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Chicago Managers and Officers 
Hear Their Problems Discussed 

By JACK FULTON, JR. 

MORE than one hundred club man-
agers, c lub pres idents and house-
c o m m i t t e e chairmen m e t for dinner 

at the Pa lmer House , Chicago, o n March 
30, to part ic ipate in a special m e e t i n g of 
the Chicago District Club Managers asso-
ciation. F. Harold Van Orman, president 
of the Van Orman hote l s and former 
l ieutenant-governor of Indiana, served a s 
toas tmaster and steered t h o s e present 
through a program of s p e e c h e s of real in-
terest and educational value. 

The purpose of the special m e e t i n g was 
explained by Bernard E. O'Grady, presi-
dent of the associat ion and manager of 
the Hamil ton Club, Chicago. 

"This organization," said O'Grady, "was 
holding one of i ts regular b u s i n e s s meet-
ings about three w e e k s ago. W e had an 
at tendance of about 40 m e m b e r s . There 
was the usual general d i scuss ion on vari-
ous subjects , c o m m o n to all of us and at 
the same t ime rather irritable to most of 
us. Everyone aired his v i e w p o i n t s and 
still w e were not making any h e a d w a y — 
why? B e c a u s e w e were not sure that our 
recommendat ions , if any were made , would 
be we lcomed by our club officers. 

"Therefore, this mee t ing w a s planned 
in an effort to bring our organizat ion into 
closer contact wi th the var ious club of-
ficials and to foster a better understand-
ing be tween those two bodies." 

M a n a g e r More Than Listener. 
O'Grady w e n t on to point out how con-

fused is the concept ion held by the aver-
age club m e m b e r of a club manager ' s re-
sponsibi l i t ies . Most of t h e m be l i eve the 
m a n a g e r ' s main job is to be avai lable to 
receive complaints . Excerpts of O'Grady's 
talk, out l ining what a manager ' s responsi-
bil it ies rea l ly are, wil l be found on an-
other page of th is issue. 

Represent ing the other s ide of the club 
picture, George A. Blair, pres ident of 
Olympia F ie lds C. C., fo l lowed O'Grady to 

te l l h o w misunders tood were the dut i e s 
of a club president. 

"Nearly everyone w h o be longs to a club," 
he said, "has s o m e ideas about how it 
should be run. And near ly everyone t h i n k s 
the Board of Governors isn't running it 
r ight ! 

"We club officers and club m a n a g e r s 
m u s t s tand together in keeping up the 
s tandards of our clubs in the face of con-
t inued bus iness depress ion . It is go ing to 
be a ser ious problem mainta in ing our m e m -
bership rosters and furnish ing the m e m -
bers w i th fac i l i t ies and at tract ions t h e y 
f ee l justif ied in pay ing for. 

"We must co-operate w i th every other 
c lub; this year is g o i n g to be crucial s o 
far a s club m a n a g e m e n t is concerned. I 
a m not implying the y e a r is going to be a 
fata l o n e for c lubs; I s i m p l y want to po int 
out the great good tha t wil l inevi tably re-
sul t f rom inte l l igent co-operation b e t w e e n 
c lub officials and c lub managers ." Presi-
dent Blair's fr iendly warning w a s en-
dorsed warmly by his hearers , judging by 
the applause fo l lowing his address . 

What Organization Set-Up? 
The principal speaker of the meet ing , Dr. 

Arthur E. Swanson, former ly dean of the 
Schoo l of Commerce of Nor thwes tern Uni-
vers i ty and at present head of Swanson-
Ogi lv ie Co., m a n a g e m e n t eng ineers and 
publ ic accountants , Chicago, n e x t ad-
dres sed the audience on the subject of 
" B u s i n e s s Organizat ion as Applied to 
Clubs." He pointed out that running a c lub 
w a s no different in i ts broader a s p e c t s 
than running a corner butcher shop on the 
one hand, or running t h e U. S. S tee l Cor-
poration. There were the same prob lems 
to be met, the s a m e dut ies to be per-
formed by the m a n a g e m e n t , the s a m e re-
spons ib i l i t i e s to the owners . There fore , 
there is no reason w h y a club should be 
organized differently f rom other busi-
n e s s e s . 



