
1200 woods and irons. 
long shots just got much better. 
horizontally. 

But new Wilson 1200 irons give the golfer 
more than just a horizontally enlarged sweet spot. 
They also give a vertically enlarged sweet spot. So 
golfers have a better chance for more accurate 
shots. Whether they hit the ball off-center 
horizontally or vertically. (Fig. 6) 

How was this doubly-enlarged sweet spot 
achieved? By introducing a new concept in irons 
called Perimeter Weighting. It places more weight 
farther out along the entire perimeter of the sole 
and toe. (Fig. 7) So your members are more likely 
to have solid hitting weight behind an expanded 
impact area. 

Equally important, there is an enlarged sweet 
spot on every single Wilson 1200 iron. Because we 
inserted a special tungsten alloy disc in the toe of 
our irons. And, we precisely varied the amount and 
location of the tungsten insert, placing this special 
weighting higher in the more lofted irons. So even 
though a golf ball c l imbs on the face of the more 
lofted irons before f l ight, Wilson 1200 irons 

improve the golfer's chances of having solid hitt ing 
weight behind each shot. (Fig. 8) 

The result is that each Wilson 1200 iron in the 
set provides scientific weight placement behind an 
enlarged sweet spot. So your members will get 
more accurate shots more often. Even on many of 
the shots that they hit off-center. 

Wilson 1200 woods and irons: Greater 
distance and accuracy... more often. 
You know golfers who sometimes feel they can't 
buy a good straight golf shot. Well, now they can. 
A whole set of good straight shots, in fact. Because 
Wilson offers both irons and woods built with new 
weighting concepts for greater accuracy. And that's 
something that nobody could offer before. 

Complete sets of these remarkable new Wilson 
1200 woods and irons are available now.Through 
golf professional shops only, of course. 

Until a member has played them, he can't 
really know just how 1 W F « i 
good a golfer he is. l A / l I C Q n ® 

Wilson is a registered trademark, and Wilson 1200. Counter-Torque, Fore-Weighting and Perimeter Weighting are trademarks of the Wi lson Sport ing Goods Co. 

Fig. 6 Typical hit 

Wilson 1200 iron expanded sweet spot 

Fig. 7 

Wilson 1200 Perimeter Weighting 

Fig. 8 

Wilson 1200 
No. 2 iron 

Wilson 1200 
No. 9 iron 



THE BEST BALL 
I HAVE EVER 
PLAYED... 
By Ben Hogan 

I would like to 
ask you to buy three 
of my golf balls and 
play 18 holes with 
them. 

I am convinced 
you will f ind they 
will outperform any 
golf ball you may now be using! 

Why am I so sure? 
Because we have exhaustively re-

searched golf ball materials, aerody-
namics and f l ight characteristics, dimple 
patterns, centers, windings and every 
other element that goes into a ball in 
our own golf ball plant to develop a 
ball that I will personally be satisfied 
with. 

These are the qualities that I re-
quire in the golf balls I play: 

• They must have a high degree 
of uniformity of compression. 
Cons i s ten t l y de l i ve r long 
distance. 
Have t ight dispersion patterns. 
Must be brilliant white. 
Must be perfectly round. 
Must give a solid "c l ick" 
when hit. 
Must have a good "feel!' 

Our present Apex Series golf ball 
has all of these qualities to a superior 
degree, and it is the best all-around 
p e r f o r m a n c e gol f bal l I have ever 
played! 

Why not make your own 18 hole 
test? 

I know you'l l enjoy playing with my 
Apex Series Ball 



MINIMUM 
WAGE LAW: 

IGNORANCE 
IS NOT BLISS 

P r o f e s s i o n a l s who h a v e hea rd re-
por ts tha t they may be exempt f rom 
paying the min imum wage to their 
e m p l o y e e s b e t t e r c h e c k c l o s e l y 
w h e r e they s t and or they may be 
heading for costly t rouble . 

The confusion has been caused by 
a clause in the m i n i m u m wage laws 
r e f e r r i n g to e s t a b l i s h m e n t s t h a t 
are considered to be " a m u s e m e n t 
or recreational. '" If they truly qual-
i fy , t h e s e e s t a b l i s h m e n t s d o no t 
have to pay the m i n i m u m wage un-
der cer ta in c i rcumstances . 

General ly , the exempt ion works 
like this: If you are a seasonal oper-
a tor and do 75 per cent of your busi-
ness in a s i x - m o n t h p e r i o d , it is 
possible to qualify for this exemp-
t ion . T h i s r e s t r i c t i on cou ld easi ly 
cover golf courses in the nor thern 
par ts of the country where golf is 
seasonal . 

