We made it easy for
your golfers to pull
"..their own weight.

Introducing Acushnet’s new Rental Cart.

Detachable aluminum Acushnet’s new Rental Cart makesa bag full
handle with push-button, of clubsalittleless of aburden. The low
steel spring safety lock. : : :

center of gravity makespulling much easier.
And that meanshappier golfers.

Thisisarugged rental cart. It’s fully guar-
anteed for three years because its strong body
construction hasnomoving joints towear out.
Our cart stacks foreasy and compact storage
during the off-season, or for overnight.

y The Acushnet Rental Cart ismadein England
with typical British precision. It comesin
bright colors todiscourage theft.

When youmakeit easier for your golfers, we’ll
makeit easier for you. So Acushnet provides

a freight allowance on orders of six or more.

ACUSHNET SALES COMPANY
Sold thru golf course pro shops only

Top support with
bongo cord.

Ten-inch wheels;
all-steel hubs with
ball bearing bushings.

)
\

°®

,’

Soft hollow section tires
for easy pulling and
cushioned ride.

For more information circle number 166 on card

Bottom and top supports 5
designed to accommodate
all bag sizes.
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The handsome new foursome
from Harley-Davidson.

Until now, if you compared ease you can get those advantages in smoothest ride you can find on

of operation, stability, economy the new Harley-Davidson 4-wheel any course. Anywhere. That means
styling, maneuverability, quiet cars, too. Like their 3-wheel the choice is now twice as great
performance, service, comfort brothers, our new 4-wheel cars are Harley-Davidson—

you've really had just one choice available in gas or electric models. or Harley-Davidson

among golf cars. Harley-Davidson. And independent suspension on all AMF | HARLEY-DAVIDSON,;

Now you have another choice; now four wheels provides the safest Milwaukee, Wis. 53201

ntormation ciecle number 179 on car
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Custom spikeproof carpet for my
club? Why not?

Philadelphia’s
custom weaving

makes it easily
feasible.

Initials. Emblem. Special design. You name it.
Anything you or your designers specify,

in any colors of your or their choice. Or in
designs from our library (the industry’s largest)

also in custom colors. No price premium on
moderate size orders. So why settle for locker
room, grill, lounge or pro shop carpet that
doesn’t really express your club?

Quality? There's a reason why more
..... Philadelphia spikeproof carpet
IS installed than any

v® other. Some has been in
- o use 18 years without a mar or
£ scar! Spikes can't chew it. Mud
and spills can't ““ugly™ it. A breeze to

SEND COUPON FOR FREE CARPET ‘maintain . . . yet soft, warm and luxurious.

SAMPLE AND LIST OF CLUBS USING IT
|
|
|
- PHILRDELPHIA
|

City, State, Zip

Philadelphia Carpet Co.
Allegheny Ave. & C St.
Philadelphia, PA 19134

|

|

|

|

| Please send free spikeproof carpet sample and
| brochure listing clubs using it
|

|

|

|

|

|

Weaving Division: Allegheny Ave. & C St., Philadelphia, PA 19134 (215-425-5830) + Main Offices: Cartersville, GA 30120
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New, important

improvements truly make the

Greensairell

the world’s most
efficient aerator.

The Greensaire |l is completely redesigned.
Sturdier, to withstand the constant punish-
ment of aerating. Simplified, but mechanically
improved construction lessens or eliminates
many of the wear and part replacement char-
acteristics of its predecessor. Performs better,
longer, and with less maintenance.

The Greensaire |l removes 36 clean cores
from every square foot of turf. One pass re-
lieves soil compaction, reduces thatch and an
optional attachment windrows cores for easy
collection. Straight in and out penetrations.
Holes are 3" deep and uniformly spaced on
two inch centers. Different size tines for vari-
ous ground conditions. With the Greensaire ||
you always get dependable, precision aerating.

NEW!

® Functional axle location e Better lubrication
e Control positioning ® Easy tine changing
® Coring improvements e Simplified chassis

Write today for detailed information.

