
(LEGAL NOTICE)
UNITED STATES DISTRICT COURT (F) "Jobbor" shall mean any person, other than

a club manufacturer, who purchases golI clubs for
NORTHERN DISTRICT OF ILLINOIS resale to other jobbers or to dealers;

EASTERN DIVISION (G) "Dealer" shall mean any person, other than
a club manufacturer, who purchases golf clubs from
any club manufacturer or jobber for resale to ulti-
ma te consumers;

(H) "Person" shall mean any individual, part-
nership, firm, association, corporation, or other legal
entity;

(I) "Subsidiary" sh3.11 mean any person more
than fifty per cent of whose stock is, directly or
indirectly, owned or controlled by a defendant.

III.
The provisions of this Final Judgment applicable

to any defendant shall apply to each of its officers,
directors, agents, employees, subsidiaries, successors
and assigns, and to all other persons in active concert
or participation with any such defendant who shall
have received actual notice of this Final Judgment
by personal service or otherwise. For the purposes
of this Final Judgment each defendant and its offi-
cers, directors, agents, employees, subsidiaries, or any
of them, when acting in such capacity, shall be
deemed to be one person.

UNITED STATES OF
AMERICA,

Plaintiff,

NO. 58 C 1159

v.
CIVIL ACTION

TRUE TEMPER CORPORA-
TION; WILSON ATHLETIC
GOODS MFG. CO., INC.;
A. G. SPALDING & BROS.,
INC.; MacGREGOR SPORT
PRODUCTS, INC.; and
HILLERICH & BRADSBY CO.,

Defendants.

At Chicago, Illinois, in said Division and Distr-ict
on August 1, 1961

FINAL JUDGMENT

Plaintiff, United States of America, having filed
its complaint herein on June 30, 1958, each of the
defendants having appeared, and the plaintiff and
each of the defendants, by their respective attorneys,
having consented to the entry of this Final Judgment
without trial or adjudication of any issue of fact or
law herein, and without said judgment constituting
evidence or an admisson by any party with respect
to any such issue;

NOW, THEREFORE, before the taking of any
testimony and without trial or adj udication of any is-
sue of fact or law herein, and upon consent of the
plaintiff and each defendant, it is hereby

ORDERED, ADJUDGED, and DECREED as
follows:

I.

This Court has jurisdiction of the subject matter
of this action and of the parties hereto. The complaint
states claims upon which relief against the defendants
may be granted under Sections 1 and 2 of the Act
of Congress of July 2, 1890, entitled "An Act to
protect trade and commerce against unlawful re-
straints and monopolies," commonly known as the
Sherman Act, as amended.

II.
As used in this Final Judgment:

(A) "Defendant club manufacturers" shall mean
Wilson Athletic Goods Mfg. Co., Inc., a Delaware
corporation, A. G. Spalding & Bros., Inc., a Dela-
ware corporation, MacGregor Sport Products, Inc.,
an Ohio corporation, and Hillerich & Bradsby Co., a
Kentucky corporation;

(B) "True Temper" shall mean the defendant
True Temper Corporation, an Ohio corporation;

(C) "Golf club" shall mean and include any
kind, variety, style, or type of club used in playing
the game of golf, regardless of the material out of
which such club or any component thereof is made;

(D) "Club manufacturer" shall mean any person
engaged in the production or assembly of golf clubs;

(E) (1) "Shaft" shall mean the shaft component
of golf clubs, whether made of steel or
other material;

(2) "Standard shaft" shall mean any shaft
(other than special shafts) manufactured
and sold by defendant True Temper in
its regular course of business;

(3) "Special shaft" shall mean any shaft
manufactured by defendant True Tem-
per for and sold to a single club manu-
facturer according to a specially devel-
oped design (i) different from the design
of any other shafts produced by True
Temper and (ii) set forth or confirmed
in writing to defendant True Temper
by the particular club manufacturer for
whom such special shafta are being or
to be '-anufactured;

