
Minnesota and Indiana Pros 
Meet to Study Business 

By HERB GRAFFIS 

Pro husiness clinics such as those con-
ducted each spring by the Minnesota and 
Indiana P G A sections g ive the pros at-
tending at least a month's start on their 
business. Problems that might not come 
under sharp scrutiny until the season was 
a month advanced are taken up, discussed 
and in some measure solved by these 
huddles. That 's important in a compara-
t ively short season business. 

Prank McCormick, director of athletics, 
University of Minnesota, welcomed the 
Minnesota pros and manufacturers' men 
to Cooke Hall of the university Apr i l 5, 
and counted them in for a continuing and 
growing part in the state-wide develop-
ment of golf through the university and 
high schools. This program is being 
handled by L,es Bolstad, head of the uni-
versity's gol f . Bolstad had some of his 
students listening to the talks so they'd 
ge t a close-up of the pros' problems and 
how the pros are meeting them. It was 
smart propaganda work to have these 
university physical education students get 
part of the pro picture and go forth as 
pro publicity messengers. 

Wall ie Mund told his team-mates in 
Minnesota pro golf his methods of shop 
management, emphasizing that as it's 
the pay-off in the cash that's l e f t a f t e r 
all the bills are paid, the score has to be 
kept on money all the time. Whether in 
long-range planning and operations or in 
provisions f o r inducing quick sales and 
harvest the net profit it's the dollar that 
controls operations of the pro department. 
The member or pay-play member is the 
No. 1 party because he's the source of the 
dollars, the realistic Mund detailed. 

Harold Sieg related his experiences in 
building pro shop volume. Sieg said that 
he'd put more than 400 all-weather grips 
on members' clubs in his shop which was 
picking up a sleeper in shop gross and 
as fa r as he could sec the gr ip revenue 
hadn't reduced interest and sales In new 
club a. 

Tom Crane, P G A executive sec., gave a 
highly interesting description at the Min-
nesota meeting and later at the Indiana 
session, of national P G A work. Crane's 
appearances on these programs did much 
to explain to members that the organiza-
tion Is endeavoring to serve the club pro 
along lines advocated by G O L F D O M for 

years and is not devoting an undue pro-
portion of its money, work and public 
ballyhoo to the fract ion of one per cent 
of its members who are tournament win-
ners. Crane did not detail P G A financial 
status which seems to be the mystery 
that accounts for much of the criticism 
by rank-and-file members but he did say 
that in the postwar recovery of the P G A 
roster income is substantial. 

The veteran Jock Hendry went into an 
explanation and discussion of gol f rules. 
Minnesota pros were keenly interested. 
They have the conviction that unless a 
pro thoroughly knows the rules and is an 
authority on them he is deficient In a 
ma jor essential of his qualifications. 

O. J. Noer was the headliner in the 
discussion on "The Golf Course f rom the 
P r o Standpoint." during which Len Matt-
son and others presented turf troubles 
which had come to their attention. Noer 's 
address contributed to the fine under-
standing that general ly prevails between 
Minnesota pros and greenkeepers. Noer 
also spoke at the concluding dinner of 
the conference at which pros and of f ic ials 
joined in a relaxing evening at the Town 
and Country club. Totton P. Heffel f ingcr 
of the USGA executive committee and 
Herb Graf f i s . G O L F D O M editor, were 
other speakers on the dinner program 
which was a get-together in a light mood 
before teeing off on the season. 

L ive ly Programs Pay Pros 
Harold Clasen, in the afternoon session 

of the clinic, spoke on golf tournaments 
and events, Clasen said, "One of the im-
portant duties of a pro is to arouse in-
terest in golf among his members and in 
this way make memberships more attrac-
tive. A good competit ive schedule for all 
classes of players will prove very profit-
able to the pro." He urged that pros help 
committees arrange schedules of lively 
and comprehensive appeal and conduct 
the events. He distributed copies of his 
Northland CC schedule and sheets on 
which he gave details of his club's most 
successful events. Clasen also showed 
pictures and other details of methods he 
used in conducting tournaments. 

Lee Harrington, Wilson Sport ing Goods 
Co., gave a feature address at Minneapolis 
which he repeated in substance at the 
Hoosier pros' Indianapolis clinic. Har-
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rington counseled creating a friendly at-
mosphere even before the member or pay-
piayer gets into the pro shop. He advised 
study of members' social and economic 
positions in order that the pro take fullest 
advantage of knowing the customer bet-
ter than the store does. 

