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Sold only through
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Time and great kill made the beauty of
Mount Rushmor . Equally masterful con-
struction detail go into each Haig Ultra
Wood and Iron. One wing reveals the pre-
cision, balance and power built into the
uperb woods and iron . Try the Haig Ultra

clubs-for quality unequalled.
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John Polakovic has pretty effectively
solved the excess labor or excess time
problem. He has simply capitalized on it
m the 13 vears he has owned the club bv
using this "labor or time in constantly re-
modelling his layout.

Didn't L:>ok T 0 Promising
\Vhen he took over the course in 1917,

, lidwest was a dow n-at-the-heels, 27 -hole
affair with inadequate clubhouse facilities.
Polakovic, onetime owner of a suburban
Chicago newspaper, had just a sample of
retirement but found that a man and his
wife can only find so many places to travel
to. So, it was back to some kind of work.
A golfer all his life, he decided that he
could find much less profitable invest-
ments for his retirement fund than a golf
course, so he took the plunge. At first
glance, Iidwest didn't look too promising.
But it had great potential, the former
newspaper executive decided, if a fellow
were willing to put back some of the pro-
fits. In addition, it was located in the
midst of several expanding communities
and, of course, the game was already
showing strong promise of its unprece-
dented postwar boom.

After his first profit and loss statement
was drawn up and the Hew Midwest own-
er was convinced that he had a going op-
eration, he started plowing money back
into the club. The clubhouse was ex-
panded, section by section, until now it
is more than three times the size it was
when Polakovic inherited it. To give an
idea of what a sound investment this has
been, Midwest has become a kind of mec-
ca for Chicago area business and indus-
trial firms which wait in line to hold golf
outings and sales meetings there. Possi-
bly 2.) per cent of Midw st's institutional
reservations are alr ady booked for 1932

Expands to 36
Meanwhile, PoIakovic k e p t putting

money into the 27 original holes in all

attempt to hring them up to what he COTl-

siders to be true country club standards
In 19.~7, incidentally, he bought land
adjoining the course and had Rohert
Bruce Harris d esign another 9 to bring
the entire layout to 36 holes.

Face lifting of the course has gone 011

for at least 12 veal'S and Polakovic esti-
mat '5 it \\ ill he 19ri3 before the job is
completed. T ('S 011 practically 'very one
of the original 27 have b n rebuilt, \ ater
hazards have been added, ther has been
much recontouring of holes to put in traps
- hut the hig job ha . been the rcbuilcliua
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of the greens. Twenty-one putting urface.
have been rework d with six to go. 1id-
west's greens now rang from 7,000 to
8,.500 sq. ft. where the rang u d to be
from 5,000 to 7,000 sq. ft. In all ca es the
new green has been built back of an 01-1
one so as not to interf re with play. Traps
have been added in num rous ca e be-
cause the Midwest owner sampled enough
of his patrons' opinions to b com con-
vinced that the majority of s mi-pri ate
players want a course that fairly tests thcii
skills and not one that offers onlv few
obstacles. -

Renovation Co ts Ab orbed
Something like 7,15 or 80 per cent of the

cost of making these various renovations
have been absorbed through so called
"dead time" labor expense. It is charged
against current income, of course, and
naturally reduces the annual net profit.
But, at the same time, it adds to Midwest's
net worth. If Polakovic were to sell Micl-
west tomorrow he would, of course, tak
this "dead time" construction into consi-
deration in fixing the value of his prop-
erty.

Midwest has a year-around crew of
seven men who work under Marv Gruen-
ing, a capable and conscientious supt.
From April through October, a dozen
work for the maintenance department.
\Vhen play is at its heaviest from June
through August, there are 20 men em-
ployed. Several semi-private operators in
and ~~round Chicago hav argued that
Midwest is overstaffed. But John Polakovic
has a convincing counter argument. "We
have enough manpower to quickly g t th
course into shape for each day's play," he
says. "It isn't often that we have to hold
up players to complet a mowing opera-
tion or take care of som other chore. It
costs mon y to hire the so-called extra help
to be able to keep the players moving, hut
the volume of play at Iidwest ju tifies
this. We advertis that there is less wait-
ing at Midwest than at mo t semi-privat
courses and we're willing to spend money
to prove it. Quicker play is on of the
cornmndiries we're selling."

