
How A Pro Found Profit 
Hunting for New Ideas 

By "A Young Old Pro" 

I 've seen more t h a n 30 seasons come 
a n d go a s a golf profess ional in the Uni ted 
S t a t e s . I 've seen five lads I first observed 
a s a l e r t and p leasant caddies, then took 
n n d e r m y w i n g and t r a ined a s fine ass is t -
an t s , g r a d u a t e into very well pay ing pro 
jobs a n d se rve the i r m e m b e r s so well I 
c a n boas t about them a s a s s e t s to m y 
profess iona l reputa t ion . 

In m y own case I haven ' t equalled the 
income t h a t I hear some p ros t a lk abou t 
a s the i r own earnings, b u t I 've done well, 
ra i sed a good Amer ican fami ly , own a 
home, and have enough saved so unless 
inf la t ion goes wild I'll be ab le to t a k e m y 
wi fe a n d myself comfo r t ab ly to the end of 
t h e line. And, t h a t ' s no t doing bad a s a 
re ta i l m e r c h a n t w i th a smal l m a r k e t . I t ' s 
a whole lot be t t e r t h a n I 'd p robably have 
done s t a y i n g a t m y t r a d e in Scotland. I 
have the respec t and f r i endsh ip of m y 
member s , some of whom I k n e w first a s 
chi ldren and s t a r t ed t h e m in golf by cu t -
t i ng down old clubs fo r t hem. I belong to 
t h e A m e r i c a n Legion, t h e Masonic order 
a n d a commun i ty service organiza t ion . 

I g e t a long with people. Somet imes I 
th ink t h a t ' s a s i m p o r t a n t in handl ing a 
club job well, as knowing golf . Hard- to-
hand le members , t h a t every p r o gets, now 
a r e some of m y best f r iends, a l though I 've 
a l w a y s been ca re fu l not t o h a v e m y club 
bus iness re la t ions and m y own and m y 
wi fe ' s social life become too closely in-
volved w i t h the social a f f a i r s of members . 

Lea rn ing wi th A s s i s t a n t s 
My a s s i s t a n t s a r e fo r me, even these days 

when the kids seem to be more in teres ted in 
p l ay ing ca r ee r s t h a n in golf business ca-
reers a n d h a v e been misled, l ike m a n y a 
pro, by hea r ing fancy f a b l e s about big 
m o n e y in p ro golf. They k n o w I w a n t t h e m 
to succeed in the business. If I didn' t th ink 
they h a d it in them to do well I wouldn ' t 
have hired them. 

I a m not easy w i t h t hem. Teach ing and 
l ea rn ing a r e n ' t easy. One t i m e I heard 
t w o of m y boys, who have become fine 
m a s t e r professionals , t a l k i n g about the 
work I h a d them doing and one kid said, 
" H e a c t s l ike he 's the Pope ." I walked in 
then a n d said, "Boys, t he P o p e h a s the job 
of m a k i n g you decent m e n and sav ing 
your souls f r o m hell. I 've g o t the job of 
m a k i n g you both damn fine profess ionals 
a n d s av ing you f rom a lot of t roub le you'd 
g e t in to if you had to l e a rn th i s business 

by m a k i n g m i s t a k e s t h a t would cost you 
your jobs. The f o u r of us all have v e r y 
tough jobs, so le t ' s ge t along wi th t h e m . " 

As I look back a t t h a t and o the r cases 
of t r a in ing a s s i s t a n t s I realize t h a t m a n y 
t imes the a s s i s t a n t s we re t r a in ing me. A s 
I figured out w h a t I had to teach t h e m I 
became a w a r e of w h a t I should do in 
p l ann ing my own work . 

In th is bus iness you grow every h o u r 
or you slide back. You see ideas t h a t you 
can apply to the p r o depa r tmen t . Some 
of t h e m work o the r s don't . B u t a t l ea s t 
they all keep the m e m b e r s reminded t h a t 
you a r e on the job and t ry ing to do t h e 
bes t and the l a t e s t fo r them. The n e w 
ideas keep t h e m a w a k e to the p ro ins t ead 
of g e t t i n g accus tomed to j u s t hav ing the 
p r o and his shop around, like the b a r a n d 
t h e showers. One of the good ideas I 
p icked u p w a s f r o m an ar t icle in G O L F -
DOM in which a p r o told about w h a t he 'd 
learned f r o m a school t eacher a b o u t 
t e ach ing golf to youngs te r s . T h a t led m e 
in to g e t t i n g some very good ideas on 
t e ach ing f r o m a h igh school t eacher w h o 
is a golf nut . 