Harrington recommended careful study 
of sales for past f ew years and pre-war 
years in order that the pro could estimate 
his business for 1948 and budget sales and 
expenses accordingly. He emphasized that 
the turnover of stock be careful ly watched 
so the pro's money investment be kept at 
work. He said that planning purchasing 
is as important as planning selling. 

Harrington also reminded pros of what 
a wide spread there is in results of dif-
ferent methods of dif ferent pros at the 
same club. He cited cases of where differ-
ence in annual shop volume had ranged 
f rom $3,000 to $12,000 with dif ferent pros 
conducting the business at club to which 
he referred. 

Keep Pro Capital Busy 
Harrington advised that pros send out 

their advertising to reach members 
Thursdays or Fr idays before the week-
end play. He urged that pros make use 
of a "close-out" table of bargains so 
they'll ge t their invested capital back 
quickly and quit losing carry ing costs on 
stuff that doesn't move. 

On Saturday events such as blind 
bogeys and sweepstakes he stressed im-
portance of g iv ing entries full value; 
displaying the entry sheets and amounts 
of merchandise won. Entry lists g row 
when the members see they are get t ing 
their money back minus the pro's legiti-
mate profit. He reminded smart pros that 
members are past the point of buying 
$400 in tickets on a raf f le f o r $200 worth 
of merchandise. He told the pros to put 
standard brands of balls in ball machines. 

Harrington also spoke of the import-
ance of a pro budgeting lesson time so it 
won't interfere with shop business. He 
talked about the steadily g rowing im-
portance of women's business. As an ex-
perienced observer over many years Har-
rington concluded that if a pro loses 
business to some other type of retail out-
let it is the pro's own fault. The Minne-
sota and Indiana pros appreciated the 
frankness of the statement that fol lowed 
Harr ington's specific recommendations. 

Herb Graf f is , G O L F D O M ' s editor, ex-
pressed his belief that pros had done an 
excellent job of business development ac-
cording to the teachings of their own 
experience but suggested that great ad-
vances could be registered by making 
more use of outside expert advice. He 
related discussions with numerous pros 
on program planning such as has been 

done with great success in the greenkeep-
ing short courses. The next step in pro 
business education, Gra f f i s said, was to 
know people as the greenkeepers know 
grass. The great successes of older pros 
in teaching and merchandising was 
soundly based in their knowledge of 
people and psychology rather than In 
specialized knowledge of the golf swing 
or business methods. He added that, in 
his opinion, there was a tendency to g o 
at the instruction problem hind-end-to 
and talk about " the mechanics of the 
swing" rather than acquire more basic 
knowledge of the mechanics of the swing-
er, as explained by anatomy and physi-
ology. 

Tea*'hers Discuss Teaching 

The tatter point was brought out in 
bright detail during the talks and demon-
strations of Arnold Chester on "Put t ing 
A Golf Lesson Across," on "Swing Tech-
nique," by Harold Sieg, on "Individual 
Differences in Golfers." by Willie Kldd 
and In the Held house demonstration for 
Minnesota pupils by hen Mattson and 
other Minnesota P G A members. Chester 
advised adjusting the principles to fit the 
individual pupil, and to remember the 
pupil is a human being; not a machine. 
He advocated fool-proof exercises for the 
pupils. 

Sleg and the veteran Wil l ie Kidd put 
on a most illuminating demonstration of 
the pro's value in analyzing grip, stance 
and swing details and faults. Kidd 
showed how basic principles hadn't 
changed since he was a Scotch amateur 
headliner 45 years ago, but that the Im-
provements, as far as pro play was con-
cerned, were due to the stars being better 
able to analyze what they were doing and 
more successful in applying the funda-
mentals to their individual physiques and 
temperaments. 

Wi l l ie said the pro's value as an in-
structor depended on the pro's ability to 
fit the methods correctly to the individual 
instead of making any one star pro a 
model. 

