
Market Analysis, Smart Buying, 

Makes Pro's Season Profitable 
By C A R L K O H L 

ONE OF THE conspicuously successful 
young pro merchan t s is a fellow we 
shall call Eddie, because Eddie isn ' t 

his name and this yarn migh t prove em-
bar rass ing to our modes t he ro if r ight 
names were used. 

The tale of this kid's r ise is being paral-
leled by many br ight and ambi t ious assist-
ants . F rom the t ime he began polishing 
clubs he a lways was anxious to see tha t 
the member s were pleased by a super ior 
and personal ized kind of pro shop service. 
His boss promoted him to a s s i s t a n t and in 
tha t capaci ty he made money for his boss. 
The pro for whom he worked w a s a fellow 
who wanted to see his p ro tege rewarded, 
so he got him a spot as pro a t a small 
town club where the kid, ins tead of wait-
ing unti l t he season s t a r t ed to get on the 
job, visited his members , go t acquainted 
and sold goods while the snowr was still 011 
the ground. Af ter a few yea r s in the 
bushes he was recalled to the big t ime as 
a m a s t e r pro. Now we ' re ready for the 
story of his first year a t a big job. 

When I signed for th is job early this 
year (i t 's t he boy wonder speak ing from 
now on) , I knew I was fol lowing a fine man 
and I had to begin r ight a w a y doing some 
planning. I s ta r ted with the expense sheet , 
and budgeted my opera t ing expenses as 
fa r as I was able. 

I made some cuts, jus t l ike o ther busi-
ness men have had to do in these t imes. 
I had one sh iner less in t h e workshop. 
I got a live and neat fel low in the shop 
salesroom for $50 less than was paid the 
previous year . I got a very good ass i s tan t 
who wanted to establ ish a repu ta t ion in 
my distr ict , by giving him all t he income 
from his lessons, instead of t he gua ran tee 
the previous ass i s tan t had received. Of 
course, I had to hust le l ike hell and sell 
lessons for th is team-mate and help him 
sell more by himself, so he would ea rn 
enough to keep him very much in teres ted 
in a good paying job. Those economies 
may seem r a t h e r brutal , bu t I don ' t recall 
any good bus iness men in o the r fields neg-

lec t ing to be b ru ta l if the c i r cums tances 
d ic ta ted . 

Good Shopping 
A f t e r I'd got my staff of grea t boys l ined 

up and told them w h a t we all we re up 
aga ins t , I began my shopping. I was able 
to ge t some fine buys by th is shopping be-
cause my deals were made for cash or t h e 
quick discount. I shopped for sh i r t s , um-
brel las , socks, swea te r s , etc., and i t 's sur-
pr i s ing wha t deals a fellow can get if 
he shops. 

T h e big danger is t ha t the pro who 
doesn ' t know any th ing about th is so r t of 
merchand i se will g e t gypped with some 
good looking but real ly terr ible stuff, un less 
he t a k e s a f r iend who knows th is so r t of 
merchand i se with h im as an adviser , or 
buys well known, t rade-marked merchan-
dise. The good stuff t h a t I got a t a be t t e r 
profit , you can be t all of us pushed. The re ' s 
one i tem tha t we got a t an inside price 
t h a t we pushed so it outsold all o the r stuff 
we stocked in i ts line, 10 to 1. T h a t showed 
us w h a t pros can do when they m a k e up 
the i r minds to push someth ing they know 
is good and tha t offers them a good profit . 

I bought imported spor t s umbre l l a s for 
$4.25 aga ins t the $6.50 the o ther boys paid 
for them. I bought silk r a i n j a c k e t s for 
$4.00 agains t t he $7.75 the fel lows who 
d idn ' t shop wi th cash had to pay. I 
worked to get eve ry th ing we could a t t he 
lowest price and I had someth ing to back 
my proposition with, a s I knew my shop 
would sell a lot more stuff than some of 
t he s tores tha t we re get t ing longer dis-
counts . 

