
If your bank is w i t h i n 68 
miles, CLUB CAR wil l drive 
you there—without a stop 
f o r r e c h a r g i n g ba t te r ies . 
CLUB CAR wil l go 2V2 times 

further between charges than wil l 
any other golf car and the batteries 
in a CLUB CAR wil l last 2V2 times 
longer than they wil l in any other 
golf car. This wil l enable you to 
use the car from sun-up to mid-
night (if you have a lighted course) 
without taking it out of service for 
recharging. Since golf car rentals 
are the largest source of income 
for golf courses we think it makes 

sense for you to use the one which 
wi l l make you the most money— 
and then take you and your profits 
to the bank. CLUB CAR wil l save 
you at least $50.00 per golf car 
per year in batteries and $33.75 
per golf car per year in electricity. 
Over a four-year period this is a 
savings of $83.75 per year or 
$335.00 per golf car in nothing 
but batteries and electricity. That's 
why we call it a "Blue Chip Invest-
ment". If you want these extra 
profits and savings call or write us 
for a demonstration. 

cyc<ui 
CLUB CAR DIVISION — 
Stevens A p p l i a n c e T ruck Co. 
Box 897, Augus ta , Ca. 
• Send technical bulletins: "Care and Feeding 

of Colf Car Batteries," etc. 
• We d like a CLUB CAR demonstration 
NAME 
CLUB 
ADDRESS 
CITY COUNTY 
STATE ZIP 
Limited Number of Distributorships Available 
Write for Details 

ORIGINATOR OF THE 4-BAG GOLF CAR 

INVESTMENT 

It'll Drive You to the Bank... 



"Nearly 9,600 pounds-
and not a mark on the turf! 99 

"I could hardly believe it when they tested a 
loaded Champion Doo-All Trailer on our No. 11 
fairway," said Steve Zappe, Greens Superintendent 
at the Springfield (Ohio) Country Club. 

"We had about 12 inches of rain in three weeks. 
The morning before the test, the course was closed 
because of standing water. 

"I let them run the trailer only in the rough at 
first, then down the edge of the fairway and, finally, 

right down the middle. There was not a mark on 
the turf — you couldn't even tell where the Terra-
Tires had passed. My shoe heels were actually 
doing more damage than the Doo-All loaded with 
two yards of sand." 

Could you use this gentle work-saver on your 
course? Models in 3/4, 1, IV2 and 2 cubic yard 
capacities, convertible to flatbeds, and all w i th 
Terra-Tires. 

ORDER FROM CHAMPION OR YOUR EQUIPMENT JOBBER THE CHAMPION COMPANY 
Springfield, Ohio 45501 

DOO-ALL TRAILERS—WHERE FINE TURF NEEDS EXTRA PROTECTION 



Great greens are great equalizers 

They'll putt straight and true for 
anyone who starts the shot 
out that way. 

In fact, professional turf takes 
a lot of excuses out of the game 
all the way from tee to green. 

Getting, and keeping, 
tournament quality turf on 
greens and tees is something 
every course superintendent 

strives for. 
And more and more of them are getting 

it with Vertagreen Tee-Green professional 
turf food. 

Tee-Green is formulated expressly for 
beautiful, durable tee and green surfaces. It 

Vertagreen Professional Turf Products from 

Agri-Chemicals, Inc. 
a Subsidiary of United States Steel Corporation 
P . O . Box 1 6 8 5 Atlanta. Georgia 3 0 3 0 1 

includes very special organic and chemicai 
plant foods including long-lasting, steady 
feeding nitrogen. 

Tee-Green is part of the total Vertagreen 
program for professional turf which 
includes a full line of turf fertilizers and 
dependable Vertagard turf protection 
products. They're getting a big play around 
the country. Try them and see why. 



Another Product of 5 0 Years 
National Chemsearch Experience 

Fifty years of experience are behind the 
grounds care system that keeps that 
turf vigorous. Fifty years of research. 
Fifty years of testing. 

That 's how Nat ional Chemsearch 
developed the new Gemini Grounds 
Care System. Here's how it works: First, 
feed the turf with TRIPLE " N ' \ the liquid 
high-nitrogen fertilizer that promotes top 
growth and greening. One gallon covers 
10,000 square feet, and it 's easily 
applied with the new 4-cycle Gemini 
sprayer. Then use VINA CHLOR, the 
long-lasting concentrated insecticide for 
sure kills even on DDT-resistant bugs. 

