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remember that. As caddie-master and later 
as assistant pro and pro-greenkeeper I 
was constantly reminded that there's no 
place like a golf club to tactfully act like 
"the customer is always right" whether 
the statement is true or not. 

Every pro has members who are difficult 
to deal with and who make unreasonable 
demands, usually through lack of knowl-
edge rather than through meanness alone. 
Learning that early does a lot to help a 
young man make a success of a pro job. 
The knack of anticipating possible short-
comings and complaints in pro department 
service has to be developed. Older pros 
have told me of many cases where pro 
jobs were lost because pros got bull-
headed about some matter that could have 
been handled to everyone's satisfaction by 
a pro who had the right attitude toward 
his job. 

Realizing that a pro job is a responsi-
bility and not an opportunity to show-off, 
I think is another important point the pro 
must check up on when he makes an in-
ventory of himself. 

People talk about Walter Hagen being 
a great showman, but when I recall how 
he acted when I had the profitable pleas-
ure of plaving an exhibition match with 
him, I will put Hagren's feeling of re-
sponsibility toward firolf awav ahead of 
his showmanship. He knew I had staere 
frijrht and he put me at mv ease. He 
taueht me how to do a better lob of teach-
ing- by making the students feel comfort-
able. The courtesv and friendliness the 
Haier showed me never has been forgotten 
and the other ere at players who have 
something of Walter's fine manner toward 
the vouneer nro are doing more than they 
realize to help golf. 

Pro's First Duty 

Is to Aid Golf 

The pro's job is to help golf. I f he 
doesn't do that first he is in a poor posi-
tion to help himself. I believe that one of 
the best jobs pros are doing to set them-
selves in right is the work of junior in-
struction. From my own experience I will 
say that no pro needs to fear giving "free" 
instruction to junior classes because he 
feels that proper value won't be placed on 
such instruction by pupils and their pa-
rents or because he thinks he should be 
paid for what is really valuable time and 
hard work. I f the pro doesn't get big cash 
returns eventually out of his junior classes, 
whether free or at nominal charge, then 
the pro needs to study his manner and 

method of handling these classes and re-
vise his work. 

What I am to do with the juniors is to 
get them started off right. I teach them 
the proper grip, stance and to keep their 
heads in place. Most of the rest must 
come to them by imitation or intuition. 
You can't go into detail with the young-
sters. They won't know what you're talk-
ing about. Show them, and they'll get it 
right away. 

One of my 13-year-old class pupils, Betty 
Jane Cline, has scored a 39 on the par 34 
Highland Park course and plays Bloom-
ington CC (par 35) consistently in the low 
forties. She has gone on to Sandy Armour, 
a great fellow and a fine teacher, and all 
of us expect a lot from her if she con-
tinues her present interest in golf. One of 
our 10-year-old boys, Peter Elliott, has 
played a 39 on our course in competition, 
and always is in the low forties. Our other 
youngsters for the most part have devel-
oped so that their parents have taken a 
great interest in individual lessons for 
themselves. The kid classes were the 
greatest adult individual lesson advertis-
ing and sales idea I ever had. 

The widespread success of progressive 
pros in the juvenile class lesson work has 
shown us all what is to be gained by 
looking ahead. We have a great business 
future in golf if we study ourselves and 
educate ourselves to deserve command of 
the situation, and don't waste our time 
passing the buck for unavoidable troubles 
in the golf business to someone else. 

Pro Skeeters—Michigan pros are plan-
ning a skeet tournament at Kent CC, 
Grand Rapids, during the late fall. Pros 
are beginning to go strong for the sport 
as a fall and winter proposition. Some 
of them have done very well in shell sales 
to members. 

Winter Tourney Dates 

November 16-19—Mid-South Professional Tour-
nament (best ball and individual), Pinehurst 
N. C . 

December 10-13—Miami Biltmore Open, $10,000. 
January 7-10—Los Angeles Open, $8,000. 
January 15 and 16—Santa Monica Ooen, $4,000. 
January 21-23—Pasadena Open, $3,000. 
January 28-30—Oakland Open, $5,000. 
February 4-6—Sacramento Open, $3,000. 
February 11-13—San Francisco Open, $5,000. 
February 19-20—Binq Crosby Open, $3,000 

Rancho Santa Fe Links. 
March 23-25—North and South Open Cham-

pionship, 72 holes, Pinehurst, N . C . 
March 31 to April 2—Masters Tournament, Au-

gusta ©olf Club, Augusta, G«„ $5,000. 




