the direction is clearly .

the
accurate

ones!

No doubt you've been reading a lot of results of
golf club tests. But here’s one you may have
missed.

It has been going on for the past eight years.

During the past eight years on the Pro tour, Bob
Murphy, playing Northwestern Thunderbird
clubs, had only one unplayable lie and two out-
of-bounds shots.

How’s that for direction?

northwestern

Estabhshe&‘( 929
World’s larg}sf exclusive manufacturer of golf clubs
-
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New for '77...the Bishop Flag from LEWIS LINE.

Golfers can see what they're shooting for
when they aim at the new Bishop Flag from Lewis
Line. The new integral swivel flag concept flies
beautifully and silently, even in the slightest
breeze...offers longevity not to be found with
ordinary flags. Spend less for annual equipment

CHECK THESE FEATURES: 2

e Injection-molded plastic swivel.
e Flag is an integral part of swivel
. is double-stitched in place
between front and rear swivel
faces.
e Swivel loops formed when flag
is sewn,; fit over most poles; per-
mit silent, free swivel action
with no pole wear.
Ultra-strong seam stitching re- :
sists fraying. Top and bottom
seams are folded over, tucked
under, then double-stitched. Ex- a
clusive Bishop triple-stitched
outer-edge seam is also folded
back, tucked under, and double-
stitched. Then it is further rein-
forced with a zig-zag stitch.
e Available in 4 popular colors
with 10 different background/
numeral combinations possible.

replacement. Quality construction and durable
materials ensure that your Bishop Flags will re-
main bright, unfrayed, and easy to see...proud
accents of color and quality for superior
golf courses.

And remember these other Quality Lewis Line Products—
e Cup Cutters e Sand Trap Rakes
® Heavy-duty Cups e Tee Markers
® Ball Washers e Tee Towels

e Cup Setters

Send today for complete information or contact your
LEWIS LINE dealer. LEWIS LINE . . . QUALITY PROD-
UCTS FOR BETTER GOLF COURSES.

. /fyﬂiiﬁ; m
'AVA‘ MENASHA CORPORATION

04101 MONTGOMERY ST., WATERTOWN, WI. 53094 (414) 261-3162
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speciality shops has also hurt sales in
the territory.

When he works with new accounts,
Horvath attempts to use the knowl-
edge he has accumulated in over a
quarter century in the market. He cau-
tions the new professional to watch
his buying habits, especially in hard-
goods. Softgoods activity has helped
ease the stress a little, as pros are
looking to the low ticket items to
generate additional income in the
shop.

South of the Twin Cities in Chi-
cago, a pair of fieldmen work the
northern Illinois circuit, Tom Vehring
for Hogan and Doug Millar, an inde-
pendent rep for Lynx.

Vehring has logged seven years
with Hogan, but worked for the old
Arnold Palmer Co. in 1964. Between
those assignments, he was an assis-
tant professional at Chicago’s Olym-
pia Fields Country Club. Millar has
been in the sporting goods business
for the past 11 years. He has repre-
sented Lynx for the past three years,
but also had jobs with MagGregor and
Burke-Worthington. Both handle
about 200 accounts.

“There are so many things the
salesman can do to help the pro,” said
Vehring. “I can walk into a shop and
see where the man is not selling prod-
uct. If the pro trusts your opinion, you
can work with him and get him to
move more merchandise.”

Subtle suggestions are sometimes
the hardest to make, but Vehring
noted that often when a salesman
enters a shop, he can observe objec-
tively the way new employees may
greet him or offer him service, not
knowing his position.

Speaking about the competition in
the Chicago area from golf retailers,
Vehring says if the pros are losing
money they have no one to blame but
themselves. “You have to kill your
members with kindness. Anyone can
sit behind a counter and sell balls. A
service attitude is the only way to get
those people back.”

Not quite as old and established as
its competition, Lynx' sales staff has
had to establish its line in many shops.
Often when Millar hits a new account
he moves for the bag room, where he
surveys the bags and tries to find a set
of his firm's clubs. “If there is a set in
the bag room, its pretty easy to con-
vince the pro his member or customer

has gone outside to get that equip-
ment.”

Downtown shops in the west
Another veteran of the pro shop wars
over many seasons has been Spald-
ing's man in Los Angeles, Red Walters.
With 27 years in the Los Angeles and
Ventura counties area, Walters has
seen first-hand the trouble the down-
town pro shop operators such as
Walter Keller and Jimmy Powell have
brought their colleagues.

