Clark Black
« « » pull a check on the bag racks.
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Don't Fold Up
the Operation

on Labor Day

Too many Northern pros are living in
the past when play stopped in
September, says this Elyria CC
Shopmaster . , . But good selling days
extend through October and beyond

here is plenty of living space at the
Elyria (0.) CC, and even though the
clubhouse has been enlarged in recent
vears, Clark Black, the professional, still
is doing business in what amounts to a
storeroom atmosphere — and a small one
at that. But Clark, who is pushing 35
vears, first as Elyria's assistant and later
head shopkeeper, isn’t doing much grous-
ing because he discovered long ago that
sales ingenuity is a very good substitute
for lack of space, and that golfers will
buy in cramped surroundings as well as
large, airy ones if given an incentive.

Black, whose father, Jack, was Elyria’s
head pro from 1917 until 1928 and then
staved at the club until 1946, is pretty
much of a year-around merchandiser. Al-
though Elyria, located only 15 minutes
from Lake Erie, experiences its share of
cold, uncomfortable weather, Black’s shop
is kept open from mid-March through
mid-November, six days a week. For
at least three weeks preceding Christmas,
it is re-opened so that persons who have
been influenced by “Christmas Shopping
at Your Pro Shop,” can place their gift
orders, In addition, Clark has a wnique
setup in a downtown men's clothing store,
operating a pro department there in space
that he subleases. This, incidentally, dis-
proves the old belief that the downtown
merchant and the pro have to have any
serious conflicts because of competitive
reasons.

In this case, one of Black’s members
owns the store and apparently there is
a good deal of harmony between the two
outlets. Customers are sent back and
forth between the two stores when one
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Clark Black can’t disploy as ortfully os
he'd like to due to lack of space in Elyria
CC shop, but he tries to put as much os
possible on the merchandise pitch without
getting jommed up. Display in the inset at
right is set up to face the men’'s locker-
room. Woalls here are of sandblasted
white pine with leaded finish and cor-
peting is medium brown
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There are some good and bad
things about the way in which this

g jacket and shirt are displayed. The

jacket at left is handled with pro-
fessional style. The fact that there is
a shirt underneath it, suggests that
the golfer buy not ONE but TWO
pieces of merchandise. This is where
coordination and harmonizing of
styles can lead to bonus sales. The
shirt on the right should be gath-
ered at the bottom so that the im-
pression isn't created that it is
dripping dry. The left sleeve also
could be handled more enticingly.
But there is one saving point here:
The shirt is buttoned. If it had been
left unbuttoned, you'd see the ribs
or the spinal column of the hanger.
Apparel is downgraded when the
customer is allowed to see too much
of the manikin. Al Robbins

can’t supply what the other may have
available. This has been going on for
several years and both the Elyria pro and
the storeowner reason that if they didn't
keep their customers channeled in this
way, they'd be taking their business some-
where else.

The term, sales ingenunity, was men-
tioned previously in this article. Clark
Black and his assistant, Ear]l Puckett, have
a good deal of it. For example, they use
it in selling trade-in clubs to the extent that
the Elyria shop rarely is stuck with sec-
ond-hand clubs. Their method: Whenever
guests play at the club, or whenever out-
siders come in for a golf day, Black or
Puckett very carefully look over their
equipment and if they see an opportunity
to suggest the replacement of either a
single club or a set of them, they make
the most of it. The clubs that the Elyria
shop take in on trades are so beautifully
reconditioned that many guests find it
hard to resist buving them. Black and
Puckett have developed this phase of the
business so well that it has been com-
pletely unnecessary for them to beat the

30

bushes at the end of the season in an
effort to get rid of a used-club inventory.

Asked why if he can push trade-in
clubs off on guests, he can’t do the
same with new clubs, Black has this to
say: “There probably is no good reason
why it can’t be done. It's just that we
have gotten in the habit of selling trade-ins
to these players. We have been doing
it long enough that many of them in-
quire about them even before we make
an approach, If the clubs are properly
cleaned up and re-varnished, you can
sell them at a higher price to guests than
to any other group of purchasers.”

The Elyria pro and his assistant, in-
cidentally, don’t confine their club checks
just to the playing guests. They con-
stantly look over the racks in an effort
to find out which members may need
new clubs or bags, and when they feel
that they have a chance to make a sale,
they don’t lose any time in approaching
the prospective buyer.

“Ask him if he’s in the market,” is
one of Black’s favorite phrases. Clark

(Continued on page 116)
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ALL GRIP
NO SLIP

7{%"’

GOLF GLOVE
WITH
EXCLUSIVE
CLUB HUGGER
,* PALM INSET &
i | REINFORCED THUMB

Keep the grip that
makes choampions! No
matter how club is
held, you can hove o
* firm grip through
entire swing. The secret is in the excly-
sive Club Hugger Palm Inset! Hand-
crafted of “tacky™ imported capeskin
in all sizes for men and women; also
cadel sizes. $4.25

Free llustrated Catalog On Request

PAR-MATE

10 West 33rd Street « New York 1, N. Y

the distinguished

COUNTRY CLUB LINE

EXCLUSIVE
GOLF SOCKS

SOLD DIRECT FROM
MILL TO PRO

Name of Your Representative

-
ROCKFORD TEXTILE MILLS, INC.
McMINNVILLE, TENNESSEE

| is that

Don’t Stop on Labor Day

Continued from page 3(0)

goes on to explain that probably too many
pros are too timid in sounding out mem
bers on what they may need. “They say
we have a captive market,” Black points
out, “and I want to ““"I’ it that way
It’s u:ll) captive as long as | am able to
sell it 100 per cent,
me to keep looking
where 1 can make sales.”

