
Floor to ceiling natural light adds luster to Ridge's displays.

Fan of clubs and bag on wall back of register is
only one of many eye-catchers in the shop.

(Right) Mrs. John E. Kenny gets ideas from Bill
Fitzsimmons in selecting gift for husband.

Pegboard and corner shelves give latitude for
wide variety of displays.



Upright racks save wear and tear on bags, make
it easy to get at them. Boards on end of racks

hold location index.

tell you that there isn't any transfusion
quite like a brand new pro shop. Whether
the odor of fresh paint, the gleam of new
fixtures or the cozy feel of new carpeting
gives an added luster to the merchandise
and makes it more salable, Elmer can't say.
But the combination, the Ridge pro ob-
serves, is good for business.

"For as long as I have been here,"
Schacht says, "Ridge has been a pro's club.
Over the years we've been able to make
enough people conscious of the shop to
bring our patronage from the playing
members up to around 100 per cent. But
as good as business generally has been in
the past, I don't think it ever has quite
come up to what we've had so far this
season. And, as everybody knows, we
haven't had much of a break in the weath-
er.

"So," Schacht continues, "it must be
the new shop.

Kept tock in Drawers
"As I see it," Elmer explains, "we now

have plenty of room in which to display
our playing equipment and sportswear. A
year ago that wasn't true. Most of our
stock was put away in drawers, or kept
on shelves or stored in the back room be-
cause we didn't have enough space to put
it out. I'm sure that many of our customers
hesitated to ask to see numerous items,
particularly sportswear, because they
either didn't want to bother us to bring
it out or they didn't want to feel obligated
to buy it when we did. It was a rather un-
comfortable ituation all around.

"But now they can come in and look
around and see our full line from sports
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Ridge pros now know luxury of plenty of back-room
space. Mike White is shown cleaning clubs.

coats to carryalls and not feel pressured
to buy a single thing. I suppose," Elmer
concludes, "that the relaxed shopper feels
more inclined to spend his money than the
one ,~ho thinks he is under obligation to
buy.

In keeping with Ridge's relaxed at-
mosphere' neither Schnacht nor his three
assistants ever push a single item. 0
point of sale material is displayed in the
shop. About the only advertising aids that
are used are the occasional flyers that are
sent out calling atention to new or special
merchandise or to the sales that are held
not more often than once a month. Golf-
dom's "Christmas Shopping at Your Pro
Shop" has been a standby for several
years. The Ridge pro staff depends upon
its excellent displays, reputation fer hand-
ling quality lines and tactful salesmanship
to keep its merchandise moving.

Closing the Sale
Tactful salesmanship, incidentally in-

cludes a few stratagems to close a safe. If
Bill Fitzsimmons, who has been with El-
mer for six years, is selling a straw hat, it
isn't out of bounds for Mike White, an-
other assistant, to make the observation
that the hat does wonders for the custom-
er - in fact, makes him look like Sam
Snead. This kind of sales logrolling, while

(Continued on page 79)

Golldom



Pool Coating

with
";lD_BOND@

-"'-_,. .. A.f.'j)¥

Guaranteed against. . . of gloss,
loss 01' color, loss of adhesion above or below

the water line' No chipping, cracking or peeling'
Here are the
MAGNA-BOND facts
* Easily applied by roller,

brush, or spray-complete
system provides 4 to 5
mil thickness!* One-man, one 8-hour day
application for average
20' x 40' pool* "Polarized" vinyl
formulations with 32 to 33%
solids in solution-
indefinite pot life

MAGNA-

No other pool coating gives you such positive proof of
low, low maintenance costs! A written, direct-to-buyer
guarantee that closes more new pool orders - and
clinches profitable, year 'round maintenance of present
installations. That's because miracle MAGNA-BOND
can be applied at outdoor temperatures as low as 350

-

giving you a longer, more stable selling season-ac-
tually 10% months in all!
Now, before you risk the high service costs of usual
pool paints, take the first step to making more money,
with MAGNA-BOND! Write for full information, using
the coupon below. Do it today!

