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P. G. A . Annual Meeting to Face 
Urgent Business Problems 

WHEN THE Profess ional Golfers ' 
assn . holds its 1932 mee t ing at 
Hotel Pe re Marquet te , Peoria , 111., 

November 21-23, officials and de lega tes of 
the organizat ion will spend t h r ee days en-
deavoring to hack out of the toughest 
business t r aps they have encounte red dur-
ing the ent i re round of pro golf commerce. 

Pro business certainly has not been im-
mune to the general d i s tu rbance and un-
sa t i s fac tory condition of indus t ry and 
trade, but when you take an extensive 
close-up of the pro si tuation you find tha t 
the pros a re comparat ively be t t e r off than 
other re ta i le rs of sport ing goods have 
been this year. Wha teve r br igh t spots 
there have been in the pro p ic ture have 
been of the direct making of t he pros 
themselves. In the third year of the de-
pression the pros for the most p a r t have 
realized t h a t defects in pro merchandis-
ing were pr imar i ly the resul t of a negat ive 
psychology. Many of them, desp i te the 
counsel of their leaders, got in to t h e habi t 
of th inking they were being "picked on" 
by manufac tu re r s , players and o ther re-
tailers. 

When the boys threw t h a t idea over-
board and began working on a pla t form 
tha t considers t he pro to be m a s t e r of his 
own dest iny, a definite improvemen t was 
registered. Manufac turers , recogniz ing 
the change, adopted s t rong policies in be-
half of the professionals . "Off with the 
bellyache and on with the bus ines s" be-
came the pro slogan. 

Now let 's see what the resu l t of this 

change in spiri t has been since it became 
widespread among the pros, for th is bet-
t e r m e n t is one of the m a j o r fac tors tha t 
P r e s iden t Hall, Bus iness Admin is t ra to r 
Gates and the o ther officials and mem-
bers of the associat ion have as foundat ion 
for wha teve r advance of the pros is 
p lanned at Peoria. 

Manufacturers' Figures 
Tes t imony to the improvement in the 

pro s i tuat ion is most impress ive when it 
comes f rom t h e m a n u f a c t u r e r s ' own rec-
ords, so we give herewi th a comparison of 
t h e del inquent account analysis se t fo r th 
by t h e club and ball m a n u f a c t u r e r s ' asso-
ciat ions. The July 1931 repor t gave a to ta l 
a m o u n t outs tanding del inquent 6 m o n t h s 
or more as $432,654.14. By July 1932 the 
r epo r t of this amoun t had fallen to $288,-
800.19, an improvement of 33 per cent in 
the amount . Pro del inquency fell f rom 
88.19 per cent to 80 per cent in a year , an 
improvemen t of pract ica l ly 10 per cent , 
w h e r e a s the dealer and s tore del inquency 
in a yea r went f rom 6.56 to 14.00 per cent , 
which simply means t h a t the dealer c redi t 
pic ture , as observed direct ly by the manu-
f a c t u r e r s and set for th in thei r own figures, 
was 57 per cent worse than the preceding 
year ' s mid-season. 

J u d g i n g from these figures, t he pros 
have been coming on as desirable ou t le t s 
whi le the o ther dea le rs a re sl iding back 
fas t , fo r the m a n u f a c t u r e r s ' r epor t does 
not include del inquent repor t s f rom job-
bers who do a cons iderable par t of the 



bus iness with s tores . By f a r the g rea te r 
p a r t of the business wi th the pros is done 
direct by the manufac tu re r s . 

If these figures a r e accepted as authori-
ta t ive—and there is no logical reason to 
believe t h a t the m a n u f a c t u r e r s would 
withhold informat ion t end ing to solve one 
of the i r most ser ious problems—then 
Char ley Hall and his P. G. A. band can 
credi t themselves wi th a marvelous 
ach ievement under the wors t possible con-
dit ions. P ros are ap t to be impat ient and 
wonder if they a r e ge t t ing anywhere with 
the i r associa t ion work, but th is financial 
showing plainly indicates progress . 

