
Confessions of a 

A 
# %fter working almost 50 years 

in pro golf, I retired. My wife 

and I live contentedly and be-

long to a good golf club with an 

interesting course and congenial 

members. 

These days there's talk about 

millionaire golf pros and pros 

who, although almost unknown, 

get a quarter-million in prize 

money in two years, yet com-

plain about what pro golf and 

the golf public have not done 

for them. Are my ambition and 

performance as a club profes-

sional hopelessly out of style? 

As a club professional, I always 

have tried to do more for my 

members and the club than I 

was paid for doing. Somehow I 

got the idea I owed that to golf. I 

am one of a family that has won 

national championships. I prob-

ably have inherited an obligation 

of service to the game. In these 

days of playing stars and manag-

ers exploiting golf and golfers to 

the limit, I am merely one of the 

Happy Golfers' Army. 

It could be that even these 

days with the publicity accent on 

the " t ake " rather than on the 

"g ive" in golf business, genuine 

value to the golfer continues to 

be rated by what help the pro 

gives amateur golfers, and that 

encouragement and assistance 

will continue to be well re-

warded materially and respected 

by those the pro has served. 

The success of the professional 

depends primarily on the kind of 

a job he gets. And what an acci-

dental element that is, because 

so many pro jobs are over-sold. 

Young men usually go "b l i nd" 

into pro jobs. Some of them are 

lads who think pro golf is an easy 

way of making a living. They 

may be hard-up and take any 

sort of a job. This applies to 

adept amateurs who come out of 

high school or college, can play 

fairly well, but not well enough 

to go on the tour. They haven't 

any idea what a pro job means, 

nor do the men who hire them. 

These applicants fail to learn 

how the previous pro did on the 

job, whether he had been com-

petent, diligent and pleasing, 

whether he had received patron-

age of the members, and what 
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chances a re of improving the 
revenue. T h e fellow who is look-
ing for the pro job also ought to 
have a good idea of what the ex-
penses are . These days the ex-
penses of pro depar tment opera-
tion a re grea te r than club offi-
cials and members realize and 
are increasing as members want 
more service and the pro ' s em-
ployees want more money, easy 
hours and privileges. 

Officials and applicants for pro 
jobs are inclined to think of the 
job as paying more than it does. 
You may hear of a pro job yield-
ing $25,000 a year before per-
sonal income tax. When you stop 
to analyze the si tuation, there 
may be 250 active men and wo-
men members . That m e a n s the 
professional has to clear, before 
taxes, an average of $100 a year 
per member . And tha t ' s for 
about a seven month season in 
midwestern and northern s ta tes . 
To do tha t , the pro would have 
to have a membership tha t aver-
ages in gross revenue well over 
$200 a year per member . 

Ask the club member , who 
thinks his pro gets $25,000 a 
year out of the shop, if the m e m -
ber himself spends $200 a year 
in the shop. N o t many do. 

When I first went to the club 
from which I retired, I was able 
to learn what the pro depar t -

ment grossed the previous year. 
I knew something was wrong be-
cause the club had the type of 
membersh ip that wanted the 
best of everything and was will-
ing to pay for first-class mer-
chandise, service and instruct ion. 

I s tudied the membership , 
learned what they expected 
f rom a pro, gave it to them and 
tripled the business my f irs t year 
there. The next year, I was of-
fered a cont rac t with everything 
1 possibly could ask. T h a t was 
the only wri t ten cont rac t I had 
in 29 years a t the club. 

I'll a d m i t I was lucky in work-
ing with and for men and wo-
men who were well qualif ied as 
officials and commi t t ee heads of 
f irst-class clubs. S o m e persons 
seem to be a lmost b o m that 
way. Wi th discreet direct ion and 
diplomatic education by a pro-
fessional whom they realize is a 
capable and conscient ious spe-
cialist, they are invaluable both 
to their club and to its pro. 

Being a pro and a club official 
have changed great ly. Paper-
work now is an expensive part 
of pro business. Account ing for 
merchandis ing control , tax, in-
surance and employee manage-
men t is a big i tem tha t has to be 
paid for out of the pro ' s revenue 
for merchandise and lessons, 
club cleaning and s torage, his 
salary guarantee and what super-
vising golf car opera t ions may 
yield. 

T h e duties and expenses of a 
modern pro depa r tmen t opera-
tion have changed; so now the 
pro job at a f irst-class club gen-
erally is that of a golf director . 

