
p r o m o t i o n to pre-sell the golfers ' e q u i p 
m e m . T h e a ler t p r o should stock equ ip 
rnent t ha t has sales a p p e a l and consumer 
d e m a n d backed by responsible m a n u f a c t u r 
ers. 

"l 'rites on the 1957 line show a very 
small increase over 1956, even in view of 
m u c h h igher mater ia l a n d labor costs." 

L a u d s Pros As Leaders 
Bill Kaiser, mgr., p r o dept . , Hillerich 

a n d Bradsby Co., says ' T h e golf pro busi-
ness s i tuat ion con t inues to show steady and 
no tab le progress. T h e golf pros general ly 
as businessmen rank r ight a long wi th the 
best of the smaller retai lers — and some 
of the pros do an a n n u a l vo lume tha t takes 
them well ou t fif the 'small business' class. 

" Increased sales vo lume resul t ing f rom 
energe t ic a n d advanced display and 
merchandis ing , the convenience of the pro's" 
store, his wise sel l ing tie-up wi th the les-
son tee. and ha rd work have b r o u g h t the 
p r o increased inven tory a n d credi t prob-
lems but o u r expe r i ence is tha t pros are 
h a n d l i n g these ma t t e r s wi th excellent 
j u d g m e n t and awareness ol the impor t ance 
ot top credit ra t ing. 

" T h e p r o is in an enviab le posi t ion of 
be ing able to observe in his members ' use 
of clubs wha t design and construct ion fea-
tures are most sui table for the customers. 
W e h a v e f o u n d tha t a d o p t i n g the pro's 

150 ,000 X m a s Shopping 
Guides Ordered by 

Professionals 
For the third straight year, GOLF-

DOM's "Chris tmas Shopp ing at Your 
Pro Shop" catalog t ha t has been used 
by pros t h r o u g h o u t the count ry in 
p r o m o t i n g gif t sales volume, is a sell-
ou t. 

A total of 159,000 copies of the 
catalog has been d i s t r i bu ted to pros 
in the last two months , indica t ing 
tha t p r o Xmas gif t sales again will 
easily go over the $1,000,000 mark. 
In 1954 When 106,000 copies were dis-
t r ibu ted , and again in 1955, when 1S5, 
000 catalogs were suppl ied , pros real-
ized well over $1,000,000 in ex t ra gif t 
business tha t the s h o p p i n g guide help-
ed to develop. T h i s is the th i rd year 
the catalog has been publ ished. 

"Chris tmas S h o p p i n g at Your Pro 
Shop" is pro-only in circulat ion and 
golf gif t merchandis ing . 

No Go If: Wet Grounds 

The Bidston Golf Club course, Birkenhead, 
Eng., became one big water hazard following 
heavy rains that swept the Island last month. 
Caddies didn't tote any bags far two or three 
days following the downpour, but they had 

fun slashing around in the woter. 

suggestions o b t a i n e d f rom the close-up of 
player use has accoun ted for a highly sat-
is! y ing increase in business in d u b s m a d e 
especially fo r pro-shop sale." 

Pro Business Sturdi ly Hea l thy 

H e n r y Cowen, MacGrego r Coif pres., 
a canny observer ol the pro business, re-
marks; 

" T h e golf marke t in 1956, as the indus-
try's repor ts undoub ted ly will show when 
released, con t inued to reflect a high level 
in hoth p r o d u c t i o n and sales. In the in-
terest of factual r epor t ing , however, it 
p r o b a b l y would be less than accurate to 
predict an all-time peak in this year's vol-
ume. Unseasona l weather , ra in and cold, 
p ro longed well in to late sp r ing and even 
early summer in many sections of the 
count ry , ra ised havoc with no rma l antici-
pa ted play. Golf ball and lesson revenues 
par t icu lar ly declined in these months , bu t 
by mid-summer it was a p p a r e n t that equip-
m e n t s sales of all types had taken an en-
courag ing spur t . 

"Pro shop inventories , a m a t t e r of serious 
concern as late even as Ju ly , began to move 
ou t in hea l thy fashion, and the evidence 
poin ts now to no more than the usual sea-
sonal carry-overs on h a n d consis tent with 
the a n n u a l p a t t e r n . T h a t this position was 
a t ta ined , cons ider ing the penal ty for a late: 
s tar t , can he credi ted to aggressive p r o shop 
merchand i s ing and p romot ion , intel l igent 
and vigorous effor t . Golf professionals who 
conscientiously and di l igent ly supervised 
their shop ope ra t ions should be able to, 
look back on a record of successful accom-
pl i shment . T h e hou r s were long, and the, 


