
Proponent Group is pleased to be hosting our first regional member event of the 
year, scheduled for Tue., May 1 in Denver at the extraordinary Castle Pines Golf 
Club in Castle Rock, Colo. Proponent Group Director Andy Hilts, host 
professional Don Hurter, three-time Colorado PGA Section Teacher of the Year 
Trent Wearner, and Dan Sniffin Director of Instruction at the Omni InterLocken 
Resort will lead the day’s discussions.
     The theme for the day will be Get Your Students on Course - Become More than 
Just their “Pro.”  The day starts at 8 am with breakfast followed by an indoor morning 
session focused on the business value of getting students on the course more often. 
After lunch, participants will go on the course and work through practical applications 
that they will be able to take home and use immediately. Program concludes at 3:30 
pm. Education credits will be available for PGA and LPGA members.
     All members are invited to attend. Limited housing also is available at the club. 
     Cost is $50 for members. If you’d like to invite a non-member to join you, 
their cost is $75 for the day. Event fee includes breakfast and lunch.
     To register to attend, simply log in to the members’ website and click on 
Denver Event in the left hand menu. 
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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 February, these were the 10 
most-watched videos on the 
Proponent website:  

1) Cameron McCormick -The 
Journey to High Performance


2) Mike Malaska - The Invisible 
Swing


3) Mike Bender, Martin Hall, 
David Leadbetter, Lynn 
Marriott, Cameron 
McCormick and Pia Nilsson - 
Summit “Super Panel”


4) Iain Highfield - Incorporating 
Mental Game Techniques in 
Practice for Your Students


5) Dr. Rob Neal - Forces and 
Torques Applied to the Handle 
of the Golf Club


6) David Orr - Putting: 
Coaching the Tour Player


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


8) Brendan Ryan - How to 
Structure Effective Practice


9) Henry Brunton - The 
Movement Towards a 
Coaching Model


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

Members who have recently moved into new positions 
include: 
     Sean Lanyi is the new Director of Instruction at Tri-
Mountain Golf Course in Ridgefield, WA  

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


New Job Postings: 
     Bishops Gate Golf Academy in Howie-in-the-Hills, 
FL is hiring an Asst. Director of Instruction.  
     For complete details visit the Job Board on the 
Members’ website. 

A MONTHLY LOOK AT THE JOB MARKET 
MEMBERS ON THE MOVE 

One of the best discount 
opportunities Proponent Group is 
able to offer our members is our 
very generous Bobby Jones and 
Sunice Personal Use Discount 
program. Bobby Jones and 
Sunice allow our members to 
purchase anything in their  current 
catalogs for personal use at 50 
percent off wholesale with the 
manufacturer logo and 30 percent 
off wholesale for items without the 
company logos. 

     Both lines have outstanding 
apparel for both teaching and 
dressier options for when you’re 
off the lesson tee and just want 
to look nice. 

     More than one hundred of our 
members have taken advantage 
of this program over the past few 
years. For those of you who do 
not have an apparel deal, the 
savings can add up to more than 
the cost of your annual 
Proponent membership fairly 
quickly. 

     To place an order for personal 
use – or for pricing on bulk orders 
for outings, golf schools or other 
student usage – contact 
Customer Service at 
800-561-3872.

BOBBY JONES OFFERS EXCLUSIVE 
PROPONENT MEMBER DISCOUNT

Sean Lanyi

mailto:lbombka@proponent-group.com
mailto:lbombka@proponent-group.com
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2018 Compensation Survey Results: 

A RECORD YEAR FOR REVENUES, TECH 
USAGE AND SHIFTS IN SOCIAL MEDIA 
By Andy Hilts, Director

For the 11th consecutive year we present Proponent 
Group’s exclusive annual report on the state of the 
instruction industry. While many metrics in this year’s 
edition of our “Comp Survey” show similarity to prior-year 
data, there are notable cases of trends that are growing or 
accelerating. In this article we’ll highlight all the important 
marketplace changes, as we look closely at how 
Proponent members are operating their businesses 
heading into the heart of the 2018 season. 
     What this data provides is a financial snapshot you 
can use to benchmark your business and your career 
against what your peers are doing. It’s important to 
remember that these are broad averages and include 
a large number of instructors whose positions may be 
very different from your own. As you’ll see in the yellow 
sidebar box, members who completed this survey are 
eligible upon request to receive a customized version 
of the survey results designed to most closely reflect 
their particular career situation.

Our Members are the Best of the Best
For more than a decade, Proponent Group has 
been tracking its members’ compensation and 
operations data. The aim all along has been to 
illuminate the business realities and opportunities 
for the industry’s top tier of dedicated, full-time 
instructors. And when we say “top tier,” you are 
definitely that. More than one-quarter (27 percent) 
of this year’s survey respondents are listed on Golf 
Digest’s Best in State rankings and one-quarter (25 
percent) of all respondents have won a PGA or 
LPGA Section Teacher of the Year award. 
     In preparing this 2018 Proponent Group 
Compensation and Operations Survey, we’re aware 

that no single metric or data point is likely to make 
you change the way you operate your business. 
Instead, its value rests in the totality of the picture it 
provides of how the game’s hard-core golf 
instructors earn their livelihoods. We expect these 
facts and figures will do much to help you to 
strategize for an increasingly better return on your 
intellectual property.
     In this article we’ll break down some of the shifts, 
trends and opportunities that characterize the 
industry at this time. Much more information is 
available for you in the 20-plus-page summary 
report now available for downloading on the 
member-only website—find it in the Member 
Surveys menu.      
     Again this year, we present the survey summary 
in four distinct data sets: Employees, Independent 
Contractors, Academy Owners, plus the ”All” 
                                         (continued on page 4)

Get Your Personalized Comp Survey Results 
If you are a Full or International Member and you completed the survey, you are eligible to have a free 
customized version of the survey’s results created just for you. Typically we aim to build your customized results 
from the 8-12 positions captured in the survey database that are most similar to yours. We provide a report that 
allows you to review compensation, job descriptions, management responsibilities and benefits for those peers 
whose professional situations are most similar to yours. 

    We can run comparisons that closely match your experience level, facility type, employment status and other 
key comparables. To obtain a customized summary of the new survey results, simply email Andy Hilts at 
andy.hilts@golfchannel.com. 




column, showing 
aggregate results. We 
also include charts of 
financial averages for 
members with fewer 
than 10 years of 
teaching experience, 
versus those with 10 
or more years of 
teaching under their 
belts. We felt we 
needed to add this 
breakout as we’ve 
seen a growing 
number of Associate 
Members completing 
the survey, most of 
whom have been in 
the industry for less 
than a decade.

