
Our New Members’ Discount Page Offers 
Exclusives that Can Pay for Your Membership 
Everybody loves a deal and Proponent Group members have access to some 
valuable exclusives that will allow for savings that can easily pay for your annual 
membership in Proponent Group. While we are not a buying group, we have a 
very desirable membership that many companies are keen to build a relationship 
with. The current discounts come in a variety of areas from apparel to shipping 
and over the course of your membership the savings will add up.
     For example, our Personal Use Discount with Summit Golf Brands, which in-
cludes Fairway & Greene, EP Pro and Zero Restriction, is good on anything in 
any of their current catalogs for 50 percent off wholesale. Purchase just three pair 
of pants and a half-a-dozen shirts and you’ll save approximately $300 annually.       
     Another example: Sundog 
Eyewear offers our members 
40 percent off retail on all 
sunglasses in their current 
catalog. 
     Federal Express offers 
our members approximately 
30 percent off on overnight 
shipping and up to 18 per-
cent savings on ground ship-
ping depending on the 
weight of the package. 
     Cardconnect credit card 
processing, guru training 
systems, Imavex website 
design, TrackMan and 
ShotByShot.com all offer 
unique specials for our mem-
bers and we’re working on 
adding more opportunities to 
save in the future. 
     Check out all the details 
on these exclusive member-
only savings by logging onto 
the members website and 
clicking on Member Dis-
counts in the left hand menu. 
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Over the past year we’ve created half-a-dozen new addi-
tions to our growing arsenal of unique, time-saving tem-
plates and business-growing guides. If you haven’t vis-
ited our Business Guides, Business Templates or The 
Job Search menus on the members-only website in a 
while, here is an update on what is currently available for 
to help you grow your business skills and career oppor-
tunities. Best of all these one-of-a-kind guides are avail-
able 24/7 for downloading whenever you need them: 

Instructor Email and Online Marketing Guide
Instructor Public Relations Guide
Instructor Insurance Guide
Guide to Google+ and Google Local Search
Instructor Logo Design Guide
Teaching Building Survey and Guide (Includes a link to 
our exclusive gallery of more than 250 teaching building 
photographs)
Social Media for Golf Professionals and Instructors
Golf Club and Instructor Websites 101
Instruction Marketing Guide segments including: Creat-
ing a Professional Look: Photo Shoot Tips, How to Write 

Your Professional Biography and Where Do Students 
Come from? 
Instructor Business Proposal (includes separate case 
studies showing how members have successfully moved 
their teaching businesses to new facilities creating win-
win situations.)
Instructor Economic Impact Calculator
Instructor Economic Impact Study Results
Instructor Commission Structure Spreadsheet
Monthly Golf Chairman Instructor Report
Action Plan and Director of Instruction Job Descrip-
tion
Annual Report Template
Independent Contractor Contract Template (3 ver-
sions)
Personal Services Contract Template
Credit Card Authorization Letter Template (3 versions)
Photo - Video Model Release Form
Parental Release - Medical Waiver Form
Instructor Resume Evaluation
Instructor Interview Preparation Guide
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PROPONENT GROUP NEWS
Our Unique Guides and Templates are Available 24/7 to 
Assist You in Protecting and Growing Your Business

2013 Proponent Group Speakers Bureau 
Sent to Sections and Media

Proponent Group has completed this year’s update to our 
Speakers Bureau listing of members who have industry pres-
entation experience. We provide this free service to both our 
members and the industry in an attempt to help identify op-
portunities for our members to present to their peers at the 
section and national levels. The list includes nearly 50 mem-
bers and more than 100 teaching related topics that these 
members have presented on in the past and would like to pre-
sent again in the future. 
     The list, which includes detailed bios, presentation subject 
information and contact information, has been sent to all 41 

PGA of America sections, the LPGA T&CP and all of the PGA 
of Canada sections along with a variety of media outlets in-
cluding GOLF Magazine, Golf Digest, ESPN Radio golf shows, 
Fox Regional Sports Net and others. 
     If you are a section Education 
Chairperson or are on the education 
committee we strongly suggest that 
you consider using at least one speaker 
on our list as it is loaded with great 
topics and outstanding presenters. 
     To download a copy of the 2013 
Proponent Group Speakers Bureau, 
logon to the members website and 
click on Speakers Bureau in the left 
hand menu. 
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Proponent Group 
Summit 2013

Leadership and Innovation for 
a Rapidly Changing Industry

October 27-29 (Sunday - Tuesday)
Talking Stick Resort and Talking Stick Golf  Club

Scottsdale, Arizona

Registration Now Open!
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Proponent Group 
Summit 2013

