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Harbert's Policy, 
* 

"I've got it, or 

> I'll get it quick" 
r 

Makes Pro-Shop 

Buying a Habit 

By HERB GRAFFIS 

HARBERT 'S T A L E is a tonic f o r that 
tired f ee l ing that some of the boys 
are incl ined to ge t when they think 

of pro shop merchandising. Th i s w i r y lit-
tle guy Harber t is the pro at the Battle 
Creek (Mich . ) C. C. and in addit ion to 
being one of those alert and ac t i ve lads 
who makes a good profit during the sum-
mer by super-service to his players, is one 

* of the rare ones who makes money out of 
a winter gol f school in a city of 45,000 
population. 

^ n i i H f l l M M l f t 

Harbert's winter school has smart window 
trim to get holiday and traveler business 

during the "off-season." 

T h e ads for the Batt le Creek health 
foods have featured the slogan, " there ' s 
a reason, " and the same phrase appl ies 
to Harber t ' s pro merchandis ing success. 
The f e l l ow is thorough. F o r instance, on 
women ' s day at his club, Harber t has dis-
played in his shop common pins, sa f e ty 
pins, needles and thread fo r the conven-
ience of the women. T h o s e i tems are f o r 
f r e e use, but Harber t a lso has promi-
nently displayed these days some special 
merchandise at bargain pr ices for women. 

Some of the other f e l l ows don't think 
that f a r into the details and then wonder 
w h y they are not cashing in on the golden 
ava lanche of women 's business that is 
hik ing the golf goods sales of compet i t i ve 
stores. 

Ano the r shining example of Harber t ' s 
far-thinking methods is in the location of 
a W e s t e r n Union te legraph agency at his 
shop. Many of the p layers at the Ba t t l e 
Creek club are v is i t ing big business men 
w h o are gett ing in a f e w rounds whi l e 
they are taking t reatment at the Bat t l e 
Creek sanitarium. Thes e men appreciate 
the w i r e serv ice and the nove l ty and 
va lue of te legraph fac i l i t i es at a pro shop. 
Harbe r t even has a good supply of change 
in his cash reg is ter so the members who 
have to pay off on the ir excess ive con-
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Front part of Battle Creek shop gives players inviting introduction to balls and 
accessories. 

fidence in their games can g ive down 
painlessly and quickly without having to 
chase al l o ve r the clubhouse for dimes, 
quarters and halves. 

A Players' Service Station 
The Bat t le Creek players can get about 

every th ing they want f o r their games at 
Harber t ' s shop. H e is an exper t buyer, 
picking only foremost brands and watch-
ing his inventory so he doesn't get stuck 
with s low moving merchandise or lose 
present and future sales by being out of 
stock. 

H e r e is a list of the merchandise in the 
Batt le Creek pro shop: 

Clubs—Men's , women 's and children's 
(domest ic , imported and bench made ) . 
A l l standard makes of go l f balls. 
Bags—Men ' s and women 's . 
Carry-al l bags—Men 's and women's. 
Sweaters . 
Swea t e r and hose sets. 
H o s i e r y — M e n ' s and women 's . 
Garters . 
Tees . 
Shoe trees. 
Shoe horns. 
G loves—Men ' s and women 's . 
Be l ts . 

Neckt ies . 
Shirts. 
Sports underwear. 
Rubber sandals. 
Rubber play balls. 
Knickers . 
Locker tidies. 
T e e holders. 
Pract ice ball bags. 
Leather coats—Men 's and women's . 
Rain jackets. 
Rain capes. 
W o o l coats. 
Bathing caps and shoes. 

Shoes are handled by special order. 
Harbe r t handles Wanamaker ' s Tourna-
ment. Sportoccasin and French, Shr iner 
and Urner lines. 

Knickers , sweaters and hosiery are 
handled on consignment by Harber t and 
he gets 20 per cent profit on these i tems 
as sold. N e c k w a r e and shirts he buys 
outr ight, get t ing standard, high grade 
brands with moderate prices. The re ' s 
good psychology in this, as Harbert 's cus-
tomers learn f r om their previous ac-
quaintance wi th the standard brand adver-
t is ing, that the pro shop prices and mer-
chandise are r ight . 



Note how Harbert has matched sets displayed so any prospect can handle any club 
easily. Bags are out for inspection, too. 

L i t t l e points that f requent ly are over-
looked g i v e Harber t a chance to make a 
favorable impression on his customers. 
W i t h each set of wood clubs sold he 
gives, f ree , covers for the heads. When 
iron sets are sold he g ives tee holders 
as premiums. 

Club c leaning charge for the season is 
$10 at Batt le Creek. Minor repairs are 
f ree . The club cleaning includes polish-
ing shafts and heads and c leaning faces 
of wood clubs. Heads are varnished, if 
advisable, and shafts are lacquered. The 
lacquering is done with an air spray, Har-
bert hav ing found spray work much 
neater than that done with a brush. 

Busy in Club's Behalf 
Instruction and sales are only part of 

Harbert ' s many duties at the club, but he 
finds t ime to do each of his jobs we l l . H e 
has at least one assistant in the shop all 
the t ime. H e is chairman of the club's 
handicap commi t t ee and has an act ive 
part in conduct ing the men's and women's 
tournaments at the club. In these events 
he assists in matching, scor ing and mak-
ing decisions according to the rules of the 
game. 

Harber t also has charge of the locker-
room at the club, buying and supervis ing 
all operat ions in this department. H e 
sees to it that toilet accessories, playing 
cards, tal ly sheets, and de f t se rv i ce are 

supplied to all of the members and guests. 
W i t h a background of twenty years in 

pro gol f Harber t today rates as one of 
the prize examples of a good pro who 
hasn't found it necessary to get at a big 
and well-to-do metropol i tan district club in 
order to make a good income out of pro-
fessional gol f . H e is a substantial asset 
to his club and because he's a lways think-
ing about the club first the able gent has 
no wor ry about his stand-in and the peri l 
o f club politics. W h e n you get down to 
summariz ing pro policy, Harbert 's is hard 
to beat. H e says: " I think a pro ought 
to a lways be try ing to run his shop exact-
ly l ike he'd want it run if he were a mem-
ber . " That 's not a bad thought to l eave 
with the bright boys who are figuring con-
stantly on how they can make themselves 
worth more money to, and at, their clubs. 

k j o M A T T E R how rushed the greens-
staff may be, it doesn't take long to 

pick up loose paper, sticks, rubbish, etc. 
W o r k m e n should never over look a chance 
to improve the tidiness of the grounds. 

Attend the P.G.A. 
Business Conference 

Columbus, O . 
June 23-24 