 

A Growing Economy Elevated Members’ 
Businesses to New Highs 
Total revenues in the new survey averaged $143,272 
for all member categories, jumping a full 7 percent in 
2017, easily outpacing inflation. For Employees, 
average revenue remained at $116,969, statistically 
flat for the year while Independent Contractors 
averaged $112,172, up 9 percent, and Academy 

Owners came in at 
$327,769, up a 
whopping 29 percent. 
When the economy 
heats up– as it has 
recently – it is common to 
see those taking the 
financial risk of 
entrepreneurship reap 
more of the rewards. It 
makes sense that 
Independent Contractors 
and Academy Owners 
would experience a 
bigger upside than 
employees, just as they 
see a bigger downside 
when the economy 
slows, since they don’t 

have any guarantees or 
salaries to rely upon.
      Members who have taught more than 10 years 
averaged $159,718 in revenue, which was statistically 
flat with the previous year. Meanwhile, members with 
less than 10 years of teaching experience brought in an 
average of $104,331. This was an increase of 28 
percent from a year ago and brought all five of our 
major sub-groups into six figures for the first time in                             

(continued on page 5) 
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Revenue	Breakdown	for	the	“Average”	Proponent	Group	Member	
	 	 	 	 	 	 	 	 	 	 	 More	Than		 Less	Than	
	 	 	 	 	 	 																				Independent							Academy	 		10	Years	 	10	Years 
	 	 	 	 								All	 													Employees				Contractors									Owners	 	Teaching	 	Teaching	
Private	lessons:	 	 	 $			63,776	 55,627	 								54,873	 		127,242	 		71,244	 	 		45,702	
Salary:	 	 	 	 $			20,745	 32,252	 										1,488	 					21,154		 		22,501	 	 		16,493	
Long-term	coaching	programs:	 $			18,829	 		8,774	 								18,727	 					60,949	 		20,142	 	 		15,652	
Golf	Schools:	 	 	 $					9,617	 		6,762	 										9,755	 					26,154	 		11,454	 	 				5,170	
Clinics/Group	lessons:	 	 $					7,964	 		5,906	 								11,324	 					10,123	 				8,535	 	 				6,697	
Payments	from	staff	teachers:		 $					7,386		 					577	 										4,903	 				34,423	 				8,926	 	 				3,659	
Payments	from	Tour	players:	 $					3,436			 		1,019	 										3,592	 						4,563	 				4,518	 	 							819	
Equipment/clubfitting	sales:	 $					3,360	 		1,089	 										3,427	 				14,808	 				4,017	 	 				1,767	
Corporate	outings:	 	 $					2,104		 					585	 										1,571	 				10,369	 				2,604	 	 							893	
Books/DVD’s/media	payments:	 $					1,575	 					152	 										1,200	 						7,385	 							708	 	 			3,673	
Tournament	winnings:	 	 $					1,200	 		1,519	 													646	 						1,552	 							916	 	 			1,904	
Endorsements:	 	 	 $					1,199	 					180	 													612	 						6,288	 			1,436	 	 						643	
Coaching	school	teams:	 	 $					1,056				 		1,251	 										1,145			 									230				 			1,122	 	 						656	
Bonus:	 	 	 	 $					1,025						 		1,276	 													220	 					2,529		 			1,595	 	 						603	

Total	Average	Revenues:												$143,272								$116,969					$112,172								$327,769											$159,718											$104,331	

Source:	2018	Proponent	Group	Compensation	and	Operations	Survey				



survey history. This 
suggests that the new 
generation is learning 
faster and taking 
control of their careers 
sooner, allowing them 
to generate greater 
larger revenues earlier 
in their careers than 
past generations of 
teachers. We’ll keep a 
close eye on this trend.
     The average adult-lesson hourly rate for members 
teaching at a private club was $137 for club members 
(up 3 percent for the second year in a row) and $151 for 
non-members (up 2 percent). Teachers at public 
courses earned an average hourly rate of $143 (up 4 
percent for the second year in a row). Academy 
Owners averaged an hourly rate of $160 per hour.  
Couple these rate increases with the fact that members 
reported a slight increase (for the third year in a row) in 
the number of hours they were actually teaching 
students and you get to that 7 percent average 
increase in revenues. 
     Interestingly, it seems that corporate outings are still 
few and far between compared to the heyday of 
corporate golf events back in the 1990s and may not be 
coming back anytime soon. More than two-fifths of our 
members (43 percent) still report no corporate outing 
business in the past year. 

Shift Away from Private Lessons Continues— 
Longer-term Coaching Programs are Exploding  
The typical Proponent Group member earned only 45 
percent of their revenues from private lessons–
generally stable from last year–but the gross revenues 
from coaching programs continues to rise from $9,739 

five years ago to 
$15,696 last year to 
$18,829 this year—a 
20 percent jump this 
past year alone. 

Non-Cash 
Compensation 
Stabilizes
After years of non-cash 
benefits drying up 
almost across the 

board, we saw more stable numbers in most non-cash 
compensation categories this year. Those reporting health 
insurance paid by their employer was up 3 percentage 
points from 40 to 43 percent; 401k plan offerings 
increased from 35 to 38 percent; PGA/LPGA dues paid 
by employer/facility increased from 43 to 46 percent; 
education allowance increased from 31 to 37 percent and 
the percentage of facilities purchasing training aids 
increased from 41 to 44 percent. While not huge gains, 
these numbers are encouraging after years of continual 
erosion. Again, the stronger economy is likely driving 
some of these numbers. For the moment, members are 
accessing more non-cash benefits than in recent years. 
      Still many of our members are exposed to significant 
financial risks. We urge members to speak to a financial 
specialist such as those in our WealthWave alliance who 
can help ensure that a lack of insurance and other benefits 
don’t cause financial havoc for you later in life.

On the Expense Side…
Half of our members reported paying a revenue split back 
to their facility/academy. At private clubs the average split 
was 21 percent (up 1 percentage point from last year). 
Meanwhile public facility-based teachers who have a 

(continued on page 6) 

M A R C H  2 0 1 8C O M P E N S A T I O N  S U R V E Y

5

Selected	Instructor	Out-of-Pocket	Expenses	for	
the	“Average”	Proponent	Group	Member	

	 	 	 	 	 	 	 	 	 	 	 More	Than		 Less	Than	
	 	 	 	 	 	 																				Independent							Academy	 		10	Years	 	10	Years 
	 	 	 	 								All	 													Employees				Contractors									Owners	 	Teaching	 	Teaching	

Revenue	Split	back	to	Facility:	 					$7,651	 		9,448			 										5,151						 							8,100	 				7,432	 	 			8,171	
Teaching	Technology:	 	 					$5,039	 		4,310	 										4,856	 					10,827	 				5,735	 	 			3,378	
Rent/Lease	Payments:	 	 					$4,571	 					384	 										3,581	 					26,728		 				4,887	 	 			3,816	
Marketing/Public	Relations:	 					$2,007	 		1,380	 										1,705	 					10,346	 				1,705	 	 			2,729	
Continuing	Education:	 	 					$1,738	 					518	 										2,591	 							1,456	 				1,777	 	 			1,644	
Training	Aids	Purchased:	 	 					$			744	 					542	 													759	 							1,917	 							708	 	 						832	

Source:	2018	Proponent	Group	Compensation	and	Operations	Survey	



revenue-split deal paid 
32 percent on average 
to the facility. This figure 
was up 8 percentage 
points from 2016. 
     A quarter of our 
members (24 percent) 
pay rent or lease their 
teaching space. For 
those making rent or 
lease payments, the 
average total payment 
was $18,829. Academy 
owners reported an 
average rent/lease of 
$26,728 for the year. 
Two-thirds of those 
paying rent had access to teach in a permanent indoor 
structure as part of their agreement.

Data We Collected on the Data Collectors
Members using launch monitors/Doppler radar units to 
teach continued to climb from 81 to 86 percent last year. 
TrackMan jumped another 3 points to 50 percent—so, 
exactly half of all members now use that system. 
FlightScope dropped from 29 to 27 percent, 
     On the video-capture side of things, Apple products 
continue to dominate but for the first time iPads were most 
used for capturing data, at 47 percent, with iPhones 
second at 39 percent. Casio cameras were in a distant 
third place at 6 percent.
     As for video analysis, there’s a continuing shakeup in 
this segment ,with V-1 losing almost one-third of its 
Proponent Group user base in 2017—sliding from 48 to 
32 percent market share. Meanwhile TrackMan and 
Swing Catalyst continue to pick up the slack, up 7 and 5 
percentage points, respectively. Each more than doubled 
their video analysis user base last year. 
     For the first time we asked members to list all other 
teaching technologies that they or their facilities have 
purchased. Those listed by more than 10 percent of the 
respondents include: Blast Motion Sensor (58 percent), 
Boditrak (41 percent), Science and Motion (SAM Putt 
Lab) (30 percent), Swing Catalyst (13 percent), K-Motion 
(K-Vest) (12 percent) and Game Golf (11 percent). 
    We also asked for the first time if the member’s facility 
has at least one hitting bay outfitted with a simulator and 
more than one-third (34 percent) said they are equipped 
with at least one simulator bay. 

