Ransomes know about
grass cutting...

1511, cut Fully-Hydraulic 7-unit Power Gang Mower

The Hydraulic 5/7 has a proven record of a The units are raised and lowered . . . hy-
high work output over the last two years and a draulically. Forward, neutral and reverse reel
great record too for rugged reliability under drive is provided . . . hydraulically. We're proud
testing conditions. of the 5/7. It’s the biggest step forward in large
All gang mowing operations on the 5/7 are area grass-cutting for 20 years.
handled hydraulically, with fingertip control, EAST COAST—WEST COAST. To see this
from the driving seat. revolutionary machine at work contact: —WAR-
RENS TURF NURSERY, MAPLE & BATES
ROAD, GOSHEN, NEW YORK.

The 5/7 simplifies the driver’s job because—

1. Hydraulic direct transmission gives him power where he 4. Reverse drive clears choked reels and allows back lap-

needs it most—at the cutting reels. Variable cuts per yard  ping.

from 20 to 75. 5. Hydraulic power allows from | to 7 units to be used

2. Providing the tractor can get a grip he can go gang separately or collectively

mowing. 6. Units cut in front of the tractor drive

3. From a full 15 ft. cutting width the 5/7 slims down to -y wheels before grass is flattened.
P :
1ts narrow transport width in seconds,

at the touch of a lever

To obtain full information of the Ransomes range
NEW GREENS MOWER contact one of these importers:—

Warrens Truf Nursery,
8400 West 111th Street, Palos Park, lllinois, U.S.A
ing. Ten high-speed knives of NEW super-tough, impact-resis- Telephone 312 974-3000 Importers for the U.S.A.

Britain's newest, best greens mower for perfect turf groom-

tant steel, together with an extra-thin bottom blade combine to Duke Lawn Equipment,

ot 1184 Plains Road East, Burlington, Ontario. Telephone 637-5216
e st DOS: s CL faster with the 20" cut Auto-Certes
give the closest possible cut ister with the C o-Certe Importers for the Province of Ontario

Morin Equipment Inc.,
2075 Branly (Centre Industrial STE-FOY) Quebec 10.
Telephone 418 681-7741 Importers for the Province of Quebec.

Morin Equipment Inc.,
721 Halpern, Dorval, Montreal, Quebec. Telephone 514 486-7881
Importers for the Province of Quebec and the Maritime Provinces.




Take the great courses kept in top
shape with Dolge products, lay them
end to end, and the touring pros
couldn’t finish them all in a full season!
Why? Dolge has a better, more eco-
nomical product to maintain every part
of your club. Ask your Dolge cleanup
chemist now for a free demonstration.
His special Golf Club Cleanup & Main-
tenance Kit has everything to keep
your club its beautiful, healthy best—
from entry gate to locker room!

ON THE COURSE:

2-4-D non-poisonous Weed Killer frees
turf of dandelions, plaintain, other broad
leaf weeds without injuring grass.

Solexto controls bugs, grubs, moles en-
tire season or much longer with just one
application.

Lake Dye turns ponds and water traps
beautifully blue. Harmless, non-poisonous.
SS Weed Killer keeps walks, driveways,
sand traps, parking areas positively free of
all vegetation.

Boost cleans golf carts, motors, mowers.
Non-flammable.

Dolco Pine Ball Wash for quick, thorough
cleaning in rotary or paddle machines.
Pleasantly piney.

IN THE CLUB HOUSE:

Cindet outstanding, and versatile liquid
detergent, and stripper; safe for all sur-
faces. Gets them sparkling clean even with
hardest water!

For more information cicle number 166 on card

-

Drucote keeps them that way! Slip-resist-
ant, water-based, detergent-resistant poly-
mer floor finish. Stays glossy even with
repeated moppings. The popular choice!

AND THE LOCKER ROOM:

Rounds and Deodorama control odors;
H.D. Fungicide to mop floors, fight ath-
letic's foot; Balmaseptic antiseptic liquid
soap gets the hands and body clean.

