
Distance. Expectation. Correct Target. Analyze. Discipline. Execute. 
That is what the golf strategy system DECADE created by Scott 
Fawcett stands for. Proponent Group members will have the 
opportunity to learn more about the system at this year’s Summit on 
November 4-6 at Cowboys Club in Dallas. Fawcett, who is earning a lot 
of buzz across the industry, is the latest addition to the Dallas line-up.
    Fawcett is a former competitor on the Web.com Tour and mini-tours 
with a penchant for mathematics and analyzing gambling games, 
especially poker and blackjack. These interests led him to create the 
DECADE system for course preparation and strategy that tries to take 
into account the player’s perspective of an upcoming shot, not just a 
static yardage map. DECADE is all about angles, width and likelihood 
based upon what hazards are being brought into play and where the 
hole is cut.
    DECADE is not just a course strategy system. It aims to be a 
masterclass for golf expectation management and psychology. In just 
a few short years almost all of the top 25 college programs are 
already using Fawcett’s system. Some professionals have described it 
as almost like Aimpoint, but for everything outside of putting. To learn 
more, register to join us in Dallas. See page 3 for more details.
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Scott Fawcett caddied for Will Zalatoris when he won the 2014 U.S. Junior Amateur.
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WHAT OUR MEMBERS 
ARE WATCHING 
MOST-VIEWED PROPONENT 
VIDEOS THIS MONTH 
One of the most popular 
benefits on our member 
website is the Webinar/Video 
Archive, loaded up with 
presentations from Proponent 
events over the past 11 years. 
Check out the top speakers in 
the industry, sharing their 
insights to help you improve.


In June, these were the 10 
most-watched videos:  

1) Mike Bender –Developing 
Elite Players


2) Tyler Ferrell – A Good 
Release: The Shoulder or the 
Wrist?


3) Mike Duhamel with Brad 
Faxon - Short Game: The 
Science of Timing and Tempo


4) Trillium Rose, Cheryl 
Anderson, James Leitz, 
Kevin Smeltz and Dan 
Carraher – Juniors Panel 


5) Dr. David Wright – 
Maximizing the Application of 
Force 


6) Dr. Greg Rose - Power 
Development for Golf


7) Iain Highfield and Matthew 
Cooke- Performance and 
Strategy


8) Dr. Rob Neal and Layne 
Savoie - Short Game: What the 
Experts Do 


9) Ryan Dailey and Matt 
Reagan - The Future of Golf 
and Your Coaching Business


10) Dr. Rick Jensen – Coaching 
Golf: Easier Said than Done

Golf Digest is beginning the process of 
reviewing candidates for its upcoming 
revision to its bi-annual list of the Best 
Young Teachers in America. The list 
was recently increased from 40 to 100 
instructors with nearly half of the 
current list being composed of 
Proponent Group members. 

     The age cutoff for the next list is 
for teachers who are under 40 years 
old as of October 1, 2018.

     As many of our members know, we 
have a very good relationship with 
Golf Digest and their editorial team 
which allows us to provide them with 
up-to-date information about our members who are eligible for this award. 
If you will be under 40 at the time of this year’s deadline and you would 
like to be considered, email your current resume to Andy Hilts at 
andy.hilts@golfchannel.com. We will compile this information and forward 
to Golf Digest’s Instruction Editors for their review. Proponent Group does 
not have any influence on the composition of the final list, but many of the 
members who have submitted their information through us have made it 
onto past Best Young Teacher lists. 

INDUSTRY AWARDS: 

DIGEST BEGINS NEW SEARCH FOR 
AMERICA’S BEST YOUNG TEACHERS

A MONTHLY LOOK AT THE JOB MARKET: 
MEMBERS ON THE MOVE 
Members who have recently moved 
into new positions include: 
     Sean Cain has been named Lead 
Instructor of The Reynolds Kingdom of Golf 
presented by Taylor Made at Reynolds 
Lake Oconee in Greensboro, GA. 

     Stefanie Shaw is the new Teaching 
Professional at Sebonack in 
Southhampton, NY.        

     If you’ve recently made a move, 
please let us know at lbombka@proponent-group.com.


Recent Job Postings include: 
     Chad Phillips Golf at Pinetree Country Club in Kennesaw, GA is hiring a 
Teaching Professional.


     For complete details visit the Job Board on the Members’ website. Please let 
us know if you have a position to post.

Sean Cain                      Stefanie Shaw

mailto:lbombka@proponent-group.com
mailto:andy.hilts@golfchannel.com
mailto:lbombka@proponent-group.com
mailto:andy.hilts@golfchannel.com
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  PROPONENT GROUP  
  11th ANNUAL SUMMIT 

 Increasing Your Value to Your Students and Your Facility  
November 4-6, 2018 (Sunday - Tuesday) 

Cowboys Golf Club 
Grapevine, TX 

Join us in “Big D” for our annual showcase of what’s coming next in golf instruction 
and highlighting the freshest opportunities to grow your teaching business. 

 	             Jeff Ritter	                    Kate Tempesta	              Scott Fawcett 	        Trent Wearner	                 Nicole Weller 

Join us in Dallas to:
• Take a Deep Dive into the three pillars for growing your teaching business.
• Hear the world’s foremost expert on teaching buildings show what you need in your indoor 

facility to stay ahead of the pack. 
• See a demonstration of how student training can now be automated.
• The Game’s top experts on teaching the youngest golfers show you the secrets to their success.
• BONUS SUNDAY SESSION: Discover the keys to earning your next teaching position.
• Learn the tricks for helping your students effectively take their new skills onto the course.
• Gain new insight into statistically-based strategies for playing the game. 
• Check out the latest teaching technologies at Demo Day and expand your network of peers.
• Plus more topics and speakers to be announced!

    Registration is Now Open. Log In and Click on Summit Registration. 

PROPONENT GROUP PARTNERS



PROPONENT GROUP 
11th ANNUAL SUMMIT 

THE AGENDA 

Sunday, November 4 
1pm	 	 Optional Golf at Cowboys Golf Club Course 


3-5:30pm 	 Bonus Session: The Early Bird Gets the Job.

	 	 A workshop designed for members actively 
	 	 looking for a new position. Topics include 
	 	 resumes, cover letters, interviews and more.
	 	 