January, 1962

IV.
The defendants, and each of them, are jointly

and severally enjoined and restrained from, directly
or indirectly, entering into, adhering to, maintaining,
enforcing, or attempting to enforce, any contract,
agreement, understanding, plan, or program among
themselves or with any other person:

(A) To fix, establish, maintain, or enforce prices
or other terms or conditions for the sale or resale
of any shaft or golf club to third persons; provided
that after the expiration of five years following the
en try of this Final Judgment each defendant may,
acting independently, and not in concert with one
another or with any other person, exercise such lawful
rights, if any, as each may have under the so-called
Miller-Tydings Act with respect to golf clubs sold by It;

(B) To establish or maintain any particular or
uniform time or season for the introduction of new
models, types, grades, or styles of shafts or golf clubs
or accessories, or to hinder, restrict, limit, or pre-
vent any person from introducing, at any time, any
model, type, grade, or style of shaft, golf club, or
accessory;

(C) To refrain from manufacturing, distributing,
or selling any particular kind, type, grade, or style
of shaft or golf club, or golf clubs embodying any
particular kind, type, grade, or style of shaft;

(D) To hinder, restrict, limit, or prevent, or
attempt to hinder, restrict, limit, or prevent any third
person from purchasing (i) standard shafts or (ii)
his own special shafts from True Temper or any
other source.

The provisions of this Section IV shall not ap-
ply to transactions solely between (a) a defendant
and its subsidiary or subsidiaries, (b) a defendant and
its parent corporation, and (c) a defendant and cor-
porations affiliated therewith through common own-
ership and controlled by the same parent corporation.

V.
(A) Any contract or agreement existing on the

date of this Final Judgment by the terms of which
(i) any defendant club manufacturer is required, or
obligated, to purchase all, or any designated percent-
age or proportion, of its requirements for shafts from
defendant True Temper or (ii) defendant True Tem-
per is required or obligated to sell to any defendant
club manufacturer all or any designated percentage
or proportion of the requirements of such defendant
club manufacturer for shafts, is hereby ordered can-
celled as of the date of this Final Judgment.

(B) The defendants are jointly and severally en-
joined and restrained from renewing, adhering to,
maintaining, or claiming any rights under any con-
tract or agreement cancelled by the foregoing sub-
section (A) or entering into any like or similar con-
tract or agreement with any other defendant.

VI.
(A) Defendant True Temper is enjoined and re-

81



strained from directly or indirectly:
(I) Fixing, suggesting, or influencing, or at-

tempting to fIX, suggest, or influence the
price or prices (including resale prices),
ter-ms or conditions upon which any golf club
or shaft mayor shall be sold by any other
person;

(2) Hindering, restricting, limiting or prevent-
ing, or attempting to hinder, restrict, limit
or prevent any other person from (a) manu-
facturing or selling any shaft or golf club
for or to a2Y third person or class of per-
sons, or (b) purchasing any shaft or golf
club from any manufacturer thereof;

(3) Making proposals or suggestions to any club
manufacturer J jobber, or dealer regarding
(a) the price or prices at which any such
club manufacturer, jobber, or dealer sells,
has sold, or will sell any golf club, (b) the
person or persons, or categories of persons,
to whom any such club manufacturer, jobber,
or dealer sells, has sold or will sell any golf
club, or (c) the person or persons to whom
defendant True Temper sells, has sold or will
sell any standard shaft;

(4) Giving, or offering to give. to any club
manufacturer in the United States, in con-
nection .with any sale of standard shafts, any
price, discount, rebate, or advertising or oth-
er allowance, except such as (a) are lawful
under applicable laws of the United States
relating to price discrimination, (b) shall
have first been published generally to the
trade, and (c) shall be available to all purchas-
ers upon the published terms and conditions;
provided, however, that in any suit or pro-
ceeding which may hereafter be instituted
by the plaintiff against defendant True Tem-
per, in which the plaintiff shall have estab-
lished a prima facie case that defendant True
Temper has violated this section, defendant
True Temper may rebut such prima facie
case by showing that the difference in price,
discount, rebate, advertising, or other al-
Iowance, term or condition of sale was
(i) lawful under the applicable laws of the
United States relating to the meeting of com-
petition, and (ii) was made, offered, or
given in good faith by defendant True Tem-
per in order to meet an equally low price,
discount, rebate, advertising, or other al-
Iowa nee, or term or condition of sale, ol-
fered, or given by a competitor;

