
Professional turf can grin and bear it 

Not all the rough shots take place in 
the rough. 

One look at your course after a busy 
Saturday can tell you that . Fairways, 
like freeways, have to stand up to a lot 
of t raf f ic . And most of it is none t o o 
gent le. 

But there is a w a y t o keep your fair-
ways tournament tough th rough the best and the 
wors t of it. 

Feed it Vertagreen Tournament tu r f food. More 
and more course super intendents are f inding that it 
results in Professional Turf. 

It comes f r o m Vertagreen's r icher formula of root-
g rowing nutr ients which ho ld -up . . . and g reen-up . . . 
st ronger and faster. 

You can count on Vertagreen's Professional Turf 
program to keep your who le course in champion 
p laycondi t ion. Vertagreen's comple te line of fert i l izers 
and tur f pro tect ion products, including Tee-Green, 
Tournament , Vertanite, and Vertagard, are all tourna-
ment tested fo r the very best results. 

Vertagreen Professional Turf Products from 

(U$S) Agri-Chemicals, Inc. 
a Subsidiary of United States Steel Corporation 
P.O. Box 1685 Atlanta, Georgia 3 0 3 0 1 



G R A U 
continued from page 39 

phase of turfgrass development 
is, frankly, exciting. 

Q.—We have been spraying our 
greens with fungicide for the 
control of Pythium. Recently we 
sprayed fertilizer, an iron com-
pound (chelated), a disodium 
methyl arsonate preparation for 
post-emergence crabgrass con-
trol, a wetting agent and hy-
drated lime, all blended in the 
tank. The grass turned black 
and we wonder how long it will 
last and if it will hurt the grass. 

(Maryland) 

A.—My best judgment is that 
the black color is the result of 
interaction between the iron and 
the lime, augmented by the wet-
ting agent which increases 
penetration and enhances effec-
tiveness. I doubt that you will 
have any serious consequences 
but, in the future, my advice 

is to use only one or two of 
these chemicals at a time so 
that, should anything happen, 
you can fix the blame. You have 
too many "unknowns" going 
for you—better simplify a bit. 

Q.— We are working toward sol-
id zoysia fairways. Poa annua is 
a "natural" during winter and 
early spring. When hot weather 
comes and the Poa starts to wilt 
we irrigate to "hold the Poa" 
and preserve appearances. Is it 
possible that we are hurting our 
zoysia? It doesn't seem to be 
spreading as it should. 

(New Jersey) 

A.—It is almost certain that 
irrigation to hold the Poa is 
harming your zoysia. It would 
be far better to prepare your 
members with a bulletin, then 
let the Poa wilt so that the 
zoysia can develop and spread 
without being "drowned." 
About this time the zoysia will 

benefit from an application of 
a slow-release fertilizer. Zoysia 
will need water only when it 
starts to turn bluish-purple 
from wilt. In five minutes the 
leaves will be fresh and green. 

Q.—You have been an advocate 
of using hydrated lime during 
the summer to help ailing turf, 
but usually you say, "Spray 
one-half pound to 1,000 square 
feet." Why don't you say, 
"Dust. . ."? When turf is soggy, 
why apply more water? 

(Pennsylvania) 

A.—Your point is well taken. 
I've been stymied by my inabil-
ity to find a suitable duster, 
power or manual that can do the 
job. If you know of one, prefer-
ferably one that utilizes tractor 
engine exhaust as an impelling 
force, please let us know. I will 
be only too glad to say "Dus t" 
instead of "Spray" when there 
is excess moisture present. • 

TURF DOESN'T CHEW ITS FOOD - IT DRINKS IT! 
The HYDRO-MA TIC System represents a major develop-
ment in the turf grass industry. For the first time, the 
golf course superintendent has complete and accurate 
control over the rate of growth, color and texture of the 
turf tfiat he desires. Now it is possible to produce turf 
which meets the demands of the golfing industry and at 
the same time, save money, time and labor. 

The HYDRO-MATIC System consists of a water sensing 
device, that precisely measures each gallon of water 
pumped from the main well pump. This measurement is 
carried electronically to the "Translator" which directs 
the feed control pump to automatically inject a pre-set 
ratio of fertilizer solution into the irrigation system in 
direct proportion to the water flow. 

