
The Summit: Agenda Features More Topics, 
Speakers and Ideas Than Ever Before

There will be no shortage of big ideas at this year’s Proponent Group 
Summit at Cog Hill G. & C.C. in Chicago. We’ve got more speakers, 
more topics and more energy than ever before and you will go home 
with more ideas to improve your business. The event is designed to 
cover maximum ground without any fluff, so hold on to your seats. 
     We are very pleased that our afternoon extended teaching sessions 

will feature three of the brightest instructors in the game today: Brian Manzella, Dr. Jim 
Suttie and Kevin Weeks. Together, they will literally be covering the art and the science of 
teaching the swing and the putting stroke. 
     Our new format each morning will consist of a rapid delivery of 20 minute presentations 
with the final line-up including:      

• Elizabeth Granahan on Correctly Valuing a Great Teaching Program
• Ed Oldham on Flipping Your Classroom: Use Pre-Lesson Video Presentations
• Jim Hackenberg on Training Aids: How to Go From Idea to Market
• Matt Kluck and Dennis Sweeney on How to Use Games to Speed Learning
• Brendon Elliott, Kate Tempesta and Nicole Weller on The Power of Pee Wees
• Vikki Vanderpool on Why Your Future Includes Giving Lessons on a Computer
• Dom DiJulia on Why You Need an Advisory Board
• Bill Davis on Proper Prescriptions Enhance Motor Skill Development 
• Greg Shultz on Lesson Language: Why it Matters
• Virgil Herring on How to Dominate Your Local Market
• Bernie Najar on Creating the Perfect Lesson Experience
• Mike Bender on Why You Must Teach a Method
• Henry Brunton on The New Competitive Golfer
• Andy Hilts on Proven Keys to Renewals and Referrals

     Add in all your meals, an 
amazing facility and the Ryder 
Cup at Medinah and we’re set 
for a fantastic week.
     We aim to keep costs as low 
as possible and this year’s rates 
remain the same for the fourth 
consecutive year. To register 
now, log in to the members-only 
site www.proponent-group.com, 
and click on the Summit Reg-
istration tab in the left Mem-
bers Only menu.
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Your Questions Answered in Real-time
Proponent Group Adds Private Facebook Group
 
As announced recently, there is now a private Proponent 
Group discussion forum, live on Facebook. Viewable only 
by Proponent members, it’s a new medium for delivering 
business expertise and information to members. The new 
forum uses Facebook’s world-renowned technology to 
connect our 
membership in 
real time so that 
you can get an-
swers to your 
questions about 
how to grow 
your business 
and improve your teaching skills whenever you need 
them.
     Think of our private members-only group as a place 
where the top teachers can bounce ideas off each other 
and pass along best practices and fresh data at any time.
     Proponent staff including Lorin Anderson and David 
Gould, each with 25+ years experience in the golf indus-
try, will be following all the threads on our group and will 
add proprietary Proponent Group data and insights 
whenever it's appropriate. 
     More than three-quarters of our membership is al-
ready on Facebook and for those of you who do not yet 
have a Facebook account, it only takes a couple of min-
utes to set one up. Simply go to www.facebook.com and 
follow the steps to setting up your own page. 
     Once you are set up on Facebook, go to the top of 
the page search bar and type “Lorin Anderson”. Once 
you see “Lorin Anderson, Heathrow, FL” click on him and 
once taken to his page, click on the “Add Friend” box. As 
soon as he adds you to his friends list, he’ll then add you 
to the Proponent Group private forum and you’ll get a 
notice that you’ve been added.

A Unique Way to Tell Students Thank You and 
Congratulations 

It is important to stand out in a world of clutter. Studies 
show that most Americans’ see more than 1000 different 
messages every day and most of those messages get 
lost in the din. If you want to make a stronger impression 

on your students and dem-
onstrate that you care 
about their progress, con-
sider using an innovative 
system called SendOut-
Cards. Brian Dobbie, who 
teaches at Montclair G.C. 
in NJ has been using this 
system with great results 
for a few years now. You can see a 
few samples on this page of both 
pre-designed cards and custom 
cards that you can make using 
photos from tournaments, award 
ceremonies or any other photo you 
choose.
     Montclair uses SendOutCards 
for thank-you notes, tournament 
winners, junior golf programs and 
sales promotions at the club. Additional added value op-
tions would be enclosing gifts, photo books, canvas 
prints and video cards. 
     If you would like to learn more about how SendOut-
Cards could help you create closer ties with your stu-
dents and boost repeat business, go to 
www.sendoutcards.com/70341.