(5) Entering into any contract, agreement, under-
standing, plan, or program with any club
manufacturer whereby defendant True Tem-
per offers, or undertakes to (a) refuse to
sell any shaft (other than special shafts)
to any other club manufacturer, or (b) limit
or restrict its production of shafts to special
shafts of any defendant club manufacturer;

(6) Coercing, compelling, or otherwise requiring,
or in any manner, attempting to coerce, com-
pel, or otherwise require, any golf club
manufacturer in the United States to e-nter-
into any contract or agreement obligating
such golf club manufacturer to purchase all
or any designated percentage or proportion
of its requirements of shafts from the de-
fendant True Temper or any other source.

(B) Defendant True Temper is ordered and
directed to sell standard shafts to any club manu-
facturer in the United States who makes applica-
tion in writing to True Temper. upon its usual
and normal trade terms and conditions, including
credit requirements; provided, however, that subject
soever as to availability, price, terms, conditions. or
credit requirements, provided however, that subject
to subsection (A) (4) of Section VI this subsection
(B) shall not (i) prohibit True Temper from estab-
lishing such differences in prices, discounts, rebates,
advertising, or other allowances, or terms or condi-
tions of sale as may be lawful under the laws of the
United States, or (ii) require defendant True Tem-
per to continue the manufacture of any standard
shaft which defendant True Temper has previously
and publicly announced to the trade its intention
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to discontinue.
(C) If at anyone time defendant True I'emper

manufactures or sells special shafts for or to three
or more of the defendant club manufacturers, then,
upon the request of any other club manufacturer
in the United States and the submission by such
manufacturer of a firm order in writing for a mini-
mum of 15,000 special shafts of one grade for woods,
or a minimum of 15,000 special shafts of one grade
for irons, which can be manufactured by True Tem-
per's normal and usual manufacturing methods, such
order to be for delivery in lots of not less than 5,000
shafts, defendant True Temper is ordered and di-
rected to manufacture special shafts for such club
manufacturer upon True Temper's normal and usual
manufacturing and trade terms and conditions and
to schedule the manufacture or production of such
special shafts pursuant to such order in accordance
with its normal and usual scheduling procedures,
without any discrimination whatsoever against any
non-defendant club manufacturer, and without offer .•
ing or affording to any defendant club manufacturer
any preference or priority over a non-defendant club
manufacturer; provided, however, that True Temper
may in good faith reflect in the prices at which such
special shafts are sold any differences in the cost of
manufacture, sale, or delivery of such special shafts.
At any time after five (5) years from the date of
entry of this decree, defendant True Temper may
petition the Court to be relieved of this Section
VI(C) or for appropriate modification thereof, and
such relief shall be granted upon a showing by de-
fondant True Temper that the relief incorporated in
this Section VT(C) is (i) not then necessary or ap-
propriate and (ii) that substantial and effective com-
n-fition exists in the manufacture and sale of special
shafts.

(D) In the event of the failure, refusal or in-
ability of defendant True Temper to (i) sell stand-
ard shafts to any non-defendant club manufacturer
in accordance with the subsection (B) above or to
(ii) manufacture and sen to or for any club manu-
facturer special shafts in accordance with subsection
(C) above, defendant True Temper is ordered and
directed (i) to advise such non-defendant club manu-
facturer, by letter, of the specific reason or reasons
for such failure, refusal or inability and (ii) to fur-
nish to the plaintiff a copy of each such letter. In anv
suit or proceeding which, at any time, may hereafter
be brought or instituted by the plaintiff arising out
of. or based upon, any such failure, refusal or in-
ability of defendant True Temper, defendant True
Temper is enjoined and restrained from raising any
excuse for such failure, refusal or inability except
that specifically stated in such letter to such non-
defendant club manufacturer.

