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Complete and submit the following Work Experience Activities for your Work Experience Kit. 

Remember, all activities must be completed using this electronic file, then printed out in black and white and submitted. This is a “Read Only” file and must be saved as a separate document before you begin.  See the ‘Read Me’ file for “Save As” instructions.

Refer to the following guidelines when completing all activities.

• Use complete sentences to answer all activity questions.

• Eliminate all spelling, grammatical and typographical errors.

• Include all appropriate back up materials to substantiate your work.

• Make sure all activities are computer generated or in typewritten form.

• Make sure all required activities are included in your Work Experience Kit.

• Make sure your Inventory Checklist and Sign Off Sheet are included in your Kit.

Activity: 1.1: Explore OTB Practices

Directions: Complete the following tasks.

Describe

1.
What are four problems that could occur if a golf shop has no effective OTB plan in place? 

	


Interview

2.
Interview your facility’s golf shop manager or buyer and answer the following questions.

If your facility’s golf shop does not use an OTB plan, what method is used to project costs and revenues for merchandise classifications? 

	


How many merchandise classifications are tracked in your golf shop? 

	


Activity 2.1: Compare Two Product Lines

Directions: Based on the selection criteria in Figure 11, compare two product lines currently carried in your shop: one that has been a big seller and one that has been a poor seller. These can be apparel or equipment. Answer all of the questions on the worksheet below.

	
	Big Seller
	
	Poor Seller
	

	Type of Product
	
	

	Brand
	
	

	Has customer demand increased or decreased in the past year?
	
	

	Is the brand name familiar to customers?
	
	

	Has supply been readily available from the vendor?
	
	

	Do close competitors sell this product?
	
	

	Has the product been profitable, i.e., has it carried a high gross margin, or experienced high turnover?
	
	

	Is this a high fashion item?
	
	

	Does the line complement other lines you offer and help you to cross-sell products?
	
	

	What do you consider the main reason this product line has done well or poorly?
	
	


Activity 3.1: Document the Profile of an Outstanding Vendor

Directions: Interview the manager or buyer at your facility’s golf shop. Ask the person to select a merchandise vendor he or she considers one of the shop’s best. Using the form below as a guide, establish a profile of this vendor, and find out why the vendor has been successful in providing its products to your facility. 

Ask the manager or buyer to rate the vendor on a scale of 1 to 5 on some of the vendor selection criteria discussed in this lesson, as noted on the form. On this scale, 5 is the best.

	Name of Vendor
	

	Type of Products
	

	Briefly describe the main reason this vendor has been successful

	

	
	Worst
Best

	Specific Rating
	1
	2
	3
	4
	5

	Pricing and discounts offered
	
	
	
	
	

	Reliability of service and delivery
	
	
	
	
	

	Help with displays and promotion
	
	
	
	
	

	Special sales and product training for staff
	
	
	
	
	

	Free samples and/or demo equipment
	
	
	
	
	

	Style leader
	
	
	
	
	

	Frequency of site visits
	
	
	
	
	

	Demand for their products from customers
	
	
	
	
	


Activity 4.1: Explore Pricing Methods

Directions: In this activity, find out what pricing method or methods are used in the golf shop at your facility. Interview the golf shop manager or the buyer and answer the following questions. Select one hardgood and one softgood (men’s or women’s) to examine. You do not need to state the specific vendor of this product.

	Hardgoods Product
	

	1. Type of product (driver, golf bag, etc.)
	

	2. Wholesale price from vendor
	

	3. The markup method used:
	

	
	Cost plus markup

	
	Keystoning

	
	Manufacturer’s suggested retail price

	
	The Mill River Plan 

	
	Other: (define)  

	4. The target markup expected (dollars or percentage): 
	

	5. Describe one key factor that influenced the target markup for this product (higher or lower) such as value-added services provided, supply and demand, competitors’ prices, facility image, etc. 

	

	6. Has the product typically sold at the targeted markup price? 
	

	Softgoods Product
	

	1. Type of product (women’s shirt, men’s pants, etc.) 
	

	2. Wholesale price from vendor 

	

	3. The markup method used: 

	
	Cost plus markup

	
	Keystoning

	
	Manufacturer's suggested retail price

	
	The Mill River Plan

	
	Other:

	4. The target markup expected (dollars or percentage): 
	

	5. Describe one key factor that influenced the target markup for this product (higher or lower) such as value-added services provided, supply and demand, competitors’ prices, facility image, etc.