5:30pm	 	 Cocktails at Cowboys Golf Club

6:30pm	 	 Welcome Dinner at Cowboys Golf Club 
	 	 

Monday, November 5 
7am	 	 Breakfast


8-10:30am	 The 3 Pillars for Growing Your Business

• Strengthen Your Branding

• Create Seamless Marketing Campaigns

• Leverage Sales Opportunities

10:30am		 Break

11am	 	 TBA 

Noon	 	 Lunch


1pm	 	 Transferring Skills from Training to the Golf 
	 	 Course (Trent Wearner) 
2-3:30pm Junior Live Lessons: Secrets toTeaching the 

Youngest of Golfers (Kate Tempesta and 
Nicole Weller)

3:30-6:00pm	 Teaching Technology and Training Aids

	 	 Demo Day


6pm	 	 Cocktails and Dinner at Cowboys Golf Club


Tuesday, November 6 
7am	 	 Breakfast


8am	 	 What's Next for Teaching Buildings 

9:30am	 	 Training through Technology (Tony Morgan)

10:30am		 Break

10:45am		 Leading a Balanced Life (Jeff Ritter)


Noon	 	 Lunch


1pm	 	 Strategizing with Statistics (Scott Fawcett) 

2pm TBA
3pm Summit Ends

SUMMIT DETAILS 

Host Site: Etched into the rolling hills of 
Grapevine, Texas, Cowboys Golf Club is 
distinguished as the first and only NFL-themed 
golf club in the world, and one of the region's 
only all-inclusive world-class resort golf 
properties. 
     The club is conveniently located 10 minutes 
from DFW International Airport.  

PGA/LPGA Education Credits: Approximately 
13 hours of education will be submitted to 
the PGA and LPGA. 

Lodging: A special Summit rate is available at 
the Courtyard and Towneplace Suites by 
Marriott Dallas DFW Airport North/Grapevine 
for only $142 per night SINGLE OR DOUBLE 
occupancy. Contact the hotel directly at 
817-421-6121. We also have a room block at 
the Hyatt Place Dallas/Grapevine for $159 per 
night.      
     Please contact the hotel directly at 
972-691-1659. Our room block will likely sell 
out, as it has in past years, so plan 
accordingly. 

Cost: Our “Early Bird” package includes 
ALL meals, ALL education sessions and 
participant gifts for only $525. 
     Optional golf Sunday afternoon at the 
Cowboys Golf Club is an additional $50 (tee 
times are limited and will be filled first-
come, first-served). NOTE: Summit rate 
increases $70 after August 31. 


Registration: Log in to www.proponent-
group.com and at the top of the Members 
Only menu on the left-hand side of the page 
you will find the Summit Registration link.

November 4-6, 2018         Cowboys Golf Club, Grapevine, TX 

    Registration is Open. Log In and Click on Summit Registration.
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By Lorin Anderson, Founder 

Pretty much everything you see 
online, from search results to your 
Facebook feed, is generated by 
algorithms. This invisible code 
prioritizes information that it thinks 
you’ll like — which can turn your 
online experience into an echo 
chamber of identical opinions. 
     How can you keep algorithms 

from closing in your worldview? To start with, think about 
how dangerous it can be to see only things that you 
already agree with. Be skeptical of the veracity and 
comprehensiveness of your internet feeds. Make sure 
you’re reading widely about issues in the world, and 
deliberately follow a variety of people with views that 
differ from your own. 
     By expanding what you read and pay attention to, you’ll 
force the algorithms to broaden their recommendations. 
And occasionally get off the radar, to see an unfiltered view 
of the web: Put your browser in private mode, or search 
anonymously using a search engine that doesn’t track you.
     Another version of the “echo chamber effect” that can 
negatively affect your career is when a teacher attends the 
Proponent Group Summit or the PGA Teaching and 
Coaching Summit and spends the entire event sitting with 
the same three or four instructors they sat with last time they 
attended. Or, when you choose to only go to your PGA or 
LPGA Section education events because your friend is 
speaking. Or when you only join social media groups about 
teaching methods you are certified in or where the 
moderators share your general beliefs about the swing.

     These actions also contribute to an echo chamber 
effect on your teaching skills. We are all very fortunate to 
live in a time of unparalleled advancements in technology 
that are mapping and measuring athletic motion in more 
ways than could have been dreamed about when I got 
into the industry 30 years ago. When there is such an 
explosion of new information available it is important that 
we all have an open mind as to what it all means.
     Look at what has happened in baseball. For 100-plus 
years managers rarely tried a new strategy or drafted outside 
of a set of established notions of what a quality baseball 
player should look like. Sabermetrics – an incredibly detailed 
statistical system – has changed all that. Today baseball’s 
winning teams make all sorts of adjustments in strategy and 
personnel that would have been managerial heresy just a few 
years ago. Times do change. Are you keeping up?
     It scares me how little we understand how this echo 
chamber most of us now live in keeps us from realizing our 
full potential to learn about and understand both the world 
around us and the game that we all earn our living from. 
     The first step to getting outside the golf industry echo 
chamber is to force yourself to go to education events where 
the speakers are new to you. And while you’re there don’t be 
afraid to sit with some pros you’ve never met before. Make a 
couple of new friends and hear a few new points of view. 
     The results of expanding your information inputs will 
make you both a more well-rounded individual and a more 
knowledgeable teacher.

If you want to learn more about the echo chamber effect 
Harvard Business Review recommends: “How to Think for 
Yourself When Algorithms Control What You Read,” by 
Marc Zao-Sanders. 

AVOID THE ECHO CHAMBER

PROPONENT GROUP PARTNERS
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SECOND OF A TWO-PART SERIES: NEW THINKING ON WHAT TO CHARGE 

PRICING CONCEPTS AND THE GOLF 
INSTRUCTOR, PART 2 
By David Gould, Staff Editor

Longtime members of Proponent Group 
are used to hearing guidance on 
pricing and programming that’s aimed 
at boosting their compensation. 
Recently the notion of dynamic pricing
—Saturday morning lessons priced 
higher than non-peak times — has 
entered that conversation. Meanwhile 
there’s been a recognition that rate 
increases may trigger an uptick not in 
annual pay but in free time—if that’s 
your priority. Paul Johnson, a 
Proponent member who recently 
relocated to an unusual facility in 
Savannah, GA., has been pondering 
some dynamic pricing that would 
contribute to his work-life balance.
     “So far I haven’t done dynamic 
pricing,” says Johnson, who runs the whole show 
at 9-hole Mary Calder Golf Club, a hideaway on 
400 acres owned by International Paper Company. 
“But I would raise my rates after 5 p.m. in order to 
get home earlier. Doing so would lower my bottom 
line, and that’s a tradeoff, but I’d consider it.” 
     Johnson was selected by IPC to lead a five-
year plan for revitalizing the Mary Calder golf 
facility, which at least for now charges rock-bottom 
rates: $20 a day, including cart. It’s hardly a shock 
that Paul has made coaching and player 
development a cornerstone of his efforts—which 
have kicked revenues up by 22 percent in one 
year. And it won’t surprise anyone that group-
based programs dominate his 
coaching activities. After all, 
when a public facility is 
charging low green fees and 
trying to build play, the clinic 
strategy is standard. But 
Johnson, a distinguished player 
who won two NAIA 
championships in college, 
favors group learning in every 
circumstance. For him it’s made 

teaching more remunerative, more enjoyable and 
more effective.
     “Working at a private club in Alabama, my ratio 
of group-to-individual was 90-10,” he says. “Here 
it’s 70-30, and I’m working to increase that split.” 
His group-heavy pattern started with juniors and 
ladies, but Johnson found that he could persuade 
adult male golfers of its efficacy.  “Improvement at 
golf is more efficient in a group setting—players 
learn from each other. Two or three in the group 
figure it out and the others say, ‘I can do that, too.’”
     Johnson also contends that pods are a setting 
in which excellence can be attained. “They say 
you’ll never get someone to be great just through 

group teaching, but I disagree,” 
says the two-time All-American. 
“You can pull someone out for an 
individual lesson in order to fine-
tune things, but that’s all the one-
on-one you need.”
     He’s realized something about 
group-versus-private that is myth-
bustlingly brilliant: Put six or seven 
people in a coaching pod and you 
create a social experience, but if 

