
Recharge your fleet with the 
Dawn to Dusk Battery. 

You're probably replacing some of your golf car batteries right now. So why 
not test the new EV-106, or EV-88, golf car batteries from Exide and Willard. 

The EV-106 gives dawn to dusk performance under the most rugged 
conditions. It delivers 106 minutes of pedal-down time between charges. 

The EV-88 gives 88 minutes of running energy and features quarter-turn 
vent cap and a polypropylene case, just like the EV-106. 

With polypropylene, you get more room inside the battery for acid and 
plates. And you spend less time outside the battery, filling it up. 

Ask your battery or golf car dealer to 
check the Exide and Willard line today, 
p End your dawn to dusk 

f t . m frustrations, now. 

Special Introductory Offer. 
You may buy this new $47.95 

battery tester for the special price of just 

sales tax, when 24 or more new Exide or Willard 
batteries—either the EV-106 or EV-88—are delivered • M j j t t f l 
to your golf course. 

The tester can check one battery at a time, or 
six at once, and has an easy to read "empty-full" gauge. V 

To take advantage of t his special offer, just W f f i i n r m i i r n m i ^ ^ M 
fill in the coupon and mail to ESB Brands, Inc., 
P.O. Box 6949, Cleveland, Ohio 44101. 

We ll make sure you're contacted. 
Offer expires i i 

August 15, 1972. |gy|&ifte|Willard' 
Work! I«';HI<T in packiigi-d pmwr. 

ftH moi» information ( K K nuin&ff 1/* 'to • .ml 



When you buy my clubs you are buying 
the most perfect instruments ever created 
for playing golf. 

The component parts of every iron have 
been carefully designed and skillfully manu-
factured for maximum performance. Each 
iron in turn positively relates to every other 
iron, and this synergetic relationship forms 
the total IRONS SYSTEM. 

This same concept, design and meti-
culous manufacturing process is carried 
through the WOODS SYSTEM. 

In turn, the IRONS SYSTEM and the 
WOODS SYSTEM are designed to inter-
relate and develop the fullest measure of 
performance as a MASTER SYSTEM! 

As an example of our superior design 
you can see above the perfection of the 
gradation of the stepdown pattern of our 
exclusive high performance Apex Shafts. 
Our clubs are designed with less than the 
weight of a dollar bill in swing weight varia-
tion from club-to-club within our IRONS 
and WOODS SYSTEMS. 

BEN HOGAN 
2 9 1 2 W e s t P a f f o r d St reet . F o r t W o r t h , T e x a s 7 6 1 1 0 

A v a i l a b l e only a t y o u r gol f p r o f e s s i o n a l s h o p , 
circle number 277 on card 

MY MASTER SYSTEM 
by Ben Hogan • • • 



LABOR RELATIONS from page 30 

ter medical plan is needed and a un-
ion would help the employees re-
ceive such a plan. 

As with wages, look at the bene-
fits o f f e r e d by o t h e r local c lubs . 
Look at the benefits offered by oth-
er i n d u s t r i e s e m p l o y i n g s i m i l a r 
e m p l o y e e c l a s s i f i c a t i o n s . T h e r e 
a r e a l s o g e n e r a l g u i d e l i n e s t h a t 
can be followed. Of all the ma jo r 
be n e f i t s , e m p l o y e e s g e n e r a l l y 
c o n s i d e r m e d i c a l i n s u r a n c e t he 
most impor tan t . 

Benefits should also be tai lored 
to the pecu l i a r needs of t h e golf 
club. A club on the West Coas t , for 
example , might employ a full staff 
the y e a r a r o u n d . T h e e m p l o y e e s 
the re m a y be in te res ted in long-

" . . . more organizing 
drives start because 

of . . . unfair supervision 
than any other 
single source." 

t e r m b e n e f i t s , such as p e n s i o n 
plans or increased v a c a t i o n s . In 
areas subject to seasonal changes , 
many employees have a relatively 
improved sho r t work pe r iod and 
may be m o r e in teres ted in s h o r t -
t e r m b e n e f i t s , such as g r e a t e r 
medical coverage or higher wages 
as a subst i tute for benefits. 

