
well trained so that they properly and 
ably represent you? 

What is there about your relations and 
work with various committees that could 
be improved to mutual advantage? 

What have you been planning for many 
years to do about your shop or any other 
phase of your job that you havn't attended 
to yet? 

Write down the answers to those ques-
tions and you'll probably have some sur-
prising facts, figures and hunches that 
will point directly to a considerable im-
provement in your job and its profits. 

Show Yourself Your Job 
This sort of written survey of the pro 

and his job, made by the fellow who 
knows best, may become the customary 
thing when college graduates are holding 
most of the club pro jobs. Right now the 
more successful professionals, regardless 
of the extent of formal schooling they've 
received, periodically examine every phase 
of their jobs. 

The PGA assistants' schools have done a 
great deal in a short time to develop the 
procedure of looking at the job analytically 
and making notes to be used at work or in 
its planning. 

One department of pro golf in which 
organized study has worked wonders is 
teaching. The best-known good teachers 
are better now than they were ten years 
ago and the average pro now is a better 
teacher than the average pro was ten years 
ago. 

Teaching results are decidedly more ef-
fective, not because pupils are better qual-
ified to be taught and to learn, but be-
cause the teachers know better how to 
teach. 

Organizes Instruction 
Ask any of the older pros who is re-

garded as an effective teacher and he will 
tell you that he really began to teach well 
after he had organized his own study of 
instruction. Now you see a number of the 
foremost golf instructors watching men's 
and women's pro tournaments, studying 
what gets results for the playing stars 
and which of these methods can be adapt-
ed to the teaching professional's pupils. 

Harry Pressler, one of the great teach-
ers, takes a sabbatical leave every year 
and for several months goes on the tourna-
ment circuit, observing and studying and 
recording what makes the player tick — 
or slump. Around any big tournament you 
will see other club professionals who have 
developed men or women stars. These 
teachers never stop learning. In most cas-

"Christmas Shopping at Your 
Pro Shop" Campaign Starts 
The sixth year of the highly success-

ful pro shop campaign of merchandis-
ing golf gifts for Christmas already is 
certain to set new sales records for pro-
fessionals judging from advance orders 
of the 1959 edition, says Joe Graffis, 
GOLFDOM's business mgr. 

Around the "Christmas Shopping At 
Your Pro Shop" plan was built golf 
gift sales at pro shops that passed the 
$1,000,000 mark, according to reports 
from professionals who took part in 
the 1958 drive for Christmas business. 

"Christmas shopping at other retail 
outlets often diverts money from pro 
shops when golf gifts would be more 
desirable from the viewpoint of givers 
and receivers," Graffis says. "The 
Christmas campaign converts stock into 
cash, promotes buying of golf equip-
ment for winter vacations and sells sub-
stantial volumes of merchandise with-
out cutting into spring sales." 

Beginning early in Sept., "Christmas 
Shopping At Your Pro Shop" will be 
sent to pros who have placed orders. 

In each of the previous five years of 
the Christmas gift plan's operation, 
professionals who delayed in ordering 
the pro shop sales promotion catalog 
couldn't be supplied. There are no 
late printings of the gift-buying 
guide!!! 

See Ad on page 71 

es they know more about how and why 
the players happen to be playing well or 
just mediocre than the players do. 

Averages Will Improve 
Tommy Armour, who makes a study of 

coaching and performance in other sports 
in search of ideas that can be applied to 
golf instruction, forecasts that the next 
generation of average golfers is going to 
score much better than the average now. 
"They will be taught by professionals who 
have studied the job of teaching," Armour 
says. 

Studying every part of the pro job may 
be even tougher than doing the actuav® 
work on the job. According to club pros 
who are top businessmen, studious exam-
inations of what's doing in the pro depart-
ment is the surest way of making more 
money out of the job. 




