
Happenings, East and West 
A report on the Massachusetts State Turf Conference 

By Bill Smart 
Superintendent, The Powelton Club, 
Newburgh, New York 

The Chicopee Motor Inn was 
filled to overflowing on March 5 
to 7 for the conference sponsored 
by the Massachusetts Coopera-
tive Extension, Massachuset ts 
Turf and Lawn Grass Council and 
the Golf Course Superintendents 
Assn. of New England. 

Opening session started at 1 
p.m. on Wednesday, a very sen-
sible move which eliminated the 
need to stay Tuesday night to 
catch morning speakers. 

Well-traveled Tom Mascaro of 
West Point Products cited in-
stances whereby lime and top-
dressing, light verticutting, drag-
matting or watering had stopped 
the action of disease on greens— 
notably dollar-spot. More inter-
esting was the information on 
exudated water (usually thought 

of as dew). Under the proper con-
ditions this harmless-looking 
moisture can be toxic to turf. If 
there is a high salt index present, 
a hot water extract from the 
thatch can be produced, which 
can kill seedlings and stolensand, 
at times, mature turf. Normally, 
rainfall and irrigation keep the 
situation under natural control. 

Rowland Armacost of Waubee-
ka Springs Links was not sched-
uled to speak, but because the 
conference was running ahead of 
time, he did. He described a new 
cult ivator, which is currently 
being designed by a General Elec-
tric engineer and which is said to 
have advantages over the present-
type hollow tine machines. It is 
not yet in production. 

John Spodnik, president of the 
Golf Course Superintendents 
Assn. of America, spoke about 
the growth of golf, commenting 

that courses will continue to be 
built because of player pressure 
and that the player is becoming 
more sophisticated. Unfortunate-
ly, this sophistication does not 
apply to his knowledge of the su-
perintendent and his work. Of in-
terest to everyone present, who 
desire a national conference in the 
Northeast, was Spodnik's state-
ment that the day was at hand 
when national conferences must 
be planned five years in advance. 

Dr. Joseph Troll of Massachu-
setts State College and a member 
of the planning committee is one 
of a growing number concerned 
with the ecology of the turf, 
specifically the effect on turf of 
current practices and certain ma-
terials. Dr. Gunner, also of Massa-
chusetts State, expounded on this 
theory. 

Dr. John Harper of Pennsylvania 
Continued on page 90 

A report on the Rocky Mt. Golf Management Seminar 
By Jerry Claussen 
National Golf Foundation Club Planning 
Consultant, Lakewood.Colorado 

Improved communications has 
often been cited as a key to ex-
ecutive cooperation and more ef-
ficient operation of a golf or 
country club. 

This is the basis for golf's most 
unique educational program, the 
Rocky Mt. Golf Management 
Seminar. The third annual semi-
nar was held March 10 at Pine-
hurst CC, Littleton, Colo. 

Co-sponsors are the National 
Golf Foundation, Colorado Golf 
Assn. , Colorado Professional 
Golfers' Assn., Rocky Mt. Golf 
Course Superintendents Assn . , 
and Mile High Club Managers. 
The 65 who attended the 1969 sem-
inar had equal representation of 
superintendents, managers, pro-
fessionals and others involved in 
the golf business. 

The need for good communica-
tions among club owners, mem-
bers and department heads was 
emphasized over and over again 
during the all-day program. Pan-
els discussed how to solve man-
agement, golf services and course 
maintenance problems, including: 
• whether a general manager or 
a trio consisting of manager-pro-
fessional-superintendent is the 
best way of running a large club; 
• minimum wage law changes 
and how they affect clubs; 
• design of golf shops to best 
serve golfers; 
• advantages of automatic irri-
gation systems; 
• cup settings and other greens 
management techniques; 
• construction and maintenance 
of golf car paths; 
• common mistakes in planning, 
building and putting new courses 
into operation; 

• programs for training and mo-
tivating personnel. 

Major speakers included Wil-
liam Bengeyfield, western direc-
tor, USGA Green Section; Miss 
Shirley Spork, educational ser-
vices consultant, NGF; and David 
Milek, insurance executive. 

