
If 95% of all major 
golf tournaments, and 
the PGA, selected us 
to make their official 
crests, maybe they 
know something 
you should. 

Gold Crest is the world's first name in 
crested products. Handmade, 3-dimensional gold 
and/or silver bullion crests. New PermaStamp 
bag tags. Blazers and sweaters. Tournament 
awards, prizes, and great golf gifts. 

Send for our free catalog. 

12307 Ventura Blvd., StudioCity, Calif. 91604 
(213) 877-2665 Cable: CRESTOGOLD 

For more information circle number 185 on card 



RATIO OF PUBLIC GOLF COURSES 
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TO POPULATION BY COUNTY 
SOURCE: National Golf Foundation Statistics, 

October 1, 1972 

y 
r 
I © Copyright 1974 National Golf Foundation 

_ j " No golf course, public or private, located 
in county. 

I E No public golf courses located in county. 

f « Number of available public golf courses is 
below minimum population requirements 
by 9 or more holes. 

I | " Number of available public golf courses 
meets minimum population requirements 
(up to and including 8 holes, 4- or -). 

• * Number of available public golf courses 
exceeds minimum population requirements 
by 9 or more holes. 

NOTE: Minimum number of public golf courses -
18 holes per 25,000 people. 

Public golf courses = Daily Fee and Munici-
pal courses. 

Turn to page 25 
For map information. 
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The big power drive. 
Wins on 

any 
course 

Harley-Davidson 

AMF Harley-Davidson 
3 and 4-wheel big power electric golf cars. 

More harnessed electric power than any other golf car! 
A whopping 7 hp at 800 rpm. With four s p e e d s forward plus 
reverse. Fed by a 6-volt battery system hooked up in our 
exclusive Master Drive series/parallel circuitry. 

Stamina enough to last through the final 18 holes of 
the day. Today and for years to come. 

Plus current-saving accelerator. Depress the pedal, 
current flows, car goes. Release pressure, current halts, 
car stops. Like an energy conserving automatic brake. 

New handsome fiberglass body, weather and people 
resistant naugahyde bucket seats. Heavy-duty bumper and 
hidden 16-gauge steel reinforcing keep cars looking new 
and handsome. And wide flotation tires that take it 
easy on carefully manicured fairways. 

Tiller or steering wheel choices. Smart suntop and 
flip-up windscreen options. 

A powerfully easy choice to make! 
For detailed features, ask your dealer for the Harley-

Davidson electric and gas golf car full color brochure. 
Or write AMF Harley-Davidson, Milwaukee, Wisconsin 53201 

Circle No. 187 on Reader Service Card 



PUBLIC from puge 20 

future course development be situated 
on the metropolitan perimeter and 
perhaps in state regional parks. 

NGF senior facility development 
consultant, Harry C. Eckoff, reports 

that in the Middle Atlantic Region the 
numerous golf courses, built primarily 
for the purpose of increasing land val-
ues in land development projects, are 
encountering two serious problems. 
Golf-real estate projects are often not 

professionally designed or construct-
ed, which usually will mean many dif-
ficulties for the future course opera-
tors. In many cases of this sort, the 
developer wishes to dispose of the golf 
facilities once land sales are comple-
ted, and the group taking over the 
operation—golf club, home owner's 
association, municipality or whoever 
—often needs assistance in putting the 
course on sound business footing. 

The second problem, says Eckhoff, 
is that many golf-real estate ventures 
are slowed or brought to a halt because 
of lack of funds; some projects have 
changed hands two or three times 
before completion. For this section of 
the country, high priority must be 
given to saving existing or partially-
completed facilities. 

N G F c o n s u l t a n t , L a w r e n c e A. 
Smith, reporting on the Southeastern 
Region, states that until recent years, 
most states in the deep south had a 
more sluggish economy than the rest 
of the nation and a larger proportion of 
low income population. Under these 
conditions, says Smith, golf courses 
were mainly funded by private mon-
ies, run as private courses and tended 
to serve the needs of the area's golfers. 
However, during the last several years 
this situation has changed radically. 
Industry has been encouraged to locate 
in the South, providing more jobs, 
tourism has been actively pursued and 
changing social attitudes toward mi-
nority groups has somewhat lowered 
the former resistance to public recrea-
tional facilities of all types. 

Fred Stewart, NGF consultant for 
the Mid-Central Region, says that, al-
though this area has many excellent 
municipal operations, as well as nu-
merous fine daily fee courses, some of 
the larger cities have had substantial 
decreases in play or are operating their 
municipal courses in the red. 