DEPENDABLE

DOLGE

WHERE CLEANUP IS A SCIENCE

The C. B. Dolge Company
Westport, Conn. 06880 = (203) 227-9591

CLEANERS /FLOOR FINISHES/WAX STRIPPERS /POLISHES / DISINFECTANTS /DEODORANTS / PESTICIDES /HAND SOAPS/DISPENSERS /INDUSTRIAL DEGREASERS/ WEED KILLERS/MACHINERY



NEWS OF THE INDUSTRY

Indusiry leader victim
of fatal accident

Jerry Johnson, vice president ol
Fernquest & Johnson, died August
9 in a dune buggy accident. He was
36 years old. He is survived by his
mother, Lola, his father, Oke, and
his sisters, Linda and Ester.

USGA moves toward testing of golf club shafts and new golf ball regulation

The United States Golf Assn. has
contracted Polytechnic Institute of
Brooklyn to study the golf club
shaft for distance and durability,
with an eye toward development of
a national standard testing ma-
chine for shafts.

USGA executive director P.J.
Boatwright told GOLFDOM that
the association’s ultimate aim is to
establish a shaft testing program
similar to that for golf balls.

In another contract arrange-
ment, PIB also is putting a new
golf ball testing machine through
performance tests. The device can
run at variable speeds and has a
computer that measures the ball’s
speed over a short course, com-
pares it with the speed of the strik-
ing mechanism, and thereby deter-
mines the liveliness of the ball. The
machine will national
standard tester.

become a

Currently the USGA
balls that exceed an initial velocity
of 250 feet per second when hit at
the standard speed (143.8 feet per

second), with a 2

outlaws

per cent toler-
ance for error. Current testing ma-
chines check out this requirement.

However, the additional capabil-
ities of the new machine opens up
the possibility of a new regulation
to govern the golf ball’s perfor-
mance when hit at several different
speeds, both faster and slower than
the current standard speed.

“The USGA believes that, be-
cause of new synthetic rubbers
with different characteristics from
natural rubber, testing golf balls at
several speeds may be necessary to
control the distance of the ball,”
says Philip A. Abrami,
PIB’s golf research programs. *If
control, the

head of
there were not such
ball could become much more lively
and thus render present-day
courses obsolete,”” he adds.

Re-assessment rocks South Hills

South Hills CC, located five miles south of downtown Pittsburgh, is cele-
brating a half century of existence this summer, but this otherwise happy
event is strongly clouded by a re-assessment headache.

Allegheny County’s assessors have gone over the southern section of the
county seeking more income.

South Hills was assessed on a basis of $500 an acre in 1960: now the
county says the property assessment should be based on a valuation of
$10,000 an acre or an assessment of $4.900 an acre for charge purposes

I'he course has no county sewage, no lighting or roads. only police
and fire protection from Whitehall borough. The club has 55 acres in a
good residential section, but it believes the new assessment is unjust.

Thomas L. Jones, an attorney and the new vice president of the West-
ern Pennsylvania Golf Assn. says he has been a resident of the area since
1938 and “‘there’s never been an undeveloped piece of ground there worth
$10,000 an acre.”

The club building is old, but it is assessed on current values. Like most
other clubs South Hills is trying to break even, not make a profit.

Seven years ago the club sold 14 acres to Whitehall Borough for a
borough building and the price was only $4,000 an acre

I'he Internal Revenue Service has put a limit on the uses a country club
can make of its property for non-member use in order to bring in income.

Like all other clubs South Hills employs a lot of different people and
like others it has had to update its health and accident program. The pen-
sion funds now cost $20,000 annually.

'he parking lot, swimming pool as well as the clubhouse are being
assessed at commercial rates, despite the limitations on their use.

The club’s directors also point out that if the club is forced out of opera-
tion by over-assessment, the surrounding land values will drop appreciably.

(Continued)
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Brunswick builds 18-hole
indoor golf centers

After eight years of testing and
planning Brunswick is finally
moving forward with a program to
build computerized 18-hole indoor
golf facilities both here and abroad.
Brunswick updated its trial facility
and installed its first complete in-
door 18-hole golf course in Chicago
in_January 1970. A second one was
built in Woodhaven, New York,
also in January 1970. Plans are
now underway to complete similar
recreational centers in Buffalo,
New York and Tokyo, Japan.