Sunday, October 27
11:00am  Registration Opens
1:00pm    Optional Golf  on Talking Stick G.C.
6:30pm    Dinner at Talking Stick Golf  Clubhouse
 
Monday, October 28
7:00am    Breakfast
8:00am    What’s Next in Golf  Instruction (Lorin Anderson) 
8:30am    Instruction’s Future: A World View (TBA) 
9:00am    Equipment: Solving Students’ Set Make-up 
                      Issues (Terry Koehler)

10:00am  The New Coaching Model (Dr. Rick Jensen)
11:00am  Special Announcement (TBA)   

11:30am  Lunch  

12:30-2:00pm  Secrets for Great Group Instruction 
                                 (Tim Mahoney) 
 2:00-3:30pm   The Art of  Performance: From Concept to 
                              Application (Lynn Marriott and Pia Nilsson)

3:30pm     Teaching Tech and Training Aids Demo Day 

5:30pm     Cocktails at Talking Stick Golf  Clubhouse

Tuesday, October 29
7:00am      Breakfast
8:00am     Trends in Websites and Mobile (Zach Miller)
8:30am     Online Instruction Portals: Charging for Your 
                      Content (TBA)
9:00am     Game Your Brain: The Science Behind Cogni-    
                      tive Training (Dr. Debbie Crews and Tim Suzor)

9:45am     Effective Communications Skills for Instructing 
                       and Presenting (Mike Malizia)

10:45am   Roundtable Discussion: Managing Your Time 
                        and Setting Boundaries  

11:30am   Lunch

12:30pm   Guarantee Your Results, Triple Your Income and    
                        Increase Revenue at Your Club (Will Robins)
1:30pm      Unlocking Your Students’ Potential 
                        (Fred Shoemaker)
3:00pm     Summit Ends

Summit Details and Registration

Host Site: Talking Stick Golf  Club and Talking Stick Re-
sort and Casino is one of  the most popular golf  destina-
tions in Arizona. It is conveniently located only 14 miles 
and less than 20 minutes from Phoenix Sky Harbor air-
port. All summit events are within walking distance at 
Talking Stick so you will not need a car during the event. 

PGA/LPGA Education Credits: Agenda will be submit-
ted to the PGA and LPGA for continuing education for as-
sociation members. Approximately 13 hours of  education 
will be included in the summit.

Lodging: Proponent has a special summit rate at the 
Talking Stick Resort and Casino for only $129 per night 

SINGLE OR DOUBLE occupancy. Contact the resort di-
rectly at 866-877-9897 to reserve a room. Our room block 
will likely sell out as in past years, so book your room 
early.

Cost: Our Summit registration fee includes all meals and 
all sessions for only $475 for our North American and In-
ternational full members. Associate members are wel-
come to attend for $525. NOTE: Optional golf  Sunday af-
ternoon at Talking Stick is an additional $40 (tee times are 
limited and will be filled first-come, first-served). 

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

Pia Nilsson and Lynn Marriott                     Tim Mahoney              Will Robins                Mike Malizia                 Dr. Rick Jensen          Fred Shoemaker

http://www.proponent-group.com
http://www.proponent-group.com


By David Gould, Staff Editor

In the 1990s, U.S. pro shops were getting wired with golf-
management software and the term “cigar box” was being 
tossed around. Companies that sold point-of-sale termi-
nals and integrated programs used it to satirize antiquated 
means of taking payments. 
Mostly they were belittling 
the digital-but-“dumb” 
cash register. Of course, 
many shops lacked even 
that. 
      A similar process is 
occurring right now with 
golf instruction. The indus-
try’s dedicated teachers 
are examining the systems 
in use for booking, pre-
senting, follow-up and 
tracking of the student’s 
progress. Even as they 
study ways to help stu-
dents, they are thinking 
about streamlining and 
promoting their own busi-
nesses. Some have asked: 
In a perfect world, how 
could all this information 
and communication coalesce into a logical sequence or 
hierarchy? 
      In other words, is there a system or platform that gath-
ers everything together and makes it basically self-
organizing—with inputs from multiple sources dovetailing 
neatly? At the same time, could that system provide an 
efficient, effective way to promote, market and merchan-
dise? 
      The difference between now and 20 years ago is that 
individual devices and tools allowing the coach to greatly 
help golfers are highly advanced. Every new way to help 
golfers improve has been welcomed. In a way it’s been like 
Christmas morning—opening each new present without 
thinking too much about where to store them all and how 

these new toys affect the useful life of previous gifts. So, 
the “cigar box” factor refers only to organization. 
      At golf facilities nationwide, thousands of important 
moments in performance enhancement have occurred. It’s 
worth asking how well were they captured. It’s also notable 
how effectively were they placed in context, then translated 

into new action steps. 
Likewise we’d want to 
know how this content can 
become available to other 
people who—now or in the 
future—form part of the 
golfer’s support team. And 
yes, that includes the par-
ents of competitive junior 
golfers—most of whom 
hear very little from their 
kids about all the great 
coaching being received. If 
anything, parents will be 
privy to some coaching 
content then misquote it 
during a round of golf or 
driving-range session with 
their child.
      Teaching professionals 
are intent on avoiding the 
use-it-then-lose-it scenario. 

