
NEW: PROPONENT PUNCHLIST 
ORGANIZES YOUR BUSINESS 
It is now more possible—and more 
necessary—to bring advanced 
management techniques to your 
teaching practice. But it’s no small 
challenge to take care of your 
existing students and continually 
hone your coaching skills even as 
you work to grow your business. 
The Proponent PunchList 
addresses all these activities, 
meanwhile helping you achieve a 
reasonable work-life balance.
     If you are a new member, you 
are best off using the PunchList 
initially as an assessment tool. 
Within it are 30-plus sub-
categories of management and 
business strategy. In most cases a 
new Proponent member will find 
they are proficient in many of these 
areas, adequate in some and in need of considerable help in others.
     Our goal is to see you get more from your business’s current 
strengths while helping you address any possible weak areas so they 
no longer pose a threat to future success. 
     You don’t have to tackle all of these PunchList items at once, nor 
should you. For each sub-category we provide a suggested time 
interval or cycle when review is most appropriate. We do suggest you 
go back over the entire list annually, and use your yearly review to re-
prioritize your greatest opportunities as well as your most vital needs.
     Under many of these items you will find “Assets to Assist.” These 
are guides, templates, video presentations and other tools stored in the 
member-only section of the Proponent Group website. You can readily 
deploy these assets to help you complete a given task. 
     To download your copy of the brand new PunchList, log in to the 
members’ website: You will see “Proponent Punchlist" at the top of the 
menu in the left column. 
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High Level Processing is going to 
save Proponent Group more than 
$1,000 over our previous credit 
card processing company and 
they can save you more on your 
credit card fees, too.

     High Level Processing 
has been in business for 
more than 20 years, has an 
A+ rating from the Better 
Business Bureau and works 
directly with seven of the top 
10 processing companies 
including First Data and 
Vanity, allowing them to service any size company in the United States 
or Canada. 


     The company offers a Merchant Assurance 
Guarantee which states that if anyone comes in with 
a lower rate, they will match it on the spot. There are 
no long-term contracts and the company offers a 
variety of services to match your specific needs. To 
get your free rate comparison and quote give Tim 
Condon a call at 800-455-4577 and see how much 
you can save. It’s an easy way to boost your bottom 
line without any more time or effort on your part.


NEW CREDIT CARD PROCESSING 
PARTNER CAN SAVE YOU CASH

Now that the PGA Show is behind us we are beginning our preparations 
for this year’s 10th annual Proponent Group Summit. The event will be 
held at Heathrow Country Club near Orlando on November 5-7 (Sunday 
through Tuesday) 
     We’re lining up a few new twists and unique sessions that can only 
be found at a Proponent 
Group Summit and we 
hope to have some 
special guests to help 
us celebrate our first 10 
years. Please mark your 
calendars now so you 
don’t miss out on the 
most valuable education 
event of the year for 
instructors. 
     Details to come, later 
this spring. 

SUMMIT 2017: SAVE THE DATES FOR A 
SPECIAL 10TH ANNIVERSARY EVENT

URGENT: OUR MOST 
IMPORTANT SURVEY 
NEEDS YOUR DATA  
2017 COMPENSATION 
SURVEY ARRIVES THIS WEEK 
Please keep an eye out for 
our annual Proponent Group 
Compensation and 
Operations Survey, which is 
heading your way this week. 
This is the crown jewel of our 
annual surveys and each year 
the results help dozens of our 
members as they renegotiate 
their contracts or negotiate 
with a new facility. 


     Our survey is the most in-
depth, instructor-focused 
survey in the industry and it 
should take no more than 
10-15 minutes to complete. 


     Everyone benefits when 
pay and benefits go up within 
the industry so it is critical that 
you provide your data in the 
survey to make our report as 
robust as possible. NOTE: 
Individual data is never 
identified or shared with 
anyone and no personal 
identification is included in the 
survey. 


     To view the results of last 
year’s survey, log on to the 
members’ website and go to 
the Member Surveys menu.
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GOLF Magazine has released its biennial list of Top 100 Teachers in America for 
2017-18 and the list will appear in the March issue of the magazine on 
newsstands this month. Among the 15 new members of the Top 100 are 
Proponent Group members, Tim Cooke, Hilton Head Island, SC; Kevin 
Sprecher, Briarcliff Manor, NY and Jason Sutton in Charlotte, NC. 

     First published in 1991, GOLF Magazine’s list is the oldest ranking of teaching 
talent in the world. Several hundred nominations are reviewed every two years 
from more than 25,000 golf professionals in the industry. More than a dozen 
baseline criteria are reviewed by a 
committee including academics, 
selected teachers and the 
magazine’s editors. 

     The new list includes the 
following Proponent Group 
members:

     Eric Alpenfels, Pinehurst 
Resort, Pinehurst, NC; Cheryl 
Anderson, Mike Bender Golf 
Academy, Lake Mary, FL; Mike 
Bender, Mike Bender Golf 
Academy, Lake Mary, FL; Mark 
Blackburn, Greystone C.C., 
Birmingham, AL; Michael Breed, 
Trump Golf Links at Ferry Point, 
Bronx, NY; Henry Brunton, Eagles Nest G.C., Maple, Ontario; Tim Cooke, Sea 
Pines Resort, Hilton Head Island, SC; Dom DiJulia, Jericho National G.C., New 
Hope, PA; Fred Griffin, Grand Cypress Academy of Golf, Orlando, FL; Martin 
Hall, The Club at Ibis, West Palm Beach, FL; Sean Hogan, Leadbetter Golf 
Academy, Orlando, FL; Kevin Kirk, The Woodlands C.C., The Woodlands, TX; 
Mike LaBauve, Keirland G.C., Scottsdale, AZ; Keith Lyford, Old Greenwood, 
Truckee, CA; Tim Mahoney, Troon North G.C., Scottsdale, AZ; Mike Malaska, 
Superstition Mountain G.C., Superstition Mountain, AZ; Lynn Marriott, Vision54, 
Scottsdale, AZ; Cameron McCormick, Trinity Forest G.C., Dallas, TX; Bernie 
Najar, Caves Valley G.C., Owings Mills, MD; Pia Nilsson, Vision54, Scottsdale, 
AZ; Rob Noel, Rob Noel Golf Academy, Abita Springs, LA; Chris O’Connell, The 
Plane Truth at Watters Creek, Plano, TX; Mike Perpich, RiverPines Golf, Johns 
Creek, GA; Gale Peterson, Sea Island Golf Performance Center, St. Simons 
Island, GA; Laird Small, Pebble Beach Golf Academy, Pebble Beach, CA; Kevin 
Smeltz, Bishops Gate Golf Academy, Howey-in-the-Hills, FL; Todd Sones, White 
Deer Run G.C., Vernon Hills, IL; Mitchell Spearman, Isleworth G.&C.C., 
Windermere, FL; Kevin Sprecher, Sleepy Hollow C.C., Scarborough, NY; Dr. Jim 
Suttie, TwinEagles G.C., Naples, FL; Jason Sutton, Carmel C.C., Charlotte, NC; 
Jon Tattersall, Fusion ATL, Atlanta, GA; Kevin Weeks, Cog Hill G.&C.C., Lemont, 
IL and Josh Zander, Stanford G.C., Stanford, CA.