Golf Range Association of America Naming 
America’s Top 50 Growth of the Game Teaching 
Professionals

The Golf Range Association of Amer-
ica is ready to bestow accolades on 
the top growth-of-the-game teaching 
professionals in America in their up-
coming January issue. This is the first 
time they have compiled this list and 
instructors may nominate themselves 
by going to www.golfrange.org and 
clicking on AWARDS in the top navigation bar. 
     Applicants will complete a form online and will need 
to provide a video via YouTube that describes what they 
have done as a professional to grow the game. 
     Applications are due by September 15, 2012. Winners 
will be listed in the magazine and will be invited to a re-
ception at the 2013 PGA Merchandise Show.
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PROPONENT NEWS

Proponent’s Facebook Group, Thank You Cards 
for Students and a New Teaching Award
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By Lorin Anderson, Proponent Group President

Okay, okay, okay. You can hate me if you want. I 
understand. I really do. When I first came up with 
the idea for GOLF Magazine’s Top 100 Teacher 
list back in 1994, I knew that a lot of teachers 
weren’t going to be happy with the results. But I 
also knew that doing the list would be good for 
the industry by stressing to six million readers 
every month the value of good instruction.
     I also felt it critical to make sure we included 
regional listings so that every reader could find 
high quality instruction near them no matter 
where they lived. I took the responsibility of creat-
ing the lists very seriously.
      In a very fortuitous turn of events, Dr. Paul 
Schempp at the University of Georgia offered to 
help. Dr. Schempp runs the only lab in the nation 
that specializes in studying how sports are 
taught. His understanding of what teachers in 
other sports and other educational fields do to 
become experts helped us create a detailed 
questionnaire that the 500 or so nominated 
teachers completed and that was reviewed in 
detail by a number of teaching assistants at Dr. 
Schempp’s lab. These TA’s didn’t know the 
teachers and made their recommendations solely 
on the responses to the questionnaires. 
     After reviewing more than 500 questionnaires 
each cycle of the list, the UGA staff would pro-
vide recommendations to the GOLF Magazine 
editors for a final review. The entire process took 
about six months to complete for each iteration of the 
list. 
     We always knew the list wasn’t perfect, but we also 
knew we did our best to put the 100 best teachers we  
were aware of on the list. No politics. No special favors. 
     So how do they do it now and are there things you 
can do to enhance your chances of making it onto these 
lists which now include: Top 100, top 50, best in state, 
top junior instructors, top young teachers, top teachers 
at driving ranges, top women instructors and more?
     Well, even though every publication operates differ-
ently and none do it using my old methods, there are 
some keys that will get you noticed assuming your expe-
rience level and general resume and accomplishments 
are near the level of others already on these lists. 
     1) Instruction editors feed the beast with lots of 
ideas so help them out. The Editors have the final say 

on most of these lists no matter who else is in-
volved in the process. You can rise above the 
competition by showing the editors you have 
great article ideas. When the hair splitting begins 
when making the final choices, the editors al-
ways choose those finalists whom they know will 
be able to deliver articles. Send a handful of 
ideas to the instruction editor at each magazine 
once or twice a year to show them you want to 
contribute and that you have some creativity. 
Most teachers don’t do this and those that do 
always have a big advantage in the list selection 
process. Remember – at the end of the process 
– the publication is going to rely on the teachers 
on its list for fresh, nourishing content for their 
readers. Show you will be a vital contributor and 
you’re way ahead of the pack.
     2) Don’t be afraid to speak up. Many of the 
lists are now chosen – at least in part – by your 
peers. For example, Golf Digest has a national 
voting panel of about 500 teachers from across 
the country for its Top 50 list. This becomes a 
popularity contest. The more teachers who know 
your teaching methods and like you, the more 
votes you will get. Hone your presentation skills 
and offer to speak at your local section and then 
at other PGA and LPGA sections. Many current 
Top 50 Teachers spoke at a dozen or more sec-
tions before making the list.
     3) Network, network and network some 
more. Network at the PGA Teaching Summit, the 
PGA Merchandise Show, the Proponent Group 

Summit, Section meetings and anywhere instructors are 
hanging out talking shop. A lot of talented instructors 
never get “discovered” because they rarely leave their 
teaching tee. 
     I used to get calls all the time after a new list would be 
published and the teacher on the other end would be 
saying to me, “How come you didn’t send me an appli-
cation?” Most of the time, the answer was “I’ve never 
heard of you.” These were teachers who had never been 
published, never presented to their peers and basically 
never gotten involved in the conversation with their fel-
low pros because we were talking to people all over the 
industry and their name had never been mentioned. 
      Whether you like them or not, these lists have be-
come very important for opening up career opportunities, 
adding credibility to your methods and driving new cus-
tomers. My final advice: If you are eligible, go for it!  

