
O.K. — so we're not as fast as the formula one race cars, but we're the toughest golf car on any track, 
and we can prove it on your golf course. Marketeer offers a three wheel or four wheel electric golf car for 
any "two-some", years ahead in performance, economy, safety, style, and comfort — makes fewer pit stops. 

Join our winners circle today — Marketeer electric cars have a proven track record, with less mainte-
nance and a bigger "prof i t purse" every lap. Check in today, we'l l send you our full color presentation 
lineup of Marketeer golf cars — all the details, all the facts on why you should think Marketeer when buying 
or leasing golf cars for your golf course. Phone us today, or visit your nearest Marketeer dealer. Our pit 
crew is ready to prove Marketeer is a sure every-day winner on your course. 

Photos taken at Riverside International 
Raceway, Riverside, California. Johnny 
Rutherford, popular auto race driver and 
two time winner of the Indianapolis 500 
is shown in our lead "Marketeer" golf car. 

Like to join our dealers team? Write today. 

26701 Redlands Blvd., Redlands, CA 92373 • PH 714 / 793-2891 

Nordco Electric Vehicle Division / Nordco Products - Subsidiary of Nordskog Industries, Inc. 
Circle 108 on free information card 
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How to pile up 
extra profits 
-without 
investing a cent! 
With Stewart Sandwiches! People all over the 
country are piling up big profits selling Stewart 
Sandwiches. Profits that supplement regular 
business income, and even add to it through 
customer convenience and traffic building. 
And Stewart's complete program makes it the 
easiest, safest money you've ever earned. 

There's no investment, no risk, no special 
equipment or training. You pay only for the 
sandwiches you sell, and Stewart lends you 
their special oven, free of charge. Stewart also 
manages your inventory and delivers to you 
on a regular basis. 

Hefty, hearty, piping hot Stewart Sandwiches 
and pizza are great impulse items. There's a 
wide variety of sandwiches for every taste. 
And Stewart helps you sell with attractive 
menus and point-of-purchase displays. 

To pile up some extra profits, fast, 
rush the coupon for details. 

Stewart sandwiches 
Nat ional Stewart Sandwiches Associat ion 
PO Box 309, Harvard, IL 60033 
• Let s talk Have your rep get in touch 
• Please send complete information 

far as course building is con-
cerned, with some projects in the 
Midwest. The Sun Belt is where the 
action will be, he said, especially in 
the west and southwest — where 
there is a better building economy 
and more residential 
developments. 

"Country clubs are dead" as far 
as new construction, Amick noted. 
"The municipal market is better." 
He also foresees more resorts 
being built in the Sun Belt and in 
the Caribbean — "places where 
Americans go." 

Certainly, Amick said, the 
immediate future will see more 
remodeling of existing golf courses 
and more 9-hole additions. There 
will be more executive courses 
built. "Golf courses will be shorter, 
tighter, and use less land. They will 
require less time to play and will be 
better for senior citizens, women, 
and juniors," he concluded. 

FOUNDATIONS 

Musser group meets, 
starts fundraising 
The Musser International Turfgrass 
Foundation voted at its board 
meeting during the GCSAA show in 
San Antonio to hire a professional 
estate p lanner / fund gatherer. 
Director Bill Lyons, Lyons Den 
Golf, Canal Fulton, Ohio, and also 
a GOLF BUSINESS Advisory 
Board member, will direct the 
fundrais ing effort. New board 
m e m b e r H u g h C h r o n i s t e r 
volunteered a $1,000 grant as 
"seed money" from his f irm, 
Harvest Publishing Co. (publisher 
of GOLF BUSINESS). 

The Musser Foundation gives 
financial grants to turf students. 
One grant to an Ohio student has 
resulted in a major discovery of the 
life cycle of the extremely 
destructive Ataenius beetle. 

The Foundation, under the 
director of Dr. Fred Grau, wants to 
expand its scholarship work by 
broadening its financial base 
through memorial contributions 
and gifts. 