Big Shifts in Social Usage
Free (or at least very inexpensive) social media platforms 
have become the default marketing channel for many of 
our members. Overall more than nine out of 10 of our 
members use social-media platforms to drive business. 
More than half of our members (57 percent) say they 

spend at least an hour a 
week on their social 
media business 
accounts with 15 
percent spending more 
than 5 hours weekly on 
the social platforms. 
     Favorite platforms 
include Facebook, 
used by 79 percent of 
Proponent members, 
followed by Instagram 
at 65 percent, then 
Twitter at 62 percent. 
This was the first year 
Instagram surpassed 
Twitter usage. 

Interestingly, it looks like we are starting to see the 
experimentation stage of social-media use ending and 
a focus by coaches on platforms that are actually 
delivering new students. For example our members’ 
use of YouTube dropped from 50 to 26 percent. 
LinkedIn dropped from 49 to 24 percent usage by our 
members this past year.  

This and That
     Half our membership works at private clubs or resorts 
(51 percent). Meanwhile, 6 percent now work at non-
traditional indoor facilities/studios.
     Good news: In 2017 we recorded a new all-time high of 
61 percent of our members having a written agreement/
contract. This is up 18 points over the past five years and 
is something Proponent Group has been stressing as very 
important in an age when facilities switch ownership and 
management constantly. 
     One-fifth (19 percent) of our membership graduated 
from one of the PGA of America’s on-campus PGM 
programs, with one-quarter (24 percent) of our members 
who work as employees coming out of the PGM 
programs. 
     We found that 14 percent of our members work at a 
facility managed by a golf management company. That 
was an increase from 11 percent in last year’s survey. 
     LPGA members account for 16 percent of our 
membership while 84 percent of our members are affiliated 
with their home country’s PGA organization (Note: 
Proponent Group now has members in 25 countries.)

For the Rest of the Story…
These are just a few of the highlights, so don’t forget to 
check out the full results by downloading the complete 
survey summary on the member website in the Member 
Surveys menu. 
       Please let us know if you have any questions about the 
results or if you would like a customized survey result 
matching your individual situation.
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By Andy Hilts, Director 

If a young instructor came to watch you 
teach, they would expect to sit alongside 
you on the range and fill up a notebook. 
After your last student left, they would 
figure on asking questions, gaining 
insights, saying thanks and heading 
home. They would not expect to watch 
you give a playing lesson. 
     In the mainstream world of lesson-

giving and lesson-taking, the range is 
the place where coach and student interact. But from recent 
talks with Proponent members, I can picture some of you 
inviting that young pro to observe an on-course coaching 
session that’s all about strategy and scoring. 
     If this were to happen, the observer might witness even 
more coaching creativity than they’d see on the range. That’s 
because the golf course is full of shot variety, odd angles, 
deceiving yardages and tricky decision-making. Furthermore, 
students reveal much more about how they approach this 
challenging game when they’re on the field of play, and this 
gives the coach more “teachable moments” than a range 
session offers. On-course is where you learn about awful 
short games that students think are “pretty good,” and where 
you spot their inability to recover from trouble.
     And so, a question: What does your repertoire of playing-
lesson techniques look like? Likewise, what do you try and 
accomplish when you’re coaching on-course? 
     Among top teachers, there doesn’t seem to be a 
consensus about how often to bring a student onto the 
fairways. Nor is there one opinion about how much time to 
spend, what to emphasize or how many students can be 
coached at once out there. So, there’s plenty for all of us to 
investigate on the playing-lesson front. Even Proponent 
Group itself is playing catch-up here: If you check the 
website’s vast archive of how-to-coach presentations, you 
won’t find much that covers on-course work.
     One reason golf instruction has been anchored to the 
practice tee is logistical. Directors of golf are concerned 
about maximizing rounds, pace of play, foursomes being 
held up, turf wear and tear, and other complications a 
playing lesson could trigger. Another logistical head-
scratcher involves pricing and the on-course teaching 

process. How do we charge for longer time periods on- 
course? Can we handle a small group adequately? Does 
technology play a role, and if so what type? Then there’s 
the increasing prominence of tech-based performance 
tracking: Some coaches will leverage it to increase on-
course work, some may figure it lessens the need—at 
least for the diagnostic aspect of playing lessons. 
    Over the years I’ve heard about many different types of 
playing lesson. While this certainly isn’t a comprehensive 
list, it may help you organize your thoughts and program 
more on-course interactions.
       1. Play with the Pro:  This is a round that’s all about 
building deeper relationships. Not a lot of instruction given, 
just time spent playing golf. You provide a tip here or there 
and make mental notes on the areas that need attention.
     2. ‘Every 10th Lesson’: Students I’ve worked with 
appreciate receiving notice that after every 10 lessons we 
will assess how their improvement translates to scoring. 
Once the playing lesson gets scheduled like this, it 
becomes a real thing rather than a possibility.
     3. Game Evaluation: Some coaches consider an 
assessment-style on-course session the ideal way to start 
a long-term program with a new student. On-course 
coaching and teaching will come later—this is to evaluate 
every aspect of their game and build an all-encompassing 
plan to reach their goals. It focuses on what they need 
versus what they think they want.
     4. Lesson Program Renewal: A great way to review 
progress you’ve made and talk about next steps and new 
goals to shoot for. Allows you to “ask for the sale.”
     5. Course Management/Specialty Shots: Not really 
playing, this is about traveling around the course teaching a 
student how to get out of trouble and how to avoid it. 
     6. Teaching On-Course All the Time?:  I’m hearing 
stories of Proponent members transitioning from the range 
toward almost full-time on-course work with their students.
     Coaches have developed ways to simulate a round of 
golf with their students on the lesson tee, and that remains 
valuable. Going forward, however, Proponent will be 
asking more members to share their best practices in on-
course coaching. It seems indisputable that if we get on 
course with our students it will lead them to faster 
improvement, even as it deepens the teacher-golfer 
relationship—both of which are excellent outcomes.

IS YOUR TEACHING BUSINESS ‘ON-COURSE’? 

PROPONENT GROUP CALENDAR

8

Register Now for Our One-Day Event at 
Castle Pines Golf Club in Denver on May 1st.
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TO GET STARTED PLEASE CONTACT MIKE FOX
(760) 814-0608 • MFOX@BLASTMOTION.COM

BLASTMOTION.COM/BCGOLF 

TOTAL IMPROVEMENT 

SOLUTION 
MOTION CAPTURE SENSOR + FULL SUITE OF 

ANALYSIS, COACHING, COMMUNICATION, 

AND MANAGEMENT TOOLS

OFFICIAL TECHNOLOGY PARTNER OF
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Where the Rubber Meets the Road, for Coach and Student 

THE PLAYING LESSON: MORE COMPLEX 
AND CUSTOMIZED THAN EVER   
By David Gould, Staff Editor

