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jut it took too 
ne. Too much pa-
k in ter feres with 

ur basic job. We can eas-
ily keep t rack of every-
thing in our shop by our 

vW A v's basic sales 
f m ideas fo l l ow 

m inciples, but 
K . exce l l ence . 

m yur chang ing 

m fir ^ o r m o r e 

l f r ng m a n n e -
Mu. usteful stands 
or b , ^ ^ »s, lots of col-
or a n ^ U f c . ' lighting, ad-
v e r t i s i n g i n r o u g h the 
club's newsletter and sev-
eral direct mai l ings an-
n u a l l y , i n f o r m a l fa -
shion shows for ladies' 
luncheons and above all, 
s i n c e r e p e r s o n a l se rv-
ice. 

His shop has a new look 
for 1973 after some ma-
jo r redecora t ing and re-
arrangement last winter. 
It was c o m p l e t e l y re-
modeled three years ago. 

" M a k i n g changes ev-
ery c o u p l e y e a r s is a 
m u s t , " says N o v i t s k y . 
" I n o u r soc ie ty p e o p l e 
e x p e c t and d e m a n d 
change. They want a new 
look. So every t ime we 
move things around, our 
members look at the shop 
all over again. They hunt 
for things they want and 

"Change revives member 
interest." says Novitsky, 
above. This interior, right, 
is remodeled every couple 
of years and displays and 
merchandise positions are 
changed weekly. 

f ind o t h e r t h ings t hey 
hadn ' t noticed before ." 

D e n v e r had a co ld , 
snowy winter last Oc to -
ber to April . So there was 
plenty of t ime and thought 
used to make the change. 
The con t ro l counter and 
cash register were moved 
out of a c o r n e r of t he 
long, nar row shop to mid-
way along one wall. Now 
there is an excellent view 
of all merchand i se . T h e 
displays show better and 
an improved t ra f f i c pa t -
tern takes members in or 
out each door and past the 
counter and displays. 

" T h e c o m m e n t s we've 
gotten are fantastic. 
C h a n g e rea l ly does re-
vive m e m b e r s ' i n t e re s t , " 
Nov i t sky repor t s . " T h e 
best thing we did was open 
up floor space by building 
o v e r h e a d bag she lves 
across one side and both 
ends of the shop. Now we 
show more bags and ev-
erything else is more visi-
ble, t o o . " 

C o m p l e t e se rv ice in 
the C o l u m b i n e s h o p 
m e a n s a b a l a n c e of in-
v e n t o r y a n d sa les . T h e 
shop ' s g ross income di-
vides a b o u t 20 per cent 
f rom clubs , 10 per cent 
f r o m b a g s , 10 per cen t 
f rom shoes , 20 per cent 
m e n ' s a p p a r e l , 10 pe r 

cent w o m e n ' s a p p a r e l 
and 30 per cent ba l l s , 
g loves and m i s c e l l a n e -
ous items. 

Novitsky believes in of-
fe r ing v a r i e t y and the 
newest products to his 
m e m b e r s . He t r ies to 
keep at least one set of ev-
ery major or " h o t " line of 
clubs in stock and offers 
depth in th ree lines. He 
c a r r i e s f o u r b r a n d s of 
bags, three shoe lines with 
one in depth, five lines of 
men's shirts (two in depth) 
and usua l ly seven ball 
brands. 

He offers no magic for-
mulas for buying. But he 
personal ly keeps a close 
eye on sales trends, won't 
buy heav i ly f a r in ad-
vance and deals now only 
with companies that can 
de l iver w h a t and when 
they promise, or at least 
keep him informed about 
delays. 

"I have stopped buying 
big in fall for spring and 
spring for f a l l , " Novi t -
sky explains. " T o o many 
changes happen in four to 
six months. The ' third sea-
s o n ' manufacturers give 
us for spring orders and 
June delivery makes it 
easier to know what we 
want and what we will get. 
Of course buying on short 
notice is risky if we need 

large quant i t ies and the 
supplier can't deliver." 

Like many profession-
als , N o v i t s k y be l i eves 
ladies' apparel is a diffi-
cult business, requiring 
close attention. 