VII_
The defendant club manufacturers are each in-

dividually enjoined and restrained from directly or
indirectly:

(A) Coercing, compelling, or otherwise seeking
to require or induce dealers or jobbers to observe
or adhere to such defendant', suggested resale prices
for golf clubs manufactured by defendant; provided
that each defendant club manufacturer may dis-
seminate to its jobbers or dealers suggested resale
prices on golf clubs of its own mann facture if each
separate document or paper, or the first inside page
of any catalogue, so disseminated and containing or
purporting to contain suggested resale prices bears
a clear statement, in bold type, on the face thereof,
or on such page, to the effect that the prices there-
in contained are suggested prices only, and are not
binding upon any person;

(B) Hindering, restricting, or preventing, or at-
tempting to hinder, restrict, or prevent any other
person from!

(1) Purchasing any shaft or shafts from any
source;

(2) Selling any shaft or shafts, or golf club or
clubs to any third person;

(3) Manufacturing, selling, or distributing any
golf clubs;

(C) Entering into, adhering to, maintaining, en-
forcing, or attempting to enforce, any contract, agree-
ment, understanding, plan, or program with any
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other penon to restrict or limit, in any manner,
the sale or resale of any particular grade or type
of golf club, or any golf club embodying any par-
ticular grade or type of shaft, to any particular cate-
gory or categories of customers or purchasers, or
throulJh any particular channel or channels of dis-
tribution; except that each defendant club manu-
facturer may individually and independently elect to
sell particular grades or types of golf clubs to par-
ticular customers or categories of customers, provided
such golf clubs bear the brand name or names of
the selling defendant or the purchaser;

(D) .Permitting any of its officers, directors,
agents, or employees, to serve also, at the same time,
in any similar capacity with any other club manufac-
turer or with defendant True Temper, or permitting
any of its officers or directors while so serving to
hold or continue to hold, individually or as a group,
in excess of one per cent of the outstanding stock of
any class or in excess of one per cent of the out-
standing debt obligations of any class of any other
club manufacturer or of defendant True Temper;

(E) Communicating, in any manner, circulating,
or disseminating to any person outside of the de-
fendant's own organization or employ, any price lists
or quotations or tentative lists or quotations for the
sale of golf clubs, in advance of or prior to, the gen-
eral publication, circulation, or dissemination of such
price lists or quotations to the customers of the de-
fendants and to the trade generally; or

(F) Being a member of, contributing anything of
value to, or participating in any of the activities of,
any trade association or central agency of or for
club manufacturers, jobbers, or dealers, with knowl-
edge, or reasonable grounds to believe, that any of the
activities thereof are, or may be, inconsistent with
any of the provisions of this Final Judgment;

(G) For a period of five (5) years following
entry of tbis Final Judgment, using any decal, trade,
or grade name, mark, or other designation, owned
or controlled by defendant True Temper, on any
golf club manufactured or sold by such defendant
club manufacturer, provided however that defendant
True Temper may mark with its name "True Temper"
or its initials HTT," shafts manufactured by it and
sold to any defendant club manufacturer if all such
shafts sold to defendant club manufacturers are uni-
formly and inconspicuously so marked.

VIII.
Should defendant True Temper, at any time

hereafter, engage in the manufacture or sale of golf
clubs, all of the provisions of this Final Judgment
applicable to the defendant club manufacturers, ex-
cept Sections VII(D) and IX shall be equally appli-
cable to defendant True Temper as a golf club
manufacturer and True Temper shaIl be enjoined and
restrained from permitting any of its officers, di-
rectors, agents, or employees, to serve also, at the
same time, in any simi1ar capacity with any other
golf club or shaft manufacturer, or permitting any
of its officers or directors, while so serving, to hold
or continue to hold, individually or as a group, in
excess of one per cent of the outstanding stock
of any class or in excess of one per cent of the
outstanding debt obligations of any class of any other
golf club or shaft manufacturer. This provision shall
have no effect upon the other provisions of this
Final Judgment applicable to defendant True Tem-
per as a shaft manufacturer.