Don ' t get me wrong on this bus iness of 
being a chisler. You can ' t tell me any-
th ing about the sel l ing power of good ad-
ver t i s ing to the public on golf goods. It 
m a k e s the public go fo r the stuff jus t t h a t 
much s t ronger and quicker , and I'd be a 
sncke r not to t ake advan tage of th i s " in." 
But I didn' t st ick my neck out fo r stuff 
t he public would be inclined to go for and 
he lp build it up, only to h a v e sa le s 
sna tched away f rom me by some dea l e r s 



who bought lower t h a n I did and could 
afford to cut under my prices . I figure 
tha t if anybody can do bus iness a t a profit 
fo r less sel l ing cost t h a n I have , someth ing 
is phoney. 

Pep Talks to the Staff 
Our gang got toge the r regular ly for wha t 

the big business birds call sales confer-
ences . I filled the gang fu l l of the old 
pepper and some hunches on selling tha t I 
had r ead or picked up by l is tening to 
s m a r t guys . Any m e m b e r who hinted 
about buying someth ing a n d couldn' t be 
sold by t h e boys, was repor ted by them 
and I t r ied the fine I ta l ian cunning. Being 
the boss m a n set me up, and I could sell 
stuff a lot of t imes w h e n be t t e r work by 
the boys hadn ' t moved it, fo r folks like to 
do bus iness with the No. 1 guy. 

T h e best s tun t we pulled was to keep 
watch on the bags. We 'd see who needed 
anyth ing , and if we saw stuff coming in 
f rom t h e outside, especial ly cut-price balls, 
we would give the s t r ays a t r e a t m e n t of 
Old Doctor Eddie 's Sovere ign Remedy, the 
Sel l ing with Service salve. This examina-
t ion of t he bags t ipped us off to a number 
of p laces where we could split se ts and 
supply severa l pu rchase r s wi thout being 
s tuck wi th some spares . 

W h e n a sa lesman would come in with 
some specia l ty we would t a k e it on con-
s ignmen t and make an hones t , pers i s ten t 
ef for t to push it. We w a n t e d to see if the 
stuff would go a t our place a n d if it would, 
we were plenty willing to load up. But 
being caut ious in th is m a t t e r saved us 
f rom be ing lef t with some stiff merchan-
dise in t h e inventory th is fall . 

W e did a land-office bus iness on shoes 
and jewel ry tha t we handled on consign-
ment . Shoes are good profi t makers for 
t he pros, bu t the hell of it is runn ing the 
r isk of being left holding the bag on s tock 
t h a t isn ' t ordered r ight . W e kept enough 
cons ignment stock to a t t r a c t buyers, but 
a t t ha t , t he stock moved f a s t enough to 
m a k e the shoe m a n u f a c t u r e r happy. 

One place where I picked up a s leeper 
was sel l ing a s caddie pr izes recondi t ioned 
clubs t h a t we had t aken on trade-ins. W e 
also did a big business in pr izes for tour-
n a m e n t s and par t ies held a t our club by 
hav ing an a s so r tmen t of t hese prizes dis-
played separa te ly so the fel low wh© had 
put off buying these pr izes could pick up 
some g rea t stuff a t the las t moment . 

Ripley it, or not, a s we closed down for 
the season I had only a l i t t le over 1% of 
my season ' s turnover figure tied up 

Jones' Retirement Puts Pros Back v 

Into Big Show 
I IGHT IS shed on the gal lery a t t r ac t i on 

of Rober t T. Jones , Jr., by s t a t e m e n t of 
f igures on 1931 nat ional championship 
gates . The gate a t t he 1930 Nat ional Open 
was $46,765.50. Th i s year the Burke-Von 
E lm mara thon a t Inverness grossed $25,- < 
401.50. L a s t yea r ' s ama teu r coronat ion 
ceremonies drew $55,319 a t Merion. This 
year ' s Ouimet reviva l meet ing dragged in 
$13,831 a t Beverly. Accordingly, some 
gen t versed in h igher ma thema t i c s migh t 
figure tha t Robe r t was wor th $62,852 of 
t h e cus tomers ' money per year , and he 
probably would no t be f a r wrong. Re-
member ing t h a t th is draw covered 10 days 
of play, the figure makes Babe R u t h ' s sal-
a ry look like the change a newsboy leaves 
on his s tand. 

Jones has a t t r a c t e d about $40,000 th rough 
exhibi t ions since he went c inema. Of t h a t 
sum he t akes no th ing for himself , but 
pu t s 25 per cen t of t he proceeds of h i s ex-
hibi t ions into t h e At lan ta Char i ty T r u s t 
f u n d . 

