
what WALKE R Mfg.
is building now! !

NEWrOWER IRUCK

With Front Wheel Drive . . .
. . . and Unlimited Maneuverability.

Zero inches inside turning radius.

Moveable steering column permits operation
from either side.

Rugged all steel construction.

3 operation ranges-nine forward speeds
and reverse with automatic shifting.

Desiuned & Built by ~ Mfu. Co.
A utility tran port for PRODUCERS OF THE

EXECUTIVE GOLF CAR.uperintendent, maintenance
per. onel and equipment.

PATENT PENDING

Phone MI 6·5588, Fowler, Kansas
Writ for additional information.
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SOLD DIRECT FROM MILL TO PRO SHOP GCSA will entertain their husbands at a
theater party in New York on Oct. 17

It's about mid-October before a
supt's wife can count on his being free
from work in the evening . . . Interesting
story in Orange (N.].) Transcript on de-
velopment of IS-year old Sandra Paine,
winner of N. Y. vVomen's Metropolitan
Junior and New Jersey State Junior cham-
pionships . . . Joe Albanese and Art Marks
are the pros who have taught and encour-
aged the young lady . . . Her father was
captain of a Brown university golf team.

Frank G. Brunner, 89, dean of club
managers in the Chicago area, died in
Sept. in Hammond, Ind. . . . He was
manager of the Flossmoor (Ill.) CC from
1922 until 1943 and then stayed on
until 1959 as a consultant . . . Prize
money of $5,000 will be offered in the
Washingtonian Open, to be played Oct.
20-21 at the Washingtonian Motel & CC,
Gaithersburg, Md., where Clarence Doser
is pro . . . 18-hole course under con-
struction at Illinois State Normal in
Bloomington will be ready next Memorial
Day . . . Greens were planted in early

(Continued on page 106)

NEW!

Pat.
Pending

Because of marble's
fine dense grain and
high resilience, MARBLEHEAD
Putter gives your boll faster get-away
with a shorter back stroke. Permits greater
accuracy in golf's most delicate shot ••••
"Putting magic" and more confidence with
every stroke.

MARBLEHEADwas developed and is
produced by Fred "Stoney" Taylor, former
Tri-State champion, and Leo O'Grady,
former Head Pro at PGA National
Golf Club, now at DeSoto.

New 1963
PRO ONLY MODEL

List •••. $20.00
Pink, White, Black
Marble with "Pistol" Grip

* Order MARBLEHEAD Now
for fast PRO SHOP Selling

... or write for the facts

Exclusive National Representation

637 E. Center Street· Milwaukee 12, Wisconsin

Goljdom



§A~.
KNITWEAR

COMPLETES
THE PICTURE

THE PERFECT FOLLOW-THRU ... DiFini Originals is proud to announce the ~onsolidation of the Golf Shirt

operations of Playpar Sportwear under a new and separate company, known as DiFini Knitwear, Ltd. Under

the direct supervision of DiFini Originals, Knitted Shirts and Sweaters for Men and Knitted Shirts and

Tailored Blouses for Lady Golfers will be styled under the DiFini Knitwear label. This will enable you to sell
coordinated gol,twear, backed up by the fine reputation of the DiFini name.

FOR A COORDINATED MERCHANDISING PROGRAM ... Ask your DiFini salesman to show you the complete

Iine of DiFini Originals Golf Slacks and Bermuda Shorts for Men and Women as well as the fine collection of

DiFinl Knitwear

send Slacks and Shorts orders to

WRITE FOR COMPLETE SWATCH & STYLE GUIDES

send Shirl and Blouse orders to

DIFINI ORIGINALS, INC.
18 WEST 20th STREET

NEW YORK 11, N. Y.

DIFINI KNITWEAR, LTD.
21 WEST 19th STREET

NEW YORK 11, N. Y.
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New

QQ~U1ln@lJQ9

Kohl.er engine
takes the

Like a good caddy, the new Kohler "Quiet" Engine,
developed for golf cart use, keeps its lip buttoned while
golfers shoot.

