
Pro Shop Nerve Center 
of Golf Program 

By JOHN BUDD 
Professional, En-Joie GC, Endicott, N.Y. 

The golf shop is the nerve center of the 
golf program at the club. T o serve its best 
purpose the shop should be directly on the 
most convenient route to and f r om the 
golf course. Such a handy location makes 
the gol f shop a service center f o r all gol f 
activities. To locate it anywhere else puts 
it on a side track and slows down the 
golf program. 

The golf shop should embody these 
features: 

1. A comfortable place for go l fers to 
feel at home and lounge; a place where 
the gol fers want to be; N O T A C U B B Y 
H O L E W H E R E T H E Y W A N T T O R U S H 
T H R O U G H TO S O M E O T H E R P A R T OF 
T H E CLUB. 

2. Adequate display space for all types 
of merchandise that are to be carried. 

3. Space and equipment for caring f o r 
services rendered in the golf shop. These 
services may include registration of p lay-
ers, collection of green-fees, sale of cart 
tickets, rental of clubs and a host of 
other services. 

4. Fully equipped space f o r club repair 
and cleaning, with roomy storage space 
f o r club sets. This space should be large 
enough to care f o r carts if this has be-
come one of the problems at the particular 
club. 

5. Storage for the professional's stock 
of merchandise. 

6. Office space for planning the pro-
g ram and caring for all the various detail 
and record work that must be done. The 
of f ice is better if private and off the 
beaten track. 

A new approach should be made to the 
display of merchandise. W e have become 
hidebound in our display of clubs, bags 
and equipment. Any department store 
display man can tell us quickly that w e 
should modernize our way of doing. 

M y idea of the best way to build a new 
shop is shown in floor plans at the le f t . 
F rom the floor up w e have two large 
drawers for miscellaneous apparel and 
equipment. The top drawer has a glass 
display compartment that is reached when 
the drawer is s l ightly opened. In this 
glass space one can show all the apparel, 
gloves, sox, etc. necessary. When a sale 
is made the i tem can be quickly taken 
f rom the drawers adjacent to the display. 

These drawers will be the top of counter 
up to about 30-34 inches. On top of this 
counter the club and bag display rack is 
built in the same manner that such dis-
play racks are installed on the floors of 
our average shop. This type of clubs and 
bag display wil l bring the beauty and 
symmetry of the new products right to 
the eye level of the prospective buyer. 
Such a display certainly would speak out 
with eye appeal and bring that buying 
urge so necessary to correct selling in our 
pro shops. W e are try ing to build buying 
urges in the customer. 

In summing up the golf shop we can 
surely say that first and foremost the 
shop should be the GHQ of the golf pro-
gram. W e should realize that money spent 
to improve our shop wil l be returned 
many times in increased revenue and 
player interest. W e must be forever alert 
to change and strengthen our pro shop 
set up. P layers take more of an interest 
in our shops than we think. Let 's keep a 
jump ahead of them and have them ex-
pecting changes for the better all the 
time. 

Big Saving in One Idea 
from a Meeting 

By JOSEPH J . RYAN 
Supt., Rolling Green Golf Club, Media, Pa. 

Discussion about what go l f course su-
perintendents get out of their meetings 
keeps cropping up f rom time to time. 
Usually the answer is hard to settle to 
the satisfaction of everyone. However, if 
one contributes nothing to a cause he 
should not expect to receive much in 
return. 

Personally I don't believe I ever at-
tended a meet ing that I did not get a 
worthwhile idea, either f rom the program 
direct or f rom subsequent discussions. 

When weather conditions are favorable 
we sometimes do not pay the attention 
we should to what may well be our prob-
lem at some future date. 

In the fa l l of 1949 we decided to burn 
off our three worst f a i rways and reseed. 
These f a i rways were original ly seeded 
with Kentucky blue grass. The demand 
of close cutt ing eliminated the blue grass 
and l e f t nothing but poa annua and weeds. 