o Sweeping and Re- weeping
Continuing, Polakovic says: "If w

didn't have a constant remodelling pro-
gram that is adding value to our property
going on, we probably couldn't employ ,1S
many persons as we do. We'd have to cut
hack to 15 men in the summer b cause
figuring on the basis of 1% hour. per
man "dead time," a crew of 20 undoubted-

(Continued on page 106)
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f aturin th famous
r gular quality

OL COUR FEL
a well as the new

HRINK·RESI TA T
quality!

SPRINGY ••• with the natural resiliency
of a fine, well-kept turf.

LONG WEARING _ • • made of one of
natur.'s mOlt .nduring materials.

EASY fO INSf ALL • • • either with or
without cement.

PROVEN • • • us.d by miniature golf
courses verywhere for over 20 years.

TYPE NO. 1550 Heavy waterproof bac size-
lays flat without cementing,

TYPE NO. 1551 No size-b at ra ult obtained
if cemented to fairway and crean with water-
proof cement.

TYPE NO. 1552 TRUGREEN-heavy waterproof
back size. Its green-black colorin, and natural
resiliency looks and feels like well-kept turf.

Types No. 1550 and 1551 are available in thick·
nesses of %". ¥Z". Type No. 1552 in 5/15"
only. All three qualities come in rolls 3 ft..
41f2 ft., 9 ft. and 12 ft. wide and 60 ft. long.
Order direct or through your supply house.

fOR THE RIGHf fEEL UNDERfOOT ••• USE GENUINE OZITE! WRITE fOR SAMPLES.

AMERICAN HAIR & FELT CO.
MEICttANDISE MART. CHICAGO 54

I,...nch Offie-.: 29S fifttl A __ , New Ywk 16, N. Y. • 1535 Dimon, lot AI19.I4Nt 63, CoIif.
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PLa"" HtUU- to.
ttend the

32nd I TERNATIONAL
TURFGRAS CONFERENCE

A 0 HOW
Royal York Hotel

TORONTO, ONTARIO, CANADA
Within 500 Miles of 60% of the

Continent's Golf Courses
January 29-February 3, 1961

See - participate in the
II Greatest Show in Turf"

EDUCATIONAL CONFERENCE
Leading speakers on golf turf
management, research and op-
erations.

SHOW
The greatest exhibit of turf

equipment and supplies. Repre
senting the entire turfgrass in-
dustry.

LADIES PROGRAM
A gay and interesting program.

TOUR
Historic Toronto and curling ex-
hibitions.

WELCOME - ALL GOLF TURF
WORKERS EVERYWHEREl

Sponsored by the

GOLf COURSE SUP£RlnT£nDEnTS
flSSOClflJlOn Of Rrn£RICfl

The men who maintain the fine.t golf course.

For detail on program
and show space write:

GCSAA Headquarter Office
P. O. Box 1385

Jacksonville Beach, Florida

Book Reviews
Golf I J. Iy Game b Robert

(Bobby) jones, Jr. (Pub date:
1960) Doubleday & o. Inc."e or.

For on man to dominat a 'port for
ov r 30 years is nearly irnpo .sible, but
when th man in qu ' tion has 1 11 out of
camp tition for the same 30 ) 'ar it':
incredibl. nd Hiner idible" is th word
to describe th life and career of Robert
Tyre Jones, Jr.

On TOV. 4, Doubleday "ill pnbli h
"Golf Is My Game," written b ' Bob Jon s,
the onlv man who could hav ~ author d it.
A compl t golf library in on volume,
"Golf Is l\Iy Gam" d scribes all of Jon,'
major tournaments, plus a .trok -by-: troke
account of the vents that 1 d to the one
and only Grand lam. Also included is a
section on improving one's gam . In it,
Jones maintain that golf is a port that
is learned rath r than taught. He c1 s-
cribes himself as "a fairly successful learn-
er" and shows that th .only way to play
better is to go out and do it.

