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National Golf Foundation announces a

Tough\twosome

Tough all right, because they cover for one
another. One shows you how to score, the
other how to avoid the penalties. One’s called
Golf Lessons, the other Easy Way to Learn
Golf Rules. Together they're called “tough
to beat”. Read their profiles and you'll see
why.

Golf Lessons—an 8% x 11-inch, 44-page
1968 revision of nine easily-understood les-
sons with over 90 illustrations by Golf Maga-
zine artist Dom Lupo.

Easy Way to Learn Golf Rules—an 80-
page, illustrated pocket-sized version of the
rule situations most frequently encountered
on the course. Based on the Rules of Golf as
approved by the United States Golf Asso-
ciation, the drawings are by Dom Lupo.

Single copy prices: Golf Lessons, 45¢; and
Easy Rules, 15¢. Order multiple copies at
volume discounts as listed: Golf Lessons, 11-
50 copies, 40¢ each; 51-100, 35¢; 101-150,
29¢; 151 and over, 25¢. And Easy Rules,
10-49 copies, 14¢ each; 50-99, 12¢; 100 and
over, 10¢.

The National Golf Foundation will imprint
the name and address of your golf course,
school or company on Golf Lessons for an
additional charge of $5.50 for orders of 100
copies, and 50¢ for each additional 100.

to beat

’------------‘

Clip and mail to:

NATIONAL GOLF FOUNDATION
804 Merchandise Mart,

Chicago, Ill. 60654

Name__

Address

Zip Code

Quantities desired:

Golf Lessons

imprinted []

Easy Rules

Indicate below the name and address for
the imprint of Golf Lessons.

Check enclosed []

\------------’

or please bill []
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Let Us
Help You

2 :

A lot of clubs have told us
they want personalized flags,
but they can't settle on a
design. If that's the case
with you too, let us send
you our booklet

“101 Flag Ideas”.

It's free for the asking.

>

STANDARD MFG. COMPANY
CEDAR FALLS, IOWA 50613

Emerson
Continved from page 18

ulation and making the club avail-
able to residents from a wide area.

Mobility also plays a major role
in the story of the success of clubs
in other parts of the country.

Consider Sankaty Head Golf and
Boat Club on Nantucket Island off
the coast of Massachusetts. Yacht
clubs are not unusual in this area,
but only modern transportation and
technology makes golf possible. It
also causes some unusual problems.

Two of the basic means of reach-
ing the club, whether for a round
of golf or for dinner, are boatsand
airplanes. Here, both the foursome
on the first tee and the guests arriv-
ing for dinner are at the mercy of
the weather.

Manager Peter Berrini has had
more than one party cancelled by
bad flying weather and more than
one tournament lost to off-shore
fog.

Staffing is even more of a prob-
lem at Sankaty Head than it is in
other areas. Not only must the
club provide living quarters for
its employees, but it must plan
their maintenance on a seven day
a week basis; for recreation on
days off as well as work days-
almost like having a club for
employees as well as for members,

Sankaty Head also discovered a
unique solution to its caddy prob-
lem when a caddy camp was or-
ganized on the island.

Privately operated, the caddy
camp not only provides a vacation
spot for its occupants, but caddies
for the clubs and a chance for the
boys to earn some money as well,

One fact seems evident from the
activity at these clubs. Their man-
agers, by their imaginative think-
ing and their evident skills, make
it apparent that they need stand
aside for no one when it comes to
management skills. And theirclubs
might be wise to insure that they
do not loose them to their big
city brethern. O

: ”
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DOLGE PRODUCTS
for MAINTENANCE

Weed 'ﬁ\‘g
Killers 3

Free Turf of Dandelions, Plantain
E.W.T. (2,4-D) WEED KILLER

Selective. Rids turf of dandelions,
plantain, other broad leafed weeds
without injuring good grass. Non-
poisonous. Dilute up to 400 parts of
water; spray.

Rid Turf of Destructive Insects
SOLEXTO

Kills bugs in and on turf. Dilute in
up to 400 parts of water.

Exterminate Moles and Gophers
NOMOLE

Finishes moles; punch holes in runs
and pour in. Kills gophers, too.

