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Riding pressure: 8 pounds per square inch. Walking pressure: 24 pounds per square inch. 

With the Terra-Tire, golf cars are 
kinder to fairways than golfers. 

A 185-pound man can be three times tougher on turf 
than an 862-pound golf car carrying a golfer and clubs. 
Even on soft ground, the Goodyear extra wide Terra-
Tire distributes weight evenly to minimize turf and 
fairway damage. And you get extra mobility on slopes 
and around traps. 

The Terra-Tire is available in both rib and traction 

tread designs. Because they are tubeless, repairs are 
simpler. Take the pressure off your fairways with the 
Terra-Tire from Goodyear. You'll find them on all the 
best-selling golf cars. For more information, write: 
Terra-Tire Department, The Goodyear Tire & Rubber 
Company, Akron, Ohio 44316. 
Terra-Tire—T.M. The Goodyear Tire & Rubber Company, Akron, Ohio 
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Above, AMF's Par Pony gasol ine golf car. It has front and rear spring suspen-
sion, a safety brake and a single pedal for accelerator and brake. 

Fleet pay off Continued from page 70 

a car, your fleet will not pay off 
and you just have too many cars. 

Now that you have selected your 
car and the proper number for your 
course, there are-certain points to 
follow in making your fleet pay off . 

DISPLAY AND MERCHANDISING 
Golf cars, like any other merchan-

dise, will not sell themselves. It is, 
therefore, vital to display and pro-
mote them to the member: 

• Have cars lined up at the first 
tee. Make it almost impos-
sible for the player to ap-
proach the first tee without 
passing around and through 
your cars. 

• At the sign-up area, display 
signs advertising your cars. 
Also, have the attendant ask 
each and every golfer if he de-
sires to rent a car. 

• Automatically place all play-
ers ' golf clubs on cars. They 
will be reluctant to have them 
removed. 

SPECIAL RATE DAYS 
T o help promote your cars, you 

can provide specialrate days. How-
ever, many clubs do not feel that at 
any time should the rates be re-
duced. Thus each and every club 
should decide for itself. 

If you wish to provide special 
rates, some or all of the following 
may be used: reduced rates on la-
dies day, reduced rates for twilight 
golf and reduced rates for league 
play. 

If your club has more than one 
course, you may set aside one 
course so that all who play must 
ride. You might try this as an ex-
periment one or two days a week. 

MAINTENANCE 
AND APPEARANCE 

Proper maintenance and appear-
ance will add greatly to making 
your fleet pay off : 

1. Good appearance provides an 
incentive for usage—every car 
should be washed daily, seats 
cleaned, and all papers and 
wrappings removed. 

2. Keep the external appearance 
of car in good physical condi-
tion. Make sure it is clean and 
all dents and holes repaired. It 

is a proven point that a golf 
car with good appearance will 
increase usage—and the play-
ers tend to respect the vehicles. 

3. Prov ide w e e k l y prevent ive 
m a i n t e n a n c e . A player be-
comes very disgruntled and un-
happy if the car does not com-
plete 18 holes. If this happens 
frequently, usage will definite-
ly drop. With present-day cars, 
most breakdowns are due to 
improper maintenance. 

RECORDS AND SCHEDULING 
Correct record keeping is as vital 

to the upkeep of your fleet as main-
tenance. Some of the following 
points will help to make your fleet 
yield more revenue: 

a) All cars should be operated the 
same number o f rounds. 

b) A regular r o t a t i o n s y s t e m 
should be established. This is 
an important factor in helping 
determine the life of batteries 
or overhauls to the gasoline 
engine. 

c) On heavy play days, make cer-
tain that the best cars are used 
first so they may be turned 
around for another 18 holes if 
necessary. T o o often cars are 
selected at random and when 
needed again in the same day, 
fail to make the required num-
ber of plays. 

d] Keep accurate cost and re-
venue figures. A troublesome 
car might have to be complete-
ly rebuilt. While the cost might 
be great, the revenue might 
warrant such action. 