The Brunswick 18-hole indoor
golf course is set up so that the
golfer dials each hole on a computer
and a picture of the hole is flashed
on a nylon tape screen. The golfer
hits a standard golf ball through
the screen, the computer registers
his hook, slice or whatever, and the
golfer watches his ball in flight over
the fairway as it would appear on
any golf course. A diagram on the
screen pinpoints his position.

After his tee shot the golfer goes
to the chipping area, sandtrap and
green. The green is on hydraulic
lifts so the coutour can be altered
for each hole.

The installation is arranged with
three computers and fairways shar-
ing one chipping area, sandtrap
and putting green. As many as
three foursomes can play at one
time at a cost of $20 for two hours
per foursome.

Brunswick has scheduled build-
ing of its Buffalo and Tokyo instal-
lations for early 1971.

Golf car sales up slightiy; projections made for 1970

Sales of golf cars by manufacturers
increased only shightly for the year
ended [June 30th, according to the
American Golf Car Manufac-
turers Assn.’s annual report. Pre-
vious year’s sales had been 42,000
units according to AGCMA.

“Sales this year appear to be up
several hundred units [over last
year’s figure] but not significant-
ly.” said Harold K. Howe, execu-
twwe secretary. ““The economy cer-
tainly had some effect, but the
shortage of electric motors due to

work stoppage in the critical spring
months also hurt shipments.”

The association estimates that
about 203,000 golf cars are in use.

An independent survey conduct-
ed by Club Car, Inc., a manufac-
turer of golf cars, estimates that in
1970 243,800 golf cars will be in
use and that the average fleet in
1970 will number 32 cars. These
figures are based on a survey of the
7,618 golf facilities that have golf
cars or 85.7 per cent of all regula-
tion facilities in the United States.

The year of the Cinderella dress

The success story of the year, according to Ernie Sabayrac, Inc., is the
overwhelming acceptance of the Lacoste dress. When 1t was first intro-
duced into pro shops in the fall of 1968, the Sabayrac organization, which
distributes the Izod) Haymaker lines, predicted an increase of a half million
dollars to pro shop business. The prediction, happily, was wrong. Dur-
ing 1969, over 100,000 dresses were delivered, each at a retail price of §33.
Nationally, this one item added three muillion dollars to pro shop coffers
and opened up a new area of profits for the golf professional. As phenomen-
al as these figures appear, predictions are that they will be topped when
1970 pro shop sales of the dress are tallied.

Beating the membership decline

One of the effects of the nation’s
economic situation has been the
drop in membership rolls at some
clubs where older members are
heavily involved in the stock mar-
ket. One club, threatened with a
fairly serious decrease in members,
opened its rolls to junior appli-
cants. Apparently, the younger
people pay smaller dues, but run
up larger food and bar bills, and
play considerably more golf.
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Future of sporting goods market
dependent on knowledge of past

A note of warning was sounded by
New York City-based management
consultants Drake Sheahan/Ste-
wart Dougall, Inc., in the firm’s
““Marketing Strategy Memo
103°’° released last month. Al-
though the growth rate of leisure
time and recreational products is
more than 10 per cent a year and
annual sales run about $4 billion, a
lack of market data could cloud the
horizon of sporting goods manu-
Jacturers who hope to profit from
the bright future that has been fore-
cast for the industry.

According to the report, sporting
goods marketing research has been
neglected and marketing data are
poor. To cash in on the potential
growth of the leisure time market
in the 1970s, manufacturers and re-
tailers must have first-rate markel-
ing research and planning on which
to base decisions. And right now
there is a serious lack of such infor-
mation and statistics.

For a free copy of the memo,
write Burr. W. Hupp, Director,
Drake Sheahan/Stewart Dougall,
Inc., 330 Madison Ave., New
York, N.Y. 10017.

