Start your Total Turf Care this year
‘3 with Dacthal W-75 herbicide. Or use
il the convenient 5 percent granular
l form if you like.
| Dacthal gets the jump on most
"= annual grasses and broadleaf weeds.
}, This preemergence herbicide
& g prevents weeds as they germinate.
-+ Crabgrass and Poa annua don't have
. achance. Yet, Dacthal is a truly
selective herbicide that will not affect
estabhshed grass. It's even safe for
-+ new grass when used according to
Iabel directions.
Just one application in early spring
! will control weeds for a full season.
-\ Inthe case of Poa annua, another
4 application in late summer keeps this
j late germinating pest out of sight.
Don't worry about residue build-up
“ either. Dacthal degrades in one
”‘ season; it's not persistent in the soil.

' Dacamine®
»i j For those areas where broadleaf
weeds are a problem, use Dacamine
. Turf herbicide to sustain your Total
*.Turf Care. Postemergent Dacamine
kills dandelion, plantain, poison ivy
+ and most other broadleaf weeds.

:
‘Mm

L& Get this Total Turf Care dial to help
¥ | you solve many turf problems. Just a
tmst of the wrist helps you identify a
problem and select a treatment. Send
the coupon today for your Total Turf
. Care dial. Always remember to follow
‘1 the label directions when using

F\, .any chemical.

IS HERE!
Get a full course
of protection

against weeds
and disease.

Dacamine is a special formof 2,4-D,
non-volatile, yet very effective. It
combinesthe weed-killing power ofan
ester with the safety of an amine. So
Dacamine stays put—kills the weeds
you spray it on but won't vaporize and
damage valuable plants nearby.

Dacamine is an oil soluble concen-
trate. This allows it to penetrate waxy
leaves and move all the way to the
roots—killing the whole plant.

Daconil 2787°

Total Turf Care includes broad-
spectrum disease control. Daconil
2787 is the one fungicide that solves
most disease problems. Why use a
group of fungicides to do what
Daconil 2787 can do by itself?

Use Daconil 2787 to prevent or
cure: Brown Patch, Copper Spot,
Dollar Spot, Leaf Spot, Melting Out,
Pink Snow Mold (in Washington and

For mote information cucle number 258 on card

Oregon only) and more. Many leading
golf courses use Daconil 2787 in their
disease prevention program.

Daconil 2787 has performed well on
over 25 grass species and varieties.
Excellent turf tolerance allows you
to use it even in hot, humid weather.

Just mix Daconil 2787 with water
and spray. You don't need a
surfactant. It's compatible with many
commonly-used pesticides. Follow
label directions for exact usage.

Daconate®
Round out your Total Turf Care with
Daconate postemergence herbicide.
Get those escape weeds that slipped
by your preemerge. Daconate will
effectively control crabgrass, chick-
weed, wood sorrel and other hard-to-
kill weeds. It's economical, too.
Daconate is a ready-to-use
arsonate liquid, pre-mixed with the
right amount of surfactant for
maximum coverage and control.
Since it is an organic arsenic com-
pound, it does not have the more
toxic properties of inorganic arsenic
compounds, such as calcium or lead
arsenate. For best results, spray
Daconate during warm weather when
weeds are actively growing.

Be Damond Sure!

Dlamond Shamrock
> Chemical Company

A UNIT OF DIAMOND SHAMROCK CORPORATION



For more i

At Cushman”®, we're aware our golf cars »
have a reputation for costing more. (They should.
There’s more in them. Automotive steering and
an automatic seat brake are only two of the dozens
of features standard on a Cushman yet available
on most other cars only at extra cost, if at all.)

But you should know, it’s in total cost
of ownership that paying a little more
for a Cushman really starts paying off. b

Our cars are built to need much less maintenance. .
Suspension systems and power plants are the most |
reliable in the industry. Bodies are of
heavy-gauge steel panels, coated with lead, epoxy
primer and automotive paints. Beautiful,
yet resistant to damage and corrosion. !

