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have sold quite a number of matched sets 
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 
club repairing, cleaning, sales of new and 
used clubs, bags, halls and Instruction. 
These report sheets are filed away and 
hound 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. M.v business 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 Ihey 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 " in 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 
in quality. 

Ask yourself, "Does a $13 cluh In a dusty, 
untidy and carelessly kept shop look like 
H'B worth $12 of any sane buyer's money?" 
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