
New Viking I 

SAFER BY DESIGN. The new V i k i n g I is 
stronger, steadier, easier to control in every 
driving situation. Rear torsion stabilizing sys-
tem, wide-track design and lower center of 
gravity reduce risk of tipping. Safety side rails, 
4-speed switch control, safety reverse switch, 
all work together to make Viking I the safest-
riding golf car made. 
SIMPLICITY OF OPERATION AND MAINTE-
NANCE with fewer moving parts, fewer things 

to go w r o n g . M a i n t e n a n c e - f r e e , d o u b l e -
strength Fiberglas sectional body; positive, 
au tomat ic brak ing sys tem; long- l i fe ny lon 
rear suspension bushings; single solenoid 
switch control; and easy accessibility to all 
moving parts. 
ELEGANT, FUNCTIONAL STYLING. Longer, 
lower silhouette; soft, f lowing, sculptured look 
—truly the most noticed golf car shape in 
years. Send coupon today. 

Send literature and 
prices on the Viking 
line of golf cars. 

VERSAL, INC., 1626 Werwinski Street, South Bend, Ind. 46628 

NAME 

ADDRESS 

CITY STATE. .ZIP. 



What happens when 
a1968 cut-proof Eaultless gets teed-off 
with the big name balls? 

The Faultless comes closer to the 
pin. 

And that's the name of the game. 
In one of a continuing series of care-
fully controlled tests, we proved out 
the overall performance of the new 
1968 F a u l t l e s s with our s e c r e t 
weapon. The Faultless preci 
sion hitting machine. 
Our m a c h i n e h i t s 
every ball exactly 
the same. Per-

fectly. Result? Look at the diagram: 
Faultless comes closer to the pin. 

Faultless construction. 
Faultless golf balls are made the 
way most balls will be made in 
the future—in one solid sphere. 
Our '68 version has a new sat-
isfying feel that really clicks 
for distance. Accurately. 

Faultless golf balls shoot 
and putt true because they 
don't have it in them to do 
a n y t h i n g else. No core. No 
winding. Nothing inside to get 
out of round or balance. 

And no cover to smile up at 

you after you clobber one like a duffer. It's like hitting 
a new ball every time you swing. 

The perils of Faultless. 
You can even guillotine a Faultless with a knife-sharp 
blade that chops into conventional balls, and — Vive la 
Faultless! No cut. 

Here's another test big-name balls can't survive. Put 
a '68 Faultless in a punch press for 10 or 15 min-

utes hitting at 240 impacts per minute. (Other 
balls become unplayable after a couple 

of minutes.) We left a test machine on 
overnight. Next morning, a Faultless 

had taken 140,000 wallops — and 
was still ready for more. 

The honest ball. 
Last but not least, the easiest 
test of all — the click and feel 

p j test. Tee-off on a '68 Faultless. 
Then hit any big-
name ball. 

W h i c h o n e 
sounds and feels 

the best? It'll prob-
a b l y c o m e o u t 

a b o u t even. You 
can't win 'em all. 

The new Fault less Professional and Futura 
conform with all U.S.G.A. ru les . 

SHORTEST 
HIT 

LONGEST 
HIT 

EXTREME 
LEFT AND RIGHT 

DEVIATION TOTAL 
AVERAGE 
DISTANCE 

TITLEIST 
DT 100 194 yds. 208 yds. 40 ft. 201.9 yds. 

SPALDING 
DOT 196 yds. 209 yds. 41 ft. 202.1 yds. 

WILSON 
STAFF 196 yds. 208 yds. 5 4 « . 201.0 yds. 

FAULTLESS 199 yds. 208 yds. 28 ft. 202.9 yds. 

TEST C O N D I T I O N S : Variable 16-19 m p h follow-
ing wind. 12 new balls hit of each brand Each 
ball hit exact ly the same: 325 rpm's on hi t t ing 
machine. Fl ights measured from hi t t ing ma-
chine to point of first touchdown. Distance = av-
erage distance of 12 balls of each brand Devia-
t ion = m a x i m u m variance, left and right ' s h o w n 
on diagram in relative ranking c losest ' to pin 



EXPERT 
SOIL 

BLENDING 

OLD OR NEW J « « B A Y 
CONSTRUCTION | IRRIGATION 

OVERLAND PARK, KS., P.O. BOX 4306 Nl 8 - 4 9 0 0 
PHOENIX, ARIZ., 55 EAST THOMAS 266-6631 

Better Seedbeds - Fast 
...cede 
THE PROVEN MECHANICAL STONEPICKER 
Revolving arm and rake design picks all stone to 
9 inch diameter—pulverizes, aerates and returns 
soil in ideal condition for seeding. Sod develops 

faster and sturdier 
— Contact manu-
facturer for more 
details. 