The final part of th book, devot d to
events sine h quit competition, de crib
Jones' decision to quit th tournam nt
seen and give a penetrating analy i of
golf then and now. "Co1f Is 1 Iy 7am" is
illu trat d with photo of Jones during his
career; with diagrams of th ugusta
COUl'S ,hoI by hole; and with seqn n
photos of his unbeatable swing.

Senior Golf by Romeyn B. cribner .
•dited by Frank Iatey, Publi hed by
vans cholar oundation. olf, TIL
This interesting history of mior golf

assns. was sponsored by 42 promin nt
Senior golfers. Th first edition of ] 000
copies was irtually e. hausted wh n dis-
tribut d at Chick E ans' 70th hirthda
dinn r. That di .tinguishod lder of the
golfing congregation, crihn r has told
the story of the enior or zanizntion be-
ginning \ ith the initial tournament Oct.
] 2, 190,5 at pav ami and tak 'll it
through a multitude of organizations and
personalities, mal, and female.

The Seniors' CA, organiz 'd ill 1917, is
the first of a long list which inclnrl the
Canadian S niors (1918) .,., miors
(1920), I T. J. , nior (1922) Tllinois Sen-
iors (1B23), British Senior olf, 0 ictv
(1926), outhern eniors, PC miors,
\V ist nn Seniors, merican eniors, K m 'a
~eniors, B rrnuda Seniors and others.

Goljdom



arn More
the Year

oney
ou

Golf Professi

Be first in your district with
a new, nationally - advertised, indoor

Golf-O-Mat - fully automatic, driving
range.

GIVE ESSONS 12 MONTHS
OF THE YEAR.

SELL GOLF EQUIPMENT
ALL YEAR.

Golf-O-Mat simplifies and dignifies the indoor golf range. Meets the high
standards of the Golf Professiona I.

d()l¢«/ee ~ ~ :
* Automatic Ball Pick-up
* Automatic Dispensing

Balls return to storage automatically.

Balls counted and dispensed
buckets as required. May be push button or coin operated.

into

* Custom-Designed Installation Golf-O-Mat completely engi-
neers installation for any indoor location.

Write for
Franchise

Details
34, MICHIGANP. O.
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Assessment con ciou members won't
erect any monuments to you for
uggesting then" ... but that doesn't

mean they won't approve them if you
can show how the club will benefit

By ED STEWART
Supt., River Forest Ge,

Elmhurst, III.

f I ~ere a member of a country club
committee that was hiring a superin-

tendent, my first inclination wouldn't be
to ask the applicants how much they know
about turf and how to take care of it.
Rather, I think I would say, "How good a
salesman are you?" and then base my
selection on the answers they gave to this
question. I'm not sure that this attitude
is 100 per cent in keeping with the policy
of many clubs that may lean to the Mil-
quetoast type fellow for their green master ,
but after working for nearly 10 years as
a supt. and four more as an assistant,
I'm convinced that the fellows who are
successful in our line of work are as much
salesmen as they ar turf and soil experts.

At most clubs, it isn't too much of a
task to get the board to act favorably on
the regular or routine budget. Members of
the board usually are well enough ac-
quainted with economic conditions to
agree to say a five per cent increas over
the previous year's budget becaus the
annual co t of living index tells them that
labor, material and equipment costs for
the coming year will, in all probability,
go up that much. You don't always hav
to be a salesman to sen thes rather
routine figur s un less, of course, other
departments in the club are making a
.pirited pitch for more money, some of

which may come out of your annual al-
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Ed Stewart
... competing against other departments.

lotment. Then you have to g t in anrl
outs 11 them.

Over and Beyond ces itie
But wh re salesmanship really count

is when you're going aft r something
over and beyond th routin nee ssities.
It may b the addition of or improv ment
in your irrigation sy t m, the purchase
01 a piece of equipment, the cost of whi h
may stagg r persons who aren't familiar
with eqnipment price ,or imilar it ms.
H you think for a mom nt that board
or committe memb r are going to rally
around and pat you on the back for think-
ing big wh n you uggest such things,
you're going to b disappointed. One
or two may appre iate th ne d, but
not th majority. It i this bloc that yon
have to crack and it may take a year or
two or even three to do it.