MAGNA-BOND, Inc.
1718 S. Sixth St., Camden 4, N. J.

Rush me all the profit facts on Magna-Bond.

BOND, INC. NAME:.

ADDRESS:

1718 South 6th St. Camden'4, N. J. CITY ZONE STATE .

o Builder 0 Maintenance 0 Supply Dealer

lul." 1966 83



on ider II ot Don't Overlook • In urance
• • Interest Charges Storage andn p 9 Maintenance Parts Expen e

y If • Reconditioning Costs
r r t

01£ cars have accounted for drastic
change in the club operating picture

but so far nobody se ms to be sure of the
extent and nature of the changes and the
adjustments required by th golf car era.

The cars have meant new revenue, new
expenses, new problems. They have m ant
the continuing activity of older golfers
whose physical condition might keep
them away from th game were they not
able to mak use of golf cars.

They have suppli d a ubstitute for
caddie service on days wh n boys are in
school and becaus of thi hav drawn
clubhouse and pro shop patronage and
gre n fe s where it oth erwise wouldn't be
realized. orne golf r believe the cars
will diminish caddie employment to a
marked extent.

The cars have ne ssitat d construc-
tion of n w bridg s and orne easing of
grades. At orne clubs ther has b n r -
qui red con truction of car paths, ith r in
greens and tees ar as only, or in these lo-
cation and at sides of fain ays, and con-

S4

struction of car garages. The car ha e re-
quired wid revision of cours mainten-
ance practic s.

Regulation and ducation
They have called for regulations go rn-

ing their use: regulation involving mern-
b r education and control and d ci ions
on suitability of turf for car traffic.

The cars have m ant fast I' play in
some cases but delay when a slicing golf-
er and a hooking companion ar u ing
the same vehicle.

They have prompted di cu ion regard-
ing the advisability of limiting their travel
to the sid s of fairway, either through
the rough or on blacktop or other sur-
fac d roads, or p rmitting their use any-
where on th ba i that normal di tribu-
tion of th traffic patt rn will pr vent un-
du w ar and will avoid use of roads that
giv th cours an artificial look and dis-
rupt normal playing condition .

ars ar owned by individual golfers,
by clubs, by pro, by organization lea ing
them to pro and/or club .

Gol/dom



ar maint nan' is handl d b om-
body on th club or pro taff, th upt'

• staff or b the lea .ing organization.
R nt and er ice harg

There i. 110 £tgur that can b r gard-
ed as a tandard price for two-pa nger
golf car rental. R ntal vari from 6 to

10. Ther al 0 i no tandard of month-
I r ic charge but it i timated that
about on third of th clubs providing
golf car rvic charge 20 a month.
Th 20 figur em to b ba d on what
"oth r clubs" charg rather than on co t
. peri nc and tud .

Th cars ar grov ing in popularit and
for s v ral years ha be n in golf on a
"h I' to tav" ba is, et definit figures
on car op 1ation ar rar . There hay b n
tal about car I' v nue being large
nough to qual lot machin income of

th old da . \ hen the one-arm d bandit
1" ath r than good business managem nt
kept om club going. But rumor of hug
profits from car operation haven't be n
confirmed. Th car have b en good net
produc r , not "s nsational" arn rs.

R venu ife- aver
ar r v nu , eith r on own I' hip or

lea ed ba i has b en a life- aver for pros
in producing revenue that h lp to m ct
.teep ris in the shop d pt. co t of doing
busin s and III eting gr at r demand of
clubs and m mbers for unpaid er ice .

Th mechanical features of th car -
power, tir , balance and afety, de ign
for con eni nee, etc. - also ar on of the
subjects of tud and discus ion in golf
business.

In the growing pain of the fa t pand-
ing golf car mark t, club official, prof -
sionals, up rint ndents, and car maker
and lessors ar having th probl III of
learning what the cor is on thi phas of
the golf bu ine s.

