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T h e t i m e - p a y m e n t p l a n f o r g o l f c l u b s Is 
s o m e t h i n g a p r o m u s t h a n d l e w i t h g o o d 
j u d g m e n t a n d a s i m p l e a i r - t i g h t s y s t e m . 
T h e t i m e - p a y m e n t p l a n d o e s tie up" s o m e 
c a s h t h a t the p r o c o u l d u s e in t a k i n g a d -
v a n t a g e of d i s c o u n t s a n d k e e p i n g his c r ed i t 
s t a n d i n g so l id a n d to he g o o d b u s i n e s s f o r 
the p r o m u s t he l p m a k e s a l e s t h a t he 
o t h e r w i s e m i g h t lose to c u t - p r i c e s t o r e s or 
to s t o r e s t h a t h a v e t i m e - p a y m e n t p l ans . 
T h e e a s y t e r m p l a n a l s o h e l p s to sel l q u a l i t y 
m e r c h a n d i s e to p eop l e w h o a r e e a g e r f o r it 
b u t w h o b a c k a w a y f r o m s p e n d i n g the 
m o n e y in o n e l u m p . 

A m e t h o d of h a n d l i n g the t i m e - p a y m e n t 
s a l e s b y a " c o n d i t i o n a l s a l e s c o n t r a c t " is 
p r o v i n g h i g h l y s a t i s f a c t o r y to p r o s In ray 
t e r r i t o r y . H a r o l d P o l l o c k , M i n e r v a L a k e 
C C , C o l u m b u s , O . , h a s u s e d the m e t h o d 
f o r th ree y e a r s . 

T h e c o n t r a c t a n d the a c c o u n t i n g f o r m is 
s h o w n h e r e w i t h . 

Forms Printed Locally 
These forms can be made up in duplicate 

by your local stationer, and used as further 
Insurance In Increasing the pro's sales with-
out undue credit risk. 

S o l d T o 

T e l e . A d d r e s s 

Description of Merchandise Amount 

Terms of Sale 

Date Due Amount Date Paid Balance 

C O N D I T I O N A L S A L E C O N T R A C T 
( M i n e r v a L a k e G o l f C l u b ) a g r e e s , in c o n s i d e r a t i o n of p a y m e n t s a s a b o v e s t a ted , 

t h a t the s u m of $ , sha l l c o v e r the en t i r e cost f o r t he m e r c h a n d i s e 
spec i f i ed a n d t h a t p r o v i d e d p a y m e n t s a r e m a d e a s a g r e e d , they w i l l m a k e N O 
C H A R G E W H A T S O E V E R F O R I N T E R E S T O R C A R R Y I N G C H A R G E S . 

S h o u l d a n y p a y m e n t b e d e l a y e d 15 d a y s o r l o n g e r , t h e r e wi l l b e a c a r r y i n g c h a r g e 
e q u a l to 2"r o f t he u n p a i d b a l a n c e , f o r each a n d e v e r y t ime s u c h d e l a y o c c u r s . 

P o s s e s s i o n of t he m e r c h a n d i s e spec i f i ed is not to b e cons i de r ed e v i d e n c e of o w n e r -
sh ip . bu t it is e x p r e s s l y a g r e e d tha t a l l t i t l e sha l l r e m a i n w i t h ( M i n e r v a L a k e G o l f 
C l u b I unt i l p a y m e n t s a r e c o m p l e t e d . 

In the e v e n t of f a i l u r e to p a y a s a g r e e d , a l l p a y m e n t s b e c o m e I m m e d i a t e l y d u e 
a n d ( M i n e r v a L a k e G o l f C l u b l m a y t a k e posses s i on of sa id m e r c h a n d i s e a n d d e c l a r e 
th i s c o n t r a c t e n d e d a n d m a y r e t a i n a l l m o n e y s p a i d here in a s l i q u i d a t e d d a m a g e s 
a n d renta l . 

C u s t o m e r s ' 
S i g n a t u r e 



A s a p r o f e s s i o n a l a t a p u b l i c c o u r s e 
k n o w s , b i s c l u b m a r k e t is n o t c a sh , bu t the 
a v i d go l f f a n on a l i m i t e d s a l a r y , w h o s e 
intent ions a r e the v e r y bes t , a n d w h o 
w o u l d b u y t h a t n e w se t of i r ons if he c o u l d 
p a y 530.00 d o w n a n d $5.00 p e r w e e k . T h i s 
c o n t r a c t o f f e r s a b u s i n e s s l i k e w a y of p r o -
v i d i n g f o r t he f a i t h f u l f o l l o w e r s of t he 
g a m e 

A s y o u c a n see in the c o n t r a c t , the p r o 
r e t a in s t i t le to the c l u b s unt i l t h e y a r e 
tu l l y p a i d f o r . T h i s is v e r y i m p o r t a n t , f o r 
I k n o w of s e v e r a l c a s e s w h e r e g o l f e r s h a v e 
so ld e q u i p m e n t on w h i c h t h e y sti l l o w e d 
the p r o a b a l a n c e . W h i l e I ' m s u r e it w o u l d 
n e v e r he y o u r i n t en t i on to p r e s s f o r c o l -
l ect ion on this b a s i s , e x c e p t a s a l a s t r e s o r t ; 
it sti l l g i v e s y o u s o m e t h i n g to h a n g y o u r 
h a t on , r a t h e r t h a n B i l l ' s w o r d t h a t he o w e s 
y o u (25 .00. 

I t ' s a f u n n y t h i n g a b o u t p s y c h o l o g y b u t 
m o s t p eop l e a r e m o r e c o n s c i o u s of a debt 
t h e y h a v e c o n t r a c t e d o v e r the i r s i g n a t u r e 
t h a n they a r e of o n e c o n t r a c t e d f o r by-
w o r d of m o u t h . 

