
Agrico 18-4-10 
Works More Efficiently. 

And We'll Go To Any Links To Prove It! 

Sulphate of potash increases summer durability and winter 
hardiness, while reducing disease incidence. And Agrico's I 
phosphorus content avoids excessive build-up while 
promoting vigorous, deep root formation. 

"We'll Go To Any Links" 
To prove that Agrico works more efficiently, we II go to any 
links. Complete the coupon below, and we'll come to you w 
a free product demonstration. We'll prove beyond a doubt 
the effectiveness of Agrico's 18-4-10 formula for tees and 
greens. And we'll fill you in on Agrico's full line of dependa 
course-care products. 
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Agrico Country Club d1a 
P.O. Box 317 
Lebanon, Pennsylvania 17042 

Please contact me for a free product demonstration of 18-4-10 
and for information on Agrico's other course-care products. 

Name 

Title Golf Course 
Street or P. O. Box I 

Phone Number 
City State Zip 

Otter good only in Agrico trade areas. I 

It's a fact. Agrico Country Club Fertilizer for tees and greens 
provides more efficient feeding. It gets down to the grass roots 
quicker, and gives you more feeding power for your money. 

We II prove it to you on your own course, free of charge. 

While other fertilizers are still at the surface level—where 
they can be mowed away by greens mowers—Agrico's 18-4-10 
formula is already rapidly penetrating to the root zone. The key 
to its rapid penetration is Agrico's scientifically sized, 
extremely dense particles. These tiny, non-burning granules are 
quickly dissolved and absorbed to provide instant, longer 
lasting feeding power. With far less pick-up by mowers. 

Proven on leading golf courses, Agrico's 18-4-10 contains the 
balanced nutrient formula necessary for controlled sustenance 
of high-quality turf. Ten units of water insoluble nitrogen 
provide the balanced ratio necessary for continued, long-term 
feeding. Quickly available sources of nitrogen cause 
immediate green-up. 

Agrico 
Country Club 

A Good Name To Grow By 



Why 74 hard-to-please businessmen 
A whole lot of exciting things have been going on 
at Jacobsen lately. 

So all 74 of us Jacobsen distributors (and 
over 200 of our salesmen) came in for a hard-
nosed look. And we went home smiling.There 
were a lot of good reasons. Here are some 
of them. 

First, the new Greens King. Jacobsen has 

redesigned the 1974 model. The added features 
give even greater performance. 

Then, the Turf King 76 and Turf King 84 were 
also redesigned. Which took some doing since they 
wereproven winners to start with. 

To round out the line with a smaller mower, 
Jacobsen is introducing the brand new Turf King 70. 

There's a lot more. Like the new riding sand 



went home smiling. 
trap rake that's called the Trap King. 

Wfe also saw the new professional Sod Cutter. 
And the new (JV4 complete with 1-ton dump. 

Not to mention the new Cruiser-2 Truck that's 
an ideal runabout for any area. 

We also heard about other innovations all 
across the board. In just about every way that clearly 
puts Jacobsen "out front by design'.' 

So next chance you get, talk to your Jacobsen 
distributor. He's got some new and exciting 
things to say about turf care. We think you II like 
to hear about it. We think you'll go home 
smiling, too. 

Your Jacobsen Distributors. 
Before we sell it, we buy it. 
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MEMO... 

Is your club thinking o P 
I* buying carts for a rental 

fleet? 
IE YES • NO 

2 Do you want the all-day-
- long rentability of a gaso-

line driven cart? 
YES • NO 

Are there hills on your 
• course and you want a 

cart that will go up them with-
out the feeling that it's not go-
ing to make it? 

E YES • NO 

4 Do you need the prestige 
• that goes with the better 

known golf carts? 
• YES K NO 

If we've answered the above survey-
right for you, then write us and we'll 
send you the specifications on our 
Golfkar. GOLFKAR IS ECONOMICAL 
TO OWN AND OPERATE! 

