
Keeping Old Pro Distinction 
in Modern Shop Selling 

By JOHN SHOREY 
Pro, Farming ton CC, University, Va. 

I f a lot of pros thought as much about 
scoring par in salesmanship as they do 
about gett ing creditable scores on the 
course they'd be better off. 

Each day of the present period they're 
going to have to th ink of balancing their 
business wi th their games. I f ever the pro 
needed to be a successful merchant in order 
to get his income up to standard it is today. 
Competit ion from stores is becoming keen-
er all the time. Twenty years ago when the 
pro made his members' clubs he had few 
worries about the drugstore ball and the 
cheap club tha t could be bought on almost 
every corner. That t ime has passed for-
ever. 

The pro can't sell everything. There are 
many courses where there are no pros. 
That business has to be cared for and 
eventually those buyers will graduate to 
come with in the scope of pro shop mer-
chandising. I n the meanwhile the pro shop 
has to be developing so it is a distinctive 
business establishment. Many of the points 
of modern store merchandising it should 
adapt to its own field but there are many 
fine old features of pro shop operation tha t 
should not be abandoned. They gave an in-

t imacy and an authoritat ive atmosphere to 
merchandising. 

Shop Has W a r m t h 

The shop of the first class old-time pro 
had, and still has, a wa rmth to it that ap-
peals to the customers. I t does not look 
like a transplanted corner of a department 
store's golf section. 

Many years ago I was greatly impressed 
by a little Scotch professional for whom I 
worked. His gray eyes were always twink-
l ing and he listened attentively to the 
golfer's woes wi th a pleasant, sympathetic 
smile. He was interested in everyone's 
troubles and made a sincere effort to let 
them know it. One of the first and most 
important lessons learned from this mer-
chant pro was, as he put it, "You've got to 
be a better salesman than a golfer, lad, to 
be a success in this business". 

Let's turn back the clock some 20 years 
and visit this wise little man and his neatly 
kept shop. We wa lk up a gravel path from 
the clubhouse and just beyond the first tee 
stands a small f rame bui ld ing resembling a 
summer cottage. As we enter we receive 
a most cordial welcome and are asked to 

(Continued on page 86) 

John Shorey's shop has an air of service, simplicity and welcome. 



Modern Shop Selling 
(Continued from page 82) 

look a r o u n d t h e shop. I t is nea t , well 
l ighted , a n d t h e s h o w c a s e s a r e fu l l of eve ry 
possible golf accessory . 

The shop boy is c h a n g i n g t h e m e r c h a n -
dise f r o m one case to t he o the r . Th i s g ives 
t h e a p p e a r a n c e of n e w e q u i p m e n t a n d 
b r e a k s t h e m o n o t o n y of see ing t h e s a m e 
t h i n g in t h e s a m e p lace d a y in a n d d a y out . 
The c lubs on t h e r a c k s a r e moved f o r t h e 
s a m e reason . All a r t i c l e s a r e m a r k e d w i t h 
a f r e s h , legible sa les t a g . 

Friendly Air of Golf 
On t h e wa l l s a r e p i c t u r e s of t h e gol f ing 

g r e a t s of t o d a y a n d y e s t e r y e a r . The t h e n 
Open Champion , t he g r a y i n g A r m o u r , 
t a k e s t he space over t h e c a s h r e g i s t e r ; 
w i t h H a g e n , P .G.A. Champion , on one s ide; 
a n d j i t t e r y Diegel , C a n a d i a n t i t le -holder , 
on t h e o the r . On a n o t h e r wa l l w e see t h e 
"Old M a s t e r " H a r r y V a r d o n a n d his coun-
t r y m a n , Ted R a y , w i t h h is b ig b l a c k pipe. 

