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Bob (Scotty) Glasgow, man of all occupations and trodes ot Westview muny in Quincy, 1ll,, haos seen play
nearly triple in the postwar years.

Runs Fine Junior Programs

Quincy Muny Has 3-City Draw
and Bob Glasgow Exploits It

fellow like Bob (Scotty) Glasgow of

- the Westview Municipal course in
Juiney, I, who has to try to be all
things to all golfers, looks with some de-
gree of envy on the professional or supt,
or club manager who only has to put
in a mere 12 or 14 hours a day during
the rush season.

Bob is all these and then some. Besides
scurrying around all day to oversee the
general operation of the municipal course,
checking the greens and fairways and su-
pervising merchandising in the pro shop,
Glasgow at the moment is directing con-
struction of a 9-hole course that is being
added to the present 18. A year ago this
time, his extracurricular work consisted of
designing the additional nine.

Well, He Wanted It!

Glasgow probably has nobody to blame
except himself for the bustling days he
puts in at Westview. Sixteen Vears ago
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when he started at the club, a fellow
could kind of breeze through the ordi-
nary working day. Then, an average ol
about 15,000 rounds were being played
annually at the Quiney course. Last vear,
the figure exceeded the 40,000 mark.
Much of this increase can be attributed
to Bob Glasgow who, above everything
else, has promotional blood in his veins.

The pro shop, located under the club-
house roof with the lounge, is the center
of the promotion effort. Since he is first
and foremost a professional, Glasgow
thinks in terms of orienting evervthing in
the direction of his shop. Tournaments.
clinics, golf days and various programs

On the opposite page are several views of the

Westview pro shop, which is housed in the building

shown ot the top, More topgrade equipment and

is hondled here thoan second grode or
lower priced lines

apparel
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for the different classes of golfers start
and end here. Sales of equipment and ac-
cessories aren’t necessarily considered in-
cidental to these activities. Glasgow runs
the shop on a concession basis and he is
enough of a realist and businessman to
capitalize on the dividends that a busy
golf schedule can bring. Nobody resents
it, because he is the fellow who got things
stirring at Westview in the first place.

Three-City Draw

Located in a tri-city area where muny
golf facilities are limited, Glasgow adver-
tises his merchandise and pro shop rather
extensively. Play at Westview goes on
increasing from year to year as a kind of
offshoot of Bob’s advertising. The upshot
is that what is good for Bob Glasgow is
good for Westview. The middle-age Scot
alternates his ads in newspapers in Quin-
cy, Keokuk, Ia. and Hannibal, Mo., dur-
ing the playing season, reaching an audi-
ence of about 100,000 persons. Then, from
mid-November until around the 20th of
December, he uses these papers in pro-
moting his Christmas gift Hmsincss.

For the last four years, Clasgow has
used “Christmas Shopping at Your Pro
Shop” with a good deal of success. Be-
sides featuring it in his newspaper ads,
he sends it to a choice list of about 500

olfers whose names have been culled
rom sales and charge tickets during the
playing season. In his ads, Bob includes
the hours the shop is open for gift buy-
ing, and he also offers to deliver merchan-
dise free of charge. To help the sale of
clubs he offers a free lesson to the gift
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Above is the Wesview lounge, which is quite spa-

cious and very nicely appointed. At left is Mrs

Hilda Killion, Bob Glasgow’s No. 1 assistant, and

indispensible to the operation of the pro shop
and, for that matter, the course.

recipient to make sure that the fit is right.
In fact, such sales are put on a conditional
basis so that the person who receives the
clubs is assured of the proper fit.

They'll Buy It

You may recall reading in February
Golfdom (page 22) that Bill Hardigree,
pro at the O. B. Keeler course in Kenesaw,
Ga., insists that daily fee players are as
interested in buying quality golf goods as
persons at private clubs. Bob Glasgow en-
dorses this thought 100 per cent. The
merchandise that is sold at Westview has
been constantly upgraded in the last dec-
ade or so because it has been found that
the quality stock sells better than medium
price lines when it is brought in. It is
the Quincy pro’s observation that stores
in the area generally don’t handle top-
grade golfwear and, as a result, much of
the demand for it is concentrated at the
muny course.

The club situation is somewhat similar.
Glasgow has been pushing pro-line clubs
practically since the day he started at the
Quincy course and well over 50 per cent
of the players prefer them. Players who
aren’t ready for, or can't afford new clubs,
also prefer the pro-line and buy trade-
ins rather than invest in intermediate or
low price clubs.

