
Club Repair 
EX PA ND A ND PR OFIT 
by RALPH MALTBY' 

Correcting the lie in 
clubs is another im-
portant part of re-
pair. To demonstrate 
this, get an old 4, 5 or 
6 iron and by using a 
drill press (top) bore a 
3/h inch diameter hole 
in the approximate 
center of the face. A t 
bottom, an old shaft is 
pushed into the hole. 
The angle of the pro-
truding shaft helps 
indicate the lie of the 
club and show cus-
tomers the impor-
tance of the proper lie. 

'Ralph Maltby Is the author of a new 
book on the' repair business, Golf 
Club Design, Fitting, Alteration & 
Repair. Maltby Is currently vice presi-
dent of marketing for Faultless. He 
previously owned his own repair and 
custom club shop. 

Day in and day out club repairs are 
fine and particularly so if you keep 
yourself and your staff busy. But, if 
you want to make more money and 
bet ter service your golfers, it's easy 
to expand your business. 

Actually, advancing repair ser-
vice falls under two separate but 
somewhat similar categories: 

1. Increasing the volume of 
repairs 

2. E x p a n d i n g in to logical 
business extensions 

T H E GOLF L E S S O N 
(OR DON'T ONLY FIX HIS 

SWING, FIX H I S CLUBS) 
When a golf profess ional gives a 

lesson, he has an ideal oppor tun i ty 
to inspect the pupil 's golf clubs. He 
may notice that the woods are in 
need of refinishing or a shaf t is loose 
or bent . Clubs tha t need refinishing 
could be affected by mois ture ab-
sorpt ion or drying out , which can 
alter the swingweight, delaminate, 
swell or shrink the w o o d itself. 

T h e pro can also check the fit of 
the pupi l ' s equ ipment and recom-
mend any alterat ions tha t will im-
prove its pe r fo rmance . He might 
suggest new grips or a grip size 
change, longer or shor te r lengths, a 
change in loft or lies or a swing-
weight change. With all the varia-
t ions in hand size, hand height at ad-
dress, swing planes and each manu-
fac turer ' s own individual specifica-
t ions, it can be es t imated that over 
80 percent of the golfers today 
would benefit f rom a proper fitting 
session that would determine the 
correct al terations to m a k e on their 
clubs. 

One such al terat ion which will 
occur of ten is changing the lofts and 
lies of irons. To do this you will need 
to acquire a loft and lie alteration 
device such as the Van-L Correcto , 
the Precision Set Mach ine or Ken-
neth Smith 's iron bending tool. The 
costs for the a fo rement ioned iron 
club alteration devices varies consid-
erably. Before you buy, weigh the 

advantages and disadvantages of 
each as it would apply to your spe-
cific operat ion. A good rule of 
t h u m b for the larger investments 
such as this, is to calculate your pay-
back on investment to be some-
where between six months and one 
year. 

THE GOLF S H O P (OR H O W 
TO SELL REPAIRS 

A N D ALTERATIONS) 
Here's a sure fire money-mak-

ing customer satisfier that will br ing 
in increased repair and al terat ion 
work: Get five old wood or iron 
shafts and cut the butt end off 16" in 
length. Install five new identical 
grips (pick one tha t is popular with 
the golfers at your club) but be sure 
to use a grip caliper and make each 
one a different size. Make the sizes 
as follows: 1 / 6 4 " undersize, s tan-
dard size, 1 /64" oversize, 1 / 3 2 " 
oversize and 1 /16" oversize. Place 
the five grips on top of your main 
sales counter and make up a small 
sign to put with them: 

Golfers! (or Members!) Grip Size 
is Important. A Proper Sized G r i p 
S h o u l d Feel C o m f o r t a b l e a n d 
Should Allow the Two Middle Fin-
gers of Your Left Hand to Barely 
Touch or C o m e Close to Y o u r 
Palm. 

You'll be surprised at how much 
grip work you can get out of this 
while doing a worthwhile service for 
your customers. 

Don ' t worry if the golfer 's grips 
are in good condi t ion but only re-
quire altering the size because grips 
can be removed and reinstalled 
again. A nifty gadget is currently on 
the market tha t features an extra 
s trong hypodermic type needle at-
tached to a one quar t capacity hand 
p u m p gun which can be filled with 
nap tha or some other suitable sol-
vent. This new piece of equipment is 
much better than the old, hard- to-
find syringes and the easily b roken 
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or bent hypodermic needles. To take 
a grip off with this device simply in-
ject the needle through the grip until 
you feel it touch the shaft and then 
release some solvent under the grip. 
Sometimes one injection will work 
but usually two or three injections 
are required before the grip will 
loosen and slide off. 

