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AT T H E r e q u e s t of G O L F D O M I w e n t 
in q u e s t of a s tory , a s t o r y te l l ing 
h o w a p r o f e s s i o n a l c a r r i e s on busi-

n e s s a t a m o d e r n dai ly- fee c o u r s e . I be-
t o o k m y s e l f to the a d j a c e n t b y w a y s and 
h e d g e s , c a m e r a , penc i l and o t h e r scr ib l ica l 
p a r a p h e r n a l i a in hand, in s e a c h of m y 
ideal . I d idn' t look v e r y far. I u s e d m y 
b e a n i n s t e a d of m y d o g s a n d t h e n a m e of 
W i l l i e H u n t e r a t M o n t e b e l l o P a r k publ ic 
c o u r s e c a m e hurriedly , but n o t too hur-
r iedly , to mind . 

Wi l l i e , a f o r m e r Br i t i sh a m a t e u r cham-
p i o n a n d a g o l f e r of g r e a t r e n o w n e v e n 
a m o n g m o d e r n , h i g h - p o w e r e d p r o f e s s i o n a l s , 
w a s w o r k i n g at h i s b e n c h w h e n I dropped 
in. " W h a t a r e y o u d o i n g here , McCracken?" 
sa id he , u s i n g a n a m e I u s e in m u c h of m y 
m a g a z i n e work . "I h o p e y o u don' t th ink 
I c a m e t o h o l d you up, do y o u ? " s a y s I. 
"Not t h a t bad," he repl ied , "but did y o u 
e v e r h e a r a b o u t S a n d y M a c t a v i s h b e i n g 
he ld u p by t h r e e burly, b r a w n y m e n o n e 
n i g h t a s h e w a s on h i s w a y h o m e f r o m a 
C a l e d o n i a n s o i r e e ? A f t e r a terr i f ic s trug-
g l e a n d m u c h rough h a n d l i n g and maul-
i n g the S c o t w a s finally s u b d u e d and a 
d i m e t a k e n f r o m his pocke t . "My God!" 
sa id o n e of t h e hood lums , " w h a t w o u l d h a v e 
h a p p e n e d to t h e t h r e e of u s if h e h a d a 
t en dol lar b i l l?" 

T h e M o n t e b e l l o course w a s d e s i g n e d by 
M a x B e h r a n d i s a m a r v e l o u s t e s t of golf 
f or da i ly - fee p layers . It i s k e p t u p in mas-
t er fu l s ty l e . T h e cocoos bent g r e e n s are 
equal t o t h e b e s t to be f o u n d a t m o s t pri-
v a t e c lubs , but the f a i r w a y s are a bit bare 
in p l a c e s o w i n g to the fighting nature of 

Wil l ie Hunter, former British amateur 
champion and conqueror of Bobby Jones 
in the 1921 National amateur, at ease out-
side his pro shop at Montebello Park Golf 

Club, California. 

t h e so i l . T h e c l u b h o u s e is ideal for s u c h 
a p l a c e and m a n y n e w c lubs would do w e l l 
to s e e the p lans of Montebe l lo . 

Courtesy Is Cash 
W i l l i e H u n t e r h a s o n e of the m o s t a l e r t 

b u s i n e s s m i n d s in h i s p r o f e s s i o n a n d h e r e 
are s o m e of h i s t h o u g h t s a s e x p r e s s e d t o 
m e : 

" B u s i n e s s c o n d i t i o n s a t the golf s h o p of 
a da i l y - f ee course are qui te d i f f erent f r o m 
t h o s e t h a t preva i l at a pr ivate c lub a n d 
y o u r c u s t o m e r s h a v e to be h a n d l e d w i t h 
e v e n g r e a t e r c o u r t e s y . T h e s a l e s a n g l e i s 
t o t a l l y d i f ferent , I find. I have to g e t c a s h 
f o r m y m e r c h a n d i s e f r o m the publ ic l i n k s 
p l a y e r e x c e p t i n g i n rare c a s e s , and in 
t h e s e rare c a s e s I m u s t k n o w that m y m a n 
i s financially r e s p o n s i b l e . It is, a las , al-
t o g e t h e r too e a s y for s o m e ind iv idua l s to 
s i g n c h e c k s for m e r c h a n d i s e or l e s s o n s , 
but i t is a d i f f erent propos i t ion for h i m 
t o r e m i t w h e n t h e b i l l s c o m e due. T o 
o v e r c o m e tha t and a l s o w i t h a v i e w of 
h e l p i n g publ ic l inks g o l f e r s to s e c u r e w h a t -
e v e r golf e q u i p m e n t t h e y des ire , I con-
c e i v e d the idea of a part p a y m e n t plan 



s u c h a s is in vogue in m a n y bus iness 
houses . In dea l ing with such cus tomers I 
m u s t k n o w t h e m to be financially respon-
s ible and their re f erences good where they 
are employed . Usual ly I ask 25 per cent 
down and then payments of f rom $5 to as 
h igh a s $20 a month, according to their 
sa lar ies . I h a v e made a great m a n y happy 
c u s t o m e r s in this way and t h e s e cus tomers 
have brought me much outs ide bus iness 
which I don't bel ieve I would ever have 
had o therwise . 