IX.
The defendant club manufacturers are ordered and

directed to:
(A) Each, independently review, within ninety

(90) days after the date of this Final Judgment, its
then prevailing prices for golf clubs;

(B) Each, independently and individually, de-
termine its own prices for golf clubs on the basis
of its own business judgment and without any con-
sultation with any other defendant or club manu-
facturer;

(e) Each publish and disseminate to its cus-
tomers, and the plaintiff, on or before October 15,
1961, a price list or price lists containing the price.
determined pursuant to subsection (B) above.
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X.
(A) The defendants are ordered and directed

to cause a copy of this Final Judgment to be pub-
lished at least once a month for three (3) consecutive
months in the trade magazines Sporting Goods Dealer
and Golfdom. The costs of compliance with this sub-
section (A) shall be borne -equallv by the defendants.

(B) For a period of five (5) years, the defend-
ants· are ordered and directed to furnish a copy of
this Final Judgment to any person upon request.

XI.

For the purpose of securing compliance with this
Final Judgment and for no other purpose, and
subject to any legally recognized privilege, duly au-
thorized representatives of the Department of Justice
shall upon written request of the Attorney General
or the Assistant Attorney General in charge of the
Antitrust Division, upon reasonable notice to any
defendant made to its principal office, be permitted:

(A) Reasonable access, during the office hours of
said defendant to all books, ledgers, accounts, corres-
pondence, memoranda, and other records and docu-
ments in the possession or control of said defend-
ant relating to any of the matters contained in this
Final Judgment;

(B) Subject to the reasonable convenience 01
said defendant and without restraint or interference
from it, to interview the officers and employees of said
defendant, who may have counsel present, regarding
any such matters.

For the purpose of securing compliance with this
Final Judgment, each consenting defendant, upon
the written request of the Attorney General or the
Assistant Attorney General in charge of the Antitrust
Division, and upon reasonable notice made to its
principal office, shall submit such written reports
(under oath, if so requested) with respect to any
of the matters contained in this Final Judgment as
from time to time may be necessary for the en-
forcement of this Final Judgment. No information
obtained by the means provided in this Section XI
shall be divulged by any representative of the De-
partment of Justice to any person other than a
duly authorized representative of the Executive Branch
of the plaintiff except in the course of legal pro-
ceedings to which the United States is a party
for the purpose of securing compliance with this
Final Judgment, or as otherwise required by law.

XII.

Jurisdiction is retained for the purpose of en-
abling any of the parties to this Final Judgment to
apply to this Court at any time for such further
orders and directions as may be necessary or ap-
propriate for the construction or carrying out of
this Final Judgment and. for the enforcement of
compliance therewith and the punishment of the
violation of any of the provisions contained herein.

(Signed) EDWIN A. ROBSON,
United States District Judge.
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keep turf
Spring
healthy
all Summer
long!

to have done very well for themselves,
Pic noted.

Picard, now located in Cleveland, re-
called a time when he was suffering from
a back injury, could hardly get the put-
ter moving but was favored with free
advice from many 100-shooting well-wish-
ers. Pic smiled and remarked, a little
ironically, that he knows full well what
Ben Hogan has been going through in
recent years. He told of getting out at
5:30 a.m. to practice when he was a kid
pro at Charleston, S.C. He is sure that
many present day assistants would be-
come fine players if they had the deter-
mination and willingness to make sacri-
fices to work on their games.

Picard analyzed a well handled pro job,
probably better than any such analysis
that was made at the PCA meeting. He
told of the importance of Junior develop-
ment. At his Canterbury club, kids get as
many practice balls for $1 as they want
to hit. Frequent problems of the handi-
cap system were outlined by him and he
gave some answers for easing the head-
aches that go with handling it. With 325
members and guests playing 25,000
rounds a year, the problem of conducting
events and of handling every detail of the
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::Pefer.s
30-10-10

SPRAYFEED
FOR CONTROLLED FERTILIZATION

WITH PREVENTIVE SPRAY PROGRAM

• Results of over 80,000 soil tests in the last 15 years
• Completely sequestered (no precipitates, no residue)
• All required trace elements in a chelated, completely

available form
• Compatible with all commonly used spray materials
• Contains effective penetrating and wetting agent

Paul E. Weiss, Superintendent of Lehigh Country Club,
Allentown, Pa. has this to say about Peters: "We've been
using Peters soluble fertilizer for the past 7 years with out-
standing results. During the troublesome summer months
we use it in light applications along with our regular pre-
ventive treatments to keep our turf Spring healthy all
Summer long."