LEGAL ACTION 

Pro-only policy 
upheld in Chicago 
The U.S. Seventh Circuit Court of 
Appeals in Chicago has upheld a 
district court ruling which allows 
golf club manufacturers to sell their 
"pro-only" lines to pro shops and 
deny the clubs to retail stores. 

The three-man court decided in 
late February that the Professional 
Golfers' Association and several 
club manufacturers did not 
conspire to keep the clubs out of 
retail stores. 

Attorneys for Morrie Mages 
Inc., the golf retail store which filed 
the suit, also argued that certain 
procedural errors by the district 
court hindered their attempts to 
strengthen their case against The 
Spalding Sales Corp. The 
attorneys wanted to find the cost of 
production and profit statements of 
various golf manufacturers, saying 
it would show the alleged 
difference in quality between pro 
and retail equipment does not exist. 

The court denied this request 
and all others, saying it did not 
understand how any financial 
statements would have advanced 
Mages'theory that the 
establishment of the pro-only 
policies would indicate a 
conspiracy among the two groups. 

The court did indicate this case 
differed from another lawsuit where 
attorneys for Golf City, Inc., a retail 
store in New Orleans, are seeking 
damages from Wilson Sporting 
Goods Co. This case says the club 
makers are guilty of price-fixing. 

It is not known if attorneys for 
Morrie Mages will appeal this 
decision. 

CERTIFICATION 

Fourteen managers 
pass CCM test 
Fourteen members of the Club 
Managers Association of America 
passed their certification test in 
February, including 10 who work at 
clubs with golf courses, according 
to the CMAA office in Washington. 

The new certified club 
managers at golf facilities are Bruce 
M. Goedde, Sharon Heights Golf 
and Country Club, Menlo Park, 
Calif.; Curtis J. Heverly, Winchester 
Country Club, Winchester, Va.; 
Adalbert K. Hilberth, Lakeside 
Country Club, Houston, Tex.; 
Samuel L. Howard, Mid-Pacific 
Country Club, Kailua, Hawaii. 

Stephen B. Padar, Kent 
Country Club, Grand Rapids, 
Mich.; Daniel F. Podsednik, 
Champions Golf Club Inc., 
Houston, Tex.; John O. Raikkonen, 
Westwood Country Club, St. Louis, 
Mo. 

Edward Richards, Shady Oaks 
Country Club, Fort Worth, Tex.; 
Norman G. Smith, NCO and 
Officers Clubs, Pope Air Force 
Base, N.C.; and John Strange Jr., 

NAME 

C O M P A N Y P H O N E 

A D D R E S S 

C I T Y S T A T E F l P 
GB-48 



Some goK courses have more water 
hazards than they need. 

You thought you were 
installing a sprinkler system. 
But now, you're the only course 
in town with a water hole 
on every fairway. Bordered 
by a swamp that's bordered 
by a bog. 

So you reset all the con-
trollers and hope for the best. 
Then you discover that was 
the best. 

The next best is beige-
colored greens so hard you 
can dribble a golf ball on them. 

And always there are little 

surprises. Like sprinklers going 
off uninvited in the middle of 
the Invitational. 

Like the water bills you 
get, because your controllers 
can't tell time very well. 

The solution, of course, 
is a total Rain 
Bird system. 
Reliable, precise 
Rain Bird" con-
trollers that are 
the standard 
of the industry. 
Plus quality, 

fijt/N&BlPD 

Bringing new ideas to life. 

low-maintenance components 
like our famous sprinkler 
heads, valves and accessories. 

And something you can't 
get anywhere else... the one-of-
a-kind Rain Bird expertise that 
stands behind every job. 

So why get 
trapped by a 
system that's not 
up to par. You've 
already got all 
the water hazards 
you need. 

Rain Bird is a registered 

trademark of Rain Bird Sprinkler 

Mfg. Corp., Glendora, California. 



New Club Car owners are (top row, left to right): 
Swanson, Wooten, Lemmon, Strozier, and Goodwin. 
(Bottom row): Inman, Mays, and Dolan. 

