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Profits for Resort 

By HERB GRAFFIS 

Six y e a r s ago a f t e r F red W a r i n g a n d his business s taff h a d s i f ted H a r r y Obi tz a s the leading cand ida t e fo r the p r o job a t t h e Shawnee CC the financial end of t h e deal came up f o r discussion. T h e W a r i n g m a n a g e m e n t named a figure t h a t w a s t h o u g h t to be in line wi th p r o a r -r a n g e m e n t s on a r e s o r t job. 
Obitz said no. "The kind of a job you w a n t done, and need done calls f o r a lo t m o r e money," H a r r y added. W a r i n g be-lieves in doing t h i n g s r ight . He 's m a d e a f o r t u n e wi th his Pennsy lvan i ans by h a v -ing t h e r igh t direct ion, the r i gh t pe r son -nel, t he r i gh t mus ic and the r i g h t s t a g -ing. When F r e d acquired the h i s to r i c Buckwood I n n a n d golf course a t S h a w -nee -on-Delaware, Pa. , he w a s de t e rmined to do the r i g h t t h i n g in reviving t h e de l igh t fu l golf ing a t m o s p h e r e and condi-t ions t h a t Shawnee h a d when it w a s t h e p r o p e r t y of the l a t e C. C. W o r t h i n g t o n and his sons. 
Then Shawnee t o u r n a m e n t s were wor ld-f a m e d as events t h a t drew spa rk l ing p r o 

and a m a t e u r t a l en t and en thus i a s t i c gal -leries on golf ing holidays. Much of t h e PGA o rgan iza t ion insp i ra t ion and en-c o u r a g e m e n t came f r o m the a r d e n t a m a -teur go l f e r s w h o came f r o m Phi ladelphia , New York Ci ty and points m u c h f u r t h e r a w a y to e n j o y golf whe re the g a m e w a s a t i ts m o s t p l ea san t in tens i ty . 
R e s t o r i n g t h a t mood and fitting it in to d i f fe rent t i m e s and condit ions w a s a chal-lenge to W a r i n g and his c a n n y business o rgan iza t ion . I t w a s a job t h a t needed unusua l p romot ion work . Obi tz go t the deal because he wouldn ' t a g r e e to go ing a long in t h e c u s t o m a r y m a n n e r . A t t h a t t ime H a r r y needed a job b u t he took a chance of los ing out by a s s e r t i n g t h a t the job w a s n ' t one t h a t could be handled a s j u s t a n o t h e r r e sor t job. W a r i n g and Obitz g o t t o g e t h e r on a p r o opera t ion and p romot ion deal t h a t m e a n t quick and prof i table ac t ion fo r all concerned. 
The t o u r n a m e n t schedule a t Shawnee includes t h e W a i t e Memor ia l invi ta t ion fo r s t a r a m a t e u r s , t he Ph i lade lph ia Dis-

The golf professional staff of Fred War ing ' s Shawnee C C makes a business of being well groomed 
at all times. Harry Obitz (L), head man of the staff, finds this fastidious effort directly effective 
in registering more apparel sales. W i th Obitz (L to R) are assts. Jack Ryan, Dick Farley, Frank 

Minch, John Bove, Milt Ross and Rocco Cocco. 



t r i c t PGA, the Shawnee Invi ta t ion, t h e Na t iona l Old Mas t e r s ' , p ro-women a n d p ro -member championships , a Golf W e e k and events every week-end du r ing t h e season. An i m p o r t a n t p a r t of the Obitz s t a f f ' s dut ies is to g e t adul t s and t h e jun iors who come w i t h thei r p a r e n t s en-g a g e d in f r equen t , f r i end ly compet i t ions a s the ma tches no t only b r ing t o g e t h e r congenial people w h o f o r m las t ing f r i end-ships (and the hab i t of r e t u r n i n g to Shawnee) b u t ge t s t h e m all in te res ted in improving the i r g a m e s . The lesson bus iness is a m a j o r p romo-tion and sales ang le wi th the Obitz s ta f f . Wi th H a r r y a r e : J a c k Ryan, John Bove, Milt Ross, F r a n k Minch, Dick Fa r l ey a n d Rocky Coco. S t a n D u d a s of the Obitz corps recent ly w e n t in to the Army . T h e usua l individual a n d class lesson proced-u r e is only p a r t of t h e teaching p r o g r a m . W h a t m a k e s the S h a w n e e teaching some-th ing all t he g u e s t s t a l k abou t is t h e Sunday a f t e r n o o n clinic. 
Clinic Makes Business 

