
Pros First Short Course Money 
Maker for Wide-Awakes 

BEYOND quest ion the first pro business 
shor t course conducted by the PGA at 
Morr ison Hotel, Chicago, March 29 and 

30, marked a turn ing point in professional 
gol fers ' bus iness opera t ions and their re-
lat ions wi th thei r clubs. 

H a r r y Radix, pres ident of t h e Chicago 
Distr ic t GA, who is not given to hooie in 
praise or in jus t ice in censure , sounded off 
on the cha rac t e r of the shor t course when 
he sa id : 

"If club officials knew how intensely 
profi table to the club was the i r pros' at-
t endance at these sessions t hey would in-
s is t on thei r men being p resen t . 

"Nex t y e a r I suggest t h a t you mail an-
nouncement of your shor t course to club 
officials as well a s to profess ionals and 
you will h a v e a capacity crowd in at tend-
ance because clubs and profess ionals can 
not be blind to one of the most valuable 
new deve lopments in golf." 

It is the in tent ion of the PGA to follow 
up the Chicago short course wi th sessions 
in o ther sections, if possible within the 
next severa l weeks. The Chicago venture 
was a n exper iment launched by R. W. 
Treacy, sec re ta ry of the PGA and chair-
m a n of i ts educat ional commi t tee . 

A reg i s t ra t ion fee of $5 was put on the 
event to cover expenses. Leona rd Hicks, 
No. 1 guy of the Morrison, gave the shor t 
course room without ren ta l charge . As the 
s t enograph ic expense ran u n d e r the esti-
mated a m o u n t the boys we re r e funded on 
the $5 they put in, and a r e well ahead 
financially. 

Rich Get Richer 
Tha t line about the r ich ge t t ing r icher 

and the poor get t ing poorer applied to the 
shor t course . Many of the fe l lows It could 
have helped most weren ' t t he re . The at-
t endance w a s made up of fe l lows in the 
be t t e r jobs who are hand l ing t h e m excel-
lent ly and will handle t h e m stil l bet ter , 
according to the i r own admiss ions , as a 
resu l t of po in te r s picked up a t the shor t 
course. 

F i r s t l e c tu re r to tee-off was Max Brody, 
Chicago m a n a g e r for Grand Rapid Store 
Equ ipmen t Co. Brody, some years ago 
was wi th W a n a m a k e r s and spoke as no 

s t r a n g e r to golf merchandis ing. He a n d 
his company have been responsible for t h e 
layout and fixtures a t many of the coun-
t ry ' s noted retai l s tores . 

H e tipped off the boys to the f ac t t h a t 
golf clubs a re about the coldest i t ems of 
merchand i se tha t could be displayed. F o r 
t h a t reason he advised club display in 
south l ight which is wa rm ra the r than in 
no r th l ight which is mos t sui table for t he 
display of furs . 

Give Mechandise Character 
Keep away f rom the "basement sa le s" 

a t m o s p h e r e Brody advocated because the 
pro shop business is of a professional char-
ac te r , even in those cases where a fel low 
w a n t s to do bus iness in competi t ion with 
s to res on a price basis . He advised t h a t 
the fel lows show f ewer clubs so each c lub 
displayed will s t and out in charac te r . H e 
also s t ressed the impor tance of displaying 
as much merchandise as possible on eye 
level. "Don't make it hard for the cus-
tomer to reach merchandise ," he counseled. 

Ins tead of dead whi t e inside the shop, 
Brody told the pros to use w a r m e r colors, 
such a s blue, yellow, tan, green and reds . 
H e pointed out the effective use of color 
m a d e a t the World ' s Fair in Chicago a s 
an example of pu t t ing life into display. 
The outside of the shop, Brody ment ioned 
a s being f requen t ly neglected with t h e 
pa in t brush, landscaping, canopies, lawn 
cha i r s and invi t ing lanes. At tent ion to 
these m a t t e r s he said f requent ly would 
overcome the bad locat ion of pro shops. 

