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ARE WORKERS PRO GOLD MINE? 
Opportunity for substantial in-
come awaits live-wire pro action 

T F pros show imagination, energy and salesmanship they can develop 
M. quickly a rich new market for their services in the instruction of factory 
and office workers. That is the straight tip from the head of the employees' 
recreation department of one of 
America's largest manufacturing com-
panies. Said this man recently to a 
GOLFDOM reporter: 

"I have just completed a survey of male 
and female employees' sports interests. 
The results show an interest in learning 
golf f a r ahead of the interest shown to-
ward any other sport. 

"Several hundred of our men and women 
want to get golf instruction. They are 
sold on the idea they can afford to play 
golf, but they don't know how to begin. 
My budget right now doesn't permit very 
much for golf instruction and I'm up 
against the problem of trying to handle a 
few of the requests for golf instruction 
with my limited budget, without having 
those who can't be handled complain 
about discrimination. 

"It 's a marvelous opening for an ener-
getic golf instructor to sell himself. The 
young women and men are willing to pay 
25 or 35 cents apiece for class lessons and 
engaging their own instructor. They're that 
eager. Now wouldn't you think with that 
opportunity, which must exist to some ex-
tent at hundreds of other plants in the 
country, that some pros would hop into 
this opening by a lively solicitation of 
business ? 

Is $3200 
Called Dough? 

"I t would be easy at our place for a 
pro to get four half-hour classes of up to 
50 people each, five nights a week. Say 
that he averaged 40 pupils a class and 
each pupil paid 25 cents a lesson. That 
would be $40 a night and $200 a week. I 
know what these people of ours want, and 
I know that a live professional could have 
a crowded schedule of class lessons at least 
16 weeks. That means $3,200 extra in four 
months for some one pro who is willing 
to work and who will get busy and sell 
himself. 

"In our plant, judging f rom the survey 
I have made, there is $10,000 a year of 

pro class lesson money available if pros 
would go af ter it in the right way." 

This comment made the GOLFDOM re-
porter blink. Mention of $3,200 for four 
months work of less time per day than 
would be spent playing 18 holes, no travel-
ing expense except a pint or so of gasoline, 
no overhead except that which might be 
charged up to the loan of reconditioned 
old clubs for instruction, made the GOLF-
DOM guy dizzy. Few of the stars of the 
tournament field do much better than 
$3,200 in four months of hard work and 
good luck, and out of that $3,200 must 
come heavy expenses. 

Where 
Is the Rub? 

Well, what is the trouble? Are the 
pros asleep to this opportunity ? Are they 
afraid to go about soliciting this business ? 
Don't they know how to sell i t? Are 
they scared of being rebuffed on the first 
t r ia l? Or (and please don't mention this 
to a soul) are the boys who could use this 
sort of dough the most just too damned 
lazy to run the risk of having to work fo r 
$10 an hour on a routine that admittedly 
will become monotonous before the esti-
mated four months duration of the group 
lesson season has run its course ? 

You make your own guess. 
The group instruction idea applied to 

office and factory workers has been such 
a success in Cincinnati, under the opera-
tion of Red Strauss and his golfing staff 
of the local recreation commission, tha t it 
actually has started a golf boom in the 
town. Group instruction is doing wonders 
with kids in schools. There certainly 
can't be the result obtained with group 
instruction that come from individual in-
struction, but the class lessons are good 
introductory stuff and get the folks 
started right. People easily get over their 
self - consciousness and embarrassment 
when they enter golf through the group 



flHYVf» 
T h e new Bris to l W o o d s a n d Irons are 
rapidly w i n n i n g p layer p r e f e r e n c e . And n o 
w o n d e r ! T h e y ' r e ' E q u i - T u n e d " ! 

T h e s e n e w sets are p e r f e c t l y m a t c h e d — 
per fec t ly t i m e d . Each s h a f t is sc ient i f i ca l ly 
graded in flexibility to the n e x t s h a f t in 
l ine . Every c l n b has b e e n g i v e n the exact 

a m o u n t o f s t i f fness or w h i p that e x p e r t s 
say it s h o u l d have. 

D o n ' t over look t h e s e new "Equi -Tuned*' 
Clubs . T h e y o f f e r t h e p layer bet ter c o n -
t r o l — s m o o t h , s w e e t - f l o w i n g act ion . A n d — 
t h e y o f f e r y o u an o p p o r t u n i t y f o r ex tra 
sa l e s a n d prof i t s . 