FOOD 
AVAILABLE 
TO PLANT 

FOOD 
AVAILABLE 
TO PLANT 

IDEAL NUTRIENT 
LEVEL 
(Rate of Growth, 
Color and Tex-
ture desired) 

Send for descriptive literature 

HYDROGATION SYSTEM: At each watering, you 
replace' the quantity of plant food that the turf has 
used since the orevious watering, thus, maintaining 
constant ideal nutrient levels with no waste of 
time, labor and fertilizer. 

DOGGETT FISON 
COMPANY 

P U R C E L L C O U R T / M O O N A C H I E , N. J 

IDEAL NUTRIENT 
LEVEL 
(Rate of Growth, 
Color and Tex-
ture desired) 

FERTILIZER 
APPLICATION ^ 1 W K 2 WK 3 WK 4 WK 

WITH EXISTING INACCURATE DRY FERTILIZER 
APPLICATION METHODS: W e have no control 
over plant food release (availability). 

For more information circle number 243 on card 
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Automot ive s tee r ing — stan-
dard; optional t i l ler steering. 

Top bracket and canopy, rugged 
and quickly removable. 

Comfortable seating with coil 
innersprings. 

Automatic chargers of highest 
quality. 

Suspension system consists of 
coil springs front and rear with 
shock absorbers. 

Disc brakes w i th au toma t i c 
parking brake. 

Tilt-body exposes all compon-
ents for quick maintenance. 

Convenient vertical bag racks 
protect club grips. 

Two large storage trays and 
two drink holders. 

L i fe t ime f l oo r mats w i l l 
wear out. 

not 

Model 304 four-wheel. 
For the ult imate in luxury 

WARRANTY 
Transmission and internal com-
ponents—two years uncondi-
tional. Batteries 90 days un-
conditional, 24-month adjust-
ment. One year on all other 
components. 

Complete line of commercia l / industr ia l vehicles for passengers, cargo and special applications. 

ELECTRIC CARRIER CORPORATION 
GENERAL OFFICES FACTORY 

D207 Petroleum Center 512-826 8694 508 Rusk Street 512-625-2813 
San Antonio, Texas 78209 New Braunfels, Texas 78130 

OR CONTACT OUR DISTRIBUTOR IN YOUR AREA: 
North Texas - Oklahoma - Arkansas Louisiana - Mississippi New Mexico - West Texas 

LEON D. FAUCETT ATLANTIC-GULF SUPPLY CORP. KENNETH W. SAMPLE 
806 Easy Street Garland, Texas 75040 2335 Port St. New Orleans, La. 70117 1504 S. Pennsylvania, Roswell, N.M. 88201 

214-276-6795 504-945-2139 505-623-1494 
504-927-1499 in Baton Rouge 

WE ARE ACTIVELY LOOKING FOR QUALIFIED DISTRIBUTORS TO HANDLE SALES. SERVICE OR LEASING 
For more information circle number 166 on card 

Your best fleet buy... The new '70 

ELECTRIOCADDY 
ELECTRIC CADDY will go the dis-
tance. You can count on 36 holes 
daily for years per set of bat-
teries, double industry average! De-
sign concepts have produced a golf 
car so easy to maintain that labor 
and parts costs are minimal. There 
are no solenoids or electronic gim-
micks. First cost is low and resale 
values consistently high. 

STYUSH 
COMFORTABLE 
DEPENDABLE 



Why buy TORO Electric* 
Yhlve-in-head sprinklers? 

Here are three good reasons: 
Automatic pressure regulation. 
These gear driven, rotary pop-up heads provide even distribution of water 
regardless of pressure fluctuations in the system. 

Three position manual switch (at each head). 
The "On"—"Off11 and "Automatic11 settings mean you have manual control 
built right into the head for stress watering or by-pass as needed. 

Lower power consumption 
than conventional electric systems... 
just 3.4 volt amps (.14 amps in-rush current at 24 volts). You economise with 
smaller wire size. 

*We"re not prejudiced! We'd also be glad to tell you about our dependable hydraulic 
Valve-in-head sprinklers. Proved in thousands of applications. 

Need more good reasons? 
Read on: 

Get the complete story on the T O R O Valve-in head plus information 
on our complete line of turf sprinkling equipment in our new six-page, 
full color booklet. We'd be proud to send it to you: 

Toro Manufacturing Corp. 
8111 Lyndale Avenue South -
Minneapolis, Minn. 55420 

Name_ 

Address. 