BRIDGEPORT 
IMPLEMENT 
WORKS, INC. 

Box 491G 
Stratford, Conn. 

06497 

For more information circle number 203 on card 

P I » 
M 

COLONIAL GARDENS 
GOLF COURSE CONTRACTORS 

write or call: W. W . Ullman, Consultant 
C O L O N I A L G A R D E N S I N C . 

P. O. Box 435 • Marietta, Ohio 45750 
P h o n e - 6 1 4 373 2188 

For more information circle number 166 on card 

For more information circle number 156 on card 

For more information circle number 184 on card 

For more information circle number 185 on card 

P u t t i n g g r e e n 
Continued from page 90 

in spring and fall, but didn't think it 
necessary to do it every year. He 
does it, he said, when he feels the 
greens need it—don't just aerify for 
the sake of aerifying. Craig said he 
used the spiker every other week 
from June through August to keep 
the green center (cupping area) in 
good condition. Bengeyfield cau-
tioned against aerifying too early in 
spring or late in the fall. This, he 
said, let the Poa annua in. 

Mr. Fuldwider then discussed top-
dressing. This practice is very im-
portant, he thought. He topdresses 
regularly to keep the putting surface 
good. On prepared mixtures, Ful-
wider emphasized the importance 
of quality and consistency. He con-
c e d e d that such m i x t u r e s are 
expensive. 

Fulwider tries to topdress every 
three or four weeks in the growing 
season. The amount of topdressing 
varies, depending on the grass, but 
light, frequent applications work 
out well. Don't forget care of the 
mowers, he said, when you top-
dress often. 

Fulwider uses steel drag mats 
after topdressing, then the green is 
raked over and watered by hand. 
Proper watering in is most impor-
tant, he thought. 

If you are going to do a lot of 
topdressing, Fulwider said, take the 
time and money to do it properly, 
including having adequate storage 
facilities. He also recommended 
that the superintendent should have 
one day a week to play golf—it's 
the only way, he said, to appreciate 
the course from the member's point 
of view. 

Roberts asked how much play 
Fulwider had on his course, observ-
ing that he (Roberts) had too much 
play on his course to topdress as 
much as Fulwider does. Fulwider 
replied that he had little play during 
the week. Also, that this practice 
had been going on for years, and 
his members were used to it! 

On the subject of fertilizing, Ful-
wider said that, although it was a 
very common practice, it was still 
not standardized. Research was 
still needed in this area. 

The trend, at least in the North-
east, was toward lower fertiliza-
tion, especially of nitrogen. Super-

Continued on page 94 

PRO SHOPS —FULL LINE 
GOLF EQUIPMENT 

Midwest Distributor 
Munsingwear 
Altmann of Vienna Sweaters 
Gulfstream Slacks 
ProGrip Gloves 
Kingslaw Prince Carts 
Louise Suggs Ladies' Wear 
Velvet Touch Putters 

Write for catalog 

GREAT LAKES GOLF BALL CO. 
4527 Southwest Hwy. 
Oak Lawn, III. 60453 

For more information circle number 227 on card 

GOLF 
NATION-WIDE DISTRIBUTORS 

FOR OVER 3 0 YEARS 
OF 

GOLF SHOP-DRIVING RANGE 
PAR 3 & MINIATURE COURSE 

SUPPLIES 
SEND FOR CATALOG: 

NORTHERN 
GOLF BALL CO. 

