
year, members have to be willing to spend 
enough at the club to pay for this con-
venience. What has never been brought 
up is a "minimum monthly pro shop ac-
count." There is justification for that, 
too, if members want the convenience of 
a shop. But it never will be seen in this 
light. 

Even though golf's growth has been on 
the phenomenal side in the last decade, 
the game can't be considered a mass mai-
ket operation. The fight for pro-only busi-
ness proves this. There is a good deal more 
profit for manufacturers in quality mer-
chandise than there is the low price club 
and ball lines. The distribution and sell-
ing problems in the pro line picture also 
are a lot different than those in the stores 
setup. 

Can Get Too Involved 
I have listened to many manufacturing 

company executives and salesmen discuss 
their sales experiences and the errors 
that many pros make in buying. I also 
have heard of pros getting deeply involv-
ed in consignment and delayed payment 
deals that got them so wrapped up they 
didn't know where they stood. These are 
things to be avoided. 

If you don't think so, consider the case 
of a professional at a pretty good club 
who died a few months ago. When his 
widow, her lawyer, and a fellow from 
the bank the departed pro patronized got 
together and tried to take an inventory 
of the estate, there were so many screwy 
deals on purchases, inventory and sales 
of merchandise that nobody could de-
termine where the woman and her chil-
dren stood. Somewhere in this fellow's 
business relations with manufacturers, 
economics got lost in the rough. Some-
thing like this is a temptation for any 
man in business. One manufacturer tried 
to help out the pro, but the poor fellow 
was in so deep at the time of his death, 
that there simply hadn't been time to get 
his affairs straightened out. 

There is urgent need for concerted 
study of golf business economics by pro-
fessionals and manufacturers. It shouldn't 
be delayed another day if the pro is to 
have future security, and the manufac-
turer increasing profits in the years to 
come. In the past, the pro has been too 
busy telling the manufacturer what should 
be done, and the manufacturer has been 
too busy telling the pro what should be 
done. Standing on opposite sides of the 
street and screaming at each other isn't 
going to solve their problems. What they 
need to do is go into a huddle. 

Lawn Mower Sharpener 
You can sharpen the bedknife and the reel 
in the mower with a MODERN lawn 
mower sharpener or you can remove from 
the mower for separate sharpenings. 

NO COMPLEX ADJUSTMENTS 
Just raise the entire mower to the proper 
height. Bring the reel and bedknife into 
grinding position with a single hand lever 
. . . and sharpen. 

• PRECISION RESULTS • 
The MODERN lawn mower sharpener pre-
cision grinds to tolerances of .001 or better, 
so there's no need for "finish filing". 

A MODEL FOR ANY MOWER 
MODERN lawn mower sharpeners are available 
in two sizes. One handles mowers up to 36 
inches; the other is capable of sharpening blades 
up to 53 inches wide. With the optional Rotary 
Blade Holder, either model will sharpen and 
balance rotary blades, too. 

SEND FOR FREE LITERATURE AND PRICES 
r — — — — — — — — 
I FOLEY Manufacturing Company | 
_ 187-4 Ringer Bldg., Minneapolis 18, Minn. _ 
I P l e a s e s e n d f o l d e r a n d in format ion on M o d e r n I 
| L a w n Mower S h a r p e n e r . g 

J N A M E 

| A D D R E S S 

\ C I T Y _ S T A T E _ 



SAVE $l,000's ON AUTOMATIC 
water system installation 

This system will pay 
for itself in 5 years. 

• Lower i n i t i a l cost , 
highest quality mat-
erials. 

• Trouble free design. 
• System can be auto-

matically or manually 
controlled. 

Complete golf course design and planning. Call or write today for 
quotation or help in designing your course and irrigation system. 

MEADOWLAKE INC. * BUCKEYE IRRIGATION 
1211 39th ST. N.E. • 4213 N. STATE RD. 7 
C A N T O N , O H I O . HOLLYWOOD, FLORIDA 

Savings on labor alone, 
up to $20,000 per year. 

Existing systems can 
be automated. 

Use Computer to Bring 
Doral Course Indoors 

AERO-BLADE 

Rogers Mfg. Co., Inc. 