Put six or seven people in a 
coaching pod and you 

create a social experience, 
but if you know what you’re 
doing your group’s dynamic 

will be an almost pure 
learning synergy.



you know what you’re doing your group’s dynamic 
will be an almost pure learning synergy.
     Meanwhile, stand on the tee with one person for 
an hour and you create “an interaction that is 
actually more social than clinics or supervised 
practice,” says Johnson, Sure, it’s only two people
—instructor plus student—but with so much time to 
fill, the atmosphere naturally becomes more 
interpersonal and relational. Face it: Students who 
come every week but aren’t truly motivated to 
improve are paying you for a social experience in 
the golf environment.  
     This subtlety wasn’t lost on Bob Toski , who 
understood the teacher-student relationship in golf 
better than anyone. Toski once told a protégé that 
“people will take comfort over improvement.” The 
young instructor he said that to, Brian Varsey, is a 
longtime Proponent member recently brought in to 
oversee instruction at Metropolis Country Club, another 
standout private facility in metro New York. There’s been 
a strong instruction program at Metropolis since even 
before Cheryl Anderson’s long, successful tenure there, 
but it's always been based on the money-for-time 
structure of the 
private lesson. 
Varsey believes that, 
here in 2018, what 
he offers and what 
he earns can be 
tinkered with. 
     He’s strongly 
influenced by his 
training under Dr. 
Rick Jensen and his 
admiration for the 
way fellow 
Proponent member 
Bill Davis brought 
on-course coaching 
and innovative 
practice regimens to 
the private club 
environment. And 
he’s using his 
AimPoint 
certification as a 
way to set the tone.
     “Because 
AimPoint is 
generally taught in 
groups, I should be 
able to make it my 
model for additional 
group-based 
teaching,” says 
Varsey. “One 
student I did 

AimPoint with—a guy who owns a private aviation 
company—told me, ‘This is great because it’s a system.’ 
He was psyched to have something in his golf skill set 

that would stay there
—he won’t lose it. He 
may need a refresher, 
and we can get him 
into some putting 
instruction that’s an 
extension of 
AimPoint, but 
basically he paid for 
something he gets to 
keep.” As price-and-
program trailblazer 
Will Robins has 
proven, charging for a 
“keeper” skill is a 
better way to do 
business.
     Varsey is doing all 
he can, from the get-
go, to “teach to a 
quality practice 
regimen” as well as 
“teach short game out 
on the golf course.” 
He knows that if his 
clients take the 
equivalent of a 
“BunkerPoint” 
coaching program 
with him, he can 
finish up by putting 
them through 
combines and skills-
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THE TAKEAWAY: PRICING AND 
PROGRAMMING ARE INTERWOVEN
1)   The variety of group-instruction formats is expanding, to 
cover a wide range of skill levels and motivation levels. 
Coaches are able to package, program and price their 
services advantageously, as they serve each type of player.  

2)   Teaching groups and selling your ability to teach a specific 
skill go hand in hand. The AimPoint green-reading instruction 
series is a classic example. Golfers who can’t read greens 
pay to learn how, and that skill—though it may need 
refreshers—is something they maintain.

3)   It’s constantly said that group learning is more social than 
individual learning, but some veteran coaches disagree. A 
group session can emphasize socializing if you and the 
students want it to, but the most social teaching of all is that 
weekly one-on-one with a regular who doesn’t have particular 
playing goals—that golfer wants your pleasant company.

4)   Public golfers are being trained to play golf by the hour, or 
pay for a short loop of holes. Instruction that teaches on-
course skills can be grafted right onto this new pattern. 

5)   If your staff is large enough, you can create an afternoon-
evening event reminiscent of the Apple Genius Bar, with 
experts on hand to help anyone who stops by with a golf 
question or problem—except this bar can serve wine and 
beer while the brilliant advice gets dispensed.

Dr. Rick Jensen believes that there are financial and learning 
benefits to packaging your time into long-term coaching programs.



challenge games that produce a score. Once the paying 
customer is able to post good scores, much improved 
over their original assessment, he or she accepts it 
when the coach says, “I taught you a skill.” Do that 
enough and you can start to charge per-skill instead of 
per-hour. Now time is much more on your side.
     A pricing innovation that emerged on the green-
fee side of the business—the 3-hole and 6-hole 
loop, or even golf by-the-hour—is getting merged 
into instruction by Proponent member Bill Baldwin. 
Lured out of retirement to run a Virginia Beach 
facility on a military base, Baldwin is emulating 
Robins by accompanying golfers on those mini-
loops at his Eagle Haven Golf Course with the 
promise of coaching them to lower scores free of 
any work on swing mechanics. “Better golf is so 
often about turning 6’s on the par-4s into 5’s,” says 
Baldwin. “I’ve got a list of students who are shooting 
five strokes lower for 18 and they know from the 
start that they won’t go backwards, because we’re 
not taking anything apart.”   
     Five years ago Proponent Group member Bob 
Usher took over instruction at Grey Oaks Country 
Club and used “traditional instruction stuff” 
presented in best-practices fashion to push annual 
lesson revenue at the Naples enclave up to 
$400,000. “Our goal is to reach $500,000,” says 
Usher, “and we’ll be using our first rate increase 
since I got here to help do that.” But even hitting a 
half-million doing things the old way is short of 
what Usher and his cohorts have in mind.“We’re 
riding a wave of improvements here, which has 
attracted a lot of younger families with children,” he 
says. “We need to offer them innovative services 
that will build great 
relationships between our 
golf staff and the members.”
     If you visit Grey Oaks on a 
typical weeknight around 4 
p.m., look for an “instruction 
food court” atmosphere with 
music playing, a bar setup 
and coaches on hand to work 
on swing mechanics, 
specialty shots or whatever is 
requested—including sit-
down sessions to walk the 
golfer through on-course 
strategy. “It’s going to be 
supervised practice plus 
socializing, along with 
TrackMan combines, putter 
fitting (using the Edel system) 
and somewhat of a Topgolf 
atmosphere,” Bob explains. 
     “We don’t know how we’re 

going to charge for it yet,” he admits, “but we don’t 
expect much price resistance if everything works the 
way we expect it do. Golfers could pay per-night or 
they could probably pay monthly—our wellness 
department runs something similar and that’s how 
they charge.” This all sounds similar in appeal to the 
Apple Genius Bar, with experts hanging out to help 
curious drop-ins solve problems and learn skills—
except it sounds a lot more fun.
     Coming up with stimulating programs that golfers 
love and that club managers value as player-retention 
tools—that’s the fun part. Figuring out what to charge 
for them—and not being shy about pricing it pretty 
high—well, that’s pretty fun too.     