City 

State _Zip_ 

TORO 
Automatic Turf Sprinkler Systems 

Minneapolis, Minn. 55420 

For more information circle number 245 on card 



Scotts 
introduces 
3,231,363 
Alias Polyform. Polyform is the name of the new scientific process 
developed by Scotts for making ProTurf fertilizer even better. 

Polyform is a new method of condensing the reaction precipitate 
of urea and formaldehyde. This unique reaction process forms a 
nutrient structure which also serves as the carrier for other nutri-
ents as well. The particles are self-supporting thus eliminating the 
need for, and weight of, an inert carrier material. 

The resulting fertilizer has a higher ureaform nitrogen composi-
tion and therefore, pound for pound, gives more greening power 
compared to the Trionized process. Fewer pounds are needed per 
acre (124 vs 165). You save storage space. You save on applica-
tion labor costs. You save on purchase costs (with new ProTurf 
it costs $2.40 less to fertilize each acre). 

New ProTurf fertilizer and the Polyform process are the only 
ones of their kind. That's why they are patented. No. 3,231,363. 

For further information, write or phone Scotts Golf Course Divi-
sion, Marysville, Ohio 43040. 



BUDGETS 1970: 

THE 
HIGH 

COST 
OF 

OPERATING 
Just how hard has inflation 

hit country clubs? 
Although the cost-price 

line was held better in 
1969 than in 1968, 

over the last four years 
grounds and greens labor 
costs in the Chicago area 

soared anywhere from 9 to 
22 per cent, and there is 

no leveling-off in sight 

By JOE DOAN 

PHOTOGRAPHED BY 
LEONARD KAMSLER 

f 
^ J h i c a g o area pros, superinten-
dents and club managers feel 
that a little bet ter job was done 
in holding the cost-price line 
during the 1969 season than in 
the previous year. Inflation cer-
tainly wasn't washed out of the 
country club economy this year, 
but the consensus is that oper-
ating costs and prices didn't 
climb at the same accelerated 
pace that they did in 1968. 

A survey of more than a dozen 
pro shops, made in early Sep-
tember, showed that outsid 
skirts, culottes and shorts, 
the cost of 
merchandise 
didn' t in-

crease as much this year as last. 
These items, several pros said, 
were up a solid 10 per cent and 
in some cases, 15 per cent. 
Slacks generally carried a 5 per 
cent higher cost tag. Cheaper 
shirts increased from 5 per cent 
to 10 per cent, depending on the 
brand, but the more expensive 
shirts were up very little, if at all. 
Sweaters also held the price line. 
The same is t rue of golf balls. 
Pros generally passed the in-
creases on to their customers. 

' ' one out of four pros said 
he increased his lesson 

fee in 1969. 
In all cases it 
was 50 cents 



per half hour. Two out of three 
pros, however, got more for club 
cleaning and storage in 1969 
than in 1968. The average in-
crease for this service was 12 per 
cent. Those who didn't increase 
this fee are going to next year. 
Whatever additional income 
that was realized from cleaning 
and storage was more than ab-
sorbed by the higher salaries 
that had to be paid to assistants. 
In some cases salaries ran as high 
as 15 per cent. On the other 
hand, only one of three pros 
said his retainer was increased 
by the club. One club doubled 
the amount of the retainer it 
pays its pro. 

Golf car rentals held steady. 
At the few clubs where they were 
raised, the increase amounted to 
50 cents per 18 holes. Caddie-
masters ' salaries went up an 
average of 5 per cent, but caddie 
rates generally were the same as 
in 1968. 

On the maintenance side, 
superintendents report that 
chemicals and fertilizers held 
firm. Sand, seed, topdressing 
and stone prices increased 
slightly, but rarely more than 5 
per cent. Replacement parts for 
machinery went up about 5 per 
cent, but the cost of buying new 
equipment increased a little 
rnore than this. 

Hourly labor rates again in-
creased. Most superintendents 
said increases amounted to 
about 5 per cent, but at a few 
clubs it was necessary to raise 
pay rates by 8 or 10 per cent to 

get reasonably good help. As for 
a rough es t imate of the increased 
cost of maintaining grounds and 
greens for 1969 as compared to 
1968, the figure most frequently 
quoted was $5,000. 

