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College Courses Help the Pro 
Check Business Operation 

By SAM RAUWORTH 

The article about mv golf school pub-
lished in 1947 In O O L F D O M I "What Makes 
Sammy's Golf School Run? ) concluded 
with a rosy picture of my triumph over the 
Dragon of Financial Trouble, well satisfied 
with my work . . . . all In all. like the end-
ing to a Western movie, with the handsome 
hero riding off into the sunset. 

Wel l . It turned out to be quite a sunset. 
Someone kept burning trash in the alley 
near our building despite repeated warning 
and on July 28th. 1949 it happened . . . . 
the heat cracked the window and a strong 
wind blew the flames inside, The interior 
of the entire golf school burned Despite 
insurance, my loss was over $1500, I limped 
along for the rest of the season, giving 
golf lessons at the golf range and stocking 
and selling clubs from my home. Since the 

The off ice area shown above shows the desl built 
by the designers, metel f i l ing cabinet, bulletin 
board, lesson schedules end forced-air gas heeler. 
One of the doors on the designer-built dasJt hinges 
upward to form e writing surface, end the port-
able typewriter swings into writ ing position on a 
hinged top section, much l i te a tewing machine. 
In the front golf net, the practice clubs are held 
from the floor by spring clips. 

contractor estimated November 1, 1949 for 
completion, 1 decided to go back to North-
western in the fall for another semester in 
Commerce. It is just as well that I did; 
the golf school was not ready for occupancy 
until January, the studying kept my mind 
ou* my troubles, and the training was to 
help me come back stronger than ever this 
year. 

So here I was, on a gray day in January, 
trying to get the golf school in shape, 
hanging golf nets, sanding floors and plan-
ning a golf display, when two fellows 
walked in to took at golf clubs. I laid aside 
the hammer and waited on them in paint-
smeared coveralls. When the sale was 
completed (one of my better sales talks. I 
guessl , one fellow remarked: 

"You could do a lot with this place . . . . . 
the basic structure is good. W e would like 
to give you an overall plan and a few 
sketches. We ' re both designers and this 
place is an interesting challenge." 

I scratched my head a bit. and said. 
" I 'm none too flush financially, but if you 
want to give me a sketch, maybe we can 
work something out." 

When 1 saw the detailed plan, analyzing 
how the activities of teaching, buying, sell-
ing and bookkeeping would be considered 
in the design, Reynard & Majewski had 
another client. 

Here are the basic ideas presented to me. 
The school should have a friendly but busi-
ness-like atmosphere. Design would follow 
function; they would make the plan to fit 
the importance and frequency of activities. 
The business area would be painted a cocoa 
color to set it off from the teaching area, 
which would be a soft yellow and blue-
green. It sounded a bit gaudy, but I knew 
my own consei-vatism as fa r as color was 
cetned so I said, OK. To help me get my 
club sales back up to par. I insisted that we 
start on the club display first. 

My contribution to the deslfn of the club 
display was based mainly on hard-headed 
selling ideas that I ' d learned in the Retail 
Store .-Management course at Northwest-
cm University plus principals of retail dis-
play commonly known in the trade. 



How the Designers Accomplished It What I Wanted 

1) A m a s s d i sp l ay to s u g g e s t su^ ic ient 
stock and w i d e asso r tment . 

2) Heads of Ule cluha displayed at eye-
level. 

3 ) F lex ib i l i ty , s o I could d i sp lay c lubs in 
or out of the boxes . 

4 ) A p p e a l , so tha t the customer could 
w a l k u p a n d hand l e c lubs . 

5 ) T o m a k e s u r e that the d i sp lay didn't 
outshine the go l f cluhs. 

T h e " L " d i sp l ay m a s s e s the c lubs d i rect ly 
in f r on t of the cus tomer a s he enters the 
door. 

W o o d s on top sheif , head d o w n ; i rons on 
bo t tom shel f , head up. 