" W e can't buy too heav-
ily or stay with one line 
t o o long b e c a u s e s ty les 
change so fast. There are 
too many lines available. 
F i t t i n g a lso is a p r o b -
lem. And special o rde r s 
during season are out of 
the question because they 
d o n ' t get de l ive red , " he 
reasons. 

H e does s tock m e n ' s 
jackets and some special-
ty items popular as gifts: 
l a d i e s ' j e w e l r y , f l o o r -
length dresses, golf novel-
ties, portable TVs for ex-
ample. He stocks only a 
few samples and uses a lo-
cal warehouse to replenish 
on short notice. 

M e r c h a n d i s i n g golf 
clubs gets Novitsky's high-
est priority for services. 

"There is no such thing 
as one club being best for 
everybody," Novitsky, the 
1965 Colorado Section 
PGA champion, observes. 
"Personal fit is impor-
tant . The customer de-
serves to try two or three 
brands he might l ike." 

Novitsky or an assist-
ant takes the member just 

continued on page 32 

Novitsky says his staff al-
ways has something 
worthwhile to contribute. 
Salesgirl Bunny Dengler, 
above, arranges a long-
dress tree. 



disposable 
G h i x * 
Tee 

Towels 
No Losses...No Laundry Problems 

For samples and information: 

Chicopee Mills, Inc. 
P.O.Box68, Milltown.N.J. 08850 

Offices in leading cities 
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INCREASE EARNINGS, SERVICE & SPACE 
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outside the shop door to the prac-
tice range to let him hit balls with 
several clubs. The member decides 
what brand he likes. But unless the 
m e m b e r knows what he needs and 
wants, the professional chooses the 
weight, length, shaf t and so on. 

Co lumbine C C is a golfers ' club, 
but also a modern suburban family 
facility. Founded in 1957, it is en-
circled by a luxurious residential 
communi ty , Columbine Valley, 
along the South Plat te River. Col-
umbine and Novi tsky were hosts 
to the 1967 P G A Championsh ip 
won by Don January . 

T h e club currently lists about 
425 men golfers and 250 women 
players and at least 120 active jun-
iors. The narrow bag s torage room 
is packed to the ceiling with 325 
bags. 

T h e pro shop is open 7 a.m. until 
dark or later, six days a week. No-
vitsky says he personally tries to 
c l o s e up at n i g h t when he c a n 
"spend 20 to 30 minutes looking 
a round the shop to ask: 'Wha t can 
we do b e t t e r ? ' " 

He has a young, talented and 
conscient ious staff . First assistant 
John Cla rk , a strong teacher and 
merchandiser , came to Columbine 
C C f rom Minnesota four years 
ago. Assistant Alan Resinger and 
salesgirl Bunny Dengler, plus an-
other girl hired for the summer , 
comple te the shop s taff . Novitsky 
oversees a caddie mas te r , s tar ter-
ranger and the three boys in club 
s torage. 

" W e look for something in each 
assistant beyond the usual , " says 
Novi tsky. He cites J o h n ' s display 
know-how and Alan ' s s ign-making 
as helpful extras. 

W h a t about the future? Novitsky 
is opt imis t ic about the country club 
business. 

" O u r profession is more chal-
lenging and moving ahead in many 
ways , " he replies. " T h e manufac-
turers are coming out with better 
equipment faster than ever. The 
PGA is doing great things for us 
with their business schools. 

" I j u s t h a v e to k e e p l o o k i n g 
ahead six months to a year or more 
to find new methods and keep im-
proving our service," says the pro-
fessional who never forgets that his 
m e m b e r s come first. • 

For more information circle number 148 on card 
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The newTitleist goes farther for 
your golfers and faster for you. 

We've got a track record to prove it. We introduced the new Titleist in 
January. Already, in states where they play golf year round, Titleist has had 
the most significant sales increase in our history. 

Sold either in the six-dozen display unit or dozen boxes, Titleist golf balls will 
turn over as fast as anything in your shop. And that means more profits for you. 
You might find you're sold out before we even bill you for them. 