To stamp out weeds and all vegetation 
for a season or longer apply DK-80, the 

non-selective weed killer. Just spray it 
on with the Gemini. Deepenol 60, an 
additive in DK-80, soaks it down to root 
level. For selective weeding, there's 

APOLLO # 4 5 ; broadleaf weeds, wild 
onion and wild garlic go! And the grass 
stays vigorous and green. 

Ask your man from National Chem-
search about our complete line of turf-
care products. Fifty years of experience 
is hard to beat. We're not green when 
it comes to turf. 

CHEIT15EARCH 
® 

Solving Your Problems Through Research Since 1919. 
Dallas • St. Louis • New York • Los Angeles • Toronto 



Swinging 
around golf 
by Herb Graffis 

School is for all seasons 
Now we're about in the middle 
of school days in golf business. 
Far gone is the time when " b ' 
guess and b' god and let nature 
take its course" was adequate 
operating policy for any depart-
ment of the now billion-dollars-
plus golf business. 

The United States Golf Assn. as 
usual got off with the correct key-
note, "Economy in Golf Course 
Maintenance," at the Green Sect-
ion annual conference on Golf 
Course Management, January 24, 
which preceded the USGA annual 
meeting by a day. Who would have 
thought 20 years ago that the Green 
Section in any of its high-level 
deals would star superintendents 
such as Tom Sams of Audubon 
and Ray Hansen of Essex County? 
And the way superintendents now 
stand up and sound off with con-
siderable sense in these meetings 
is worth millions to golf clubs. 

If you want to see how far golf 
course maintenance has come as a 
business operation, read "Turf for 
Golf Courses" by Piper and Oak-
ley, published in 1917 by The Mac-
Millan Company. In it Dr. Walter 
S. Harban of the U.S. Depart-
ment of Agriculture and Columbia 
CC at Washington, told the history 
of starting course construction in 
1909, and how many things got 
screwed up because of ignorance 
and economy. I have seen, may-
be 1,500 golf courses burdened 
with e x t r a v a g a n t m a i n t e n a n c e 
costs because of so-called con-
structioneconomies.I'vebelonged 
to some of those clubs and saw 
fellows who didn't know what it 

was all about try to save construc-
tion money and endup costing the 
club heavily in corrective altera-
tions, several years of satisfactory 
play and temporary loss of super-
intendents' reputations. 

You've got to give Henry Rus-
sell, USGA Green Section chair-
man and his predecessors credit 
for seeing that superintendents get 
spotlighted because they are the 
guys who lose their jobs or go on 
to better ones depending on how 

L U C K Y B U C K 
SOLID GOLF BALLS 
Full (1.68" Dia.) Regulation Size 

Direct "Factory" Wholesale Prices 
F.O.B . N o r t h A u r o r a , I I I . 

B - l LUCKY BUCK ( 1 2 doz. m i n . ) $ 3 . 6 0 doz. 
B - 2 YOUR PRIVATE LABEL ( 2 0 doz. m i n . ) 

$ 3 . 6 0 doz. 
R - l S O L I D RANGE BALL ( 2 5 doz . m i n . ) $ 2 . 8 5 doz . 
R-2 S O L I D ECONOMY RANGE B A L L ( 2 5 doz . m i n . ) 

$ 1 . 8 5 doz. 
M - l M I N I A T U R E GOLF BALL ( a s s o r t e d c o l o r s ) 

$ 2 . 0 0 doz. 
T - l TEES, PLASTIC, UNBREAKABLE ( 3 5 M m i n . ) 

$2.10M 
S A M P L E ORDER 10 BALLS ( 2 of e a c h ) 

Pos tpa id $ 2 . 0 0 
( R e m i t t a n c e m u s t be w i t h o r d e r ) 

BUCK MFG. CO. — 3 1 2 897-7993 
109 Pierce St., North Aurora, III. 60542 

For more information circle number 191 on card 

the course is. Green Section staff 
for years has been far more valu-
able than it has been rated public-
ly for its scientific leadership, its 
working guidance and coordina-
tion of superintendents and their 
employers and for its amazing cor-
relation of the state experimental 
work on golf turf. 

