courses

supts., mgrs, .and professionals are trying
to please the eager members of new clubs
and haven't funds adequate for the work,"
says the pro.

"Speaking from the professional's view-
point, very few of the new jobs are worth
tackling. The promoters are so hard up
they are bleeding in every department.
They've made promises that haven't been
kept. In instances of large promotions, a
quantity of memberships has been over-
sold and quality undersold. That doesn't
leave much of a market for pro services
and equipment.

"Yet, although a pro as a businessman
ought to know enough to investigate. and
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get the ,business picture at the new club
there are. _plenty of fellows ~idding for
these positions where there isn t a chance
to make much of a living."

Continuing, the pro says: "there never
was a time in the history of the golf busi-
ness when there was such a need for busi-
ness knowledge to keep the growth of the
game sound. Reoently 1 spent four hours
with the architect, supt. and general mgr.
of a new club. The mgr. is financially in-
terested in the club and wants to open it
when it is only partially completed. Some-
body fi~ured wrong (or not at all) and the
result IS the deal needs fresh money
desperately.

"1 was called in by the architect with
t~e ~upt's knowledge. The generai mgr.
didn t know who brought me in although
he was the one I was expected to help
most.

Where Shortage Lies
"We talk about the shortage of golf

courses but we don't mention the short-
age of golf business brains."

This professional is well known for his
bluntness as well as his financial success.
Maybe he is inclined to be a bit too criti-
cal of the planning and management of
many of the newer clubs, but there are
points in his observations and warnings
that are going to make some men wealthy
in the golf business and result in the
bankruptcy of others.

This critic is right (according to our
observation) about new clubs opening too
soon. Soil preparation programs and com-
plete watering systems often reduce the
time required for getting a course into
satisfactory playing condition but the cal-
endar can't be squeezed in getting turf on
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any country club golf course.
. In smaller towns, practice ranges and
greens keep the members interested. Small
town golfers don't expect the superlative
condition that metropolitan district golfers
expect for their money on a new course.

Forced Club Opening
The premature opening usually is forced

~y poor financial planning and an imprac-
tical membership plan and solicitation.

Already some danger spots in a few of
the new club plans are showing up. Among
these flaws are:

• Sale of too many memberships. With a
big increase in women's play, an 18 hole
private club course with 500 or more fam-
ily memberships is bound to be as crowded
as any heavily-played public course.

• Sale of too many "life" memberships.
This class of membership reduces the an-
nual dues revenue that a club has to have.

• Skimping on course construction so
any sort of a course can be put in and
bordering lots sold. Already this skimping
is calling for correction. If the subdividers
haven't got the lots sold they are paying
the reconstruction costs. If the subdividers
have sold enough property to pass the
course and its troubles along to the prop-
erty owners, the latter has an expense that
wasn't contemplated.

• Lack of adequate equipment, mate-
rials and money to care for the new course
and bring it into first class condition.

Lack of Management
But most of all, the lack at the new

courses is competent planning and man-
agement. This shortage is no novelty. In
the '20s when there was a big golf boom
going, and the same sort of golf course-
subdivision projects born that we are see-
ing started by the hundreds during the
current periods of golf development, the
failures were due to lack of qualified
management with only a few exceptions.

Lawyers and real estate men are most
prominent in current club promotion op-
erations. A few pros have small speaking
parts as "advisors." In only two of these
cases that we know of were the "advisors"
acquainted with the financial situations of
the projects. In both cases the deals
weren't getting along too well and the pros
were called in to help get operations
stabilized.

There are several cases of big financial
interests being engaged in subdivision-
golf operations. Tax-wise these deals are
attractive to wealthy men, The weak spot
is shortage of competent planning, man-
agement and operating personnel. One
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Foundation to Move OHices
In September, offices of the National

GoffFoundation will be moved to the Mer-
chandise Mart (Room 804), Chicago 54.
The new phone number will be WHite-
hall 4-3564. The Foundation is moving
from its present location at 407 S. Dear-
born st., Chicago.

big money interest has selected a golf
club development organization to handle
its golf-subdivision investments.

High Pressure Sales
Membership sales campaigns puzzle

~any new cll1:bs: High-pressure selling
Jobs by commission salesmen rarely fit
th~ requirements of a good private club
built for a rather select membership. The
answer to the membership sales problem
like the solutions of other problems of th~
new clubs, lies in business management
that can plan a membership sales cam-
paign and get the members to work on it.