MAXIMIZE YOUR MEMBERSHIP

Keys for Making the “Top Teacher” Lists    
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Summit 2012
Cog Hill G.&C.C., Lemont, IL   Sept. 30-Oct. 2

Summit 2012 Line-up 

Sunday, September 30 
11am-5:00 pm	
  Check-in at Marriott - Burr Ridge

11:00-5:00 	
 Ryder Cup Viewing party at 
	
 	
 Marriott - Burr Ridge

1pm	
 	
 Optional Golf on Cog Hill #4

7:00 pm 	
 Cocktail party at Marriott - 
	
 	
 Burr Ridge

Monday, October 1
7:30-8:30 am	
 Breakfast
8:30-8:50 	
 What’s the Big Idea?
8:50-9:10 	
 Keys to More Renewals/Referrals
9:10-9:30 	
 Lesson Language: Why It Matters 
9:30-9:50 	
 Prescriptions for Motor Learning
9:50-10:10 	
 How to Dominate Your Market 
10:10-10:30	
 The Perfect Lesson Experience

10:30-10:45	
 BREAK
10:45-11:05	
 Use Games to Speed Learning 
11:05-11:25	
 Why You Must Teach a Method
11:25-11:45	
 The New Competitive Golfer
11:45-Noon	
 Sponsor Spotlight

Noon-1:00 pm	
Lunch

1:00-2:15 pm	
 Putting (Kevin Weeks)
2:15-3:30 pm	
 The Art of Teaching (Dr. Jim Suttie)
3:30-5:45 pm	
 Demo Day

6:00-8:00 pm	
 Dinner at Cog Hill clubhouse

Tuesday, October 2
7:30-8:30 am	
 Breakfast
8:30-8:50 	
 The Power of the Pee Wees 
8:50-9:10 	
 Training Aids: From Idea to Market
9:10-9:30 	
 Valuing a Great Teaching Program
8:50-9:50 	
 Flip Your Classroom
9:50-10:10 	
 Computer-based Lessons
10:10-10:30	
 Why You Need An Advisory Board
10:30-10:45	
 BREAK
10:45-11:45	
 Q&A with all “Big Idea” Presenters
11:45-Noon	
 Sponsor Spotlight

12:00-1:00 pm  Lunch

1:00- 3:00 pm	
 How to Utilize New Ball-flight and 
	
 	
 Golf Swing Science to Improve 	

	
 	
 your Teaching (Brian Manzella) 

What’s the Big Idea?
Businesses flourish when they have access to the bold-
est and brightest ideas. This Fall Proponent Group 
brings together more of these important ideas for your 
business than ever before. Many of the game’s top 
teachers will share their Big Ideas for what’s next in golf 
instruction. Come for the networking. Come for the 
Ryder Cup. Come to try the new teaching technologies 
and training aids at Demo Day. And, most of all, come 
for the Big Ideas that will absolutely, positively grow 
your business.

Host Site: Cog Hill G.&C.C., one of the world’s premier public golf 
facilities and long time host of the Western Open, is conveniently 
located 35 minutes from Chicago O’Hare International airport. 

PGA/LPGA Education Credits: Agenda will be submitted to the PGA 
and LPGA for continuing education for association members. Ap-
proximately 13 hours of education will be included in the summit.

Lodging: Proponent has a special summit rate at the Marriott - Burr 
Ridge for only $129 per night SINGLE OR DOUBLE occupancy. Con-
tact the Marriott directly at 630-986-4100 to reserve a room. Room 
block will likely sell out, so book your room early.

Cost: Includes all meals and all sessions for only $445 for our full 
members. Associate members are welcome to attend for $495. Op-
tional golf on Cog Hill #4 is an additional $50 (tee times are limited 
and will be filled first-come, first-served). 

Registration: Login to www.proponent-group.com and on the Educa-
tion Events page you will find the Summit Registration link. 

2012 Proponent Group Partners:



Proponent member Andy Hilts oversees 
the training of more than 500 golf in-
structors in his role as head of instruc-
tion and education for GolfTEC. Based at 
the company’s Centennial, Colorado 
headquarters, Hilts was recently named 
one of Golf Digest’s Top 40 Teachers Un-
der 40. This article continues our one-
on-one interview series featuring a di-

versity of insights from Proponent Group members.

A mainstay of the Collaborate newsletter is the question-and-
answer interview conducted by member Paul Ramee of Bull’s 
Bridge Golf Club in western Connecticut. This month’s interview 
subject is Andy Hilts, who chose the teaching path early in his 
career as a golf professional. He became a leader in the GolfTEC 
organization through his skills and energy for improving golf skills 
using the proven and respected concepts his company has de-
veloped. Hilts recently spent time engaging in a dialogue that 
explores these experiences in detail.