     Emeritus and World Golf Hall of Fame members of the Top 100 who are listed 
separately include: Dana Rader, Dana Rader School of Golf in Charlotte, NC; 
David Leadbetter, Leadbetter Golf Academy, Orlando, FL; Eddie Merrins, Bel 
Air C.C., Los Angeles, CA, Bob Toski, Coconut Creek, FL and Dr. Gary Wiren, 
Trump International, West Palm Beach, FL. 

EXCLUSIVE SUNICE 
MEMBER DISCOUNT 
NOW AVAILABLE  

Bobby Jones has completed its 
purchase of the 40-year-old 
renowned Canadian apparel and 
outerwear company Sunice. The 
company has decided to extend 
our outstanding current Bobby 
Jones member discount program 
to the entire Sunice line too.


The Sunice discount will be 50% 
off wholesale as well. Charges for 
logos will apply. The website is 
www.sunicesports.com.


When ordering, contact Customer 
Service at 800-561-3872 and 
identify yourself as a Proponent 
Group member. 


GOLF MAGAZINE NAMES TOP 100 
TEACHERS FOR 2017-18

http://www.sunicesports.com
http://www.sunicesports.com


By David Gould, Staff Editor  

Though it’s still known as the PGA Merchandise Show, and 
its massive halls and miles of aisles do contain golf 
products of every sort, with each passing year it seems 
attendees arrive less “open to buy” than “open to learn.”   
Proponent Group helps satisfy this thirst for knowledge 
among golf professionals, typically hosting a dozen or so 
continuing-ed presentations over two days. That was the 
case once again this year in Room W109B, our coldly 
institutional yet cozily familiar headquarters on the Orange 
County Convention Center’s lower level.
     Pairing a full day of learning that was programmed by 
Proponent with a second day that was  arranged once 
again by members Dr. Rob Neal and Karen Harrison, the 
schedule offered plenty to absorb and perhaps adopt. All of 
it was captured by cameras and microphones and will, 
over the coming weeks, be added to Proponent’s ever-
growing video archive online. 
     Here in the newsletter we traditionally present 
summaries and takeaways from the two-day program, 
kicked off this year by a thought-provoking and entertaining 
hour with award-winning Proponent member Mike 
Malaska. Crafting his presentation around the message of 
his new book, “The Invisible Swing,” the Phoenix-based 
coach mixed emphatic statements borne of decades-long 
inquiry with his trademark dry wit and nonstop physical 
demonstrations of the key points. A golf instructor could do 
worse, suggested Mike, than beginning each lesson by 
holding up a 5-iron at eye level with two hands then letting 
go of it. “If the club falls to the ground,” he told his audience, 
“you and the student can figure that the physical laws I 
suggest you work by remain in effect.” 
     Indeed, the principles of “The Invisible 
Swing” are well grounded in Newtonian 
physics and its rather elegant influence on 
everything golfers do, or try to do. “You 
need to understand what you can’t see,” 
explains Malaska. “Video can get in the 
way of what we’re trying to accomplish 
because it makes the false suggestion 
that all vital factors in a swing will show up 
on your monitor.” Not the case, he points 
out—momentum, acceleration, gravity, 
inertia and centripetal force produce 
effects that are visible, but they’re the 
actual causes a human eye won’t 

perceive. “Proceed according to what you see and you’ll 
generally be fooled,” Mike warned his colleagues. “You’ll 
get stuck in positions when what you really want to do is 
teach motion.”
     Later that morning, in a presentation called, “The Future 
of Golf and Your Coaching Business,” Matt Reagan and 
Ryan Dailey described their basic m.o. this way: “We’re not 
experts, we’re experimenters.” After many early missteps, 
their Operation Thirty Six is a proven and—finally—a fast-
growing success with a mighty mission. 

(Continued on next page)
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PGA MERCHANDISE SHOW 

CUTTING-EDGE PRESENTATIONS 
HIGHLIGHT SHOW WEEK FOR MEMBERS 

A full house greeted Mike Malaska as he discussed his new book The Invisible Swing.



Few teaching professionals study the 
nuances of golfer motivation as closely 
as the OP36 guys. They have 
constructed a long-term coaching 
platform that’s all about creating 
communities of golfers working toward 
the lofty goal of shooting par or better for 
9 holes Through trial and error, and with 
as much gamification as possible 
supporting it, the platform now consists 
of a six-level curriculum featuring 
practice, playing and coaching activities 
in an orchestrated rotation. Coaches who 
get involved deliver the program weekly 
for a full golf season and track progress 
using a custom app. Its benefits are two-
fold and well proven: Golfers steadily 
improve and their enthusiastic 
participation ends up creating a 
sustainable teaching business for a full-
time coach at any given facility.
     Next up was a talk led by Nick 
Clearwater of GolfTEK about “How Big 
Data is Improving Golf Instruction. No 
organization in the world gives more golf lessons 
than Colorado-based GolfTEK, and with the 
company’s advanced digital capacities for 
capturing and organizing information—assisted in 
the collection protocol by the University of Denver
—they now truly have Big Data on what actually 
happens in the golf swing. 
     The results, shown in fancy "heat map" graphs, 
tell the tale of exactly which kinematics 
characterize low- and high-handicappers. “We 
know the correlations between where people are in 
3D space at each point or position in the swing and 
how well or poorly they score.” By virtue of giving 
nearly one million lessons a year, and capturing 
certain data in certain ways with every single 
customer, the company has analytics that explain 
how much a particular deviation from standard 
movements will tend to “cost” in strokes.
     Taking the stage to start the afternoon session 
of day one was the irrepressible Will Robins, 
addressing Proponent members for the second 
time in three years on his game-changing methods 
for “Transitioning Your Business from Hourly 
Coaching to the Results-Based Coaching Model.” 
Since last the high-energy Englishman (now based 
in California) spoke to his fellow Proponent 
coaches, his business and the acceptance of his 
concept have burgeoned. “Never once have I 
presented this concept to an instructor who waved 
me off because they felt they lacked the abilities 
and skills to build and operate this sort of program,” 
said Will. “Instead they get held back by a handful 

of tendencies that, in my opinion, are based on 
mistaken perceptions.” 
     The “five hurdles” Robins identified are “seeing it 
from the customer’s eyes, not convincing yourself 
first, selling it as a ‘new product,’ thinking you can 
only start when you’re 100 percent prepared to, and 
trying to be all things to all people.” There’s plenty 
that sounds just fine in that list, but ingeniously Will 
walked his through each point and presented a new 
and much more compelling type of logic for the 
success-minded coach to take to hear. 