This year we’ve added a new heavy-duty 5
steel bumper. It will prevent body damage &
from a head-on collision with a flat stationary
object at speeds up to 5 mph. We've also added
interchangeable seat covers so you can equalize
wear between driver and passenger sides. W

Consider too, a Cushman usually demands '
a higher resale value than other cars. So, you'll
find a Cushman is the lowest cost car to own, o
even if it does cost a little more to buy.

Send for free competitive comparison sheets.
Write: Cushman Motors Division, Outboard Marine
Corporation, 1003 North 21st Street,

Lincoln, Nebraska 68501.

Cushman

>
-3 ‘[(\ -7 -
. ™ b rl 17
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ACCENTON MANRGENENT

All-industry newsletter
to be published

Over the past several years GOLF-
DOM, GOLF Magazine and other
golf-oriented publications have be-
come concerned about the increasing-

ly difficult financial problems golf

clubs are experiencing. They have ex-
pressed this concern through columns
such as this one, in editorial pages
and in feature articles. In the prepara-
tion of this editorial material the pub-
lications have had the enthusiastic co-
operation of those professional and
trade associations most closely con-
nected with the game of golf and with
the club industry.

The associations also have been
aware that problems existed. How-
ever, a combination of circumstances
had to take place before the full di-
mensions of this complex issue could
be revealed.

In 1966 the National Club Assn.
began to devote its full attention to
the legal, legislative and tax problems
confronting clubs; in 1969 the Tax
Reform Act served to bring club mem-
bers and golfers face to face with Gov-
ernment regulations; about the same
time drastic increases in the property
taxes in many states raised serious
questions about the economic feasibil-
ity of continued golf course opera-
tions, and an economic recession
caused similar doubts among those
individuals who normally support the
sport.

During the entire period and for
many years prior to it, the National
Golf Foundation had been quietly
promoting the game, compiling sta-
tistics and information and success-
fully making golf more attractive to
both private and public players. In
1970, increasingly aware of the pres-
sures on the game, the NGF joined

with the NCA to form the Alliance of

Club and Golf Organizations, an in-

formal group of associations which
reviewed problems and exchanged in-
formation, but took no direct action.

In mid-1971 the NGF and NCA
began to hold preliminary discus-
sions aimed at more direct activity.
The problem, as they saw it, was that
many, if not most, of the golf courses
had no opportunity to learn what was
happening to golf courses in other
parts of the country.

Many of course have contact with
one or more of the professional asso-
ciations of the industry—the Profes-
sional Golfers’ Assn., the Golf Course
Superintendents Assn. of America and
the Club Managers Assn. of America.
Many more are in touch with the
United States Golf Assn. However,
only those private clubs that are mem-
bers of the NCA have been receiving
regular information on the serious
issues facing the industry.

At the invitation of the NGF seven
key associations of the golf industry
met at the Regency Hyatt House in
Chicago on December 15, 1971. As a
result of the day-long meeting at-
tended by the USGA, PGA, NGF,
NCA, GCSAA, CMAA and the
American Society of Golf Course Ar-
chitects, six of the seven associations
agreed to participate in publishing a
newsletter to alert the country’s golf
courses, public and private, to the
tax, legislative and operational prob-
lems currently facing the golf indus-
try. The USGA is presently consid-
ering joining in the production of the
informational bulletin which will be
edited by the National Club Assn. and
distributed by the National Golf
Foundation.

The intent of the participating as-
sociations is to bring up-to-date, ac-
curate information to the golf courses
in the country that belong to no na-
tional association and to emphasize
the seriousness and immediacy of

(Continued on page 14)

ANDY
HUBER

You don’t want to be
left out in the dark, do
you? Then turn to
page63.

astest char
k2 tof pig batter,gse

///////.
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LesterMATIC
“BIG FORTY”

Your golf cars stay on the course longer,
for more rounds of rental income, when
their batteries are charged by Lester's big
new 40-amp charger. It pours the amp-hours
back into batteries during the important
early hours of charging (under normal con-
ditions, high-capacity batteries are charged
to ¥ capacity in only 4 hours!)—then it
tapers off to prevent battery overheating
and gassing. Result: faster, more thorough
charging and longer battery life. A top per-
former in cold temperatures...it's easy to
use and it's backed by Lester's complete
line of high-performance chargers.

