
Salesmen Can Help Good Pros 
Clear Up Credit System 

THE SWIFT growth of golf f r om a sport 
into big business happened in such a 
way tha t was bound to c rea te a credit 

problem among the professionals . As we 
look back we can see tha t t he g a m e grew 
out of bounds. Many young fel lows with-
out any business experience were put into 
positions where they had big inventories, 
short seasons, limited marke t s , week-end 
rushes, style changes and forced selling 
to keep up manufac tu re r s ' volume. 

These fac to rs made the m a n a g e m e n t of 
a pro shop more of a problem than the 
inexperienced pros were able to handle. . 

Solution of t he pro credit problem un-
doubtedly was postponed by the intense 
competi t ion among the manufac tu re r s . 
When a pro had exhausted his credi t with 
one m a n u f a c t u r e r he was ab le to get 
credit f rom another . The resu l t was bound 
to be sad for the m a n u f a c t u r e r s as well 
as the professionals and now the day of 
reckoning has arrived. 

The sa lesman naturally gets an unfavor-
able react ion if his company h a s a firm, 
tough policy of pro credit . If a golf com-
pany wan ts to sell any pro who won' t pay, 
tha t is the company's grief . But, of 
course, the sa lesman prompt ly feels the 
reaction f rom such a policy in reduced net 
income and eventual ly he is out of a job, 
because loose credit policies and survival 
don't go together any more in the golf 
business. 

We can be proud of the f ac t t ha t our 
company has a s trong credit policy. It 's 
a selling asse t for the sa lesman if he 
boldly makes use of it. I have found tha t 
it is the best policy to sell t he average 
good pro on the idea tha t we t a k e very 
few chances on risky credit because we 
don't wan t to pass on this burden to the 
good pro who pays his bills. 

Help Out Pros 
When we analyze the compla in ts we 

have had about our credi t policy, we see 
tha t most of them come f rom t h e credit 
del inquents who handle compara t ive ly lit-
tle of our merchandise . Undoubtedly we'd 
all be be t t e r off without t he i r business 
if we were cer ta in they would a lways be 
bad credit . However, many of these pros 
a re fine, honorable fellows who have got in 

THESE remarks were made by a dis-
trict manager of one of the larger golf 

manufacturing companies at the com-
pany's sales convention. 

What this golf goods salesman says in-
dicates that the golf companies are set 
on helping the pros with the credit prob-
lem, always a difficult one in any short 
season business. 

Pros have survived the depression with 
credit rating improvement that is worthy 
of praise in the field of small retailing 
units, and when some of the boys realize 
that cooperation and understanding on 
pro credit will make every pro job in the 
country pay better, there will be no more 
pro credit problem. 

bad because they lacked business educa-
tion. W e can look over thei r shops, size 
u p t he i r clubs and lea rn something about 
the i r cha rac te r and then know w h e t h e r 
or no t these present poor r isks are wor th 
t h e t ime and effort it will take on our p a r t 
to work them out of the mess into which 
they have let t hemse lves slip. If we de-
cide tha t these boys—or men—are wor th 
saving, then it is up to us to not be a f ra id 
of ta lk ing firm and open about credi t and 
t ry to show the fellow how he can work 
his way back. We owe it to the pro. W e 
owe it to our company, AND we owe it 
to ourselves. 

I am inclined to th ink tha t one of t he 
most serious charges t h a t can be brought 
aga ins t golf company sa lesman is a down 
r igh t f ea r of the credi t problem. They 
a r e scared to dea th to ment ion credi t to 
m a n y of the pros, to whom a good hear t -
to-hear t tough talk would be the bes t t h ing 
t h a t ever happened in making good busi-
ness men out of t h e s e professionals . 

Such education can not be lef t to credi t 
m a n a g e r s because they can not personal ly 
con tac t the pros. Golf sell ing to t h e pros 
is a double barre led job for the s a l e s m a n 
—Sell ing and Credit . No sale is ever com-
pleted until we collect the money. The 
sa lesman should know the pro 's posit ion 
f a r more int imately than t h e credi t man-



ager ever can, so if t he pro is talked to 
in t e r m s of the pro's own conditions and 
appealed to on his spor t ing fa i rness as 
well a s on his wisdom in holding and 
bui lding up his job, we a re on our way 
toward a solution of t he pro credit prob-
lem. I of ten have noticed tha t the pro 's 
wives a re the real bus iness heads of the 
family, and if we can tac t fu l ly get such 
wives in teres ted in the c red i t problem, we 
will have this problem solved in many in-
s tances . All of this work is informal, and 
can ' t b e handled by the necessari ly rou-
t ine work of a credi t depar tment . 