Another rather surprising thing, accord-
ing to Glasgow, is that most parents pre-
fer to buy top quality clubs for their Eids
even though the latter may be just start-
ing to play golf. “Aparrently,” Bob re-
marks, “national advertising by the manu-
facturers and those TV golf shows have

(Continued on page 72)
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HOLE-IN-ONE TROPHY

‘ We Will .

Golf Pros
[ Attach Honor Every
[ Your Hole-in-One
Winning with this
Golf Ball Inexpensive
Here Trophy

XPW-31 Ht. with Ball 4%”. Genuvine Walnut
Base. Sunray Engraving Plate and Ball Stand
$4.95 |

Write
Pro Dis

Write for
FREE Catalog

THE TROPHY AND MEDAL SHOP
914 Silversmiths Bldg.
Chicage 3, Winois CEntral 6-5018

Delays? "Sit-N-REST” with

Your golfers rest, relax comfortably on
CART-BAG’s famous swing-out ham-
mock-type  Seat!  It's  unique —

doubles as an emergency carrying
strap, when wheeling is impossible.
CART-BAG wheels easier, too,

even with a full set of clubs.
Try il Demonstrate to your
members! They’ll enjoy its
feather lightness, new alum-
inum wheels with wider
smoother fires, new variety
of colors, and other
features.

4 MODELS

Only $32.50 to $39.50 1

SOLD ONLY
at PRO SHOPS

Write for the facts . . .

SIT-N-REST GOLF BAG CORP.

637 E. Center St., Milwauvkee 12, Wis.

Bob Hope (left) looks over trophy he won in

recent World Entertainment tourney held in Long

Beach, Calif. With him are Del Webb (center),

N. Y. Yankee owner, and Maurie Luxford, tourno-
ment chairman.

ance, aid in aiming clubface, weight and
size, effect on balance of club, resistance
to undue wear and tear, possible need of
repairs, speed, ease and economy of ap-
plication, ease of repair, etc,

SHAFTS — Materials, use of mate-
rials, flexibility or stiffness, torsion, weight,
location of point of maximum “spring”,
taper, appearance, strength, resistance to
corrosion, ete,

HEADS — Material, design, weight,
distribution of weight, sole design, sole
plate, face insert and other marking, as-
sembly, head finish (material and design
and durability), connection with shaft, etc.

Quincy Municipal
(Continued from page 36)

convinced many people that their kids
will never learn to play the game well
unless they have superior equipment,

Women's Club Sales Pick Up

Sales to women have been especially
gratifying to Glasgow in the last two
years, It never was much of a problem
to sell quality sportswear to the ladies,
according to the Quincy pro, because that
favorite punch line, “This is something
you can’t buy in town,” always was handy
and it had an effect. But pro-line clubs
were a different matter. However, Glas-
gow discovered about two years ago that
if he brings husbands into the act when
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attempting to sell guality clubs to women,
his chances of making a sale are much
greater. In many cases an appeal has to
be made to the husband that his wife is
being unnecessarily handicapped if she
buys anything less than the very best clubs,
Glasgow, incidentally, initially recom-
mends only a seven club set for women,
suggesting that they add to it later.

For the last ten vears or so, credit has
been extended to Westview players. Bob
Glasgow tries to keep charge accounts at
about 15 per cent or less of total sales and
he constantly checks the ledger to make
sure that nobody is too far back in his
payments. Generally, his experience has
been very good. Losses from bad debts
have been practically nil and, as he points
out, he never has lost a nickel through
non-payment of a bill by a youngster be-
tween the ages of 12 and 18. Glasgow es-
timates that his sales probably run some-
thing like 15 per cent higher a vear be-
cause he extends credit.

Three Junior Programs

For at least the last decade, the Quincy
factotum has been devoting a good deal of
time to running what is best described as
a three-prong Junior program. The regu-
lar program is, of course, for the 9 or 10
through 18-year olds who play at West-
view through the summer. Classes or clin-
ics are conducted for them on the aver-
age of twice a week and it isn't uncommon
for 50 to 75 youngsters to show up at any
one session. After they have learned the
fundamentals of the game, all the kids
get a chance to hit from 25 to 50 balls
because they take turns in swinging and
shagging.

