
Now the 
Acushnet 

policy has 
a string 
attached 

Our policy is tdsell through 
r golf course pro ¿hops and no 
place else. 

We printed this policy ^n a little 
card, and we're attaching tito every 

Acushnet bag and club. Yourbgs-
tomers might enjoy knowing they're 

buying the best golf equipment (ours)> 
in the best place (yours). It never hurts to 

let people know whej/they're making a 
smart move. ACUSHNET SALES COMPANY 

Sold thru go/co(jrf«D'o srfops only 4 

101 <jwi lulinnijtHin cucfe ngmbet Ut un c«i<1 



S E V E N T Y T W O 
IN 8 HOURS 
Non-stop. Day in and day out. like a golf fanatic,- it doesn't know batteries, you're charging rent. 
If your customers could squeeze when to quit. Isn't that what golf cars are all about? 
seventy-two holes into one day's Which means whenever you've got Call or write Columbia Car Corpo-
golfing, they can squeeze it out of a customer for a car, you've got a ration, Post Office Box 5544, Char-
one golf car. car for a customer. lotte, North Carolina / O 
Yours. If it's ours, that is. Pargo is Which means, instead of charging 28205,704/596-6550 t f u H X l C For more information circle number 280 on card 



for free carpet sample, 
list of clubs using it 

Philadelphia Carpet Company 
Allegheny Ave. & C St., Phila., Pa. 19134 
Please send free sample of spikeproof carpet and 
brochure listing clubs using it. 

CLUB . 

ADDRESS 

CITY STATE Z I P 

Our famous N282 quality. Most widely used 

in the U.S.A. for locker rooms, lounges, grills, 

pro shops. Woven to do a tough job . . . still 

fresh and sparkling after 17 hard years of 

spikes and tracked-in mud in actual installa-

tions. Beautiful and luxurious. Prevents or 

cushions falls, lowers noise volume, saves on 

maintenance. 

Since 1846, the quality of elegance underfoot 

PHILADELPHIA 
Carpet Company 

Weaving Division: Al legheny Ave. & C St., Phila., Pa. 19134 

We'll reproduce anything you or your designer 

dream up. Initials, emblems, special pattern 

. . . anything. In your colors, too. Or choose 

from our own designs (the industry's largest 

country club collection.) Also in your colors. 

How much 
spikeproot carpet 

must be ordered 
for 100% customizing? 
with Philadelphia's 

custom weaving. 
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How 
Platform Tennis 

can increase 
off-season 
club usage. 

If your club is located in one of the 
less temperate regions of the coun-
try, you're probably losing revenue 
with the first bad weather each fall. 
And all winter long, your club facili-
ties are unused and unprofitable. 

Many golf clubs have found the 
installation of Platform Tennis Courts 
a welcome solution to this problem. 

Platform Tennis is an excellent 
addition to your facilities. For a sur-
prisingly small investment you can 
give your golfers, and their families, 
a winter of fun and act iv i ty . And 
your restaurant, bar, and snack-bar 
cash registers will be ringing right 
through the off season. 

Golfers will like Platform Tennis, 
and its success is practically guaran-
teed because the game is: 
• Easy to learn, you won' t need 

instructors. 
• Ideal for men and women of all 

ages — men's, women's mixed 
doubles and children's tourna-
ments can be organized. 

• Inexpensive — the court is easy to 
install and you can bui ld two 
courts in the space of one tennis 
court. 

• Al l weather-just brush the snow 
off the non- skid courts 
and they're ready to play. 

Mr. Richard C. Squires, President 
Platform Tennis, Inc. 
P.O. Box #1166 
Port Chester, New York 

Tell me how "Platform Tennis can 
help me increase off season club 
usage." 

• Please send literature on Plat-
form Tennis. 

• Please have your representative 
call on me. 

Name 

Title 

Club name 

Add ress 

City State Zip 

For more information circle number 275 on card 
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LETTERS 
TO 
THE 
EDITOR 
Proceed w i th caut ion 

I read with great interest " T h e 
Menac ing Proper ty T a x " by T o m 
Fitzgerald ( M a y G O L F D O M , 
page 59). I caution your readers 
and M r . Fi tzgerald in the use of 
the sentence, " T h e Minneso ta bill 
might well serve as a model for 
the country club crusaders in oth-
er s tates ." 