A report published several years ago studied people who 
spend money at golf practice facilities and it disclosed a 
surprising fact: There are millions of Americans who enjoy 
hitting balls on the range but have never played golf on an 
actual course. 
     That’s weird, but shouldn’t it also feel strange that 
millions of golf lessons have been given by instructors who 
only teach on the practice tee, never on the links? Across 
Proponent Group's membership, on-course instruction is 
getting more attention. Interviews reveal that the so-called 
playing lesson is well integrated into some members’ 
coaching practices and business models. 
     Golf being the only sport mostly taught elsewhere than 
on its “field of play,” you can enter the search phrase “can’t 
take my driving range swing to the course” and find pages 
of online articles and forums 
addressing the problem. Of 
course, 90-shooters who moan 
about this usually fail to track how 
many poor shots they produce in 
a range session, but they’re still 
correct that on-course 
performance can seem 
dramatically different from on-
range performance. 
     Proponent members 
interviewed for this article have 
found many a perceptive and 
creative way to come at the issue. 
For veteran coach Bill Davis, it 
starts with basic nomenclature. 
Davis, based at Abacoa Golf Club 
in Jupiter, Fla., uses the term 
“Scenario Sessions” for the work 
he and his students do on-
course. Much of what Davis 
teaches out there is detailed and 
nuanced—he’s focused on how a 
player “reads” the course, 
manages their round and matches the various challenges 
with their own stage of skill-development. 
     Some of the guidance a golfer receives during on-
course coaching can make a lifelong difference in just a 
sentence or two. This generally applies to specialty shots 

or special conditions. Average players who fear the low-
trajectory 30-yard chip from a tight fairway lie and are taught 
to spank that shot with a metal 4-wood will feel they’ve been 
given a stack of get-out-of-jail free cards. In the heyday of the 
Golf Digest Schools, instructor Dick Aultman was known to 
tell students who trembled over long fairway bunker shots to 
“skull the ball” from that lie. For many it was a true game-
changer, simplifying recovery from that type of hazard 
without the need for any work on  technique.
     Davis spoke of a woman whom he’s coached as she 
has lowered her handicap from 30 down to 20. During a 
recent  playing lesson, he stood with her over a pine-straw 
lie just inside the treeline and gave her permission to hit 
driver from that spot. Making contact was no problem (with 
a driver she was used to not touching the ground), the 
strong loft worked in her favor, her ball stayed below a 
series of limbs and it ran all the way to the front of the 
green. “She has that shot in her bag for the rest of her life, 

when she needs it” muses Davis, 
noting that tricks like this add 
confidence and lead a player to feel 
generally more open and creative 
in their shotmaking.
     In coaching a tournament player, 
Davis will walk the course holding 
the scoresheet for a “Course 
Management IQ Test” with close to 
100 separate questions on it. 
Recently a player who competes at 
a high level in the club-pro ranks 
underwent that exam and displayed 
exemplary strategic intelligence. 
“After my 87th question, and his 
85th correct answer, I stopped the 
test,” says Davis. “That is a golfer 
who only needs help at the finer 
levels of shot execution—he needs 
no help with decision-making. 
Having his coach know that is very 
valuable, for both of us.” 
     Depending on where you hang 

your shingle and how your facility is 
configured, getting out on the fairways and greens can be 
simple and quick or it could require a fair amount of 
advance planning and arranging. Mike Perpich, a 
Proponent member at an upscale daily fee outside Atlanta, 
has a dedicated short practice course alongside his range. 



That makes it easy to work 
on the “transfer” process, 
where skill coaching and 
shooting a score come 
together, but Perpich tries to 
think range-to-golf-course 
as often as possible.
     “Basically all golf 
instructors interview their 
students about strengths 
and weaknesses,” Perpich 
says. “From the beginning, 
I’m looking for all the places 
where what they’re telling 
me about their play on-
course and what I see on 
the range doesn’t add up.” 
He credits longtime 
Proponent advisor and contributor Dr. Paul Schempp, 
author of seminal research into how the finest teachers 
develop their capacities, for helping him “see” the student’s 
needs and progress in a big-picture fashion. 
     “One thing Dr. Schempp opened me up to was the 
problem of over-focus by the student on their deficiencies,” 
says Perpich. “Being on the course, you see their strengths—
what they can do well when there’s only one ball, not a basket 
of balls. A coach has to  make sure they give themselves 
credit for that.” In fact, you might even let them “practice” 
what they’re good at, even though that doesn’t seem like the 
best use of time, because what they do well is foundational 
to their confidence every time they step on the first tee of the 
golf course. The other range-to-course facilitator Mike uses 
is simulation of the flow of a round even while a student is on 
the practice tee. This includes water breaks between shots 
and other interruptions of block-style repetitions.
     Despite his location at a destination resort with lots of 
transient golf-school students, Eric Alpenfels long ago 
made a commitment to “skill practice followed by transfer 
practice.” The longtime director of instruction at Pinehurst 
Resort relied on the expertise of highly regarded Bob 
Christina to produce a coaching model based on shooting 
lower scores, whether or not the person’s golf swing can 
be entered in a beauty contest.
     “Before we changed our mix of on-range versus on-
course, we had trouble getting all these technically 
improved swings out to the golf course,” says Alpenfels. 
“We actually start transfer practice on the range, as soon 
as we can—that means taking the new mechanics into a 
series of challenges and  games right there on the driving 
range.” That all happens before lunch during a standard 
Pinehurst Golf Academy school, with afternoons devoted 
to on-course instruction that eventually gives way to golf 
that’s purely for fun and relaxation. 
     There is technology and swing data involved, during the 
diagnostic phase of skill practice, but only the amount of 
data needed to isolate one new movement pattern is 
shared. Pinehurst Golf Academy students get whatever 

customized form of on-
course work will help them 
the most. “We may have 
them hit a drive, hit an 
approach shot, then U-turn 
back to the tee to try those 
two shots again, with a 
different thought and 
different strategy,” says 
Alpenfels. “We might go to 
various trouble areas and 
drop several balls at a time.” 
And if a player “gets hot,” just 
continuing on, in the zone 
and encouraged by their 
instructor, might be the best 
coaching they ever received.
     A trend among Proponent 

members—reported on in last month’s newsletter—is 
toward group teaching programs not just for juniors but 
adults as well. Carlton Dove, a member who serves as 
director of player development at Wichita (Kan.) Country 
Club, makes a practice of grouping four students into one 
on-course practice pod. 
     “In the past I didn’t do enough to encourage people to 
get out of their practice-range comfort zone and onto the 
course,” says Dove. “Now I’m pretty emphatic about it—we 
have honest conversations about what it means to improve 
as a golfer. That leads to scheduling a group of four, who 
pay $60 each for 2.5 hours with the pro, on-course. It’s a 
little under my scale of $125 hour, so this year I plan to 
experiment with two groups of four—I think it’s very doable 
for the student and for myself.”
     In cases where he’s with one student only and spending 
a fairly brief time on the course, Dove will sometimes call 
timeout and return to the range for re-immersion into 
mechanics, if it’s called for. “That offers a different kind of 
chance to connect their mechanics to their play,” he says, 
“and it’s also a great opportunity to influence how they go 
about practicing.”
     At Monarch Beach Resort in the coastal California town 
of Dana Point, longtime Proponent member Glenn Deck 
will sometimes begin a playing lesson with 20 or 30 
minutes on the range. The idea is to get a baseline for 
where the golfer and their mechanics happen to be in that 
particular moment, before heading out to the field of play. 
After the range phase is over, his rule of “no mechanics on 
the course” takes effect.
     “I’m thinking about what I can do to teach this student 
how to play the game,” Deck says. “Which side of the tee 
box do they start from? Do they calculate yardage so it 
accounts for all factors? Do they know where they can 
miss and where not to miss? Are they trying to hit their 
career shot every time? Can they control distance on high-
lofted clubs? There’s a whole separate assessment to go 
through,” he says, “What they pay for that amount of time is 
considerable ($600 for 3.5 hours, including the range time), 
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but the level of detail we get 
into is deep. It covers a whole 
lot of ground.”
     If you want to improve your 
on-course teaching skills, 
Proponent member Dan 
Sniffin suggests making 
yourself both the coach and 
the student, with an assistant 
along to help. “I basically gave 
myself a playing lesson,” 
explains Sniffin, who is director 
of instruction at Omni 
Interlocken Resort in 
Broomfield, Colo. He had a 
fellow golf professional along 
and they began this innovative 
session with the video camera 
rolling and the “student” hitting a 
drive on the range while 
picturing the fairway of the first 
tee and the shot he likes to hit  
to start that hole.
     “I went straight to No. 1 tee, 
hit the actual shot--where I 
wanted to," says Dan, “and 
then we set up a side-by-side 
viewing of the two swings on 
my buddy’s phone.” The 
comparison floored Sniffin—
his tempo being so much 
faster on the second swing. 
“The two swings felt very 
similar, but one was seven 
frames quicker on the replay. 
That really sent home the 
message of how big a deal it 
is for our amateur students to 
try and go from the range to 
the first tee.”
     Like many coaches 
interviewed for this story, 
Sniffin has learned the value 
of on-course instruction as a 
retention tool. If a 10-lesson 
series has gone well but is 
approaching its end point with 
no on-course work having 
occurred, he will head out to 
the course, seeing it a great 
tool for refocusing the student 
and restating the value of 
long-term coaching. “Going on 
the course is a good refresher 
for the relationship and it can 
bring the student back to that 
sense they had at the 