The Golf Course Superinten-
dents Assn. of America's annual 
c o n f e r e n c e and exhibition of 
equipment, although always trying 
to focus on a phase of course man-
agement as a convention theme, 
seldom hits a subject as sharply as 
the Green Section. 

The conference program at Mi-
ami Beach did have a questionnaire 
which asked men attending the 
sessions the size of their mainten-
ance budgets (under $50,000 . . . 
$ 1 0 0 , 0 0 0 . . .over $ 1 0 0 , 0 0 0 ) , 
whether the course has an auto-
matic or manual irrigation system 
and whether the superintendent is 

Continued on page 69 

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 

For more information circle number 182 on card 

This COUPON entitles! 
you to years of \ 

trouble-free grass 
cutt ing w i t h 

.famous 

Send me 
FREE Literature 

Rotaries 
and also on Locke reel and Manco-Locke high• 
wheel mowers. I'd like name of closest dealer 
too. 

(name) (street) 

(city) 

Mfg. Cos., Inc. 
(state) (ZIP) 

5620-Y MacCorkle Ave., S.W. 
South Charlston. W Va 



te N E W 
ROSEMAN 

LO-CUT MOWER 

R O S E M A N 7V4" DIAMETER REEL WITH 10 
C H R O M E - N I C K E L ALLOY STEEL BLADES 

Nation- Wide Sales and Service 2 3 0 0 W . L A K E A V E . • G L E N V I E W , I L L I N O I S 

T I O S E M A N " 

Gives Putting Green Appearance 
to Fairways, Aprons and Tees! 

10 B L A D E H I G H SPEED REEL: For the 
finer groomed creeping Bent in the North 
and the new improved fairway Bents and 
Bermudas in warmer climates. 

E V E N D I S T R I B U T I O N OF 
C L I P P I N G S : With new scraper-
deflector, grass clippings are evenly 
distr ibuted,el iminat ing bunching, 
dropping and windrowing. 

P R E V E N T A T I V E M A T T I N G 
A N D T H A T C H C O N T R O L : 
Presents a preventative control of 
thatch and matting by cutt ing as 
low as Ve inch with a % inch fre-
quency of cut. 
E L I M I N A T E S S C A L P I N G ON 
M O U N D S : The 26 inch cutting 
swath of each unit gives greater 
flexibility. No "ribbed appearance." 
Smoother, more uniform cut. 

A V A I L A B L E in Hollow Roller or 
Rear Wheel Drive. 3, 5, 7 and 9 
gangs. 

Cutting Height as Low as.... 

Frequency of Cut as Close as. 



Turforass 
research 
review 
hvDr.James B.Beard 

Winter fertilization:a new concept 
Effect of Nitrogen on Winter Root 
Growth of Bentgrass. 
A. J. Powell, R. E. Blaser and R. 
E. Schmidt. Agronomy Journal. 
59(6):529-530. 1967. (from the De-
partment of Agronomy, Virginia 
Polytechnic Institute, Blackburg, 
Va. 24061). 

The objective of this investi-
gation was to study the effect of 
fall and winter nitrogen fertiliza-
tions on root growth of bentgrass 
maintained under putting green 
conditions. Root growth during 
the winter was ascertained by the 
placement of Penncross bentgrass 
cores in aluminum cans four in-
ches in diameter and seven inches 
in depth. These containers were 
placed in holes in a Penncross 
putting green and were removed 
at periodic intervals throughout 
the winter and spring periods to 
ascer ta in the amount of root 
growth achieved. 

One pound of nitrogen per 1,000 
square feet was applied in the 
following monthly treatments: (a) 
October, (b) October-December, 
(c) October-December-February, 
(d) October-December-February-
April. In addition there was (e) 
a check treatment receiving no 
fertilization during the winter peri-
od and (f) a two pound per 1,000 
square feet rate applied in the 
months of October, December, 
February and April. 