Andy, you’ve found your way to a unique and specialized role 
within our profession. Tell us about your early experiences 
and how they may have led you to your GolfTEC position.
     My high school golf coach, Mike Duchin, had a devotion to 
the game and he instilled that same pas-
sion in me. I went to Mississippi State as 
a Professional Golf Management student 
with intent to pursue a career in the golf 
business. During college I did intern-
ships at West Lake in Augusta, Georgia 
and at the Country Club of Colorado, 
which is a resort. I got exposed to the 
major-championship atmosphere by 
working for the USGA at the 1998 US 
Open at the Olympic Club. That was 
very memorable but the internship that 
made the biggest difference for me was 
at a municipal golf course, working with 
Terri Ryan. This is where the light bulb 
turned on for me, so to speak, and I fell 
in love with teaching. Terri’s style was 
minimal in the use of technology, but very effective. She inspired 
me to want to achieve my potential.

Can you name some people who have influenced you in the 
industry and helped to shape your career path?
While Mike Duchin solidified my passion for golf during my high 
school years, my parents, who were both teachers, instilled the 
need and joy for education. Dr. Roland Jones and all the friends I 

made at Mississippi State also helped guide me along the way. 
At GolfTEC, I’ve been strongly influenced by Mike Clinton and 
Joe Assell, the two golf professionals who founded the com-
pany. They taught me about the business of golf and have pro-
vided me the opportunity to help build our business. Other great 
people I’ve learned from at GolfTEC include Ty Walker, our Colo-
rado Regional Manager, also Jeremy Beck and Ian Hughes, two 
coaches I began my GolfTEC career with. Really it’s been all my 
fellow coaches at the company. It seems there has always been 
someone around helping me strive to become better.     

Here’s a simple question we often ask: Why is it you love 
being a golf instructor?
     Three reasons, really. One, if I am successful I get a chance to 
make a person’s day by giving them more enjoyment in a game 
they love. Two – and this is selfish – my obsession is my profes-
sion. Not many people can honestly say they love their work. 
Lastly, I love how playing and teaching the game are a wonderful 
blend of art and science.

GolfTEC is a phenomenon in golf instruction. Its success is 
well-known but we’d like to have you describe the model 
and the company mission from an insider’s perspective.
     This is an approach based on technology and science, not 
opinion. I stumbled onto GolfTEC when I attended a presenta-
tion Mike and Joe made at MSU. The fact-based approach ap-
pealed to me right away. What I heard and saw that day 

changed my perception of the golf in-
structor’s way of gaining insight into 
what’s happening. I was given what I 
needed to become a coach that could 
develop a game plan that would guide 
players through a structured process 
that would revolutionize their game. 

What would be the appropriate mind-
set for a GolfTEC instructor?
     First and foremost our coaches are 
passionate about helping people. It also 
is vital for our coaches to be open to 
new ideas and concepts. After that we 
focus our efforts on helping them un-
derstand the cause and effect relation-
ships throughout the swing. 

In the marketplace, how does the company operate?
     First, I would say quite successfully. We have given more than 
3.5 million golf lessons with a 95% success rate. We employ 500 
Certified Coaches in 165 Improvement Centers across the US, 
Canada, Mexico, Japan and soon to be Korea.  Most of our 
growth has come while rounds played and golf has generally 
been on the decline.  There are many reasons for our success 
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What I’ve Learned: Andy Hilts
National Director of Instruction & Education at GolfTEC

Interview by Paul Ramee, Jr.

“In the areas of salesmanship 
and the ability to grow their 
instruction business, it’s pretty 
much a deficit of things across 
the board. There are very few 
golf professionals who have 
been taught to sell, which is a 
huge factor in any attempt to 
be successful.”     - Andy Hilts



but one that stands out to me as a coach was how GolfTEC 
taught me how to see the swing and sell. 

Where do you fit into that, in your current capacity?
     My position with the company is VP of Instruction and Educa-
tion. Basically I am teaching the teachers who come to our 
academy about our system. It was not a tough decision to move 
from teaching 1,800 lessons annually to this role in an organiza-
tion with the scale of GolfTEC. I was at a place in my teaching 
where I was burned out and ready for something different. I 
wanted to contribute to the company’s growth, which has been 
significant. 
     Even under difficult economic conditions we are going to 
open 30 new locations this year and we are opening locations in 
Tokyo. It certainly has been quite an experience training coaches 
when they don’t speak the same language. In my current role I 
hope that I can continue to shorten our coaches learning curve 
and make sure they are giving the best golf lessons possible. 

As you went up the learning curve at GolfTEC, what was 
most important to your progress?
     When I began to teach teachers I realized the nuances of 
getting points across effectively. That was when I really learned 
to communicate. I understood that I could have 10 people in the 
room with me and they would hear 10 different things—just a 
matter of learning styles and the way our minds work. The chal-
lenge was to get my message across to them in a consistent 
voice, but in a way that each of them could understand.

