Put the Welcome

Mat Out for the
Salesman

Learn to get him talking and
you'll find out things that
will improve your operations

BY WILLIAM E. LYONS
Supt., Firestone CC, Akron, O.

TI'IE golf course supt., professional and

manager don’t pay for the services of
one man at least who makes and saves
money for the department head and, for
that matter, the entire club.

That very valuable person whose salary
you, as an operating executive don’t have
to pay, is the salesman.

No matter how much energy has been
exerted in bringing something useful to
the golf business, the product isn’t of any
use until it is sold. The salesman is the

William E. Lyons, supt. of Fire-
stone Country Club course in Akron,
0., is the owner and operator of Bill
Lyons Turfgrass Farms and of a Par
3 course and range. He says that long
ago he learned he could get more
work done quicker by picking the
brains of salesmen who call on him.
Lyons adds that he has gotten a good
deal of basic education in utilizing
salesmen by reading Firestone’s sales
training material. Editor

one who primarily makes the product
useful to you.

As a supt., I can say that the more
salesmen | Lave working for me the better
off T am. I am sure that every successful
club department head believes this just as
strongly as I do. My experiences with
salesmen are paralleled by the profitable
experiences of my co-workers at Firestone
CC, Professional Alex Redl and Manager
H. J. Laughlin,

Buying is a highly important job at a
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Bill Lyons

-« why not pick his brains?

golf course. Rarely does a course have
a budget that will allow a dollar’s waste.
Even when the supt., and his chairman
think they have provided for all con-
tingencies in their budget, poor weather or
some other unexpected condition may
occur to increase operating expenses.
When this happens the purchase of over-
due equipment is deferred again.

The buyer at a club seldom gets the
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time for buying he would like to have. &
The supt. too often has to be out on the A

course, and the professional has to be on
the lesson tee or in the shop when a sales-
man is waiting with something that either
could use.

I want to see (and make use of) every
salesman who has something of benefit to
our operation. I believe that an attitude
of “Welcome Mr. Salesman” is important
to the club and to myself.

I must have the understanding and
cooperation of the salesman. He has to be
somewhat educated in my business. I am,
to some extent, educated about his prod-
uct because I have read his company’s
advertisements. So that brings us to the
point where the salesman enters. Then, I
want to know these things from Mr.
Salesman:

What have you to show me today?

Will what you have:

1. Save labor?
(Continued on page 64)
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B-25 MULCH-VAC

andygrass \n one swoop
ch-Yac is as ver-
basketball

cleans 2a

as wide as he s
.| Use Mulch-Vac for
rigg clean-up...Sum-
rass cll?plngs ke
all leal removal
posal.
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e Mulch-Vac Sweeper
em and disposes of
-5 Vh of leaves

ition on your
clean-up team . . . and
one man can operate it.
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GOOD ROADS MACHINERY CORPORATION

MINERVA, OHIO

RUBBERLOCK SPIKE RESISTANT
INTERLOCKING FLOORING

i
G2

APPROXIMATELY 14"
SQUARES

BEVELLED EDGING (I
AVAILABLE

Golf Rubberlock is
a new interlocking
spike-resistant rub-
ber flooring with
resilient built-in
body. Tough - Dur-
able. Withstands
sharp pressures of
golf spikes — re-
covers original sur-
face without cut-

THICK 24” x 247
NTERLOCKING)

CHOICE OF BEAUTIFUL MARBELIZED

COLORS

EASY TO MAINTAIN-EASY TO INSTALL
NO CEMENT OR MASTIC REQUIRED—
INTERLOCKING FEATURE HOLDS

FLOORING SECURELY

Also available in runners, 28* & 86 wide.

Send drawing or bluep

rint for free estimate.

MITCHELL RUBBER PRODUCTS, INC.,

2114 San Fernando

Road, Dept. G-Au

Los Angeles 65, California

commissioner. This must be done within
30 days. If the club isn’t satisfied with the
regional commissioner’s decision, it has
the right to submit a protest to the IRS’s
national headquarters in Washington.

In the majority of cases in the last year,
according to the CMA Advisor, appeals
that have been made to national heulllquur-
ters have been decided in favor of the
clubs involved. Normally, a lower admini-
strative echelon can’t reverse a ruling made
by national headquarters.

In cases where an agent or group chief
requests technical advice from a higher
office, a copy of the facts and questions
presented must be made available to the
club. Reviews of decisions made by district
and regional offices are said to be fairly
standard in most tax situations.

Welcome the Salesman
(Continued from page 44)

2. Save money?
3. Be a better method for me?
4. Produce better turf?
5. Contribute to safety?
6. Carry authentic approval?
7. Be used by leaders in the turf field?
8. Show a need of which I am
unaware?
9. Contribute to my knowledge of
turf?
10. Be guaranteed by you and the
manufacturer?

e Please remember, Mr. Salesman, that
there are 101 things I should be doing.
So, if you please, Tel’s keep it brief and
to the point. I, too, will remember that
you have come a long way out of your
way to help me.

You Have To Be Sold

e We are dependent on you to deliver
the goods plus the service of seeing that
the product works as you represent it. If
you are not “sold” on your product, don’t
try it on us.

e Anything you might have learned
while attending turf conferences is most
welcome. You see we don’t get around
like you do. You see a lot of other fellows
doing the same job. Someone is doing the
job easier and at lower cost than 1 am.
Tell me how it's done. If you see some-
thing in our operation that is unique, tell
the other fellow. Nobody has a corner on
all the ideas.
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