In these experiments conducted 
in Virginia latitudes the root 

growth was greatest during the 
fall and spring and minimal dur-
ing the winter period. Regardless 
of what month the nitrogen ap-
plication was made, there was an 
immediate affect in reducing root 
growth of the bentgrass main-
tained under putting green con-
ditions, but root growth was ac-
tually enhanced on a long term 
basis. The best root growth 
throughout the winter and spring 
period was achieved with an ini-
tial nitrogen application in Oc-
tober or with one or two addition-
al bimonthly applications made 
following the October fertiliza-
tion. Monthly applications of ni-
trogen at one pound per 1,000 
square feet throughout the winter 
period retarded root growth. Bent-
grass which received no fall or 
winter nitrogen fertilization had 
substantial fall root growth but 
resulted in minimal root growth 
during the spring period. 

The authors concluded that bi-
monthly applications made during 
the fall and winter period in Vir-
ginia latitudes resulted in im-
proved winter color, turfgrass 
quality and root growth of cool 
season turfgrasses . T h e s e re-
sponses were evident throughout 
the early spring growing season 
and resulted in a reduction in the 
amount of nitrogen which must be 
required during the spring period. 
This in turn decreased the problem 
of excessive top growth during 
the spring period. 
Comments: The concept of late 

fall or winter fertilization to main-
tain better winter color and root 
growth is relatively new. As a 
result the spring fertilization re-
quirement is reduced or elim-
inated. By avoiding the need for 
spring fertilization, the increased 
mowing resulting from the stim-
ulated top growth during the opti-
mum moisture and temperature 
periods of spring and early sum-
mer are avoided. This response 
is now documented by several 
universities and confirms the re-
ports from Virginia. This con-
cept of late fall and winter fertili-
zation may prove to be one of the 
most striking changes in turfgrass 
fertilization principles developed 
in several decades. 

The question arises as to how 
wide a range of latitudes and win-
ter climates this concept can be 
applied. Observations in regions 
where severe winters occur and 
low soil temperatures are com-
mon are that it has not been pos-
sible to maintain a green color 
through the winter period. Also, 
it has been shown that excessive 
late fall fertilizations applied dur-
ing the period when the grass is 
still making some vegeta t ive 
growth can result in decreased 
low temperature tolerance. More 
studies comparable to the Virginia 
studies need to be c o n d u c t e d 
throughout the climatic zones of 
the cool-humid region in order to 
ascertain how widely the concept 
of fall and winter fertilization can 
be employed. 



Sign of the times 
Continued from page 31 

determination to continue this 
policy. 

It will take a while for Golfcraft 
to rid itself of its business that is 
not pro-only, but once reaching 
that status here are some of the 
benefits the pro can expect from 
the merger. For the first time in 
the history of golf says parent 
firm Acushnet, golf professionals 

will have a complete line of golf 
equipment—golf balls, clubs, bags, 
gloves and headcovers—with no 
competition from any other outlet 
by goods from the same company 
under a different brand name. For 
the first time, states Acushnet, pro 
shop sales "will be protected 100 
per cent against downtown com-
petition." 

Another wedding within the lei-
sure field has seen Shakespeare 
acquire Plymouth Company, a golf 
ball manufacturer. Shakespeare 
hopes to be a prime manufacturer 
of all the products it sells and hopes 
to eliminate the middle man in 
many cases. 

MacGregor has acquired The 
Hinson Company, a golf bag 
maker. MacGregor is expanding 
and will take over the entire pro-
duction of golf bags now being 
manufactured by Hinson, hoping 
to accomplish this by 1970. 

The most recently announced 
merger is the acquisition of Har-
ley-Davidson into American Ma-
chine & Foundry Company. AMF 
is interested in leisure time activ-
ities (it is a prime supplier of auto-
matic bowling alleys and owns 
famed golf equipment supplier 
Ben Hogan) and feels the wedding 
to Harley a natural for this side of 
its business. 

Harley will operate as a wholly-
owned subsidairy of AMF. AMF 
told GOLFDOM it is reviewing all 
its golf-related activities which 
may mean that they will be able to 
offer more to the pro. Harley is, 
of course, the well-known manu-
facturer of both gas and electric 
golf cars, as well as utility cars. 