If you have just removed a stan-
dard size grip and you want to rein-
stall it oversized, all you have to do 
is build up around the shaft with 
additional tape. Use 3/4" masking 
tape for buildup, not the expensive 
double-sided miracle tape. Increas-
ing the gr ip size approximate ly 
1 / 64" requires one wrapped layer of 
3/4" masking tape (do not overlap). 
Increasing the grip size a full 1 /32" 
requires one layer of 3/4" masking 
tape using an overlap wrap plus one 
additional layer not overlapped. 
From this information you can Fig-
ure out almost any combination of 
tape wrapping for a particular grip 
size. 

Another good way to get the 
golfer interested in having his clubs 
checked for proper speciFications, 
and hopefully more alteration work 
for you, is to make the following de-
vice which will show a golfer the im-
portance of the lie angle in his irons. 

Find a No . 4, 5 or 6 iron that is 
dispensable. Locate the approxi-
mate center of the club face (heel to 
toe and top to bottom) and bore a 

3/8" diameter hole through it. (Note: 
a drill press is recommended for this 
as the hole must be drilled perpen-
dicular to the face). 

Next, locate an old iron shaft 
and push it into the hole in the face. 
Now, place the club in the playing 
position and vary the lie angle by 
raising and lowering your hand 
height. Notice that as you lower 
your hands, thus raising the toe off 
the ground, that the protruding 
shaft points left of target. Now as 
you raise your hands, thus dropping 
the toe back down and raising the 
heel, the shaft points right of target. 

This nifty, little device shows 
your customer the importance of 
having the correct lie in a club to 
avoid directional problems when 
they hit the ball. The important 
point to remember here is this: If a 
particular golfer's entire set of irons 
were say three degrees too upright, 
they have probably compensated in 
their swing to correct for the prob-
lem to hit the ball straight. This 
would seem to be a tolerable situ-
ation on the surface but upon fur-
ther examination two other basic 
problems exist. First, being too up-
right by three degrees will cause the 
heel of the club to contact the 
ground during the swing, thus caus-
ing the toe of the iron to close 
slightly. This will cause a tendency 
to impart a hooking spin to the ball. 

Secondly, because of a compen-
sated swing to offset the directional 
problem of too upright a lie and the 
tendency of the blade to dig in at the 
heel and close the toe, the golfer has 
created a situation which requires 
the playing expertise of a touring 
pro if he is to have the desired 
consistency with his irons. 

On the other hand, if the lies of a 
set of irons are not incrementally 
consistent (i.e. No. 2 iron 1° up-
right, No . 3 iron 3° upright, No. 4 
iron 2° upr ight , etc.) then the 
p r o b l e m is even f u r t h e r com-
pounded and in theory would re-
quire a different compensa t ing 
swing for each iron, if the golfer is to 
hit the ball perfectly straight. 

The use of this homemade de-
vice coupled with a brief expla-
nation f rom you of what lie is and its 
possible playing side effects will 
cause most golfers to request that 
you check the lie of their clubs. 

A quick method to show a golf-
er if the lie of his irons is correct or 
not is as follows: Have the golfer 
grip his No. 5 iron, waggle it a few 

times to get comfortable and then 
set it down in the playing position 
on a smooth floor. Now, take two 
small pieces of paper, slide one in 
f rom the toe as far as it will go and 
the other in from the heel as far as it 
will go. Exactly in between the gap 
of these two pieces of paper is where 
the club is touching the ground. Vis-
ually you can determine if the lie is 
too upright (papers meet toward 
heel of club) correct (papers meet in 
middle of face) or lie is too flat 
(papers meet toward toe of club). 

Do this with each iron in the 
set making a light pencil mark on 
the bottom of the club face exactly 
between the two pieces of paper. 
Next, locate the middle of the face 
(measure to middle of face scoring) 
and make another light pencil mark 
so you can show your customer 
where he grounds each iron club 
relative to the center of the face. 
Now, get out your new loft and lie 
bending machine, set the correct lie 
(also check and alter lofts as re-
quired). Collect $2 per club which 
for a full set should give you $18 for 
about one-half hour of work, and 
watch how quickly word spreads 
about your new service. 

Another way to increase repair 
and alteration business is to put a 
sign up in the pro shop. Tell your 
customers that you do this type of 
work and better yet list the services 
that you have available. Rarely will 
you see a sign in a pro shop telling 
golfers that they can have their clubs 
repaired or altered right on the 
premises. Regardless of the number 
of years you have been repairing and 
altering clubs, do not assume that 
every golfer that plays at your 
course knows this. Put up the sign, 
it's the least expensive form of 
advertising you can do and one 
which will reward you with in-
creased customer awareness of your 
services. 