Make sure you have enough Titleists on hand. The empty display box is 
a common sight. But it's a vanishing 
act vou'11 love to watch. r \ 



Merchandising golf equipment and 
apparel in t emporary quar ters can 
sometimes be a challenge. When 
Bruce Wyat t , head professional at 
Friendly Hills G & C C , Whit t ier , 
Calif., found himself faced with op-
erating for six months in a house 
trailer and then 3 V2 years in a tem-
porary facility, he simply made the 
best of it and gained knowledge 
along with experience. When con-
struction of the permanent golf 
shop was completed, Wyat t knew 
exactly what kind of shop setup and 
decor he wanted. 

Collaborat ing with interior dec-
orator Dick Taylor , a member of 
the club, Wyat t proceeded to fur-
nish the s h o p in a m a n n e r t h a t 
would display fully the equipment 
and wearing apparel that the shop 

Wyatt (above) arranges merchan-
dise in his long-awaited pro shop. 

h a d a l w a y s c a r r i e d . S i t u a t e d in 
the center of the new golf facility, 
the shop is directly across f rom the 
main entrance to the clubhouse. To 
capitalize on this location, Wyat t 
h a d i n s t a l l e d s l id ing g l a s s d o o r s , 
which form the entire 20 foot front 
wall. Thus , when the shop is closed, 
area lighting displays the merchan-
dise to anyone going into the club-
house. Wyat t wanted to have the 
a tmosphere warm and pleasant. He 
selected a rich orange, brown, black 
t w e e d f o r t h e c a r p e t i n g . D i s p l a y 
cabinets of solid oak were designed 
and bu i l t for the s h o p . T h e b a c k 
panels behind these units were cov-
ered in wine velvet. Golf clubs are 
displayed on a Formica rack. 

T a k i n g i n t o c o n s i d e r a t i o n t h e 
interest of the club membership in 

PLANNED 
PROFIT AT 
FRIENDLY 

HILLS 
Professional Bruce Wyatt operated out of temporary facilities for 3 Vi 
years, but with a new pro shop and new design and display techniques he 
has increased his gross revenue 39 per cent by M A R I A N B O N D 
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in new clothes and high style, Wyatt 
felt that, though the shop itself was 
not large, he could utilize the wall 
space to display the clothing he 
planned to stock. The selection of 
women's wear is not what he would 
like it to be at this time, and Wyatt 
does plan to expand this business 
as need demands . However , he 
finds that there are many more 
men, at least three times more than 
women, who shop with him. Nev-
ertheless, he does find that women 
will very often shop for their hus-
bands, and that men are inclined to 
buy wearing apparel on impulse. 

" O u r membership now is 350, 
but we probably have more busi-
ness than most clubs that have 500 
members," Wyatt says. " I t has to 
be because of the way we run our 
ope ra t i on . We want to c rea te a 
c o m f o r t a b l e a t m o s p h e r e . They 
buy on impulse," he states. "If the 
merchandise is displayed in a pro-
fessional manner and they see it as 
it's going to be worn, they want it." 
Wyatt doesn' t believe soft goods 
should be merely hung on racks or 
stacked on shelves. "First you have 
to stock good merchandise and then 
back it up with the correct display." 

Wyatt believes that golfwear 
apparel is an important aspect of 
pro shop business. "Our profession 
is becoming more educated in the 
field," he says. "A man wants to 
have good looking clothes as well 
as bag and clubs. The golfer is one 
of the best dressed men. He might 
wear $50 shoes, $40 slacks, a $40 
to $50 sweater and a $15 shirt." It 
is important for a club professional 
to have an awareness and a knowl-
edge of fashion and know what his 
club members want. Wyatt finds 
this especial ly so in a f i r s t -c lass 
country club where people do buy. 

More as a convenience to his 
c u s t o m e r s than any th ing else, 
Wyatt features ties in his shop. "We 
have men ' s ties. A bus inessman 
will come into the club and play a 
round of golf and find that he didn't 
bring a tie. Or that he's unhappy 
with the one he's wearing. So, he'll 
go to our tie rack. And at Christ-
mas we sold quite a number of 
ties." Wyatt also carries shirts that 
can be worn for golf or dress. 

The lighting in the Friendly Hills 
golf shop is probably the most out-
standing feature of the golf shop. 