I'm not offering anything n w vh n T
state that the fir t law of ale manship

Goljdom



Cushman
leads again!

NEW 3 POINT PLAN ...
1. NEW Exclusive 1 Year Warranty. Cushman

can make this amazing warranty be-
cause, as the world's leading manufac-
tur r of light vehicles, it has quality
designed and quality built the Golf ter
for trouble-free operation.

2. NEW Skip Payment leasing Plan. You only
pay during the eason and kip payment
on those month the machin s ar not in
us . Oth r I a e and purcha e options
are also availabl .

3. LARGEST Dealer Organization. u hman's
va t dealer organization in every part of
the country assures you of quick, con-
venient rvic and d livery. Cushman
has more deal rs than any other light
v hicle manufacturer.

Cu hman EI ctric Golf ter fie ts are
now delivering outstanding servic at
hundred of golf course aero the
nation. Their net return to the club
i excellent b cau e of their e trem
conomy. And they're in big d mand

by the play r b cau of their ea e
of operation. d pendable performance.
and comfortable rid. Th roomy all-
steel body i "cu hioned" by airplane
typ shock ab orber front and rear
with th rear wh 1 upended in
rubb r. A steering damp ner add
xtra stability. Up to 36 holes and

mor on a charge; choice of
24 yolt or 36 yolt systems-------------------- ,CUSHMAN MOTORS I

I
I
I
I
I
I
I

NAME I
(Attach to your letterhead) I---------------~~----------~

901'/2 No. 21st, Lincoln, Nebraska
A subsidiary of Outboard Marine Corporation.
maker of John on and Evlnrude outboard motors

Please send information on new Cushman
Golfster Warranty Plan.
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Oscar Borgmeier, treas., O. J. Noer Turf Research Foundation, presents $1000 check from Foundation to
Dr. L. Engelbert,chmn. , soils dept., University of Wisconsin. The money is to be used in financing re-
search into the growth and deficiency symptoms of each of major mineral nutrient elements of turfgrass.
Dr. James Love is in charge of this project. At presentation were (I. to r.): James Love, C. G. Wilson, Borg-

meier, Engerbert, O. J. Noer and O. O. Clapper, a director of the Noer Foundation .

. is selling yourself. All successful supts.
that I know have done this. I've been
at River Forest for seven years and I
have made it a point to become acquaint-
ed with as many golfers as possible. I
know at least 90 per cent of them at our
club. I don't know if this actually consti-
tutes selling myself, but at least when I
attend a monthly business meeting, the
members don't look blankly at me and
wonder who I am. This is a point in my
favor.

The logical thing to s 11 after you have
sold yourself is the benefit that will come
from the club's buying your suggestion.
In the last two years I have been able
to persuade our members to make outlays
amounting to n arly $15,000 to improve
two greens and several traps and to buy
orne large pieces of equipment that I

knew would greatly ease our maintenance
work.

Take econd Look
t the same time, other departments

were putting in bids to make capital im-
provements that would run the total
two-year bill to around $50,000. For the
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past decade River Forest has operated on
a pay-as-you-go basi by making sp cial
ass ssments rather than assume any long-
time mortgages, such as it did in the late
'40s. So, it is natural that the m mbers
are going to take a second look at pro-
posals for improvements or exp n .ive new
equipment before consenting to ante up
anything b yond their regular du s to pay
for these things. You can be sure they
have to be sold before they are going
to spend their money.

