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S a l a r y - b u d g e t s u r v e y of N e w E n g l a n d super in tendent s 

The expense of maintaining nine- and 18-hole courses is reflected in figures 
released by the Golf Course Superintendents Association of New England, 
as compiled by the editor of their paper, Dick Blake. The survey also shows 
the working conditions of superintendents in the area. A total of 47 courses 
were canvassed—25 private, 13 semi-private and nine public. The majority of 
clubs reporting were in the suburbs. Most of the golf cars were owned by the 
clubs. Control of cars, repairs, etc., was not in the superintendents' hands. 
Complete irrigation systems were in use at 26 courses. Here is the rundown 
on the averages compiled from the survey: 

18 holes 9 holes 
Supts. Salary $9,300.00 $6,700.00 

''Assistant's pay 5,700.00 5,050.00 
* Mechanic's pay 5,460.00 

Expenses paid to Nat'l Conference — 24 
Those who were Members of Nat'l G.C.S.A. — 33 
Living quarters furnished by club — 13 
Utilities furnished by club — 8 
Clubs providing insurance—whole or in part — 15 
Annual budget for labor not including supt. 18 holes — $25,860.00 
Annual budget for labor not including supt. 9 holes — 7,100.00 
Annual grounds maintenance budget 18 holes — 53,300.00 
Annual grounds maintenance budget 9 holes — 20,600.00 
Annual equipment replacement budget 18 holes — 4,200-00 
Annual equipment replacement budget 9 holes — 1,600.00 
Hourly rate for labor High $1.93 Low $1.53 

*Not reported by all clubs. 

TURF 
TROUBLES? 

t r y our l ine o f tested, t ru s ted t r e a t m e n t s 

f o r f inest tur f ! 

• FUNGICIDES • HERBICIDES • INSECTICIDES 
• LIQUID & SOLUBLE FERTILIZERS • WETT ING AGENTS 

write for our FREE Catalog 

ALFCO ROKEBY CO., INC. 
Phone 373-1394 

P. O. Box 267 • Marietta, Ohio 
For mor* Information clrelo number IS7 on card 



Photograph shows Power-BHt wood head 
suspended by a string, fastened at its abso/ute 
center, proving its perfect balance. 

CENTER BALANCE DESIGN 
MAKES THE DIFFERENCE! 

So/d Only By 
Go/f 

Professiona/s 

N O S T R I N G S A T T A C H E D — N O T R E A L L Y ! 
Actually there is no string attached to our state-

ment about the importance of Center Balance Design. 
One of the outstanding features of Power-Bilt woods 
is that the center of gravity and the center of percus-
sion are located directly in the center of the insert 
as this unretouched photograph proves conclusively. 

This means that the weight and driving power of 

the golf head is designed to deliver maximum power 
and accuracy for the ultimate in club performance. 

Center Balance Design is just one element in the 
overall Master-Matching method of manufacture ex-
clusive with Power-Bilt golf clubs. 

Stock and display Power-Bilts for when they are 
there to compare—THEY SELL. 

Engineered 
To Perform Better! 

m ^ t e v - l M a t c k e d 

Power-Bilt 
G O L F C L U B S 

H I L L E R I C H & B R A D S B Y CO. 
Louisville, Ky. 



One man 
golf cars 
catching on 
Two professionals in 
Atlanta rate the 
small cars high. 

W inning friends and influencing golf-
ers these days in Georgia is the one-man 
golf car manufactured by Golf Techni-
cians, Inc., of Atlanta. Called the "Solo," 
the 200 pound vehicle comes in both gas 
and electric models. 

Among Golf Technicians' satisfied cus-
tomers are Pete Cole and Bill Hall, pro-
fessionals respectively at the Piedmont 
Golf Course and North Fulton Golf 
Course in Atlanta, according to a recent 
issue of Atlanta Golf. 

"If golfers are going to stay up with 
the times," says Cole, "then they will 
have to try a one-man golf car. These 
little cars are a compact version of the 
familiar gas and electric two-man cars. 
They are the latest evolution in the field 
of bag carrying and easy riding. 

"The hand-pulled cart was the begin-
ning in making golf an easier and faster 

Bill Hall also approves of the little cars. 

Pete Cole and daughter Cindy with one man golf car. 

game. Then came the cars that carry two 
golfers, along with their bags. Now, we 
have the one-man car that speeds up the 
play considerably as the player can fol-
low his own ball, eliminating fairway 
crisscrossing. As one golfer stated, 'The 
car isn't a Cadillac, but it sure adds a 
bit of spice to the game of golf.' 