"First stock good merchandise, then 
hack it up with the correct display," 
says Wyatt. 
especially the effect if gives. When 
they first began decorating the shop, 
the bare walls and overhead "cafe-
teria style" lighting left a great deal 
to be desired. More than half of 
the f lourescent l ighting was re-
moved and two tracks of moveable 
spotlights were installed in the ceil-
ing. These run the length of the 700-
square-foot display area. The ad-
vantage of this lighting is that a 
display can be subtly lit to catch 
the customer's eye. 

With the carpeting and the dark 
wall display units plus the l ight-
ing, Wyatt has achieved the effect 
he was looking for and the $5,000 
decorating cost began to pay off 
when his gross increase for the first 
three months of 1972 was $14,000 
over the gross for the same three 
months of 1971. "We grossed over 
$100,000 in 1971." Wyatt says, " In 
1972 we grossed a little over 
$139,000. An over-all increase of 39 
per cent. Although we've always 
had the merchand i se , our sales 
have improved tremendously be-
cause the goods are more at t rac-
tively displayed. 

" W e coordinate an entire out-
fit, clothes, clubs and bag. And we 
do change displays frequently," he 
says. "When we are selling items in a 
display we know it's working for us. 
When sales cease on a display, we 
feel it's not doing the job and we 
make a change." 

Al though c lub sales are the 
greater part of the business in the 
shop, Wyatt believes that a man 
does not buy his equipment on im-

pulse. In his opinion, golf clubs sell 
themselves, along with the adver-
tising the m a n u f a c t u r e r does to 
promote the clubs. " W e give the 
cus tomer a d v i c e , " Wyat t says , 
"but he likes to think about the 
clubs he's going to buy. Of course 
we display them." 

In addition to the display area 
there is an office, measuring 144 
square feet and a storage area of 
216 square feet. This back room is 
long and narrow. Wyatt wishes he 
had a larger storage area, but he 
makes the most of the room he has 
and even provides a gift wrapping 
counter. This is one of the services 
he gives to the club membership 
and he's quite proud of the profes-
sional wrap they give their custom-
ers. He finds the people who shop 
with him apprec ia t e this added 
convenience. 

The Friendly Hills golf shop is not 
large, but Wyatt has cleverly used all 
of the wall space. And he is always 
aware of the importance of color 
coord ina t ion in set t ing up dis-
plays. The new bright shades are 
highlighted by the spotlights and 
it's not at all unusual to find men 
and women stopping to admire and 
inquire about a garment. 

"We do not have a large inven-
tory," Wyatt, who does all of the 
buying himself, explains. " I feel 
most golf shops doing this amount of 
business are tying up to $40,000 to 
$60,000 in inventory. Ours prob-
ably averages $15,000 to $18,000. 
We turn it over and don't end up 
with too many items that don't sell." 
As an example Wyatt states that 
the inventory might include $6,000 
in clubs, bags and balls, and $9,000 
in shoes and apparel. 

Friendly Hills is located in the 
rolling foothills around Whittier. It 
was organized four years ago and 
boasts one of the most beautiful 
courses and clubhouse facilities in 
Southern Cal i fornia . Wyat t , who 
began his career in Honolulu, has 
been with the club since its incep-
tion. The inconveniences of working 
from a house trailer and then tem-
porary quarters have all but been 
forgotten by Wyatt and his assist-
ant Chuck Seals. They've been in 
the new facility since November, 
1971. Enough time to prove that 
better merchandising techniques 
mean increased sales. • 



Goodyear's golf car tire 
treads lightly 

Puts less pressure on the turf than your heel. 
It 's a golf car t i re wi th a soft touch. The 
Goodyear Rib Terra-Tire low pressure tire. It 
has a wide tread to spread the load evenly. This 
means less turf damage. For even with a fully 
loaded car, pressure is only 10 pounds per 
square inch compared to the 24 pounds a man's 
heel can exert. 

The tread design also gives you positive 
traction. Carcass flexibility and low inflation 
pressure make this tire an easy roller on soft 

surfaces—which equals more miles per battery 
charge. 

