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What makes it a favorite with other 
players? In what ways will it help this 
golfer to lower his score? 

KEEP IT CLEAN. The pro or shop 
manager who takes a dusty article from 
the box and puts it in a member's hand 
doesn't deserve the sale and isn't likely 
to make it. 

Keep merchandise fresh and inviting. 
If you carry items that are not in cases, 
protect them with cellophane. Unless you 
clean the clubs in your shop daily, their 
appeal is likely to be buried under a lay-
er of dust. 

REPEAT SALES. Normally, the man-
ufacturer will replace defective articles. 
You can do a real service to yourself and 
the golfer by stocking guaranteed items. 

Try this approach: "You'll get lots of 
wear from this golf shoe, Jim. If for any 
reason it doesn't feel comfortable or give 
complete satisfaction, I'll make it good!" 

Don't make the person returning an 
article wait for a refund until you've 
been issued a credit memo. Why take 
the chance of losing his business? Make 
the item good when he brings it to your 
attention. Even an unreasonable com-
plaint deserves a hearing. 

If a club or golf shoe can be repaired 
at the pro shop, handle it with a mini-
mum of delay. While the member waits, 
offer substitute equipment so he won't 
lose an afternoon of enjoyment. 

Never allow the customer with a com-
plaint to feel he's imposing on you. He's 
doing you a favor. Instead of taking the 
article to someone else or buying new 
merchandise from your competitor, he's 
giving you the opportunity to make an 
adjustment. If you succeed, he'll remain 
a customer. 

IIOW MUCH? It's unwise to hold on 
to buyers by cutting prices. You can't 
compete with discount houses or depart-
ment stores; don't try. Your advice and 
years of experience as a player and in-
structor are worth more than the few 
dollars a member saves by shopping for 
bargains. The most expensive wood or 
iron is of little value to an individual if 
it's not the right length and weight. 

Look ahead in your selling. Don't per-
suade a golfer to spend money for clubs 

Night Frostbite Golf 
A t N. J. Course 

Two Bridges Country Club In Lincoln 
Park, N. J., the first illuminated 18-hole 
golf course in the Metropolitan New York 
area, will stay open in the evenings until 
about 11 p.m. this fall and will feature 
"frostbite golf." The new course, open to 
the public, may even sponsor a frostbite 
golf tournament, its owners said, in Octo-
ber or November—snow permitting. 

William (Wild Bill) Mehlhorn, famous pro 
at Two Bridges said, "This will come as 
good news to those die-hard duffers and 
chip shot artists who are reluctant to put 
away their clubs at the end of the sum-
mer season." 

Mehlhorn added that a heavy sweater, ski 
pants and some sprightly exercise will 
offset the chill winds, and that the course's 
mercury vapor lamps will give "frostbite 
golfers" an illusion of warmth. An added 
feature—no mosquitoes. 

unless you are reasonably certain he'll be 
pleased. 

You deal with the member, his family, 
relatives and friends while you remain at 
his club. He may not always give you 
credit for fitting him properly, but he'll 
holler his head off if you sell the wrong 
putter to anyone in his family. 

A successful pro builds a reputation 
for dealing fairly with his customers. His 
friendly approach and the ability to help 
select equipment are his stock in trade. 
Since he is limited in the number of 
players patronizing his shop, he'd better 
do a good selling job in addition to being 
a fine teacher. 

Choose the products you sell as care-
fully as the clubs you use in tourna-
ments. Don't stock products for price or 
appearance unless you're convinced of 
their value. 

Make your pro shop the low score for 
modern golf accessories where a member 
knows he's welcome, is assured of per-
sonal attention and materials that com-
bine craftmanship with serviceability. 
Your first drive on the fairway to cham-
pionship performance is title-winning 
merchandise. • 





How to turn a sand trap into a fairwa; 
If your handicap is climate or soil conditio] 

you may need a sprinkler system. Our local sales offi< 
a n d / o r pipe distributor can help you get starte« 

And when it's installed, J & L pipe keeps t\ 
water flowing. Keeps maintenance under par. w m 

