
Business anywhere is as good as you make 
it. Some fellows will make money under con-
ditions that have other men losing it. 

Pro, as a general thing, ought to be able 
to turn over his shop investment four times a 
year. 

Always consider and weigh complaints. Peo-
ple don't complain without reason. Far more 
costly than complainers are the customers who 
don't voice their complaints but just stop buy-
ing, or who never begin buying. 

Compla in ts about p ro merchandis ing tha t mus t 
be considered by any p ro a re ; 

Manufacturers' complaints about pro eredit. 
These complaints mean every pro has to share 
the cost of manufacturers carrying the pro 
whose credit is poor. 

Customers ' com plaints tha t p ro prices are 
too high, shops are o ld- fashioned, d i r ty , poor-
ly lit and tha t p ro shop stocks are short. 

Profit is not made until the goods are sold. 
Pros may be able to justify slightly higher 

price on account of buying convenience, but 
as a general thing they should l>eware of sell-
ing at a higher price than the stores, any 
merchandise of the same label. 

Pros usually should avoid lines t h a t are com-
peti t ive wi th stores. 

The pro, if he is going into any private 
brand golf merchandise to compete with a 
market built up by long, astute merchandising 
and consumer acceptance of the golf goods of 
leading manufacturers, should have his own 
name label on this goods somewhat in the 
same way that he labels caps and hats with 
c lub insignia. 

The nature of the club and pro shop dictates 
buying, display and selling practices. 

The limitations of a pro's market, although 
a handicap iu some respects, gives him a bet-
ter setup for market study and analysis than 
the store has. 

Pro should know his competitors to know-
how to price pro shop stocks. 

Shirts, underwear, sweaters, in cellophane 
wrappers increase sales because they're always 
clean and it's easy to tell size, price, color and 
material. 

In men's wear shops 8 0 per cent of the 
business often is done on 2 0 per cent of the 
stock. 

A good simple inventory kept up to date is 
essential. If this isn't done the pro won't 
know what his model stock should be or know 

what to replace as it is sold. Without inventory 
control he will add unnecessarily to rush ship-
ping costs and allow his customers to get the 
idea that he often is out of basic items. In that 
ease they will get in the habit of buying else-
where. 

Don't be a "price" shop and make too much 
of a point of cheap goods. That doesn't go 
with the type of merchandise people expect 
from pro shops. 

Have "end of season" sales and don't worry 
about persons who have bought at regular 
prices getting annoyed by lower prices. They 
have used the stuff during the season and 
have been a season ahead on style, too. Worry 
about the guys who haven't bought. But don't 
have "clearance" sales too soon! 

Pros might study ]. C, Penny chain stores 
as examples of shops that are spotless, welt 

lit, have merchandise well arranged and well 
stacked, and that have excellent fixtures for 
customer self-selection. 

Colfers don't buy clubs often enough be-
cause pros haven't taken advantage of oppor-
tunities to show potential buyers they really 
need new clubs. 

Sales women in pro shops makes good sense. 
Saleswomen usually are Jess expensive than 
men, are more helpful on selling male items 
to golfers, have the knack of reminding people 
to buy for gifts, etc., without appearing to be 
"pushing," and know style and color. 

Where there is a pro's wife taking an ac-
tive part (in the shop or "back stage") in 
pro merchandising the job probably is being 
better done as a service to members and 
thriftier as a business operation. 

Don't get carried away by "requests" for 
something special from a possible customer now 
and then. He may be the only one who might 
buy the requested item. 

Pros' sales resistance is low. So to buy 
wisely, they had better deal with companies 
that have well advertised merchandise that 
moves quickly. They should also favor manu-
facturers and sales reps who don't try to over-
sell them. 

Ask For Money; You Earned It 
Renoldo Spognoletti, (Spog) Freeman McKemie, Inc., Long Beach, Colif. 

"Spag," a personable and dynamic salesman 
of used cars, was the most entertaining, direct 
and strenuous speaker in the PGA sessions. 
He is not an apostle of finesse as he is not 
in a business where delicate, low pressure 

practices make sales. 
Pros thought the methods "Spag" used might 

be good on some public and semi-public jobs 
but would get <i pro kicked out of a private 
club.—Editor. 



S o m e fo l l ows w h o arc e x p e c t e d to sel l act 
as though there's someth ing d i sgus t ing about 
m o n e y . 

I ask for m o n e y . That 's tbe th ing I want . 
T h e rest you can keep . I sell f r o m 2 5 0 to 3 0 0 
cars a month . 

T h e m a n w h o c o m e s into a pro s h o p h o p e s 
that someth ing wil l rub off that w i l l g i v e h im 
a be t ter g a m e . T h e pro is supposed to h a v e 
s o m e m a g i c and h e should cap i ta l i ze on it. 

D o n ' t k id yourself that y o u aren't e x p e e t e d 
to b e a g o o d bus ines sman . A n y t i m e your s h o p 
sales and other revenue , e x c e p t l essons , go over 
5 0 per cent of your tota l i n c o m e y o u a r e more of 
a huckster than y o u are a pro. 

You are d o i n g a m a n a favor w h e n you sel l 
h im golf e q u i p m e n t . You are g e t t i n g h i m out 
of a bar and le t t ing h im ge t hea l thy and h a p p y . 

Pro f i t t ing g i v e s the c u s t o m e r som et h in g "for 
f ree" that h e can ' t g e t e l s e w h e r e . 

D o n ' t e x p e c t that you are go in g to b e ab le 
to sel l unless you g ive se l l ing a lot of s tudy 
and e f for t . T h e automat has p i e in t h e slot but 
until y o u p u t a d i m e in y o u ain't eat ing. 