Record earnings for Kinney
this year

Kinney National Service, Inc., a
leisure time service company, re-
ports record earnings for the nine-
month period ending June 30,
1970. Net income increased 21 per
cent from $21,626,000 to
$26,113,000 while revenues in-
creased by $5.,782,000 from
$365,407,000 to $371,189,000.

Earnings per share of common
stock increased by 18 per cent, from
$1.26 per share to $1.48 per share.

Kinney is an international ser-
vice organization and is the parent
firm of Licensing Corp. of America,
which recently signed an agreement
with the Professional Golfers’
Assn. to use PGA’s name and en-
dorsement on certain products sold
in pro shops.

Snyder receives plaque

Southern Hills CC superintendent
Leslie Snyder was honored joint-
ly by his club and the Golf Course
Superintendents Assn. of America
for bringing the course into peak
playing condition for the 52d PGA
National Championship.



AUL SAFELY over your FAIRWAYS

with CHAMPION DOO-ALL TRAILERS

A rugged chassis on
Terra-Tires, with
removable,
interchangeable

1 cu. yd. hopper and
big flat bed

" Bulk loads of
sand, dirt, etc.

- g Carrying loads up to 5,000 pounds,
—h these unique trailers cradle the weight on
I{la:ihng; Terra-Tires across a 48-inch width to pro-
tect your fine turf from ruts. Keep your
crews working more days. Handle a
hundred-and-one hauling jobs with an
easy change from roll-dump hopper to flat
bed as needed. For big hauls, like rebuild-
ing tees or greens, we make a 2 cu. yd.
hopper model that treats your turf the
same gentle way.

™

Dé‘griﬁ from all
parts of course WRITE FOR FULL DETAILS OR

SEE YOUR EQUIPMENT JOBBER

THE CHAMPION COMPANY
= %

s - Established 1878
,,!/_ T @ Springfield, Ohio 45501
e G 610 16th Street, Oakland, Calif. 94612
Setting out benches, shelters, etc. 856 Millwood Road, Toronto 17, Ontario




Introducing
the End of the
"“Off Season”’
The Porta-Tow

This revolutionary portable ski tow
makes every hill a ski site and makes
on-seasons out of off-seasons at
seasonally affected country clubs and
resorts.

The Porta-Tow is easy
to assemble, easy to

operate, and priced NORRO
right. For further L
information %
write to

BIERSACH & NIEDRMEYER C0.

1937 N. Hubbard Street
Milwaukee, Wisconsin 53212

For more information circle number 171 on card

Space contnbuted Dy the publisher as a public service

Its a matter
of life and breath.

Fight emphysema, tuberculosis, air pollution
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PEOPLE IN
THE NEWS

HOLMES MULLANEY

Bill Holmes has moved up to the
post of chairman of the board of
Wilson Sporting Goods Company
Replacing him as president is
Thomas P. Mullaney, who was
formerly president, Leisure Prod-
ucts Group, General Housewares

Corporation.

KURRASCH

Fred Koehler, formerly sales
manager of the Uniroyal Golf Div.,
has been appointed that company’s
promotion manager. Replacing
him is Richard S. Kurrasch, who

was sales manager, Clothing Div.

Bob Rogers, director of golf at
Grand Bahama Hotel & CC, has
joined DiFini’s golf advisory staff.

MERICAL

John W. Merical has been ap-
pointed a sales engineer of The
Flintkote Company, Pipe Products
Group. He is responsible for sales
and service on asbestos-cement wa-
ter and sewer pipe and PVC pipe
in West Virginia and a portion of
Virginia.

ANTHONY

Dr. Mark V. Anthony has been
appointed director of Stauffer
Chemical Company’s Washington,
D.C. office. He succeeds L.. Doug-
las Weiford, who retired after 40
years with the company.

Appointed director of sales in
the Agricultural Chemical Division

was Charles D. Julien.

Neil R. Mitchell has been ap-
pointed secretary and general coun-
sel, Velsicol Chemical Corp. He
formerly was assistant general
counsel.

Ralph J. Thompson resigned as
president, chief executive officer
and a director of Professional Golf
Company, according to a report by
the company to its stockholders.