THC BRISTOL E Q U I - T U M C O %SCT Or «SHAFTS 
» e g u a p a t o f f 

Note—As the Control Po in t is l o w e r e d the 
s h a f t is propor t iona te ly s t i f f e n e d . In a 
set o f W o o d s — t h c Driver is a p p r o x i m a t e l y 
5 per cent m o r e flexible t h a n t h e Brass ie , 

a n d 7 Y 2 per cent m o r e flexible t h a n t h e 
S p o o n . In a set o f I r o n s — t h e Nibl ick is 
a p p r o x i m a t e l y 3 0 p e r c e n t s t i f fer t h a n t h e 
No . 2 I ron . 

W R I T E f o r n e w 1 9 3 7 Golf Cata log wh ich shows all o f 
the Clubs, Ba l l s , B a g s and S u n d r i e s o f f e r e d by Br i s to l . 

T H E H O R T O N M A N U F A C T U R I N G C O M P A N Y 
4 8 5 H O R T O N S T R E E T , B R I S T O L , CONN. 

BRISTOL Efu-tmieÀ 
G O L F S H A F T S and C L U B S 



lessons. This a t t i tude of f e a r toward the 
game is keeping many people out of golf ; 
the pros had bet ter inves t iga te and learn 
the fac t . 

Today 's labor si tuation makes it highly 
desirable t ha t each employer see tha t his 
employees are happy and interested in 
something other than the C. I. 0 . promise 
of three kinds of pie a la mode with each 
meal. I t ' s the time of t imes f o r pros to 
walk in and take a prominent and profit-
able p a r t in the workers ' recreational 
plans. If today's pros don't , you can bet 
some sharpshoot ing caddies will go to 
work on the recreational s t a f f s of corpo-
rat ions, teaching golf a t $40 or $50 a week. 
Then the pros will moan a t a good thing 
slipped away. 

In the present s t a tus of fac to ry and 
office workers ' golf in teres t , the pro who 
ge ts the c lass lessons also g e t s in on the 
ground floor supplying the playing equip-
ment f o r pupils. Inexpensive sets of be-
g inners clubs can be secured by pros f rom 
m a n u f a c t u r e r s a t prices s t r ic t ly competi-
tive with store stuff. 

There probably are several a rguments 
aga ins t pushing the sale of pro instruc-
tion services on the g roup lesson basis to 
f ac to ry and office employees, but you will 
have to ge t all those a r g u m e n t s f r o m some 
pro who would sooner a r g u e agains t an 
idea than g e t busy with it and see if he 
can make some money. 

The m a r k e t is there. In f ac t it is so 
keen f o r golf instruct ion t h a t the official 
of a prominent sport ing goods manufac-
tu r ing company quite active in the golf 
field recent ly was surprised by having a 
reques t f o r golf instruct ion f o r his em-
ployees presented to him by one of their 
representat ives . The spor t ing goods mag-
na te said t he incident awakened him to a 
real izat ion of how sadly the golf business 
was muffing easy marke t promotion oppor-
tunit ies. 

It does seem funny , though, to think of 
wha t corporat ion employees' wel fare and 
recreat ion exper ts say about the chances 
f o r pros m a k i n g money out of teaching 
groups in industry, and then see how little 
is being done in this direction. 

Maybe some of the lads figure such 
work would wear them out and they 
wouldn' t be able to enjoy the i r vacations 
in the south in the winter . There, as we 
all know, they make so much money t ha t 
any re fe rence to $3,200 f o r f o u r month 's 
work of two hours daily on a five day 
week, would be positively insul t ing. 

A t Last! Book on Rules of Gol f 
Available to Settle Arguments 

J ^ O LONGER need harried tournament 
chairmen, golf pros and other club 

officials find themselves on the spot when 
a rgumen t s over the rules of golf a re laid 
in their laps fo r decision. The long-
awai ted book, "Golf : I t s Rules and Deci-
sions," by Richard S. Francis, has been 
published and is available at book-stores 
or direct f rom the publishers, The Mac-
millan Co., New York City; price is $3.00. 

The 400-page volume takes up each 
ru le of golf in t u r n , give a thorough-
going explanat ion of i ts intent and l imita-
t ions, and then quotes such decisions of 
the USGA and the R & A as apply and 
will c l a r i fy the rule being discussed. The 
answer to almost a n y si tuation t h a t can 
a r i se on a golf course is readily findable, 
since the book has been careful ly indexed 
and cross-indexed. 