For full information on the Rib Terra-Tire 
low pressure tire, write: Terra-Tire Dept., The 
Goodyear Tire & Rubber Company, Akron, Ohio 
44316. TERRA-TIRE—T.M. The Goodyear Tire & Rubber Company, Akron, Ohio 

GOOD YEAR 



THE PROFITABLE 
The following article by Paul Voy-
kin is based on an address he gave 
to the Illinois Section of the Pro-
fessional Golfers' Assn. Education 
Seminar for golf professionals and 
assistants. 
The Russian word troika always 
brings to my mind the image of 
three snorting horses pulling a sleigh 
full of Russians wi th 'hungry wolves 
c h a s i n g c lo se b e h i n d . T h e e x p r e s -
sion " t r o i k a system"' somet imes is 
used to describe the three key ad-
minis t ra tors in a club opera t ion who 
pull the club's sleigh—golf profes-
sional, superintendent and manager 
—a t r iumvera te equally responsible, 
working together as a t eam and try-
ing mightily to keep abreas t of the 
inflat ionary dollar. 

Their paramount aim is to give 
the club membership a first-class 
operat ion. Why does a club need 
three depar tment heads? Why three 
entities? Can ' t one executive run the 
whole shebang successfully? Not 
really, not if you want a first-class 
operat ion in these three important 
areas. Of course, it's been tried be-
fore, a long time ago, and some 
clubs are still recovering f rom the 
bad experience. Conversely, other 
clubs now have forgotten their sad 
experiences and are advocat ing go-
ing back to the restriction of that 
e ra—comple te control by one man. 

A quar te r of a century ago, when 
I f i r s t b e g a n a p p r e n t i c i n g as a 
"greenkeeper , " one m a n handled 
two and sometimes three key jobs 
in a golf course operat ion. His title 
or titles became legion: pro-green-
keeper-manager , pro-greenkeeper , 
p ro-manager or manager -p ro and 

other two. It was a f rustrat ing ex-
perience and a lot of guys ended up 
shell-shocked. 

There is something else also. 
T h e r e was a lot of j o b m o v e -

ment, especially by managers , who 
finally found a good res idence in 
ho te l a n d m o t e l m a n a g e m e n t . 
E v e n t u a l l y , wise c lub o f f i c i a l s 
learned that , by having one m a n in 
comple t e and und i spu ted c o n t r o l , 
the money saved was negligible and 
the club services neglected. It was 
proven in the long run that the mos t 
s u c c e s s f u l m e t h o d was to h a v e 
three different responsible depar t -
ment adminis t ra tors , working to-
gether to provide the u tmost in 
c o u n t r y c l u b se rv ice . T h e s a m e 
premise still holds true today. 

Admittedly, there has to be one 
man ( the m a n a g e r ) to c o o r d i n a t e 
everything for the other two with 
the c h a i r m a n and c o m m i t t e e . 
T h a t ' s all r igh t . R e m e m b e r , t h e 
manager controls the club's m o n -
ey and final bookkeeping. I am not 
against tha t pr inciple ; but c o m -
plete control has never worked out , 
and I don ' t think it ever will. Also, 
there must always be a member-de-
p a r t m e n t head involved in w o r k -
ing toge the r , in p lanning and en-
forcing cons t ruc t ive sugges t ions , 
e x c h a n g i n g v iews and f i n a l l y 
teaming up with the three adminis-
t rators to carry out the plans once 
they have board and commit tee ap-
proval. 

For any one m a n to be in d ic -
t a t o r i a l c o n t r o l a n d to e x p e c t a 
t o p n o t c h o p e r a t i o n is, in my 
opinion, too much to hope for. It is 
the fastest route I know of to frus-

cominued 

TRIO 
The team approach, says 

the author, is the only 
way to operate a golf 

course profitably 
and efficiently 

b y P A U L V O Y K I N 
somet imes even greenkeeper-pro-
manager . Sad to say, some clubs 
are now trying to go back to that 
mixed-up yesterday. And that ' s bad. 
It didn ' t work out then and it won' t 
work out today. 

C l u b o f f i c i a l s in t h o s e d a y s 
learned quickly tha t when more and 
more demands were placed on gra-
cious country club living, with its 
syndrome of c o m f o r t s and recrea-
tional services, that a man was eith-
er a good greenkeeper and a poor 
pro, or still worse, a man was a 
d a m n good manager , but poor in 
the other two depar tments . 

