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LOOKING FOR YOUR NEXT
MOVE? WE WANT TO HELP
Jobs. Jobs. Jobs. We know that the market for golf instructors is tight and
has been tight for years. The facts are that the number of greengrass
facilities continues to dip each year and many facilities don’t maximize
instruction opportunities. In this current climate, Proponent Group continues
to be a leader in helping you identify opportunities and to prepare for your
next move up the career ladder.
For those who are in the market for a new job, take advantage of The
Job Search section of the members’ website. In it we have downloadable
guides to evaluate the quality of your resume and your cover letters along
with a detailed plan for acing your next interview. We are also happy to
review your current resume and make content and editorial suggestions.
We also have our private Job
Board where we post an average of
50-75 instruction positions annually.
We will also post
We are always scouring for
information from any
additional teaching jobs to post for
member seeking a
our members and often we are
alerted to these openings by current
permanent or seasonal
members. If you know of a job
position, to get the word out
opening, or if you are hiring, please
to the full membership.
let Proponent Group know and we
will coordinate getting that position
on our Job Board immediately.
Also, this month we have added a new section to our monthly newsletter
called Members on the Move. In the current issue it appears on the last
page, in our Milestones section. We know that members like to keep up
with each other and going forward we will report to you every job change
we become aware of. If you take on a new position, please drop us a quick
email or phone call to tell us where you’ve landed.
In the last few weeks we also posted a college student’s request for an
internship and saw a lot of response to the inquiry. Thus, in an effort to
complete the full circle on the job search, we will also post information from
any member who is looking for a permanent or seasonal position to help get
the word out to those who may be hiring or may know of an opportunity
that hasn’t been made public yet. Our goal is to keep bolstering our ability
to assist you in any phase of the job search or hiring process.
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SUMMIT 2017

SUPER PANEL CAPS SPECIAL EVENT
Proponent Group’s Summit 2017 is just a few
weeks away and this year’s event celebrating
our first 10 years features an amazing list of
presenters and actionable ideas that will help
you grow your business and your teaching
skills.
One of the biggest highlights of this year’s
Summit – or any Summit we’ve ever
produced – is our very special Super Panel
which will convene for most of the day on
Monday, November 6th. This extraordinary
group of world-renowned teachers includes
Mike Bender, Martin Hall, David Leadbetter,
Lynn Marriott, Cameron McCormick and Pia
Nilsson. Together they have coached players
to 32 Major championships and are all listed
within the Top 25 Teachers in America by Golf
Digest.
At the Summit, we will have a two-hour indoor
session with our Super Panel followed by a two-hour outdoor session where
Summit participants will be able to ask the panel questions about anything from
how they built their businesses to their favorite slice cure to their takes on how they
use current technologies. You don’t want to miss this. Register today.

PROPONENT PREFERRED READY TO
HELP YOU GROW YOUR BUSINESS
To succeed in the teaching profession you need to recognize when a business
challenge requires outside expertise. Proponent Group gets frequent phone calls
from members who find themselves in that position. As calls for a certain skill set or
expertise become plentiful, we take steps to locate specialists who have mastery or
high-quality products in that area. In addition we make certain they have experience
working with top-tier golf instructors and understand your general business issues.
Areas of expertise include Book Publishing, Contracts Attorney, College Golf
Scholarship Consultant, Copy Writing / Editing, Graphic Design, Golf Academy
Development and Strategic Planning, Insurance, Instruction Photography, iPhone/
iPad App Development, Literary Agent, Public Relations and Teaching Building Design.
To access this list visit the Proponent Preferred section of the members’ website.
Here you will find our exclusive, proprietary list of hand-picked consultants,
professionals and products that should be able to solve your business issues.
The consultants and professionals listed there have all agreed to provide a
free initial evaluation and consultation to any Proponent Group member who
contacts them. Subsequently, and depending upon the scope of the work
involved, fees for services and products provided will normally be required. If you
have a suggestion for a service provider or product not listed, please let us know.
Nobody pays Proponent Group to be on this list and Proponent reserves
the right to remove any company at any time if we receive any complaints from
our members about the products or services offered.
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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 10 years.
Check out the top speakers in
the industry, sharing their
insights to help you improve.
In September, these were the
10 most-watched videos on
the Proponent website:
1 ) Dr. Robert Neal and Layne
Savoie - Short Game: What the
Experts Do
2 ) Mark Sheftic - Teaching
with Boditrack
3.) Chris O’Connell - Why so
Many Golfers are Scared to
Take Lessons and What to do
About it
4 ) Ryan Dailey and Matt
Reagan - Setting the Standard:
The Future of Golf and Your
Coaching Business
5.) Mike Malaska -The
Invisible Swing
6.) Bernie Najar - Better Golf
from the Ground Up
7.) Bryan Hepler -Tathata Golf
Movement Training: A
Revolution in Golf Instruction
8.) Martin Hall - How I Teach
the Short Game
9.) Lynn Marriott and Pia
Nilsson - The Human Skills of
the Game
10.) Iain Highfield - Incorporating
Mental Gaome Techniques in
Practice for Your Students

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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PROPONENT GROUP
10th ANNIVERSARY SUMMIT
Celebrating Career Success for Teachers
November 5-7, 2017 (Sunday - Tuesday)
Heathrow Country Club
Lake Mary, Florida
Join us for our biggest Summit yet in our 10th year of showcasing what’s coming next
in golf instruction and highlighting fresh opportunities to grow your teaching business.