Whi le the bill may look good 
o n p a p e r , its a p p l i c a t i o n may 
prove not only useless, but may 
b o o m e r a n g . F o r e x a m p l e , the 
marke t value of a par t of one coun-
try club's golf course valued be-
fore the law at $154 ,000 is to be 
increased as recreat ional property 
under the new l aw to $183,000, 
and given an al ternat ive value un-
der the new law of $480,000. T h a t 
highest value will result in back 
taxes for seven years if the land is 
not used for recreat ional purposes. 
At this point we know of no in-
stance where values pr ior to the 
passage of the l aw have been re-
duced for cur ren t tax purposes. 
Adminis t ra t ive procedures may 
thus nullify the effect of the legis-
lative enactment, and only as the 
result of court action may a solu-
tion be reached. 

Charles S. Bellows 
Best, Flanagan, Lewis, Simonet, 

and Bellows 
Minneapolis, Minn. 

Getting together, hopefully 

I hope that the C M A A will suc-
ceed in bringing about better co-
opera t ion among the various club 
"profess iona l s" ( M a y issue, page 
65) . T h i s is only a first step, but a 
necessary one. 

Abraham Sisson 
New York, N. Y. 
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How to make mo 
as a Name Drop[ 
the Maxfli way 

M a x f l i 
bv dumjOF Buffalo, New York 14240 

For more information circle number 134 on card 

Your members are big nam 

Buyers. Presidents. Sales anc 

advertising execs. Organization 

leaders. Show 'em. They'll buy 

Ask y o u r Dunlop rep fo r t l 

whole story. Call him. Or writ 

a colorful pamphlet on Maxfli I 

Or... use Dunlop stamping to imprint up to 40 letters 

and spaces on a line. Or custom die stamp. Product 

name, corporate name, slogan or insignia in red, 

_ een or black. 

Free by the 

esign in brilliant full color. Beautiful, long-lasting, and a 

itrong image-builder. Trademarks, corporate symbols, 

:lub insignia, crests, seals, emblems. On MAXFLI, the 

slo. 1 ball. The cost is modest when you order 48 dozen 

or more. 

lop's brand-new Electrocal process reproduces any 

Show your members and 

customers how to drive a message 

home by a Maxfli mile. 



Easy Rider 
New smooth-riding Cushman Turf Minute-Miser 
The Superintendent's dream come true! Now he 

can have a personal vehicle all his own that takes him 

smoothly and quickly to the most remote spot on the 

course, with plenty of room for small hand tools to keep 

his crews busy. To smooth out the bumps, the Cushman 

Minute-Miser now has trailing link coil spring suspen-

sion in the front fork, so the Superintendent rides com-

fortably from place to place. With its light weight and 

6 .50x8 turf tires, the Minute-Miser leaves no mark on 

the precious turf. 

It turns on a dime and puts you exactly where you 

want to be at speeds up to 15 miles per hour. 

The Cushman Minute-Miser operates on a 6-hp air-

cooled 4-cycle engine. It has unlimited range and can 

work around the clock when necessary. It is easy to 

service; the entire deck lifts up in an instant for easy 

access to the engine and all working parts. 

A cargo box and tandem seat for another rider are 

optional accessories as are head and taillight, horn and 

side rub rails. 

Get there in a hurry with the easy-riding Cushman 

Turf Minute-Miser...it's the personal transportation the 

Superintendent needs now, more than ever! See your 

Cushman Dealer for a free demonstration on your own 

course or send the coupon today! 

CUSHMAN MOTORS 
Lincoln, Nebraska 

A Division of Outboard Marine Corporat ion 

f 1 

Cushman Motors , 905 N. 21st Street, Lincoln, Nebraska 68501 i 

Yes, I am interested in the Furf Minute-Miser. 

Name 

[ Title - j 

I Address- I 

I City State Zip l 

I J 



Hard Worker 
New Four-Wheel Cushman Turf-Truckster 

Put two passengers in front, and a big 1,000-pound 

payload in the rear, and turn this hard-working Cushman 

Turf-Truckster loose on your turf maintenance jobs. 

Two mowers easily fit in the big box in the rear; with 

the easy-to-use loading ramp the mowers can be loaded 

or unloaded in a jiffy. As a matter of fact, two mowers 

plus two additional passengers fit easily in the rear; 

that's four men and two mowers traveling around the 

course at speeds up to 22 miles per hour. 

