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PROPONENT APPOINTS MEMBER
AND GOLFTEC VETERAN ANDY HILTS
TO NEW POSITION OF DIRECTOR
Andy Hilts has joined the staff of Proponent
Group with the title of Director. He will lead the
company’s day-to-day operations with the mission
of elevating member benefits and building upon the
company’s highly successful first decade.
Proponent Group Founder Lorin Anderson
continues to have daily interaction with
Proponent members and staff and will be
involved in all future planning and events.
However his new duties as Golf Channel’s Vice
President of Instruction necessitate bringing in
a talented industry veteran to manage the
company, and in Hilts Proponent Group is
Andy Hilts
getting an ideally qualified individual.
A dues-paying Proponent Group member
since the organization was founded, Hilts previously spent 18 years with
GOLFTEC as an award-winning instructor and high-level executive.
During his tenure with GOLFTEC he gave more than 12,000 lessons and
oversaw the company’s comprehensive instructor training program. In
that time he educated more than 1,800 coaches worldwide.
A PGA Master Professional in Instruction, Hilts was named the
Colorado PGA Section Teacher of the Year in 2005. His diligent work in
continuing education for fellow Colorado PGA members earned him the
Section’s Horton Smith Award in 2008 and again in 2015. Golf Digest
named Hilts one of the Top 40 Teachers in America Under 40 from
2009-2013 and ranked him among the Top 5 Teachers in Colorado.
“Over the past decade Proponent Group has grown into the “go-to”
organization for full-time, dedicated instructors wanting help to grow their
businesses and improve their career opportunities,” said Anderson. “I’ve
known for some time that when we were ready to take Proponent Group to
the next level, Andy was going to be our first choice to serve our 650-plus
members and I couldn’t be happier that he has accepted the challenge.”
Hilts, based in Denver, can be reached at andy.hilts@golfchannel.com
or 303-618-5904. Turn to page 18 for our interview with Andy.
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THIRD DAY ADDED TO PGA SHOW LINE-UP

TUESDAY JUNIOR FORUM NEW FOR 2018
For the first time, in partnership with Golf Coaching Praxis,
Proponent Group has been able to add a third day of
learning for our members at the upcoming PGA
Merchandise Show on January 23-26, 2018 at the Orange
County Convention Center in Orlando, FL.
This new day will be a Junior Development Forum and
will include a nominal fee specially priced at $65 for the full
day for Proponent Group members. Scheduled speakers
include Mike Bender, Henry Brunton, Martin Chuck,
James Leitz and Trillium Rose. To register to attend the
Tuesday lineup contact Brendan Ryan at 407-233-6946

or brendan@bmrgolfmanagement.com. Non-members
will pay $99 to attend.
We are also very pleased to again offer our Wednesday
and Thursday presentation lineups at no cost to our
members. Once again the Thursday line-up is co-produced
with Dr. Rob Neal and Karen Harrison of Golf Biodynamics.
Speakers will include Jordan Spieth’s fitness coach Damon
Goddard, Alison Curdt, Martin Hall and Greg Rose.
Proponent Group members who are PGA or LPGA
members earn continuing education credits for each
hour attended. The full schedule can be found below.

2018 PGA Show Proponent Group Events
All sessions will be held in Room W109B at
the Orange County Convention Center

Wednesday Jan 24
9:00-9:50am

Increasing Athleticism on the Golf Course
through the Training Floor
(Damon Goddard and Tim Mahoney)

Tuesday Jan 23

10:00-10:50am

Tapping Into Your Best Golf: The Art and
Science of Bilateral Stimulation and other
Psychological Tools Used in Golf
Instruction (Alison Curdt)

11:00-11:50am

From Little Red Book to Little Orange
Box: How to Blend Traditional
Student Relationships with Today’s
Technology (Ann Marie Gildersleeve)

1:00-1:50pm

Short Game: The Science of Timing and Tempo
(Mike Duhamel of Blast Motion, with
Brad Faxon)

2:00-2:50pm

Keys to Teaching Success at a Private Club
(Chris Rowe)

3:00-4:30pm

Associate Members Meeting
(Andy Hilts with Lorin Anderson)

NEW ADDED DAY FOR 2018

Junior Development Forum
Presented by K-Vest
Hosted by Golf Coaching Praxis
All day pass for Tuesday’s Junior line-up below is $65
for Proponent members. (Non-members are $99.)
To register for the Junior Forum contact:
Brendan@bmrgolfmanagement.com
8:30-9:00am