HENRY CULP & ASSOCIATES 
Golf Course Design & Construction 

FREE CONSULTATION AND ESTIMATE 
31 Y e a r s — Gol f Profess ional 

15 Y e a r s — G r e e n k e e p i n g & Construction 
C L A Y T O N , I N D . P H O N E 539-2623 

Classified Ads • P 124 
Buyers' Guide • F 127 

To: Investor or Pro... 

BALDOCK PACIFIC PROPERTIES 

i 
1505 Blackstone, Fresno, Calif. 

Phone: AMherst 4-1521 

By J o h n D. Lofton, J r . 

Thanks to the ingenuity of Product In-
vestors Corp., Ltd., New York City, the 
18 hole Doral Hotel and CC Blue Course 
in Miami, can now be played indoors. 

This seeming impossibility can be 
accomplished through Golf-O-Mat, a full 

scale indoor com-
puterized golf in-
stallation which 
permits one play-
er, a twosome or 
a foursome to 
play a complete 
18 - hole course 
using a l l the 
standard s h o t s 
with a full set of 
clubs and a free 
flying ball. 

Players tee up for their shots about 18 
feet in front of a 9 x 9-foot screen on 
which is projected a full color view of 
the fairway. When the ball is hit, the 
computer measures the distance the ball 



would have traveled in milli and micro-
seconds, showing the yardage immediately 
on the projection screen. At the same time 
the film advances automatically. If a per-
son hits a 185 yard drive on a 380 yard 
hole, the next view the player sees is the 
flag from 195 yards out. 

The direction of the ball is indicated 
by a white or blue spot if the ball lands 
near the center of the fairway; or a red 
spot if the ball hooks or slices out of 
bounds. 

Once on the green, the player either 
putts from a "birdie circle" or from long 
range. Any ball stopping within 15 feet 
of the flag is considered within birdie 
distance. Actual putting is done on a 
green located in front of the screen. Once 
the player holes out he pushes a button 
and a picture of the next hole flashes on 
the screen. 

Golf-O-Mat was introduced in the 
spring of 1963 and units are now in opera-
tion in Portland, Ore., Lake Tahoe, Calif., 
and Winchester, Mass. According to Rob-
ert Hopp, Product Investors president, 50 
more Golf-O-Mat units will be in opera-
tion by next month. 

Merchandise Magnet 
(Continued from page 38) 

what restricted in his advertising and pro-
motion. He does, however, distribute more 
than 400 Christmas Shopping catalogs 
and supplements these with two or three 
letters a year to members plus a weekly 
ad in the Lakewood club bulletin. His sec-
tion in the bulletin lists schedules of club 
events, gives playing hints and descrip-
tions of merchandise that may be featured 
in the coming week or weeks. 

In his letters, and occasionally in the 
bulletin, Collins repeats a theme that he 

wanting to be 
in the know"... 
(See page 104) 

BALDOCK PACIFIC PROPERTIES 

I 
1505 Blackstone, Fresno, Calif. 

Phone: AMherst 4-1521 

K E N Shop Suppl ies 
Help You Give Better Service 

mm 

ALUMINUM SANDING CONE 
A real time saver in a n y Pro shop; enables 
you to turn out real professional quality work. 
Very useful in removing old finish from wood 
heads and sanding new wood heads before 
finishing. Made entirely of metal; lasts a 
lifetime. 

Other Useful KEN Shop Supplies 
All Ellingham Tools; Grips Conditioner; Stains, 
Lacquers, Adhesives; Golf Club Scales—Offi-
cial, Lorythmic and Prorythmic; Grips, Lasting, 
Whipping; Shafts, Collars, Plugs, Sheathing; 
Buffing and Cleaning supplies; All other shop 
needs. 

Write for handy SHOP SUPPLY LIST 

K e n n e t l i S m i t h 
GOLF CLUBS. 

McuU-maAt to (it tfou, 

Would'i JLcuiqeit CmIom CM %im* 

Box 41-GM, Kansas City 41, Mo., U.S.A. 