"Of course all profess ionals—al l busi-
n e s s people for that mat ter—real ize there 
are b igger profits in high priced merchan-
d i se than in popular priced and it w a s with 
the idea of promot ing the use and sale of 
the bet ter c l a s s of c lubs and balls and 
wear ing apparel at m y club that I really 
s tarted the part payment plan. The re-
sul t is that m y cl ientele d e m a n d s equally 
a s h igh a brand of u tens i l s a s does the 
private club member e v e n though the lat-
ter may be able to buy and se l l the former 
m a n y t i m e s over. 

"True, all th i s calls for m u c h bookkeep-
ing but i t i s worth it. I do all my own 
bookkeep ing at home and I have m y own 
s y s t e m of keep ing books w h i c h is quite 
unique and w h i c h I be l ieve I could sell for 
a cons iderable sum if I w e r e s o disposed." 

Real iz ing I was being g i v e n some very 
unusual s a l e s t ips from Hunter , t ips which 
might a s s i s t other profess ionals in a simi-
lar capacity, I kept ask ing h im question 
a f ter quest ion. "Let's s i t d o w n and finish 
this matter," said he. Then I sho t at him, 
"Do you handle any used c lubs? I mean, 
c lubs y o u r cus tomers want to ge t rid of 
and replace wi th new ones." 

Old Clubs Make New Players 
"Yes, I do," he answered. "No l e s s than 

two-thirds of my c l ients bring m e their old 
c lubs a s part payment and I n e v e r have 
any diff iculty in se l l ing them wi th in 24 
hours to beginners . It would s e e m as if 
th i s army of golf converts is endless . I 
se l l t h e m at a very smal l marg in of profit 
— t h o s e I don't k e e p for rent se t s . You s e e 
w h e n a c l i en t wants to buy n e w clubs, he 
can't very we l l afford to throw a w a y 6 or 
8 old ones , can he? Most of the t ime when 
I have an old se t on hand I put up a s ign 
which reads, "Used se t of c lubs for sa le 
inside." T h a t s ign works magic . 

"Al lowances on old clubs are guided by 
the amount of the sale in v i e w and it is 
very rare I e v e r m e e t w i t h objec t ion to 
m y proffered terms because I take pride 
in dea l ing l iberal ly with such customers . 

A d iscontented c l ient can do a great deal 
of harm to a bus ines s l ike mine; on the 
o ther hand, a contented one can do untold 
good. 

"The sale of bags a t a daily-fee course is 
l e s s remunerat ive than the sale of c lubs 
for the good reason that most of the play-
ers carry their own bags and find the in-
e x p e n s i v e duck or c a n v a s bags the light-
es t to lug around. The average dai ly-fee 
player, at least at m y club, l ives in the 
hope of having a m a t c h e d set some day. 
That is his dream because he is led to be-
l i eve by the better p layers that a matched 
s e t is the th ing to have . Any cus tomer 
w h o c o m e s into m y shop and wants to buy 
any one c lub from a matched s e t i s a t 
l iberty to do so. I rather encourage h im 
for the very good reason that the m o m e n t 
he h a s that odd club in his bag, he wi l l 
n e v e r res t until he is the owner of the 
w h o l e matched set . That's human nature 
and the daily-fee go l f er is a very, very 
human soul." 

S c a n n i n g over the stock of c lubs i n 
Wil l ie 's shop I not iced no dead stuff. It 
all looked so c lean and fresh and attrac-
t ive that I ventured to ask, "How do you 
keep your s tock so n e w looking. E v e r y 
i t em of merchandise I can see from here 
is as c lean as a whis t l e ." 

Merchandise Must Move 
"That's easy," c a m e the answer . "I 

won't carry any dead stock. Dead s tock 
m e a n s dead bus iness and dead bus ines s 
m e a n s no bus iness . The moment an arti-
cle fa i l s to move within a reasonable t i m e 
I f e e l I've bought wrong, so I take my loss . 
I c u t the heart out of m y cost, not m y 
poss ib le profit. I have a bargain rack out-
s ide m y shop—you can see it there r ight 
under your nose if you'll take the trouble 
to turn around—where I put my "undesir-
ab les" and it is truly remarkable the quan-
t i ty I d ispose of in this way. This out le t 
t a k e s care of stale numbers so I have lit-
t le or no worry over dead material . A 
great feature and tremendous sa les ad-
vantage , I find, is m y porch outs ide m y 
shop. I never put a club in a g la s s case . 
I found out my mis take in this d irect ion 
w h e n I was profess ional at Brentwood 
C. C. years ago. W h y put them w h e r e 
t h e y are not acces s ib l e to your member ' s 
touch and handl ing? This case stuff is , 
in m y opinion, old fash ioned and c lubs put 
in c a s e s o f ten remain there l ike s o m a n y 
m u m m i e s on public exhibit ion. Crowds of 
p layers wai t ing to s tart off hang around 
m y porch and handle t h e s e clubs and the 