R e m o v a b l e peg s to a l l ow flexibility; put 
them in to d i sp lay c lubs Individual ly , t ake 
them out to d i sp lay c lubs In boxes . 

D i s p l a y p laced on e a sy s lant , w i th amp le 
k ick - space underneath . 

D i s p l a y w a s pa in ted the s a m e flat cocoa 
co lor a s the wa i l . 

S ince w e have c lass lessons, w e w a n t e d 
an obv ious p lace f o r s tudents to wa i t . If 
they w e r e ear ly , a n d an obv ious p lace f o r 
them to put coats , ha t s and shoes. L a s t 
year , I had a g r e a t deal of t roub le keep ing 
clothes off the cha i r s a n d k e e p i n g shoes 
f r o m be ing s p r e a d alt over the place. 

W e p laced the s i t t ing a rea opposite the 
c lub d i sp l ay ( s o they could look at c lubs 
whi le w a i t i n g ) a n d p laced the c lothes rack 
a n d shoe r a c k next to the s i t t ing a r ea . T h e 
cockta i l t ab le w a s bui lt of birch, p l ywood 

Application of Principles Learned in 

a n d g l a s s to hold m a g a z i n e s and a sh t r ay s 
and a l l o w c lubs to he p laced across the t w o 
b i rch ra i l s protect ing the g lass . T h e g r a s s 
g r een shag r u g a n d red D u r a n - c o v e r e d 
cha i r s prov ide a b r i g h t spot In contrast 
w i t h the wa l l s . 

T h e results w e r e s a t i s f y i n g . H a v i n g a 
p lace fo r eve ry th ing and eve ry th ing in its 
p lace is p a y i n g off. T h e s tudents put their 
o w n coats and shoes in the r acks and 
despite h e a v y lesson book ing , the school 
looks neat most al l the time, w i thout con-
s tant f u s s i n g a n d s t r a i g h t e n i n g up. 

C o u r s e s a t N o r t h w e s t e r n U n i v e r s i t y 

P R I N C I P L E S 

Business Organizat ion Course 
1 ) A n a l y z e bus iness b y funct ions 

w h e t h e r or not these funct ions a r e n o w 
be ing p e r f o r m e d . Funct ion defined a s a c -
t iv i ty or g r o u p of act iv it ies e l ea r ly set 
a p a r t f r o m others . 

2 ) Se t pol ic ies on the basis of f a c t s but 
a d a p t a s condit ions change . 

3 ) Set responsibi l i t ies definitely and be 
s u r e to g i ve au tho r i t y equal to t a sks re -
quired . 

Industrial Management Course 
1) G o o d l i gh t ing improves w o r k In 

m a n u f a c t u r i n g ; he lps sa l es In retai l ing. 
G e n e r a l o v e r h e a d l i ght ing best f o r most 
purposes . F l u o r e s c e n t : low o p e r a t i n g cost, 
h igh initial cost. Incandescent : h igher 
ope r a t i ng cost b u t l o w e r or ig ina l coat. 

2 ) Mechan i z a t i on requ i res h i ghe r cap i -
ta l ou t l ay but a l l o w s employee to do more 
w o r k . W i t h suf f ic ient vo lume, cost cu rve 
g o e s down . 
Retai l .Store Management Course 

1) Allow easy access to merchandise 
not easily stolen or damaged. 

2 ) K e e p a d e q u a t e control of s tock to 
a s su re g o o d t u r n o v e r hut avo id r unn ing out 
of stock. 

H O W A P P L I E D 

Func t i ons ana lyzed in school as f o l l ows : 
Po l i cy a n d Admin i s t r a t i on , Instruct ion. 
B u y i n g a n d Sel l ing, Reco rd K e e p i n g and 
Ma in t enance . 

Cons i s tent but flexible pol icies e s t a b -
lished as to lesson a n d c lub prices, re turn 
of merchandise , credit on lessons missed, 
etc. 