In e i t h e r s i t u a t i o n , e m p l o y e e 
communica t ion is essential. 

The manage r or super intendent 
should know his employees ' atti-
tudes. He should know if the em-
ployee feels tha t the benefits a re in-
adequate . If so, then the m a n a g e r 
or super intendent should try to im-
prove that benefit or honestly and 
convincingly explain why it canno t 
be granted . 

C o m m u n i c a t i o n c a n n o t be un-
deres t imated . Many union o rgan-
izing dr ives begin because m a n -
a g e m e n t ha s not exp la ined c o m -
pany policies. Two years ago a club 
m a n a g e r was mys t i f i ed w h e n his 
n o r m a l l y s a t i s f i e d e m p l o y e e s 
turned to a union. To his d i smay he 

learned that the employees had been 
to ld t h a t the i r m e d i c a l i n su rance 
was no good . U p o n inves t iga t ion 
the manage r learned tha t his plan 
was one of the best in the area, but 
his explanat ions to the employees 
c a m e too late to be persuasive. 

I N A D E Q U A T E S U P E R V I S I O N 

In m y o p i n i o n m o r e o r g a n i z i n g 
drives s tar t because of inadequate 
or unfa i r supervision than any oth-
er single source. Employees must 
be t r e a t e d wi th t h e r e s p e c t owed 
them as human beings. A super-
visor w h o c a n n o t e s t ab l i sh m u t u -
al respect between himself and his 
e m p l o y e e s will c r e a t e e m p l o y e e 
discontent , which can lead not on-
ly to a union, but to al l -around poor 
p e r f o r m a n c e . S u p e r v i s o r s should 
be instructed to communica t e with 
e m p l o y e e s , to be s y m p a t h e t i c to 
e m p l o y e e p r o b l e m s , a n d t o be 
f i rm, but fair, in ensur ing that the 
employees perform their assigned 
tasks. 

A m a j o r test of a supervisor is 
his m a n n e r of a d m i n i s t e r i n g dis-
cipline: Is it consistent? Is it fair? 
D i s c i p l i n e s h o u l d n e v e r be ap -
plied in anger or without good rea-
son. Employees are sensitive to any 
unfa i r t r ea tmen t ; it c rea tes hostility 
and j o b insecurity. 

One way to ensure fair and con-
s i s t e n t d i s c i p l i n e is to e s t a b l i s h 
work rules. Then employees know 
what is expec ted of t h e m . W o r k 
rules should be well-known to ev-
eryone and should include policies 
t o w a r d h o u r s , t a r d i n e s s , a b s e n -
teeism and the like. The rules must 
be un i formly enforced. If one em-
ployee is con t i nua l l y a l lowed to 
report late without reproach, and 
a m o n t h l a te r , is d i s c h a r g e d , the 
e m p l o y e e s will not k n o w what to 
expect or what is expected of them. 
If you establish clear cut policies 
and stick to them, employees will 
have a m u c h m o r e f a v o r a b l e im-
press ion t h a n d isc ip l ine unevenly 
applied. 

A v o i d f a v o r i t i s m . D o n ' t disci-
pline one employee for lateness and 
look t he o t h e r way fo r a n o t h e r . 

A n e m p l o y e e w h o p e r f o r m s t h e 
s ame work as o ther employees yet 
receives be t te r pay , be t te r w o r k -
ing h o u r s or m o r e e v e n - h a n d e d 
t r ea tment creates bitterness among 
other employees. This unequal 
t r ea tment can cause the employees 
to seek an equalizer in the form of 
a union to ensure that all wages, 
hours and working condit ions are 
un i form, or at least fairly and uni-
formly applied. 