Toward the end of my active 
career , I didn ' t have t ime for as 
many lessons as I wanted to give 
or even to play at least nine 
holes with many of our mem-
bers. 

I 'd s tar ted in pro golf making 
clubs and I've never stopped 
making sure that clubs I sell fit 
my cus tomers . Learning what 
the player requires on the lesson 
tee and by playing with him or 
her, the experienced professional 
is able to supply the buyer with 
valuable, helpful clubs. T h a t type 
of service f rom a compe ten t pro 
is wor th a lot of money and 
s t rokes to his members . 

T h e member ought to be able 
continued on page 86 
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BUCKNER Sprinklers 

CYCLONE Spreaders 

E-Z-GO GT 7 Trucks 

FOLEY (Modern) Grinders 

GIANT Bio & Vac 

JARI Power Scythes 

LINDIG Shredders 

MILORGANITE Fertilizer 

MOODY Automatics 

RYAN Turf Tools 

THURON Power Sprayers 

TORO Mowing Outfits 

11*1 WASHINGTON STREET 
WEST NEWTON 65, MASS, 

For more information circle number 231 on card 

PUT WINTER TREADS 
ON YOUR GREENS... 

. . . overseed with 
Highland Colonial Bentgrass 

Here is one of the most economical of 
the f ine-b laded grasses that performs 
superbly in an overseeding program. 
Highland Bent may be sown alone or in 
a mixture. You'll welcome its strength in 
the crucial spring transitional period when 
the dormant grasses are recovering. 
Its 8 million seeds per pound provide a 
great potential number of plants and you 
can plan on Certified Highland being free 
of noxious weeds and Poa Annua. 

Detailed informational brochures covering 
fertilization, seeding rates, cultural prac-
tices, etc. are available without charge. 
If you would like free brochures please 
write to: 

Highland Colonial Bentgrass Commission 
— ~ — - Suite One / Rivergrove Bui lding-

2111 Front Street N.E. / Salem, Oregon 97303 

C O N F E S S I O N S O F A PRO 
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to depend on his pro to supply 

him with exactly what he needs. 

I never carried many brands in 

my shop and every two or three 

years would change my featured 

line to keep my members' inter-

est lively and to please all tastes. 

I'd do some minor altering now 

and then or put in special orders 

to make sure the customer was 

fitted precisely. 

I started on both my jobs as a 

pro-greenskeeper and saw the 

course management part of the 

work become a full-time special-

ist's job. My relation to the su-

perintendents, as they later be-

came known, was more as a 

partner than in the loosely de-

fined supervisory capacity. I 

knew what the superintendent 

was up against and was able to 

be his voice in court and get 

players' sympathetic, patient un-

derstanding of how "acts of 

G o d " and man can damage a 

course. Maybe it's more impor-

tant now; golfers expect every-

thing to be perfect always. 

My relations with managers, 

too, have been happy, mutually 

beneficial and figured into the 

pleasant and efficient operation 

of the club. 

In fact, as I review my years 

as a professional and my rela-

tions with superintendents and 

managers, I am reminded that 

never, now or yesterday, could a 

pro who is doing the correct, 

progressive, profitable thing for 

himself and his club, be only a 

pro. He has to know something 

about the job of everybody on 

the team or he is not qualified 

to star in a very demanding 

business. 

The pro job has been tough, 

demanding much during long 

hours, and it is getting more 

complex—but what of that? If 

the job weren't difficult and ex-

acting, a caddie could handle it 

and earn enough to get by. • 

FAMOUS RESORT FINDS 
NEW PROFIT MAKER 
The Downingtown Inn and Golf 

Club, Downingtown, Pa., f irst t u r n e d 
a bare field into a lucrative dr iv ing 
range, then added the Venzke Ven-
dor ball d ispenser for increased 
profit . 

B o b R o m a n a , P . G . A . p r o a t 
Downingtown, says the mach ine , 
which operates on dol lar bills, dis-
p e n s e s o v e r 1 , 0 0 0 b u c k e t s p e r 
w e e k . H e a l s o h a s e x t e n d e d t h e 
hours of range operat ion, since the 
Venzke Vendor t a k e s care of itself. 

Add a fully automated driving range to your 
operation . . . write or call collect for informa-
tion. Distributors wanted; choice territories 
available. 

READING GOLF, INC. 
300 Spruce St., Reading, Pa. 19602 

215-372-5185 

For more information circle number 242 on card 

Parkway Products Company 
BOX 487 McHENRY, ILL. 60050 

Phone Area Code 815 - 385-0825 

For more information circle number 260 on card 