When it is time to trade in your 
fleet, the value of your car will 
have a great bearing on making 
your fleet pay off . If your car has 
been maintained properly, internal-
ly and externally, you can expect 
$75 to $100 more trade-in allow-
ance. This figure is a very realistic 
one and could be a determining fac-
tor in your desire to upgrade your 
fleets. We cannot stress too strong-
ly the importance of proper main-
tenance. 

The ideal trade-in program would 
be a "four-year turn o v e r . " Let us 
assume that a course purchased 60 
cars. At the end of the first year, 
no cars would be traded and the 
fleet would be intact. At the end of 
the second year, 20 cars would be 
traded; from then on 20 cars would 
be traded each year. Thus at the 
end of the fourth year, all 60 cars 
would have been traded in from 
the original fleet. 

Summarizing, each and every one 
of these foregoing points should not 
be neglected, however small they 
may seem to appear. Let one phase 
be omitted, and it can affect your 
entire fleet operation. • 
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TROJAN 
"MILEAGE M ASTER" 

GOLF CAR BATTERIES 

More driving power. . . 

Lower maintenance cost. . . 

Proven dependability over years of rugged service . . . 

is why more and more of the country's leading golf courses prefer 

Trojan Mileage Master Electric golf cart batteries. 

TROJAN BATTERY COMPANY 

7 2 4 East 61s t S t r e e t • Los A n g e l e s , C a l i f o r n i a 9 0 0 0 1 

For more information circle number 221 on card 



play it "cagey" with 
NYLON PRACTICE CAGES 

Jlfi •ro corp. 

great for warm-up at 1st tee 
indoor and outdoor units! 

Original pro-preferred, deluxe knotless 
nylon cages with frame. Adaptable to any 
situation. Used in golf schools, clubs, col-
leges, etc., throughout the U.S.A. Built to 
your specifications. 

JvA 'ro carp. 

30 Bridge Street, Montville, Conn. 06353 Code 203-889-2311 
Send For Free Fact-Filled Brochure 

For more information circle number 211 on card 
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A NEW Concept IN 
TROPHIES! 

Genuine 
Pewter Mug. 
•English 
Import 

•Full Quart 
Capacity 

•Glass 
Bottom 

•Height, 
5Va" 

-Ideal for 
^ x ) Engraving 

Only $10.00 list. 

HOLE-IN-ONE 
TROPHY 

XPW-4-5 Hole-in-One 
Sunray Ball Holder & 
Engraving Plate. Genu-
ine Walnut Base. 
Ht. 4V»"—$5.95 each 

Ball not included 
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Write today for FREE 
32-Page Colorfully 
Illustrated Catalog. 

T H E TROPHY & MEDAL SHOP 
4560 N. Western Avenue, Chicago, III. 60625 

Telephone: Area Code 312/271-7600 
For more information circle number 203 on card 

Beard Continued from page 30 

that two pounds nitrogen per 1,000 
square feet applied monthly in the 
form of sewerage sludge or six 
pounds of nitrogen per 1,000 square 
feet applied every two months in 
the form of ureaformaldehyde were 
the best nitrogen fertilization pro-
grams studied. 

The combination of sewerage 
sludge at 1 # N/1,000 sq. ft. ap-
plied on the 10th of each month 
plus ammonium sulfate at 1 # 
N/1,000 sq. ft. applied on the 25th 
of each month ranked third in 
over-all seasonal appearance. Am-
monium nitrate at 1# N/1,000 sq. 
ft. applied every two weeks was 
inferior to the above mentioned 
treatments under the sandy soil 
conditions of this study. 