(Continued on next page)
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GolfTEC’s Nick 
Clearwater  
reviewed the 
findings from 
the company’s 
data collection 
from hundreds 
of thousands of 
swings 
cataloged by 
GolfTEC’s 
instructors (top). 
Will Robins 
(right) explained 
how to 
overcome the 
hurdles to 
maximizing your 
opportunity 
using group 
coaching 
programs. 



The presentation that followed, Jim 
Shalhoup’s “Turning Your Knowledge into 
Digital Income,” depicted a brave-new-world 
for golf instruction online. Point by point, in 
a matter-of-fact delivery, Shalloup laid out 
the changes taking place in all areas of 
online learning and convincingly asserted 
that golf would take its place in this sea 
change. “In the U.K., they already give out 
an annual award to the ‘Top Digital Golf 
Instructors,’” he commented. Two baseline 
points offered in this presentation involved 
approach and format as well as the need for 
extremely user-friendly structure. “This can’t 
be the old product delivered in a new way,” 
said Jim. “Your message and your product 
has to be newly conceptualized and 
delivered.” He followed that by saying “a 
Digital Training Center is what you’re 
creating and maintaining—it has to be 
seamless and at-a-glance, it can’t be 
disjointed.”
     At one point in his presentation, which 
was based on the operating principles of his 
Massachusetts-based REX Golf Academies 
platform, Jim told Proponent members that 
“the most important act is to give up control 
and to trust the student to take ownership of 
the process.” To coaches who have already 
posted video online—a large percentage of the 
audience—he offered this guidance: “Anything free 
has to be enticement—it can’t be the goods.” That 
statement echoed the oft-stated belief of Proponent 
president Lorin Anderson that “as top coaches you 
possess highly valuable intellectual property, and 
there are much better ways to generate revenue 
from it than traditional lesson-giving.”
     It was Iain Highfield, an energetic young 
transplant from Leeds, UK, who got things going on 
day two, outlining the mental-side training 
strategies he has helped institute at BishopsGate 
Golf Academy, and elite-junior facility north of 
Orlando, as well as at the International Junior Golf 
Academy on Hilton Head Island, S.C. Highfield’s 
core scientific principle, in this talk, was 
“metacognition,” which he described as “the 
awareness and understanding of one’s own 
thought processes.” Young people, he has found, 
lack metacognitive skills and certainly lack training 
in this area. That generally deprives them of a shot 
at the “Happiness advantage” researchers have 
identified as a performance edge brought on by a 
positive emotional state. “
     Golfers have to be happy first, then they’ll play 
well,” advised Iain. “Waiting to be happy, and 
having happiness depend on playing a good round, 

doesn’t work.” If you watch this video, take note of 
a “sense the hole” exercise for putting—it will finally 
explain why you were intrigued by Ty Webb’s 
success holing putts one-handed and back-handed 
while saying “na-na-na-na” and advising Danny 
Noonan not to go to college. 
     Next on the agenda was globetrotting coach 
and consultant Brendan Ryan, with a presentation 
titled, “How to Structure Effective Practice.” 
Brendan’s talk provided a helpful explanation of 
“periodization” in golf training. That’s all about 
segmenting the phases of training, usually over 
weeks and months. 
     Ryan’s four “periods” are Technical  (swing 
mechanics for ball control, club delivery, etc., 
usually emphasizing block practice), then Pre-
competition, then the Competition phase, followed 
by Rest. From Brendan, in brief: Heavily invest in 
ball control through Block Practice then Use 
Random Practice to test transference, then Identify 
and and provide Support in development of other 
skills necessary for transference.nEffective 
coaching, in his view, often proves itself through 
knowledge of these structures but even more so 
through determining and judging whether the 
student is ready for the next task being presented 
to them, or whether the task has to be adjusted. 

(Continued on next page)
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Layne Savoie (left) teamed up with Dr. Rob Neal on new short-game research.



Fact: Golf-performance data is super-heavy these 
days on the full swing. Meanwhile, as Layne 
Savoie noted in his co-presentation with Dr. Rob 
Neal, that’s not the case at all for the short game. 
So a search for Big Data covering golf performance 
within 100 yards—by elite players only, at least for 
now—became their noble goal. 
     The experiment’s setup and the scientific protocol 
employed by the Neal-Savoie team at Golf 
Biodynamics in gathering the data was extremely 
precise. They conducted wedge performance-testing 
using Luke Donald, Jason Dufner and Tom Kite, plus a 
few other high-skill players and put these elite short-
game players, 3D sensors clipped all over them, 
through the various challenges. Trackman, Foresight, 
and what have you were brought to the task. Shaft 
lean, attack angle and spin rate were the factors most 
looked at as these shotmakers executed their artful 
pitches—with the outlier bad shots tossed out.
     A capacity audience in W109B leaned as “Short 
Game: What the Experts Do” revealed its findings. 
The testing by Neal-Savoie showed top players at 
a spooky level of consistency in their ball flight and 
trajectory, basically “hitting a paper plate in the sky” 
as Layne put it, and hitting that same imaginary 
paper plate over and over. 
     One interesting point Savoie raised at the end 
involved equipment. It’ is “pretty alarming,” he 

commented, how 
often you have to 
change wedges to 
keep generating 
PGA Tour “ball 
behavior”—meaning 
every 30 to 60 days 
of active playing 
and practicing. Stick 
with the same 
grooves and after 
that results fall off 
noticeably. 
Translation” “Buy 
wedges by the 
dozen,” he advised, 
if you want to try 
and match the 
game’s top 
performers inside 
100 yards.
     Right after lunch 
was a good time to 
schedule Sasho 
MacKenzie, a Ph.D 
in Sport 
Biomechanics at 
Xavier University in 