By s t a g i n g the clinic Sunday a f t e r n o o n s t h e gues t s a t the Shawnee Inn s t a y over S u n d a y n igh t and leave, most ly fo r N e w York or Phi ladelphia , ea r ly Monday. To w a r r a n t th is e x t r a c h a r g e a t Shawnee t h e clinic has to be so good the gues t s a r e h igh ly pleased t h a t t h e y s tayed. 
T h e clinic is conduc ted by Obitz and all 

his t e a c h e r s work ing the f i rs t p a r t in uni-son, d e m o n s t r a t i n g s h o t - m a k i n g detai ls wi th the close h a r m o n y of a W a r i n g mu-sical number . A f t e r th is demons t r a t i on "by the count" , del iberate hooks and slices a r e p layed wi th exp lana t ions of their causes . Then the viewers a r e b r o u g h t into the show. Obitz m a i n t a i n s t h a t t h e demon-s t r a t ions and ins t ruc t ion genera l ly p u t on by p ro g r o u p s a r e not p roper ly clinics in the w a y t h e medical profess ion conducts a clinic. The dic t ionary definit ion of clinic is " Ins t ruc t ion of a c lass by t r ea t -men t of p a t i e n t s in the p resence of the pupils ." Clinical is defined a s "Occupied wi th inves t iga t ion of disease in the living sub jec t by observat ion, as dis t inguished f r o m control led exper iment . " Commonly the so-called golf clinics a re mere ly demons t r a t i ons by p ros who are the "hea l t h i e s t " gol fers and t h e "s ick" golfer looking a t them doesn ' t ge t the cure he expec t s f rom exper t t r e a t m e n t . 
Giving The T r e a t m e n t 

The Obitz staff t akes the pa t i en t s , tees up balls and h a s the p a t i e n t s t a k e the t r e a t m e n t w i t h 5-irons. The cu re works so o f t en t h a t the ail ing go l f e r s who s tay over f o r t h e clinic go a w a y fee l ing much be t te r . I t i sn ' t t r e a t m e n t t h a t will m a k e a n ent i re ly "wel l" golfer b u t H a r r y main-
(Continued on page 55) 

The Shawnee professional staff keeps an eye on the future by starting the members of tomorrow 
off right at an early age. Lessons and play are a regular feature of the services offered by 

Obitz and his boys. 



4 %tcu SCOGGINS DISPLAY TREE 
T H A T B E A R S H A T A N D C A P P R O F I T S 

T h i s pro shop go l f headwear display tree attractively s h o w s 24 caps or hats. It 
presents the merchandise in a convenient , attractive way tnat reaches out to get buyers 
f o r y o u . 

Merchandise is easily kept clean and in neat order by this S c o g g i n s pro s h o p display 
tree. It adds to the co lor and l ife of the entire s h o p and pays for itself quickly in 
increased sales. 

T h i s tree is only o n e of the n e w Scogg ins d i sp lay features that are a sensat ional ly 
s trong added se l l ing p o w e r in any pro shop. 

W r i t e for detai ls of this hat and cap d i sp lay tree and the entire n e w pro shop 
d i sp lay fixture l ine, w h i c h includes men's jersey forms , belt racks, hos iery trays, b louse 
cases, slack racks, skirt forms , plast ic stock boxes and 12 other sales makers. 

H O W A R D 
Exclusively Through 

S C O G G I N S G O L F C O D u n e d i n , F l o . 

short courses we get the answers to our 
problems if there are answers, and if 
there are not, we work together to find 
them." 

Lawrence Huber, supt., Ohio State Uni-
versity GC, Columbus, says it is hard to 
point out any one thing learned from at-
tending Turf Conferences and association 
meetings. Such an undertaking would re-
quire the listing of a great many facts, 
short cuts, new methods, etc. He says, in 
listing some of them in the order of im-
portance, "I would say that 2,4-D has 
brought about the most important change 
made in the last five or six years on 
courses over the country. With the fun-
gus and pest control we have today 
courses have shown vast improvement 
over past years. 

"Aerifying in the last few years has 
proven its worth in getting the water to 
penetrate deeper into our clay soils and 
in letting the fertilizer down around the 
roots, all of which has resulted in better 
turf . 

•"These are a few of the outstanding 
things which come to mind at the mo-
ment; but let me add that a great deal is 
learned today from reading the fine golf 
and turf magazines that are published." 

R. C. Bowman, supt., Lakewood CC, 
Dallas, Texas, says one of the great tips 

he got a t the annual turf conference last 
year and the thing that brought the most 
praise from members was how to handle 
nap on greens. At the proper time nap 
was taken off the greens and when the 
new grass came back he had the best put-
ting surface ever. 