Managing the Expectation of Parents
(Henry Brunton)

9:00-9:30am

Using Feel to Accelerate Player Development
(Trillium Rose and Tony Morgan)

9:30-10:30am

The Role of Technology in Development
(Martin Chuck)

10:30-11:00am

Junior Golf and Club Companies: What
You Need to Know (Jacob Davidson)

8:00-8:50am

My 4 Keys to Being an Effective Coach
(Martin Hall)

11:00-11:45am

Putter Fitting for Juniors
(E.J. Kim and Alan Hodde)

9:00-9:50am

Performance and Strategy
(Iain Highfield and Matthew Cooke)

11:45-12:05pm

Biomechanics in Action (Dr. Rob Neal)

10:00-10:50am

Using Technology in Coaching
(Kevin Sprecher)

12:05-1:15pm

Panel Discussion (Host: Trillium Rose
and featuring: Cheryl Anderson, James Leitz,
and Brady Riggs)

11:00-11:50am

Wedge Craft: Friction, Spin and Launch
(Dr. Robert Neal)

1:15-2:00pm

College Golf and Beyond
(J.C. Deacon and Mark Leon)

1:00-1:50pm

A Good Release: The Shoulder or the
Wrist? (Tyler Ferrell)

2:00-3:00pm

Developing Elite Players (Mike Bender)

2:00-2:50pm

College Golf: By the Numbers
(Brendan Ryan and Dr. David Grecic)

3:00-3:30pm

College Golf by the Numbers (Brendan Ryan)

3:00-3:50pm

3:30-4:00pm

Self-Efficacy (David Grecic)

Power Development for Golf
(Dr. Greg Rose)

Thursday Jan 25
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A MONTHLY LOOK AT THE JOB MARKET

MEMBERS ON THE MOVE
Members recently moving into new positions include:
Joe Bosco has a new winter Director of Instruction
position at Desert Forest Golf Club in Carefree, AZ.
Chris Holmes has joined the teaching team at the
Mike Bender Golf Academy in Lake Mary, FL.
Tim Jankowski is now teaching at Gateway Country
Club in Fort Myers, FL as a new addition to Gateway's
Golf Channel Academy location.
Colin McCarthy has been added to the teaching staff
at the Golf Channel Academy at TPC Heron Bay and at
Eagle Trace in Coral Springs, FL.
If you’ve recently made a move, please let us know at
lbombka@proponent-group.com.

2017

WHAT OUR MEMBERS
ARE WATCHING
MOST VIEWED PROPONENT
VIDEOS THIS MONTH
One of the most popular
benefits on our member
website is the Webinar/Video
Archive, loaded up with
presentations from Proponent
events over the past 10 years.
Check out the top speakers in
the industry, sharing their
insights to help you improve.

Joe Bosco

IT’S THAT TIME OF YEAR: DO YOUR
MANAGEMENT REPORTING NOW
Proponent Group has always believed that regular and comprehensive
management reporting can save a lot of headaches later. Too often your
boss(es) don’t fully understand what you’ve accomplished and what you
mean to the facility’s bottom line. To assist we have created an Instruction
Program Annual Report designed to make it easy for you to create an
annual report for your facility management and leadership that represents your
expertise and accomplishments in a clear and concise manner. Proponent
Group believes that regular, detailed communications between our members
and their managers is the best way for members to preserve and grow their
compensation. So, we also have a Monthly Instruction Management
Report you may elect to use. It is recommended that the Instruction Program
Annual Report template be used at
the end of each season for seasonal
instructor positions and at the end
of the calendar year for all full-time
positions.
To access these templates,
simply log on to the members’
website and go to the Business
Templates menu. Both the Annual
and Monthly Templates may be
downloaded and customized for
your purposes.
The format covers every portion
of your instruction programming
along with clubfitting and
equipment sales, plus continuing
education credits. It allows you to
detail your successes and to
address areas of improvement that
you will be focusing on for 2018.