Wi th Jones out and the pros playing 
for dollar gal lery fees, the s u m m e r tourna-
m e n t schedule h a s been very sa t i s fac to ry , 
cons ider ing everyth ing . The P. G. A. 
championsh ip at Providence, the bes t han-
dled affair in the associa t ion 's his tory, took 
in about $25,000 and the Ryder cup 
matches , despi te t he bull m a r k e t admis-
sion price and t h r e e competi t ive m a j o r 
even t s in Ohio a round the Ryder cup da te , 
b rough t $13,500 th rough the portals . 

Other prize money during the s u m m e r 
r a n be tween $90,000 and $100,000, w i th the 
gal lery and en t ry f ees pract ical ly offset-
t ing the expense of put t ing on the af fa i rs . 
It was repea ted ly demons t ra ted t h a t gal-
ler ies will go for exhibit ion golf when the 
admi t t ance price is modera te . 

T h e Burke-Von E lm team probably will 
g ross around $14,000 for the i r showings 
s ince the Open. Joe Kirkwood is the Dun 
and Brads t ree t champion of t he yea r . 
W i t h his re l iable ac t of mak ing a golf 
ball s tand up, sit down, roll over and say 
"Uncle Joe," he is sti l l br inging t h e m in, 
both in the big t ime and out in the hay-
field courses . 

Revival of i n t e r e s t s in exhibi t ion golf 
due to lower gate pr ices got over to the 
r e s t of the gal lery aces la ter in t h e sea-
son and when they found out t h a t 1,000 
t imes $1 bea t 250 t imes $2, they began to 
go on some prof i table prowls. 



HAGEN 
CLUBS for 

PROS only 

Make them 
Work for you 



CHAMPION STARLINE 

To be sold 
ONLY by 
PROS 

At the time we started making Hagen clubs we adopted a sales policy that 
made it possible for the pro to obtain his rightful share of the profitable 
business. It was a bold stroke in the golf industry, but pro's, by giving us 

CHAMPION 



w 

r Iff support, have made it possible for us to stick to our guns. 

Now comes another step—another recognition of the important position professionals 
in the selling of golf equipment—Hagen clubs that will be sold only in pro shops. 

range of strictly quality matched clubs has been created for these exclusive pro 
lels. As illustrated, the "Champion" woods and irons, made with True Temper steel 

vis, will retail at $12.00 and $9.00 respectively. A more reasonable combination of 
ariine" woods and irons, made with Hagen steel shafts, will retail at $10.00 and $6.50 
>ectively. Then we have also developed a special wood club, the "P.G.O." model, to be 
1 by "professional golfers only." This club is made with the latest development of the 
h sAaft industry, the True Temper Compensator steel shafts. It retails at $12.00. 

Though the "One-Two" woods and irons also illustrated are to be sold through all 
[sen retail outlets, we feel a mention of them here is appropriate. The woods will retail 
S15.00; the irons at $10.00. Both are made with the True Temper Compensator Shaft, y 

Consider the advantages of selling the "pro only" llagen clubs, and then go out after 
r rightful share of the profitable sales in 1932. 

ONE-TWO P. G. O. 

ONE-TWO 



The NEW WEIGHT 
Ilagen balls in the new weight are ready for you. We have a good stock of these 
heavier Ilagen balls at the factory right now just waiting for your order to 
start them on their way to your shop. 

And while we're on the subject of the new heavier ball, we'd like to say that 
the new Ilagen ball we've developed is just about the finest thing that has ever 
been created for this grand old game. 

The 1931 season showed a tremendous increase in the sale of the Ilagen 
ball. But golfers who put their confidence in the Ilagen this season have still 
a new thrill coming to them in the new Ilagen in the heavier weight. Try it 
yourself. We really believe it's the greatest golf ball that was ever built— 
barring none. 

The L. A. Young Company, Detroit 
Makers of Hägen Products 

Also Sales Offices at: 
New York . 
Chicago 
San Francisco 
Los Angeles 
Seattle 

. 17 W. 45th St. 
14 E. Jackson Blvd. 

