
Fabulous FALL CLOSE-OUT 

USED GOLF CAR 
I N V E N T O R Y 

C L E A R A N C E 
»OOC* 

All Golf Cars MUST BE SOLD by September 1st 

# 3 6 Victor $ 5 0 V e r s a l E l e c t r a c a r $ 5 0 

E Z Go $ 5 0 1 9 6 2 Cushman $ 7 5 

# 3 7 Victor $ 7 5 Par-Go $ 7 5 

3 0 0 0 - 3 2 0 0 Victor $ 1 2 5 T-B i rd ie $ 1 2 5 

V e r s a l D i p l o m a t $ 1 2 5 1 9 6 3 Cushman $ 1 7 5 

Capri $ 1 9 5 1 9 6 4 E -Z Go $ 2 5 0 

1 9 6 4 Versal V ik ing $ 3 5 0 1 9 6 4 Cushman $ 3 7 5 

Additional 10% Discount on purchase of 10 or more vehicles 

All cars are ' A s - l s " and shipped F.O.B. Indianapolis; batteries and 
chargers available at extra cost. 

W e will completely rebuild any of the above cars for $250 per car, 
which includes new batteries, new upholstery, refinished body, com-
plete mechanical and electrical overhaul and 90 day warranty. 

Call Immediately 

ELECTRIC CAR SALES and SERVICES, Inc. 
H. Coster Electric Car Division 

4 4 9 9 West Minnesota St., Indianapolis, Indiana 

(31 7 - ) 2 4 3 - 3 2 6 8 

For more information circle number 174 on card 



Survey Comments 
continued from page 40 

"More advance publicity . . . this 
should be given three-four months of ad-
vance publicity in all golf magazines that 
would hit the golf professional . . . The 
Greatest Shown on Earth, etc. etc." 

"Having all pros register and wear 
badges listing name and club. Manage-
ment should supply exhibitors with list 
of all pros registered." 

"The exhibitor service organization has 
insulted our intelligence with their prices. 
Show should be in permanent type struc-
ture. Booth positions should be drawn, 
not placed by P.G.A. Only those com-
panies which actively sell the golf pro-
fession should be allowed to exhibit." 

"Mailer to all professionals indicating 
time and dates of show, also indicating 
its purpose to serve them." 

"Pro show only. Public not admitted 
at any time. More lights contributed by 
P.G.A. as part of booth expense for 
brighter and lighter displays." 

"Don't limit attendance to pro only." 

"Show should be promoted as last 
chance' to see all lines and fill in where 
buyer missed, to promote this show as 
the place and time to buy would be the 
worst thing that could happen to a pro's 
merchandise program. He would get 'no 
deliveries', always behind fashion'." 

"There were two problems areas which 
I feel should be remedied:" 

"First of all, the problem of 'who is a 
pro and who isn't' was extremely aggrava-
ting and frustrating when trying to deter-
mine whom to quote prices to and whom 
not to. It was my understanding that Mon-
day and Tuesday would be confined to 
'pro only' days at the show and each 
would wear a badge. This was certainly 

continued on page 54 

Golfers like us at the 19th hole because we 
keep 17 holes playable while installing your 

KIRCHDORFER IRRIGATION SYSTEM 
one fairway at a time 

We plan it that way. You can count on our experience to 
keep your golfers happy. Write for free literature and a 
list of some of our satisfied patrons. 

V 

irchdorfer 
Irrigation,Ini 

P.O. BOX 4124 LOUISVILLE, KY. 40204 
PHONE 585-4305 AREA CODE 502 



Soften 
sun-baked 

greens with the 

RYAN 
SPIKEAIRE 

The power disc 

spiker with exclusive 

"Touch Control" 

action 

You'll do up to Urd less watering . . . 
have greener, better-playing greens 
. . . when you keep your greens well 
aerated with the Ryan Spikeaire dur-
ing hot, dry weather. The Spikeaire 
cuts through the thick, hard crust that 
forms on the soil surface, making tiny 
openings that relieve the surface com-
paction and let water soak directly 

into the root zone instead of evapor-
ating or running off on the surface. 
The Spikeaire covers up to 24,000 sq. 
ft. per hour, transports at 3 mph on 
permanently attached wheels. A touch 
control trigger automatically raises or 
lowers the reel . . . and differential 
action on the rear wheels makes turn-
ing easy. Spiking is deep (2Yi" max.) 
and thorough—there are 14 spiking 
discs mounted less than 2" apart on 
the reel, and a choice of 8 or 13 spikes 
on each disc. 