More than f i fty of Chicago's leading golf and city clubs are represented by their officers 
and managers at this "harmony" meeting of the managers' organization. 

Going a s t e p further , Dr. S w a n s o n point-
ed out t h a t o n e part icular t y p e of organi-
zat ion, k n o w n as the " f u n c t i o n a l plan," 
d o m i n a t e s m o d e r n s u c c e s s f u l b u s i n e s s e s 
today. T h i s plan, l i t t le k n o w n o n l y a f e w 
y e a r s ago , h a s so c o n v i n c i n g l y s e t s i c k 
i n d u s t r i e s on the ir f e e t and carr i ed h e a l t h y 
o n e s t o n e w h e i g h t s t h a t t h e r e is l i t t l e 
doubt it s h o u l d be u n i v e r s a l l y adopted. 
Clubs a r e n o e x c e p t i o n to t h i s ; on the 
contrary , t h e y are a g l a r i n g e x a m p l e of an 
i n d u s t r y in w h i c h the i n d i v i d u a l m e m b e r s 
are o r g a n i z e d a s blind luck a n d circum-
s t a n c e s h a v e h a p p e n e d to d irec t . 

T h e d o c t o r didn't s a y i t in so m a n y 
words , but i t w a s e v i d e n t h e t h o u g h t it 
h i g h t i m e t h e c lubs of th i s c o u n t r y l earned 
t h a t e f f i c i e n c y can o n l y be s e c u r e d by 
k e e p i n g "everybody ' s fingers" out of t h e 
p i e — i n o t h e r words , b y p r o p e r organiza-
t ion. H o w to do th is , a n d t h e b e n e f i t s 
w h i c h cou ld r e a s o n a b l y be e x p e c t e d to re-
sul t , m a d e u p the ba lance of t h i s fine ad-
dress . 

R e a d e r s of GOLFDOM w i l l find Dr. 
S w a n s o n ' s luc id and e x t r e m e l y va luab le 
m e s s a g e repr in ted in full e l s e w h e r e in th i s 
i s s u e . 

Beware of Bloated Budget. 
T h e final s p e a k e r of t h e e v e n i n g w a s 

Harry D o u g h e r t y , w e l l - k n o w n m a n a g e r of 
t h e U n i o n L e a g u e Club of Ch icago , w h o 
c a u t i o n e d h i s l i s t e n e r s n o t t o m a k e too 
o p t i m i s t i c f o r e c a s t s of 1931 c l u b income . 

" W e h a v e heard a g r e a t dea l ," he sa id , 

"about the a d v a n t a g e s of a budge t s y s t e m ; 
but you all k n o w t h a t in an t i c ipa t ing t h e 
b u d g e t l a s t year , y o u did not a n t i c i p a t e 
t h a t y o u r r e c e i p t s w e r e go ing to s h r i n k 
f r o m t e n to t w e n t y per cent . I b e l i e v e t h e 
s a m e i s true of t h e presen t y e a r ; m a n -
a g e r s in m o s t of t h e c lubs of the U n i t e d 
S t a t e s b e l i e v e the i r 1931 rece ip t s are s t i l l 
g o i n g to drop b e l o w a v e r a g e , a l t h o u g h 
t h e y wi l l probably n o t drop m o r e t h a n 
ha l f w h a t t h e y did in 1930." 

T o d a y ' s b i g g e s t m a n a g e r i a l prob lem, 
t h e n , a c c o r d i n g to D o u g h e r t y , is to r e a l i z e 
t h i s pos s ib i l i t y of r e d u c e d i n c o m e and to 
s o p lan the year ' s a c t i v i t i e s and depart -
m e n t a l o p e r a t i o n s t h a t e x p e n s e s wi l l n o t 
e x c e e d rece ip t s . T h i s should no t p r o v e dif-
ficult if m a n a g e r s and off icials a p p r o a c h 
t h e t a s k wi th w i d e - o p e n eyes . 