A breakthrough of sorts can be achieved during a lesson in 
April, but steps must be taken so it isn’t lost or forgotten by 
May or June. Also, does the golfer’s fitness trainer know 
about the new swing thought? Does the sport psychologist 
he works with know? What about other new develop-
ments—for example, the golfer’s return to a previously 
used set of wedges. The people guiding this player need to 
know the facts of timing of such events.
      Proponent Group member Tim Conaway, based in 
Sarasota, Fla., has given much thought to this question 
lately, jumping on a Proponent Group Facebook forum last 
month to address it. On Conaway’s website, every student 
is assigned a “student locker” with a user name and pass-
word that he as coach assigns. “Their locker contains 
comprehensive review notes for every lesson that we 
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TEACHING TECHNOLOGY

Learning Tools for Every Facet of Performance 
(and a Place to Put Every Tool)
As teaching evolves to become coaching, methods of generating data points, 
analytics and communications multiply. Organizing so much content is the new 
problem, but creative solutions are appearing.

Top coaches like Henry Brunton (right in photo), have more data collection 
tools at their disposal than ever before and now face the challenge of being 
able to effectively catalog and review each students’ skills record over time.



have,” says Conaway. “I use Evernote to dictate my 
thoughts right after the lesson, and then update their locker 
within 48 hours.” In this system, the locker serves a dual 
purpose. “The student doesn't have the burden of memo-
rizing the lesson, and I as coach I can review their locker as 
well prior to their next lesson,” Conaway says.
      In the same forum thread that contained Tim Con-
away’s thoughts, Proponent colleague Dee Forsberg 
McCullagh explained that, following each lesson, she 
emails each student what could basically be called a 
thank-you note—except it’s a note with lots of functional 
benefits. These include: a PDF file containing the theme or 
objective of the lesson, a capsule practice plan plus two or 
three still photos clipped out of the video, showing any ad-
justments made in that session to the setup or swing. “I 
save the Word version of that file so I am always consistent 
with my advice,” explains McCullagh. “I’ve been doing this 
now for over five years and it is the No. 1 reason students 
give me referrals and come back.”
      “This is all part of the continuing changeover from 
teaching to coaching,” says Lorin Anderson, founder and 
president of the Proponent Group. “As technology and bet-
ter tools continue to emerge, less time is spent standing in 
front of the golfer talking and giving information.” 
Given his role as the primary contact person for Pro-
ponent, Anderson gets approached by entrepreneurs 
on a regular basis. Lately the hot product has been a 
platform-and-solutions concept to organize teaching 
and learning.
      One of the recent overtures comes from the British 
company Cadin, which spells out its benefit to instruc-
tors in three legs of a stool: Connect, Communicate 
and Share. The Cadin idea is to deliver coaches a 
multi-faceted digital clearinghouse that creates con-
nection and cooperative progress between golfers and 
coaches. Adam Keable, co-founder and director of 
this London-based firm describes its product as  “a 
new and unique connections platform built for the golf 
industry,” one that “transforms the way in which golf-
ers and coaches connect online. “ In reality, he as-
serts, this is a “sports performance tool that crosses 
many athletic verticals,” golf being just one, but also 
being the first to test how the system will work. The 
website, cadingolf.com is currently in beta stage.
      Keable reports a successful mid-July launch of 
that site, “targeting UK coaches who are at the top of 
their game.” As the current phase proceeds, the com-
pany’s main goal is simple. “We want to get feedback 
from coaches and golfers, refine the platform where 
necessary and work on new development items,” Ke-
able says. For observers who expect the consumer to 
respond mildly or matter-of-factly to a system like this, 
Keable says that may not be accurate. “We are find-
ing,” he says, “that both the coach and the golfer re-
late to the problem of communication between ses-
sions. As the communication is not centralized for ei-
ther of them, it can be very frustrating. Also as the cur-

