
A beautiful 
way to make money. 

Let's face it. Most golf cars are 
bought for one basic reason. To 
make money for a golf course. 
So, if you're looking for the car 
that'll give your course the best 
margin of profit, look our way. 
At Cushman, we've been 
manufacturing golf cars and 
other small vehicles for a 
quarter of a century. And all that 
experience has taught us how to 
build a better golf car. Which, in 
turn, can build better profits for 
you. Here's how. 

First, our little differences. Little 
differences that save you money. 
An enclosed foot switch, for 
example. Some others are left 
open to dirt and moisture, and 

wear out faster. Or our strong, 
steel bumpers. They're bolted to 
the frame to help prevent body 
damage. But, if something does 
happen, our lead-coated, 
rust-resistant body panels are 
replaceable. Another difference: 
our golf cars use one dependable 
solenoid, not seven. And that 
lowers your repair and 
replacement costs. 

Cushman. 
Proven 
performance 

Second, our extras. Extras that 
are standard, costing you no 
more. Like an automatic seat 
brake, premium suspension and 
automotive-type steering, to 
name a few. 

Third, our warranty. A warranty 
that covers both parts and labor 
for one full year. 
And fourth, Cushman. A name 
synonymous with dependability 
and performance. The kind of 
performance that keeps your 
cars on the course, and out of 
the shop. 
If you want golf cars that make 
you money, consider Cushman. 
They do a beautiful job. 

j ^ n i v y i I M " For y o u r , r ee c o l o r c o p y o f 
the Cushman golf car catalog write OMC-Lincolri 1444 Cushman Drive, P.O. Box 82409, Lincoln N B 68501 
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COVER STORY 
Marilynn Smith, LPGA touring 
professional, demonstrates and 
Bob Toski, PGA professional 
and noted educator, moderates 
during a recent National Golf 
Foundation Seminar at Ohio's 
Hueston Woods Golf Course. 
This particular session dealt with 
the fine points of distinguishing 
between form and style as Foun-
dation consultants met for a type 
of graduate school of golf 
teaching. See the story which 
beings on page 9 of this issue. 
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SWINGING /ROUND GOLF 
THANKS FOR A PARTY 

In a couple of hundred years brother 
Joe and I may be able to catch up 
with the happy duty of thanking each 
of the fellows who were part of the 
testimonial dinner the National Golf 
Foundation staged for us in Chicago, 
July 29th. 

But we never will be able to do it 
adequately and gracefully. 

The fact is that the party was tail-
to-end. Joe and I should have been 
giving it for the fellows who took all 
the trouble of listening, eating and 
having a Class Reunion and drink-
ing and who checked in by wire and 
postage stamp and print. After we 
got out of a stage of glorious shock 
and began checking off the fellows 
we'd seen and heard from, we could 
name them one by one and give you 
the stories of these fellows who'd 
done more for golf than we'd done in 
making a beautiful living. 

That old Scotch line about golf 
being an humbling game came back 
to us as we thought of how much 
trouble it had been for the fellows 
who'd put on that party for Joe and 
me and those who went to consid-
erable cost in time, travel, con-
venience and cash in being among 
the merry-makers. Many of them as 
golf association and club officials 
had given so much to golf they 
should have been taking the bows. 

Golf seems to be a common 
denominator of grand guys. The 285 
at the dinner included notables in 
every phase of the game and 
business. The roster was so impres-
sive, it completely bewildered Joe 
and me. 

Joe and I are grateful to you all. 
Your helpfulness and kindness has 
made us two of the luckiest mortals 
in all golf. 

The lads who get the journalism 
scholarship aid under the Western 

Golf Association's Chick Evans caa-
die scholarship plan, we are confi-
dent will have the bright good for-
tune Joe and Herb Graffis have had 
in golf. It's a privilege, they will find 
it could be called a blessing. They'll 
have many opportunities for work-
ing with wonderful friends in the pur-
suit of happiness for everybody. 

We read about billionaires in the 
newspapers. I've known three of 
them, but that dinner night at the 
Hyatt Regency in Chicago, I ran 
through my heart's computer the 
friends Joe and I had in golf and 
began realizing that Joe and I may 
be the world's two richest men . . . 
and on account of golf. 

COURSE BOSS ALWAYS 
INGENIOUS 

In these days of highly mechan-
ized maintenance of golf courses, the 
ingenuity of golf course superin-
tendents continues to amaze me. 

