
STEWART 
SANDWICH 

SERVICE 
IS RIGGED 

FOR INSTANT 
PROFITS 

EVERY DAY! 

YOU CAN'T LOSE. 
We fixed it so you don't spend a penny for equip-

ment. We lend it to you free. You don't have any costs 
for waste or spoilage. Our free delivery brings fresh 
sandwiches to your door on a regular schedule, to 
eliminate lengthy storage and excessive inventory. 

You have no investment in extra personnel or space. 

You have no promotional expense. We give you 
banners, signs, menu boards, and more . . . free. 

And yet you start making money with your very first 
sale. Just pop our taste-tempting sandwiches into the 
compact infra-red oven . . . sit back . . . and watch the 
fast-food profits pile up! 

F R E E O V E N We lend you as many infra-red ovens 
as your needs require . . . And we mainta in them at no 
cost to you. 
FREE D E L I V E R Y We bring fresh sandwiches to you 
in refr igerated trucks on a regular pre-set schedule. 
There's a t remendous variety of top quality, taste-
tempting sandwiches to choose f rom . . . all ready to 
pop into the oven and serve in no t ime at all. 
F R E E S E L L I N G A I D S We provide banners, signs, 
menu cards and more. Everything you need to at-
tract customers, create impulse sales and assure re-
peat business. 

Stewart 
sandwich 

service 

SEND FOR YOUR FREE BOOKLET TODAY! NO RISK! NO OBLIGATION! 

FREE 
BOOK 
OFFER! 
Send for our 
FREE 16-page 
booklet that 
proves how you 
can add fast-
food profits 
with no 
investment. 

Stewart In-fra-red, Inc. Dept. J 
P.O. Box 207 
Fontana, Wisconsin 53125 

Gentlemen: Please rush my free copy of "How To 
Make Money Without Even Trying" 

Name_ 

Business. 

Address_ 

City .State. -Zip-

Phone. 

For more information circle number 163 on card 



RANCHO CALIFORNIA'S GOLF PROFESSIONAL, 
JACK BARFKNECHT, IS PICTURED ABOVE WITH A PORTION 
OF THEIR FLEET OF 80 TAYLOR-DUNN GOLF CARS, 
ALL EQUIPPED WITH TROJAN 217 BATTERIES. 

For more information circle number 171 on card 

THE BEAUTIFUL RANCHO CALIFORNIA GOLF RESORT IS LOCATED BETWEEN LOS ANGELES 
AND SAN DIEGO ON HIGHWAY 71. RANCHO CALIFORNIA IS AN EXTRAORDINARY RESORT 

WITH A CHAMPIONSHIP, PAR 72, GOLF COURSE; TENNIS FACILITIES; A LUXURIOUS CLUB-HOUSE 
WITH GOURMET DINING; AND DELUXE OVERNIGHT ACCOMMODATIONS. 



G o l f a l w a y s h a s b e e n 
considered an expensive 
sport . But country clubs 
are pricing their member -

Golf can get very expensive at a 
m o d e r n c o u n t r y c lub . Look at 
what a typical member pays for 
his pleasure per round. On the sur-
face, the economics of that plea-
sure hardly makes sense. 

Say this member belongs to a 
midd l e - c l a s s s u b u r b a n golf c lub 
with an 18-hole course. He aver-
ages one round a week for 20 weeks 
a season. 

Dues are $40 a month, or $480 a 
year. It costs another $24 annual-
ly for club storage and $30 more for 
a locker. He splits the rental of a 
golf car (or hires a caddie) at $4 a 
round, or $80. Then there's lunch 
and drinks averaging $3, or a $60 
total. He'll use at least three dozen 
balls for those rounds costing $45. 
We won't even count other equip-
ment or clothes, betting losses or 
other social outings at the club. 
Those can greatly raise the annual 
expense. Jus t the i tems outl ined 
add up to $719 a year, or nearly $36 
per round! 

s h i p s ou t of r e a c h of 
younger members , there-
by creating a showdown 
in the near fu ture 

Those prices could only appeal 
to the upper 5 per cent or 10 per 
cent income group. Is it a surprise 
tha t daily fee and municipal golf 
a re g rowing f a s t e r t h a n p r iva te 
clubs? 

The ideal club doesn't exist, of 
course. If it did, says Joseph C. Dey, 
c o m m i s s i o n e r of t he T o u r n a -
ment Players Division of the Pro-
fess iona l Go l f e r s Assn . , g o l f ' s 
Shangri-la would: 
1. Rep resen t an ex t ens ion of a 
member 's home in comfortable, 
pleasant surroundings; 
2. Offer first-class facilities and at-
mosphere motivated by a respect 
and love for the game of golf; 
3. Employ top-fl ight depar tment 
heads—manager, professional and 
superintendent—who know their 
jobs and care about people in golf; 
4. Maintain a clear-cut policy line 
between the s t a f f s work and the 
member 's play. 