In November, these were the
10 most-watched videos on
the Proponent website:
1) Iain Highfield Incorporating Mental Game
Techniques into Practice for
Your Students
2) Ryan Dailey and Matt
Reagan - Setting the Standard:
The Future of Golf and Your
Coaching Business
3) Mike Bender - Teaching
Competitive Players
4) Chuck Wolf - Swing Faults
and Functional Solutions
5) Marketing Workshop
Panel: Maximizing Your
Website, Part I
6) Lynn Marriott and Pia
Nilsson - The Art of Performance:
From Concept to Application
7) Stan Utley - How I Teach
Putting
8) Mike Bender, Martin Hall
and Gale Peterson - Faults
and Fixes Panel
9) Ralph Landrum - How I
Grow My Business Through
Player Development
10) Mark Sheftic - Teaching
with Boditrack
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grow your
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5. Get your supporters to refer
you
6. Build strategic and loyal
relationships with clients and
vendors
7. Be willing to say no to
oportunities that don’t align
with your vision/passion/
purpose
8. Don’t be afraid to make
mistakes; failure breeds
innovation
9. Be a giver
10. Keep your passion alive!

1. Create a responsive
website where people can
learn more about your
company
2. Establish an active social
media presence
3. Meet and interact with
entrepreneurs who have
gone before you
4. Set goals and outline
objectives for 5 years, 10
years, 15 years

Contact Keriann at krich@imavex.com to
get your marketing campaign started!
@imavex | imavex.com
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A LOOK INSIDE GOLF DIGEST’S LISTS
By Lorin Anderson, Founder
As most of you know, I am responsible
for the first Top 100 Teacher list
published by GOLF Magazine 20-plus
years ago. While they will never be a
perfect showcase of teaching talent, I
strongly believe the lists that are
published around the industry today have
benefited all teachers by reminding
millions of golfers on a regular basis that
there are plenty of excellent instructors available, no matter where
you happen to live. The lists have always been intended as a
service that helps connect golfers to coaches.
Of course, on the industry side there are always gripes
about who made the lists and who didn’t and how the lists
are constructed. And, of course, there are plenty of conspiracy
theories about who actually controls the final rankings.
Maybe it was the full moon or some other cosmic event, but
something was in the air when this year’s Golf Digest teacher
rankings hit newsstands last month. In more than two decades
working with the game’s top teachers I’ve never gotten so many
calls and emails about perceived slights in the rankings. So as a
former editor, I picked up the phone and called my friends at Golf
Digest to see if something had changed in the process that
would have accounted for all the complaints and questions.
I spoke with Peter Morrice, who oversees Instruction for
the magazine and works closely with Matt Rudy, the staff
member who oversees the Golf Digest Top 50 Teachers in
America list and the Golf Digest Best Teachers by State list.
He said nothing in the magazine’s process had changed that
would account for the unusual number of complaints I
received. But I told Peter I believed many of our members

don’t really understand the entire process and that I wanted to
share with them exactly how Golf Digest currently builds the
lists. Here is what I found out:
1) The final lists at both the national and state level are not
manipulated with any “bonus” or “penalty” adjustments in any
way. According to Morrice, the votes are counted and the list is
published (and in my 20 years of working with Peter he has
always been a straight shooter—I have no reason to believe
he’s not being truthful about the actual voting process).
2) Some of our members said they didn’t receive a ballot this
year, although they had last time around. Peter noted two
reasons for this possibility. First, if your email address changed
in the past two years and you didn’t tell the magazine they likely
sent your ballot to your old email address. Second, everyone
on the previous ballot who earns less than 10 percent of the
vote is removed from the next ballot.
3) You can’t be sabotaged by your peers if for some reason
they deeply dislike you, as the computer balloting flags all very low
scores and tosses them out automatically. For example, if a bunch
of teachers at another academy across town all decided in a fit of
immaturity to all give you “1’s” on the ballot’s scale of 1 to 10, those
scores are thrown out automatically. Only scores above a certain
threshold are counted toward the teacher’s final score.
4) There were questions about GolfTEC exerting more
influence over the list than in past years. Peter explained that as
the company has grown, more of its teachers have been added
to the various state and national ballots.
The Golf Digest lists are based purely on peer voting,
unlike most of the other lists in golf instruction. So my advice
remains the same every time someone asks how they can
improve their odds of being included or moving up the list: Be
as visible as possible and contribute to the education of your
peers and you’ll have a fair shot at earning a spot.

