
B U I L T B E T T E R 
to last L O N G E R ! 

F O R G O L F E R S O N W H E E L S W H O D E M A N D L U X U R I O U S C A R E - F R E E C O M F O R T NOW! 

GAS and ELECTRIC POWERED 
GOLF CARS with a totally 
new concept in design 
and engineering 

ONLY HAVE ALL THESE STANDARD FEATURES: 

V DANA "Fluid Torque Convertor" 
Trans-Axles 

V No chains or be l t s -d i r ec t drive to 
Trans-Axle 

V Unitized, Clam-Shell, all steel body 
V Superior power units on gas and electric 

models 
V Exc lus ive a u t o m o t i v e t ype h y d r a u l i c 

brakes 
V Independent parking and hil l holder brake 
y Single pivot pedal control 
V Wrap-around rubber bumper 
V Luxurious sofa seat and back 

MARDI-CAR, Inc. 
21930 Groesbeck Highway, Warren, Michigan 48089 

V Largest tires offered as standard 
equipment 

—and many more! 

MARDI-CAR, Inc. 
21930 Groesbeck Hy., Warren, Mich. 48089 

I am interested in the NEW Mardi Cars, 
please rush brochure and complete detai ls. 

• Dealership • Club Pro • Fersonal Use 

NAME 

ADDRESS 

CITY STATE ZONE 



New Westinghouse Marketeer Golf Car goes, and goes, and goes 

Here at the famous Dunes course in Las Vegas, 
more than 80 Marketeer© golf cars are giving 
smooth, si lent serv ice that just won't quit. This 
bright new electr ic golf car from West inghouse 
runs from sunup to sundown on a s ingle charge. 
Then plug it in overnight, and it's ready for the 
first tee-off in the morning. Marketeer 's exc lus ive 

motor des ign and high-eff ic iency charger wil l 
stretch your battery life up to 18 months or more. 
Ladies, too, wi l l apprec iate the comfortable ride 
and easy-touch speed control. Jo in the champion-
ship c lubs that now offer members and guests a 
wonderful Marketeer ride. Write to West inghouse 
Marketeer, Box 868, Pittsburgh, Pa. 15230. 

You can be sure if it's Westinghouse 



FALL F A S H I O N S 
continued from page 40 

sweaters. The ladies will favor "horse 
blanket" fabrics in plaids and heather 
tones for skirts and culottes or—for this 
year's newest sensation—the culotte dress. 

And, if you thought knickers were 
only for men of daring—what about the 
kilts which will be introduced for fall? 

With the slack interest in pattern and 
texture, there is a noticeable trend away 
from unusual pocket treatments and a re-
turn to on-seam, eighth-, quarter- and 
half-top pockets. Furthermore, belt loops 
are narrower since the demise of the 
"Mod" influence. 

Although the A-line will continue as 
the popular silhouette in skirts for wo-
men, watch for the dirndl, a fuller skirt 
featuring a wide waistband that places 
new emphasis on the waistline. 

Even socks will move away from the 
solid look to bold primitive, tatersall and 
check patterns. 

A quick glance at manufacturers' fall 

lines shows DiFini placing emphasis on 
the layered look with the "Sorrento," an 
Italian V-neck sweater featuring a striped 
mock-turtle bib, "alpaca knit" front and 
flat knit back and sleeves . . . G 'ino Paoli 
favors the coordinated look of the ladies' 
"Match" cardigan or "Sport" pullover 
teamed with a blouse and bottom dyed to 
match the trim on the sweaters . . . 
Leonardo Strassi brings the lofty look of 
a chenille-front sweater to the course this 
fall . . . Parker of Vienna emphasizes 
pattern and color in a stripe mitered-
front pullover of alpaca . . . Haymaker 
moves away from the conventional tawny 
colors of fall to brilliant coordinated 
outfits with boldly patterned blouses . . . 
Evan-Picone puts the accent on feminine 
waistlines with belted sweaters and dirndl 
skirts, and favors curry and chrome yel-
low for fall colors . . . Damon likes the 
look of hand-fashioned cable patterns on 
double knit sweaters . . . Etonic also uses 
cables in accent colors down either side 
of a cardigan. • 

fllMTIIRINlATDOINIAl I Q U I 1 P M I 1 N I T D D V I S D O N 
= = = = = T h e W T F l - B l r T C o m p a n y = = = = = 

O R R V I L L E , O H I O 4 4 6 6 7 • PHONE (216) 682-7015 
For more information circle number 211 on card 

The M a n u f a c t u r e r o f 

in t roduces t w o N E W mode ls for Go l f Course use. 