Some of their key statements: 
Bengeyfield—Most golf courses 

have been and are being built 
with little regard for future main-
tenance. But maintenance should 
be the most expensive considera-
tion. Good design doesn't com-
pensate for lousy grass. 

Spork—A good program for ju-
nior golfers should include a plan-
ned schedule of tournaments, free 
use of courses for these events, 
standardized teaching methods, 
an organization with standardized 
membership qualifications, writ-
ten tests on rules and etiquette, a 

Continued on page 90 



Better apply Balan granular. 
It's dependably waterproof. 

Clings to soil particles despite rainfalls 
and irrigation. Stops Poa annua 

and most other annual weed grasses. 

Great weather for ducks. 

But what i f 
your wéed control 

lays an egg? 



As a professional whose place of business 
is in the open, you expect variable condi-
tions. N e a r - d r o u g h t weather . Cloud-
bursts. Prolonged rainy spells. And you 
put up with them. On top of this you're 
probably irrigating heavily. But why put 
up with herbicides that can't take these 
variables in stride? That leach out of the 
weed-control area and lose effectiveness. 

F O R M S P R O T E C T I V E Z O N E . A p p l y p r e -
emergence Balan with full confidence. It 
won't be leached away. Balan has a unique 
ability to cling to soil particles, forming 
its protective zone where weed grasses 
germinate. That's as far as they get. 

STAYS PUT. M a y b e you 've tr ied some 
herbicides and found they failed. Exces-
sive moisture from heavy rainfalls or re-
peated irrigations washed them clear out 

of the picture. Not with Balan. It's barely 
soluble in water. Ignores the weather, 
ignores irrigations, and stays p u t . . . keeps 
working month after month. 
NO RESIDUE. When its job is done, Balan 
breaks down gradually and naturally in 
the soil. No fear of residue to cause prob-
lems later. 
On northern (cool season) turfs, one appli-
ca t ion handles your weed control . On 
southern (warm season) turfs, two appli-
cations at a heavier rate may be required 
because of the longer growing season. 
Dependable, economical Balan Granular. 
The waterproof way to stop crabgrass, 
Poa annua (annual bluegrass), goosegrass 
(silver crabgrass or crowfoot) — and -all 
your worst weed grass problems. See your 
distributor now. 

B a l a n 
(Balan™—benefin, Elanco) 

One of Elanco's 
dependable 
weed-control 
crew. 

E L A N C O P R O D U C T S C O M P A N Y • A division of Eli Lilly and C o m p a n y . Indianapolis. Ind. 46206, U . S . A . 



Emerson 
Continued from page 32 

INVESTMENT INCOME 
Investment income appears now 

to be a minor problem. The IRS 
has ruled on many occasions that 
an exempt club may not receive 
investment income with a few 
minor exemptions. When these 
exceptions do apply we feel that 
a tax on the income would be ap-
propriate. However, here as with 
non-member income, the imposi-
tion of the tax would obviate the 
need for the prohibition. 

CAPITAL GAINS 
We must voice our opposition 

to the proposal to tax the capital 
gains of social clubs. We are not 
aware that this proposal would 
raise substantial revenues from 
the Treasury's standpoint, but the 
amounts from the standpoint of 
an affected club would be large 
and in some cases catastrophic. 

Capital gains arise infrequently 
in the industry as a whole. They 
almost invariably occur when a 
club sells land as a result of con-
demnation or economic necessity. 

The economic necessity usually 

For more informat ion circle number 132 on card 

arises when the property tax bur-
den on the club's land becomes 
too heavy for continued use. Typ-
ically our country clubs are sub-
ject to the increase in land values 
which has been a characteristic of 
our economy for many years. As 
urban usage spreads to the borders 
of a country club, its land value 
will increase dramatically. Inmost 
states land is taxed at a value 
based upon the highest and best 
use to which the land can be put. 
If high-rise apartments appear in 
a club's neighborhood, taxing au-
thorities will value the club's land 
at the same figure as the apart-
ment developer 's land. This 
causes great increases in taxes— 
in one example a club which paid 
$30,000 for property taxes last 
year received a bill for $180,000 
for 1969 property taxes. 