®
TURF EQUIPMENT

Outboard Marine Corporation
1717 Cushman Drive
Lincoln, Nebraska 68501

For more information circle number 157 on card
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Complies with OSHA
safety requirements,

The controls on the new
Greensaire |l have been re-
located to offer the operator
the easiest possible operat-
ing positions and maximum
safety. Minimum of stretching
or bending.

When it's time to replace worn
out tines it can be quickly
and easily done without the
need of special tools. Only an
allen wrench is necessary o
remove tines from the clamp-
style holders

73-R-3A
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Test drive

the 1968 Cushman.”

Compare a used Cushman t” : o

to a brand new Anything Else. 5, 3k

A rebuilt, 4 year old Cushman
looks as good and performs as well
as a new Anything Else.

It's because of the way the Cushman
was built,

Its steel body was phosphate treated,
then painted with multiple coats of
isothalic enamel. Not only rustresistant,
it's stronger than other golf car bodies.
And it’s formed of panels, bolted together.
Not a one-piece shell. So damaged parts
can be repaired or replaced inexpensively,
without the whole body needing work.

And the ‘68 Cushman came with
standard features many of 6ur competitors
don’t even offer as options on their brand
new cars today. Some things you'll notice
are an automatic seat brake, avtomotive
steering, front and rear suspension and
adjustable seats, 1o name a few.

As far as looks, we'll put eur ‘68 up
against anything. It won a national design
award and was selected as a permanent
part of the Smithsonian Institute’s Industrial
Design Exhibit,

The Challenge

But we don't want you 1o just take our
word for all this. We want you to prove it
for yourself right on your own course.

We'll bring a rebuilt Cushman to your
course and you can drive it yourself.
Compare it in performance and appearance
to Anybody Else’s newest car.

We think you'll find everything we say
is true. Of course, there is a golf car on
the market that is actually better than o
rebuilt Cushman, '

It's called a new Cushman.

If you'd like to take us up on our
challenge, please write:

Cushman Challenge, Cushman Motors
Division, Outboard Marine Corporation,
1006 North 21st Street, Lincoln, Nebraska
68501,

Cushman

Tt anea lgnnation onche numiber 190 on oad



Reel winners.

No matter if you want to mow a
field or a fairway, Dan Boyd of
Boyd Distributing Co., Inc. in
Denver can get you into the kind
of equipment you need to do
the job best.

Just like the rest of us
Jacobsen Distributors, Dan has
made it a point to know more
than enough about turf care to
be pretty expert at it.

That's one of the reasons he
carries Jacobsen gang mowing
equipment. He knows, for
example, that your mowing area
will dictate the number of gangs,
the type of reels, the right kind
of wheels, the height of cut, the

fineness of cut, and the speed at
which you want to get your
mowing done. Because of his
complete line to choose from he'’s
able to sell you what you need
rather than just what he's got.

To be specific, Jacobsen
Fairway gang mowers give you
a choice of three different wheel
styles (steel semi-pneumatic and
pneumatic); six-blade standard
or 10-blade high-frequency units
for carpet-smooth cuts. And
3,5,7,9 11, or 13-gang combina-
tions, with adjustable cutting
heights ranging from 33" to 32"

For Blitzer applications in
other than fine turf areas, you

have the same choice of wheels.
You get bigger 10" reels with
either four or five blade units;
3,5,79 and 11-gang
combinations that mow up to a
25'10"swath. And cutting
heights of 1" to 312"

In all cases, the sealed housing
design means you only have to
lubricate just once a year. What
could be easier?

There are many more features
you'll want to know about.
Contact your Jacobsen
Distributor about your gang
mowing problems.

He'll show you a reel winner.

Your Jacobsen Distributors

Before we sell it, we buy it.

For more information circle number 186 on card

For the name of the distributor near you write: Jacobsen Turf Directory, 1721 Packard Avenue, Racine, Wisconsin 53403



CLUBS STILL UNDER
MANDATORY WAGE-PRICE
CONTROLS

Although the new Phase III Wage
and Price Controls puts most busi-
nesses on voluntary compliance
procedures, it retains mandatory
controls over most golf clubs.