A t one of our Association meetings I 



brought up the subject as to how severe 
the burning should be and the number of 
appl icat ions and etc. Bi l l Mel lon of the 
Lancas te r ( Pa . ) C C asked me if any o f 
the turf was wor th sav ing. I admit ted i t 
w a s pre t ty hopeless. B i l l said, " M a k e a 
comple te kill of all v ege ta t i on ; you wi l l 
g e t a f a r better seed bed and use much 
less seed." W e f o l l owed his advice and 
w i t h the turf comple te l y destroyed w e 
prepared a seed bed by ae r i f y ing three 
t imes. That enabled us to secure a per-
f ec t stand of mixed bent sown a t the ra te 
o f 50 lbs. per acre. T h e ground was so 
pulver ized that all seed germinated where 

it fe l l and 50 pounds g a v e us per fec t 
coverage. The sav ing in seed mor e than 
covered the cost of f e r t i l i z ing that fo l -
lowed later in the fal l . 

This is just one of the many helpful 
hints that I have picked up at our local 
meet ings. 

A l e x G. M c K a y , veteran pro-gkpr . of 
Chat tanooga (Tenn . ) G&CC v is i t ing Scot-
land this fa l l . Mac ' s earned his t r ip w i th 
hard work the past three years conver t ing 
Bermuda greens on several Tennessee 
courses to bent greens that have stood up. 

Minimum Equipment List for Average 18-Hole Course 

F A I R W A Y S & R O U G H S 
3 Trac tors 1 7-Gang F a i r w a y M o w e r 1 Rough M o w e r 
1 Fer t i l i zer Dist. 1 3-Gang Ae r i f i e r 1 Lea f Machine 
1 Boom P o w e r S p r a y e r 1 3-Gang F a i r w a y Rol ler 1 Seeder 

T E E S & G R E E N S 
5 P o w e r Greens M o w e r s 3 P o w e r T e e Mowers 1 P o w e r Sickle M o w e r 
3 Hand Greens M o w e r s 3 Hand T e e M o w e r s 3 Hand Mound M o w e r s 
1 P o w e r Spraye r 1 Propor t i oner 1 P o w e r Aer i f i e r 
1 Fer t i l i zer Spreader 1 Hand Seeder 1 L o a m Spreader 
1 Hand Sweeper 1 Hand Sp iker ( A e r i f i e r ) 

S E R V I C E S H O P 
1 P o w e r M o w e r Gr inder 1 Hand S ick le Grinder 1 F l a t Kn i f e Gr inder 
1 Pa in t Sprayer 1 A i r Compressor 1 We lde r Outf i t 
1 La the 1 A rbo r P r ess 1 Dri l l Press 
1 F o r g e 1 Machine Washe r 1 P ipe Threader 
1 Band Saw 1 P o w e r ( T r e e ) Saw 

H A N D T O O L S F O R T H E R E P A I R O F 
Electr ica l Equ ipment W a t e r Sys t ems P lumbing 
Re f r i g e ra t i on P laster Cement 
Roadways Drains Sewers 
R o o f s Pa int 

M I S C E L L A N E O U S I T E M S 
Scales Seeders Funnels Gas Cans 
An ima l Traps Soil Testers Soil Samplers Spikers 
Sod Cutters Sod Edgers Sod L i f t e r s P l u g g e r s 
Rakes Shovels Spades Fo rks 
Snaths Snath Blades Snath Stones A x e s 
A d z e s Crowbars Hose Too l s Wrenches 
Hoists T r e e Too l s Jacks Ladders 
Pul lers Dusters Pumps Pruners 
Burners Grass Whips Etc. Etc . 

R E C A P O F I T E M S A T T O D A Y ' S G E N E R A L U S E I T E M S 
P R I C E S 2 Trucks 1 Jeep 

F a i r w a y s & Roughs $12,350.00 1 Ro tova to r 1 Soil Screen 
Tees & Greens 5,945.00 1 Sod Cut ter 1 Cement M i x e r 
Serv ice Shop 4,600.00 
Hand Tools 1,155.00 
Misc. I tems 3,485.00 
General Use I t ems 7,555.00 

$35,090.00 

(List given in talk of Orvil le CI apper before one of Prof. L. S. Dickinson's classes at University of 
M ass. Prices were as of Jan. , 1951.) 