21¢per 300 pounds and over delivered prepaid
lb Less than 300 pounds F.O.B. Allentown, Pa.

• (add 3 cents per pound west of the Mississippi)

ROBERTB. PETERSCO., INC., 2837PENNSYLVANIA ST., ALLENTOWN, PA.

shop and instruction tee requires a Jot of
help. But committees often want still more
personnel on the job. Picard said that
even with smart merchandising by the pro
department, first class -assistants, shrewd
buying, close watch of every operation,
including golf cars, the pro department
can't make nearly the profit members
think it makes.

Contrast of Stars
Lawson Little gave a studious analysis

of old and new stars, revealing that he had
done considerable research both by hear-
say and by reading about the older play-
ers. Vardon, for instance, was one of his
favorite subjects. Lawson observed that
Vardon was the first great player to keep
the right elbow down and perhaps that
was his great contribution to the golf
swing.

Lawson expressed the belief that psy-
chology had changed and the current
school of stars don't necessarily think a
bad round is inevitable.

There can be no doubt about courses
being in better condition and probably
easier to play now than they were 20
years or so ago, Little said.

The wedge, he remarked, has made it
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about Wyandotte TURFACE®
More and more golf courses, north and south, east and west, are conditioning
their greens with Wyandotte TURFACE.

That's because they've discovered TURFACEminimizes compaction and
aerates soil. In a word, they've found that healthier, sturdier green grass
grows in TURFAcE-treated soil.

TURFACEsoil supplement also reduces or completely eliminates hot weather
burn-out by retaining moisture where it's most needed-at the grass-root level.

See TURF ACE in action for yourself at
BOOTHS 79-80 DURING THE TURF·GRASS CONFERENCE & SHOW

IN MIAMI BEACH, FLORIDA

~lInJo"e ® C'emiclI/s
J. B. FORO DIVISION

Wyandotte Chemicals Corporation, Wyandotte, Michigan. Also Los Nietos,
California; and Atlanta, Georgia. Offices in principal cities.
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ACTUAL SIZE

STOP BALL MARKS ON GREENS
Deep or shallow ball marks can now be a putting hazard

of the past.
If only 20% of the approach shots hit the greens, it

would total thousands of ugly ball marks per green,' each
year.

The golfers who wait for the Superintendent and his
men to do this expensive repair job will continue to putt
over these shallow and deep ball marks.

Remember these holes must be repaired a few minutes
after they have been made. Your Superintendent does not
have enough money or men to repair ball marks as soon
as made.

This and other years, be kind to those beautiful greens,
your fellow golfers and that proud and hard-working keeper
of the greens, Your Golf Course Superintendent. '

Prices: For plain or imprinted as shown - F.O.B.
Des Moines, Iowa -
1000- $65 500- $35 250- $20
Ten percent of order in small individual envelopes with printed direc-
tions. Extra envelopes one cent each. Ten dollars extra for imprinting
name of firm or club. Limit of 26 letters and spaces for upper; 29 for
lower line.

This tool made and sold by a Golf Supt. of 33 yrs. experience.

WOODSIDE GOLF & PARK SUPPLY CO., Des Moines 13, Iowa

much easier to play good golf. He told of
buying one of the first wedges, at George
Sayers' shop at Merion in 1930 during the
National Amateur and finding out that it
could become a magic wand. When the
wedge design was revised, Little liked
the new construction, too, and used it
effectively in winning four consecutive
U.S. and Birtish Amateurs and the 1940
National Open.

