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PARADE FLOAT PROMOTES JUNIOR GOLF 
A (loot carrying (unior golf stars who hit no|t practice bolls into the crowds was a big 
feature o[ the Fourth of July parade al Watsonville. Calif., where Pert Markovich and Joey Hey 
own and operate the local golf course. On the |ront of ths float was a sign reading "Cali-
fornia Leads the World in Junior Golf — f i v e National Champions — in 1952 and 1953." 
Another sign read "Your Watsonvil le Golf Course Kids — Kids Taught Free; Tues. and Sat." 
Also in the parade was a Santa Cruz Recreation Dept. floal of little boxers. On Ihe float was 
a sign: "Our Answer lo Juvenile Delinquency — Keep 'Em Active in American Sports." 

l i ght ing the ads by paint ing or d raw ing 
heavy borders around the ads. 

" I n addit ion to this, they rearranged the 
merchandise in their shops. Wh i l e the ad 
was a l ive they put into prominent display 
Wi lson merchandise that was featured. 
Then, a week or so later, they changed 
displays aga in and continued this f requent 
change. The chang ing displays produced 
a cleaner, br ighter , newly interest ing shop. 

"Dur ing this process the pros also found 
that they needed bet ter l i ght ing and more 
modern and useful sel l ing f ixtures. 

" T h e campaign of good t iming and con-
centrat ing all possible sales and display 
e f f o r t on merchandise that should be big 
sellers worked out except ional ly we l l . " 

T w o Idea* f rom N o v o t n y 

Gus Novo tny , M a c G r e g o r Golf, adv ises : 
" T w o pro sel l ing Ideas that I have seen 

work out v e r y wel l in the southeast a r e : 
"F i r s t , prominent pr ic ing o f all mer-

chandise, especia l ly clubs and bags. A t 
public o r f e e courses this is h igh ly impor-
tant because a customer wi l l on ly look at 
w h a t his pocketbook wi l l stand. H e shies 
a w a y f r o m even look ing If he f ea rs the 
price might be too much f o r him. Often 
pro shop pr ices are surpris ingly low and 
m a k e sales but not unless the goods are 
plainly priced. 

" A l one club the pro had price t ags 2 in. 
high on his bags and he told me that this 
had doubled his b a g business this season. 

" Pe rhaps the pr ic ing idea isn't as Impor-
tant at the wea l th ier clubs but I suspect 
that most of the members at these clubs 
a re rich because they, or some of their an-
cestors. paid a lot of at tent ion t o the prices 
o f what they bought. 

" T h e other idea that has paid ofT this 
season in pro shops is that of a separate 
department f o r women 's merchandise so 
the women can see immedia te ly what the 
pro has for them to buy. This arouses the 
women 's shopping Instinct. 

" W o m e n ' s and girls* appare l has been 
b ig sel l ing in a number of pro shops this 
season. Many pros have been neg lect ing 
mak ing a special p lay for women 's busi-
ness and they wonder w h y sales to women 
haven ' t Increased in proport ion to the in-
crease In women ' s gol f p lay. 

" A most s igni f icant sign o f Improvement 
In pro merchandis ing is the fac t that f e w e r 
shops a re the same y e a r a f t e r year . The 
most successful pro businessmen in my 
te r r i to ry keep their shops Immaculately 
clean, r ear range their s tock every f e w 
weeks to g i v e their shops a new look, and 
between seasons make m a j o r changes in 
location and type of display facil it ies, 
painting, l ighting, f loor ing and other essen-
tials to prof i table se l l ing. " 

Extend Golf Rag Stock — Deal 

Ted Deal of the Wi lson Spor t ing Goods 
Co. Cleve land division, tel ls o f one idea that 
has been prof i table to pros in his terr i tory . 