Indiana's Program Crowded 

Indiana P G A combined Its annual 
spring meeting with a cilic and dinner at 
the Lincoln hotel. Indianapolis. The pro-
gram was spread over three busy days, 
Sunday, Apri l 18, a business meeting 
was held in the evening a f t e r a get-to-
gether session at which " R e d " Barton of 
Worthington Ball Co. was host, Monday 
morning Tom Crane, executive sec, PGA . 
repeated the One informative story of 
national P G A activities he had given two 
weeks previously at the Minnesota meet-
ing. Johnny Watson spoke on the great 
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EDDIE BURKE T A K E S A BRIDE 

£ddie Burke end hit bride, nee Doris Muriel Hauf-
man of Port Chester, N.Y., hit the honeymoon 
fairway after being married at Sacred Heart rec-
tory, Laie Worth, Fla.. March 28. Eddie i i asst. 
to Tommy Armour at Boca Raton in the winter. 
This summer he's at Woodbr idge CC, New Haven. 
Conn., where Mrs. Burke will learn, as other pros' 
wives have, how it is to keep dinner hot while The 

Dear Boy it kept late on the lesson tee. 
"PAo'o, Lou Koch Service 

PROS STUDY BUSINESS 
(Continued from page 64) 

progress being made a t the P G A N a -
tional course at Dunedin, Fla, 

In the a f ternoon George Dawson of 
Spalding 's opened the p rog ram wi th a 
v e r y prof i table talk on merchandising. 
Dawson pointed out that dissimilar con-
ditions at clubs made each pro's stocking, 
sel l ing and inventory control problem an 
individual one but that same basic prin-
ciples of a t t rac t i ve shop, pleasant person-
al i ty, business savvy and thought fu l finan-
cial operat ion governed. 

B o x Display Helps Selling 
Dawson advocated keeping clubs dis-

played in handsome boxes. The clubs 
don't ge t knocked around and the sell ing 
magnet i sm of the boxes helps bring eyes 
to the clubs. He endorsed displaying club-
heads as near as possible to eye level. 
He was strong f o r hav ing prices dis-
played on all merchandise and said that 
brief in format ion about the merchandise 
on tags attached to the goods helped 
sales a lot . 

George said pros are mak ing a lot of 
trouble for themselves and not helping 
sales when they talk too much about 
sw ing ing we igh ts and sha f t deflections. 
Thus they o f ten ge t customers confused 
and demanding clubs to speci f icat ions that 
only pro experts w i th the most del icate 
touch would request Dawson also re-
fe r red to the d i f f i cu l t ies manufacturers 
have in repair and special order work . In 
Ibis he was backed up by Harr ing ton of 
Wi lson, Bill Kaiser of Hi l ler ieh and 

Hil lerieh and Bradsby and Bob R i c k e y 
and Stan Clark of MacGrego r Go l f . 

The manufacturers ' men ag reed that 
much time, trouble and expense could be 
saved if pros would wr i t e ful l detai ls in 
their first le t ter about repair j obs to be 
done and pack and address the clubs 
care fu l ly . 

Harr ington repeated, in part, some of 
his Minnesota talk, but mainly spoke of 
f a c t o r y manufac tur ing and repair work , 
go ing into detail about new construction 
ideas. 

Ka i se r emphasized that the manufac -
turers ' salesmen are t ry ing to help the 
pros hecause the pros are. in e f fect , the 
manufacturers ' representat ives to the ulti-
mate consumer. F o r that reason. Bi l l said, 
the salesman is eager to have the pro 
know all that the salesman can tell him 
about the design and construction o f the 
merchandise. 

Close-up on Pro Credit 
R i ckey spoke of the manufacturers ' 

problems In prepar ing and present ing a 
new line. Clark told of clubs be ing more 
interested than eve r be fore in pro credit. 
Stan said that as he go t around a m o n g 
credi t men in other businesses he w a s 
able to brag about the credit of pros as 
retai lers. He reminded the pros that 
when the credit manage r extends credit 
he is loaning the pros the stockholders ' 
money and if anyone thinks that ' s a 
casual mat te r let him t r y to borrow the 
same amount of money f rom any indi-
vidual. Clark remarked ' that m o s t ' o f the 
credit d i f f i cu l t ies pros have is the result 
o f not answer ing let ters and tel l ing just 
wha t the situation happens to be. H e 
said there a re two parts of the sales 
dol lar : the prof i t which is the pro's a f t e r 
he pays his opera t ing cost, and the cost 
of the goods which belongs to the manu-
fac turer . 

Ke i th Muller of U. S. Rubber, who 's 
been 20 years in Indiana as the U. S. 
representat ive, g a v e the pros pointers on 
ball merchandis ing. He told them to bal-
ance their Inventories so they could turn 
their capital o v e r o f ten. He said the go l f 
ball inventory should be turned over f our 
o r f i ve t imes a season. 