See your distributor or write for literature.
LESTER ELECTRICAL

625 West A St., Lincoln, Neb. 68522
LESTER EQUIPMENT

‘ 2840 Coronado St., Anaheim, Calif,. 92806 '

For more information circle number 239 on card
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SUPERINTENDENT SOIL SHREDDER—for pre-
paring soil mixes. Mobile soil processing
plant shreds, blends, aerates and cleans up
to 15 cu. yds. of soil mixes per hour.
Mechanically loaded unit features automatic
and continuous trash removal. High discharge
serves direct truck-loading. Request Bulletin
$-120 for complete details.

Reduce turf maintenance costs
with these two Royer machines

ROYER

Royer Foundry & Machine Co. 171 Pringle St., Kingston, Pa. 18704

POWERSCREEN—for preparing top dressing.
Unit combines vibrating screen and elevating
conveyor that improve quality, speed pro-
duction of top dressing preparations. Large,
sloped-deck screen produces uniformly fine,
clean dressing suitable for high-speed spread-
ers. High-discharge conveyor eliminates man-
ual truck-loading. Request Bulletin PS-42 for
complete details.

Emerson
continued from page 13

For more information circle number 274 on card

Patent Pending

ARG-FORM Bridges-

A NEW Design in Steel Beam Bridges

Now you can have a combination
of strength and durability in a
formed structural steel bridge that
will add greatly to the appearance

of your creek crossing site. Arc-

Form arches, cross braces and
wooden deck boards are pre-cut
and pre-drilled, for easy assem-
bly. Attractively and functionally
designed, they are built to last a
lifetime. Write us today for com-
plete information.

® 25, 35" and 45" spans, 52" wide. 512"
safety curb (hand rails optional).

® Load capacities—25" span, 10,000 Ib.;
35’ span, 14,000 Ib.; 45’ span, 18,000 Ib.

® Bridges are complete with all neces-
sary hardware.

il

Almet Products, Inc.
R. R. 1, Box 135
Plainfield, lllinois 60544
AC 815—436-6648

For more information circle number 205 on card
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those problems which affect the entire
industry only.

The new publication will be issued
six times a year, beginning next
spring. It will include essential in-
formation from each of the seven as-
sociations. In addition to briefly sum-
marizing current problems, each issue
will include brief reviews of essential
information that is available from
each of the seven associations that are
making the publication possible. The
semi-monthly newsletter will be dis-
tributed to the 9,460 daily fee, semi-
private and private golf courses in the
United States.

Wage/price freeze

New orders and regulations are is-
sued on an almost daily basis by the
Cost of Living Council, the Pay
Board, the Price Commission and by
the International Revenue Service, the
investigative and monitoring arm of
the wage/price freeze. With so many
frequent changes, it is difficult to keep
up with the current status of clubs
within the freeze’s framework. At this
writing, however, the last week in
December, 1971, clubs appear to be
in the following position:

Dues: Exempt from the freeze in non-
profit clubs only. It would seem logi-
cal that special assessments would al-
so be exempt, following the same
rationale.

Wages: Subject to the Pay Board’s
regulations. Basically, the regulations
establish a 5.5 per cent maximum
guideline for annual aggregate wage
increases. However, they do permit
wage contracts which existed prior to
the freeze to be carried out according
to their terms. Clubs may also con-
tinue to give longevity and automatic
pay raises in accordance with their
practices which were in existence
prior to November 14, 1971.