Most clubs in financial difficul-
ty have violated one or more of 
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these commandment s , especially 
number four. As one country club 
superintendent from Denver com-
ments, "Our club needs to attract 
100 or more members to even keep 
the golf course and clubhouse busy. 
But no one cares. Our manager is 
nothing but a food and drink man. 
The club has had 20 managers in 
20 y e a r s . The board d o e s n ' t plan 
ahead and they won't give anyone 
authority to run it as a business." 

Sound familiar? Such reports, 
plus surveys, point out too many 
clubs with just these problems. The 
financial problems seem to be get-
ting worse, but then everything is 
measured in inflated dollars these 
days. Yes, initiation fees, dues, as-
sessments, menu prices and costs of 
labor have gone up. 

For 75 of the "bes t" American 
country clubs, the 1970 to 1971 fis-
cal year was bad news, according 
to the accounting firm of Harris, 
Kerr, Forster & Company. Aver-
ages showed: 
• A 1 per cent loss in ave rage 
membership per club, the first drop 
in 18 years. 
• Expenses up 6.2 per cent, com-
pared with a 4.4 per cent growth in 
income, averaging almost $1 mil-
lion per club or $ 1,579 per member. 
• Food and beverage service op-
erating at a loss, and over-all club-
house expenses and overhead aver-
aging 61 per cent over income. This 
had to be made up by increasing 
dues and assessments. 
• Golf course maintenance costs 
up 8.9 per cent to $5,364 per hole (69 
per cen t l abor ) , near ly doub le 
what it was 15 years ago. 
• Operating margin left for debt 
service and capital improvements 
down 50 per cent to just 2.7 per cent 
of dues income. 

Numerous boards and managers 
trying to balance budgets tell the 
story in other ways: unfilled mem-
bersh ip ro s t e r s , fewer c a t e r e d 
private and business parties, more 
past due accounts, delays in buy-
ing new equipment or renovat ing 
the clubhouse, and so on. The above 
clubs represent the na t ion ' s elite, 

with the richest memberships, fin-
est golf courses and highest paid 
staffs. But they aren' t necessarily 
typical. It is hard to define the typi-
cal or average club today. 

For example, of 4,719 private 
clubs listed at the end of 1971, only 
2,585 had 18 holes or more. The re-
maining 2,134 were nine-hole clubs, 
m o s t l y with m e m b e r s h i p s f r o m 
100 to 250, in small towns. Many 
have problems, but rarely the same 
type or magnitude as their big city 
cousins. From this broad-based in-
dust ry it is easy to f ind isolated 
cases and statistics to build a nega-
tive case. Such an example was a 
recent article in a nat ional busi-
ness weekly. It reci ted the famil-
iar list of problems that supposed-
ly will push country clubs out of 
bus iness : s k y r o c k e t i n g p r o p e r t y 
taxes, special excise taxes, loss of 
non-prof i t s tatus, d iscr iminat ion 
a g a i n s t women and mino r i t i e s , 
loss of members f r o m local eco-
nomic problems, lack of interest 
in clubs among junior adults, resist-
ance to increased d u e s and fees , 
s h o r t a g e of good m a n a g e r s and 
personnel, and higher labor costs. 

The National Golf Foundation, 
keep ing watch on t h e s t a t i s t i c s 
and industry t rends, sees only a 
temporary crisis within the larger 
future of golf. " I t has often been 
said that from things evil there al-
ways comes some good," Don Rossi, 
N G F execut ive d i r e c t o r says . 
" A l l around the count ry , people 
are beginning to talk about the eco-
log ica l i m p o r t a n c e of a golf 
c o u r s e . People a r e becoming 
aware that a golf course has an ec-
onomic impact on the community. 

"Clubs pay taxes, employ a num-
ber of people, buy goods and serv-
ices f rom their community and by 
their very existence enhance the 
property values of the area. No one 
can deny that when we lose a golf 
c o u r s e to a real e s t a t e deve lop-
ment, the community suffers. 

" C l u b s a re now look ing m o r e 
closely at their opera t iona l costs 
and programs with a view of bring-
ing their costs into proper focus," 

Rossi says. "These problems have 
un i t ed m a n y o r g a n i z a t i o n s to 
work for their mutua l benefit in 
meeting this crisis." 