Owl Creek Country Club, 
Anchorage, Ky. 

There are 570 certified 
managers, said Mrs. Velma 
Benesh, the CMAA's certification 
secretary, out of between 2,750 
and 2,800 managers in the 
association. 

REGIONAL 

Claussen heads 
Oregon owners 
Jerry Claussen, owner of the 
Albany (Ore.) Golf Club and former 
National Golf Foundation director 
for the Rocky Mountain region, has 
been named president of the 
newly-formed Oregon Golf Course 
Owners Association. 

Owners of 24 other daily fee 
courses have also joined the 
association, Claussen said. 

The group hopes to gain what 
they feel would be more equitable 
property taxes throughout the state, 
Claussen said. He said Oregon 
law allows local tax assessors to 
vary the rates. 

The owners will also attempt to 
gain lower premiums for hazard 
insurance liability, believing their 

economic clout will be stronger as 
a group, Claussen said. 

COMPANIES 

E-Z-Go execs 
buy Club Car 
Eight former employees of the E-Z-
Go golf car division of Textron, Inc., 
in Augusta, Ga., have purchased 
the Augusta-based Club Car 
operation from Johns-Manville. 
The newly formed company will be 
known as Club Car, Inc. — 
ironically, the same name it had 
before former Director of 
Operations Bill Stevens sold it to 
J-M many years ago. 

W. A. "Billy" Dolan, Jr., is 
president of the company; the other 
seven men in the management 
group are George H. Inman, 
Charles J. Goodwin, Carl Swanson, 
J. William Wooten, Richard H. 
Lemon, Sam W. Mays, and R. K. 
"Randy" Strozier, Jr. 
Dolan indicates that "plans are to 
continue operating the business 
without interruption. We feel the 
future growth prospects of the golf 
car industry are bright, and the 
management group is excited 

about Club Car's future 
participation in the industry's 
growth. 

"We plan to continue marketing 
our products through the present 
distributor organization and 
strengthen their efforts with 
continuing product improvements 
and product expansion with 
additional sales support 
programs." 

Dolan added that the 
management group has a 
combined total of "more than 100 
years of golf car experience . . . in 
all phases of manufacturing, 
engineering, administration, and 
marketing." 

ADDITIONS 

Pro shop opens 
at residential resort 
A new 3,680 square foot pro shop 
costing about $125,000 has been 
opened at Leisure Village — a 221 -
acre complex that includes 18 
holes and condominiums just south 
of Fort Myers, Fla. The new shop 
features a deck that extends over a 
bass-filled lake. The community's 
developer is Leisure Technology of 
Florida. 

NEW COURSES 

Grenelefe opens 
second course 
Grenelefe Golf and Racquet Club 
in Cypress Gardens, Fla., opened a 
new 18-hole course in late 
February, the second 18-hole 
facility at the real-estate recreation 
complex. 

The course was officially 
opened with an exhibition match 
between touring Grenelefe pro 
Andy Bean and PGA Tour players 
J. C. Snead and Chi Chi Rodriguez. 

The new course, par 72, 
measures 6,743 yards from the 
championship tees, 6,069 from the 
regular tees and 5,114 yards from 
the front tees. Bean says the new 
course is the "third toughest" he's 
ever played. 

SENIOR GOLF 

Association organizes 
tourneys for seniors 
A new golf association for persons 
50 and older, The Society of 55 
Gentlemen Golfers, has been 
formed by International Golf & 
Promotion, Inc., of Irvine, Calif. 

Charter membership in the 
group is limited to 300 persons who 
are 55 years old or more and 100 
persons between ages 50 and 54. 
Members may play in tournaments 
scheduled in Palm Springs, San 
Diego, Las Vegas, Phoenix, Sun 
Valley, Pinehurst, and Miami. They 
are also eligible for golf tour 
packages to Hawaii, Scotland, 
Spain, and the Orient. 

"Every senior golf association 
in the country we contacted 
recently had a waiting list," said 
IPG president Joe Caraway. "The 
Society of 55 will do a lot more than 
the others by providing 
tournaments, golf tour packages, 
access to pro-am events, and other 
activities tailored to seniors' 
needs." 