2350 W. ROSCOE ST. 
CHICAGO, ILLINOIS 60618 

For more information circle number 237 on card 
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MANUAL & AUTOMATIC 

T U R F I R R I G A T I O N 
Design—Installation 

Complete Pumping Installation 

SKINNER/BUCKNER/J-M 
PVC/TRAN SITE/RAIN BIRD 

Alcoa Aluminum Portable Pipe—Pumps 
RENTAL & SALES 

OLDFIELD EQUIPMENT CO. 
430 W. Seymour Ave., Cincinnati, O. 45216 

Phone: 821-5582 

COMPLETE 
GOLF COURSE 

CONSTRUCTION 
Also rebuild, move tees and greens, install 
watering systems. 

IBERIA 
EARTHMOVING SERVICE, INC. 

IBERIA, OHIO • Ph. Galion, 0. 419 468-5454 

TAT 
GOLF COURSE SIGNS 

Extremely smart looking signs 
with self fastening stakes. 

Signs 50c & 75c 
Stakes 25c & 30c 

Shipped in 24 hours 
Write for Free Brochure 

TAT GOLF SIGNS 
BOX 1, DUNEDIN, FLORIDA 33528 



The finest.. 
BUY 

BAG 
RACK 

It's the favorite of hundreds of the 

finest clubs throughout the nation. 

They like BAG RACK because it pro-

vides safe, convenient, neat storage. 

They like the way BAG RACK keeps 

members' bags visible, vertical and 

ventilated. They like BAG RACK'S 

versatility. It's completely adjustable 

in height and width for larger or 

smaller bags. They like BAG RACK 

because they can choose from over-

head support, free standing or single 

entry installations. You'll like it, too. 

Send us your letterhead. We'll see 

that you get detailed information 

and prices without delay. 

/ " H A C K YOUR B A G S . . . HOT YOUR BRAIN77? 

BAG RACK 
A product of 
NORMAN G. COPLAND 

& Associates 
DIVISION OF STEEL SASH SERVICE, INC. 

1300 Rand Road, Des Plaines, III. 60016 
Telephone (312) 299-7734 

For more information circle number 200 on card 

Putting green 
Continued from page 93 

intendents had found there was less 
trouble with " h u n g r y " turf than 
with over-fertilized turf. Fulwider 
thought a "happy medium" was 
necessary somehow. 

His own program called for using 
fertilizer in a 3-1-2 ratio at 3/4 lb. 
per thousand sq. ft. in April and 
mid-September. He uses five lbs. 
of nitrogen per thousand sq. ft. 
total for the year. However, he 
advocated the use of soil tests as a 
guide to the proper program at any 
course. 

Craig commented that he was on a 
"potash k i c k " right now, especially 
in high traffic areas. Roberts stated 
that his biggest problem was Poa 
annua. By decreasing phosphorus, 
he takes away just what poa likes. 
He uses eight pounds of nitrogen 
per 1,000 sq. ft. per year. Bengey-
field added that too many older 
superintendents ask, " W h a t have 
they done to ammonium sulphate?" 
This points up the necessity of 
changing your source of nitrogen 
occasionally. Use one type all the 
t ime and y o u get diminishing 

returns, as time goes on. 
Roberts then described his own 

particular preventive program. He 
uses Dyrene during the second and 
third weeks in May at weekly inter-
vals, with more applications against 
dollarspot and Helminthosporium. 
When the thermometer hits 80 de-
grees, and it's humid, he stops Dy-
rene and uses thiramand PMA, and 
stays through the summer on this. 
If there's a possibility of copper-
spot, he uses Cadminate. He also 
said he changes drastically to other 
products once in a while. 

He goes back to Dyrene in the 
cool months, then in the last week 
of November or first week in De-
cember he uses Caloclor against 
snow mold. Roberts described a 
visit to Dave Moote in Canada and 
illustrated this with slides. He said 
that Moote believes we have been 
looking at snow mold at the wrong 
time. He feels that snow mold is 
very active in October, and that is 
the time to use Caloclor. 

As regards insects, Roberts said 
he used heptachlor three times a 
year—let the birds tell you the right 
time to do it. His biggest weed, he 
stated, was Poa annua. The most 

LKQUID-LUSTRi^V 
f GOLF BALL 
^ WASH jj(| 
Costs as little as 2c per W i 

washer per week 

\ Keeps golf balls SPARKLING 
WHITE . . . Golfers satisfied! 
Perfectly safe for washers . . . 
either hard or soft water! 
Will Not cause RUSTING! 
No unpleasant odor—Ever! 
Used at fine golf courses from 
coast to coast! 