“Those places are just mass dis-
play at the lowest price. There is no
merchandising there,’”” Walters
stressed. In his mind, the professional
has his customer at an advantage if he
utilizes his capabilities as an expert
with the products he sells. ‘Pro-
fessionals must look at themselves as
sellers. The speciality shops offer
mass sales and no service.”

One program Walters has at-
tempted in the Los Angeles area,
though with little success, is Spald-
ing’s custom cresting program. In-
dividual clubs are set up for the facili-
ty with the club crest on the head. This
approach has not stemmed the tide,
though, from the downtown pro shops
and the retailers.

Sell shoes and softgoods

Operating to the north near San Jose is
Dave Bistiric, one of Ernie Sabayrac's
top salesmen. With more than 10 years
in the Bay area, Bistiric operates on
some 200 golf accounts in an area of
approximately 250 square miles.

With a plan for each specific oper-
ation, Bistiric will go into a new or ex-
isting account and completely tailor a
program for the pro. “I believe the
golf shoe is the foundation of the ap-
parel business. A golfer can’t go out
and play in tennis shoes.”

For example, at a private club with
what Bistiric calls a “locked-in"
membership of 300, the professional
has to stock his shop with no less than
350 to 400 pairs of shoes. That assort-
ment will have four to six different
styles in four varying widths. Bistiric
thinks size runs should go about 12
dozen each in the “C" and “E” widths
and 24 in the “D.”

A broad price range will work well
also, with some top line shoes falling
in the $48-and-up range, but 60 per-
cent of the stock will fall in the $28 to
$35 area. Some lower priced, but still
quality, waterproof pairs can be in-

cluded in the $20 to $24 range.

Coordinate sales are essential and
the proper buying has to be employed
in slacks and shirts. Using the private,
300-member facility as the example
again, Bistiric thinks a collection of
between 10 and 12 dozen slacks is the
proper stock. At least 65 to 70 percent
of that should be in solids.

“I've been in many shops that offer
pattern slacks but have no matching
solid shirts to go with them. So you've
lost a sale,”” Bistiric says. Keeping odd
sizes in stock is also important. Based
on the fit you might get from particu-
lar companies, some 34-inch-waist
pants may not always fit the standard
34 size.

In shirt selection, pros should carry
twice as many shirts as slacks.
Bistiric's sample club handles 20 to 25
dozen with half solids and half pat-
terns. Sweaters are also a big factor in
the Bay area. Seventy percent of the
sweaters are sold in the last 3 months
of the year. Carrying 10 to 12 dozen in
different materials and textures is the
key.

Proper employees in your store is
another Bistiric objective. “I think
every pro must have a woman in the
shop, if there is ladies’ golf at the club.
A knowledgeable, sophisticated
woman, who knows the business and
can relate to your female customers,
can add another profit dimension to
your store.”

Bistiric insists pros don't take ad-
vantage of simple merchandising
effects such as display and lighting.
He believes the pro should look into
adding mannequins, half busts, and
freestanding fixtures to his shop. A
glass tabletop that can be used to dis-
play simply is also essential.

“Pros are afraid of sales, but I
think they should have at least two a
year. There are many innovative ideas
available to stimulate activity,”
Bistiric noted. For example, Bistiric
has come up with the idea of a ‘‘Bal-
loon Sale.” The club professional and
his staff paint a variety of dollar
values on brightly colored balloons,
blow them up, and head them for the
shop ceiling. Customers will then
come in and, by the use of a ladder,
get the balloons down, check the
dollar value, and subtract that from a
purchase in the shop. Such sales have
generated more than $6,000 in one
night. O
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Sod
a whole
golf
course?

Using park personnel with
federally subsidized salaries
made a great difference in the
cost of sodding the Springfield
Oaks course.

“We had the unfortunate experience
of watching our seed beds washed out
three consecutive times after we built
them. This left us with an unplayable
golf course after the first year.”

That was the problem facing the
Oakland County (Mich.) Parks and
Recreation Commission, according to
commission Chief of Design and
Development Robert Bomia, since it
purchased 100 acres of land for the
Springfield Oaks County Park.

After acquisition in 1966 of an
original 170 acres which included an
old 9-hole golf course, plans were
made to develop the 3,000-yard par 36
tacility into a 6,300-yard par 72 course.
The additional acreage was purchased
in 1969-70, new designs for the course
were drawn in 1973-74, and the back
nine holes were constructed.