M o d e l # 4 0 0 D E L U X E is a 5 ' x 6 ' 8 " x 6 ' 8 " Sales Center. Comp le te w i t h a w n i n g counter , 1 / 2 " 
th ick w a t e r p r o o f p l y w o o d f loor w i t h skids a n d se l f - c l ean ing casters, 1 0 " x 5 8 " she l f , 2 4 " x 4 8 " peg 
b o a r d , o p e r a t i n g g lass w i n d o w a n d d o u b l e en t rance doors . M o d e l # 4 0 0 S T A N D A R D has same 
features minus the a w n i n g a n d counter . M o d u l a r a d d - o n sect ions are a v a i l a b l e to increase the size of 
the basic un i t . The h a n d s o m e " V " GROOVE in te r l ock ing pane ls a l l o w s fo r easy erect ion a n d ex t ra 
s t reng th ! The f in ish is w h i t e b a k e d e n a m e l w i t h g a l v a n i z e d no- rus t a n g l e suppor ts . 

The l o w pr ice w i l l surpr ise y o u . Write for literature. 



Spotlight on super service 

Everyone employed in the golf industry 
gives service to the golfer in some par-
ticular manner. Who is responsible for 
the most important service enjoyed by 
any golf player? In my opinion, it is the 
golf course superintendent. You could 
take away the costly clubhouses, or swim-
ming pools, but the golf course will 
always exist, for this is the first reason 
most members join a club. 

The superintendent's ability to extend 
to members the best possible service re-
flects upon his talents as a businessman. 
Sometimes, the principles of sound 
course management conflict with ideas 
maintained by a member. That's when a 
degree in political science can be more 
valuable than any other qualification to 
survive country club employment! 

Service to the member, from the golf 
course superintendent's point of view, be-
gins at the club entrance. He can ill 
afford to leave the litter of last night's 
beer cans around the front gate. Espe-
cially with guests, first impressions may 
be lasting impressions. Roads and the 
club parking lot should be clearly marked 
with proper signs. Hedges used as screens 
in the parking lot must be kept cut and 
not allowed to serve as a backstop for 
windblown debris. 

Using annual flowers will add color 
along walkways to the clubhouse. It is 
important that flower or shrub beds a-
round the clubhouse or on the grounds 
be kept neat, free of weeds and litter to 

Jim Manka graduated from Purdue in 
1953; his major, turf management, minors, 
biology and speech. His post-graduate 
studies ivere in institutional management. 
Long Island GCSA prexy for the seven 
years. Jim is a member of the national. 

By JIM MANKA 
Super intendent, I n w o o d CC, I nwood , N.Y. 

be of the desired aesthetic value. 
Out on the course, teeing areas should 

contain adequate benches for all players, 
a trash disposal basket, uniform tee mark-
ers, yardage and handicap signs, clean 
tee towels, and operative ball washers. 
The area around washers should not con-
tain puddles from the overflow of the 
ball washing fluid. Application of a cold 
mix or crushed rock adjacent to the ball 
washers will correct this eyesore. 

Good housekeeping practices must be 
taught to all employees. One sheet of 
paper may become a hundred pieces after 
entering a rotary mower. 

Drinking fountains, shelter houses, 
and restrooms must be kept clean and 
serviceable. Often, cleanser and elbow 
grease is all that is needed to make a 
radical improvement. 

O f course, the greatest service any 
superintendent can render his member-
ship is to keep the entire course in play 
at all times. 

However, diseases, insects and weather 
have never respected man, his wishes or 
his ability to maintain fine golfing turf. 

Sometimes, adverse turfgrass condi-
tions may necessitate closing areas of the 
course. Badly damaged areas may need 
complete renovation and be unplayable 
for long periods. Some loss of turf may 
be corrected by overseeding and declar-
ing the area "ground under repair." This 
area must be properly defined and clear-
ly marked. Many times the superintend-
ent will be able to have an injured lo-
cation sodded. Using the latter method, 
the greensmaster is able to keep the 
area in play. 

Syringing of bent or poa annua greens 
and fairways (this is a light application 



Demands on the super encom-
pass more than maintenance— 
he must also be a diplomat 
as well as an educator. 

of water by hand or sprinkler for a brief 
period of time, say, up to 10 minutes) 
on a hot afternoon with cold water may 
be considered a disservice by some play-
ers. Yet, if this were not done, by night 
an overextended grass plant may have 
collapsed for the last time. 