Glasgow takes a good deal of pride in
his coaching record with the Quiney High
School golf teams. In the last 11 years
he has sent seven squads to the state
championships. Boys and girls of high
Sl']l()()l] age are permitted to play the West-
view course free of charge from the time
it opens in the spring until school is out
in June. The climax of thee school pro
gram comes in May when Quincy muny
course officials serve as hosts at an invi-
tation tourney in which 18 or 20 teams
and around 150 players participate.

They Also Work

The third phase of Glasgow’s Junior
program takes in employees. Youngsters
who are old enough to qualify for work-
ing certificates are hired to work on the
course during the summer months. Bob
teaches them all phases of golf mainte-
nance and it isn't uncommon for some of
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Only

NASS AU
GOLF CARS

Offer all these
advantages:

QA Proven Quality Product

A Profit Planning Service . . .
tailored to your course

~ Industrys’ Most Flexible Financing
. « « With Fleet Expansion Feature

yOA Complete Line
T Maintenance Programs
13 5 years Experience

Werite for literature and the
name of neorest distributor.

PARRETT

MANUFACTURING CO., INC.

777 Paw Paw Ave. « Benton Harbor, Michigan
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SALSBURY

AUTOMATIC CLUTCHES
AND TRANSMISSIONS

The accepted leader
(over 2 to 1) in the

GOLF CAR
industry!

=

® Smooth!

A : i VA
® Quiet! }
o Dependable! " :
The only automatic transmission designed and
perfected, in cooperation with leading manu-
facturers, specifically for Golf Car service.

Confidential engineering assistance without
obligation. Write, wire or telephone today

“Since
1936"

1010 E. 62nd St, Los Angeles 1, Calif. « 232-6181
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NEW BALL BEARING

BALL PICKER
IN THREE MODELS"

EACH WHEEL
HAS ITS OWN
SET OF
BALL BEARINGS

* Easy on Turf
% Easy on Balls

%2 Units Shown—Available in 3 & 5 Units

WRITE FOR FREE LITERATURE
Manufactured By —
BANKERS WORLD EXPORT, INC,
1009 E. Baltimore St
Baltimore 2, Maryland, U S.A.
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the boys to work at Westview from the
time they are 16 until they have finished
college. At least 25 young men have paid
at least part of their way through \'r]u)ul
in recent years with money earned at the
Quincy course. One of Glasgow’s trainees,
Oscar Miles, is attending the turf school
at Penn State University.

Like many municipal courses, Westview
has a hard core of about 100 males and
65 women players who are organized in
Men's and Women’s clubs. They handle
many of the arrangements for clinics, tour-
naments, exhibitions, golf parties, ete.
Westview's seven year-old clubhouse, with
its space equally divided between the pro
shop and a lounge and dining area, is an
ideal rallving spot for activity such as is
sponsored by the two clubs, and when
the new 9 is completed and added to the
present 18, there is no doubt that it will
be enlarged.

“Golf clubs, such as we have,” says
Clasgow, “undoubtedly are a fine thing.
The clinics, exhibitions, etc. that they

sponsor certainly are a boon to golf in
the Quincy area and they certainly have
been a real shot in the arm to pro \‘hu])
sales. For that 1 am grateful,

“But,” adds the Quincy manager, “mu-
nicipal clubs that are thinking about per-
mitting clubs to be organized should pro-
ceed with some caution. The management
should make it clear that the course offi-
cials are going to have the last word when
any disputes arise, and the organizations’
activities aren’t going to be given any
priorities that will interfere with the gen
eral operation of the course. What you
have to avoid,” Bob concludes, “is allow-
ing the tail to wag the dog in a setup of
this kind.”

As has already been suggested, busy
Bob Glasgow is a one-man club manage-
ment team. But approximately even hall
of what he gets done wouldn’t be accom-
slished if there wasn't a woman behind
i‘xim. In this case it is Mrs. Hilda Killion,
who has been at Westview for several
vears. She does much of the buying for
the pro shop, is in charge of sales when
Glasgow's management and maintenance
cuties take him away from the shop, and
in between these chores, keeps the books.
| “The place would fold up if Hilda weren't
around,” Bob concedes. “1f vou think 'm
a hardworking sort of a person, vou should
be around here toward the end of the

| month when Mrs. Killion is pushing the

closeouts, checking the inventory and get-
I ting out the statements.”
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