
44The professional's shop has to he every 

' bit as attractive in appearance and 
service as every other sector of the club-
house or the club loses an opportunity 
to register a pleasant impact on every 
golfer who visits the club" says Abe lieck-
man, widely known pro at the Fanchtand 
Hill club in Midland, Tex. 

"A golf club must have personality; 
If it doesn't it is only building material 
and plumbing and furnishings. It has to 
he ahve and cheerful — a place of es-
cape from worry and care, or it doesn't 
deserve to be called a country club. Its 
pro shop, the link between clubhouse and 
the golf course, is the place where club's 
character must be expressed." adds Beck-
man, 

Hanehland Hill is a club with person-
ality of the traditional Texas type: big, 
friendly and rich. It is owned by H. L. 
Winkler and Walter Thompson, The first 

Above i' on overall view of Abe Beckman's shop 
'n Midland, Tex. The way in which stock is stored 
under the picture window is shown in the ctoseup 

at left. 

Ranchland Hill 
Shop Mirrors the 
Texas Tradition 
The Soufhwest's fargest pro ouf/et 

brings players in from far and near 

nine was built in 1947 by Warren Can J 
trell; the second the next year by Ralph 
Plummet-. 

The club has a rambling ranch style 
clubhouse that cost around a million dol-
lars, The pro shop is located close to the 
first tee. Windows on one wall of the 
shop open onto a delightful view of the 
first tee and the home green area with 
lawn tables, umbrellas and chairs for the 
ease of waiting golfers, bulletin boards 
in the shade of a huge, spreading tree, 
and altogether a pastoral panorama of 
west Texas. 



Here's another v i e * of Ronchlond Hil l 's f ine shop, looking oway f rom the picture w indow, Jock Walker , 
assistant pro, and Abe Betkmon ore seen in the inset. 

The shops picture w indow is a fine 

exhibit o f the combinat ion of the practical 

and the beautiful that is seen in the shop 

Abe Beckman designed. It is h i gh enough 

from the floor so there is room for storage 

of shoes (five boxes deep), shirts, sweaters 

and other apparel underneath it. 

Chairs in a corncr by the w i n dow make 

shoe-fitting and buy i ng very comfortable. 

O r , if a golfer is sitting and wait ing in the 

air-conditioned shop unti l his p l ay ing com-

panions show, there is a lot o f good look-

ing golf merchandise, clubs, bags, apparel 

a nd accessories r ight before bis eyes in-

viting closer inspection. 

Not Fenced In 

The shop is 68 feet long by 28 feet 

wide . It is smartly departmental ized. That 

makes shopping easy and gives the pi nee 

the atr of a large, dc luxe depar tment 

store. I n general, the divisions of the shop 

are the ba l l , g love, head-cover and small 

accessories counter, cases and shelves; the 

woods and i ron sets, tbe bags and bag 

carts, men's appare l . Women ' s apparel , 

shoes; putters, wedges and special clubs; 

a nd headwear (men's and women's in 

separate displays). 

Shirts are displayed on inc l ined tops of 

open storage compartments that make tbe 

presentation of a large variety of colors, 

styles and sizes very Convenient. 

Look at This Women's Business! 

Ladies ' shorts and slacks arc displayed 

in the center of the shop. Beckman sells 

more than 600 pairs of women's shorts 

and slacks annually. He does about as well 

on men's shorts and slacks. H e does a 

great deal of business wi th golfers f rom 

small c lubs in Wes t Texas where there 

art; no pro shops. These people come con-

siderable distances to get exactly what 

they want in the largest pro shop in the 

Sou thwes t 

"Hones t Abe" as the Texans call h im , 

a nd his assistant, Jack Wa lker , make wise 

use of color in their displays. Tbe shop's 

artificial l ight ing, its specially woven car-

(Continued on page 66 ) 



NU-TYPE® 
Green Lawn Spray 

(A Paint, not a Dye) 

Gives a beautiful, 
lasting green color 
to dormant grass, 
brown areas, etc. 

Fade fies/sfanf 
Will Not Harm Vegetation 

Rain Resistant 
• 
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Keeping in Touch at Tucson 
(Continued from page 52) 

rade officials. E ven safecrackers f ind use 

for t h em . , 

A l l ied estimates that 25 per cent of the 

mi l l i on Ci t izens B a n d transceivers in use 

are por tab le walkie-talkie rigs. The type 

used a t Tucson Nat iona l has a 1-watt in-

pu t ra t ing and an effect ive range of u p 

to 5 miles in flat, open country . The units 

used a t Tucson Nat iona l adequate ly cover 

the extreme distance be tween any t w o 

points on the course, accord ing to Wi l-

l i am Nan i n i , developer o f the c lub . 

Exam N o t Necessary 

F o r the Knight-Kit KC-4000, a Federa l 

C o m m u n i c a t i o n s Commiss i on license is re-

qu i r ed , bu t there is no examinat ion need-

ed. A n app l icat ion for a pe rm i t to oper-

ate comes wi th each kit. T h e F C C has 

a l ready issued more than 400,000 C P 

licenses a nd is processing abou t 22,oOO 

each mon t h . 

T h e uni ts used at Tucson Nat iona l em-

ploy n i n e transistors. They have telescopic 

an tennae , local-distance cal l switches a nd 

provis ion for connec t i ng an earphone or 

external speaker. A sque lch circuit elim-

"jackerc mates background noise w h e n n o signals 

' * ~ " " s d b y 

le nick-
are be i ng received. P owe r is supp l ied b y 

f lash l ight batteries or a rechargeable 

el c a d m i u m cell. 

In the Texas Tradition 
(Continued from page 30) 

pet inc , the furn i ture and , o f course, the 

merchand ise arc shrewdly comb ined to 

demonst ra te Abe's sales theories: 

(1) G o l f is a g a m e for sunshine, so gay , 

co lor fu l displays fit perfect ly into the 

s tag ing of golf merchand i se sales; 

(2) The re is some th i ng about l ively 

colors that stirs b u y i n g impulses. 

T h e Ranch l and H i l l p ro shop is defin-

itely one o f the b i g at tract ions of the c l ub ; 

so dist inct ive, in fact, tha t golfers for hun-

dreds o f mi les a round M i d l a n d talk abou t 

w h a t they have b o u g h t a n d wha t they are 

p l a n n i n g to buy a t Hones t Abe 's shop. The 

i l i t * 1 * " j ' ' ' ' 

q u a ! . . , a — 

fr iendly service of Beck m a n a nd W a l k e r 

pu t a p r e m i u m in the buyers' m inds on 

wha t is bough t a t R a n c h l a n d Hi l l . 

JlaLJlJIIJc, tU IJUJr Hi l l i ' n t a i " i / v j . 

personality of the shop, its big stocks of 
fine quality golf merchandise and the 

Look for I t ! Go l f d om ' n 
October Annua l Plu l i n ing Issue 