T o d a y ' s m a n a g e m e n t of 
machines, chemicals and other mate-
rials often exhibits an extension of 
use beyond what the manufacturer's 
had contemplated. How these men 
do these things I don't know be-
cause it's hard enough to get compe-
tent mechanics who can keep mowers 
adjusted and operating well, repair 
damage to the watering system and 
care for misuse of machinery and 
material. 

But the old greenkeepers had that 
genius they passed along to their 
heirs, the school-trained superin-
tendents. 

Orville Clapper, retired as the 
Toro New England Distributor has 
been in Montana in reunion with 
relatives near the 2,000-acre ranch 
his father, J. S. Clapper, owned not 
far from Laurel. There was where 
Sam Clapper developed the Big Four 
tractor, the first 4-cylinder gasoline 
engine tractor, that, after a lot of re-



Harley-Davidson & 

More harnessed electric power than any other golf car! 
A whopping 7 hp at 800 rpm. With four speeds forward plus 
reverse. Fed by a36-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. 
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The big power drive. 
Wins on 

any 
course 

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



visions, became the Toro golf course 
tractor. It was Charley Erickson, 
greenkeeper at Minikahda at Minne-
apolis, who was the field research en-
gineer, test pilot, consultant and all-
around-man for Clapper when those 
tractors and its gang mowers were 
new. 

About the same t ime near 
Stroudsburg, Pa., near where C. C. 
Worthington owned the largest in-
dividual estate east of the Mississip-
pi, John Dimmick was greenkeeper 
of Worthington's Sawnee-on-Dela-
ware course. Worthington, a noted 
engineer, had devised a golf course 
tractor that was kin to Ford's Model 
T. 

At the Shawnee course where C. 
C. and his three sons put on the 
Shawnee Open, John Dimmick 
worked out in course tests the 
Worthington tractor ideas and the 
Worthington ideas for powered gang 
mowers for greens. When the Jacob-
sen brothers bought Worthington, 
they pooled the Worthington ideas 
with the power green mower fea-
tures that Jacobsen team had made 
very practical with collaboration of 
greenskeepers near their plant at 
Racine, Wis. 

In Dunedin, Florida now lives 
Kent Bradley. A neighbor is John 
Inglis, over 90 and still playing golf. 
John was pro at Fairview Country 
Club in Elmsford, N. Y. In the late 
'90s and for around 50 years. 
Bradley began as a caddie in that 
area, then got into course mainte-
nance in the New York metropoli-
tan district. Bradley introduced 
many refinements at courses, in-
cluding the corner sweed and 
grommeted tee towel, the fibre glass 
flag-pole, bunker rakes, fibre glass 
green dew shippers, and was a 
pioneer in using wireless communi-
cation with his men on the course. 

The man in charge of a golf 
course seems to learn from even his 
tough luck. 1 remember John 
MacGregor, greenskeeper at Chi-
cago Golf Club and an early presi-
dent of the GCSA, worrying about 
turf injury where a tractor gas tank 
had leaked. A few weeks later I saw 
John with a gimmick he had devised 
to squirt gasoline on dandelions. It 
killed them, too. 

TEACHERS SEEK LEARNING 

Gary Wiren with the PGA 

Educational program and Lorraine 
Abbott with the National Golf Foun-
d a t i o n ' s i n s t ruc t ion semina r s 
attended mainly by collegiate golf 
coaches and P. E. instructors are do-
ing their intelligent and desperate 
best to modernize golf instruction. 

At a National Golf Fund seminar 
this summer, Mrs. Opal Hill of 
Kansas City was honored. Opal won 
the first of her Women's Western 
Amateur championships in 1920. 
She has been teaching golf for 38 
years and doing about as good a job 
with her instruction as anyone. Opal 
is 82. The present pattern of golf in-
struction is the same as it was before 
Opal Hill was born. 

Golf instruction, experienced 
professionals agree, is about 25 per-
cent teaching and 75 percent learn-
ing; yet the lesson method generally 
used is the wasteful reverse with 75 
percent instruction. 

With the present lesson pattern, 
the waste of good brains and time by 
i n t e l l i g e n t p r o f e s s i o n a l s and 
amateurs is a serious threat to the 
growth of the game. With all the 
wealth of personnel available no-
body seems to be able to break loose 
from the old outgrown and too often 
ineffective method of giving golf les-
sons. How to get the accent on learn-
ing instead of teaching baffles the 
teachers. 