153 Kearney 
730 S. Grand 

1110 Second Ave. 



When the University of Minnesota gets its golf course completed it will have one of 
the nation's outstanding school plants. The clubhouse would do credit to many a first 
class private club. Modern equipment and construction methods have been extensively 
employed. A caterpillar 15 and rotary scraper are shown here preparing the seed bed 

in front of the clubhouse 

Colleges Waken to Gol fs Value; 
Many School Links Probable 

By HARRY STOVER 

THERE IS ample evidence t h a t the 
growth of golf a t high schools and uni-
vers i t ies is acce lera t ing to t h e point 

where school course construct ion may soon 
exceed the s t ad ium building act iv i ty of 
f r o m five to ten years ago. 

Dur ing the past two years GOLFDOM 
has received f rom majo r and m i n o r insti-
tu t ions of the h igher learn ing numerous 
requests fo r course design and construc-
t ion in format ion . At least 40 copies of 
t h e Golf Club Organizers Handbook have 
heen requested by such es tab l i shments in 
response to the Club and Ball Manufac tur -
e r s ' Associat ion's offer to f u r n i s h these 
helpful manua l s without cost. 

This t r end is good news to the makers 
of course construct ion and ma in t enance 
equipment and supplies and to the play-
ing equipment manufac tu re r s , fo r noth ing 
could bet ter ind ica te a cont inuance of the 
game's swif t g rowth on a las t ing basis . It 

is good news, too, to the greenkeepers , 
profess ionals and m a n a g e r s who desire an 
expans ion of the m a r k e t for their services. 
Bu t the development has a still wider sig-
nif icance, according to social r e sea rch ex-
per ts . These au thor i t i e s comment on the 
extension of golf as an undeniable indica-
tion t h a t the country is f avor ing the spor t 
t h a t a t t r a c t s active par t ic ipa t ion of play-
ers of al l ages and both sexes. 

One of the problems of scholastic ath-
letic ins t ruc to rs a lways has been to get 
the i r charges in teres ted in games t h a t 
would benefit the pupils long a f t e r s tuden t 
days. Golf is obviously the happiest solu-
tion, and for th is reason h igh schools and 
colleges generally a re al lowing a th le t i c 
c red i t s fo r golf. 
Number of College Courses Grows 

Yale and Leland S t an fo rd have flrst-
class golf courses of the i r own. Ohio has 
begun construct ion of a course of cham-



pionship design and excellent courses also 
a re owned by the un ivers i t i es of Michigan, 
Minnesota, Washington a n d Notre Dame. 
Penn S ta t e has its own golf facil i t ies and 
T u f t s s tuden t s have six holes of thei r own 
course buil t by the ins t i tu t ion ' s scholars. 
In a number of other cases univers i ty stu-
den t s a r e allowed to play on local courses 
a t special rates. 

The Scholastic, a na t iona l magazine for 
h igh school classroom, ea r ly th is season 
made a survey of eas te rn high school ath-
letic d i rec tors as the in i t ia l step in i ts 
campa ign to promote golf in the high 
schools. That magazine acquainted the 
P. G. A. wi th the campaign, which involves 
the use of pro golf ins t ruc t ion at the 
schools. Although the survey was l imited 
to a few representa t ive high schools in 
Ohio, Pennsylvania , New Jersey and New 
York, the answers give a reasonably accu-
ra te picture. Fo r ty a th le t i c directors an-
swered. They had under them 44,659 
s tuden ts . 

Answers to some of the leading questions 
w e r e : 

"Do you favor golf play by s tuden t s?" 
38 yes, 1 no and 1 not as university sport. 

"Has golf ever been t augh t in your 
school?" 13 yes, 27 no. 

"How many golf courses in j o u r ci ty?" 
195 total returns. 

"If you could secure a competent golfer 
wi thou t charge to teach s tudents in your 
h igh school, would you a r r a n g e a class?" 
31 yes. 

"How many s tuden t s par t ic ipa te in golf 
c lasses?" 978. 

" H a s your school ever had a golf tourna-
m e n t ? " 12 yes. 

" H a s your school ever been represented 
in a ci ty or na t ional t o u r n a m e n t ? " 14 yes. 

"Would you l ike to have a school golf 
t o u r n a m e n t ? " 34 yes. 

Pros Get on Job 
Some of the profess ionals who learned 

of th i s ques t ionnai re volunteered thei r 
services as inst ructors , wi thout charge, for 
h igh school classes. By the t ime school 
ended the pros had profi ted sat isfactor i ly 
f rom club sales, p r iva te lessons and pub-
licity. 

