
The "Homey Air" Warms Buyers 
Morrie T a l m a n h a s been pro a t Whi te -

m a r s h Valley CC fo r 34 years . H e ' s a 
home- town boy in the Phi ladelphia dis-
t r ic t , hav ing s t a r t e d as a caddy a t the 
old Belmont Cr icke t Club, px-edecessor of 
t he Aronimink GC. 

Morrie doesn ' t believe in g e t t i n g old or 
in le t t ing a shop ge t old. He a v e r a g e s 
abou t 800 lessons a year a t W h i t e m a r s h 
Valley and keeps lively n o t w i t h s t a n d i n g 
t h a t gr ind. Morr ie believes t h a t t he les-
son tee is the ideal place fo r s t u d y i n g the 
members ' needs. Nobody else can g e t the 
close-up the t e a c h e r ge t s on w h a t the 
pupil real ly needs to p lay his bes t and 
m o s t enjoyable golf . 

Morrie m a i n t a i n s t h a t the shop m u s t 
have an enjoyable , homey a i r abou t i t so 
the cus tomers feel t he reason the shop is 
t he re is to convenient ly supply t h e m wi th 
w h a t they ough t to have fo r t he m o s t 
f u n out of golf r a t h e r t han be ing t he re 
to sell them someth ing . 

"Keep the p lace a s b r igh t and clean and 
invi t ing a s you 'd w a n t a place in your 
home to be," T a l m a n advises abou t a pro 
shop. "You can go too f a r a t some clubs 

in m a k i n g the pro shop look like a s tore . 
In the old days a pro shop w a s a shop 
wi th the clubs being m a n u f a c t u r e d and 
it had a n a tmosphe re of expe r t w o r k m a n -
ship and au tho r i t y abou t i t t h a t pu t t he 
pros in business. Now we c a n ' t show the 
cus tomers how much we know abou t 
clubs a s m e n whose job i t w a s to m a k e 
the bes t clubs. Bu t w h a t w e can do now 
is to p rese rve t h a t s ame fee l ing of inti-
macy and exper t in te res t in the p layer ' s 
sa t i s fac t ion . 

" H a v e y o u r displays so people won ' t 
th ink eve ry th ing is supposed to s t a y in 
exac t ly the same place. Give t h e m the 
idea i t ' s O.K. fo r t hem to pick out a n y 
club a n d feel it and swing i t if they can 
do it w i t h o u t t a k i n g somebody 's ea r off 
wi th the backswing . The eas ie r and more 
invi t ing i t is fo r the cus tomer s to ge t 
some merchand i se in the i r h a n d s the more 
is bough t . 

" M a k e t h e place so b r i g h t and clean 
and comfor t ab l e t h a t people buy wi thou t 
real iz ing t h e pro m a d e i t so a t t r a c t i v e 
for t h e m to sell themselves ." 

Plenty o f Balls, M c C a r t h y 
Tel ls I l l inois P G A 

Spr ing Meet ing of Illinois P G A a t Chi-
cago, April 9, w a s highl ighted by m a n u -
f a c t u r e r s giving pros a close-up on the 
golf business s i tua t ion a s it a p p e a r s to 
club and ball m a k e r s . George McCar thy , 
U.S. Rubber Co. golf ball sales mgr . , told 
p ros t h a t a s n e a r a s ball m a k e r s figure 
30% of a no rma l yea r ' s product ion of golf 
bal ls now is in consumers ' hands . George 
said t h a t 700,000 doz. more bal ls we re 
m a d e in 1950 t h a n in 1951 and a t r a t e 
m a n u f a c t u r e r s had been produc ing bal ls 
there 'd be an a v e r a g e of 600 doz. fo r 
every golf course in the count ry . Mc-
C a r t h y showed t h e new 3-dimension pic-
tu re s of the U.S. bal l m a n u f a c t u r i n g proc-
esses; a real ly as ton ish ing pic tor ia l edu-
ca t ion p resen ta t ion . 

F red Bowman, Wilson pres., told the 
Illinois pros t h a t m a n u f a c t u r e r s ' p l ans a re 
made so f a r ahead there ' l l be no s h o r t a g e 
of clubs th is y e a r and t h a t the p ros had 
b e t t e r be t h ink ing abou t selling th i s y e a r 
ins tead of w o r r y i n g about 1952 s tocks . He 
advised the pros no t to ge t hys te r ica l and 
overload on inventor ies and if a p ro found 
himself over- inventor ied to discuss his 
s i tua t ion wi th m a n u f a c t u r e r s be fo re he 
go t too f a r out on a credit limb. 

Emi l Coene, J r . of Spalding 's said 
m a n u f a c t u r e r s we re relying on p ros on 

the firing line of retai l golf sell ing to keep 
the m a n u f a c t u r e r s closely a n d accura te ly 
advised of selling condit ions and t h a t th i s 
close cooperat ion would keep the golf 
m a r k e t s table . 

J o h n D. Ames, USGA vp said Oakland 
Hills f o r th i s yea r ' s N a t i o n a l Open w a s 
t r apped t i g h t e r t han ever be fore and had 
a p a r of 70 for i ts 6800 yds. John re-
m a r k e d t h a t Oakland Hills w a s s l ight ly 
more open t h a n Merion's 6700 yds. bu t t he 
rough would be scaled to increas ing he igh t 
f r o m t h e f a i r w a y and the boys who didn ' t 
learn a t Merion t h a t rough is an essen-
tial of a championship course would ge t 
a n o t h e r chance to learn when they played 
a t Oak land Hills. He also told of the 
probabi l i ty of the USGA a n d R&A m a k -
ing a g r e e m e n t s and changes in the rules 
a t a m e e t i n g in Br i t a in du r ing May. 

S tan ley Van Dyke, pres., Chicago Dis-
t r i c t GA, lauded the Ill inois p ros for t he 
w a y they cooperated w i t h the a m a t e u r 
associa t ions . He said the Illinois PGA 
act ion in ra i s ing more t h a n $10,000 
t h r o u g h t h e Vets hospi ta l d a y blind bogey 
w a s one of the mos t r e su l t fu l and un-
selfish p e r f o r m a n c e s in spor t s . 
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