"Our only problem," adds Cole, "is 
trying to keep golfers from driving into 
restricted areas, such as up to the fringe 
of the greens, or not staying on the paths " 

Bill Hall is also enthusiastic about the 
little cars. "We here at North Fulton " 
he says, believe that the one-man car 
will prove very popular, as already the 
golfing public has expressed their accep-
tance of the cars here at the course. 
They carry a golfer and his bag over a 
course with effortless ease, eliminating 
miles of tedious trudging between shots, 
and the price of $1.50 for nine holes, or 
$3.00 for 18 makes this little car a real 
boon for a game of golf. 

"Also, the weight of the one-man car 
does reduce the wear and tear on our 
fairways. This keeps our superintendent 
happy, as the car passes across fairways 
without making ruts. 

"Our problem," says Hall, "is to have 
enough of these cars on hand for our 
golfers, but we are going to do our best, 
as we know they are easier on the feet 
and the wallet." 

For more information on Solo golf 
cars, write Golf Technicians, Inc., Suite 
231, 1776 Peachtree Bldg., Atlanta, Ga. 
Franchises, distributorships available. • 



so tight 
any more 

What ' s different about new P G A Rocker Sole 
I rons? P G A golf club des i gner s gave these a 
special radius on the sole to r A c h down and dig 
out a tight lie. You'll hit the tight lies longer and 
higher. You' l l have fewer topped balls. These new 
PGA irons have a special fan-back forging to con-
centrate your power where the weight is. They 
come with a choice of shaft flexibility. Fitted to 
your g a m e by Golf Profess ionals only. 

The onlv clubs apprmvd by thr Projessional Golfer's Association rrpresenting 
over 5400 professional golfers. It's golf s highest endorsement. 

PGA GOLF EQUIPMENT DIVISION 
| p l V I C T O R G O L F C O . 

8360 North Lehigh Avenue, Morton Grove, lllinois 60053 
ProducU ol Viclor Comptometer Corporation 

New 
RCR Irons 
byPGA 



INOIANA STATE FAIRGROUNDS 
INDIANAPOLIS. INDIANA 

Almo«» 1000 Golf Car» 

WORLD'S LARGEST GOLF CAR SUPERMARKET 

600 RECONDITIONED GOLF CARS 
$350 - $550 

• New or like new bodies • new upholstery • N E W 195 A. H. Batteries 

• new cables • new plugs • Refinished original 2-tone • Rebuilt mechani-

cally • Chargers included • N E W CAR WARRANTY • 

Pros & Clubs: This is the Answer! 
Adequate Cars at a Sensible Investment to Accommodate the 

Busy-Day, Weekend or Seasonal Increase in Play at Your Club. 

Buy one or a fleet. Payment plan available 

Delivery anywhere on our transports. 

H. COSTER ELECTRIC CAR SALES & SERVICE CO. 
IND IANAPOL I S , IND • 24 S. H A R D I N G ST. • 632 -3356 

ALSO BRANCHES IN CINCINNATI, OHIO - LOUISVILLE, KY. 

For more information circle number 126 on card 



Right to vote in club election is qualified 
Privilege denied to holder of gift membership 

certificate in Pennsylvania court ruling. 

BY WILLIAM JABINE 

A L Pennsylvania country club, which 
paid off a debt for some paving work 
with a "proprietary membership" in the 
club, found itself the defendant in a 
lawsuit when it denied the new mem-
ber the right to vote in a club election. 
The resulting litigation was carried to 
the Supreme Court of Pennsylvania. 

The plaintiff brought an action in 
equity seeking: to enjoin the defendant 
club from refusing him the right to vote 
in club elections; the voiding of an elec-
tion in which he was denied the right to 
vote; the vacation of the positions of 
club officers and directors chosen at the 
disputed election; and the calling of a 
special election at which he would be 
permitted to vote. 

The Chancellor who heard the case 
entered a decree in favor of the plaintiff 
enjoining the Club "from prohibiting, 
hindering and in any way preventing 
plaintiff from casting his ballot at any 
election by proprietary members of Mel-
rose Country Club as such, so long as he 
retains ownership of a certificate of pro-
prietary membership and pays dues 
scheduled in accordance with the privi-
lege of the club which he exercises and 
enjoys." 

The Court of Common Pleas, sitting 
en banc, disagreed with the Chancellor 
and entered a decree dismissing the 
complaint. The appeal to the Supreme 
Court followed. 