But here is the hitch as the Labor 
D e p a r t m e n t ' s experts explain it: 

" C o u n t r y and town clubs that are 
not open to the general public, but 
are available only to a select g roup 
of persons who have been specifical-
ly elected to club membersh ip , are 
not considered a m u s e m e n t or recre-
at ional es tabl ishments because they 
are not frequented by the public for 
its amusemen t or recreat ion." ' 

Of course, many golf shop opera-
tors a t private clubs consider them-
selves p r iva t e c o n t r a c t o r s r a t h e r 
t h a n e m p l o y e e s of t h e c l u b a n d 
the re fore entitled to their own form 
of exempt ion . But in general this is 
how the Federal government views 
t h e s h o p o p e r a t o r a t a c l u b no t 

P r o f e s s i o n a l s shou ld 
check out the fine print in 
the min imum wage law 
before deciding they are 
e x e m p t . Pena l t i e s fo r 
violation of the law are 
severe by W I L L I A M L O O M I S 

e x e m p t e d f r o m p a y i n g m i n i m u m 
wages: 

T h e G o v e r n m e n t cons ide r s t he 
gol f shop at a p r i v a t e c lub to be 
somewhat s imilar to that of a shop 
opera t ing as a lease holder in a de-
p a r t m e n t store, the s tore in this case 
b e i n g t h e c l u b . T h e r e f o r e , t h e 
Gove rnmen t considers such enter-
prise as part of one business and not 
exempt f rom m i n i m u m wage laws. 
This definit ion also holds t rue for 
the golf professional paying wages 
t o a s s i s t a n t s f o r o t h e r s e r v i c e s 
of fered members . 

However , a golf shop at a count ry 
c lub or golf course can be exempt 
f rom the wage laws if the shop is 
open to the general public. But the 
shop must be a "dis t inc t place of 
b u s i n e s s " s ay F e d e r a l o f f i c i a l s . 
T h a t means it mus t be separa te f rom 
o t h e r f a c i l i t i e s of t h e c l u b a n d 
e a s i l y a c c e s s i b l e t o t h e g e n e r a l 
pub l i c . T h e w a r n i n g here is th is : 
T h e private golf c lub golf shop open 
to the general public must be truly 
accessible to the general public. If 
it is hard to find or if a potent ial 
c u s t o m e r - f i n d s it ha rd to gain ac-
cess to the club g r o u n d s to reach the 
shop, then Federal officials might 

easily rule tha t the shop is not serv-
ing the general public. 

For the shop opera to r who quali-
fies as serving the general public, 
there is this m a j o r rule of t h u m b . H e 
can qualify as exempt f rom mini-
mum wage laws if his annual busi-
ness, exclusive of such things as ex-
cise t axes , is less t h a n $ 2 5 0 , 0 0 0 
annually and he meets some special 
tes ts on bus ines s p e r c e n t a g e t h a t 
should be checked personally with 
the Federal government . 

By cont ras t , in most cases, caddies 
are exempt f r o m the wage laws even 
at private c lubs. The G o v e r n m e n t 
takes the posi t ion that the cadd ie 
essent ia l ly w o r k s for t he g o l f e r , 
who is directly or indirectly respon-
sible fo r p a y i n g him for se rv ices 
r ende red . H o w e v e r , if the c a d d i e 
also pe r fo rms other club services, 
such as keeping greens, work ing in 
the golf s h o p p a r t t i m e or in t he 
locker room, the exempt ion nor-
mally does not apply . 

Federal off ic ia ls advise tha t golf 
shop ope ra to r s become as fami l i a r 
as poss ib le wi th the f ine p r in t of 
t h e s e l a w s b e f o r e t h e y c o n c l u d e 
they a r e or a r e not e x e m p t f r o m 
Federal regulat ions . Violat ions of 
the law can be cost ly. 

By a variety of methods the La-
bor D e p a r t m e n t c an r e q u i r e a n y -
one who violates the law to m a k e 
g o o d on a n y u n p a i d m i n i m u m 
wages. And if it is ruled that anyone 
wil l ful ly v io l a t ed the laws, f ines 
can run as high as $10,000, and a 
second convict ion could result in a 
jail sentence. • 



BILLY CASPER INTRODUCES A 

REVOLUTIONARY TEACHING AID THAT 

HELPS GOLFERS IMPROVE THEIR GAME. . .and gives 

you profitable, continuing sales in your pro shop! 

Profitable for you 
and your customers! 

Billy Casper's Playback is 
contained in a smart, b i l l fo ld-
size carry ing case. It includes 

I instruct ions. , .a pad of adhe-
sive recorder strips that are 

' appl ied to the c lub face. . .and 
• a slide-chart Analyzer that tells 
' the go l fer , after each swing, 

what he's do ing wrong and 
how to correct it. Suggested 
retail price is $5.00 — w i th a 

healthy pro f i t f o r you. Refill pads o f 24 recorder strips sell for $1.25 

Write today for special introductory offer to: 
GOLD CREST LTD. 

12307 Ventura Boulevard, Studio City. California 91604(213)8 7 7 2 6 6 5 

COPYRIGHT 1972 EDUCATIONAL GOLF INC. 

Here's the simplest, most effective teaching aid ever developed fo r • 

golfers! Billy Casper's Playback actually lets them see where the 

clubface is contacting the ball. Then it tells them — in br ief , simple, I 

down-to-earth language — how to adjust their stance and sw ing so I 

they're making contact on the "sweet spo t " o f their clubs. In addi t ion \ 

to helping your students and s impl i fy ing your teaching chores, it 's also 

a profi table — and cont inuing — source of income for you. 

