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Electra 72 has a greater range than
any other golf car in the U.S.

Need proof?

Electra 72 challenges any make to a
race around any course in the country.

In fact, it will take on all 12 leading
makes at once!

When the others have died
somewhere between the 18th
and 54th hole, Electra 72 will
still be going strong.

Then, with a quick 45-minute
charge stop, it will be back on
the green for another54to 72 &
holes while the others will be '
out of commission for 8 hours.

The secret?

Electra 72 is the only golf car
with the tri-polar, lead-cobalt "4-wheel model also available
battery that beat a“ comers at **Convertible to 4-passenger personnel carrier
the 1971 Intercontinental Clean
Air Car Race.

For complete details, contact:

77 electric fuel propulsion corp. 366w. 8mile rd. detroit mich. 48220
phone 313-545-2224  cable: elefuel, detroit

For more information circle number 241 on card



REAR WHEEL
« DRIVE

Roseman Rear Wheel Drive permits
overhanging of traps and bunkers and
trimming close to trees, no side wheel
marks. Laminated puncture-proof tires
overcome objectionable bouncing of
pneumatic tires. The caterpillar-action
of laminated tires give non skid trac-
tion, making it possible to mow heavi-
est turf growths. Rear Wheel Drive
available in Rough or Fairway mower.

HOLLOW ROLLER
« DRIVE

Roseman Hollow-Roller mowers place
less weight p.s.i. on turf than any other
type. Less compaction results. Hollow
drum design permits mowing on soft
or sandy soils and on wet fairways with
no wheel marks. Improved turf, better
playing surfaces and finer finished cut
result. All putting greens are cut with
rear roller drive mowers. Why not give
your fairways putting green treatment?

| ROSEMAN Mower Corp. = 2300 W. Lake Ave., Glenview, 1lI,
I Please send me literature, prices and specifications on Roseman
Gang Mowers. | am especially interested in the following models:

] Mark IV [ Hollow Raoller Drive
| L Fairway Mower U Fairway Mower
] Rear Wheel Drive [] Hi-Cut Rough
l D Fairway Mower -J Mower
] Name__
I st A e i (] e s

o3 )
\' MOWER CORPORATION e
& 2300 WEST LAKE AVENUE

GLENVIEW, ILLINOIS City State

For more information circle number 213 on card



CRED'T from page 41

item of basic data needed is clearly re-
produced on the slip, particularly
the customer’s account number.

O Tolerating too many returns for
credit to account. Every such action
does away with profit on the given sale
and increases the chance for error in
handling the transaction. Frequently
credits are made for larger amounts
than the original charge.

Preventive: Require the original

charge slip to accompany each re-
turned item.
O Accepting partial payments on ac-
counts month after month. This often
leads to a dangerously large balance
which the customer cannot pay and
jeopardizes his heretofore rating.

Preventive: (a) An account charge

of 1 per cent a month on the unpaid
balance each time; (b) reducing the
limit of credit allowance as the prac-
tice continues, and (c¢) personal con-
tact with the customer after the
second or third such partial payment
to help solve the problem before it
grows larger.
O Granting requests for larger than
authorized amounts of credit. This
was usually done for a good cus-
tomer of long standing as a special
favor.

Preventive: Without exception,

granting the request should be de-
layed long enough to check on the
reasons behind it, the ability of the
customer to pay the larger sum and
for any change in the financial capa-
bilities of the account.
O Checking only one credit refer-
ence. Many substantial losses were
noted where only one reference was
required on credit applications or
only the first was checked even where
more were listed.

Preventive: Check all references

and require at least three from every
applicant.

O Over-zealous urging of customers
to use their credit. The drive for addi-
tional business can never be dis-
couraged in any business operation,
but when such activity is obtained on
a basis of credit where it’s not justi-
fied, it usually costs more than the
profit made.

Preventive: (a) Discouragement of

high pressure methods resulting in
customer’s over-using his credit be-
yond his ability to pay; (b) holding
fast to all credit rules in periods where
special business promotion activi-
ties are underway, and (c) setting up
of separate credit facilities for use at
such times.
O Failure to pursue conventional
collection steps for fear of losing a
good customer. Almost every busi-
ness failure revealed the presence of
such procedure. An uncollectable ac-
count is certainly anything but that
of a good customer.

