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Here i a ho e that won't go to pie after
three month' wear but. \\ hich, with car , \\ HI
leg d for ea on of ervice nd not e the
di tinctivc marking- a bright orange band n-
circling the ho e ev ry fifteen feet! That means
few zr 10 of ho c from theft for thi dis-
t inctively marked h e i sold 0111 ) to golf club

wh rever you e a length of it in pri at u e
- ou can p t it a tolen 1 roperty!

L t u end J ou further detail about" . ."
Ro TalHo t da '. \Vrite direct to our branch
neare t Tou-or addr direct:

United States Rubber Company
1790 Broadway w York ity

Plea (! mention GOLFDOM when rlting dverti r
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Pro Pointer rom Veteran
Leader

THE pro has one main art icle to sell
and that is himself. Th department

stores are boosting your game and 11101'('

power to them, they ar making' golf J)OS-
sible to thousands with the help of the
daily f e courses.

The first tep in s lling youraclf is the
results you get from the golf lessons you
give. Remember, yon are paid for r suits.

The pro who is the student of human
nature, who thinks, and who st.ud ies his
clients will win out. Th only tim you
should me t your clients is on the golf
course; fri nds and business doesn't pay.
The golf I' is out for a good time and you
are part of the fun, so k ep in th picture
and play your part. Se that everything
possible is done for th ir enjoym nt, no
matter how grouchy the few may be, meet
them with a smile and pleasant word.
Above all things he a haas tel' first, last
and all th time-it pays.

Don't gamble for real money it n ver
sticks, do s you a great deal of harm, low-
ers you in the esteem and respect of the
members who are the back-bone of any
organization.

In other words, th pro who is g tt ing
the money today is the hoy that knows
his golf game from both sides UP on I?,"olf
rules and tournaments, is keeptng up with
the greenk J)er, carri s a neat lin of
clubs, balls and a variety of hags, tc.

Remember s lling merchan d is in a
pro's shop is a very tactful proposition as
there is th kickback. This do sri't hurt
the department store b cause of volum of
business but you have a limit deli ntele
and you have to be right.

GOLFOO

JJ rc's somot h ing on tha roubl om
matt I' of selling golf a npar (lHI "t -ick"

acces sor ie in th pro hop. H n Kn icht
oj' Winona, Mi n n., i, going
his nrohlem in hi: 1" per by IHI tine In

anoth r showcase. B n ay : "You hav to
put that sort of stuff right in f'ron of :0111'

m mbers' nose'.
to take a look at it.
.arry a big line. Ro pr sen tat.ive sa1111,1 .

of well sclei ted good, and do t ho res of
the selling from catalogs."

Another good hing about high cia m r
c-hanrl ise in the pro shop the st or • t-orn-
petition is less. On high <'1a"8 mer-
chandtse the department stores usua llv
make more of a mark-up t h: n th pro. In
de luxe hags sp cia lly, th yak for more
mon y than the pro, and the stor 'S J?"('t th •
business a lot of ttmes because om pro
are afraid to 11' nd lo a nroduct that :e11
for rea 1 money. G t over th is "buck fever"
when big mane' Is m ont ion d.

Why is it that a mem bor who buy' rolf
goods at a stor doesn't take his nurcha e
back when it is unsat is fa ctory, but ~'i11
ra is hell with th pro when he' not satis-
fled with anything bought at th pro shop?
T'h re's one plac where the pro has it over
the store. 'I'h customer gets cornnl to
sattsf'actlon without inconv ni nee.

Ever figure how much of a sel ling point
is the pro's pr ide in the stock he sells'!
gach club is 'old with th im pl icd or ox-
press warranty of hi nrlorsemeut and
nrid in it. 1'h'1", no such pr'ide in prod-
11 t in vidence around d ina rt nu-nt tor
golf merchandise.

The Modern Trend
In Golf Cour e Construction, Like Buildin

our Own Home, I ToHireaCompetentArchi-
tect and Get the Lowe t Bid for Con truction.
We will build your golf course on your archi ...
tect's specifications for a flat contra t price.