Martin Hall

David Leadbetter

Lynn Marriott

Pia Nilsson

Cameron McCormick

Mike Bender

Join us in Orlando to:
• Get answers to your teaching and business questions from our 10th Anniversary Super Panel of
Mike Bender, Martin Hall, David Leadbetter, Lynn Marriott, Cameron McCormick and Pia Nilsson.
• Hear Dr. David Wright describe how efficiently applied ground-reaction forces maximize power.
• Discover the amazing power of a well-designed website.
• Gain insight into where the game is heading from LPGA Commissioner Michael Whan.
• Learn how to increase revenues with smarter up-selling with Brian Jacobs.
• Check out the latest teaching technologies at Demo Day and expand your network of peers.

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

OUR 2017 SUMMIT PARTNERS
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PROPONENT GROUP
10th ANNIVERSARY SUMMIT
November 5-7, 2017

Heathrow Country Club, Orlando, FL

SUMMIT DETAILS

THE AGENDA

Host Site: Heathrow Country Club is one of
the finest golf facilities in Central Florida,
with a sister property less than a mile away
at The Legacy Club.
Both are conveniently located 45 minutes
from Orlando International Airport.

Sunday, November 5

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

1pm

Optional Golf at Legacy Club Fazio Course

2-4:30pm

Associate Members-Only Session:
Making Smart Career Decisions
(Bill Davis and Elena King)
Welcome Dinner at Heathrow Country Club
After dinner Fireside Chat with LPGA
Commissioner Michael Whan

6:30-9:00pm

Monday, November 6
7am
8am

Lodging: A special Summit rate is available at
Hyatt Place Lake Mary/Orlando North for only
$109 per night SINGLE OR DOUBLE
occupancy. Contact the hotel directly at
407-995-5555. We also have a room block at
the Courtyard Marriott Orlando Lake Mary/
North for $99 per night.
Please contact the hotel directly at
407-444-1000. Our room block will likely sell out,
as it has in past years, so book your room early.

10:00am
10:30am

Cost: Our Summit package includes all
meals, all education sessions and participant
gifts for only $525 for our Full and
International members. Associate members
are strongly encouraged to attend for $575.
Optional golf Sunday afternoon at the Tom
Fazio-designed Legacy Club is an additional
$50 (tee times are limited and will be filled
first-come, first-served).

6pm

Registration: Log in to www.proponentgroup.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.

12:30
1:30pm

3:30pm

Breakfast
Trends That Will Affect Your Career
(Lorin Anderson)
Break
Super Panel Round Table
(Mike Bender, Martin Hall, David
Leadbetter, Lynn Marriott, Cameron
McCormick and Pia Nilsson)
Lunch
Super Panel Outdoor Session
(Mike Bender, Martin Hall, David
Leadbetter, Lynn Marriott, Cameron
McCormick and Pia Nilsson)
Teaching Technology and Training Aids
Demo Day
Cocktails and Dinner at Heathrow

Tuesday, November 7
7am
8am
9am
10am
10:30
11:30
12:30

3pm

Breakfast
The Amazing Power of a Well-Designed
Website (Jeff Penson and Kevin Stanley)
Secrets to Upselling Your Services
(Brian Jacobs)
Break
The Golf Instructor’s Guide to Preparing for
Retirement (Matt Luckey and Kelly Mccammon)
Lunch
Maximizing the Application of Force:
‘Recruiting’ Power Begins at Setup with
Core Symmetry (Dr. David Wright)
Summit Ends

Registration is Open. Log In and Click on Summit Registration.
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THE #1 VIDEO SOFTWARE ON THE MARKET

From $34.95/mo
// Pay as you go, no hidden costs

// High-speed video support

// Live streaming capabilities
// Advanced video analysis suite
// Store, organize, filter and rate your swings
// Record branded video lessons
// App integration
// Integrates with FlightScope, Foresight and Trackman

DOWNLOAD A FREE TRIAL NOW

ORDER YOUR BALANCE PLATE TODAY...