To help you sell Bi l ly Casper's Playback, we ' re of fer ing you the hand-

some Merchandising Display shown above. It holds a supply o f Play-

back kits (described at right), ref i l l pads of recorder strips, and free 

descriptive l i terature. Wi th this merchandiser — and a fu l l program of 

advert ising, directed to the go l f ing public — Playback w i l l sell i t se l f . . . 

and continue g iv ing you prof i table repeat sales on the ref i l l pads. 



To the golf professional 
who is also a businessman: 

1,235,000 GOLF SHIRTS 
807,000 PAIRS OF GOLF SLACKS 

427,000 GOLF SWEATERS 
285,000 PAIRS OF GOLF SHOES 

In an average year, the readers of G O L F MAG-
A Z I N E buy 1 , 2 3 5 , 0 0 0 golf shir ts , 8 0 7 , 0 0 0 
pa i rs of golf s lacks, 4 2 7 , 0 0 0 golf sweaters , 
285,000 pairs of golf shoes among many other 
items of golf apparel, footwear and accessories. 

This adds up to a lot of business. And when you 
figure that 6 out of 10 G O L F M A G A Z I N E 
readers are members of clubs, you get some 
idea of the sales potential for your pro shop. 

G O L F M A G A Z I N E readers are different from 
most golfers. They have an average income of 
$24,791 and their golf purchases are more than 
twice the national average. 

Plus this. They have the benefit of stimulating 
articles by G O L F MAGAZINE 'S Fashion Edi-
tor, Jean Conlon. She guides more than a mil-
lion men and women readers in what to buy 
t h a t ' s new, f a s h i o n a b l e , c o m f o r t a b l e and 
practical. 

So here again, G O L F M A G A Z I N E is your best 
salesman. It stirs up sales. And you might as 
well get your share by featuring and selling golf-
wear and other golf equipment that's featured 
and adver t i sed in G O L F M A G A Z I N E . It 's 
good business. 

Constantly 
selling for 
you and your 
pro shop. 

MAGAZINE 

Universal Publishing & Distributing Corp., 235 East 45th Street, New York, N.Y. >0017 212 683-3000 



Invest ing t ime in good 

training programs could 

mean getting the most out 

of dollars spent for pro 

shop, ma in tenance and 

c lubhouse assistants. 

These training programs 

serve the industry by pro-

viding competent people 

for tomorrow's adminis-

trative positions 

I f an a ss i s t an t s u p e r i n t e n d e n t , 

breaking in under Dudley Sm i t h o f 

Silver Lake C C , O r l and , Park , 111., 

can bear up for a period o f about six 

months , when insidious at tempts 

are made to discourage h im from 

mak i ng a career o f greenkeeping, 

the probabi l i ty is that he will en-

dure his two- or three-year novit iate 

and go on to better things as his own 

m a n at his own course. 

D iscourag ing a person f rom pur-

suing a career for which he has al-

ready had from two to four years 

college level preparat ion is hardly 

in keep ing with i ns t ruc t i ona l tra-

dit ion. The accepted th ing is to en-

courage or inspire the trainee, give 

h im a view of the vistas and blow 

h im up with illusions. W h e n Smi th 

is breaking in an assistant, he will 

have none o f this method . 

" I want h im to be fully aware of 

the bad things about being a super-

i n t e n d e n t , " says S m i t h , w h o al-

though weathered by his 17 years 

as a superintendent, has the youth-

ful, downy look of a trainee. " I n 

the first season he's with me I keep 

remind ing h im of the long hours we 

have to put in, the need for being 

avai lable 24 hours a day , all the 

problems and headaches associated 

with the maintenance o f a mi l l ion 

dol lar plus piece of property. 

" I really test what I guess you 'd 

ca l l h is d i s c o u r a g e m e n t quo-

t ient , " Sm i t h continues. " I f he can 

put up with it for six mon ths and still 

want to stay in the business, I fig-

ure he's got the dedicat ion to make 

a career o f being a super intendent . " 

Ded ica t ion ! That old, overworked 

word is still in business wherever and 

whenever go l f managemen t people 

talk about the indispensible qual i ty 

that keeps them tied to the post as 

superintendents, professionals or 

c lub managers . They don ' t utter the 

word with reverence; in fact, they 

smile when they say it. But down 

deep i t ' s d e d i c a t i o n t h a t m a k e s 

t h e m w i l l i n g to pu t in those 80 

hours a week when practically ev-

eryone around them grumbles if as 

much as a 40-hour week is imposed 

on them. 

Teaching dedicat ion, more ob-

liquely than directly, has as much 

to do with the tra in ing o f a superin-

t e n d e n t , p r o f e s s i o n a l or c l u b 

manager as anything else to which 

persons entering these fields are ex-

posed. Dud ley S m i t h stresses the 

i m p o r t a n c e o f d e d i c a t i o n in an 

u n o r t h o d o x way . P r o b a b l y very 

few people in the golf management 

field a t tempt to get it across via the 

d i s cou ragemen t test ing route. I n 

most cases, it isn't even ment ioned, 

but it's there for the trainee to see. 