rent communication channels are not specifically designed 
for golf coaching, they provide little value just conven-
ience.” 
      The company’s move into the North American market 
shouldn’t be far off. “It's all about getting feedback and 
building the right platform,” says Keable. If coaches in the 
US want to get involved—at no cost to them or their stu-
dents during the test phase—that is something we would 
welcome.”
      Jupiter, Florida-based Bill Davis has helped bring the 
playing lesson into the modern era by adding a video ele-
ment with the assistance of his iPad3. Following the les-
son, Davis sends video clips from the round to his students 
via Dropbox. The approach works well in teaching skills like 
the knockdown shot. “That type of instruction really bene-
fits from being taped and shown to the student with the 
fundamentals reinforced,” says Davis, a longtime Propo-
nent member.
      Russell Warner, a second-generation golf instructor 
who works to improve the performance of European golf-
ers from his base at the Switzerland golf academy at Hei-
dental, where he has worked since 2004, has “tried online 
communication, notebooks, student cards, diaries and 
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Edufii creates a “training space” for the golfer to manage and track all golf-
related training information in real time with all concerned parties. 



other tools. “At this point I’m curious to investigate all 
methods. The video summaries have worked great up until 
now but this is always best on swing work. As I find myself 
coaching more aspects of the game, sometimes there is 
now opportunity to put a film together, so I need a standard 
practice,” says Warner.
      One such possibility is the U.S. startup company Edufii. 
Spencer Dennis, the CEO and co-founder of Edufii (pro-
nounced ED-u-fy) puts a heavy emphasis on the youth 
market and on “sports parents who will spend freely, over a 
long span of time” on behalf of their child’s athletic devel-
opment. In order to understand an Edufii account, also 
called a “training space,” you should ponder Dennis’s 
compelling notion that an athlete could open one up at age 
10 and keep until age 70 or longer. In stating this proposi-
tion to people who stand on lesson tees, he then lists all 
the inputs their clients could be making use of.     
      “We’re talking about the video of golf swings in prac-
tice, video clips from tournament play, the swing coach’s 
notes on a session and the player’s own notes,” says Den-
nis. “That’s just the basics. Now add the shot-tracking and 
analysis. Add the fitness trainer’s report, the Trackman 
data, SAM PuttLab data, exercises recommend by a sports 
psychologist, nutrition patterns, clubfitting specs and 
changes—and there are quite a few others,” he points out. 
      “It’s all too much to handle unless it goes in one 
purpose-built space.” The contention of companies like 
Edufii, Winning Identity and Cadin is that existing “lockers” 
provided by the companies that sell a single device or pro-
gram are fine, but they don’t solve the challenge of aggre-
gating, sequencing, sharing and otherwise maximizing use 
of the training content. 
      “Even the golfer’s frame of mind—what’s going on in 
their life—is worthwhile to know as you study past periods 
to correlate all factors with performance,” says Dennis, 
who was a staff instructor at the Gary Gilchrist Academy in 
central Florida before veering away from active teaching to 
work on Edufii full-time. In fact, it’s a feather in golf’s cap 
that someone from this industry developed the Edufii con-
cept—it is highly applicable to other venues such as music 
performance and learning. In fact musicians, gymnasts and 
other skill developers currently do use the platform.
      “One piece that users particularly like is that you 
can tag items as to their date, type, who should 
review, and many other characteristics,” says 
Dennis. “At some point the question is: When 
were you playing your best, and what was 
going on at that time? All of those factors 
can be retrieved quickly and reliably.” Cost 
for golfers is $10 per month for hosting 
and maintenance. “Seven of the Golf Di-
gest Top 50 coaches are active on our 
system now,” says Dennis, “along with 
the Butch Harmon School in Dubai and 
some other prominent users.”
     (Note: All Proponent Group members 
are invited to email the company at 