beginning, of wanting to really 
accomplish something,” Sniffin 
believes. He will use that 
playing lesson to produce a 
simplified Strokes Gained 
worksheet showing where the 
player can truly lower their 
score and what sort of practice 
and coaching is appropriate 
going forward in order to do so. 
“That approach generally leads 
to a renewal,” says Dan. 
     It will help your cause if 
you’ve got a local single-digit 
player with a funky swing 
whom you can point to. That’s 
the opinion of Bill Smittle, a 
Proponent member who has 
long served Scarsdale Golf 
Club outside New York City as 
director of golf.
     “Years ago,” recalls Smittle, 
“we had two members here 
with the same last name. One 
of them was an 18-handicap 
who looked like a 6 and the 
other was a 6 who looked like 
an 18—it was quite a 
coincidence.” The low-
handicap player who never 
scared anyone during 
warmups was the example 
Smittle could always give to 
ambitious students when he 
was urging them to focus on 
doing whatever was needed 
to get the ball in the hole. As 
time went by, Smittle worked 
with the smooth-swinging 18 
and got him down to a 9-
handicap.
     “The guy was pretty 
athletic, and coachable,” says 
Bill, “and his scoring problems 
were mostly about bad 
decisions and weak skills 
inside 150 yards.”
     This was a case of learning 
what’s needed—and 
convincing the student to accept 
the diagnosis—because it was 
all so clearly apparent during an 
on-course session. Turnabouts 
like that are another great 
reason to make the playing 
lesson a vital part of your 
coaching repertoire. 
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Leaving the Lesson Tee Behind, 
for Progress and Profit 

• Specialty shots that take just a minute to 
explain—and perhaps some novel advice 
like “skull it from a fairway bunker”—can 
last a lifetime for the student and are far 
more likely to happen during on-course 
instruction. 

• Getting some static from the golf shop about 
playing lessons? Bill Davis has always 
handled that issue by repeating what 
George Fazio told him: Growing the game 
means teaching most effectively, so 
golfers will play better, which means you 
need to take them on-course. The end 
result is they will play more often and 
spend more money at the facility.  

• Several hundred dollars may seem like a lot, 
so get your student used to the idea in 
advance. And every time they complain 
about being consistent in practice but not 
when they play, remind them that on-
course work addresses that. Also, 
consider group playing lessons—it’s a 
way to build camaraderie and let one 
student see how another “gets smarter” 
out on the field of play. 

• Stats and analytics are becoming part of the 
playing-lesson proposition. Golfers may 
come to the coach with a trove of stats 
captured through various types of 
technology. Some of it may be unreliable, 
and too much of it is probably counter-
productive, but instructors worth their salt 
need to have methods of incorporating 
and leveraging the data.  

• The writings and teachings of Scott Fawcett
—math whiz, frustrated tour player and 
poker professional—are highly spoken of 
by Proponent members who are familiar 
with them. A little time spent on Fawcett’s 
website, playinglesson.com, to gain 
familiarity with his “Decade” course-
management concepts, would be well 
worth it. 

http://playinglesson.com
http://playinglesson.com
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By Lorin Anderson, Founder 

When it comes to beginners who are 
interested enough to seek out 
instruction, you must have a plan and 
you must execute that plan. Too many 
people have an interest in the game 
and want to take instruction but never 
get to the next level of feeling 
comfortable on the course and feeling 
that they have become a “golfer.” 

Somewhere along this journey, millions of potential participants 
never quite make it through the gauntlet of learning what’s 
needed in order to not feel embarrassed—how to hit the ball 
well enough, how to display proper golf etiquette and how to 
comfortably navigating the game’s social conventions. 
     So what is your game plan for beginners this year? How are 
you going to make a difference and create more golfers than 
you did in 2017?

May I Help You? 
One easy-to-fix issue in getting more beginners into your 
instruction program is knowing how to answer the phone. A 
recent study by Retail Tribe randomly called 50 golf courses to 
inquire about taking beginner lessons. In the majority of cases 
the person answering the phone in the golf shop not only didn’t 
sign up the person calling, that didn’t even take down a name 
and number for a return call from the teaching staff. Instead 
they asked the person to call the teacher back later, or in some 
cases said they didn’t have a lesson program for beginners. 
     Excuse me? A potential golfer is calling a golf course looking 
for golf instruction and we don’t immediately sign them up for a 
program? There is no better way to sabotage our own cause, 

as an industry.  Every golf facility has to have a plan for these 
calls and the caller should not be let off the line until they are 
warmly welcomed and signed up for the next beginner class.
  
Don’t Reinvent the Wheel
We often fail to take advantage of what is already available.
LPGA Golf 101, Get Golf Ready, Operation 36, Junior.golf and 
Will Robins Golf Logistix are all very fine programs that you can 
plug-and-play. Each will give you everything you need to 
market, manage and execute a high-quality beginner program. 
These programs get proven results and they create lifelong golf 
skills. And, most importantly, all can be used to transition the 
newbie into a confident golfer.

It’s All About the Transition
This is most important and for many golf instructors it is often 
completely and mistakenly left to chance. I’m talking about 
making the beginner student comfortable on the golf course.  
Every beginner program must have a plan to get the students 
on the golf course often enough to create an acceptable level 
of comfort so that this new golfer will continue going on the 
course after classes end. 
     So let’s set a goal. Every Proponent Group member will 
make a concerted effort to bring 100 new golfers into the game 
this year and nurture them until they are comfortable on the golf 
course. Otherwise, what’s the point of a beginner series of 
lessons if you don’t actually create a “golfer” rather than just 
another “student?”  We’re only talking about three classes of 
eight students each per quarter. But if you do this it will have a 
very positive effect on your bottom line and will fill your pipeline 
with new students year after year. Now is the time to plant 
these new golfer “seeds” to grow your business, for when the 
economy slows—as it inevitably will at some point. 

WHAT’S YOUR PLAN FOR BEGINNERS? 

PROPONENT GROUP PARTNERS
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Insurance Issues You Need to Understand: 

HOW MUCH LIFE INSURANCE—AND 
HOW SHOULD YOU STRUCTURE IT? 
By Matt Luckey, Wealthwave

According to an old saying, “Nobody 
ever bought life insurance—if they have 
a policy, it was sold to them.” 
      In other words, you embark on a 
career, start making money, get 
married, and the life insurance industry 
finds you, through contacts and 
networking and sheer persistence. You 
probably resist at first, but if you’ve got 
even a moderate sense of 
responsibility, a policy with your name 
on it will soon be drawn up.
     Along the way, one question will 
dominate: How much life insurance is enough?  Obviously, 
everyone’s situation is different, but certain guidelines tend 
to endure. The following is designed to provide some 
general guidance to help assist with that question and the 
other key issues that go into your decision-making around 
life insurance.  