Don ' t F r e e z e on Learn ing 
One of the r i sks of this business is t h a t ; 

of g e t t i n g our t each ing pa t t e rn so se t we 
m a y be slow in sh i f t i ng it to the c h a n g i n g 
t imes . There a re p ros — and good ones, 
too — who a r e inclined to th ink t h a t eve ry 
new ins t ruc t ion idea is crazy. W h a t we 
real ly need is more curious and exc i t ing 
ideas t h a t ge t our cus tomers in te res ted in 
golf ins t ruct ion. They ' r e all looking f o r 
m a g i c and so a r e we. I w a n t t o h a v e " 
every man, w o m a n and child in m y club 
scor ing a round par , a l though I k n o w it 
would be a mirac le if some of t hem would 
b r e a k 100 f o u r t imes in a row. 

R e m e m b e r when Alex Morr ison c a m e 
ou t w i t h unor thodox ideas and a lot of 
t h e p ros laughed or feared t h a t Morr i son 
would have the go l fe rs so messed up t h e y , 
couldn ' t b reak 200 and would quit in dis-
g u s t ? I made money out of Morr ison. 
W h e n members ment ioned him to m e I 
said, "Well, I have read and though t a b o u t 
his book, too, so a s soon as you have t i m e 
f o r a lesson, we'll go out and see w h a t 
t he r e is in his sy s t em for you." Snead 's , 
Nelson's , Hogan ' s and Novak ' s books all 
m a d e money f o r me. They adver t i sed golf 
ins t ruct ion. Some of the ideas of these 
boys worked fo r m y members . O t h e r s 



didn't . The re ' s no need of te l l ing an ex-
perienced golf professional how the in-
dividual e l ement of pupil and t e a c h e r is a 
cri t ical f a c t o r in de te rmin ing how succes-
ful golf ins t ruc t ion is go ing to be. 

B u t the poin t is t h a t the p ro a l w a y s has 
to keep in fo rmed on e v e r y t h i n g t h a t ' s 
l a t e s t in golf ins t ruct ion. T h e a m a t e u r 
golf en thus i a s t s are. They' l l ques t ion the 
au tho r i t a t i ve r a t i n g of the h o m e club pro 
if he b rushes off some other p ro ' s ins t ruc-
tion idea casua l ly or con temptuous ly . 

Besides — a n d i t 's the b ig po in t — the 
o ther ideas m e a n money f o r t he pro. 
F r a n k W a l s h ' s a r t ic les in G O L F I N G last 
year on t h e g r i p were w o r t h a couple of 
hundred dol lars a t least to me, in lessons 
and in leading around to p u t t i n g new 
gr ips on clubs of people to whom I 
couldn' t sell new clubs. 

P r o Prof i t f r om Greenkeeper 
Bu t of all t h e ideas I ever g o t the one 

t h a t ha s m e a n t the mos t prof i t to me 
came f r o m our greenkeeper . L i k e m a n y 
ano the r older p ro I was on a pro-green-
keeping job r i g h t a f t e r I l anded in this 
count ry . The re wasn ' t a n y such a th ing 
a s a budget . W e tried to m a k e t h e course 
playable and opera ted on w h a t e v e r money 
we could ge t when the course needed it. 
Course m a i n t e n a n c e has come a long way 
f r o m those days . 

Several y e a r s ago I w a s t a l k i n g wi th 
our g r e e n k e e p e r (he is called super in tend-
ent now) a f t e r he and our wives and I had 
had d inner toge the r . He told m e he had 
to ge t home a n d work on his b u d g e t and 
get his p lans f o r win te r and s p r i n g work 
ready fo r t he green commi t t ee mee t i ng a 
few n i g h t s a w a y . 

