
Courtesy and Personal Interest 
Always Pay Dividends 

tti/ LARRY GLEASON 
Pro at Visitors' Country Club, Catalina Island 

There's nothing more pleasing than to be 
greeted with a handshake by someone who 
can recall your name, your home town or 
with a "how's that big boy of yours ? " after 
months or maybe even years of absence 
from your favorite vacation haunt, beach 
or mountain resort. 

That, to me, is the very flrst requirement 
for a successful golf professional or pro-
manager at the country club in a resort 
area. 

Make people feel as though you person-
ally are glad to see them again, show per-
sonal interest in their comfort, their wel-
fare, their family and in their golf, but 
since, in most cases, the resort visitor is 
on vacation, guard against overdoing the 
attention. 

Give your visitor welcome courtesy, a 
cordial greeting, let him feel you want 
sincerely to serve him, then leave him to 
his enjoyment. See that he gets it, if pos-
sible, without having been a pest. 

Conducting a pro shop in a resort area, 
or in my particular setup here at Catalina 
Visitors' Country Club at Santa Catalina 
Island, a pro-manager combination, is dif-
ferent in many ways from the usual pro 
situation. 

To my way of thinking, it embodies all 
the problems of pros from every section of 
the country, because the resort golfer 
comes from coast-to-coast and from 
border-to-border. He's from the public 
course, the private course; he's from the 
small town, the large city; he's rich and 
he's poor. 

I t ' s a more cosmopolitan clientele than 
the average club will have, and the pro 
should keep that fact in mind. 

Thus, a resort pro is required to carry a 
wider range of merchandise. 

I have found it advisable to divide my 
shop merchandise somewhat, with Class-A 
or high grade and higher-priced material 
on one side of the shop, and general mer-
chandise on the other. 

Resort merchandising is a lot like that 
in a big chain store, people have a wide 
range of ideas on price, and feel embar-
rassed if they pick out a club which sells 
for $15 when they only wanted to pay $7.50. 

Display of merchandise and prices 
should be such as to allow each visitor to 
choose his own price level. 

This insures against embarrassment for 
both visitor and pro, saves the pro time 
in explanation of the reason for difference 
in price and quality, which causes confu-
sion, and enables the visitor to go right to 
his price range, and the pro to work from 
that point in fitting his customer to clubs 
or other merchandise. 

Some resorts raise prices on merchan-
dise. This should not be done. Keep within 
the catalogue, and the value of such prac-
tice will pay off in making your visitor feel 
more at home—as though he were at his 
own club—and less like he's being fleeced. 

Visitors should always be given courtesy 
and course privileges over the regular or 
resident golfers at a resort, and the resi-
dent golfer should be made to realize the 
reason. 

Here in Catalina we have a situation 
which is similar to that in most of our 
golfing resort districts—a private club 
within a public club. 

The private club, of course, is comprised 
of residents of the area—but the course is 
open to the public, or the vacationing 
visitor. 

Our members from the City of Avalon 
realize that much of their livelihood is de-
pendent upon the treatment visitors re-
ceive when they are playing the course, 
and that the assurance of that visitor's 
return is coupled closely with that per-
sonal interest, courtesy and course privi-
lege which we try to give them. 

During the busy season, the resident 
members are most cooperative in giving 
way to the visitor, and even in filling out 
foursomes to aid in the sociability of the 
country club program. 

The pro shop should be in a conspicuous 
spot, so that when people arrive for their 
golf, it's the first haven for information. 

This gives the pro or pro-manager a 
a chance to greet the visitor, show him 
through the shop, lounge and clubhouse, 
give him that necessary personal interest 
and attention, and then introduce him to 
the lockerroom attendant. 



W e a r e m o s t f o r t u n a t e he re a t Ca ta l ina 
in h a v i n g w i t h us a young m a n (he's only 
62) who h a s been wi th t h e S a n t a Ca ta l ina 
I s land Company f o r 21 y e a r s and he is 
proud to s a y he never f o r g e t s a f ace or a 
name . His n a m e is Clarence Fu l lb r igh t . 

'Tis said t h a t Clarence persona l ly knows 
more spor ts , thea t r ica l , bus iness or social 
celebri t ies t h a n any o the r N e g r o lad in th is 
count ry . Therefore , he h a s acquired a cer-
t a in r e f r e s h i n g philosophy which is some-
th ing to be cogi ta ted these days . 

He h a s proved m o s t he lp fu l a n d grac ious 
in m y shor t span he re in Ca ta l ina , since he 
can and does g r e e t everyone w h o a p p e a r s 
a t t he club by their names , knows the i r 
home towns and o f t e n even h a s someth ing 
of pe r sona l in teres t to con t r ibu t e to the 
conversa t ion . 

T h a t ' s w h y my ent i re s taf f is work ing on 
" m e m o r y courses ." We h a v e seen how 
pleased people a re mere ly to be r emem-
bered. 

One w a y which I have devised toward 
f o s t e r i n g good memor ies is to keep a 
v is i tor ' s record, which is comple te to ad-
dress, home town and c lub—and then to 
s tudy t h a t record each even ing in an ef for t 
to recal l e a c h visitor. This m a k e s for accu-
r a t e recollect ion the next day , and next 
week or n e x t month . 