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

Visit www.SwingCoachPro.com to View

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

‘Best New Product’… ‘Creative and Inventive’… ‘A Rare
Combination in Golf’… ‘Ultimate Training Aid’
AND THAT’S JUST WHAT GOLF WRITERS AND INSTRUCTORS ARE SAYING!
“All told, Swing Coach stands as one of the more creative and inventive swing trainers on the market
today. Golfers will experience the feel of how removing (the) “hit” impulse helps them produce
smoother and more evenly paced swings quite easily.”
Golf Aficionado / Andrew Brumer, Golf Writer and The Golfing Machine Authorized Instructor

"The thing we are trying to learn to control is the club, not the ball! Swing Coach places the focus on
what the club is doing with real feedback. I use it to train all parts of the swing. Backswing, transition
to impact and follow through are enhanced greatly by Swing Coach. Swing Coach makes me a better
swing coach!"
Doug Wherry, PGA, Top 10 Colorado Teacher, Former Head of Instruction at Arnold Palmer Golf Academy, Owner
of Jake's Academy, Lone Tree Colorado

The Swing Coach Club is both novel and effective – a very rare combination in golf. It’s aimed at
teaching two things: a square club face and smooth acceleration. It does both very effectively. I can
see this being the first thing you use during a practice session to ingrain the feel of being smooth.
Plugged In Golf / Matt Saternus - Golf Writer and Golf Instructor

SAVE $50 AND SEE WHAT ALL THE BUZZ IS ABOUT @
www.SwingCoach.com
ENTER OFFER CODE “proponent2017” @ CHECKOUT
To Get Your Own Swing Coach Club @ $47 (plus shipping)
Special Proponent Group Pricing Ends February 28, 2018
QUESTIONS or FEEDBACK FOR US?
EMAIL:
contact@swingcoachclub.com

2017
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ONE PROPONENT MEMBER’S STORY OF LEARNING CENTER DEVELOPMENT

COLLETON RIVER MAKES MAJOR
UPGRADE TO ITS INSTRUCTION PROGRAM

For Proponent member David La Pour and his students, a new teaching facility opens the door to better swings and better golf.

By David Gould, Staff Editor

Having traveled far and wide for eight years as a lead
instructor for the Dave Pelz Golf Schools, David La Pour
had seen plenty of golf teaching and practice venues.
The brand-new teaching facility at Colleton River Club in
Bluffton, S.C., represents the best of the best, in his view.
“We’ve got a 2,200-square-foot multi-bay building
with an office, a sitting area and all the technology you
could want,” says La Pour, “plus a five-acre shortgame practice area, a double-ended driving range that
measures 300 yards and a 6-hole short course right
outside the door.”
Then there’s the view—panoramic frontage along
golden-hued, salt-water marshland. “The club’s original
halfway house happens to be at one end of the range,
which is a nice convenience, and there are cottages
adjacent to our Learning Center that members can use

as guest quarters for family and friends,” says the
longtime Proponent Group member.
“This was already a world-class golf club—with an
excellent Nicklaus Signature course and a Pete Dye
course that is one of Pete’s absolute greatest,” explains
La Pour. “The new coaching complex adds “a really
significant feather in the cap,” of this luxury residential
community in the Lowcountry. While actual construction
of the center took just six months, its opening came
nearly a decade after the idea was first hatched.
“When I arrived here nine years ago,” La Pour recalls,
“one of the first questions they asked me was whether a
learning center would be an amenity that increased the
value of the club. I told them I thought it definitely would
be.” Before long the club had embarked on the project’s
planning stage, but the Great Recession hit and the idea
was shelved. Several years went by and the idea
resurfaced. By 2013 it was under serious study once
again, with board members asking basic questions about
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what to build, what
would it cost and how
the complex would be
funded.
“At that point,” says
La Pour, “a group of
members came
forward with the idea to
start a sponsorship
program. They felt that
by passing the hat, so
to speak, they could
add a wonderful new
amenity to what was
already such a great
facility.” Fairly quickly
the members’
sponsorship plan
(which included
various incentives) had
managed to generate
over one-half of the
projected cost budget.