Golf instruction of male adults is 
the most difficult task in sports 
coaching. It is handicapped right 
from the start by inconvenient time 
and place of the lessons for business-
men and the somber atmosphere of 
intensive care about the lesson. If I'd 
spent as much time at the lesson tees 
of golf clubs, as I've spent in the grill 
rooms, I would be the Johnny Miller 
of the Geritol set. 

"MONSTER'' IS THIN 

The Winged Foot and Butler Na-
tional courses that didn't allow 
National Open and Western Open 
champions to break par for 72 holes 
now are in the "monster" class. 

A "monster" course is one that is 
not easy and which gets the Big Boys 
belly-aching. It may or not be long, 
but is always thin. Out about where 
the long drives go, the fairways nar-
row to a little wider than 30 yards. 
Flanking the narrow channels are 
ravenous bunkers, devouring rough 
or water that washes hope out of a 
scorecard. 

A. W. Tillinghast, wnen he de-
signed the Winged Foot course, and 
George Fazio, who designed Butler 
National about half a century later, 
tempted the long hitters to beat 
themselves. They created, as did 
other able designers, masterpieces of 
what was called "the strong back and 
weak mind" type of architecture. 
The erring player had only a one-putt 
chance of getting well and on those 
elevated snakily contoured greens 
Tillinghast built at Winged Foot, one 
putt performances are a matter of 
skill, luck and prayer. 

Tommy Armour, who was a 
member at Winged Foot after he fin-
ished his working pro career, loved 
playing the exacting Tillinghast 
course that taught a fellow how to 
think instead of merely swinging in 
playing a golf course. 

The architect of the awesome 
bunkers at Winged Foot accounted 
for eliminating more than 1,000 
bunkers on American golf courses 
while he was the PGA's architec-
tural advisor for a year or so during 
the 1930s. Tillinghast's expert free 
advice was a tremendously valuable 
contribution of the PGA to the clubs 
of its members. 

Back in those days of low main-
tenance costs "Tilly" told me he es-
t imated that every bunker he 
recommended removing cost a club 
at least $100 a year to maintain and 
penalized fine members who already 
were suffering enough at golf. 

COURSE TRAFFIC PROBLEM 

Something new seems to be popping 
up frequently in the ancient and hon-
orable game. 

In Florida court there is a case in 
which the plaintiffs sued for an order 
to run their golf cart free on a course 
where they play as residential prop-
erty owners who thought they bought 
all golfing rights when they pur-
chased their home site in a residen-
tial-golf development. 

All involved in the litigation pre-
sumably are nice people who'd want 
to have the pleasure of golf and not 
the trouble and expense of a law suit. 
Cost of golf cart paths and mainte-
nance and the revenue of club carts, 
owned or leased, put a phase of equi-
ty in the golf car private ownership 
status that should be settled before 
the ink dries on the golf-homesite 
deals. 
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Over 90 Tee Birds are in use at 
Famous Irvine Coast Country Club... 

Tee Bird keeps the members happy with 
its unbelievably smooth ride, luxurious 
seating, ease of operation and overall 
comfort and convenience. Easy access 
to clubs, handy drink and gadget con-
sole, quiet electric motor. . .al l of these 
features result in an unusually enjoyable 
and functional golf car. 

Tee Bird keeps owners and mainte-
nance men happy with its low cost of 
operation, low downtime and ease of 

TEE BIRD 

maintenance. It has an all-steel unitized 
body and frame, durab le automot ive 
d i f ferent ia l , heavy duty mo to r . . . and 
only on Tee Bird.. .the new VRF Speed 
Control, which allows cruising at half or 
fu l l speed w i th equa l e f f i c i e n c y . 

Tee Bird is an outstanding golf car . . . 
before your club makes its next leasing 
or buying decision...test and evaluate 
Tee Bird—you' l l be glad you did later! 
Write today for detailed brochure. 

Robert F. McGrath, Pres. 
William A. Dodd, V.P. 

Taylor-Dunn 
Anaheim, Calif. (714) 956-4040 

Some valuable dealer territories available... inquiries are welcome. Write for brochure. 

For More Detai ls C i r c l e (116) on Reply C a r d 





teach the teacher 
A select group of golf instructors is 
sharing teaching expertise with 
school and college teachers around 
the country. They are consultants 
with the National Golf Foundation, 
and in five years, they plan to have 
conducted clinics with 30,000 
teachers, coaches and future teachers 
of golf. 