In the Chicago d is t r ic t several profes-
sionals have done grea t work with, and 
for , the high school s tuden ts . Ed Garre , 
pro a t La Grange C. C., s t a r ted out by giv-
ing g roup lessons f r ee f rom 3 to 5 P. M., 
Tuesdays and Fr idays , to the s tudents of 
t he Lyons Township h igh school. Eddie 
in tended tha t the course would be six les-

sons, but both the length of the course and 
the t ime of t he class lessons were pro-
longed by popular demand. He also gave 
some t ime to h is high school boys' team 
Sa tu rday mornings . It mean t some sacri-
fice of lesson profi ts to Garre , bu t the 
members recognized wha t the i r pro was 
doing for the cause and in the long run 
Eddie probably can charge th is t i m e up to 
profit and loss wi thout any tears . 

Due to new s tudents s t a r t i n g in the 
classes every week the problem of class in-
s t ruct ion was r a t h e r difficult, bu t t h e com-
petent La Grange pro managed to handle 
his acolytes sat isfactor i ly . The classes 
ranged f rom 80 to 100 pupils. Ed says 
tha t even the lesser number is too many 
but the pro has to do the best he can. 

More Girls Than Boys 
The Scholastic survey found the high 

school a th le t ic directors believing t h a t the 
boys and gir ls would r a n k about even in 
mak ing up the golf classes, but t h a t hasn ' t 
been the experience of Garre and Jock An-
derson, pro a t t he Techny Fie lds (Chicago 
dis t r ic t ) fee course who also has been con-
duct ing group inst ruct ion sessions fo r high 
school s tudents . Both Ed and Jock have 
found t h a t 80% of these classes a r e girls. 
The boys seem to pick up thei r golf caddy-
ing. 

Both of the above named pros say t h a t 
about 15% of the classes show unusua l 
promise and cite cases of youngs te rs who 
have taken several group lessons and then 
scored very credi tably on the first rounds 
they ever played. 

"Give me a slow s ta r te r every t ime if I 
am to make the kid a golfer," Ga r r e says. 
"The beginners who look so te r r ib le a t t he 
s t a r t get the r i g h t sort of a swing ground 
into them deeply because of the difficulty 
they experience in get t ing any sor t of a 
groove. It t akes patience on the p a r t of 
the pro, but i t 's a lot easier t han t each ing 
many of the individual adul ts who a r e the 
average pro 's pupils ." 

At the Techny Fields course, g roup in-
s t ruct ion of the New Tr ie r h igh school 
s tudents wi thou t cost to them is legiti-
mately used as a business development 
method. The classes s ta r t Sa tu rday morn-
ing a t 8:30 and a re divided into two ses-
s ions; one fo r the f reshmen and sopho-
mores and the o ther for the j un io r s and 
seniors. 

Each of the s tudents is given a reduced 
r a t e t icket which becomes valid when 
signed by the s tuden t ' s class adviser . T h e 

(Continued on page 43) 
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An absolutely 

NEW PRINCIPLE 
in golf club design 

THE whole world buzzed with the news, "Bobby Jones joins A. G. 
Spalding & Bros. ' ' 

This association was an effort to bring together the man who had 
done most for golf, with the manufacturer who had done most for golf, 
for the purpose of improving golf implements. Now, after months of 
tireless work, that association has brought forth the finest set of golf 
clubs the game has ever seen—the new Spalding Robert T. Jones, Jr. 
Irons and Woods! 

I n t r o d u c i n g the n e w i r o n s ! * These new irons intro-
duce a definitely new golf club design! The head combines a maximum 
of weight in the blade and a minimum of weight in the hosel. To secure 
this desirable combination, Jones has adopted the wide sole flange, 
refined to make it one of the most beautiful iron heads ever designed. 
This wide sole flange, together with the lighter hosel, lowers the point of 
percussion—puts it nearly two inches lower than it is on hickory shafted, 
and nearly an inch lower than it is on the ordinary steel-shafted 
iron —and gives the sweetest feel yet known in an iron. As Jones 
himself expressed it, "the blade seems to flow through the ball". 

This flange sole also lets the club almost automatically "s i t " r ight . . . 
gives the player better control over the head . . . and is less apt to dig 

•Sec December G O L F D O M for Announcement of W O O D S ! 