DECEMBER

2017

Fellow members who are planning similar projects are advised by La Pour to interpret the contractor’s estimate
of cost per square foot as covering the building shell only, not technology, furnishings or permit fees.
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This was in 2015, and
a final green light was
given. The fact that over
24 months would elapse
before the center’s grand
opening is attributable in
large part to Hurricane
Matthew, which triggered
Beaufort County officials
to suspend active
building projects until
they were able to resolve
their hurricane-related
issues.
As La Pour is quick to
note, the Proponent
Group resources he was
able to call upon proved
invaluable. “As we began
our planning, the
website’s Teaching
Building Survey and
Guide, along with the
Photo Gallery devoted to
academy buildings,
helped tremendously,”
says La Pour. Sifting
through all that data to
find material, metrics and
specifications that were
most relevant to his
project, La Pour was able
to expeditiously create for
Colleton members a
“blueprint”-style
document.
“I put together a 20page report that showed
our members what the top
facilities in the Southeast
looked like, what
amenities they had and
how they functioned,” he
says, adding that any
Proponent member
wanting a copy of the
report he wrote need only
contact him and request it.
In addition, the Colleton
team contracted with
Proponent-endorsed
A comfortable sitting area for students (top photo) is directly adjacent to La Pour’s open-plan office space
designer and installer Tim (bottom), which he opted for in order to maximize his visibility and his opportunity to engage with golfers.
Cutshall, whose industryleading knowledge and
Fellow Proponent member Kenny Nairn was on speed-dial
skill virtually guarantee all interior equipment and
for La Pour, continually offering opinions and helping the
infrastructure will fit like a glove and function flawlessly.
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Colleton team avoid
missteps along the way.
The entire cost of the
project was over
$500,000, to create a
teaching and learning
space that, in La Pour’s
words, “is state-of-the-art,
shows very well and
might even help sell a few
houses here.” It should
be noted that the club’s 6hole course had been in
use long before the
Learning Center was
designed. In fact, that
Bruce Borland-designed
practice loop had started
out as nine holes (each
130 yards or shorter)
before three were repurposed to build
the new short-game practice acreage.
As for that $500,000-plus price
tag, most of it went toward
construction of the building, which the
contractor quoted at the round figure
of $100 per square foot.
“One thing I learned—and I would
pass this along to Proponent members
who might do something similar in the
future, is you can probably double the
per-foot cost that a building contractor
gives you,” advises La Pour. “It’s likely
to be accurate for what he’s talking
about, but then you’ve got to add your
impact fee, licensing fees, permit fees,
the sewer connection, electrical
connections, plus all the teaching-tech
All the fixings: Protection from the elements, inside-to-outside hitting bays with first-class
costs. None of those were part of our
teaching technology, pristine turfgrass and a space for putting diagnostics and teaching.
contractor’s estimate.”
Even in the first weeks after the ribboncutting, La Pour has “given a lot of tours”
time span, creating some notable cost savings in the
and received excellent reviews on the Learning Center.
end. “Our TrackMan unit dropped $5,000 in cost, as one
Among the membership are golfers who are greatly
example,” he says. “Even the TVs—they were $500
familiar with modern, high-tech teaching facilities but many
each when a couple years earlier they would have been
others who have never laid eyes on one.
$1,500 each.”
“One way I describe our new center is to tell people, ‘It
Revenue projections—even real-time revenues—
is home base for your golf game.’ In other words,”
are on the upswing at the Colleton River Club, just
explains La Pour, “we have your Trackman numbers, we
one month into the new era. “Our lessons are going
have your Bodi-Trak profile, we have video of you, all of it
in a positive direction, same with clubfitting,” reports
quick-access and all combinable into a presentation that
La Pour, who cites, “automatically increased
changes how you’re going to feel about the possibility of
credibility for the instruction program,” owing to the
really improving.”
quality of the new amenity.
Enduring the long delay between original discussions
As he looks out from his teaching tee on that
and the project’s final completion was sometimes
beautiful marshland view, David La Pour can count
arduous for La Pour, but he took note that the cost of
on sculpting many more beautiful swings than he
top-shelf teaching technology did come down over that
otherwise might have.
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TOTAL IMPROVEMENT
SOLUTION
MOTION CAPTURE SENSOR + FULL SUITE OF
ANALYSIS, COACHING, COMMUNICATION,
AND MANAGEMENT TOOLS
TO GET STARTED PLEASE CONTACT MIKE FOX
(760) 814-0608 • MFOX@BLASTMOTION.COM
BLASTMOTION.COM/BCGOLF

