
Whot's It Worth 

Danger in Guessing 
Amount of Revenue 
Pro Jobs Bring 

By HERB GRAFFIS 

T J f O W m u c h is a p r o job w o r t h ? 
C l u b officials rarely c o m e close in 

guessing, even if pro d e p a r t m e n t accoun t s 
a r e bi l led t h r o u g h the c lub . But t h e off i -
cials can ' t be b l a m e d fo r the i r wi ld 
guesses as pros themse lves don ' t seem to 
lie ab l e to e s t ima te very closely w h a t an-
o ther p r o is mak ing on a job. 

T h e resul t of this inabil i ty to approxi-
mate ly f igure in a d v a n c e the p r o b a b l e ne t 
income of a pro job accoun t s for m a n y 
jobs be ing "oversold" to y o u n g and in-
exper ienced pros and to gul l ible o lder 
ones. It also accoun t s for s o m e c lubs tak-
ing over t h e opera t ion of t h e pro d e p a r t -
men t wi th t he mis lead ing h o p e tha t t h e 
p r o d e p a r t m e n t , well m a n a g e d , will m a k e 
u p p a r t of t he loss of o the r d e p a r t m e n t s 
of t h e clubs. 

O n e t ime I asked the pres . of a large 
a n d w e a l t h y c lub w h a t t b e c lub m a d e 
o u t of ope ra t i ng its p r o d e p a r t m e n t , w h i c h 
it had d o n e for years . 

M o n e y Lost H e r e 
" M a k e ? " h e l a u g h e d . " W e lose money . 

W e lose so m u c h tha t only a c lub like ours 
cou ld a f fo rd the ex t r avagance , " 

I looked over t he bags in t he racks 
of this rich c luh . E v e n a casua l v iew in-
d i c a t e d an a v e r a g e of c lubs so old t ha t 
(he m e m b e r s weren ' t g e t t i n g t h e advan -
t age of m o d e r n e q u i p m e n t wh ich they 
cer ta inly cou ld a f f o r d a n d w h i c h really 
shou ld h a v e b e e n sold to t h e m . But , as 
long as h u m a n s are h u m a n , t h e chances 
are slim of a pro saying, "Hones t ly , Mr. 
Smi th , you o u g h t t o h a v e some d e c e n t 
n e w clubs t ha t f i t you," w h e n the re is 
n o t h i n g in t he sale for t h e p ro , a n d in 
t he p r o - c l u b a r r a n g e m e n t a tacit sugges-
tion t ha t t he pro re f ra in f r o m t rying to 
sell e q u i p m e n t . 

Pros H e l p e d M a k e Coif 
Tha t ' s a pecul ia r s i tua t ion t ha t h a s de-

ve loped , f o r tuna t e ly in compara t i ve ly f e w 
cases. G o o d th ing it d idn ' t prevai l a t t he 
b e g i n n i n g of golf w h e n the pro, b y main ly 
p a y i n g his o w n w a y , m a k i n g and selling 
clubs, bal ls a n d b a g s and giving lessons, 
m a d e it possible for c lubs to nave p ro -

fessionals and h e n c e for golf to g row. 
A f t e r in t ima te talks a n d examinat ions 

of bus iness records w i t h h u n d r e d s of pro-
fessionals, a n d f i gu r ing a n d ta lk ing w i t h 
m a n y sa lesmen and credi t m e n represen t -
ing golf companies , I h a v e been u n a b l e 
to discover a sound basis for e s t imat ing 
pro d e p a r t m e n t net . At jobs t ha t a r e re-
p u t e d to b e p re t ty good, t he pros ' ne t 
ea rn ing f r o m sales, lessons, sa lary , c lub 
s torage and cleaning, b a g car t a n d golf 
car rental , r anges f r o m $8 a year to $ 9 1 
per m e m b e r . 

O n e p r o at a c lub genera l ly be l i eved 
to b e one of the b e s t in a met ropo l i t an 
district s h o w e d a year ' s rece ip ts of $45,-
6 5 5 ( inc lud ing $ 5 6 0 0 f o r c lub s torage 
and c lean ing) / and expenses of $42 ,052 , 
w h i c h inc luded w a g e s of $6,482, H e p a i d 
himself no salary, yet f i gu red t ha t his ne t 
was $3 ,603. His inventory, a t cost, was 
a b o u t $20 ,000 at t h e s tar t of t he season. 

T h e b a r r e v e n u e a t t ha t c lub for t h e 
year was $74,205. 

C a r r y Subs tan t i a l I nven to ry 
In one sect ion the profess ionals , in a 

recen t year , f o u n d tha t thev ave raged 
$11 ,300 ( the i r cos t ) in inventory at the 
s tar t of t h e season. This f igu re i n c l u d e d 
a n u m b e r of 9-hole courses. 

I t f r e q u e n t l y is t h e case t ha t a p p a r e l 
and shoes a c c o u n t for 2 5 to 30 per cent of 
p r o d e p a r t m e n t income. I t also is not un-
c o m m o n for lesson income to b e 10 per 
cent of t he p r o d e p a r t m e n t gross. Yet he re 
are p e r c e n t a g e s on a v o l u m e of $71,860, 
d o n e in a r ecen t year b y a p r o w h o is an 
excel lent bus inessman and w h o h a s d o n e 
m u c h to build u p his c lub : Clubs and 
bags , 57 .9 ; balls, 14.8; shoes, 6; p rac t i ce 
range , 6; c lothing, 4 .5; c l ub c leaning, 2 .5; 
b a g car t ren ta l , 4 .6; lessons, 3 ; c l ub rent-
als, .07. 