Eradicate Weeds on Parking Lots, Roads
S5 WEED KILLER

Can kill any weed it hits. Use on

parking lots, drives, walks, sand

traps, and other places where you
want no growth whatsoever,

Wash Golf Balls, Quickly, Thoroughly
DOLCO PINE BALL WASH

Right for rotary or paddle machines;
has pine aroma; efficient, agreeable

For literature on above products write
to The C. B. Dolge Company, Westport,
Connecticut
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GUESSWORK - GONE
WITH THE
MAC MODEL 1555T
BATTERY CHARGER

The new MAC Charger is superior
in every way with no timer to set,
no meters to read, it can’t be over-
loaded, or operated on reverse
battery polarity. Just watch the
indicating lights for mistake-
proof battery charging.

Each cycle is always correctly
charged — never an overcharge
or undercharge, regardless of the
condition of the battery at start
of charge. The Model 1555T has
three indicating lights that oper-
ate in sequence throughout the
charging cycle, showing the ex-
act stage of the operation. When
finished the green light signals
“on’’ showing the battery is fully
charged and ready. This accurate
and correct way of charging ex-
tends battery life and reduces
your maintenance costs. The only
thing an operator needs to know
is how to hook up the charger.

MAC offers the ultimate charger
through our years of experience,
know-how, quality, and customer
service.

Always specify and demand
MAC Chargers.

For details, write or call today.

MOTOR et

APPLIANCE CORP.

St. Louis Air Park

P. O. Box 22
Chesterfield, Mo. 63017
314-532-3406

For more information circle number 183 on card

Retailers show pros
Continved from page 51

customer, seeing your attitude,will
realize what a fine piece of mer-
chandise he's getting. Never take
out one pair of slacks. Take out
five or six pairs, lay them out on
a table, mentally working out co-
ordinating items at the same time
that you will show a little later.
You may sell three out of the five
slacks this way.

All the best stores present gar-
ments to you in a professional
manner as standard operating pro-
cedure. Much can be learned by
studying their methods next time
you are shopping.

Bud Werring, Ernie Sabayrac,
Inc., then gavealive demonstration
of these techniques of presenting
garments to the customer. He and
Don Drotman, Izod, engaged in a
spirited and amusing skit that
showed that if '"you talk slow and
move fast'' you can sell a member
his entire spring season’s golf ward-
robe in about ten minutes! Seri-
ously, though, Bud and Don did a
great job of showing how, as the
customer looks at the slacks, the
pro can keep talking and gather up
half a dozen shirts to coordinate
with the various slacks, sell them,
then move on to blazers, socks,
shoes and even ties.

Of course, you have to know
when to stop! But if youdon't even
give it a try, then you'll never
know if you would have encoun-
tered sales resistance.

At lunch the featured speaker
was Jerry Jontry, senior vice presi-
dent, ESQUIRE Magazine. Jontry's
address on ''The force of fashion''
yielded a barrel of laughs as well
as many interesting golf apparel
marketing facts.

Ernie Sabayrac got things going
again after lunch with a stimulating
talk on buying. Learn how to say
""No’’ to salesmen who call onyou,
advises Ernie. Pros are just too nice
most of the time and buy from far
too many salesmen, However, be-
cause their buying budget must
have a limit, they land up, for in-
stance, with four 5-dollar knit
shirts, all in medium and large, and
all in the same colors, from four
different suppliers.

All you're doing with this method

Continued on next page

News of
the industry

One-day symposium

A symposium on dead spot of
bermuda will be held at the Univer-
sity of Georgia, Athens, Georgiaon
June 11 at 8:00 pm.

It will be preceded by a field trip
which will start at Capitol City
Country Club, Atlanta, Georgia.

Nationwide clinics

Harley-Davidson Motor Company
is conducting a series of field ser-
vice clinics throughout the country.
Last month at the Milwaukee Holi-
day Inn West, Milwaukee area golf
course and country club personnel,
along with local Harley-Davidson
dealers, received instruction on the
latest factory maintenance tech-
niques.

Warren
expands distribution

The Rocky Ledge Farm and Nur-
sery has been appointed New Eng-
land distributor for Warren Turf
Nurseries, growers of lawn sod
with nurseries in the New York,
Ohio, Indiana, Illinois, Wisconsin
and California areas. They will
distribute sod, lawn food and other
Warren products.

FEED THE ANIMALS

KEEP GROUNDS CLEAN
THE FUN WAY...CUT
MAINTENANCE COSTS.