RLE DDOH TRIJ TIO OMP
o Phon Harri

Please mention GOLFOOM when writing advertisers
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lalea
big pro

'\ he Bronson propostt Ion IS open nh
to professional-, who ar first class bus-
in ss men. It Iurni he \OU wit h a
consignment st{ c1 , \\ it hout init ial in-
vc t mcnt on vour part You kc p t hc
<t c I com pi .t c h\ ,I simple plan of
re-ordering <hoes to I cpla L tho c "old,
and \( u hav e no mon t icd up in
f rozcn t ocl at the end of \ ur ea on
Bronson adx LIt 1"1I1g bcm tng \ our narn
I sent t o vour mcmb rand.J profit-

\\ rite W toda» JOI onipl» te details of :11£' Bronson plan
o \'<)11 an tl\e II III makiru; /92) a re ord "ear [or /Jr('fit.
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the oor ..
OPPORTUl ITY i knocking at the

golf hop door again louder and
more determined than ever before.
And to help enterpri ing golf Pro make
1928 their mo t profitable year, V L-
eA T 0 ffer are mar k a b Ieli n e 0 f
wood and irons, as well a bag and
undrie , with an unu ually attractive I

proposition.
The complete line i illu trated in this
new catalog for 1928. end for it-
and a k for our Profe ional price li t.

VULCA GOLFCOMPA Y
Port mouth, Ohio, U.. A.

free!
end (or \ LC N'S 1928

Catalog of fin golf equipm nt.

PI se mention GOLFOOM

GOLFDO

m Id a f r Pr
By 'I'Ll \ OOLL r

Pro .• :\'faplc Hill Coif Cluh. K \1. III 17.0'. Mkh.

It will profit the pro in any dub to go
downtown <In 1 the m -th ids \IS (I by 1'1"

tail stores, Th 1 time j, here wh 11 \ (' 1))0
hav to outdo our <10\\ ntow II cornpet it ors.
and her r might m ent ion 11 id a J a m
\'sing this yeur. gr 'at n u mb r of rlruz
stores in Kala mnzon fir s 'lling <'Illh~.
usually a cheap line, T hav p r uad etl
t c o or three ot th 111 to carrv Ill) make
This, I feel sure, will how th 1m) I' 01

clubs th gr at diff l' ne h ,t veen pro
clubs and 'tore clubs, T pay a (om-
mission for selling my lin • and make a
few dollars where I might 1I0t otherw i (l

hav mad a cent. At t h e arne time lll~

dubs r c iv a lot ot f'r ' adver tislng.
The most important d tail in P1'O shop

displa) to my mind i a ('1('1111, bright. hop.
I have been in a lot of shops that adl~
needed a coat of paint. 1\ lmost an) club
wiII glady furnish the paint if yon a r \·ill.
ing to paint the nlac vourself.

The next important thing i. to hn ve
~ our best display placed in . uch a po ri-
tion that it is conspicuous <1: on' ent rs
~our shop, Do not hay a lot of things
there; just a f w of your best clubs and
bags, arranged on some TI' en felt 01' im i-
lar material. With this di play ha e a
neatly painted sign, (hung at a 1 vel with
the eyes l with your rat s for goJt instruc-
tion,

If members regtster in your shop, your
opportunity for merchandts in T is very
111\l<'h grea t er. Ha ve a show ease on pith r
side of you r regtster de sk, and lliaC'e on
this ('USP halts, tees and an' slov moving
stock.

Always have plentv of 'mall dlsplays.
Don't make it necessary for 111('Ill bers to
splp('t a drivel', mirl iron or puttr-r out of n
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how.
I could m ntion any numb r of attruct iv
booths, a h on trying to outdo th oth 1

In hi h-cla . clu 'IV -lookinc di 'l)la~ "
\11 pro hops hould tollow th is plan. I

am doi n it th i ' S a:-<ol1 , usi n T a ff'\\, dra p c1
tabl .s, posters. ·t('" alon with my ~ood',

eli 'play, elf' erlv placed 011 a tabl with
11n actinn pictur-e h I' and t her. will. \11'-

nrts ) on with it' attract iv ness. 11 you
n sd i a littl imagination, and don't for-
gr-t that color helps a lot!