For additional information, write 
to the Society of 55 Gentlemen 
Golfers, 17985 Sky Park Circle, 
Suite H, Irvine, CA 92714, or call 
714/979-0140. 

NEW 

•16 ft.' -11.5 ft.-

A t r a n s p o r t a b l e a n d P o s i t i v e D r i v e 
7 G a n g M o w e r f r o m B R O U W E R 

• Easily towed from 
one area to another 
by any vehicle. 

• Power Take Off Drive 
vastly reduces both 
mechanical parts and 
weight. 

• High ground clearance, 
easily clearing obstacles 
such as curbs. 

• Act now and reduce 
your 1978 mowing 
costs. 

DEALER 
INQUIRIES INVITED 
The Ultimate in Reliability, Versatility and Economy 

BROUWER 
TURF EQUIPMENT LTD. 

Manufacturer: Woodbine Avenue, Keswick, 
Ontario. Canada L4P 3C8 / Telephone (416) 476-4311 



People 

Early Milsop, Holler, Segui, Amadio, Pakkala, Linde Lloyd Loke 

Four new part-time teaching consultants have been hired by the National 
Golf Foundation, bringing the total number of part-time instructors to 65. 
The additions are: Liz Murphey, assistant professor and coordinator of 
intercollegiate athletics at the University of Georgia; Mrs. Andy Fischer, a 
member of the Ladies Professional Golf Association and an instructor at 
Sugar Valley Country Club in Bellbrook, Ohio; James Odenkirk, who is 
chairman of the physical education department at Arizona State University 
in Tempe, Arizona; and Michael Reynolds, director of golf for Dorado 
Properties in Dorado Beach, Puerto Rico. Reynolds is the first area con-
sultant hired by the NGF outside of the continental United States. 

Al Hosick has been re-elected 
president of the Canadian Profes-
sional Golfers' Association for a 
second one-year term. Others re-
elected to their second terms are Al 
Ewen, first vice president; Al 
Kennedy, second vice president; 
Jean-Guy Regnaud, third vice 
president, and Warren Crosbie, 
secretary. 

Murray Tucker has been selected 
club professional of the year by the 
Canadian Professional Golfers' 
Association. Tucker began as an 
assistant pro in 1946 and has 
served as director of golf for the 
past 13 years at the Board of Trade 
Country Club. He also won the 
1977 CPGA Championship. 

Kris Early is the new irrigation 
specialist for the Tri State Toro Co. 
He will be responsible for sales and 
service of Toro irrigation equip-
ment and will help design instal-
lation systems at golf courses. 
Gus Bernardoni has accepted the 
head professional's job at the 
Village Green CC in Woodridge, III. 
Bernardoni has just written a book, 
called "Golf God's Way" and 
published by Creation House. 
Bob Cala has been named the new 
head pro at Ridgewood GC in 
Parma, Ohio, after working as the 
assistant pro at Acacia CC in Lynd-
hurst, Ohio. Cala has a reputation 
as one of the best teaching assis-
tants in Greater Cleveland. He 
taught at the Great Lakes Golf 
School in Lehigh, Fla., this winter. 
Randy L. Vaughn has been named 
superintendent of the Maple Leaf 
Executive Club in Port Charlotte, 

Fla. He had been superintendent at 
Golden Gate CC, north of Naples, 
Fla., for the past five years. Vaughn 
is president of the Everglades Golf 
C o u r s e S u p e r i n t e n d e n t s 
Association. 
Patty Berg, first president of the 
LPGA and winner of 83 tourna-
ment events, has been named an 
honorary member of the LPGA's 
teaching division. 
W. Lee Dasher has been appoin-
ted sales representative in the 
Carolinas for the turf division of 
Porter Brothers, Inc. The North 
Carolina-based distributor of turf 
maintenance equipment and sup-
plies has also hired Dr. Paul M. 
Alexander as a staff agronomist. 
Dr. Ed Colburn has been appoin-
ted agronomist of soil management 
at Texas A&M University. He will 
develop programs and materials in 
cooperation with county extension 
agents to educate persons dealing 
in soil management. 
Thomas H. Brown has been 
named superintendent at Chantilly 
Manor CC in Rising Sun, Md. He 
had been assistant superintendent 
at the Coatesville CC in Coates-
ville, Pa. 
George Swoboda is the new sales 
manager for national accounts for 
Lofts Pedigreed Seed Co. 
Rudy Froeschle has taken the pro-
manager position at Wayne CC in 
Wayne, Neb. 

