.1

) =

-

- most useful vehicle on the turf!
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Forest CC, Armco Assn. Club
Landerhaven CC, Wil

*Indicates multiple user
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CUSHMAN MOTORS

917 N. 21st, Lincoln, Nebraska 68501
A Division of Outboard Marine Corp

[ am interested in other Cushman turf vehicles
Cushman Turf-Truckster dealers are every-
where. If you haven’t seen a Turf-Truckster in
operation recently, your Cushman Dealer will
be glad to demonstrate one on your home
ground. We have colorful new literature show-
ing all the jobs a Turf-Truckster can do. Use
the coupon today for literature, complete
information and name of your nearest dealer! |_
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Here are ten pointers that show you how to
avoid over-spending and over-ordering as well as ways to cash

in on late season trends

To the fashion-conscious golf pro, this time
of year is actually the spring of 1969. And,
he must begin placing his orders for the
clothing which will fill his pro shop during
the 1969 season.

Here are several pointers from GOLF-
DOM's fashion editor to be used by you, the
golf pro, as a guideline to this year's buying.

1. Before you begin to buy, make a list
from last year's inventory records to give
you a clue as to what sizes are your most
popular. Also, check the number of shirts
you sold last year against the number of
slacks, skirts, etc. If the sale of one particu-
lar item is low, it's a good time, NOW, to
know, and find out WHY, before reordering.
Serving as a handy inventory list for this
purpose would be a permanent card file with
a separate card for each club member, list-
ing at the time of each purchase the item
bought, the size, and the date of purchase.
This file can be used throughout the year as
a personal reference on each buyer.

2. After placing your initial order, don't
forget to cover the following points.

a. Make arrangements for reordering,
should you have underestimated your de-
mand.

bh. Ask about customer return policy on
faulty items. This is for your own protec-
tion and an easy means of establishing a
set policy of good will between you and your
club member.

c. Check about the possibility of return
of unsaleable items at the end of the season.

Companies which have this policy are few,
but it's worthwhile to ask.

d. Ask about the possibility of exchanging
sizes and/or colors at mid-season after you
see a trend established. Again, some com-
panies do allow such a service.

3. Select your sizes cautiously. Be careful
when ordering from a company which sup-
plies the same items to department stores,
for normal sportswear, as it sells to you.
YOUR shirts are designed specifically for
the golfer. They are often cut fuller and bhig-
ger than the ordinary shirt causing a “small”
in a golf short to be labeled a “medium"” in
the sportswear model. Keep this in mind
when a customer insists he wears a certain
size in a sports shirt. It might vary in goli-
wear.

4, Variety, the spice of life, is also the
spice of sales. Try to catch a newness and
freshness for your shop with variety in col-
ors and styles. Buy to offer your customer
a selection. However, don't go overboard. If
your club members are conservative, bright
purples and flashy prints, though eyecatch-
ing and perhaps refreshing, might look out
of place among your other items. The rule
is to offer variety within your own shop
“look."”

5. If you sell shoes, learn how to fit them.
Your knowledge in this department will be
the biggest determining factor in shoe sales.
The customer wants to rely on your judg-
ment; he wants to be convinced by your
experience. Your shoe supplier can help you
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Dr. Marvin H. Ferguson
GOLFDOM Agronomy Consultant

Are your course
maintenance $ $Spent wisely?

There are three major elements of
golf course maintenance which in-
fluence the amount of value de-
rived from the money spent. These
are: (1) the quality of the supervi-
sion, or the ability and compe-
tence of the golf course superin-
tendent and his assistant, (2) the
quality of the golf course crew,
and (3) the amount and quality of
equipment available for main-
tenance.

Insofar as the first of these ele-
ments, the golf course superin-
tendent, is concerned, most of the
nation’s golf clubs are fortunate
indeed. There are many excellent
golf course superintendents. This
is a profession that has made re-
markable strides in a relatively
few years. Pride and ability on the
part of the top superintendents
combine to provide excellent val-
ue for every dollar expended in
the form of salary. Those clubs
fortunate enough to have the
services of competent men should
make sure their superintendents
are not taken for granted and per-
mitted to be lured away by alittle
more money offered by a neigh-
bor club. There are many good
men, but there are not enough top
men to fill all the positions.

It has been demonstrated many
times that a club which pays more
for supervision will receive much
greater value for the money spent
for labor and machinery. When
the relative costs of supervision
are weighed against the totalbud-
get, it makes sense to acquire the
best supervision and planning abil-
ity that is available.

The second element mentioned
is that of the golf course crew.
Labor costs are usually calculated
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Dr. Ferguson gives his
opinions on such ques-
tions as whether it is
better to:
® Hijre a superinten-
dent at $8,000 or
$15,000.

® Hire 20menats$s1.75
an hour or six good
men at a higher pay
scale.