In comparing the sewerage sludge 
and r e a f o r m a l d e h y d e c a r r i e r s 
when used at the same rate of ni-
trogen and frequency of applica-
tion, the seasonal appearance of 
the sewerage sludge was better. 
In this study, sewerage sludge was 
found to be the best source of ni-
trogen for winter fertilization of 
bermudagrass greens at Gainsville, 
Florida. 
OTHER PAPERS OF INTEREST 
Root t ip degenerat ion of tur f 
grasses, natural and induced. 
R.M. Endo. California Turfgrass 
Culture. 17(3):17-18. 1967. (Depart-
ment of Plant Pathology, Univer-
sity of California at Riverside, Ri-
verside, California, 92502). 
Fertilizer studies on common ber-
mudagrass. 
J .L. Stroehlein. 1966 Report on 
Turfgrass Research, Arizona Ag. 
Exp. Sta. Report 240. pp. 18-20. 
1967. (Department of Agricultural 
Chemistry and Soils, University o f 
Arizona, Tucson, Arizona, 85721). 
Turfgrass varieties 
C.R. Funk, R.E. Engel, P.M. Hali-
sky and H.W. Indyk. Proceedings 
of the 1967 Midwest Regional Turf 
Conference, Purdue University, pp. 
54-63. (Department of Soils and 
Crops, Rutgers, the State Univer-
sity, New Brunswick, New Jersey). 
Winter injury and prevention. 
J .B . Beard. Massachusetts Turf Bul-
letin. 4(4):8-21. 1967. (Department 
of Crop Science, Michigan State 
University, East Lansing, Michigan 
48823). • 

Light Weight-One Hand 

fA/Cf&ee. 
Short 
handle, 
light 
weight. 
Golfer can 
rake trap 
while 
holding club 
in other hand 

HIGH DENSITY 
PLASTIC_WEATHER- PROOFED 

T h e b r i g h t , y e l l o w -
h a n d l e d R A K E - E z e e 
R a k e f l a g s a t t e n t i o n , 
reminds golfers to rake 
trap. Stands erect on 

^ blunt metal point . 

S t u r d y , a t t r a c t i v e , won't 
r u s t , ye t low in c o s t . R a k e - E z e e 

s t a n d s e r e c t on point, r e m i n d s g o l f e r to 
r a k e t r a p . F u l l y g u a r a n t e e d with tough 
p l a s t i c h e a d . S e e your d i s t r i b u t o r , or 
w r i t e : t> 

For more information circle number 181 on card 

• Superior capacity, allowing 
equalization of cells each cycle. 

• Silicon diodes with surge protection 
for highest reliability. 

• Convection cooled for maximum 
l i f e -min imum maintenance. 

Insist o n LESTERMATIC 
Leader in 

Motive Power Chargers 
L E S T E R E L E C T R I C A L 

625 West A St., Lincoln, Nebraska 68522 
L E S T E R E Q U I P M E N T 

. 151 W. 17th St., Los Angeles, Calif. 90015 

Increase 
battery life 

with 

Golf Car 
Battery 

Chargers 

Compensates automatically for line 
voltage variations. No taps to set. 



It's up to you 
Continued from page 33 

qualified and experienced. 
They carry many items which 

have proven successful for you in 
the past, which you can order in 
the fall. You should do so to be 
assured of delivery on time. How-
ever, if you have any doubt about 
any item, take down the style 
numbers, price, etc, and wait un-
til you have seen all the lines. 

Many times, you will buy one 
thing only to see a better value in 
a s imilar i tem from the n e x t 
salesman. 

The fall is also a good time to 
buy close-out equipment of which 
the manufacturers are disposing 
before the new models come out. 
If close-outs are a part of your 
merchandising plan, some good 
values can usually be had. 

In this day and age, both men and 
women are much more style con-
scious than ever before. It is of 
utmost importance to have the 
very latest styles for your part-
icular clientele. It is also a proven 
fact that customers today are ex-
tremely conscious of coordinating 
colors. 

When buying ladies' bermuda 
shorts you must color coordinate 
them with the blouses you buy. This 
thinking can be carried through the 
entire wardrobe from head to toe. 