the Canadian province of Nova Scotia, on the 
subject of “Golfer-Ground Interaction and 
Dynamic Stability.” Balance and stability are, 
naturally enough, highly important features of the 
Golfer-Ground Interaction, as MacKenzie noted. 
But in fact, sports are often about the athletic 
ability to move through some unstable positions, 
In other words, so-called static stability for any 
human at any time would be maximized if the 
person lay flat on the ground. Of all Proponent 
presentations at the 2017 PGA Show, this is one 
best experienced by watching the video—perhaps 
a couple of times, at that.
     Mark Sheftic, based at Merion Golf Club in 
Pennsylvania, closed out the two-day agenda with 
his advice to coaches on “Teaching with 
BodiTrak.” Sheftic starts each lesson with a new 
student on the pressure mat. His teaching career 
changed when he realized how physical forces 
work in opposite directions within the swing 
motion. As with many high-tech diagnostics 
available to instructors these days, ground-force 
plates are ideal as cause-identifiers when used in 
tandem with video. To become as adept as Sheftic 
is in their use, you have to get good reading the 
“traces,” those EKG-like readouts of how much, 
how and when—in the swing—motion, force was 
transmitted to the ground.
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World-renowned experts Dr. Sasho MacKenzie (left) and Chuck Wolf made their debuts at a Proponent Group event. 
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By Lorin Anderson, President 

I’m sure those of you who listen or read 
my comments on the industry on a 
regular basis may feel that I take a 
somewhat negative view of the state of 
the game. I wouldn’t say I’m negative 
about the business, I’m just trying to 
make sure you don’t avoid dealing with 
issues that could negatively affect your 
ability to grow and flourish as an 

instructor. I will not waver from my overall belief that the 
overall golf industry, especially the golf course facility side of 
the equation, is still in rough shape in many regions. In fact, 
a new study just came out showing that more than half of all 
golf courses broke even or lost money in 2016 even as 
rounds played continues to tread water at best.
     But I did sense at this year’s PGA Show there was better 
energy in the halls as more and more green shoots begin to 
emerge in the game heading into the new year. The Sports and 
Leisure Research Group, one of the best known research 
groups in the industry, presented The Real State of Golf: Fact 
and Fiction in Orlando last month. Their data shows that while 
we’ve seen a decline in the number of casual golfers over the 
past 15 years, the core golfers who play more than 15 rounds 
per year has remained at 13.5 million for the past 25 years. 
     The report also noted that the percentage of golfers who 
said they were planning to buy hardgoods in 2017 was 
statistically the same as the percentage from 25 years ago. 
     It also showed that two-thirds of golfers say the game 
has become more diverse than a generation ago while 55 
percent say that golf is more inclusive and welcoming than 
it was a generation ago, which bodes well for the future. 

     The report also found that the percentage of private 
clubs reporting a loss in membership over the past three 
years has dropped from 36 to 21 percent. 
     Even the media has slowed its golf-bashing. Forbes 
posted an article last week titled Here’s Why We Should 
be Bullish About Golf in 2017. The premise of the piece is 
that golf suffered through a natural cycle correction after 
an over-saturation during the boom years and that it is 
returning to equilibrium now. 
     The article pointed out a few key items in the plus 
column for golf including:
• Shares of Callaway Golf are up more than 30 percent 

in the past year.
• Hardgood manufacturers have lengthened product 

cycles and begun to shore up their margins. 
• LPGA Girls Golf brought 62,000 young girls into the 

game last year, up from 4,500 just six years ago.
• The percentage of Millennials who play golf is about 28 

percent, which mirrors previous generations.
• Golf got a huge international boost from the game’s 

return to the Olympics last year.
• TopGolf continues to rapidly expand and give millions 

their first taste of swinging a club. 
     All of these “green shoots” are positive trends.
     So while the overall averages have been trending flat 
to slightly down for the past 15 years, that is the 
aggregate of both the winners and the losers. Golf is a 
mature industry and the pie is not going to grow 
significantly anytime soon, but Proponent Group’s job is 
to make sure our members end up on the positive side of 
the bell curve. We will continue to shine a light on both 
the positive and not so positive trends. Thankfully – for 
the first time in a while – we’re seeing more positives. 

AND NOW FOR SOME GOOD NEWS…

PROPONENT GROUP PARTNERS

9
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EXCLUSIVELY FROM BOBBY JONES,  
JUST FOR PROPONENT MEMBERS

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

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

WITH BOBBY JONES LOGO: 50% off standard wholesale pricing 
Check out all the options at bobbyjones.com. To place a personal use order – or for pricing  
on bulk orders for outings, golf schools or other student usage – contact Susan Moshier  

in Customer Service at 404-836-0573 or at smoshier@jonesglobalsports.com. 

NEW: Sunice Apparel 
      Now Available to        
for      Proponent  
                Members 



By David Gould, Staff Editor  

Golf instruction isn’t officially part of the entertainment 
industry, but it’s close. Expressing his or her personal 
qualities  and personal style is part of the coach’s job—
CPA’s don’t get to do that. These days, 
teaching golf also involves specialties. Over 
time, you become known for exceptional 
short-game training, or developing elite 
juniors, or mental-side coaching, or working 
with the disabled, or some other area of 
particular achievement. Likewise, you might 
become associated with players who 
flourished under your guidance, or with a 
learning center that rose to prominence 
thanks to your energy and talents. 
     Even your appearance and manner of 
relating become part of what makes you 
unique: Could Proponent member Andree 
Martin teach golf without wearing her 
trademark leather cowboy hat? Would Will 
Robins succeed if he lost his English accent 
and began coddling students instead of 
exhorting them? What would happen to 
Cameron McCormick’s brand if he quit being 
detail-oriented and suddenly became a life-
of-the-party type, constantly self-promoting? 
Confusion would reign and the branding 
effort would sputter.
     OK, that’s the fun, creative, expressive 
aspect of a coach’s personal brand. This 
article focuses on blocking-and-tackling stuff. 
Tools from the marketing toolkit and a set of 
rules from the marketing rulebook do not of 
themselves define your brand identity, but 
they do support it and amplify it, in highly 
significant ways. First and foremost they 
establish consistency, which prevents “static 
in the airwaves” between you and your 
audience. These tools and rules also 
intensify the aura of professionalism your 
business relies on, just as a house needs a 
solid foundation beneath it.
     So, be they tools, rules or guidelines, the 
elements discussed here need to be 
included in your ongoing business-
management practices. 
     Among those elements are your logo, the 

tag line you place alongside it, your photo file, the fonts 
and colors you most often use, even the tone of voice 
people “hear” in the written copy you send out. Coaches 
who are employed at clubs must be particularly vigilant, 