T h e A m e r i c a n a m a t e u r s , Jones , E v a n s , 
Ouimet , a r e t h e r e also. L i t t l e J o h n n y Mc-
D e r m o t t , 2 - t i m e w i n n e r of t h e Open, is 
smi l ing down a t u s ; M a c S m i t h is scowl ing 
b e n e a t h h i s checked c a p ; a n d sleek, s t u r d y 
S a r a z e n is look ing p r o u d a n d s t o i c a l — c i g a r 
a n d all . T h e r e is a l so a p a i n t i n g of old J o h n 
Mor r i s s u r r o u n d e d b y such o ld - t imer s a s 
Gil Nichols , T r a v e r s , McLeod, a n d o the r s . 
W e a r e def in i te ly in a n a t m o s p h e r e of golf . 
On t h e t a b l e a r e golf m a g a z i n e s a n d t w o 
books on golf , one by B a r n e s a n d t he o t h e r 
" T h e Gis t of Gol f" b y Va rdon . B y t h e door 
h a n g s a h u g e bu l le t in b o a r d w h i c h is used 
f o r c lub hand i caps , t o u r n a m e n t da te s , etc . 

W e a s k ou r hos t , " W h e n do you p l a y 
g o l f ? " "Oh, neve r on a w e e k - e n d o r holi-
d a y , " h e repl ies . " I spend t h a t t i m e on t h e 
first t ee or in t h e shop, l i s t en ing to com-
p la in t s , a r r a n g i n g m a t c h e s , m a k i n g sug-
ges t i ons a n d o f f e r i ng advice . You see, b y 
v i s i t i ng w i t h m y m e m b e r s I c a n s t u d y the i r 
go l f ing needs a n d l a t e r on m a k e s u g g e s -
t ions w h i c h lead to sa les . " "Bu t , d o n ' t g e t 
t h e idea t h a t I neve r p l a y w i t h t h e m e m -
bers . I m a k e i t a po in t to p l a y w i t h every-
one in t he club 2 or m o r e t i m e s d u r i n g t h e 
season. I t ' s b a d bus iness , you know, to 
p l a y w i t h j u s t a se lec t g r o u p . " 

Over in t h e c o r n e r is a sma l l c ab ine t 
w i t h t h e s i g n — " D i d you leave i t a t h o m e ? 
M a y b e i t ' s he r e . " If a m e m b e r f o r g e t s h is 
s w e a t e r , u m b r e l l a or some th ing , he c a n 
b o r r o w one f r o m t h e s u p p l y k e p t in t h i s 
cab ine t . 

W e find t h a t t h e p ro doesn ' t t a k e a d a y 
off excep t f o r s h o p p i n g a n d a n occas ional 
t o u r n a m e n t . He uses his t i m e to g ive f r e e 
lessons to t h e j un io r m e m b e r s a n d t h e 
m e m b e r s wives w h o a r e beg inne r s . He te l ls 
u s t h a t t h e j u n i o r s a r e t h e g r o w n - u p m e m -
be r s of t o m o r r o w . " T h e y will need clubs, 
b a g s a n d balls , and s o m e d a y t h e y will b u y 
t h e m in m y shop ." 

Pro Is Prime Merchandise 
T h a t old p ro w a s a m a g n i f i c e n t m e r c h a n t 
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because t he first i t em t h a t he sold w a s 
h imse l f . H e w a s qua l i t y m e r c h a n d i s e f o r 
qua l i t y m e r c h a n d i s e in eve ry case is t h a t 
wh ich s e rves t h e c u s t o m e r bes t . 

The n e x t t h i n g in o r d e r of s tock a f t e r 
t h e p r o a s first c lass m e r c h a n d i s e is t he 
m a t e r i a l t h a t t h e m e m b e r s need a n d can 
a f fo rd . W h a t e v e r t he p r ice m a y be t he 
p r o d u c t m u s t be t h e b e s t f o r t he m o n e y 
so t h a t i t does t h e p ro ' s r e p u t a t i o n good 
i n s t e a d of t a k i n g a c h a n c e w i t h a good 
n a m e f o r t h e fleeting e l e m e n t of a long 
prof i t . 