P S . If you allow private carts on 
your course and are looking for addi-
tional income for your pro-shop or 
superintendent, write us and become 
a Golfkar Dealer. In the ten years we 
have been making carts we have many 
satisfied owners. Some couples have 
HIS and HERS Golfkars. 

fflME&SEmt 
Midwest Division/Kellogg, Iowa 50135 

PHONE: 515/526-8211 
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TURFGR4S RESEARCH REVIEW 
WHICH TURFGRASSES 

WITHSTAND WEAR AND 
TEAR BEST 

Turf grass wear tolerance. R. C. 
Shearman. Ph.D. Thesis. Michigan 
State University. 87pp. 1973. (from the 
Department of Crop and Soil Sciences, 
Michigan State University, East Lan-
sing, Mich. 48824). 

The objectives of this investigation 
were to (a) develop a turfgrass wear 
simulator for small experimental plots; 
(b) evaluate the relative wear toler-
ance of seven cool season turfgrasses 
under optimum growing conditions 
and (c) investigate the anatomical, 
morphological and physiological char-
acteristics of turfgrass species that 
are associated with turfgrass wear 
tolerance. 

A turfgrass wear simulator was con-
structed and shown to be effective in 
producing turfgrass wear differentials 
with a minimum effect on soil physi-
cal properties, especially compaction. 

Seven cool season turfgrass species 
were established in May, 1972, on a 
sandy loam soil utilizing a random-
ized complete block design. The spe-
cies utilized were Pennlawn red fescue, 
Cascade chewings fescue, Kentucky 
31 tall fescue, Manhattan perennial 
ryegrass, Merion Kentucky bluegrass, 
Italian ryegrass and rough bluegrass. 
The experimental plot area was mowed 
twice weekly at two inches utilizing 
a reel mower with clippings removed. 
The area was irrigated as needed to 
prevent visual wilt. 

Preliminary comparative studies 
were initiated in October, 1972; more 
extensive studies were conducted dur-
ing June and July, 1973. Both sled 
(foot-like) and wheel (vehicular-like) 
types of wear injury were superim-
posed across the turfgrass plot area. 
Six hundred revolutions of the wear 
simulator were superimposed over the 
experimental area. There was no dis-
ease evident on the turfs during the 
period of wear tolerance evaluation. 

Several methods of evaluating the 
comparative wear tolerance after a 
period of wear simulation were eval-
uated. It was found that the per cent 
verdure (quantity of living shoots) re-
maining after treatment was the prefer-
red method for quantitatively evalua-
ting wear tolerance differentials. It 
eliminated arbitrary evaluations that 
can be associated with visual rating 
systems and was much less time con-
suming than either the total cell wall 
percentage or chlorophyll content 
determinations. 

The comparative wear tolerance 
when grown under optimum cool hu-
mid conditions were as follows for the 
seven cool season turfgrass species: 
Manhattan perennial ryegrass was the 
most wear tolerant, especially to vehic-
ular wear; Kentucky 31 tall fescue and 
Merion Kentucky bluegrass ranked 
second, in the order presented; Penn-
lawn red fescue and Italian ryegrass 
were intermediate, in that order; where-
as Cascade chewings fescue and rough 
bluegrass ranked lowest in vehicular 
wear tolerance. Merion Kentucky 
bluegrass was the most tolerant of 
sled wear followed closely by Man-
hattan perennial ryegrass and Ken-
tucky 31 tall fescue. Cascade chew-
ings fescue and rough bluegrass were 
essentially destroyed by the crushing 
and tearing action of the sled. 