WHIMSICAL TRASH CAN LIDS . . . GOLF HAZARDS . . .
OVER 140 STOCK UNITS ... GIANT TRAFFIC BUILD-
ERS . .. ALL MONEY MAKERS. Write for information.

INTERNATIONAL FIBERGLASS CO.

Box 630658 Venice, California
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W. A. CLEARY CORPORATION

New Brunswick, New Jersey e Belleville, Ont. ¢  Skokie, Il

For more information circle number 207 on card

WORLD’S MOST DESIRABLE IRRIGATION SYSTEMS
ARE DESIGNED BY

Sotohmeont

AUTOMATIC GOLF COURSE IRRIGATION

CONSULTANTS

DESIGNERS

INSTALLERS
LARCHMONT
ENGINEERING For permanent
I.exingtonégdlc;s;uchusetts undérground

Members A.S.AE.-S.|LA. irrigofion Sysfems

we use
Johns-Manville
TRANSITE =
Asbestos-Cement -v
IRRIGATION PIPE |

For more information circle number 205 on card
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Retailers show pros

Continved from preceding page
is buying close-out material! Select
your suppliers with care, Sabayrac
advises, and stock deep in their
merchandise only. If amember hap-
pens to want a shirt from a company
that is not one of your suppliers,
then that's one sale you can't af-
ford to make.

The afternoon session continued
with a talk on shoes by James
Petcoff, James Petcoff Assoc. Fit
and comfort, he said, come before
brand and price with most people
when it comes to shoes. If youcan
fit them, you can sell them.

Be able to fit from inventory,
and only display what you have
in stock. It makes no sense to stock
heavily in a certain shoe and then
display a single sample shoe you
don't stock.

Other merchandising tips Petcoff
gave were: never buy the same style
of shoe in two brands—it shows
the customer that you couldn't
make up your mind; show shoes
with apparel as well as in the dis-
play in the shoe department; always
come back to the customer with
two pairs of shoes, not one—the
customer then has to decide which
to buy, not whether to buy or not;
always make the member try the
shoe on first, before telling him the
size—if he knows the size he may
reject the shoe before trying it on.

Boutique items are one of the
newest things recently introduced
into the pro shop. Jim White, of
Faberge, discussed some of the
new items now available for men.
These included ''natural look'' hair
preparations, hard-milled soap that
lasts three times as long as regular
soap, body colognes, after-shave
conditioners and, face conditioners
with that tanned look effect.

In selling these items, White said
that you must have the selling points
at your finger tips—as with selling
any item. For instance, selling after-
shave balm might seem like a tough
sell—especially when you know
that after-shave lotion is available
in the lockerroom. However, reg-
ular after-shave burns the face and,
though men have gotten used to this
over the years, new after-shave
balms soothe the face and prevent
shave rash.

To simplify the selling of men’s



toiletries in the shop there are dis-
play units available that take up
little floor space.

The next item on the agenda was
a talk by Mrs. Karin Gostowski,
"'Gal in the pro shop'' at Riviera
CC, Coral Gables, Fla., where Buck
Luce is the professional.

Karin emphasized that the word
"'sell"” has to be defined carefully
in relation to selling the women
on your golf apparel. It means,
of course, knowing your merchan-
dise and using every means—such
as apparel salesmen, ads, retail
shop visits—to improve that knowl-
edge. It also means that saying
""May I help you' is no longer
enough. Pick up the item and show
them the item personally.

Girls will always ask '‘what's
new?'' So Karin always makes it
a point to have something new to
show every week. Of course, you
can also give the impression of
"'something new' by judicious
moving around of merchandise.

Service is the key word with the
women. Competition is keen and
by all means offer alterations, pack-
age wrapping, monogramming and
other services that the customer
can get elsewhere.

Mrs. Gostowski then showed
how she would sell '"Miss Duffer’
who had just come to the club for
her first lesson.

In the course of the skit, Karin
observed that if women can't make
up their minds on selection, then
she will step in and suggest what
she thinks is best. A lot of women,
too, rely on their husbands to make
the final decision. Here, it's good
business to let them take both out-
fits home. Often, you'll sell both!

Karin said that of course it's im-
portant for the ''girl in the shop"
to wear what's available in the
shop. But, equally important, she
must not overdress. She said that
she always underplays her own
outfits, so that her lady customer
—and not she—will be the ''star."’