$600 GAIN 
in c a r t r e n t a l s in 

j u s t t w o y e a r s w i t h 

n o ^ w ^ B E N T f l L C A R T S 

Pro s a y s . . . " C l u b 
members appreciate 
a lighter, easier-to-
h a n d l e c a r t . My 
r e n t a l s rose f r o m 
$800 in 1961, with 
a different cart, to 
$1300 in 1962 and 
$1400 in 1963, with 
STOWAWAY Carts . "* 

Y o u c a n i n c r e a s e 
your rental prof i ts 
with th i s popular, 
s t u r d y , f e a t h e r -
weight cart built to 
withstand the rug-
ged wear necessary 
in r e n t a l u s e . De-
signed for the golf-
er 's p l e a s u r e and 
your p r o f i t . Write 
today for descriptive 
literature and prices. 

S P O R T S INTERNATIONAL 
1225 S E C O N D AVENUE • O A K L A N D , C A L I F O R N I A 

*Professional's name upon request 

Sales Representatives: Desirable territories available. 



th/s 
h a p p y i j 

he stands for 

C O M P L E T E 
Golf Course Construction 

DESIGN • CONSTRUCTION • ALL SUPPLIES 

W R I T E O R C A L L 

C O L O N I A L G A R D E N S I N C . 
7 0 S G R E E N E S T R E E T - - M A R I E T T A , O H I O 

P H O N E : 3 7 3 - 2 1 S S A R E A C O D E 6 1 4 

SLICE? 
YOU 
BET! 

. . . A N D TRIM TOO! 
Good grass means good golf • Locke-Devere 
Mowers and Tractor insure well-kept fairways, 
approaches, greens • Qualified dealers insure 

LOCKE-DEVERE REEL . Trims as it mows . 
Perfect "once-over" cutting • Lowest Main-
tenance • Highest trade-In 

D E V E R E - L O C K E ROTARY 
R u g g e d models in a l l 
eng ineered s izes up to 
60" • Hill-hugging, clean-

J ^ cutting units. 

FREE BOOKLET! WRITE N O W TO: 

POWER MOWERS 
y Locke Manufacturing Companies, Inc. 

^ — — — 1202 12th Street—Racine, Wisconsin 

W E Z Z . 

feels perhaps 50 per cent of his members 
sometimes lose sight of: The pro is not 
paid by the club . . . The shop, in all, 
supports eight people . . . It has to be 
maintained on a better than breakeven 
basis or the pro will be forced to go out 
of business . . . Equipment and sports-
wear can be bought cheaper outside the 
club but they aren't accompanied by the 
free service and small favors that the pro 
staff constantly performs for the members. 

He Owns the Fleet 
Besides his two assistants, Travis and 

Snipes, Collins employes two golf car 
maintenance men, a caddiemaster, a bag 
rack attendant and a range supervisor. 
The Lakewood pro owns 35 golf cars 
and 24 members own their vehicles. 
Every car is washed after it is driven 18 
holes. Asked why he has invested so 
much money in a car fleet when he could 
lease it, Boss Collins' reply is to the effect 
that if a car manufacturing company 
feels it can make money by leasing its 
vehicles there is no reason why a pro 
shouldn't own them and take the entire 
rental revenue for himself. Bisk, of course, 
is involved in this policy, but Collins 
manages to get the cars out for enough 
18-hole rounds during the season to make 
money on them. 

Lakewood's club cleaning and storage 
charge is $1.80 a month. Approximately 
400 bags are kept in the racks the year 
around since Dallas is a 12-month golf 
town. The club's 300 men and 130 women 
players, incidentally, play more than 35,-
000 rounds a year. Unlike many pros who 
claim that they lose money on the clean-
ing and storage service, Collins feels that 
he does a little better than break even 
on it. The revenue from this operation pays 
the salary of his rack man and partly 
defrays the caddiemaster's salary. 

and ready to go... 

BALDOCK PACIFIC PROPERTIES 

I 
1505 Blackstone, Fresno, Calif. 

Phone: AMherst 4-1521 



The Lakewood pro pays his assistants 
a commission in addition to their salaries. 
Both employer and employees prefer this 
type of arrangement. The assistant pros 
have an agreement whereby they split the 
revenue they personally receive from giv-
ing lessons even though one may give 
more than the other. However, Boss Col-
lins estimates that he gives approximate-
ly 75 per cent of the lessons at the club, 
simply because the members request that 
he instruct them. Collins is one of that 
slowly growing minority of lefthanded 
teachers. 