If, wi th in a short t ime after breaking 

in on the course or in the shop or in 

clubhouse, he doesn't sense that it's 

ded i c a t i o n , or s ome t h i n g l ike it, 

t h a t keeps the s u p e r i n t e n d e n t , 

pro fess iona l or m a n a g e r a round 

long after the 5 o'clock whistle, he's 

missing the point . 

Bill Hea ld , the professional at 

Riverside G C , near Ch icago , and 

C . C . Wa t son , m a n a g e r o f Sunset 

R i d g e , W i n n e t k a , 111., w h o dis-

cussed their training programs with 

GOLFDOM a long with Dudley Sm i th , 

agree that there is no substitute for 

ded i c a t i on in a go l f m a n a g e m e n t 

job . They don ' t beat the theme quite 

as actively as Sm i t h does, but the 

word is heard frequently in their 

conversations. 

" W e live the game nine months a 

year , " says Heald . " I ' m in the shop 

six days a week and on the seventh I 

play. S o any young m a n , who is 

breaking in as a professional, has 

to be prepared to devote practically 

all his t ime to go l f . " 

Says Watson , " I t ' s no place for a 

nine-to-five m a n . W e operate 1 I 

mon ths a year. A manager and his 

ass istant put in 10 or 12 hours a 

d a y . A n ass i s t an t d o e s n ' t have 

much choice but to be wrapped up in 

his w o r k . " 

Hea ld , Wa t son and Sm i t h appar-

ently have done a good j o b of im-

p l a n t i n g the d e d i c a t i o n pr inc i-



pie, along with giving their proteges 
good training. Each has had four 
men under his wing and of the 
collective dozen they have trained, 
they've had only two dropouts. Both 
of the latter bowed out, incidental-
ly, because the hours were just too 
much for them. They couldn't find 
the dedication to put in the long, 
demanding days that are endemic 
to golf management personnel and 
so, wisely, they got out. 

Seven of the young men, who have 
trained under Heald. Watson and 
Smith, have moved up to top jobs. 
Each of the three currently has a 
trainee working for him. In practi-
cally all cases where the protege has 
moved up, he has had at least a two-
year apprenticeship behind him. 
It shouldn't be any less if he is to be 
properly equipped to go it on his 
own. 

It is not quite accurate to refer to 
the young man, who is breaking in, 
as a trainee. More properly, he is 
assistant. The course he is going 
through is designed to familiarize 
him with the golf management job, 
not train him for it. He does basic-
ally the same work as the man in 
charge. Whether he is coming in as a 
p ro fe s s iona l , s u p e r i n t e n d e n t or 
club manager, he has, almost with-
out excep t ion , the educa t iona l 
background for the profession he's 
getting into. The so-called novice 
supe r in t enden t is a g r a d u a t e of 
e i ther a two-year or fou r -yea r 
agronomy school. The tyro club 
manager has a degree from either 
Michigan State or Cornell Univer-
sity or the University of Denver or 
some other well-known school. The 
professional apprent ice probably 
ha sn ' t been t ra ined speci f ica l ly 
for shop work, but in most cases has 
studied business or physical edu-
cation in college, has played golf 
and so isn' t ge t t ing in to to ta l ly 
unfamiliar work. 

Thus, a rank beginner is not com-
ing into one of the three fields. He 
has good credentials to start with. 
What he needs is experience in the 
profession for which he has pre-
pared. It is hoped that he brings ded-
ication along. 

Doc Watson is a strong believer in 
"giving a man his head," as he puts 
it. A 1957 University of Denver 
graduate, Watson worked for five 

years in an airline feeding opera-
t ion before c o m i n g to Sunse t 
Ridge in 1962. Four young men have 
broken into club management under 
his direction and, for the most part, 
he has dispensed with the prelim-
inaries in indoctrinating them. 

" I get them exposed wi thout 
wasting much t ime," Watson says. 
" W i t h i n a shor t t ime they are 
responsible for running any of the 
numerous parties that are held at 
the c lub. Maybe t h e y ' r e over-
matched, but they soon discover in-
genuity they didn't know they had 
and usually get straightened out. If 
not, they can come to me. 

"All of the assistants I've had," 
Watson continues, "have appre-
c ia t ed tha t I had enough conf i -
dence in them to turn them loose 
without a lot of coaching. It's kind 
of bewildering at first , but they 
quickly get their feet on the ground 
and work things out. Even the young 
fellow who left because he didn ' t 
like the hours handled assignments 
well. Most people learn 10 times 
faster on their own than if they have 
to be supervised." 