The goal: To increase quantity 
and quality of golf teaching at the 
school level and to increase the flow 
of young golfers to the nation's 
courses. 

The medium for this "teach the 
teacher" program is a workshop— 
where 25 or more teachers meet from 
one to five days to improve their in-
structional technique and personal 
skill (most academic year sessions 
are one and two days in length). A 
sponsoring group gets teachers and 
future teachers of golf together, 
picks a date and files a request with 
the National Golf Foundation three 
to six months in advance. Then, after 
scheduling arrangements, a consult-

conlinued on next page 

Bob Toski, guest at a seminar for National Golf Foundation consultants at Hueston Woods, 
demonstrates "form vs. style" in a session moderated by Jim Flick. 
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Jim Flick 
PGA Professional 
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Ph.D., Golf Coach 
Ohio Wesleyan University 
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Kenneth Green 
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Jack Adler 
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University of Oregon 
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Jim Bailey 
PGA Professional 
Hyland Hills C.C. 
Denver, Colorado 

Marge Bums 
LPGA Professional 
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Myrtle Beach, 
South Carolina 

Mary Dagraedt 
LPGA Professional 
Golf Coach 
Miami Dade Jr. College 
Florida Int'l. University 
Miami, Florida 

ant from the Foundation will be on 
hand to conduct the workshop. 

The Foundation and the sponsor-
ing group share expenses and honor-
arium for the consultant. The Foun-
dation provides teaching materials 
and format, and the sponsor pro-
vides facilities and golf equipment. 

In Ohio last month, the Founda-
tion's plan began flight as a "gradu-
ate school" of golf teaching pumped 
up consultants for their season 
ahead. A week at Hueston Woods 
Lodge, College Corner, Ohio; and 
Miami University in nearby Oxford, 
exposed consultants to top names 
and top teaching methods. 

Ohioan Lorraine Abbott is direc-
tor of educational services of the 
National Golf Foundation and the 
key mover in the consultant pro-
gram. Through her offices the re-
quests, scheduling, planning and ar-
ranging to link consultants with 
teachers goes on day after day. One 
moment she is checking plans for 
another national seminar, as new 
publication or audio-visual material 
must be handled. In another she ex-
plains the consultant attitude with a 
favorite quotation: "those who dare 
teach must never cease to learn." 
Another quotation earlier seemed to 
form a basis for the entire work of 
Lorraine's division: " G o l f s Future 
Rests Not In Its Players . . . But In 
Its Number of Educated Players." 

Lorraine, a golf instructor her-
self, explains that the consultant staff 
"is the life-blood of the educational 
arm of the Foundation." At this 
time, 29 consultants are on the active 
list and more are to be added in the 
near future. These people, Lorraine 
says, represent outstanding PGA and 
LPGA teaching professionals, many 
of whom have been voted "Teacher 
of the Year" by their respective 
organizations. Noted instructors of 
golf at colleges and universities 
throughout the country complement 
the consultant staff. Each, Lorraine 
explains, was selected for his or her 
teaching ability, experience and de-
sire to serve the program needs of 
others. 

Education, seminars and consult-
ants, of course, are not a new thing 
for the National Golf Foundation. 
But there is a great new emphasis on 
the present program — a five-year 
plan start ing in fiscal 1973-74. 
Planners hope to establish the Foun-
dation as a strong source of junior 
golf information, to survey status of 
golf instruction in schools and design 

continued on page 44 

Ellen Griffin 
LPGA Professional 
The Farm 
Greensboro, 
North Carolina 

John Henrich 
PGA Professional 
Elma Meadows G.C. 
Elma, New York 

Max Hines 
Golf Professional 
Ames C.C. 
Ames, Iowa 

Carol Johnson 
Eastern NGF Staff 
LPGA Professional 
Cincinnati, Ohio 

William Johnson 
PGA Professional 
Golf Coach 
Dartmouth College 
Hanover, New Hampshire 

Ann Casey Johnstone 
LPGA Professional 
Golf Coach 
Stephens College 
Columbia, Missouri 

H Laurene Mabry 
Ph.D., Golf Coach 
LPGA Professional 
Il l inois State University 
Normal, Illinois 

Roderick Myers 
PGA Professional 
Golf Coach 
Duke University 
Durham, North Carolina 

Mary Beth Nienhaus 
LPGA Professional 
Appleton West H.S. 
Winagamie G.C. 
Appleton, Wisconsin 

Caryl Newhof 
Smith College 

\ Northampton, 
Massachusetts 
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