The owner of a large piece of land in a
metropolitan area told us that in looking
for s<?meoneto convert part of the prop-
erty mto a golf club and operate it he
wasn't able to get anybody he thought was
qualified to do the job. However he
could find several persons qualified t~ sell
building sites bordering the proposed
course. This property owner has been
president of a prominent golf club. He
said:

"Golf business education, such as it is
is specialized to the degree that I can't
ge~,a man to build and run a golf business.

I can get good men for building and
maintaining a course. I can get good men
for teaching and running a pro shop. I
can get good men for running the club-
house.

"But what I can't get and want is a man
to prepare a financially sound plan for a
club, who can organize and supervise a
financially sound plan for a club, who can
look at a monthly statement and see just
where the operation stands and what is
needed, who can decide what publicity is
needed and direct it, and who can get the
right men for building and maintaining the
course, the clubhouse and the pro depart-
ment.

"I've come to the conclusion that golf
club mgrs., supts. and professionals need
to know more than most of them do about
the overall picture of club financial opera-
tions and the operations of depts other
than their own."
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A New Package for Spaldlnq's
GREAT DISTANCE DOT!

From now on, you'll be selling the famous DISTANCE DOT® in
a striking new package with the familiar ball-carrying bird.

When you feature this colorful package on your counter,
you'll be riding with the most widely acclaimed golf ball ever
introduced to the public! Golfers agree that the DISTANCE
DOT is the toughest distance ball they've ever played.

DISTANCE DOTS are now numbered 1 to 8. Sell your custom-
ers better golf; display this best-seller prominently. DIST AN CE
DOTS are sold through Golf Professional shops only.
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Texas Club Introduces
New Membership Plan

A new idea in the country club mem-
bership setup is going to be carried out at
Lake Whitney CC in the Dallas-Ft. Worth
area. Construction of the course" designed
by Ralph Plummer, is expected to start
soon.

All memberships in the club will be
company' memberships. These will be
transferable with the only stipulation be-
ing that Lake Whitney must approve the
transferee.

A company membership may be held
by any individual, company, firm or cor-
poration. Subsidiary, related or wholly
owned companies each will be required to
take out separate memberships. After a

Architects drawing of Lake Whitney recreation area

firm has joined the club, it may designate
as many of its executives as it so desires
who are acceptable to the club as par-
ticipating members. Cost of company
memberships are on a sliding scale which
is based on the number of persons it em-
ploys. Monthly dues will be scaled in the
same manner.

Fees and Dues
Charter membership fees have been

established in this manner: For 1 to 25
company employees - $500; 26 to 100
- $625; 101 to 500 - $750; 501 or
more - $1,000. Monthly dues will range
from $18 to $36 and will be based on the
above employee figures. Lake Whitney's
sponsors have emphasized that the fees
and dues setup will in no way be deter-
mined by the number of participating
members designated by a company. If, for
example, a firm has only 20 employees
but designates 10 participating members
it will pay less in fees and dues than
another company with 99 employees and
only five participating members.

The Lake Whitney plan calls for the
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participating member not to be responsi-
ble for fees or dues but only for his in-
dividual charges.

The thinking behind the Lake Whitney
plan is predicated upon the belief that
membership in a country club financed by
a company promotes good employer-em-
ployee relations and is an important execu-
tive benefit. It also is pointed out that
under present circumstances, budget lim-
itations and tax policies prevent many
firms from providing more than only a
few club memberships for its key execu-
tives or employees. -

Built by Army Engineers
Lake Whitney was created by the dam-

ming of the Brazos River and covers an
area of .about 25 sq. miles. It was com-
pleted, by 1953 by the U. S. Corps of
Engineers. The lake is located 76 miles
from Dallas, 56 from Ft. Worth and 51
from Waco.

Present plans call for the country club
to have in addition to the golf course a
clubhouse, activities center, tennis courts,
landing strip, small boat docks, boat
launching, large boat and yacht docks,
bridle paths and a sand beach.

Organizers of the club are Col. Henry
R. Dutton; Ft. Worth; o. T. Smyth, Cle-
burne, Tex.; Ragsdale Stratton, Dallas;
and Charles G. Murray, Whitney, Tex.