Brody as a golfer said tha t one sugges-
t ion h e could m a k e to improve bus iness 
for many pros was to quit th inking t h a t 
they a re too busy. H e says the pros ' cus-
tomers a re the busy men, runn ing out to 
play golf, but they never are too busy to 
ta lk to the pro. 

In an hour Brody delivered to the pros a 
load of definitely valuable information t h a t 
will be extensively and promptly employed 
th is spr ing. He told of the Grand Rapids 
men being act ive gol fers and a lways will-
ing to give the pros t ips on thei r shop 
display equipment and layout wi thout 
charge . If th is Max Brody happens to 
show at any club where a reader of th is is 



pro, g rab him and get h im to look over 
your shops. He gave the boys a book on 
how to display to sell a t Chicago. 

Fields Help the Pros 
M. R. Ely of Marshall Field and Co. gave 

the pros some valuable t ips on merchandis-
ing f rom the experience of his outfit. He 
said t h a t women now a re responsible for 
about 75% of the appare l buying for men. 
This year Fields are f e a t u r i n g the ensem-
ble idea in selling men ' s wea r , showing in 
their adver t i s ing every th ing f rom the ha t 
to the zipper BVDs worn by the well-
dressed male of the species . Ely brought 
out t ha t th is ensemble idea could be effec-
tively applied in selling men and women 
golf bags t h a t fit the expens ive matched 
sets ins tead of the worn, c h e a p bags t h a t 
so many players now ca r ry because the 
s tores have worked bags on the cheap 
price basis . 

He cri t icized the pro p rac t i ce of put t ing 
too much in a display case. "Make i t look 
like 'here is something specia l and only a 
few le f t ' and you will sell m o r e " advised 
the Field expert . He told abou t some mis-
takes his own grea t organizat ion had made 
and in t hese f r ank confess ions cheered the 
pros. "Always display your merchandise 
so it looks like you th ink it is the las t 
word in value," he admonished . 

Discuss Caddie Handling 
Elmer Biggs, pro-supt. a t Peoria CC 

spoke in behalf of more a t t en t i on by pros 
to the caddie s i tuat ion. T h e youngsters 
in the opinion of the subs tan t i a l Peor ia 
Dutchman, were sadly neglec ted as con-
tac t men for the pros. H e advised super-
vising the caddies because t h e pro, r a t h e r 
than the caddie-master , eventua l ly is held 
accountable for caddie shor tcomings . Have 
your caddie-master tour ing t h e course to 
keep an eye on the p e r f o r m a n c e of cad-
dies, sugges ted Biggs, because occasionally 
the players , in kindliest in ten t , ruin the 
caddies by fai lure to m a r k down the i r 
need of f u r t h e r educat ion or correct ion. 
He s t r enuous ly opposed t h e pro pract ice 
of having the same caddie, s ta t ing t h a t 
th is es tabl ished a bad p receden t for t he 
membersh ip . The only except ion he would 
endorse w a s when the pro used the club-
cleaning boy. He advised runn ing lower 
class boys along with the Class A caddies 
so the less competent boys could see how 
an able caddie per formed. 

At tent ion to the caddie s i tua t ion Biggs 
said a lways puts a pro in s t rong with his 

members and jus t i f ies his sa lary by ex-
tending his exper t services to th i s impor-
t a n t depar tment of member service. The 
Biggs talk on caddie handl ing and the 
lively discussion following it a lone was 
wor th the reg i s t ra t ion fee. 

Boys' Place of Business 
A1 Lesperance, in tel l ing of caddie oper-

a t ions a t Wes tmore land , said the bes t re-
su l t s were obta ined f r o m caddies when the 
boys were acquain ted with the idea ttiat 
t he club was not a playground for them, 
bu t a place of bus iness . He expressed 
the opinion t h a t t h e discipline caddies got 
a t golf clubs was one of the finest pieces 
of t ra in ing given to youngs te rs on the 
threshold of bus iness careers . 