Ingenui ty in a r r a n g i n g and 
runn ing pa r t i e s is the most 
important part of a club manager's 
job , according to Watson . Tha t ' s 
why he puts so much emphasis on 
this function in training assistants. 
Sales have to be kept up, not only 
during the golf season, but in the 
November-March period when the 
members won't use the club unless 
there are some very strong attrac-
tions to bring them back. Weekly 
cabaret dances, gourmet dinners, a 
fall c l a m b a k e , a couple of pre-
C h r i s t m a s pa r t i e s , six " F o o d 
Around the World" dinners, held in 
the fal l , a weekly Wednesday 
luncheon for the women, a formal 
Christmas party, a New Year's Eve 
dinner dance and party are among 
the affairs that are held at Sunset 
R idge dur ing the o f f - s ea son to 
c o m p l e m e n t s u m m e r t i m e pat -
ronage and spending. Otherwise, 
total annual volume would be so 
low that it's doubtful if the mem-
bership would stand for the assess-
ments that would have to be levied 
by c lub o f f i c i a l s to wipe out the 
year-end deficit. 

In time, and not a very long one at 
that, the new assistant takes over 

the total running of at least 50 per 
cent of the social events . For 
instance, he handles the gourmet 
dinners, from selecting the menus, 
overseeing their preparat ion, giv-
ing personnel whatever training is 
necessary in serving them, to see-
ing that they are well-publicized be-
fore they are held. 

Sunset Ridge closes in January, 
but immediately af ter it reopens, 
the round of dinners, part ies and 
dances are started again. This spring. 
Chuck Braden , the a s s i s t an t 
manage r , i n t roduced a t h e a t e r -
dinner party that practically had 
the membership standing in line to 
attend. Al together , three perfor -
mances were given by the North-
western University CC players in 
the clubhouse dining room: there 
were capacity crowds at each show. 
Braden handled the entire project 
f rom the publicity stage through 
booking the t hea t r i ca l g roup to 
taking full charge of the cocktai l 
hour and dinner that preceded each 
show. After an assistant has staged 
a few theater parties, presided over 
several gourmet dinners as well as 
misce l l aneous c l a m b a k e s and 
dances, he can hardly be classified 
as a trainee, at least where social 
events are concerned. 

All, of course, is not party giving 
at Sunset R idge . There a re less 
glamorous things with which the 
new assistant has to become fam-
iliar, such as clubhouse housekeep-
ing, calling in the repairman and 
overseeing the day-to-day food and 
beverage operations. And, of course, 
there is the annual budget that has 
to be p repa red and per iod ica l ly 
checked to see that it is being ad-
hered to. Doc Watson handles the 
drawing up of the budget and all 
matters pertaining to it, a vitally 
important job at any club, but the 
assistant always sits in while it is 
in the preparation stage and when 
it is being periodically reviewed. 

From the caliber of young men 
who have trained under him in the 
last decade. Doc Watson can't help 
but conclude that the club manage-
ment schools a re doing an ou t -
standing job. They are particular-
ly strong in generat ing new and 
fresh ideas, and their a c a d e m i c 
courses , such as accoun t ing , 
psychology and chemistry, appar-



ASSISTANCE cominued 

ently are being well taught. In ad-
dition, young men coming into the 
club manager field know a lot about 
beverages, partly because of what 
they learn in the c lass room, but 
ma in ly b e c a u s e most of t h e m 
manage to get part-time jobs as 
bartenders and pick up a good deal 
of practical knowledge. 

The same, though, can't be said of 
food p r epa ra t i on . One reason for 
this, according to Watson, is that 
probably too much emphasis is be-
ing put on c o m m e r c i a l or m a s s 
f eed ing . T h e m o r e i m a g i n a t i v e 
cooking, which is demanded in a 
city or country club operation, is 
being slighted. Too, the club man-
agement students don't get enough 
actual experience in cooking and 
baking. Mainly, they don't do much 
m o r e t h a n obse rve how t h i n g s 
should be done. Watson thinks this 
should be changed. A person who 
has never had dough on his elbows 
or turned a roast is never really go-
ing to learn very much about food 
and cooking. The schools could cor-
rect this by setting up summer res-
taurant placement programs for 
their students. 

One thing that Doc Watson does 
is s o m e t h i n g tha t o t h e r c l u b 
manage r s could prof i tab ly copy. 
Four times a year he takes his assis-
tant, the club chef and hostess to 
dinner at one of Chicago ' s f iner 
restaurants. It can be classified as 
a working meal, because the four 
people are as much on the lookout 
for new ideas in service, decor and 
recipes as they are in enjoying the 
amenities of fine eating. Some of 
the ideas are brought back to Sun-
set Ridge, where they are used es-
pecially in the off-season when in-
n o v a t i o n s a r e needed to b r i n g 
members back to the club. 

Bill Heald 's training curriculum 
at Riverside C C starts with a course 
tha t might be called, " T e a c h i n g 
How To Teach . " A background of 
22 years in golf, five of them spent as 
a s u m m e r t i m e a s s i s t an t at t h i s 
club while he taught history and 
c o a c h e d in h igh schoo l , h a s c o n -
vinced Heald that teaching is the 
fundamental f rom which radiates 
everything that has to do with the 
operation of a pro shop. Certainly, 
it leads to a conservative 75 per cent 

of equipment sales and, no doubt, 
influences a high percentage of ap-
parel sales. Maybe the latter would 
be hard to prove, because display, 
price and quality are considered so 
intrinsic to the way apparel items 
sell, but in a larger view, a profes-
s i o n a l ' s success in m e r c h a n d i s -
ing depends to a grea t extent on 
how well the members accept him. 