VALUE AND PRICE NEED BIG PICTURE CONTEXT
Modern economies contain so much interconnection that this article 
about charging for golf instruction needs to include a prediction about 
higher education, from author Thomas Frey. “State support is dropping 
and college tuition is far too expensive,” Frey has declared. “Colleges 
are pricing themselves out of existence.” Okay, now take that credible 
comment and pair it with the fact that many of our most in-demand and 
high-priced golf coaches exclusively train skilled youth golfers who have 
at least some chance to earn four-year scholarships. Teaching golf and 
the cost of college were never linked, but now they are. 
      Proponent Group member John Perna talks in a new book about 
The Player Service, or TPS, his seven-year-old golf academy 
specializing in talented juniors: “TPS has become extremely successful 
financially,” writes Perna “Teaching groups of players who all pay an 
annual retainer over $10,000 is a good model.” Perna’s success rate is 
phenomenal—85 students on golf scholarship in seven years—but his 
business wouldn’t be as lucrative if the price of a university education 
had been trending down instead of up. — D.G.
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Will Robins builds a continuing revenue stream by creating multiple 
program levels and then moving golfers through each level.



J U L Y  2 0 1 8P A R T N E R  S P O T L I G H T

11

You know, someone who knows the course ahead,
the right tools to choose, and how to handle

the current conditions so you can
land on the green.

WEALTHWAVE®

Do you have a financial caddy?

My name’s Matt. I help golf pros create financial strategies with a  

consultation-first approach. Let’s look at the course ahead of you.

Contact me today.

Matt Luckey

Financial Advisor

404-597-9600 / matt@wealthwave.com 

wealthwave.com/mattluckey
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WHAT I’VE LEARNED:  
KANDI COMER 
KANDI COMER GOLF, CROZET, VA
INTERVIEW BY PAUL RAMEE, JR 

A Proponent Group member for nearly all 11 of our years 
in business and a Golf Channel Academy coach since 
2015, Kandi Comer is ranked as one of the top teachers in 
Virginia by Golf Digest and recognized as a US Kids Top 
50 Junior Instructor. Comer served as trusted coach to 
LPGA Tour star Dottie Pepper—who won 17 tour events 
including two majors—and coached several other pro 
golfers as they successfully earned tour credentials. 
     She is a four-time winner of the National Top 50 
Teaching Professionals honor bestowed by Golf For 
Women and has been nominated several times 
for GOLF Magazine’s Top 100 Teachers award. She is 
also ranked on Golf Digest’s national list of Top 100 
Clubfitters. More than 60 young players have moved 
on from her lesson tee to play NCAA golf. Her students 
have competed in the U.S. Boys and Girls Juniors, 
U.S. Amateur, U.S. Mid-Amateur and the U.S. Open.  
     Comer was selected as the 2005 PGA Junior Golf 
Leader of the Year and named the 2014 Public Golf 
Leader by the National Golf Course Owners 
Association. In 2005, she was tapped to serve as a 
member of the PGA President’s Council on Growing 
the Game. A graduate of the University of North 
Carolina at Chapel Hill, Comer was a first-class 

player who competed in 
the 1986 Curtis Cup 
Matches, capping an 
amateur career that saw her win five Virginia State 
junior and amateur championships. 
     She made it to the quarterfinals of the 1985 U.S. 
Women’s Amateur Championship, claimed several 
collegiate trophies, and competed in five U.S. 
Women’s Open Championships as a professional 
golfer, finishing 14th in 1987. In 1985, Kandi was 
recognized as one of the top 10 U.S. women 
amateurs by Golf Digest. Paul Ramee persuaded 
her to recount the highlights of her career to date, as 
well as offer views on an array of topics about 
coaching. That interview transcript is excerpted here.  

There’s an old cliche in golf about “horses for 
courses.” We’re told you actually gave up one 
for the other. Could you explain?
My first love and my main interest as a young girl 
was equestrian. Then at about age 11, I began to 
have allergy problems when I rode horseback. So I 
turned to golf. My dad was the one who got me into 
the game and I was hooked right away.

Apparently you were a natural at it.
I was able to play well as a junior, and I enjoyed the 
competition. I kept improving and eventually won 
five Virginia state junior and amateur titles, including 
the Junior Girls Championship at age 14. the peak 
of my amateur career was probably 1985, when I 
made it to the quarter-finals of the U.S. Women’s 
Amateur. The next year I made the Curtis Cup team. 
In my NCAA career at UNC I  won some individual 
titles. It was enough to convince me to turn 
professional.

We’ll ask for details on your experience playing the 
LPGA Tour, but for now how would you summarize 
it?
Apparently you were a natural at it.
Apparently you were a natural at it. 

PGA Junior Golf League 
has become a passion 
for Comer. Her junior 
programming is 
designed for all levels 
of skill and interest 
from 3 years and up.
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Comer spent time 
at the top of the 
amateur game 
playing in the 
Curtis Cup and 
went deep into 
match play at the 
1985 U.S. Women’s 
Amateur before 
playing 
professionally.

Apparently you were a natural at it. 
I was able to play well as a junior, and I enjoyed the 
competition. I kept improving and eventually won five 
state junior and amateur titles, including the Junior 
Girls Championship at age 14. The peak of my 
amateur career was probably 1985, when I made it to 
the quarter-finals of the U.S. Women’s Amateur. The 
next year I made the Curtis Cup team. In my NCAA 
career I  won some individual titles. It was enough to 
convince me to turn pro.

What's the short version of your story as a 
professional golfer?
In 1987 I finished 14th at the U.S. Women’s Open.   I 
ended up competing in five Women’s Opens, as a 
professional. I didn’t enjoy the life of a touring pro, is 
one way you could sum things up. 

You quit after a short stint—what did you do?
For a year I managed a swim and tennis club. The 
head pro back home in Charlottesville encouraged me 
to give the golf industry a try and see where it goes. 