Golfer's Paradise
(Continued from page 26)

Canadian army. In 1956 he joined a syndi-
cate headed by ex-Open champion, Jack
Fleck, which purchased the old Brook-
lands CC near Detroit. When the syndi-
cate sold the property, Weitzel came to
Florida during the construction of the
Palm River CC at Naples. Later he had
a short association with Mahannah at
Riviera CC, Miami. From Dec., 1959 until
June, 1961, he was supt. at the new Som-
brero Yacht and CC, Marathon, Fla.

Les Cottrell, head pro at Grand Ba-
hama, is a member of both the U. S. and
British PGA. A Briton by birth, Cottrell
was connected with clubs around Boston
for several years. He is a retired U. S. Air
Force Colonel. After World War II he was
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associated with the PGA Dunedin course.
Ordinarily men who know golf well back

new courses. Their knowledge lends aid
to building and operations problems. But
with the Jack Tar head men it is the re-
verse. Ed Leach had never played golf
before 1959. Neither had Charles A. Sam-
mons, chairman of the board of Jack Tar
Hotels and its principal stockholder. Ed
Hunt's experience was limited. Leach and
Sammons took up the game and made a
study of it.

"I guess the course made us, as golfers
anyway, instead of our making the
course," Leach said during one of his re-
cent visits to the property. All in all, he
has twelve hotels under his direction,
spreading from Texas to California to Lan-
sing, Mich. and down through the Caro-
linas and Florida.

Future plans call for home sites to be
developed on the hotel property which has
an overall value of approximately $12 mil-
lion. The sites will border the golf course
and look out on the Gulf Stream and the
Atlantic Ocean.

The course will receive its first big test
when a pro-celebrity tournament is held
on Mar. 26-28. Bob Toski is in charge of
rounding up talent for what promises to be
an annual and lavish event.
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_ controls erosion _ protects against seed
displacement _ strengthens soil surface _ ac-
tually speeds seed germination. You spend
a fortune in time and money preparing and
seeding your course. Don't let it all go down
the drain at the first high wind or heavy rain.
Insure your investment with SOIL-SET, the
new, amazingly effective and test proven
concept in spray-mulching.

Alco Oil & Chemical Corp.
January. 1962

*Firestone Country Club. Akron, Ohio

SOIL-SET grows grass faster, richer, with
no washouts. It's efficiency itself. Recently,
independent testers saw two men with one
hydraulic sprayer mulch two acres of em-
bankment in 24 minutes flat. Make sure your
golf course will look as well as play like a
championship course. Find out more about
SOIL-SET. Write today for a fact-filled report
of tests and actual case histories.

Trenton Avenue & William Street
Philadelphia 34, Pa.
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Grinds Largest To Smallest
Reel-Type Lawnmowers
NEW IDEAL MODEL 900 sharpens every-
thing from the smallest edger to the larg-
est fairway or power unit, Heavy-duty
machine precision grinds either by
"straight-line" or "hook" methods to give
you extra versatility, bigger volume.

OUTSTANDING FEATURES INCLUDE: Y2
h.p. motor, gravity-type feed, 6-inch grind-
ing wheel, simple screw-type adjustments.
With reconditioner, tool tray and bed-
knife grinding bar.

TWO-WAY GRINDING OPTION
Get Full Details Today On New Model 900 Sharpener

Dept. G-l
THE FAT'E-ROOT-HEATH COMPANY

• PLYMOUTH, OHIO

Better Planning Would Have
Helped Fairless Hills

(Continued from page 56)
right at the entrance to the clubhouse.
Harvey Miller serves as an independent
contractor in giving lessons. This is a
part-time job for him as he also works
for u.s. Steel Corp.

According to Bill Williamson, the
supt., construction in the early operation
of the course was hampered to some ex-
tent by vandalism. The management now
feels that it has this problem under
control because of a public relations and
educational program it undertook. The
developers promote the recreational facili-
ties of Fairless Hills and the community
itself through an active public relations
program supervised by Kelly Associates
of Philadelphia.