In the op in ion of t h i s reporter, t h e m e e t -
i n g w a s u n u s u a l l y s u c c e s s f u l in a c c o m -
p l i s h i n g i t s o b j e c t i v e . Club of f ic ia l s w h o 
a t t e n d e d could h a r d l y h e l p t a k i n g a w a y 
w i t h t h e m not o n l y a n apprec ia t ion of t h e 
m a n y p r o b l e m s a m a n a g e r m u s t f a c e a n d 
o v e r c o m e in the c o u r s e of h i s da i l y du-
t i e s , but an u n d e r s t a n d i n g a s w e l l of t h e 
b e n e f i t s proper o f f i cer -manager co-opera-
t i o n c a n br ing about . 

ON E of t h e m o s t s u c c e s s f u l w a y s of 
p r e v e n t i n g p e t t y p i l fer ing of c lub lin-

ens , s i l v e r w a r e and s i m i l a r e q u i p m e n t is to 
m a k e a pract ice of r e gu lar m o n t h l y inven-
tor ies . 
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S P R E A D I T W I T H A 

"CATERPILLAR ! " 

HERE'S a fertilizer spreader on the Peoria Country Club's Golf Course— 
pulled by a velvet-track "Caterpillar." Wide tracks shod with rubber tracks 
to ride tender turf with firm gentleness — wide tracks to climb through 
bunkers or crawl up steep hills — to roll smoothly along over dewy grass or 
rain-drenched hollows. Plenty of power, of course. Add the versatility that 
conquers the varied jobs of construction or maintenance. Dig a new trap, 
level an unsightly mound, fill up a 
watercourse, lay tile — then, on summer 
days pull the 5-gang mower with the 
same "Caterpillar" Ten that did the 
other chores. 

Caterpillar Tractor Co. 

Prices—/. o. b. Peoria, Illinois 
T E N . . ¿1100 T W E N T Y $1900 
FIFTEEN $1450 THIRTY $2375 

SIXTY $4175 

P E O R I A , ILLINOIS , U . S. A. 
Track-type Tractors Combines Road Machinery 

(There's a "Caterpillar" Dealer Near You) 

C A T E R P I L L A R 
REG. U. S. PAT. OFF. 

T R A C T O R 



Public Course Clubhouse Design 
Demands Foresighted Study 

By M. FILLMORE HARTY 
Clubhouse Arch i tec t , Detroi t , Mich. 

DURING the past ten years the rise of 
public golf has been stupendous. It 

has paved a new road of relaxation, exer-
cise and recreation for the man who can-
not afford the expenses of a private club. 
Many private corporations are building ex-
cellent courses and beautiful buildings. 

One such organization in the Detroit dis-
trict has constructed three championship 
courses with space for a fourth, all wi th 
creeping bent grass tees, greens and fair-
ways. This enterprise has met with re-
markable success both financial and in 
attendance. 

Plan differences between the private and 
public golf building are rather numerous. 
The golfer belonging to a private club is 
not a stranger in his building. He is ac-
quainted wi th the plan nearly as well as 
his own home. The public golfer is a 
stranger to the structure and must be 
handled as such. The private club mem-
ber enters the locker room through an 
entrance directly to that room, eats in a 
grill room directly attached to the locker 
room, dresses and leaves through an exit 
which leads directly to the course. He is 
rarely in the clubhouse proper until after 
he is through playing. The public golfer, 
on the other hand, must be treated much 
the same as a hotel guest. 

Let us review the general floor plan of a 
hotel. The plan consists of a large lobby, 
around which all the necessary public 
spaces such as registration desk, dining 
rooms, toilets, tobacco stands, elevators, 
etc., are located, all of them in plain view 
or easi ly found. Just so should a public 
golf bui lding be planned; a spacious lobby 
around which all departments are to be 
found. 

The fo l lowing units should be visible or 
easi ly found from the lobby: 

Sales Desk. Sale of t ickets, tobacco and 
supplies. 

Men's Locker Room. This uni t should 
have toi let and wash room near entrance. 

Women's Locker Room. This unit should 
have rest room with toilet and locker room 
adjoining. 

Grill and Dining Room. Exit door to 
first tee. 

Lounge and Porches. 
Telephones. 
There are many successful and economi-

cal ways of combining the above units to 
make a well flowing plan. 