The surpr i s ing t h i n g about "Golf : I t s 
Rules and Decisions" is its readableness. 
The au thor has r e fused to look on the 
ru les a s a code to be approached wi th 
respect and awe, bu t instead has en-
livened the pages wi th personal anecdotes 
and en te r t a in ing discussions on the 
spor t smanship and ethics behind the rules . 

No club, pro-shop or tournament com-
mit tee should be wi thout th is fine r e f e r -
ence book. Noth ing like it has been avai l -
able heretofore and it will serve a s a 
cour t of las t appeal f o r 99% of the ru les 
a r g u m e n t s t ha t a r i se a t a given club.— 
J . W. F., J r . 

Dinner to Corcoran—A testimonial din-
ne r to F red Corcoran, tou rnament bureau 
m a n a g e r of the PGA, was given a t Hotel 
S ta t l e r , Boston, Apr i l 14. On the com-
mit tee conducting the affair fo r the f o r m e r 
executive secre ta ry of the Massachuse t t s 
Golf Assn., were F r a n c i s Ouimet, E r a s t u s 
Badger , president MGA; Les Cottrell , 
Boston sports wr i t e r s and A. B. S a v r a n n , 
who was cha i rman of the banquet . 

Open Dates in North-West—Bob Li t t ler , 
Nor thwes te rn Pacific Coast a m a t e u r who 
has been a prominent f ac to r in the pro-
motion of the Open tournament schedule 
in t h a t section, on a recent t r ip eas t an -
nounced as the t en ta t ive schedule f o r 
these events : Aug. 6-8, $5,000 a t Sea t t l e ; 
Aug. 12-14, $5,000 a t Vancouver ; Aug. 16-
18, $3,000 a t Vic tor ia ; Aug. 20-22, $5,000 
a t Spokane. 



A T T R A C T - I N T E R E S T - CONVINCE CUSTOMERS 
D i s p l a y This A u t o m a t i c S a l e s m a n P r o m i n e n t l y 

—and see the golfers gather around. 
Everyone will want to spin the wheels 
that demonstrate dramatically the fly-
wheel action that makes the New 
Hol-Hi K-28 sensationally different 
from any other golf ball in the world— 

gives it its uncanny accuracy in the scor-
ing zone . . . When the golfer, eager to 
lower his score, operates this fly-wheel 
demonstrator he will be glad to pay 
75c for the New Hol-Hi K-28. Get your 
fly-wheel demonstrator and cash in. 

W I L S O N S P O R T I N G G O O D S C O . , Ch icago, N e w Y o r k a n d O t h e r L e a d i n g Ci t ies 
• Use QUICKMAIL coupon No. 1 to answer this ad • 



"T^THEN this new golf 
^ ^ W b a l l marking was 

"hatched" in the Spal-
ding laboratory, we were 

the first to admit that it would never 
win a beauty prize. 

But here at Spalding's, we'd been 
experimenting for two years, trying 
to tlevelop a ball that would "get up" 
quicker for the average hitter without 
loss of distance. So we gave the new 
"Ugly Duckling" a chance to show 
what it could do — and what a swan 
it turned out to be! 

In addition to "getting up" quicker, 
the "Ugly Duckling" cut through 
headwinds the way a buzz-saw eats 
through a spruce log! Crosswinds 
were so much wasted breath on its 
arrow-like flight! Nobody had to teach 
this fledgling how to fly! 

And on the ground, the "Ugly Duck-

ling" turned in an equally impressive 
performance. That's easy to under-
stand, for its marking—which revives 
the rugged appearance of the Bramble 
marking, so popular many years ago 
—creates the illusion of a larger hall . . . 
makes it easier to blast out of a bad lie. 

In short, if ever a golf ball marking 
earned its prideful place in the Spal-
ding line-up, the "Ugly Duckling" did! 
That is why you can confidently offer 
your members this new marking on 
these three famous Spalding golf balls: 
the "Needled" Kro-Flite, Top-Fl i te 
and Tournament . . . each of which is 
plussed with a Geer Patent Cover for 
extra toughness. 

We predict that you'll find this 
brilliant new-comer an 
outstanding performer— '̂  
both 011 the fairway and 
in sales, too! 