Verv few pro' can afford to carr y a lin
of sho " kn ickers, . weaters, garters, -tc.
I \VOl k out these d tail' this way: Anum-
her of my club 111 nib rs ar ngaged in
thi lin of busin SS dowutox n. I offer to

Th r are a ar eat many mol' thin s that
might be said in this l ino, of course, hut in-
dividual pro' ar the best [udg . in regard
to 1110 t of it, How vel', it 1. well to re-
memb r this 011 point if you want to sell
slice 8 'fully /)0 not III iss (1 8ill!J7r' OTJ-

vortunity to attnrrt isc uour !loons,

Kro;\ lion dnh lind I( holl heurl •
Kro;\ don nnd .J. 11, D. hall. nd u enm-
lllt·t litH' of high" t qunJih "ro hOll n1l'r.
(,Immli.... n<1 UIlIlli(', (.(It our Ilril'e •

J. H. DILLO CO.
!lOI w. J.\Kt, .1'. ('HI \GO

'I'4'14'llhmw 'lain J.~87

PI a e mention GOLF DOM wh

Dro
'H

T will I ay you w 11to uO'ge t
R ddy T c to every srolf r

t hat ome into) our hop.
r mind r mak a ale.

Reddy Te gl you a good
margin of profit, and t h y 1 e
it 0 D. Th ell fa t-fa t r
than any other tee ill th w rld.

GolfeL C0111' in often for t e ,
Tha t gi\· 's ) ou a uood chane to
int cr c t them in hall', club and
other -quipmcnt.

Colfer pr -f r R ddy Te t
oth I, U caus th y eive b tt r,
clean r dr iv ,th Y balanc > the
hall \ ·ithout fri tion, th y las t
longer, ar easy to ill. rt, ar e
easy to adju t to prop r h i ht.

h rt, b cau e they arc
igned and be t made

tee on th market.

The



Man uf'actur 1" sa. this '}lrin r' bu. ines
PRI ~ TO PROS. \ .•TD DE \LER:, $2,00 for left-handed club is away ahead of any.
per display ca r d of 12 P \ H-'I Id'.. . having thing they hay hlthert.o C'J) ri no L
a total retail \ alue of .tOO: a :O',{ profit
011 co t. Order from '0\11' JOBBER.

,Inc. I
itle B!dg., Cleveland, O. ~ "':""__ """:""":~__ -I
Plea e mention GOLFDOM when writing adverti er
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Every member of your club used PAP-TEE
you would eliminate every objcct ion ab le
feature resulting f rorn the use of other
type" !

PAR

~\'

The 100% Golf Tee
MADE OF PURE RED RUBBER

Club Strikll Ball -
PAR-TEE is the first and only scientifi-
cally designed Golf T .e (made of Pure
Red Rubber) constructed upon mechanical
principles w hereby and because of the
Rocker Action hv \\ hich the tel' turns over
a soon as the - club COI11('. into contact
with the ball. permitting the club to fol-
low thr u without the least H rsta nce,

IT WON'T FLY!
PA R- TEl'. sets on any surface sand, clay,
mud, gr ass. snow. Ideal for indoor golf
doe aw ay with the us ua I mat

o A CHORING REQUIRED!
Doe away WIth the and ho: Doc away
with Ill! hing or driv ing in wood en or
metal tee , saving- your fingers from hr ui {'S

and your club from marring. Doc-s not
tear thru clothing, being made of pure reel
rubber. Compact, COIl\ cn icnt. sanitary.
Onlv one needed to ca rrv with you. The
only Golf Tee that cnai)lcs YO{1 tu tart
your game without a handicap

AT PAR!
PAP-TEl... a perfect and da inty as a
gl'm: worth its weight in (lold, but only
cost it \\ ight ill ilver 25c. (Price in
Cana d« 35c). One la t indefinitely!

()rdt>" •() \\. !lllli

ulf ln r fro", olJr

COLFD M

"L t
D

u
n

has

hi:

GOLF
Hand Jfar/(' Wood( It ('11111

Lm portrtl a nti Donu: tic Tn)11R

Club. Jfad to Onl ir
Duplicating (J '''1)( ( ialty
Uepail'ing of II Tnnrls

LAWNS
Scer/inq U( 1101'01;11"

W('c(ling I'fTtilizillU
staintcnanee 0/ La1/'1/

in Good Condition

TENNIS
Hrncrt Rest ringi ng a ntl ttcn« irinit

Oriental, Am('J'i((lll and T:JlIgli.1I (Jut
Lcatt. ing .1f (I ke ' of Rackets
Tennis Balls and «u uniic.

TENNIS COURTS
Building Grading
[joying (Jilt Uq)(1iring

•'ted Win' Fences
There's enough in that lineup to prevent

Satan finding mischief for the hunch; of
the v rsattle Remple.