sdennis@edufii.com, mention that they are Proponent 
members and qualify for an Early Adopter program, which 
provides free access to the platform at no charge to the 
coach for a lengthy trial period.) 
     The tale of Joe Schuchat (pronounced SHOO-chat) is 
an intriguing one, with implications for how these training 
platforms or even “solutions” will develop and gain accep-
tance. Located now at CORE Golf Academy, the Toronto, 
Ont., native has been a PGA Tour caddie for Matt Richard-
son and himself played at a high enough level to qualify for 
the British Amateur. “I had to choose between playing in 
the British Amateur or caddying for Matt in the U.S. 
Open—I thought about it and chose the U.S. Open,” he 
says unabashedly. 
     Kevin Sprecher has been in discussions with Schuchat 
and expects to be fully operational with Winning Identity in 
the 2014 season. Having an assistant who takes notes and 
photographs during Sprecher’s lessons makes the process 
of interacting with students more streamlined for Sprecher, 
but he wants to make the leap anyway. His current mode is  
to upload videos to the student’s USchedule locker and 
otherwise use the Microsoft product OneNote to chronicle 
what happens in the lesson (“I do this during the session, 
not at night afterward,” Sprecher says) and deliver those 
summaries to mobile and desktop devices, depending on 
who needs to see it.
     This winter, given some down time, he plans to load up 
his Winning Identity dashboard with all the proprietary con-
tent he feels is appropriate. When you get started with 
Edufii as a golf coach there is already video-instruction you 
can tap into and distribute to students, although it’s ex-
pected that most higher-level instructors will be customiz-
ing that content fully. “I am going to load my own videos 
across all the skill categories, and also get my strength guy 
and one other fitness guy to load custom content,” says 
Sprecher, who is particularly pleased that Shot-by-Shot 
statistical software comes loaded in with Winning Identity. 
     If there is a sense that teachers are relying on a “cigar 
box” full of swing data, ball-flight data, tournament scores, 
shot statistics, video clips, telestrations, practice journals 
and the like, then the next stage of development may be at 
hand to provide a remedy. 
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Winning Identity supports a team-oriented culture. It offers a tool to keep a golfer’s entire support 
network unified with fitness, swing, practice information and statistical tracking in one place.

mailto:sdennis@edufii.com
mailto:sdennis@edufii.com
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PARTNER SPOTLIGHT: TRACKMAN

TrackMan Users Conference
October 26-27, 2013

Legacy Golf Resort, Phoenix, AZ
*immediately prior to Proponent Group Summit

Join the TrackMan staff for 2 days as we cover all aspects of the 
TrackMan technology, software features, and data. 

Cost: FREE for TrackMan owners with a HW and SW license current through 10/26/13
$475 for all others (includes a one-year TrackMan University membership)

Hands-on Sessions with 
TrackMan and the Data

Review TrackMan’s 
Research and Findings

Hear From Others on How 
They Use TrackMan

Learn About All the New 
Software Features

www.trackmangolf.com www.trackmanuniversity.com www.mytrackman.com

*attendance is available for TrackMan and non-TrackMan owners

To register and see more information visit www.mytrackman.com/usersconference

PGA and LPGA Professionals in attendance will receive continuing education credits
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By Lorin Anderson, President

Yield Management is the process of un-
derstanding, anticipating and influencing 
consumer behavior in order to maximize 
yield or profits from a fixed, perishable 
resource (such as airline seats or hotel 
rooms)... or your lesson schedule. 
     Yield management involves strategic 
control of inventory to sell it to the right 

customer at the right time for the right price. This proc-
ess can result in price discrimination, where a firm 
charges customers different prices for the same services, 
but after 20 years of airlines and hotels doing this every 
day most golfers – who are generally savvy consumers –
understand the concept and are fine with the premise. 
     Yield Management is of especially high relevance in 
cases where the constant costs are rela-
tively high compared to the variable costs 
such as when providing private golf in-
struction. In fact, you have virtually no 
variable costs when you are able to fill re-
curring gaps in your typical weekly or sea-
sonal schedule. 
     In general, Yield Management is all 
about optimizing resource utilization by 
filling unused gaps in your (or your staff’s) 
teaching schedule by adjusting prices or 
services to attract golfers who otherwise 
won’t pay rack rate for instruction. 
     The truth is that figuring out exactly 
what to charge and how to tweak your of-
ferings would – in a perfect world – use 

finely-honed algorithms and would be automated. Unfor-
tunately, we’re not there yet for golf instruction, but I’m 
betting we’ll start to see this become more prevalent 
within the next year or so.
     Until there is software readily available for golf instruc-
tors, I’d suggest that you review your past 10-12 weeks 
of lessons and identify your softest booking day of the 
week and the time of day that most often goes unused. 
Once you have this information, experiment with special 
programming or special rates for that day or that time of 
the day. (As you know I’m not a fan of straight discount-
ing, so I suggest special packaging instead.)
     For example, if Wednesdays are generally your quiet-
est day, offer a special discounted series rate that must 
be used on Wednesdays only. Or, if you’re light in the late 
mornings a lot of weekdays, offer a special rate or a spe-
cial program before noon on weekdays. For example, 

appeal to golfers who have flexibility in their 
schedules such as retirees and offer a pro-
gram where two students can come to-
gether for the price of one. 
     Perhaps your slow periods are the same 
as your facility’s slow times so work to-
gether to help each other. Offer a deal 
where if a golfer comes out on Tuesday-
Thursday and takes a lesson, they get a 
green fee discount good that day only. Say 
the green fee discount is worth $30, you 
might contribute half that amount back to 
the course. These are just a few ideas of 
hundreds that could work well. Whatever 
you try, the key is to become aware of your 
schedule gaps and creatively fill them.      