A s s i s t a n t s mus t accept responsib i l i ty f o r 
b o o k i n g lessons, k n o w i n g c lub prices, co l -
lect ing fees , runn ing school w h e n o w n e r is 
absent . T h e y have au thor i ty to m a k e deci -
sions w i th in a r e a of pol icies estab l ished. 

O v e r h e a d incandescent Insta l led : l ow 
o r i g ina l cost, ope r a t i ng cost not much of a 
f ac to r , l ight is " w a r m e r " than fluorescent. 
G e n e r a l a r e a l i gh t ing w i t h no deep 
shadows . 

P u r c h a s e d R e x a i r e V a c u u m c leaner to 
keep floors and gol f nets du s t - f r e e ; type -
w r i t e r , a d d i n g mach ine a n d file cab inet to 
m a k e record keep ing f a s t a n d easy. 

D i s p l a y p laced in p rominen t p lace to in -
vite cus tomer to p ick u p merchand i se . 

P a s t three yea r s ' sa l es ana lyzed and an 
expec ted sa les curve p ro jec ted , a l l o w i n g f o r 
seasona l f a c to r . " O p e n - t o - b u y " f o r m u l a 
app l ied ( in a ve ry s imple, I n f o r m a l w a y ) 
to contro l buy ing . 



Sale* Administration Course 
1) Present sales theory Is to find what 

buyer wants, then merely provide these 
things. High-pressure selling is less pro-
ductive, increases selling costs, and creates 
no repeat business. 

2) Know whether your product falls in 
the specialty, shopping or convenience 
goods class and shape your selling to tit. 

Personnel Course 
1) Provide financial and non-financial 

incentives to employees. Non-financial in-
centives that have ranked higher than pay 
received In several surveys: Self expres-
sion, interesting work. 

2t Know job specifications so employees 
can he picked on the basis of facts 

3) Fractionally work so that it is easier 
to find employees who can do the job. If 

1 the job takes too many skills, it may take 
a genius to fill it. 

Advertising Course 
11 • E x p e r t " adve r t i s i ng men a r e not as 

g o o d a j u d g e of y o u r adve r t i s i ng as the 
potent ia l b u y e r : that is. the g u y w h o w a n t s 
to g e t r id of a slice. 

21 T h e m a r k e t mus t be ana lyzed to 
avo id adve r t i s ing w a s t e , 

W hat A r e the Resu l t s? 

F i r s t , the des ign w o r k of R e y n a r d & 
M a j e w s k i is p a y i n g off in good ole do l la rs 
and cents. S tudent s and c lub prospects 
c o m m e n t ( v o l u n t a r i l y ) on the a p p e a r a n c e 
of the school. T h e neat , chee r fu l a tmos -
phere " p r e - s e l l s " me r chand i s e : the cus -
t o m e r seems to think, " . , . , school looks 
g o o d ; merchand i se m u s t b e good . " T h e 
co lors even help m e in t each ing ; a f t e r an 
11 or 12 hour day , I ' m m u c h less tired. 

1 think there w e r e f o u r unusua l things 
a b o u t this des ign w o r k : 1) These f e l l ows 
have a commerc i a l sense. T h e y accepted 
m y modi f icat ions of their des i gns w h e n 
they s a w the sel l ing sense behind the s u g -
ges ted c h a n g e ; 2 ) T h e y a r e not " a r t y " . 
Bo th a r e c r a f t smen , bo th t e m p e r their en -
thus iasm f o r mode rn des ign b y a d o w n - t o -
e a r t h r ea l i sm: 31 T h e w o r k w a s p lanned 
In an ove ra l l w a y , but w o r k e d out In a 
s t ep - by - s t ep manne r , a s I could a f f o r d it; 
41 T h e des ign w a s w o r k e d out hy funct ion. 
W h a t is done h e r e ? H o w o f t en do yon use 

Type of customer analyzed: mostly 
business girls and men of middle income 
group. Prices, activities and advertising 
appeal adapted to these facts. No advertis-
ing in exclusive suburbs, for instance. 