"Your silent partner—fixtures
and display’’ was the theme of the
next talk by Edwin Parrotte, design
director, Golf Inc. Parrotte said
that the modern retailer utilizes
specialists in every field of mer-
chandising—a layout man, a fixture
man, etc. ''We are now in busi-

Continved on next page

MONEY BAGS

New 4-bagger — Money-Maker

It’s as simple as this: if you've
been renting a 2-bag car for $7,
you can almost double your rental
income by getting $12 for our new
4-bagger. And each golfer pays less}

Double your fleet capacity?

Yes. And with less cars. You go
through those peaks of demand —
for tournaments, corporate outings
and other special occasions. You
probably have to beg, borrow or
rent additional cars. Our new 4-
bagger will accommodate twice as
many golfers, double your fleet
capacity. No more begging.

Most golfers want exercise, too!

For the first time, a foursome or
threesome can rent one car. Most
golfers want exercise, without

fatigue. With our 4-bagger, each
member of a foursome can walk 9,
ride 9. Each golfer in a threesome
is able to ride 12 holes.

Advantages of the 4-bagger

— Doubles your income potential
with less initial investment

— Doubles fleet capacity for those
periods of peak usage

— Eliminates caddy problem

— Reduces cost-per-rideronrentals

— Expands market to threesomes
and foursomes

— Satisfies golfer’s need to exer-
cise, without fatigue

Pay yourself with a demonstration.
The name of the game is profit and
our new 4-bagger doubles your po-
tential. Call or write us today for a
demonstration. That's free.

NAME o o o

CLUB 0

ADDRESS f = il
Ty -
STATE

— COUNTY

Limited Number of Distributorships Available. Write for Details

CLUBCARDIVISION — Stevens Appliance
Truck Co. Box 897, Augusta, Georgia
[ Send technical bulletins: “Care and
Feeding of Golf Car Batteries,” etc
[J we'dlike aCLUB CAR demonstration

Zip
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3 NUFSE?AY. INC 5
GROWERS OF
TORONTO C-15

BENT

SOD & STOLONS
PLUS
PENNCROSS BENT SOD

All our bent is grown on
sterilized soil to insure pur
ity of strain and freedom
from foreign grasses.

H & E SOD NURSERY, INC.
4301 West Flossmoor Road
Tinley Park, llinois
312-798-2210

For more information circle number 197 on card

. COLD WATER
o ‘% DRINKING
| ST ke

3

SAFARI
zj has a better way...

out on the course!

SAFARI GAS-FIRED DRINKING FOUNTAINS

operate for less than 7%¢ a day.

SAFARI GAS-FIRED WATER COOLER

gives on the spot, cool,
refreshing water whenever desired.

SAFARI ELECTRIC DRINKING FOUNTAINS
have no moving parts.
Allow low cost electric installation.

SAFARI
SANITARY ICED DRINKING FOUNTAINS

save up to 50%
on ice and maintenance.

.
Write for more snd detailed informatior

SAFARI
(DEPT. G)

591 N.E. 5th St,,
Pompano Beach, Fla. 33060

Phone (305) 942-8076

U.S. Patent 9666

For more information circle number 155 on card
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Retailers show pros

Continved from preceding page
ness,’’ said Parrotte, ''to serve the
pro in the same way." (Catalogs
will soon be available on this new
service.)

Ernie Sabayrac wound up the
day by emphasizing that ''You
must have a sale."” Many pros,
he said, consider that holding a sale
is below the dignity of a pro shop.
This is wrong, because every store,
including the finest around, hold
sales. It's the only way to stay in
business.

Every pro shop, Ernie said, has
loyal customers, who make up, say,
25% of the total membership. That
means there are 75% on which you
are missing out.

Make no mistake about it. This
“'sale’’ customer is valuable. First,
he is paying you good money for
your buying mistakes! Also, when
he buys a sale item from you, he
is buying a fine brand of merchan-
dise. He will note the name, be
satisfied with the item, and when
your new season's goods come in,
it's likely that he won’t be able to
wait until your next sale. Presto,
you have a new full markup
customer,

A pro should hold two sales a
year, said Sabayrac. Your fall line
should be put on sale before your
spring merchandise is put on dis-
play, between April 1 and May 15.
Your spring and summer merchan-
dise sale should not begin before
August first and should be ended
right after Labor Day.

