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Hand trades. Seeing to me "Superintend- ship and good fellowship is always lack-

ent of the Golf Course" or some name of tng on courses that are not so well kept, 

that character would be tuore applicable T h i s condition is sometimes due to lack of 

in this day and age. funds as well as other factors. But I do 

mean that it Is very seldom you dud a 

Close Coopera t i on well kept course where there is continuous 

A closer cooperation between the green- friction between the greenkeeper and the 

keeper and green committees Is very evl- higher ups. 

dent on this coast. There Is less bossing 11 'B a l a o noticeable that this same splen 

and more desire to work with the other d i d s P , r l t o f cooperation has taken hold 

fellow than ever before. The greenkeeper b e t* ' e < ; n t h c greenkeepers of the various 

is being given more latitude and more o o u r s M ' , T h e y a r e friendlier to one an-
chance to develop and catty out his ideas. o t f ' V * * v j s ' t

t
w l c h o t h " 6 f ^ 0 " " * ? 

' , ,, '' and study and discuss each others prob-
Wherever you find a well kept course you I ( m s H e r e | B s o u t h e r n California they 
generally find a greenkeeper praising his 1 | a v e o r m % U H a ^eenkeepers' association. 
boss, the green's chairman It is my They meet at a different course each 
opinion that us long as this feeling of m o n t h and discuss their problems. I 
friendship, good fellowship and closer co- understand this same idea is being carried 
cperatlon between the greenkeeper and out In many other states. If properly con-
green chairman Increases we will have tinued the results are bound to be reflected 
many more improved golf courses, I in better golf courses, better golfers and 
don't mean by this that this same friend- more of them. 

Snappy Selling Gives Pro 
Edge on Market 

Bv H A R R Y SCHOPP 
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IN these days I believe for a pro to be 
successful he must become a merchant, 
that Is to say he must handle clubs ~ — * — 

from the highest price to the cheapest, or — --
in fact try to have anything else that the 
golfer might desire from the cheapest to T/ l 
the expensive in lags or other accessories. , 1 — 

By giving the customer any article he 
or she might desire the pro thereby pre- ' — " 
vents (he customer going elsewhere. By 
this practice I have been successful in 
holding business, I keep two men and a 
boy in the shop, one of whom does noth-
ing but the repairing. The boy does the 
cleaning of the clubs and the arranging of 
the Btock and one man looks after the 
telling end. 

I have an exhibit every spring and fall 
at one of the large banks in the downtown 
districts of our city. I believe this to be 
one of the best selling methods I have ever 
undertaken. Thousands of people passing S I S 

in and out of the bank always stop to 
look at the attractively arranged exhibit. 
There is a man in charge to explain the ^ 
construction of halls and the cluhs and he ** 
also explains the use of each club. We IIU« Mri«>mi k<n» record. 
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have sold quite a number of matched sels 
of woods and irons to players from other 
courses other than South Grove. We have 
also sold a great number of sets to people 
who had never before played the same, but 
who have been attracted by the exhibit and 
are wooed Into taking up the game, 

I meet the department store competition 
ty underselling, and I am able to do this 
by getting these clubs in large quantities. 
I have several sets of used ladies' clubs 
which we have women try especially if 
they are beginners. The man in charge 
cf the sales always shows the latest In 
<lubs and the newer accessories. 

The profit from the ball and club sales 
is about 7fi per cent greater than that of 
instruction. A daily report sheet is made 
out at the end of each day's business and 
with the aid of extra keys on the cash 
register we are able to tell at a glance the 
d u b repairing, cleaning, sales of new ami 
used clubs, bags, balls and Instruction. 
These report shepts are filed away and 
bound together at the end of each year. 

Now you see it is an easy matter to go 
back over the reports and find just what 
business you did on any date the year 
preceding I have these filed away for the 
past two or three years. My huslness has 
Lever fallen behind and has been on a 
gradual increase. I believe the rearranging 
of the stock at least once a week is very 
helpful In stirring up sales. 

A mistaken but prevalent Idea that keeps 

down pro shop sales is the belief or many 
members that when they buy from tb,? pro 
shop they are going to pay an excess price. 

The first idea that a pro wants to get 
across to his market is that the merchan-
dise in his shop Is "tn l ine" for price. 
Start off the propaganda by circulating the 
idea that the pro shops get the pick of the 
manufacturers' stocks as the pro's trade 
won't stand for anything less than the best 
tn quality. 

Ask yourself, "Does a $13 cluh In a dusty, 
untidy and carelessly kept shop look tike 
H'B worth $12 of any sane buyer's money?" 
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CHd<1 t in a n mii ldit i t t h e imml 
Iif it* nniiir.ll raeltlUpH. Ilrfnre )..nit II.,- mem. 
turn |in.hiilil> will tulir II till rrimi till- k(rl» anil 
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I I " ' or t he Mr.-Iim. The n n I m m l n i i |n«>t l« h r . 
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wr l l ae i i a l n t r i l i t i l f H u h . 