Through N G F , Club Managers 
Assn. of America and the Nation-
al Club Assn., there is no lack of 
knowledge to help clubs do better. 
Some popular solutions to com-
mon problems have included: 
• An annual membersh ip drive, 
with a t empora ry low cost initi-
ation fee, and /or a contest among 
regular members to find new ones; 
• Improved communications and 
promotion of club activities via a 
lively news le t t e r , special ma i l -
ings, posters and an active social 
committee for people who care; 
• Hir ing a manage r experienced 
in p r o m o t i o n , a d m i n i s t r a t i o n 
and budget abilities, not just cui-
sine, and giving him the authority 
to be a real executive; 
• S i m p l i f y i n g food , beve rage 
and indoor services, which means 
f resher foods served buffet style 
with less staff; 
• T a k i n g c o m p e t i t i v e bids , or 
c o o p e r a t i v e p u r c h a s i n g of c lub-
house and golf course supplies with 
other clubs; 
• E n c o u r a g i n g ful l use of the 
clubhouse during slack periods by 
seek ing ou t s ide pa r t i e s , wed-
d ings , s tyle shows , service c lub 
luncheons and political dinners; 
• E x p a n d i n g the m e m b e r s h i p 
base by o f f e r i n g lower cos t , re-
strictive memberships, such as so-
cial only, swimming, tennis, week-
day golf only, junior families un-
der age 30 or 35. 

Every club could be a better club. 
It takes perception of what people 
want , and better management to 
give it to them. 

T h r e e c lubs in the Denver 
a rea—each di f ferent yet modern 
and f ami ly o r i e n t e d — a r e e x a m -
ples of matching programs to meet 
the market. 

Meadow Hills CC ' s membership 
peaked at 345, but ran out of pros-
pects, despite an excellent 18-hole 
golf course, adequa te clubhouse, 
swimming pool and good location. 

continued on page }6 



RAIN BIRD SPRINKLER MFG. CORP. 

presents new Hydraulic Cont ro l 

THE S N O W COMPANY announces the 
add i t ion of an eight hp P o w e r -
Kart, for grounds maintenance and 
a mult i tude of other utility uses, 
to its line of three-wheeled pleasure 
vehicles. Equipped with a unique 
variable speed, torque ampl i f ie r 
drive, the Power-Kart has seating 
for two people; hauls up to 350 
pounds in its all-steel 23 inch by 46 
inch by 8 inch box with tail gate; and 
can be used for towing. The unit is 
ruggedly built with a spring-loaded 
front fork suspension and a seat 
spring to take the shocks of rough 
terrain. Circle No. 101 on reader service card 

RAM GOLF CORP . has a big 11-inch 
round golf bag. It is the same type of 
bag used by their touring golf pro-
fess iona l s and f ea tu r e s a s t u rdy 
double steel ring cons t ruc t ion at 
the top plus a steel cuff ring at the 
bottom. Four full-length steel up-
right stays give this golf bag body 
shape retention. Circle No. 102 on reader service card 

Modules to operate normally open 
hydraulic control valves. They are 
designed to be used in conjunction 
with Rain Bird Models RC-12, RC-
18, RC-23, control lers or SC-12, 
S C - 1 8 sa te l l i t e c o n t r o l s uni ts . 
M o u n t e d di rect ly in to s t a n d a r d 
turf pedestal, they can be removed 
easi ly fo r m a i n t e n a n c e . Specia l 
f e a t u r e a l lows ind iv idua l ope ra -
tion of hydraulic remote control 
valves. Three-way electric solenoid 
actuators eliminate moving rotary 
valve par ts , which are subject to 
wear and leakage. All major parts 
are made of brass and stainless steel 
construction. Circle No. 103 on reader service cord 

ROYER F O U N D R Y & MACHINE 
C O M P A N Y a n n o u n c e s the deve lop-
ment of a new chipper for small 
commercial operations, which dis-
poses of brush, limbs, branches and 
trimmings and features a new de-
sign concep t t h a t m a k e s for a 
quieter operation. It is available in 
both powered and power take-off 
models and is recommended for use 
by golf courses. It utilizes a design 
that incorporates a rotating anvil 
with a d i s k - t y p e ch ipp ing r o t o r 
and blower. Circle No. 106 on reader service card 

T U R F - V A C announces a new tractor-
drawn turf and pavement sweeper, 
designed for max imum sweeping 
efficiency and fast unloading. The 
Model FM-5 Lift Dump, the new 
sweeper, provides a full five-foot 
sweep and can dump directly into 
t rash bins, t rucks, over retaining 
walls or on top of compost heaps. 
The hydraulic lift system raises the 
entire hopper, tilts the hopper for 
m a x i m u m d u m p i n g e f f i c i ency , 
and opens and closes the hopper 
door. It operates without brushes, 
rakes or other mechanical pick-up 
devices to efficiently pick up grass 
clippings, leaves, verti-cut debris, 

papers, cans and l i t t e r . This all 
vacuum feature eliminates brush 
and bearing replacement costs and 
allows the machine to be used ef-
fect ively on tur f and paved, wet 
and dry surfaces. 