In planning such a structure it is wel l 
to consider the type of course it wil l be 
called upon to serve. There are two k inds 
of public courses and each requires differ-
ent arrangement. First , the low fee course, 
general ly charging $1.00 or less for dai ly 
p laying privileges; second, the high fee 
course charging $1.25 and more. 

The various units of the low-fee and 
high-fee course vary in size and capacity 
to a large extent due to the type of persons 
catered to by each. No definite rule can be 
applied to give the exact size of each unit . 
The entire plan depends on many local 
condit ions some of which are: size of the 
community, distance from transportation, 
distance from center of population, com-
petition, number of courses, etc. 

Various other items, which can in some 
instances be incorporated in the plan, are: 

Counter service along with table service. 
Private dining rooms (small ) for teas, 

bridges, small dinner parties, etc. 
Banquet room for golf tournament lunch-

eons and dinners. 
Private locker rooms for tournaments. 
One word about cost of buildings. In the 

low fee division it is rarely advisable to 
spend more than $15,000 per course, whi le 
in the high fee course the cost varies 
great ly but it is unwise to spend less than 
$18,000 per course. 

An attractive bui lding well planned is 
an asset to any inst itution. A building 
wel l designed, s imple in conception, pleas-
ing in detail and color leaves a last ing 
impression on the patron. 



A PREDICTION 
We predict that this convenient sys-
tem wil l be instal led in practically 
all of the better clubs of the U. S. 
this season. 

N e w System 
for 

Ipolf ( lu l l s 

NOW 
A Permanent, Convenient Record 

of All Your Coifing Activities! 

TH I S n e w s y s t e m c o n s i s t s of five d i f f eren t 
k inds of record s h e e t s of c o n v e n i e n t s i z e 
c o v e r i n g e v e r y r e q u i r e m e n t f o r g o l f p lay . 

Spec ia l s h e e t s f o r c o n d u c t i n g and r e c o r d i n g 
both m a t c h and medal tournaments , k i c k e r s ' 
hand icaps and spec ia l e v e n t s . S h e e t s t o s h o w 
p layers ' n a m e s and t i m e of s tar t ing f o r d a i l y 
play. A l o o s e - l e a f b inder and a pos t b inder t o 
w h i c h s h e e t s are t r a n s f e r r e d f o r p e r m a n e n t 
record. 

T h i s s y s t e m has b e e n a d o p t e d by many l e a d i n g 
c lubs. I T W I L L S A V E Y O U T I M E A N D 
M O N E Y , and wi l l g i v e y o u r P E R M A N E N T 
R E C O R D S . N o b o o k k e e p i n g n e c e s s a r y . 

W R I T E TODAY 
If you wi l l mail the coupon or 
write we wi l l mail you complete 
information, including full sized 
sample sheets, FREE. 

BIRMINGHAM ECCENTRIC 
Birmingham, Michigan 

MAIL THIS COUPON 
B I R M I N G H A M ECCENTRIC, Birmingham, Mich. 

Please send full information to 

Club 

Mr 

Address 

City State 
G 5-31 



Willie Hunter Makes Gold Mine 

of 
Fee-Course 

Post 
By D. SCOTT CHISHOLM 

Assoc ia te Ed i t o r 

C o u n t r y C l u b M a g a z i n e 

AT T H E r e q u e s t of G O L F D O M I w e n t 
in q u e s t of a s tory , a s t o r y te l l ing 
h o w a p r o f e s s i o n a l c a r r i e s on busi-

n e s s a t a m o d e r n dai ly- fee c o u r s e . I be-
t o o k m y s e l f to the a d j a c e n t b y w a y s and 
h e d g e s , c a m e r a , penc i l and o t h e r scr ib l ica l 
p a r a p h e r n a l i a in hand, in s e a c h of m y 
ideal . I d idn' t look v e r y far. I u s e d m y 
b e a n i n s t e a d of m y d o g s a n d t h e n a m e of 
W i l l i e H u n t e r a t M o n t e b e l l o P a r k publ ic 
c o u r s e c a m e hurriedly , but n o t too hur-
r iedly , to mind . 