These drastic tax increases re-
quire that the club move to less 
valuable land. This requires the 
construction of entirely new facil-
ities and usually requires the club 
to borrow heavily to augment the 
land sale proceeds in financing the 
acquisition of new facilities. 

When land is condemned the 
problem is similar. The club must 
move and acquire new facilities. 

In both these cases the capital 
gains tax would take away a sig-
nificant portion of the proceeds 
and, in some cases, prevent the 
club from reinstituting operations. 

A sale of club property is usually 
a wholly fortuitous event. But, it 
is an event which is contrary to 
the preference of the members. 
They do not move voluntarily; 
they do not sell their facilities 
voluntarily. When this event does 
occur—and it's happening more 
often—it is always damaging to a 
club and frequently the damage is 
irreparable. 

SUMMARY 
Our position then, is that we do 

not oppose the principle of the ex-
tension of the unrelated business 
income tax to clubs. We oppose 
vigorously the imposition of a cap-
ital gains tax on the sale of club 
facilities. 

For a comprehensive look at 
the rising property costs that 
are plaguing today's country 
clubs, turn to page 54 



Some fifteen years ago, when golf course greens were still 
being raked by hand to remove thatch, West Point designed 
and introduced the first Verti-Cut® Mower for greens. Over 
the years many refinements have been made to that original 
model. The new model VC-5 Verti-Cut® is equipped with 
7 HP Kohler engine. 

But the design of the patented blade has remained the 
same. It CUTS OUT grain and thatch leaving behind it a 
smooth, superior putting surface. 

And while the Verti-Cut® is improving putting surfaces, 
it's improving growing conditions for the turf. NO plant can 

survive if dead and dying plant material is permitted to 
choke off the plant's air, water, and food supply. The VC-5 
Verti-Cut® makes certain that these necessities reach the 
soil surface. 

Make certain to "harvest" the dead material on your 
greens this fall. The life and health of your turf next spring 
depends upon it! 

And complete the maintenance program by opening the 
soil with the Vertifier or the Aerifier®. Your turf will re-
spond and produce the kind of turf that is good to play on 
and that resists drought and disease. 

I A / P I T C • W e s t P o i n t P r o d u c t s C o r P - ' W e s t P o i n t ' P a - 1 9 4 8 6 
U 1 j I I £ B Mfrs. of Aerifiers®, Verti-Cuts® for greens, tees, and fairways; and the Vertifier, Power Drag, 

Aeri-Spiker for greens. 

*Do YOUR golfers 
know that the 
VC-5 VERTI-CUTS 

reduces golf scores?? 
*Grain develops quickly on intensively managed turf. It can deflect the best putts. The VC-5 
Verti-Cut® removes "grain" with no disturbance to the grass. 

specially-designed ever-sharp blades 

anti-scalping roller 

finest ad justment—1/32 increments 

7 HP Kohler engine 

For more information circle number 229 on card 



O n e time major league baseball 
player (catcher with six different 
teams) and present day raconteur 
and sports announcer Joe Garagi-
ola sharpens his golf game with 
practice on Manhattan's East Side. 

Sound improbable? Not only is 
it probable, it's convenient! Many 
of the city's golfers have found 
they can sharpen their game and 
get in worthwhile practice ses-
sions in the course of a business 
day, in the heart of the asphalt 
jungle. 

City pro shops are relative late-
comers to the golfing scene. In 
New York the earliest of the breed 
arrived on the scene about 25 
years ago. Then the business of 
the city pro shop was golf lessons. 
The shops were looked upon with 
some skepticism, and many said 
instruct ion indoors was tanta-
mount to no instruction at all. 

PRO 
SHOP 
IN 
THE 
CITY 



Despite this criticism, city pro 
shops not only managed to survive 
but have flourished and broad-
ened their operations to the point 
where, today, sales of golf equip-
ment and apparel occupy a place 
in the city shop that compares 
favorably to the country club pro 
shop. 

The Town House Golf Club, 
located at 153 E. 52nd Street in 
Manhattan, is just that—a golf 
club and pro shop. Walter Reave-
ly, owner and head pro, offers 
yearly practice memberships to 
golfers for a fee of $100. Mem-
bers may come into the club and 
practice whenever they wish. 