The Lakewood pro shop carries a con-
tinuous inventory of between $15,000 and 
$20,000. Sales would justify a larger one. 
But enough equipment and sportswear 
manufacturers have warehouses in and 
around Dallas that non-standard merchan-
dise doesn't have to be kept in stock at the 
shop but can be picked up within a few 
hours after the customer has ordered it. 
Collins, like any good businessman, takes 
advantage of the convenience of location 
of the warehouses and estimates that the 
annual savings of capital he would other-
wise have to tie up is quite large. 

Cut Down on Details 
Collins and his assistants tried several 

methods of inventory handling and pur-
chase and sales recording before settling 
on a system that is now used. At one 
time a perpetual inventory was kept, but 
it became so involved that it was finally 
realized that an extra man would have to 
be hired on a half-day basis to keep it. 
At the same time, a card index on each 
customer's sizes, preferences, etc. was at-
tempted but this, too, was discarded be-
cause it was too time-consuming. 

Now, a complete shop inventory is tak-
en four times a year with a weekly check 
being made on such fast moving items as 

I to make big dough! 

Phone or write us for all the de-
tails of our operations and plans. We build golf successes! BALDOCK PACIFIC PROPERTIES 

(1505 Blackstone, Fresno, Cal i f . 

Phone: AMherst 4-1521 

New! New! Newl 

TEACHING AIDS 

FROM THE FOUNDATION 

Unit 1 — Welcome to Golf 
(15 minutes) $65 

Unit 2 — Building Your Swing 
(27 minutes) $135 

Unit 3 — Pitching, Pitch and Run 
(12 minutes) $65 

Unit 4 — Putting 
(10 minutes) $65 

Complete package — $295 

1 6 m m . Sound Full color 

Write for full details — 

NATIONAL GOLF FOUNDATION 
804 Merchand ise Mart Chicago 54 

" B A K - 9 " 

B a l l W a s h e r 
C D C b r i n g s b a c k , b y 
p o p u l a r d e m a n d , t h e o l d , 
f a m i l i a r p a d d l e w a s h e r . . . 
• S a m e quick c leaning action 
• S a m e economical, trouble-

free, long-lasting service 
• S a m e N y l o n or B r i s t l e 

Brushes 
• P a i n t e d W h i t e w i t h R e d 

Paddle 
• New Tee Data Plate mounts 

to pole below washer 
• Complete stock of parts for 

older models too! 

*W/'fh Bristle Brushes — Nylon slightly higher 

ORDER DIRECT or from your dealer 
S A V E M O N E Y — o n f l a g p o l e s a n d 
other washers. Send for catalog. 

C O N T A I N E R DEVELOPMENT CORP. 
M O N R O E STREET • W A T E R T O W N , W I S C O N S I N 



" R E G U L A T I O N " 
W A S H E R 

• Operates on proven paddle 
action 

• Weather and wear resistant, 
inside and out 

• Quick, thorough cleaning 
action 

• Virtually maintenance-free 
• Economically priced 
A q u a l i t y - b u i l t w a s h e r with 
m o l d e d a l u m i n u m al loy c a s -
ing, p l u s N y l o n b r u s h e s and 
paddle . Mounts on a n y 1 % " 
pipe. C l e a n s b a l l s c o m p l e t e l y 
in a m a t t e r of s e c o n d s . 

" P I G G Y B A C K " 
Mounting 

D o u b l e y o u r w a s h i n g 
c a p a c i t y at tees by 
m o u n t i n g 2 w a s h e r s 
b a c k to b a c k on sin-
g l e p ipe. 

Consult with your dealer or send 
for complete catalog today. 

C O N T A I N E R DEVELOPMENT CORP. 
MONROE STREET • WATERTOWN, WISCONSIN 

< p r o - £ r i p 

N O N - S L I P 

I 

fro-Crip 

First choice of better golfers 
everywhere. (Same product only 

the jar is new.) 

MANUFACTURER'S SPECIALTY CO. INC. 
2 7 3 6 S idney St. St. Loufs 4, Mo. 

golf balls, gloves and caps. Duplicate 
sales slips are passed on to the front office 
for customer billing. Then they are re-
turned to the shop and filed in account 
fashion so that information as to the buy-
ing habits, sizes, etc. of each player is 
readily available. Lakewood CC, inci-
dentally, indemnifies the shop against any 
bad debt losses. 