This is also true of men's fash-
ions. There was a time when men 
would wear any color trousers with 
any color shirt or sweater. Not 
anymore. 

You can't operate a business with-
out an inventory, and you can't 
buy an inventory without money. 
If you can't afford the inventory 
you should have, there are several 
solutions available. You might get 
extended credit from the manu-
facturer if you can show him that 
you are a good businessman and 
will make good at your club. You 
could inquire about a loan from 
your local bank and put the mer-
chandise up as collateral. By show-
ing the advantages to the members 
of a well stocked golf shop the club 
might advance the necessary capital. 

As we pointed out in the first 
instance, good buying methods do 
not change. It still takes planning, 
research, imagination, hard work 
and a little luck. • 

W. A. CLEARY CORPORATION 
New Brunswick, New Jersey • Belleville, Ont. • Skokie, III. 

For more information circle number 207 on card 

YOUR DECISION WITHOUT A DOUBT 

AUTOMATIC GOLF COURSE IRRIGATION 
CONSULTANTS 

DESIGNERS 

INSTALLERS 

FOR PERMANENT UNDERGROUND 

IRRIGATION SYSTEMS WE USE 

J o h n s - M a n v l l l * LARCHMONT 
ENGINEERING 

IRRIGATION PIPE 
T R A N S I T E 

Asbestos-Covered 

For more information circle number 137 on card 



go first class Continued from page 60 

then by all means, buy it now. 
As you can see, my idea of a 

bargain is not the same as in the 
dictionary which explains a bargain 
as, "something which is purchased 
cheaply." As far as I am concerned, 
when something has a "sale price" 
tag on it, it is merely the price for 
which the merchandise should have 
been sold in the first place. 

I have mentioned some of the 
reasons why I buy only quality 
goods and I hope I have been able 
to convince you of the value and 
importance of doing so. Perhaps 
the best reason of all for buying 
quality, however, is that your mem-
bers soon learn that they are get-
ting the best for their money. Stress 
quality not only in your menu but 
in your entire operation and you 
will not need quantity. 

Personally, I do not believe in 
featuring a large menu at Minikahda 
as this means buying and storing a 

lots of frozen foods. The only thing 
featured on my menu that is frozen 
is game and fresh fish. My menu 
is small but the quality is there. 
My members know they are getting 
the best. 

When they get the best, they 
usually are happy. Happy members 
do not complain and this makes for 
happy working conditions. • 

ABOUT THE AUTHOR-Born in 
Oslo, Norway, 54-year-old Carl-
Fredrik Saether came to the United 
States in 1956 after spending sever-
al fruitful years learning and prac-
ticing the hotel and restaurant busi-
ness throughout Europe. He is a 
graduate of Oslo Junior College, 
attended business colleges in Oslo 
and London and also is a graduate 
of a special hotel school in Greno-
ble, France. In addition to English 
and Norwegian, he also speaks 

German and French fluently. He 
has worked at luxury hotels 
throughout Europe, spent time as a 
waiter on luxury steamers and was 
instrumental in helping open the 
famous La Belle Sole Restaurant in 
Oslo. He is a former manager of the 
Dombass Turist HotellinDombass, 
Norway, and later purchased this 
hotel where his wife now serves 
as manager. Saether spent several 
years teaching the hotel and restau-
rant business in Europe and today 
he is frequently called upon to 
teach in this country. In addition to 
cooking, his favorite hobbies in-
clude skiing, figure and speed skat-
ing. He is a former member of the 
Norwegian Olympic figure and 
speed skating team and also has 
served as an Olympic judge and 
referee. He has been the manager 
of the Minikahda Club in Minnea-
polis since April, 1962. 

How to 
hire a pro 

by 
Russ Osgood 

I he conference table at a country 
club, is, relatively speaking, just as 
important as the board room of a 
large corporation. One important 
piece of business transacted at the 
club's table is the form of agree-
ment on terms between the club, as 
employer, and the professional, as 
employee. 