Think the dope we're pr aching about
mor attention to pro shop <Ii 'play: i. the
hunk? arl Haecker, a hardware man at
Waukegan, l ll., studi d and monkeyed
ar01111d with his displaYH and found that
he sold more ha mrn rs, hatchets. screw-
drtv rs, etc., wh n t hey WI" eli played
with the handles toward the pro. pect.
Myster-ious and important, this di play
business. Wonder if putting th grip or
the head toward the pro meet in club d i
play would have any ffed on sales?
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r hi

say«:
"I hay r arl

I' hruar'v issu
a fail' break.'

your arti 1 in the
G L1<'1) ;\T. on 'giv all

part 1 was interest d
III wa the pro's ('011 ct ions.

"I thin), we hay OIH' of the best (if
not the best ) 'y:t 1118 of (011 cting that J
know of.

"The member sign: a slip for wha t evcr
II(' g ts from the shop. At th end of th
month 1 make out stat em nts and
them until ca ll d for bv the m mh r.
send the total eharg aaa inst ach m mil I
to th . cretarv, (who hy th way i.- a lso
socretarv of the ham her of ommerce,
Rotar club, and Retail Merchants associ a-
t ion ) . H sends out an it miz d sta tement
COY ring the purcha es, "\ 11 n h recei s
tho check from th m mb r h distribut
the amounts du to ach d partm nt. If
anv member d i put his pro account he is
referred to me, th n I mail his slips to him,
or hand them to him the fir t tim h
comes into th shop. 1 receiv a ch ck
from the seer tary on the 'lst and 15th of
e(jch month.

" ow the point T want to give you is
th ts , in the four y ars 1 hav b n at thi
club. I have not had one had ac ount, nor
hav T had to carry any charges from
month to month, which has nahl d me to
l\e p my own cradit rating 0 K."

Did you ever sit down and fi~U1' your
s lling costs? If you did 'ou'Il s e how im-
portant it is for YOU to discount your hills.
T'h dtscounts, figured over a s ason, mak
a substant ial increase in th r turn on tho
pro inve trncnt. Quit gue 'sing and k irl-
ding yourself. Fino 011t what It's cost.iru;
YOI1 to do busin ss and your 1) rc ntage of
profit.

I D
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Fulname Golf Ball Marking i no
longer the fad of the few. With
hou ands of c1u it i a habi , a

rul , an indi p nsable part of the
game.

It sp ed up th game, prev nting
mi takes and argument. It pr -
v nt theft and ball bootleg ing.
It saves thousand of dollar for
players in 10 ball re ained, It i
dear permanent the one out-
standing golfball marking method.

e
Your dub may curethenew1928
Fulnam Markin Machine Fr
upon xtrern ly asy condition.

Write oday.

The Fulname Co.
o. R'way Bldg., Cincinnati, O.

T'he '\rl. tocrut of tweed for C;olf wear. , nit-
't>llgth h)' m'til. ,'aml)It> •• f,'c·c'. • In\''\ 1.1, 4fl2
StornOwRY, ,('Otlll1l(1. A<;t; T. ~ant('cI,--':( lull
Profc', ••Ionn l l)rpft>rr ••d. Good remuneratton.

Pleas mention GOLFDOM when writing adver i ers
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EVER found \ ourself
without a pencil and no
way to marl- your

cnrc? It can't happen
again if you _ha \'c, . ~
pocket full 01 I{ I r l~
I cncil TET'..~· for every
tee i a pencil. And they
co t no marc than other
t ('

18 for 25c
Red or YeHow

WIMO SPECIALTY
CO., Inc.,

125 W. 17th St.,
New York City

Th· is a reproduc-
• IS of our adver-

tlon earing
tisement apP 1£
. 13 leading goIn .
publications.

GOLFDO

Print in

club is s ir ious ly cone rn
vroper training of it. caddies.
given compl te de ail. of a caddi
tern that has th enduri -ment of a nurn-
b r of year succe ..itul hts ton', ~ raft 01
interesting and sirn ple in tru tion rna
tcrial for th hoys,. 0 pr s n terl that th
kids will r ad and 11 d it, ul nty of
pictures to simplify cor-r ct practice for the
caddies, a "Caddych lsm,' impl if d and
condensed rules of golf, a golf glo: sarv,
and quite a little golf r f r nc mater+at
of int rest to players as ~. 11 as to the
caddies.