...AND DON’T START PAYING UNTIL 2018
CONTACT US FOR MORE INFORMATION NOW!

www.swingcatalyst.com
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IS YOUR FAMILY’S FUTURE PROTECTED?
By Lorin Anderson, President
In a world that often feels increasingly
chaotic, there is a lot of value in
achieving some peace of mind. For me
the ‘aha’ moment came when our
daughter was born 11 years ago. My
wife and I were in our late 30s and we
now had our first child, who just so
happened to have special needs that
likely would affect her ability to take care
of herself when we are gone. It was the first time in my life I had
to put someone else’s needs completely ahead of my own.
We had started to accumulate some assets, owned a
home and now had our first child, but we had neither a will
nor life insurance nor disability insurance. Just by reading
the headlines, we got it that we were one auto accident or
medical diagnosis away from potential bankruptcy (Fact:
medical issues are the number one reason people in the
U.S. file for bankruptcy.) I immediately set out to determine
what it would take to protect our daughter’s future.
First up was securing significant life insurance policies for both
my wife and myself. Next was purchasing long-term disability
insurance. Yes, it’s expensive but about one-third of all adults at
some point in their careers ends up needing this coverage, so
we felt it was important to secure disability policies.
Next we met with an estate attorney about setting up our wills.
Indeed, it is a bit unnerving to think about what happens to the
people around you when you’re gone. However, given our
daughter’s situation there was a new urgency to make sure
everything was in order should something happen to either
parent. Our attorney guided us through the process that took a
few months from start to finish. It ended up including setup of a

Special Needs Trust for our daughter and creating a
beneficiaries and guardianship “chain of command” that took into
account a variety of scenarios.
The process took time—you might liken it to a major swing
change, not some band-aid fix. It involved an initial effort to
become educated, followed by a review of all available choices
and finally the job of reworking our budget to cover the costs. I can
assure you we would have preferred spending that money on a
nice vacation, but there is tremendous value to never waking up in
the middle of the night worried about your family’s future. I know
we’ve done all we can to prepare for what fate has in store.
I tell our story because I’m concerned that so many Proponent
members aren’t adequately prepared for the future. You’re in an
industry that doesn’t make it easy to save for retirement as you
often don’t have access to retirement matching funds, or
subsidized life insurance or affordable high-quality medical plans.
You likely also don’t have a Human Resources department that
provides annual reminders about how to best protect yourself.
So I want Proponent Group to become that HR director who
reminds you of the critical nature of having a plan for your future
and potential needs, gently prodding you to take appropriate
action. (Download our Proponent Punchlist to get started.)
Next month at the Summit in Orlando, we have two talented
financial planners joining us who specialize in helping the golf
industry achieve peace of mind through better financial planning
that compensates for lack of access to robust benefit programs.
I believe strongly in helping you maximize your lives beyond
the time you’re actively teaching the game and running your
business. If you’re growing your business every year and living
a lifestyle that makes you happy, that is fantastic. But,
unfortunately, bad things happen to good golf instructors. I want
you to have the peace of mind that when something goes awry,
you and your family are properly protected.

PROPONENT GROUP PARTNERS
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TOTAL IMPROVEMENT
SOLUTION
MOTION CAPTURE SENSOR + FULL SUITE OF
ANALYSIS, COACHING, COMMUNICATION,
AND MANAGEMENT TOOLS
TO GET STARTED PLEASE CONTACT MIKE FOX
(760) 814-0608 • MFOX@BLASTMOTION.COM
BLASTMOTION.COM/BCGOLF

OFFICIAL TECHNOLOGY PARTNER OF

2017
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BEST PRACTICES—FOR YOUR MOST VITAL MARKETING CHANNEL

DYNAMIC DOZEN: 12 EMAIL MARKETING
TIPS YOU NEED NOW
By Jeff Penson, Golf Channel Academy Senior
Marketing Operations Manager

This month’s Proponent Group newsletter
arrived the way they all do, via email. Possibly
you spied it in your in-box and were prompted by
the subject line to click through and download it.
(We hyped last month’s issue with the subject
line, “28 Pages Packed with Insights for Your
Teaching Business!”) The idea each time is to
catch a member’s eye and persuade you to open
the document and read it—we’re pleased that a
vast majority of members does so each month.
Email marketing makes the commercial world
go ‘round. Two out of three U.S. consumers have made a
purchase online as a result of an email marketing
message. According to ExactTarget research, 91 percent
of consumers report checking their email at least once a
day—a big reason why email is the most consistently
used form of digital marketing.
And while you don’t want to wear out your welcome
with email recipients, don’t question the basic premise—
consumers are fine with commercial emails: 82 percent
of them open email sent by companies. And check out
the spending levels among people who do and don’t
respond to email marketing: Responders spend 138
percent more than people who get the idea to buy stuff
from some other source.
Smartphones have exponentially increased the value
of email marketing. The average person checks their
smartphone 34 times a day. And one study estimated that
64 percent of decision-makers read their email via mobile
devices. Oh, and back to that subject line we mentioned
—a recent report found that 33 percent of email
recipients open email based on
subject line alone.
So let’s get you as wellpositioned and well-schooled as
possible to take advantage of this
phenomenon. Below are 12
examples of what you should be
doing now to generate more
teaching and coaching business
from your email marketing.
1) Not sending? Start! Many