	

	6. Has the product typically sold at the targeted markup price? 
	


Activity 5.1: Learning from a Back Room War Story

Directions: People often learn best from their mistakes. In terms of back room procedures, this might involve losing a shipment of merchandise, misplacing a special order for an important customer, or accepting a shipment that turned out to be rain pants instead of golf shirts.

In this activity, describe a similar war story from your facility, either one you experienced or one related to you by the shop manager or other shop staff. Identify which back room policies or procedures described in this lesson you believe were not followed and, as a result, led to the problem. Also describe what steps, if any, were taken to prevent the problem from occurring again.

Use the following worksheet to relate your story.

Back Room War Story Worksheet

1.  Briefly describe the back room crisis. 

	


2.  What caused it? Which back room procedures identified in this lesson were not in place or were not followed? 

	


3.  What steps were taken to prevent the problem from happening in the future? Were any new procedures implemented, or was staff training undertaken? 

	


Activity 6.1: Evaluate a Merchandise Display

Directions: Take a color photograph of a display in your golf shop, either a wall display or a floor display. The photograph should measure at least 5 x 7 inches. You should aim to photograph a display that best reflects the practices covered in this lesson. Be sure to make two copies of the photograph: one to send to the PGA with your completed activity, and the other to bring with you to the Merchandising and Inventory Management Seminar. 

Then, answer the questions on the following page. When you’re finished answering the questions, clip the photograph to the worksheet. 

If your golf shop does not currently have many displays that incorporate the practices described in this lesson, as you answer the following questions, note which elements are missing and how you would improve the display.

Merchandise Display Evaluation Worksheet

	Location: Where in the store does the display appear?

• In what department is it located?

• How close or far back from the store’s entrance? 

•  Do customers have easy access to merchandise?
	

	Traffic flow: Is there significant traffic flow by the display? 
	

	Props: What props are used?
	

	Elevations: Does the display show changing elevations? 
	

	Color: Was color used to attract customer attention in any special way?  
	

	Lighting: How is special lighting used to spotlight the display? 
	

	Signage: Do signs give information about the merchandise, such as product benefits and features? If so, describe them. 
	

	Multiple sales: Is the display near complementary items to promote multiple sales? If so, which ones? 
	

	Changes: If any of the above display elements have not been used to advantage, describe how you would modify the display. 
	


Remember to attach your photograph.

Activity 7.1: Describe a Successful Golf Shop Promotion

Directions: Describe a successful promotional event that was held at your golf shop by answering the following questions:

	Theme/Holiday: What was the event’s theme, and how was the shop decorated to convey it?
	

	Promotion: How was the event promoted (e.g., radio, newspaper, direct mail)? 
	

	Offers: What strategies were used to attract customers into the shop (e.g., contests, giveaways, two-for-ones, drawing, large price reductions)?
	

	Planning: How far in advance was the planning started?
	

	Coordination: Was the event coordinated with people outside of the shop, such as other facility staff, vendors, or the media? If so, who?
	

	Results: How successful was the event and how was its success measured? For example, did sales increase, or was old merchandise moved out of the shop?
	


Activity 8.1: Describe Your Inventory Control System 

Directions: Answer the questions below.

1. How many complete or partial physical inventory counts are taken per year? 

	
	complete
	
	partial


2. What method of inventory valuation does the shop use?

	


3. Are computers used for inventory tracking? If so, briefly describe how they are used.

	


4. If computers are not used, briefly describe the shop’s control and record keeping system.

	


Activity 9.1: Analyze One Performance Variance

Directions: Describe one performance variance at your facility in terms of what happened, why it happened, and what adjustments were made.

1.
What Happened: Describe one variance (positive or negative) between forecasted and actual performance during any month for merchandise revenues or cost of goods sold for an individual merchandise classification, such as men’s shirts.

	Month:
	

	Merchandise
	

	Forecasted performance
	$

	Actual performance
	$

	Variance in $ or %
	


If figures are not available, explain in general terms the difference between forecasted and actual performance (e.g., planned to sell 100 shirts but sold only about half of them).

	


2.
Why It Happened. Briefly explain why you think the variance occurred. For example, was the variance caused by significant changes in rounds played, weather conditions, or increased vendor costs? Review the questions in Figure 35 to help you analyze the variance. 

	


3.
Adjustments Made. Describe one adjustment that was made or could be made to either build on the positive variance or correct the negative one. You might also ask other golf shop staff members how they would manage the variance. 
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