There is no quicker way to win ac-
cep tance , Heald ma in t a in s , than 
the lesson tee. Show a player how to 
shave his score or, m a y b e more 
gratifying to him, how he can hit a 
ball m o r e crisply and accura te ly 
and a convert has been won. Or, to 
put it more baldly, a customer. It 
doesn' t stop here, of course. Good 
se rv ice , p r o m o t i o n of gol f ac t i -
vity, a sound merchand i s ing pro-
g r a m , all the pro business s tand-
bys, can ' t be overlooked. They are 
vital pieces in the mosaic, but every-
thing, in H e a l d ' s opin ion , s ta r t s 
w ith the teaching of the game. 

For this reason and, additionally, 
because the new assistant probably 
hasn ' t been exposed to t h e m , his 
training at Riverside star ts with the 
" h o w to t e a c h " f u n d a m e n t a l s . 
Heald spends many hours on the 
tee wi th h im and in d i s c u s s i n g 
teaching methods. What he is most 
concerned with is getting the assis-
t a n t e s t a b l i s h e d in a t e a c h i n g 
routine. This isn't easy for a begin-
ning pro to do. He is expected to be 
a r e a s o n a b l y good p l a y e r , but 
probably he does so many things in-
tuitively that he hasn't given much 
ihought to analysis of the swing or 
to its teaching. I t ' s c o n f u s i n g at 
first and Heald doesn't expect a new 
man to even begin to emerge as a 
t eacher until his second yea r . It 
isn't until his third year at the club 
t h a t t h e a s s i s t a n t is a s s i g n e d t o 
handle the junior program, which 
has been Heald's pet project since 
he started at Riverside. 

W h a t Heald u l t imate ly works 
for is to have the assistant devel-
op c o n f i d e n c e in his i n s t r u c t i o n 
methods and then not deviate from 
t h e m a f t e r he h a s e s t a b l i s h e d a 
reliable teaching pattern. No t that 
he should become totally inflexible 
and not try to refine his techniques 
and look fo r new w a y s t o get 
through to the pupil. There is al-
ways new ground to be explored in 

both respects. It takes a lot of study, 
observation, discussion of theories 
for the young man breaking in to 
get his instruction methods solidi-
fied. One of the best starting points 
in his education, Bill Heald believes, 
is in the material Jim Flick of Los-
antiville in Cincinnati has written for 
the PGA teaching manuals. 

Heald isn't sure he differs very 
much f rom other professionals in 
training assistants in the different 
a s p e c t s of shop o p e r a t i o n . He 
wants to be sure that anyone who 
se rves in his s h o p is c o m p l e t e l y 
qualified to move into a head pro 
job in no more than four years. This 
ca l l s fo r the a s s i s t a n t to begin 
working as a starter and caddie mas-
ter along with learning everything 
possible about the inside operation. 
The latter, of course, includes a lit-
t le bit of e v e r y t h i n g m e r c h a n -
dising, purchasing, learning inven-
tory control, running club tourna-
ments, helping to stage the annual 
s p r i n g f a sh ion show f o r women 
m e m b e r s and becoming famil iar 
with the bookkeep ing system. A 
young man , working for three or 
four years at Riverside, or for that 
m a t t e r , at mos t f i r s t - c l a s s golf 
shops, probably gets as liberal and 
p r a c t i c a l bus iness e d u c a t i o n as 
he could hope to get in almost any 
field. In fact , i t 's d o u b t f u l if he 
cou ld f ind a n y t h i n g in the mer -
c h a n d i s i n g a r e n a t h a t o f f e r s a 
bet ter oppor tun i ty to become as 
involved or immersed in the sales 
floor, office and backroom opera-
tions as the pro shop business. 

Even though Dudley Smith, the 
Silver Lake super in tenden t , may 
go overboard in bringing the novice 
super in tenden t face to face with 
the r e a l i t i e s by dwe l l i ng on the 
unglamorous aspects of maintain-
ing a course, don't write him off as 
an ogre. His record in shepherding 
new men through the break-in years 
of greenkeeping is good three of 
his four trainees have stuck it out 
and have their own courses . The 
fou r th , a college English ma jo r , 
stayed on well beyond the six month 
period in which Dudley sowed the 
seed of discouragement, but final-
ly decided he'd be happier in some 
other line of work. He was not with-
out p romise , accord ing to Smi th . 
T h e o t h e r y o u n g m e n , who have 



worked for Dudley in recent years, 
are studying agronomy and plan to 
make their careers in course main-
t e n a n c e . A n o t h e r , who is in the 
Navy, plans to get into the field after 
being discharged. So, Smith must 
blend inspiration with discontent. 