Results of the investigation con-
cerning the physiological, morpho-
logical and anatomical characteristics 
associated with turfgrass wear toler-
ance led to the following conclusions. 
Total cell wall content was the best 
indicator of species differentials in 
turfgrass wear tolerance. Other factors 
contributing significantly to wear toler-
ance differentials included leaf width, 
leaf tensile strength, per cent scleren-
chyma fiber and per cent lignified cells. 
Other factors, such as verdure, shoot 
density, load bearing capacity, leaf 
and stem moisture content and per 
cent relative turgidity of leaves, did not 



account for any significant amount of 
variation in wear tolerance among the 
cool season turfgrass species evalu-
ated here. 

This investigation was supported 
by a grant by the USGA Green Section. 
The studies are being continued with 
emphasis on the comparative wear 
tolerance of bentgrass, bluegrass, 
fescue and ryegrass cultivars. 
Comments: The first point that should 
be emphasized is the proper use of 
terminology concerning traffic effects 
on turfgrasses. It should be recognized 
that there are two primary detrimental 
aspects that are the direct result of in-
tense foot and vehicular traffic. These 
are (a) turfgrass wear and (b) soil com-
paction. Turfgrass wear involves the 
direct pressure of concentrated traf-
fic on turf. It results in the injurious 
crushing and bruising of the leaves, 
stems and crowns of the plants. Dam-
age is most severe if the traffic is of a 
scuffing or tearing type. In contrast, 
soil compaction is frequently referred 
to as the "hidden effect" of traffic. In 
this case the soil particles are pressed 
together in a more dense mass that can 
cause a severe reduction in aeration, 
soil water infiltration and percolation 
and soil resiliency. The result of these 
physical soil effects can be a serious 
reduction in root growth that may effect 
the health, vigor and density of the turf. 
Unfortunately, traffic is frequently 
discussed in terms of wear effects when 
the problem superintendents really 
face is soil compaction. This creates 
difficulties. Procedures for preventing 
or minimizing the effects of wear are 
substantially different than those in-
volved in minimizing soil compaction 
resulting from intense traffic. Thus, 
when reading articles and research 
reports concerning turfgrass wear, be 
sure that both you, as the reader, and 
the author, as well, are utilizing the 
proper terminology. This particular 
investigation is concerned primarily 
with the wear aspect of the traffic 
effects. 

On a long term basis, the most sig-
nificant contribution from this investi-
gation is the development of rapid 
indicators for assessing wear tolerance 
in a turfgrass breeding program. This 
ultimately could lead to more wear 
tolerant turfgrass cultivars. 

The more immediate results of this 
investigation of concern to the reader 
are the species wear tolerance differ-
ential results. Of particular interest is 

continued on page 88 

GOLF TOWELS 
• NON WOVEN FABRIC 

• NO LOSSES... 
• NO LAUNDRY PROBLEMS 

F o r s a m p l e s a n d i n f o r m a t i o n : 

Chicopee Mills, Inc. 
P . O . B o x 6 8 , M i l t t o w n , N . J . 0 8 8 5 0 

O f f i c e s i n l e a d i n g c i t i e s 

TRADEMARK CMI 
For more information circle number 187 on card 

Sweep both turf 
and pavement 

.with one machine! • • • 

Revolutionary Turf-Vac sweepers 
clean any surface—from finely mani-
cured lawns to paved or graveled 
parking areas. A torrent of air picks 
up just about everything—thatch, 
clippings, paper, trash of all kinds. 
Vou save money on sweeping 
time and equipment costs. 
Model FM-5LD (pictured) in-
cludes a fast-unloading 

hopper that lifts to clear 8-ft. Other 
models available, from a 4-ft. self-
propelled to a 10-ft.wide type that 
squeezes to 8-ft.for highway towing. 
Turf-Vac Corp., P.O. Box 4339, 

Long Beach, California 90804. 
— phone:(213) 434-9995. 

SEND TODAY for free data 
package describing all of 

^ the Turf-Vac models. 
Tw i *• »» 

For more information circle number 176 on card 



SOME OF OOR BEST FWEHDS ARE 
HOOKERS & PUSHERSHUH 
"These are the finest clubs I have ever played with. I get more 
distance than previously owned clubs but more important, they 
seem to help my accuracy. If you line yourself with a target, you 
are either short or too long based on degree of force but you will 
always be on target. Recommended by Pro; played with; found to 
be exactly what I had been searching for for years." 