Circle No. 104 on reader service card 

DIGMOR EQUIPMENT A N D ENGI-
NEERING COMPANY, INC., introduces 
a new belly-mounted grader blade 
that has full hydraulic control for 
raising, lowering, tilting and an-
gling. Designed to fit most wheel-
type t r a c t o r s , the Deeco g r a d e 
blade is practical for grading, snow 
removal, land leveling, terracing 
and maintenance work. The blade 
mounts on tractors with loaders 
and will not conflict with a three-
point hitch. The blade and carriage 
provide enough clearance for nor-
mal tractor and loader operations 
and can be removed by pulling six 
pins. Circle No. 105 on reader service card 



HIGH COST from page 54 

Too small a membership and a big 
debt were the cause of increased as-
sessments in the early 1960s. Many 
members wouldn't pay and dropped 
out. By 1964, faced with disaster, 
the b o a r d decided to try a semi-
p r i v a t e o p e r a t i o n . T h e y o f f e r e d 
a s s o c i a t e p lay ing m e m b e r s h i p s 
at $25 annually plus green fees to 
the g e n e r a l pub l i c . D e n v e r a r e a 
gol fers , shor t of public courses , 
gobbled it up. 

In short , the new concept saved 
the club. By the late 1960s, up to 
2,000 assoc ia te m e m b e r s h i p s per 
s e a s o n were being so ld . C o u r s e 
play reached 60,000 rounds annu-
ally, with green fee i ncome over 
$100,000. Finally a l imit of 800 
m e m b e r s h i p s at $50 was set in 
1971, and play d ropped to about 
50,000 rounds. 

T h e 107 p ropr ie ta ry m e m b e r s 
keep the privilege of favorite week-
end start ing times. But only 20 are 
regular golfers. Associate members 
may play any day, reserve almost 
any s tar t ing time, rent lockers, eat 
and drink in the clubhouse and buy 
from the pro shop. 

W o m e n may buy separate $50 as-
soc ia te member sh ips , or pay jus t 
$15 plus green fees if their husbands 
belong. About 75 associate wom-
en members have the golf course to 
themselves Tuesday mornings. 

Separa te single or family swim-
ming member sh ip s a re avai lable , 
too, for one annual fee. The owner-
sh ip is now c o n s i d e r i n g a d d i n g 
t e n n i s c o u r t s f o r t h a t i n t e r e s t 
group. 

A b o a r d of 15 p r o p r i e t a r y 
m e m b e r s with s t a g g e r e d t e r m s 
makes the policy. A club manag-
e r - c o n t r o l l e r , go l f p r o f e s s i o n a l 
and supe r in t enden t f o r m the op-
e r a t i n g t e a m . T h e d i n i n g r o o m 
and bar ope ra t ion is leased out , 
paying back 12 per cent of the gross 
to the club. 

At Heather Ridge, a 27-hole golf 
course is flanked by 135 apar tment 
h o u s e s on 320 a c r e s . T h i s t o t a l 
r e c r e a t i o n a l c o m m u n i t y h a s in-
door and outdoor tennis and swim-
ming and a 25,000-square-foot club-
h o u s e o p e n e d las t s u m m e r . T h e 
first nine holes opened last year, 
and the second nine are slated to 
open this season. An executive nine 

also will open in 1973. Right now a 
variety of annual memberships— 
$300 per couple for golf, tennis, 
clubhouse, social—are open to any-
one. But, as the 4,000 apar tments 
rise and fill, non-residents will be 
dropped based on least seniority. By 
1978 or earlier, only residents will 
be members. 

A proven formula in non-equity 
c lubs has been d e m o n s t r a t e d by 
P i n e h u r s t C C in Denve r ( S e e 
GOLFDOM , S e p t e m b e r , 1971.) A 
f a m i l y - b a s e d c o r p o r a t i o n deve l -
oped and owns the land and the club-
h o u s e f a c i l i t y . F o r a b o u t 1 ,800 
m e m b e r s there is a 27-hole golf 
course , 60 ,000-square - foo t c lub-
house, pool and tennis courts and a 
diversified activity schedule. Initia-
tion fee ($1,200 for golf, $300 so-
cial) and dues ($38.50 per month 
go l f , $16 s o c i a l ) a re the l o w e s t 
among Denver's eight major clubs. 

