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tion. However, that does not mean that 
we, the pros, should not give in return for 
what the game of golf has given us. Our 
foresight in making people golf-minded to-
day will fill our country club memberships 
tomorrow. 

Group instruction to the adults and free 
group instruction to our members' children 
is at least part of that answer. Free group 
instruction to these children throughout 
the country will mean many thousand po-
tential golfers for tomorrow. This would 
certainly be a wonderful contribution to 
the game we love and out of which we 
earn our living. 

Group instruction is in its infancy, but 
it has, in my opinion, a great future. The 
number of people who can be taught to 
swing a club correctly in groups is almost 
unlimited and from 10 to 12 can be taken 
on the practice tee for ball-hitting in-
struction when they have made sufficient 
progress to warrant it. 

The pro who devises a method of group 
instruction whereby he can teach the golf 
swing by numbers will find that there is 
little difficulty in moulding together a 
sound golf swing and the time taken to do 
so is much shorter than one would at first 
expect. The assistant employed by such a 
pro is indeed lucky and need have no fear 
of the future. Eminent physicians do 
more than their share of work gratis be-
cause they love their work and these men 
are much bigger men than we can ever 
hope to be. If we can imitate them just 
a little, we would be accomplishing some-
thing. 

To state that any pro giving free in-
struction is a poor business man and 
teacher is unwarranted. The pro teacher 
who is booked up for weeks ahead and can 
still find time to give the juniors an hour 
or so a week and also give helpful hints 
to his members to make their game more 
pleasurable, is, certainly, in my opinion, a 
much better business man than the one 
who charges a nickel every time he moves. 

Free group instruction to members' 
children Is the best advertising a pro can 
get and any good business man will give 
you the answer to good advertising. 

Any pro who gives free instruction with 
the idea that it must positively sell golf 
clubs and equipment is indeed a poor sales-
man. A good salesman sells himself first 
and his product afterwards. 

Let every country club and its pro or-
ganize a junior club, give the youngsters 
every encouragement and see the increased 
interest and activity at the club. 

Spalding Discontinuance of 35 Retail 

Stores Wil l Boost Pro Volume 

J^jPALDING'S discontinuance of its retail 
stores in 3? cities marks a major 

change of policy that reflects merchandis-
ing progress of pro golfers. The new pol-
icy extends Spalding's reliance upon pro 
outlets for its golf retailing, and would 
not have been placed in effect had the 
Spalding officials entertained doubt of the 
pros' capacity for stacking up alongside 
any other sporting goods retailers. 

Pros will he one of the 3 major chan-
nels through which Spalding sports goods 
will be sold. The other two will be the 
Spalding Wholesale Dept. serving schools, 
colleges and athletic organizations; and 
sports goods dealers in all principal cities, 

Charles R, Robbins, pres. of A. G. 
Spalding & Bros., in commenting on the 
pro angle of the policy change, said: 

"Spalding retail stores always worked 
hand-in-hand with the pros. These estab-
lishments, however, did a substantial vol-
ume of golf business with a good-spend-
ing class of golfing trade that the pros 
had not been successful in reaching, 

"We have watched the development of 
keen merchandising sense and energy in 
pro golf with great interest, hoping for 
the time when the expert standard of 
merchandising and player service in sup-
plying equipment, would become so gen-
eral that we could confine our major at-
tention in golf, to manufacturing. 

"The right time has arrived. The pro-
fessionals have identified themselves as 
such alert and competent factors in the 
retailing of high-class golf goods that we 
relinquish a tremendous annual volume of 
golf goods retailing, confident that the 
pro abilities will protect this quality 
volume. 

" I am sure that the thoughtful pros 
who are the leaders in golf goods re-
tailing appreciate that the Spalding new 
policy is the most significant sign of pro 
merchandising competence that has been 
made, and that placing at the disposal 
of pros, the volume of successful golf 
departments in 35 cities' stores, is cer-
tain to be a factor in pros' Increased pros-
perity in 1039." 

F I R S T gate money for a golf match is 

said to have been collected in 1892 at a 

pro match between Jack White and Doug-

las Rolland. 