—Quentin W. Burkhalter, Greensboro, North Carolina 

" I think you have got a winner in these OSS 
FTD's. The consistency of swingweight was best 
of any irons I have ever purchased and that has 
been many sets. Tried a friend's set of O S S FTD 's . 
The results were outstanding — straighter, longer. 
Also I like the way the off set lets me set up to 
the ball. Also like the feel of stainless in con-
tacting the ba l l . " 
Bob Schreiber, Bellevue, Washington 

" S o far I am happy with the clubs as they seem 
to help you keep the ball in play better. Club pro 
suggested I t ry t h e m . " 
W. H. Sorrells, Jacksonville, Florida 

"Wi th the O S S head I think it is easier to line 
up your shot and it goes where you line it up t o . " 
Gerry Zuhlke, Royal Oak, Michigan 
" I like a club that feels hefty. These clubs look 
good and feel good. The grips are the best. The 
clubs look like they were well made. I have been 
hitting the ball much straighter since I bought 
them." 
Daniel Santi, Tampa, Florida 
" I saw a friend of mine that had a set and I 
practiced some with his irons and I could hit 
them farther and with better accuracy. After re-
ceiving my set of FTD offset irons my scores 
dropped from around 74-76 to 70-73. Of course I 
practiced a little more but my woods (set of old 
Arnold Palmer aluminum shafts) hit no farther or 
without any better accuracy than before. The irons 
made the difference (and confidence). Thank you for 
your concern in your products and customers." 
George C. Snell I I I , Meter, Georgia 

"Clubs hit farther and straighter than old clubs. 
Offset helps put hands in front of ba l l . " 
F. Owen Parks, San Saba, Texas 

" I have played 36 holes with my new clubs and 
already my scores are coming down by as much 
as 10 strokes (mid to low 80 ' s ) . I find that the 
club head really moves through the ball and I am 
getting more distance than before using the same 
numbered iron. They were the best feeling clubs 
of the three to four sets I tried out on the 
practice tee. They gave me more confidence with 
my shots, especially on the tee." 
John L. Thornburgh, Ft. Pierce, Florida 
" I enjoy using these clubs and I can hit the ball 
better with them than any set of clubs I have 
used in the past, also scoring better. I believe 
they are different and better than any clubs I have 
seen in any golf shop around here." 
I. C. Schorr, Bluefield, West Virginia 

"Excellent handling characteristics. I am able to 
hit more consistently straight shots." 
John Ricciardi, Riverside, Illinois 

"These are the finest clubs I have ever h i t . " 
Dick Grosfield, Detroit, Michigan 
" L i ke the way they set up at address. " 
Bill Home, W i n c h e s t e r , Massachusetts 
"Th i s is the only club I have picked up and said, 
' i t ' s fantastic.' I t ' s made just for me. Gentlemen, 
congratulations on a work of art. Truly a master 
design club. Tremendous balance. The look, the 
feel and the swing seems as though you just can't 
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miss a shot. Thank y ou . " 
George P. Theel, Kent, Washington 
"Needed something to correct chronic slice. The 
offsets did the trick. The irons have added about 
25 or more yards per club. Great set of clubs. 
P.S.: My handicap has dropped from 15 in April 
to 9 at present!" 
John W. Harris, Burley, Idaho 
" I have only been using your product for a short 
while and have dropped several strokes off my 
game. I don 't know if it ' s the clubs but things 
seem a little simpler now. Thank s . " 
Merrill Warner, Sumter, South Carolina 
" I immediately went to the practice range with 
the new clubs. The most striking difference from 
my old clubs was that I got 10 to 2 0 yards more 
distance over my old weapons of the same club 
number when the swing was right. For any sport I 
want the best equipment. I looked at just about 
every make of top grade irons and picked FTD 
because of offset heads and stainless steel." 
James 0 . Covington, New Smyrna Beach, Florida 
"Great clubs because my long iron slice seems to 
have disappeared." 