The problem of the tough kids in Chi-
cago was r e f e r r ed to by Tom Walsh . 
Wa l sh has succeeded in supplying excel-
len t caddie service by not o f ten cri t icizing 
individual caddies , but br inging out the 
fau l t s in a weekly caddie meet ing, or in 
special meet ings if something ser ious dic-
t a t e s . He said t h a t pros would get be t t e r 
r e su l t s with caddie problems if they would 
consider the kids no t as s laves, but a s 
plas t ic ma te r i a l t h a t could be moulded 
properly or tossed off the lot. 

Spencer Meister summar ized his caddie 
policy by s ta t ing he taught t h e boys to 
f e a r him, but to l ike him. Meis ter agreed 
wi th Biggs t h a t w h e n the pro is on the 
job there should be no work for the caddie 
cha i rman . Meis ter added tha t in addi t ion 
to handl ing caddies a t Aurora, he had not 
been too proud to cook, paint and do o ther 
work tha t gave t h e members an idea of 
his usefulness . 

Meis ter ' s r e m a r k s led into J o h n Mill-
e r ' s brief talk on w h a t makes a good pro. 
J o h n was pinch-hi t ter for Doug Tweed ie of 
Spaldings. Among o ther th ings , Miller 
said tha t there a r e compara t ive ly f ew pros 
who now ship back merchand i se ins tead 
of paying for it a t t h e season 's end. 

Advertise Your Personality 
J a m e s C. Ewell, adver t i s ing m a n a g e r of 

Wilson-Western , out l ined adver t i s ing prin-
ciples to the pros, loud-pedaling t h e idea 
of the pro build-up of the f ac to r of value 
in his merchand i se and service r a t h e r t han 
cont inued a t t e m p t s to compete wi th s to res 
on a cut-price basis . Ewell pointed out 
t h a t no s tore ever bea t out a n o t h e r s to re 
on cut-price alone, so it would be fu t i le 
fo r the pros to a im for a p e r m a n e n t vic-
to ry in any price wa r f a r e . 

In the radio b roadcas t s t ha t pros have 



many oppor tuni t ies to give, he advised that 
special ef for ts be made to put ac ross the 
pro's personal i ty ra ther than confine the 
broadcast s imply to an exposit ion of the 
pro b r o a d c a s t e r s ideas of golf ins t ruc t ion . 

Adver t is ing of a pro's personal i ty and 
qualif ications for member service , Ewell 
ra ted a s the most profitable adver t i s ing 
tha t a pro could do. He cited exper iences 
of large adve r t i s e r s in wa rn ing the pros 
not to be discouraged because a l i t t le ad-
ver t i s ing didn ' t show apprec iable resul ts 
and impressed on his audience tha t pro 
adver t i s ing mus t be pers is tent to pay. 

Help Pros to Make Money 
D. H. Mudd, credi t manager of Spaldings, 

told the pros t h a t m a n u f a c t u r e r s have had 
to t ighten up and put in budget and book-
keeping sys t ems to help their dea le rs make 
money so pros shouldn' t act aggrieved if 
the m a n u f a c t u r e r s insisted on them han-
dling pro business in a way t h a t would 
make money for all concerned. He said 
tha t 110 m a n u f a c t u r e r s of a th le t i c goods 
n«w are exchanging credit in format ion and 
tha t a pro who was careless about his 
credit or o ther business opera t ions couldn't 
keep it a secre t any longer. 

Mudd paid t r ibute to the vas t improve-
ment in pro credi t . More than 52% of the 
pros in the Spalding te r r i to ry unde r his 
jur isdict ion discount the i r bills. This is 
a be t t e r showing than dea le rs make, he 
added. The discount t e rms obviously have 
Mudd a t sea. He said he did no t think 
tha t a pro who did not discount his bills 
was enti t led to 5 r/ f , and tha t in ad jus t ing 
the t e rms the pro who did discount was 
entit led to the benefit of the d iscount the 
slow pay fellow couldn't earn. However , 
he r emarked that figures on depa r tmen t 
s tore profi ts showed a national average of 
less than 2r/f last year, so wha teve r dis-
count the pro could get, he had be t t e r grab 
for profits in every line were scanty . 