THE GOLF CLUB TRADE-INS 
(OR WHAT TO DO WITH THEM) 

A golf professional usually ac-
cepts trade-ins f rom his customers 
when they purchase new golf clubs. 
The traded-in clubs can be made 
much more valuable if the woods 
are refinished and the irons refur-
bished. Of course, the condition of 
the clubs and their potential value 
must be considered closely before 
more money is invested in them. Do 
not rule out some half-way mea-



sures such as buffing or fine steel 
wooling the shafts to remove rust 
and dirt, replacing broken or frayed 
whippings, dipping or spraying a 
coat of clear finish over a lightly 
steel wooled wood head, and clean-
ing the face grooves in both woods 
and irons and paint filling them. 
Trade-ins are not very desirable 
commodities at many country clubs 
because of the type of clientele. In 
many cases, the professional at this 
type club will be willing to sell his 
used clubs for what he has invested 
in them. Here, it is an asset to know 
the present value and the potential 
value of used golf clubs. Acushnet 
publishes a used club guide that is 
very helpful in this respect. The used 
golf club business can be very profit-
able and grow quite large if you 
maintain a reputation for fair deal-
ing and selling used clubs in the 
peak of condition. 

THE GOLF CLUB 
MANUFACTURERS (OR WHAT 

ABOUT BECOMING AN 
AUTHORIZED REPAIR 

SERVICE CENTER) 
Some manufacturers have es-

tablished authorized repair service 
centers th roughout the United 
States. If a repair facility is needed 
in your area and you write the golf 
manufacturers, you may be con-
tacted by a company representative 
who will usually stop in and check 
your facility to see if you can han-
dle the work load and if the quality 
of your work is adequate. He will 
probably explain how many spe-
cific repair items that you would 
have to maintain in inventory. 

THE CLUB STORAGE ROOM 
(OR HOW TO GET BUSINESS IN 

THE WINTER MONTHS OR 
SLOW SEASON) 

Many golf professionals work in 
regions where it is impractical to 
play golf during certain times of the 
year and consequently they are 
closed or very slow. Usually, this 
would be in the winter months in the 
northern regions. Aside from spend-
ing a month or so in Florida, clos-
ing the books for the year and order-
ing merchandise for spring delivery, 
the northern golf pro usually has 
some idle time on his hands. This is 
an ideal opportunity to go through 
the members' clubs in the club stor-

age room. It's a good time to check 
for such things as worn-out grips, 
loose shafts , frayed wood head 
whippings and wood heads which 
need refinishing or rejuvenating. 
After having gone through all the 
golf clubs, phone each member or 
drop him a note to obtain permis-
sion to repair his clubs. Most all 
golfers appreciate this spring tune-
up service simply because they are 
usually too busy to think of it on 
their own during the off season. This 
type of service is becoming more 
popular with northern pros in par-
ticular, who refer to this service as 
"winterizing" and usually charge 
around $20 to $30 for a complete set 
of woods and irons and bag. Here's 
a checklist of what usually is in-
cluded in winterizing: 

• Either fine steel wool or buff 
all shafts to polish and clean them. 

• Replace whippings on woods 
if necessary. 

• Clean and rejuvenate grips if 
required. 

Rubber—if slick, lightly rough-
up with coarse sandpaper. 

Leather—in all cases apply a 
good leather grip conditioner to 
soften and restore tackiness. 

• If an iron club has plastic fer-
rules that are dull and scratched, 
they can be made new looking again 
by wiping them lightly with ace-
tone. This also works on grip collar 
trim rings and plastic wood club fer-
rules, which are sometimes used in-
stead of whippings. 

• Finally, wipe the golf bag 
clean, apply saddle soap or a spe-
cial lubricant to the zippers, and put 
the clubs back in the bag. 

Note: A good idea is to cover 
the bag and clubs to protect them 
from dust and dirt during the stor-
age period. The large paper or clear 
plastic bags that dry cleaners use 
work perfectly for this and are only 
a few pennies apiece. 

So, if you're ready to reach out 
for a little extra business and pro-
vide more assistance to your mem-
bers, then you're ready for the extra 
repair business. It's another way to 
pursue increased self-satisfaction and 
more profit. • 

SHORT 
GAME 

GOT YOU 
DOWN? 

#001 /ROD UU€DG€ 

EXCLUSIVE CONCAVE SOIE DESIGN 

#007 /ROD UU€DG€ 

G E T 2 U P on your competition . . . the 
C O N - S O L E P I T C H I N G W E D G E and 
either the #001 Standard or the #007 "Big 
Face" S A N D WEDGE. CON-SOLE S new 
approach to wedge design with its unique 
concave sole, can give you a whole new ap-
proach to your game. Get your shot up faster 
with less effort, open face or square without 
skipping into the ball, even off the hard pan. 
Ask your professional . . . it works! 

® con/oie 
GOLF CORPORATION 

Brandyw ine Summit Center 
P.O. Box 137, Route 202 
Chadds Ford. Pa. 19317 
Phone: 21 5 - G L 9 - 5 4 6 4 

For More Details Circle (119) on Reply Card 
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