Our Proponent Group Partners:

STATE OF THE INDUSTRY

Yield Management is Key to Growing Your Revenues  

http://en.wikipedia.org/wiki/Consumer
http://en.wikipedia.org/wiki/Consumer
http://en.wikipedia.org/wiki/Behavior
http://en.wikipedia.org/wiki/Behavior
http://en.wikipedia.org/wiki/Yield
http://en.wikipedia.org/wiki/Yield
http://en.wikipedia.org/wiki/Profit_%28economics%29
http://en.wikipedia.org/wiki/Profit_%28economics%29
http://en.wikipedia.org/wiki/Airline_seat
http://en.wikipedia.org/wiki/Airline_seat
http://en.wikipedia.org/wiki/Price_discrimination
http://en.wikipedia.org/wiki/Price_discrimination
http://en.wikipedia.org/wiki/Variable_cost
http://en.wikipedia.org/wiki/Variable_cost
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Now You Have FOUR Ways to Find 
Answers to All of Your 

Business and Career Questions

Take Advantage of All of Our Options
Contract Negotiations *  Proprietary Compensation Information  *  Marketing Issues

Business Plans  * Job Search Assistance  *  Public Relations  *  General Career Advice
Management Action Plans  *  Resume Review *  Website Design  *  Logo Design

Teaching Building Design and Construction  *  Social Media Marketing  *  Instruction Trends
     

Our Unique Members-only Website
Access to more than 100 presentations from the top industry experts and world-class in-
structors whenever you need it, only on our members-only website. Plus, more than a 
dozen business templates and guides ready for downloading at any time.

Our Member Mentors  *NEW*
Tap into the combined knowledge of nearly 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 Facebook Group
Ask our Private Facebook group of nearly 300 Proponent members your questions and 
you’ll get answers from your peers across North America. 

Our One-on-One Consulting
Call our office anytime you need help with a career or business-related issue. We talk with 
half-a-dozen members or more each day and provide recommendations and advice in doz-
ens of areas that can affect your bottom line. 

Log on to www.proponent-group.com or call 407-878-1235.

http://www.proponent-group.com
http://www.proponent-group.com


When it was time for Proponent Group 
member Henry Brunton to move on as head 
coach of the Canadian Men’s National Ama-
teur Golf Team, the obvious choice to suc-
ceed Brunton was Derek Ingram. Two years 
ago almost to the day, Winnipeg native In-
gram gave notice he was leaving as head 
coach of the women’s national team to take 
the helm of the men’s squad. The only two-

time recipient of the PGA of Canada’s Teacher of the Year Award, 
Ingram had served five years previously as men’s assistant 
coach, a post that put him under the direct tutelage of Brunton. 
Golf Canada’s Chief Sport Officer Jeff Thompson called Derek a 
“proven, world-caliber coach and gifted teacher with the ability 
to both educate and motivate high performance athletes.” Paul 
Ramee, Jr., took a journalistic turn to the north in selecting In-
gram for this month’s What I’ve Learned interview.

Tell us a bit about how you got into golf and why you 
choose to become a golf instructor.
     As a junior golfer I had average ability. We were not a coun-
try club family and I typically only played a couple of junior 
events a summer. The truth is I never actually had a formal golf 
lesson. Growing up I was fortunate to have a mentor named 
Jim Doyle, he was a great player and won the 1968 Canadian 
Amateur. Jim helped me immensely.
     I dreamed about playing college golf, but never gave much 
thought to becoming a golf professional. I attended the Univer-
sity of Manitoba and after one year I arranged seven tryouts 
with junior colleges in Texas. I was accepted as a transfer by 
Paris Junior College in Paris, Texas, and played on that team 
for a year. I scored pretty 
well and received offers 
from Division I and II 
schools, but decided to 
return to the University of 
Manitoba and pursue a 
science degree. After 
graduation I took a year off 
and chose to become an 
assistant golf professional.  
That was 22 years ago. It 
was the right decision. 

Why did you choose to 
be a "coach" rather than 
just a "swing instructor"?
     It really just evolved. I 
started as a swing instruc-
tor and while I still love the 
technical side of the in-
struction I realized the 

importance of the coaching aspect from my playing days. I was 
fortunate to become a head professional at a fairly early age 
and after a few years I resigned the position to play the Cana-
dian Tour. Going on tour did not work out as I would have liked. 
The fact is that I had no coach or swing instructor while I com-
peted. I knew if I could provide that role, my players would get 
much better results.  