Golf clubs seem to be shopping goods; 
people do not buy them at the closest store 
like cigarettes (convenience goods), nor 
(ravel to a certain store for a certain brand, 
tike Steuben glass (specialty goods|. They 
"shop" prices and quality, demand retailer 
be In an area convenient for such shopping. 

Financial incentives in paying different 
hourly rate for instruction than regular 
work plus percentage on club sales. Chief 
non-financial incentive is allowing em-
ployee to find sell -expression in his work. 

Instructors picked for teaching ability, 
pleasant manner, potiential sales ability, 
willingness. Golf bums definitely avoided. 

Because business is not yet large enough 
to allow full time employment of special-
ists, part-time specialists in teaching, sell-
ing, bookkeeping, maintenance have been 
sought out. Both Instructors are students; 
part-time work is a fine set-up for them an J 
for me. 

C o p y Is a imed , in p la in l a n g u a g e , at our 
logical p rospects . " C o r n y " phrases , of 
p roven se l l ing appea l , a r e kept. 

Go l f s e ems t o b e a " t h i n " ma rke t , so 
m a s s " s h o t g u n " adve r t i s ing is o f t en a 
was te . P eop l e q u a l i f y themse lves a s pros -
pects when they look in the classif ied 
phone book s o that Is our best r e su l t - g e t -
t ing med ium. 

this s p a c e ? N o w w e a r e do ing m o r e w o r k 
w i th less e f for t . P r ev i ous c o m m i t m e n t s 
this s p r i n g p r even ted them f r o m t a k i n g on 
j ob s o f f e r e d to t h e m (one p rominent C h i -
c a g o p ro w a n t e d them to c o m e o u t to his 
s h o p ) but I ' m ce r ta in they w o u l d do a fine 
job, even in the l imited a rea of m o s t p r o 
shops. A s a m a t t e r of f ac t , they m a k e use 
of space most o f u s wou ldn ' t even see. 

Second, w h a t a r e the overa l l results 
of the de s i gn ing Job a n d the b o o k " l a r n l n " . 

W e a r e b o o k e d as tight as w e can be on 
lessons. T w o of the three inst ructors are 
b u s y e ve ry n i ght of the w e e k a n d on S a t u r -
day . A b o u t 350 lessons pe r month is a f a i r 
es t imate f o r p e a k m o n t h s of M a r c h th ru 
July. L a s t year , w e ran over 1700 lessons 
f o r the y e a r a n d this year , b a r r i n g fire or 
other ca l ami ty , w e should h a v e 10 to 15% 
increase. O u r c lub sales, a t p resent rate, 
should f a l l b e t w e e n 110.000 to $15,000. 

O f the other f a c t o r s . . . w e h a v e a g o o d 
a tmosphe re a t the club, a r e l axed but 

(Continued on page 56) 



COLLEGE COURSES HELP 
(Continued from pagr 21) 

efficient w o r k i n g t e am . . . . w e are ge t t ing 
a lmost 30' v- of our lessons by recommenda -
tion. O u r club sale policy of being abso-
lutely honest w i th the customer has built 
confidence; w e now sell many sets t b y 
phone ) , mere ly on our recommendation. 
M a n a g e m e n t policies are s imple and ef fec-
tive enough that the school functions just 
as wel l w h e n I 'm a w a y as when I 'm there. 

W h a t of the Future f 
O u r g r o w t h curve has Just about flat-

tened out; lack of space l imits fu r ther 
expansion of lessons, though club sales 
could be increased. O u r main concern, 
however , is not increasing business dur-
ing the peak, bu t s t imulat ing business dur-
ing the off season. 