Golf instruction is a big part of 
most city operat ions . T o w n 
House , for example , is o f ten 
booked for 35 to 40 half-hour 
lessons daily. From lessons come 
equipment and accessory sales. 

" T h e important thing with peo-
ple taking lessons in the city has 
to be that we show we're con-
cerned with how they do. I sup-
pose it's a personal touch, but 
whatever it is, they keep coming 
back and keep referring others 
to us for instruction. That's what 
keeps us in b u s i n e s s , " says 
Reavely. 

Another reason that keeps Town 
House in business is the use of 
closed-circuit television to study 
the golfer's swing as he takes a 
lesson and then show, by instant-
replay, how the golfer looks. The 
instructor can analyze a faulty 
swing and correct it. 

Town House offers the golfer 
10 tees on which to practice or 
take a lesson. Along with this is 
a putting green and a sand trap 
to practice the gentle arts of blast-
ing from bunkers and putting. 
" W e try to give the golfer some-
thing for every situation he might 
encounter on the course," says 
Reavely. 

In the equipment field Town 
House stocks only pro-line mer-
chandise. The shop does a healthy 
business in clubs and balls and a 
sizable amount of sales in items 
of apparel,gloves and shoes. The 
sell is soft and prices are always 
maintained at a competitive pro 
shop level. 

World of Golf, located a flight 
above street level on E. 47th 
Street, was opened recently by 
Frank Malara, Jr., who is also 
the owner of Al Liebers Golf 
Equipment Company. 

Continued on page 50 

Amid the mayhem of Times Square, viewed (left) from the All ied Chemical 
Tower, Sam Sharrow's pro shop is like an oasis. At Sharrow's (fourth from 
top) and Richard Metz's shop (second from top) businessmen often stop for 
quick practice sessions during lunch hours. The World of Golf (top and third 
from top), uses well-l i t displays to lure customers in busy city surroundings. 
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GOLF PRIDE GRIPS ADD PRO SHOP PROFITS 

You can always sell more Golf Pride grips. Many report 
grip installations are their most lucrative service. Small 
investment! High Profit! 

THESE PRO ONLY GRIPS GIVE YOU PLUS BENEFITS 

Installation of Golf Pride grips is a service that brings 
you in closer contact with your customers. Your interest 
in their grips wins good will, arouses their interest and 
leads to more lessons and sales. 

ONLY GOLF PRIDE GRIPS HAVE SO MANY MERITS 

Golf Pride grips are designed to improve the game. 
Made of special rubber and cork, molded in one piece, 
they have a built-in good, positive feel that helps the 
user play better—Drive Farther, Hit Straighter. 

PROS LIKE THESE ADVISE Y O U T O " C A S H I N " O N G O L F PRIDE SALES 

Write For Professionals Price List 

FLEXI-GRIP DIVISION 
A K R O N , O H I O 4 4 3 2 1 

F o r 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 3 7 o n c a r d 

Mike Souchak Howie Johnson T o m m y Bolt Chick Harbert Walter Burkemo 



Burgett ...the finest in Golf Head Covers! 
Smartly styled club covers in a wide 
range of colors made from luxurious 
leathers and long-lived vinyls. 

P E O R I A I L L I N O I S 6 1 6 0 1 

NEW ROVING COVER) 

May be used for any 
wood in the set. Avail-
able in all models. 

MODEL 60L ILLUSTRATED 

For more information circle number 204 on card 



Pro shop in the city 
Continued from page 47 

Malara moved into the pro shop 
field as a means of expanding his 
club business. He decided to open 
his shop in Manhattan, where the 
Liebers plant is located and known 
to many. In mid-1968 he opened 
for business in a brownstone-type 
building with a limited amount of 
advertising and waited to see if 
the customers would come trip-
ping in. He found that although 
many knew the quality of his 
equipment, there was no great in-
flux of customers. 