Food costs were up at least 5 
per cent, according to most club 
managers. Liquor costs went 
up only slightly, mainly due to a 
tax increase that was enacted in 
Illinois in August. The overall 
club budget, which consists for 
the most part of salaries and 
wages, was up an est imated 8 
per cent in 1969. At most clubs 
it was necessary to raise food 
and liquor prices by from 5 to 
10 per cent to absorb the in-
creased costs. 

Weather played an important 
part in the economy of Chicago 
district clubs this season. Rain 
knocked out a high percentage 
of business in May and June and 
the early part of July. (See 
S e p t e m b e r i ssue of GOLFDOM , 
page 69.) Golf car revenue was 
down by a considerable margin. 
So was the pros' gross. It even 
hurt the maintenance depart-
ments, some of which had to pay 
a good deal of overtime to keep 
fairways mowed. However, most 
managers say that res taurant 
and lounge volume wasn' t seri-
ously affected by the rainy 
weather. 
From 1965 to 1969 

A comparative study, howev-
er, of the 1969 Chicago District 
Golf Assn. ' s Directory of Infor-
mation with the C D G A ' s 1965 
Directory shows that inflation 

has laid a heavy hand on coun-
try clubs in the last four years. 
Exactly how heavy is impossible 
to assess because of several 
changes that have been made in 
the C D G A ' s method of collect-
ing and presenting operational 
statistics since the 1965 Direc-
tory was published. But there 
can' t be much doubt that the 
cost of operating a country club 
or belonging to one is doing 
considerably more than inching 
up, outrunning, for example, the 
increase in the Labor Bureau of 
Statist ics ' Consumer Price Index 
by quite a wide margin. 

From the end of 1964 until 
the end of 1968, the Index rose 
from 108.1 to 121.2, a difference 
of 13.1 inflation points. Using 
the 1964 figure as a base, the 
four-year increase amounts to 
11.2 per cent. 

Random figures selected from 
the 1964 and 1968 C D G A direc-
tories show that grounds and 
greens labor costs, a prime indi-
cator in judging the trend of 
country club operational costs, 
are up 9 per cent, according to 
one way of reckoning, and 22 per 
cent, according to another . The 
cost of buying chemicals and 
fertilizers, for example, increased 
about 20 per cent in the four-
year period, while gas, oil and 
grease prices went up around 15 
per cent. Lesson fees were 25 per 
cent higher in 1968 than in 1964, 
and club cleaning and storage 
charges advanced slightly more 
than 15 per cent. From a per-

continued 
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H I G H COST 
continued 

centage. standpoint, the biggest 
bite in a club's budget was 
taken by the swimming pool 
operation—a 45 per cent in-
crease. Fortunately, the cost of 
running a pool at the average 
club doesn't exceed $11,000 or 
$12,000 yearly. 

For the 1969 Directory, the 
Chicago District polled only 35 
of its member clubs to get com-
plete club operation information. 
In addition, it sent shorter ques-
tionnaires to'80 clubs. 

In presenting operational 
statistics, the CDGA classifies 
clubs by sections—North, South, 
West and Peripheral. The 1969 
Directory, of course, covers 
1968 operations, just as the 1965 
Directory, covers operations for 
1964. 

Labor costs (which don't in-
clude the superintendents' sala-
ries) accounted for 50.2 per cent 
of the money spent in maintain-
ing grounds and greens at Chi-
cago District clubs in 1968. In 
1964, they accounted for 46.1 
per cent. The difference of 4.1 
per cent, based on the 1964 fig-
ure, represents about a 9 per 
cent increase in labor costs. 
Figured this way, the increase in 
labor costs over the four-year 
period lagged behind the Labor 
Index percentage of 11.2. 

However, the spread in course 
maintenance wage rates between 
1964 and 1968 in the Chicago 
area shows the 9 per cent figure 
to be too low. In 1964, the hourly 
wage rate for 51 member clubs 
averaged about $1.75. In 1968, 
the average for 27 clubs was 
$2.14. Using 1964 as a base, the 
hourly rate increased more than 
22 per cent in four years, or 
twice the CPI figure quoted for 
1968. Another factor that has 
increased grounds and greens 
labor costs is that clubs are now 
keeping five year-round men on 
their staffs compared to three 
men four years ago. The average 

seasonal staffs of 11 are the same 
for both 1964 and 1968. 