academies and courses do not even collect their
students’ contact information. Possibly they are expecting
to make promotional phone calls or slip flyers under
windshield wipers. That’s not the way to go, here in 2017.
If you already collect email addresses, great. Start
emailing to those folks. If you do not collect addresses,
start immediately to build a database (no matter how
small) and start creating emails that make golfers
enthusiastic about what’s happening at your facility.
2) Keep your current students informed. If your
students aren’t reading your social-media posts or
consistently checking your website, how do they know
what’s new at your academy? Email marketing is a highly
efficient and affordable way to keep them informed. It
allows you to promote everything from student success to
new programs, altered pricing and upcoming events. The
importance placed on driving new business can make us
forget to nurture our current students, provide
opportunities to re-engage them and get them coming
back for more lessons, fitting
sessions and special events.
3) Create a strong mix of email
types and messages. If all you
ever send is a weekly four-page
newsletter, there’s a chance your
recipients will become bored.
Make sure to mix up the content
by sharing some longer emails or
including video tips. These can
cover more than just swing
technique: think about topics like
course management and
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equipment demo days.
Meanwhile, send out
some shorter “student
success” emails that get
a quick, positive
message out there for
others to identify with.
4) A-B-C (Always Be
Closing) – Many
coaches fall short in their
marketing by putting out
impressive content but
failing to drive action. The goal of sending emails is not
just to entertain your students, but to drive activity that
leads to more revenue for your academy. If you send out
an email with a putting tip, you want two results—first,
people view the tip, second, they take steps toward
getting instruction. In a prominent place, tell them: “For
additional putting tips that will shave strokes off your
score, sign up for our Putting Clinic this Saturday, by
clicking the link below!”
5) Have a specific (intermediate) goal before you hit
‘Send’. If you are sending out emails just to send them,
the effort won’t lead to much. The idea is to establish
clear goals—for example, driving traffic to Youtube and
Facebook pages, filling up an associate coach’s book,
boosting attendance at clinics/programs or driving
awareness around new technology or programs at the
academy.
6) Send emails from a personalized account. In your
personal life, if you receive an email from a “no reply”
account you immediately know it is trying to sell you
something. Boost your results by personalizing your
“from” address to a real person instead
of noreply@academyname.com.

•
•
•
•
•
•

2017

inbox. If it’s lame, they
probably won’t open the
email. Create headlines for
emails that you would be
interested in, yourself.
Some examples might be:
• Three-Putt No
More! (include a tip
plus info on your
upcoming putting
clinic)
• What shots scare
you the most? (include a
Halloween theme to make it timely)
What’s New at (Academy Name)
How good can you get?
Take Your Game to the Next Level
November Student Success Highlights
The easiest way to drop 3 strokes
Need to add power and distance?

9) Use photos and graphics (but don’t overdo it). If
you use only text in your emails, you’re losing the
attention of readers. Don’t be shy about using
photography or images in your emails, just don’t go
overboard. Make sure the visuals aren’t taking away from
the goal of your email and the action plan.
10) Have fun with it. Share your passion for golf and
helping people achieve the skills they’ve dreamed of. If
you create emails with passion and excitement in them, it
will rub off on your audience and produce better results.
11) Reach a larger audience. Is your operation part of a
resort or a busy public course? If so you’ve got an
immense opportunity to gain access to a database of
golfers who may not be current students. Additionally, if
you are not associated with a course, think about local
associations and companies that you can connect with
and get your emails/information in front of.

7) Break up your schedule for sending outbound
emails. Experiment to see which days perform the best
for your audience. This may vary based on the subject
12) Consider email automation. If you’ve been creating
and content of your emails. Over time you’ll see certain
successful email campaigns for a few years now and are
important patterns, according to what
really looking to take your email
your analytics tell you. Don’t be shy
marketing to the next level, you’re
about sending a blast on a Saturday
probably ready for email marketing
Many coaches fall short in
or Sunday, given how likely your
This involves a
their marketing by failing to automation.
audience is to think about golf on
sophisticated system that organizes
drive action. The goal of
weekends. Try sending out a tip on a
your database into different lists that get
Friday afternoon that recipients could
sending emails is not just to extremely targeted email messaging to
put into use during their weekend
recipients through the buying
entertain your students, but move
round of golf.
cycle. Automation is for dedicated
to drive activity that leads to users—it can take an email marketing
8) Get creative with your subject
program that’s performing well and
more revenue for your
lines. Subject lines are what people
turn it into one that turbo-charges your
academy.
see first when your email hits their
teaching revenue.
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WHY MONTHLY COACHING PROGRAMS ARE
BECOMING THE NEW PARADIGM
Monthly coaching programs are becoming more popular
with coaches and students. For coaches, they offer a
steady stream of reliable revenue versus the traditional
one-off private lessons. Coaching programs are offered in
a variety of options: they may be individual private
lessons or group lessons, available for both adults and
juniors. One very popular option we are seeing more often
is the combination of both clinics and private lessons.
Coaches set up their programs for students to attend
multiple clinics a month (or even unlimited), and then have one or two private lessons each month. It’s best
to offer several different options to fit students’ budgets and time commitments. Students really see the
value because they are getting ongoing coaching, which is the most effective way to improve their game.
This all makes great sense, but how do you run these programs without spending just as much time
managing them as you do coaching? That’s where USchedule’s platform comes in.