The "secre t" of Pinehurst 's suc-
cess is simple: First-class facilities, 
a c t i v i t i e s fo r e v e r y o n e and p r o -
f e s s i o n a l m a n a g e m e n t f o r , n o t 
by, the membership. 

P inehurs t C C general m a n a g e r 
L . T . Hal l is a f o r m e r n a t i o n a l 

continued on page 60 

First best, we'll admit, is a good soaking rain. But an under-
ground sys tem using Certain-teed PVC pipe comes in second to 
nothing else. 
Economy. The overall installation cost is less. Lightweight PVC 
requires no special handling machinery. Joints are quickly and 
easily made. You get a choice of FLUID-TITE™ double-gasket 
joints, or deep-socket , solvent-weld joints. Fast installation saves 
money. 
No maintenance worries. In the ground, PVC pipe is inert. It 
won't corrode, rot, or rust. Joints don't leak. And non-metall ic 
PVC never needs protection against electrolytic action. 
More water for less pressure. Smoothbore PVC is free of bumps 
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and other obstructions that could hinder water flow. 
Pays for itself quickly. Because you spend less to install it, and 
practically nothing to maintain it. And you save because one 
man can easily handle a PVC system. 

Get it all f rom your Certain-teed distr ibutor. Including PVC fit-
t ings and all the expert supervision you need. If keeping the turf 
watered and green is your responsibi l i ty cnprify Certain-teed 
PVC. You'll never have a big t o u r - 8 
nament called for lack of rain. F o r • l | J v ? (X 
c o m p l e t e i n f o r m a t i o n , w r i t e : Q l a c t i r ^ O 
(Certain-teed Pipe & Plastics G r o u p , r l d b l l C o 
Valley Forge, Pa. 19481. G f O U P 

Certain-teed makes the 2nd best irrigation system you can get. 



M A N A G E R S S H O U L D P R E -

P A R E E O R M O R E N A T I O N -

W I D E B O Y C O T T S 

NEW YORK—Club managers should 
prepare for repeats of the April 1st 
consumer boycott of meats. 

Many consumers , accord ing to 
the New York Times and NBC 
Nightly news are adamant in their 
in tent ion to cont inue to boyco t t 
meat. 

And organizers of the nationwide 
boycott are urging shoppers to 
avoid eating meat twice a week—on 
Tuesdays and Thrusdays—indefi-
nitely until prices come down. 

Club m a n a g e r s should include 
a t t rac t ive a l te rna t ives to these 
costly items in their menu planning 
and buying policies. 

The initial boycott was a con-
sumer reaction to sharply higher 
food prices that drove the February 
C o n s u m e r Price Index to the 
highest one-month increase in 22 
years. 

The .8 percent over-all February 
increase, which represented the 
largest one month hike since the 
Korean War inflation of February, 
1951, include restaurant prices. 

The increase for meat, poultry, 
and fish was up 5 per cent; meat 
alone was up 5.4 per cent. 

Congress and organized labor re-
acted angrily to this recent report 
of fur ther inflation, particularly 
to the higher food prices. According 
to the Bureau of Labor Statistics, 
one third of the February consumer 
price index increase was due to 
soar ing mea t , poul t ry and fish 
prices. 

Combined statistics for the last 
two m o n t h s were even more 
d r a m a t i c than Februa ry a lone, 
showing the sharpest 60- day rise on 
record. 

The New York Times stated that 
all indications show that the likeli-
hood of further Federal price con-
trols is remote. Suggestions are 
e m a n a t i n g f rom many Govern-
ment officials for consumers to sub-
stitute cheaper protein dishes for 
meat in order to cope with the food 
price spiral, and consumers seem to 
have taken the lead, despite the Nix-
on A d m i n i s t r a t i o n ' s cei l ing on 
meat prices, which tended to out-
rage consumers , because they 
viewed it as a tacit approval of the 
inflationary trends of most foods. 

N G F A N N O U N C E S T W O 
B O O K S 

C H I C A G O — T h e National Golf 
Foundation announces the avail-
ability of two publications. 

" P l a n n i n g and Conduc t ing 
Competitive Golf Events" is a re-
vised edition, expanded to offer 
specific procedures for organizing 
and conducting all types of golf 
competition for all ages. Sections 
include basic information, major 
to t o u r n a m e n t p rocedure , c lub 
level tournament planning, infor-
mat ion all tournament chairmen 
should know, and types of tourna-
ments, tournament golf for busi-
ness meetings or conventions and 
suggested references. 