T h e pro-shop a t Recreat ion p a r k is in s t ra teg ic locat ion to get the m a x i m u m of th rough t ra f f ic 
f r o m course pa t rons . 

HE D O E S N ' T L E T BUSINESS GET B A D 

By D. SCOTT CHISHOLM 

RE C E N T L Y I motored from Los Angeles to Long Beach in search of 
something unusual in the way of a story from a chap named Harry 

Bassler, who holds forth as professional at the municipally owned and oper-
ated Recreation Park golf course at 
that city by the sea. En route I re- • 
called the time some ten years ago 
when I volunteered to drive the emi-
nent Damon Runyon to the first 
Long Beach Open tournament. We 
got lost among the oil fields and took 
four hours for an hour's ride. Even-
tually we arrived at the golf course as 
the last threesome was approaching 
the home green—and Damon never 
muttered a word of reproach or re-
buke. I recalled these facts most 
vividly this beautiful Easter morn 
as we drew up at Bassler's ultra 
modern shop atop the hill. 

Knowing H a r r y as I have done for a 
number of years and the close attention 
he has always paid to his business of run-
ning his shop for profit, it was not neces-
sary f o r me to telephone in advance to 
learn if he would be there. I t was on 

Eas te r Sunday and I knew he would be 
on the job. I caught him selling a two-bit 
pa i r of gar ters and f rom the undivided 
at tention he gave tha t customer one would 
get the impression a complete set of clubs 
was a t stake. He didn't run away f r o m 
his man to shake hands with me nor any 
of tha t stuff. He finished his t ransaction 
with his customer first and then and only 
then did he give me the grip of fr iendli-
ness. I think the last time I had seen 
H a r r y was when I had the pleasure of 
announcing tha t he had won $800 f o r 
t ak ing third place in the 1936 Seattle 
$5,000 Open tournament which Macdonald 
Smith copped in a s treak of amazingly 
fine golf. I stood on the last green a t 
t ha t event, acting as announcer of scores, 
when H a r r y closed his final round with 
f o u r birdies in succession to pocket the 
jack. 



NEW A M E R I C A N 

D U N L O P MAXFLI 
75 t 

• T h e m o s t s e n s a t i o n a l g o l f b a l l n e w s i n y e a r s ! 

D u n l o p M a x f l i , i s n o w m a d e i n A m e r i c a a n d s e l l s 

f o r n o m o r e t h a n a n y g o o d b a l l . . . s e v e n t y - f i v e 

c e n t s 1 A n d i t ' s b e t t e r t h a n e v e r . . . h a r d e r , l o n g e r -

h i t t i n g , m o r e d u r a b l e . . . w i t h y a r d s o f e x t r a 

w i n d i n g a n d a n e w t h i n n e r c o v e r t h a t ' s s p e c i a l l y 

v u l c a n i z e d t o p r e v e n t w e l t i n g . S h o w i t t o y o u r 

m e m b e r s . . . l e t t h e m t r y i t o u t . . . l e a r n w h y c h a m -

p i o n s t h e w o r l d o v e r h a v e m a d e M a x f l i first c h o i c e ! 

/ / K I N G S OF S W I N G " . . . new Dunlop Clubs 

MAX^FLI 

W e re proud to p r e s e n t these fine new woods a n d i rons. And 
you ' l l be j u s t as p r o u d t o show t h e m t o y o u r member s . Gold 
C u p s fo r t o p no tch p laye r s . . . Maxfl i , t h e medium-pr iced q u a l i t y 
s e t . . . and Silver C u p s f o r t hose w h o w a n t genu ine Dun lop c lubs 
a t n o higher cost t h a n u n k n o w n b r a n d s . 

P O P U L A R P R I C E D M A X F L I SET 
T h e new woods . . . five of t h e m in a numbered se t 
. . . a re bui l t fo r yea r s of h a r d - h i t t i n g p l ay . E q u a l l y 

fine in appearance , t oo , w i t h t h e i r ch rome finished 
s h a f t , leaded back h e a d s a n d pe r fo r a t ed calf sk in 
gr ips . The i rons t o p a n y t h i n g we 've seen so f a r ! 
E a c h h a s D u n l o p ' s " d o u b l e - b a l a n c e " f e a t u r e fo r 
p roper d i s t r ibu t ion of we igh t . T r y t h e m o u t now! 
G e t acqua in ted w i t h t h e new Kings of Swing! 