John West is the new superinten-
dent at Lake Barrington Shores GC 
and Warren Bidwell at Olympia 
Fields CC, both in Chicago. 

Thomas R. McAfee, who attended 
the University of Tennessee at 
Chattanooga on a golf scholar-
ship, has moved from sales repre-
sentative to sales manager for FN 
Sports, Inc. 
Louis Amadio Jr., superintendent 
at the Philadelphia Electric Co. CC, 
has been named new president of 
the Philadelphia Association of Golf 
Course Superintendents. Other 
new officers are Donald Pakkala, 
vice president; David Linde, 
treasurer; David Holler, secretary, 
and William Milsop, sergeant at 
arms. John Segul is president 
emeritus. 

Robert W. Hansen, a certified 
public accountant, has been 
named vice president and treasurer 
of the Norton Corp., a Phoenix-
based distributor. 
Gary Bailey is Moody Sprinkler 
Co.'s new national sales manager. 
He has been employed in market-
ing and sales positions with the 
company for the past 5 years. 
Bob Lloyd is the new vice presi-
dent for marketing at Curley-Bates 
Co. He has worked for Spalding 
Sporting Goods for the past 5 
years. Lloyd formerly played 
basketball for the old New York 
Nets. 
Bruce D. Rushton has been 
named special products manager 
for the Polaris E-Z-Go Division of 
Textron, Inc. He has earned 
business and engineering degrees 
from the universities of Minnesota, 
California, and Delaware. His 
duties include the evaluation of 
potential new products and their 
development. 
Bill Mague has been appointed 
new superintendent at San Dimas 
GC in San Dimas, Calif. 

Larry Clemmons, former superin-
tendent at Echo Farms GC in 
Wilmington, N.C., has taken the 
assistant's position at Raintree CC 
in Matthews, N.C. 
Stan Boraski has left the Paw-
tuckett GC in Charlotte, N.C., to be-
come superintendent at Mac-
Gregor Downs CC in Cary, N.C. He 
replaces Frank Stump, who 
resigned. 

Robert H. Smith Jr. is the new 
superintendent at Pleasant Point 
CC in Beaufort, S.C. 
Bi l l Sutton, former superin-
tendent at Walnut Creek CC in 
Goldsboro, N.C., has joined East-
ern Turf Equipment Inc.'s sales 
staff. 

Henry Butner Jr. has moved from 
the superintendent's position at 
High Meadows G & CC in Roaring 
Gap, N.C., to Pine Brook CC in 
Winston-Salem, N.C. 

Bernard Greene is the new 
superintendent at the CC of North 
Carolina in Pinehurst, N.C. He has 
been replaced at Whispering Pines 
CC in Whispering Pines, N.C. by 
Bob Gamble. 
Jim Loke has been appointed 
course superintendent at the Fire-
stone CC in Akron, Ohio. He has 
been the assistant there since 1975 
after moving from the East Liver-
pool CC in East Liverpool, Ohio. 
Arthur E. Gabler is the new direc-
tor of education for the Club 
Managers Association of America. 
He had been manager of services 
for the National Erectors Associ-
ation since 1973. 
Bill Poiter has been appointed the 
golf professional and superinten-
dent at Bluefield CC in Bluefield, 
W.Va. 