LACK OF JOB SECURITY 
J o b security to the employee sim-
ply m e a n s t ha t t he e m p l o y e e c a n 
reasonably expect his j ob to con-
tinue. An employee who feels tha t 
he m i g h t be i m m e d i a t e l y d i s -
charged if he gets on the wrong side 
of t h e s u p e r v i s o r o f t e n fee l s he 
needs union protect ion. Then he 
can be discharged for good cause 
only. He also feels tha t the good 
cause can be tested by a grievance 
procedure up to and including a 
decision of a th i rd-par ty neutral 
a rb i t r a to r who will decide the case, 
not on the employer ' s principle, but 
on general principles of labor law. 

L a c k of j o b s e c u r i t y is no t 
c r e a t e d by k n o w n s e a s o n a l l a y -
o f f s , because e m p l o y e e s can p l an 
for that and usually have some as-
surance of a j ob next season. It re-
s u l t s f r o m the u n e x p e c t e d d i s -
charge or fear of unfa i r t r ea tment 
by a supervisor. 

In Part One, I have explored why 
employees turn to unions and how 
the golf club can sat isfy employee 
needs. In Part Two, I will discuss 
the legal r e q u i r e m e n t s , p r o b l e m s 
and tactics of both c lub and union 
d u r i n g a union o r g a n i z a t i o n at a 
club. • 

T H O M A S p . BURKE is a partner in the 
law firm of Rut an & Tucker, Los 
Angeles. He is a graduate of the 
UCLA School of Law, a member of 
the California State Bar and the 
Los Angeles and Orange County 
Bar Assns. Since admission to the 
bar, he has specialized in labor re-
lations, representing employers, 
which have included golf clubs. 



Titleist goes farther 
for your golfers and 
faster for you. 

Titleist, either in a 6-dozen display unit or by the dozen, turns over profit faster than 
just about anything in your shop. And you, as a businessman, know that turnover is the 
key to profitability. 

Many golf professionals have reordered more Titleists before they've actually 
received the bill for their original order. That's turnover. 

So you can count on fast turnover and a lot of satisfied players simply by placing 
this colorful display where your customers can see it. Then stand back and 
watch the counter attack. 

A C U 5 H N E T S A L E S C O M P A N Y 
Sold thru golf course pro shops only 

Titleist: the money ball 
For more information circle number 257 on card ^ ^ ^ 



To the golf professional 
who is also a businessman 

If it's advertised 
in GOLF MAGAZINE 

it's a good reason 
for you to carry it. 

Advertisers spent two and a half million dollars 
in GOLF MAGAZINE last year. They're adver-
tising this year with even more pages. 

They have good reasons for doing this—the same 
reasons that make it good business for you to 
carry and promote the products advertised in 
GOLF MAGAZINE. 

GOLF MAGAZINE reaches every month into 
475,000 golfing homes where the average in-

come is $24,791 . . . where 6 out of 10 are 
members of clubs . . . where golf purchases are 
more than twice the national average. 
This means the advertisers in GOLF MAGA-
ZINE are creating a powerful demand for their 
products among your members. . . which means 
you'll do well to carry and feature this mer-
chandise in your pro shop. 
To build your business, build on the adver-
tisers in GOLF MAGAZINE. It's good business. 

Constantly 
selling for 
you and your 
pro shop 

Universal Publishing & Distr ibut ing Corp., 235 East 45th Street, New York, N.Y. 10017 212 683-3000 



every-

thing 

for 

your 

golf 

course! 

from the standard of the industry 
Over 45 years of practical experience in the spe-
cialized field of manufacturing golf course equip-
ment. Foresight, engineering and a constant striv-
ing to continue to improve their products. That's 
why Standard has earned the reputation as pro-
ducing products that are the standard of the 
industry. 
From cups, Litter Caddies®, rakes, steel tee 
benches, ball washers and the Greenskeeper, 
Standard can add 50 other products to the list of 
products available from one source. Whatever 
you need on a golf course (except the motorized 

mowers, carts, trucks, etc.) you have just one 
source . . . Standard. 
This year, Standard has plastic coated many of 
their products to give still longer, maintenance-
free life to their products. This plastic coating is 
applied with an electrostatic gun and baked in 
high temperature ovens to bond the plastic to 
the metal. It's available on tee markers, console 
legs and stands, tee benches and Litter Caddies® 
Write for FREE literature and find out why Stan-
dard is the standard of the industry. 