From the beginning, however, the
expanded course was plagued with
adverse site conditions — mainly a
gravely substance which made it un-
suitable for seeding. Backed by the
Shiawassee River mill pond, the
scenic terrain on the back nine is ex-
tremely hilly and uneven. Heavy rains
habitually washed the topsoil from

modified slopes,creating the condition
Bomia noted above.

Sod, not seed

“Due to our experience with this
soil condition,” Bomia continued,
“when we began renovation of the ex-
isting nine holes, our contractor would
no longer guarantee the growth of
grass seed unless we supplied ad-
ditional topsoil. Even with the ad-
ditional topsoil, there was no
guarantee that rain wouldn’t wash the
soil away again.”

The commission’s solution was
logical, albeit unusual. It was decided
to sod the entire nine holes: fairways,
tees, and greens.

“When we first announced our in-
novative plan to sod the course,” Eric
Reickel, director of the .parks com-
mission, said, “we met with a lot of
skepticism from the golf industry.
Most people thought sodding would be
outrageously expensive.

“You have to remember, however,
that we had access to our own man-
power to lay the sod. Comparing time,
cost, and protection of the ground sur-
face, we found that sodding was a




Time is money
on a golf course

That’'s why you need the
Hahn Tournament Triplex

Precision performance and versatility describe
the Tournament Triplex...perfect for large and
small courses alike. Hahn introduced the first
precision triplex greensmower that featured
interchangeable verti-cut, spiking, and tee mower
triplex heads. Since 1970, the Tournament
Triplex has set a new standard for green and
turf management. Now Hahn

backs up the best with a brand

new computerized parts

department for the ultimate in

service. Year after year,

Hahn keeps getting

better.

'

FOUR MACHINES IN ONE.
Heads change in just three minutes from greensmowing to
verti-cutting, to spiking, to tee mowing, Hahn's quick-
change, cable-driven heads make conversion easy and fast.

Tournament Greensmower:
a clip of tournament precision.  Triplex Vibra-Spiker:

Each head is up front for high frequency vibration Triplex Utility Mower:
maximum visibility and can be  achieves good penetration. Triplex Verti-Cutter: ideal for approach and tee
lifted individually. Cable drive  The size and speed of coverage patented, thin offset blades mowing. Variable speed

ends hydraulic oil leaks allows frequent regular spiking, remove thatch and grain permits cutting of all grasses.
on green. creating more healthy greens.  quickly and easily. Ideal general purpose mower.

8 gt

Hahn, Inc., Turf Products Division, 1625 N. Garvin, Evansville, Indiana 47711
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“A total of 161,000
square yards of sod
was used to cover the
nine holes. The only
areas done with
topsoil and seed

were in the rough.”
T R il SRR R LA oY OB

much better and more economical
solution than new topsoil and seed.
We were able to save the county over
$40,000.”

Topsoil for the nine holes would
have cost Oakland County taxpayers
$96,500, while seeding of greens, tees,
_and fairways, plus stone removal,
would have cost $20,274. Total cost for
this method would have been $116,774.

In contrast, sod for the fairways
and greens, with the use of park per-
sonnel funded by a federal CETA
program to lay the sod, cost just
$77,371. The taxpayers were saved
$43,403 and are now able to enjoy a

lovely, grassy golf course that is im-
pervious to rainstorms.

Other advantages

A total of 161,000 square yards of
sod was used to cover the nine holes.
A mixture of Merion blue, Kentucky
blue, Barron blue, and some Park, the
sod was purchased from an indepen-
dent contractor. The only areas done
with topsoil and seed were in the
rough.

The sodding procedure not only
saved money, but the new back nine
was opened to the public a year
earlier than it would have been under

normal seeding and growth con-
ditions. The sod was laid in the fall of
1975, and the full course opened to the
public on July 1, 1976.

Due to the early opening last
summer, the finished golf course has
reflected increased play. In 1974,
the last full summer the 9-hole course
was open, park officials recorded
10,755 rounds played during the
months of July, August, and Septem-
ber. In 1976 the figure for thnse same
months grew to 15,309 9-hole rounds.
Even greater play is expected this
coming summer when all 18 holes are
open the full season. O

NEW $11,500.

NEW CONCEPT ON PORTABLE SCREENING
Screen Topsoil or Sand — Wet or Dry

GOLF COURSE
CONSTRUCTION

Building throughout
the U.S. and Central
America. Contact us.

IBEHIA EAHTHMDVING SERVICE, INC.