Purchases at Lakewood are handled 
through what Collins calls "envelope" ac-
counts. All buying orders, bills and receipts 
for each company with which the shop 
does business are kept in 10 by 13-inch 
envelopes. A record of purchases and pay-
ments is kept on the face of the envelope. 
This information also is entered in a pur-
chase ledger on an item by item basis 
so that it can be used as an adjunct to 
inventory taking and for re-ordering pur-
poses. 

Understanding Motives 
(Continued from page 26) 

will go elsewhere for his satisfaction. 
Physical skill training, another psycho-

logical aspect of golf, is an area in which 
psychologists have long been interested 
and to which they have devoted a great 
deal of research. We have found that the 
major principle of learning a physical skill 
is that of reinforcement, which says that 
a satisfying action tends to be repeated 
and that unsatisfying actions tend to be 
dropped because they are not reinforced 
by pleasure or reward. 

In learning a complex physical per-
formance, such as a golf swing, the in-
dividual parts which produce the most 
satisfying effect usually are retained; those 
which do not satisfy are discontinued. Of 
course I'm referring to the rank beginner, 
whose skill level over the first few lessons 
follows this predictable pattern. I'm limit-
ing this discussion to the novice, for the 
ups and downs of the more proficient golf-
er require a great deal more research be-
fore they can be analyzed. 

Duties During Lesson 
The pro has many different duties dur-

ing a lesson. One is verbal pre-training in 
which he begins to familiarize the student 
with the golf vocabulary and focuses at-
tention on the movements the student 
will be performing and the feeling he will 
experience from them. Such verbal pre-
training pays off in results. 

Other important goals are attained dur-
ing the verbal pre-training session. The 
pupil is warmly indoctrinated and favor-



able attitudes are shaped and molded. 
The instructor gains his student's confi-
dence and, at the same time, learns why 
he is there and which of his motives must 
be satisfied. 

The pro also has to be an agent of 
selective reinforcement. That is, he must 
reward correct actions with praise, thus 
strengthening them. If a novice were giv-
en a driver along with several bushels of 
balls and left to whack away on his own, 
he might ultimately come up with a fair 
golf swing. This, of course, is the hard 
way. The pro, through long practice, is 
able to sort out the swing's positive char-
acteristics and praise them, thus reinforc-
ing them. Praise operates much better 
than reproof in this task, for reproof or 
punishment does not really produce any 
changes in skill. However, praise must not 
be laid on indiscriminately or its value 
will be diluted. 

Applying Reinforcement Principle 
The instructor also must diminish his 

role and importance as the lessons con-
tinue. He must wean his student by point-
ing out certain physical reinforcers which 
always are available for the pupil to fall 
back on. Most obvious of these is the 
ball's flight, its distance and path. A long, 
straight tee shot is an excellent reinforc-
er. Another is the awareness of how a 
good swing feels. The student should be 
attentive to the moves preceding a good 
shot just as much as or more than the 
actions that precede a bad one. When 
this is overlooked, we aren't letting the 
principle of reinforcement do its work. 

Another of the instructor's duties is to 
serve as an example for his student to 
imitate. Learning through imitation is a 
common and effective method of learning 
a physical skill, but it must be used wise-
ly. Students seldom are built like pros and 
the instructor's swing and distance often 
are demoralizing to a novice who is bare-
ly getting a few yards off the tee, and 
with a wicked slice at that. 

In the early stages of instruction, imi-
tation should be limited to parts of the 
total swing and the student allowed to 
put them together. Imitating should im-
mediately follow the demonstration. This 
immediacy helps to reinforce the desired 
movements and also helps to keep the 
student vigilant and attentive. The pro 
must emphasize how the swing should 
feel to the student. The imitator then has 
two models: the sight of the instructor's 
example, plus the description of the feel-
ing accompanying a good swing. 