Present regulations place most of
the country under a new system
that is primarily self-adminis-
tered. Voluntary behavior, consis-
tent with the standards and goals of
the Economic Stabilization Act,
will be expected, and procedures
established to permit the Govern-
ment to determine whether con-
duct is reasonably consistent with
these standards.

The food, health and construc-
tion industries, however, remain
under the present mandatory wage
and price standards. Clubs are es-
sentially service organizations,
even though many have retailing
operations as well. Insofar as their
service or retailing involves food,
they are subject to the special
Phase 111 mandatory rules. The ex-
ceptions are those clubs exempt
under the Phase 111 Small Business
Exemption.

Under this modified exemption,
clubs with 60 or fewer employees
are exempt from both the price and
wage guidelines; however, these
clubs would do well to keep appro-
priate records. Clubs with more
than 60 employees and with less
than $50 million in gross income
are exempt from the price regula-
tions, but are still under the wage
guidelines.

The current Phase 111 guidelines
are as follows:

Price reporting: Retailers and serv-
ice organizations with annual
sales and revenues of $250,000,000
or more must report quarterly to
the Cost of Living Council. Other

retailers and service organiza-
tions—this includes all clubs-—must
maintain quarterly records of in-
formation regarding price in-
creases, cost markups and profit
margins.

Price rules: Essentially, club food
service and retailing remains sub-

ject to the regulations in effect on

January 10, 1973 (Phase I1).

Pay rules: Pay adjustments remain
subject to the classification and
requirements in effect on January
10, 1973.

It is evident that, particularly in
restaurant and food activities,
clubs must keep records of costs,
prices, markups and profit margins
with respect to increases in food
prices. In the case of price adjust-
ments in retailing and other areas,
clubs must follow the general
Phase 11l guidelines discussed
later.

Wage adjustments in the res-
taurant and food areas of the clubs
continue to be subject to all the re-

quirements and regulations of

Phase 11. Wage adjustments in
other areas are subject to the gen-
eral guidelines of Phase I11.

PHASE 11l PRICE AND
WAGE GUIDELINES
As a general rule, prices may be in-
creased to reflect increases in costs,
as long as the profit margin does
not increase over that which pre-
vailed during the base period. Al-
ternatively, a club may increase
prices to reflect increased costs,
without regard to its profit margin,
by a weighted average of 1.5 per
cent a year. The definitions and
measurements of cost, prices and
profits can be guided by regula-
tions in effect on January 10, 1973,
unless and until modifying regula-
tions are promulgated.
The existing general standards of

continued on page 8

HOW TO
AVOID A
HOLE
IN
ONE!

Once the greens are ready

and the season has started,
those stored up golf cars be-
come money machines that
depend on continuous day-in,
day-out use to make them pay.
Down-time is not only unde-
sirable —it's forbidden! So
start the season right with a
set of new Carlisle tires on
every unit . . . Carlisle tires—
especially designed for golf
car use (chosen for original
equipment by most manufac-
turers) so you can depend on
them . . . avoid that “hole-in-
one’ with quality, long-wearing
Carlisle tires.

CARLISLE
Tire & Rubber Co.

621 North College Street
Carlisle, Pa. 17013

For more information circle number 192 on card



a honey for hills!

rugged.
simple.
no frills.

Looking for a golf car that’s
a proven big performer - yet
is economical to operate
and costs less because of
its simple, no-frill design?

Midwest's New Golfcar is
for you!

Golfcar is powerful to handle
toughest hills. Features an
8 H.P. 4-cycle Kohler engine
that has power to spare and
is easily maintained.
Golfcar's heavy duty, auto-
motive type muffler system
provides quiet operation.
Transmission is a Salsbury
Torque Converter combined
with a Dana-Spicer differ-
ential rear axle - proved
extra rugged, extra depend-
able in years of use in
Golfcar.