What were your early experiences of working with 
golf professionals like?
At my local club in Charlottesville there was an 
assistant professional, Phil Owenby, who kind of took 
me under his wing. He spent a lot of time helping me, 
and in fact he still does. As I progressed in junior golf 
Phil could see that my short game was a little shaky. 
He and Bob Rotella, who is also from Charlottesville, 
suggested I get help around the greens from Davis 
Love, Jr. That sounded good to me, so I went to Sea 
Island, Ga., and started working with Davis. I always 
brought Phil along—that way I had an extra pair of 
eyes for when we were back home. Davis became a 

great mentor for me, and the guidance I received from 
Bob Rotella was just as valuable. Counting Phil 
Owenby, those were my “big three” mentors. And I 
was always impressed by the way Phil encouraged 
me to get another opinion.  

Looking back on your playing career, is there 
anything you wish you had done differently?
Even though I had success as a professional, it wasn’t 
fun the way amateur golf had been. It was cutthroat, 
actually. And there was so much travel. On the tour now, 
players seem to bond a little better and they do more 
things together, so it’s changed over the years. Once I got 
married and had kids, I wanted to be home more.

Do any Futures Tour moments stand out for you?
I remember going for my first professional 
tournament win, and Dottie Pepper, whom I was 
paired with, was a good friend. On the 18th green I 
was so shaky over an eight-foot putt that I rolled it 
halfway to the hole. I made the next one to beat her 
but I was thinking, this is not fun. And the money 
wasn’t great back then, either.

So, you don’t have regrets about your career path?
I really don’t. I’m having fun now, I’ve had success 
teaching and I love the feeling of helping others 
improve. And I so value the education I got at UNC, 
which came about through golf. We all want to give 
back, and I get that feeling so often as I see these kids 
of mine getting scholarships and loving the sport.

You also do career-development with women at 
the graduate level, right? 
That’s correct. I do a program for the Darden School of 
Business at the University of Virginia with the women 
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there. It’s all about how you can use golf in the 
business world. That kind of teaching and mentoring is 
just as rewarding as anything for me. Seeing these 
women not get left in the office while everyone is out 
playing golf is great. They just need some instruction 
and encouragement—then they can use the sport for 
networking and deal-making, like the guys do.  

Your reputation as a player gave you credibility 
when you first went looking for students, but you 
didn’t have a teaching philosophy.
That’s right, but all along I had been a big student of 
the game and I was someone who wanted to know 
how the golf swing worked. I had a great rapport with 
Phil and with Davis, so I would go back and talk to 
them. The other person who was really good to me at 
that time was Bill Strausbaugh. He was so great at 
keeping it simple and he was very influential. To this 
day I still reach out to Phil. I also try to keep up on my 
reading about what everyone’s teaching, but at the 
same time I like to stick to my style—based on the 
belief that no one method works for everyone.  

You’ve gone all-in with juniors and youth at your 
facility, Old Trail Golf Club. How does that work?
We start them at age 3 with a program that is all about 
playing games and just having fun. We have a Sunday 
afternoon program for some of the newer golfers. Then 
we have a performance program for players who are 
committed and want to see how good they can get—
there are three different levels of that. My goal is to get 
every level involved. We have junior leagues, which 
they love, and this year we’re doing inter-club matches 
with kids who graduated from the league last year.  

Any instructors you’re following, or that you're 
particularly interested in?
I’m a believer that there’s no magic formula out there, 
so you kind of have to think about the basics; grip, 
posture, and the setup. I’m a huge fan of Butch 
Harmon, the way he keeps it really simple, but he gets 
results obviously. I try to incorporate anything I can 
from the newer pros coming up. I use a lot of 
technology to make learning easier.  

What are you excited about at the moment?
I’m trying to figure out better ways to focus on putting. I 
like the Blast Motion putting product, for focusing on 
tempo. I tried it on myself first and the results were 
pretty amazing, so that was kind of the highlight of the 
PGA Show for me. I also like the K-Vest, because I 
think it will really help the wrist position at the top and 
at impact, which is one of the things my students 
struggle with sometimes.

What do you do with your more elite players 
during the offseason?  
I have an indoor facility but it really isn’t for group 
instruction at this time, so we focus on mostly 
individual practice there for now. We usually 
regroup in January and I’ll find out which kids are 
genuinely interested and we offer them winter 
instruction. For the fitness aspect, we use TPI and 
yoga and I’ve found this helps a lot. Again, at this 
time most of this is individual, focusing on who 
really wants to get better and making the 
commitment. The other thing that I do for all of my 
players, is I try to go to all the games they play in 
their team sports, to build better relationships.

Comer’s keen 
ability to coach 
youngsters has 
landed her on the 
U.S. Kids’ Golf Top 
50 Teachers list. 



Buying power and serious savings for your business

To learn more or to sign up for Ride email: ride@golfchannel.com or check out:
business.golfnow.com/services/ride/learn-more-about-ride/

Controlling costs is as essential to growing 
your business as a great playing surface and 
sound marketing. In that pursuit, one of the 
simplest and most effective tools in your 
arsenal can be the Ride group purchasing 
program from GolfNow.

Ride taps into the wide-ranging buying power 
of Comcast, corporate parent of NBC and 
Golf Channel. Comcast’s supplier network 
includes broadline food distributor US Foods, 
a number of independent produce companies, 
agronomy and technology resource SynaTek 
Solutions, communications giant Verizon, 
business supply outlet Office Depot and many 
others. Virtually everything you need to run 
your business, sourced from industry-leading 
suppliers at group-buying discounts. 

It’s like found money. How much money? 
On average, partners buying through Ride 
are saving 17 percent on their regular 
business expenses, with courses reporting 
anywhere from 6 to 35 percent savings on the 
necessities that make their operations and 
yours hum. 

Plus, there are no fees involved in starting your 
savings today, and signing up is easy.

What can Ride offer your business? 

Unbeatable selection
Ride includes savings opportunities in 
agronomy, office supplies, environmental 
services and much more. 

Purchasing power
The buying power of Comcast makes savings on 
a wide range of products possible. 

Significant savings
Lower pricing results in significant savings 
for Ride clients, and rebates further reduce 
overhead. 

Simple start
Sign a letter of participation and we’ll get you 
set up in just a few weeks. You’ll see savings as 
early as your first order.

Business partners currently utilizing Ride 
are saving 6-35% on everyday purchases.