The Supreme Court's opinion states 
the situation as follows: "The issue which 
is dispositive of this case is whether ap-
pellant, at the time of the disputed 
election, was a proprietary member of 
the club, entitled to vote at club elec-
tions. The facts upon which resolution 

of this issue depends are not in dispute 
and may fairly be summarized as follows: 
The club's by-laws provide that its mem-
bership 'shall consist of not more than 
250 proprietary members, and of such 
special members as the Board of Trustees 
shall determine.' Among the category of 
'special members' was one known as 
'house,' to which category appellant was 
admitted in June of 1957. Thereafter 
appellant contracted with the club to do 
certain paving work and, upon comple-
tion of the job, submitted a bill for his 
services. The club had no funds and, 
through its officers, offered appellant 
a proprietary membership in lieu of cash. 
Appellant accepted, and a certificate of 
proprietary membership, signed by the 
president and secretary of the club and 
bearing its corporate seal, was delivered 
to him. The certificate contained the 
following language: 'Peter DePaul, hav-
ing paid the sum of $250 to the Melrose 
Country Club, is entitled to all the privi-
leges of a proprietary member of the 
Melrose Country Club, subject to its 
By-laws, Bules and Begulations, now in 
effect or as the same may hereafter, from 
time to time, be made or amended.' 

"Appellant was never formally elected 
to proprietary membership in accordance 
with the by-laws, nor did he ever pay 
dues as a proprietary member." 

The club contended that despite the 
fact that the certificate of proprietary 
membership was issued to the plaintiff, 
the fact that he was not formally elected 
to such membership in accordance with 
the by-laws, and had never paid the dues 
prescribed for proprietary members, dis-
qualified him from voting in elections. 

The Supreme Court agreed with this 
Continued on next page 



Rehabilitated Men's Locker Room, Chattanooga Golf and Country Club, Chattanooga, Tennessee (Chesher Holmes, General Manager) 

D E S I G N / MODERNIZATION / F U R N I S H I N G S 

"One f i rm with complete faci l i t ies to expedite the rehabil itation of any commercial 
instal lat ion — clubs, hotels, restaurants, offices, etc." 

COMMERCIAL INTERIOR DESIGNERS, CONTRACTORS AND FURNISHERS 

2 1 4 1 R O U T E 4 • F O R T L E E , N E W J E R S E Y 

In A ' e i o York: / In New Jersey : 
Area Code 212 - LAckawanna 4-2163 / Area Code 201 - Windsor 7-3132 

F o r more i n f o r m a t i o n c i rc le n u m b e r 104 on card 



top quality golf supplies for 
GOLFCOURSES 

DRIVING RANGES 
PAR-3 COURSES 

MINIATURE COURSES 
Balls Markers 
Clubs Retrievers 
Tees Golf Bags 
Mats Obstacles 
Pails Ball Washers 
Grips Ball Pickers 

and lots more! 

Get your copy of Eastem's new 
1966 catalog. It's yours for the 
asking. Just fill out the attached 
coupon and we'll rush one to you! 

viewpoint, holding with the lower court 
"that mere ownership of a proprietary 
membership certificate, without proper 
election and dues payment, did not en-
title appellant to vote." 

The Supreme Court concluded its opin-
ion by stating that, although it sustained 
the Chancellor in his findings of fact 
it, like the Court of Common Pleas, dis-
agreed witli his interpretation of the law 
as applied to those facts, and so affirmed 
the ruling of the lower court in favor of 
the club. (DePaul v. Melrose Country 
Club, 213 A.2d 270.) 

(Ed. Note: This decision of the Su-
preme Court of Pennsylvania indicates 
that in that State, the constitution and 
by-laws of a golf or country club cannot 
be laid away on a shelf and forgotten 
once they have been adopted. In this 
case they were strictly construed against 
a member who had performed services 
for the club for which his payment hacl 
been a certificate of membership. In-
cidentally, the true value of such a cer-
tificate is in question in view of the qual-
ifying clause that the recipient is subject 
to all by-laws and regulations which may 
now exist or which may be adopted at 
any time in the future—a sort of "ex-ante-
facto" situation. W. J.) 

Par-Mate offers emblems 
for golf gloves 

Par-Mate now offers emblems that can 
be attached to any style of the company's 
gloves. These emblems—exact duplicates 
of your club crest—are designed to make 
Par-Mate gloves excellent prestige items 
for the professionars shop. 