Talk about the day-to-day differences between traditional 
instruction and what you do.
     As a coach there are so many additional facets to the work, 
over what you do in the customary teaching role. I thoroughly 
enjoy the complexity of my position. My work with students 
involves their scheduling, working with them on their mental 
game and all aspects of golf performance. Being their coach 
allows me to be in control of all aspects of their preparation. 

Who were your major influences?
     My predecessor, Henry Brunton, was a great influence on 
my career. Henry helped me craft my coaching philosophy. 
Garth Goodbrandson, who was a good friend of Moe Norman, 
has had a major impact on my development and we have done 
a lot of coaching together over the years. I have spent a lot of 
time with Chuck Cook as well. I went to visit Chuck and spent a 
lot of time watching him work with students. There are many 
others and over the years I have spent a lot of time and money 
seeking out the best teachers and coaches and picking their 
brain and watching them work with students.

As someone who has coached both men and women at the 
highest levels, tell us what the differences are between the 
two processes.
I always tell women that the ball does not know the difference 

between male or female. 
     In some cases women 
are more receptive, they 
are like an open book and 
you may not have to earn 
their respect, they are 
willing to show you that 
respect from the start. 
     With men you often 
have to earn their respect 
either by having a strong 
playing ability or when 
they realize you have the 
knowledge.

What sort of access do 
you have to top 
coaches in other sports 
through Team Canada 
and what are you learn-
ing from them?
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What I’ve Learned: Derek Ingram
Head Men’s Coach, Golf Canada

Interview by Paul Ramee, Jr.

Team Canada accesses the country’s Olympic coaches to hone its training regimens.



     As a member of the National Coaching Institute which has 
set the standard for Olympic coaches I have had the ability to 
share ideas with coaches from other sports. Interacting with 
these other members of NCI has exposed me to great sports 
psychologists, physiologists and nutritionists. The understand-
ings I have come to from our interactions include the impor-
tance of yearly planning and what type of training is appropriate 
when. We talk a lot about knowing when to train and when to 
peak. I have also learned why it is important for our golfers to 
taper so they can achieve their peak output when needed.
     In addition, I have had to become much more professional in 
my approach to documenting and tracking performance.

Talk about golf relative to other Olympic sports, from a 
training perspective. 
     Athletes in other sports tend to have one major a year, 
where golf has four majors a year and tournaments every week.  
Athletes in other sports typically have nationals or the world 
championships once a year and meanwhile they’re preparing 
for the “real major,” the Olympics, which only occurs once 
every four years. So they really have to train and peak at the 
right time. As a golfer if you play poorly in a major there are 
three others and if you play poorly in a tournament there is an-
other one the next week. I also tend to believe that golfers play 
too much and undertrain and that the training we do as golfers 
does not resemble how we play the sport on the golf course.

Is there a facet of golf coaching that you see as being out-
front compared to other sports?
      I believe that golf instructors and golf coaches are some of 
the best innovators when it comes to how we work with our 
students. I also believe that we have 
an advantage to increase training in 
the future. For example, while the 
United States has a great tournament 
system with the AJGA and college 
golf, there is generally not a lot of room 
for training or peaking. The North 
American system creates seasoned 
players that learn to compete early and 
very well but they may lack in some 
other areas of development. Other 
countries tend to spend more time on 
the development of skills.

Do you believe in competitive golf-
ers having access to a team of spe-
cialists such as nutrition, fitness, 
stats, short game, equipment, etc.? 
     To build a champion golfer it is im-
portant to have a team around them. 
However, in some cases I believe the 
“entourage” mentality is overdone. 
Players have access to a home coach, 
college coach, parents, strength 
coach, short game coach, sports psy-
chologist, nutritionist, caddie, etc. 
What we have to remember is that 
everyone has different needs and the 
player needs to be “the captain of the 
ship” and the expert on themselves. I 
tell them all the time it is up to me to 

be the expert on the game and it’s up to them to be the expert 
on their game. There is nothing more important than knowing 
yourself and your game.

Can the local teacher create a similar environment of spe-
cialists? Are you seeing more of this type of arrangement 
outside the Canadian national team?
     Absolutely, and we are seeing hotbeds created by instruc-
tors around the world. There are plenty of good teachers who 
are creating nice programs that address all the needs of their 
students. More and more teachers are realizing that it is ok to 
“pass students along” to an expert in a certain field.