To train the instructors you recruit, the company has estab-
lished GolfTEC University. Give us some insight into that.
     It’s basically a 10-day seminar series that covers motion 
analysis, the art of selling, custom clubfitting and the golf se-
quence. It is not open to the public, only GolfTEC guys. We con-
tinue to monitor our relationships after the franchisee graduates 
and have only had five stores close due to poor performance. 
Before closing a store, we work with the individual and monitor 
the quality of their lessons over the web. We can see how many 
lessons they have on the books and track those trends. 
     We try and explain to our attendees that your 
Doctor tells you to come back to see him, most golf 
professionals are of the soft sell nature, while we 
push to book out the year well in advance.

How, in your opinion, is GolfTEC changing the 
teaching landscape?
     I think we have begun to change the mentality of 
giving one off lessons to really taking ownership of a 
player’s improvement. One off lessons typically don’t 
change a player’s movement pattern or improve their 
game significantly for the long term. I think we have 
also helped make the use of technology in lessons 
more common place. Seventeen years ago when we 
first started teaching no one really used motion 
analysis, now it is quite common. I think we have 
also changed the opinion about teaching indoors.

How would you assess the pros and cons to mov-
ing instruction away from the golf course?
     The biggest positive is that students have easier 
access. They can leave their office and enjoy a golf 
experience and then head back to the office. I can’t 

really think of a negative. Getting people to do anything golf re-
lated is a plus to help grow the game. 

Within the Proponent Group membership there are quite a 
few GolfTEC staff instructors—also at least a handful of 
Proponent Members who are also GolfTEC franchisees. 
Could you tell us what the process is like if someone wants 
to consider taking on a franchise?
     We have quite a few coaches who are very successful fran-
chise owners and Proponent Group members. The initial invest-
ment required to open an Improvement Center depends on the 
location and build out costs, but is approximately $200,000. 
With that initial investment GolfTEC helps with site selection, 
design and build out, training the coaches, marketing and every-
thing in between. Most of our successful Centers will do be-
tween $500,000 and $1M in annual sales. Many of the major 
markets have already been built out but there are still many small 
markets that are open for development. One of the things most 
of our franchise owners and coaches like is the 45-50 hour work 
week as well as time off on a weekend day and holidays off.

You are exposed on a daily basis to young people intent on 
learning the ropes of golf instruction. What do you notice 
about their approach and the ideas they bring to it?
     A few traits are fairly common. Obviously they have great 
computer skills but often lack the ability to interpret launch-
monitor data or understand motion analysis. They also have dif-
ficulty diagnosing the swing flaws and fixing the flaws—espe-
cially as regards sequence. They don’t know how to fix swing 
flaws in the proper order. Wrapped into that is understanding the 
equipment piece and the athletic or physical aspect. 
     We have to educate them in the role that equipment plays in 
a client’s swing and their long-term improvement. That’s true 
also for their ability to assess the physical abilities and limita-
tions of a student and building a swing around what each stu-
dent can do. In the area of growing their instruction business, it’s 
pretty much a deficit of things across the board. There are very 
few golf professionals who have been taught to sell, which is a 
huge factor in any attempt to be successful. 
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GolfTEC’s Andy Hilts training an instructor in the company’s philosophy.
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New features are rolling out from USchedule designed to build 
your student bookings. Here are three you should consider 
integrating into your business now.

Facebook
     USchedule is now 
offering Facebook inte-
gration not only for 
teaching staff but for 
lesson-booking cus-
tomers as well. We’ve 
seen that Facebook 
integration gives the 
staff member important 
functionality. He or she 
can automatically post 
from their schedules 
about upcoming events 
that are not yet fully 
booked or post about 
times still available for appointments—with the goal of filling 
those time slots. 
     Now golfers can start coming into USchedule via Facebook, 
and the process is a snap. Registering as a new user is no 
longer necessary—there are no forms to fill out, no need to 
create user names or passwords. The golfer simply logs on to 
USchedule with their Facebook profile. One simple click on the 
login screen and they’re in and ready to start booking appoint-
ments and registering for events.
     Customers can also post to their Facebook profiles about 
the swing change they are working on with you, or about an 
event they attended at your facility. Let them Check In at the 
Golf Club or post about the great service they got during their 
visit. Facebook integration allows your customers to promote 
your business without the need for any additional work on your 
part. 
     It’s a marketing opportunity you don’t want 
to miss. By getting Facebook integration 
through USchedule you’ll be making it simpler 
for customers to schedule appointments with 
you and giving them a forum to share with the 
world how great their lessons are going.