Whether a club or employer is hir-
ing a pro for his abilities in playing, 
teaching, public relations or mer-
chandising, the most important pre-
liminary is that the employer pro-
duce a piece of paper outlining the 
pro's (1) estimated income, (2) du-
ties or responsibilities, (3) conduct, 
(4) eligibility for club's hospitaliza-
tion, vacation and retirement pro-
grams and (5) terms for concluding 

employment. The piece of paper 
doesn't have to be a contract—it 
could be a pact, bond or agreement. 

When a club is going to hire a 
capable and respected golf profes-
sional, the employer must have 
sufficient knowledge of the shop 
operation to make a good estimate 
of the income to be expected. A 
rough estimate will not suffice, 
since income from club storage, 
car rentals, lessons and merchan-
dise sales will vary. A poor estimate 
can lead to trouble, as some clubs 
have learned. Should a pro do a 
good job for the club and top the 
est imated income, this, then, 
should be treated as a bonus for 
his services. 

Widely varying opinions are ex-
pressed on the duties required and 
conduct expected of a pro. In set-
ting forth rules, the club must es-
tablish a code that, if fully ob-
served, will promote the golfing 
atmosphere desired by most of the 
members. A written outline of 
these rules will make the pro fully 
aware of his responsibilities. 

Whether a club wants or allows 

a pro and his employees to partici-
pate in its hospitalization, vacation, 
retirement and other fringe pro-
grams is the club's concern. It 
would seem, however, that if the 
pro is to be treated as an employee, 
without a contract, than he should 
be eligible to benefit from all these 
programs as are other employees of 
the club. If a contract is involved, 
it again becomes the decision of the 
club to allow participation. Any 
benefit offered should be put in 
writing, with the pro given an op-
tion to participate. 

If the pro has a contract with the 
club, duration of employment 
should be established. When no 
contract is involved, some other 
piece of paper must be provided to 
give the pro protection for the 
$15,000 to $50,000 inventory on 
hand should his dismissal be abrupt. 
This is a delicate situation and must 
be arranged so that neither party is 
"holding the sack" to such an ex-
tent as to restrict future action. In 
most instances, the pro can return 
balls, clubs and bags to their respec-
tive vendors for credit. Soft goods, 

Continued on page 113 



At heart it's our brand newThermo-
Hydraulic remote control 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 wi th 
solenoid valves. 

Here are some other colorful 
features of this species. It flushes 
itself and there are no orifices to 
clog: so it can use lake or sewage 

THE WATER HAMMER DAMMER 
effluent water wi thout trouble. 

It's electr ical ly actuated f rom 
a Rain Bird electronic controller, 
from which it can be drained auto-
mat i ca l l y— or manual ly , at the 
valve, wi thout pressure. 

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

To see the newTH valve,call your 
Rain Bird distributor. 

Or wri te us: Rain Bird,Glendora, 
California 91740 
For more information circle number 225 on caru 

One of a new ornithology from 



M U R D O C K 
/t^-ÎSZ FOUNTAINS 

FOR MORE THAN 100 YEARS, 
Murdock Drinking Fountains have 
been noted for their Durability and 
Dependability. Shown are 4 of the 
more popular Murdock Fountain 
designs. Ideal for installation in 
Recreational Areas, Parks, Ceme-
teries, Golf Courses, School Yards 
—all outdoor locations 

"OCTAGON" 
M-30 
Attractive durable 
fountain of brass, 
bronze and heavy 
cast iron. Will 
withstand the rav-
ages of weather 
and vandals. Non-
freezing in any 
w e a t h e r . Self-
closing valve saves 
money. 

"SQUARE" M-34 
Same rugged inte-
rior and exterior 
construction as in 
M - 3 0 Fountain, 
above, but in new 
square design. Con-
forms to modern 
architectural lines in 
buildings and land-
scaping. 