OFFICIAL TECHNOLOGY PARTNER OF

2017

12

FINANCIAL

LITERACY

DECEMBER

2017

Money In, Money Out, Money Set Aside

BUILDING WEALTH FOR RETIREMENT:
A THREE-PRONGED CHALLENGE
By David Gould, Staff Editor
In partnership with the financial advisory group
WealthWave, Proponent has launched a new
effort aimed at member education in the art and
science of wealth management. At our recent
Summit, WealthWave representative Matt
Luckey gave a presentation about building a
retirement fund that will yield adequate income
once the prime wage-earning years are over.
This article builds on concepts and principles
Luckey shared and adds additional background.
According to statistics quoted in the
WealthWave presentation, financial education in
the U.S. is sorely lacking. “Sex education is
establishing an emergency fund (equal to 3-6 months’
required in 17 U.S. states,” Luckey reported, “but only
average spending) then moving into a 401(k) or Roth
four states have a meaningful course in finance that’s
IRA plan that you fund and
requisite for high
manage through the years
schoolers.” As a result,
according to smart and
tests of financial literacy
Checking the Credit-History Box steady habits.
administered to U.S.
Making your way
adults reveal a true
toward
that enviable
knowledge gap—and that
Anyone who checks their official credit score and
scenario
of a well-financed
comes home to roost. “In
sees a high number—somewhere north of 750 on
retirement
is really three
a United Nations study of
the range of 300 to 850—can rest assured they
separate
challenges—
which countries have the
would have no credit-related problem should they
developing the means,
happiest citizens and
go to borrow money. But a high credit score (often
learning how to save and
which have the most
called a FICO score) is also important because it
learning how to invest.
financially literate citizens,
suggests
you
are
managing
your
finances
well—
So, yes, it all starts with
those two characteristics
paying
off
your
credit
card
balance
each
month,
generating
income that is
match up consistently,”
consistently
far above the
not
opening
new
accounts
on
a
frequent
basis,
said Matt. The U.S. came
U.S.
median
of about
and
so
forth.
Of
course,
avoiding
credit
cards
out ranked 14th in both
$58,000—virtually
no one
altogether means you’ll have no credit history,
categories, regrettably to
builds
a
healthy
retirement
say.
which means you can’t establish a FICO score at
nest egg if their income is
This means the
all—not a wise path to follow.
just average or slightly
likelihood of an American
You're entitled to one free copy of your credit
above. A survey from
proceeding down the
report every 12 months from each of the three
several years back drove
established path of wealth
nationwide credit reporting companies. Online,
home this point in dramatic
accumulation isn’t very
the website to use is annualcreditreport.com.
fashion. It asked people to
high. In brief, that path is
You can also call toll-free at 1-877-322-8228.
choose which of four
comprised of living within
Some
card
companies,
for
example
categories best described
one’s means, saving at
American
Express,
provide
cardholders
with
a
them: I can’t even afford
least a little bit habitually
the basics; I can barely
button
on
their
online
account
pages
that
clicks
(enduring at first the tiny
afford the basics and
ahead
to
a
free
check
of
their
credit
rating
interest rates banks
nothing else; I can afford
anytime they want.
currently offer),
the basics plus some