The Spalding credit man r e f e r r e d to an 
a la rming a m o u n t of money pros were 
beaten out of by members who resigned 
f rom clubs and could not be reached. He 
advocated some action be tween the PGA 
and a collection agency in col lect ing these 
accounts . 

Mudd also vigorously spoke for a simple 
bookkeeping sys tem for the pros and out-
lined such a sys tem. 

Treacy, Lesperance , Paulsen and Meister 
spoke on the i r instruct ion me thods and 
policies in s t a r t i n g spiri ted discussions. 
Lespe rance advised his comrades he be-

lieved tha t most t e ache r s didn't real ize 
how litt le the golf s tuden t s knew. Guy 
Paulsen told of some of the pointers Mac 
Smith gave For t Wayne pros a f t e r an ex-
hibit ion in tha t city. Meister talked of the 
necess i ty of p revent ing stage-fr ight in the 
s tuden ts . "Don't t ry to make them over 
if they a re taking a lesson in the hope of 
beat ing some one tomorrow," the Aurora 
pro warned . 

20,000,000 Golfers 
Tom Walsh turned out in a s ta r per-

fo rmance on the subjec t of group instruc-
tion. As the pro guiding spirit in the 
highly successful Tribune-Chicago Daily Fee 
group golf lessons, Walsh expressed the 
conviction tha t the group lesson idea could 
make 20,000,000 Amer icans golfers. Group 
lessons don't t ake the place of individual 
lessons, but are the g rea tes t p romoters of 
more golf business t h a t have been discov-
ered, said Walsh. 

He gave many valuable pointers on the 
s tage m a n a g e m e n t of effect ive group teach-
ing f rom his exper ience as chief ins t ruc tor 
for the 1,100 golfers handled at his course 
class lessons last year. "Keep the wind a t 
your back so your voice will car ry and 
don't have your c lasses look into the sun ," 
were two simple principles which many 
group ins t ruc tors neglected, he said. 

Dick Hanley, football coach at North-
wes tern universi ty, told of his coaches ' 
school tha t s ta r ted with 65 s tudents and 
last yea r had 450 football coaches and 
spor ts r epor te r s in a t tendance , in beginning 
his talk on what the golf pro might learn 
f rom the methods of the football coaches. 

Most pros talk over the i r pupils' heads , 
said Hanley in conf i rmat ion of a s t a t ement 
Al Lesperance had made earl ier in the 
conference . He advised more of an effort 
to t r ans l a t e the f u n d a m e n t a l s into the lan-
guage of the people being taught. Pro ath-
letes like to gossip, Han ley commented , 
and in this idle talk a re liable to m a k e 
slurs or show pet t iness instead of realiz-
ing t h a t whenever one boosts a pro a th le t e 
in any game he is boost ing the o ther pros 
and the game. 

Pros e r r in not l i s tening to see how the i r 
cus tomers feel, r emarked Hanley. He said 
tha t the growing in te res t in golf was mak-
ing it advisable tha t pros give thei r busi-
ness more a t ten t ion than ever before be-
cause the public in learn ing more about 
golf was becoming more exacting in i ts 
demands for pro service. 

Alex Pir ie recommended that the pros 



make more ot a play to the youngsters . 
The impressionable minds of the kids gave 
the pros who made themse lves juveni le 
paragons great oppor tun i t i es for coming 
out on top in the survival of the fittest 
deal now going on at top speed in pro golf. 
Kids c lasses he boosted for many reasons , 
not the least of which was tha t the pa ren t s 
can ' t afford to send youngs t e r s for pay 
lessons, a s they did fo rmer ly , and that the 
pro owes the introduct ion to the -game to 
the chi ldren as a public servicè. 

There is a serious economic waste in not 
tak ing advan tage of the pros ' knowledge 
of golf by employing at leas t Some of it 
in course maintenance , said R. W. Treacy , 
in ta lk ing on pro g reenkeep ing . At the 
same t ime, there was a danger of pros 
get t ing in over their heads in applying for 
pro-greenkeeping jobs whe re they were not 
qualified. The pros have lagged behind the 
g reenkeeper s in ge t t ing a f t e r business edu-
cation, said the PGA secre ta ry , who cited 
cases of pros being anxious to handle 
greenkeeping jobs, but n e v e r going to the 
trouble of a t tending many of the valuable 
g reenkeep ing ,short courses available dur-
ing the winter . 