"EJECTO-SAN" M-35 
THE ONLY FOUN-
TAIN APPROVED 
BY U.S. BOARD OF 
HEALTH because 
there is absolutely 
"no cross-connection" 
possible between the 
clean water supply 
and external contam-
ination. Finest quality 
construction through 
out. 

"ECONOMY" M-40 
Economical without 
sacrifice of quality. 
Anti-freezing in any 
weather. For years of 
trouble-free service in 
any outdoor area 

Complete infor-
mation on request. 

W R I T E FOR SPECS 
AND PRICES 

THE MURDOCK MFG. & SUPPLY CO. 
2488 River Rd., Cincinnati, Ohio 45204 

For more information circle number 210 on card 
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News of the industry 
New course for King's Inn 

The King's Inn and Golf Club on 
the Grand Bahama Island have 
opened a second 18-hole champ-
ionship golf course. 

Under the supervision of golf 
pros, Harry Obitz and Dick Farley, 
each of the courses will have its 
own practice range, putting green, 
clubhouse, fleet of battery powered 
cars, four sets of tees and a staff of 
trained teaching professionals. 

Rain Bird reorganizes 
Rain Bird Sprinkler Corporation, 

manufacturers of sprinkler irriga-
tion equipment, has acquired cer-
tain assets of Rainy Sprinkler Sales, 
a division of L.R. Nelson Manu-
facturing Company. 

A new company has been formed 
called Eastern Rain Bird Sales, Inc., 
and will market Rain Bird's agri-
cultural and turf grass equipment 
line in 37 states east of the Rocky 
Mountains. 

Bender and Bender 
International Golf Accessories 

Corporation, sole distributors of the 
Allen-Solly line of golf wear has 
acquired Michael B. Bender Ltd., 
importers of the International golf 
glove. 

Norman Bender, president of In-
ternational Golf Accessories stated 
that this acquisition gives his com-
pany the opportunity to service the 
golf professional with a color coor-
dinated line of golf shirts and 
golf gloves. 

MGA's handicap system 
The Metropolitan Golf Associa-

tion has a new handicap system. 
They have eliminated the neces-

sity of filling out IBM cards and 
having to order and reorder them. 
Instead, all scores are posted on 
carbon backed scoresheets, pre-
printed with an alphabetical listing 
of the club's golfing roster. 

There will be additional revisions, 
totaling 13, which will allow the 
MGA to maintain more current 
club rosters and handicaps. 

A player belonging to more than 
one club will have his handicap 
records maintained simultaneously 
by the MGA at each club. 

Ladies Tour expands 
Five new tournaments are sched-

uled for the 1968 Ladies PGA Tour. 
Leonard F. Wirtz, tournament 

director, announced that the mini-
mum total prize purse for 1968 is 
$475,000, which is the most money 
that the girls have ever played for. 

Aztran shoe uppers 
B.F. Goodrich has developed a 

new leather-like sheet material for 
shoe uppers, called Aztran. It com-
prises a B .F . Goodrich proprietary 
polymer and other materials spe-
cially developed by the company. 

Aztran is supple and resilient so 
that it shapes itself to your foot, 
says the company. In addition, it 
absorbs and transmits foot moisture 
to keep feet comfortable, will not 
crack or wrinkle and can be cleaned 
by just wiping with a damp cloth. 

Rutgers holds annual turf meeting 
The annual meeting of turf man-

agers was held recently at Rutgers 
University. Knowledge of a weed's 
environment was pointed out as 
important in weed control. Also, 
the potency of 2-4-D fumes, ver-

tically and at distant points, was 
emphasized. However use of this 
broad leaf weed decimator is usu-
ally damaging to ornamentals when 
used within the drip line. 
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Emerson Continued from page 26 

with various phases of the subjects, 
open it up for discussion among 
the entire committee. 