ORDER YOUR SUPPLY TODAY! 
Per Single gallon $4.95 
Order from your dealer or di-
rect from DBA and give deal-
er's name. 

DBA PRODUCTS CO., INC. 
Lok« Bluff, III. 60044 ^ 

For more information circle number 189 on card 

COLD WATER 
DRINKING 

EQUIPMENT 
GAS-FIRED Drinking Fountains 

and Water Coolers 
ELECTRIC Drinking Fountains 
No Moving Parts to Wear Out . . . 

IMo Motors to Burn Out! 
SAFARHDEPT. G) 

591 N.E. 5th Street, Pompano Beach 
Florida 33060 

Phone(305) 942-8076 
For m o r e i n f o r m a t i o n c i r c l e n u m b e r 1 5 5 o n c a r d 

A Proven Golf Ball Washer for . . . 

HENRY GOLF BALL WASHER 
Used On Leading Golf Courses 

Throughout The World 

You get more ball washer for the money with The 
Henry. It costs less initially. Course Supts' will 
find it requires minimum upkeep. Golfers through-
out the world have found that The Henry, with its 
rubber squeegee and gasket, cleans their balls 
faster and more efficiently. 

DEALERS IN ALL PRINCIPAL CITIES 

only 

$16-75 
Prices F.O.B. 

Milwaukee, Wis. 
Also avai lable in 
baked, enamel col-
o r s ® $17.75 

W. C. Schendel 
6510 W. River Pky. 

Milwaukee, 
Wisconsin 53213 

94 • GOLFDOM/1968 MARCH For more information circle number 231 on card 



effective control of poa he had 
found is good cultivation practices. 
Also, in the latter part of winter, 
he applies an arsenical and inhibits 
the early growth of the poa. 

Craig commented that he adds a 
little iron to his fungicide applica-
tions. It costs little and he has en-
joyed very good results. He then 
turned to the subject of irrigation. 

"Application of water , " he said, 
"should be done as the grass needs 
it—not when the superintendent 
wants to do it! Above all, don't 
leave the amount of water to be 
applied to your watering man. Don't 
laugh—I've heard this !" 

" H o w much water and when, I 
can't tell you, but you—the super-
intendent—must decide." 

Craig warned against the effects 
of wind, and to remember that you 
can always add water, but you 
can't take it off! 

You have to look at every green, 
Craig said. Get out early in the 
morning and look at the pattern of 
dew on the grass. If there are dry 
spots here or there, then go back in 
the afternoon and look for stresses 
or strains in the grass. Take a soil 
probe and educate the fingers to 
remember when soil is wet or going 
into wilt. " F e e l " is most important. 
While he had tried moisture gauges, 
he had found there was no substi-
tute for " p o k i n g " it. 

Craig tries to keep a even depth 
of moisture in his soil, say, in the 
top six to eight inches. He only 
syringes when it is windy—he finds 
it is not necessary otherwise with 
good soil. To get depth of moisture, 
use a low volume sprinkler such as 
the pop-ups. Their use, he said, had 
never given him any problems with 
wet spots. 

There's no substitute for hand 
watering on old greens, he said, 
where there are narrow aprons and 
tree roots under the green. These 
will go dry faster and, if you use 
automatic watering, you will make 
the area too wet . 

Fulwider then talked about ball 
mark repair. This is the most diffi-
cult task on a course, he said. If 
only a player would fix it right 
away, there would be no problem. 
The only thing to do here is to get 
the point over to the members 
somehow, and through cooperation 
with the greens chairman. 

Continued on page 105 

Building or banking, you can depend on Stewart 's con-
sistent quali ty to keep customers coming back for more. 
They're convenient to serve. Everbody likes them, and 
they'l l add variety to your daily menu. Stewart prepares and 
delivers forty or more, controls your inventory and loans 
free a quality oven capable of toasting up to twelve sand-
wiches in four minutes or less. You can operate wi th less 
labor, el iminate food waste, serve customers faster, and 
control costs more efficiently. Simply contact your nearby 
Stewart Commissary to learn how Stewart knack and know-
how can fit into your food service operation more profitably. 

SANITARY PREPARATION 
Preparat ion approved by 
national, state, local sanitation 
officials. 