Finally, as the pressure on good 
turf grooming and meticulous care 
cont inued on the golf course, with 
grea ter demand in the clubhouse and 
pro shop for better service, the man 
ended up being good at nothing. The 
sad part of thai 
experiment wai 
this: The more 
m a n became pr 
ficient at one 
job , the worse \ 
became at th< 



T R I O continued 

tration and frequent job changing. 
The very nature and importance 

of our respective jobs requires an 
aggressive, s t rong-minded indi-
vidual to perform commendably 
through the bad and good years. 
There is no place for a timid, placid 
golf professional, superintendent 
or manager in our demanding pro-
fession no matter how knowledge-
able. One of them soon succumbs to 
a stronger personality and the qual-
ity of his work deteriorates. 

I don't think this will happen to 
those men who have total respect 
for our profession and each other. 
We don't want to go back to the past 
history of friction, one man rule 
and f r u s t r a t i o n compounded by 
incapability. 

We must always retain the troika 
system, working as a team and ex-
changing ideas for broader plan-
ning with our committees and each 
other to give the membersh ip a 
top-notch performance. Anything 
else is as ou tda t ed as the gu t t a 
percha golf ball or the sand greens 
and can't possibly work out. His-
tory has proven that. 

Our job, then, is to continue work-
ing in harmony and rapport, with-
out fear of offending each other 
and preserve the troika system. 

With all respect to the managers, 
I will discuss primarily my profes-
sional relationship with the golf 
profess ional at Br iarwood, J o e 
Zelazny. 

Mr. " Z " and Mr. "V," as Joe and 
1 are sometimes called by members 
at Briarwood, have been together 
at the club for 14 years. And after 
all those pleasant years, I can say 
sincerely that I still have a smile 
every time I see Joe, which is al-
most everyday . Our successful 
relationship is based not only on 
professional standing, but also on an 
old friendship that mellowed with 
age and respect for each other ' s 
e n o r m o u s responsibi l i ty to the 
membership. 

We have been together through 
the thick and thin years, through 
storms, yes, some quarrels, lots of 
constructive discussion and plan-
ning, loss f rom Poa annua, some 
good drunks and once having to pay 
Joe off after he threw four birdies in 
a row at me. In fact, I think he did it 
twice to me. Though he still doesn't 

know any th ing about growing 
grass, we are even. I don't know any-
thing about giving golf lessons or 
running a pro shop. But what we do 
have is coope ra t ion , f r i endsh ip 
and respect for each other's profes-
sion. And we both know that the 
secret of that is communicat ion 
and exchanging views. Joe is one of 
the most dedicated professionals I 
know and has his hands full all sea-
son giving the best service he pos-
sibly can to the membersh ip . I 
don' t infringe on his terr i tory or 
administration and he doesn't in-
fringe on mine. He knows how dedi-
cated I am and that I am trying to 
do my best at my end of the profes-
sion. Our effort is mutual , along 
with the manage r ' s , to give the 
members the best possible service 
that we three can. We know also 
tha t the qual i ty of one pe r fo r -
mance vitally affects the quality of 
the other two. We communicate and 
answer each o the r ' s ques t ions 
about our work without offending 
each other by making a great deal of 
noise about it. 

We never have a confrontation in 
front of members unless it is done 
with humor and good fellowship 
over something insignificant. For 
example, as golf course superin-
tendent, I have to look weekly at 
the club calendar and note what 
club events are scheduled, then pre-
pare for them. Naturally, the big 
three events occur in this priority: 
Ladies' Guest Day, which is com-
parable to preparing for the moon 
shot; The Blue Ribbon event in the 
fall, and, of course. Men's Guest 
Day. For these days I work espe-
cially hard in cooperation with the 
professional and manager . There 
are minor events, however, that I 
sometimes forget about, especial-
ly when the Poa annua starts to go 
out on me. 