As t u r f m e n , the Si lver Lake 
supe r in t enden t feels tha t the 
young men, and espec ia l ly the 
four-year graduates who have come 
out of school in the last decade or 
so, are pretty close to being finished 
products. They need no more than a 
l i t t le exper ience to conso l i da t e 
the knowledge they have absorbed 
in college. They should be better 
t r a i n e d , however , as mechan ics . 
Most know little or nothing about 
machinery and are utterly depen-
dent on the course mechanic to keep 
the mowers and tractors running. 
Smi th feels that th is could be 
remedied to some ex t en t if the 
schools could arrange with equip-
ment m a n u f a c t u r e r s to give the 
turf s t uden t s in tens ive , if br ief , 
training in machinery maintenance. 

"Mos t are completely lost when 
it comes to equipment mainten-
ance." says Dudley. " N o t that I was 
any be t t e r when I c a m e out of 
school." 

Dependence on the course mech-
anic ac tua l ly goes s o m e w h a t 
f u r t h e r . When an a s s i s t a n t is 
breaking in, he not only has to have 

plenty of guidance from the super-
intendent, but has to lean heavily 
on the hard corps of veteran em-
ployees on the maintenance staff. 
S o m e a s s i s t an t s d o n ' t a lways 
grasp this latter point. 

As far as Smi th , a 1955 Penn 
S t a t e g r a d u a t e , is conce rned , 
learning to direct men is the hardest 
pa r t of a s u p e r i n t e n d e n t ' s j o b . 
For an assistant, that 's what most 
of the training period is about. He 
may be technically brilliant, but if 
he doesn ' t learn something about 
pe r suas ion and m o t i v a t i o n his 
gifts or talents aren't going to do 
him much good. 

"Mos t of the training 1 give is 
psycho log ica l ly o r i e n t e d , " says 
the Si lver Lake s u p e r i n t e n d e n t . 
"Sure , there are some things a young 
guy has to learn about chemicals and 
g r a s se s . And , even more abou t 
machinery. In time, this knowledge 
will rub off on him. But in the mean-
time he has to learn to handle men, 
to not have them resent his orders 
and be humble and smart enough to 
l is ten to their sugges t ions , be-
cause many times they are worth lis-
tening to. For instance, I've always 
felt that my mechanic could make 
or break me. 

"1 think most super intendents 
will agree tha t they are a l i t t le 
a m u s e d with the new fel lows 
coming out of school," Smith con-

tinues. "1 don't mean that we mean 
to downgrade them or make light of 
their knowledge, because usually 
they are technically trained and al-
ready quite competent. But 1 think 
the schools mis lead t hem, have 
them thinking they are stepping into 
fu l l - f ledged execut ive j o b s and 
maybe are going to do a fair share 
of bu t ton push ing . M a y b e the 
human element isn't emphasized 
enough. Maybe they should be told 
more abou t the o rd ina ry c o u r s e 
worker and the mechanic because 
these are the men they are going to 
be dependent upon. 

"The biggest shock to a young 
man breaking in most often comes in 
his con t ac t with older c o u r s e 
workers, Smith goes on. "Usually 
these fellows are 40 or 50 years old, 
have been around for several years, 
are intelligent enough to hold bet-
ter jobs, but have been handicapped 
because they don't have much for-
mal educat ion. There ' s no doubt 
that they are pretty capable guys. 
The new assistant often isn't aware 
of this and makes the mistake of un-
derrating their abilities and know-
ledge. So, instead of getting them to 
produce for him, he kind of turns 
them off. They just stand around and 
wait for him to fall on his pratt. 

" I ' m sor ry I c a n ' t m a k e my 
remarks a little more technically 
slanted." Dudley laughs, "but when 
an older superintendent t ra ins a 
young one he becomes a practicing 
psychologist. Oh . we cont inual ly 
remind the ass i s t an t tha t he is 
responsible for a very valuable piece 
of property, warn him against the 
temptations to overkill, cut corners, 
and get into some pretty involved 
discussions with him about grass 
and greens and gearing and gaskets. 
But the real reason a young fellow 
comes to work for an older one is 
to learn how to handle men. If he 
learns that, he probably won't have 
too much trouble with the technical 
aspects." 

Eventually Dudley gets back to 
repeating what he previously said 
about dedicat ion. Dedication and 
the ability to handle men. They were 
in the business long before anyone 
started using fertilizer or herbi-
cide, and they still do more to keep 
grass green and weed free than either 
of these products. • 



T h e i n e v i t a b l e q u e s t i o n a r i s e s , 
" W h a t are my rights if a union be-
gins o r g a n i z i n g my e m p l o y e e s ? 
W h a t a re my ob l iga t ions? W h a t 
can I do? W h a t c a n t I do? W h a t will 
happen if I do something illegal?" 

First get advice f rom an expert. 
You will be drawn rapidly into an 
a rea o u t s i d e your genera l exper i -
ence and you will be dealing with a 
union agent who is t ra ined and usu-
ally good at his job . How much will 
expert advice cost? Rates vary. But 
you c a n a l w a y s ask b e f o r e h a n d 
how much the cost will be. Almost 
certainly it will cost less in the long 
run b e c a u s e you will be a b l e to 
avoid costly mistakes. 