In sales timing, there is one all-
important consideration. The cus-
tomer. He has to have the oppor-
tunity to wear the apparel right
away.

The sales dates suggested take
care of this. Fall merchandise can
still be enjoyed in April and early
May before the heat comes. And,
similarly, there is plenty of good
weather between August 1 and
Labor Day for the member to enjoy
lightweight apparel.

At the cocktail party that im-
mediately followed the seminar,
all the professionals agreed that
this had been a great innovation
in pro business education. Hope-
fully, by next year this idea pio-
neered by Ernie Sabayrac and his
suppliers can be put on a permanent
basis. O

GONTROL WILT

ON GREENS AND FAIRWAYS

APPLY STOMA SEAL
ON A 10 WEEK
PREVENTIVE SPRAY
SCHEDULE—MIX YOUR
OWN USING
AQUA GRO AND PMA

From the evidence of experi-
mentsand fromactual practice
on Golf Courses, the control
of wilt lies with the chemical
closure of the Stomata, so as
to govern the rate of transpi-
ration from the grass plant.
When the stomata are closed,
the loss of water is greatly
reduced.

STOMA SEAL CLOSES
UP TO 70%
OF STOMATA

AQUATROLS CORPORATION
P0I80 A3ISHIr M3IN 'NIANVO

POA STAYS TURGID, STAYS GREEN

For more information circle number 270 on card

Gordo-Hyde

Shoe Laces Par Excellence

Cordo-Hyde Shoe Laces stand up to
shock and chafe — round after round
after round. Stay tied, too! Your golf dis-
tributor carries them. Shoe lace profits
score aces with Cordo-Hyde Laces.

United Shoe Machinery

BOSTON , MASSACHUSETTS

For more information circle number 217 on card



Superintendent’s challenge
Continved from page 27
ing gradually through overseeding
with the Penncross. To overcome
the sopping problem he charts more
aerification, and the addition. of
Gypsum to the top dressing. This
gives better percolation of water.
In the fairways of the back nine
he has worked in stone drains and
culverts in the lower areas, putting
topsoil over crushed stone, then
sodding it over. The original Ken-
tucky Blue and Fescue is being
replaced with the Seaside bent;
again using the 40 lbs. per acre
seeding program. The heavy seed-
ing is done in the fall.
OVERALL MAINTENANCE

On both greens and fairways,
front nine and back, he uses a
commercial fertilizer every other
Monday during the season; ''10-
64'' with 60% organic which is
applied with water. Also during
the season he uses a commercial
spray for fungus and control of
crab-grass.

When asked why the switch to
Seaside bent rather than the Ken-
tucky Blue and Fescue, he replied,
""Hardiness. The Seaside will stand
up better to heavier play. Plus
the fact that as you cut close you
lose the Kentucky and get heavy
growth of Poa Annua."

It took almost four years to get
the problems into line. However,
no problem is ever completely
whipped, because as Dick points
out, '"There is a day-to-day prob-
lem in this part of the country
where heavy rain or snow can
benefit one fairway, but hurt an-
other. You just work handling each
hole as a separate course."’

As of now he has set a watering
schedule that has the greens get-
ting watered daily, all hand-water-
ing. On the front nine the hand
watering is necessary to keep them
moist and prevent the water from
running away. On the back nine
he hand waters to keep them moist,
but to prevent puddling as the clay
base does not accept the moisture
as quickly. On the fairways he
waters the front nine four times
a week with a %-inch of water
per watering, and the back nine
three times a week with 12-inch
per session.

For the cutting schedule he tries

Continved on next page

'SUPER SECUR

COMFORT STATIONS

MAKE BUSHES OBSOLETE
Maintenance is practically obsolete, too!
= 9 i*- e
iz NTREG
lasting, maintenance-free operation.
A truly rugged building for a golf course,

Super Secur Comfort Stations are con-
park, playground, or any area where heavy i i N -

structed of durable galvanized steel, with
unbreakable cast aluminum fixtures for long

use or vandalism is a problem. Feel secure, | Choose from standard model comfort stations,
buy Super Secur'

concession stands, or storage buildings.

VANDAL
PROOF!

Write for free catalog today.