IBERIA, OHIO « PHONE GALION, OHIO (419)468-5454
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Tel: 203)928-4536

RAWSON MANUFACTURING
R.F.D. 1 — Munyan Road, Putnam, Conn. 06260
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ADS drainage tubing

can keep
fairways
water

Here are the reasons why:

¢ Faster, easier installation, with significant time and labor
savings

® Unaffected by freezing or thawing

¢ Continuous flexible lengths that make for easier grading and
require fewer fittings

¢ Uniform perforation slots designed to give fast drainage

e Corrugated, flexible construction eliminates misalignment in
unstable soils

¢ Nationwide manufacture and sales distribution keeps ship-
ping costs low and insures availability

e And DRAIN GUARD ', the patented’ one-step drainage sys-
tem for sandy and problem soils

your

rom
azards.

reens.and
ecoming

Onto even the best-designed golf course a little rain must
fall. But with fast, effective subsurface drainage of excess
ground water, you’ll have more playable hours and more
happy golfers. More and more golf course designers and
builders are specifying ADS corrugated plastic drainage
tubing to do the job.

ADS corrugated plastic drainage tubing and fittings come in 3", 4", 5
6", 8", 10", 12", 15", and 18" diameters.
Complete line of fittings available.

DS

ADVANCED DRAINAGE SYSTEMS, INC.

Corporate Office
3300 Riverside Drive, Columbus, Ohio 43221
(614) 457-3051

SALES AND MANUFACTURING LOCATIONS: California 2000 S. Reservoir St., Pomona, California 91766 (714) 627-1591 « Box 1216, Tracy, California 95376 (209) 835-8500 / Georgia
*Dunwoody Park, Bldg. No. 3 Suite 126, Atlanta, Georgia 30341 (404) 393-0602 » Box 89, Montezuma, Georgia 31063 (912) 472-7556 / lllinois Box 462, Harvard, lllinois 60033 (815) 943-5477 «
Box 447, Monticello, lincis 61856 (217) 762-9448 / Indiana Box 597, Farmiand, Indiana 47340 (317) 468-8402 / lowa Box 2478, lowa City, lowa 52240 (319) 338-9448 « Box 120, Cresco, lowa
52136 (319) 547-3105 - Box D, Eagle Grove, lowa 50533 (515) 448-5101 / Kentucky Box 148, Versailles, Kentucky 40383 (606) 873-8046 / Massachusetts Box 192, Palmer, Massachusetts 01069
(413) 283-9797 / Michigan Box 417, Owosso, Michigan 48867 (517) 723-5208 / North Carolina Box 367, Rowland, North Carolina 28383 (919) 422-3303 / Ohio Box 151, Malinta, Ohio 43535
419) 256-7571 » Box 499, Norwalk, Ohio 44857 (419) 668-8278 « Box 797, Wooster, Ohio 44691 (216) 264-4949 / Tennessee *Old Wilson Circle, Peach Court Bldg. Brentwood, Tennessee 37027
615) 373-0133 / Texas Box 731, 100 Industrial Blvd., Ennis, Texas 75119 (214) 875-6591 / Virginia Box 509, Buena Vista, Virginia 24416 (703) 261-6131 / Washington *Box 1807. Bellevue.,
Washington 98009 (206) 454-7370 - 531 S. 28th St., Wasougal, Washington 98671 (206) 835-8522

*Sales Office Only U.S. Patent Nos. 3699684 and 3830373
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New greens aerator
minimizes manpower

Nearly 3 years in development, the Green-
saver greens aerator eliminates any need to
manually rake up cores after aerification.
Instead, cores are collected inside a drum
studded with 112 hollow tines; they can be
removed easily (top photo) through a hinged
door. The Greensaver, which will be in-
troduced by Cushman at the GCSAA show in
Portland next month, can be mounted on any
hydraulically equipped Turf-Truckster
chassis. Weight added to the vehicle is
transferred to the coring drum, thus providing
downward pressure to give 2%-inch penetra-
tion. The coring unit is designed to permit
travel over uneven surfaces without substan-
tially affecting vehicle traction or penetration
depth. Based on tests at courses in the south
and midwest, the Greensaver can remove 60
percent as much soil as walk-behind aerators,
but can aerify greens up to 10 times faster.
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Premium-quality balls are
hand selected and tested

The Toney Penna golf ball is called “the most
precise ever made” by Rawlings Golf, now
selling it nationally through pro shops.
Made of lively two-piece construction with a
Surlyn cover, the balls are each hand-
measured for precise roundness, weight, size,
and compression. A rough-hewn wood dis-
play box comes with a half-gross order of two
dozen three-ball pouches.
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New feature boosts power
of electric convection ovens

G. S. Blodgett Co. has added a switch to the
control panel of some of its Zephaire ovens
which instantly boosts.the input from 11 to
18.5 kilowatts to meet the production
demands of peak periods. A full load of
potatoes, for instance, can be baked in 53
minutes rather than the normal 76. Recovery
time between-loads is also reduced. Use the
low setting to conserve power.