J o e L a l l y , p r o f e s s i o n a l a t t he S e n e c a G o l f 
C o u r s e in Lou i s v i l l e , K y . , h a s a d o p t e d th i s 
f o r m a n d in a d d i t i o n h a s d e v i s e d a conc i se 
C r e d i t A p p l i c a t i o n t h a t he u s e s in in -
s t a n c e s w h e r e the c u s t o m e r is not k n o w n 
to h i m . 

T h e b u d g e t p l a n o f b u y i n g is s o e x t e n -
s i v e l y u sed hy s t o r e s t h a t the p r o in m a n y 
i n s t a n c e s is a l m o s t c o m p e l l e d to o f f e r a 
p u r c h a s e p l a n of th i s n a t u r e . I t s e l d o m 
a p p l i e s to the s i t u a t i o n s at p r i v a t e c l u b s 
b u t at the pub l i c a n d d a i l y - f e e c o u r s e s the 
i n s t a l l m e n t b u y i n g m e t h o d is p r a c t i c a l l y 
a " m u s t " if t he p r o I n t e n d s to w o r k his 
m a r k e t poss ib i l i t i e s t h o r o u g h l y . 

T h i s cond i t i ona l s a l e s c o n t r a c t p u t s the 
t r a n s a c t i o n on a n e a s i l y u n d e r s t o o d b u s i -
ne s s b a s i s s o the b u y e r k n o w s w h a t h i s 
o b l i g a t i o n is a n d t h e r e ' s no r isk of the 
b u y e r c o m i n g b a c k a n d s a y i n g he m i s -
u n d e r s t o o d the t e r m s o f t he dea l . 

I n a s m u c h a s the b u y e r I s not c h a r g e d 
f o r i n t e r e s t o r c a r r y i n g c h a r g e s h e g e t s a 
b e t t e r dea l t h a n he u s u a l l y w o u l d g e t on 
a t ime p a y m e n t p l an . T h i s p r o t e c t s the p r o 
a g a i n s t the t e n d e n c y t o g i v e too m u c h of a 
t r a d e - i n a l l o w a n c e . 

T b e p ro . of c ou r s e , m u s t r ea l i z e t h a t it is 
g o i n g to c o s t h i m s o m e b o o k k e e p i n g t ime 
a n d in t e r e s t m o n e y to o p e r a t e th i s sort of 
a dea l p r o p e r l y H e h a s to b a l a n c e the se 
cos t s a g a i n s t the i n c r e a s e d p r o f i t s of 
g r e a t e r s a l e s of first g r a d e m e r c h a n d i s e . 
E x p e r i e n c e of m e n w h o a r e u s i n g th i s p l an 
s h o w s tha t the p r o a d d s a g o o d net p ro f i t 
f r o m the t i m e - p u y m e n t s a l e s a n d g e t s g o l f -
e r s in to the h a b i t of b u y i n g a l l the i r g o l f 
e q u i p m e n t a t t he p r o s h o p . T h e f e l l o w w h o 
c o m e s tn to m a k e his i n s t a l l m e n t p a y m e n t 
is a p r o s p e c t f o r b u y i n g b a l l s a n d o t h e r 
i t e m s of s m a l l a n d m o d e r a t e cos t tha t a r e 
s t o c k e d in the p r o s h o p . 

It's On The House 
By T O M S E A M 

M g r . , Westmore land C C 
• • • 

Work herd to make a good name for your 
club; and then w o r k still harder to keep H. 
Nothing it to v a l u a b l e a t o good reputation, 
but once lott , l l becomes o big jab to l e e t n b -
l i th It. 

• e t 

In the club business. "Gett ing into on argu-
ment.'' indicates that It it something step into. 

» * * 

Remember that a lot of promoting club career* 
have f l ipped on the b a n a n a peel of hav ing e 
drink wi th o lonesome member 

e e e 
A good d u b man never finds o member or 

guett unreasonable. 
* e • 

The club mart who soyt that members are 
not appreciat ive i t utual ly a club man who It 
not appreciat ive of hit membere. 

• t e 

Clvb success colling Mr. Conuinnt iov i Worker . 
* e e 

Clothes de not molie the man, but go o long 
w a y t o w a r d inculcating a ten te of te l f respect 
and a habit of n e s t n e t t In dai ly tasks. Clothes 
near, clean, we l l f i t t ing ore ind i tpentab le to 
people in the club but ine t t , whether in the 
front or back of the house. They are on indea 
to the hospitalities, to grocioutnets of tbe terver* . 

• * B 

If you w a i t to repeat 1) until you have proof 
that it '* true you'l l never do any go t i ip ing around 
tH« d u b 

t • • 

t f ' i bod to hove tome members find you such 
congenial company that o'her members con'! find 
you at alt, 

e • • 
Cost ly c lub a c c o m m o d a t i o n s ach ieve n o t h i n g tf 

the personne l i tn ' t a c c o m m o d a t i n g . 
e e e 

The value of a club lie* in the number of menv 
b e n it hat. 

a e e 

Molt ing one' t te l f agreeable in club business 
implies the obl igat ion to fake one't te l f by the 
tcruff of the neck and disciplining one' t te l f , if 
that i t necessary to ga in the desired retult. 

# e * 

In club life there is only one important time, 
ond that tt N O W . 

• e * 

It's what w e learn after w e think w e k n e w 
if al l that counts. 

e e e 

Show yourself a n astute club man by recognizing 
that the bombastic member it only covering up 
on inferiority complex. 

* • • 

A not to new club wi th a manager w i th new 
ideas wi l l do better than a club wifih a manager 
wi th not to new ideas. 