Preventive: (a) Following through
on a standard policy of handling
credits and collections with no vari-
ance for any but emergency
considerations; (b) realization that
the good customer whose account
had become hazardous has lost that
status and handling it accordingly.

O Finally, the lack of proper credit
and credit control records has always
been a contributing factor where
credit absues have eaten heavily into
the profits of any business. The sys-
tem which fails to immediately point
up existence of shaky credit condi-
tions is inadequate. Without such
workable credit records and systems
all other safeguards can prove inade-
quate. They have done just that for
virtually every one of the business
failure referred to above. O

N\ Light Weight-One Hand

Golfer can
rake trap
while

holding club
in other hand.

HIGH DENSITY
PLASTIC WEATHER- PROOFED

The RAKE-Ezee
Rake flags attention,
reminds golfers to rake
_ trap. Stands erect on
blunt metal point.

Sturdy, attractive, won't

rust, yet low in cost. Rake-Ezee
stands erect on point, reminds golfer to
rake trap. Fully guaranteed with tough
plastic head. See your distributor, or
write: >

MFD. BY
NORTH CENTRAL

For more information circle number 203 on card

new 2’
“Cor-flow”

DRAINAGE TUBING FOR:

GOLF COURSE:
GREENS —TEES—
TRAPS —FAIRWAYS

PLAIN AND PERFORATED —

The
HENRY GOLF BALL WASHER IN

FULL LINE OF FITTINGS

A Proven Golf Ball Washer CHOICE USE IN “PURR-WICK" SYSTEM
Used On Leading Golf Courses 500 FT. ROLLS APPROX. 68 LBS.
Throughout The World OF

g FLEXIBLE POLYETHYLENE
You get more ball washer for the money with The

Henry. It costs less initially. Course Supts’ will
find it requires minimum upkeep. Golfers through-
out the world have found that The Henry, with its

COLORS

NO BREAKAGE—NO WASTE

HANCOR, INC.

- W. C. Schendel
rubber squeegee and gasket, cleans their balls 6510 W, River Pky e HA:CLSEECBg:é:(SISNnLE £
faster and more efficiently. by : P. O. Box 450
Milwaukee, FINDLAY, OHIO 45840  (419) 422-6521
DEALERS IN ALL PRINCIPAL CITIES Wisconsin 53213

For more information circle number 142 on card
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DEVELOPING A GOLF COURSE ?

The easiest way to
wreck a golfclubis
leave too many stones unturned

Greens are meticulously shaped to specifications
and groomed before seeding.

An array of our modern mobile equipment,
ready to move to another site

Nothing turns a golfer off quicker

than ruining his clubs on fairway stones.
Nothing kills play on a golf course faster
than unhappy golfers with damaged woods
and irons.

That’s why the fast and efficient Bergman
Method of golf course preparation plows
deep; turns and returns the soil to bring
rocks and debris to the surface; rakes and
picks the stones before leveling, contouring,
fertilizing and seeding, including tees and
greens. Naturally we can also install your
irrigation system at the same time or serve
as your consulting supervisor.

These are the reasons why Bergman Method
golf courses are played by more enthusiastic
golfers sooner . . . why “stony” is the
description of a beautiful approach shot and
not a criticism of the condition of the course.
And because we are a “family” comp'any, your
golf course is assured of tender, loving care.

We go anywhere
Wm. Bergman,Jr.
1335 M-15 REESE, MICH. 48757

PHONE: CODE 517 VO 8-9812

For more information circle number 233 on card



WHAT DO WE ADD T0

NOTHING!

Every nutrient known to be needed for growth is already there — naturally!

THE SEWERAGE COMMISSION P.0O. BOX 2079 + MILWAUKEE, WISCONSIN 53201

For more information circle number 200 on card
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Food operations at many golf clubs
are barely self-supporting, much
less profitable. Much of the blame for
the economic blandness can be traced
to a menu that is too elaborate for the
size and type of food operation. The
kitchen, which is directly affected by
the kind of menu it must support, is
over-equipped and over-staffed. Both
conditions result in large quantities
of leftovers and slow service.