For a fitting cap, it might be well 
to mention that the Wilson Sport-
ing Goods Company has operated 
as a subsidiary of the giant Texas-
based conglomerate, Ling-Temco-
Vought. LTV has become known 
in industrial and financial circles 
as a company that moves to where 
the action is, fundamentally inter-
ested in acquisitions that link them 
to firms doing business in solid 
growth fields. There can be little 
doubt that leisure is one of these 
fields. 

A national financial newspaper 
recently pointed out that the fi-
nancial community is looking for 
a sharp rise in the revenues that 
are forthcoming through golf as in-
creased leisure time attracts a 
growing number of golfers, both 
young and old. 

Mergers may start with a con-
versation on the golf course, or 
perhaps end with such a conversa-
tion, but it must not be forgotten 
that mergers also effect the golf 
course. • 

DON'T SPREAD 
YOURSELF 
TOO THIN! 

Milorganite provides 
two and one-half 
t imes more nitrogen. 

Based on recommended cov-
erage, naturally organic Mil-
organite provides two and one-
half times more nitrogen per 
thousand square feet than the 
synthet ic "l ight-weight high 
analysis" fertilizers. 

But two and one-half times 
more nitrogen isn't the whole 
story. Milorganite has a natu-
ral balance of ALL the plant 
food elements needed for 
healthy turf. 



G raff is 
Continued from page 6 5 

responsible for golf cars and swim-
ming pools. 

Informal sessions at GCSAA 
where superintendents get togeth-
er and discuss their baffling trou-
bles often seem to me to be the 
conference feature that offsets the 
amount that most clubs spend in 
sending their men to the meetings. 
The intimacy, close cross-examin-
ation by various superintendents 
and suggestions and citations by 
material and equipment men such 
as Charley Wilson, Leo Cleary, 
Stan Frederiksen, Bob Miller, Tom 
Mascaro, Jim Watson and the 
Green Section and state agricul-
ture experts have solved more 
problems than chairmen or course 
o w n e r s or other e x e c u t i v e s 
realize. 

There's a tremendous geograph-
ical factor in course management 
problems that, despite program-
ming efforts, forces a general view 
in GCSAA schooling. The associa-
tion does as well as can be ex-
pected in moving around its annual 

CROYDON 
WHOLESALE CO. 

Silversmiths & Importers 
of Fine Silverware 

and Gifts 

Send For Our New 1969 96-Page 
Illustrated Wholesale Catalog. 

Tremendous selection of 
Fine Sterling Silver and Silver Plate 
suitable for TROPHIES & AWARDS. 

SPECIAL PRICES TO CLUBS 

Engraving done on premises 
Rush Reques t For F ree C a t a l o g 

On Y o u r L e t t e r h e a d 

CROYDON WHOLESALE CO., Dept. WG 
627 Kings Highway, Brooklyn, N. Y. 11223 

Phone 212 645-3113 

meetings to meet operating prob-
lems in turn at short range. GCSAA 
1970 annual conference will be 
at Houston. 

Club Managers' Assn. annual 
convention at Dallas, February 11 
to 15 is pretty much a review of 
the CMAA workshops in which al-
most 800 managers attended last 
year. The managers' study pro-
gram presents financial, building 
and property management, food 
and beverage management and per-
sonnel management study with an 

overall plan of certifying graduates 
of the three-year organized school-
ing as club managers. There have 
beenabout 5,000 enrollments in the 
CMAA study programs since they 
were started in 1955. 

Club financial management is 
accented in the CMAA courses. 
Club books are kept in the club-
house and not too often can club 
officials or members get a clear 
idea of what the club's financial 
score is. 

Continued on page 74 

M I D - W I N T E R 

GOLF CAR 
SALE 

Fleet Prices on 

HARLEY-DAVIDSON • CUSHMAN 

E-Z GO and OTHERS 

ANY AGE-ANY MODEL 

DELIVERED ON OUR TRUCKS 

REBUILT OR "AS IS' 

Big discount on-

Batteries-Tires-Chargers, etc. 

Call us Collect 

(317) 639-3593 

SAM O'NEALL GOLF SALES, INC 
1432 Kentucky Ave. Indianapolis, Ind. 