Then it s t r u c k me t h a t I h a d no budget 
and no organ ized plans f o r t h e p ro de-
p a r t m e n t . I knew t h a t t h e w a y course 
m a i n t e n a n c e is conducted now the job 
couldn ' t be handled p roper ly wi thout 
budge t ing and planning. The more I 
t h o u g h t a b o u t i t the more I wondered if 
my own o p e r a t i n g hadn ' t fa i led to keep 
s tep wi th the course end. 

So t h a t n i g h t I s a t down and a f t e r 
a lmost 30 y e a r s in p ro golf began, fo r 
the first t ime, ge t t i ng a p i c t u r e of m y 
business in b lack and white . I h a d a gen-
eral idea of w h a t m y expenses would be 
and how m u c h income I could count on 
in a no rma l y e a r . A f t e r g e t t i n g in teres ted 
to the point t h a t I finally go t out the 
copies of m y income t a x r e t u r n s I saw 
t h a t I w a s rea l ly shoot ing a t a blind hole. 
I only knew t h e general d i rec t ion of the 
cup. 

W h a t About Your M e m b e r s ? 
There i sn ' t a man who dese rves to be 

called a f i r s t class bus inessman pro who 
won ' t find himself fasc ina ted by a s tudy 
of his bus iness with specific figures in-
s t ead of h a z y general i t ies . 

W h a t ' s the condition of each m e m b e r ' s 
equ ipment ? How long have they h a d 
the i r clubs and b a g s ? W h a t ' s been the i r 
per season purchases a t the shop ? H o w 
m u c h can they a f f o r d ? A re they p lay ing 
a s m a n y t imes a season as they shou ld? 
W h a t is the i r a t t i t u d e toward the club, 
the p ro d e p a r t m e n t and playing ? Do 
the i r wives or children p l a y ? Do the kids 
use t h e pool a lot b u t never p lay g o l f ? 
How m a n y old m e m b e r s a r e dropping out 
and how m a n y new ones can we e x p e c t ? 
Who is going in the club events and the 
sweeps t akes and who is s t ay ing out ? And 
w h y ? W h o t a k e s lessons and how m a n y ? 
Who should be t a k i n g lessons bu t never 
h a s expressed any i n t e r e s t ? Who is buy-
ing golf goods and golf appare l e lsewhere 
and h o w much and w h y ? 

Those were only some of the ques t ions 
I a sked as I looked over our membersh ip 
ro s t e r and made notes — pages and p a g e s 
of notes . 

I t h o u g h t I knew m y club m e m b e r s a s 
well a s any pro in the coun t ry bu t when I 
w e n t over the list, n a m e by name, I w a s 
shocked a t discovering how much I d idn ' t 
know specifically abou t them, and w h a t I 
should know, not only to directly benefi t 
m y own business b u t to directly benefi t 
the m e m b e r s and the club. I was surpr i sed 
to find how li t t le golf w a s played by some 
of t h e m e m b e r s who should be p lay ing a 
lot a n d ge t t i ng thei r money 's wor th ou t 
of w h a t they spend to belong. 

I w e n t over m y expenses the s ame way . 
My bookkeeping had improved on accoun t 
of t h e income and sales t a x pressure bu t 
it h a d been a m a t t e r of records more f o r 
the t a x men t h a n f o r my own s tudy in 
t ipp ing me off how to save money and 
how to do th ings t h a t would increase the 
e a r n i n g s of myself and m y ass i s t an t s . 

The resul t of th i s w o r k and s tudy, 
which k e p t me very m u c h interes ted win-
t e r evenings, w a s a budge t t h a t w a s 
p r e t t y f a r off t he m a r k s on the next sea-
son 's ac tua l income and expenses, b u t i t 
defini tely s teered me in to more business, 
b e t t e r and more comple te service to the 
members , and i t s topped leaks in m y 
expenses. The budge t ing turned out to be 
w o r t h a whole lot m o r e in cash to m e 
t h a n a n equal a m o u n t of t ime spen t in 
the s u m m e r on the lesson tee, and w e a t h e r 
d idn ' t i n t e r f e re wi th t h e budget work . 

B u t t h a t wasn ' t all t h a t came out of 
the idea f r o m the greenkeeper . 