Mobile
     It’s no longer enough to have a conventional 
website to keep up with the technology that 
consumers require. As pads, pods, tablets and 
other hand-held devices multiply, you’ll be 
needing a website that is mobile-optimized. 
     Fortunately USchedule has the solution. We 
can build and host your website, mobile web-
site and scheduler all in one place. When a 
student goes to your web address, our soft-
ware will detect if they are on a desktop or lap-

top computer or if instead they are on 
a mobile device. Depending on what 
is detected, the customer will be 
automatically directed to either your 
full-size website or your optimized 
mobile website.
     The USchedule scheduling system 
is now available in a mobile version, 
so when your students are using their 
mobile device, they are automatically 
redirected to USchedule mobile for 
booking lessons. No new login is re-
quired. All appointments flow seam-
lessly into the same scheduler you use 
on your computer or mobile device.

Video
Do you wish there were an easier and 
less expensive way to deliver videos 
to your students? Would you like to 
provide students with a simple means 
of uploading video to you for analysis?  You know that emailing 
videos isn’t practical, due to size limitations, and other meth-
ods tend to be expensive and cumbersome. Some don’t even 
transmit the video footage itself, instead delivering just a 
“dummy” screenshot. USchedule has developed a non-
proprietary method for delivering videos quickly, right to your 
students from any video analysis program you are currently 
using. 
     There are no additional websites, logins, or any new learning 
curve for you or your students. With just a couple clicks your 
video is uploaded, and an email is automatically generated 
notifying the student that it is now available for viewing.  To 
learn more?  Visit our website at www.uschedule.com or for 
more details call us at: 877-696-0415.

PROPONENT PARTNER SPOTLIGHT: USCHEDULE

USchedule Makes it Easier to Book Lessons    

Reach USchedule through Facebook.
USchedule now on mobile.

USchedule’s new video interface makes it easier for you to deliver videos to your students.

http://www.uschedule.com
http://www.uschedule.com
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By Ricky Potts
Content Specialist & Social Media Consultant, IMAVEX

It’s pronounced “Google Plus,” it’s spelled “Google+”, and it’s 
been making lots of noise lately in the social media space. In a 
competitive move against Facebook, mighty Google has lever-
aged its search and data capabilities to create a new twist on 
social networking. For a golf instructor or academy, the market-
ing implications are significant. So let’s take a look at Google+ 
and how Proponent Group members can harness it.
 Besides connecting you with friends and family, Google+ 
also consolidates its major web platforms for the user. We’re 
talking about the ever-familiar Google Images, Maps, YouTube, 
Gmail, Documents and more. You’ll find them grouped at the 
top of the page when you log in to Google:

     Above is a screen-shot of the navigation bar on my home 
page. At the top left it shows my identity, “+Ricky.” When I click 
that, I am taken to my Google+ dashboard. Once there I am 
able to share whatever is new in my world—status updates, 
images, links, YouTube videos, other videos I may have up-
loaded, and so on. It also shows my personal profile, my 
Pages, Events (a feature that’s new to Google+), Hangouts, 
Local, and much more. Depending on how you have it set up, 
your screen may look different than mine. If you want to change 
the order of these, Google+ allows for that, as well.

Less Users, But More Engagement 
     For anyone familiar with Facebook this will be a similar user 
experience. Putting less energy into Facebook and adopting 
Google+ is a move people are making in response to recent 
Facebook changes, including Timeline and the “promoted” 
status updates. Over at Google+ you will find an audience and 
community that (for now) are relatively small. Audience size is a 
big deal, we know, but the Google+ model is about users being 
engaged in more complex and significant ways than typically 
happens with Facebook. As a vendor of services taking advan-
tage of Google+, you may also welcome the fact that Google+ 
doesn’t charge users to share content to a wider audience—as 
Facebook does, via those promoted status updates.
     What golf instructors may find most intriguing is the local-
search capabilities of a Google+ account. Say a golfer in your 
area has a Google+ account and while online he posts a Face-
book comment about his upcoming vacation to Costa Rica. 
From there he goes on Twitter and mentions that he’ll be play-
ing golf on this trip. The next time he does a Google search it’s 
almost guaranteed that he will see ads (again, powered by 
Google) that are relevant to what the information he has volun-
teered about Costa Rica, golf, etc. 
     These ads might include Costa Rican hotels and restaurants 
or golf courses offering stay-and-play discounts. They could 
also be ads for their local golf instructor—and that’s you, if 
you’re in their market and you either buy Google ad space or 
you have a Google+ account and have posted/shared informa-
tion relative to this local search criteria. Google recently an-
nounced that all of the logged-on user’s activity, including on 
sites like Facebook, Twitter, and Pinterest, will now affect what 
comes up when they do local searches. This is relevant in sev-
eral ways. 
     When Google announced they would begin customizing ads 
based on your search and social activity, people were a little 
freaked out by this. I think it’s great. I have no problem with 
Google taking my activity and using that to provide me with 
more relevant search results and ads. A user that wants to click 
ads that are meaningful shouldn’t be bothered by this, either.