(Continued on next page)
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Deep Dive into the Many Ways You ID Yourself 

YOUR BRAND NEEDS A RULEBOOK 
AND A TOOLKIT

Golf Channel Academy provides a 23-page Brand/Style Guide to all of its coaches to 
make sure GCA is represented in an identical fashion at all of its nearly 100 locations.



because 
promotional 
materials produced 
by the club will at 
times feature the 
teaching 
professional, and 
those messages 
should be in line 
with the look and 
feel and tone of 
what originates 
with you.
     In a recent 
article written for 
PGA Magazine, 
the golf 
professionals who 
founded and 
operate a 
company called 
Golf Web Design 
stressed the point 
that your support 
staff (okay, that may simply be you) must be 
equipped and trained to use a consistent look, feel 
and sound in everything concerning you and your 
teaching business that goes out to the 
marketplace. “People who design your golf cart 
signs, flyers, email campaigns, print ads, digital 
ads and the like must all follow the same rules,” 
caution Nick Ondrake and Erick Arbe, the Golf Web 
Design duo. 
     Arbe and Ondrake state the matter thusly: 
“Imagine if one day you showed up to the course in 
pajamas—people would be confused and your 
identity would suffer. While it may be funny, it’s not 
what your customers have come to expect. Your 
brand would take a small hit. If you add up enough 
of those ‘small hits’ you become unpredictable and 
unreliable. People don’t become raving fans of 
businesses with those attributes.”
     Proponent Group member Travis Fulton 
recently sent along to headquarters an eight-
page “toolkit” for his academy’s 
graphic presence in the 
marketplace. Perhaps owing to 
his years working for the PGA 
Tour (as director of instruction 
for all TOURAcademy locations 
nationwide) Travis is well-
versed in these brand-
supporting nuances. 
     The sheets he provided 
included one showing the 
“Primary, Secondary and Tertiary” 

versions of his logo, which is bold and sharply designed. 
Generally these variations involve color—green and 
blue on white, green and white on blue, blue and white 
on green. And not just any green or blue, either—
Fulton’s “corporate ID” colors are specific Pantone 
shades, with equivalent “CMYK” color ingredients, 
similar to what you see on labels the paint store prints 
out when you buy a custom houseplant color. 
     Additional spec sheets from Travis’s “brand 
book,” as it’s called, include:

• color groupings for the front and back of his 
business cards

• a sample letterhead with guidelines for text, 
coloration and placement of logo/contact info

• a sample rate card to be printed only on 4-
by-9-inch paper stock

     There is even a spec sheet for his note cards—
which are always 4-by-6 with a green-and-white 
logo against a blue band at the bottom. Imagine 
being a student or prospect of Fulton’s and 
receiving several notes from him over a period of 

time. Instead of being written on 
whatever scratchpad paper is 
handy, they all come on this 
graphically pleasing card stock. It 
adds up to “brand trust” and 
increased goodwill.
     Proponent members who are 
also part of the Golf Channel 
Academy network receive a 
“Coach Style Guide” that is 23

(Continued on next page)
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LOGOS
Primary Logo: The primary logo is a green and blue logo for a white background.
Secondary Logo: The secondary logo is a white and green logo for a blue background.
Tertiary Logo: The tertiary logo is a white and blue logo for a green background.

FONTS
The font used on the website below the logo is Arial Bold.
The fonts used throughout the business kit are Arial Bold, Arial Regular and Arial Italics. 

COLORS
FOR SPOT COLOR PRINTING:
� Green: Pantone 361 C
� Blue: Pantone 2756 C

The spot colors automatically converted to the following CMYK colors...
FOR CMYK (4-COLOR) PRINTING:
� Green: C/65, M/9, Y/100, K/0 
� Blue: C/100, M/100, Y/30, K/21

The spot colors automatically converted to the following RGB colors...
FOR RGB / MONITOR: 
� Green: R/57, G/181, B/74
� Blue: R/27, G/20, B/100

Primary Logo

Secondary Logo

Tertiary Logo

TRAVIS FULTON
Brand / Business Kit

Proponent Group member Travis Fulton has worked with a design team to build the prototypical brand guide for an 
individual instructor including logos, color schemes, fonts and high resolution files for all of his brand art.

“People who design your 
golf cart signs, flyers, email 
campaigns, print ads, digital 

ads and the like must all 
follow the same rules.”



pages long and 
specifies brand-
identification 
practices that 
start at the front 
entrance of the 
property and 
covers just about 
everything but 
the coach’s 
underwear. 
Described in its 
introduction as 
the “official 
roadmap to the 
look and feel of 
all things 
involving the Golf 
Channel 
Academy brand,” 
it’s similar to 
what the 
marketing teams 
at Nike, BMW, 
FedEx and all 
recognizable 
brands live by. 
     “Brands only 
succeed when 
they are 
consistent and 
memorable,” the GCA intro explains. “It is our job to 
make the brand memorable to the golfing public, but 
we will need your help to make the branding consistent 
at every GCA location. You play a critical role in 
maintaining proper brand standards and making the 
experience consistent, wherever a student chooses to 
go within our network.” 
     Clearly depicted in the 20-plus pages that follow are 
brand graphics as they are to appear on letterhead, 
business card, shirts, hats, visors, golf balls, pin flags, 
pop-up tents, range dividers, “sky flags,” shag bags, 
money clips and ground-mounted range targets. To 
help guide the ordering of permanent exterior signage, 
GCA’s brand book includes three pages that lay out 
the guidelines at a level of detail similar 
to a draftsman’s architectural 
blueprints.
     All of the guidance in the book 
is clear and detailed whereas 
none of it, as noted, is particularly 
original. This is the execution side 
of the branding effort, not so much 
the creative side. Somewhat like 
preparing for a golf shot and then 
executing it, your brand work will 
always involve right-brain freedom 

and flow but it also requires left-brain planning and 
organizing. 
     In Proponent Group’s early years, a call came in 
from a renowned golf coach seeking basic branding 
assistance. To get the project started, a request went 
back to the instructor for high-resolution EPS files 
containing the various version of his logo. After a 
thorough search of academy computers, not one 
such file could be located. In other words, the basic 
digital building block of any brand—a high-res logo—
didn’t exist, requiring using a physical logo from a 
letterhead to reverse-engineer the digital version. 
     It was an extreme example of how dramatically 
a top instructor’s real-life brand—his or her 

esteemed reputation and established 
presence at the top of the teaching 
field—could contrast with the 
execution side of branding, and 
the lesson wasn’t forgotten. The 
need to continually stress the 
importance of a toolkit-and-
rulebook approach to personal 
brand marketing was recognized 
clearly and remains a 
fundamental priority, now and in 
the future.
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Somewhat like 
preparing for a golf shot and 
then executing it, your brand 
work will always involve right-
brain freedom and flow but it 

also requires left-brain 
planning and organizing.  