"Planning and Conducting Jun-
ior Golf Programs" is designed to 

•motivate and guide golf courses, 
r ec rea t ion d e p a r t m e n t s and 
schools to action. It first answers: 
"How can we get a junior program 
started in our community, at our 
c lub, or in our s choo l s? " ; then, 
"How can we build upon this pro-
gram to satisfy the needs of all our 
juniors?" The book is authored by 
the PGA's education director Gary 
Wiren. Sections include the con-
cept of j un io r golf , school and 
recreation programs, a junior pro-
gram at an individual course, a 
junior program at area or district 
junior golf associations. 

N E W M A I L I N G 

A D D R E S S O F G C S A A 

The new mail ing address of the 
Golf Course Superintendents 
Assn. of America is 1617 St. An-
drew Drive, Lawrence, Kan. 66044. 
Any subscriptions for Nick Gean-
nopulos or " T h e Golf Super in-
tendent" will remain at the old ad-
dress, 3158 Des Plaines Ave., Des 
Plaines, III. 60018, until further no-
tice from the association. 

4 6 P E R C E N T P R O F I T J U M P 
F O R V I C T O R C O M P T O M E T E R 

CHICAGO—Sales of Victor Comp-
tometer Corp. reached a record 
high in 1972, and earnings were 
markedly improved over 1971, ac-
cording to the company. 

Sales for the year amounted to 
$205,927,713 compared with last 
year's $165,931,387. Profits before 
an ex t r ao rd ina ry charge were 
$5,167,516 or 89 cents versus 
$2,937,384 or 48 cents a share be-
fore a special charge in 1971. Re-
sults for both years include the op-
era t ions of the Nissen C o r p . , 
which was acqui red in O c t o b e r , 
1972. 

Last N o v e m b e r , Victor an-
nounced the sale of its Computer 
division and had stated that the 
sale of the division would result in 
a non-recurring loss of 35 cents per 
share in addi t ion to the o p e r a t -
ing losses of the Division. 

R A I N B I R D C A T A L O G 
T E L L S A L L 

G L E N D O R A , C A L I F . —The 1973 
catalog of irrigation equipment has 
just been released by Rain Bird. 
This fully i l lus t ra ted p roduc t 
catalog presents a complete and 
comprehensive description of the 
entire Rain Bird line of controllers, 
valves, sprinklers, accessories and 
hoses. The append ix provides a 
ready source of wire sizing pro-
cedures and reference c h a r t s . 
Copies are ava i lab le by wr i t ing 
Rain Bird at 7045 North Grand 
Avenue. 

A Q U A P I P E T O 

D I S T R I B U T E A Q U A - D I A L 

N E W P O R T BEACH, C A L I F . — Aqua-
Dial announces the appointment of 
Aqua Pipe and Supply, Inc., as the 
exclusive distributor for its turf ir-
rigation products in the counties of 
Los Angeles, Orange, Riverside and 
San Bernadino. According to an 
Aqua-Dial spokesman, "This new 
company's president. Al Lastuck, 
offers more than 26 years of turf 
irrigation systems expertise. The 
application of this technical knowl-
edge, combined with a comprehen-
sive inventory of Aqua-Dial and 
other related sprinkler products, 
will prove to be an asset to all 
phases of the sprinkler industry." 



GRAU from page 15 

In our spray tank we mix these three 
materials and make five applica-
tions a year. We have a long grow-
ing season. 
Rates to 1,000 square feet) 
Each application Total for year 
4 pounds, powdered 
ureaform 
(1.52 pounds N) 
2 pounds, 
powdered K2SO4 
(/ pound K) 
Vi pound, 
hydrated lime 

This program is flexible to meet-
ing changing conditions. Results 

are excellent. Note that we use no 
phosphorus. We are holding down 
Poa annua. Now for the questions. 
How soon do you think we will be 
able to apply phosphorus. How can 
we tell when we need it? Maryland) 
A—Your best friend is the Mary-
land Soil Tes t ing Service. Take 
samples annually, preferably at the 
same time of the year (such as Labor 
Day). When P levels drop to a V low 
point, run a few test strips using 20 
per cent superphosphate and ob-
serve the results. If P is limiting, 
there will be a marked response. 
The rate? Five pounds to 1,000 
square feet. • 