Ride
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By Andy Hilts, Director 

At the start of 2018 I took on the 
Director role at Proponent Group 
with great anticipation. My 
experience over these past six 
months has been every bit as 
rewarding as I had hoped. And 
that is thanks to Lorin and our 
experienced staff—also to the 
quality of the discussions I’ve had 

with so many of you. Every day for me is about getting 
to know Proponent members better. It’s key to more 
fully understanding the successes you achieve and 
the challenges you face. 
     Coming off my years with GOLFTEC as the corporate 
staff person who had direct contact with a legion of 
coaches nationwide, I see similarities between issues 
those coaches encountered and the issues I discuss with 
Proponent members. A very common theme is how 
teaching professionals struggle to gauge how much their 
skills are worth. Said another way: I don’t think we are 
charging enough for our skills and services. 
     It doesn’t make sense that a proven, proficient golf 
coach would undervalue what his or her services are worth. 
We change lives! We provide enjoyment to people who, in 
case after case, have succeeded at everything they’ve 
done in life – except golf. We enhance the excitement and 
fulfillment of a game that our students spend hundreds of 
hours, and thousands of dollars, playing each year. We 
provide unique value to an aspect of their lives that is high-
priority. Why is this not worth more? 
     I gave this question serious thought and came up with a 
few theories—categorized under several headings: 
     Upbringing and Cultural Beliefs: Maybe this is just 
my perspective, but growing up with parents who were 
teachers I looked at golf as something you had to squeeze 
into the family budget. The golf we played was usually a 
late-day round at twilight rates—the faster you could play 
the more value you got. So, it was a huge leap to think 

about charging someone four or five thousand dollars for 
golf coaching, even if the result was that I took them from a 
mid-90s shooter to a low-80s shooter.  
     Conformity to the Past: Instruction rates, to a great 
degree, are rooted in what the old pros at the typical club 
would charge. I’m talking about guys who were teaching a 
lesson now and again. Their pricing habits have stuck with 
our industry. So has the notion that the student alone dictates 
the lesson schedule. Both these practices need to change. 
Very likely, they need to change together, as one influences 
the other quite strongly. We need to bring a coaching 
mentality to the process, and make a strong case for seeing 
our students on a more frequent basis. This starts with 
building a menu of services that consists of in-depth, 
progressive learning programs and larger lesson packages. 
If you are going to take someone from 100 down to 90 it will 
require that you touch multiple aspects of their game 
multiple times. One of the guiding stats at GOLFTEC 
was that, over the course of taking lessons for a year, 
people took off an average of 7 strokes.
     Lack of Sales Training: For years it would baffle me to 
see how lacking in sales technique the well-regarded 
instructor seemed to be. But hey—no training in sales 
means no effectiveness in sales, unless you are a rare 
“natural.” And lack of sales training will always cause a 
strong aversion to selling. In fact, most people who train 
anyone to sell anything spend a big chunk of that time 
explaining that selling is a productive and customer-
assisting service. Taboos against selling are all based 
on a failure to understand that professional selling = 
educating. If you’re not educating and explaining, you’re 
not doing what a professional sales person does. 
     So think about it: Many of our students spend thousands if 
not hundreds of thousands of dollars to join exclusive clubs. 
Why should they not invest considerable dollars with us to 
make the most of that original expenditure? 
     The passion and the capacity to help people play better 
golf are, in nearly all cases, more valuable than the teacher 
realizes. You do great things for people—It’s absolutely OK to 
make very good money in the process.

LET ME TRY TO SELL YOU ON SOMETHING 

REGISTER NOW OPEN: Proponent Summit 2018 will be 
November 4-6 at Cowboys Golf Club in Dallas, TX

Early Bird Special: Save $70 before August ends!

PROPONENT GROUP CALENDAR

16



J U L Y  2 0 1 8P A R T N E R  S P O T L I G H T

17

EXCLUSIVELY FROM BOBBY JONES,  
JUST FOR PROPONENT MEMBERS

All current product from Bobby Jones’ and Sunice outstanding mens’  
and womens’ lines is available for personal use to  

Proponent Members at outstanding preferred pricing:  
WITHOUT MANUFACTURER LOGO: 30% off standard wholesale pricing  

WITH MANUFACTURER LOGO: 50% off standard wholesale pricing 

Check out all the options at bobbyjones.com and sunicesports.com. To place 
a personal use order – or for pricing on bulk orders for outings, golf schools 

or other student usage – contact Customer Service at 800-561-3872. 

http://bobbyjones.com
http://bobbyjones.com
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NEW BOOK FROM AWARD-WINNING MEMBER 

PROPONENT EXCLUSIVE: CHRIS ROWE 
BOOK EXCERPT 
Choosing a stealth approach to book-writing, Chris Rowe 
contributed magazine articles to a local publication for 
many years and then wove them together into first one 
book and then another. His second book goes by the 
colorful title of “Bartenders, Preachers and Golf Pros”—we 
offer you some excerpts of it here.
     Longtime head professional at Whispering Pines Golf 
Club in Trinity, Texas, Rowe played NCAA golf for East 
Central Oklahoma University then joined Dornick Hills 
Country Club in Oklahoma as an assistant professional. 
Three years later he moved on to storied Colonial Country 
Club in Ft. Worth, Tex., his last stop before taking up 
residence at Whispering Pines. 
     Continually challenging himself toward high 
achievement as a golf coach, Rowe has garnered 
recognition for his efforts along the way. Three times he has 
received South Texas PGA Teacher of the Year award, 
named for Harvey Penick. He has also been a US Kids 
Top 50 Teacher in America and on multiple occasions has 
been nominated to the Golf Digest and GOLF Magazine 
national rankings of top teachers. 
     In a presentation last January to Proponent members 
Chris offered up the following advice to his fellow 
instructors:

• “Private clubs are like high schools—full of cliques. 
And each clique has a ringleader. Give each 
ringleader a free lesson, make them better, and you’ll 
get business from every group.”

• “If you’re surrounded by small towns, go find the best 
golf talent each one has, and become the one 
teacher whose name is known to everyone in that 
town.”

• “Write a book—it will set you apart. But don’t sit down 
and do it from scratch—instead find an existing 
publication that will let you write articles for it, and after 
a few years put the articles together to make a 
finished book.” 

In writings aimed at amateur golfers rather than his 
professional peers, Chris has endeavored to produce an 
insider’s guide to the game that the average player can 
learn from. Here are some highlights from the new book.

I tell my students that every golf course is a book of golf 
holes made up of 18 chapters. If a college student had a 
test on a book they were assigned, they would want to 
know details and highlights of each chapter. All the chapters 
of the book are important, but usually some are more 

important than others. The professor verifies this, by telling 
the class: “You might want to read this chapter more than 
once.” The test always has more questions from that 
chapter than any other one. 
     Likewise, on the golf course, there are always holes 
you need to pay more attention to than others. All the 
holes are important and require you to “read” through 
them, so to speak. Par fives usually could be a more 
important chapter because the second shot challenges 
you to make a decision. Do you go for the green in two? 
If you lay up, what yardage do you lay up for your third 
shot? The rest of the holes require decisions as well, so 
never skip over chapters and assume you will not be 
tested on them. 
     When you play your home course, you should know 
every detail of every hole. If asked to open your home 
course book to chapter twelve, you should be able to tell 
me exactly how you would play that hole. You should be 
able to tell me every detail about the layout of the hole, 
the complexity of the green, and the best angle to 
approach the green. If you are preparing for a 
tournament on a different course, you should study 



every detail and be prepared to get a 
call from your golf professor asking 
you how you would play each hole. 
     So, again, golf courses are books, 
and holes are chapters. Pay attention 
in class and study each chapter. Your 
test is the club championship, member 
guest, state qualifier, or your Saturday 
morning game. You should know all 
the chapters when you arrive at the 
first tee and make an A-plus on your 
next eighteen-hole exam. 