SCHEDULED DELIVERY 
Delivered in refrigerated trucks 
to meet your scheduled needs. 

FREE OVEN LOAN 
Loaned oven installed free, 
utilizes only a square foot 
of space. 

Stewart Sandwich Service . . . now being served in more than 
45,000 outlets f rom coast to coast: 
SCHOOLS • GOLF CLUBS • POOLS • HOSPITALS • TAVERNS • 
BOWLING LANES • FOUNTAINS • DRIVE-INS • VENDING MACHINES. 

FREE literature available upon request. 

Stewart in - fna - red, inc. 
P.O. BOX 207, FONTANA, WISCONSIN 53125 

Stewart sandwiches...the best taste you ever toasted 
For more information circle number 151 on card 

...and bank on 

S t e w a r t 
commissaries 

deliver sandwiches 
you can build on 



14" x 7" Steel 
Just $4.89 ea. 

$ 1 . 6 0 each 
10" x 7" 

OUT OF 
BOUNDS 

GROUND 
UNDER 

PLEASE 
REPLACE 
DIVOTS 

Custom made tee markers! Your 
choice of size, beautiful colors and 
wordings. Die embossed in 24-gauge 
steel or .025 aluminum. Baked 
enamel finish will last for years. 
Signs shown have white letters on 
grass green background. Just send 
your score card with purchase order, 
delivery within three weeks. 

Hanley Industrial Court 
St. Louis, Missouri 63144 

For more information circle number 194 on card 

DIVOT-FIXERS 
Golfers insist on good greens! Furnish them with 

a DIVOT FIXER and they will do their part helping 

you maintain these beautiful greens. 

D I V O T FIXERS are now available in both alumi-
num and highly polished nickel steel, with stan-
dard i m p r i n t i n g " F I X B A L L M A R K S ON 
G R E E N S T H A N K S — Y O U R G R E E N S COM-
M I T T E E . " Samples furnished upon request. 

Prices effective Jan. 1, 1968 (plus shipping charges): 

Nickel steel 
( F O B Des Moines) 

Aluminum 
( F O B Des Moines) 

100-$20.00 100 -$12.50 

250 — 35.00 250 - 25.00 

500 — 52.50 500 - 40.00 

1000 — 95.00 1000 - 75.00 

$12.50 extra per order for special imprinting alu-

minum only), 1 or 2 lines, one side only. 1st line 

limit 26 letters and spaces. 2nd line limit 29 

letters and spaces. 

Woodside Golf & Park 
Supply Co. 

Des Moines, Iowa 5 0 3 1 3 
For more information circle number 232 on card 

PLASTIC PVC PIPE 
Rigid—10 ft. or 20 ft. Length 

LOWER PRICES ON 
LARGER QUANTITIES 

Schedule 160 Size Schedule 40 

$ 3.32 VI" $ 5.50 
4.11 VA" 7.30 
5.10 1" 10.85 
7.14 1 VA" 14.70 
9.02 1 VI" 17.50 

14.53 2" 24.00 
31.30 3" 49.00 

Above Delivered Prices Order of $500.00 
Fitting Available —Wr i te For Complete 

Price List —Coupl ing End, etc. 
Also Available 

General Purpose 
Lightweight Pipe 

and Heavy Schedule 80 
Any Questions Call 

Collect, Person to Person 
For RUDY 

Area 713—UN 9-5818 

NATIONWIDE SUPPLIES 
446 W. 18th — Houston, Texas 

WE PAY THE FREIGHT — 

Golf forecast 
Continued from page 64 

of the total 1,006,385 bags sold 
were in the two least expensive of 
the four price categories. 

The growth in golf equipment 
sales has been consistent, increas-
ing between 7 per cent to 9 per 
cent annually. In 1967, a golf equip-
ment sales accounted for 52.9 per 
cent of the nation's total athletic 
and sporting goods sales. 

In total related golf sales, includ-
ing the $248 million estimated to 
maintain the nation's courses, wear-
ing apparel and liquid refreshments, 
a conservative estimate has been 
placed in excess of $1 billion. 

G O L F ' S BRIGHT FUTURE 
Golf is a sport that persons of all 

ages may participate in throughout 
their entire lifetime. It offers the 
advantage of fresh air and sun-
shine, exercise, relaxation, com-
panionship, challenge and rewards 
of achievement. Even handicapped 
persons and those who might be 
out of condition for other, more 
strenuous sports, can play. 