Google+ Circles as it Relates to Search
      On Facebook you have friends and “Likes,” while on Twitter 
you have followers. On YouTube you have subscribers. On 
Google+ you have “circles.” You, as a user, are able to create 
these circles and organize your audience or community how-
ever you see fit. I have circles for Music, Golf, Art, Electronic 
Dance Music, and more. I can use these circles to engage with 
only the people I have included in them. But how does that 
affect my search results?

SOCIAL MEDIA TREND UPDATE

Google+ Offers New Online Marketing 
Power to Instructors 
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     Again, if you are logged into Google and search for some-
thing that the people in your circles have either searched for or 
have shared (including status updates, links, images, etc.) that 
will show first in your Google search results. I went back to 
Google and searched “golf” just to test this.
     The search results are pretty compelling. They are pegged 
to my geographical location, showing me ads relevant to my 
base in greater Scottsdale. They even include a map and all of 
the businesses (presumably golf courses and retail golf shops) 
that would fit that search criteria. Basically Google is assuming, 
based on my past search results, what I want to find in my local 
area when I search with the “golf” keyword.

     You will see at the top of the search-results page that it 
says: “150 personal results.” Those 150 results are from people 
whom I’ve connected with and who are in my Google+ circles. 
There has been search for a long time, and social networking 
for a long time—Google+ finally ties to the two together. You 
can see that even when searching for images within the same 
search criteria.

     The images along the top row are from persons and/or 
pages in my circles. This also includes images that I have per-
sonally shared. After viewing these personalized results I can 
move ahead and see everything else Google wants to show 
me. Please note that if you were to search the same thing as 
me, your results would be different. Basically, Google is learn-
ing whom you are as a user, and is providing you with the re-
sults that it assumes you want.

The Goal is More Valuable Messages 
     There is power here. The power is in Google showing you 
what it thinks you want to see, then upping the ante by basing 
your personal search results off your activity online and on 
Google+ even as it “brings it all home” to your local geographic 
setting. If you are not on Google+, I would suggest creating an 
account and starting to build your audience. Given how re-
cently Google+ launched, it’s impressive to see how much im-
portance it’s gained in social media circles around the world. 

(NOTE: A longer version of this article will be available on 
the members website. Look for the announcement shortly.)

Our Proponent Partners:
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By David Gould, Staff Editor

Arrive for your first golf lesson with 
John Hafera and you’ll soon be-
come aware of a mismatch. Waters 
Landing Golf Park, the German-
town, Md., facility Hafera leases, is 
a no-frills standalone driving range. 
And yet the technology he and his 
team deploy to help students is 
downright space-age. “I put a new 
student on the Advanced Motion 
Measurement (AMM) system the 

other day and he made a welcome comment,” Hafera 
recalls. “What he said was: ‘This is more for you than for 
me, right?’” 
     The student added that when he gets an MRI at his 
orthopedic clinic he expects the doctor to read it then 
explain what it means. As an early adopter of golf-
instruction science, Hafera has been a longtime explainer 
to students of why the various tools are so valuable. 
Again, the setting where he works doesn’t prep people.  
If your shingle hangs above the Titleist Performance In-
stitute in California—where Hafera has gone for certifica-
tion as a Level 3 TPI golf instructor, also a Level 2 in 
Biomechanics and a Level 2 in Junior Coaching—you 
can figure the student expects a lab setting and expen-
sive digital tools. At a roadside range, not so much.

Taking it on the Road
     Hafera, who shares his AMM gear but owns the com-
plete K-Vest toolkit and uses each extensively, has ex-
perimented with “guest appearance” site visits, bringing 
all his tech gear and know-how to clubs and courses. He 
would like Proponent Group members to know he is 
available for special clinic scheduling on a one-day ba-
sis, or longer, at a reasonable rate. Again, part of what he 
brings is an ability to orient golfers who see all the 
motion-capture regalia and becomes antsy.
     “These past six months I’ve been able to get virtually 
every student on the AMM system at least once,” Hafera 
reports. “It takes 15 minutes just to gear up, and the ses-
sion runs two hours—so, yeah, some people are going to 
have a too-much-information type of reaction.” His re-
sponse is to let them know that the equipment does in-
deed kick out great amounts of data, however it will go 
through the teacher’s evaluation process until only a lim-

ited, relevant portion of it gets applied. “I’m going to filter 
all this, is what I tell them,” says Hafera. “We’ll end up 
with data points that matter and we’ll connect the dots 
so that your lesson time, drills and practice become ex-
tremely efficient.” 
    One early reassurance the student gets—and it’s an 
exciting, productive phase in the process—comes with 
the audible biofeedback produced by K-Vest technology. 
“That’s very clear to them, especially as the corrections 
in their motion match the improved feel of the swing, and 
the improved ball flight.”
     Hafera’s other logical step is to take the motion-
capture data and “walk it back to the videotape” of the 
student’s swing. “Video, at this point, is a tool students 
are comfortable with,” he notes, “so you can accomplish 
a lot by using video to prove or verify how well motion-
capture works.” 
 