S t e w a r t ' s r e sea rch s h o w e d this 
problem was due to rainy weather last 
year and to inefficient operation and 
maintenance practices rather than to a 
loss of interest in golf or a surfeit of 
golf courses. Helping existing courses 
to increase play will be a major con-
cern in this region. In the area of new 
facility development, some cities have 
indicated they would make sites for 
new courses available to responsible 
groups under long-term leases. 

NGF Rocky Mountain consultant, 
Jerry Claussen, in his assessment of the 
problem priorities for the area, states 

NUMBER OF COUNTIES 
WITHOUT PUBLIC AND MUNICIPAL 

GOLF COURSES 
State Number of Number of Number of Total number of 

counties with counties with counties with counties in state 
no public or private no public no municipal 

golf courses golf courses golf courses 

Alabama 13 43 56 67 
Alaska 27 29 30 30 
Arizona 0 0 8 14 
Arkansas 18 47 68 75 
California 4 6 26 58 
Colorado 20 24 35 63 
Connecticut 0 0 5 8 
Delaware 0 1 2 3 
District of 

Columbia 3 3 3 4 
Florida 10 20 48 67 
Georgia 46 107 155 159 
Hawaii 0 0 0 4 
Idaho 11 15 28 44 
Illinois 13 36 72 102 
Indiana 7 26 65 92 
Iowa 0 30 73 100 
Kansas 4 39 76 105 
Kentucky 36 74 98 120 
Louisiana 16 44 55 64 
Maine 0 0 13 16 
Maryland 1 10 17 24 
Massachusetts 0 0 5 14 
Michigan 2 8 63 83 
Minnesota 6 20 67 87 
Mississippi 18 67 77 82 
Missouri 19 56 98 115 
Montana 20 35 51 57 
Nebraska 16 48 75 93 
Nevada 7 8 11 17 
New Hampshire 0 0 7 10 
New Jersey 0 0 10 21 
New Mexico 6 9 16 32 
New York 0 2 31 62 
North Carolina 12 37 89 100 
North Dakota 7 18 33 53 
Ohio 3 11 69 88 
Oklahoma 14 26 51 77 
Oregon 1 7 27 36 
Pennsylvania 2 9 50 67 
Rhode Island 0 1 3 5 
South Carolina 0 20 44 46 
South Dakota 7 31 50 67 
Tennessee 19 50 79 95 
Texas 52 122 180 254 
Utah 10 11 15 29 
Vermont 1 2 13 14 
Virginia 27 65 96 134 
Washington 1 1 21 39 
West Virginia 11 24 49 55 
Wisconsin 1 8 49 72 
Wyoming 1 2 12 23 
Totals 492 1,252 2,374 3,146 



h'UDLIU continued 

that courses operating in the red are 
often facilities built out of the line of 
municipal expansion. So start building 
courses, says Claussen, in the areas 
showing the greatest growth potential. 

In many areas of this region, it is 
difficult to find land suitable for golf. 
Much available land is rough, hilly 
and full of shale. In St. Louis County, 
says Claussen, resistance has been en-
countered from the segment of the 
public regarding the use of wilderness 
land. Land use laws, which restrict the 
choice of building sites, particularly in 
Colorado, have been a development 
problem. 

George Kerr, NGF consultant, re-
port ing on the Southwest Region, 
states that the number of public recrea-
tional facilities in this region, as in the 
deep south, is affected strongly by 

" p r e v a i l i n g t radi t ional social atti-
t u d e s " toward minority groups . 
Therefore, many of these areas have a 
large proportion of private courses 
providing the golf facilities. But the 
constant chipping away of old-line eth-
nic inflexibility will eventually liberate 
the present inhibited development of 
public golf facilities in this region. 

Al though g o l f - h o u s i n g d e v e l o p -
ments are popular in many areas, in 
every case, these courses serve only a 
fraction of the current need. 

Sheridan Much, reporting on the Pa-
cific Northwest Region, says most 
courses in this area report heavy play 
during the golf season. Some metro-
politan area populations demanding 
more pub l ic golf have been han-
dicapped in municipal course develop-
ment because much of the population 
lives outside the city limits in unincor-

porated areas and, so, does not con-
tribute tax money to city projects. 

In analyzing the needs of the Pacific 
Southwest Region, NGF consultant 
Buddie Johnson reports that several 
cities in this area are experiencing un-
paralleled growth and are all planning 
a batch of new courses, but it is evi-
dent that even these efforts will not 
fulfill the predicted need. 

This region has many scenic areas 
that invite tour ism, which also is 
swelling available courses to the burst-
ing point. 

The incredib le growth in many 
counties in this region, says Johnson, 
has led to skyrocketing land prices, 
which o f t en preclude pr iva te golf 
course development altogether and 
further increase the burden of munici-
palities to provide much-needed public 
courses. • 

Highlights of the 
NGF Public Course Survey 

The follow ing conclusions were drawn 
from the recent National Golf Founda-
tion statistical analysis showing the 
ratio of public golf courses to popula-
tion (by county) in the United States, 
October 1, 1972. 