See how Ryan units team up to do 
more jobs: To get maximum results 
from aerating, follow it up with uni-
formly distributed applications of top 
dressing, turf builder or fertilizer. The 
easy-to-operate, self-propelled Ryan 
Spread-Rite handles all these materi-
als . . . big capacity, 11 cu. ft. hopper 
feeds them evenly, damp or dry, over 
a full 39" swath. See your Ryan dis-
tributor or write: 

Manufacturers of WORLD FAMOUS turf equipment 

EQUIPMENT COMPANY 
2055 WHITE BEAR AVE., ST. PAUL, MINN., 55109 

AERATORS, RENOVATORS, V E R T I C A L M O W E R S , S P R E A D E R S , ROLLERS, A N D S O D C U T T E R S 



Dont 
make 

amove 
until 

you've 
seen 

DIFIni! 
DiFmi Fairway Fashions for fall will be the sweet-

spot in your apparel sales! So don't fan it by 

stocking up before you've seen DiFini. It's the 

name that stands for sales s u c c e s s — w i t h even 

more dazzling colors, more eye-stopping styles 

than ever before. And they're pre sold in full-page 

color ads in all major golf magazines! So wait for 

the man from D i F i n i — i t ' l l be worth it. He'll show 

you DiFini's exclusive selection of men's and 

women's slacks and sweaters—inc lud ing original 

Italian imports—plus men's and women's velours 

and women's 3, 4, and 5-piece coordinate sets! 

ORIGINALS and KNITWEAR 
Sold exclusively through pro shops 

367 So. Boulevard, New York, N. Y. 10454 

Survey Comments 
continued from page 52 

not the case, as I observed several people 
not affliated with golf in any way, attend-
ing the show and asking prices both Mon-
day and Tuesday. 

"Secondly, there was the problem of 
booth arrangements. The way they were 
arranged, somebody had to suffer from 
poor circulation. Unfortunately, my com-
pany had booths which were located at 
one end of the tent in the middle aisle 
almost completely surrounded by soft 
goods manufacturers. W e manufacture 
clubs, balls, bags and accessories. To top 
it off, we were at the very end of this 
aisle and most of the people passing on 
the other aisle were looking down our 
aisle and continuing on without actually 
passing our booth." 

" W e were not the only disgruntled ex-
hibitors as several others on both ends of 
the tent voiced their complaints as well. 
Certainly, something can and should be 
done to remedy these problems before the 
next show. Since we all pay the same 
rental for booth space, something should 
be done to insure that all exhibitors re-
ceive the same exposure to the traffic." 

"I t is virtually impossible to please 
everyone, however, our company's booth 
was placed in a very bad spot for pro 
traffic. A lot of their wives were in our 
area because of the soft goods, but we 
received very little traffic otherwise. On 
the other hand, the traffic flow in the cen-
ter aisles was heavy." 

" I am sure it was coincidental, however, 
it appeared that the majority of the larger 
companies and distributors had the 
'choice' center aisle locations. W e are 
a relatively new company in the pro mar-
ket and we need all the exposure we can 
get. By this, I don't mean that we are 
asking for special favors, but because of 
this, we must have, at least, an equal op-
portunity to gain the pros' attention. W e 
do not feel we had this opportunity at the 
last show." • 



SAMPLE OF ONE 
OF THE MANY LETTERS WE RECEIVE: 

Gentlemen: 
"We have five Travelrain Heavy Duty Sprinklers in service 
on our nine-hole golf course. These were purchased in order 
to permit installation of grass fairways without undertaking 
the very considerable expense of installing a sprinkler 
system. 
These sprinklers have permitted us to grow grass within the 
past season on seven out of our nine fairways, and all under 
the difficult condition of growing grass from seed. The duty 
on the sprinklers has been heavy, and they have performed 
very satisfactorily. 

We would recommend their use wherever it is desired to 
irrigate grass fairways economically, and where the cost of 
a permanent sprinkling system would be prohibitive. 

Yours very truly, 
H. E. MOORE, President 
Douglas Golf Club 
Douglas, Arizona" 

man does the work of 

OPERATES 
UNATTENDED 

Self-Propel led 
Ask for D e m o O f f e r 

TRAVELRAIN POWER SPRINKLER CO. 
GENERAL OFFICE AND FACTORY 

239 No. Robertson Blvd., Beverly Hills, Calif. 90211 
PHONE 213-276-3213 OR 213-276-8848 

Original Equipment Manufacturers for Over 30 Years Nationwide Sales and Service 
For more information circle number 144 on card 

S P E C I F I C A T I O N S & P R I C E S 
HEAVY DUTY—Enclosed gear box—geared head 
—500 ft. galv. cable (600 ft. slight extra cost)— 
max. coverage: 2Va acres . . . *140 ft. x 650 ft. (ad-
justable)—uses 1" hose-Ship. Wt. 96 lbs. $325.00 



Blending The Old 
continued from p a g e 2 4 

ly the problem of flexibility." 
"In a club, where the food business is 

seasonal, it is necessary to have inte-
grated departments, so that the kitchen 
can operate with a minimum of employees. 
It's important that a man be able to pre-
pare a hot dish and a salad without hav-
ing to walk the length of the kitchen. 