Buying , stock control and accoun t ing 
n o w a re opera t ions t ha t d e m a n d n o little 
a m o u n t of a pro's t ime and money . A t 
D u n e d i n a ve te ran profess ional at a f ine 
c lub to ld me tha t b e f o r e W o r l d W a r II 
h e was do ing business wi th f e w e r t h a n 20 
f i rms . In D e c e m b e r , 1957, h e m a d e ou t 
checks to almost 100 suppl iers of p r o 
merchand i se . 

Payrol l Surpr ises P r e s i d e n t 
A golf c l ub p res iden t , a short t ime ago, 

told me t h a t h e h a d looked into his pro 's 
bus iness w h e n the pro w a n t e d t h e c lub 
to p a y t h e expense of ano the r y o u n g m a n 
on the p ro ' s s taf f . H e l ea rned t ha t t he 
pro a l r eady h a d a b igger m o n t h l y payrol l 
than most retai l s tores do ing a c o m p a r a b l e 
v o l u m e of business . 
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story. If you keep ever las t ingly at it , t h e 
p o w e r of repe t i t ion will soon m a k e m e m -
bers bel ievers . 

ASSOCIATION OF IDEAS: When we 
see, h e a r or exper ience t w o OT m o r e ideas 
toge the r , they b e c o m e associated toge the r 
in t h e m i n d . W h e n w e th ink of one, w e 
th ink of t h e o the r . 

F o r example , if you recall t he n a m e of 
one of y o u r m e m b e r s , you will immedi -
ately r e m e m b e r some of his charac ter i s -
tics, his size a n d fac ia l expressions. You 
will also r e m e m b e r his c lubs and his style 
of p lay . This association of ideas is n a -
t u r e work ing on your mind . T h e th ings 
assoc ia ted in your m i n d a b o u t this m e m -
ber a r e like kno t s on a s t r ing, pu l l o d e 
a n d t h e o ther wil l fo l low. 

T h e m i n d c a n n o t accep t o n e impress ion 
and re jec t ano the r . I t accep t s all impres -
sions, b o t h good a n d b a d alike. T o m a k e 
good impress ions w e m u s t associate w i t h 
good peop le , good m e r c h a n d i s e a n d good 
service. If it is k n o w n tha t t h e b e s t p lay-
ers in your c lub improved their g a m e 
w i t h clubs se lected b y the pro, this as-
sociat ion of good golf and p ro- f i t t ed c lubs 
is a na tu ra l sales b u i l d e r . 

Pro Shop Revenue 
(Continued from page 7 2 ) 

N o t h w i t h s t a n d i n g t h e o p e r a t i n g ex-
penses , l imi ted m a r k e t and long-las t ing 
n a t u r e of a lot of t he pros ' m e r c h a n d i s e , 
p r o golf p r o b a b l y can snow a h i g h e r per-
c e n t a g e of success fu l en te rp r i ses t h a n any 
o the r field of small re ta i l ing out le ts . 

Cons ide r ing t h e w i d e and mys t i fy ing 
var ia t ion of p r o i n c o m e a t c lubs t ha t seem-
ingly a r e a b o u t of t he s a m e s p e n d i n g class, 
t he p r o has to b e a m i g h t y ca re fu l a n d 
smar t m a n to b r i n g his o w n job u p to t he 
po in t w h e r e h e will get a good r e t u r n on 
his i n v e s t m e n t i n inven to ry a n d good pay 
p e r hour . He ' s go t to b e lucky, too, and 
h a v e the s u p p o r t of off icials a n d m e m b e r s 
in p rov id ing the v o l u m e of business tha t 
will a t t r ac t a n d ho ld a c o m p e t e n t m a n . 

Connecticut G C S A Officers 
N e w off icers of t he C o n n e c t i c u t G C S A 

a re A. C. Skelly, H i g h l a n d C C , Shel ton , 
pres; H. W . Meuse l , Yale G C , N e w 
H a v e n , vp ; Char les Trave r se , Mill River 
C C , S t ra t fo rd , secy- t reas; a n d A. F . L e n -
t ine, T u m b l e Brook C C , Bloomfic ld , asst. 
secy-treas. T h e associat ion's b o a r d is m a d e 
u p of J. J. Paul , I n d i a n Hil l C C , N e w i n g -
ton, M. Ov ian , M a n c h e s t e r C C , and J. J. 
Pe r ry , N e w L o n d o n C C , W a t e r ford . 

A t las t , a m o n e y - s a v i n g w a y to 
p r o d u c e a n idea l ly t h i ck t i g h t 
t u r f for golf g r e e n s ! Resu l t s of 
5 - y e a r t r i a l s s h o w n e w P e n n -
cross B e n t g r a s s s u p e r i o r to c o m -
m o n l y used b e n t s i n d e n s i t y . , . 
d i sease t o l e r a n c e . . . r e s i s t a n c e 
t o a d v e r s e w e a t h e r a n d u n f a v o r -
a b l e soil c o n d i t i o n s . 

Ava i lab le for Ihe first t i m e . . . 
in limited supplies. 

S e e y o u r d i s t r i b u t o r a b o u t P e n n -
cross B e n t g r a s s . O r w r i t e . . . 
J a c k l i n S e e d C o . , D i s h r n a n , 
W a s h . , . . . o r N o r t h r u p , K i n g 
& C o . , A l b a n y , O r e . 

NEW 
PENNCROSS 
BENTGRASS 

N o w . . . a superb 
greens turf 
from seed! 