Prices: A recent ruling (December
23, 1971) exempts clubs with gross
sales of less than $1 million who
operated at a loss or at no more than
a 3 per cent profit margin in their last
fiscal year prior to August 15, 1971.
Such clubs may increase prices within
the 3 per cent profit guideline.

For more detailed information. see
National Club Assn. Industry Report
#25 and its December and L];muur\'
Newsletters, or contact NCA. O
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Cutting Height as Low as.... 3

vy

Frequency of Cut as Close as..

the
10 BLADE HIGH SPEED REEL: For the ROSEMAN
finer groomed creeping Bent in the North v
and the new improved fairway Bents and Lo CUT MOWER
Bermudas in warmer climates. -
EVEN DISTRIBUTION OF
CLIPPINGS: With new scraper-
deflector, grassclippings areevenly

distributed, eliminating bunching,
dropping and windrowing.

PREVENTATIVE MATTING

AND THATCH CONTROL: 2
Presents a preventative control of ,ROSEMAN 7%" DIAMETER REEL WITH 10

thatch and matting by cutting as CHROME-NICKEL ALLOY STEEL BLADES
low as % inch with a )4 inch fre-
quency of cut.

ELIMINATES SCALPING ON
MOUNDS: The 26 inch cutting
swath of each unit gives greater
flexibility. No '‘ribbed appearance.”
Smoother, more uniform cut.

AVAILABLE in Hollow Roller or
Rear Wheel Drive. 3, 5, 7 and 9
gangs.

EN

Gives Putting Green Appearance

to Fairways, Aprons and Tees!

ROSEMAN ¥ _ ROLLER DRIVE
and ROSEMAN REAR WHEEL DRIVE

ROSE M N “core.
CORP
Nation- Wide Sales and Service 2300 CHESTNUT e GLENVIEW. ILLINOIS
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Famous For
Championship
Performance

CHARLES COODY
1971 MASTERS CHAMPION
WINNER WORLD SERIES OF GOLF
Member H&B Golf Advisory Staff

Waster MWatchued

Power-Bilt

Golf Clubs

Sold in Golf Professinnal Shops only

HILLERICH & BRADSBY CO.
Louisville, Ky. 40201

Makers of Famous CEi%5 38 O Athletic Products
For more information circle number 215 on card

JOHN
WALSH

It just dawned on us
that you might miss
page63.Please don’t.

HERB GRAFFS

-5

Why pro shops fail to sell
correct clubs: opinions

Letters and comments at the Profes-
sional Golfers” Assn. Merchandise
Show expressed agreement that a
large percentage of private club and
public course players were not play-
ing well because their c¢lubs didn’t fit
them. Explanations of the failure to
sell correct clubs or even to sell a rea-
sonable number of new clubs a year
at many pro shops were in wide dis-
agreement, however.

Some opinions:

Pro salesman: Not enough profes-
sionals or assistants know about
clubs, lofts, lies, shafts, design, con-
struction, head features, weights or
grips. Some can’t tell a $25 club from
a $15 club. How can they sell when
they don’t know what it is they are
selling?

Senior professional: Most selling is
weak now. How long has it been since
you were “‘sold” an automobile. You
have to “‘buy” one. Pro shops sell
more apparel than clubs, not be-
cause apparel styles change or be-
cause apparel wears out faster, but
because apparel is better display-
ed. Clubs are hidden along the walls
at many pro shops.

Professional: A first-class set of

woods and irons and a bag now cost
about the same as a year’s dues at our
club. We have a good club in a city of
about 40,000. Somebody’s got to tell
me why a head and a shaft and a grip
put together cost what a club does,
then maybe I could sell the story to
my members.

Veteran pro salesman: The young-
er fellows don’t know how to use the
lesson tee to sell clubs. The older
ones still take two or three clubs in ad-
dition to the pupil’s clubs to try to
learn if the clubs make a difference.
Sometimes the member has out-
grown his or her clubs or has been

using clubs that were bought solely
on the price.