C O N T A I N E R DEVELOPMENT CORP. 
M O N R O E S T R E E T • W A T E R T O W N , W I S C O N S I N 

MOODY 

Rainmasfet 

THE 
1 Foresom' 

M u l t i p l e 

BALL WASHER 
. . . has improved oil-
l e s s b e a r i n g s . F e a -
t u r e s a s w i f t , t h o r -
ough c lean ing action 
for up to 8 bal ls at a 
t i m e . B a l l s r o t a t e 
w h i l e t r a v e l i n g a 
c l o v e r - s h a p e d p a t h 
for c o m p l e t e c l e a n -
ing. W e a t h e r r e s i s t -
ant case mounts on 
any 1 % " dia. pipe. 

Consult with your 
local dealer or 

send for complete 
catalog today. 

A L U M I N U M 
DATA P L A T E S 
L e g i b l e c h r o m e 
n u m e r a l s fasten 
to a n a l u m i n u m 
a l l o y d a t a p l a t e . 



Made from aluminum al-
loy for d u r a b i l i t y and 
weather resistance. Num-
bers available, 1 thru 18. 

See your local 
dealer or write for 
complete catalog. 

" R E G U L A T I O N " 
F I B E R G L A S S F L A G P O L E S 
• Flexible • Low maintenance 
• Lightweight • Last for years 
• Non-corroding • Economical 
Available in 5, 6, 7, and 8' lengths. 

Up to 12' on request. 
Molded f i b e r g l a s s in p e r m a n e n t 
w h i t e a n d s t r i p e d w i t h r e d or 
b lack. L o n g - l a s t i n g metal base and 
a l u m i n u m top a s s e m b l y s e c u r e d 
by g a l v a n i z e d all-tite swivel. 

C O N T A I N E R DEVELOPMENT CORP. 
MONROE STREET • WATERTOWN, WISCONSIN 

Graveyard Latitude 
(Continued from page 48) 

to about June 25th they are mowed at 
3/16 inches four times a week. In the 
fall the cut is made at 3/16 three times 
a week, usually until mid-November. 
Mowing is alternated from four directions. 
Cups are changed six times a week dur-
ing the summer. Four of these changes 
come on Saturdays and Sundays when 
something like 500 rounds are played 
during the two days. 

Favorite Tool 
Probably as important as any opera-

tion in the Twin Oaks scheme is the aeri-
fication program. Every green is power 
spiked on Mondays from May through 
September. The power spiker probably is 
Lewis' favorite tool. "You can't hope to 
keep greens reasonably soft if you don't 
use it often," he observes. "And your 
fertilizer and disease prevention treat-
ments aren't effective if you don't pro-
vide a way for the materials used in them 
to be worked into the soil." 

All of Twin Oaks' greens cover a 7,000 
to 9,000 square foot area. As far as is 
known, the club was the first in Missouri 
to plant its greens to C-7. Their composi-
tion is 70 per cent sand, 20 per cent saw-
dust and 10 per cent soil. Skeeter Lewis 
candidly admits that he was dubious of 
incorporating the unfamiliar sawdust in 
them when they were being built. 

"I had never worked with it before," 
he says. "I was afraid that the soil would 
be too acid." But Lewis learned how to 
counteract this in pretty much of a hurry. 
In the first year the greens were in play 
he poured 100 lbs. of lime per 1,000 sq. 
ft. into them — at 10 lbs. per application. 
The putting surfaces certainly weren't 
the pride of Twin Oaks that first year, 
but thereafter they came around in a 
hurry. 

"When we got the pH reading up to 
around 6.5," Lewis recalls, "we were in 
good shape." 

Three Tests A Year 
That first year taught Skeeter that there 

is no test like a soil test. Now he has 
them made three times a year, often send-
ing samples to as many as three different 
testing stations at the same time so that 
the margin for error is reduced. "I 
shouldn't be revealing this," Lewis says, 
smiling. "The people who make the tests 
for me will think I don't trust them. But 
a couple fellows who are well known in 
the turf business say they don't see why 

"QUALITY GUARANTEED" 

Send 
for 
Price 
List 
Today! 

True to Name, 
Weed a n d Seed Free! 

• Washington (C-50) • Cohansey (C-7) 
• Congressional (C-19) 

• Arlington (C-l) • Toronto (C-15) 
WE SHIP ANYWHERE IN THE UNITED STATES 

(24 hour Air Freight Is Available) 

Phone: Area Code 313 531-0361 
HIRAM F. GODWIN & SON 
22366 Grand River Ave., Detroit 19, Mich. 