13

FINANCIAL

LITERACY

DECEMBER

2017

extras; and I can afford the basics,
married couple to grasp. Not
the extras, and I’m able to save too.
surprisingly, there are research
It was only at the $150,000 level
studies to help you do that, all of
that the survey found the vast
which highlight the saver personality
majority of consumers, 88 percent,
as the most attractive marital
saying they could buy what they
candidate for a fellow saver type.
need, afford some extras, and still be
Among spender types, the males
able to save a bit. As for the rest,
aren’t particularly attracted to female
more than half of Americans felt they
savers, whereas the female
could just afford the basics, and
spenders are disproportionately
many with six-figure incomes still felt
attracted to males who save rather
they were scraping by. The report
than spend.
said 18 percent of American
According to Greenpath Financial
households earning between $100,000 and $150,000
Wellness, a non-profit financial counseling
could only afford the basics, with another 10 percent
organization, it could actually be a good thing if you
saying they sometimes can’t even afford those.
and your spouse are on different ends of the savings/
As for learning how to save, this may be the most
spending spectrum. “If there is open communication,
complex and potentially confusing part of the equation.
in a healthy relationship, this could be a really good
Psychologists have been discovering that, to a certain
system of checks and balances,” says financial
degree, someone’s tendency to be a spender or a
wellness expert Kathryn Bossler. “The saver will make
saver is based on how their brains are wired. Scanning
sure there are savings while the spender will make
what you might think of as a “responsibility center” in
sure there is a quality of life.” Not surprisingly,
the brain called the insula, researchers noticed that all
according to the research, where things tend to get
acts of financial restraint and responsibility brought a
volatile is when two spenders marry. Interestingly,
powerful rush of pleasure to the insula region in the
aversion to piling up debt is found to be unusually strong
brains of some people—the ones who turn out to be
among Millennials—the Proponent Group member you
your classic savers. Spenders, meanwhile, don’t
find in the Associate category currently. The reason often
exhibit much insula-region activity at all.
given is high levels of student loan debt, which makes
For the spender, brain activity connected to the
them loathe to pile up more.
acquisition of something desirable centers on the
An over-the-top move causes an outside-to-in
nucleus accumbens, the region responsible for the
swing path that yields undesirable face-to-path
release of dopamine, which drives feelings of pleasure.
angles and a consistent miss to the right. Skilled golf
Once this original series of
coaches know this, just as
experiments was reported,
they know a hundred
further research began to
other cause-effect
The Takeaway:
show that, be they a saver
patterns affecting ball
or a spender, a
flight. As for behaviors
person’s “money
• U.S. adults are relatively weak in financial
and tendencies that
brain” is particularly
literacy—ranked 14th in a global study.
create financial well-being
subject to extremes.
in the near term and long
• To fund a proper retirement you probably
We end up with lots of
term, those can also be
must earn three times the U.S. median of
true shopaholics and
studied within a logical
$58,000.
lots of people who are
cause-effect framework.
obsessively frugal and
It’s an effort well worth
• The habit of saving comes easy to some
prone to self-denial. As
getting started on, and
people—brain studies prove this. Others
one of these reports
sticking to, for any
must compensate.
concluded, “We tend
Proponent member
to skew to extremes,
desiring to get the most
• How you marry also affects the save-andsuch that spenders
happiness out of their life
invest effort: Spenders who marry other
often end up
and career.
spenders face a particularly difficult
with financial trouble later
challenge.
in life, and savers can end
For more information or to
up with great regrets.”
• Your credit score doesn’t just show you
schedule a time to review
These patterns are
how hard or difficult it would be for you to
your retirement game
important for a single
plan, visit
borrow—it’s also a valuable readout on how
person to understand and
wealthwave.com/
responsible a money manager you are.
possibly more vital for a
mattluckey.
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EXCLUSIVELY FROM BOBBY JONES,
JUST FOR PROPONENT MEMBERS
All current product from Bobby Jones’ and Sunice outstanding mens’
and womens’ lines is available for personal use to
Proponent Members at outstanding preferred pricing:
WITHOUT MANUFACTURER LOGO: 30% off standard wholesale pricing
WITH MANUFACTURER LOGO: 50% off standard wholesale pricing
Check out all the options at bobbyjones.com and sunicesports.com. To place
a personal use order – or for pricing on bulk orders for outings, golf schools
or other student usage – contact Customer Service at 800-561-3872.
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ANDY HILTS STEPS IN

CONVERSATION WITH A LONGTIME MEMBER AS HE TAKES ON
THE POSITION OF DIRECTOR AT PROPONENT GROUP
INTERVIEW BY DAVID GOULD

He's a familiar face in a new role, and yes, he’s the
first golf instructor ever to serve in a staff position
for Proponent Group.
As the calendar turns to 2018, Andy Hilts
arrives bringing a tailor-made skill set and a true
dedication to helping his fellow coaches get more
from their careers and their businesses.
It’s a move indirectly prompted by the changing
and expanding landscape of golf instruction, and
more directly by the Golf Channel acquisition of
Proponent Group and Golf Channel Academy.
That deal was finalized earlier this Fall after a
lengthy joint-venture partnership, and it led to the
appointment of Lorin Anderson as a Golf Channel
vice-president overseeing instruction-related
businesses under the Golf Channel umbrella.
With the dust settled on those transactions, the
time was right to put Hilts in the new position of
Director, covering day-to-day operations and
reporting to Anderson, who continues to oversee
the company’s strategic direction. Details of Andy’s
background and credentials are provided in the
Upon graduation
from the PGM
program at
Mississippi State,
Hilts had offers
from Whistling
Straits, Butler
National and
GolfTEC. He chose
the latter and
played a key role in
building the largest
instruction
operation ever.