Brunswick Corp. has reorganized its recreational operations, combining 
the MacGregor and Briarwood divisions into one unit. Jack J. Curran will 
be the general manager and Harold O. Roberts the director of manu-
facturing. The company's manufacturing plant in Eminence, Ky., which 
makes golf bags, will become part of the Brunswick Division. The Union 
Hardware manufacturing plant, where golf shafts are products, will be part 
of the Technetics Division. 



B U N T O N . 

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-Propel led 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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Money, 
like grass, 
is sometimes hard to raise 
That's why leasing is course management's Financial Alternative — 
your sensible choice for control of the heavy capital concentration 
demands of your business. 
Talk to Industrial Leasing — the major provider of specialized turf 
equipment leasing programs that can save you money many ways. 
We lease mowers, gangs, spreaders, tractors, aerators, core 
processors, trailers, loaders, sprayers... and everything else you 
need. 
Call us Toll-Free and discover how much we can help. 
After all, we're one of the nation's oldest and most progressive 
diversified equipment leasing specialists. 

Let us help you grow. 

Industrial Leasing Corporation 
Executive Offices 
2300 S W 6th Ave / Portland, Oregon 97201 (503) 228-2111 

Offices also in many principal U S cities 
Toll-free outside Oregon (800) 547-4905 

Coming 
events 
APRIL 

5—USGA Green Section, northeastern regional 
turf conference, Marriott Motor Inn, Newton, 
Mass. 
6—USGA Green Section, mid-Atlantic regional 
turf conference, Northridge CC, Raleigh. 
10—New England Section PGA, annual spring 
merchandise show & dinner, Howard Johnson 
Motor Lodge, Boston. 
12—National Restaurant Association seminar, 
How to Stay Non-Union, Friendship International 
Hotel, Baltimore. 
12—USGA Green Section, northeastern regional 
turf conference, Tarrytown (N.Y.) Hilton Inn. 
13—USGA Green Section, mid-Atlantic regional 
turf conference, Kingsmill GC, Williamsburg, Va. 
17— NRA seminar, How to Stay Non-Union, 
Park Plaza, Boston. 
17-19—PGA tour school II, Houston. 
30-May 3—National Golf Foundation & Sport-
ing Goods Industries spring meetings, Key 
Biscayne Hotel, Key Biscayne, Fla. 

MAY 

I—National Restaurant Association seminar, 
How to Stay Non-Union, Red Carpet Inn, 
Oklahoma City. 
3—NRA seminar, How to Stay Non-Union, 
Ramada Inn West, Houston. 
7-8—7th Annual Turf School, Olds College, 
Olds, Alberta, Canada. 
9—NRA seminar, How to Stay Non-Union, The 
Benson Hotel, Portland, Ore. 
I I—NRA seminar, How to Stay Non-Union, 
Treadway Inn, Princeton, N.J. 
21-24—National Restaurant Association, 
restaurant hotel/motel show, McCormick Place, 
Chicago. 

JUNE 

25-29—American Seed Trade Association, an-
nual convention, Crown Center Hotel, Kansas 
City, Mo. 

JULY 

19-21—American Sod Producers Association, 
summer convention & field day, Sheraton 
Spokane, Spokane, Wash. 

SEPTEMBER 

13-16—World Fertilizer Conference, St. Francis 
Hotel, San Francisco. 
23-26—SGMA, Sporting Goods Manufacturers 
International Show, New York Coliseum, New 
York City. 
28-30—National Club Association, annual 
meeting, Capitol Hilton, Washington, D.C. 
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Y O U C A N 
H E L P 
C O N T R O L 
FUSARIUM BLIGHT 
W I T H O U T COSTLY 
C H E M I C A L S . . . 
Mother Nature has ways of controlling dis-
eases of grasses that defy scientific explana-
tion. Such is the case in the use of twenty-to-
forty percent Citation perennial ryegrass in a 
mixture with Kentucky bluegrass. Tests made 
in areas of high Fusarium blight incidence 
have verified that such mixtures have better 
withstood the damaging effect of Fusarium 
blight without the use of costly chemicals. 
Citation has an attractive dark green color 
which blends well with Kentucky bluegrass, 
and in many tests throughout the U.S., mows < 
superior to other perennial ryegrasses. 