He was set up to give lessons 
and also allow practice for those 
who wished it. " W e realized we 
were in the lesson business, but 
we were looking for bigger move-
ment of the equipment we make. 
I'm a Professional Golfers'Assn. 
pro and thought it would only be 
a matter of letting people know 
where we are. In the beginning, 
our traffic just wasn't the kind 
you boast about. Then we in-
stalled the Swing Recorder and 
things began to look up." 

According to Malara, the Swing 
Recorder takes the guesswork out 
of club fitting. A machine com-
posed of complicated electronic 
circuitry takes a photographic rec-
ord of the golfer as he swings 
through. It can measure the speed 
of the clubhead and take a pic-
ture of the trajectory of the ball 
and the ball in flight as it leaves 
the clubhead. 

Like many other in-town pro 
shops, the World of Golf affords 
city golfers additional services. 
For example, golfers may leave a 
change of clothing on the prem-
ises and then drop in during the 
day for a lesson or whack away 
at some range balls. They can then 
shower, change back to street 
clothes and continue their busi-
ness day. 

For George Boss of Golf Trading 
Company the challenges of oper-
ating in the city are very different 
from those Frank Malara cites. 
" I feel we're right alongside our 
country cousins in the pro shop 

business," he states. " W e ' v e got 
a club here that has what I call 
5,000 members ." 

Golf Trading is located on 35th 
Street a few doors west of Fifth 
Avenue. Its one similarity to the 
World of Golf is its location: one 
flight above street level in the 
building it occupies. 

" W e have nets here for instruc-
tion and practice but only about 
10 per cent of our business is les-
sons. We're a pro shop in the mer-
chandising sense of the name. We 
sell all types of pro-line equipment 
both new and used along with ap-
parel and other golfing i tems." 

George points out that the les-
sons given at Golf Trading do 
eventually convert into pro shop 
sales and in that respect his busi-

ness is like other city shops. The 
shop has a full schedule of lessons. 
Group lessons are a big source of 
revenue. 

In the 10 years the company has 
been in business George and his 
partner have worked hard at main-
taining an image that is relaxed 
and relaxing. 

"Golf has its own mystique. A 
golfer wants what he thinks is best 
for him, and we try not to steer 
him to something else. I believe 
honoring the customer's feeling is 
what has spelled success for us. 

"Most pros I've known have 
failed to make themselves known 
to their audience. They have a 
captive audience at their club, but 
lose out on a lot of business by 

remaining aloof from their mem-
bership." 

Another big part of Golf Trad-
ing's business is done in used 
clubs. One customer has come 
back to George and traded clubs 
five times, each time buying a new 
set and stepping up in class. 

The very large number of people 
who do business with Golf Trad-
ing has prompted the partners to 
launch a subsidiary, Golf Tours, 
Inc. Golf Tours is designed to do 
just what the name implies, ar-
range golf tours, acting as tour 
director and making all travel and 
hotel arrangements—done at no 
additional cost to the gol fer . 
Golf Tours profit comes from the 
commisionable air fares and hotel 
accommodations. 

A city pro of a different order 
is Richard Metz, who has only re-
cently entered the pro business on 
his own. His shop is located on 
L e x i n g t o n A v e n u e b e t w e e n 
Bloomingdale's and Alexander's. 

" I 've got a business founded on 
just one concept." says Metz, 
"teaching people to play golf or 
improve their game. And just 
about all the people who come in 
here for instruction live in the city. 

The shop is two flights above the 
street and he's added a touch of 
elegance to the interior with decor 
that's a combination of wallpaper 
and wainscoting. Despite the fact 
that he labors within the shadow 
of two giant retail operations he 
sells apparel and equipment 
through his shop, although admit-
tedly this part of his business is 
still small 

"Right now about 90percent of 
my business is lessons, but my 
equipment and apparel sales are 
increasing every week. As a pro 
I have to recognize the necessity 
of this part of my business. A 
golfer has faith in his pro and will 
listen to him when it comes to 
equipment." 

Descending from the height 
above Lexington Avenue and trav-
eling downtown a mile or so over 
to the West Side, in the vicinity of 

Continued on page 52 

From practice and instruction New York City's pro shops are branching out 
to offer golfers not only equipment and apparel, but a golf haven 