It seems like it would be a difficult task in your climate to 
produce top-caliber players but Canada has done very well 
delivering players to the PGA and LPGA Tours.  How has an 
icy country like Canada become a serious golfing power?
     It has its positives and negatives, obviously more negatives. 
When you are working inside in the winter you can make swing 
changes without the player worrying about “getting the ball in 
the hole,” so that is a positive. But there is no substitute for 
getting out and playing, so we do head to the U.S. and conduct 
our winter training at facilities in Florida, Texas and Arizona. 
Another advantage is that the weather does toughen my play-
ers up. When you are playing in the spring and fall and the con-
ditions are not perfect you learn to hit a variety of shots. 

Would you offer any advice for teachers who want to create 
more of a coaching model?  Do you use what you do as a 
coach with the competitive players with other amateurs 
that you teach? In what ways?

     I look at the coaching model and I 
really think it’s the way to go. Maybe 
not with the entire program, but defi-
nitely with a portion of your program. 
It’s a model that lets you really help 
players with every aspect of their 
game. If you do it correctly, you will 
certainly stand to make more money, 
but you are also giving more value and 
you are creating a deeper relationship 
with your students. You don’t need to 
start with the scratch golfer. Take a 15-
handicap and turn him into a 10 or 
start with the younger players who 
may have more time to dedicate.

You have two sons, how will you 
coach them in the game differently 
than you learned the game if and 
when they want to start playing?
My sons are 12 and 9 and I take a very 
soft approach to their instruction. We 
have given them the opportunity to 
play golf and I have not coached them 
yet. The values I have shared are that 
they have to play fast, play by the 
rules and love the game. My responsi-
bility now is to be a good role model 
and the day may come when I need to 
coach them. But I will wait until they 
ask me for help.
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Ingram is a fan of using specialists to build champions.
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MEMBER MILESTONES
Please Welcome June’s New Proponent Group 
Members
Ryan Mahoney, Troon North Golf Club, Scottsdale, AZ - 
Associate Member.
Melissa Dziabo, Edgewood Country Club, River Vale, NJ 
- Full Member.
Valerie Moore, John Prince Golf Learning Center, Lake 
Worth, FL - Full Member.

Malaska Publishes New Book
Mike Malaska, 2011 PGA 
National Teacher of the Year 
and Director of Instruction 
at Superstition Mountain 
G.&C.C. in Apache Junc-
tion, AZ, has published
I Feel Your Pain, his first in-
struction book. Loaded with 
more than 500 photos, I 
Feel Your Pain introduces 
the 10 modern fundamen-
tals of golf, covering every-
thing from the Mental Game to Full Swing. 

McCormick Coaches Teen to PGA Tour Win 
For the past seven years Cameron 
McCormick, golf instructor at Brook 
Hollow G.C. in Dallas, TX, has been 
swing teacher and coach to Jordan 
Spieth, who this past month became 
the first teenager to win on the PGA 
Tour in 82 years with his victory at the 
John Deere Classic in a playoff after 
holing out from a bunker on the 72nd 
hole. Spieth also became the fourth-
youngest winner ever on the PGA Tour. 
     Proponent’s timing was pretty good too as we just 
featured Cameron in our What I’ve Learned newsletter 
interview in our June issue. We’re always trying to keep 
our members ahead of the curve!
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Have you Tried Our Member Mentors 
Service Yet? It’s the Place to Go for 
Answers to Your Business and 
Teaching Questions.
      
Launched just one month ago, it’s already a hit. Mem-
bers have been tapping into this unique resource from 
day one. It’s a natural for Proponent Group, an organi-
zation designed to gather the game’s top instructors 
and harness their combined teaching experience and 
business know-how.       
     We're able to circulate immense amounts of wis-
dom and knowledge throughout our small community. 
The information-
sharing process 
serves to elevate all of 
our members' busi-
nesses, and our new 
Member Mentors 
program is at the 
heart of that process. 
     To access this list of more than 60 of our members 
who have volunteered their time to answer questions 
from fellow Proponent Group instructors, simply log on 
to the members website and click on Member Men-
tors in the left-hand menu. In scrolling down you will 
note that the expertise you can access covers dozens 
of topics that have been divided into main categories 
including Compensation/Contracts, Management, 
Marketing/Sales, Specialized Teaching Programs 
and Teaching Technology. 
     We offer just one general stipulation when contact-
ing a Member Mentor for assistance: In respect to eve-
ryones' busy schedules, please keep your questions to 
a single email or phone conversation, unless the men-
tor offers to provide follow up if you have additional 
questions later.
     In some categories you'll find quite a few mentors, 
and you may want to start by contacting someone 
geographically close to you or someone who is on a 
similar career track. 

Member
Mentors