Keith said tha i in compar ing the rapid 
advance In earning power in pro go l f w i th 
that of young men in other businesses he 
thought the pro business was one of the 
best f o r an alert , di l igent and br ight 
young man. H o w e v e r he warned that it 's 
no business in which anyone could expect 
to have a prof i t pushed Into his hands 
N o w with a buyer 's market re turn ing the 
pro has to be on his toes as a business-
man e ve r y minute. 

Indiana Pros In Teamwork 
Stanley Graves, pres., Indiana Green-

keepers Assn., ta lked on t eamwork be-



EDERER 
G o l f N E T S 

A "musf" for ffce modern c/itb 

The Popular way 
to pep-up ploy 
and profits 

From the day you Install an Ederer Golf 
Net you'll find It a standout feature for 
building good will, better and happier 
players and more business for your club 
and your professional. 

Rain or shine your Ederer Net is one spot 
that will always be busy. Few features, if 
any, pay off so high in popularity and util-
ity for so small an investment. Hundreds of 
officials, pros and managers will tell you 
that. 

Plan on at least one Ederer this year and 
see . . . how it cuts down the beefing when 
the first tee is loaded . . . how handy it is 
for practice without shag boys or when the 
pupil and pro want privacy for the lesson 
. . . how perfect it is for the warm-up be-
fore the game. 

Writ* for folder and price I on the com-

plete Ederer line of sports nets,,. Go//, 
Tennis. Badminton and Volley Ball. 

tween greenkeepers and pros as a p r imary 
a f f a i r in improv ing club activit ies, hence 
the earning power of the man responsible 
f o r the course and the man responsible 
f o r the player. Stan told how his associ-
ation's members r ega rd helping each 
other w i th their problems as one of the 
g r ea t things that has e levated the status 
of greenkeepers with club o f f i c ia l s and 
members. War r en Bev ington, pres., H igh-
land G A C C , spoke on the pros' job in fur-
ther ing cooperat ion between clubs f o r the 
extension of go l f and putt ing clubs on a 
sound financial basis. 

Cl i f f Waggoner , sec., Indiana Amateur 
G A , paid tr ibute to the pros ' wo rk f o r 
amateurs. The final a f ternoon was de-
voted to a teaching clinic. The dinner 
was held Monday even ing with Rev . Eli-
gius We i r , M a y o r A1 Feeney, George 
Soutar. Bill Fox and Herb Gra f f i s being 
featured speakers. 

About SO, represent ing all but a f e w 
of the Indiana P G A membership, turned 
out f o r the meet ing which was briskly 
conducted by pres , W a y n e T imberman 
and chmn., Louis Bola. 

ARCHITECT AND GREENKEEPER 
(Continued from page 4ft) 

The greens had been gent l y contoured 
without exagge ra ted g rades which would 
cause a ball to ga ther additional speed 
on a downhil l put. The r e w e r e no loca-
tions in which a cup could not be placed. 
Both sur face and sub-drainage had been 
wel l prov ided for . Care had heen taken 
to e l iminate all wa te r pockets. Bunkers 
w e r e placed fa r enough a w a y f r om greens 
to a l low for the passage of medium width 
power equipment. 

P l a c ing of f a i r w a y hazards had been 
le f t f o r future work, the thought being 
that they could be bet ter spotted a f t e r 
the course had been In p lay awhile. The 
spots that caught poor ly played shots 
w e r e to be closely watched so as to de-
termine the proper plac ing of traps. Bunk-
ers misplaced serve no useful purpose 
other than added upkeep. T o build them 
is a v e r y quick s imple job with the aid 
of a bulldozer, and is accomplished in a 
Short time. 

W a t e r i n g Instal lat ion 
A f e w words about the modern water -

ing instal lat ion: P ipe sizes ranged f r om 
a (I in. feeder main on down to in. 
lines a t the tecs and greens. Snap va lve 
sprinkler heads w e r e used a t all outlets. 
The entire system was hose less; it was 
possible to sprinkle nine greens and tees 
at a t ime along w i th six f a i rways . By 
the t ime the spr inkl ing at tendant had set 
out his last head, the first sett ings were 
ready to be turned off . 

R . J . EDERER- C O M P A N Y 
*)*u£*ci6U SftotU Hcbi 
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