According to Mr. Eckhoff , "Gol f 
course development in the U . S . in 
recent years is the most tangible 
and convincing proof of the extent 
and stable nature of golf's growth. 
There is every indication that golf 
facility development will continue 
to expand. 

"Requests for NGF course plan-
ning aids in 1967 were up 30 per-
cent over 1966. An interesting golf 
course is now considered an inte-
gral part of newly planned com-
munities—state, regional and local 
parks, recreation complexes and 
resort areas, schools and colleges 
and area regional renewal programs. 

" G o l f facilities benefit a com-
munity in many ways. They stimu-
late civic pride and create new 
business; they provide open space 
and increase property values in 
areas surrounding the golf course; 
they attract new industry, tourists 
and conventions; and, by no means 
least, they provide healthful, en-
j o y a b l e r e c r e a t i o n for all age 
groups." • 

Give to Easter 
Seals. 



Insurance Continued from page 1 4 

the cost to repair or replace dam-
aged property, but the settlement is 
subject to a fair allowance for de-
preciation. "Replacement cost" is 
the current price to repair or replace 
damaged property with materials 
of like kind, quality and size with-
out any depreciation. 

Because depreciation can be a 
serious loss adjustment factor, it 
is recommended that a country 
club insure its clubhouse and other 
valuable structures for their re-
placement cost value. Low-valued 
buildings may be insured for their 
actual cash value. 

Underwriters are reluctant to pro-
vide replacement cost coverage on 
dilapidated storm shelters, main-
tenance equipment sheds and bat-
tered outbuildings. 

Basically, the purpose of insur-
ance is to transfer the possibility 
of serious financial loss to an in-
surance company. Many country 
clubs overlook this concept when 
they insist on insuring low-valued 
structures of no real consequence. 

The premium required to cover 
old frame storm shelters in the 
open, for example, is comparatively 
high. The premiums would be bet-
ter spent to equip the storm shelt-
ers with lightning protection rods, 
thus safeguarding the welfare of 
the membership. 

Country clubs are accorded a 
substantial discount in the pre-
miums charged when property is 
insured for 80, 90, or 100 per 
cent of its value. However, no 
country club should attempt to 
insure its buildings or contents 
under this discount method unless 
it can authenticate the values by 
the support of a certified appraisal 
that has been kept up-to-date by 
a professional appraisal company. 

Arriving at values by applying the 
formulas employed to construct a 
financial statement for tax purposes 
will not constitute the certified val-
ues that must be presented to in-
surance companies in settling a loss 
under a fire insurance policy. 

When losses occur, a certified 
professional appraisal is invaluable 
to the settlement. The standard 
fire insurance policy states that the 

insured must be able to itemize 
and support in detail the actual 
cash or replacement cost value of 
all property, including the de-
stroyed damaged and undamaged 
property. 

If a club agrees to carry 90 per 
cent of the insurable values, for 
example, but only carried 50 per 
cent of the value, it has violated 
its part of the agreement and if 
a loss occurs the insurance com-
pany will be entitled to reduce its 

loss payment by the proportionate 
deficit. 

Thus, it is important for a coun-
try club always to carry adequate 
insurance to its current values and 
to have accurate professional re-
cords of the property insured. In-
surance companies are fair-minded, 
but they cannot be expected to 
buy ashes, rubble and debris. 

In determining the value of a 
building, the cost of the foundation 
is normally excluded. If a country 

Continued on paga 111 

! Controls more problem weeds and I 
• • 

\ grasses in turf, golf course greens / 
• • 

. and fairways.. .with greater . 
. safety... than any other 

. selective herbicide! . 

Safe to use on: Bluegrass spp., including Poa trivia/is. Perennial Ryegrass, Centipede 
Grass, Zoysia Grass, Bentgrass species, St. Augustine, Fescue spp., Red Top, Bermuda 
Grass, spp., Bahia grass spp., Pensacola. 
To control: Poa annua (annual bluegrass), Smooth Crabgrass, Hairy Crabgrass, Goose-
grass (Silver Crabgrass), Watergrass, Lambsquarters, Red Root Pigweed, Shepherds-
purse, Deadnettle (Henbit). 
Apply as an easy-to-handle granular material. . . BETASAN® 12.5 Granular selective 
herbicide; or emulsifiable liquid... BETASAN 4-E. Read and heed label directions. 
For your supply and more information contact: your distributor or StaufTer Chemical 
Company, Agricultural Chemical Division, 2 9 9 Park Avenue, New York, N.Y. 10017. 