Don't take a "mulligan ", call J & L first. • I 
Jones A Laughlin Steel Corporation L A 
3 Gateway Center, Pittsburgh. Pennsylvania 1 5 2 3 0 STEI 

For more in format ion circle number 1046 on card 



club pro pointer By RAY VENNEWITZ 
North Oaks G. C„ St. Paul, Minnesota 

Getting the 
late starter" started k i l 

^ i n c e the oldster does not possess 
the coordination and free-swinging 
ability of a youngster, I start them 
out on the practice putting green, 
which is the best, I think. To me the 
putting green is the ideal place to 
get the late starters to make actual 
contact with the ball. It's also the 
best place to teach them the proper 
grip, stance and posture. If you 
take them straight to the practice 
tee, it can be a difficult task getting 
them to make solid contact with 
the ball because of their usual lack 
of coordination. They can become 
easily discouraged and even decide 
to quit. On and around the putting 
green, however, it's easier to get 
them to hit the ball and holing a 

few putts or chip shots can be a 
big boost to their morale. I impress 
upon them the importance of mas-
tering the short game as this is the 
area where they will save strokes. 
It's only after they make fairly con-
sistent contact with the ball that I 
take them out to the practice tee 
and start them hitting longer shots. 
I have them hit quarter shots, half 
shots and three-quarter shots before 
they take any full swings. This meth-
od is slower than that of teaching 
youngsters but I've found that by 
building up the short game first, it's 
easier to build a consistent swing 
for late comers to golf—and keep up 
their morale, too. 



Every car carries a 90-DAY unconditional WARRANTY 

PROS AND CLUBS: This is the Answer! 
A d e q u a t e Cars a t a Sensible Investment to Accommodate the 
Busy-Day, W e e k e n d or Seasonal Increase in P lay a t Y o u r Club. 

These and other models 
always available 

8:00x6 Tires 
Model 36 Victor 

Electric Car 

OVER 500 RECONDITIONED GOLF CARS 
$ 3 5 0 — $ 5 5 0 

• N e w or l ike n e w bodies • n e w uphols tery • N E W 1 9 5 A . H . Bat ter ies 
• n e w c a b l e s • n e w plugs • Ref in ished o r i g i n a l 2 - t o n e • Rebui l t m e -

c h a n i c a l l y • C h a r g e r s i n c l u d e d • N E W C A R W A R R A N T Y 
.„-̂  ^JlS* 

Model 37 Victor Electric Car m g f J f * 

EASY TERMS: 10% DOWN J H ^ B Model 37 Victor 
Balance over one, v S S V Electric Car 
two or three seasons ^ ^ ^ 8:00x6 Tires 
Buy o n e or a fleet. Payment plan available. • Delivery anywhere on our transports. 

CALL COLLECT for information . . . 

H. COSTER ELECTRIC CAR Sales & Service Co. 
Indianapolis, Ind. 24 South Harding St. Area 3 1 7 - 6 3 2 - 3 3 5 6 

Alto Branches In Cincinnati, Ohio, Louisville, Ky. and Madison, Wis. 



World's Country Club Title Tourney Set 
Wedgewood Bowl competition, scheduled for mid-December, 

will launch plush new Bahamia Golf Club. 

Something new in golf tournaments, 
and one whose very name suggests the 
growth of a tradition, is scheduled for 
the Bahamia Golf & Country Club at 
Freeport, Grand Bahama Island, Dec. 
12-18. It is the Wedgewood Bowl, the 
first annual world's championship for 
country clubs. 

Planned by Harry Obitz and Dick 
Farley, well-known golf resort entre-
preneurs, for the King's Inn G. & C.C., 
the tournament will mark the first com-
petitive event at the new Caribbean re-
sort. Invitations have been sent to recog-
nized country clubs and members of 
recognized golf associations in every 
country where the game is played. Play 
will be at 72 holes in two divisions, low 
gross and low net, over the challenging 
but fair 7,000-yard Bahamia course, one 

of three fine layouts in the area. 
Each club may enter a four-man team 

completely at scratch for the gross title 
and a second four-man team with handi-
cap for low net honors. Each team may 
have two alternates. 