This ear there'll b by con er ativ es-
tim ate) b tw n 34,000 and 36,000 car
op rating at . . golf cour , mo t of
th m at th private golf club and emi-
pri ate cours 'so Th 14 manufactur rs who
\\ ill mak most of thi v ar' output of
golf cars will produ 11,000 or mol'
cars in 1960 and sell th m for nearly $9,-
000,000.

Th cliff r nc s of opinion and figures
b twe n, say a profe ional and a golf car
alesman, som time ar wid but th y al-

ways are ducational.
Pro ale man Debate

H r is a ca in '\ hich statements of anxf rienc d profes ional and a succe ss-
fu golf car alesman are given.

July, 1960

Pro - I' heard that a profe ional
v ho ha a fIe t of golf car i making more
money than he know what to do with. I
a r that mone i being made. Let' look
at the figur be inning \ ith th co t of
a good car. Often a car v ith ix: batterie
and electric char er for ach car) will co t

1100.
ar ale man - Ju t a moment! Harelj

do a prof ional p nd thi much
mone for a ar.

I \ ant th pro to make mone for im-
portant er ic and th \ a for him to
mak it i to ha e hi co t full and ac-
curately itemiz d. I know one pro \ ho
thought he wa k ping hi e pen e of car
op ration correctly but forgot to figure
int I' t charge on mone h borrowed to
bu th car. The car ar n't going to be
tr m ndou ly big and a y mone for
the pro. If they were going to be in that
arning cla the club v ould, of cour

want to har in th profit.
In urance Protection

Pro - Any profe ional operating golf
car i making a mi tak if h doe n't in-
ure ach car for 100,000 and 200,000

liability, plu propert damage, plu 50
deductible for damag .

ar ale man - Th pro c rtainly mu t
carr in uranc for hi protection and that
of the custom r and club. Th in urance
charg hould b part of th Opl rating
co t. There i a PC d al on uch in ur-
anc that i cheap: 1 or 20 a car. Th
car u r ought to know that th pro has
arrang d for insurance 0 rage. lake
r f r nc to it in th form that the u er
ign '\ h n h tak out th car. Let me

r mind you that in man ca th pro-
and the club - ought' to g t good legal
advic on their po ition in the car bu i-
n s. Th charg for thi advic would
go into th Opl rating co t.

Pro - With a fl t of car a pro n ds
at I a t one good man to keep the car in
ati factory op rating condition. He ha

to b k pt hir d all y ar although car ar
u d only v n months a y ar in our di -
trict. That m an a minimum alary of

3,600. During th p ak p riod th man
rna n d a h lp r. Then orneone mu t
b availabl to handl car re rvation,
put club on car, tak th m off, att nd
to th d liv ry of the car to th fir t t
and it return to th torag building after
u e. H mu t advi gu t regarding
rout mak out charg s, att nd to nd-
ing anoth r car out for play r ' u e and
bringing back th out-of-ord r car in cas
of br akdown, tc.

(Continued on page 76)
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A host of new features, plus the outstanding Flame Ceramic

face of these MacGregor FC4000 Irons make them the most

wanted irons in your shop. Their beauty alone is enough

to weaken any golfer's sales resistance. When you show

him how the many exclusive features of these irons will

improve his game ... chances are, you'll close the sale.

1960 FC4000 Irons are available in MacGregor Tourney,

Tommy Armour and Louise Suggs "Empress" models.

BEAUTY PLUS OUTSTANDING PLAYABILITY GIVE THESE

"Recessed Weight," a
MacGregor exclusive, blends

weight into original rough
casting. This concentrates

weight over larger area,
putting more power

directly behind the ball.

A perfect forward I

press is built into
MacGregor FC4000 Irons.

Golfers will instantly
recognize this means
better playability and

improved coring .•



MACGREGOR IRONS ADDED SALES APPEAL
The MacGregor Co r Cincinnati 32, Ohio, U.S.A.

MacGregor's new
Pro·Pel Action Shaft puts

flex area closer to the
club head. This reduces

torque and increases
accuracy. Shaft is

available In four flexes.