I advise a dist inct ive u n i f o r m , wi th nea t 
a p p e a r a n c e a necessity, f o r all a t t e n d a n t s . 

Th i s m a k e s fo r order ly a t t i r e of the off i -
cial staff a t the club, a n d enables the 
vis i tor to know the people w h o a re the re 
to se rve t h e m . 

The re a r e more beg inners p lay ing golf 
a t a vaca t i on a r e a t h a n a t t h e ave rage 
club, and f o r th is reason I s u g g e s t t h a t 
whe reve r possible the pro w o r k toward es-
t a b l i s h m e n t of a dr iv ing r a n g e or a pi tch 
and p u t t course . 

This will aid ma te r i a l l y in the golf 
p leasure a n d ins t ruc t ion of t h e beginner , 
and in some cases will re l ieve the play-
p re s su re of a beginner on a c rowded course. 

However , the re ' s still t h e s i tua t ion of a 
beg inner be ing more wil l ing to t r y some-
th ing new, l ike playing golf , since, when 
they a r e ou t fo r vaca t ion f u n , they more 
readi ly a g r e e to a t t e m p t i n g t h e spor t . In 
f r o n t of f r i ends a t home, t hey feel embar -
rassed . D u r i n g a vacat ion , m a n y realize 
t h a t o the r s a r e in the s ame boat , and feel 
less conspicuous. 

I c a r r y t w o g rades of r e n t sets , one fo r 
the beg inne r a t 50c all day, a n d the o ther 
fo r m o r e advanced go l fe r s a t a dollar. 

In Ca ta l ina , we have an a l l -day g reen 
fee of $1.50, t he idea be ing t h a t the visi tor 
will p lay m o r e golf if he can spend the day 

a t it, t h a n if he had t o dig deep every t ime 
a round . 

Locker room ren ta l , also, should be 
reasonable , a s n e a r a s possible to the ave r -
a g e of the v is i tor ' s home club price. 

All of which boils down to t h e s imple 
sugges t ion t h a t if you m a k e your vis i tor 
feel a t home, he'll w a n t to come b a c k ; if 
you don ' t ove r -cha rge him, he'll be g r a t e -
ful , because in so m a n y places t h a t ' s com-
mon pract ice . If you give one and all t he 
s a m e personal a t t en t i on and service, it 
m a k e s him feel p leased and if he 's pleased, 
you can res t assured , he'l l come back aga in . 

RYDER CUP MATCHES NOV. 1 A N D 2 
AT PORTLAND (ORE.) GC 

R y d e r Cup m a t c h e s be tween U. S. and 
Br i t i sh pros will be r e sumed Nov. 1 a n d 2 
a t P o r t l a n d (Ore.) GC. Bob Hudson, P o r t -
l and grocery m a g n a t e and golf of f ic ia l w h o 
p romoted the h igh ly successful 1946 P G A 
championsh ip a t t h e P o r t l a n d GC and h a s 
been s p a r k - p l u g of P o r t l a n d open even t s 
on the t o u r n a m e n t c i rcui t got the even t se t 
a f t e r d i f f icu l ty of U. S. and Br i t i sh p ro 
of f ic ia ls in m a k i n g mu tua l l y s a t i s f a c t o r y 
a r r a n g e m e n t s . 

The first p o s t w a r Ryder Cup m a t c h e s 
will no t have a s t e a m member s the U. S. 
P G A champion, J i m F e r r i e r ; or two of t h e 
t o p s t a r s on the Br i t i sh pro s u m m e r cir-
cui t , Von Nida and Van Donck. F e r r i e r 
and Von Nida a re A u s t r a l i a n s and Von 
Donck ' s a Belgian. Fore ign-born p l aye r s 
a r e ineligible to the U. S. and Br i t i sh t e a m s . 

Members of t he U. S. t e am will be chosen 
on point sy s t em by PGA. This s y s t e m 
a w a r d s points fo r p e r f o r m a n c e s in va r ious 
t o u r n a m e n t s on the c i rcui t whicl^ a p p r a i s e s 
some of the compet i t ions a s second- ra t e 
a f f a i r s . 

Method of Br i t i sh selection of c u s t o m a r y 
t e a m of 10 men of w h o m eight will p l ay in 
the single and double m a t c h e s h a s no t ye t 
been announced to the Bri t ish or A m e r i c a n 
golf ing public. U p to the end of Ju ly Von 
Nida led Bri t i sh t o u r n a m e n t p layers w i t h 
a n a v e r a g e of 72.28 f o r 36 rounds . Da ly 
w a s second wi th 72.55, Cotton th i rd w i t h 
72.75 and Dai Rees f o u r t h wi th 73.09. Van 
Donck w a s fifth w i t h 73.75. 

The Ryder Cup m a t c h e s will come in t h e 
g a p between the end of the s u m m e r and 
s t a r t of the win te r c i rcui t . W i t h the ener -
get ic , s m a r t and l iberal Hudson p r o m o t i n g 
the event will m a k e money. Br i t i sh p l aye r s 
who have good chances of m a k i n g the t e a m 
h a v e signified thei r in tent ion of s t a y i n g in 
t h e U. S. a f t e r R y d e r Cup play to g e t win-
t e r c i rcui t experience and a c r ack a t t he 
purses . 

28 Gulfdotn 