Each club's professional will be a 
guest of the sponsors and may act as 
advisor to his team. After the team 
titles are decided there will be a one-
day pro-amateur competition with the 
team captain selecting one scratch and 
two handicap golfers to play as a team 
with the club pro. 

In addition to the team championship 
awards, a silver trophy will go to low 
gross and low net teams each day. 

A full schedule of social events is being 
planned and if there is sufficient interest, 
a ladies tournament will be arranged. • 

for Golf Course Use Ideal for T o u r n a m e n t Regis-
tration Booth . . . 19th Hole Refreshment Center . . . Snack Bar . . . Caddie House . . . 
E x p a n d a b l e Storage Shelter for Golf Carts, Mowers , T r a c t o r s , Tools . OJP^SM'MOHJ^IS 
is a s t rongly built, durably finished, steel s t ructure that c a n be quickly assembled. 

It c a n be c losed and locked safely at night. If required, it can be easily m o v e d on a 
special O M - I O T trailer. ( O f f f l - K Q U J a i s seven feet square and m e a s u r e s eighty 

inches u n d e r awning closures . T w e n t y - o n e feet of c o u n t e r space keeps traffic moving. 
Several units c a n be Combined to m a k e a la^gey. structure, with choice of wall panels , The 

low p r i c e will surprise you. W r i t e for li terature. 

INTERNATIONAL EQUIPMENT DIVISION K £ 0
0 , n S S T m S ' 

For more information circle number 1048 on card 



FEWER MOVING PARTS! 
MINIMUM PAYOUT FOR 
MAINTENANCE! 

O N E A N D 
T W O - P E D A L 

M O D E L S A V A I L A B L E ! 

Viking protects your investment — 
protects your profits because it9s 
master-engineered for the long haul ! 
Buy the proven money maker. Buy 
quality. Buy Viking. Send coupon ! 

' VIKING 
E L E C T R I C & GAS G O L F CARS 

Versal, Inc. 
1626 Werwinski, South Bend, Ind. 

For more information cir.'le number 1049 on card 

Versal, Inc., Dept. G D - 1 0 
1626 Werwinski, South Bend, Ind. 4 6 6 2 8 
Send catalog and prices on the Viking line. 

N A M E _ 
A D D R E S S . 

CITY STATE. 



Thousands of golfers 

have been waiting for this 

prestige golf car! 

Cushman announces 
New Four-Wheel 

Gasoline Golf Car... 
the TROPHY MODEL 

With four wheels on the ground, the new 
Cushman Trophy operates on even steep hills 
without danger of tipping. Wheel base and 
rear tread are proportioned to give maximum 
stability. It's the gasoline-powered companion 
to the Cushman Electric Trophy, the popular 
four-wheel electric model introduced several 
months ago. 

Power for the Cushman Gasoline Trophy 
comes from a 10-hp cast iron engine. This is a 
4-cycle engine with the well-known econo-
mies and conveniences of engines of this type. 
There is no need to mix the gasoline with oil. 

As with other Cushman models, body panels 
are fiberglass with color permanently impreg-

nated into the material. Color cannot chip off 
or fade. Ten individual body panels are bolted 
to an inner frame and each is easily replaced 
in the event of damage. The entire rear body 
tilts up and locks in an open position for easy 
servicing of all mechanical parts. 

The Trophy gives the ultimate in comfort 
for its riders. A leaf spring coupled with tor-
sion bar smooths out the bumps. Automotive-
type shock absorbers in the front add to the 
smooth ride. The specially-designed bucket-
type seats and back rests are individually 
suspended and represent a great new advance 
in golf car comfort. There are three ways to 
engage the disc-type driveshaft brake: foot 



o p e r a t e d b r a k e p e d a l , t i l t - ac t ion lock ing b r a k e , 
. * p lus a n a u t o m a t i c seat b r a k e for a d d i t i o n a l 

safety. Th is seat b r a k e engages a u t o m a t i c a l l y 
v w h e n e v e r the dr iver leaves his seat. 