• Simply drag-and-drop the calendar for scheduling all your
clinics.

• The software manages how many clinics and/or private
lessons students can book each month.

• Students can purchase online and start booking immediately
in your coaching programs. Alternatively, they can
purchase from you in person. You can enroll them and
swipe their card right from your mobile device.

• The student’s credit/debit card is stored securely and is
automatically charged at monthly intervals.

• If the card is declined, an email is sent to the coach and the

student. A link is provided in the email for the student to
securely update their card information.

• Full reporting is available for you to monitor all aspects of your
coaching programs.

• We offer integrated credit card processing that can save you

hundreds or even thousands of dollars each year over your
current processor.

Why choose USchedule? It really comes down to one word - Golf. From the beginning, our software was
designed with golf in mind. We have incorporated thousands of suggestions over the years from our golf
clients to tailor every aspect of our software to the needs of golf pros, golf academies, golf courses, ranges,
and indoor golf facilities. Our clients range from individual coaches at a single location to the best-known
names in golf with multiple locations, instructors, and resources. Pros that know turn to USchedule for our
experience, depth of understanding of their needs, and our complete, one-of-a-kind solution.

For a demonstration of USchedule’s full capabilities call 877-696-0415
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Storefront Golf Venues Promise New Opportunities

GOLF ON THE MOVE TO MAIN STREET
By David Gould, Staff Editor
It’s often said that golf competes not simply
against other sports but against leisure
activities of all kinds. Given how physically
remote golf courses tend to be, the game can
find itself out of sight and out of mind. But
that’s changing. The popularity of simulators
and shot-monitoring data, along with the big
problems facing retail in general, has opened
a path for golf to move into storefronts and
otherwise locate itself within the everyday
traffic patterns of urban and suburban
Americans.
GolfTEK started the trend—it now has
180-plus studios in high-visibility locations.
The Main Street clubfitter Club Champion is
up to 20 locations nationwide, and growing.
Recently in Orlando a sports bar named
Dewey’s Indoor Golf & Sports Grill opened,
with crossed golf clubs in its logo and nine
sports simulators, golf being the most popular
choice of patrons. En route from the dry
cleaner to the post office you wouldn't pass
the entrance to an 18-hole course, but now
there are ball-hitting opportunities coming
online in many a commercial area.
Ironworks Golf Lab is a satellite of the
110-year-old Beloit Club, in Beloit,
Wisconsin. The club has been owned for
two-plus years by a unit of Hendricks
Commercial Properties. HCP was started 40
years ago by Diane Hendricks, reportedly the
wealthiest self-made woman in the world and
a staunch supporter of Rust Belt urban
renewal. Lots of new buildings and
businesses in downtown Beloit are
Hendricks-funded, and Ironworks Golf Lab—
with its high-tech hitting bays, simulator
booths and modest bar-and-grill, is a
strategic tool to add fun to the mix.
“When club members are downtown, this
is a place for them to bring clients and
guests,” says Proponent Group member
Mike Tabbert, one of the golf professionals
who splits time between the suburban club
and the 8,000-square-foot downtown
learning-and-leisure center. Tabbert and
fellow Proponent member Travis Becker are
the core staff of Ironworks, using instruction
as a driver of the business. “We are building

Bar and snack area at Ironworks Golf Lab, a “division” of the greengrass Beloit
Club in Wisconsin.

The Lab’s short-game practice area.