T o call a meeting without an 
agenda and to open the subject to 
discussion among people complete-
ly unfamiliar with it, is a total waste 
of time and you may well end up 
with no solution at all. 

STANDING COMMITTEES 
This isn't quite so involved a 

process as planning the special 
c o m m i t t e e meet ing . Even here 
though, you are usually consider-
ing routine subjects, so prepared-
ness will pay off. 

Know in advance precisely what 
you want your meeting to cover 
and do sufficient research to enable 
you to predict the probable answer. 

You should plan to solve a prob-
lem—not merely hold a meeting. 
Treat your members as resources 
that will help you reach the solution 
and the meeting as the bridge that 
gets you there. 

Don't attempt to call a committee 

meeting unless you have an agenda 
or outline. Issue this to the members 
before the meeting so they will be 
familar with the subjects that are 
to be discussed and can offer sug-
g e s t i o n s regarding others that 
should be considered. 

COMMITTEE CHAIRMEN 
During your term as chairman of 

a committee, your most constant 
help will come from your club 
manager and from your club office. 
Many of your plans can and should 
be built in conjunction with him. 
Your manager and his staff are 
thoroughly familiar with your club 
and its problems, and have the abil-
ity to lighten the load you will be 
carrying. 

In working with the manager, it 
is a good idea to handle all action 
through his off ice. By keeping him 
informed and familiar with your 
activities and committee progress 
he will be able to give advice on 
all types of procedures based on 
his broad experience. The club of-
fice has mailing lists and informa-
tion that will save you and your 
committee, and your personal busi-
ness staff, many hours of unneces-
sary labor. 

COMMITTEE MEMBERS 
Your committee chairman isn't 

faced with an easy job of presiding 
at your meetings and guiding them 
to a successful conclusion where 
a definite decision is reached, or 
positive action taken that is benefi-
cial to your organization. You can 
help him considerably, and at the 
same time save yourself the agony 
of attending a pointless and chaotic 
meeting, by observing the following 
suggestions: 

1. If an agenda is issued prior to 
the meeting, study it carefully. 
If there is any item on it you 
don't completely understand, 
contact the club manager and 
ask him to familiarize you 
with the subject . 

2. Learn the exact purpose of 
the meeting and determine in 
advance what you are going 
to do about it. 

3. During the meeting stick to 
the agenda. Offering subjects 
for discussion not contained 
in it impedes the meeting. 

Continued on page 82 

HERE ARE YOUR 
BUCKNER PROFESSIONALS 
ALABAMA 
McGowin-Lyons Hardware 

& Supply Company 
M o b i l e ( 2 0 5 ) HE 2 - 8 7 2 1 

ARIZONA 
Keenan Pipe and Supply 

Co. 
Tucson (606) 792-3000 
Turf Irrigation & Water 

Works Supply 
Phoenix (602) 276-2451 

ARKANSAS 
Capital Equipment Co. 
Litt le Rock (501) FR 2-7115 

CALIFORNIA 
American Sprinkler & 

Supply 
Los Angeles (213) 223-2424 
Controlled Irrigation 
Fresno (209) 222-4843 
Emerald Irrigation Supply 

Co. 
Salinas (408) 422-9026 
Ewing Turf Products 
San Leandro (415) 357-9530 
Ewing Turf Products 
Sacramento (916) 922-5618 
Irrigation & Plumbing 

Supply 
Santa Maria (805) 

WA 2-3512 
Kern Turf Supply, Inc. 
Bakersfield (805) FA 7-4048 

COLORADO 
Colorado Western 

Distributing Co. 
Grand Junction 

(303) 242-0556 
The Warner Company, Inc. 
Denver (303) FL 5-7371 

C O N N E C T I C U T 
Hartford Equipment 

Company 
Hartford (203) JA 7-1142 

FLORIDA 
Russell Daniel Irrigation 

Co. 
Hialeah (305) 888-6901 
Hector Turf & Garden 

Supply 
Miami (305) OX 1-8800 
Peninsular Supply 

Company 
Fort Lauderdale 

(305) 524-3611 
Southern Mill Creek 

Products 
Tampa (813) 626-2111 

GEORGIA 
Russell Daniel Irrigation 

Co. 