A re-designed carburetor reduces idJing speeds and
noise without loss of acceleration and power.

A non-metallic cam shaft gear ends metal to metal
contact to reduce gear noise.

Plasticized coating on the blower housing further
suppresses noise inside and out.

Cast iron construction makes this engine quieter, too.
The "Quiet" K161 is just another pay-off from the

Kohler custom of making products as well as they can
be made, and then making them even better.

KOHLER OF KOHLER

ALL-BRASS FITTINGS ELECTRIC PLANTS

Kohler Co., Established 1873, Kohler, Wisconsin

ENAMELED IRON AND VITREOUS CHINA PLUMBING FIXTURES
PRECISION CONTROLSAIR-COOLED ENGINES
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IRS Reverses Dues Ruling,
Then Agrees to Tax Refund
Government makes settlement on 20 per cent excise

charged Midwestern club on food and drink

rather prolonged truggl b tw n a
Midwestern country club and the in-

t rnal revenue service over the right of the
latter to collect a 20 per cent exci e tax on
a supplementary due issue was settled this
ummer wh n IR decid d not to contest

an action start d by th club in a U.S.
Di trict ourt to r claim th tax. Th r ve-
nu servic r turn d mol' than $1,000
in taxe and inter t to the club in what
it t rm d an "administrativ settlement".

Th basi for th litigation was estab-
lished in 1959 wh n dir ctors of the club
d cid d that additional and n d d oper-
ating incom could b r aliz d by charg-
ing m mb r uppl m ntar du if th y
did not p nd $15 p I' month from April
through D cemb ron gr n f e and hou
harges. The asse ment wa to amount to

th differ nc b tw n th $15 and the
sum actually sp nt by the m mb r on
these it m . The 20 per c nt exci e tax,
it was plain d, wa to b paid only on
the extra dues charge.

Before this rule was put in effect, the
club a ked the internal revenue ervice if
it wa corr ct in a uming that the exci e
tao did not apply to exp nditure for food,
drink, tc. ince the e w re, in effect, vol-

October, 1962

untary. Th m mb I' had th choice of
for going th m and paying the ntire $15
in th form of uppl mentary du ,if h
cho to do so.

ot ubject to Ta
The IR ruled that if th member paid

an amount r quir d by th club for con-
tinu d member hip, th a sm nt , a
ubj ct to ta . However, it tated that

amount paid for food and drink ar not
ubject to tax unl ss th club ha a manda-

tory minimum exp nditur rul or by-law
covering uch it m .

A littl mol' than a year after thi th
IR rver ed it If. It aid that aft I' a
I' - tudy of th cas it had d cided that
wh r ther i a r quir m nt for a month-
ly minimum 'P nditure, wh th r for food
or suppl m ntal due, or a combination
if th two, th amount involved con tituted
a mandatory minimum charge. Thu , the
ntir $15 wa ta: abl .

Liability Incurred
In the pring of 1961, members of the

Iidw tern club approv dare olution
11 pending th expenditure provi ion of

the club rul (it had been increa ed to
$20 by thi time). In view of the recent
IR ruling, though, the club had incurred
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Club aHorneys contend that assessment can be made
on a required contribution but not a required purchase

a tax liability of a little more than $1,000
on the alleged supplementary dues the
revenue service said it owed. This was
paid under protest.

In the meantime, other clubs in the area,
concerned with the revocation of IRS's
original ruling, agreed to share the ex-
pense of litigation involving the supple-
mental dues issue.

Actual vs. Threatened Dues
In a brief filed with a U. S. District

court, the club argued that an assessment
(which it recognized is legally subject to
the excise tax) is a required contribution
and not a required purchase. The latter, it
pointed out, is not taxable. It further con-
tended that the revenue code does not
say that the threat of an assessment shall
constitute dues, but states that only an
actual assessment shall constitute dues. The
IRS commissioner, the club declared, was
not interpreting the revenue code, but at-
tempting to introduce legislation, some-
thing that he doesn't have the power to
do.