OREGON CERTIFIED BLUE TAG 

(FUSARIUM ROSEUM) 

The above photo was taken of a test plot 
located in California. The Fusarium blight has 
devastated the bluegrass stand on the right. 
On the left, the balanced plant population 
using twenty percent Citation perennial rye-
grass and eighty Kentucky bluegrass is un-
affected by the Fusarium. Citation's ability to 
withstand high temperatures and high humid-
ity helps to maintain a quality turf and bal-
anced plant population during stress condi-
tions. An added plus is Citation's dark green 
color and improved mowing qualities. 

For test results and information write: 
Vaughan-Jacklin Corp. 
Bound Brook, NJ 08805 
Downers Grove, IL 60515 
Spokane, WA 99213 
Landover, MD 20785 

Jonathan Green & Sons 
Farmingdale, NJ 07727 

Turf-Seed, Inc. 
Hubbard, OR 97032 

"PROGRESS FROM THE GROUND UP" 

PLANT VARIETY PROTECTION NUMBER 7500003 

20% CITATION 
80% BLUEGRASS 

100% BLUEGRASS 

NOW 



The new 
"Little-Big" tractors 
from John Deere. 



Liquid-cooled 22 or 27 PTO hp diesels that 
are big enough to do all the jobs you need to 
do. Yet small enough so you can afford them. 

If the jobs you have are too big for a 
lawn and garden tractor and too small 
for a farm or industrial tractor, John 
Deere has the tractor you need. In fact, 
two of them.The new John Deere 850 
and 950 Tractors. Rugged. Reliable. 
And built to handle the jobs you'll give 
them. 
Big-tractor features. Under each 
tractor's lift-up hood is a liquid-cooled, 
fuel-efficient diesel engine: 22 PTO hp 
for the 850,27 PTO hp for the 950. Both 
tractors have smooth-running trans-
missions with 8 forward speeds, 2 
reverse. Speeds are well-spaced from 
less than 1 mph for tilling to almost 
12 mph for transporting. 

Other big-tractor features are 
standard.There's a differential lock that 
engages on-the-go for added traction in 
slippery conditions and a fully shielded 
540-rpm rear PTO. Individual rear 
wheel brakes lock together for highway 
transport and lock down for parking. 
A heavy-duty drawbar adjusts to four 
positions. Hand and foot throttles are 
both standard. Integral equipment easily 
attaches to a 3-point hitch (Category 1). 
The adjustable, fully cushioned seat tilts 
forward for weather protection. 
Big-tractor versatility. You can match 
the 850 and 950 to your jobs. Wheel 

tread width adjusts front and rear. 
Ground clearance is nearly 14 inches 
under the 850-more than 15 inches 
under the 950. Maneuverability is 
superb since both tractors will turn 
within a 10-foot radius. So whether 
you're mowing, loading, plowing, 
digging, planting, or cultivating—these 
tractors can handle the job. 
Service you can count on. Your John 
Deere Dealer is always ready to help. 
Service training schools for the 850 and 
950 have already been completed. And 
a complete inventory of service and 
replacement parts is ready. 

So stop by and see your John 
Deere Dealer soon for the complete 
story behind the new "Little-Big" 
Tractors. Or for free literature write to: 
John Deere, Box 63, Moline, Illinois 
61265. 

Choose from a family of tractor-
matched implements for all the jobs 
you need to do: 

Center-Mounted Rotary Mower 
50 Utility Box Scraper 
31 Integral Disk 
Johnson-Arps Model 30 Loader 
350 Mower 
71 Flexi-Planter 
11 Light-Duty Field Cultivator 
45 Integral Plow 

31 Posthole Digger 
100 Integral Disk 
205 Rotary Chopper 
2-Row Cultivator 
30 Integral Plow 
40 Rotary Tiller 
45 Rear Blade 
25A Flail Mower 

N o t h i n g R u n s L i k e A Deere" 



The last time GOLF BUSINESS 
editors played golf together, they 
played a course on which two of the 
holes flank the practice driving range. 
On one of those holes, the editor 
hooked his drive out-of-bounds into 
the trees along the edge of the range. 
When he walked up to the point where 
the ball had disappeared, he could see 
where it had stopped: in the midst of 
the d r i v i n g r a n g e , w h i c h was 
blanketed by red-striped balls. 