Call for Show-Down 
W h a t will help all good golf companies 

a lot is to have their sa lesmen go to the 
mat wi th the bad credit pros. Those who 
can be saved will be helped to a speedier 
recovery, and the hope less ones can be 
e l iminated from the game as a real serv-
ice to the first-class pros, t he clubs, t he 
players, and cer tainly to the manufac tu re r s 
and sa lesmen. 

At t imes we run in to a s i tuat ion where 
a pro can ' t pay us because he says the 
club is holding out on him. We should 
know someth ing about a pro ' s line-up with 
his club, so we could check such cases. 
If the club is holding out, and the pro will 
consent to such an act ion, we should call 
on t h e c lub officials and tac t fu l ly help the 
pro get his money so h e can pay us. 

Right a t this point, I wan t to say some-
th ing about an impor tan t detail of the 
spr ing s to re sales aga ins t which some of 
the pros have protested. 

Fi rs t , I point out t h a t t he loudest kicks 
come f rom the fel lows whose business 
with us is the most quiet . I tell the 
howlers th is in a way t h a t t ips them off 
to t h e f ac t that the s m a r t pro-merchants 
have no kick agains t these sales. Then I 
remind t h e m of the t r emendous amount 
of clubs re turned by pros a t t h e end of the 
season, and tha t all s tore accounts know 
tha t a sa le is a sa le and t h a t they a re 
legally obliged to keep the goods we sell 
them. If pro accounts a r e promptly set-
tled, and if a sa lesman keeps up with his 
collection all dur ing the season, there will 
cer ta inly be less merchand i se re turned at 
the end of t he season. 

F u r t h e r m o r e , I tell him t h a t in addition 
to th is re turned merchandise , we have 
a lways been too easy on the pros in the 
past , and have as a consequence some ac-
counts receivable on our books long over-
due, and on which no bank would loan us 
money for next season 's operat ion. 

When the golf manufac tu re r s get into a 
banking s i tuat ion like we all faced this 
spring, we simply can ' t get money to carry 
on operat ions. W e would have had it, 
however, I F we had been able to collect 
our accounts receivable, and had had no 
money tied up in re turned merchandise . 
Therefore , we all a re forced into ge t t ing 
money quickly. If any pro who h a t e s to 
pay th inks tha t he can put any manu-
fac turer out of business just because the 
manufac tu re r is bashful about a sk ing for 
business when tha t bus iness means money 
for salvation, t h a t pro is exposing himself 
as ignorant of business. 

Pros' Hope Renewed 
What the sa lesman has to do is to make 

the pros who are worth saving get up out 
of the red. When business is poor for 
them, as it has been for many this year, 
the sa lesman has to help the pro correc t 
his pract ices wi thout breaking the pro's 
hear t . The pro 's hope must be renewed. 
This is the year for el iminat ing the evils 
in the golf bus iness and as the credi t 
t rouble is one of t h e biggest evils, we 
might jus t as well hack tha t out. If we 
let it continue, it is largely our own faul t . 
Credi t is choking our sales, and m u s t les-
sen our sales effor t because a lot of the 
t ime we might be t t e r spend on sel l ing we 
have to spend in s t ra ightening out un-
pleasant credit s i tuat ions. 

Veteran Scotch professionals tell of Old 
Tom Morris who used to supply pros who 
were going out to the s ta tes with s tocks 
of heads and clubs. Old Tom Morris died 
practically broke. So we can see t h a t the 
credi t problem is of long enough s tand ing 
to require long, hard , pat ient work on the 
pa r t of the sa lesmen who are closer to the 
pros than the credi t manager . 

In helping the pros solve the i r credi t 
problem, our company is doing one of the 
g rea tes t jobs t h a t can be done for the pro. 
Any pro who is not willing; to coopera te in 
solving his credi t problem is a fellow we 
don ' t wan t to r isk our money on. H e is 
a menace to all the pros who a re t ry ing to 
build up the pro reputa t ion for integri ty 
and service. 

THIS IS open season for Nominat ing Com-
mit tees . Between now and Feb rua ry 

they will be busy selecting s la tes fo r the 
coming year. Once more, GOLFDOM fol-
lows i ts annual cus tom and points out to 
t hese commit tees the value of picking men 
on the basis of the i r ability r a t h e r than 
popularity. 