Wi l l i e , a f o r m e r Br i t i sh a m a t e u r cham-
p i o n a n d a g o l f e r of g r e a t r e n o w n e v e n 
a m o n g m o d e r n , h i g h - p o w e r e d p r o f e s s i o n a l s , 
w a s w o r k i n g at h i s b e n c h w h e n I dropped 
in. " W h a t a r e y o u d o i n g here , McCracken?" 
sa id he , u s i n g a n a m e I u s e in m u c h of m y 
m a g a z i n e work . "I h o p e y o u don' t th ink 
I c a m e t o h o l d you up, do y o u ? " s a y s I. 
"Not t h a t bad," he repl ied , "but did y o u 
e v e r h e a r a b o u t S a n d y M a c t a v i s h b e i n g 
he ld u p by t h r e e burly, b r a w n y m e n o n e 
n i g h t a s h e w a s on h i s w a y h o m e f r o m a 
C a l e d o n i a n s o i r e e ? A f t e r a terr i f ic s trug-
g l e a n d m u c h rough h a n d l i n g and maul-
i n g the S c o t w a s finally s u b d u e d and a 
d i m e t a k e n f r o m his pocke t . "My God!" 
sa id o n e of t h e hood lums , " w h a t w o u l d h a v e 
h a p p e n e d to t h e t h r e e of u s if h e h a d a 
t en dol lar b i l l?" 

T h e M o n t e b e l l o course w a s d e s i g n e d by 
M a x B e h r a n d i s a m a r v e l o u s t e s t of golf 
f or da i ly - fee p layers . It i s k e p t u p in mas-
t er fu l s ty l e . T h e cocoos bent g r e e n s are 
equal t o t h e b e s t to be f o u n d a t m o s t pri-
v a t e c lubs , but the f a i r w a y s are a bit bare 
in p l a c e s o w i n g to the fighting nature of 

Wil l ie Hunter, former British amateur 
champion and conqueror of Bobby Jones 
in the 1921 National amateur, at ease out-
side his pro shop at Montebello Park Golf 

Club, California. 

t h e so i l . T h e c l u b h o u s e is ideal for s u c h 
a p l a c e and m a n y n e w c lubs would do w e l l 
to s e e the p lans of Montebe l lo . 

Courtesy Is Cash 
W i l l i e H u n t e r h a s o n e of the m o s t a l e r t 

b u s i n e s s m i n d s in h i s p r o f e s s i o n a n d h e r e 
are s o m e of h i s t h o u g h t s a s e x p r e s s e d t o 
m e : 

" B u s i n e s s c o n d i t i o n s a t the golf s h o p of 
a da i l y - f ee course are qui te d i f f erent f r o m 
t h o s e t h a t preva i l at a pr ivate c lub a n d 
y o u r c u s t o m e r s h a v e to be h a n d l e d w i t h 
e v e n g r e a t e r c o u r t e s y . T h e s a l e s a n g l e i s 
t o t a l l y d i f ferent , I find. I have to g e t c a s h 
f o r m y m e r c h a n d i s e f r o m the publ ic l i n k s 
p l a y e r e x c e p t i n g i n rare c a s e s , and in 
t h e s e rare c a s e s I m u s t k n o w that m y m a n 
i s financially r e s p o n s i b l e . It is, a las , al-
t o g e t h e r too e a s y for s o m e ind iv idua l s to 
s i g n c h e c k s for m e r c h a n d i s e or l e s s o n s , 
but i t is a d i f f erent propos i t ion for h i m 
t o r e m i t w h e n t h e b i l l s c o m e due. T o 
o v e r c o m e tha t and a l s o w i t h a v i e w of 
h e l p i n g publ ic l inks g o l f e r s to s e c u r e w h a t -
e v e r golf e q u i p m e n t t h e y des ire , I con-
c e i v e d the idea of a part p a y m e n t plan 



NEW ONES J 
FOR GOLFERSkifß&k^RaMm 

HERE THEY ARE! 
The " T R A P S H O O T E R N I B L I C K " — a 

club that cuts through the sand in traps like 
a "hot knife thru butter." For explosion shots 
and getting out of tough rough or any other 
bad lies, this new club can't be beat. List 
price—$8.50. 