The rack-check, incidentally, can lead
to a good many sales of clubs and bags
as gift items at Christmastime I's a
good idea, Black points out, to keep a
what each member needs in
these lines and to be able to
them immediately as
either husband or wife
n”u'v 1S

and so it is up to
around to find out

H’('ul({ ol

suggest

p«n\il»]r gifts to
1

when one or the

‘-'llllll‘in‘__'

Uses Outdoor Display

Another bit of ingenuity
Black is to set up complete displays of
apparel and equipment each day outside
the pro \Imp These are located near
the first tee and the sunlight, according
to Clark, seems to add some sales ¢glamor
to them, especially the sportswear. Of
reason that merchandise is
displayed on the outside of Elyria C(
it can’t always be shown to ad
vantage to enough people in the rather
small confines of the shop itself. At any

\ill!\\ll }'\

course;, one

GOLF RANGES
MINIATURE COURSES

PAR THREE
GOLF CLUBS

Complete Line of Golf Balls,
Equipment and Supplies.

Free lustrated Catolog On Request

EASTERN GOLF CO.

2537 BOSTON ROAD, BRONX 67, N. Y. Dept. G
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rate, the outdoor display attracts many
buyers who otherwise wouldn’t see it.

Probably the biggest failing in pro mer-
chandising in Northern shops, according
to Clark Black, is that too many shop
masters give up after Labor Day. “Many
golf salesmen,” he “tell me that
four out of five pros don’t bother to place
an order after the 5th or 6th of Septem-
ber. This is a throwback to the old days
when p(‘upl(' [)lll their clubs away on
Labor Day, Nowadays, they are playing
another six or eight weeks longer. We
have 450 playing members at our club
and at least 25 or 30 per cent of them
play on Wednesdays and weekends
through the end of October if the weather
is halfway decent.

“Who,” asks Black, “sell them the equip-
ment and apparel to keep going the last
six weeks or A downtown sporting
goods There's a market
for your regular merchandise and you can
bring in clothing to help winterize your
plavers. Last fall there was a big rush on
Flip-It wool hats; those astrakhan num
bers copied from the Russians sold well
and so did wool sports shirts. The wo-
men bought heavy sweaters and knit
caps to wear to football games. The pro
who doesn’t handle these things is cutting

says,

sor

store? L'n(n]

himself out of substantial potential
profits.”
Black also suggests that October is

a good time for getting members condi-
tioned to do part of their Christmas shop-
ping at the pro shop.

Novelty Stock

Besides carrying large stocks of so
called seasonal items, Black also sells
some novelty merchandise, men’s under-
wear, neckties and a complete line of
toilet articles. Since the men’s locker-
room opens into the Elyria pro shop
there is a surprisingly strong demand
for the latter items. In recent years,
Black has stocked a little more medium
price merchandise than he cares to handle.
but demand and competition have forced
him to do so.

Black probably gambles a little more
than the average pro in ordering merchan-
dise and, as a result, he may run more
sales than most. His average discount
when b2 unloads his stock is about 20
per cent. He tries to get his shop cleaned
out by January so that he can start with
completely new lines the following March.
A good deal of his year-end closeouts go
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LEWIS
WASHER

v Proven Paddle Action

v Wear Resistant—cast
aluminum alloy case,
nylon brushes

# Maintenance-Free

v Economically Priced

J “Piggy-Back"! New
Lewis washers can be
dual-mounted

v NEW CATALOG — describes
complete Lewis Line.

Send for it today!

CONTAINER DEVELOPMENT CORP.

MONROE STREEY . WATERTOWN, WISCONSIN

RANGE OWNERS!

You coan save money with these ALL NEW
construction range balls. Ronge tested for
two years and now ready for the market.
We test drive samples from every lot so that
you get what you expect — the best range
ball availoble

The balls are extremely tough and durable
with an excellent vulcanized cover. Avail
able in either the conventional painted cov-
er or in paintless yellow. Branded ond
striped,

Prices on above balls are:
Medium Compression — $3.75 per dozen
low compression — $3.45 per dozen
Ask for our deol rebuilding your culls using
the same top quality cover described above.

We invite your inquiries.

HUGH J. McLAUGHLIN & SON, Inc.

614 N. Indiana Ave., Crown Point, Indiano

17



POA OFFICIAL GOLF BAG TAGS
CLUB MEMBERSHIP TAGS

NEW IMPROVED

INSTALL PEG BOARD NOW!