Athens (404) LI 6-0168 

I LL INOIS Sprinkler Irrigation Supply Glen Ellyn (312) 469-8730 

IND IANA 
Sprinkler Irrigation Supply 
Glen Ellyn, III. 

(312) 469-8730 

KENTUCKY 
Irrigation Supply Company 
Louisville (502) 585-4840 

MARYLAND 
Lewis W. Barton Company 
Simpsonville 531-5051 

MASSACHUSETTS 
The Clapper Company 
West Newton 

(617) Bl 4-7900 

M I C H I G A N 
Sprinkler Irrigation Supply 
Royal Oak (313) LI 8-7272 

M I N N E S O T A 
Milsco Engineering Inc. 
Minneapolis (612) 724-3655 

MISSOURI 
Bechmann Distributing 

Company 
St. Louis (314) WY 3-4490 
A. E. Robison, Inc. 
Kansas City 

(816) BA 1-3990 

NEBRASKA 
Big Bear Equipment, Inc. 
Omaha (402) 393-2220 

NEVADA 
Arlington Nursery 
Reno (702) FA 3-4463 
Las Vegas Fertilizer Co., 

Inc. 
North Las Vegas 

(702) 649-1551 

NEW JERSEY 
Lewis W. Barton Company 
Haddonfield 

(609) HA 9-6500 
Halco Chemical Company 
Kenilworth (201) BR 6-3298 

NEW MEXICO 
Albuquerque Chemical 

Company 
Albuquerque 

(505) 247-2321 

NEW YORK 
Grassland Equipment & 

Irrigation 
Latham (518) ST 5-5841 
Halco Chemical Company 
Glen Head, L. I. 

(516) OR 6-2727 

NORTH CAROLINA 
E. J. Smith & Sons, Co. 
Charlotte (702) 333-4141 

OHIO 
Sprinkler Irrigation Supply 
Covington (513) 473-7567 

OKLAHOMA 
Southwest Irrigation 

Company 
Tulsa (918) NA 7-7272 

OREGON 
United Pipe & Supply Co. 
Eugene (503) 688-6511 
United Pipe & Supply Co. 
Portland (503) 281-0058 

TENNESSEE 
Ernest Hardison Seed Co. 
Nashville (615) AL 6-2659 
Uticon Co., Inc. 
Memphis (901) 391-9093 

TEXAS 
Goldthwaite's of Texas, 

Inc. 
Dallas, Fort Worth, 

Houston, San Antonio 
Momsen, Dunnegan, Ryan 
El Paso (915) 533-1621 

UTAH 
Conely Company 
Salt Lake City 

(801) HU 4-5208 

VIRGINIA 
R. P. Johnson Sons, Inc. 
Wytheville (703) 228-2136 

W A S H I N G T O N 
Poison Company 
Seattle (206) MA 2-2891 
Poison Company 
Spokane (509) FA 7-9571 

WEST V IRGIN IA 
Young Feed and Seed Co. 
Charleston (304) DI 2-2104 

W I S C O N S I N 
Sprinkler Irrigation Supply 
Glen Ellyn, III. 

(312) 469-8730 

CANADA 
Pacific Irrigation Ltd. 
Vancouver (604) 682-6132 

MODEL 100 
Front End 
Thatcher 

Now! RAKE 
MODEL 40 
Vacuum 
Sweeper 

MOW- ^ X 
VACUUM 

In One Operation! 
SEE YOUR TRACTOR DEALER OR 

WRITE: 

fíA/f£\nc 
P. O. BOX 295 

LEBANON, INDIANA 46052 
For more information circle number 238 on card 