Of the 3.146 counties in the United 
States: 
• 15.63 percent, or 492 counties, with 
a total population of 5,444.317 (197Ö 
census) have no golf courses, public or 
private; 
• 39.79 per cent, or 1.252 counties, 
have no public golf courses; 
• 75.46 per cent, or 2,374 counties, 
have no municipal golf courses. 

Using the National Golf Founda-
t i o n ' s " d e s i r a b l e r a t i o " of g o l f 
courses to population (one 18-hole 
regulation golf course per 25,000 pop-
ulation): 
• Seven states exceed the "desirable 
rat io" of public golf courses to popu-
lation. New Hampshire is 15.5 per 
cent over; Maine, 8.3 per cent; Ver-
mont, 8.2 per cent; North Dakota. 5.3 
per cent; Wyoming , 4 .7 per cent; 
Nevada, 3.4 per cent and South Da-
kota is .34 per cent over. 

• The 1,524,541 population of the 
Borough of Manhattan in New York 
city is the largest of any county in the 
United States having no public golf 
courses at all. Next is the Anchorage 
Census Division in Alaska with a pop-
ulation of 126,333. 
•The county with the largest popula-
t ion (1 1 0 , 9 6 3 ) but wi th n o g o l f 
courses—public or private—is Ports-
mouth Independent City in Virginia. 
Next is Bowie County, Tex. (popula-
tion 67,813). 
• Yellowstone National Park County 
in Montana (population 64) has the 
smallest population of any county in 
the United States and is the county 
with the least number of people, which 
has no golf courses, public or private. 
• Of all the states, Texas has the most 
counties (180) with no municipal golf 
courses. 
• Hawaii is the only state with at least 
one municipal golf course in every 
county. 

Current statistics show that the state 
needing the most public golf courses to 
bring its golf course-population ratio 
into balance is New York, which could 

use an additional 430 eighteen-hole 
public courses (now has the equivalent 
of 297 public 18-hole courses). 

Next in need is California, which, 
paradoxically, is also the state that cur-
rently boasts the greatest number of 
public golf courses in operation (the 
equivalent of 398 e ighteen-hole 
courses). California needs an addi-
tional 400 18-hole public golf course 
layouts. 

As might be expected, Alaska has 
the fewest public courses per square 
mile and also has the least number of 
holes of public golf of any state—one 
nine-hole public course for all its 
586,400 square miles of area. 

The District of Columbia has the 
highest concentration of public golf 
courses—18 holes per 13.8 square 
miles—but the population of the Dis-
trict calls for another 25 eighteen-hole 
public golf courses. 

Hawaii is second in public course 
density, with 18 holes of public golf 
per 26.2 square miles, and its current 
populat ion indicates that the state 
could use the equivalent of 6.3 more 
18-hole public facilities. 



Longer 
driving 
starts 
here and here! 

DON'T H A N D I C A P Y O U R G O L F C A R S . 

Use Trojan Golf Car Batteries with years of proven quality — 

standard of the industry is the Trojan J-170. 

For extra rounds of golf plus extra months of service use the 

Trojan J-190 — or for the finest of all, the Trojan J-217. 

T H E C L E A N Q U I E T G O FOR Y O U R G O L F C A R S . . . 

G O E L E C T R I C A L L Y . . . G O T R O J A N 

TROJAN "MILEAGE MASTER" GOLF CAR BATTERIES 

TROJAN BATTERY COMPANY -9440 ANN STREET - SANTA FE SPRINGS, CALIFORNIA 90670 



What Makes a 
PGA Professional of the Year? 

Old- fash ioned as it may sound, Warren Smith believes in serving people 
JERRY C L A U S S E N 

Good taste, friendly atmosphere, neat 
displays, excellent golf merchandise 
are all qualities that impress the visitor 
to Warren Smith's pro shop at pres-
tigious Cherry Hills CC located in 
suburban Denver. 

Here, high standards are mundane, 
an expression of the man who copped 
the 1973 Professional Golfers' Assn. 
Professional of the Year Award from 
among 7,200 other PGA members. 
Unlike headline-grabbing, meteoric 
successes, Warren Smith didn't make 
his name by playing tour golf. He 
learned his business by trial and error, 
by serving and liking people. He 
served his profession as Colorado Sec-
tion president five times and in the last 
10 years has sent at least seven former 
assistants on to good head pro jobs. 

The Michigan-born Smith is under-
standably proud of his staff , both 
present and past. Former assistants of 
his, who have moved up in the profes-
sion, include Bill Majure at Phoenix 
CC and Ed Gnam at Houston CC. He 
is proud, too, of his reputation among 
young, up-and-coming professionals 
and keeps on file the many inquiries he 
gets from young men interested in 
apprenticing at Cherry Hills. "When 
we have an opening, we have a wide 
choice from these and any new appli-
cants," says Smith. 