Employees Play Free at One
of Four Company Courses

A survey of 107 company owned golf
courses made by the National Industrial
Recreation association in conjunction with
the National Golf Foundation shows that
play on about 25 per cent of these cours-
es is free for employees. About half charge
green fees, averaging $1 on weekdays and
$2 on weekends, and the balance has a
family membership arrangement averag-
ing about $33 per family.

Not all the courses are owned by large
companies. Five are owned by industries
with less than 500 employees and another
four firms have from 500 to 1,000 em-
ployees. About 50 per cent of the indus-
trial courses have been 'built in the post-
war era and at the present time there are
15 more in construction or planning stages.

Most companies that have their own
courses say there is a twofold reason: They
want to keep present employees happy and
golf courses are of great value in attract-
ing competent newcomers.
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Popularity + Perfor Profit!ance

*
CARS

Only Caddy Car has all those wanted features that
add up to profit on any course-s-lower initial cost,
minimum maintenance, more reliable performance and
super-silent performance for greater golfer popularity.
Developed through Powered Products Engineering Re-
search, Caddy C. - is designed, engineered, manufac-
tured and priced to meet today's requirements for an
efficient, profitable goif car operation.
Investigate today-take advantage of the financing and
leasing plans offered by your Caddy Car distributor . . .
and remember-Caddy Car popularity makes it your
best buy for rental or private use.

This gas-powered, ruggedly constructed, lightweight beauty offers
comfort and dependability unequalled in its field. Featuring a 7 HP
Kohler heavy-duty engine with Delco Remv starter-generator, the
extra quiet Birdie I takes the roughest hills effortlessly and eliminates
need for battery recharges and replacement. Beautiful Fiberglas body
is available in three colors.

See your distributor today or write:
POWERED PRODUCTS COMPANY, INC.

4711 East 5th Street, Austin, Texas
World's largest manufacturers of Gas·Powered Golf Cars

~ Plants: Powered Products of Texas, Austin, Texas. Powered Products of Michigan, Rothbury, Mich
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Caddy Car of California
2027 W. Slauson Avenue
Los Angeles 47, California
Rust Cadillac Company
407 West Front Street
Bloomington, Illinois
Caddy Car of Oklahoma
c/o Reynolds Pump Co.
1540 S. E. 29th
Oklahoma City, Oklahoma
Goldthwaite's of Dallas, Inc.
P. O. Box 7695, 4404 Main
Dallas, Texas
Goldthwaite's of Houston, Inc.
P. O. Box 343, 1645 Bissonnet
Houston, Texas
Goldthwaite's of Texas, Inc.
P. O. Box 630, 122 S. Main
Fort Worth, Texas
Goldthwaite's of Texas, Inc.
P. O. Box 1876, 1623 Broadway
San Antonio, Texas
The Norton Company
1817 E. Indian School Road
Phoenix, Arizona
Caddy Car of Pennsylvania
P. O. Box 229
Greenville, Pennsylvania
Turfaid, Inc.
699 E. H. Crump Blvd.
Memphis 6, Tennessee
Caddy Car of Ohio
405 Harrison
Springfield, Ohio
Caddy Car of Indiana, Inc.
3200 West 96th St.
Carmel, Indiana
Riviera Golf Supply Co., Inc.
Rt. I, Box 521-A
Ormond Beach, Florida
OR 7-6531 (Daytona Beach)
Caddy Cars, Inc.
Main Road
Oak Ridge, New Jersey
Caddy Car of Iowa
c/o Pullman Motor Co.
Centerville, Iowa
Caddy Car of Michigan
314 S. Mitchell St.
Cadillac, Michigan
Caddy Car of North Carolina
3720 Carmel Road
Charlotte, N. C.
Southeastern Golf Equipment Co.
3720 Carmel Road
Charlotte 9, N. C.
Caddy Car of Mid-Atlantic States
S. Sherwood Forest Country Club
Sherwood Forest, Md.
Caddy Car of Alabama
John C. Webb and Sons
Demopolis, Alabama
Barteldes Seed Co.
3770 E. 40th
Denver 16, Colorado
Mumford, Medland, limited
10809 - 105th Avenue
Edmonton, Alberta, Canada



Open Million S Cobb County
Recreation Center in October

By HARRY C. ECKHOFF
Eastern Field Representative,

National Golf Foundation

Cobb County (Ga.) will accomplish its
goal of providing a $1 million recreation
center for its citizens when the o. B. Keel-
er I8-hole course, complete with practice
green and driving range, is dedicated in
Oct. The recreation park which consists
of 500 acres near Kennesaw, includes a
swimming pool built to Olympic specifica-
tions and a spacious clubhouse which were
opened to the public on June 5.