Fred H. Lindstrom, Bradenton, Florida 
"Great set of clubs. Best on the market. " 
Phil Losito, Auburn, New York 
" I am a 12 handicapper. My first round with new 
clubs I scored an 82, second round an 80 Really 
am pleased with the set. Certain I will break 
below 80 before long. Tried several and found that 
First Flight worked the best for me. The irons 
are especially to my liking. They really have 
helped my short game. 
P.S.: Since my original note above, I 've had a 
78-79-76 at my course." 
Elmer Bertossa, Bettendorf, Iowa 

" I tried a friend's offset irons and found that I 
could control my shots more easily with more 
weight in the clubhead. The clubs just feel so 
much better and I really like the offset blade. 
The way I see it, this has to be the No. 1 iron 
of the game of gol f . " 
Milton E. Hild, Mercedes, Texas 
"T ru ly one of the most beautiful and functional 
irons ever designed. I adapted to them almost 
immediately and I am getting approximately 10 to 
15 yards more distance with each iron except the 2. 
First Flight has always made top woods. Now with 
the OSS, a full set was desirable. I don't think 
another club maker could do any better." 
Vince Mahar, Huntington Beach, California 
" I liked the off set heads for two reasons — one 
they make it easier to line your shot up; two, 
the off set puts a lot more action on the ball, 
which makes it stop faster." 
Jimmie Taylor, Jr., Ft. Smith, Arkansas 
" I have never played with a finer set of golf clubs 
than First Flight. I will never use anything but. 
They are simply fabulous. My game has improved 
tremendously. I have heard so much about them, 
I had to try them. Not only did I try them. I was 
so convinced I bought them!!! ! " 
Michael Mauro, Middlesex, New Jersey 

Our OFFSET STAINLESS STEEL 
(O.S.S.) FTD irons are designed to 
help attack the two great demoral-
izers in golf; 1) not lining up the 
shot properly, and 2) not generat-
ing enough club-head speed. 

ACCURACY 
The offset of the leading edge of 
the O.S.S. iron not only makes 
alignment truer by allowing the 
shaft line to be nearer the ball at 
the start of the swing, but it also 
delays impact for a fraction of a 
second permitting the club face to 
square itself at point of impact. 

DISTANCE 
The "no-hosel" FTD (Pro Golf 
started the trend in 1969) simply 
means more weight behind the ball, 
and less weight in the shaft. This 
helps to generate more club-head 
speed for greater distance. 
We don't intend to make four-color 
wild claims about our golf equip-
ment. The swing is the most im-
portant ingredient, and we're not 
manufacturing swings — you are. 
But our O.S.S. FTD irons might 
make the swing he's got a better 
one. We leave the wild claims to 
our friends. 

The O . S . S . FTD by First Flight (offset 
design, cast stainless steel). 

duckster 
First Flight [>> 

HOTZE 

.WE'RE diFFERENT 



Just before the opening of the 1974 Professional Golfers' Assn. Merchandise 
Show in Port St. Lucie, Fla., GOLFDOM made a random sampling of manufac-
turers around the country and asked them to comment about the show; how the 
professional might better use his time there, to predict merchandise trends for 
the coming year and to discuss rumors of delivery problems, which we keep 
hearing. 

Without exception, everyone we talked to agreed that the merchandise show 
concept is a great asset to the golf industry and serves a definite need. 