Superintendents realize and more 
greens chairmen now recognize a little 
water will save "lost grass" when prop-
erly applied at a critical time. Often, the 
apparent disservice of today may well 
be the service of tomorrow that will keep 
turf for the balance of the season. 

( j o l f e r s tend to resent the fact that 
healthy grass must be cut, fed, watered, 
sprayed and topdressed when they play 
the course. Maintenance interferes with 
play—it's as simple as that. However, 
it's well to remember that, thirty years 
ago, the practice of sending a work crew 
to a different part of the course to avoid 
player interference was rather easy. To-
day, the increased popularity of golf 
makes this practice very difficult. 

Certainly the scheduling of mainte-
nance activities to avoid interference to 
members during periods of heavy play by 
male golfers and Ladies Day is a major 
concern for all superintendents. In this 
regard, early starting of course mainte-
nance workers has proven helpful, when 
you are able to find early risers. An extra 
man cutting greens on the first few holes 
on Saturday morning will enable mainte-
nance crews to avoid player contact. Sup-
plemental workers during the twilight 
hours of evening are able to perform 
many golf course tasks. Presently, some 
courses cut fairways at night. 

However, at all times—and especially 
when undertaking a large renovation or 

major construction project—it is a good 
policy to keep the golfers informed of the 
highlights, purposes and reasons for the 
work. Making use of the club bulletin 
boards, newsletters or a general member-
ship notice will decrease many gripes and 
unwanted questions. Some members be-
come more annoyed at NOT knowing 
why or when than they do about the cost 
of the project. 

jMany players, who enjoy rounds of 
golf at different courses, are quick to 
make comparisons with absolutely no 
knowledge of the other club's operations 
or even his own club's. It is up to the 
superintendent to make certain his mem-
bers don't get steamed up unnecessarily 
through ignorance of the facts. 

Services that a golf course superintend-
ent is able to perform for a golfer can be 
restricted by one or a combination of 
these factors: monetary funds; manpow-
er; geo-physical relationships; weather 
and vandalism. 

Though many golf clubs are established 
as non-profit amenities, they go one step 
further to operate on our great govern-
mental principle of deficit financing. The 
HCL (High Cost of Living) is now a 
reality that affects all our lives. As the 
costs of goods and services increase, they 
must be absorbed by the golfer. Once, 
however, a group has accustomed itself to 
conditions on a golf course, it becomes in-
creasingly difficult to initiate a change. 
Members expecting to find at least one 
rake close to every sand trap or sand traps 
raked daily, may become very irritable 
when they find their golf ball in a giant 
footprint in the sand. 

]VIanpower has been in short supply to 
golf course maintenance departments since 
World War II. Higher wages, better 
hours, free weekends and numerous 
fringe benefits offered by industry have 
made it exceedingly difficult to obtain em-
ployees. Therefore, many extra jobs or 
personal services at some golf courses, 

continued on page 48 
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ONLY "MR. 
CAN OF] 

SEVEN DIFFER 
There are seven different Cushman Golf Cars —four elec-

tric and three gas. Your Cushman Distributor —he's "Mr. Golf 
Car" —has demonstrators of all seven on hand. They range from 
the ultra-deluxe Trophy four-wheeler to the inexpensive Scots-
man. Cushman offers fiberglass cars, steel cars, automotive-
steering models and tiller bar models. Whatever your need, 
Mr. Golf Car has the right one for you. 

And you're in good hands with Mr. Golf Car. He's a pro-
fessional golf car man — with him, golf cars aren't a part-time 
sideline. He sells, trades, leases, services, deals in used golf 
cars, and knows the answers to hard questions. 



GOLF CAR" 
7ER YOU 
.ENT MODELS 

He's the man to talk to first, whether you're 
interested in one golf car or a fleet of fifty. 

If you don't know who Mr. Golf Car is in 
your town, just drop us a line and we'll put you 
in touch with him fast. Fast enough, in fact, so 

| you can be trying out one of the seven Cushman TRUST THE MflN 

models next week! WHO WEARS THIS BUTTON 

1 CUSHMAN MOTORS 
923 N. 21st St., Lincoln, Nebraska 

A DIVISION OF OUTBOARD MARINE CORP. 

For more information circle number 201 on card 

J U N E / 1 9 6 7 4 7 



SPOTLIGHT ON 
continued from page 45 

such as raking traps, are totally neglected 
in the interests of economy. 