The Turf-Truckster can do dozens of jobs around a 

gojf course. It can easily tow a three-gang mower; the 

six-speed dual-range transmission and variable-speed 

fast-acting governor make it operate like a tractor, with 

engine speed and ground speed continuously adjusted 

for terrain and load factors. With the optional power 

take-off, the Turf-Truckster can become a mobile power 

CUSHMAN MOTORS 
Lincoln, Nebraska 

A Division of Outboard Marine Corporation 

source; add a specially-designed spray rig and you've 

got a fairway sprayer with hand gun. Add the 16-foot 

boom and the Turf-Truckster becomes an economical, 

ultra-useful greens sprayer. The big 8.50 x 8 terra tires 

won't hurt even the finest turf. 

The Four-Wheel Turf-Truckster is available with a 

stationary bed or manually-dumping bed that allows 

it to be used as a low-cost top dresser. 

See this new Four-Wheeler in operation on your own 

course! Get in touch with your Cushman Dealer or 

return the coupon today for all the information. 

This vehicle is not intended as a licensable on-street vehicle. 

I 1 

Cushman Motors, 905 No. 21 Street, Lincoln, Nebraska 68501 [ 

Yes, I'd like to know more about the Four-Wheel Turf-Truckster. 

Name_ 

Title 

I Address_____ i 

I City State Zip { 

I I 
circle number 196 on card 



RSI 
ICUSTOMI 
MADE I 

I WOODS I 

Write for a free 
brochure. 

by Ken Emerson 

ACCENT ON 
MANAGEMENT 

GOLF CO., INC. 
2665 BROAD AVENUE 

MEMPHIS, TENNESSEE 38112 
For more information circle number 193 on card 

NCA convention dialogue: 
Preserve the traditional 
club system; voluntary 
change from within 

As part of our policy of presenting 
all sides of the important issues 
facing our industry, we earlier re-
ported on the first two segments of 
the National Club Assn's "Opera-
tion Aware: A Civil Rights Di-
alogue"; those dealing with the 
legal background of the issues and 
the opinions of an activist in the 
field. This month we conclude with 
the concern of the more conserva-
tive clubs and the hopes of what 
some people call ''''the counsel of 
the concerned." 

" I do not be l i eve t h a t c lubs 
should be prohibited from discrim-
inating, but I do believe that clubs 
should not discriminate because of 
the effect it has on their own mem-
bers, on those persons whom they 
exc lude and on the club itself." 
Th i s was the main thrust of Har ry 
K e a t o n ' s m o r e m o d e r a t e v iew-
point on the private club system. 

" T h e r e are those who favor the 
present system. They see an invas-
ion of their right to associate with 
whomever they wish. In fact, they 
see an invasion of their constitu-
tional right to associate. They fear 
that the courts and the legislature 
will abridge their right and that 
there will be one more governmen-
tal interference in their lives. 

"Those who oppose the present 
system foresee large recreational 
areas being set up as private clubs 
where segregation will be enforced. 
They fear that restaurants will be 
run as clubs, not as a subterfuge, 
but to simply establish bona fide 
clubs to perpetuate discrimination. 
T h e result would be complete ex-
clusion of minorities from the main-
stream of the community." 

Said Keaton, " W h a t I think we 
need is a common sense approach 
in order to analyze those fears ex-
pressed on both sides. I think we 
will find that most of the fears are 
exaggerated. 

"Fi rs t , let's look at the law. T h e 
court opinions show quite clearly 
that the case law, as it stands to-
day, will not permit any subter-
fuge use of the club exemption un-
der the Civil Rights Act to exempt 
commercial activities. 

" O n the other hand, U. S. Su-
preme Court justices have made it 
equally clear that , in their view, 
there is no such thing as a right to 
be long to a c lub . So the fea r of 
court action can be laid aside. 

" W h a t about the fear of an av-
alanche of members from a minor-
ity group?" asked Keaton. "Firs t , 
experience has proven it not to be 
true. In other words, it hasn't hap-
pened in those clubs that opened 
their doors. Secondly, it cannot be 
so. You enter a club because some-
one knows you and presumably 
knows you well, is a member of 
the club and is willing to sponsor 
you. 

" F o r the same reason, it is silly 
to worry about whether a person 
who comes into a club and has a 
different background will feel un-
comfortable. If he joins . . . it's be-
cause he has friends who belong, 
with whom he wants to share ac-
tivities of the c lub." 

Speaking for the conservatives, 
Richard Worthington felt that 
clubs are basically a group of peo-
ple socially similar, who gather 
together for a common purpose 
because they have desires and in-
terests in common. It was his opin-
ion that such clubs had a responsi-
bility to their members and would 
only lose their rights of privacy 
through membership apathy. 

Keaton, however, in stressing 
h is call for po l icy change f r o m 

(Continued on page 12) 
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