When the editor exclaimed "How 
the hell am I ever going to find my ball 
in there?", the assistant editor stepped 
up and answered, "That's easy. Yours 
is the one without the stripe!" 

Finding the bright spot in the 
overall picture of the golf business the 
past few years has often seemed 
somewhat like trying to find one white 
Titleist in that sea of red-striped range 
balls: you know it's there, but it just 
takes a while to spot it. 

One good way to find the bright 
spots as well as the dark in any 
b u s i n e s s is t h r o u g h s t a t i s t i c a l 
research. The National Golf Founda-
tion does a fine job of gathering data 
on the numbers of facilities of various 
types and on the amount of play on 
each of them. B e c a u s e of NGF 
research, for instance, we know that 
although the business of golf is not 
growing rapidly anymore, the makeup 
of it is shifting. More and more people 
are playing golf on public courses 
(both publicly and privately owned), 
and consequently the universe of golf 
courses is changing to include a 
greater percentage of daily fee and 
municipal facilities. 

Because of NGF research we also 
know that women golfers make up a 
greater percentage of the participants 
in. the sport than in the past. Indeed, 
according to NGF figures, 60 percent 
of the people who took up the game 
seriously (played 15 times during the 
year) in 1976 were female. 

Why a GOLF BUSINESS survey? 
As good as the National Golf Founda-
tion's information gathering is, it has 
not included all of the figures neces-
sary to paint a detailed portrait of the 
industry. The Foundation, after all, 
has l imited resources. Therefore , 
several years ago the publishers of 
GOLF BUSINESS began collecting 

Profile of the 
Industry 
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How did 1977 total facility 
expenditures compare to 1976? 
% OF RESPONDENTS 

How did total facility revenues 
compare to 1976? 
% OF RESPONDENTS 

further data on the business of golf in 
the United States. 

The magazine's researchers have 
concentrated on the specific kinds of 
data not ordinarily collected by the 
NGF, particularly f inancial infor-
mation: where golf courses make 
money and how they spend it. 

Because most golf course operators 
are not able to give complete finan-
cial data for one calendar year until 
some time into the next, the report in 
this magazine is based on an early 
tabulation of 250 returns. A complete, 
final report will be published later in 
the year; at presstime, our research 
department had received about 300 
more completed questionnaires. 

The returns on which this early 
tabula t ion was b a s e d inc lude a 
preponderance of questionnaires 
from daily fee courses (41 percent), a 
small number of resort courses (7 per-
cent), 28 percent private clubs, and 24 
percent municipal operations. 

The big picture 
Foremost in most golf businessmen's 
minds is the question "How was 
business last y e a r ? " The general 
answer would be "better than the year 
b e f o r e " — but not without some 
qualification. 

Although 72 percent of the golf 
facilities responding to our survey 
reported higher revenues in 1977 
than in 1976, 82 percent reported high-
er expenditures than in the previous 
year. 

The increased revenue was due in 
large part to greater income from 
greens fees. A greater number of 
rounds were played by golfers in 1977, 
averaging out on the surveyed courses 
to 31,869 rounds per facility and 
resulting in revenue from greens fees 
of $79,368 per facility. More than half 
of the facilities raised their greens 
fees in 1977, while 40 percent kept 
them the same and 9 percent actually 
lowered them. Fees for all of the 
courses reporting averaged $3.55 for 9 
holes and $5.33 for 18. 

Private clubs reported the highest 
average greens fees ($4.80 for 9 holes, 
$8.05 for 18), but the fewest number of 
rounds (25,625 per club) and the 
lowest revenue from greens fees ($42,-
371 average per club). Of course, a 
great number of private club mem-
bers do not pay additional fees for 


