
Young Pro Shows Sales Value of 
Personally Fitted Clubs 

By HERB GRAFFIS 

yO U can ta lk a l l you 

w a n t to about the 

advan tages the pro 

shou ld cap i ta l ize in h is 

effort to extend his 

d om i n a t i o n of golf c lub 

re ta i l i ng but you can't bea t t ha t pr ime fac-

tor of the pro be ing qua l i f ied to fit the 

r i gh t c lub to the i nd i v i dua l player 's game . 

T h a t makes the pro a r a n k i n g consu l tant in 

golf c l ub design, and a fac tor that the lead-

ing manu f ac t u re r s have not neglected us ing . 

Gol f c l ub manu f a c t u r i n g has undergone two 

d is t inc t changes since the game began to 

get go i ng in the Un i ted Sta tes ; first, the 

bench-made club, wh i ch now const i tutes 

on ly about one in 20 of the better grade of 

c lubs sold in th is country , and , second, the 

p roduc t i on of carefu l ly s tud ied designs on 

a precis ion m a n u f a c t u r i n g basis by ex-

pert ly m a n n e d and fu l ly equipped p lants . 

Th i s second stage has p layed a lead ing 

par t in the progress golf has made in th is 

coun t ry . 

Now there are p lenty of ind ica t ions t ha t 

we are seeing a th i rd phase of change in 

the business of c lub manu f ac t u re r . The 

1931 l ines of the l ead ing manu f ac t u re r s a l l 

show an influence of pro des ign tha t is not 

based so much on exact ly w h a t the lead-

i n g p layers use themselves bu t on wha t the 

l e ad i ng players and ins t ruc tors recommend 

for the average golfer. F o r several years 

past t h i s influence has been apparen t in 

the l ines most closely a l l ied w i th the pro 

field. The manu fac tu re rs have been awake 

to the fact tha t the usua l met ropo l i t an dis-

tr ic t h and i c ap records show only about 

10% of the players shoo t i ng 90 or less 

a nd the i r des ign ing a nd m a n u f a c t u r i n g 

forces a n d pro adv isors have taken cogni-

zance o f th is govern i ng fac tor in the l ines. 

Th i s c l ub m a n u f a c t u r i n g business is no 

downy bed and to keep the design a nd 

qua l i t y up and the pr ice d o w n is some th i ng 

tha t is w r i n k l i n g the 

brows of m a n y a keen 

intel lect these days. 

However , a l l of i ts vicis-

situdes were not suffi-

cient to d i scourage a 

young pro shop graduate n amed K e n n e t h 

S m i t h l a unch i ng h imse l f in to it three 

years ago. Sm i t h confesses tha t he doesn ' t 

t h i nk his business wi l l ever get b ig enough 

to worry any of the b ig boys for it 's a 

f am i l y affair of bench product ion . H e Is 

content to hand l e his m ino r f r ac t i on of 

the business so the pros, the l ead ing manu-

facturers and the players wi l l say " K e n 

S m i t h makes fine c lubs" and the S m i t h 

f am i l y wi l l demons t ra te to the wor ld tha t 

a pro-run bus iness is a prosper ing enter-

prise. 

S t a r t i ng as a caddie at Miss ion H i l l s i n 

Kansas City, Mo., in 1916, young S m i t h 

made h is debut as a club-maker repa i r i ng 

clubs for other caddies. A year la ter he 

was given a j ob as an apprent ice club-

make r by the late J . W . Wa t son a n d be-

gan then to s tudy and absorb the Ameri-

can and Scotch contr ibu t ions to the club-

m a k i n g art . Then Watson ret i red and 

placed the k i d w i t h E r n i e Ford a t Mea-

dow Lake . W h e n E r n i e moved to Detro i t , 

S m i t h went w i t h h i m and d iv ided h i s t ime 

between Ford 's shop and the Un ivers i t y 

of M ich igan where he special ized i n busi-

ness adm in i s t r a t i on . He a lready h ad the 

bug for m a k i n g clubs and saw t h a t he 

needed business educat ion. D u r i n g h i s t ime 

a t Kansas Ci ty he was wo rk i ng 48 hours 

a week at the c lub and st i l l man aged to 

g radua te f rom high-school. A f t e r finishing 

M i ch i g an in 1924 he went as ass is tan t to 

D i ck C larkson at Nor th l and C C., D u l u t h . 