SUPER SECUR

778 Burlway Road
Burlingame, Ca. 94010

f
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{2% FINEST QUALITY
CROSMAN’S

TURFGRASS SEEDS
FAMOUS FRESH

FOR GOLF COURSES
SEEDS

since 1838

£} ;\\“E*\{-flj'

a\».‘l

p.’v;},““‘
i Ll

e - B

Special Prices on Request
Certified Seeds and Formula Mixtures

CROSMAN SEED CORPORATION

CROSMAN TERRACE AND WEST COMMERCIAL ST., EAST ROCHESTER, N. Y. 14445

Telephone (Collect) 716-586-1928

For more information circle number 244 on card
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A“LOW DOWN" IDEA
NOW LOWER THAN
EVER

SNOWLD s
Tilt Deck TRAILERS
Capacities 700 - 3500 Pounds

Sell them to members who need
transport for their private golf cars
... 'piggy-back” club-owned cars
when they can't move under their
own power...haul maintenance
equipment and supplies.

New ‘“lo-ride” suspension system
places all-steel deck closer to the
ground, reduces loading angle when
deck is tilted. Tilt mechanism on
three largest models hydraulically
controlled.

Write for catalogs

THE SNOW CORPORATION

4418 McKinley, Omaha, Nebr. 68112

For more information circle number 266 on card

THE FINEST GREENS
ARE PLANTED WITH

W arnresn STOLONS

Perfect even texture
and color are main-
tained with clean,
pure-strain WAR-
REN'S 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 de-
velop a “‘patchwork”’
look after a few years.

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 anything less than perfect
greens only obtainable from pure-
strain STOLONS.

THE PINEST LAWNS
FA0M COAY 1O COaY

ARREN'’S
TURF NURSERIES

PALOS PARK, ILLINOIS

For more information circle number 182 on card
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Superintendent’s challenge
Continved from preceding page

to maintain his fairways at 5/8",
using a 7 gang 10 blade hi fre-
quency unit. The aprons are
trimmed to 1%2-inch with greens
mowers, and the greens are held
to 14-3/16 inches, depending on the
weather. The fairways must be
cut three times a week. The greens
and aprons are done daily.

The compaction resulting from
poor soil structure and heavy play
is compensated by bi-monthly spik-
ing and fertilizing. (With the golf
season running virtually through-
out the year, Dick has had to make
some changes for the late fall and
winter months). To save the wear
and tear on the greens he sets up
two holes, with the golfers chang-
ing the flag from one hole to an-
other as they reach the green to
putt out. The cups are changed
two or three times during the win-
ter season. The sites of the cups
must be chosen with care to put
them in position where the wear
on the carpets and greens can be
held to a minimum.

NEW PROBLEM

The last two years have intro-
duced anew problem, carts. "'Don't
misunderstand me,'’ said Dick.
"“I'm not fighting them. I realize
with the caddy shortage they are
the coming thing. As a matter of
fact they are not coming, they are
already here. But they are a prob-
lem, particularly on a hilly course.
I can't close the course every time
it rains, but when the fairways are
soft some golfers rut them out
completely, particularly going up
or down the hills. It has taken us
nearly two years to get the paths
in, to protect sensitive areas, yet
we still have golfers that refuse to
use the cart paths. I know that
this is a problem to the club, but
the results become my problem."

Would all the problems ever be
solved? ''Nope,"” said Dick, hap-
pily. ""A superintendent without
a problem is a most unhappy fel-
low. Naturally we take pleasure
in beautifully manicured greens
and aprons, and close-trimmed
fairways, but unless we had to
overcome problems to get them,
the club wouldn’t need us. So,
the more problems, the more
we're needed, and the happier
we are,”’ O

for a good grip — a hetter game

./‘
f Nv‘_,,un" o
{1
- \4"

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.

CLARO, LABORATORIES

421 W. Ewing
South Bend, Indiana 46613
For more information circle number 202 on card

SALE

Inventory Clearance
- Hurry -
Only 57 Left
Electric Victor Model

GOLF CARS

Inv. Sale No. Year Price*
14 1963 $449.
19 1963 259,
29 1962 249,
62 1959 349,
02 1959 199,
56 1959 149,
24 1963 50.

50 More Available
Send for Price List.
GOLF CARS, INC.

Maple Avenue
Horsham, Pa. 19044
(215) 0S 2-2200
*F.0.B. HORSHAM, PA.

BATTERIES & CHARGERS
ARE NOT INCLUDED.