Future planned developments include
picnic areas, tennis courts, boating, nature
study areas and a kiddieland. A portion of
the acreage is being divided into choice
building sites (master plan calls for 450
lots). According to the Cobb County Re-
creation Authority, receipts from the sales
of the home sites will offset the cost of
the project. Thus, the complete recreation
center will be made available at no cost to
the taxpayer.

No Tax Money
Construction of Cobb County's magni-

ficent park was financed through revenue
bonds totaling one million dollars through
a Minneapolis, Minnesota insurance com-
pany and will be repaid by the Recrea-
tion Authority over a 30-year period.
Funds to repay this bond loan will come
from revenues such as green fees, con-
cessions, swimming pool admissions and
the sale of building lots in and around
the park. No tax money has been used in
expediting the park plans to date. Many
persons believe the center will be self
sustaining and at the same time provide
needed funds for future expansion.

Nearly six years of planning went into
the project. The idea for this park came
when a large number of golfers, who
found Atlanta courses and other neighbor-
ing links too crowded to play, began ask-
ing, "why doesn't a fast growing county
such as Cobb have its own course?" These
golfers will have their dream come true
when the I8-hole par 72, 7080-yard course
Chic Adams designed and built officially
opens. Sam Snead, Arnold Palmer and
Louise Suggs have accepted invitations
to participate in the dedication program.

The Cobb County Recreation project
(master plan prepared by the Charles M.
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Master plan of Cobb County recreation center.
Graves Organization of Atlanta) is one of
the most extensive county recreation op-
erations in the entire Eastern Seaboard
area. Numerous counties are now operat-
ing golf courses. Among them are West-
chester County, N. Y.; Bergen, Essex,
Mercer, Passaic, Union and Somerset -
all in New Jersey, and Allegheny, Penn-
sylvania. Montgomery County, Maryland,

, has an I8-hole course under construction.
While municipal golf courses (city, coun-
ty and state operated) comprise only, 13
per cent of the overall total in the U. S.
they get about 40 per cent of total play.

Harman With Green Section
Raymond E. (Dutch)Harman has been

appointed to the USGA Northeastern Dist.
green section staff. He is well known
among supts. in the New Jersey-Metro-
politan area as a result of his- interest in
golf turf while serving as a county agent in
Essex County, N. J. In addition to having
wide knowledge of turf, Harman is an ex-
pert in plant materials and ornamental
plantings.

National Recreation Congress
The 42nd National Recreation congress

will be held at the Shoreham Hotel, Wash-
ington, D. C., Sept. 25-29. It is sponsored
by the American Recreation Society and
National Recreation Assn.
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The members of H & B's advisory staff, pictured
above, are but a few of the brilliant stars who have won

fame with Power-Bilts.
The day-to-day experiences of these golfing greats, their

observations and their criticisms are fed to our
club designers and manufacturing engineers. The

result of this effort-the finest golf clubs that skill,
experience and know-how can produce-the 1961
Power-Bilts! Display them proudly. Recommend

them with confidence.

SOLD ONLY BY GOLF PROFESSIONALS

HILLERICH & BRADSBY COMPANY, Louisville, Kentucky
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If you're in the market for an irrigation layout and
aren't familiar with water requirements, pumps, pipe,

costs, etc., this article should be of value to you

By GEORGE RUDGE
Mgr., Turf Watering Systems

Carlon Products Corp., Auroro, O.

At first glance the job of buying a turf-
watering system for your course may

seem extremely complicated, but two steps
will help you simplify the technicalities
and make a sound decision.

First, use the help offered by architects,
consultants, manufacturers and engineers
who specialize in the water systems field.
These companies and their representatives
have a stake in the success of your turf-
watering system. There are so many "ifs"
in any course watering system that you
will need the aid of people who know
their business.