STANDARD MFG. GO. 
220 East Fourth St. »Cedar Falls, Iowa 50613 



r Y j r K i p i The whole club 
C X X I L l ^ I L ^ benefited when an inventive 

superintendent experi-
mented with wetting agents 
and increased playability 
and over-all revenue 
at his golf course 

JND PROFIT 
YOUR 

SEASON 

Heavy clay areas on the course cause severe compaction problems. These 
areas receive extra doses of wetting agents in the spring and late fall. 

Wetting agents will rapidly move 
off this March flood water. 

A very trying time occurs for a golf 
course s u p e r i n t e n d e n t when he 
must close down the course because 
of a heavy ra in fa l l , f l ood ing or 
s t and ing wa te r . Everyone suf-
fers—the clubhouse loses bar and 
dining income, golf cars cannot be 
taken out on the course, and be-
cause no one can play golf, the pro-
fessional 's golf shop is generally 
deserted—the members stay home. 

One s u p e r i n t e n d e n t exper i -
menting with wetting agents has 
been able to compile facts and fig-
ures over a four year pe r iod to 

Editor 's note: This article pre-
sents the experience of only one 
superintendent who utilized wet-
ting agents to break up standing 
water. The superintendent notes 
that the program may not work 
for every course. Therefore, be-
fore anyone goes into a full-scale 
program, he should seek expert 
advice and opinion and should 
experiment with a small plot of 
land to determine what the reac-
tion of his course would be to 
such a program. 

show tha t the p r o g r a m has 
stretched the golfing season and in-
creased revenue for the club. 

Prior to the use of wetting agents, 
he writes GOLFDOM, his golf course 
was closed an average of 10 days 
dur ing the golfing season. These 
closures were the result of either 
heavy ra in fa l l , where the wate r 
could not percolate down into the 
soil fast enough for the resuming of 
play the next day, or the periodic 
f l ood ing of a r iver which f lows 
through the middle of the course. 
When the river waters receded, he 

continued on page 40 



If our machines 
can't save money on 
your grounds, we don't 
deserve your business. 

And we do want 
your business. 

That's why we 
build such a com-

plete line and 
variety of machines 

for grounds maintenance. 
The exact one... or combination 

of machines you need. All with one 
manufacturing, service and parts source. 



Machines for mowing. Digging. Leveling. 
Moving trees and earth. Everything you need 
to cut your grounds down to size. 

All powered by the most dependable 
engines we could find. Ours. Because in your 
business, dependability is money. 

We keep getting better at our business 
to get more of your business. 

And keep it. Industrial Equipment 
International Harvester Company. Chicago. 111. 606U 

For more in format ion c i rc le number 181 on card 



Wetting agents help hold Poa annua fairways during July stress period. 

EXTEND from page 37 

explained, the water was left stand-
ing for days cutting off some holes. 

Then the superintendent went to 
a program using wetting agents to 
combat the sogginess of his course. 
The super in tendent s ta r ted by 
spraying greens, tees and fairways 
on a weekly schedule beginning the 
fourth week in May through the 
second week in September. 

