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T T E R E is an article wr i t t en by a 
* t ravel ing sa lesman f o r a carpet 

mill. H e is a golfer of on ly med ium 
ability, b u t that doesn ' t c r a m p his am-
bit ion t o play at least 1,000 different 
courses before he ge t s too old to 
wield a put te r . At last r e p o r t he had 
shot 476 different layouts . 

H a v i n g visited so m a n y clubs, 
K e n d r i c k s has had p len ty of oppor-
tun i ty t o observe the w a y s in which 
the va r ious d e p a r t m e n t s of a golf 
o rgan iza t ion are run , a n d whi le th is 
is his first a t t empt to pose as an au-
thor i ty , his analys is of w h a t a pro-
fess ional should be ca r r i es consid-
erable i n fo rma t ion f o r the p r o inter-
ested in checking u p o n his own ra t -
ing as a n A - l opera to r .—Edi to r . 

1r was about s ix y e a r s ago I s t a r t ed 
col lec t ing golf courses . By t h a t I don ' t 
m e a n I buy them, or a n y t h i n g like t h a t 

—simply , t h e n a t u r e of my w o r k t akes me 
to a g r e a t m a n y c i t ies each yea r and I 
h a v e m a d e a hobby of see ing how m a n y 
d i f f e ren t courses I can play over before I 
get too old to t r u d g e 18 holes . 

I have played courses t h a t were mani-
cured a n d polished and g roomed like the 
h a n d s of a viol inist , and cour ses t ha t were 
n o t h i n g m u c h more t h a n n i n e t in cans 
spo t t ed a r o u n d a s tubble field; courses 
w i t h c lubhouses more o r n a t e t h a n Roxy 's 
movie h u t in New York Ci ty , a n d courses 
w i t h o u t a bu i ld ing a n y w h e r e on the prop-
e r ty ; l ayou t s where you h a d to be a mil-
l i ona i r e to belong, and c lubs where t he 
m e r e possession of a c racked-sha f t ed nib-
lick w a s t he open sesame to ful l course 
pr ivi leges . 

N a t u r a l l y , these w a n d e r i n g s of mine 
have given m e a wel l - rounded educa t ion in 
the p r inc ip le s of r u n n i n g a golf c lub suc-
cess fu l ly , s ince the m e m b e r w h o is my 

hos t in each of my var ious games invar ia -
bly out l ines in cons iderable deta i l t he 
f e a t u r e s t h a t m a k e his c lub t he best in 
t h a t pa r t of the coun t ry , and leads m e on 
a personal ly conducted tour of t he club-
house , the locker-room, the pro-shop, and 
w h a t have you. 

In t he pro-shop we genera l ly c h a t for 
five m i n u t e s or so wi th t he golf profes-
s ional , and a f t e r we leave him, t he proud 
m e m b e r tells me al l about h i s good points , 
a n d somet imes h i s weak ones. So I 've got-
ten to know j u s t abou t all t h e r e is on the 
surface of a pro job f rom the m e m b e r s ' 
s t a n d p o i n t and I t h i n k , if my golf g a m e 
was only be t te r , I could give u p pedd l ing 
c a r p e t s tomor row, t u r n pro, and do a pret-
ty good job of it. A t least I could fool 
t h e m e m b e r s fo r qu i t e a while in to t h ink -
ing I was the g e n u i n e ar t ic le . 

Of course, I w o u l d n ' t be a real pro s ince 
I wou ldn ' t know how to teach or m a k e 
c lubs or even w h a t sor t of a b ras s i e is 
m o s t su i t ab le fo r a por t ly member w i th 
a po t belly and a rus ty-ga te swing . But , 
bel ieve me, I could m a n a g e the de ta i l s of 
acting l ike a 100% pro—and he re ' s w h a t 
I 'd do. 

F i r s t of all comes personal appea rance . 
I 'd m a k e it a po in t a lways to be j u s t a 
l i t t l e be t t e r dressed t h a n 90% of my mem-
bers . I'd w e a r good-looking kn i cke r s , 
s w e a t e r and s tock ings , wi th polished spor t 
shoes and a clean, unwr ink led sh i r t . To 
comple te the ensemble I'd be clean shaven 
a n d let the sun get a t me unt i l I was well 
t a n n e d up. And I'd t r y to keep my h a n d s 
f r o m looking l ike a di tch-digger 's . 

In the m a t t e r of behavior , I'd be m i g h t y 
c a r e f u l to s t ick close to the shop when not 
g i v i n g lessons so as no t to miss any mem-
ber who w a n d e r s a r o u n d to buy s o m e t h i n g 
f r o m me. I 'd t a k e an occasional Monday 
off a n d maybe one o the r m o r n i n g a week, 
bu t t h e res t of the t i m e I'd be on t h e job. 

