
(Below) Most attractive display spot in Heaney's 
shop is this glass enclosed pegboard. Merchandise 

is frequently changed here. 

Keeping up with fads is important says Pro George 
Heaney (left) . Gol f ing elders know as much about 

them as younger players. 

Large Stock Essential in 
Public Course Operation 

George Heaney, Pasadena Pro, Is An Advocate of Not Only Giving 

The Golfer What He Wants But Having It on Hand for Him 

By CHUCK CURTIS 

" A g o ^ e r is no more likely to walk into 
a sliop which has only one set of 

clubs on display and b u y that set than 
he is to walk into a men 's store which 
shows just one suit of clothes and buy that 
suit. 

That ' s t he phi losophy of George Hean-
ey, highly successful golf pro and mer-
chandiser at the Pasadena , (Calif . ) Muni-
cipal courses at Brookside Park, ad jacent 
to t he Rose Bowl. 

Heaney has been at Pasadena since 
January, 1943. T w o ful l 18-hole courses, 
a driving range and two pu t t i ng greens 
are available to t he publ ic . At the present 
time, according to golf equ ipment sales-
men serving the thr iving golf area, t he 
Pasadena golf shop sells more merchan-
dise than any other pro shop in Southern 
California, 

T h e ou ts tanding fea tu re of his shop, 
small and c rowded though it is, is the large 
stock of golf elubs. 

"If you have heavy t raff ic in a shop, 
then you must have a good stock," Hean-
ey says. "Golfers are no di f ferent than 

other shoppers — they w a n t to feel the 
merchandise ." I n the case of golf clubs, 
Heaney believes, players w a n t to feel t he 
weight of the c lubhead , the st iffness of 
the shaft , the grip, before they purchase . 

F a d s Are Impor t an t 
T h e r e are fads in swing weights , Hean-

ey thinks, and he's ready to cater to t he 
publ ic whims, A noted pro, M a n g r u m , 
may be quo ted as favoring a certain 
swing weight and immedia te ly t h e r e 
comes a publ ic t rend which can b e as 
changeable as next week's tou rnament 
winner . George always wants to be ready 
for the n e w demand . 

Always on display in the Pasadena shop 
are approximately 20 sets of woods and 
irons. In addit ion, several h u n d r e d used 
clubs are shown at all times, both in sets 
and singly. 

More than 100 complete sets (woods 
and irons) of t he top grade lines are kept 
in t he stockroom. 

Avoids Special Order s 
^Heaney tries to avoid special orders — 

alee they m a k e enemies" — in seeking to have 
full r ange of c lub weights on hand . 
"Pro golf shops are in def ini te compe-



Pasadena Municipal pro shop has contrived overcro 
think it's Impassible far them ta ajk far a golf item 

and Chuck Heaney talk shoes in a leisure rr 

t i t ion wi th t he spor t ing goods stores and 
d e p a r t m e n t stores." G e o r g e says. W i t h 
t h e i m p r o v e m e n t in t h e p ros ' c redi t r a t -
ings they can b u y be t t e r , i n all g rades . 
O n e of t h e p laces w h e r e w e in t h e p u b l i c 
course bus iness can c o m p e t e is in b u y i n g 
closeouts f r o m m a n u f a c t u r e r s a t r e d u c e d 
pr ices , a n d pass t ha t savings on to t he golf-
ers. 

"You h a v e to b e a b u y e r in o r d e r to sell . 
" T h e most i m p o r t a n t t h i n g is f igur ing , 

accura te ly , w h a t an i t e m will sell for . You 
can ' t b u y an i tem jus t b e c a u s e you can ge t 
i t cheap . W h a t can y o u sell it for? 

Uses S h o p p i n g G u i d e 
H e a n e y is alert to n e w ideas in m e r -

chand i s ing . T w o years ago h e sen t ou t 
200 G O L F D O M Chr i s tmas s h o p p i n g 
guides to a f e w m e m b e r s of t h e players* 
clubs. T h e y me t wi th excel lent response, 
so for Chr i s tmas of 1957 h e ma i l ed 6 0 0 
copies . 

H e a n e y has " s h o p p e d " t h e stores a n d 
o n e observa t ion h e has used successful ly 
is in pr ic ing . 

An i tem at $1 .95 wi l l sell m a n y t imes 
b e t t e r t h a n o n e p r i ced a t $2 .05 or $2.10. 
Cer ta in p r i ce f igures , such as $1.10, 
$1 .20 , $1 .50 , seem to r epe l buye r s . 

Basically, t h e 5 - c e n t s ign seems to 
h a v e appea l . T h u s all of his golf clubs, 
sets a n d singles, carry a p r i ce t a g of so 
m a n y dollars p lus 9 5 cents . 

H e a n e y feels h e is o n e of t he first golf 
pros in his a rea t o e m p l o y the 95-cen t 
p r ic ing sys tem, s o m e t h i n g n o w wide ly 
used , 

H e a n e y employs t h r e e fu l l t ime m a l e 

ed look because George Heaney wants players ta 
t he can't supply. (Right) Assistants Joe Roaney (1) 
lent. This alcove is a converted breezeway. 

assistants p lus o n e w o m a n sales clerk. 
A n o t h e r assis tant , an ins t ructor , o p e n s t he 
s h o p tw ice a w e e k . 

T h e work schedu le calls for two assist-
ants to b e on hand a t all hours a n d H e a n -
ey, himself , is in t he s h o p excep t w h e n 
giving lessons. A w o m a n bookkeepe r , on 
a p a r t t ime basis, keeps accoun t s w h i c h 
are checked b y an audi tor o n c e a m o n t h . 

Rings U p E v e r y t h i n g 
O n e i m p o r t a n t fac tor in his s h o p ac-

coun t ing p r o c e d u r e , H e a n e y says, was t he 
p u r c h a s e a f e w yea r s ago of t h e bes t N a -
tional Cash Regis ter it w a s poss ible to b u y 
a n d s u b s e q u e n t l y r u n n i n g eve ry possible 
i tem t h r o u g h the register . 

H e a n e y , w h o g r e w u p in Ch icago , 
w h e r e h e c a d d i e d a t W e s t m o r e l a n d , h a d 
b e e n a p r o a t p r iva te c lubs in I o w a b e f o r e 
c o m i n g to Cal i forn ia . In those d a y s golf-
ers fe l t it was inev i tab le t h e y w o u l d pay 
h igher pr ices for e q u i p m e n t a n d c lo th ing 
a t courses . N o w tha t t h e golf p r o is 
a compe t i t i ve merchand i se r , H e a n e y feels 
h e is a rea l bus iness r ival of t h e spor t ing 
goods s tore and d e p a r t m e n t s tore a n d 
golfers ' a t t i t udes h a v e c h a n g e d . 

Par t of this a p p e a l is to t h e casual 
" d r o p in" w h o is p l a y i n g the c o u r s e for 
t h e first or second t ime. At P a s a d e n a , 
H e a n e y repor t s , a su rpr i s ing a m o u n t of 
m e r c h a n d i s e is sold t o gol fers w h o just 
d r o p in t o "look a r o u n d " a n d see, at f i rs t 
g lance , w h a t they w a n t . 
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