* * * *

During the PGA Merchandise Show, you see everything you 
could imagine in the golf industry. One of the most unique 
items this year was from FlightScope. FlightScope is a 
Doppler radar that tracks your golf ball’s spin rate, distance, 
carry, club path, angle of attack, and many more details. This 
is incredible technology, and everyone should hit shots with 
their instructor using this device. 
     FlightScope added a new technology this year that 
includes a headband that reads your brain waves after each 
shot. You place the band on your head, and the screen it’s 
connected with either shows green or red. If the screen 
shows red, you have tension in your swing. If the screen is 
green, your tension level is good. 
     As the headband was placed on my head, the screen 
turned red immediately. Feeling a bit ridiculous wearing a suit 
with this headband on and the screen turning red wasn’t a 
surprise. The person who invented this technology was 
standing next to me, and he asked me to hit a ball. The PGA 
Merchandise Show actually has a driving range set up 
where you can hit all the new clubs from each manufacturer. 
They handed me a nine iron, and the shot soared into the 
back of the net seventy yards away. Feeling pretty good 
about the shot, I immediately turned to look at the data. The 
data showed green at address and then went to red as the 
golf swing began. 
     After a few more shots with the exact same results, I 
decided to try and trick the machine. I’ve never taken a lie 
detector test, but this technology works in a similar way. 
Earlier in the day, Proponent Group had had numerous 
classes for golf instructors to get continuing education. I 
absolutely love attending anything that gives me new ideas 
and makes me a better instructor. One of the classes was a 
mental class taught by a sports psychologist. The main 
objective of his class was breathing techniques to relieve 
tension. “Do you breathe in on your backswing or out?” 
We’ve all heard the joke, but there is validity to the question. 
When you let all the air out of your lungs, you start to relax. 
     This seemed like the perfect time to try this technique with 
a headband filled with sensors and a screen that wouldn’t 
turn green. I addressed the ball and took a deep breath just 
before pulling the club back, and then let all the air out of my 
lungs. The inventor of this technology looked at me and said, 

“That was good!” The screen had turned 
green at the moment my lungs were 
exhaling. 
     This got me thinking about what the 
sports psychologist had been talking 
about. What if you inhale when 
addressing the ball and exhale at the start 
of the swing? Every shot hit after my new 
breathing technique produced a green 
screen! 
     When we get under pressure or get 
nervous on the golf course, we tend to 
speed up our swings and have tension 
throughout our body. If you breathe using 

this technique, it immediately relaxes your body and 
eliminates tension. I’m not saying do this on every shot, but 
try it when you’re on the first tee and nervous, or standing 
over a putt to shoot your lowest score. It worked for me, and 
it will work for you the next time you’re on the links! 

* * * * * *

My golf career has introduced me to so many incredible 
people throughout the past 30-plus years playing and 
working as a PGA professional. I’ve hung out with the 
President of the United States and played golf with hall of 
fame athletes, along with numerous famous musicians. 
I’ve been blessed to work at Colonial and Whispering 
Pines the past 21 years, and you bump into a lot of great 
people along the way. 
    When I worked at Colonial, our shifts usually had the 
assistant professional opening the golf shop three days a 
week and closing the other three days. The mornings when I 
opened, there would always be this particular caddie on the 
corner of Colonial Parkway, waiting for someone to give him 
a ride. The caddie’s name was Clifford. I never knew his last 
name but made a habit of giving him a ride to the clubhouse. 
The public bus would drop him off on University Street, and 
he would walk halfway to the clubhouse about the time I 
would arrive at the back gate entrance near the fourth tee. 
     For years, we would have brief conversations during our 
two-minute drive. We always had small talk, and I always 
wished him a good day on the links. One day, I asked 
Clifford if he had ever shagged golf balls for Ben Hogan. To 
my surprise, he nodded. When you work at Colonial for a 
decade, you hear every Hogan story imaginable. I never 
met Mr. Hogan, and to this day, I wish I’d made my way over 
to Shady Oaks while he was still alive. 
     Clifford began to tell me about Mr. Hogan going to the 
right side of the 10th hole at Colonial and hitting balls across 
the 10th and 18th fairways while Clifford stood in the 17th 
fairway. These three holes run parallel at Colonial, and back 
then, golf courses didn’t have the elaborate driving ranges 
we have today. I asked him the obvious question: “How 
good was Mr. Hogan?” 
    “Everything people said about Mr. Hogan was true!” he 
replied. “You move a step here and a step there, and the 
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     Golf swings get out 
of tune just like guitar 
strings. When you put 
away your game for a 

month and come 
back, you will most 
likely be out of tune.



balls would land right next to the shag 
bag.” Clifford then told me the line I’ll 
never forget! In his Southern drawl, he 
said, “Chris, there were numerous 
times the golf balls would bounce right 
in the shag bag.” What I would have 
done to see Mr. Hogan hit some of 
those shots. 

* * * *

If you were asked to walk 10 feet 
across a two-by-four board that 
was five feet above the ground, 
would you be able to do it? I’m guessing most of you 
would be able to. Now, what if the board was raised 
to fifteen feet above the ground? Most of you might 
say this would be harder or scarier, but the truth is 
the board is still the same width and length. The only 
difference is the height that the board has been 
raised. But it’s still the same 10-foot-long two-by-
four. Many times when we are hitting a golf shot, we 
make the moment bigger than it actually is. Is a 
birdie putt easier than a triple-bogey putt? No. They 
are exactly the same because each putt counts the 
same. We often put more pressure on ourselves 
when we are playing a famous hole or have a putt to 
win a bet. Every shot counts one stroke, regardless 
of the moment. 
     A few months ago, I was playing the 8th hole at 
Pebble Beach. My tee shot landed on the right side 
of the fairway and was in perfect position. Those of 
you who have played Pebble Beach and stood on 
top of the cliff know how spectacular the moment 
can be. As I looked down at the green with a 360-
degree panorama view of the most beautiful place 
on Earth, it was hard to imagine the shot not being a 
big moment. Jack Nicklaus says the second shot on 
the 8th hole at Pebble Beach is the best second 
shot in golf, and as I stood there with a seven iron in 
my hand, Jack’s statement entered my mind. I 
started to think about how beautiful the ocean and 
cliffs were—and how cool it would be to tell the guys 
I birdied the 8th hole at Pebble Beach. I really 
wanted to hit the shot perfect! 
      With all the distractions, I collected my thoughts 
and went through my routine. As I stood over the ball, 
I told myself, This shot is just another golf shot. My 
mind cleared, and my focus was on making a good 
swing. The ball took off toward the green and gently 
faded toward the flag. Holding my pose and knowing 
the shot had been struck perfectly, I watched the ball 
land softly on the green ten feet from the hole. 
Unfortunately, the putt didn’t go in, but the greatest 
second shot in golf was hit perfectly. 
     The point of this story is to understand that no shot is 
more important than any other shot. It’s important to go 

through your routine and make a 
swing like you make on the driving 
range. The next time you are playing a 
famous golf course or have the 
opportunity to do something special on 
your home course, remember to not 
let the moment get too big. Every shot 
counts exactly the same, and no 
moment is bigger than another. 

