
Club Membership Situation Makes 
Good Pro a Prize for Clubs 

SOME of the unat tached professionals 
whose qualifications en t i t l e them to 

good posi t ions a re complaining tha t many 
of t he jobs open these days go to pros 
whose wil l ingness to sign up for very l i t t le 
money—jus t to be called a pro—apparent-
ly ou tweighs every o ther consideration 
with the i r employers. 

There is foundat ion for t he complaint . 
I t is a mys te ry why a man who would be 
re luc tan t about h i r ing a m a n for his own 
business jus t because the appl icant is 
cheap, f requent ly takes the cheapest m a n 
when he is h i r ing some one for a count ry 
club job. I t may be scant consolation for 
the good pros who a re not engaged to know 
tha t t he golf clubs a re pay ing a lot of 
money to learn t h a t the cheap man is no 
bargain, and tha t the lesson is being t augh t 
with grea t intensi ty and speed. Last sea-
son and the 1931 season have been valuable 
years so f a r as the f u t u r e of pro employ-
ment s i tua t ion is concerned because good 
pros have been able to show bri l l iant ly 
thei r wor th to their clubs. 

It is ge t t ing so the pro a t a privately 
owned dai ly fee course is a sales manager 
for t he courses ' play as much as an in-
s t ruc to r and a merchant . In such cases 
the employer is penny wise and pound 
foolish to h i re a man lacking brains, in-
dus t ry and resourcefulness , s imply because 
the m a n will work d i r t cheap. The live 
laddie on such a job pays dividends; the 
punk is t he rankes t sort of ext ravagance 
and a real peril to the f u t u r e business 
of the es tabl ishment . 

Private Club Competition Marks Pros 
Many of t h e newer p r iva te clubs a re 

not hav ing the same easy t ime in ge t t ing 
members t h a t they had a few years ago. 
Someth ing different has to be done to get 
members , and in a lot of cases it is the 
pro who influences the s ign ing of the pros-
pective member . 

Take a typical instance of a club mem-
ber wi th a potential appl icant for member-
ship "on the s t r ing." The usual procedure 
is to t ake the candidate out to the club, 
play a round , casually in t roduce him to 
some of the members , d r ink , ea t and let i t 
go at tha t . 

In several cases in one of the midwest-
ern districts, on-the-job pros t ipped off 
the i r members t h a t they would be glad to 
play around in the foursome wi thout any 
playing ins t ruct ion charge, when the mem-
bers had a prospect in tow. When the 
member would call up and a r r a n g e th i s 
game wi th the pro, i t occasionally hap-
pened tha t the pro had a lesson scheduled. 
E i t h e r the pro or the member with the 
prospect would call up the scheduled pupil 
and ask for a delay, explaining the reason. 
Almost every t ime the pupil was glad to 
postpone the lesson and feel t h a t he was 
a id ing the club membersh ip drive. I t was 
good business for the pro al l a round as 
i t showed t h a t he had such an in te res t in 
the club he was wil l ing to devote some of 
h i s paid t ime to ga the r ing a new lamb into 
the flock. 

P lay ing wi th a pro generally is a novel ty 
to the new club member or prospect, and it 
goes over so s t rong to have a pro showing 
in te res t in the club's high handicap mem-
bers tha t the prospect is pushed toward 
the dotted line. F requen t ly the pro can 
put across a more impressive and subt le 
membersh ip sell ing ta lk dur ing a round 
t h a n any member could present. Th i s pro-
cedure not only helps the club to get mem-
bers but it builds good business for the 
pro; no one buys be t te r than a new mem-
ber who joins the club as a f r i end of t he 
pro. 

Good Pro Hikes Club Income 
By this team-work in membership solici-

t a t ion the pro b r ings into the c lub a 
goodly sum of money in in i t ia t ion fees, 
t r a n s f e r fees, dues and monthly accounts . 
Th i s year it is expected tha t clubs will see 
in pro aid to the membersh ip dr ive ano the r 
weighty reason for picking a good pro and 
le t t ing him earn enough to make the job 
a t t r ac t ive to h im. 

T h e experienced professional 's aid in 
m a k i n g the club's competit ive events more 
inv i t ing and his helpfulness in pass ing 
a long to his officials his observat ions a t 
o ther clubs he visi ts , is shown in the 
recent action the Brentwood (Calif .) C. C. 
took with respect to Olin Dut ra . How 



Brentwood is a l lowing h i s exper ience to 
work for t he good of i ts m e m b e r s is told 

1 in a recen t i ssue of the c lub ' s fine house 
organ , The Brassie. T h a t p a p e r s ays : 

r "At the las t mee t ing of t h e Board of 
Di rec tors Olin appeared a t t h e mee t ing 
for a good old-fashioned 'ge t - toge ther ' t a lk 
concern ing coopera t ion be tween t h e Board 
of Di rec to r s a n d himself a s t h e c lub pro-
fessional . 

"Cla rence R u n k l e sugges ted t h a t Olin at-
y tend f u t u r e T o u r n a m e n t a n d E n t e r t a i n -

men t mee t ings in order to ass i s t a n d advise 
in m a k i n g these g a t h e r i n g s of even more 
in te res t t h a n here tofore . 

" I t was decided t h a t Olin shou ld have 
the pr iv i lege in the f u t u r e of a t t e n d i n g 
board m e e t i n g s t h a t he m i g h t a s s i s t wi th 
h is exper ience in m a k i n g golf p lay and 

o t h e r re la ted e n j o y m e n t of more i n t e r e s t 
to t h e Bren twood p laye r s . 

" M a n y ways and m e a n s were d i scussed 
b e t w e e n t he board a n d Olin fo r be t t e r con-
t ac t a n d u n d e r s t a n d i n g and the f u t u r e 
a s s u r e s i n t e r e s t i n g r e s u l t s because t h e s e 
coopera t ive ef for ts have been a r r a n g e d . " 

L. A. Y O U N G C H I C A G O O F F I C E 
M O V E S T O L A R G E R Q U A R T E R S . 
Chicago, 111.—Having o u t g r o w n t h e i r 

1930 q u a r t e r s a t 14 E a s t J a c k s o n Blvd., t h e 
local sa l e s office of t h e L. A. Young Com-
p a n y h a s moved to m o r e commodious space 
on t h e fifteenth floor of t h e s ame b u i l d i n g 
a n d al l p rofess iona ls , a cco rd ing to word 
f r o m P a u l Sage, Chicago m a n a g e r , wil l find 
it i n t e r e s t i n g and i n s t r u c t i v e to v i s i t t h e 
new, g rea t ly en la rged d i sp lay rooms w h e r e 
t h e comple te H a g e n l ine a w a i t s inspec t ion . 

Daily and Monthly Forms Make Pro Accounting Easy 
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A simple daily statement of sales and a 
monthly summary, constitute the major 
part of a bookkeeping system worked out 
for the pro at a famous eastern club. The 
forms were devised by an accountant who 
is one of golf's notables. Both sheets are 
8'/2 inches wide by 14 inches long. 
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The system is operating satisfactorily 
and makes it easy for the pro and his 
club to keep pro shop accounts accurately. 