The club's brief went on to state that
the only U.S. Supreme Court decision
touching on the subject of dues (White vs.
Winchester ce, 315 U.S. 32, 86 L. Ed.
619 (1941) says that a purchase wherein
a member receives equivalent value for
his money is not considered dues. Dues,
the court added, connote a fixed payment
for repeated and general u e of common
club facilities regardless of how often such
facilities are used.

In Purchase Category
Minimum charges, the club contended,

are clearly in the purchase category; to
come under the dues category, a by-law
would have to provide that a member be
supplied, upon payment of a c rtain sum,
with all th food or drink he desired. He
would th n be paying for repeated and
general use of a club facility rather than
paying for an individual item.

After th brief had been filed, the IRS
petition d the Court for di missal of the
action without prejudice, agreeing to re-
fund the tax paid by the club, plus inter-
e t, in what it called an administrative
ettlement.

Dismis al without prejudice, the club's
attorneys explained, means that the is ue
may never be litigated again. However,

26

since the government withdrew and no
judgment was made in the case, it is
technically possible for the IRS to assess
a tax in another or different month and
again take the issue into court. No judicial
precedent has been set in the district in
which the club is located because of the
settlement made by IRS.

No Chance for Success
The club's attorneys, in attempting to

interpret the reasons for the internal reve-
nue service's request for dismissal of the
case, said that the administrative decision
to withdraw the tax claim indicates that
IRS didn't feel it had a reasonable chance
for success in defending an excise tax
levied upon monies spent for food and
drink under a supplemental dues program.
Thus, a District Court judgment was avoid-
ed or at least delayed since a similar issue
hasn't been litigated elsewhere in the
U.S.

The attorneys also speculated that the
commissioner of internal revenue wishes
to protect his ruling as it now stands rela-
tive to minimum spending. If it were held
to be erroneous by a U.S. District Court,
country clubs throughout the country
would be encouraged to disregard the IRS
ruling and refuse to pay excise taxes on
money actually spent, such as for food
and drink, under minimum spending pro-
grams.

No Test Judgment
The attorn ys concluded that because of

the administrative settlement, the club has
no right to insist upon a test judgment in
the case. The fact that the money was
r funded and the internal revenue service
asked for dismissal, makes the case a moot
issue.

The last previous celebrated tax cas
that involved a country club came in 19,58
when Congr ssional ce of Washington,
D.C. received a ruling from IRS stating
that minimum charges to members have
to be kept on a voluntary basis if they
are to be xcis· tax fr e. Th .ongr ssion-
a1 ruling, incidentally, took in minimum
charges on food and drink as well as oth r
club servic , but appar ntly it wa n't
que tioned by the club. Thi probably wa
because every effort wa made to keep
the minimum charge plan on a voluntary
basis.

Goljdom



NEW PAR AIDE PLA T

Golfers the world over are familiar with Par Aide's
quality and functional design of Tee and Green's
items, golf course furniture and maintenance equip-
ment. Our modern facilities assure you of the finest
quality and prompt service throughout the year.

Par Aide Products Include:
JUNIOR,SENIORANDTWIN BALLWASHERS·
PORTABLE BASES·DETERGENTS·TOWELS·
WASTE RECEPTACLP PLASTIC AND ALUM-
INUM TEE MARKERS·SPECIALAND CUSTOM
TEE MARKER PLAQUES·CLUB RESTS·SPIKE
BRUSHES· FLAG POLES· FLAGS· HOLE
CUTTERS, CUPS, CUP SETTERS· CUP
PULLERS· PRACTICE GREENS MARKERS·
RAKES·OIRECTIONAL FLAGS·DIRECTIONAL
SIGNS·ALL-PURPOSE SIGN STANDARD AND
CAPTION CARDS· COM PLETE LINE OF
FURNITURE.

PAR AIDE

PRODUCTS

COMPANY

Dept. G • 296 North Pascal St.
St. Paul 4, Minnesota

for More Detailed Information Write for Catalog
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(Above) Price tags are attached to register tapes
and totals are checked against each other at Fox
Hills in West Los Angeles. (Below) Each assistant
working the register at Fox Hills has his own reo
ceipts and cash drawer, making him accountable

for money taken in on sales.