The brand guide for West Virginia University is a great example of the varied ways a brand is showcased. 
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MIKE PERPICH 
RIVERPINES GOLF, JONES CREEK, GA 
INTERVIEW BY DAVID GOULD

At 7 a.m. on the third Monday of every month you 
can speed-dial the River Pines main number and 
quick press extension 4, the lesson-booking line.  
But don’t call at 7:30, and even 7:15 might be too 
late. Fortunately there is a policy followed by director 
of instruction Mike Perpich that favors reservation 
requests from golfers who weren’t lucky enough to 
get a spot in his book the previous month. 

     So yeah, Perpich has a following in the Atlanta 
market. A longtime Proponent Group member, he is 
old-school in the way he runs his business but 
unstintingly open-minded when it comes to new 
concepts for improving golf performance. Famed for 
his sharp eye and calming manner, Mike counts an 
early and unusual involvement with Homer Kelley’s 
“The Golfing Machine” among his important learning 
experiences. 

     As a high-schooler in the 1970s, Perpich played 
golf and other sports, including some football for his 
dad, who was head coach of the Butler High School 
team in Louisville, Ky. Motivated even then to learn 
about cause-and-effect in golf mechanics, Mike 
persuaded his father to film a few of his swings with 

the football team’s 
movie camera.

      “I took the film my 
dad shot and drove 
around Kentucky 
asking club pros who 
were considered good 
teachers to look at it,” 
Perpich recalls. “I 
already knew what didn’t look right to me about my 
swing, and I was wondering if they would see the 
same problems. The guys were generous with their 
time, but basically all they said was, ‘Swing looks 
good, kid.’” 

     Returning home, this teenager who would grow 
up to teach clients such as the rejuvenated PGA Tour 
pro Jason Bohn realized he had studied golf swings 
on film—at least one, anyway— before any of the 
big-name teachers in his region had. Mike would 
build on that early curiosity by continuing the quest 
for effective ways to help golfers of all types and 
talent levels through the decades.      

     Of late, Perpich has been modernizing his 

marketing tools a bit—a new website with 
professionally written text and first-rate 
photography was launched a couple of 
years ago. Though he doesn’t stray far from 
the teaching area where he labors some 300 
days a year, if you catch him in a free 
moment you can learn quite a bit from how 
Mike goes about his business. In the 
process you are certain to hear some 
colorful and memorable golf stories. as well. 


Mike, would you say that your beliefs and 
your career were strongly influenced by “The 
Golfing Machine” and its legendary author, 
Homer Kelley?  

It was a turning point for me, to get my hands 
on that book. It gave me a basis of 
understanding that I had been looking for— 
something researched instead of just 
theoretical. 


Did you ever get to meet Homer Kelley in 
person? 

Well just one time, for about 10 minutes. It was 
a very strange experience. I was present for the 
last 10 minutes of his life. 


Mike Perpich 
has been a Golf 
Magazine Top 
100 Teacher in 
America since 
2001. 
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Perpich has been one 
of the most sought-
after teachers in 
Georgia for decades. 

Could you explain that?  

Homer was giving a talk in 1983 at the spring meeting of 
the Georgia PGA. When I found out about it I was very 
excited. It’s the most anticipation I’ve ever had for a section 
meeting, definitely. I got there right as the presentations 
were starting and sat way up front, just about on the edge 
of the stage. Homer Kelley was first to speak, and he didn’t 
look good. His voice was weak. If I wasn’t five feet away 
from him I wouldn’t have been able to hear him. In the 
middle of a sentence he stopped and his body stiffened. 
His eyes went back in his head and he fell over backwards. 
I took a few steps toward him but there was nothing to be 
done. Homer was dead before he hit the floor. 


It’s well known that Mac O’Grady, as his PGA Tour 
career was winding down, got very deep into swing 
analysis and teaching. Also, that he was close to 
Kelley and had become the ultimate expert on “The 
Golfing Machine.” You and Mac spent time together 
studying what’s in it, correct?  

Yes, it is. I’ve got a great admiration for Mac. I sought 
him out for information and advice about teaching golf. 
His response was amazingly generous. I couldn’t repay 
Mac for all the things he’s taught me. I had read “The 
Golfing Machine” many times but to have Mac share his 
understanding of it, and share his swing knowledge in 
general, was a great gift. 


How did you and Mac meet?  

It was through Jodie Mudd, whom I knew very well, all 
the way back to childhood. My father and Mr. Mudd 

worked together and our families were very close. I’ve 
been friends even longer with Eddie Mudd, Jodie’s 
brother, because Eddie and I were the same age. The 
three of us were like brothers, really. For me to sit down 
to dinner at Eddie and Jodie’s house was no different 
than having dinner at home, and it was likewise for 
them. The Mudds are the only brother combo ever to 
win the USGA National Public Links Championship. 
Jodie of course had a strong PGA Tour career, with four 
wins including the Players Championship in 1990. 


Was it at a tour event that you met Mac? 

Yes, it was the Anheuser Busch, over in Williamsburg at 
Kingsmill Resort. I was there caddying for Jodie. I had 
just gotten a video camera and was thinking it would be 
great if I could capture some tour swings on it. Jodie 
said to Mac, “Hey, my caddie Mike here is a PGA pro, 
he’s a teacher, can he take some video of you hitting?” 
Mac basically said nothing, so I figured it was no dice. 
Later that evening the three of us went to dinner. When 
we were finished, Mac said to me: “When the sun 
comes up in the morning, be on the range with your new 
camera.”


Did you think he actually meant sunrise?  

All I can say is that when I got to the range it was pitch 
black. I think I arrived at about 4:30 a.m. Just at dawn, 
Mac showed up. He was ready to go and he got right to 
it, directing how we should do the filming. He would say, 
“A couple face-on, hitting righty.” I’d shoot those swings 
and he would say, “Go in back of me and take a few 
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Perpich was an 
early student of 
The Golfing 
Machine and was 
with Homer Kelley 
on the day Kelley 
passed away.

looking down the line.” And so I filmed those. He sent me 
20 feet out onto the range and told me he would hit shots 
over my head, so we did that. Then we did it all again with 
Mac hitting lefty. [Editor’s note: O’Grady was famously 
ambidextrous, with a lefty swing that was the mirror-image 
of his swing right-handed.] I took the tape back to 
Statesboro, Ga., where I was working at the time. I bought 
some black Sharpies and studied that tape over and over, 
marking the screen of the TV with the Sharpies until I 
couldn’t get the screen clean anymore, and had to junk 
the TV. I ruined three TVs in a year.