Work Just Begun 
It is very obvious to any professional 

who knows the first th ing about the ex-
t en t of the annual business in golf goods 
and about business opera t ion tha t the 
Ju ly 1932 report of $288,800.19 delinquent 
6 mon ths or more is shor t of the actual 
figure of delinquents. As a mat te r of 
fact , r epor t ing on a 6 m o n t h s ' basis of de-
l inquency shows a financing s t rain on the 
m a n u f a c t u r e r s tha t can' t be handled if a 
profit is to be made. 

Competi t ion in the manufac tu r ing busi-
ness has been responsible for credit loose-
ness tha t finally lias reached the point 
where a n y manufac tu re r who survives has 
to ag ree with other m a n u f a c t u r e r s tha t it 
is fa ta l business to inc rease the limit of 
pro or s tore indebtedness in 1933 to pros 
or s to res who have not been able to show 
an improvement dur ing 1932, as hard as 
1932 h a s been. 

Tha t will mean the pro or store not 
being able to get good and a t t rac t ive mer-
chand i se to sell will go out of business 
and in the pro case, with keen competi-
tion for jobs, the clubs a re going to hi re 
pros who a re able to give the members 
wha t they want in the shops . 

The re ta i le rs , both pro and store, will 
offer the excuse t h a t t imes have been unu-
sually h a r d in 1932 so they couldn't cut 
down the i r credit del inquencies . The man-
u f a c t u r e r s might reply tha t more pr iva te 
golf clubs made money dur ing 1932 than 
dur ing any other year of t h e past 10. 
They can point out tha t if a private golf 
club with its previous policies of casual 
opera t ion can switch to an earn ing basis, 
t h e r e t a i l e r s surely should be able to show 
a sound basis for credi t and pay off some 
of the ou t s t and ing accounts . 

Tha t a rgumen t could go on to no de-
cision for an in te rminable t ime were it not 

for the fact t ha t not more than 3 of the 
well known m a n u f a c t u r e r s in the golf field 
did any be t te r t h a n an even break finan-
cially this year a n d they simply can ' t af-
ford to carry slow accounts. 

As the m a n u f a c t u r e r s must deal th rough 
out le ts where the bills are paid promptly, 
the pros and manufac tu re r s a re compelled 
to work toge ther in gett ing the pro credi t 
s i tuat ion and volume of business improved 
to a s ta tus tha t will enable both of them 
to survive. 

Returned Goods Pro Backfire 
One phase of the pro-manufac turer rela-

t ions tha t mus t come in for a grea t deal of 
correct ive effort a t the PGA meet ing, and 
a t the group session of pro and manufac-
tu re r officials, is the re turned goods evil. 
F a r too many pros who find themse lves 
with unsold s tocks of goods at the end of 
t he season consider it O. K. to ship this 
mater ia l back to the manufac tu re r s and 
expect to receive credit aga ins t the bal-
ances they owe. ^ h e manufac tu re r s , who 
have sold on wha t they were confident was 
the usual business-l ike procedure of rim 
orders , find themse lves with excess s tocks 
of merchand i se ins tead of the cash they 
need to finance winter manufac tu r ing op-
era t ions . 

The back-wash of tha t merchand i se 
m u s t be disposed of at d is t ress pr ices the 
first thing the following season. As pro 
g rade stuff, it has a superior marketabi l -
ity. It has come back f rom the pros 
once so the m a n u f a c t u r e r na tura l ly sells 
it to some reta i ler who will pay cash for 
it, and keep it. Th i s re ta i ler then makes 
a drive for early season business a t cut 
prices and takes away from pros sales tha t 
ordinari ly would be pro shop business , if 
th i s costly ignorance of r e tu rn ing mer-
chandise did not prevail too general ly 
among the pros. 

Consequently the re turned goods cos ts 
t he pros and manufac tu re r s a sha re of 
possible profit tha t , according to GOLF-
DOM'S findings th is fall, is d i sas t rous . 

It 's like most of t he pro's bus iness prob-
lems in tha t it is tied up with the manu-
f ac tu r e r s ' problems so in t imate ly tha t 
both a re losing money and oppor tuni ty . 
The pros and the manufac tu re r s real ize 
th is ; harmonious effort and p lanning be-
tween the two fac to r s this win ter is ex-
pected to reach an extent never before 
thought possible. If it doesn't , it cer ta in ly 
will be jus t too bad, and t h e pros can ' t 
s t and the delay any more than can the 
manufac tu re r s . 


