
out the entire money involved, the re-
turned goods evil has grown to costly di-
mensions. When a pro returns any goods 
he ordered before June 21, it simply means 
he is throwing away 10 per cent of the 
money he might have made on the sale of 
the returned merchandise as the returned 
goods will have to be replaced by some-
thing else added to the pro-shop stock. 
Then, too, the manufacturer is not going 
to be any too eager to sell a pro, pay 10 
per cent to the government and then have 
to pay 10 per cent out of the manufactur-
er's own pocket when the merchandise is 
returned by the pro. The government does 
not kick back with the tax for an order is 
an order in the eyes of the government, 
as in the eyes of business men generally. 

A Sales Opportunity. 

One of the unfortunate things about the 
10 per cent tax is that many of the golf 
players don't realize the tax now is effec-
tive, despite the vast amount of newspaper 
space devoted to the congressional battle 
on the tax and eventual passage of the 
tax bill. This has led to some misunder-
standing of the pro's position. 

A GOLFDOM correspondent observed a 
clever method of handling the situation 
in a New York pro shop. The alert pro 
had made a number of hand-lettered signs 
reading to the effect, "I bought this before 
the 10 per cent tax went on. You save the 
tax and get a great bargain." He display-
ed these signs on goods he had purchased 
prior to the tax law becoming operative. 
Evidence of quickening sales and clearing 
out stock was noted promptly, said this 
professional. 

Time to Study Ways of Increasing 
Lessons 

O N E OF the solid citizens in Detroit 
PGA ranks recently handed a GOLF-

DOM correspondent a line that might be 
worth consideration by some of the other 
fel lows. He said: 

"Study your members before you go wild 
on the price-cutting business. There are 
still plenty of them that expect something 
better at the pro shop and suspect they 
are getting the-usual store stuff when the 
pro cuts low, narrow and tough. T h e 
laugh to me is that a lot of the boys are 
panic-stricken about cutting club prices 
but keep the lesson prices up. 

" W h a t I have done is cut the price of 
my lessons about % and have made the 
lessons shorter, but I get a lot more of 
them. My lesson income this year is big-
ger than it ever has been. 

"I also cut the club cleaning charges. 
Both the lessons and club cleaning charges 
were cut without the club making the sug-
gestion. I now have 60 more bags in the 
rack than I had last year and my net on 
club cleaning will be higher than in 1931. 
I see to it that my boy cleans the clubs 
too. The jobs that are done in cleaning 
some of the woods in pro shops I have 
seen are sure signs that some of the fel-
lows are getting careless about club clean-
ing. One thing that has made these cuts 
bring me a volume that has more than 
made up for the reduced prices is the 
women in golf today. They are natural 
bargain hunters and when you can tell 
them you have reduced prices, they buy. 

I B o t t o r I i o c k o r I t o o m I I m i -
n e r * a n d P o r r h R u g s for 
( i o l i a n d C o u n t r y f l u b s 

Send for sample and the surprisingly low price 
list! Members will he delighted with SOFTRF.D. 
S O L D T H R O U G H L E A D I N G G O L F C L U B 

S U P P L Y H O U S K S 
Southern Distributors Wanted 

A M S T E R D A M T E X T I L E S 
A m s t e r d a m , N. Y. 

QUICKER SALES—BIG REPEAT BUSINESS 
For smarter looking and longer lasting clubs, 
have them equipped with Pyratone Sheath. 
Pyratone Sheath is the only finish Guaranteed 
for life. Leading Club Manufacturers Can 
Supply You. 

PYRATONE PRODUCTS CORPORATION 
1457-67 W. Austin Ave. Chicago, III. 