"April through September we have the 
chef and 12 employees in the kitchen, 
while the rest of the year, the chef man-
ages with but three employees." 

Other points about the kitchen include 
Bob's choice of quarried tile for the floor, 
which is easy to keep clean and lasts in-
definitely, and the use of stainless steel 
wherever possible. 

"I have always learned something from 
every job," says Bob, "and sometimes you 
learn in most unexpected fashion. For in-
stance, when working out of the original 
kitchen, I had an existing stove against 

one wall. But I needed two new stoves." 
"When it came to fitting the new stoves 

into the old kitchen, I just couldn't do 
it. One day, Chef Otto Lirsch suggested 
I move the first stove to another wall. 
The other two now fitted perfectly! 

"The moral is that in a job like this 
you must try to see every problem with 
fresh eyes and not accept any part of the 
existing situation as being unalterable." 

Regarding the planning of the over-all 
project, Bob feels that his greatest value 
to the management and design team lay in 
the design for anticipated traffic patterns 
and the planning of the kitchen itself. 
Stanley states: "I never attempted to in-
volve myself with the aesthetics, such as 
color, which are properly the interior de-
signer's domain—except the problem of 
practicality and lasting qualities of the 
furniture, fabric or other material under 
discussion." 

One of the greatest reasons for the suc-
cess of the entire project was undoubtedly 

continued on p a g e 5 8 

It can process up to 100 cu. yds. of 
soil mix in an hour. Raw materials 
in one end—clean, easy-to-work 
amended soil mixes out the other 
(mixes that speed grading and seed-
ing). It features a patented high-
speed cleated-belt mechanism that 
delivers a 5-step soil preparation 
that is continuous and thorough. 

It's loaded with other features, 

too. A 3 cu. yd. receiving hopper. 
A 31' built-in conveyor to unload 
the h o p p e r . . . feed the mix ingre-
dients to the processing mechanism. 
Tandem axles for highway trailing 
and on-s i te m a n e u v e r a b i l i t y . A 
"Trash-Away" conveyor (optional) 
to carry away tailings. A 70 hp engine 
for power-to-spare. And, more—all 
built into the Royer Paul Bunyan for 

rugged, steady performance green 
after green . . . tee after tee . . . 
course after course. 

Bulletin SC-166 gives complete 
details. Send for a copy. 

Royer Foundry & Machine Co. 
172 Pringle St. • Kingston, Pa. 18704 

This is the Paul Bunyan 360—a complete 
soil processing plant. It can help you build 
a better golf course, faster 
and at lower cost. 



Wherever golf is played .. . 
The Par Aide spike brush guard rail assembly is designed to provide maximum 
safety and convenience to the golfer while cleaning spikes. Constructed of 
VA" steel tubing. Available in single or double accessory groups. 

FOR COMPLETE LINE OF PAR AIDE GREENS 
AND TEES EQUIPMENT—WRITE FOR CATALOG 

P A R A I D E P R O D U C T S C O M P A N Y 
2 9 6 N O R T H P A S C A L S T R E E T • S T . P A U L , M I N N E S O T A 5 5 1 0 4 DEPT. G 

For more information circle number 184 on card 



Blending T h e Old 
continued from page 56 

the fact that Bill Roach enjoyed the com-
plete confidence of the Board. He and 
Bob Stanley were on the job every day 
and could cope with problems as they 
came up and make on-the-spot decisions. 

Compromises, of course, were necessary 
in many cases. A good example is the 
location of the kitchen service area. Ob-
viously, it was not in the ideal spot. The 
solution was to build a wall to screen 
this section off from the club entrance. 
Also, a rustic gate will close off the ser-
vice area, and shrubbery will be used as 
an additional screen. 

Another important principle to bear in 
mind, says Bill Roach, is not to expect 
the architects to solve country club prob-
lems. The main addition to the north of 
the original house needed foundations," 
says Bill, " but the first plan submitted by 

the architects made no use of the poten-
tial cellar space. 

"On pointing this out to them, they 
then came up with a basement area that 
we have put to excellent use. In your 
anxiety to save money, you might yield 
to the temptation to omit a cellar space. 
This is a mistake." 

Mill River's basement area now houses 
the golf cars, with a ramp up to the cad-
die area, and provides space for employ-
ees' dining room and rest rooms, as well 
as the main storage area for liquor, beer, 
soda, and additional china and silverware, 
besides four driving nets for the winter 
use of the members. 