Preparing leftovers for the next
day’s menu ties up kitchen labor.
Serving leftovers lowers the quality
of food and lowers the selling price;
for example, roast made into stew.
But the cost of labor and the cost of
food remain the same—high. All of
these conditions narrow the club’s
profit margin.

The menu, then, is part of the key
that can solve the multiple problems
of food waste, slow service, too much
kitchen equipment and over-staf-
fing. The menu is a one-sided con-
tract between customer and club.
The customer has the right to expect
everything that is listed on the menu.
The customer also has the right to a
fair choice of quality food that is well-
prepared and served with personal
attention. The carefully planned,
simple menu, offering limited daily
changes, assures that right.

The club also gains. A simple menu
saves time, labor and cuts down on
less profitable leftovers. The mem-
bers find dishes they like easily, the
waitress or waiter can take and place
the order quickly, and the kitchen can
handle the work load with less staff
and less equipment in less space.

Perhaps the word simple is a
misnomer. It does not mean offering
only one type of food. Within its con-
text, variety can be achieved if the club
takes advantage of modern methods of
preparing food. For example,
cooked-to-order items can be readily
offered and in greater variety, be-
cause pre-cut and portion controlled
foods—steaks, chops, cutlets and ke-
bobs—are now available.

Simple also means using modern
food merchandising techniques. In
fact some successful food operations
have all but eliminated the menu be-
cause they display the food. This
technique is particularly effective
at lunch time or when broiling steaks
or carving prime ribs in the dining
room at dinner. It also cuts down on

the high cost of labor.

Kitchen equipment
There are many claims about how the
many new and different kinds of
equipment and types of fuel save
labor. In my opinion, the following
have proven truly labor saving:
O Pass-through cooling units or
refrigerators;
O Convection and revolving ovens.
They save fuel, labor, but above all,
they roast and bake uniformly;
O Automatic dishwashers. They are
sanitary, save labor and cut down on
breakage;
O Microwave oven is a handy auxil-
iary unit in the standard kitchen;
O Steam. It is an important heater,
cooker and cleaner.

The kitchen

A simple kitchen is not necessarily a
small kitchen. When planning the
kitchen layout, consideration must
be made for the worker. He needs el-
bow room and humane working
conditions. At many clubs kitchens
are still being built that imitate hotel
kitchens of a generation ago. The
reason for this state of affairs is,
again, the existence of a menu that is
too elaborate and concepts that rely
on outmoded ways of preparing
food and types of equipment.

In short, today’s approach to food
operations is to set a policy on the
menu and type of service first, then
plan the kitchen layout to compli-
ment that policy.

There is no standard kitchen lay-
out suitable for every club. But some
basic principles should be used as a
guide when planning a new kitchen
or redesigning an old one.

The modern kitchen has a natural
flow of traffic with little or no back-
tracking. Men and materials arrive
and check in at one control point.
The time clock and receiving areas
are also usually located at the con-
trol point. From here personnel can
get to their respective locker rooms.
The linen room is close by. Dry goods
go to the store room. Meat, produce
and dairy products are stored in the
various refrigerators and deep
freezer units. Pre-preparation and
cooking areas roll toward the short
order cooking and dish-out end of the
kitchen, where the waiters and
waitresses can pick up the finished
product. The dishroom and silver-
ware washing area are also located

continued on page89

By Matthew Bernatsky

KITCHEN
EQUIPMENT.
BUYING
TOFTTHE
MENU

Wasted food, over-staffing
and unused kitchen equip-
ment plague the food oper-
ations at many golf clubs.
The results are costly, and
the culprit may be a menu
that is too elaborate
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ically suited to the needs of your course. He'll offer you a full line
of dependable turf fertilizers like the “club pros” and effective
VERTAGARD turf protection chemicals.

To bring out a lush, green appearance in your greens, tees,
aprons and fairways, depend on VERTAGREEN Professional Turf
fertilizers—the “club pros” from USS Agri-Chemicals.

