waitresses on hand through the season due
to the fact our location makes it neces-
sary for us to room and board all of our
help. After some difficulty at the begin-
ning of the season this problem has been
solved and we now have some semblance
of a permanent staff. Extra waitresses,
and other extra help, have been fairly
plentiful, but, of course, at high wages.
We have shortened by a half hour the time
for serving dinner but otherwise have not
made any changes.

Job Has Compensations

Taking over the general managership of
a fine club like Flossmoor at a time when
problems seemed interminable has had its
compensations which far outshadow the
difficulties experienced in the beginning.

In the first place, the club membership
is a grand group and as fine as one could
wish to work for. They have given me
every assistance and the board of directors
have always stood back of me 100 per cent.
With this kind of support I have been able
to accomplish some things that would have
been impossible under different circum-
stances. As club professional I had been
on the best of terms with all of the mem-
bers. This, I am sure, has been one of my
greatest assets in assuming my added
responsibilities.

Two years ago we were able to show a
fair margin of profit. You can imagine
how grateful T was when after I suggested
that the money be used for the installation
of a new refrigeration system and new
course equipment they authorized me to
go ahead without any questions being
asked.

At the end of the 1947 season I wanted
to rebuild several of our tees and do some
additional landscaping around the water
hazards. The labor situation was very
tight and wages were high, I suggested
that the purchase of a caterpillar tractor
would probably pay for itself in a year or
50, At the next meeting of the board I was
authorized to make such a purchase. It
has more than half paid for itself in the
short time we have had it.

When one gets that kind of cooperation
it certainly makes up for a lot of the heart-
aches and bad sessions that may have oc-
curred through the seasons.

Planning a Pro Career
Bulletin of the Northern California PGA
contains sound advice for the young man
who is Flannlng a future as a golf pro-
fessional and for the professional who
engages the young fellow as an assistant.
The bulletin reads:
A. Qualities to be developed.
1. Be neat in his personal appearance
and dress.
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Develop a courteous personality.
Study the English language.

Take a course in public speaking.

A man who uses good grammar has
an advantage over a man who is lost
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for words.

5. If possible, take a course in book-
keeping.

6. Practice your golf game in all your
spare time.

7. Develop a good looking swing if you
are going to be a good golf pro. Club
members prefer a pro with a good
sound swing over one who has many
faults and is a good scorer.

8. When possible give free instructions
to junior members of your club. In
teaching the youngsters you will de-
velop confidence in your ability as a
teacher.

9. Learn the art of teaching. The more
teaching you do the better you will
be in time.

10. Attend night school and take the fol-
lowing subjects:
1. Typing
2. Journalism
8. Commercial Arithmetic
4. Salesmanship

B. Duties to your pro.

1. Keep your pro shop clean and tidy.
Do all you can to increase his sales.

2. Learn to do minor repair jobs such as
weighing clubs, new grips, refacing
woods and reshafting.

3. Remember to respect your pro. He is
the man who will make you a success,
You are his representative. Be loyal
to him. If you are not satisfied with
your job tell him, not the club mem-
bers.

4, Treat his members and customers
with utmost respect.

Pro relations with his assistant.

1. Teach him restraint in his personal
financial problems. In other words,
have him live within his income.

2. Listen to his personal problems away
from his job. Try to advise him if
possible. An assistant who is happy
away from his work will be a better
man for you.

3. Show him your method of teaching.
Also have him watch you while you
are giving lessons.

4. Teach him all the methods on buy-
ing so that if you are not on the job
he can do some buying for you.

5. Pay him a livable salary.

6. Advise him to start an insurance sav-
ings plan.

7. Give him time off to play in a major
golf tournament at least once a year.
Do not include this as part of his
vacation, but call it part of his work.
Encourage him to attend some PGA
meetings.
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