P r e p a r e in Advance 
I s a t down and began p lann ing my w o r k 

on paper . Usually when spr ing w a s j u s t 
a h e a d I 'd begun fixing up my shop. A t 
t h a t t ime everybody else was doing some 
ear ly sp r ing work a n d I had a tough t ime 
g e t t i n g labor. When I s a w w h a t I 'd h a v e 
to do I go t a lot of t h e work done in t h e 

(Continued on page 94) 



Tfotv /ivaiiatttef 

WESTALL 
RUBBER FLOORING 

• PROTECTS CLUBHOUSE FLOORS FOR YEARS! 

• LONGER-WEARING, TOUGH, FIRM! 

• SO SMOOTH, SAFE AND EASY TO CLEAN! 

• NO CEMENTING TO UNDERFLOOR! 

• DOES NOT BUCKLE OR CRAWL! 

O SMART APPEARANCE! 

• CHOICE OF COLORS: GREEN, BLACK, 
SAND AND TERRA COTTA! 

• COMES IN ROLLS 57 IN. WIDE, 5 / 1 6 IN. 
THICKNESS, 29 FT. LENGTHS! 

• WE WILL CUT TO WIDTHS OF 2 FT. , 
2 ' / , FT. AND 3 FT — N O EXTRA CHARGE! 

Write for Samples and Details: 

HENRY WESTALL C O M P A N Y 
944-960 Merrimon Ave., Asheville, N. C. 

i s f ac to ry resul ts wi th several di f ferent 
ma te r i a l s . 

As usual , the relaxing- hours were hos-
pi tably a n d exper t ly handled. Break fas t s , 
lunches and dinners k e p t the crowd to-
ge the r f o r the reunions and in formal dis-
cussions t h a t o f t en yield a s m a n y answers 
as the p r o g r a m m e d ta lks . 

Chicago chap te r a r r a n g e d a crowded 
p r o g r a m for women m a n a g e r s and wives 
of the m e n m a n a g e r s a n d p u t on a pre-
view cocktai l pa r ty . T h e en t e r t a inmen t 
schedule included o ther a f f a i r s given by 
P a b s t Brewing Co., Swi f t & Co., P fae lze r 
Bros., Shenango Po t t e ry , A r t h u r Schiller 
& Sons, P e t e r Zapher io and F. Korbel. 

HOW PRO FOUND PROFIT 
(Continued from page 40) 

win te r and w a s able to ge t some handy-
m e n f r o m the course force to do ca rpen te r 
work , pa in t ing , r epa i r i ng and genera l 
c lean-up. As a resu l t I got the shop in 
very good shape, ca re fu l ly and fo r less 
t h a n I h a d though t i t would cost me. 

The b a c k of m y shop never had been 
the w a y I wan ted it, a n d it was g e t t i n g 
more u n s a t i s f a c t o r y wi th an increas ing 
number of b a g car ts . We overhauled tha t . 

Some showcases t h a t were relics were 
t a k e n ou t and an old m a n who had been 
w o r k i n g on the course in the s u m m e r buil t 

STOP BALL MARKS O N GREENS 
with this handy DIVOT-FIXER 

Green Chairmen: 
Keep greens unmarked by giving these inexpensive Divot-Fixers to 
your golfers. Save on topdressings and extra labor costs. 
Endorsed by leading turf experts and golf course superintendents. 
Experience has proven that given a good tool, golfers will do their 
part in maintaining our beautiful greens. A delay of ten minutes will 
often be too late for the recovery of the injured turf. 
Was first introduced and very well received at the G.C.S.A. 23rd 
Annual Convention at Columbus in Feb. '52. 
First time in the history of golf that a tool has been made for this 
specific purpose. 
This tool can be used as a shoe horn, to clean dirt from spikes and 
upper soles of shoes; also to clean scoring on clubheads and serve as a 
light screwdriver and finger nail cleaner. 

Prices: for nickel plated, F.O.B. Des Moines, la.: 
1000 — $ 6 5 ; 500 — 535; 250 — 520; 

Chrome plated 4 for $1 postpaid 

Ten dollars per order extra for imprinting names of clubs or firms. 