Second, to get maximum benefits from
your installed system, try to provide the
best information you can on soil condi-
tions and topography of your course.

Check on Surveys
First of all you will need either a sur-

vey or an aerial photograph. Surveys may
have already been made by your county
agricultural agent or another government
agency, saving you the expense. Federal
power agencies or the geodetic survey may
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also have made them.
Frequently you will find that your state

industrial commission or chamber of com-
merce has aerial photographs which are
usable. If you have to have one taken, the
cost should be about $100. Be sure that
it is taken vertically to avoid distortion.
Also be sure that it shows a landmark
which you can use to establish map-scale.
Your automobile mileage-gauge is a good
way to measure the distance, for instance,
between two indicated road intersections.

Soil Analysis
An analysis of soil is important because

percolation rate and water retention
properties will affect the rates at which
your system should supply water. Analysis
can be obtained from your state univer-
sity agriculture department or from your
county agent for a small fee.

Once you have provided basic informa-
tion to prospective bidders they will be-
gin to prepare their proposals for you. The
next step, that of evaluating the proposals,
is the most important one you'll perform.

If you and your green committee mem-
bers will ask yourselves three basic ques-
tions about each proposal you will be well
on your way to a satisfactory watering

Golfdom



system. The questions are:
1. Is the initial cost .economical?
2. Will operating costs be economical?
3. Will the proposed system satisfy

moisture requirements necessary for estab-
lishment and maintenance of excellent turf
under the most extreme conditions?

The answers are not difficult to get if
you remember that the watering system
is only a part of the complete turf pro-
gram. Step-by-step consideration of all the
elements will bring you to a commonsense
decision.

Ask Some Questiens
Following are the things that you should

ask your representatives to explain to you
about the proposals they give you:

1. How do their costs compare with
those. submitted in other proposals?

2. What are estimated operating costs
for water and electricity?

3. What are operating costs for labor?
4. What are the advantages and disad-

vantages of the type of pump recom-
mended for use with this system? (This is
a complicated subject on which you may
want to have the opinion of a pump speci-
alist.)

Any watering system is made up of a
number 'of components. From all possible
combinations you must select the two or
three that most closely serve your needs.
The following brief studies will tell you
some of the things to look for in discuss-
ing various proposals with your commit-
tee and the representatives who developed
them for you.

, Water Requirements
Water requirements vary with seasons

and the geographical location of your
course. During periods of drought in most
areas you will want a system with capacity
to apply one acre-in. of water during every
five day period. An acre-in. is about 27,-
000 gallons of water: one inch of water
distributed over an acre area.

This rate is for fairways. It is deter-
mined by soil percolation rate and reten-
tion properties. The objec~iye is. to main-
tain optimum growth conditions III the top
8 to 10 ins. of the soil. This, in conjunc-
tion with a well planned turf program, will
offer maximum area for the development
of root depth and mass: :rhis greater are~
will result in more efficient use of ferti-
lizers and inherent nutrients.

If water is applied too fas~, or i~ .the
soil percolation rate is too rapid, fertilizer
and nutrients will "leach" through the root-
growth depth too quickly to be of full
benefit to the turf. If application or
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Architects Hold First Summer
Conference in Quebec

The first summer meeting of the Ameri-
can Society of Golf Course Architects was
held at Lachute G&CC, Lachute, Quebec,
June 27-29. The group gathered to prepare
material for general distribution acquaint-
ing the public with the character of the
services offered by members. Proper plan-
ning of golf courses from selection of site
to the final stage of development is essen-
tial not only to the creation of courses of
character but to an efficient economical
operation.

The architects discussed the proper in-
tegration of the valuable services of spe-
cialists such as agronomists and engineers
who, without due regulation, defeat the
creation of sound courses and often in-
crease construction costs materially.

Members of the society, it was brought
out, have spent a lifetime in the acquisi-
tion of their experience and skills without
which courses of merit cannot be econom-
ically created. The retention of designers
who are not completely qualified is certain
to result in unnecessary expense, poor lay-
outs and general dissatisfaction, the archi-
tec~sagreed.

percolation is too slow, only the top 2
or 3 ins. of soil will maintain the proper
moistness. The resultant shallow-rooted
turf then becomes much more vulnerable
to heat and disease.