Promote Community Pride
About 48,000 rounds of golf are played

each season. Arousing community pride
in the appearance of the course .as well
as in other landscaping in the area has
helped to keep the entire grounds in top
condition. Williamson supervises a crew
of three. He is also responsible for land-
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scaping of the entire community and is
an assistant to Lening in various recrea-
tional activities.

Harvey Miller says that teaching young-
sters to play in a community of this kind
is an especially interesting phase of his
job. He started a youth program three
years ago, partly to stop the vandalism on
the course and also to teach the game.
The kids start playing at Fairless Hills GC
at the age of 12.

In the spring, Miller has clinics for
the youngsters on the practice greens. In
addition, he operates a winter course for
six weeks at the nearby William Penn
Junior. high school, using the school's
gynasium for practice.

Fairless Hills ladies are showing an
increasing interest in golf, Miller adds.
Every Wednesday morning the course is
exclusively reserved for them and the
association has 30 to 40 ladies playing at
one time. The group sponsors tournaments
on the last Wednesday of every month.
Both adults and youngsters play in several
interclub tournaments. A number of mem-
bers of other golf clubs in the Bucks
County area often play at Fairless Hills.
The Ladies Assn. also sponsors a Lower
Bucks Tournament which is held the first
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Y ou are invited to see the
world's most complete line
of golf course equipment at
the GCSAA show, Booths
41 and 42. A comparison
of quality, design and
price will show why ...
for more than 50 years
. . . 97 out of 100 golf
courses prefer e qui p-
ment made and guaran-
teed by the folks at
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~O~atic
PERFORMANCE LEADER

IN TURF IRRIGATION

Moist 0' Matic's gear driven rotor
pop-up turf sprinkler heads lead
the field in durabi lity, adaptabil-
ity, performance and low costs.
The entire gear Mechanism is iso-
lated and sealed. Even water
distribution is assured by three
nozzles in the pop-up head. Up
to 180' diameter water coverage
means low cost for new installa-
tions or conversions. 10 part circle
adjustments from 400 to 3200 can
be made while in operation with-
out special tools. These exclusive
advantages and the rugged, com-
pact MONITOR controller have
made Moist 0' Maticthe turf irri-
gating performance leader.

"DEALER INQUIRIES INVITED"
For complete in/ormation, write to:

~O~.a.t'CIL ~.
1795 Massachusetts Ave•• Riverside. Calif.
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weekend in June. The proceeds go to a
local hospital.

The golf course is one of several excel-
lent recreational facilities provided by the
housing developers. The bowling center
is operated at a profit which helps offset
golf club deficits if they occur. It is one
of the largest in the area and sponsors
some important tournaments. Lening,
whose office is in the bowling center, gives
this facility his closest attention. He is
one of the country's top bowlers and is
a member of the Professional Bowlers
Assn.

The developers of Fairless Hill concede
that they made numerous mistakes, chief
of which was in not allocating sufficient
space for their course. The latter was
due to their not having enough experience
in a golf way and in not anticipating the
hold that the game would take on people
who live in the community. Yet, the
Danherst Corp. feels that it has made
an important contribution to the residents
of Fairless Hills by providing them with a
recreation facility that they might other-
wise have to go miles to enjoy.

Final Figures Show 409 Courses,
Were Constructed in 1961

A final roundup of figures by the Na-
tional Golf Foundation shows that 409
courses were put into play in 1961. These
included 247 standard length layouts, 76
additions to existing courses and 86 Par
3s. At year's end there were nearly 6,200
regulation courses and about 460 Par 3s
in the U.S.

California added 31 regulation courses
in 1961 to again lead all states. Second
was Florida with 22. Other states that
added heavily to their layouts were Ohio,
18; Pennsylvania, 17; and Texas and
Virginia, 15 each.

Par 3s continued to gain in popularity.
About six years ago there were no more
than 100 abbreviated courses in the
country. The increase of 76 Par 3s in 1961
was almost 50 per cent higher than it
had been the previous year.

New construction in 1961 represented
an estimated investment of $35,000,000
and provided playing facilities for at
least a quarter-million more golfers, ac-
cording to the Foundation.

Morning Deposits of All Mail
Means Belter Service
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