The Flame Ceramic Face
is fused to the metal at

4000° F. The ceramic
face and metal become a

single unit, making this
the most durable

face in golf.

FC4000 Irons can be
equipped with either

molded-en rubber grips
or new leather Firrna-Grip.

The new tacky leather
grip, with triple skiving, holds

like a firm hand hake.

A 8runswlC:
Subsldl.ry



hat A Difference
Day ake

When the weatherman started to cooperate, people began
playing golf and business got a real shot in the arm

t doesn't come as news that the weather has an important influence on the tat of
the country's golf business - but its impact isn't fully appreciat d until comparative

figures covering an interval of only 30 spring days are considered.
COLFDOM recently completed two surveys - one covering business as of J. lay

15th, and the s cond, taking in the state of business as of June 15th. Prof ssional at
selected clubs in every PCA s ction in the country were asked to determin in ach
instance if business was up over comparable 1959 periods and wh th r th re vel'
increases or decreases in the sales of such items as playing quipm nt, ball ) ace r ,

sories and sportswear.
In the southern section of the country, conditions w re relatively stable w h n com-

pared between both 1959 and 1960 and May 15th and June 15th.
In the orth, however, it was an entir ly different story. As of mid-May, quite a

number of professionals reported that business at that tim , compared with that of
a year earlier, was from 15 to 40 p r cent off. But only ,30 days later, and e n though
there was actually only about two we sks of good golfing weath r behind th m, th
shop operators declared that business eith r was back to or approaching normal.

Pent-Up Playing Urge
As one professional put it: "The snapback in June undoubtedly was due to th fact

that the late, late spring built up more pent-up itching to get out and play goH than
any year I can remember."

About the only section of the northern half of the country that didn't report a harp
recovery was CI veland where business in mid-juu wa reported to be about 1-
per cent behind a comparable time in 1959. One levelancl pro, though, said there
was quite a notic able increas this year in the sale of rainwear and that club sales
were more than holding their own because poor weath r was k ping peopl indoor'
long enough for them to give the club stocks a thorough xamination. "Maybe," h
added, "they are buying them out of boredom. Meanv hile, th iy aren't beating up or
losing enough golf balls."

Here is a section by section report of th 3 golf market situation as of both May 15th
and June 15th:

outhea t and Mid- outh - With the e. c ption of th tlanta area, bu ines in lay
in this section wa about th same as it was last year. Play in Atlanta wa down about
10 per cent due to weather and sal s w re off about 15 to 20 p rr cent. Th latter wa
partly counteract d by the Dallas-Ft. Worth area \ here sales were said to b 10 P r
cent higher than they had been a year b fore. Busin ss continued good in T . a in
June, particularly in the north rn part of th state, but the weather caught up \ ith
the Miami, Fla., ar a betwe n May and June and resulted in a fairly 'harp dropoff in
both play and sales th r .

rizona and Ca1ifornia - May volum in Arizona was about normal and incr as d
lightly in the next 30 days. Rusin ss was booming in California. Course wer in ex-

cellent condition, g tting pl mty of play and sales volume was estimat d to h up 20
per cent.

orthea t - Play in th ) coa tal area and about 200 mile' inland va down around
15 per cent in lay and considerably mOT farther '\ est. This pattern continued during
the next month, g tting back to normal in th ast rn half hut still lagging farth ']'
west. Cleveland pros r port d that bu iness wa . still off in early Jun but in Pittsburgh
and incinnati it had picked up and v as from 5 to 10 p r cent ov r la t year.

(Continued on page 82)
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The New 1960 Haig Ultra Woods and Irons

Sold through Pro
Sh~ps' only

C 1960 Walter Hagen Golf

July, 1960

For those who know and appreciate perfection.
Haig Ultra woods and irons are made to tra-
ditionally high standards by the world's most
skilled club craftsmen. One swing reveals the
precision, balance and power built into these
superb woods and irons. One look tells you the
new Haig Ultra clubs-like the Empire State
Building are truly "alone in their greatness."

Hmg
WALTER HAGEN GOLF

Ultra
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