Hunter's "outdoor salesman," a club display on the golf shop porch. Starter's hut in 
background, first tee behind bushes at left. Pro-shop entrance is on extreme left. 

r e s u l t s I g e t f r o m t h i s m y b e s t s a l e s m a n 
are a m a z i n g . I w o u l d r e s p e c t f u l l y s u g g e s t 
t h i s f o r m of s a l e s m a n s h i p t o m y f e l l o w 
p r o f e s s i o n a l s , a s I a m c o n f i d e n t it is tre-
m e n d o u s l y prof i table a n d c a r r i e s no over-
head. I wou ldn ' t a c c e p t a s h o w c a s e if y o u 
p r e s e n t e d m e w i t h one . 

"Dai ly - fee g o l f e r s do n o t c a r e to e n t e r 
t h e s h o p of t h e p r o f e s s i o n a l b e c a u s e the 
m o m e n t t h e y do, t h e y f e e l o b l i g a t e d to buy 
s o m e io ta of m e r c h a n d i s e . My records 
s h o w t h a t o n l y 20 per c e n t e n t e r m y s h o p 
a n d a g r e a t m a n y of t h o s e are u s u a l l y per-
sona l f r i e n d s w h o c o m e in to s a y 'howdy'. 

Promotes Tournaments 
" T h e M o n t e b e l l o golf c o u r s e i s , as y o u 

c a n s e e , l o c a t e d in an i n d u s t r i a l s e c t i o n 
a n d I m a k e it a point to k e e p in c l o s e 
touch w i t h t h e off ic ials a t al l t h e b ig p lants 
in t h i s n e i g h b o r h o o d . T w o y e a r s a g o I 
s t a r t e d w h a t i s k n o w n as t h e "Industr ia l 
a n d C o m m e r c i a l Golf L e a g u e . " L a s t y e a r 
w e had n o l e s s than 25 t e a m s of e i g h t m e n 
e a c h p l a y t h r o u g h the s e a s o n a t t h e Monte-
be l lo c o u r s e and the r e s u l t s I r ece ived 
t h e r e f r o m i n a b u s i n e s s w a y w a s m o s t 
s a t i s f a c t o r y a n d g r e a t l y s w e l l e d m y s a l e s 
n o t on ly in t h e shop but a l s o in the sa l e 

of l e s s o n s to the a m b i t i o u s c o m p e t i t o r s . 
" T h e e x i s t e n c e of t h e l eague at o n c e 

a d d e d a m a t t e r of 200 n e w f a c e s to Monte-
b e l l o and the b e a u t y of i t al l i s t h a t t h e s e 
200 f e l l o w s are 100 per cent golf p l a y e r s 
w h o t a k e part in w e e k l y t o u r n a m e n t s 
s t a g e d by the ir o w n o r g a n i z a t i o n s and al-
so by the M o n t e b e l l o m a n a g e m e n t . T h e 
gol f l e a g u e i s m a d e up f r o m oil c o m p a n i e s , 
ra i l road c o m p a n i e s , e l ec tr ica l , lumber , au-
t o m o b i l e t ire, s t ee l , pr int ing , p a i n t a n d 
m u n i c i p a l c o n c e r n s in t h e n e i g h o r h o o d a n d 
t h e e n t h u s i a s m t h a t preva i l s w h i l e t h e 
m a t c h e s are b e i n g p l a y e d i s a s t o u n d i n g to 
s a y t h e l eas t . T h e organ iza t ion of t h i s 
l e a g u e , I found, proved m o s t benef i c ia l to 
m y b u s i n e s s for the v e r y e x c e l l e n t r e a s o n 
t h a t it put m e in c l o s e r c ontac t w i t h t h e 
m e m b e r s of e a c h t e a m than it w o u l d be 
p o s s i b l e o t h e r w i s e to do so. 

"To s e c u r e t h e m a x i m u m of b u s i n e s s a t 
a da i ly - fee c o u r s e I m a i n t a i n the profes -
s i o n a l m u s t g e t in to t h e c l o s e s t c o n t a c t 
a n d i n t i m a c y p o s s i b l e with all of h i s 
c l i e n t s and t h u s be in a pos i t ion to i m p r e s s 
the t r u i s m that b e t t e r and l e s s e x p e n s i v e 
m e r c h a n d i s e c a n be h a d in the gol f s h o p 
of t h e p r o f e s s i o n a l t h a n a t any d e p a r t m e n t 
or cut rate store." 