STAUFFER CHEMICALS... at work everywhere 

For more information circle number 268 on card 



for a good g r i p - a better game 

Claro Non-Slip is a smooth grip 
cream. It gives you a truer, more 
confident feel of the club. It assures 
a firmer and more positive grip. 
Unaffected by perspiration, one ap-
plication lasts a full round. Just 50 
cents at pro shops. 

Purchasing Continued from page 46 

So, here is a new area that the 
s u p e r i n t e n d e n t has avai lable to 
work in so that he may more ef-
fectively spend the club's money. 

Within the scope of contractors' 
services we must be mindful of 
the many other ramifications of 
bidding, such as insurance certi-
ficates, specifications, " f r e e " en-
gineering, etc. All of these demand 
the attention of a capable super-
intendent trained in the art of 
spending. 

SELECTING SUPPLIERS 
The buying of materials, products 

and services for the club, brings 
us into contact with the sales rep-
resentatives, the distributors, the 
contractors and the manufacturers. 
So, as night follows day, where 
we have people, we have people 
problems existing. 

Salesmen and factory representa-
tives can take up much of the super-
intendent's valuable time. Occa-
sionally this time spent can be very 
rewarding, but, far too often, it 

encroaches upon an already tight 
schedule. The super who announces 
the time limit to the salesman, or 
who requests seeing salesmen at 
certain hours, or even by appoint-
ment, has gone a long way towards 
eliminating this potential problem. 

The experienced superintendent 
generally does his purchasing of 
materials through the old tried and 
true supply houses that offer him a 
"satisfact ion guaranteed" policy 
on all of his requirements. After 
all, this type of a distributor carries 
large and expensive inventories of 
all course materials so that he may 
serve your every need. They also 
have prompt delivery service and 
have a good-will or liaison man 
calling on you periodically to make 
sure that their products are per-
forming as they should. 

U n f o r t u n a t e l y , t h e s u p e r i n t e n -
dents are also being pressured by 
rather unscrupulous fly-by-night 
sales representatives who operate 
pretty much out of the trunks of 
their cars. They are little more 
than order-takers who operate be-
tween the manufacturers and the 

CLAROj LABORATORIES 
4 2 1 W. Ewing 

South Bend, Indiana 46613 
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you on ly need 1/3 T H E I N V E N T O R Y 

WITH TINGLEY GOLF RUBBERS 
R U B B E R C O R P O R A T I O N FOR M E N & WOMEN 

SOUTH PLAINFIELD 26 . N.J. EST. 1896 

WOMEN'S GOLF RUBBERS 

5 sizes f i t all women's shoe sizes and widths 
suggested list price $3.50 NOW AVAILABLE 
IN BRIGHT RED, brown and black. 

MEN'S GOLF RUBBERS 

4 sizes fit perfectly over all men's shoes 
sizes Wz to 13 suggested list price in 
brown or black, $3.95 

DISTRIBUTED BY A. G. SPALDING & BROS., INC. 
For more information circle number 190 on card 



9500 miles 
from Danang, 
Americans are 
fighting another 
enemy. 
Inflation is a threat to every family's paycheck . . . to the 
strength of our nation itself. And while other Americans 
are engaged in the fight for freedom half way around the 
world, we must be increasingly alert to the dangers of 
inflation here at home. 

American businessmen can help maintain a stable 
economy and curtail inflationary pressures through the 
Payroll Savings Plan for United States Savings Bonds. 
Money invested in Savings Bonds is actually an invest-
ment in the United States. It results in more effective 

management of the public debt, maintains the value of 
the dollar and provides a firm base for family security. 