* * * *

My guitar collection is very dear to 
my heart. It’s so much fun to pull a 

guitar out of the case and plug it into a powerful amp. 
One of the things I’ve never understood is the longer 
a guitar is not played, the more out of tune it 
becomes. All guitars have to be tuned at some point, 
whether they are played or not played. It has never 
made sense to me if the guitar was perfectly in tune 
when it was returned to its case, why it would be out 
of tune a month later. Shouldn’t the guitar be in the 
same tune when it is plugged into a Marshall amp as 
it was when it was put in the case? Humidity and 
different temperature changes seem to affect the 
strings and the wood. That is my conclusion and what 
the research has shown, but it still doesn’t make 
sense.
     Golf swings get out of tune just like guitar strings. 
When you put away your game for a month and 
come back, you will most likely be out of tune. It 
doesn’t matter how well you were striking the ball 
before your game took some time off; seldom do you 
come back as the same golfer the first time back. 
Many PGA Tour players take time off after a win and 
return a few weeks later, but never seem to get their 
winning form back. This year, Dustin Johnston was 
winning everything early in the year and hasn’t come 
close to winning over the past few months after 
returning. Everyone needs a break, especially PGA 
Tour players, who are on the road and away from 
their families for weeks, but there are no guarantees 
they will have the same winning form. 
     The weekend golfer doesn’t get to play or practice 
every day like professionals, and their games will 
certainly go out of tune faster, but it’s still all relative. 
PGA guys finishing in the top ten every week and 
then taking time off and returning missing cuts is the 
same as the weekend golfer who normally shoots in 
the low eighties and comes back after a few busy 
months in the office and shoots in the nineties the first 
time back. 
     We all go in and out of tune with our golf games 
just like guitar strings. The next time you take some 
time off, start back with a tune-up from your golf 
professional. With a little work on the range, you can 
get your swing back in tune in no time! 
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Now You Have FOUR Ways  
to Find Answers to All of Your  

Business and Career Questions 

TAKE ADVANTAGE OF  
ALL OF OUR OPTIONS 

Contract Negotiations • Proprietary Compensation Information • Marketing Issues  
Business Plans • Job Search Assistance • Public Relations • General Career Advice  

Management Action Plans • Resume Review • Website Design • Logo Design  
Teaching Building Design and Construction • Social Media Marketing • Instruction Trends

Our Unique Members-only Website  
Access to more than 100 presentations from the top industry experts and world-class instructors  

whenever you need it, only on our members-only website. Plus, more than two dozen business templates  
and guides ready for downloading at any time.  

Our Member Mentors  
Tap into the combined knowledge of more than 100 of our members who have offered to assist fellow 

members by sharing their expertise in dozens of relevant topics. Just find your topic of interest and contact 
those listed for advice to tap into our membership’s shared wisdom.  

Our Private Edufii and Facebook Groups  
Ask our Private Facebook or Edufii groups of more than 450 Proponent members your questions  

and you’ll get answers from your peers across North America.  

Our One-on-One Consulting  
For our full members, call our office anytime you need help with a career or business-related issue.  

We talk with dozens of members each week and provide recommendations and advice  
in dozens of areas that can affect your bottom line. 

Log on to www.proponent-group.com or call 407-878-1235
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MEMBERS COMPETE IN PGA 
PROFESSIONAL CHAMPIONSHIP
More than 300 of the top PGA of America member 
competitors converged on Seaside, California in June 
for the PGA Professional Championship. The top 20 
finishers qualify for the 2018 PGA Championship. 
While none of the nine Proponent Group members in 
the field earned a berth in this year’s PGA 

Championship, Tommy 
Sharp of Golf Lab in 
Salt Lake City, UT 
ended up one shot out 
of the playoff for the last 
spot.
     Additional Proponent 
Group members who 
competed last month 
include: Grover 
Justice, Nicholasville, 
KY; Brendon Post 
Gaithersburg, MD; 
Alison Curdt, Simi 

Valley, CA, Jeff Kringen, Wayzata, MN, Jim Estes, 
Olney, MD, Tyler Jaramillo, Hewlett, NY; Chris 
Kaufman, Coral Springs, FL and Sean McTernan, 
West Newton, MA. 

Lorin Anderson  Founder and Golf Channel VP, Instruction 
Andy Hilts  Director 


David Gould  Staff Editor 
Lori Bombka  Operations Manager 

Debbie Clements  Accounting
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JOHN BAUER, JBJ Golf, Oconomowoc, WI – Full 
Member
BRYAN COLLINS, GOLFTEC Chapel Hills, Colorado 
Springs, CO – Associate Member
NIK CROSS, Golf Channel Academy with Colby 
Huffman, Zionsville, IN – Associate Member
JAMES DOWLING, Lancaster Golf Club, Lancaster, 
England – International Member
RITA SCHUENEMANN, Cedar Creek/Brackenridge Golf 
Course, San Antonio, TX – Full Member 

WELCOME PROPONENT GROUP’S NEW 
MEMBERS FOR JUNE 

Proponent Group’s newsletter is published12 times a year.  Back issues are available at no charge for active members and at a per-issue 
price of $20 for non-members. Subscriptions are available to non-members at an annual fee of $240 at lbombka@proponent-group.com.

THE PREMIER NETWORK OF GOLF INSTRUCTORS

Proponent Group members Joy Bonhurst of 
Gaithersburg, MD and Jamie Fischer of Lake Forest, 
IL will be among the field at the USGA inaugural 
United States Senior Women’s Open Championship 
to be held at the legendary Chicago Golf Club in 
Wheaton, IL on July 12-15. This historic event will 
include a $1 million dollar purse. 

Don’t forget to forward page 15 from this month’s 
newsletter to your facility management. The Ride 
program described there provides significant 
discounts on F&B, agronomy purchases and other 
business related expenses. Courses and clubs are 
saving an average of 17 percent using the program.

Tommy Sharp

HELP YOURSELF BY HELPING 
YOUR FACILITY SAVE $$$

INAUGURAL U.S. SENIOR 
WOMEN’S OPEN IN CHICAGO

Chicago Golf Club