EMERSON from page 11 

OSHA regulations on the subject 
currently under study by various 
ad hoc committees of Government 
and industry. Some would require 
new testing procedures for all new 
chemicals and pesticides, others 
establish standards for the mixing 
and application of pesticides, and 
still others would outlaw the use of 
all residual pesticides and fungi-
cides and insecticides. 
E C O N O M I C S T A B I L I Z A T I O N : Clubs 
are, of course, still covered under 
Phase II of the Cost of Living 
Council regulations as far as their 
food and beverage operations are 
concerned . S o m e changes , how-
ever, could be brought about by any 
of several bills designed to amend 
the act. Of those bills that call for 
amending the act, HR 6168 (Pat-
man, D-Tex.) is the most contro-
versial. An already emotional issue 
was further aggravated when the 
Annunzio amendment to roll back 
prices to May 1, 1972, was 
made—and passed—only to be re-
placed by an roll back to January 10, 
1973, the next day. 
L A N D USE P O L I C Y : An area that orig-
inally appeared to have little im-
pact on golf clubs now has begun to 
sp rou t both possibi l i t ies and 
dangers. S 296 (Jackson, D-Wash.) 
calls for Federal funding to states to 
develop plans for private land use. 
Favorable aspects of the bill are the 
prospects of securing a special tax 
classification for environmental-
ly advantageous recreational land 
(golf courses). The dangers lie in the 
possibility of the seizure of golf 
courses by the state through emi-
nent domain. 
METRIC S Y S T E M : Another area that 
seemingy had little impact on the 
golf course, until one considers the 
p rob lems of conver t ing the dis-
tances on thousands of golf courses 
from yards to meters, cup cutters 
from inches to centimeters, steaks 
and c lubheads f rom ounces to 
g r a m s , to say nothing of the 
measurements of liquids, alcoholic 
and otherwise by the bottle and by 
the glass. 

These are only six of the 20-odd 
pieces of legislation that are likely 
to have at least some impact on golf 
clubs during the current session of 
Congress. Have you checked on 
your state legislature recently? • 

Lazylegs Lloyd 
We can't do anything about Lazylegs Lloyd. 
But we do a lot to improve plant vigor and the color of your 

greens, fairways and ornamentals. 
With Microgreen Liquid. Our easy to apply chelated formu-

lation of micro-nutrients. 
Just one more way we help keep your greens (and fairways) 

in the pink. 

Chipco Microgreen Liquid 
From Rhodia Chipco Products. 

For more information circle number 190 on card 

7.6 pounds N 

5.0 pounds K 



N E W FOR 
S U P E R I N T E N D E N T S 
CLEARY'S 3336™ 

SYSTEMIC TURF FUNGICIDE 
Use 3336 for 6 major turf diseases that attack tees, fairways and greens. 

Prevent recurrence for up to 4 weeks. . .3336 controls and prevents such diseases 
as Fusarium Roseum, Dollar Spot (all types), Red Thread, Copper Spot, 
Helminthosporium (leaf spot), and Brown Patch. There's no longer a need 
to wait for the first signs of a disease to appear. Plan your program and pre-

vent diseases by spraying early in the Spring on a systematic schedule. 

Best results have been obtained with CLEARY'S 3336 when it has 
been applied as a fungistat - before disease occurs. Weekly sprays on 

greens through the disease incidence season has resulted in disease-
free greens wi th superior color. Many golf course superintendents have reported 
excellent disease control on fairways with applications at 3 to 4 week intervals 
with as l itt le as one ounce per 1,000 sq. feet. 

Check wi th your distributor or write for the nearest available source from 
W. A. CLEARY CORPORATION, 1049 Somerset St., P.O. Box 10, Somerset, 
New Jersey 08873 or Telephone 201-247-8000. 

Cleary's 3336 turf fungicide is a non-toxic, non-mercurial product. 
Note: For experimental purposes only. 

CORPORATION 
"The Company that's going places" 

SOMERSET, NEW JERSEY 

For more information circle number 191 on card 



CLUB EXEMPT? from page 50 

tion that most women are unable or 
unwilling to do a certain job; prefer-
ences of co-workers or customers; 
traditional restrictions for jobs 
involving heavy physical labor and 
the fact tha t physical facilities are 
not available for both sexes. 

Although the above guidelines 
should forestall any potential prob-
lems under Title VII, the Equal 
Employment Opportuni ty Commis-
sion makes several other recom-
mendations that they feel are im-
plied in Title VII. Their basic 
premise is this: Because whites pre-
dominate in today's work force, 
they have an inherent advantage 
in learning about job openings. To 
equalize this advantage, the com-
mission believes employers should 
take positive steps to establish con-
tacts in the black community, which 
can be used to disseminate infor-
mation about job openings, adver-
tise job openings in minority news 
media and send information about 
job openings to schools with large 
minority group enrollment. In 
addition, the EEOC notes that some 
minority group persons have dif-
ficulty in adjusting to their jobs 
and that special efforts should be 
made to counsel them on their 
problems. 