A l m o s t any un ion could be in-
volved in organizing golf club em-
ployees. N o law says that a specific 
u n i o n m u s t r e p r e s e n t g o l f c l u b 
employees. Some of the most ac-
tive in organizing golf clubs have 
been the Service Employees Inter-
n a t i o n a l U n i o n , t h e L a b o r e r s 
Un ion and the T e a m s t e r s U n i o n 
for main tenance personnel. Hotel 
and R e s t a u r a n t W o r k e r s U n i o n s 
and C u l i n a r y W o r k e r s h a v e o r -
g a n i z e d s o m e k i t c h e n and c l u b -
house employees. 

Is the golf club industry a union 
t a r g e t ? U n l i k e l y . U s u a l l y t he 
c l u b e m p l o y e e s c o n t a c t a u n i o n 
for help. This is one reason why a 
variety of unions represent golf 
c lubs . O n r a r e occas ions one un-
ion may try organizing all the golf 
clubs in a metropol i tan area. 

What laws apply? The T a f t - H a r t -
ley Act is the Federal law. It pro-
vides a m o r e extensive scheme for 
t he c o n d u c t of l a t for r e l a t i o n s 
than state laws. If your club is cov-
ered by the Taf t -Har t l ey Act and, 
t h e r e f o r e , wi thin the j u r i sd i c t i on 
of the N a t i o n a l L a b o r Re l a t i ons 
Board ( N L R B ) , s t a t e l abor laws 
would not apply. 

The N L R B exerc ises j u r i sd i c -
tion over c lubs in which the annual 
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g r o s s r e v e n u e s a r e $ 5 0 0 , 0 0 0 or 
m o r e , e x c l u s i v e of m e m b e r s h i p 
d u e s a n d i n i t i a t i o n f e e s . ( T h i s 
j u r i s d i c t i o n s t a n d a r d should not 
be c o n f u s e d wi th t h e W a g e and 
Hour Division of the Uni ted States 
D e p a r t m e n t of L a b o r , which in-
c ludes m e m b e r s h i p d u e s and ini-
t i a t i o n fees to d e t e r m i n e d o l l a r 
c o v e r a g e . ) If g r o s s is less t h a n 
$500,000, the club is subject to the 
law of the state in which it is lo-
cated. Any at tempt to discuss state 
labor laws here would be useless, 
b e c a u s e s t a t e l a w s v a r y d r a -

"One classic example 
of the illegal threat was 

the. . . owner 
who was so incensed that 

his employees were 
unionizing that he placed 

a 'For Sale' 
sign on the front gate." 

matical ly . The Sta te of Cal i fornia , 
fo r e x a m p l e , has only a genera l 
s ta tement that employees have the 
r i g h t t o o r g a n i z e a n d e n g a g e in 
c o n c e r t e d a c t i v i t i e s . N e w Y o r k 
S ta te has extensive labor laws fash-
ioned af te r the Wagner Act , the 
Federal law prior to its amendment 
in 1947. 

R U L E S U N D E R F E D E R A L LABOR L A W 
Basically Federal labor law allows 
e m p l o y e e s to e n g a g e in act ivi t ies 
collectively on their own behalf or 
to seek a union to represent them 
without fear of interference or re-
prisals f rom their employer. Once 
the employees have chosen a bar-
gaining agent, the employer must 
meet and bargain in good faith. 

W H A T T H E E M P L O Y E R C A N N O T DO 
T h e e m p l o y e r m a y not i n t e r r o -
gate employees about the union. 
This includes questions to find out 
whether employees want a union, 
why e m p l o y e e s w a n t a u n i o n or 
which employees favor a union. 

T h e e m p l o y e r is p r o h i b i t e d 
f r o m m a k i n g a n y s t a t e m e n t s or 
t a k i n g any a c t i o n c o n s i d e r e d 
threatening. A s ta tement that if 
the union is success fu l , the c lub 
would be closed is an illegal threat . 
O n e c l a s s i c e x a m p l e of t he ille-
gal threat was the case of an owner 
who was so incensed that his em-
p l o y e e s were u n i o n i z i n g t h a t he 
placed a " F o r Sa le" sign on the front 
gate. 

T h e e m p l o y e r m a y not legally 
m a k e any promises during an or-
g a n i z i n g d r i v e or o t h e r i n d u c e -
ment to vote against the union. This 
includes promises of wage benefits 
or o t h e r i m p r o v e m e n t s in work-
ing condit ions, as well as grant ing 
benef i t s . T h e r e a re s o m e excep-
t ions to the g r a n t i n g of benef i t s , 
but the legal complexity of that is-
sue overreaches the scope of this 
article. 

A n employer may not force those 
e m p l o y e e s f a v o r i n g a un ion t o 
work at a d isadvantage compared 
to e m p l o y e e s who a r e a g a i n s t a 
union. Nor may he m a k e union ad-
herents work longer hours or trans-
fer t h e m to lower pay ing j o b s or 
fire them. It is not unlawful to dis-
charge a union adherent if the dis-
c h a r g e is u n c o n n e c t e d with his 