One manufacturer added a thought, though, which might have merit. He feels 
that the month of January is too late to hold a major show. By that time of year 
fashion merchandise has been committed; lines are sold out, resulting in unfilled 
or partially filled orders. A regional show, he feels, would be more aligned with 
the manufacturing cycle. A regional show in the Northeast, for example, could 
be held during November, a time when most club professionals have not started 

South and would be able to attend. A regional show would be especially attractive to professionals who do not go South 
during the winter months. A mid-November show would also allow the professional to make late purchases for his Christ-
mas program. 

John Cantwell of the AMF/Ben Hogan Company strongly advocates the show concept as it now exists, because, he feels, 
its unique atmosphere, not unlike a large outdoor bazaar, is impossible to duplicate with an indoor coliseum-type show. He 
would like to see the show in a permanent location, perhaps at its former West Palm Beach site. He added, however, that 
AMF would support the show regardless of the location. All other manufacturers contacted also favored a permanent show 
location, although some were reluctant to state a site preference. 

Ken Boyce of PGA-Victor is enthusiastic about the show. "We think enough of the total concept that we sponsor the 
match-play tournament that goes on concurrently with the merchandise show. For us the show has been a tremendous 
success. We have increased our participation in the past two years and will do so again in 1974. We personally write a 
tremendous amount of business at the show." 

The apparel trend for spring and summer 1974, according to Jack Lust of DiFini Originals, Ltd., will be toward lighter 
weight fabrics with smaller patterns, the look of classic elegance. The tailored collar is strong in men's shirts, but the fashion 
collar is making somewhat of a comeback. There is a tendency away from the all-polyester look, with blends developing 
strongly—polyester/silk and polyester/cotton. The linen look in shirts, slacks and jackets is important for the coming year. 

Lust predicts that the "Put Together Look" will be very much the new trend. The method of "coordinating" is now old 
hat. The "Put Together Look" depends on good blending, which will be demonstrated by DiFini in a new type of display 
presentation at their show booth this year. The exhibit is intended to teach the professional how to improve his display 
techniques for use at his club in addition to helping him buy better. 

Another slack manufacturer felt that, although belt loops now dominate the pants market, most golfers still prefer the 
self-belt or beltless style because of its comfort and flexibility. He added that, although, there is interest in straight legs, the 
golfer has gotten used to the modified flair, which he will continue to prefer. 

Some thoughts were expressed on how the professional should make the most of his time at the golf show. 
All agreed that the single, important imperative for the professional was to, "Come to the show totally prepared." This 

means making up a plan before he gets there. The professional must know how much money he has to spend and in which 
areas he will spend it. Such a plan requires a review of past sales along with a breakdown of present inventory and those 
items already ordered in the fall for spring delivery. Armed with this information, the professional is ready to shop the 
show, making notes of the best items. Then and only then is he ready to place his orders. 

The manufacturers pointed out that too many professionals come to the show with the purpose of buying, but are com-
pletely unprepared, without any plan. The results are sporadic: overbuying in some areas and underbuying in others, and 
almost always, an unbalanced inventory and a disappointing sales year. If the professional hasn't purchased enough of the 

continued on page 28 
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FAST em 

classic 
putters 

write for 
free catalogue 

FAST EDDIE PUTTER, INC. 
3496 GOLFSIDE DRIVE 
YPSILANTI, MICHIGAN 48197 

For more information circle number 175 on card 

not only will this 

all-purpose 
trailer 

carry your golf cart 

but it also will 
handle snowmobiles, 
garden tractors, 

write for catalog 
HOLSCLAW BROS., INC. 
414 N. Willow Road 
Evansville, Ind. 47711 

For more information circle number 164 on card 
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hot items in the spring, he can be sure 
they will be unavailable from the manu-
facturers in May, June or July. 

Don Drotman of Izod offered some 
unique thoughts. He felt that the pro-
fessional must not attempt to do all of 
his buying at the January show, for 
two basic reasons. First, by late Janu-
ary most good lines are either com-
pletely sold out or badly depleted. 
Second, the professional doesn't have 
time, during the three short days he 
has, to sit down at the show with each 
manufacturer and buy intelligently. 
Drotman suggests that the professional 
place his basic orders in the fall to be 
assured of spring delivery. Then the 
professional can go to the show with 
his remaining funds to purchase special 
items. 