A "positive attitude" is the first 
thing Smith looks for in a prospective 
assis tant . Some exper ience is de-
sirable, the "whe re" being more im-
portant than how much. "Close to 
scratch" golf ability is helpful, Smith 
feels, because golf members "respect 
you more." 

Smith and his most experienced 
holdover assistant work personally 
with a new assistant to teach him 
procedures. There is no "manual of 
operations." Sometimes, a new man 
brings with him novel and better ideas, 
which Smith, to his credit, will incor-
porate into his golf program. 

The Cherry Hills pro staff includes a 
number one and number two full-time 

assistants (Clayton Cole and Stoney 
Brown in 1973), a full-time female as-
sistant (Carlynne Whitworth, sister of 
LPGA star Kathy Whitworth), a third 
shop assistant in season, a full-time 
bag room man and a seasonal practice 
range, caddie master and starter. 

The top assistants draw a salary, 
plus a bonus for extra shop sales above 
goals , plus all income f rom their 
teaching. Smith encourages his assis-
tants to do all the teaching they can, 
learn purchasing and bookkeeping, go 
to golf committee meetings and help 
run tournaments. 

"We try to help each man learn to 
be a good head professional. After 
three or four seasons here, a man is 
qualified for any club j o b , " Smith 
declares with pride. 

If and when the number one assis-
tant is tapped to run his own shop (as 
has happened in the past), the number 
two man in line replaces him. 

Smith's duties at Cherry Hills in-
clude every facet of the golf program: 
shop, junior lessons, golf cars, cad-

dies, starting, tournament manage-
ment. " W e just try to do whatever we 
can to keep our members happy ," 
Smith relates modestly. " W e learn 
something new every year. We try to 
improve our job each season. Play has 
increased by about one-third since I 
came in 1963. We've expanded the 
staff and give more lessons." 

The three teaching professionals 
give about 1,000 lessons a year. 

"One of us is available almost any 
time. We never tell anyone we're too 
busy ," says the 58 year-old Smith. 
"The methods may vary according to 
the player, but building his confidence 
comes first in helping him hit the ball 
better." 

Smith and his assistants are avail-
able to play golf with members; one on 
Tuesday, one on Wednesday, and one 
on Thursday. Whoever signs up first 
may play. One professional plays golf 
with three ladies on Tuesday morn-
ings. 

This kind of availability has the ob-
conlinued on page 33 



Remember the famous old Turf King? 
Just like the rest of us Jacobsen 
Distributors, A1 Van Pelt of the 
Boyd Martin Company in Salt 
Lake City, Utah has fond 
memories of the 76" and 84" 
Turf Kings. 

They were workhorse 
mowers in the turf world. But 
now they've become a memory 
with the introduction of the 
new, improved 1974 models. 

First off, they've been 
completely redesigned. Look at 
the sharp styling. It's your first 
hint of all new features that are 
aimed at making the old 
leaders the new leaders. 

The variable speed drive 
Circle No. 137 

has been replaced with a 
hydrostatic drive that's better. 
The transport speed has been 
increased to over 8 MPH. 

The old handle bars are 
gone. You'll find a sleek new 
steering wheel instead because 
it makes turning easier and 
offers more control. 

The rope starter has been 
replaced by recoil starting right 
from the driver's seat. Speaking 
of the driver's seat, you'll notice 
it's now high-backed for firmer 
support. And it's even more 
comfortable.The gas tank is 
bigger for fewer fuel stops. 

There are some things that 

were too good to change, so 
we didn't. 

The Turf Kings can still cut 
their way through 30 acres in a 
day. With beautiful results. The 
mowers are fully articulated to 
follow the dips and slopes of 
uneven ground. 

And the constant speed 
reels put a consistently fine and 
smooth finish to any turf. 

You'd better talk to your 
Jacobsen Distributor about 
these new three-reelers. A 
simple demonstration will 
make you forget all about any 
second best equipment. 

Even our old Turf Kings. 
on Reader Service Card Your Jacobsen Distributors. 

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



From its precision engineering 
to its luxurious execution, every 
E-Z-Go Car delivers the kind of 
reliable performance year after 
year that others can only 
talk about. 

Put simply, it's the most solid 
blue chip investment you can make 
when you're looking for a fleet 
of golf cars. 

And we'd like to prove it 
to you. 

Write: E-Z-Go Car, A division 
of Textron Inc., P.O. Box 388, 
Augusta, Georgia 30903. 

The finest golf car made. 
Circle No. 193 on Reader Service Card 