Want to save money on a rugged, dependable golf car for personnel - or
fleet? Write or phone us today for New Golfcar Brochure, name of nearest
Golfcar Distributor. Phone: 515/526-8211.

MIDWEST INTERNATIONAL INC.,,

KELLOGG, IOWA 50135

For more information circle number 205 on card

RYEGRASS

® Acid tolerant
® Adaptable to

® Very easy to establish
® Germination in

10-14 days varying conditions
® Vigorous seedling ® Either Annual or
growth Perennial

® Always in good supply

Ryegrass is the versatile one you never need to baby.
it may be sown under undesirable wet or dry conditions. Little
or no seedbed preparation is required. Germination is in 10-14
days or even less under ideal conditions.

Ryegrass responds rapidly to fertilization. Spring and
fall growth is vigorous. Ryegrass stands up well to heavy traffic.

Write for Free Brochures
® What You Should Know About Ryegrass

® Go Green With Ryegrass
Dept. 1

OREGON RYEGRASS COMMISSION

Suite One Rivergrove Bldg. * 2111 Front St. N.E., Salem, Oregon 97303

For more information circle number 146 on card

EMERSON from page 7

the Pay Board remain in effect for
wage increases. The general wage
and salary standard is a 5.5 per cent
increase per annum. The policies
and principals, including the
computations methods, con-
tained in the Pay Board’s regula-
tions in effect on January 10, 1973,
continue as guidelines for wage and
salary increases unless and until
they are modified.

EXCEPTION REQUESTS

There are no longer any provisions
for granting exception requests.
A planned price and wage increase
that would be in excess of cost justi-
fication or the general wage stan-
dard must be instituted at a club’s
own discretion. If a club feels that
a legitimate ground for exemption
would have existed under Phase II
rules and that the increase is there-
fore not inconsistent with the
goals of the Economic Stabiliza-
tion Program, it may institute
such an increase at its own discre-
tion. Clubs should take steps to
properly document the rationale
of such increases.

TOTAL EFFECT ON CLUBS
Thus, in their restaurant and food
activities, clubs must, in general,
keep records of costs, prices, mark-
ups and profit margins with respect
to increases in food prices and re-
tail merchandise. Price adjust-
ments in other areas must follow
the general Phase I[11 guidelines
discussed previously. Wage ad-

justments in the restaurant and

food retailing areas continue to be
subject to the classification, pre-
notification and reporting re-
quirement regulations of Phase 1.
Wage adjustments in other areas
are subject to the general guide-
lines of Phase I11.

In summary, information pub-
lished so far makes it quite clear that
controls are not off, just modified.
Compliance efforts may not be
totally abandoned. Records and
reports will be required. The fre-
quency and significance of policy
decisions will probably continue
unabated and a familiarity with
these decisions is imperative be-
cause mandatory controls may be
reimposed on a particular indus-
try where deemed necessary. a
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A Golf Course Irrigation Package
From The Underground Pros

Easy to install. Long lasting.

FLINTKOTE'S “Underground Pros” can provide all the
pipe and fittings you'll need to irrigate and drain any
golf course.. .. and do it economically.

It's part of our pipe package, a single source concept
that gives you FLINTKOTE’S installation experience plus
corrosion-resistant products like FLINTITE Asbestos-

Cement pressure pipe for large mains, FLINTKOTE Bell
Joint PVC Pipe for mains and laterals, Orangeburg SP
service pipe for laterals around greens and tees, and
Orangeburg drainage pipe for greens, tees and other
wet areas.

For more “Package” information contact the Pipe Prod-
ucts Division. We will deliver.

THE FLINTKOTE COMPANY
FLINTKOTE® PIPE PRODUCTS DIVISION
=

One Cascade Plaza, Akron, Ohio 44308
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Lszo MATIC

puts the “"GO”
in golf cars!