The DIME Method 

One of the best-known methods for estimating life 
insurance needs also serves as a good introduction to 
the overall planning process. It’s called the DIME 
method and it prompts you to consider your Debt, 
Income, Mortgage, and Education expenses. While 
Debt and Mortgage are simple (add up car loans, credit-
card balances, mortgages, etc.), the Income and 
Education pieces are more nuanced. 
     Most policy buyers find that their income is the most 
important thing to insure. For someone with small 
children, the general rule of thumb is to have at least 10 
times your annual income insured for the “I” portion of 
DIME. The thought process is that your surviving family 
could use 10 percent of the death benefit annually for 
10 years—enough time to either get the kids launched 
into their own lives or for the surviving spouse to 
implement a plan B. 
     Another school of thought would have you insure your 
life at the rate of one times income for every year until your 
youngest child turns 18 (provided you also have the 
education piece handled).  With respect to the Education 
part of the DIME method, it’s very important to work with 

your advisor to project college 
expenses and your projected savings 
(in dedicate education-savings 
vehicles) so that you don’t over-insure 
the Education element.

 Term vs. Perm   

Once you’ve established the 
appropriate amount of coverage, the 
next step is to decide on the type of 
policy that will best serve you. The most 
fundamental decision is whether to 
purchase term coverage or permanent 
coverage. Life insurance salespeople 
tend to be strongly drawn to one of two 

philosophies: Pay the extra cost of permanent insurance or 
“buy term insurance and invest the difference,” i.e., invest 
the money that’s left over because you selected a term 
policy, not a permanent (or “whole life”) policy. In reality, 
that’s an oversimplification, because neither approach 
works for everyone. In fact, many WealthWave clients own 
each type of product. The key is realizing the benefits and 
downsides of each approach and properly applying them 
to your unique situation.   
     Term insurance is just that: it provides coverage for a 
certain term, or length of time (typically 10, 15, 20, or 30 
years). Term policies come with relatively low out-of-pocket 
costs because the premiums that you pay get you a death 
benefit and nothing more. If you don’t die during the term, 
you don’t get anything back for your money. In fact, over 98 
percent of term policies never pay a death benefit. That’s 
because when you can afford the premiums, you aren’t 
likely to die and when you’re likely to die, the premiums are 
so high you can’t afford them, so you let the policy lapse. 
Even if you don’t let the policy lapse, it will most likely 
cancel itself, since term policies only last until a certain 
number of years. 
     Permanent insurance policies require more money out 
of pocket. Instead of expiring at a certain time, they’re 
designed to remain in force for your entire life so that, if 
designed and funded properly, your family is guaranteed to 
receive more in death benefit than you paid in premiums. 
Permanent policies also offer substantial living benefits 
such as long-term care protection (see our June 2018 
article) and the opportunity to grow your money tax-free 
without the risk of loss. That said, their death benefits will 



generally be lower than the death 
benefit on a term policy. 
     While most insurance sales people 
push one approach to the detriment 
of the other, WealthWave advisors 
take the time to craft solutions for 
each individual need. As noted, many 
of our clients own both policies. That’s 
based on their having an increased 
need for insurance in the early years, 
when their kids are young and they 
owe a lot on their house. But down 
the road, when the kids are out of 
school and the mortgage balance is 
lower, they no longer need as much 
insurance coverage. But they still 
need to plan for long-term care and retirement income. 
So we’ll often structure a relatively larger term policy to 
cover the higher coverage need for the shorter period 
and a relatively smaller policy for permeant and long-
term care coverage and retirement income. 
     Some term life insurance policies are described as 
“convertible.” A conversion provision allows the owner of 
the term life policy to convert from the term life insurance 
policy to a permanent life insurance policy during a 
specified period of time without having to show that the 
insured is in good health. The conversion period is shorter 
than the duration of the term insurance coverage.

Group Term for Employees 

According to Proponent Group survey data, 52 percent of 
members are employees of a facility and thus may have 
access to life insurance through their employer. Such 
insurance is generally provided under group term policies, 
which differ from permanent policies and individual term 
policies in a number of ways. The biggest advantage of 
group term is also its biggest disadvantage: you can obtain 
coverage without having to medically qualify. This can be a 
great advantage for members who have preexisting 
medical conditions that may disqualify them from obtaining 
insurance on their own. 
     Insurance companies can do this because group 
policies combine all employees into one pool of risk and 
spread the cost of covering less healthy employees by 
charging healthier employees more than they’d 
otherwise pay based on their health. If you are in one of 
these group-term pools and you judge yourself to be 
generally healthier than other employees of their course 
or club, you may unknowingly be subsidizing the 
insurance costs of your less healthy coworkers. 
Because the premiums for group term policies come out 
of each paycheck, these higher premiums often go 
unnoticed but can add up to hundreds of dollars more 
than your might pay under an individual policy. 
Thankfully, it’s easy to obtain quick quotes to determine 
whether you’re overpaying for group term coverage. 

Considerations for Business Owners 
 
In addition to all the personal 
considerations outlined above, the 32 
percent of Proponent Group members 
who are independent contractors or 
business owners have additional, unique 
life insurance considerations. 
     For instance, if you have business 
partners, life insurance can be an effective 
way to address succession planning. A 
classic example would be an academy or 
practice that is owned by two or more 
partners. Should one partner die 
unexpectedly, family members of this 

deceased partner will deserve to be 
bought out or otherwise compensated for those years of hard 
work contributed to the business. Since such practices rarely 
have large sums of available capital handy to buy out the 
surviving family members, the business can purchase a life 
insurance policy and enact a buy/sell agreement to provide 
the liquidity needed to take care of the deceased partner’s 
family without having to raise capital or dissolve the business.
     In the above scenario, the family of the deceased 
partner is not the only party that stands to suffer a loss. The 
business itself would suffer after the death of a partner. A 
“key-man” life insurance policy would compensate the 
business for lost revenue. For instance, if a practice was 
largely built on the reputation of one of the partners, it may 
take some time to rebrand the company to focus on the 
skills and attractiveness of the surviving partner or partners. 
A life insurance policy could bridge that revenue gap. 
     Key-man polices don’t only apply to the business 
owners. If you have a team of instructors (or even key 
marketing or administrative personal), your business would 
be impacted by an unexpected death. Life insurance could 
pay for the search for a new employee or compensate the 
business for lost instructing revenue while looking for and 
establishing the clientele of a new instructor.  
     If you’re the sole employee of the business, the living 
benefits of certain life insurance policies can be used to 
protect your family’s income not only in the event of your 
death, but in the event of an injury or illness that prevents 
you from generating revenue from teaching and coaching.  
     While the DIME method is useful as a starting point for 
determining the proper amount of coverage, there is no 
replacement for professional advice. We strongly 
encourage you to seek out a professional to help analyze 
your situation to develop the right approach to insurance. 
As outlined above, modern insurance policies can 
address many more needs than just protecting against an 
early death. Used correctly, it can be one of the most 
useful clubs in your bag. 

For more information or to schedule a time to review your 
retirement game plan, contact Matt Luckey at 
770-418-0300 x122 or visit wealthwave.com/mattluckey.
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‘Best New Product’… ‘Creative and Inventive’… ‘A Rare 
Combination in Golf’… ‘Ultimate Training Aid’ 

 
AND THAT’S JUST WHAT GOLF WRITERS AND INSTRUCTORS ARE SAYING! 