A birthday-party putting competition at Ironworks Golf Lab likely provided some
kids with their first chance to hold a club.
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our walk-in business, along
with group events like
birthdays and bachelor
parties,” says Tabbert. “One
goal is to have Ironworks
serve as feeder program for
signing up new Beloit Club
members.”
The storefront facility
that Ironworks inhabits is
set up in such a way as to
balance intense training for
hardcore players with
birthday-party fun for 12years-olds who start with
the other arcade sports
games then wander into a
golf bay. “These are kids
The brand-new Dewey’s Golf and Sports Bar in Orlando has many sports on simulator, but golf is by far
who never had their hands
the most popular.
on a club but now they do,
so it’s a start,” says Tabbert.
chance to swing, play, compete and improve without
Another way for golf to get high visibility is by joining
going outside is more and more available—to avid
the tide of unusual tenants at so-called “dying” malls or
players and newcomers alike.
even “dead” malls, of which there are
hundreds. Entrepreneurs have
acquired these properties at
distressed prices and repurposed
them as medical centers, churches,
community colleges, elementary
schools apartments and office
spaces. If the re-envisioning of retail
space continues adding new uses,
sports like golf are almost certain to
be part of the changeover.
When there's lots of square footage
there’s a better chance to bring the
fitness element into the mix. Indeed,
golf shows impressive versatility in its
capacity to serve as the centerpiece of
entertainment-based facilities like
Dewey’s or Topgolf and of fitnessbased companies like Urban Golf
Performance and Golf Fitness Los
Angeles. Can any other sport play both
those roles?
Articles have been written about
the trend toward top instructors—
including many Proponent members
—moving their operations indoors,
and this trend dovetails with that one,
adding an entertainment factor. The
more it continues, the more simple it
will be for golf instructors to have
places to teach no matter the local
weather. Outdoors on green fairways
with a breeze blowing will always be
It’s a long journey from a sports-bar putting simulator to the first tee of a regulation course.
the true home of the sport, but the
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ALLEN AND CINDY MILLER
CINDY MILLER GOLF, BUFFALO, NY
INTERVIEW BY PAUL RAMEE, JR
There is only one married couple in all of golf that, as
a tandem, has played on all four major circuits—the
PGA Tour, Champions Tour, LPGA Tour and Legends
Tour. Proponent Group members Allen and Cindy
Miller know it’s not easy to play pro golf and they
know it isn’t easy to navigate the ups and downs of a
long marriage, so they could well imagine their
record won’t ever be matched.
Born Cynthia Kessler in the Buffalo exurb of Dunkirk,
N.Y., Cindy Miller was a walk-on Division I golfer at the
University of Miami. She began there in 1974 and by the
time she finished in ’78 she had played on two national
championship teams and made All-American.
Entrepreneurial by nature, she has followed up her threeyear stint on the LPGA Tour with notable success as a
golf professional, an author, a motivational speaker and
operator of a specialty sports apparel company.
Cindy qualified for the LPGA Tour in August
1979 and played through the 1981 season. Her best
finish was tie for 18th in the 1981 Bent Tree Ladies
Classic in Sarasota, Florida. She was named LPGA
Teacher of the Year in 2010 and has made the Golf
Digest list of 50 Top Women Teachers in America.
She was a contestant on two series of the Golf
Channel's reality show, “The Big Break III: Ladies Only”
and “The Big Break VII: Reunion.” She has competed
in five U.S. Women's Opens and five LPGA Championships, and has played regularly on the Legends Tour.
Cindy and Allen
Miller have
developed a
significant business
teaching and
coaching junior
golfers in upstate
New York.

As a guest
speaker at
corporate
events and
conferences,
she shares
stories “from
inside the
ropes” and
reveals in
detail how to
“own your
game,”
regardless of one’s walk of life.
Allen Miller grew up a doctor’s son in Pensacola,
Fla., where he starred in junior golf and was Florida
high school champion. After a strong career at the
University of Georgia and a several prominent
amateur titles, Allen earned a PGA Tour card with
ease at the 1971 Q School (fall session) and set his
sights on further tournament success. He reached his
apex as a player in 1974 with a victory at
the Tallahassee Open.
In general Allen’s success at the game’s highest
level was frustratingly borderline—high enough on the
money list every year to keep his card, but not high
enough to bring sufficient financial or personal rewards.
When the time came, he parlayed his keen interest in
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Cindy began her
career playing on
the LPGA Tour and
still loves to
compete on the
LPGA Legends Tour.

the mechanics and emotions of top-level golf performance
into a stellar teaching career.
Paul Ramee, in this recent Q&A with the Millers, invited
them to fulfill the “What I’ve Learned” mantra of this
interview series, and they proved ready and wiling to oblige.
I’m wondering how the two stories of your lives in
golf began, and how they merged into one story—
and Allen, let’s start with you.
Allen: I played the PGA Tour for 15 years, and along
the way I would help other tour players with their
swings, at times also working with non-tour players
when I was home. I didn’t get paid for it, but I felt I had
something to offer. When I retired from playing I had the
idea to give lessons in my hometown in Florida, but I
wasn’t able to find an adequate place to teach. In that
era a typical tour pro who quit playing would not be
financially set. Guys like me had to find work. I knew I
could teach, and although Cindy had never really been
an instructor, we did get an opportunity to come teach
in Buffalo. Within a month we had moved everything to
Buffalo and we’ve been here for 35 years.
Cindy: My parents played golf and they would drag me
to the course with them. They were members of TriCounty Country Club, just south of Buffalo. I didn’t
really like golf, but I ended up on the course. The pro
there told my father he saw some potential in me.
Shortly after that my mom took me to an LPGA Tour
event and I got a closeup look at Laura Baugh. I
remember looking at her nice clothes and her shiny golf
bag and saying to myself: “I am going to do this.” The
problem was, I wasn’t good enough. When I was 17, I
wrote to the University of Miami and they told me I