The " W A L L O P E R " — a club that scores of 
golfers are looking for. You know these 
golfers—they shoot an iron from the tee and 
never take a wood club out of their bags. 
The "Walloper" with its all-metal head is the 
club that will help the players who dislike 
the woods to get longer, straighter shots from 
the tee and through the fairway. Every Pro 
should display the "Walloper"—It sells on 
sight. List price—$8.00. 

Both of these new clubs are equipped with 
the exclusive Torsional Hex Grip. 

YOUNG PEOPLE 'S CLUBS 

A New Idea by Beckley-Ralston 

Clubs built "just like Dad's." Perfectly 
balanced Woods and Irons especially built 
for the younger boys and girls who are not 
quite ready for full length clubs. Ask about 
these clubs—they are excellent sellers. 

STROKE &/1V6RS 

The famous Five Short 
Game Irons. The only 
golf clubs with a defi-
nite guarantee back of 
them to lower scores. 
Nationally advertised in 
The Saturday Evening 
Post, Collier's and lead-
ing Golf Magazines. A 
Stroke Saver Display 
means easy sales, good 
profits and satisfied 
golfers. 

THE BECKLEY-RALSTON CO. MFG. DIVISION 

78 W. 22nd St., CHICAGO, I LL 



s u c h a s is in vogue in m a n y bus iness 
houses . In dea l ing with such cus tomers I 
m u s t k n o w t h e m to be financially respon-
s ible and their re f erences good where they 
are employed . Usual ly I ask 25 per cent 
down and then payments of f rom $5 to as 
h igh a s $20 a month, according to their 
sa lar ies . I h a v e made a great m a n y happy 
c u s t o m e r s in this way and t h e s e cus tomers 
have brought me much outs ide bus iness 
which I don't bel ieve I would ever have 
had o therwise . 

"Of course all profess ionals—al l busi-
n e s s people for that mat ter—real ize there 
are b igger profits in high priced merchan-
d i se than in popular priced and it w a s with 
the idea of promot ing the use and sale of 
the bet ter c l a s s of c lubs and balls and 
wear ing apparel at m y club that I really 
s tarted the part payment plan. The re-
sul t is that m y cl ientele d e m a n d s equally 
a s h igh a brand of u tens i l s a s does the 
private club member e v e n though the lat-
ter may be able to buy and se l l the former 
m a n y t i m e s over. 

"True, all th i s calls for m u c h bookkeep-
ing but i t i s worth it. I do all my own 
bookkeep ing at home and I have m y own 
s y s t e m of keep ing books w h i c h is quite 
unique and w h i c h I be l ieve I could sell for 
a cons iderable sum if I w e r e s o disposed." 

Real iz ing I was being g i v e n some very 
unusual s a l e s t ips from Hunter , t ips which 
might a s s i s t other profess ionals in a simi-
lar capacity, I kept ask ing h im question 
a f ter quest ion. "Let's s i t d o w n and finish 
this matter," said he. Then I sho t at him, 
"Do you handle any used c lubs? I mean, 
c lubs y o u r cus tomers want to ge t rid of 
and replace wi th new ones." 

Old Clubs Make New Players 
"Yes, I do," he answered. "No l e s s than 

two-thirds of my c l ients bring m e their old 
c lubs a s part payment and I n e v e r have 
any diff iculty in se l l ing them wi th in 24 
hours to beginners . It would s e e m as if 
th i s army of golf converts is endless . I 
se l l t h e m at a very smal l marg in of profit 
— t h o s e I don't k e e p for rent se t s . You s e e 
w h e n a c l i en t wants to buy n e w clubs, he 
can't very we l l afford to throw a w a y 6 or 
8 old ones , can he? Most of the t ime when 
I have an old se t on hand I put up a s ign 
which reads, "Used se t of c lubs for sa le 
inside." T h a t s ign works magic . 

"Al lowances on old clubs are guided by 
the amount of the sale in v i e w and it is 
very rare I e v e r m e e t w i t h objec t ion to 
m y proffered terms because I take pride 
in dea l ing l iberal ly with such customers . 