Professional: I've rather wealthy
members whose clubs are seven to 10
years old. I would like to see a list of
improvements in clubs that have
been made in the last 10 years. Other
than aluminum and lightweight steel
shafts, what improvements would
better a game?

Pro salesman: We all must take a
new look at the top-quality club pic-
ture. When a top limit retail value of
$200 is set by the United States Golf
Assn. on an amateur prize, and that’s
less than the price of a set of irons,
something’s out of line. When a man
can fly to Spain and back for a golf
vacation for less than the cost of a set
of clubs, we all had better think about
the “‘quality” club sales situation.
Maybe it isn’t the professional’s
fault.

Professional: When a profession-
al’s members don’t realize he has the
best and latest clubs that can help
them, the professional is losing his
standing as a golf authority.

Professional-superintendent: What
we need to sell more good golf clubs is
the same type of educational and ad-
vertising job that golf course equip-
ment makers and salesmen have been
doing. My grounds chairman allowed
$15.700 for new mowing and other
equipment. I have been trying every-
way I know to get him to buy new
woods, but I can’t convince him new
clubs are better than his 12 to 15-vear-
old clubs. :

Cape Cod Turf Managers’ Assn. is
lucky to have as its volunteer public-
ity man Owen Griffith, now retired.
For years Griffith was golf editor of
the Hartford (Conn.) Courant and an
official of the Golf Writers Assn. He
now lives in Chatham, Mass. Stanley
Brown of the Whaling City CC. New
Bedford, Mass., is the ( ape Cod
group’s president, so the association



isn’t geographically cramped. John
E. Moss, Bass River CC, won the
Cape Cod TMA championship last
fall. Brian Cowan, Eastward CC,
Chatham, is treasurer. Milton
Brown, Allendale CC, New Bedford,
is secretary. Griffith says these fel-
lows don’t just meet to talk. When a
fellow member, John O’Connell of the
Blue Rock course, had an emergency
situation, his association comrades
came in to help with brains, muscle
and cheers.

Remarks in this column about the
enduring works of art of the old mas-
ters of golf course architecture and
their influence on today’s designs
brought reminders of the classic jobs
of Herbert Strong. He was first
secretary-treasurer of the PGA.
Among his courses are Canterbury at
Cleveland, Saucon Valley at Bethle:
hem, Pa., Ponte Vedra near Jackson-
ville, Fla., and Manoir Ichelieu in
Canada. When he died, he had built
more courses on which national cham-
pionships were played than any other
man. He was also a professional-su-
perintendent. His brother Leonard
came along when course maintenance
became a heavy and varigated respon-
sibility and at Saucon Valley, he was
one of the top superintendents. He
also was a GCSAA president.

In commenting on the statement
about how few courses now are satis-
factorily completed before they are
opened, Leonard Strong said that his
brother Herbert was one of the four-
some officially opening every course
that he’d designed. He built courses
with neighboring farm labor, and if
the course wasn’t in good condition
for opening, Herbert was held ac-
countable. Leonard said that that was
the customary thing in those days.

Veterans of golf business, writing
us about the ways products of earlier
architects have stood up as pleasant
and interesting tests, say that there
isn’t a lot of difference between the
distance of the present ball which is
mostly carried on watered fairways
and the carry and roll of the old ball
on the hard fairways.

Several correspondents referred to
how surprisingly well greens, fair-
ways and bunkerings of the old mas-
ters fitted in with modern machine
maintenance.

A few wrote about the valuable
work in developing high standard of
golf that Floyd Farley has done in

and around Oklahoma and the late
H.C. Hackbarth in the Arkansas
sector.

Several letters referred to an extra-
ordinary number of pioneer amateurs
whose golf architecture continues to
be outstanding. Oldtimers men-
tioned Devereaux Emmett, A.W.
Tillinghast, Charles B. MacDon-
ald, Walter Travis, George Crump,
George B. Thomas Jr., Robert Hunt-
er, William Langford, William Did-
dle, Perry Maxwell, W.C. Fownes,
Jack Neville and Bill Gordon.