The club I s ta r ted for golf students m a y 
he lp accomplish this. This club w a s estab-
lished when I realized that lessons were 
only par t of the j ob of instruction. S o 
m a n y beginners , especial ly women, take 
lessons, buy c lubs and still do not p lay 
go l f . Severa l f a c to r s w o r k aga ins t the 
student who does not belong to a country 
club, w h o cannot p l ay gol f on weekdays , 
and has no automobi le . These f a c to r s are: 

Full view of main recep t ion area in Reuworth's c lub 
showing merchand is ing display «> designed by 
Reynard and Majewski , C lub racks and f ixtures 
for hang ing bags pu t c lubs and bags wi th in easy 
reach of prospect ive buyer. N o t e racks are de-
signed to p rov ide ample storage space beh ind 
display. Ce i l i ng l ights are h igh to avo id breakage. 
Dr iv ing areas a t e i ther end of club are p rov ided 
wi th three-way ou t le t a l lowing ei ther regular or 
ul t ra v io le t l igh t w i t h t imer l o avoid over-exposure. 
L ights above display racks are on swivels to al low 

spo t t i ng cer ta in merchandise. 

I ) I 'm a f r a id to go on the course alone; 2 ) 
I 'm a g r a l d to p lay wi th f r iends . . . they 're 
too good to wan t me t a g g i n g a long ; 3 ) I 
have no car to get out to less crowded 
out ly ing courses. Here is a new student 
faced wi th the oisrnal prospect of trying to 
p lay golf f o r the first t ime without gu id -
ance, on week-ends, on the crowded courses 
served by street cars. 

O u r club tries to meet this prob lem in 
this w a y : W e meet in the city about 9 
A . M . Sunday at a golf d r iv ing r ange easi ly 
reached by public t ransportat ion; f r om 
this meet ing spot, those w h o haven 't cars 
ride to the golf course w i th members fo r tu -
nate enough to own an automobi le . W e use 
a " b i g b ro the r " system to start the new 
players . E a c h beg inner Is ass igned a spon-
sor w h o is to show him where to buy the 
tickets, where to stand, advise wha t club 
to use, and . . . . g rea t day . . . . something 
about gol f etiquette. O f t en I advise them 
to p lay a lternate shots on one ball to speed 
play. 

This " e ve ry one teach one " method is 
w o r k i n g surpr is ing ly we l l ; new players 
usual ly report en joyment Instead of d isap-
pointment on their ve ry first golf game . 
W e a r e most proud of get t ing timid people, 
of marg ina l gol f ing ability, on the golf 
course : once or tw ice with patient en-
couragement and they have been " h a d " 
. . . the golf bug ' s got them, and they are 
then confident enough to p lay on their own. 
Las t year , w e had one of these golf events 
each month, but since the club is now 
about ISO members , w e are running addi-
tional smal ler events a lmost every week -
end, a t courses that can be reached by 
street car . T o avoid crowds, these events 
are o f ten scheduled fo r twi l i ght gol f . 

M e m b e r s en joy the sociabi l ity of these 
golf events so much that w e are p lanning 
indoor events fo r them this year , to in-
clude canasta , br idge, shuf f le hoard, danc-
ing, p ing -pon r and genera ) get - togethers 
fo r plain fun. Xf these events can be made 
Interesting enough to at t ract and hold 
membe r s dur ing the fa l l and winter, w e 
m a y be ab le to flatten out the Income curve 
of the gol f school. 

The success of the school and of the 
club for beginners seems to indicate that a 
real need Is being met. This s a m e promo-
tional idea could be used on a smal l public 
fee gol f course; I ' d certainly like to try it, 
even on a run -down ( but bas ica l ly sound ) 
golf course. The beg inner has been much 
mal igned by players, but It is the beg inner 
who buys new clubs, takes lessons, and 
pays the fees. A course with a p r og r am 
to help the beg inner I especial ly women 
. . . . even providing a supervised p lay-
g round f o r children so the mother is f ree 
to p lay g o l f ) could become a course that 
wou ld m a k e profits w e e k - d a y s as we l l as 
on week -ends and holidays. 