Consider Greens Separately
The watering of greens should get

separate considerations since they are dif-
ferent in construction from fairways. In
most cases a top layer of specially com-
posed soil (varying amounts of sand, loam,
peat moss and other materials) is placed
over a drainage bed of gravel. Below the
gravel bed may be a special drainage
system of drain pipe.

The whole construction is designed to
permit rapid percolation of excess water,
allowing only minimal amounts to be re-
tained in the soil layer. This necessitates
daily or bi-daily doses of water to main-
tain the soil moisture content. In an effort
to keep greens green, it probably is a uni-
vesrsal practice (although unintentional)
to apply more water than is actually
needed: If good drainage is not provided,
this type of saturation may sour the soil,

(Continued on page 67)
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Chick Evans Honored at
$70 A Plate Dinner

More than 1,000 people, including 500-
ex caddies, attended the testimonial din-
ner held July 18th in the grand ballroom of
Chicago's Conrad Hilton hotel for Charles
G. (Chick) Evans, called "the greatest
friend a caddie ever had."

The occasion was Chick's 70th birthday
and persons attending the gala affair paid
$70 a plate for the privilege of paying
tribute to one of the great amateurs of
U. S. golf. Fittingly enough, proceeds of
the dinner were turned over to the Evans
Caddie Scholarship Fund.

A total of 984 boys have earned college
scholarships since Chick and his mother
established the plan about 40 years ago.
It is administered by the Western Golf
Assn.

Of the 500 ex-caddies who attended the
Evans dinner, about 400 have finished

Chick Evans was born in Indianapolis,
July 18, 1890 and moved to Chicago as a
youngster. He won his first tournament in
1907 - the Chicago Amateur. In 1916 he
won the National Open with the then rec-
ord score of 286. Five years later he fin-
ished fourth in this event. Chick won the
U. S. Amateur in 1916 and again in 1920.
He was Amateur runnerup in 1912, 1922
and 1927 and a semi-finalist in five other
years. Evans won the Western Open in
1910 and the Western Amateur seven
times after finishing as runnerup in 1910.
He was on three Walker Cup teams - in
1922, 1924 and 1928. He still competes
in the USGA Amateur.

their schooling and the remainder are en-
rolled in undergraduate or post-graduate
schools throughout the country.

Chick was introduced to the banquet
throng by James L. O'Keefe, a past pres.
of WGA, who was master of ceremonies
at the birthday celebration.

Tremendous Gesture
In acknowledging the thoughtful turn-

out of hundreds of his friends, Evans said:
"The idea of this tremendous gesture on
the part of so many wonderful friends
gives me the first tee jitters. This will mean
a significant contribution of sorely needed
money for the caddie scholarship program.
It is the finest birthday present a man
could receive."
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Charles G. (Chick) Evans (I) looks over table with
signatures of 350 Evans Scholars which was pre-
sented to him at testimonial dinner. With him are
James M. Royer (center), pres. of Western Golf

Assn. and Horton Smith.

Gifts received by Chick included a cof-
fee service inscribed with the names of all
Evans scholars and alumni and a portrait
of himself done by Thomas Stephens. The
latter has painted portraits of Bob Jones,
Francis Ouimet, Glenna Collett Vare, Wal-
ter Hagen and Gene Sarazen, all of which
hang in the Golf House gallery of the
USGA in New York.

Carlton Blunt, past pres. of WGA and
largely responsible for the building of
the Evans Scholarship headquarters in
Golf, Ill., presented the Evans portrait to
John D. Ames, past pres. of the USGA
for hanging in the Golf House gallery.

Rawls in Hall of Fame
Betsy Rawls, four times winner of the

Women's Open, has been named to the
Ladies PGA Hall of Fame. She is the 12th
woman to become so honored, joining
Glenna Collett Vare, Joyce Wethered,
Alexia S. Fraser, Virginia Van Wie, Bea-
trice Hoyt, Margaret Curtis, Dorothy C.
Hurd, Babe Zaharias, Patty Berg, Louise
Suggs and Betty Jameson.

PGA Press Booklet
For press, radio and TV, the PGA re-

cently released a booklet, "Golf and the
PGA Professional," which explains the
principal activities of the organization,
what it does for the pro, the amateur and
the game in general. It was prepared by
the PGA public relations dept. in coopera-
tion with the present officers.
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