
EDDIE BURKE T A K E S A BRIDE 

Eddie Burke and hit bride, nee Doris Muriel Hauf-
man of Port Chester, N.Y., hit the honeymoon 
fairway after being married at Sacred Heart rec-
tory, LaJte Worth, Fla.. March 28. Eddie Is 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 is kept late on the lesson tee. 
-Photo, 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. 

l iox Display Helps Se l l ing 
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 ich and 

Hil lerich 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 he 
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 five t imes a season. 

Keith said that 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-