NOW Warren 
brings you 

Warren's A-20® 
Bluegrass 

The ideal grass for tees, approaches 
and collars. Takes short cut. Grows 
upright, gives better support to ball. 
Resistant to leaf spot, mildew, rust 
and stripe smut. Develops less 
thatch. Greens up earlier, stays 
green later. 

Golf courses from coast to coast 
for years have planted Warren's 
Creeping Bent stolons for the finest 
greens in America. Clean, pure strain 
Warren's stolons provide perfect, 
even texture and color. Greens 
planted with seed do not hold their 
uniformity of color and texture as 
well as greens planted with stolons. 

And Warren research has now 
made available the new grass, A-20, 
with the same high quality, for tees 
and aprons of greens. A-20 has 
been tested and rated by leading 
universities. 

Write for specific information 
about A-20 Bluegrass and Warren's 
stolons. 

Emerson 
Continued from page 58 

it very much to his liking, though 
a bit loosely run. But he felt that 
he could do a good job, and the 
pay and fringe benefits were ex-
cellent. 

On the job Jones found even 
more to reassure him. He liked 
the members and, apparently, the 
feeling was returned. He found, 
as the months passed, that more 
and more responsibility was given 
to him by the club's committees 
until, at the end of his first year, 
he was doing most of the plan-
ning and making the majority of 
the decisions that had formerly 
been delegated to the various 
committeemen. At the club's first 
annual meeting, he was roundly 
praised. 

His first few months with his 
new officers seemed to give every 
indication of a repeat of the pre-
vious year. There were a few 
comments that he seemed to be 
doing everything his way, but his 
explanation that as the man on 
the premises he was better able 
to see the overall operation and 
make the on-the-spot decisions 
seemed to be accepted. Thus it 
was a total shock when the club 
president informed him that his 
contract would not be renewed. 

In the heated discussion that 
followed, it became evident that 
some of the influential members 
of the club felt that as manager 
Jones had overstepped his au-
thority. Although he pointed out 
that he had accepted only those 
responsibilities which had been 
suggested during the past year, 
his explanation seemed to aggra-
vate matters. 

Mr. Smith's case, though differ-
ing in its time span, was basically 
similar. 

Over the years Smith had, in 
effect, become the club; his hand 
was evident in all decisions. By 
custom, the nominating commit-
tee consulted him on potential 
club directors; the entertainment 
committee habitually deferred to 
his recommendation, and the 
house committee and the greens 
committee seemed anxious to let 
him continue to make their de-
cisions. 

He had not acquired these re-
sponsibilities overnight, but only 

as each passing year inevitably 
brought the election or appoint-
ment of a few club members 
only too anxious to receive credit 
for work they could delegate to 
others. 

Now, with 15 years on the job, 
Smith had acquired a staff which 
could be counted on to work 
efficiently, the club annually 
showed a tidy financial net gain 
which could be used to develop 
its facilities. All the members 
needed to do was sit back and 
enjoy their golf club. 

The blow, then, was doubly se-
vere when it came. A month after 
the new board of directors took 
office word got to Smith that it 
was looking for a new manager. 
Unable to believe the rumor he 
confronted the president, who re-
luctantly confirmed it. When he 
asked for a reason, Shiith was 
told that the board felt that he 
was no longer functioning as 
they thought a manager should. 
Enraged at what he felt was a 
lack of gratitude Smith tried to 
take his case directly to the mem-
bers and abruptly found himself 
out of a job with two weeks pay. 

Although these two incidents 
differ in detail, the basic cause 
and the dismal endings are the 
same—and variations of the scene 
are played and replayed every 
year in clubs across the country. 

Each instance has one thing in 
common:' Neither club nor man-
ager took the time to develop a 
comprehensive job description for 
the position. 

Given the cost to the club in 
time and money and the cost to 
the manager in terms of reputa-
tion, the frequency with which 
both overlook a proper job de-
scription is truly amazing. 

The club spends dollars and 
hours in screening and interview-
ing applicants, pays for telephone 
calls, transportation and often for 
moving expenses. Yet it seldom 
puts in writing—even in general 
terms—what it expects of its man-
ager, the limits of his responsibil-
ities or a definition of his privi-
leges. 

The manager all too often lays 
his professional reputation and 
his personal security on the line 
in exchange for a vague verbal 

Continued on page 76 