And I'd keep out of the c lubhouse , es-
pecial ly the locker room, except w h e n on 
bus iness . I 've seen plenty of pros who 
seemed to get a big k ick out of loafing on 



the benches in the locker-room, bu t I never 
yet have heard a member commend a pro 
for his bench-parking abilities. I don't 
th ink it pays for a pro to get too in t imate 
with his members , for a f t e r all a sort of 
employer-employe barr ier exists, a barr ier 
the pros should welcome because it makes 
the job of impar t ia l service to each and 
every member jus t so much easier. It 
seems hardly necessary to ment ion tha t I 
would never accept a dr ink on the club 
property; tha t ' s common-sense policy. 

I'd build up good-will in a number of 
ways. I'd learn to recognize every mem-
ber and call him by name, and I 'd always 
do it th is way : "Good-morning, Mr. 
Smith," never "What ' s on your chest, 
Bill?"—in other words, last names always. 
11' the oppor tuni ty offered, I'd ask h im how 
his game was, because many t imes the ap-
parent or real in teres t of a pro in a mem-
ber's progress "sells" the pro to the mem-
ber like noth ing else can do, and leads to 
sales. 

Whenever a player complained tha t he 
was having trouble with cer ta in shots, I'd 
pass him out a minor playing t ip tha t 
might fix him up, at the same t ime telling 
him tha t if t h a t didn ' t work I'd be glad 
to give h im a lesson and get at the root of 
the trouble. 

Occasionally, when business was light 
around the shop, I'd cut myself in on a 
game with some of the members; never 
in advance, however, but a lways as a two-
some or threesome was s ta r t ing out. And 
I would re fuse to gamble with them for 
obvious reasons. 

Local exhibi t ion matches for char i ty , 
distr ict and sectional open tou rnamen t s 
would always find me among those pres-
ent ; such matches are wri t ten up in the 
newspapers and the publicity is wor th a 
lot more than the time sacrificed. 

In the ma t t e r of lessons, my first rule 
would be promptness. Nothing can ruin 
the temper of a member quicker than to 
come out for lesson and find the pro has 
overlooked the appointment or ha s been 
called away and will not be back for fif-
teen minutes . 

My second ru le would be to be generous 
with my t ime. Lessons are not ve ry inter-
est ing to the teacher, whether i t ' s reading, 
wri t ing, a r i thmet i c or midiron stfiots, and 
many pros tend to shorten a half-hour les-
son to 25 minu tes and an hour ' s session 
to 55 minutes through sheer boredom and 
a hope the member will not notice he has 

been short-t imed. Too long a lesson is 
bet ter t h a n too short . 

Th i rd ly , whether I fel t so or not, I would 
appear on the surface to be extra-special 
interested in solving the pupil 's golf mis-
eries. Not for a moment dur ing the les-
son would I let down in pace. And this 
business of keeping the session business-
like would apply with double force when 
ins t ruc t ing women members ; one unfor tu-
na te fami l i a r i ty and many a pro's reputa-
tion has sunk below par . 

So much for my own personal efforts. 
How about my shop? 

Most impor tan t of all, it would be clean, 
spotlessly so, a t all t imes. I'd s tand for 
no dus t anywhere and be generous wi th 
the pa in t brush. I'd have my stock of 
merchandise pleasingly ar ranged, easy to 
reach and handle, and every single i tem 
plainly price-marked. 

There would be a good representa t ive 
stock of all leading b r ands of golf goods, 
but I would not a t t emp t to stock every 
possible want of my members , especially 
if ano the r brand was jus t as good or su-
perior . 

No need to stop when the shop has been 
made spotlessly clean. My shop will be 
decorated with pictures of well-known gol-
ers, f amous golf holes and impor tant tour-
n a m e n t s of the past. The more I can 
make it look like a golfers ' a r t gallery, the 
bet ter I ' ll l ike it, because my shop will 
then be one of the s ights of the club, mem-
bers will br ing thei r guests around to 
show them the exhibit , and this will re-
act indirect ly by boosting my shop sales. 
• Of course I will not overlook full use of 

manufac tu re r s ' display s igns and posters. 
This freely-offered publici ty mater ia l has 
cost them a lot of money to prepare, and 
properly scattered a round the shop will 
add color and appeal to my salesroom. 

In addi t ion to a representa t ive l ine of 
golf goods, my shop will carry a l imited 
line of men 's haberdashery . No sense try-
ing to compete aga ins t the local mens-
wear merchan t s by ca r ry ing everything a 
member can possibly ask for, but some 
good qual i ty golf hose, spor t shir ts , sport 
belts, gar ters , caps, r a in jackets , sweaters , 
windbreakers , and t ies will sell readily and 
add considerably to my yearly income. 

