
You taldom tee any more complete or livelier edver t i i ing of club event! then It done by the 
Wauiau GC. Schofield, W i t . The memberi not only come to the club often but they play a lot 
end play well. Bud Warr ing who l i pro-mgr., wo r l i with ell committee! to tee there't tomething 
doing all through the teeton et the Wauiau club. But having tomething doing it only pert of the 
job. The members are kept constantly reminded of what ' i doing. The club calendar, page of 
which l i shown here, it crowded with events. Even the caddy tournamentt are l i l ted on Mondays. 
The calendar sheet measure! (2Vi In. wide by 7 l / i in. high, allowing the member to make notes of 
hit golf ing datet on the day spaces, Werr ing sendi all hit memberi an attractive small deik calendar 
on which it lettered " A Tip in '50 Wi l l Keep Your Game N i f t y . " The club' t photoi teted 4-pege 
monthly megaiine " O f f the Green" i i a newty, illustrated job, tel l ing what ' i do ing at the club, 

giving instruction polntert, re iu l t i end a lot of personality material. 

of these hats In a f e w weeks a t an ave rage -
slzett pr i va te club. He said that taught him 
someth ing about the value of d isplay space 
in his shop and he was surprised that he 
hadn't learned it be fore by seeing how 
many repainted balls he had sold out of a 
g lass bowl on his ball case. 

Another common mis take In pro shops 
Is t o have an open aisle f r om the locker-
room to the door that opens t oward the 
f irst tee. Tha t ' s all r ight If you wan t your 
shop to be only a thorough fare but If you 
wan t to br ing to the attent ion of members 
something that they could buy and use In 
mak ing their gol f be t ter and more en joy -
able put a table on which there Is a display 
of popular merchandise r ight fn the path 
through the shop. 

A n d you might put on that table some 
specia l ty i tem that 's new and which you 
want to br ing to the at tent ion o f your 
members In showing them that you are on 
the Job t o br ing them the latest good Ideas 
in gol f equipment. Y o u ' v e g o t to bear that 
" f i rst w i th the l a t es t " Idea In mind If you 
are go ing to be able to g i v e yoursel f the 
r ight answer to the question Gene Roo t 
says a pro should be ask ing himsel f : " A m 
I g i v ing my members absolutely the best 
In values and s e r v i c e s ? " The members ex-
pect you to have the best in go l f merchan-

dise be fore anyone else shows the product. 
One of the smartest th ings a pro can do 

f o r himself and his club is to ge t each 
member ' s guests ta lk ing about the service 
a t the club. Jack Drucker . veteran pro at 
Rav i s l oe C C IChlcago dlst . ) and who has 
served at other excel lent clubs, told me 
years a g o that anyth ing a pro did f o r a 
member 's guest seemed to count w i th a 
member s t ronger than anyth ing the pro 
could do f o r the member himsel f . 

I saw. when I played at Rav is loe several 
weeks ago, that Jack still Is operat ing on 
that basis. M y clubs and those of the other 
guests of our host, had heen cleaned and 
stacked in the guest rack fn a club hall. 
T h e c leaning didn't t ake as long as the 
t ime devoted by the gues ts to favorable 
comment on this thought fu l service. 

W h e n a guest goes to a first class club 
he knows it is customary to have his street 
and go l f shoes shlned. But rare ly does a 
guest have his clubs c leaned; a j ob that 
takes less t ime than shoe-shining. O f 
course the locker-room man usually ge ts 
t ipped f o r the serv ice but the pro is shoot-
ing f o r a b i gge r cash r eward than a Up. 

P r o serv ice genera l l y has reached the 
point a t better clubs whe re the pro has to 
keep a sharp wa t ch and use his imaginat ion 
In d iscover ing w a y s to Improve his services 


