
There's No Sand in Gear-Box of 

Sandy Leith's 

SMOOTH 

MERCHANDISING 

Lake Merced's pro, Sandy Leith, 
displays the same intensity at 
the top of a mashie shot as he 
does in his no less skillful mer-

chandising efforts. 

A F R I E N D of mine who represents a 

big Chicago sporting goods firm told 

me a short time ago that Sandy 

Leith, professional at the Lake Merced 

G. & C. C., San Francisco, was one of the 

most business-like professional golfers in 

all America. "The merchandising world 

and maybe the banking world lost a leader 

when Leith took to golf as a livelihood," 

remarked this friend of mine. Al l of 

which interested me. 

When I visited San Francisco a couple 

of weeks ago I decided to look up Mr. 

Leith and get whatever story I could from 

him for the readers of GOLFDOM. The 

moment I stepped into his shop and told 

h im what I wanted, he lost no t ime in 

sitting me down at his desk and handing 

me several sheets of paper along with a 

couple of short pointed pencils. This was 

service de luxe. Sandy was wise. He 

didn't want me to run out of paper or 

pencil. 

Realizing I was in the presence of a 

very business-like person, a man of action 

and imagination, I started to question h im 

without a moment's delay. "How's the 

business?" I asked of him. "Fine. We 

had more than 100 women players play in 
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a tournament here yesterday. The heavy 

rain didn't stop them from playing or from 

buying whatever they needed," was his 

answer. " I sold over three dozen balls 

and a few clubs to them besides a number 

of nicknacks that women always seem to 

need for a round." 

Women Easier to Serve 

"Do you like to do business with the 

women members?" I shot at him and in a 

flash he said, "Most certainly I do. They 

are easier to serve than the male species 

—if they have confidence in you and your 

merchandise. But you must have their 

confidence both in the matter of selling 

your merchandise and in giving lessons. 1 

find them better advertising boosters for 

my merchandise and it is only natural 

that I like to wait on them whenever the 

opportunity presents itself." 

At this point my eyes scanned the sev-

eral sets of clubs resting in the main show-

case, all extremely invit ing and most at-

tractively displayed. " Is this your entire 

stock of clubs?" I asked Sandy. I was 

rather surprised at what appeared to be 

a meagre display of woods and irons after 

I was informed that the club boasted of 

a membership of 350. 

"Oh," said Sandy, " I only carry sample 

clubs. See there, I have six sets of 

women's wood clubs—all matched. These 

are only samples. And over there I have 

five sets of women's irons. I sell my clubs 

to order. Nothing shoddy. Everything 

of the finest. T sell a great many women's 



The clubhouse at Lake Merced, with practice green in foreground 

clubs because we have a very large mem-

bership of active women golfers. 

"Then men's clubs are sold to order 

just the same. I never did carry much 

stock and for that reason I never have 

anything stale or out of date on hand nor 

any unpaid bills to worry about. When a 

member wonders why he can't come into 

my shop and pick a brassie right out of 

stock, I inform h im that he can't walk 

into a first class cafe and expect to be 

served a properly cooked steak 'out of 

stock.' It has to be cooked to order—so 

has his brassie. 

Smart Club Cleaning 

Over in a corner of the work shop I 

noticed a lad cleaning clubs with the 

latest modern cleaning equipment and I 

also noticed the shiny condition of a l l the 

clubs which were stowed away in the 

racks. "How many sets of clubs do you 

have to clean?" I inquired. "How many 

do you think? We have 350 members— 

now guess." I thought that at least 75% 

would have their clubs cared for in the 

shop so I ventured to guess the number 

about 250. I was truly astonished when 

he told me he had 340 sets to look after 

each month, but I later was told that this 

included the wives of the members proper. 

" I take great care of the clubs left in 

my charge. The iron heads are 

CLEANED—not merely scuffed over in a 

half-hearted way. And the wood heads 

are always rubbed with a mixture of oil 

and shellac. This process seems to please 

my members to a marked degree and I 

receive many compliments on this touch 

of service. I t doesn't take my boy long 

and the expense is practically ni l . I 

pay my own help. I have all the con-

cessions and the club takes care of 

all the payments of my bills. They 

mail out my monthly statements and give 

me a check for the total indebtedness on 

or about the first of each month which re-

lieves me of all this collection worry. My 

club treats me like a prince and I very 

much appreciate all it does for me." 