Shortage of Pros and Greenkeepers! 
Treacy shocked his h e a r e r s when he said 

that t h e r e was a sho r t age of 1,500 first 
c lass pros and 1.000 first class greenkeep-
ers in the country. He said he made thi^ 
e s t ima te not because t he r e were so m a n ^ 
fellows looking for jobs, bu t because of 
the lack of qualifications to properly handle 
jobs. Because so many of t h e club officials 
know nothing of the r ight qualif ications of 
pros and greenkeepers , t he education of 
unqualified men up to a proper s t anda rd , 
or the i r el imination, was a responsibi l i ty 
pro and greenkeèper organiza t ions would 
have to a s sume for se rv ice to clubs and 
members . 

"The pro is the golf hos t , " said H a r r y 
Radix, pres ident of the Chicago Dis t r ic t 
GA in s t a r t ing a br isk address . "If he 
makes every member feel as though he 
has been received with cordial i ty and good 
service, the pro job is be ing well handled ." 
Radix criticized the d isp lays in many of 
the pro shops he has seen and regre t ted 
his finding because he real ized tha t when 
a pro lost a sale in the smal l marke t a pro 
has , it was hard to m a k e it up. He ad-
vised f ea tu r ing leaders each week-end in 
pro shop merchandis ing . The pros ' de-
po r tmen t a t clubs he considered as a deli-
ca te problem general ly handled with g rea t 
judgment . He counseled that a pro ex-

tend his in te res t to all member s 'of the 
club instead of being associated too much 
with only a small sect ion of the member-
ship. 

The impor tance of the season 's schedule 
a t a club in connect ion with pro profits 
and member in t e res t war ran ted the atten-
tion of every a le r t professional , said Herb 
Graffis, GOLFDOM's Editor. Graftis re-
ferred to schedule prepara t ion as a job 
every pro should kiss himself into as a 
service to the men ' s and women 's commit-
tees . He cited ins tances of t he increased 
in te res t of women in golf a s sugges t ing 
more mixed even t s and par t icular a t ten t ion 
to. the women 's schedule. 

• As good adver t i s ing for any pro Graffis 
mentioned the women 's W e s t e r n Junior 
championship possibil i t ies. This even t will 
be held at P a r k Ridge (111.) CC, Ju ly 9-12 
and pros in the midwest would be well to 
begin developing juvenile t a l en t for this 
eveiiit without delay. 

Massachusetts Short Course 
Alumni Elect Wanberg 

p A U L W A N B E R G , s u p e r i n t e n d e n t of t h e 
Westtm (Massi) CC, was selected presi-

dent of the Massachuse t t s Greenkeepers ' 
Short Course Alumni Association at the 
group's organizat ion meeting. 

Clinton Bràdlêy was selected vice-presi-
dent and Will iam Nye. secre ta ry . 

The eight ' s h o r t courses unde r Prof. 
Dickinson have been a t tended by 140 men. 

I F YOUR club has a swimming pool, a 
* Venetian Night makes a great enter ta in-
ment fea tu re . Swimming, music, decora-
t ions and Italian g rub give the event a gay 
a i r . 

Manager Edward Newhar t of Knollwood 
CC (Chicago d i s t r ic t ) , who s t ages some 
great par t ies at this swanky establ ish-
ment , considers ! t h e Venetian Night affair 
the highlight of the annual fixtures. 

^"ONSENSUS of m a n u f a c t u r e r and pro 
opinion is t h a t the pros ' big day is 

coming back with the new code. T h e gen-
eral idea of t he codes is to equal ize prices. 

With prices equalized the re is no sense 
of a member going downtown; quali ty and 
service will de t e rmine the point of pur-
chase. If a pro can ' t show a plainly bet-
ter deal on first class quali ty or at least 
equal quality for the same price, and oh 
expert service, he had bet ter get out of the 
business. 