 
“All told, Swing Coach stands as one of the more creative and inventive swing trainers on the market 
today. Golfers will experience the feel of how removing (the) “hit” impulse helps them produce smoother 
and more evenly paced swings quite easily.” 
Golf Aficionado / Andrew Brumer, Golf Writer and The Golfing Machine Authorized Instructor   
 
"The thing we are trying to learn to control is the club, not the ball!  Swing Coach places the focus on 
what the club is doing with real feedback.  I use it to train all parts of the swing.  Backswing, transition 
to impact and follow through are enhanced greatly by Swing Coach.  Swing Coach makes me a better 
swing coach!" 
Doug Wherry, PGA, Top 10 Colorado Teacher, Former Head of Instruction at Arnold Palmer Golf Academy, 
Owner of Jake's Academy, Lone Tree Colorado 
 
The Swing Coach Club is both novel and effective – a very rare combination in golf. It’s aimed at teaching 
two things: a square club face and smooth acceleration. It does both very effectively. I can see this being 
the first thing you use during a practice session to ingrain the feel of being smooth.                          Plugged 
In Golf / Matt Saternus - Golf Writer and Golf Instructor 

:60 Second Spot 

 
“Believe it Or Not… This Hi-Tech Looking Practice and 
Warm-Up Club Fixes the #1 Swing Fault Affecting 96% of 
Golfers… Including Your Clients!” 

Watch two of golf’s respected and 
accomplished instructors - Martin 
Chuck and Dean Reinmuth - introduce 
the Swing Coach Club as it becomes 
one of the best selling new products 
ever launched on Revolution Golf. 

QUESTIONS or FEEDBACK FOR US? 
 

EMAIL:  
contact@swingcoachclub.com 

 

SAVE $50 AND SEE WHAT ALL THE BUZZ IS ABOUT @ 
 www.SwingCoachClub.com 

 
ENTER OFFER CODE  “proponent2018” @ CHECKOUT  

To Get Your Own Swing Coach Club @ $47 (plus shipping) 
Special Proponent Group Pricing Ends June 30, 2018 

Visit www.SwingCoachPro.com to View 
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WHAT I’VE LEARNED:  
JOEY WUERTEMBERGER 
JIM MCLEAN GOLF SCHOOL, FORT WORTH, TX
INTERVIEW BY PAUL RAMEE, JR 

Study Joey Wuertemberger’s lengthy and 
impressive resume then take note of his relative 
youth, and you may feel a bit confused —he’s pretty 
young to have piled up such accomplishments.
     Originally from central Indiana, Wuertemberger 
showed an early talent for golf and went on to play 
at Methodist University, where he majored in 
business with a concentration in the school’s 
much-admired PGM program. While at Methodist, 
Joey was a key part of two national championship 
teams. After college, he hit the road as an aspiring 
PGA Tour player, competing on the Golden Bear 
Tour, Grey Goose Gateway Tour, Tar Heel Tour, 
Hooters Tour, Canadian Tour and, many a year, 
teeing it up in PGA Tour Qualifying.
     Since joining Jim McLean Golf Schools in 
2006, Joey has move quickly up the ranks. Even 
before his McLean career began, he learned 
plenty under Eric Alpenfels at Pinehurst Resort 
and next under Hank Haney. Additionally he was 
mentored by Bill Davis, at Jupiter Hills Club in 
Tequesta, Florida. He has held PGA Tour teaching 

credentials for the past 
decade, during which 
time Wuertemberger has 
been a perennial Golf 
Digest Top Young 
Teacher and a US Kids 
Top 50 Teacher in the 
Honorable Mention 
category. 
     A cluster of Titleist 
Performance Institute 
certifications top his 
specialty credentials, 
which include a Dr. Rick Jensen Performance 
Coach rating. Among the pros he’s worked with are 
PGA Tour and Web.com players, meanwhile he has 
led one player to a US Kids World Championship 
and another to the runner-up spot. He currently 
teaches Brad Dalke, 2016 USGA Amateur Runner-
Up and Cheyenne Knight, 2016-2017 SEC Player of 
the Year. His fellow Proponent Group member Paul 
Ramee asked Joey to explain how all these 
feathers made it into his cap.

Wuertemberger 
caddies at the U.S 
Women’s Amateur 
Championship for 
student Cheyenne 
Knight, who stars at 
the University of 
Alabama where she 
has won three 
collegiate 
tournaments and is 
in her junior year. 
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Brad Dalke has been 
coached by 
Wuertemberger for 
the past 11 years 
and is now one of 
the premier 
amateurs in the 
world. He led 
Oklahoma to the 
NCAA 
Championships in 
2017 and was 
runner-up in the 
2016 U.S. Amateur.

What attracted you to the golf business, and 
what led you to Texas?
I grew up in Indiana across the street from a golf 
course and got to play there a lot. I also played 
other sports. My parents would go off to work and I 
would walk across the street and shag balls. I was 
fortunate to play with a lot of good players. We were 
a bunch of kids who all ended up playing college 
golf. Bo Van Pelt was a childhood friend of mine. 
So, in Indiana at that time, the golf competition, like 
the basketball, was of a high caliber.

Talk about college golf and where it led you.
I played at Methodist and had a good run in college 
golf—our team won two NCAA titles. After 
graduation I went to work at Pinehurst for Eric 
Alpenfels, trying to get my game ready to see if I 
could play professionally. I did end up turning pro 
and competing. After five years of that I moved over 
to Jupiter Hills in south Florida to work for Bill Davis. 
My position at Jupiter Hills was great, I was the starter, 
got to play with the members, which in turn helped me 
raise some money via sponsors to go out again and 
try and play. Didn’t quite make it to the PGA Tour, so I 
decided to go the teaching route. As a player, I had 
certainly taken a lot of lessons.

What was your next career step?
I became part of Jim McLean’s organization in 
2006, starting out as Jim’s personal assistant. In 
2007 I made my way out to Fort Worth to the Jim 
McLean facility there.

Having hung out with some great teachers, what 
along the way did you pick up that would have 
helped you or another aspiring tour pro?
What I would say on that is simply that I liked to play 
a lot. I never worked intensely on swing technique 
because I was always out playing. At this point, my 
most sincere advice to guys coming out of college 
would be to somehow learn how to shoot low 
numbers. If you look at the tours now, guys are 
shooting amazingly low numbers. Secondly, 
distance is huge now. The top 20 guys all have a 
ton of speed and that translates to distance. 

OK, go low and hit it very long—it’s just a matter 
of how, right?
There are a few ways you can try and go about it. I 
know Mike Small, the coach at Illinois, has his guys 
play from the ladies’ tees and they have to shoot 67 
maybe three or four times before they’re allowed to 
move back a tee. There’s good logic to that. You 
meet kids now who want to live on the back tees 
and when they go to tournaments they can’t shoot 
low scores—they should consider moving up and 
trying it that way.

My guess is that running one of the marquee 
golf academies in the country is a challenge but 
also highly enjoyable. What’s it like?
In Texas, Jim owns the facility, which is a stand-
alone driving range with a 9-hole par-3 golf course. 
We have nine teachers and we’ve developed a 
nine-month junior academy. Kids come from all over 
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the world to train. Probably 40 percent of my time is spent 
with these elite junior players. We have customized 
programs for these kids covering all the important facets, 
be it fitness, practice or on-course instruction. The rest of 
my time is with my competitive players who live in the 
area. I will also spend periods of time on the PGA Tour.

Are you working with big groups of top juniors?
Our academy is a little smaller than most. We can 
host 20 at a time. Working with a smaller group we 
can really customize the instruction.

What kind of evaluation do you go though when 
the juniors first arrive?
We sit down with them and ask about their goals. Is 
it high school golf? College golf? Division 1? Then 
we lay out a road map for them which includes how 
often we’ll work, what tournaments they need to 
play in, and so forth. The way the evaluation gets 
used in part depends on the kid. I like to get some 
speed numbers from TrackMan, maybe a driver and 
a 6-iron, then run them through a combine, some 
skills assessments on the course. We may play 
some holes, just to get an idea of what is going on 
for them, on the golf course. This will give me a 
good basis as to where I start.