wasn’t good enough. I wrote back and asked if I could
come down and try. They said okay. My father told me I
couldn’t go back if I didn’t get a scholarship after
freshman year, so I practiced hard and earned a
scholarship for those last three years. We won two
NCAA Championships and I made All-American. I then
went to play on the LPGA Tour. Out there among the
best in the world, I was one of the worst. I managed to
stay on tour three years and then lost my card.
Allen and I met while I was at the University of Miami
while he was playing in the Doral Eastern Open. We were
introduce by a mutual friend. I went from tour player to
tour wife to tour mom. When we left the PGA Tour, Allen
said he wanted to teach golf. At the time I asked him,
“How can I fix anyone else if I can’t even fix myself?”
You both came from the playing side, how did that
influence your teaching when you started?
Allen: I don’t think playing means you can teach. The
tour professionals are trained athletes for the most part
and don’t know a whole lot about what they are doing.
Most of them these days just wait for you to tell them
what to do. You have to take time to study the golf
swing if you want to teach. I was always known as a
technician, the golf swing has always been my love.
The one thing about playing that makes a difference is
we know how hard it is and most people don’t realize
that. I didn’t realize how hard I had worked to get to the
Tour until much later. I believe the most frustrating part
of teaching is the lack of hard work people will put in.
Cindy: We try to impress upon our students how hard
golf can be. One of my insights into that fact came
from sitting on the driving range for hours listening to
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Allen is a former
PGA Tour winner
who transitioned
into a top-flight
teacher after
spending time
around the
legendary Bob
Toski, who was his
long-time swing
coach.

Bob Toski. When Toski was teaching I would watch and
listen like a sponge. My belief is that the “want” needs
to be very high so the will to work matches it. I don’t
know that I see that in too many players.
How have some of your mentors helped you?
Allen: Bob Toski is the one who changed my whole
game, back in 1968. I was one of the top amateurs in
the country and my dream was to be the No. 1 amateur
in the world. I knew I had to change my swing and I
wanted to find a great player who taught. I found Bob
and in 16 hours over two days he changed my whole
swing to eliminate my roundhouse hook. I had six
months before I was to compete in the Masters, by
virtue of my high finish in the U.S. Amateur. He took me
under his wing and didn’t charge me a dime. He is like
a second father to me. I have heard others teach and I
know all the theories, but I knew what I wanted to look
like and Toski is the one who took me there. I believed
100 percent in what he taught me and I never needed
to change after that.
Cindy: My mentors, in no particular order, are Eddie
Bush at Doral, Bob Toski, Allen Miller, Debbie Crews,
Lynn Marriott and Pia Nilsson.
A lot players go on to teach and look back and say,
I wish I had known that when I played. Did that ever
happen to you two?
Cindy: Yeah, all of it! I was such a sponge as a player.
Now as an instructor I try and emphasize what the
player is doing correctly. When I was growing up all I
heard was what I was doing wrong. I kept thinking to

myself, “I am not trying to screw this up,” and also,
“Why don’t you tell me how to fix it?” I understand
how the student feels and I am sensitive to that so I
make sure I give them solutions. I have never met
anyone who tries to mess up on purpose.
Allen: In my belief, Toski took me to the highest
level of golf and I had no reason to change
anything. I had won a PGA Tour event. Like
Nicklaus, I had one instructor my whole life and that
is what I believed in.
When you’re working with a student how do you
eliminate the “clutter” they see on YouTube,
websites, etc. and get them refocused to what you
are working on?
Cindy: I let the ball be the boss. I had a student
come in and tell me he was trying to shorten his
backswing. I asked him why and he said he wanted
to be more consistent. My response was: “Why is
the ball going dead right?” He had no idea. He
thought he was trying the right thing. Some people
will listen to anything. They never inspect the source.
I tell them not to listen to the “committee of they.”
They tend to come to us when they are in pain.
We have a lot of players that we work with all winter,
then we never see them during the summer, until
they start playing bad. We get them refocused on
what the ball is doing and that gets their attention.
Then improvement happens.
Allen: Most people want a quick fix or the secret move,
you have to show them the disadvantage in that.
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Allen and Cindy are
the only married
couple in all of golf
that, as a tandem,
has played on all
four major circuits
—the PGA Tour,
Champions Tour,
LPGA Tour and
Legends Tour.