In your plant or office, you can initiate and promote 
this program for systematic savings. Complete informa-
tion is available from your State Savings Bonds Director 
o r b y w r i t i n g t h e 
Treasury Department, 
United States Savings 
Bonds Division. Wash-
ington, D.C. 2 0 2 2 6 . 

m •oc ml** 

promote the PAYROLL SAVINGS PLAN for U.S. Savings Bonds 1 

The V 5 . Government does not pay for this advertisement. It is presented as a public service in coopeiation with the Treasury Department and The Advertising Council. 



fORE-PAR 
First to give you personalized 
flags... 
introduces TWO NEW ITEMS 

A b o v e : New Quic/c Change Flag with 

"built-in" tubular swivel, instead of 
grommets , can be changed in 5 
seconds. 

1. Remove nut & old flag. 

2. Slip on new flag, replace nut. 

Aluminum collar, supplied by us, 
easily converts any flagpole for this 
smoothly rotating flag. 

Right: 
Practice 

Green Marker 
This sturdily con-
structed aluminum 
& Reonite practice 
green marker gently 
ejects ball onto putt-
ing green when raised 
slightly. Marker will 
remain straight & up-
right & your putting 
green will look neat 
at all times. 

Also thirty-two exclusive, durable, 
color impregnated Reonite "Tee to 
Green" accessories as seen on the 
finest golf courses in the nation. 

ELEGANCE g. D U R A B I L I T Y AT NO EXTRA COST 

FORE-PAR will manufacture Tee 
Markers, Plaques, etc. to your OWN 
designs. Fully guaranteed. 

Write for brochure & supplier's name. 

FORE-PAR Manufacturing Co. 
2 0 7 9 Broadway, Laguna Beach, Calif . 9 2 6 5 1 

Area Code 7 1 4 4 9 4 - 5 2 8 2 
Pal. & Reg. Applied for 

Year-round 
spring cleaning 

Year-round attention to upkeep can reduce 

the confusion and expense of 

this annual headache. 

by Howard Williams, A. I. D. 

S p r i n g may mean robins and cro-
cuses to the general public, but it 
can bring headaches to the country 
club manager and the house com-
mittee. Nearly every club is faced 
with an annual springtime rehabil-
itation and spruce-up project for 
the clubhouse interior—at a time 
when there are also stringent bud-
get demands for the reconditioning 
of the golf course, tennis courts, 
pool, and parking areas. 

With wise planning and judicious 
use of funds the springtime interior 
rehabilitation confusion and ex-
pense can be reduced to a mini-
mum, if the program is phased for 
general, year-round attention to the 
up-keep of facilities. 

The importance of maintaining 
and redecorating the interior facil-
ities of a club on a twelve-month 
basis canno t be too s t rong ly 
stressed. Lounges, dining rooms, 
ballrooms, and cocktail areas, at-
tractively decorated, not only serve 
the day-to-day needs of the mem-
bership, but offer inviting surround-
ings for large private parties, wed-
dings, charity' affairs, and similar 
income-producing functions, which 
are frequently the backbone of the 
clubhouse economy. 

Increased general usage of all 
facilities by the members also will 
produce additional revenue. If card 
rooms, lounges and cocktail lounges 
are relaxing and hospitable in ap-
pearance, members are more likely 

to consider the club as a social 
center during cold and rainy weath-
er— not as just a place to go for 
out-of-door recreation. 

Remember, a well-designed din-
ing room will always out-draw a 
poorly designed one of equal ser-
vice. Also, don't overlook ball-
rooms. They often are so dreary 
that prospective hostesses, know-
ing that a fortune in floral deco-
ration would be required to create 
a pleasant atmosphere, will book 
their major receptions and parties 
into a local hotel. Well-maintained, 
tasteful, and well-planned areas 
for all-season activity will create 
a spiral of increased revenue, year 
after year. 

Facilities for teenagers also tend 
to be neglected. Teen rooms should 
be seriously considered for an at-
tractive treatment. All too often, 
these future adult members of the 
club are relegated to dingy base-
ment areas, where there is an un-
derstandable lack of pride, among 
the users, in the decor or in care-
ful treatment of the furnishings. 

Built-in maintenance, and the top 
value of every dollar invested in 
club properties depend on a few 
basic considerations: 

First, whether a club is consider-
ing new quarters, remodeling of 
existing quarters, or merely re-
decorating rooms, the services of 
experts in fhese fields are of prime 
importance. In any situation, de-
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