A Reliable Source of Supply Since 1920 

BENT GRASS STOLONS 
Our stolons are shredded 
in the field, packed two 
bushel per bag as shown in 
picture and are shipped 
immediately. 



H A N D Y - B I N 
C O N T A I N E R S 

a supt. shouldn't double check on soil 
tests and compare their results." 

The Twin Oaks greenmaster goes on 
to explain that the first thing a supt. 
should do when he is in trouble is get soil 
samples and have them tested. There is 
little or no use in calling in a consultant, 
he adds, if soil tests made within the last 
year aren't available for the consultant 
to check. 

Being the first club in Missouri to plant 
C-7, Twin Oaks has done much to prop-
agate its growth and use. Several years 
ago, Lewis established a nursery for 
growing the strain and since that time 
he has supplied courses in Arkansas, Okla-
homa and Kansas, as well as Missouri, 
with stolons to plant their greens. Since 
the nursery is maintained by the Twin 
Oaks grounds dept., proceeds of C-7 sales 
go to the club. They average about $1,500 
a year. 

Compensation Enough 
Although recognition of his outstand-

ing ability as a course supt. perhaps was 
delayed, Skeeter Lewis isn't the kind of 
a fellow who is going to borrow any 
shoulders to cry on. "We're in an unspec-
tacular business," he says, "and so it's tak-
en for granted that we don't get very 
many compliments for whatever good 
work we do. Anyway, I think most mem-
bers get so wrapped up playing golf that 
they don't pay much attention to the con-
dition of the fairways and greens. Actual-
ly, I have had quite a few of them go 
out of their way to tell me how good the 
course looks. And" Lewis smiles, "they 
keep renewing my contract every year." 

Skeeter, incidentally, was very much 
impressed by Arnold Palmer's knowledge 
of turf. "We had a 15-minute conversa-
tion," Lewis recalls, "and Arnie casually 
tossed some terms at me that made me 
wonder if he hasn't mixed some fungicides 
and mowed a few greens in his day. He 
thought our greens were a little on the 
slow or soft side, but he accepted my 
explanation that they couldn't be cut 
below 3/16 inches because of the hot 
and humid August weather. As it was, we 
lowered the blade 1/16 of an inch for 
him. But Palmer didn't have any real 
kicks. He shot a 61. That was three strokes 
lower than the old record." 

Skeeter Lewis who pushes the ball 
around in pretty fair shape himself — he 
shoots in the 70s — has to play well in 
self defense. His brother, Charles II, is 
the pro at Little Rock CC; another broth-
er, Paul, is pro-supt. at a Little Rock 

for storage in pro shops and 
maintenance departments 
9 versatile sizes • 2 molded-in colors: 
green and yellow • Smooth, one-piece, 
easily c leaned • Impervious to oil and 
water • Transparent dust covers to keep 
contents clean • A variety of mounting 
units a v a i l a b l e to meet e v e r y need 

For further details contact: 

C O N T A I N E R D E V E L O P M E N T C O R P . 
W A T E R T O W N , W I S C O N S I N 

The 

PAUL 
HAHN 
S H O W 

( O N E H O U R ,EXHIBITION) 

TRICK SHOTS 
COMEDY 

GOLF CLINIC 
For informative brochure write: 

PAUL HAHN 
Cape Coral, Florida 

(Patent applied for) 



^ . F I B E R G L A S S 
C H A I R S 

^ ^ a n d T A B L E S 

for clubhouse and patio 
• C h a i r s in f o u r m o l d e d - i n c o l o r s 

• T a b l e s w i t h W h i t e o r W a l n u t m a r -
r e s i s t a n t , h i g h - p r e s s u r e l a m i n a t e d 
p l a s t i c t o p s , 3 6 " o r 4 2 " d i a m e t e r 

• L o w C o s t , L o w M a i n t e n a n c e 

• C o m f o r t a b l e , S t r o n g , A t t r a c t i v e 

For further details contact: 