Circle 203 on free information card

Low-cost graphite shaft
now avallable to all

Used exclusively by Wilson for the
past year, the Babcock & Wilcox
AccuTorque graphite golf shaft is
now available to all equipment
manufacturers and pro shops. Accu-
Torque is 100 percent graphite
and weighs in at 22 ounces — 2
ounce less than the top-of-the-line
DynaTorque shaft. And the price is
30 to 40 percent lower. Accu-
Torque is available for woods

in three flexes. Tests have shown it
to have playing characteristics

and performance comparable to
about 80 percent of competitive
higher priced shafts on the market.
AccuTorque was developed in
response to golfers’ demands for a
graphite shaft at a lower cost. B&W
graphite shafts are recognizable

by their unique step design.
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Introducing the 36 inch cut Bunton Rear Discharge mower. A new design deck allows close
trimming on both sides, helps prevent windrows and gives you a clean manicured cut (not
that just-cut look). The new variable speed drive gives a wider range of ground speeds. The
3 gallon fuel tank and Hi-Way front caster wheels are standard equipment. This new mower
is designed for fine lawns and rough areas. The finger tip control gives the same easy han-
dling and hillside stability and maneuverability as the other Bunton Self-Propelled models.
Also available is.a new 52 inch rear discharge mower.

BUNTON CO. 4303 Poplar Level Rd. Louisville, Kentucky 40213 U.S.A.
Phone 502 / 459-3810 Telex 204-340
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IMPROVE BAG STORAGE
BEST BY TEST

WE DESIGN YOUR LAYOUT—
ECONOMICAL—EASY TO
ASSEMBLE HEAVY DUTY
FURNITURE STEEL—

NO OTHER PARTS TO BUY—

GOLF BAG
STORAGE RACKS

TRADE

IN BUSINESS SINCE 1933
Call Collect 301-322-3900
Or Write For Free Literature

INSTALLATIONS INCLUDE:

Nassau C.C., Glen Cove, N.Y.
Pembroke C.C., Pembroke, Mass.
The Alliance C.C., Alliance, Ohio
Shenandoah C.C., W. Blumfield, Mich.
Highlands Fall C.C., Highlands, N.C.
Ironwood C.C., Palm Desert, Calif.
Crystal Lake C.C., Crystal Lake, IlI.
Lawton C.C., Lawton, Okla.

Indian Spring C.C., Silver Spring, Md.
AND MANY MORE . . . there must be one near you.

ACME IRON WORKS, INC.

4900 Frolich Lane, Kenilworth Ind. Park
Tuxedo, Md. 20781
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Winter overseeding mix

Medalist Brand 5, a new, premixed turfgrass
formula for winter overseeding, is now
available and ready for use. A product of
Northrup, King & Co., the mix contains four
improved fine-leafed perennial ryegrasses:
Pennfine, Eton, Pelo, and Derby. All are com-
patible and have been tested under play con-
ditions in the south for several years. Using a
formulated mix provides consistency through
the season as well as reducing the cost of buy-
ing and applying additional varieties later in
the season.
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Natural golf shoe

Pick up on the trend to “natural”-type shoes
by selling oblique-toe, rocker-sole golf shoes
in your pro shop. Get-Set Golf Shoe Co.'s
product has what the company calls an Un-
Heel, to move body weight and center of gravi-
ty to a more natural position: towards the arch.
This to create a more solid plane of balance
through the hitting area, as well as comfort
when walking. Made of top-grain elk-hide
leather and lined with orthopedic leather, Get-
Set shoes needn't be polished—just cleaned.
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Gun shoots fertilizer

The Ferti-Blast gun is light in weight, but will
spread granular or pelleted material such as
fertilizer uniformly over a distance of up to 75
feet without water or expensive tank equip-
ment. All that's needed is a portable air com-
pressor and a truck to carry the fertilizer.
Product of Federal Brass Manufacturing Co.,
the gun is especially effective in spreading fer-
tilizer on hard-to-cover areas.
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