A five-man committee has been
appointed by the directors to take
over Thompson’s responsibilities
until a replacement is found. Ac-
cording to vice president W.H.
Williams, Professional Golf has
had contacts with other companies
about the possibility of being ac-
quired, but he declined to give out
any details.

Professional Golf merchandises
and markets the Arnold Palmer
line of golf products as well as
First Flight and Toney Penna golf
equipment.



THERE’'S MIORE TO A HEALTHY, GREEN TURF
THAN MEETS THE LIE!

It’s a Tailored-Designed and Installed
Irrigation System by The Kenneth Barrie Corp.

First, you choose from among the finest irrigation systems available one that meets
your specific requirements to a tee. Then, our engineering staff will plan for
its installation. Expertly planned to provide for the most efficient and
carefree system. A professionally designed and installed system to
effect maximum savings in maintenance labor and water

Interested in the finest irrigation system—
conversion or new installation? Call or
write your Kenneth Barrie specialist
No obligation, whatever

THE KENNETH BARRIE CORP.
375 Centre Street, Boston, Mass. 02130 e (617) 522-9700

the country’s oldest golf course irrigation company
Since 1914

= S .

For more information circle number 214 on card
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FIBERGLASS

UNIT OVERALL. . . ..

SHIPPING WEIGHT. .

301 Charles St.

MULTI PURPOSE
COMPACT SPRAYER FOR
UTILITY VEHICLES

SPECIFICATIONS:

. .SEEGAR-WANNER 10 GPM, 500 PSI
................ KOHLER 6.25 HP
.................. MECHANICAL
...21 FOOT 13 NOZZLE 3 SECTION

..... 100 GALLON NON CORROSIVE

..................... 47"

...................... 425 LBS.

HANSON EQUIPMENT CO.

815-389-2261

For more information circle number 192 on card
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NON CORROSIVE STD.
OTHER BOOM MODELS OPT.

LONG
34" WIDE
36" HIGH

South Beloit, 1ll. 61080

COMING
EVENTS

Professional Golfers’ Assn. An-
nual Meeting, Palm Beach
Towers Hotel, Palm Beach,
Fla., October 26-30.

Club Managers Assn. of Amer-
ica Conference, Grosvenor
House Hotel, London, Eng.,
January 17-24, 1971. (Registra-
tion starts two days before the
conference.)

PGA Florida Merchandise
Show, Palm Beach Gardens.
Lake Park, Fla., January 23 to
26,.1971.

Michigan Turfgrass Confer-
ence, Kellogg Center, Michigan
State University campus, East
Lansing, Mich., January 26-27,
1971.

Golf Course Superintendents
Assn. of America Annual
Conference, Denver, Colo.,
Feb.7-12, 1971.

TeleGolf is

the proven new method of
teaching golf. TeleGolf fea-
tures master teaching by Bob
Toski on color film Modern
audiovisualtechniques includ-
ing instant TV replay. TeleGolf
Senior Consultant is Harold
Sargent

The new way to teach golf.
And make more money!

TeleGolf |

Programmed Instruction By Bob Toski

Bob Toski is

the recognized "master teach-
er’ of golf. A professional
since he was 17, winner of the
Tam O'Shanter at 27, Toski
is sought by professional and
amateur alike for the superior
instruction golf professionals
respect

The golf professional must give over 6000 private lessons to equal the income that TeleGolf can easily generate.

For more information, write or call

TeleGolf International aowision oF communicaTion CENTRAL, INCORPORATED,
305 Buckhead Avenue, Suite 125, Atlanta, Georgia, 30305, Phone (404) 261-4717

TeleGolf will

Increase and stabilize income
Maximize use of personnel
and facilities

Combat seasonal losses
Stimulate added range and
course income

Provide national advertising
support

Qualify you for a $5000 bonus
award
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Developing a Golf Course?

The Bergman Method is backed [, 7 & - = v g - 3 Rl 0 " s £ -
by the experience gained from [ R - > > . S L ~ - s " -
preparation of 110 golf courses | P ‘_"-" ~ ~y ~ o~ ‘ ¥
in 17 states. sl 2 3 e ¢ Sk - S - - E W

- P 5 » Jb " g < - " L v Az

“No field too stoney”

The Bergman Method of golf course preparation was
developed through the efforts of 2 generations
of the Bergman family.

