
Feedback 
Do you have a gripe with the industry? Or 
praise for some facet of it? Voice it in Feed-
back: a forum for your ideas on topics we 
have or haven't covered in GOLF BUSI-
NESS. Readers interested in expressing 
their views can write to Feedback, GOLF 
BUSINESS, 9800 Detroit Ave., Cleveland, 
OH 44102. 

Getting southern support 
I think Mac Hunter's article in Feedback (GB, 
Aug.) was well written and extremely factual. 

The PGA's aim should be to determine 
what we want the golf profession to be and 
work in that direction. Believe me, everyone 
here is working hard, but I don't believe our 
association has decided exactly what it wants 
for its members. 

Gary Wiren 
PGA Director, Club 

and Professional 
Services 

Lake Park, Fla. 

their professional; and when the profit is not 
his, sales fall off. Their incentive to buy is sim-
ply not there. 

If Mac Hunter should go back to trying to 
make a living on the giving of golf lessons — 
and receiving some form of salary — McDon-
ald's just might become his favorite eating 
spot. 

There are not enough hours in the day or 
season for the professional in the east or mid-
west to give enough lessons to make a decent 
living. Here in California we do have more 
hours, but there are darn few professionals 
giving $5,000 worth of lessons a year. Add a 
salary to this and what do you have? The suc-
cessful professional of today must be able to 
wear many hats. 

Mac, we've come a long way since you 
and I got started in this game. Why not let our 
new crop of eager and well-trained younger 
golf professionals have the same chance of 
making it as you and I? 

Bob Gutweln, Pro 
Rancho Bernardo Country Club 

San Diego 

Conflict of interests 
It was with a great deal of distaste that I read 
the Feedback article by Mac Hunter. 

While I am aware that Mac Hunter has al-
ways had a rather low profile of the PGA im-
age, it was unthinkable that he should write 
such an article. Perhaps he was so busy at 
Riviera Country Club he failed to see what was 
going on around him. 

While Mac was so involved, the PGA has 
been making great strides in all ways of train-
ing their members to be first class profession-
als. 

Many hours of schools and seminars, con-
ducted around the country, are spent on 
teaching, tournament control, bookkeeping — 
and all phases of the day-to-day problems 
and situations that confront today's golf pro-
fessional. 

Yes, and much time is spent on merchan-
dising, for it is, and will always play, an impor-
tant part in every golf professional's income. 

Mac Hunter has somehow forgotten that 
many, many members want to buy from their 
professional; therefore, it is important for us to 
see that our shops are stocked with the kind of 
merchandise they want, at the least possible 
price. 

Again, Mr. Hunter has not kept up-to-date 
on the fact that time and again, after a club has 
taken over the golf shop, sales drop as much 
as 30 to 50 percent, therefore losing money. 

Why? Because members want to buy from 

Mac Hunter replies: 

I think Mr. Gutwein flubbed his approach shot. 
The point I made was there are other alterna-
tives open to PGA golf professionals besides 
clerking a haberdashery store seven days a 
week. 

Is it such a sham at club professionalism to 
be paid a salary for performing those func-
tions that best befit our profession? 

I have never been opposed to owning and 
operating a full concession job — but neither 
have I been opposed to being salaried re-
spective to the services I could capably pro-
vide. 

If the shoe fits, the club professional must 
be ready to wear it. I certainly couldn't agree 
more with "what is good for one pro in one 
area is not necessarily good for another." On 
the contrary, it is precisely the emphasis on 
this point that makes me an advocate of total 
job preparedness for the PGA golf profes-
sional. If a man wishes to become a ribbon 
clerk that's his choice and more power to him 
— but because he chooses this area of dollar-
ism he shouldn't call himself a golf 
professional in the true sense of the term. 
Teaching, playing, running a tournament pro-
gram, and the proper fitting of golf equipment 
to customers — these are the tools of our 
trade. Or they used to be. 

My suggestion stands pat. It's time we get 
back to performing these skills. They are uni-
que and they are ours. While we're at it let's be 
paid a fair wage for the doing. 
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