 


In the process did you come up with new questions 
to ask?  

Quite a few, yes. So it was fortunate for me to be able to 
visit Mac in Palm Springs. He invited Jodie and me out 
there to spend some time. Between what I had studied and 
what he shared during that visit, I figured out what he was 
doing mechanically and in just about all aspects of his golf 
swing. I matched his components to other great ball 
strikers. I had it all in my head. After that visit, I asked him if 
could call him sometime and ask follow-up questions.


What was his answer?  

He said “OK, call me at 9 p.m. my time on such-and-such 
date.” Mind you, his 9 p.m. was midnight Statesboro time. 
But I was happy to have the chance, and I called him at 9 
p.m. Pacific time, and we talked, and kept at it until back 
East the sun was coming up. I apologized and told him, 
“Mac, I’ve got to go open the golf shop.” He told me to 
call him again that night at 9 p.m. Pacific, which I did. I 

worked a full day, ate dinner, set my alarm for midnight, 
went to sleep about 8 p.m. and we did it all over again. I 
would ask a question and Mac would respond, in some 
cases, with a three-hour answer, with me writing notes the 
whole way. After seven or eight days of this, Mac’s wife 
said stop, so we stopped. 


Coaching and teaching a serious golfer involves two 
journeys—one is about technique or swing 
mechanics and the other is about championship 
competition. How do you balance those two?  

I would answer by saying there is major difference 
between success striking a golf ball and success posting 
a score. I learned that very early, from the people I got to 
know at Shawnee Golf Course, in Louisville. That was 
probably the peak of the hustling era. We had bookies 
and gamblers and all types of guys, competing with each 
other and competing against naive golfers who could be 
plucked. So, I saw 68 get shot a whole lot of different 
ways. People don’t realize that it’s possible to go from 
being a scratch golfer with a textbook swing to a scratch 
golfer whose swing looks bad and his ball flight doesn’t 
look so great either—because the guy taught himself how 
to swing bad on purpose. I know because I played 
against guys who did just that. The golf swing is just a 
vehicle. It’s a piece of the puzzle, it’s not the whole puzzle.


Some people must come to you and say my swing is 
pretty, let’s make it prettier. So, instead of being an A-
minus tee-to-green player they want to be an A-plus. 


There is every type of golfer and every type of good 
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Perpich began 
studying his own 
swing on film and 
videotape back in 
the 1970s after 
borrowing the 
football team’s 
camera at the high 
school where his 
father was the 
head coach. 

golfer. And if you just want the aesthetics of the full 
swing, that’s fine, I won’t talk to you very much about 
your scorecard.


That being said, on pure golf swing and ball-strike, 
you can’t play well enough to shoot any particular 
score— that’s my view of it. There’s just too much 
else going on. The ball bounces and rolls and you 
have to go find it. You have to scramble. You need to 
be able to putt. There’s absolutely nobody who can 
play at the higher levels on just their swing and their 
ball-hitting. 


Who was the first accomplished golf instructor you 
got to know?  

That would be Moe Demling, who was the pro at 
Shawnee Golf Course, in my hometown of Louisville. 
That’s where I had my first assistant-pro job—Eddie 
Mudd and I worked together there, under Moe. He was 
a good player, grew up in Louisville, got married young 
or I think he could have played the tour.


What was his operation like?  

The atmosphere of the place, with Moe directing things, 
was just wonderful. Shawnee back then was like the 
Wild West. You had every kind of character come 
through. There’s flood plain all through that area. Eddie 
and I were playing golf there one day and the river was 
settling down from having been above flood stage. 
Walking off No. 8 green toward the ninth tee we looked 
over and saw a dead body, washed up out of the Ohio 
River. We reported it to the guys in the shop and went on 
with our round. 


Sounds like you two had your priorities straight. 

Eddie and I played a lot of money matches at Shawnee. 
Some of the matches would be arranged and we 
wouldn’t even know what the stakes were, only what we 
were in line for if we won. 


Did you get some help with your own game at 
Shawnee?  

I learned plenty, the old-fashioned way I suppose. 
Shawnee was a great place to hit balls. People would 
come from miles around to use the practice range. Frank 
Beard, who played the PGA Tour with a lot of success, 
would practice at Shawnee. Fuzzy Zoeller would be 
there—Moe worked with him. Jim Farrell practiced at 
Shawnee, too—he was tour pro who went on to be the 
head golf professional at Crooked Stick in Indiana. 


Describe it for us, physically.  

The range was 500 yards long and 300 yards wide—it 
was a flood wall, designed to handle a repeat of the 
flood of 1937, which was the one people talked about. 
All they did was mow it. You brought your own balls and 
picked them yourself. I owned six of those red zipper 
shag bags, and every one of them was jammed full of 
golf balls. You needed to have a big supply so you could 
hit and hit and only have to shag at the end. 


And how did you first come to know about Homer’s 
book? 

Mrs. Mudd knew that the two of us were fascinated by 
“The Golfing Machine,” after Jodie first heard about it 
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from Bobby Clampett. She somehow figured out how to 
get copies and ordered us some. When that box arrived 
at their house we tore it open. We sat in one room and 
started reading and you couldn’t hear a peep. But 
eventually we looked up at each other with confused 
looks on our face. It was just so difficult. We tried to read 
it like you read a normal book—it doesn’t work that way. 


It’s interesting that you became such a swing freak, 
and yet you don’t give ball-striking all that much 
credit for success in high levels of tournament golf.  

The golf swing is a great mystery. It’s worth studying for 
a lot of reasons. I pursue it because I’m really called to 
do that. If I want to help someone become a very good 
tournament player, I’ll use as much of my understanding 
of swing technique as the situation calls for. But I’ve 
studied the rest of the game just as intently. I felt 
responsible to do that. I consider myself to be as good 
at teaching putting, the short game, even the mental 
side, as I am at teaching the golf swing. If a player hires 
me to be his coach or her coach, they don’t have to 
have another putting instructor. Same with the short 
game and with the psychological part, as well. It’s up to 
me to have expertise on all of it.


Tell us about your work with Jason Bohn.  