Cindy: It is funny to see people who took a lesson from you
two years ago taking a lesson from another teacher. I don’t
think I am God’s gift, but I know I can help people, If the ball
is not going where you want it to go, you need to know
what you are doing with the club. The ball goes where
the club points. Sometimes you need to really commit
and give what we are working on a chance to develop.
Allen: We just did a tip on Golf Channel. We were
discussing that if an instructor gives you a drill, you
need to do it over and over to develop mastery. We see
so many people hit three balls in a drill, then go back to
the same old full swing. I use the example of Adam
Scott. He said: “Sometimes a practice session is four
hours and I do nothing but drills.”
I wanted to ask you about the Buffalo market, having
worked at a private club there myself. How have
you managed to succeed in what some would call
a challenging environment, in terms of economics?
Allen: The national economy doesn’t affect the general
public in Buffalo, in terms of their spending on the things
they enjoy. The public here is going to spend their money
to go to the Bills game, go to the Sabres game, or enjoy
their golf. It has been that way ever since we have been
here. It’s different than every other place we’ve been.
Cindy: What I would say is we’ve built a track record.
The seed of our business was planted 35 years ago
and based on the work we have done, the economic
cycles haven’t affected our business. We have a list of
8,000 people and 50 percent of our work is with juniors.

Allen: At the private clubs it is hard to justify spending
$5,000 or $10,000 to play golf 10 times a year, that may
be why you saw a decline. But if they do leave the
private club, they would then come to us.
You mention that 50 percent of your business is
teaching juniors—what do you attribute that to?
Cindy: I think it is a matter of the parents looking
for college scholarships. The investment works out
great for the families. We have a student who is on
scholarship and is saving $180,000 over four years.
They probably spent $2,000 annually on her
training, over five years. Who wouldn’t spend
$10,000 to save $180,000? But obviously we run
the gamut on our students’ ages. We start them
somewhere around three years old and we’ve gone
all the way up to age 89.
Allen: I believe it runs in cycles. My cycle was
symbolized by Arnold Palmer and that inspired a lot
of us kids, then Jack came along, then Watson,
then Tiger, now Jordan Spieth. Every six or seven
years a new cycle begins and the parents see the
opportunity.
Cindy: There is so much exposure for kids now with
all the competitive options. The kids get involved,
then the parents get excited because of the medals
and the opportunity. The PGA and LPGA had done
so much to grow the game recently with all their
initiatives. LPGA Girl’s Golf and the PGA Junior
League are wonderful programs.
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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.
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OUR MEMBERS ON THE MOVE

GINA BATTISTONE, Lake Shore Country Club, Glencoe,
IL - Associate Member
TODD BORDONARO, Dunwoodie Golf Club/The Bridge
Golf Learning Center, Yonkers, NY - Full Member
JOSEPH INGOGLIA, Fresh Meadow Country Club, Lake
Success, NY - Full Member

DID YOU KNOW?
In honor of LPGA Commissioner Mike Whan’s appearance
at next month’s Proponent Group Summit, here’s a look at
the phenomenal growth he has overseen in recent years at
the women’s worldwide golf circuit.
In 2017, the LPGA featured 34 events and official money
increase by more than $4 million.
This year’s LPGA Tour included more than 430 original
hours of tournament television coverage, the most in the
Tour’s history. That number has doubled since 2010.

Beginning this month, we will
spotlight new positions held by
our members. Let us know if
you have recently made a move.
Bob Grissett will become the
new Director of Instruction at
The Club at Morningside in
Rancho Mirage, CA
Sean Lanyi is the new Director
of Player Development at Royal
Oaks Country Club in Vancouver,
WA (Portland, OR metro area)
Shane LeBaron is the new
Director of Instruction for the
winter season for Mirabella in
Scottsdale, AZ.
Ron Philo has taken the
position of Director of Golf at
Sawgrass CC in Ponte Vedra
Beach, FL.

Prize money has increased by 67 percent since 2010 with
players competing for more than $65 million this year.
Entering 2017, the LPGA’s social media followers surpassed
1 million; the cumulative annual audience now tops 7 million.
The LPGA T&CP has grown from 1,200 to 1,700 members
representing 25 countries since 2010.

Lorin Anderson Founder and President
David Gould Staff Editor
Lori Bombka Operations Manager
Debbie Clements Accounting

THE PREMIER NETWORK OF GOLF INSTRUCTORS
Proponent Group’s newsletter has been published as a member benefit 12 times a year since 2008. 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. Send inquiries to lbombka@proponent-group.com.
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From top,
counterclockwise, Bob
Grissett, Sean
Lanyi, Shane
LeBaron and
Ron Philo.

