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Advertising Pays Livie BIG 
By George J. Roberts 

/~\NE o f t h e S o u t h ' * o u t s t a n d i n g c l uhs , 

^ t h e C h a r l o t t e ( N . C a r ) C C , wh i c h 

went r i g h t t h r o u g h t h e Dep re s s i o n years 

p a y i n g 6 p e r cen t o n i t s s tock , a n d w h i c h 

d u r i n g t h a t t i m e hu i l t a $500,000 club-

house in a d d i t i o n to o t h e r course improve-

m e n t s . r e g a r d s the r e l a t i o n s h i p w i t h i t s 

pro , B i l l L i v i e , t h e s a m e a s t h a t p r o con-

s iders h i s spo t w i t h the c l u b — a comb i na-

t ion ' m a d e f o r each other .* B i l l has f o u n d 

in t h e C h a r l o t t e C C a c l u b wh i c h g i ves 

h i m t h e o p p o r t u n i t y he has a l w a y s s o u g h t 

— t h e c h ance to a p p l y , a n d see t h e m work 

ou t success fu l l y , ideas t h a t o the r c l ubs 

h a d s a i d 'wou l d n ' t c l i ck ' ; a n d t h e Cha r-

lo t te c l uh l i kes t h e w a y L i v i e h a n d l e * h is 

bu s i nes s so we l l l h a t d u r i n g 1030 (hey 

d i d m o r e b u y i n g f r o m L iv i e ' s p ro-shop 

t h a n t h ey h a d ever done w i t h a n y o the r 

C h a r l o t t e C C p ro . 

Bill , who is in his third season at the 

club, figures he sells his members at 

least 80% of all the golf equipment they 

buy; promotion ideas he is working on 

for 1040 should make this sales percent-

age go even higher. That's because the 

members like the way Livie conducts his 

business. Livie has instituted so many 

successful innovations a t the Charlotte 

CC, that it's well worth while putt ing 

down what some of these are: 

Livie is a firm believer in mak ing pe-

riodic mai l ings to his membership—tell-

ing them just what he is try ing to do 

—tha t he is there to help them in any 

way he can. Whenever he sees an oppor-

tunity to purchase equipment on which 

the members may realize a saving, Livie 

is quick to let them know about it. They 

appreciate the fact that the pro is try-

ing to do them a favor—that he is not 

trying to get every last cent out o f them 

while he can. The following is taken 

from one of the letters telling of pro-

shop bargains: 

This month I have purchased the 
finest merchandise in golf clubs, bags, 
balls and accessories, a t a saving 
which I want to pass on to you as a 
member of the cluh. 

Star t ing August 1st, this merchan-
dise will be reduced 20 and 30%, 
some at 50% ofT. This is the t ime 
to discard your old cluhs and get 
equipped with the latest models, and 
selected by me to suit each individual 
for better golf. 

Stop in and see this fine stock of 
golf equipment, and talk it over with 
me. I will be glad to give you advice 
if your golf game is sick, and pre-
scribe some remedy for same. 

Thanking you again for the patron-
age you have given me, and hoping 
that you have reduced your handi-
cap like others who have benefited 
by my selection of golf clubs, I am 

Very truly yours, 

The last two winters Livie, with two 

other Charlotte pros, Bob Clark and 

Leonard Davis, has operated a golf shop 

and clinic in downtown Charlotte. Bill 

has found the store idea an excellent 

way to move his surplus stock at Christ-

mas, selling considerable equipment to 

golfers connected in no way with his 

club. Many players come in from nearby 

towns, where no pro is located, to do their 
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pro-shop buying; they find this pro store 

gives them the benefit of professional 

advice private cluhs pay for. Livie sent 

the fol lowing letter, on attractive holiday 

stationery, to his membership in Decem-

ber, which called attention to the work 

that was being done to provide golfing 

enjoyment for the juniors, and which 

also mentioned the opening of the new 

downtown store: 

Dear Member: 

The 1989 golf season is drawing to 
a close, and I am happy to say that 
it has been a busy and a delightful 
one for your professional. 

Your cooperation and patronage in 
buying your golf supplies at the gol f 
shop has made it possible for me to 
purchase the finest merchandise at 
a larger discount, which was passed 
on to you as a member. 

As a professional, i t is my duty 
to make it pleasant for all members 
to play golf, and I take great pride 
in knowing that the past season more 
golfers are using the course and re-
ducing handicaps; also the greater 
interest in golf events has pleased 
the Committee, who spend some time 
planning such tournaments. 

The future for all country clubs 
depends on the development of the 
juniors, and I am happy to say that 
your president, Mr, C. A . Cochran 
and Mr. W . G. Thomas, chairman of 
the green-committee, have given the 
riffht to lay out a small course for 
this purpose; i t is now under con-
struction, and will be ready to play 
next summer. 

I t has been an old Scottish cus-
tom, which Americans have adopted, 
to hand down our old clubs to the 
younger ones, to start them playing 
golf. Some clubs are useful, but the 
major i ty are poor, and are a handicap 
to the beginner because golf clubs 
are improved each year. 