For more information circle number 195 on card



Hew “Tnopliies!
Hew Low Prices!!
THE WORLD’

S
A NEW Concept —

IN

TROPHIES!
Genuine
Pewter Mug.
*English
Import
«Full Quart
Capacity
+Glass
Bottom

«1

Engraving
Only $10.00 list.

HOLE-IN-ONE
TROPHY

A For
; High Net,
High Gross,
40” TALL.
With
Male or

HOIH .0 AHdOYL 1S3T1V

§

; : = DIS-

XPW-4-5 Hole-in-One

Sunray Ball Holder & COUNTS

Engraving Plate. Genu-

ine Walnut Base. Write today for FREE

Ht. 414”—$5.95 each  32-Page Colorfully
Ball not included Hlustrated Catalog.

THE TROPHY & MEDAL SHOP
4560 N. Western Avenue, Chicago, I1l. 60625
Telephone: Area Code 312/271-7600
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TROUBLE FREE
RENTAL CART SERVICE

We furnish you all you need on
rental share basis. No investment
for you! We deliver and service
carts regularly and keep them in
good repair — FREE. Clubs not
held responsible for damages,
theft or breakage.

CADDY-ROLL
RENTAL SERVICE

Three Rivers, Michigan

For more information circle number 240 on card

Graffis

Continved from poge 12

commission last winter were so
successful Al was signed to repeat
the program in spring . . . He also
conducted golf classes one night
aweek for members of the Clarks-
town fire and police departments.

Joe Lee who was associated with
the late Dick Wilson in design and
construction is covering a lot of
territory in his work on new cours-
es .. . He's doing 18 on the shore
at Acapulco, Mexico; 18 for P.H.
Ludwig at Freeport, Bahamas; re-
modeling Stardust at Las Vegas;
doing another 18 at Great Harbor
Cay in the Bahamas . . . Flat Creek
CC and Peachtree City are Lee's
new ones in Georgia.

Quite a party at the formal open-
ing of Toney Penna’s new plant at
Jupiter, Fla., where Toney and his
staff are turning out custom woods
and irons ... Mr. and Mrs. Bob
Hope, the Perry Comos, the Lou
Strongs, Governor Kirk of Florida
and other notables, some of whom
are Penna's stockholders attended
the plant’s christening.

British PGA voted to use the
larger (1.68) USGA size ball in
their tournaments for the next three
years . . . In the British Open the
R&A 1.62 size will be used. ..
British ball makers long have made
both sizes and don’t think British
pros' switch to larger ball will
mean the British play-for-pay boys
now will sweep world-wide oppo-
sition to low places on the prize
lists . . . British Open prize money
this year up to $48,000; $12,000
more than last year . . . First prize
upped $2,160 to $7,200 . . . USGA
Open purse this year will be
$190,000.

There are some amateur golfers
left . . . Enough of them who are
prominent enough to make big
companies and advertising agents
pay attention to USGA amateur
status code when putting on big
prize amateur golf tournaments . . .
Astrojet Golf Classic prizes were
turned down, as in excess of ama-
teur limitation by Otto Graham,
Bill Rigney, Alvin Dark, Daryle
Lamonica, Mickey Mantle, George
Andrie, Willie Mays, Gino Cappel-
letti and Carl Yastrzemski . . . Gra-
ham wouldn't take a new auto

Continved on page 91

B& W
C-U-T-P-R-0-O-F

Solid Range or resale ball
HI-COMPRESSION

Brilliant Polyeurathene Finish
Looks, Feels Like a
Conventional Ball

$2.85 Doz. Red Striped.
Samples Available On Request

PRO SHOP SPECIAL

LIKE-NEW STANDARD
GOLF BALLS SUCH AS
WILSON, SPALDING,
ACUSHNET, ETC. NEAR PERFECT
$2.40 PER DOZEN

We feature a complete line of
range, miniature, par 3, and Pro
Shop equipment.

= F log.
% &) Write in for free catalog

i‘;:Q\ W 4 A
S W WY GOLF BALL CO.

6246 West Belmont Ave., Chicago, Iil. 60634
PHONE: (312) AVenue 3-7111
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play it “cagey’’ with
NYLON GOLF

PRACTICE CAGES

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,

Also built to your specifications.