Well, in early March of 2012 there was a message in the 
golf shop, from Jason, saying he would like to come 
over to River Pines and take a lesson with me. He was 
pretty frank about his situation. He said, “I’m struggling. I 
don’t have any answers right now, and I need to find 
some answers. Two days later he came over. We got to 
know one another and I felt like we connected.


What was the state of his game? 

I felt that he needed some help in all categories, especially 
the short game. My assessment was that he was not a good 
bunker player at all. In the time we’ve worked together he 
has really made improvements from the bunker. What I think 
he’s been able to do is really learn how to use his body better 
than he did. He understands how the body rotates in the golf 
swing—the trunk, the spine. This is a guy who has been on 
tour for 15 years and he wants to get better. He could win 
and it wouldn’t surprise me. He finished 21st at the Byron 
Nelson, then 18th at the FedEx St. Jude a week later, then 
he was ninth at the Sanderson Farms in Mississippi, then 
he tied for second place at the RBC Canadian Open. So 
right from the start he made great strides.


You must have been stunned to hear about his heart 
attack, at the 2016 Honda Classic. 

Without a doubt. It’s a heck of a story, how he ended 
up getting such immediate care and from such a top 
hospital for cardiac emergencies, Palm Beach 
Gardens Medical Center. He wasn’t really feeling all 
that bad, but the medics on duty at the course told 
him he had to go to the hospital. Jason told them 
them he had just finished his round and he would 
take a quick shower and they could go. They shook 
their heads and told him a shower was out of the 
question. They said, “You’re not even taking your 
shoes off, buddy. We’re strapping you to a stretcher 
this second.”


Apparently his blockage was in that artery they call 
the “widow maker,” and it was 90-plus percent.


Oh yeah. It could have turned out for the absolute worst, 
so Jason was extremely fortunate, that goes without 
saying. At the same time, if you look at the trajectory he 
was on with his play, it was frustrating for both of us, 
because he had really brought his game up significantly. 
He was coming off his best year ever, and he was also 
off to his best start ever, when it happened. 


Is he most of the way back? 

Yes he is. Which is great to see. I’d say at this point all 
that’s left is for him to gain back that last degree of 
strength and that last edge to his confidence. His 
attitude has been excellent, throughout the medical 
rehab and throughout our work together once he got 
back on his feet. From Jason you wouldn’t expect 
anything less, given the kind of guy he is. I look for him 
to have a good season out there.


Before we finish, tell us about some other student of 
yours—a regular person, not a tour player. 

Hearing that question makes me think of a doctor I’ve 
been working. This is a guy who loves golf. Like a lot 
of people, he doesn’t have much time to spend on it. 
He hadn’t played at all when we first got together, so 
we started from scratch. But get this, my teaching 
area is right next to the beginning of our par-3 course, 
so one winter day when nobody was around I 
suggested we take his very rudimentary game out to 
the little course. He teed his ball on the first hole, 
swung his 9-iron, hit a solid shot and the ball went in. 
Jumped right in the cup. At the time he had only been 
on a regulation course once, for nine holes. But you 
can tell even with beginners when they have a chance 
to be pretty good. I took it as my responsibility to find 
him an activity that gets him outdoors and gets him 
away from the stress of what he does—golf has been 
the answer. And that’s important. 
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WELCOME PROPONENT GROUP’S 
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JUSTIN BLAZER, Duran Golf Club/Duran Academy of 
Golf, Viera, FL - Full Member
CHRIS BROWN, Kenny Nairn Golf at Eagle Creek Golf 
Club, Orlando, FL - Associate Member
JEFFREY HIROSE, Jocchou Golf Academy, Chino Hills, 
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Associate Member
ROBERT SCOTT, Royal Oaks Country Club, 
Richmond, TX - Associate Member
TOMMY SHARP, Salt Lake Golf Academy at Golf Lab, 
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BILL SMITTLE, Scarsdale Golf Club, Hartsdale, NY - 
Full Member
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Lori Bombka Operations Manager 
Debbie Clements Accounting
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Scott Novell President, Golf Channel Academy
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FUTURE CHAMPIONS GOLF NAMES 
TOP 50 ELITE JUNIOR COACHES
Future Champions Golf has selected 25 Proponent 
Group members among its 2016 list of Top 50 
Elite Junior Golf Coaches in USA. These coaches 
were selected because they specialize in 
competitive junior golfers and have a stellar track 
record for developing collegiate competitors. 
Criteria for selection includes the number of 
students who have gone on to collegiate golf and 
the students’ tournament successes. 

Proponent members on this year’s list include: Cheryl 
Anderson, Craig Bocking, Henry Brunton, Tim 
Cooke, Jeff Fisher, Virgil Herring, Paul Horton, Jeff 
Isler, Elena Callas King, Cameron McCormick, Bill 
McInerney, Brett Packee, Don Parsons, John 
Perna, Chris Rowe, Bill Schmedes III, Tim 
Sheredy, Chris Smeal, Brech Spradley, Rob 
Stocke, Allen Terrell, Larry Ward, Trent Wearner, 
Matt Wilson and Joey Wuertemberger.

Golf Range Magazine continues our look at awards 
season with their unveiling of the Top 50 Growth of the 
Game Professionals for 2017. The list includes 22 
Proponent Group members who have been singled out 
for their unique programs and dedication to growing the 
game through their teaching and coaching. Well done 
by all.


Proponent Group members on this year’s list include:
Bill Abrams, Crete, IL; Sarah Bidney, Des Moines, IA; 
Alison Curdt, Simi Valley, CA; Brendon Elliott, Deltona, 
FL; Mary Hafeman, Mequon, WI; Doug Hammer, 
Scottsdale, AZ; Ralph Landrum, Florence, KY; Mike 
Malaska, Mesa, AZ; Bill McInerney, Dedham, MA; 
Bernie Najar, Owings Mills, MD; Rob Noel, Abita 
Springs, LA; Megan Padua, Naples, FL; Laird Small, 
Pebble Beach, CA; Chris Smeal, San Diego, CA; Rob 
Stocke, Alpharetta, GA; Brandon Stooksbury, Macon, 
GA; Vikki Vanderpool, Virginia Beach, VA; Deb 
Vangellow, Sugar Land, TX; Larry Ward, Nicholasville, 
KY; Kevin Weeks, Lemont, IL; Nicole Weller, Savannah, 
GA; and Steve Whidden, Sarasota, FL. 

GOLF RANGE MAGAZINE NAMES 
TOP 50 GROWTH OF THE GAME 
TEACHING PROFESSIONALS