28

Modernized
Record-
Keeping

Shop accounting is simplified
by cash registers that handle
almost everything except making

entries in the ledgers

The volume of play on public courses
provides real merchandising opportu-

nities for the pros. With a constant stream
of new golfers, the pro who knows his
business can operate at a handsome profit.
However, to do this, he must be at least
as good a merchandiser as he is a golfer.

Two such pros are Harry Bassler of Fox
Hills CC, in West Los Angeles, and Don
Collett, Coronado CC, Coronado, an island
near San Diego. The former is a privately
owned public course. Coronado is munici-
pally owned.

Both men share a simple formula for the
successful operation of a pro shop:

1. Make certain golfers get all the serv-
ices they desire.

2. Be available in the shop to answer
question and see that golfers are getting
the service that converts them to being
customers.

3. Establish a businesslike approach to
sales, so every penny of inventory counts
with stock which can be readily moved.

Bassler and Collett agree that any suc-
cessful head pro soon will determine for
himself how much time he needs to spend
on the cour e and in the shop. It is a third
area - which is critical in determining
how profitable the pro's work will be, they
agree.

Golfdom



... and eases you over fairways
with smooth-flowing power. It's the
G·N 1140, the battery your electric cars need
to go places-quietly, quickly, economically,
dependably.

Why pay more for a lesser product? Get the
G·N 1140 from the people who best know
how to build golf car batteries.

It's the battery
that GIVES YOU:

• Rugged industrial type plates.
Years of plate protection from double thick
separators of glass and rubber.

• Flip top vent caps for quick maintenance
checks.

• Hi-impact container-exclusive G-N design.
For more Information write
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Working Business Systems
The two pros have taken similar ap

pro aches to establishing working business
systems. Both pro shops use Class 6000
multi-total ational Cash Registers. Every
sales transaction is recorded with these
machines.

In each shop, the cash register provides
the pro with a detailed listing of all sales
at the end of each day. Using its multiple-
total capabilities, each machine accumu-
lates separate figures according to seven
different m rchandise and sales categories.
The pros then enter the daily figures on
running sales ledgers. Each ledger, in turn,
provides a running index of how its shop's
business is going. For each pro, the ledger
serves as a guide for sales efforts and for
the buying of merchandise inventories.

Forwarded to Accountant
The same cash register tapes are for-

warded to the public accountants retained
by the pros. The accountants use them for
the books of the respective bu inesses, dis-
tilling the information to provide each pro
with a monthly profit and loss statem nt.
The tapes also are used in dealings with
the California board of equalization, the
state's sales tax agency.

lthough both shops use the same basic
accounting plan, the cash regi ter account-
ing system is flexible enough so that it is
30

(Left) Harry Bassler, who has been at Fox Hills since
1939, has set up an excellent system for keeping
a running index on shop business. (Right) Register
and machine for recording charges, at right, do
much to keep chaos out of the selling picture at

Don Collett's busy shop at Coronado cc.

easily adapted to the special needs of any
user. Therefor , Bassler and Collett have
each tailored procedures to their own in-
dividual situations.

Handles Large Volume
At Fox Hills, for example, the pro shop

has been set up to accommodate high busi-
ness volumes. The facilities here include
two 18-hole courses. Bassler estimates
there are as many as 30,000 homes within
the immediate vicinity of the club. More
to the point, he estimates that the percent-
age of golfers in this residential area is
well above average.

During an average weekday, 400 rounds
are played at Fox Hills. Average for week-
end and holidays is between 750 and 800.
Bas ler has done anum ber of things to
take advantage of this volume. Each play-
cr must make a telephone reservation at
lea t two days in advance. Upon arrival at
the course, the golfer must sign in. Bassler
has his shop set up so every play r must
walk in the front door, pass th main di -
play counter, and then go out the back
door.

This traffic gives Bassler an opportunity
to help ke p in touch with hi r gular golf-
ers. He reserves most of hi time for the
shop where contact work pays the be t
dividends. Harry is usually in the shop.

(Continued on page 121)
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