D

They're your hard-working, dependable VERTAGREEN turf ferti-
lizers and herbicides from USS Agri-Chemicals. ..favored by course
superintendents everywhere. To find out how they can make the
big difference in the appearance of your course, give your local
VERTAGREEN Turf Specialist a call. He’s the man who'll tour your
course and provide you with a Professional Turf Program specif-

AR

clu

N

Vertagreen Vertanite Vertanite Vertagreen
ee Sle Ureaform Weed & Feed 0 3 0 ame
ars for -
- = Fertilizer Professional
. AR Turf
*++ 44444 +4+4 < +44 D
44 444+ w 4o ret s b+
i L1 L 8 T :
Tee-Green Vertanite 38-0-0 Weed & Feed Tournament Tournament
Tech. Turf Food A long-feeding, for Designed and plus
(50% U.F.) slow-acting Professional formulated (25% U.F.)
Formulated nitrogen fertilizer Turf specifically for A long-feeding
specifically for derived from Designed for Poa- fairway turf, slow-acting
proper fertilization Urea-Formaldehyde Annua and granulated and granulated fairway

of golf course
greens, tees, and
aprons in a 4-1-2

Specifically
prepared granules
for use on greens,

Crabgrass control ...

plus gives you
a full fertilizer

sized for use
through rotary
or drop

fertilizer in a
3-1-2 ratio. 25% of
nitrogen content

ratio, with half of tees, and fairways. feeding. Contains spreader. is derived from

the available Balan® the Urea-Formaldehyde.
nitrogen derived selective Also contains

from Urea- pre-emergence guaranteed
Formaldehyde. herbicide. formulated

Also contains amounts of
guaranteed calcium,

amounts of magnesium, sulfur,
calcium, copper, iron, and
magnesium, zinc.

sulfur, copper,
iron, and zinc.

Score inthe70’s

with the

Vertagreen Professional turf program.

USS, VERTAGREEN, and VERTAGARD are registered trademarks.
BALAN® is the registered trademark for Benefin, Elanco Products Company, a Division of Eli Lilly and Company.
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KITCHEN

near the pick-up area.

Special attention should be paid to
the food service pick-up area. In most
kitchens the waitresses or waiters
place the order and wait until the
cooks and pantry girls put the order in
front of them. The modern method
relies on self-service. Items are pre-
prepared, ready-to-pick up. Not only
water, ice and coffee should be ready,
but milk, juice and other appetizers,
such as salads, desserts, soups, and
even some vegetables or entrees that
are suitable for pre-dishing (pies and
casseroles), should be ready.

In the pantry the use of pass-
through cooling units with sliding
glass doors, speeds up service. The
waitress or waiter can pick up grape-
fruit, cantaloupe or salads, while the
pantry girls replenish.

The hot food dishout and steam
table is designed to permit team
work and for self service. The wait-
ress or waiter, having access to soups
and vegetables, can also garnish
steaks or fish with watercress or
lemon.

All kitchens need ranges, broiler
ovens and steam kettles, but the mod-
ern kitchen uses less of these. Gen-
erally, home butchering is out, and
in smaller operations the pastry shop

from page 87

has been eliminated, saving from 10
to 20 per cent in space and equip-
ment. Once the pre-cut and portion-
control "system has been adopted,
fewer steam kettles and stock pots are
needed. Even the various pre-pre-
pared soup and gravy bases replace
the eternal stock pot and espagnole.

To sum up, when planning a
kitchen, begin with the menu and
type of service. Decide on home
butchering versus pre-cut and por-
tion-control meat and ready-to-serve
cakes and pastry. Offer simple, but
effective menus. Display food where
feasible. Pay special attention to the
food service and pick-up area and
purchase equipment that have
proven their value.

A golf club in which the food opera-
tion is outstanding and self-sup-
porting grows and is a valuable asset
to its members. O

Matthew Bernatsky, professor
emeritus, retired in 1971 as a pro-
fessor at Cornell University’s School of
Hotel Administration. A well-known
lecturer, he has appeared at Club
Managers Assn. of America seminars
and is celebrated for his designs of
food service facilities at many restau-
rants and country clubs throughout
the country.

CHEMICAL from page 57

consequently healthier turfgrass re-
duces weed growth and even aids
fungus resistance.

