
"P at Outline of P ro Volicy 
—and Some Other Pro Tips 
NOT only the professional , but many 

ano ther business man will find spur 
to thought in the comment on the 

soundness of the pro poiicy of safe and 
sane sel l ing as laid down by J. A. Patter-
son, professional at Pot rero C. C., Ingle-
wood, Calif. 

" P a t " has long had the reputa t ion of 
being a s t ra ight- forward t h inke r on th is 
subject of pro merchandis ing and when 
he l ines up the American tendency to-
ward high-pressure selling wi th the in-
evitable consequence of a relapse f rom 
which m a n y businesses are suf fer ing now, 
he confirms the logic of the general pro 
selling pract ice. 

Pa t te r son does not advocate lying down 
and le t t ing business d r i f t in. Not by a 
long way. He believes in a fellow keeping 
his eyes and ears open and hus t l ing . But 
at the same time, he is dead set against 
s t rong-arming the t rade into buying the 
last red cent 's wor th of golfing supplies. 
"Find out wha t they need and then em-
ploy the gentle, pers is tent and effective 
selling method of suggest ion," is the Pat-
terson policy. In car ry ing out th i s policy 
he emphasized the value of the r igh t sort 
of pro-shop display. By work ing on such 
a p la t form. "Pa t " says the pro is giving 
his members selling service t h a t contrib-
utes to the value of membersh ip in any 
golf club. 

Thoughts on the correct policy for to-
day's pro merchandis ing, as laid down by 
Pa t te rson , r u n : 

Does your head ever get dizzy f rom look-
ing at and being mixed up in the speedy 
wheels, gadgets and whatno ts of th is two-
hundred-fifty-mile-an-hour age in which we 
live? 

Television, radios, a i rplanes , seaplanes 
and all the "ahead-of-the-minute" chain 
l ightn ing methods of the business world 
a re enough to make us old codgers shud-
der as we t r y to penetra te the picture of 
t he fu tu re . 

Yesterday, the whole policy of t he busi-
ness world, f rom the m a n u f a c t u r e r down 
to the re ta i ler , was high-pressure, speed, 
"knoek-them-down-and-make-them - like - i t" 
stuff, un t i l t h e whole count ry was in a 

maze of debts so big it seemed tha t day-
l ight would never appear . Today, the high 
pressure salesman is muzzled and we a re 
gradual ly r e tu rn ing to normalcy and new 
a d j u s t m e n t s mus t be made. 

The day has passed (let us hope never 
to r e t u r n ) when the customer will s t and 
so t h a t his money may be hi-jacked f r o m 
him wi thout a holler and the policy of the 
golf professional is no different f rom t h a t 
of any other business man in tha t he must , 
if he wishes to prosper, "play the game" 
with his customer, constant ly keeping in 
mind the fundamen ta l principle of t r u e 
success, Dollar for Dollar value, and, if 
necessary, just a l i t t le bit better than t ha t . 

The policy to be adopted by a profes-
sional in re lat ion to his club members 
must , of necessity, vary. No two prob-
lems are identical, nor do I believe any 
fixed rules can be laid down which will 
govern all cases, but I do believe tha t if 
the pro will realize t h a t he is deal ing wi th 
business men and tha t they, as such, ap-
preciate sincere effort , he will be success-
ful . 

There are a few rules he must watch 
most careful ly. A small representa t ive 
stock a t t rac t ive ly ar ranged, with each 
piece of merchandise plainly priced, is a 
sign of good business and the " f r i end ly" 
pro is the one who is eternally and hon-
estly interested in his members ' golf 
t roubles and successes, and can diplomat-
ically listen to thei r o ther troubles wi thout 
hea r ing them. 

Summing up, the whole secret of busi-
ness to me is interested service, the r igh t 
merchandise properly priced plus more 
service. 

YOUNG Jack Fu l ton , our team-mate, 
contr ibutes the s t a r boy-scout deed of 

the day to the pro cause. 
Locking up his cigaret tes , sh i f t i ng pa-

pers f rom one pile to another , and giving 
o ther evidence of deep thought , Jack un-
burdened himself thus ly : 

"Have you ever heard of a pro giving 
a f r e e playing lesson to each new member 
of the club? The pro could get a list of 
the new members as elected and by tele-
phone, in person or by let ter (preferably 
by phone or in pe rson) , invite the new 
member to play a round with him some 