Last year was a good example. I 
forgot to check the club's calendar 
and forgot that we had a Hard Day 
course scheduled on Sunday, with 
the tees to be placed way back and 
the pins in tough positions. I forgot 
to carry out this responsibility and 
finally realized some th ing was 
wrong by the funny looks of the 
golfers who already were at the fifth 
and sixth holes, two holes that had 
tees way up front and the pins in ex-
tremely easy positions. Eventual-

ly, one of the perplexed golfers 
cal led me over and excla imed: 
"Hey you, genius, don't you know 
today is Hard Day course? Ladies' 
Day was last month." 

Joe, now, has a note for me in my 
le t ter basket for some of these 
minor, but important, club tourna-
ments . Perhaps , a s tr ing on my 
finger would also help. 

The point I am trying to make is 
how to have the communicat ion 
and public re la t ions without 
breeding an imos i ty . T h a t ' s the 
whole secret in our business and it 
isn't easy to come by. It takes hard 
work sometimes just to get along, 
especial ly in the busy summer 
when we are running around trying 
our best to please the members. 
But, I repeat : Wi thou t com-
munication an,d a little humor now 
and then, a successful re la t ion-
ship between the professional and 
the superintendent cannot be real-
ized. We must always keep in mind 
that we make our "bread" at the 
same place, so why not com-
municate and get along and try to 
help each other. 

Let's also honestly look at the oth-
er side of the coin and see what can 
happen when animosity develops 
among the administrators at a golf 
club. 

First, the membership is soon 
aware of the poor relationship and 
consequent ly su f fe r s because of 
it. Secondly, the employees under 
the key a d m i n i s t r a t o r s feel the 
animosity among the bosses and be-
gin to feel insecure . They s ta r t 
bickering, take sides, begin dis-
putes and their work deteriorates. 
Final ly , the p rob lem, unless 
solved, becomes so grave that the 
board of governors has to step in and 
take action. Then, everyone suf-
fers when it is all over. Why allow 
the situation to happen at all when 
a little compromise, a little com-
munication could have solved it. 

If you are to blame, then back off 
as quickly and gracefully as pos-
sible. Otherwise, initiate a meeting 
to save face or eat a little crow if 
you must by admitting your mis-
take or oversight. This takes a cer-
tain amount of guts, but you will not 
lose your self respect if you do it 
honestly. If the confrontat ion is 
such that you can't possibly resolve 
it because of the other man's un-

continued on page 55 



WE LOST OUR SHIRT ON 
REPLACEMENT PARTS LAST YEAR 
While At The Same Time Achieving Record CAROCHE Sales 
We knew you'd enjoy hearing our bad news. It's 
good news for you, of course. N o w . . when we 
say we build the finest golf car in the world, we 
can point with pride to the big decrease in our 
parts department business. Oursturdy aluminum 
frame has the strength of steel without the 
battery-draining weight of steel. We have built 
CAROCHE so close to trouble-free, we expect 

to see our parts department business fall off 
even more during 1973. 
Wr i t e us fo r a demons t ra t ion . Our 1 9 7 3 
CAROCHE four-wheel electric golf car is our 
best salesman and the finest advertisement we 
could w r i t e . We invi te you to w r i ng ou t a 
CAROCHE on your o w n course and sell 
yourself. 

(^a/vochz 
What a Golf Car Should Be 
203 NORTON ST. • P.O. BOX 897 
AUGUSTA, CA. 30903 (404) 798-8687 

We'd like a CAROCHE Demonstration. 

NAME 

CLUB 

ADDRESS 

CITY. .COUNTY. 

STATE. 

Limited Number of Dealerships Available... Write for Details. 

It is our progress In the golf car field that enables us to build America's first legal and licenseable electric 
automobile—the VANGUARD sports coupe—obtaining up to 53 miles per battery charge at a speed of 28 mph. 
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Figure I. Turfgrass distribution for 
the continental United States. 

S u p e r i n t e n d e n t s w h o 
work in the " t r ans i t ion" 
zone have an especially 
difficult job—which is be-
ing made easier by new 
findings in turfgrass re-
search. And this work al-
so is bringing benefits to 
those in other zones 

b y THOMAS L. WATSCHKE 
ASSISTANT PROFESSOR OF TURFGRASS SCIENCE 

THE P E N N S Y L V A N I A STATE UNIVERSITY. 
• UNIVERSITY PARK. P E N N . 