Trade- ins take a w a y f r o m your prof i t . In 
tak ing trade-ins too m a n y of u s a l low t h e other 
g u y to sel l us more than w e sell h im. 

You haven' t m a d e a p e n n y unti l y o u ' v e p a i d 
all the bi l ls y o u o w e to the guys y o u bought 
the stuff f rom. 

Don' t w a s t e t ime trying to ge t a f e l l o w to 
b u y w h a t h e hasn' t got the m o n e y to p a y for. 
K e e p thinking and looking for t h e l ive o n e s 
w i t h m o n e y that you ought to h a v e in return 
for d o i n g t h e m the favor of i m p r o v i n g their 
BDlf. 

How I Teach Putting and Chipping 
Paul Runyon, Professional, La Jol la (Cal i f . ) CC 

P u t t i n g is a sc ience rather t h a n a n art. T h e 
closer you c a n c o m e to sound m e c h a n i c s in putt-
ing m e t h o d t h e more put t s y o u hole . 

Horton Smith, Johnny Revol ta , D e n n y S h u t e 
and M a c Smith w e r e the bes t putters I h a v e 
seen. 

M y putt ing has s tood up, I h a v e c h e c k e d wi th 
doctors in s tr iv ing to ge t the a n a t o m y of m y 
putt ing bas ica l ly sound, 

R h y t h m and p o w e r ( t o u c h ) can go bad in 
putt ing u n l e s s your m e t h o d is o r g a n i z e d and 
y o u are cons tant ly careful . 

I h a v e had on ly 5 putters. T h e o n l y t i m e to 
c h a n g e putters is w h e n y o u are p u t t i n g we l l , 
then y o u can m a k e an inte l l igent c h a n g e . 

M y put t ing and c h i p p i n g gr ip has m y h a n d s 
o p p o s e d wi th the p a l m s about f a c i n g skyward. 
In this w a y the wris ts won' t roll. 

T h e "croquet" s ty le of putt ing h a s b inocu lar 
vis ion to r e c o m m e n d it; you c a n s e e the l ine 
to the h o l e be t ter but you don't h a v e t h e touch . 

M y putt ing and c h i p p i n g s tance is square. 
W e i g h t is b a l a n c e d o n both feet . T b e shaf t of 
the putter is in a vert ical p lane . T h e face of the 
putter is SQuarely across the l ine of the put t . 
T h e bal l is e v e n w i t h the ins ide e d g e of m y le f t 
shoe . 

T h e r e i s as l itt le wris t act ion as poss ib le . 
I'd m u c h rather see them putt w i t h shoulders 

than w i t h wrists. 

"Never up, n e v e r in," is d a n g e r o u s po l i cy if 
y o u arc over 1 0 feet from t h e cup. Lag the putts 
w h e n they are 1 0 f e e t or longer . 

L loyd M a n g r u m locked his k n e e s and kept 
his b o d y f irmer for put t ing w i t h his knock-
k n e e d s tance . 

C h i p shots are just b k e put t s e x c c p t the 
ball is in the middle of the s tance , 

K e e p e l b o w s c lose to the s ides but not 
locked and c h i p wi th the arms Ta tbc r than the 
wrists. 

I don't care m u c h w h e t h e r the grip for the 
ch ip shots is interlock, over lap or reverse over-
lap. 

About 6 0 per cent of my w e i g h t is on m y le f t 
foot w h e n I am putt ing or ch ipp ing . 

My put t ing grip w i t h the b a u d s separated for 
shorter putts [ l e s s than 1 0 f e e t ) w a s adopted 
af ter careful check of 2 0 0 0 putts . 

My m e t h o d for tbe shorter putts i s to hold 
the put ter wi th the l e f t hand against the b o d y 
as the connec t ion of the p e n d u l u m . My right 
hand is d o w o about at t h e b o t t o m e n d of t h e 
leather. 

If S n e a d had used this grip for shorter putts 
he w o u l d b a v e b e e n unbeatab le . 

R o d Munday s o m e years a g o h a d a hot spell 
putt ing crosshanded . I wil l try that if I again 
h a v e trouble wi th the longer putts as t h e cross-
handed m e t h o d is f ine for touch. 

Hahn, "Traveling Salesman for Pros" Suggests Plain Talk 
Paul H a h n returned from an exhib i t ion tour 

to Australia, India, S iam, H o n g K o n g a n d 
other South P a c i f i c po ints only a f e w hours be-
fore h i s appear an cc at tbe P G A annua l meet -
ing. T h e co lored mot ion pictures h e p l a n n e d to 
s h o w w e r e h e l d in Melbourne on an export tech-
nical i ty . 

T h e H a h n picture w h e n it d o e s arrive wi l l 
be m a d e avai lable for P G A sec t iona l me e t i ngs . 
It is a 1 2 0 0 ft. color s o u n d f i lm. 

In the a h s e n c e of the South Pac i f i c golf travel 

f i lm, H a h n s h o w e d the interest ing and instruc-
t ive "Toe T op n ot ch ers" picture C o l u m b i a Pic -
tures m a d e at D e s e r t Inn, Las V e g a s , N e v , Wi l -
bur Clark and H o w a r d C a p p s cooperated on 
the f i lm. Inc identa l ly , the f i l m e lear ly s h o w s in 
s low mot ion a n u m b e r of instruction points that 
pros w a n t 'he ir pupi l s to understand. 

In his talk at the P G A teach ing sess ion, H a h n , 
w h o d o e s strong and discreet p u b l i c re lat ions 
work for pros during his exhibi t ions , says ques-
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