One example of geo-physical limita-
tions is that members of links adjacent to 
the ocean can never expect to enjoy the 
great variety of plant materials found at 
inland courses. At Inwood, for example, 
only Norway maples, planes, Russian 
olives and Japanese black pines have sur-
vived the brackish water and the salt wa-
ter breezes over the years. Also, oceanside 
courses along the south shore of Long Is-
land are flat by comparison to those on 
the north shore. 

The weather is, of course, another fac-
tor which superintendents cannot control. 
We hope that the five-year drought that 
has plagued the northeastern United States 
recently is now history. Many clubs were 
restricted to the volume of water obtain-
able by governing municipalities. 

Another limiting factor on the superin-
tendent's service to his members is van-
dalism. Maintaining golf courses becomes 
more expensive annually because of this 
menace. No club appears free from this 
wanton damage. 

Only recently, I had two large beds of 
tulips completely destroyed by vandals. 
It also would be impossible to forecast the 
number of tee towels removed by outside 
agencies at 8,000 golf clubs. It is regret-
table that regardless of club location and 
the preventative steps taken to curb van-
dalism, it still continues to grow. 

T h e great growth and popularity of the 
game of golf closely parallels the rise of 
golf cars usage and the demise of the 
caddy ranks. In assuming the golf car 
maintenance responsibilities, the superin-
tendent will enhance his value to his or-
ganization and becomes responsible for a 
valuable member service. Golf cars must 
be kept clean and in good condition to re-
ceive maximum use by the players. Who 
is more amply qualified to oversee this 
service than the superintendent, who al-
ready has a mechanic on his staff. 

Improper operation of a gasoline or 
electric golf car may result in serious bod-
ily injury to the occupants or damage to 
the vehicle or course. Use of a golf car 
sometimes must be denied, if it is detri-
mental to the course or other players. 
Therefore, superintendents should affix a 
copy of all rules pertaining to car opera-
tion in a clearly visible place. Also, spe-
cial rules that are in force on wet or ex-
tremely hot days should be clearly posted 
and visible to all players. It might even 
be a good idea to clip a copy of these rules 
to the car itself in the interests of mem-
ber safety and protection of the course. 

M a n y members have endless questions 
to ask about their course. It is therefore a 
good practice for the superintendent to 
spend Saturday morning around the first 
tee meeting different members and to take 
an occasional trip through the lockerroom. 
Don't forget the former idea on Ladies 
Day. Members desire information on mat-
ters other than their golf games. 

Many golfing home owners, for in-
stance, constantly strive to have their 
lawns as good, if not better than the local 
golf course. The last of July will find 
many amateur greensmasters uttering the 
old Dodger battle cry—just wait until 
next year! 

Some of the more successful lawn en-
thusiasts will discuss their problems with 
the golf course superintendent when they 
play golf. They find free professional ad-
vice from a qualified individual familiar 
with their immediate area. 

A few superintendents post lawn tips 
on bulletin boards or have a copy posted 
in the club newsletter. Increased use of 
this practice fosters good relations with 
members as well as performing a real 
service to them. 

The value of publicity, especially free 
publicity is welcomed by most clubs. To-
day, local golf events in some areas re-
ceive better coverage than many major 
golf tournaments. Attending these events, 
the superintendent contacts other people 
interested in golf and golf writers who 

continued on page 50 



THE POP-UP SANDPIPER 

Unl ike gear or cam-driven rotors, Rain 
Bird's Rotor Impact Dr ive sprinklers can 
pipe sand and dir t f rom wel l or lake 
water straight out again—through large 
water f l ow channels.Thus: lower main-
tenance costs. (Parts for f ield repair 
average less than $1.00 per head.) 

Rain Bird's positive drive Pop-Ups 
are also of much simpler design, w i th 
only two Teflon seals and suff icient 
tolerance on the riser shaft. The posi-
tive Precision-Jet arm no-splash action 
allows placement of these Birds along-
side walks, c lub houses, t r immed areas 
and so on —they'l l never splash back. 
The water ing arc is adjustable f rom part 

to ful l circle. And a tough vinyl coating 
protects the sprinkler. 

What this b i rd gives you is all the 
usefulness of reliable Rain Bird above-
the-surface sprinklers, but out of the 
way, underground, unt i l the water is 
turned on. 

Rain Bird Rotor Pop-Ups have a long, 
wear-free life, and the entire sprinkler 
assemblies inside are interchangeable. 
For ful l details on the range of Rain 
Bird Rotor Pop-Up heads available, call 
your Rain Bird distr ibutor. Or w r i t e : 
Rain Bird, Glendora, Cali fornia 91740 
( in the West); or Rainy Sprinkler Sales, 
D iv is ion L.R. Nelson Manu fac tu r i ng 

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



DON'T 
BE 

CAUGHT 
SHORT 

YOU CAN PAY MORE -

BUT YOU CAN'T BUY BETTER! 