Env i ronmen ta l idiosyncracies as 
well as c l i m a t i c qui rks haun t those 
s u p e r i n t e n d e n t s in t h e s o - c a l l e d 
"easy a r e a s , " where the c l i m a t e is 
cooler , the golf season shor te r and 
stresses t o t u r f and its m a n a g e r s 
a re m i n i m a l . 

T h e abi l i ty an d perseverance of 
s u p e r i n t e n d e n t s in the " t r a n s i t i o n 
z o n e , " however , a re o f ten cr i t ical ly 
tested d u r i n g any given yea r . Th i s 
zone ( F i g u r e 1) is sandwiched be-
tween two a r ea s : one d o m i n a t e d by 
wa rm sea son g rasses and the o the r 

by cool s e a s o n g r a s s e s . A t r a n s i -
t ion occurs for both types of grasses ; 
the cool season grasses c o m i n g un-
der s t ress by s u m m e r hea t a n d the 
w a r m season species t ry ing to sur-
vive the winter cold. 

TEMPERATURE A MAJOR FACTOR 
D i s t r i b u t i o n of p l a n t c o m m u n i -
ties has fol lowed t e m p e r a t u r e and 
m o i s t u r e ex t remes , so tha t region-
al t u r f g r a s s d i s t r i b u t i o n c a n be 
eas i ly d e p i c t e d on a m a p of t he 
Un i t ed S t a t e s (F igure 1). Bound-
aries, t h o u g h , a re not abso lu te . 
S o m e grasses can be used beyond 
the l imi ts of their a d a p t a t i o n be-
cause they to lera te t e m p e r a t u r e 
a n d / o r mo i s tu re ex t r emes . Also, 
because of the avai labi l i ty of irri-
ga t ion in mos t areas , t e m p e r a t u r e 
has b e c o m e the m a j o r c l ima t i c 
f ac to r govern ing species a d a p t a -
t i o n ( l ) . * 

T h e re la t ionsh ip of c l i m a t e t o 
vege ta t ion has resul ted f r o m thou-
sands of y e a r s of p lant d i f f e r en t i a -
t ion and a d a p t a t i o n to c l i m a t e 
t h rough na tu ra l select ion, m u t a -
t ion, hybr id iza t ion and c h a n g e s in 
c h r o m o s o m a l c o m p l e m e n t (2). 
*See bibliography on page 54 

T h e m a g n i t u d e of geographica l 
d i s t r ibu t ion depends on both 
morpho log i ca l and physiological 
a d a p t a t i o n s . O n e e x a m p l e is the 
a d a p t a t i o n to d r y c o n d i t i o n s , 
wh ich is r e l a t e d to p r o d u c t i o n of 
cu t in (2), a wa te rp roof t r anspa ren t , 
w a x y s u b s t a n c e d e p o s i t e d on the 
ou ts ide of the ep idermis . 

I n i t i a l l y , f ine t u r f g r a s s e s were 
n a t i v e spec ie s s e l ec t ed fo r use on 
tu r f ed a reas . C o n s e q u e n t l y , p lants 
tha t h ad evolved as a d a p t e d species 
fo r a given locat ion were subjected 
t o t h e i n t ens ive m a n a g e m e n t re-
qui red by turf uses; in s o m e cases 
t h e i r q u a l i t y an d a d a p t a b i l i t y de-
c r e a s e d . C o n t i n u e d d e f o l i a t i o n at 
a low cu t t ing height was the main 
p rac t i ce a f fec t ing tu r fg ra s s . 

On ly in the past three decades has 
t h e r e been a p p r e c i a b l e s e l ec t ion , 
d e v e l o p m e n t a n d r e l e a s e of i m -
p r o v e d t u r f g r a s s v a r i e t i e s , r esu l t -
ing in t h e b e t t e r , w i d e l y - a d a p t e d 
grasses avai lable t oday . This c a m e 
a b o u t b e c a u s e l a r g e r n u m b e r s of 
q u a l i f i e d s c i e n t i s t s b e c a m e in-
vo lved in t u r f g r a s s b r e e d i n g p r o -
g r a m s a n d m o r e o ld s i t e s of in-
t e n s i v e l y m a i n t a i n e d t u r f f r o m 


