
of golf, a n d on the busy days he is usually 
found on the f i r s t tee d i rec t ing t h e t raff ic . 

The D ie fende r f e r shop a t t he Lancas t e r 
club is one of those very well-stocked, 
a t t r a c t i v e es tab l i shments t h a t in itself 
would d r a w business, bu t J e r r y doesn' t 
wa i t f o r bus iness to come in. He goes 
a f t e r it. H e keeps reminding his m e m b e r s 
of his avai labi l i ty fo r excel lent service 
to t h e m a n d f requent ly , and diplomati-
cally, r e m i n d s them by p r i n t e d adver t i s -
ing, by adve r t i s ing novelties a t Chr i s tmas , 
and by word of mou th t h a t he ' s a t the 
club for t he one big reason of see ing t h a t 
they ge t j u s t w h a t they need and w a n t 
fo r u t m o s t e n j o y m e n t of golf. 

There a r e no displays behind g lass in 
the D u t c h m a n ' s shop. The open display 
invites close inspection of t h e merchan-
dise. His ass i s tan ts , the Mosack boys, 
keep t h e shop in per fec t o rder by replac-
ing a n y t h i n g t h a t a p rospec t ive buyer 
happens to leave out of a r r a n g e m e n t . 
They have a rou t ine of c lean ing and dust-
ing t h a t keeps the shop a n d merchand i se 
immacu la t e . 

The non-skid m a t t i n g on t h e floor is 
rolled u p a f t e r each day 's bus iness and the 
m a t s and floors thoroughly cleaned. This 
m a k e s s o m e w h a t more w o r k t h a n is nec-
essa ry wi th c u s t o m a r y flooring in pro 
shops, b u t J e r r y and his boys consider the 
m a t t i n g w o r t h the e f for t a s i t p ro tec t s 

a g a i n s t skidding spikes and w e a r s ve ry 
toughly . 

T h e pho tog raph doesn ' t do the unusua l 
ball display jus t ice a s t he colorful 3-ball 
p a c k a g i n g s t r ikes the shop visi tor 's eye. 
No t m a n y pros would w a n t to t a k e a 
chance by t a k i n g the bal ls out of the 
dozen boxes because of their conviction 
t h a t t he balls in th i s a r r a n g e m e n t ge t 
cus tomer s to buy a dozen balls a t a t ime. 
Die fender fe r admi t s t he re ' s someth ing to 
t h a t reasoning bu t th i s display has sold 
very well for him and the re isn ' t m u c h 
out -of - the-shop buy ing of balls by his 
members . 

He keeps a lmost all t he club s tock t h a t 
he d isp lays in m a n u f a c t u r e r s ' boxes a f t e r 
expe r imen t ing and l ea rn ing t h a t m e m b e r s 
a re no t a t all shy abou t removing f r o m 
the boxes any clubs t h a t happen to in-
t e r e s t them. 

Some stock he keeps in bags on the 
sales floor, and wi th those a r r a n g e m e n t s 
a r e b a g ca r t s and head covers and um-
bre l las so the shop t r a f f i c ge t s the idea of 
the "whole works" . A sound merchan -
diser, l ike mos t of t he Pennsy lvan ia 
Dutch , J e r r y knows t h a t selling psychol-
ogy f a v o r s the i n t eg ra t ed display of clubs, 
bags , c a r t s and covers. When anyone buys 
a n y uni t of t he d isplay they have the 
subconscious feel ing of having saved 
money by not buy ing the ent i re outf i t . 
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