How involved are the parents?
A lot of the parents are not too overbearing. I use 
Edufii, so everyone, including the parents, are in the 

loop. I do annual and quarterly meetings with the 
families. I talk to the parents, at times when the kids 
are playing good and also when they aren’t. I invite 
them to lessons to see what we’re working on. A lot 
of the kids are in high school and college and the 
parents don’t need to drive them, so in those cases 
the parents aren’t around much.

If I were to take a one-hour lesson from you, 
what would be the sequence of that hour?
One-hour first lessons are a somewhat a different 
beast, in my view. The student has put you on the 
ropes, so to speak. And Jim is of the belief that in 
that first hour this student who is coming to us 
needs to get better. I would obviously use video, 
show them the video, use TrackMan, do some 
swings inside, go to the range hit some balls, give 
them some drills. But I am ultimately trying to get 
them on a game plan.

How do you move someone from a one-hour 
lesson to a longer-term commitment?
That is the selling side. At the beginning of the 
lesson, I try and find out what their goals are. Over 
the years I have gotten better at selling, but when I 
am wrapping up a lesson, I try and get them to 
commit to another appointment. Or I follow up with 
them by sending them a text or email. I give them 
the best I've got in the lesson and then try and sell 
them at the end.

Teaching has given 
Wuertemberger the 
opportunity to 
accompany players 
at the game’s 
ultimate events, 
including The 
Masters. 
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What would you say about the impact of your 
mentors along the way?
Well, Jim McLean has been great. Over the years, 
he has been good at getting me to not be overly 
specific. If you’ve read his book, “The Eight-Step 
Swing,” you’ll know that Jim is big on the “corridors 
of success.” Rick Jensen, I spent a lot of time with 
him, as well. When I was playing, Rick put me 
through a full-day assessment. Since then I have 
been certified in his coaching program. On the 
university coaching side, I am a big fan of Mike 
McGraw at the University of Baylor. I went down 
and spent some time with him. Jerry Hogge at 
Methodist was really a great mentor, and pushed 
me into teaching.

Having played at a high level in college and 
having missed out on playing the Tour, what 
do you convey to your kids who are looking to 
play the Tour?
You always want to keep it super positive and the 
student has to like having a long-term goal like that. 
But, I make sure and tell them, and tell the parents, 
let’s accomplish some goals along the way. Like, 
let’s get in shape, let’s try and manage ourselves on 
a daily basis. Are we making good decisions on and 
off the golf course? Are we doing all the little things 
correctly? Are we eating well? All those things.

A lot different from 30 years ago?
Oh yes. I mean you don’t have to be in great shape, 
but you can’t be in bad shape. And mentally, you 
have to be tough to shoot low numbers. Some of 
my best kids are the kids that were really gritty over 
the years. They just got the ball in the hole, didn’t 
care how it looked. They’re looking to get it in the 
hole with one less swing than everyone else.

Your work with Brad Dalke has drawn a lot of 
attention. Here’s a case of taking a player all the 
way to No. 1 in the junior rankings, and then to 
college on scholarship.
Brad, among all my students, has been a special 
one. We started in 2007. He was born with a gift. 
He was bigger than most kids and could hit it a 
long way. I knew he was going to be special when I 
caddied for him at the US Kids Worlds. As a 12-
year-old he shot 68-68-68 at Pinehurst No. 4. Brad 
was head and shoulders above everyone else. He 
could hit his driver 250, hit high irons, could chip 
and putt extremely well. He works really hard. We 

keep him away from technology, keep him raw, 
maybe a little video here and there.

Is that true. Very little technology with him?
We use TrackMan with his driver, but since he is 
away, he sends me a lot of video and I send him 
drills. Recently, I asked him to start to journal how 
he was feeling. I find it tough to review the video 
and not know what the player is feeling, so the 
ability to get that insight is helpful for me as I'm 
responding to what I see in the video. We have a 
lot of open discussions. We may also use 
TrackMan with the wedges so he can chart his 
distances. I make the call as to when we use it and 
I decide what numbers I want to share with him. 
We certainly don’t sit in front of the screen and 
analyze each number.

Does that last point apply to all your students?
Yes. I mean, technology is great, but great for the 
teachers. Unless the teacher doesn't know what 
they are looking at, then it can be dangerous.

Social media?
I do it all the time. It’s great, I do a lot of Instagram, 
I post one swing a day. It’s great to try and promote 
your brand. I am not trying to get bigger, but it is 
great for the kids to see their videos. It leads them 
to ask me when they can get their swings posted.

Have your read any good books lately?
I’ll make a point of reading anything Nick Saban 
has written. Also as I mentioned I’m impressed 
with Baylor coach Mike McGraw, who wrote a very 
good book called “Better Than I Found It.” I just 
picked up a fine book called “Great Teams: 16 
Things High Performing Organizations Do.”

Any fear of burnout or injury with your kids, 
given that they're playing 12 months?
Absolutely, the speed these kids swing 
concerns me. A 150-pound player with a 120-
mph swing speed. It makes conditioning so 
important—helps them hold their positions 
under stress over the long term. With respect to 
burnout, we have them playing nine 
tournaments in our academy and then they play 
all the outside tournaments. So, on that score 
we do get concerned, but the kids keep coming 
and keep asking us to play, so they don’t seem 
burned out. They seem pretty happy.
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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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WELCOME PROPONENT GROUP’S 
NEW MEMBERS FOR FEBRUARY
ADAM ANDREWS, Kenny Nairn Golf at Eagle Creek 
Golf Club, Orlando, FL – Associate Member
JOSEPH CONDOMITTI, Bull’s Bridge Golf Club, S. Kent, 
CT – Associate Member
GENE POWELL, Four Bridges Country Club, Liberty 
Township, OH – Full Member
THOMAS SMITH, Choo Choo Golf Academy and Range, 
Chattanooga, TN – Associate Member
TJ WYLD, Bull’s Bridge Golf Club, S. Kent, CT – 
Associate Member

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


David Gould  Staff Editor 
Lori Bombka  Operations Manager 

Debbie Clements  Accounting

7580 Golf Channel Drive, Orlando, Florida 32819  • (407) 878-1235

Copyright ©2018 Proponent Group. A Golf Channel company. All rights reserved.
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So far in 2018 when Tiger Woods tees up in a PGA Tour 
event, Golf Channel’s viewership nearly doubles.


PGA Tour Live streaming minutes 
increased by 49 percent in 2017 and 
are up an additional 72 percent so far 
in 2018.


The PGA Tour’s total cumulative 
audience in social media on Twitter, 
Facebook and Instagram for its brand, 
players and tournaments is more than 48 million.


PGA Tour Properties apps have been downloaded more 
than 5.6 million times. This includes PGA Tour App, PGA 
tour Fantasy App and PGA Tour Live applications.


More than 80 percent of the PGA Tour’s fan base is 
consuming content through mobile apps and mobile 
website. This represents an increase from 70 percent a 
year ago.


The LPGA has seen a 100 percent 
increase in televised hours since 
2010, to more than 430 original 
hours this year.

The LPGA Tour is broadcast to more 
than 170 countries during the 
season, with its largest rights fee 
coming from South Korea. 

INDUSTRY STATS YOU SHOULD KNOW

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

HOW BIG IS GOLF ANYWAY?
Golf in the United States is a nearly $70 billion industry.

Golf impacts approximately 2 million American jobs with 
$55.6 billion in annual wage income.

One out of every 75 jobs in the United States is 
impacted by the golf industry.

Approximately 24 million Americans play 450 million 
rounds annually at the nations 15,000-plus golf facilities. 

75 percent of all golf facilities are daily fee or municipal 
and are open to the public. Nearly 2,500 facilities are 
owned by municipalities. 

Golf charity events raised $3.9 billion last year.