CONTAINER DEVELOPMENT CORP. 
W A T E R T O W N , W I S C O N S I N 

TREE^TOOLS 
• Every t o o l y o u 
n e e d f o r t h e 
ca re a n d m a i n -
t e n a n c e o f t rees 
a n d sh rubs . 
P r u n i n g s a w s , 
p o w e r saws, po le 
p rune rs , p r u n i n g 
shears , e t c . 

m u n y c o u r s e ; a n d h i s n e p h e w , C h a r l e s 
I I I , is t h e f e l l o w w h o k n o c k e d J a c k 
N i c k l a u s o u t o f t h e 1 9 6 0 N a t i o n a l A m a t e u r 
a t A l g o n q u i n i n S t . L o u i s , a s y o u m a y r e -
c a l l . T h e n , t o o , t h e r e is S k e e t e r ' s s o n , 
J i m , J r . , s u p t . a t t h e F t . L e o n a r d W o o d 
c o u r s e i n W a v n e s v i l l e , M o . , t h e l a s t f o u r 
y e a r s , w h o p l a y s a v e r y g o o d g a m e . S o , 
w h e n t h e L e w i s e s g e t t o g e t h e r f o r t h e i r 
a n n u a l g o l f j o u s t , t h e r i v a l r y is a l m o s t a s 
i n t e n s e a s w h e n t h e c e l e b r a t e d C u p i t c l a n 
h a s i t s a n n u a l s h o w d o w n . 

PGA Winter Tournaments 
Ian . 3- 6—Los Angeles Open, Rancho Muni 

$ 5 0 , 0 0 0 
9-12—San Diego Open, Rancho Ber-

nardo $ 3 0 , 0 0 0 
16-19—Bing Crosby National Pro-Am, 

Pebble B e a c h , Cal i f . $ 4 0 , 5 0 0 
2 3 - 2 6 — L u c k y International , Harding 

Park, San Franc isco $ 5 0 , 0 0 0 
I a n . 3 0 - F e b . 2 - P a l m Springs ( C a l i f . ) Clas-

sic $ 5 0 , 0 0 0 
F e b . 6 - 9—Phoenix Open, Phoenix C C 

$ 5 0 , 0 0 0 
6- 9—Panama Open, P a n a m a G C 

$11,000 
13-16—Tucson Open, 4 9 ' e r s C C $ 3 0 , 0 0 0 
13 -16—Maraca ibo O p e n , Maraca ibo 

( V e n . ) C C $ 1 0 , 0 0 0 
20 -23—Caracas Open, Val le Arriba 

$11,000 
F e b . 2 7 - M a r . 1—Greater New Orleans Open, 

L a k e w o o d C C $ 5 0 , 0 0 0 
2 7 - M a r . 1—Los Lagartos International , 

Bogota , Col . $ 1 1 , 0 0 0 
5 - 8—Pensacola Open, Pensacola , F l a . 

$ 3 0 , 0 0 0 
5 - 8—Puerto Rico Open, Dorado Hilton 

Hotel & C C $ 9 , 0 0 0 
12 -15—St . Petersburg Open, L a k e w o o d 

C C $ 2 5 , 0 0 0 
19 -22—Dora l Open, Doral C C , Miami 

$ 5 0 , 0 0 0 
26-29—Azalea Open, Cape F e a r C C , 

Wilmington, N .C . $ 2 0 , 0 0 0 
2- 5—Greater Greensboro ( N . C . ) 

Open, Sedgefie ld C C $ 3 5 , 0 0 0 
9-12—Masters , A u g u s t a National 

$ 2 0 , 0 0 0 ( m i n i m u m ) 

M a r . 

Apr. 

Open on Color Film 
A v a i l a b l e f o r r e n t a l f r o m t h e U S G A 

4 0 E . 3 8 t h S t . , N e w Y o r k 1 6 , i s t h e 1 6 
m m . s o u n d a n d c o l o r f i l m o f t h e 1 9 6 3 
O p e n a t B r o o k l i n e . I t i n c l u d e s r o u n d - b y -
r o u n d a c t i o n p l u s t h e p l a y o f f a n d s t i l l 
f l a s h b a c k s o f t h e 1 9 1 3 e v e n t i n w h i c h 
F r a n c i s O u i m e t d e f e a t e d H a r r y V a r d o n 
a n d T e d R a y . S h o w i n g t i m e i s 3 9 m i n u t e s . 




