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11. I would waul a man tha i would take 

an Interest In ihe club; I would always 

welcome suggestions as lo improvements 

—the cutting of expenses, runn ing tourna-

• ments, etc. It Is easily noticeable all sue-

cessful pros are vitally interested tn their 

clubs. 

12. 1 would want h im to he a member 

* in good standing of the Professional Rolf-

ITS' Association of America. 

For such a man I would do ail in my 

power as a tmard member to see that he 

got the support of all the members, so as 

to have hfm contented and satisfied If he 

could not give satisfaction we would he 

on the look-out for a new pro, I would 

" inv i te him to Board meetings; would en- | 

courage him at the needed t ime; would be 

his loyal fr iend; would try and not have 

, t he usual propaganda that gets out say-

ing that the pro's merchandise is higher 

than his competitors', or that he was mak-

ing three or four timeB as much money 

^as be actually was—which is such a very 

common thing of today. 

If this were done, we would bave a satis-

fled, welMtked pro, a better club and a 

contented Board 

A man l ike this would not be bard to 

obtain, although it sounds as If tt is a lot 

for one man to do. But a pro succeeding 

in the business does all of these and more I 

too. 

Change of Scenery to Pep 

Up Sales 
By FRANK WILLIAMS, 

Pnj/eiiiaxnf, MmltiV Country Clvh 

ONE Important detail of professional 

sales operations th is year, In view of 

the lively merchandising interest mani-

fested hy pros must he making changes 

in the shop so the members' Interest is 

awakened by the novelty and attractive-

ness of the revamped establishment. Rspe-

da i l y in the case of a pro starl ing his first 

season on a new Job must this part of the 

work l>e given serious consideration. The 

conditions are surh that a pro is afTorded 

an excellent opportunity to woo back the 

trade that might have strayed away from 

the shop, due probably to no especial error 

of omission or commission on the part 

of the pro, but because of the wanderlust 

that seems to be a part of tbe American 

buying temperament. 

In my own case, I am remodeling the 

shop so It will not seem the same to the 
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so 

reasons 
for using 

Hickory 
Shafted 

i c l u b s ^ 
I The L e a d i n g Amateur says—"I have 
I. learned my game with Wood Shafts ;wd 
until I become unable to procure Good Hick-
ory or umil Steel Shafts are made, which 
ACT and PEEL like Wood, I shall continue 
to use Wood." 

2 Requeued to name the World's ten I,cad* 
ing Golfers, a well known writer listed nine 

who use Hickory Shafted Clubs. 

3 in a test of over ISO Drives. Hickory 
Shafted Clubs averaged over 14 yards 

greater distance than Steel. 

4 High (trade Hickory Shafted Cluhs arc 
From 10 to 30';! (rtiffer than Steel. 

5 The Government report places standing 
Hickory at S IXTEEN B ILL ION FEKT 

and the consumption, »t approximately the 
annual growth. 

THESE facts will prove that no shortage 
of Hickory exists for making l;irst Ouality 

Shafts, which leading Professionals nnd Golf 
Manufacturers state there has never been 
found s satisfactory substitute. 

The opinion of these men should influence the 
Golfing 1'ublic to use Wood Shafted Cluhs and 
not to accept incorrect information regarding 
Hickory. 

We arc the first to introduce guaranteed uni-
form grade, machine tested for stillness, nature 
cured Golf Shafts. 

GOLF SHAFT & BLOCK CO. 
M e m p h i s . T e n n e s s e e 

v A R R O W B R A N D < 

Gol f Shafts - Heads - Blocks 

O O L F D O M 

members. People tike something new, and I 
am going to try to give it to them. New 
display racks are being installed with dis-
play facilities for a stock several times as 
targe ns that normally carrleu. The re-
vamping plan calls for re-decorating tbe 
entire shop with some pleasing color that 
fs easy to keep dean. The policy is to 
be an attractive, fresh appearing shop, 
plus a complete Itne of the best clubs at 
the same prices as the better class down-
town stores. 

Many times members think they pay the 
pro more lhat the store rharges. Kven 
though the store's merchandise is not the 
same high quality as the pro's, tbe pro Is 
unjustly penalized and seldom given a 
chance to go Into detail. To counteract 
Ihis thought 1 intend to send out a letter 
to all of our members telling them lhat my 
prices are the same they have to pay 
down-town. 

The customer must have a good assort-
ment of standard, highest grade, brands, 
and that we give them in our new shop. 

Handl ing the "Crab" 

I believe that many of us lu the pro 
tribe are inclined to pass up the member 
who Is termed a "crab," I do not wish to 
Imply that 1 have not done so tn the past, 
ellber, but from now on tbe "crab" is the 
one person who ts going to he pleased If It 
Is humanly possible. The crabs always are 
the hifrgest and loudest talkers. They cer-
tainly can do the pro a lot of harm or 
good—so why not ninke sure that It's the 
latter? 

Assistant Pros Need More Help 
Bv F. PLAV t 

MV COMPLIMENTS to Paul Scott on 
his recent article in GOLFDOM re-

lating to tbe status of the assistant. It 
served to draw attention of the thinking 
men in the profession to the assistant's 
need of better conditions of employment 
and training, and to the wisdom of mak-
ing these needs a matter of P. G. A, s tudy 
and action. As the matter stands now, 
the assistant can shift for himself as besi 
be may, and this Is nut a situation that 
the P, G. A. should permit. 

Someone should blush at the assistant 
pros' wages mentioned in Scott's article. 
Whether it should be the professionals or 
the clubs I'm not sure, 1 

I know of boys who have been brought 
up since they were wee laddies to be pro 