T H E H A N D I E S T C L U B S I N T H E S E T . . . S P E C I A L I R O N S 

P I T C H I N G W E D G E . . . d e s i g n e d t o C H I P P E R . . . i m p r o v e d m o d e l . s a m e EXPLODER.. . R o u n d e d sole makes 
he lp y o u p i t c h ove r t r a p s . Fac ing l e n g t h a s p u t t e r . Saves s t r o k e s in s t u b b i n g imposs ib le in t raps . D e e p 
scored t o give p l en ty of s t o p . p lay ing r u n - u p s j u s t off t h e g reen , f ace scoring fo r s t op . 

For further informal ion use QUICK MAIL COUPON No. 2 

D U N L O P T I R E & R U B B E R C O R P . , 5 0 0 F I F T H A V E . , N E W Y O R K C I T Y 



H a r r y Bassler has a finely arranged 
shop. I would imagine it is the profes-
sional's ideal because every player who 
tees off a t Recreation Pa rk has to enter 
his shop to purchase his s t a r t ing ticket. 
There is no other way out of it. And if 
he enters the locker-room, as the great 
major i ty of them have to, he has to walk 
clear through and past all of Har ry ' s 
merchandising display. He is bound to 
almost rub shoulders with all sorts of club 
jets and bags which are tas teful ly dis-
played in abundance along the walls and 
m the shelves. 

Players cannot help but be halted by 
ooxes of merchandise t ha t form an at t rac-
cive alTey en route to and f rom the locker-
room. The arrangement is uncannily cun-
ning and would do credit to any mer-
chandising magnet of the modern order. 
The entire environment is inviting. The 
walls are profusely decorated with photo-
graphs of famous golfers which create 
much interest and add a decorative at t rac-
tiveness to the whole surroundings. 

Handles Ticket 
Selling Himself 

H a r r y Bassler has lef t nothing to chance 
in the selling efficiency of his shop. There 
is no city employee selling the tickets 
to the hundreds of players who come 
every day in the year fo r a round a t 
Recreation Park. H a r r y sees to that . He 
has his own man handling tha t job. Ha r ry 
pays t ha t a t tendant out of his own pocket 
and in this manner perfects the efficiency 
and completeness of his sales staff. "A 
city employee might be 0 . K. but I'd pre-
f e r to have my own man a t tha t post as 
he can also make sales f rom my stock in 

H A R R Y B A S S L E R 

addition to selling his tickets, when occa-
sion demands. I think having my own 
man there is of vital importance," said 
Bassler. 

A golfer recently asked Har ry how 
business was. Without a moment's delay 
he answered, "Business is always good. I 
never let it get bad." Famous words, in-
deed, and worthy of analysis. This remark 
interested me very much indeed, so I 
threw a few inquiries at Harry—such as, 
"How do you keep things moving all the 
time—in wet weather for instance? How 
do you get them out to the course when 
they know the course is unplayable 
through ra ins?" 

Here are some of this very clever 
lad's replies and explanations: "F i r s t of 
all I t ry to turn over my entire stock 
of clubs every 60 days. I discount 
every bill t ha t comes into this shop which 
puts me in r ight with the manufacturers . 
At the end of 60 days, if I find a set of 
clubs tha t has not moved, I have an ar -
rangement with every manufac tu re r 
whereby I can exchange tha t set for some-
th ing tha t is more likely to sell. Tha t 
privilege comes through my bill discount-
ing. The new merchandise tha t takes the 
place of the old makes my stock look as 
f resh as paint every two months and my 
customers notice that . I don't leave i t to 
an employee to mail checks in payment of 
bills. I do all t h a t personally and then 
I know I am paying them within discount-
ing time. You would be surprised jus t 
how much cash I clear by discounting 
f rom month to month. 

Plans Rainy 
Day Activities 

" In wet weather a great many of the 
regulars who play Recreation Park know 
tha t I generally run off motion pictures 
of the s tars and also, a t times, of our own 
players and they hate to miss a show 
where their own pictures might be run- \ 
ning. I do this in my shop where they sit 
around and are in constant touch and 
view of all my merchandise. You would 
be surprised how much I sell on wet and 
unplayable days in this way. The boys 
have lots of time to handle clubs and 
inspect my stock and I see to it t ha t all 
my help is on the job every day, ra in or ' 
shine. I t ry to keep them as busy on an 
off day as on a Saturday or Sunday when 