Fine-tuning the Treatment is the Big Advantage
    The value of these digital diagnostics gets proven yet 
again by the reality that several significant swing flaws 
can be identified while the “treatment” of just one serves 
to correct all of them. “Last week a student’s motion-
capture session showed issues related to lift—his up-
down torso motion—plus thrust toward the ball with the 
lower body and some reverse spine angle, as well,” Haf-
era says. “I chose to go after the lift problem in our drills 
and corrections. It was the easiest of the three for him to 
relate to, and it gave us improvement in all three areas.”
     For good measure, Hafera’s teaching practice in-
cludes a partnership with a TPI Certified Fitness Profes-
sional, to whom students are sent if Hafera’s initial-phase 
TPI work reveals a physical limitation. Because this in-
formation relates to physical movement and discomfort 
affecting non-golf activities, students tend to be enthusi-
astic about following up with the Fitness Professional. 
Decisions like that are part of the normal flow of things 
for John Hafera, one of a growing cadre of teachers who 
have so much to offer the client it becomes necessary to 
pick and choose what gets attention in the near term and 
what gets addressed down the road. 
     As for the introductory phase, when the extent of the 
technology and training is made known to a newcomer, 
Hafera takes heart that “the conversation is getting 
shorter, at least to an extent.” The skills it takes to 
shorten that conversation, it turns out, are yet another 
element in cutting-edge golf instruction.

MEMBERS IN MOTION

John Hafera Stays Alert to Students’ “Com-
fort Level” with Tech Diagnostics    



MEMBER MILESTONES
Welcome July’s New Proponent Group Members
Ed Angulo, The Dunes at Maui Lani, Kahulni, HI – Full 
Member
Andrew Braley, GolfTEC-Cool Springs, Franklin, TN – 
Full Member
Michael Breed, Sunningdale C.C., Scarsdale, NY – Full 
Member
Zachary Parker, Gary Gilchrist Golf Academy, Howie-in-
the-Hills, FL – Full Member
Don Parsons – The Studio at Twin Lakes, Goleta, CA – 
Full Member 
Tim Sam, GolfTEC-Henderson, Henderson, NV – Full 
Member
Mike Skimson, Golf Performance Center @ Whistle Bear, 
Cambridge, Ontario – Associate Member
Ty Walker, GolfTEC-DTC, Denver, CO – Full Member 

Golf Channel Adding Instructors for Online 
Lesson Opportunity 
Golf Channel is looking to add instructors to 
SwingFix.com, an Internet destination for golfers seeking 
custom online lessons from top golf instructors. SwingFix 
is dedicated to offering elite-level golf instruction in a 
new innovative platform. Its intent is to grow the market 
for private lessons and help instructors gain more oppor-
tunities to develop relationships with new students. Par-
ticipating instructors are featured on Golf Channel affili-
ate SwingFix.com with their own sleek personalized pro-
file that highlights ca-
reer accomplishments 
and provides easy 
access for potential 
students to sign up 
for online lessons. 
     There is currently no cost to join SwingFix, although 
instructors are asked to invest about an hour of their time 
in free online lessons per month. Instructors share in ad-
ditional lesson revenue. If you are interested in becoming 
a SwingFix instructor or would like more information 
please contact Vikki Vanderpool, director of instruction, 
at vvanderpool@golfchannel.com or 615-663-1330.
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The Checklist
What You Should be Doing in August

1. Sign-up
If you haven’t signed up for the 2012 
Proponent Group Summit in Chicago, don’t 
delay. We will sell out this year due to the 
special classroom setting we are using at 
the Chicago District Golf Association’s 
Golf House at Cog Hill. We can only have 
100 participants in the room and we have 
only 20 spots left, so sign up today.

2. Do Your Fall Planning
Northern teachers should begin planning 
your shoulder-season offerings and create 
a promotions strategy for each so that you 
capture some additional Fall revenues. 
These programs should be marketed now. 

3. Don’t Skimp on Healthy Habits
It’s the dog days of summer and you’re 
tired. Don’t start cutting corners. Drink 
plenty of fluids every day, lather on the 
sunblock and wear a hat while you teach. 
Skin Cancer and dehydration are job haz-
ards that you must combat everyday. 

4. Recharge
Take an extra day off. Hey, it’s been a long, 
hot summer. Go spend a day with your 
kids before school starts and recharge 
your battery for the final push.

http://swingfix.com/
http://swingfix.com/
http://swingfix.com/
http://swingfix.com/
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