To put over the course project, I tri d
to figure down to the last c nt ju t what
it would cost to rebuild th greens and
traps. But more important, I cone ntrated
on marshalling an the advantages that
would come from making th course im-
provements, jotting th m down a th y
occurred to me. As for the equipment,
I didn't go out and get bids from even
or eight suppliers, as is customary, b -
caus when you do this and ubmit the
figur s, you know in advanc what piec s
of machinery you ar going to get, pro-
viding your requ st i approved. What

(Continued on page 78)
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As Manufacturers See It

One Dark Cloud
on Otherwise
Cheerf I Horizon

Manufacturers who responded to Golf-
dom's queries concerning playing equip-
ment and accessory sales, pointed to an-
other record year as the golf market con-
tinued to boom. But one executive of a
large distributing firm painted some
gloom over the encouraging picture, at
least so far as the pro is concerned, by
suggesting that sporting goods and other
outside merchants are making serious in-
roads into his business. Here is what the
manufacturers had to say:

Golf's Growth Continues with
Tougher Competition for Pros

By W. D. Schaffner
Pres., National PGA Distributors

Every post war year has brought an ac-
celeration of golfing interest and player
purchases of equipment, This gives assur-
ance that the years to follow will, in turn,
bring new highs. Credit for this upsurge
goes largely to the home professional
whose "grass roots" encouragement to mil-
lions of beginners has attracted their reg-
ular participation.

This effort has been helped immeasur-
ably by Th ational Golf Foundation, fi-
nanced by many suppliers, which has en-
couraged and aided the stablishment of
hundreds of n w courses. Something new
and gigantic has come into bing. Per-
haps the most significant development of
1960 is the proved popularity of televised
golf. till in its infancy, this typ of pro-
graming will xpand rapidly to inf1u nc
and popularize golf even more.

H appears that J 961 wi11 top all past
years. It is difficult to focus att ntion on
any matt rs of unusual significance insofar
as the industry it elf is concern d. Ev iry
individual golf professional should dili-
gently analyze his particular .ituation. He
may be les s cure than careless thought
could lead him to beli .ve. Growth carries
no automatic guarant th professional
will quitably hal' th harv st. Th gain
in golf has gathered an army of commer-
cial followers.
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Ov r 10,000 sportmg good 'tor' nov
compete. This figure do not includ
additional thou and' of departm nt, hard-
ware, drug, grocery, ga olin, ari t r

auto, undry and other ' .tabli .hm nts
which have entered th golf fi ld. ! Ian}'
of the .e are using a tool not readily avail-
able to the prof s ional - adv rti 'in r.
Much of it is phony, exaggerated or v n
false. om of these come-ons app ar ille-
gal, and th government ha promis d to
investigate. But r lief \ ill b low to com
M anwhil , the prof sionals will continu .
to lose sales. Although th e. act informa-
tion is not publi hed, available data indi-
cates to many observ 1'S that th rare nov
more clubs old out id pro hops than
within. This tr nd s em to ha e tart d
at lea t thr e or four years ago.

The home professional ho genuin ly
desires his per onal conomic growth to
keep pace with that of the indu try must
make full use of hi natural < d antag
and tal nt. One m thod is to us his pr '-
tige constructiv ly and combine it with
the equipm nt h sells and th ~ m thods
he employs to sell. This includes offering
merchandise which is availabl only to
pro shops and providing car ful instruc-
tions concerning each article' prop rue.
Coupled with an ability to mak s n .ible
trade , this is his greatest comp titiv ad-
vantage, and should be fully xploit d.

It is c rtainly tru that th gam can-
not grow without th .ervices only a pro-
fessional can provid. lore job oppor-
tunities are off red as a r sult of th in-
creas d number of courses. But th quality
of these opportuniti s cannot improv un-
less the full m rchandise potential of ach
can b captur d and held.

Scored Better on Courses and
in Pro Shop Sales in 1960

By Edward G. Dowling
Vp, Marketing, A. G. Spalding & Bros., Inc.

The contribution that fin quipment
makes to th game and busin s n' r was
more obvious than in 1960. In perform-
ances and ales of palding woods, irons
and halls our pro staff con ultants and
pro custom rs hav r cord d better figure
than vcr b fore.

very y ar w have built our quipment
to mor pr cise standard '. Our inv t-
m nts in r s 'arch and d velopm nt per-
sonn I and Faciliti have re ult d in
startling innovations and improvem nts
The palding Distanc Dot, a n w conc pt
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