A d iscontented c l ient can do a great deal 
of harm to a bus ines s l ike mine; on the 
o ther hand, a contented one can do untold 
good. 

"The sale of bags a t a daily-fee course is 
l e s s remunerat ive than the sale of c lubs 
for the good reason that most of the play-
ers carry their own bags and find the in-
e x p e n s i v e duck or c a n v a s bags the light-
es t to lug around. The average dai ly-fee 
player, at least at m y club, l ives in the 
hope of having a m a t c h e d set some day. 
That is his dream because he is led to be-
l i eve by the better p layers that a matched 
s e t is the th ing to have . Any cus tomer 
w h o c o m e s into m y shop and wants to buy 
any one c lub from a matched s e t i s a t 
l iberty to do so. I rather encourage h im 
for the very good reason that the m o m e n t 
he h a s that odd club in his bag, he wi l l 
n e v e r res t until he is the owner of the 
w h o l e matched set . That's human nature 
and the daily-fee go l f er is a very, very 
human soul." 

S c a n n i n g over the stock of c lubs i n 
Wil l ie 's shop I not iced no dead stuff. It 
all looked so c lean and fresh and attrac-
t ive that I ventured to ask, "How do you 
keep your s tock so n e w looking. E v e r y 
i t em of merchandise I can see from here 
is as c lean as a whis t l e ." 

Merchandise Must Move 
"That's easy," c a m e the answer . "I 

won't carry any dead stock. Dead s tock 
m e a n s dead bus iness and dead bus ines s 
m e a n s no bus iness . The moment an arti-
cle fa i l s to move within a reasonable t i m e 
I f e e l I've bought wrong, so I take my loss . 
I c u t the heart out of m y cost, not m y 
poss ib le profit. I have a bargain rack out-
s ide m y shop—you can see it there r ight 
under your nose if you'll take the trouble 
to turn around—where I put my "undesir-
ab les" and it is truly remarkable the quan-
t i ty I d ispose of in this way. This out le t 
t a k e s care of stale numbers so I have lit-
t le or no worry over dead material . A 
great feature and tremendous sa les ad-
vantage , I find, is m y porch outs ide m y 
shop. I never put a club in a g la s s case . 
I found out my mis take in this d irect ion 
w h e n I was profess ional at Brentwood 
C. C. years ago. W h y put them w h e r e 
t h e y are not acces s ib l e to your member ' s 
touch and handl ing? This case stuff is , 
in m y opinion, old fash ioned and c lubs put 
in c a s e s o f ten remain there l ike s o m a n y 
m u m m i e s on public exhibit ion. Crowds of 
p layers wai t ing to s tart off hang around 
m y porch and handle t h e s e clubs and the 



S U P E R L A T I V E 
VALUES in G O L F - ^ ^ 
EQUIPMENT. . . 
To golf's greatest year VULCAN contributes the game's most re-

markable values in woods and irons. Here's an example—the 
Nipper irons. The trim, business-like blades put plenty of 

wallop directly behind the new ball—where it belongs. The chrome-
plated True Temper steel shafts lend a medium whip to the long 
irons and just the correct stiffness to the shorter pitching clubs. 
A formed neck and a rubber washer absorb any shock. The black 
grips of "tacky" leather are extra long and bell-topped. You can 
sell them in matched sets of 5, 6, 8, or 9 at $7.50 per iron. 

The Nippers are but typical of the remarkable values in the com-
plete VULCAN line of woods and irons, bags and balls. All are 
described in our interesting catalog-folder. The season's here. 
VULCAN golf equipment will do its share to make money for 
you. Write or wire for the folder and price list. VULCAN 
GOLF COMPANY, 9 Second Street, Portsmouth, Ohio, 
U. S. A. 