Izod will be featuring at the show 
what they call their "third line." 
Completely different from their spring 
line, it features summer merchandise, 
emphasizing lightweight fabrics. The 
trade name they have chosen for this 
third line is "Dozi . " (Izod spelled 
backwards.) These items will be avail-
able for early summer delivery. 

Izod decided to develop "Doz i " as a 
result of experience gained at the show. 
They simply were not in a position to 
fill spring orders taken late in January. 
The professional is helped if he can 
pick up a fresh new line for June and 
July, to complement the merchandise 
already in his shop. 

Drotman feels that fabric weight is 
very important, especially for spring 
and summer. It must be light. Double-
knits are still selling well in slacks 
and shirts. But a trend toward tex-
turized fabrics, which give a more 
natural look than the typical double-
knit, appears strong. 

He agrees that polyester blends will 
again be big, along with 100 per cent 
polyester. An advantage of polyester 
over cotton, Drotman points out, is that 
much better and more vibrant colors 
are possible. 

Concerning deliveries, most manu-
facturers contacted agreed that if orders 
are received early most items will be 
delivered on time. 

They point out, however, that 
because of shortages of some yams, 
especially natural fibers, such as cotton 
and wool, the professional must plan 
earlier to be assured of delivery. In 
some instances, even very early orders 
may not be delivered. Fine count 

cotton, for example, is in extremely 
short supply. 

Most golf club manufacturers we 
talked with were noncommittal on the 
future of graphite shafts, although all 
admitted that they were selling well. 
Among the major equipment pro-
ducers, Wilson has recently entered the 
graphite market. One comment made 
was that the graphite shaft has given 
the pro his greatest revenue potential 
since the introduction of the electric 
golf car. With all the talk about graph-
ite, investment casting should not be 
overlooked. Once again, investment 
cast clubs are big news, with impres-
sive gains over last year. 

A golf bag manufacturer contacted 
pointed out that synthetic fibers will be 
used wherever possible, because the 
increases in the price of leather have 
virtually eliminated its use on a bag, 
except where leather is needed for 
strength. The trend here is toward 
the traditional, richer, more elegant 
appearance. 

The big question with which all 
manufacturers are vitally concerned is 
the shrinking supply of raw materials. 
What this portends for the future, no 
one is willing to speculate. • 

by DICK FARLEY 

Beginning on page 33, GOLFDOM has 
listed the merchandise that manufac-
turers, distributors and representatives 
will be exhibiting at the PGA show. 
The list is unofficial; the companies, 
not the association, have indicated to 
GOLFDOM that they will be present at 
the show. 

PRODUCT GUIDE 
GOLF CARS, 
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GOLF EQUIPMENT 34 

GOLFWEAR 38 
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SUPPLIES 47 



DiFini invented comfort appare l for golfers. So what else is new? 
The DiFini® Golfer On-The-Mark Shirt. New? It's the new Status 

Trevira® Shirt with detachable ball marker! New? Its got new soft-
ness, featherweight luxury—from the raglan sleeves to the collar that 
stays neat always! New? Its new, conversation-piece zipper tab holds 

the marker. Snaps out.. .snaps on.. .snaps up the game. Machine wash-
able, of elegantly masculine 1 0 0 % Trevira® Polyester, it's everything 

you—and your customers want in a golf shirt. Get On-The-Mark. Now. 

Colors: Yellow, Lime, Red, Blue, Navy, Brown, Cocoa, Kelly, Corn, 
Plum, Helio, Sherbet, Black, White. 

About $14. 

on-tne-
MARK 
SHIRT 

Contact your DiFini representative, 
or write: 

DiFini, 367 Southern Boulevard, 
New York. N Y. 10454 



When your only business is putting together one single 