All Roads Lead to Leith 

While ta lk ing to Sandy over these 

matters I noticed several players walking 

into his shop by one door, sign a book, and 

march out to the first tee by another door. 

"What 's this one way traffic system you 

have here?" I asked of h im. Wi th the 

canniness of the Scot he told me he had 

it arranged with his board of directors 

that all members had to sign their names 

on a record book every t ime they played 

the course and the only way to get into 

the shop to do so was to enter by one 

door, march through a lane lined with 

attractively displayed merchandise on both 

sides of the alley and make their exit at 

the opposite end through another door. 

This, I thought, was a masterful stroke— 

if it worked. IT DOES W O R K at Lake 

Merced and Sandy Leith, because of that 

rul ing and his attractive personality, plus 

invit ing merchandise, sells a vast amount 

of merchandise to his members and guests 

that might otherwise be bought at some 

downtown store. That showed to me very 

clearly the sort of merchant Sandy Leith 

was. It showed him to be on his toes 

every minute and that his eyes and ears 

were wide open to every iota of service 

giving and profit making. I do not mean 

to infer that Sandy is a mercenary chap 

when it comes to doing business. Far 

from it—he is ever ready to give his cus-

tomer the break instead of grabbing it for 

himself. 



I was much interested in Leith's system 

of bookkeeping—its simplicity and yet its 

thoroughness. It is partially made so by 

the fact that the mail ing and the collect-

ing of all his bills is done by the club 

staff which eliminates all collecting wor-

ries from his mind and does away wi th a 

lot of books. When a member makes a 

purchase in Sandy's shop he signs a 

charge slip in the usual way. At the end 

of each day's business the original slip is 

filed away in a visible name folder and 
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safely deposited in a file. Every member 

has a folder of his own with his or her 

name boldly writ ten thereon and alpha-

betically arranged so that Sandy can tell 

in a moment's notice just how much a 

certain member may be owing him. 

Knows Where He Stands 
On the last day of each month he takes 

all the folders out of the file, totals the 

amount of each member's indebtedness 

on an adding machine, pins the adding 

machine tape to the original charges and 

sends them to the office of the club for 

them to do the rest and assume all finan-

cial responsibilities. Sandy's check or 

double check, whichever you care to call 

it, rests with the duplicate charges that 

remain in the book. That book is kept in 

his shop and never gets out of sight. 

Frankl in Smith, manager of the Lake 

Merced club, told me of a clever trick 

Leith had of adding what I might call 

super-service to his playing members. 

The moment a member arrives at the 

club grounds he is spotted by the caddie 

master (this is especially so on busy days) 

from a wee nook in the golf shop and he, 

in turn, notifies one of the boys in the 

rear of the shop that Mr. So and So has 

arrived. That member's set of clubs is at 

once taken out of the rack and handed to 

a caddie so that by the t ime Mr. So and 

So has changed his clothes and appeared 

at the shop, his clubs and his caddie await 

without. 

The caddie is handed a caddie pay card, 

a reproduction of which is shown here 

for the benefit of those who may be inter-

ested. At the bottom of this card there is 

a space called "Equipment check." This 

i3 something new and was thought out by 

the thorough Mr. Leith himself. In this 

space is jotted down by the helper who 

handed the clubs to the caddie the num-

ber of wooden clubs, the number of iron 

clubs along with the exact number of balls 

contained in the bag. These are carefully 

checked when the bag is handed back to 

the helper at the end of play and if any-

thing is short, the caddie has to give an 

account of the why and the wherefore. 

Leith told me this rather elaborate sys-

tem of checking and double checking has 

proved very successful and that he has 

never had a single complaint about miss-

ing articles since the day it was installed. 

"After the member has punched out on 

the card the amount due the caddie, the 

lad keeps the upper or punched portion 

of the check and is handed the amount due 

h im at 3 o'clock the same afternoon or as 

soon after that time as possible. Under 

this system the caddie doesn't touch any 

cash coming to h im unt i l handed his 

wages, a system which minimizes the tip-

ping habit—not approved of by the club 

officials. 

The board of directors of the Lake 

Merced G. & C. C. are very proud of their 

lanky professional from Aberdeen and 

they may take it into their heads to build 

for h im a sales shop worthy of his hire 

some t ime in the not far distant future. 

Sandy Leith is known for his teaching skill 

and his business propensities more than 

for his playing ability and, that suits his 

board of directors to a T. 