T h e long p ro f i t s come a n d s t a y w h e n t h e 
p ro m a k e s h is c h a r a c t e r a n d bus ine s s 
o p e r a t i o n s obvious ly d i rec ted a t s u p p l y i n g 
t h e m e m b e r w i t h s o m e t h i n g t h a t c a n ' t be 
ob ta ined e l sewhere . 

T h e r e is a n old s a y i n g t h a t a n i n s t i t u t i on 
is t he l e n g t h e n e d s h a d o w of one m a n . T h e 
p r o p e r l y o p e r a t e d p ro shop is t he ex tens ion 
of t h e p ro ' s fine c h a r a c t e r , h is a u t h o r i t a t i v e 
knowledge of t h e p l a y i n g a n d bus ines s of 
golf , a n d his g e n u i n e des i re to h a v e al l h i s 
m e m b e r s , t h e i r f ami l i e s a n d f r i ends , e n j o y 
t h e g a m e . 

W h e n you w e n t in to h is shop you w e r e 
g o i n g in to i t w i t h you r h e a r t a n d head 
h i g h b e c a u s e you k n e w you 'd find t h e r e a 
t r u e f r i e n d of yours . W h e n you b o u g h t you 
k n e w t h a t you w e r e g e t t i n g on ly w h a t one 
of y o u r r e a l f r i e n d s would le t you have . 

I n t h e s e d a y s w h e n all v igor a n d can-
n iness a n d a l lu re is used in p u s h i n g t h e sa le 
of golf m e r c h a n d i s e b y s t o r e s m a y b e t h e 
m e t h o d of t h a t fine old Sco t ch m e n t o r of 
m i n e m i g h t s eem too e a s y a n d slow. B u t 
don ' t t h i n k t h a t h e eve r missed a be t . 

A n y t h i n g in golf m e r c h a n d i s e a n d golf 
m e r c h a n d i s i n g t h a t w a s good e n o u g h so h is 
f r i e n d s — h i s m e m b e r s — s h o u l d have , he 
w a s quick to p r e s e n t . 

H e m a d e a p r o shop one of t he un ique 
a n d a p p e a l i n g p laces of bus ines s t h a t ve ry 
f e w c o m m e r c i a l e s t a b l i s h m e n t s could copy. 
H u n d r e d s of s t o r e s would l ike to h a v e t h e 
se l l ing a t m o s p h e r e t h a t t h i s s o r t of p r o 
shop w a s g iven b y a m a n w h o k n e w his 
bus iness . 

Go m o d e r n w i t h y o u r p r o shop m e r c h a n -
d i s ing b u t d o n ' t go so " m o d e r n " t h a t you 
sacr i f ice t h e p o w e r of bus ines s p e r s o n a l i t y 
t h a t a s m a r t b u s i n e s s m a n p r o accen t s . 

S H E L D E N O P E N A T ROCHESTER, 
M I N N . — W a l t e r D. Shelden M e m o r i a l Open 
f o r $1500 will be p l ayed a t R o c h e s t e r 
(Minn.) G&CC, A u g . 10-12. P r o en t r i e s 

will be l imi ted m a i n l y to p r o s in Minne-
so ta , I o w a a n d Wiscons in . A m a t e u r en-
t r i e s of 9 h a n d i c a p a n d u n d e r will be ac-
cepted . P r o field is l imi ted to 75 a n d a m a -
t e u r s to 50. R o c h e s t e r ' s pro, A r t Ing les ton , 
B o x 473, Roches t e r , is h a n d l i n g en t r ies . 
E n t r y fee is $10. The R o c h e s t e r club m e m -
b e r s h i p inc ludes t h e M D celebr i t ies of t h e 
M a y o clinic a n d o t h e r no ted R o c h e s t e r 
medica l e s t a b l i s h m e n t s . 
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