Fred V. Grau, president of Grass-
lyn, Inc., a former director of the
USGA Green Section and a column-
ist for GOLFDOM, agrees that bet-
ter turfgrass management prac-
tices—Iliming, fertilization and
watering gauged to prevailing con-
ditions—can offset the losses caused
by prospective pesticide regulation.
Rees Jones sees pesticide regulation
as challenge to American ingenuity.

“We're an enterprising people,”
says Jones. “Some of the younger golf
course superintendents sympathetic
with the new conservationist move-
ment are voluntarily seeking less
hazardous substitutes for DDT and
mercury-based fungicides. Grass
breeders are producing new disease-
resistant grasses. One new variety of
bentgrass already appears suitable
for use in hot climates formerly lim-
ited to bermudagrass putting greens.”

American agronomists seem eager

to accept new challenges. In South-
ern California, smog injury to two
susceptible varieties of bermudagrass
stimulated development of smog-
resistant variety called Santa Ana.
Writing in the book, ““Turfgrass
Science,” agronomist Coleman Y.
Ward blandly accepts smog resis-
tance as merely one more problem for
grass breeders:

*. .. Since air pollution is ex-
pected to be a more serious problem in
the future, turfgrass breeders will be
required to add resistance to the
repetoire of turf-quality characteris-
tics now involved in grass-breeding
programs.”

This spirit seems more than a
match for some mild restrictions on
pesticide use. O

Bill Griffin is a registered profession-
al engineer and noted free-lance
writer. His work has appeared in
many national publications, in-
cluding GOLF Magazine, Harper’s
Magazine, Saturday Review and
Atlantic Monthly.

OW — MAKE YOUR OWN

SIGNS & DIREGTIONS

Your own mainten-
ance people can easily
make all kinds of attrac-
tive permanent signs —
for indoors or outdoors.
Permanent vinyl cut-out letters have
pressure-sensitive backing — will outlast
painted signs for years — at a fraction
of their cost!

MeadOWV|eW
GOLF cLug

It's easy
with the
"z, Die-Kuts
: w STARTER
KIT
Our complete Starter Kits make it easy to
get started. To prove the quality here’sa
real offer. Tell us any word you want (or
several — up to 10 letters total). We'll set

itin 2" black letters and send it to you
FREE, so you can make your own test.

Complete descriptive literature and prices
will be inclosed.

Act now! It may be your best money-
saving move this year.

M Die-Kuts Inc.

Dept. G3 183 St. Paul Street
Rochester, N. Y. 14604 (716) 325-7720
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7 SOD

OR
GREENS AND TEES

PENNCROSS BENT
AND

TORONTO C-15 BENT

SOD or STOLONS
ALSO

FYLKING & WINDSOR

Quality Growers for 22 years

; Quality —~Seruvice ;

NURSERY

TINLEY PARK

4301 WEST FLOSSMOOR ROAD
TINLEY PARK, ILLINOIS 60477
312-.798-2210
For more information circle number 171 on card
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Golf course superintendents and other turf
experts throughout the country rely on these
outstanding Chemagro Blue Bullseye chemicals
to keep their grass in first-class condition
throughout the year:

*DYRENE 50% Wettable Powder turf fungi-
cide provides outstanding protection against
leaf spot, melting-out, copper spot, rust, Schier-
otinia dollar spot, brown patch and snow mold.
Will not clog or corrode spray equipment. No
unsightly deposit. Will not stain fabric or shoes
when dry.

“DASANIT nematicide provides fast contact
and long-lasting residual control of nematodes.
Merely apply with a granular applicator and
drench the soil with water.

Eve

®*DYLOX 80% Soluble Powder insecticide
provides outstanding control of sod webworms.
Three spray applications at monthly intervals
are recommended.

*BAYGON 70% Wettable Powder insecticide
provides economical, long-lasting control of
certain destructive insects attacking turf. Sprays
are easy to mix and apply.

"DEXON 35% Wettable Powder fungicide is
unsurpassed for long-lasting control of Pythium.
Will not cause leaf burn when applied as di-
rected. Compatible with other turf pesticides.

Contact your Chemagro supplier now for
full information about these time-tested
turf chemicals.

(RELENTT) KANSAS CITY, MISSOURI 64120

has turf problems.
Chemagro has turf solutions.
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