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Lessons from Long Beach 

Buying, Public Relations, Taxes Play 
Big Roles in Pro Shop Operation 

January GOLFDOM carried extensive resumes of several speeches made at the 
Business Operations and Instruction programs of the 41,tt annual PGA meeting held 
in Long Beach, Calif., in November, Excerpts from other speeches that prompted a 
great deal of favorable comment from pros attending the conference appear below. 

^People Like to Buy At Pro Shops 
S t e p h e n C . B j l h e i m e r , P re s . . S - l v e r w o o d s, Los A n g e l e s 

Pros h a v e a great a d v a n t a g e as merchants . 
Their prospect ive cus tomers w a n t to k n o w and 
he fr iendly w i t h t h e m . 

T h e pro has a capt ive a u d i e n c e in his pro 
shop. T h e prohlf m s are ( I ) to ge t t>eople into 
the shop, a n d ( 2 ) to h a v e merchandise ar-
ranged so it h e l p s t o sel l i tse l f . 

B u y i n g a n d se l l ing are in terchangeable . If 
the pro b u y s right his cus tomers wil l b u y f r o m 
him ins tead of h a v i n g to b e sold. 

E v e r y merchant m a k e s some mis takes in 
buying . G e t rid of your mis takes with t h e least 
loss poss ib le and ge t your capita l work ing again. 

Study t h e resources , pre ferences , s izes , colors, 
e tc . , of your m e m h e r s a o d k e e p them recorded 
on f i l ed cards . K n o w e v e r y t h i n g y o u c a n about 
what p e o p l e like to b u y . T h e pro has a m u c h 
better opportuni ty than other apparel retailers 
to learn about h i s cus tomers . If the pro doesn't 
take a d v a n t a g e of this s i tuation h e isn't m u c h 
of a bus inessman. 

W o m e n like to b u y at country c lubs , w h e t h e r 

or not they are go l fers . About 8 5 % of hos iery, 
sports shirts and socks for men are bought by 
w o m e n . 

W o m e n wil l outsel l m e n in most stores, 
Hun your bus iness so y o u are important to 

your sources of supply . 
L o w pressure sel l ing he lps the buyer. Te le -

phone cal l s s u g g e s t i n g som et h in g a go l f er n e e d s 
are a service to those w h o w a n t to b u y the 
go l f er a birthday or Chris tmas gift . 

Get the b ir thday data f r o m the c l u b records 
and f o l l o w it up in pro s h o p se l l ing . 

K n o w your d o w n t o w n compet i tors ' bus iness 
by looking at their w i n d o w s and stores and 
their ads. 

Q u i c k recogni t ion of a s ty le trend takes 
g e n i u s a n d luck. 

T h e a lpaca subst i tutes in the be l l - s l eeved 
cardigan jackets are t u t t i n g sales o f g e n u i n e 
mater ia l but not too m u c h as t h e country c l u b 
class of f e l l o w c a n usua l ly b e so ld "the best ." 

B ig m e n didn't used to g o m u c h for bright 
colors in golf wear , but they d o n o w ! 

,f's A Different Job Teaching Women 
Shirley Spork, Chmn., Teaching Committee, lodies PGA ; 

Member of £ I is worth Vines' professional staff ot Tomorisk CC 

About 5 0 per cent of all golf l e s sons are g iven 
to w o m e n . 

ture require that they b e taught a d i f ferent 
s w i n g than m e n . 