LESTERMATIC
chargers
increase
battery
life

New

| All-Aluminum
Corrosive-Resistant
Case

® Compensates automatically for line
voltage variations. No taps to set.

W Superior capacity, allowing

equalization of cells each cycle.

M Silicon diodes with surge protection
for highest reliability.

W Convection cooled for maximum
life — minimum maintenance.
Insist on LESTERMATIC

Leader in
Motive Power Chargers

LESTER ELECTRICAL
625 West A St,, Lincoln, Nebraska 68522

LESTER EQUIPMENT

k2840 Coronado Street, Anaheim, Calif. 92806 ‘

For more information circle number 161 on card

® *BAYGON insecticide
provides effective clean-up,
long-lasting residual
activity.

® Compatible with most
commonly-used non-
alkaline insecticides,
fungicides.

® Doesn't harm desirable turf
grasses when used as
directed.

RESPONSEability
to you and nature

Division of Baychem Corporation
Box 4913, Kansas City, Missouri 64120

731071

For more information circle number 149 on card
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RECLAIMED WATER
FOR TURF
My editorial in the

September,
1972, issue of GoLrFpoM elicited
this response from Dr. Maurice L.
Parrish, doctor of dental surgery,
Silver City, N.M.

“*Enjoyed your comments on the
use of reclaimed water from the
sewer . . . We have been using re-

claimed water to irrigate our golf

course since 1961. Santa Fe has
been using reclaimed water for sev-
eral years longer.

“*The sewer water from the town
of Silver City is run through treat-
ment plants and then flowed by

gravity to two ponds on the golf

course. From there a million gal-
lons are pumped on the course each
24 hours. Our fairways are cov-
ered with Kentucky bluegrass and
California bent on the greens. How

else could a community have a golf
course that receives an average of

16 inches of moisture a year?

“The New Mexico Department
of Public Health tests our water
periodically and as yet we have had

no disease attributed to the golf

course.”’

Thank you for your letter Dr.
Parrish. We would like to hear
from others on this timely and im-
portant subject.

A letter from Dr. Louis T. Kar-
dos, environmental scientist, Penn-
sylvania State University, says this,
among other things:

*“I haven't had any direct experi-
ence with irrigating golf courses
with sewage effluent, but there are
many places where this has been
done. The nearest one | know of is
the country club in Dover, Del.
Another installation, which was
looking into the possibility, was
Rossmoor Leisure World in Cran-
bury, N.J. They have been putting
their effluent into a pond on the

course and then recharging it into
the groundwater by applying it to
land adjacent to the pond. The
Penn State maintenance and
grounds department has been using
the effluent during dry spells to ir-
rigate a sod production area, the
intramural playfields and the sod
parking areas surrounding Beaver
Stadium.

“In a survey made in 1968, it
was found that California, Mary-
land, Oregon, New Mexico and
Nevada permitted golf courses or
landscapes to be irrigated with chlo-
rinated effluent from a secondary
treatment plant or oxidation pond.
In Florida and New Mexico, the
use was restricted to periods such
that there was no human contact
during the irrigation and that the
turf would dry before use.

“W.H. Parness in American City,
Vol. 83:90-92 (1968) describes the
use of sewage effluent for irri-
gating a golf course and grassed
area adjacent to airport runways
in Livermore, Calif.

“An article in Grounds Mainte-
nance, Vol. 3(7): 23-26 (1968) de-
scribes the system being used by
the Desert Inn Hotel and CC in
Las Vegas. The paper, “Sewage
Waste Water for Irrigation of
Turf,” which 1 gave at the 1969
American Society of Agronomy
meetings has never been prepared
for publication. A copy of the ab-
stract is enclosed.™

Here follows the abstract of Dr.
Kardos’ paper:

“Sewage waste water has great
potential as a water resource for
irrigation of turf areas if given ade-
quate and proper treatment. It is
capable of providing a firm supply
even in the dryest years and lends
itsell to a system in which it may
serve as a primary or sole supply
or as an auxiliary or emergency

continued on page |2