, S t a n d a r d e q u i p m e n t inc ludes f ront a n d rear 
c h r o m e b u m p e r s , r o o m y c o m p a r t m e n t i n 

<* d a s h b o a r d , a n d g a r m e n t carry ing space o n t h e 
rear. C a n o p y t o p a n d c h r o m e side rub rails 
a re ava i l ab le as accessories. 

, T h e r e a re six o ther C u s h m a n m o d e l s m a k i n g 
u p t h e w o r l d ' s most c o m p l e t e l ine. 

CUSHMAN MOTORS 
"the big name in little wheels" 

A Division of Outboard Marine Corp. • Lincoln, Nebraska 
For more information 

A u t h o r i z e d C u s h m a n D is t r ibu to rs a n d the i r 
dealers a r e r e a d y to give y o u a d e m o n s t r a t i o n 
n o w . Ca l l y o u r C u s h m a n represen ta t i ve o r m a i l 
the c o u p o n f o r c o m p l e t e i n f o r m a t i o n . 

• Cushman Motors, 1001 N. 21st Street 
j Lincoln, Nebraska 
j Please send me your new free golf car book-

let. I am particularly interested in the new 
| Gasoline Trophy model. 

I Name 

| Address 

I City 



Country Club styles handsome-
ly boxed for prize or gift giving. 
Triple sales and profits with 
3-pair packs of the Pinnacle. 

THE P INNACLE 
Speci f ica l ly designed 
for gol f . . . w i th a 
shock-absorbing cushion 
sole. Th is new Magic 
F leece wool worsted 
s t y l e * f u l l y absorbs 
both shocks and mois ture 
for l as t ing comfor t . 
S t r e t c h construct ion in 
choice of fashionable 
gol f ing co lors 
and w h i t e . 
W r i t e for the 
new M a g i c F leece 
1965 
Golf ca ta log 

• p l u s Nylon for 
e x t r a s t r e n g t h . 

SOLD DIRECT 
FROM MILL 

TO PRO SHOP 

THE COUNTRY 
CLUB L INE 

ROCKFORD TEXTILE MILLS, INC. • M c M I N N V I L L E , TENN. 
For mors Information eirele number 1051 on card 

$35,000 purse announced 
for PGA Seniors 

T h e 1966 PGA Seniors' Teacher Tro-
phy Championship will be held Feb. 
24-27 at the PGA National Golf Club, 
Palm Beach Gardens, Fla. Details were 
worked out by PGA Seniors' President 
Cliff Good of Midland CC, Midland, 
Mich.; the PGA Executive Committee 
and representatives of Wm. Teacher & 
Sons, of Scotland. 

The total purse will be a minimum of 
$35,000. This is the eighth increase in 
the 13 years that the tournament has 
been sponsored by the Glasgow firm 
headed by Ronald Teacher as chairman 
of the board. In 1954 and '55, the first 
two times it was co-sponsored by Teach-
er, the purse was $5,000. 

The four-day stroke-play event will 
be played over the East and West courses 
of the PGA National Golf Club. Eight-
een-hole rounds Thursday and Friday 
will reduce the field to 100 players, and 
those tied for the 100th spot, for the 
final 36 holes Saturday and Sunday. In 
the event of a tie after 72 holes an 
18-hole playoff will be held on Monday. 

To the winner will go the traditional 
Teacher Trophy, first-place prize money 
still to be determined at this writing, 
an expense-paid trip to Great Britain to 
meet the British senior professional cham-
pion for the International Teacher Tro-
phy and a check for $1,500. 

When the PGA Seniors' championship 
was launched at the Augusta National 
Golf Club, Augusta, Ga., in 1937, it was 
a pleasant little reunion for PGA mem-
bers 50 and over, with $2,000 in cash and 
prizes in a two-day 36-hole tournament. 

In recent years the great names of 
golf have met for the Teacher Trophy. 
Sam Snead has been the international 
titleholder for the last two years. Her-
man Barron won it in 1963; Paul Run-
yan, 1962, '61; Dick Metz, 1960; Willie 
Goggin, 1959; Gene Sarazen, 1958 and 
A1 Watrous, 1957. 

The 1966 competition is open to all 
PGA of America members who will be 
50 on or before Feb. 24, 1966. The 
closing date for entries is Jan. 31. • 