The Bergman Method includes soil preparation,
pulverizing, aereating, stone and trash removal, and
seeding; resulting in the finest fairways and tees
available through mechanical means.

The Bergman Method can shorten your construction
period by several weeks saving you valuable
time and money.

Other Bergman Method Services include:
Development consulting services

Grading supervision
Irrigation layout & supervision

“We go anywhere”

WM. BERGMAN, JR.

1335 M-15 Phone: Code 517
After Bergman stone removal equipment practically picks it clean. Reese, Mich. VO 8-9812

For more information circle number 220 on card



For more information circle number 157 on card

EQUIPMENT
& SUPPLIES

RANGES
MINIATURES
COUNTRY
CLUBS
PAR-3
PRO-SHOP
Free Catalog

WITTEK Golf Range Supply Co., Inc.

3650 AVONDALE © CHICAGO, IS 60618

ILLINO!
For more information circle number 189 on card

National
Used Golf Car
Clearing House

Through our nation-wide network
of Distributors, we keep track of
literally thousands of used golf
cars everywhere in the country.
Rebuilt, as-is, gas or electric,
models from 1962 through 1969
—almost anything you want, and
at almost any price. Many are
bargains which certain
Distributors want to clear out,
now.

Let us know your needs and we'll
put you in touch with the right
party. Write direct to:

CUSHMAN
MOTORS

1022 N. 21st St.
Lincoln, Nebraska 68501
A Division of Outboard Marine Corporation
For more information circle number 209 on card
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Budget

(Continued from page 47)

personnel changes, when in actuality
such action often has a reverse effect.
And this certainly cannot be afforded
in these days of belt tightening.

Many solutions rest with mechani-
zation.  Relatively recent develop-
ments in irrigation and triplex greens
mowers are just a beginning. But more
important than the acquisition of new
efficient devices is the over-all adop-
tion of a new philosophy toward
needed changes.

Along with a competent superin-
tendent, courses need professionally
trained technicians. But unless con-
structive action is taken to create
conditions that will attract such skill-
ed personnel, budgets will become

Face-lift

valueless in the wake of more and
more “unexpected” labor and equip-
ment crises.

In addition, the golf club industry
must develop the ability to anticipate
changing conditions and prepare for
them rather than resist them. The
advent of the golf car is a classic
example of a revolutionary change
affecting play, golf course mainte-
nance and budgets.

Make analysis and communication
key starting points for budgeting and
planning this year. Through this
approach, final proposals are likely
to reflect a greater relevance to to-
days’ maintenance problems and con-
ditions. A simple rehash of years-old
formats no longer will work. O

(Continued from page 57)

The relocation and enlargement
of tees is one of the easiest and most
inexpensive projects, and one which
can bring about immeasurable im-
provement.

Packard revealed that the normal
cost of remodeling a tee runs between
$500 and $1,000, depending if the
course is located in a congested metro-
politan area or an easy-access rural
area. The trend today is to build
tees up to 100 yards long, providing
championship length from the back,
and woman’s yardage from the front.

Remodeling or revising a green is
a more difficult task, and the cost
usually falls in the $5,000 to $10,000
range depending on the course lo-
cation. Naturally, if a green can be
relocated, play can continue on the

old green until the new one is finished.

The cost of remodeling three tees
and three greens would probably range
from $15,000 to $35,000. depending
on the locations and the extent of
work.

Packard suggests that a decline in
the restaurant and bar business can
usually be avoided by scheduling ex-
tra, non-golfing activities to keep
members coming to the club while
the remodeling is underway. “Most
managers who have lived through well-
planned renovation projects will admit
that lost business is no real problem,”
Packard adds.

A remodeled golf course can in-
ject new enthusiasm and pride into
a membership today—and for years
to come. O

“The soul test lab reports

that with our high ph, we'd
have trouble grounng grass
in that particular area.

However, they gave us three
alternatwes: parsley, car-
rots or beets.”