PRO DEPT. TUNES IN 
(Continued from page 28) 

tains tha t many of a golfing resort 's pa-
trons are people who are greatly bene-
fitted by a few tips — just enough, and 
simple enough, to be easily and deeply 
absorbed. Naturally much of this work 
has to be what a doctor might call emer-
gency t rea tment as it's a sure thing a 
brief golf clinical session isn't going to 
remake a man's or woman's game. 

Obitz maintains that considerable of 
this clinic t reatment has resulted in a lot 
of lesson money for pros a t points from 
which the Shawnee guests hail. Many of 
the clinic patients haven't taken golf in-
struction for years — or a t all — because 
they had no idea pro instruction could be 
so helpful. 

Harry says that he and his staff in 
numerous cases follow the medical gen-
eral practitioner's line and refer the pa-

The NEW 

M O R R I S O N 
G O L F G L O V E 

$2.50 retail 

• Finest leather 

• Expert workmanship 

Manufactured by 

M O R R I S O N GLOVE CO. 
Monrovia, Cal i f . 



GOLF PRINTING 
Score Cards - - Charge Checks 
Greens Maintenance Systems 

Caddie Cards - - Handicap Systems 
Forms for Locker and Dining Rooms 

and for the Professional. 
Fibre and Paper Tags 
Envelopes - - Stationery 

Samples on request. 

VESTAL CO., 701 S. LaSalle 
Chicago 5 Phone: HArrison 7-6314 

Established 1912 
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Wax 
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MANUFACTURER'S SPECIALTY CO., INC. 
2736 Sidney St. ST. LOUIS 4, M O . 

GOLF BALLS, CLUBS & EQUIPMENT 
FOR 

DRIVING RANGE 
MINIATURE OR 

P ITCHING COURSE 
RETAIL SALES. 

CONSTRUCTION & 
MAINTENANCE 

HINTS. 
N O R T H E R N B A L L C O . 
3 4 4 1 N . C l a r e m o n t A v e . , C h i c a g o 18, III. 

tient to a home club pro as a "specialist;" 
meaning that the home club pro could do 
a lot of good for the patient if the pa-
tient would give the pro the time. 

Expose Guests to Buying 
The lessons, the competitive programs 

and the lively golf atmosphere of the 
whole place develop a very substantial 
volume of shop business. Obitz is strongly 
adverse to any idea of high-pressure sell-
ing but he certainly makes it easy and 
pleasant for the Shawnee guests to be 
exposed to the temptation of buying. 

He has volunteered in his shop a sur-
prisingly large amount of business that 
has been entirely overlooked by pros a t 
clubs f rom which Shawnee guests come. 
Pros could get some excellent instruction 
in alluring display and technique in ex-
posing the merchandise to the customer 
when the customer is in the right mood, 
by observing the Obitz staff 's methods. 

The pro department personnel at Shaw-
nee must be immaculately groomed and 
wearing the latest of what the shop has 
to sell. They're walking displays of shop 
merchandise. On hot days the teaching 
pros change outfits a t noon. Fred and 
Harry both make a strong point of the 
pro staff a t a smart resort showing par 
for smart resort wear. 

"Mind If I Change Shoes?" 
Shoe business is particularly good and 

one reason is that when the circumstances 
permit a pro staff member will say to a 
guest "do you mind stepping into the shop 
for a few seconds while I change into my 
golf shoes?" The guest goes in, sits down 
by the shoe display, and guess what hap-
pens frequently? 

The keynote of the Obitz operations are 
that Harry works on the platform that 
the pro shop and the services of the pro 
department personnel must be a golf re-
sort at traction to personalize and empha-
size the quality of the course and every 
other feature of the resort. 

"We strive to attend to every guest so 
he and she will think subconsciously that 
the main reason Fred Waring runs Shaw-
nee is to make each guest his happy 
friend. When that 's done in a resort, 
private or fee club for the management 
the pro and the management both are 
going to be rewarded when they look at 
the financial statement." 

THE ROUGH AS A FACTOR 
(Continued from page 30) 

and blend effectively with the natural 
landscape. 

When properly proven by play, the out-
lines of the fairway (or rough) should be 
meticulously maintained. So often, care-
less or thoughtless mowing will gradu-

EVERYTHING IN 

GOLF AWARDS 
SEND FOR FREE CATALOG 

R. S. OWENS & CO. 
2039G W . 13th ST. 

CH ICAGO 8/ ILL. 