Thomas in addition to designing

fine courses on his own, collaborated
with Billy Bell on several famous
Pacific coast courses. He also wrote
“Golf Architecture in America.”
Hunter wrote “The Links.” Both
these highly interesting and useful
books are out of print.

Frank ‘‘Open’ Osccapinski
has a record in golf that I doubt will
be beaten. Frank was assistant to
Spencer Murphy at Glen Oaks (N.Y.)
Club for 41 years. When Murphy re-
tired, so did Osccapinski. Club
members gave him a substantial
check with thanks and cheers. O

HLLY

MG ARG,

POLYESTER
DOUBLEKNIT
HOUNDSTOOTH

GCrousSer

to sell profitably f
@ $30.00 ]

For more of

“the hair of the dog
that bit you,” — and
Comflex® Brochure;
call, write or

walk the dog to:
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GEORGE COOK, Ltd.
Golf Shop Representatives
P.O. Box D

11205 S. Dixie Hwy.
Miami, Fla. 33156

THE THOMSON COMPANY

1290 Avenue of the Americas
New York, New York 10019

A division of Salant Corporation
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EASY RIDER




Redheads

keep greens greener
and traps cleaner!

I OU Can spot the Redheads working

more than a fairway away . .. powering the Little
Beaver greens spiker and the Top Rider—our
new top dresser. Both are busy at their jobs
and both have that one thing in common: the
interchangeable big red power head! And, join-
ing the team, is the Easy Rider, our unique new
trap rake.

And what beautiful features these new units
have!

The LITTLE BEAVER spikes 1,000 square feet
per minute, a 5,000-foot green in five minutes,
18 greens in two hours . . . and the operator
rides not walks. It's the only spiker that can turn
on a green without ripping.

P L u s ... the finest sprayers
ever to work on a golf course!

TOP RIDER, the only riding top dresser, is
easily and quickly attached to the Redhead,
and is operated right from the seat at three
times the speed of any other top dresser.

The remarkably maneuverable EASY RIDER
has a full three-wheel drive, shortest turning
radius, the highest bank-holding ability of any
trap rake, plus adjustability to all sand condi-
tions. And ALL of these units sell at low com-
petitive prices!

This line-up of greens maintenance equipment
comes to you from Smithco, creators of the

famous RED RIDER—rugged king of utility
carts.

The first team of the turf
ready to go to work

for you!
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Towenty ears ago Westeaaster mmn
clectrio golf cart 7

Now meet the son of the pmneers

The Westcoaster S-71 has been
tailor-made to surpass course
operators' most stringent require-
ments for safe, economical, main-
tenance free and profitable oper-
ation. Its dramatic low profile and
lightweight fiberglass body put
the center of gravity where it
belongs—low. The same low pro-
file means only a 6-inch lift to set
heavy and cumbersome golf bags
securely within their carrying
well. Standard automotive type

Limited number of dealerships available

steering and 4-wheel stability
allow the powerful, direct drive
motor to carry your customers in
sure-footed comfort all day. And
quietly, too. The hypoid drive vir-
tually eliminates drive train noise
while reducing costly wear.
Special features that you would
pay more for on other vehicles
are standard on the Westcoaster
S-71. Like individually adjustable
vinyl seats, with our exclusive full-
width storage pocket on the back;

For more information circle number 220 on card

our built-in refreshment holders:
our large, molded storage well for
accessories; and our carefully
designed instrument panel that
allows instant, fingertip access to
the controls. Optional—a rakish.
vacuum-formed plastic canopy.
Sound like a profit maker? You
know it. Write for our 8-page bro-
chure—we’ll have it in your hands
almost as soon as we can put a
fleet of S-71's on your course.

Wﬂ.smﬂ.sz'ﬂﬂ

Sub5/d/ary of Ot/s Elevator Company

P. O. Box 8600, Stockton, Ca 5204 » (209) 948-2751