W O O D S I D E G O L F & PARK SUPPLY C O . 
Des Moines 13, Iowa A C T U A L S I Z E 



m e some coun te r s , t ab le s a n d she lv ing 
t h a t m a d e t h e shop m u c h b e t t e r looking, 
m u c h m o r e convenien t a n d m u c h eas ie r 
to keep c lean. 

I w a s ab le t o g e t some flooring r epa i r ed 
a n d dyed b u t h a d to o rde r s o m e n e w stuff 
and w a s ab le t o g e t it w i t h o u t h a v i n g to 
w a i t a l m o s t t o mid-season l ike a lot of t he 
fe l lows do. T h e y don ' t r ea l i ze t h a t ship-
m e n t s t h e s e d a y s a r e slow, a l t h o u g h t h e y 
should w h e n t h e y t h i n k of h o w long i t 
t a k e s t h e m to ge t some s t a p l e m e r c h a n -
dise. 

T h e r e s u l t of t h a t p l a n n i n g a n d w o r k 
w a s t h a t I w a s ab le to s p e n d a p a r t of 
J a n u a r y a n d al l of F e b r u a r y in t h e south , 
a f t e r t a k i n g c a r e of C h r i s t m a s business , 
a n d c a m e b a c k on t h e j ob r e a d y to go in 
h igh g e a r . 

T h e m e m b e r s g o t t a l k i n g a b o u t t he 
" n e w " shop. T h e y c a m e o u t t o look i t 
over w h e n s p r i n g r a ins m a d e t h e course a 
s w a m p ove r weekends . I did t h e b igges t 
s p r i n g b u s i n e s s I 'd ever had . S ince t h a t 
t ime I ' ve con t inued to w r i t e n o t e s of w h a t 
I see should b e changed a n d i m p r o v e d in 
t he shop a s I not ice t he se t h i n g s d u r i n g 
t he season . T h e no t e s a r e filed a w a y and 
I go ove r t h e m in N o v e m b e r a n d g e t t he 
w o r k p l anned . E a c h s p r i n g t h e m e m b e r s 
see new l i fe in t he shop a n d i t r e m i n d s 
t h e m t h a t I ' m not j u s t c o n t e n t to s i t 
a r o u n d a n d g e t by. 
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Setter^ 
b e c a u s e i t ' s v i n y l 

Fast replacing other flags because vinyl can't 
be beat for durability, weather-resistance, 
color-permanence. Ask us about our whole 
line of 

PINE VINYL PLASTIC FILM 
• special ilags • locker equipment 
• shower curtains • mower covers 
• draperies and curtains, which may be silk-

screened with club monogram 
WRITE FOR NAME OF NEAREST 

DISTRIBUTOR 

P L A S T I C F I L M P R O D U C T S C O R P . 
58 W. EXCHANGE ST. AKRON, OHIO 

IDENTIFY CADDIES 
MEMBERS & GUESTS 

ON SIGHT 

It's easy and inexpensive when you have these 
new, colorful and durable plastic items. They're 
designed specifically for and accepted by leading 
country clubs everywhere. 

SPOT YOUR CADDIES 
With metal back, plastic 
face badges. Heavy duty 
pin fastener. Serial ly 
numbered. 
100 16d ea. 
250 . . . . 14V2(f ea-
500 . . . . YLVzi ea-
1000 . . . 10V2t ea. 

MULTI-PURPOSE BADGE 
Waterproof, strong. Use 
for players or caddies. 
Wr i te wearer 's name 
directly on plastic. 
50 25t ea. 
100 16(5 ea. 
500 120 ea. 
1000 . . . lOVzc! ea. 

END GOLF BAG MIX-UPS 
NEW! Identification tag 
with chain. Unique sim-
ulated plastic golf ball. 
Identification space on 

;GRIFFIN A reverse side. 
C O U N T R ^ / j 1 0 0 e a -

2 5 0 ea-C 500 120 ea. 
1000 . . . W M ea. 

Philadelphia Badge Company, Inc. 
1007 Filbert Street 
Philadelphia 7, Pa. 

Please send samples of Caddie Button( identif ication 
Tag( ) Pennant Badge ( ) . Our order is enclosed ( ). 

NAME 
CLUB -
ADDRESS 
CITY STATE. 