® Have eight mowers,
each 10 years old or
five machines, re-
placed regularly.

to be approximately 70% of the
total maintenance budget. Itis the
observation of this writer that
this is one area where clubs do not
get good value for the money
expended.

Unfortunately, golf clubs gener-
ally are accustomed to paying la-
bor at a rate equal to the lowest
scale offered by, industry in the
vicinity of the club. A man being
paid at the minimum rate certain-
ly cannot take much pride in his
position. If he is capable of learn-
ing any kind of skill, he can bet-
ter his position. If he is not cap-
able of learning skills, the golf
course is no place for him.

I have seen two examples re-
cently that illustrate the point. In
one case a greensman had a bolt
loosen in his machine and his
mower blade dropped down on
the putting green. He finished one
green and started mowing another
before discovering something

wrong. In the second case, aman
with a spray gun overlapped some
areas with a fungicidal spray. The
overdose caused burning of the
grass.

"'Cheap'’ labor is very costly in-
deed when its use creates damage
of this kind. Observations made
on many golf courses offer con-
vincing demonstrations that it is
more economical to hire more
competent and more reliable men.
Then if money is a limiting factor,
find ways to get by with fewer
men, but do not settle for in-
competents.

The late O. ]J. Noer stated on
many occasions that money
should not be wasted on a golf
course, but he also said to beware
of trying to save money on the
golf course to the detriment of ex-
pensive turfgrasses. Club mem-
berships are much less forgiving
of poor golfing conditions than
they are of a budget which was
exceeded in an effort to provide
good conditions.

The third element mentioned is
equipment. The manufacturers of
equipment, chemical tools, and
fertilizers have contributed great-
ly to the excellence of golf course
turf. Efficiency of maintenanceis
enhanced greatly by the availabil-
ity of a broad array of machines
and products.

It does not detract from their
importance to point out that the
chemical tools and the machines
must be handled by intelligent,
careful people. In the hands of
competent people, their impact
for good is tremendous. In the
hands of untrained or careless
people, their impact can also be
tremendous, and costly.

Continved on page 46



Meet the swinging new sales-makers
from Reliable of Milwaukee!

\

The golf wood protectors with sales personality. Come-on-

strong color. A springy, long-lasting fit. Plus the positive
Fu_ Iy WaShable washability customers insist on. Club Sox have the style a
Knlt CI“h SOX golfer goes for. The selling action a pro-shop can rely on—
from Reliable. Creslan acrylic is a product of American
ir fi id , New York, N.Y.

of 100% Creslan acrylic fiber Cpspeiiq eempayRian vy

slaxy

LUXURY ACRYLIC FIiBaE /A

For new Pro-Shop Catalog of knit golf accessories by Reliable, write Reliable of Milwaukee, Box 1367, Milwaukee, Wisconsin 53201.

For more information circle number 245 on card



It is frightening to find chemical
products being used on golf
courses when the user has no
idea of what the effect may be.
Far too many cases occur where
a ''superintendent’’ with ques-
tionable ability uses a product
simply because a salesman has
convinced him it will be good for
his grass, or his soil, or his cart
paths. The salesman who gives
away a ''17 jewel watch'' with
every barrel of his elixir that is
sold to an unqualified person in
a superintendent's job is perform-
ing a great disservice. If such pro-
ducts were of proven value they
could be sold for a fair price with-
out offering special inducements
to the buyer.

These remarks will indicate that
the three elements of golf course
maintenance are inseparable. A
competent superintendent is a
good investment even when he
commands a large salary. Good
workmen are necessary to main-
tain turf that will satisfy the de-
mands of discriminating golfers.
Good equipment and good chem-
ical tools will allow a modest
crew of competent workmen to
do more than a horde of poorly
trained men.

THE BUDGET

The relative efficiency of golf
course operation is quite dif-
ficult to ascertain because meth-
ods of accounting vary, golf
course terrain and physical fea-
tures vary, and because ecologi-
cal factors affect maintenance
needs. Some attempts have been
made by the United States Golf
Association Green Section to re-
duce golf course maintenance
costs to standard units which may
lend themselves to comparison.

Not all golf course budgets con-
tain the same items. Marvin Bus-
sey, former superintendent at
Jackson Country Club of Jackson,
Mississippi, and John Riordan,
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Spent WiSQIY? Continved from page 44

who was manager of that club
during Mr. Bussey's tenure, es-
tablished three separate budgets.
One was a maintenance budget.
It contained only those items
which reflected true maintenance
costs,

The second was a budget for
machinery amortization and re-
placement. These men used their
combined experiences to predict
"‘failure rates'’ for various ma-
chine parts and they established
an average ''economic life’’ for
each piece of equipment.

The third budget was one which
contained renovation orconstruc-
tion items. They believed that the
cost of building a foot bridge or
the time required to reshape a
bunker was not properly charge-
able to maintenance.