Other factors behind the decision to 
excavate the foundation area were that 
cellar space is much less expensive than 
space above the ground, and secondly, 
you can always use the storage space. In 
fact, Roach considers that one of the corn-

continued on page 6 0 

THE FINEST GREENS 
ARE PLANTED WITH STOLONS 

The cost of STOLONS over the 
cost of seed is insignificant 
compared to the overall cost of 
the establishment of a golf 
course. Why be satisfied with 
anyth ing less than perfect 
greens only obtainable from 
pure-strain STOLONS. 

Perfect even texture and color are 
maintained with clean, pure-strain 
WARREN' STOLONS. Greens planted 
with seed do not hold their uniformity 
of color and texture as well as greens 
planted with stolons. They are apt to 
develop a "patchwork" Icok after a few 
years. 

Palos Park (a Chicago suburb) (Code 312 ) 4 4 8 - 7 2 0 0 • Illinois 6 0 4 6 4 
For more information circle number 168 on card 

TURF NURSERY 



THE WATER HAMMER DAMMER 

At heart it's our brand newThermo-
Hydraulic remote contro l valve for 
sprinkler systems.The TH valve has 
a heat-motor that opens and closes 
gradually, thus reducing sprinkler 
wear and pipe breakage caused by 
the water hammer common w i th 
solenoid valves. 

Here are some other co lor fu l 
features of this species. It flushes 
itself and there are no orifices to 
c log: so it can use lake or sewage 
eff luent water w i thou t trouble. 

It 's e lectr ical ly actuated f rom 
a Rain Bird electronic control ler, 
f rom which it can be drained auto-
m a t i c a l l y — or manual ly , at the 
valve, w i thou t pressure. 

It has a f low contro l ,and is made 
of brass, bronze and stainless steel. 

To see the newTH valve,call your 
Rain Bird distr ibutor. 

Or wr i te us: Rain Bird,Glendora, 
California 91740 (in the West); or 
Rainy Sprinkler Sales, Division L.R. 
Nelson Manu fac tu r ing Company 

more information circle number 140 on 

Inc., West Pioneer Parkway, Peoria, 
I l l inois (in the East and Midwest) . 

card 

One of a new ornithology from 

RAIN^BIRD 



Blending The Old 
continued f rom page 5 8 

monest mistakes in club building is un-
derestimating storage space. 

Anxiety to save money can hurt you in 
other directions, too. "When we were 
planning the new dining room," says Bill, 
"we spent $1,600 investing in the future." 
By specifying structural steel for the din-
ing room addition we can now build a 
second floor over it if necessary. 

"Perhaps the most important principle 
in club building," says Roach, "is 'expan-
sibility.' Our men's locker room is a good 
example of what I mean." 

"It's tempting to provide only sufficient 
lockers for what is projected to be a full 
membership. Then, four expensive walls 
are put up around this and within a few 
short years everyone wonders why such 
skimpy space was provided. At Mill 

River, we have an additional six feet of 
expansion room on the east side. 

"The parking lot is another example. 
Had we conformed to the minimum re-
quirements established by local authori-
ties, we would have had a serious parking 
problem almost immediately. Today, we 
are practically a three-car family, particu-
larly among families affluent enough to 
belong to private country clubs. We not 
only installed a considerably larger area 
for parking than required by the authori-
ties, but we also provided an unpaved ad-
jacent area for occasional overflow park-
ing problems. 

"The whole point is not to hem your-
self in needlessly," says Roach. "We did 
not build the golf course right up to the 
clubhouse on purpose. This allowed us 
room for future expansion. 

"You must build into today's plans the 
answers to tomorrow's problems." • 

MONEY 
MAKER 

INQUIRE WE'LL T E L L YOU HOW! S 

Coin Operated 

VENZKE ¿¿frothed 

E N D O R ~ 

300 SPRUCE STREET, READING, PA. 19602 
TELEPHONE 215-372-5185 

For more information circle number 137 on card 

INCREASE EARNINGS, SERVICE & SPACE 
W I T H N E W VERT ICAL BAG RACKS 
Your members wil l like the extra convenience and care. Your pro 
shop profits from 4 0 % more space these racks make available. 
Double unit shown holds 16 bags, size 2' x 4' x 6 ' - 3 " high, gives 
12 " x 12 " space for bags. Single unit holds 8, size 1' x 4 ' x 6 ' - 3 " 
high. Sturdy steel. Bags set solid on tapered shelves. 

• Provides a neat appearance 
• Faster , easier s torage 
• Easy to ins ta l l and add more 

as needed 

• Wear and tear of go l f bags 
is completely e l iminated 

• Damp bags dry f a s t e r -
no mi ldew 

Patented • SEND FOR FOLDER 

THE A. 6. STAFFORD CO. 
For more information circle number 143 on card 

2000 Allen Ave. S. E. 
Box 287 • Canton, Ohio 
A C. 216 - 453-8431 