A Family Matter 

In h is v is i ts h ome f rom D u l u t h he was 

l ay i ng the f ounda t i on for h is present en-

Ken Smith, of Kansas City, has 
found his allotted niche in golf's 
scheme of things supplying spe-
cially fitted sets of clubs to 
particular golfers who don't mind 
paying the price. Here's the 
story of how he got into the busi-
ness and how he operates 
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. . SA VE 
by ordering 
I 'age Fence 
in the 
first place 

SP E N D ma i n t enance money, not In 
fence repairs, bu t in beaut i fy ing 

the grounds and protect ing the " l i t t le 
to ts " inside. P u t in a P A G E Fence 
once and for al l a n d stop upkeep 
extravagance. 

Where In i t ia l expense Is a consider-
able i tem, boundar ies m a y well be 
guarded wi th P A G E Chain L i n k 
Fence to last m a n y years. For gates 
and the fence l ine most in view, use 
P A G E in O r n amen t a l W rough t Iron. 
There are m a n y beaut i fu l pat terns in 
th is fence ever last ing. 
To offset different a tmospher ic condi-
tions, P A G E Fence comes In four 
fine me ta l s— 

1. PAGE ALCOA ALUMINUM 
2. PAG K A R M CO I N G O T I R O N . 
3. P A G E C O P P E R - B E A R I N G STEEL, 
I . P A G E O R N A M E N T A L W R O U G H T 

I R O N 

76 Service P l an t s erect P A G E Fence 
everywhere. Wr i t e for 
n a m e and address of PAGF. H - Beam 

Unr Posts of hot p,an t in y ou r l o c . , l t y 
galvanized high Comple te descript ive 
carbon steel offer l i tera ture on request. 
distinct advan- X o obl igat ion. Address 
taget, but tubular P age Fence Associa-
fosts are fur- t ion, 520 Nor th Mich-
nished where igan Avenue, Dept . 

preferred. D30, Chicago, I l l inois. 
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terprise. H is father is a talented mechan ic 

and has worked out the fuctory methods. 

Smi th , Sr., also makes the wood heads to 

exclusive designs. There are only eight 

in the plant. Five men and the two Smi ths 

in the shop and Mrs. Kenneth Smi th han-

d l ing the office end. Kenneth says he 

spends an hour of h is own t ime on every 

set of wood clubs that are turned out, so 

the production necessarily is l imited. Clubs 

are made to special specifications and reg-

istered. 

Smi th is doing a goodly percentage of 

women's club business and from h is ob-

servation forecasts a tremendous field for 

distinctively and correctly designed clubs 

lor the fair sex. In comment ing on design 

for the players shooting in the 80s and 90s, 

Kenneth expresses the opinion that these 

players wi th weak wrists and slow swings 

are liable to find the wood clubs of the 

stars unwieldy. In mak ing the woods 

l ighter he ment ions that the weight in his 

design is not taken out of the head, but 

comes out of the shafts. The purpose, of 

course, being to get adequate dr iv ing power 

by having a fu l l weight head and a shaft 

as l ight and whippy as is conducive to 

proper control when the club is in the 

hands of the 90 shooter. 

I t is that sort of design factor that 

Smi th emphasizes should be studied by 

each pro in his sale of clubs to members. 

In mak ing the statement Smi th doesn't 

burst forth in any boastful statement that 

he is the only one in the world m a k i n g 

clubs of adaptable design. On the con-

trary, he pays high tribute to the standard 

of design and construction of clubs made 

in the leading factories, as judged by keen 

bench-expert standards. Wha t he does say, 

though, not to refrain from p lay ing a few 

notes on his own bazoo, is tha t where he 

cuts in is to make sure that his clubs are 

suited for the player who uses them. So 

i f the elect don't find what they wan t out 

of the vast array offered, and they wi l l pay 

the price, the Sm i t h outfit wil l apply itself 

personally to the production. 

Smi th is quite reconciled to hav ing a 

good small business that keeps steady and 

which is bu i l t solely on a l imited and spe-

cial job platform. He defines his position 

in the field by stat ing that he rates as a 

locksmith, not a keymaker, to those hang-

ing around the door to a good score. 

CHAIN) (INK OR O I IMMiNUI WROUfcHI IRON 

WH E N a green is fair ly flat and not too 

severely trapped, a diameter of 60 

feet is sufficient. The present-day trend, 

however, is toward greens closer to 75. 