The cost of purchasing sand, 
soil, chemicals, fertilizers and 
seeds for grounds and greens 
maintenance in 1968 took 12.6 
per cent of the superintendent's 
budget. In 1964, this percentage 
was 10.5. Gas, oil and grease 
purchased in 1964 ran to 2.1 per 
cent of total expenses in contrast 
to 2.4 in 1968. At first glance, 
the difference appears minimal, 
but it amounts to an increase of 
about 15 per cent. Since quan-
tity purchases of these items is 
about the same from year to 
year at most courses, the differ-
ence is due to inflation. 

Capital expenditures reported 
by 20 CDGA clubs in 1968 aver-
aged close to $18,000 in contrast 
to $14,400 four years before by 
39 clubs. On the average, these 
expenditures were up sharply at 
South and West clubs, but down 
by a large margin at Peripheral 
clubs. One club completely re-
built its course at a cost exceed-
ing $300,000. This figure was 
omitted from the CDGA statis-
tics to avoid distortion. 

The summary of the profes-
sional operation is not quite as 
extensive for 1968 as it was four 
years ago because salaries and 
retainer fees paid to the pro, plus 
some other items pertaining to 
his business operation, are now 
classified as confidential. How-
ever, items such as lesson charg-
es, club cleaning and storage 
charges are covered extensively 
in the Directory. The lesson fee 
at 55 clubs now averages $5.25 
for a half hour compared to 
$4.35 four years ago. Charges 
for cleaning and storage have 
gone up from $17.50 to $20.75. 
Most pros hasten to explain that 
these increases haven't proven to 
be much of a windfall because of 
the higher wages paid assistants. 

Average salaries of assistants 
aren' t listed in the Directories 
for either 1964 or 1968. How-
ever, the latter publication car-
ries the information that only 

three out of 25 clubs pay even 
part of the salaries of assistant 
pros. 

The pay of caddiemasters has 
improved appreciably at Chi-
cago District clubs in the last 
four years. In 1964, 27 clubs 
paid their caddiemasters an av-
erage of about $375 per month. 
In 1968, this figure was in-
creased to $508 for 22 clubs. 
Most of the city clubs are paying 
caddiemasters a minimum of 
$500 monthly and some are top-
ping the $600 mark. At the Pe-
ripheral clubs, however, the scale 
is closer to $400. Assistant 
caddiemasters are now making 
about $275 a month in contrast 
to $212 four years ago. 

One place where the inflation 
line is being held is in the golf 
car operation. In 1968, the rental 
average at 73 clubs was just 
slightly under $8 per 18 holes. 
Four years ago, it came out to 
$7.75 for 53 clubs. Three clubs 
are getting as high as $10 for 
each car rental. One club rents 
its cars for $1.20 for nine holes, 
and at two others, the charge for 
18 is only $4.50. Annual income 
per car, the Directory notes, 
ranges from as low as $110 to a 
high of $936. There is a footnote 
here, incidentally, in which the 
editors question the reliability 
of golf car income figures; 
stating that accounting methods 
at various clubs apparently 
aren' t standardized in determin-
ing car rental profits. 

Thirteen out of 25 clubs re-
quire caddies to accompany 
players who drive. This is con-
sistent with past policies of 
CDGA clubs. A breakdown of 
the caddie report from 55 clubs 
shows that the pay rate per 18 
holes is about $3.85. It is im-
possible to make an exact com-
parison between the current rate 
and that of four years ago be-
cause the Directory no longer 
classifies caddies as Honor, or 
Class B. However, in 1964, an 
Honor caddie averaged $3.35 
for 18 holes and a Class B, 
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Great Drives 
Fly Off Agrieo® Ifees 

That's because golf superintendents rely on Agrico Country 
Club Fertilizers for top-notch tees. 

Agrico tees are thick, rich, colorful tees. The kind that builds 
confidence at the start of each new hole . . . brings out the best in a 
golfer. That helps keep your membership enthusiastic about your 
course . . . a golf superintendent's dream. 

Write us about Agrico's Custom-Tailored Golf Course Program. 
Maybe we can make your dream come true. 

AG RICO® COUNTRY 
CLUB FERTILIZERS 
AGRICO Chemical Company, Memphis ,Tenn. 38117 
Division of Continental Oil Company 

For more information circle number 204 on card 



INCREASE EARNINGS, 
SERVICE & SPACE 

Remodel your present storage 
space, bring your bag racks 

up to date 

WITH NEW Stafford 
VERTICAL BAG RACKS 

U.S. & CANADIAN PATENTS 

Your members will like the extra 
convenience and care. Your 
pro shop profits from 4 0 % 
more space these racks make 
available. 