For the club today, the first 
consideration under Title VII re-
quirements is to determine whether 
the club comes within the exemp-
tion. If it does not, then the club 
should review its hiring and em-
ployment practices to ensure that 
there are no procedures that could 
be pointed to as discriminatory. • 

JACK J A N E T A T O S is the legal 
counsel for the National Club 
Assn. and is a partner in the Wash-
ington, D.C., law firm of Baker & 
McKenzie. 

ASSISTANT from page 40 

to train men for this work. The 
Green Section wishes to start a 
movement to correct this condi-
t ion ." 

Fifty years later those of us with 
p r a c t i c a l and a c a d e m i c b a c k -
grounds continue to give these 
young men the opportuni ty to pre-
pare for a sound fu ture as golf 
course superintendents. 

Such an att i tude on our part is 
justified because, we, the practical 
men in turf management , believe 
as Dr. Troll and Dr. Duich do. 
Troll 's expression on the season-
ing of young men following two 
years in the classroom is very ex-
plicit. Again, f rom his presenta-
tion at the conference, " W e do 
not claim to turn out experienced 
golf course superintendents, but 
we do graduate people who will 
be well qualified as superintendents 
af ter a period of seasoning in the 
field." 

This is what it is all about, Mr. 
Sommers . 

With costs increasing for just 
about everything, including the 
high cost of maintenance labor, 
mater ials and equipment , we can 
only hope that quality will remain 
our byword—even though we in 
the turf field have to adjust to the 
changes being thrust upon us in 
the name of economy, efficiency 
and environmental necessity. 

Adequate provisions for an in-
terested and reliable maintenance 
staff must remain a high priority 
if the quality of golf course main-
tenance is to survive the "change" 
decades. Proper encouragement 
to both turf management trainees 
and qualified assistant golf course 
superintendents are a necessary 
part of this picture, a mutual re-
sponsibility to be shared by pro-
gressive superintendents and clubs. 
To those club officials who are 
looking to apply Ben Franklin 's 
adage, " A penny saved is a penny 
ea rned , " there is this rejoinder: 
Penny-pinching has never proved 
to be the true road to turf quality. 
Quality is a highly desirable facet 
in all things in life. The satisfac-
tion and justifiable pride of the 
golfer and the professional image 
of the superintendent is totally de-
pendent on quality. Let us con-
tinue this quest together. • 

HIGH COST from page 56 

president of the C M A A . He views 
the c u r r e n t n e g a t i v e p u b l i c i t y 
about the club industry as unpro-
ductive. "Clubs have always faced 
problems," Hall says, "bu t there is 
no o v e r w h e l m i n g p r o b l e m we 
c a n ' t ove rcome with posi t ive ac-
tion. We have to look at the situ-
ation as a challenge and opportun-
ity, not as the end. 

" I think some clubs and manag-
e r s a re s p e n d i n g t o o m u c h t i m e 
reading adverse stories, instead of 
taking action to solve their prob-
l e m s . T h e s u c c e s s f u l c l u b s a r e 
those that keep up with the t imes. 
There is more to this business than 
just food and beverage." 

Another leader among club man-
agers is J o h n S i m m o n s , T a c o m a 
( W a s h . ) G & C C and a s e c r e t a r y 
treasury of the C M A A . 

"Clubs have much to offer in an 
increasingly complex and mobi l e 
society," S immon says. " T h e po-
tential demand is greater than ever 
before. "The re will be changes— 
some of them perhaps t raumat ic . 
We must seek to affect this change 
t h r o u g h c o n s c i o u s des ign r a t h e r 
than have it occur through the force 
of c i r c u m s t a n c e s . It ca l l s f o r ex-
haustive analysis, perceptive forsight 
and a determinat ion to answer hon-
estly the question, 'What business 
is our club in?' " 

T h a t is t h e key q u e s t i o n t h a t 
should be asked and answered with-
in every c lub regular ly . Because , 
af ter all, a club exists primarily to 
serve its members . It must also be 
a ci t izen of the c o m m u n i t y . Old 
ideas die hard, but those clubs with 
l e a d e r s h i p wil l ing to c h a n g e will 
survive and prosper. • 

S B TENNIS 
l i s P L A N N I N G 

CONSULTANTS 
PROFESSIONAL, INDEPENDENT 
design specialists & feasibility 

analysts. Construct ion speci f icat ion 
packages on all phases ready for bid. 
Contact... 
Indoor Projects 
Art Alschuler 
130 N.Franklin Street 
Chicago, III. 60606 
312/782 0355 

Outdoor & Brochure 
Jack Kamrath 

2709 Ferndale Place 
Houston, Tex. 77006 

713 /523-2541 