VULCAN W C L U B S OF C H A R A C T E R 



Hunter's "outdoor salesman," a club display on the golf shop porch. Starter's hut in 
background, first tee behind bushes at left. Pro-shop entrance is on extreme left. 

r e s u l t s I g e t f r o m t h i s m y b e s t s a l e s m a n 
are a m a z i n g . I w o u l d r e s p e c t f u l l y s u g g e s t 
t h i s f o r m of s a l e s m a n s h i p t o m y f e l l o w 
p r o f e s s i o n a l s , a s I a m c o n f i d e n t it is tre-
m e n d o u s l y prof i table a n d c a r r i e s no over-
head. I wou ldn ' t a c c e p t a s h o w c a s e if y o u 
p r e s e n t e d m e w i t h one . 

"Dai ly - fee g o l f e r s do n o t c a r e to e n t e r 
t h e s h o p of t h e p r o f e s s i o n a l b e c a u s e the 
m o m e n t t h e y do, t h e y f e e l o b l i g a t e d to buy 
s o m e io ta of m e r c h a n d i s e . My records 
s h o w t h a t o n l y 20 per c e n t e n t e r m y s h o p 
a n d a g r e a t m a n y of t h o s e are u s u a l l y per-
sona l f r i e n d s w h o c o m e in to s a y 'howdy'. 

Promotes Tournaments 
" T h e M o n t e b e l l o golf c o u r s e i s , as y o u 

c a n s e e , l o c a t e d in an i n d u s t r i a l s e c t i o n 
a n d I m a k e it a point to k e e p in c l o s e 
touch w i t h t h e off ic ials a t al l t h e b ig p lants 
in t h i s n e i g h b o r h o o d . T w o y e a r s a g o I 
s t a r t e d w h a t i s k n o w n as t h e "Industr ia l 
a n d C o m m e r c i a l Golf L e a g u e . " L a s t y e a r 
w e had n o l e s s than 25 t e a m s of e i g h t m e n 
e a c h p l a y t h r o u g h the s e a s o n a t t h e Monte-
be l lo c o u r s e and the r e s u l t s I r ece ived 
t h e r e f r o m i n a b u s i n e s s w a y w a s m o s t 
s a t i s f a c t o r y a n d g r e a t l y s w e l l e d m y s a l e s 
n o t on ly in t h e shop but a l s o in the sa l e 

of l e s s o n s to the a m b i t i o u s c o m p e t i t o r s . 
" T h e e x i s t e n c e of t h e l eague at o n c e 

a d d e d a m a t t e r of 200 n e w f a c e s to Monte-
b e l l o and the b e a u t y of i t al l i s t h a t t h e s e 
200 f e l l o w s are 100 per cent golf p l a y e r s 
w h o t a k e part in w e e k l y t o u r n a m e n t s 
s t a g e d by the ir o w n o r g a n i z a t i o n s and al-
so by the M o n t e b e l l o m a n a g e m e n t . T h e 
gol f l e a g u e i s m a d e up f r o m oil c o m p a n i e s , 
ra i l road c o m p a n i e s , e l ec tr ica l , lumber , au-
t o m o b i l e t ire, s t ee l , pr int ing , p a i n t a n d 
m u n i c i p a l c o n c e r n s in t h e n e i g h o r h o o d a n d 
t h e e n t h u s i a s m t h a t preva i l s w h i l e t h e 
m a t c h e s are b e i n g p l a y e d i s a s t o u n d i n g to 
s a y t h e l eas t . T h e organ iza t ion of t h i s 
l e a g u e , I found, proved m o s t benef i c ia l to 
m y b u s i n e s s for the v e r y e x c e l l e n t r e a s o n 
t h a t it put m e in c l o s e r c ontac t w i t h t h e 
m e m b e r s of e a c h t e a m than it w o u l d be 
p o s s i b l e o t h e r w i s e to do so. 

"To s e c u r e t h e m a x i m u m of b u s i n e s s a t 
a da i ly - fee c o u r s e I m a i n t a i n the profes -
s i o n a l m u s t g e t in to t h e c l o s e s t c o n t a c t 
a n d i n t i m a c y p o s s i b l e with all of h i s 
c l i e n t s and t h u s be in a pos i t ion to i m p r e s s 
the t r u i s m that b e t t e r and l e s s e x p e n s i v e 
m e r c h a n d i s e c a n be h a d in the gol f s h o p 
of t h e p r o f e s s i o n a l t h a n a t any d e p a r t m e n t 
or cut rate store." 