One of this superintendent's ma-
jor problems is the composition 
of the soil itself. One nine is silt 
loam with good drainage, another 
nine is heavy clay with compaction. 
He also maintains 96 per cent Poa 
annua fa i rways. This possesses 
p rob lems of its own, but he has 
found that wet t ing agents have 
helped hold Poa through stress peri-
ods by making the water wetter. 
He also feels that wetting agents 
greatly reduce the amount of com-
paction and thatch at his course. In 
the past, he reports, keeping turf at 
or near field capacity has been the 
only way of holding Poa through 
stress. Now a lower volume of wa-
ter is required, keeping s a t u r a t -
ed ground to a m i n i m u m . Even 
with reduced watering, areas such 
as greens are now able to maintain 
the i r resiliency for holding golf 
shots. 

The superintendent 's program 
calls for use of 125 gallons of wet-
ting agents throughout the year to 
be used on greens, tees and fair-
ways. This investment in wetting 
agents amounts to $1,200. How-

ever, he says, this is easily offset 
because of the increased revenues 
the club receives from golf cars, 
green fees and the clubhouse. Over 
the four-year period he has found 
that the number of days the course 
has been closed due to wet grounds 
has been reduced by 50 per cent. Be-
cause the course is open an addi-
tional 50 per cent on rainy days, this 
also pe rmi t s golf cars out more 
than in other years prior to the use 
of wett ing agents . His p r iva te 
course averages 22,000 rounds of 
golf over an eight-month playing 
season. An extra five or six days a 
year adds thousands of dollars to 
club coffers, especially on week-
ends. Car revenue prior to the use 
of wetting agents for one random 
year was $37,000. In 1971 using the 
wetting agents, the club grossed 
$44,000 from golf car concessions. 
Allowing for heavier play and 
more golfing days, it is still a sub-
stantial increase. 

Perhaps the most beneficial result 
of the use of wetting agents was in 
improving golfers ' att i tudes. Be-
cause the course was open these ad-
di t ional days , they could play 
more, and the use of wetting agents 
also aided the ag ronomic com-
position of the turf , thereby giv-
ing the m e m b e r s bet ter p laying 
conditions, according to the course 
superintendent. 

To apply wetting agents on fair-
ways the supe r in t enden t uses a 
boom jet nozzle sprayer mounted 
on a tractor. He sprays his 36-acre 

fairways weekly using two ounces 
of wetting agent per 1,000-square 
feet. A spring and late fall applica-
tion calls for eight ounces of wetting 
agents per 1,000-square feet. The 
fall spraying is done about the sec-
ond week in October. The superin-
tendent feels this fall spraying has 
helped get chemicals used for com-
bating snow mold into the thatch 
zone, thus giving better control of 
snow mold. Severely compacted 
areas get approx imate ly eight 
ounces of wetting agent per 1,000-
square feet. These compacted areas 
are sprayed every two weeks until 
good moisture movement is evi-
dent. The rate f#r application of 
wetting agents to greens and tees is 
the same as for fairways, but a ve-
hicle mounted sprayer with boom 
is used. The clay areas get an addi-
tional application of eight ounces 
per 1 ,000-square feet every two 
weeks. 

The 54 club-owned cars have 
caused fewer compac t ion prob-
lems with a treatment of two ounces 
per 1,000-square feet every 10 days 
on the heavily-traveled areas. 

Height of cut for the golf course 
because of wett ing agents is: 
Greens, five-fifty-seconds inch; tees 
and collars, one-half inch, and fair-
ways, three-fourths inch. 

In summary, the advantages this 
super in tenden t has found with 
wetting agents are: 
• Reduced compaction; 
• Less watering; 
• Reduced problems with thatch; 
• Better grass and drainage in car 

wear areas; 
• Better membership relations due 

to less course-closed days because 
of wet grounds; 

• Syringing has been eliminated 
from once or twice to nothing; 

• The course is capable of support-
ing more golf cars; 

• Increased club revenue; 
• Better grass over-all. 

The superintendent is quick to 
point out that wetting agents for use 
in breaking up standing water on 
fairways, tees and greens may not 
work for every course, because each 
course is different. He recommends 
experimenting with a small plot of 
land to find the right application 
rates for your needs before going in-
to a full-scale program with wetting 
agents. • 