Par-Mate will be most happy to sub-
mit a sketch of an emblem design to in-
terested clubs at no charge. Once it is 
approved, the company will make up 
emblems and attach them to all gloves 
ordered. 

For more details, write to the company 
at 10 West 33rd Street, New York, N. Y. 
1 0 0 0 1 . 

EASTERN GOLF CO. 
2537 B 0 S T 0 N R 0 A D • B R 0 N X , N.Y. 10467 

Our 37th year of service to the golf industry 

• Eastem Golf Co. Dept. G 
Please send catalog of golf supplies. 

I'm interested in equipment for the following: 
' • Golf Courses • Driving Ranges 
| • Par-3 Courses • Miniature Courses 

I Name 
Club 

| City 

| State Zip # 



Inventory - - without aspirin 
Simple monthly check proves better than perpetual, 

or running, system for pro shop purpose. 
By HARRY OBITZ and DICK FARLEY 

G o l f d o m M e r c h a n d i s i n g Consu l t an t s 

T hrough the years, we have tried sev-
eral methods of keeping inventory. By 
trial and error, we have arrived at a 
system both simple and informative. 

Our inventory sheets are the standard 
8M x 11 size. We keep them in a ring 
binder separated into categories: 

1. Golf Balls; 2, Golf Clubs, a. woods, 
b. irons, c. utility clubs, wedges and put-
ters; 3. Golf bags; 4. Shoes; 5. Men's 
wear; 6. Ladies' wear; 7. Accessories— 
this includes gloves, headcovers, um-
brellas, tees, hand bags, jewelry, etc. 

The sheets are made up (see Sample 
Sheet 1) so that useful information can 
be noted—manufacturer's name, descrip-
tion of item, cost price, retail price and 
percentage of profit. W e find that we can 
get six "item" columns horizontally and 
six months vertically on each sheet. By 
the way, the more detailed the descrip-
tion of each item, the easier it will be 
planning next year's buying. 

When merchandise is received, the in-
formation is taken from the manufac-
turer's invoice and entered in the in-
ventory sheets. Referring again to Sample 
Sheet 1, the first item is manufactured 
by Company "X," and is described as an 
S.S. (short-sleeve) 100% Cotton of a 
solid color; the cost price is $5.25, retail 
price, $8.95, and percentage of profit, 
41%; the date merchandise received, 5/1, 
and the number of pieces, 26 . 

On 5/20, fifteen additional pieces 
were received. On 5/26, twelve more, 
and on 6/1 we took our regular monthly 
inventory. Twenty-two pieces were on 
hand, so that by deducting this figure 
from the total pieces received, it can be 
seen that 31 pieces were sold during 
the month. 

On 6/8, twenty more pieces were re-
ceived, on 6/22, twenty more, and on 
7/1 the regular monthly inventory was 
taken. Eighteen pieces were on hand, 
so 4 4 pieces were sold in June. 

On 7/5, twenty-two more were re-
ceived and on 7/25 we decided to start 
the annual summer clearance sale and 
this item was re-priced 20% off for the 
sale. A special inventory was therefore 
taken on this day which revealed that 
14 pieces were left and that 26 pieces 
were sold between 7/1 and 7/25. By 
8/1, only two shirts were left and by 
9/1 the item was sold out. 

In reviewing these records during the 
winter, it is easy to see that 101 pieces 
were sold between 5/1 and 7/25 at full 
price. Profit per shirt amounted to $3 .75 
or $378.75 for the lot and 14 pieces 
were closed out at a profit of $1.90 each 
shirt or $26.60. Total gross profit on this 
shirt for the year was $405.35. 

One advantage of our system is that 
it is easy to price out each item after 
the monthly inventory to determine how 
many dollars are in the shop in each 
category—see Sample Sheet 2. Having 
this knowledge, as well as the number of 
pieces on hand, sales can be directed to-
ward overstocked and heavy dollar areas 
to reduce inventory and investment. It 
is also easy to see which items are moving 
well from month to month. 

The exact forms used can vary accord-
ing to the individual operation. Some 
shops are operated throughout the year, 
others for five or six months. By analyz-
ing these inventory sheets at the end 
of the year, it is easy to see which items 
produced the best revenue, and which 
sat on the shelves. From this information, 
spring orders can be placed as to quan-
tity, price and style with intelligence and 
good planning rather than by guesswork 
and a hope for the best. 

At one time, we used a perpetual or 
running inventory system—this can be 
done by double perforated sales tickets 
or sales slips and by analyzing sales daily. 
However, we discarded this method after 
a couple of months. Although it is suit-