Th re is no doubt of th is book bing a
nractir-al as set in an important and ggra-
vati ng pha s ot eol f on rations, and
GOLJj'DO.l r cornm nrt it wi hout r s r v
to th dub officials who are r pon ihlc tor
caddie training and rnanagem nt. T'h
nuhl lshars a r taking a chanc in the hOJ)
they'll break even on th financial outlay
required in publishing th book And ar l

contrfbutf ng their own tim and effort to
th cause,

ingl copi \ of the book ~ 11 for 7t)
cents. 'fhe quant ity nric are down to
the point wh r it won't train any dub to
giv its regular caddies ach on of th
books in stabl ish ing a sv t m that 'ill
greatly reduce th irn pu ls s of the russ y
mern h 1'S to wring the n cks of th
thoroughly natural little d vi l
to f'amn and tortuns v ia

11011
II r PUll Ihl

a ny qua n t It It t he
HI (;OLI<'l) 1 2(\
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.r di and
all f n i n
B' II' RB GR FFI

1

It looks to m that on of th hig prob-
1 ms for th pros to whin i th
cr dit. There has he '11 I)

III nt in this r sp ct durin
so a numb r of w 11 inform

IR.PRO:
am on t th
in the n w

your-
pri and

M
Bo v land, Ohio

49

hat our
and our sales

when writing adv rti"crs
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Three new g 0 1f ball
which will win friend
game and champion-
hip .

The performance of the e
three ball peak far
more eloquently of their
uperior qualitie than

word ever can. Try them
and you will be convinced
of their ready acceptance.

The HoI-Hi i a peedy thor-
oughbred built for di tance
- ell at 1.00 or $10.75 p r
dozen.

The Dura-Di t guaranteed
for 72 hole 11 for 75c or
9.00 per dozen.

The Cheerio guaranteed for
52 hole ell for 50c or $6.00
per dozen.

J"HLETIC EQUIPMEN
GOLF E UIPME T

Plea e mention GOLFDOM

GOLFDOM

PI' - t 11m , but til r a numb r of
th boys who ar "th . ouls of honor" but
are slov - pay 'imply h can. th y don't
rr-a lize the importa nc of maintain in
their or dit up to snuff and di couutiug
hills. This discounting. in th our - of
a year, runs up a good r sturn on th
ve ·tm nt in pro 'hop to .k . Some f
f llows will 1 t th ir hill run on irl r-
ably past t11 di 'count dat and th n take
the discount. T'ha t's om thing lik . hoot-
ing par with th p neil. But, again, 'h:
condemn all th pro: for this? Sorn golf
.lubs do it on th ir accounts.

But what are you going to do about
cr dit wh n you ar starting th sea on
with th roll worn down pretty w 11 by
the cost of living through th vint r?
Pegl r, sports writer, hit the pin on this
matt l' in comm nting on Johnny F'arr 11','
win of th La Gore' Open. H aid that
Farrell. by heating out a wonderful fl ld
with super lativ golf, won almost a' much
as a third string prize fighter would g t
for knocking over some s t-up. A cau ,tie
and tr uth tul commentary on the 111 ager-
ness of th pro income.

With th shop profit holding forth th
posstbilttv of a lif -and-d ath part of th
income, and a good .redlt ra t ing vital for
the utmost in shop profit, there ar two
ways for th J)1'0 who is a ub tantial
character and vho has no gyp. y trait of
changing jobs every y ar or so, to et
started right. Only on pro out of about
GOO goes to his bank and borrov ' money.
The farmer do H it until his rop i in.
Why shouldn't the pro? Other retail mer-
chants gpt 11 IJ) from th bank. The great-
er part of the nro' m r ihandi re is stapl
stuff'. If h 's a first class steady m r .hant
he's a good credit rt ·k.

The other way is for the club to finance
the pro. Th is is O. K. if the club is e stab-
lish ed and has any sort of a surnlu its If.
At the start of th s ason if th l club will
guarantee th account, th pro can g t the
assor-tment of stock that h 'V ant in or-
rler to he of gr atest R rvi e to his m m-
hers. If club presldents or oth r officials
would give a helping hand to th J)1'O who

Used Golf Balls Bought
Check lent 48 houri after
their receipt. Any Quantity.

Upp