USED RESALE 
GOLF BALLS 

J P 5 9 0 T O P L I N E R E B U I L T B A L L 
' h i g h c o m p r e s s i o n , top b a l a t a 

c o v e r imprinted for your c l u b or 
p e r s o n a l n a m e . Maximum 18 

l e t t e r s e a c h pole .Minimum order 
2 5 dz $ 3 . 7 5 d z . 
0 P 5 9 1 T h e s a m e C u s t o m B a l l 
a s a b o v e with " H U R R I C A N E " 
or X X X X X o n e a c h p o l e -
n u m b e r e d 1 - 4 . Minimum order 
12 dz $ 3 . 5 5 d z . 

WANT TO SAVE ON 
RANGE BALLS? 

R 1 2 R A N G E B A L L S - P e r f e c t 
and s l i g h t l y marked, u s e d b a l l s -

r e f i n i s h e d w h i t e , s t r i p e d red . 
$ 2 . 7 5 d z . 

R 1 3 R A N G E B A L L S ' H e a v y c l u b 
m a r k e d to s l i g h t c u t s f i l l e d with 
h i g h e s t grade e p o x y , r e f i n i s h e d 
w h i t e , s t r i p e d r e d . $ 1 . 7 5 d z . 

Imprinting up to 9 l e t t e r s e a c h 
p o l e . Minimum order 25 d z . for 
p e r s o n a l i z i n g . . 2 0 c d z . E x t r a . 

R I O H E R E ' S T H E T O U G H E S T , 
N E W R A N G E B A L L Y O U C A N 
B U Y ! U r a t h a n e p a i n t s t a y s whi te 
l o n g e r . R e d s t r i p e d , imprinting up 
t o 9 l e t t e r s e a c h p o l e . A l s o 
a v a i l a b l e in y e l l o w (no s t r i p e ) 

$ 4 . 2 5 d z . 
R l l T H E R E B U I L T R A N G E 
B A L L y o u ' v e b e e n looking for! 
T h i s b a l l i s a s " g o o d a s n e w " 
R e d s t r i p e d , p e r s o n a l imprint ing 
up t o 9 l e t t e r s e a c h p o l e . 

$ 3 . 4 5 d z . 
S M A L L E R P R I C E S F O R L A R G E R 
•RDERS. END F O R F R E E C A T A L O G ! 

ATLANTIC GOLF 
EQUIPMENT CO. 
lO S O U T H D I X I E H I G H W A Y 

SST P A L M B E A C H , F L O R I D A 
Dept. A 

S P O T L I G H T O N 
continued from page 48 

are seeking copy material. A greensmas-
ter attending a golf event or visiting an-
other club is indirectly representing the 
club and himself. 

Everyone knows about the course labor 
problem, but who is interested in em-
ployee wages, holidays, retirement bene-
fits, health insurance or the morale of the 
maintenance crew? Generally speaking, 
the greensmaster must concern himself 
with these problems. Suddenly, after un-
ion representatives have been elected to 
negotiate all labor relation problems, the 
member is quick to ask why and how. 
Here, the superintendent can serve a valu-
able role by preserving labor harmony if 
the labor relations board does not select 
another representative. 

Early in the spring, a golf clinic serves 
as an excellent member relations oppor-
tunity. Here the neatly attired superin-
tendent can explain golf courtesy, care of 
the course after a poor shot and the play-
er's responsibility in maintaining the 
course. How many members, for example, 
know the correct way to enter and leave a 
sand trap, replace a divot or fix a ball 
mark ? Prepare in advance for a shock and 
ride around the course Sunday morning. 

Observe the divots removed on a par 
five tee by a driver, footprints the length 
of a trap and up the steep slope that re-
quired a partner's extended hand to reach 
the turf again. Then await that innocent 
cry, "not our members—they wouldn't do 
that." But who else used the course? 

The golf industry will serve more play-
ers as its growth continues. The superin-
tendent's responsibilities and the member 
services he performs will no doubt ex-
pand. However, it is the efficiency with 
which he discharges his present duties 
and his readiness to assume additional 
tasks that will enhance his value to the 
club. And remember this—good com-
munications with members will help over-
come some of the limiting factors in golf 
course operations as well as enhance your-
self and your profession. • 