Being very much interested in the 
younger players, hav ing so many of 
them in my class periods during the 
summer, 1 have purchased many sets 
of clubs made to my specifications, 
for this purpose. I would suggest 
these as Christmas presents, which 
will never lie forgotten should your 
children wish to p lay golf . 

I have opened a store at 205 S. 
Tryon St. for your convenience, as I 
did last year, and which proved very 
successful. Mr. Bob Clark and 
Leonard Davis are in charge of this 
store where you can select gi f ts which 
alt golfers appreciate. 

Thanking you as a member, also 
for the co-operation I have been given 
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A 1-ell job ot getting out a ntn ly and 

helpful bulletin far proi on the Pacific Ceai t 

It being dona by Pet Patterton. Pal h com-

piling the Wi l ton Sporting Good , Co. Newi 

tetter, a monthly publication. 

It you're e pro In the Pacific Coai t territory 

and are not getting thie Lifter, write Pat et »I7 

W . ttfc St., Lot Angela!, Calif. 

• 
by your committees in mak ing my 
services very pleasant at your fine 
country* club, and wishing you and 
your families a very Merry Christmas 
and a Happy New Year, I am 

Sincerely yours, 

Livie is thoroughly sold on advertising. 

Last year he gave each member a small 

cigarette l ighter with his compliments. 

The lighter carried Livie's name with a 

reminder that he sold gol f merchandise. 

The investment was well worth while, 

Bill says. He also gave his downtown 

golf store considerable advertising in the 

local papers, listing prices on equipment, 

announcing that facilities of the shop 

were available to all, etc. This newspaper 

plug paid out well, too. 

Clock Controls First Tee 

Another popular Livie item is the new 

clock method of regulat ing start ing times 

at the club. Bill has eliminated one of 

the common headaches a t a busy course 

by instal l ing a 'clock' that tells each 

player the t ime he should be on the tee, 

and the t ime he must, be there. Livie 

noticed that in the first year the system 

was tried, which was last season, crowd-

ing at tees and delays in s tar t ing w e r e 

eliminated, play was regulated all over 

the course, members were reminded to 

be punctual and to always reserve start-

ing times, and petty arguments over 

where and when play was to start be-

came a th ing of the past. 

Members must now call in to the pro-

shop under this system and get their 

start ing times from the caddiemaster. 

The hands of the clock are set a t 5-minute 

intervals, with the names of the players 

due to start a t that particular t ime placed 

on a card holder on the clock. The board 

and clock is situated between the No. 1 

and No. 10 tees, and is large enough so 

that players who are us ing the practice 

putt ing green some distance away can 

easily see, by watching the hands of the 

clock, what group is due on the tee. The 

face of the clock is designed on both 

sides of the board, so players on either 

the 1st or 10th tees can see the t ime 
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quickly. Members who have not arranged 
starting times in advance aTe taken care 
of by sending off such players every 
twenty minutes, with the members having 
made reservations teeing off at 5-minute 
intervals in between. 

This coming season Livie is making 
arrangements to have the time on the 
starting clock moved at 5-minute inter-
vals to coincide with the clock in the 
locker-room. Thus, players will have a 
double check on when they are due on 
the tee. A speaking system will be in-
stalled this season, also; under this ar-
rangement players will be notified, i f 
they are in the dining-room or locker-
room, 5 minutes in advance of the time 
they are due on the tee. 

Promotion by radio is another Livie 
advertising idea this season. Bill is put-
ting on a program sponsored by golf 
equipment manufacturers, boosting les-
sons and sales through pros, thereby lick-
ing some of the store competition that 
pros are faced with. A few of the pro-
grams will be put on from the downtown 
Golf Clinic and Shop, with part of the 
broadcast devoted to descriptions of the 
equipment in the store. This brings about 
a perfect commercial tie-up; the an-
nouncer walks around the store describ-
ing, for instance, clubs, bags, halls, and 
perhaps sportswear. Also, in broadcasts 
from the studio, commercial announce-

ments are to be made in the interest of 
equipment manufacturers. 

Bill feels that a program that would 
include a lot of talk on what individuals 
are doing a t the various clubs in the com-
munity (such as holes-in-one, who won the 
different weekly events at the clubs, spec-
tacular shots or amusing incidents, etc.) 
would interest golfers tremendously. Dif-
ferent pros in the locality will handle the 
programs, giving the happenings at their 
particular clubs that week, in addition to 
important golf news of a national 
character. 

New "Golf In Schools" Book 

Explains Instruction Procedure 

- T - H I K I ) e d i t i o n o f " G o l f in S choo l s , " t h e 
A N a t i o n a l G o l f F o u n d a t i o n honk to ex-

lend p r o i n f l uence in t h e r a p i d l y e x p a n d i n g 

field o f g o l f at h i g h schoo ls a n d co l leges , 

is on t h e presses . 

The book will be sent to principals and 
athletic directors of all high Hchools in 
cities of 10,000 and more population, to 
presidents and athletic directors of all 
colleges and universities, and to all pro-
fessional golfers having club connections. 

Previous editions of the book having 
achieved their purpose of getting many 
educational institutions to give golf a 
prominent place in their physical educa-