M R SPECIAL FIXTURE.
USE MILLE EC .L [/ S,‘. B #MICOR, or
pa—

Son,  #MI0L

IRY SCHLOSS
5k s P € s

PLASTIC e e
HEAT EMBOSSED (@)1 ==
WITH METALIC FOIL S spoomm 3

SEND FOR SAMPLES 12 Sets $21.00

e s150099. 100 — MILLERG®LF prinrne

Timihed vk Meart Pioed °3" Hesks  SPECIAL CLUB EMBLEMS

$1.50 per 100 EXTRA

e etitiss e Yonsnen AND  SUPPLY

LEATMER STRAPS $5.00 per 100 CXTRA ON BACK TO ORDER 2053 Nervard Avenve Dunedin, Florida

| to emplovees of the club, and one of
his boasts is that he never has a piece
of stock on hand that is more than two
vears old. The odds and ends that are
slow in moving are cleared out at 50
per cent discounts

About 300 bags are stored in the
Elyria racks and since Black and his
assistant have a pretty good idea of the
[ condition of the clubs in all, these con-
stitute a pretty good jumping-off source
for the sale of new equipment. The
charge for storage and (lv.nnng at the
Elyria shop is $12.50 a year

Black’s books are handled by his wife
and he has an auditor come in every
three months to prepare financial state-
ments and handle any tax matters that
are hanging over, Billing is done through
the shop.

* LIGHTER
* MORE COMPACT
* LOWER PRICED
Simplex "“150,” the newest
portable lapping machine
reconditions any hand, power, or gang reel
type mower with lapping ('ompoutuf e
keeps mowers in top condition berween |

sharpening jobs. Couples to either side of Never Stop Trying
mower; gang mowers need not be unhitched. : _ gy
Weigh! only 30 pounds—easily carried ri;h( Clark Black’s whole outlook, as al-
to the job. G-F '4 hp motor with reversing ready suggested, is based on the premise

switch for quiet. dependable operation that the pro should never stop tryving to
sell and that he should alwavs have a

Write todoy for FREE folder. wide enough assortment of merchandise
on hand to back up a strong sales effort,

t%e FATE-ROOV-HEATH Company “We are inclined at times,” savs Clark,

Dept. G-6 Plymouth, Ohio | “to start sympathizing with ourselves be-

@I Orchard Turf Nurseries
Ol Orchard ® C 52
CREEPING BENT STOLONS
Ralph R. Bond — P, O. Box 350, Madison 1, Wisconsin
West Coast Branch: Cal-Turf Nurseries, Inc., Camarille, Calif.
THE GREENS ARE THE FOUNDATION OF ALL SUCCESSFUL GOLF COURSES
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WIS OLEF LR

BOB DUNNING AND ASSOCIATES CAN FURNISH:

® ( ( ind Const ® Mechanical Analysis of Soils for Putting Greer
. ¥ witr ® Greens with Bu

. > " ® Consruction with Consideration to the Future
® Design for Semi ond A 3 Systetr

Automatic Sprinkling Jys s
%32y GCSA Conference — TULSA - 1964 xx %3 %

140212 S. LEWIS BOB DUNN|NG, INC. WEbster 6-3660

TULSA 4, OKLAHOMA Suppliers To Golf Courses or 9-3206

1
cause competition seems to be getting a

little !Hll‘J}H'I each vear We don’t stop Hu
to think that maybe our competitors are e | |

saying the same thing Pros have some -
advantages that should be I\Ix?mlm! . vienw: Golf Pros
1 ac AN

thev have as much or more purchasing Y Honor Every
‘ . Yous Hole-in-One

power as the average small businessman; Winning with this

and practically all have a loyal market Golf Ball fponcie

made up of from 200 to 400 people who Here Tiophy

are in ]\H\ilil”l to \lhlul maore maoney
than the average consumers. With these
[IIHIL’_\ \\(Hklllu f(n us, we \'.nnlnl llu as
well or better than the next guy if we
are alert to the sales opportunities that
surround us.”

Minnesota GCSA Officers
Edward Nohava, South View CC, St

Paul, is the new pres. of the Minnesota XPW-31 Ht. with Ball 4%". Genuine Walnut
CCSA., Leonard Bloomquist of Brook- Base. Sunray Engroving Plate and Ball Stand
view in Minneapolis is vp and John L. ' $4.95
Kolb of Minikahda, also in Minneapolis, _ Write for Wiite for

is sec.-treas. Directors are Emil Picha, FREE Catalog Pro Discount

Oak Ridge, Hopkins; Richard McLaugh-
lin, Wayzata CC; Milton Wiley, Execu- THE TROPHY AND MEDAL SHOP
tive CC. Chanhassen: and Irwin C. Fuller, 914 Silversmiths Bldg.

Mankata CC. Chicago 3, Hlinois CEntral 6-5018

FARTHMOVING

MAORE, KELLY & REDDISH, Inc.

. Complete Golf Course Construction

% Roads, Lakes, Playing Fields, Irrigation Systems
Box 606, Orange, Va, Tel. 7355
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