30 Bridge St.,
Montville, Conn. 06353
CORP. (203) 889-2311

CLIP & MAIL THIS COUPON FOR FREE CATALOG

Name

Club

Address City
State Zip
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Short
handle,
light
weight.
Golfer can
rake trap
while
holding club
in other hand.

/t
¥ 9 HIGH DENSITY
PLASTIC_WEATHER- PROOFED

)|

The bright, yellow-

/“'\\ handled RAKE-Ezee
/ — Rake flags attention,
. reminds golfers to rake
T e | trap. Stands erect on
A j\l\ blunt metal point.
=% Sturdy, attractive, won't
rust, yet low in cost. Rake-Ezee

stands erect on point, reminds golfer to
rake trap. Fully guaranteed with tough

plastic head. See your distributor, or
write: >

MFD. BY
NORTH CENTRAL
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ROGERS MFG. CO. INC. OLATHE, KS

Grounds Maintenance
& Turf Equipment

SWEEPERS
THATCHERS
RENOVATORS | SEEDERS

AERO BLADES
AERATORS

SPIKERS
TRUCKS

BLOWERS
TRAILERS

Write for Nearest Distributor

Public or private?

Continued from page 42
wish, to the members or outside
investors at a profitable figure.

But please remember:

First—There is no sure-fire blue-
print for success. Luck plays a part,
No one can presume to know itall.
We mostly learn over the years by
trial and error. But just don't try
to muddle through or rely solely
on ''common sense.'' It's too
complicated, and specialized an
enterprise.

Running a golf club requires hand-
ling many diverse operations, such
as golf, swimming pool, tennis, ho-
tel, restaurant, bar, social affairs,
etc. with a serious, tough-minded
business attitude which may con-
flict with the traditional easy-going
approach of the Board of Gover-
nors of a non-profit country club.

Second—Don’t go into the golf
club '‘business’ unless you have
sufficient money, strength and the
compulsion to own a golf club.

As the late W. C. Fields might
say, "'It's like driving a swarm of
bees from Chicago to New York
without losing one."’

Third—Not all new owners win.

The reward, however, if success-
ful, is very satisfactory, financially
and personally. O

About the author—Lee Blau-
ner graduated from Columbia
University, New York. He
has been in charge of organ-
izing and developing the fol-
lowing clubs: Hampshire
Country Club, Mamaroneck,
N. Y.; Rye Wood Country
Club, (was part owner), Rye,
N. Y.; La Rochelle Beach
Club, New Rochelle, N.Y.;
Country Club of New Jersey
(27 holes), Westwood, N.J.;
Pines Country Club, Emer-
son, N.]J.; North Redoubt
Club, Garrison, N.Y.; Lake
Anne Golf Club, Monroe,
N.Y.; Loch Ledge Golf &
Country Club, Yorktown

CUSTOM MADE

WOODS
#1 THRU #15

Aluminum or Steel
True Temper
Shafts

Laminated or Persimmon
Heads

Bert Dargce
GOLF CO.
2665 BROAD AVENUE

BLDG. SECTION 2
MEMPHIS, TENN. 38112
Phone 901 - 324-4688

Fo

-
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Heights, N.Y.

GOLF CART TIRES

BIGGER PROFITS

FROM YOUR DRIVING RANGE
24 HOURS A DAY

ALL YEAR LONG !

AUTOMATIC

GOLF ~JENZKE
BALL ENDOR
VENDING G ot
MACHINE e

ALL MECHANICAL

NO ATTENDANT
TAMPER PROOF
5 YR. GUARANTEE

TRIAL OPTION

FINANCING PLAN

-V
\ A
&

WRITE OR CALL uz,‘

First Line, Nylon, Factory Fresh
18x9.50x8 — 4 Ply Tubeless $18.95
8.00x6 — 4 Ply Tube Type $13.95
6.50x5 2 Ply Tubeless $11.95
All other sizes quoted upon request. Freight PREPAID on
eight tire orders. Open Account to Rated firms. Write for
our complete Catalog.
MITCHELL INDUSTRIAL TIRE CO., INC.
P.0. Box 1852, Chattanooga, Tennessee 37407
Phone (615) 624-9955
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oot 215-372-5185

Rogers Manufacturing Co., Inc.
OLATHE, KANSAS 66061
Phone: 913—764-1615 or 913—782-0831

Reading Golf, Inc.

300 SPRUCE ST., READING, PA. 19602
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