In the ma t t e r of shop selling policy, I 
would firmly hold to one ma jo r premise : 
"The customer is always right." F rom the 
beginning. I th ink , it can be assumed t h a t 
my members will be a p re t ty good bunch 
of spor t smen; therefore an open policy of 



sat isfact ion will pay out in the long run, 
even though occasionally it may be abused. 
Bet ter to lose ten dollars on one transac-
tion t h a n to t u rn loose in the locker-room 
a member disgrunt led over a deal ing with 
me, whe the r justified or not. Such a m a n 
can give b i r th to a lot of misery for the 
unsuspect ing pro. 

"One Price to All" is the second plan I 
would fix firmly in my sel l ing platform. 
The prices marked on the merchandise 
would be the selling price to the president 
of the club, my best cus tomer among my 
members, and everyone else. At the end 
of the season, I might have a clearance 
sale to reduce the winter s tock carry-over, 
but such a sale if I held i t would be her-
alded several weeks in advance to all the 
members by means of a sign in my shop 
and maybe a letter to thei r homes. 

My members would never be charged for 
nominal service such as wrapp ing grips, 
refacing woods, binding-up cracked shaf t s 
and the like. Nor would I accept t ips for 
these l i t t le jobs. They take up very l i t t le 
t ime and the fact t ha t I am eager to ex-
tend the helping hand in these minor and 
purely "service" ma t t e r s cannot help but 
boost my s tand ing among my members. 

I'd let any member t ry out a c lub before 
buying it ; in fact, I'd almost ins is t he t ake 
it out for a round or two. Of course I'd 
expect h im to take good ca re of the club 
and e i ther buy it or r e tu rn it in good con-
dition wi th in a reasonable period, but I 
am sure more sales would resu l t f rom th i s 
policy than a less l iberal one. 

The women golfers a t t he club would 
come in for plenty of a t t en t ion f rom me, 
because I believe the grea tes t addit ion to 
the r a n k s of golfers at my club must nec-
essarily come from the wives and daugh-
ters of members , and any in t e res t I can 
arouse in t h e game of golf among the 
women will be bound to resu l t in sales of 
golf equipment f rom my shop. There ' s no 
real added expense involved in cul t ivat ing 
women's t rade , but the profi ts a r e there— 
why no t go a f t e r them? 

The same thing, a l though somewhat less 
impor tant , applies to the jun io r s around 
the club. I 'd go a f t e r the sons and daugh-
ters of members with all t h e in teres t I 
could mus te r . I'd organize classes, ar-
range one-day junior t ou rnamen t s , appeal 
to the na tu r a l competitive sp i r i t of young-
sters. Golf is comparat ive ly s ta t ic as a 
sport to persons under 18—they like a 
game wi th more action. Nevertheless, 
they a r e going to grow into m y customers 

la ter on, so I'll not neglect them jus t be-
cause they don't represent an immedia te 
profit. 

If the caddies were under my jurisdic-
tion, I'd "sell" the club on un i fo rming 
them if I had to put up par t of the cost 
myself. I cannot help noticing t h a t clubs 
where the bag-toters a re uniformed have 
the best t ra ined boys. I suppose th is is 
because more discipline is possible unde r 
such circumstances. And, of course, I'd 
hold a caddie school once a week to edu-
cate the boys in the finer points of the i r 
job. 

The re are plenty of other th ings a good 
pro must do it if he is to appear 100% to his 
members , such as handl ing club publicity, 
r u n n i n g club events, collecting green fees 
and set t l ing disputes over the rules of golf. 
But why waste space describing perfect ly 
obvious chances for service? The good pro 
does them as a ma t t e r of course. 

I suppose the var ious points I have 
dwelt on in this ar t ic le will seem pre t ty 
t r i t e to the old t imers among the pros. 
And even a lot of the younger members of 
the profession will smile a t the obvious 
e lementary points I have brought up. Yet 
I ven tu re to say tha t not one pro out of 
a hundred , young or old, established or be-
g inner , gives his job all the a t tent ion to 
detai l it can, s tand, no mat te r how ambi-
t ious he is to boost h i s income. And a 
pro's job is a detail job—let no one tell you 
different . 

Ins tead, if pros will use th is ar t ic le as 
a sor t of self-analysis guide, will " r a t e " 
thei r activity in respect to each of the 
points brought up and pick out the ones 
on which they know they are weakest, and 
will then concentrate on remedying these 
faul t s , I am sure a grea t deal of reforma- , 
tion can take place and added profits re-
sult . 

J A C K D I L L O N D I E S A T C H I C A G O 
Chicago, 111.—J. H. Dillon, for a n u m b e r 

of years a popular figure in pro golf ac-
t ivi t ies in the centra l west, died early in 
May a t Chicago, a f t e r a prolonged illness. 
Jack was a grand l i t t le fellow and a host 
of f r i ends lament his passing. Pr ior to 
engaging in the golf manufac tu re r s ' 
business in Chicago, Dillon was Chicago 
manage r for the Burke Golf Co. 

The business of the J . H. Dillon Co. is 
being continued by Mrs. Dillon toge ther 
wi th the boys who were operat ing the 
place dur ing Jack ' s long illness. 