Double unit s hown holds 16 
bags, size 2 ' x 4 ' x 6 ' - 6 " high, 
gives 12 " x 12" space for bags . 
Single unit holds 8, size l ' x 4 ' 
x 6 ' - 6 " high. Sturdy steel. Bag s 
set solid on tapered shelves. 

* Wear and tear of golf b a g s 
is completely eliminated 

* Damp b a g s dry faster — no 
mildew 

* Provides a neat appearance 

* Faster, easier storage 

* Easy to instal l a n d a d d 
more as needed — 

Send us your floor measure-
ments, we will plan a layout and 
quote you — no obligation. 

THE A. G. STAFFORD CO. 
2000 Allen Ave. S.E. • P. O. Box 287 
Canton, Ohio 44701 • 216/453-8431 

For more information circle number 217 on card 
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$2.65. Assuming the average 
for the two classes to be $3 a 
round, the youngster who is 
carrying clubs today is faring 
somewhat better than he did 
four years ago. 

The inflationary trend is 
strongly evident where the 
swimming pool operation is in-
volved. Four years ago, 51 
CDGA clubs ran their pools at 
an average cost of about $7,600 
a year. Now it costs close to 
$11,000, according to figures 
supplied by 24 reporting clubs. 
The $3,400 difference is largely 
the result of increased salaries. 
In 1964, these salaries totaled 
about $4,200 per club; now the 
figure is close to $6,400. 

The campaign to get more 
members to patronize the clubs' 
restaurants and bars apparently 
is paying dividends. In 1964, the 
average gross for 40 CDGA din-
ing room operations was close to 
$121,000. Bar revenue at the 
same number of clubs averaged 
nearly $80,000. Contrast these 
figures with the 1968 averages: 
about $175,000 for restaurants 
and $102,000 for bars. The 
Bureau of Labor Statistics shows 
that the food index between the 
end of 1964 and 1968 increased 
from 106.4 to 119.3, or almost 
exactly 12 per cent. The dis-
tilleries, however, must know 
something about holding the 
price line because the whiskey 
index is now only 108.7, in com-
parison with 104.9 at the end of 
1964. This represents an increase 
of only 3.65 per cent. 

Taking that $121,000 dining 
room gross of 1964 and multi-
plying it by 12 per cent to reflect 
inflation would bring it up to 
about $135,000 for 1968, assum-
ing there was no increase or ac-
cretion in business over the four-
year period. That it has jumped 
up to $175,000 at tests to some 
ingenious restaurant promotion 
on the part of club managers in 
the Chicago District. 

The same reasoning can be 
applied to bar revenue. Multi-
plying the 1964 figure of $80,000 
by 3.65 per cent to account for 
inflation, and assuming no 
growth in volume over the four-
year period, 1968 sales would 
have averaged about $83,000. 
However, as you will note, they 
are up to $102,000. So, once 
again the persuasive promo-
tional hand of the club manager 
is in evidence. 

Cost ratios (sales divided by 
cost of products) for 1968 and 
1964 were remarkably steady for 
both restaurant and bar opera-
tions. (See chart below.) 

The cost/sales ratio, accord-
ing to the CDGA, should be 
kept below 48 per cent if the 
club restaurant is to avoid a defi-
cit operation. The average ser-
vice charge increased from about 
10.5 per cent in 1964 to 15 per 
cent in 1968. Comparisons be-
tween operating costs (wages 
and salaries for chefs, cooks, 
waitresses, bartenders and oth-
ers) can't be made for the two 
years because information for 
1964 is unavailable. 

The 1960 CDGA Directory of 
Information runs to 36 pages of 
statistical and miscellaneous in-
formation. But, there's nothing 
about how to curb inflation. • 

Cost ratios 1968 and 1964 
Restaurants 

1968 1964 

North 46.8% 47.3% 

South 46.8% 46.4% 

West 48.1% 45.0% 

Peripheral 45.7% 49.3% 

Bars 

1968 1964 

North 31.9% 33.4% 

South 30.9% 35.4% 

West 31.7% 34.7% 

Peripheral 39.4% 39.2% 
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