Mr. David Lilly, president of
Toro Manufacturing Company,
has contended that golf course
superintendents have proved
themselves to be exceptional turf-
grass growers, but he believes
their next challenge is to improve
their managerial skills. By doing
a better job of managing, they
can make their services even more
valuable to their respective clubs.

For a great many years, man-
agement consultants have worked
with industry for the purpose of
improving efficiency of opera-
tions. Such management special-
ists have analyzed operations,
have challenged the status quo,
and have pointed out methods of
doing the same jobs easier.

It would appear that there is a
need for the ''systems analysis"’
concept in golf course manage-
ment. The superintendent needs
to challenge each operation that is
performed to see if there is not
a more efficient way to do the
job. A great deal has been written
about ''putting wheels under golf
course workmen'' to reduce the
time of moving from one job to

another. Two way radio com-
munication is gaining favor. Auto-
mation of irrigation systems is be-
coming mure prevalent.

All these things are steps toward
greater efficiency. But in addition,
one needs to challenge his overall
concepts in the areas of manage-
ment and supervision, labor, and
the profitable use of machinery
and chemical tools. Can you af-
ford to pay a golf course super-
intendent $8,000 per year if your
greens are poor during a sixty
day period each year? Or is it
better to hire for $15,000 a year
a man who has the knowledge
and ability to keep those greens?
Is it better to hire 20 men who
will work for $1.75 an hour in
order to find six or seven who
will stay and do a barely accept-
able job, or is it better to hire six
good men who would be attracted
by a higher pay scale and who
may be depended upon to do
good work? Is it better to have
eight greensmowers that are ten
years old and in need of frequent
repair, or is it better to have five
machines which are replaced reg-
ularly so that repairs and '"down
time'' are kept to a minimum?

The club which will undertake
the task of evaluating its operation
and of answering questions such
as those we have used as examples
may find some surprising an-
swers, It may undergo some dras-
tic revisions of attitudes. It may
find that the best tools available,
a small but well paid labor force,
and the best superintendent it
can find will be the least ex-
pensive choices it can make.

As costs continue to climb, there
are going to be larger maintenance
budgets. The increases will be in-
evitable, The aim will be to buy
the greatest amount of golf course
maintenance with the number of
dollars the club can devote to the
purpose. An overall analysis may
be quite enlightening. |



CUSHMAN TURF-TRUGKSTER

the one all-purpose grounds maintenance vehicle

-

7 IT A TRACTOR to pull gang mowers

or other non self-propelled equipment. Big 9.50 x 8
traction-tread tires give plenty of traction without

USE IT AS A SMALL TRUCK for carryin

personnel and equipment everywhere. Has governe
top speed of 19 mph and 1,000 pound payload, for quick,
' AL, Do 2 '

o

USE IT AS A SPRAY RIG with boom for
spraying greens, without boom for large areas, or with
hand sprayer for trees and shrubs. Sprayer attachment
operates through optional power take-off. Power take-
off can also be used for operating compressors, genera-
tors, etc. The most versatile vehicle in your toolshed!

damaging turf. Six speeds forward through dual-range

transmission and variable speed governor give proper
speed and power for uneven terrain.

inexpensive transportation within the park, golf course
or cemetery, on the roads or cross country.

Write direct for free brochure.

CUSHMAN MOTORS

“’the big name. in little wheels"”
917 N.21st St. Lincoln, Nebraska
A Division of Outboard Marine Corporation

For more information circle number 173 on card



Our New
Spiketuft Carpet
made of 100% continuous
filament A.C.E. nylon

i CHEMICAL
. 3

{ ENGINEERE
i4

is so tough,
we guarantee
every square inch

¢ ! ; g ¥
ko 7

against every
golfer
who walks over it.
For Three Full Years.

Monarch Carpet Mills

information circle number 249 on card



Power-Bilts
help me
put my ball |
where the
hirdies are
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FRA/VI( BEARD MEETS THE BALL SMOOTHLY

Member Hillerich & Bradsby Golf Advisory Staff
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Finding more birdies is a matter of control.
Something you can give yourself with the
help of your pro — and Power-Bilts. Aiming
at birdieland and getting there is one of
golf’s great satisfactions. Master-Matched
Power-Bilts put you in control because all
clubs in the set swing exactly alike. No sur-
prizes. A 2-iron swings just like a 7-iron. You,
your pro, Power-Bilts and the confidence
you gain make a great foursome. Keep them
all together and the birdies will take care
of themselves.

With the help of your pro
Power-Bilts will help you, too

P. O. BOX 506, LOUISVILLE, KY. 40201
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The copter:

Among the factors
offsetting the cost

are: the course

Is sealed off for less
time, fungicides

take hold faster, and loss
of manpower is
considerably reduced

i
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