news story you’ll
find on the front
page of this
newsletter. What
follows is the
transcript of a
question-andanswer session
intended to look
back over Andy’s
golf career and look
ahead to how
Proponent Group
will leverage his skills and background to better
serve the membership.
Describe your early discussions about taking
a leadership role at Proponent.
About three years ago I approached Lorin and
asked him for some advice about long-range
career planning. I was looking to the future and
beginning to think about what might be next. We
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The Hilts family
took a summer
camping trip
throughout the
western U.S. that
covered 10,000
miles, amassing a
large collection of
slides that Andy
took from room to
room of his grade
school, narrating
the trip. The
experience helped
spark his lifelong
zeal for giving
educational
presentations.

had a good conversation that helped me get clear
on what mattered most to me in my professional
life. Then, last December, Lorin called me to say
certain things were taking place that might
eventually open up an opportunity for me. Over
time he was able to provide additional information.
I was excited by the prospect. I could see that my
experience at GOLFTEC would equip me well to
do the support work for Proponent coaches that
Lorin is charging me to take on.
Among all your qualifications for the job,
being a 10-year member—and a highly active
one at that—would seem extremely relevant.
Without a doubt. I’m a member of Proponent
Group because of Lorin. I joined because of him
and over these many years I’ve stayed a member
because of him. I’m certainly not Lorin, but I feel I
can make an important contribution. Part of my
job is to make sure the new distribution of
responsibilities works well enough that Lorin can
continue doing the things that he does best on
behalf of Proponent members.
What specialized skills and knowledge do you
feel that you bring to this job?
If you go with the basic idea that Proponent
Group is a tool for taking a craft—teaching and
coaching—and getting it to operate like a
business, I’ve got a lot of expertise in that. As
others have said in the past, a teacher is wired to

teach. It's the reason instructors get up in the
morning. The organizational activities that go
along with being a golf instructor aren’t
particularly enjoyable to most, but even if they
were enjoyable it can be difficult to know what to
do, and when. Some activities that seem
appropriate are actually not a good use of your
time and energy. Other activities that don’t seem
like they would do much to enhance your
operation are in fact vital. So, members can look
for help from me in these areas. I’ll also be part of
the education effort Proponent has always put
forth, to help members keep up with the latest
trends and approaches for game-improvement.
What was family life like for you, growing up?
I was born and raised in a small town in
Wisconsin, just west of Milwaukee. My parents
were schoolteachers—my mother taught third
grade and my father taught industrial arts,
including graphics and printing. He was very
interested in photography and knew a lot about it.
I had an older brother, Troy, who was a major
influence on me. We were best friends as well as
brothers, and played every sport you could name
together. Troy was a soccer star, and in general
he was better than me at everything, until finally
when I was in 8th grade I was able to beat him at
golf. My brother died very tragically a few years
ago, which was a huge loss for me at the time,
and still is.
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The first golf
instructor ever to
hold a Proponent
Group staff position,
Hilts has trained and
mentored hundreds
of young teachers
over the years and
given more than
10,000 lessons
himself.

How and when did you realize that golf was a
game you would play your whole life?
By the time I got to high school golf was starting
to become more important. I played just about
every sport and was pretty good at most of them,
but then I started to really develop as a golfer. I
played on our high school team as a freshman
and loved it. Our coach was a great person and
great to play for. I learned a lot from him about
how to interact with people you were trying to
train for success in a sport.
What stands out as you think back to those
years playing high-school golf?
One amazing thing for me was to get to play so
many excellent courses, generally at private
clubs. Our family lived pretty modestly—the golf I
played with my dad was on public courses, and we
usually played early-bird or twilight to get a break
on the green fee. I had a lot of pinch-me moments
that first year of high school playing country clubs I
never thought I would have access to.
Tell us about your entree into the golf
industry. How did that happen?
I had a summer job all through high school,
working for a carpet installation company. It was
pretty brutal work but it paid $10 an hour, which
was a lot more than most jobs I could get. My
father disapproved of me doing that, because the

older guys on the crew were rough around the
edges and a lot of our jobs were in downtown
Milwaukee—not the best neighborhoods, either.
He wanted me to do something else, but I wanted
that $10 an hour. One day we were working a job
and I banged up my knee really bad. It swelled up
and I had to quit for the day. I didn’t want to go
home until the swelling went down and I could
walk without limping, because I didn’t want my
dad to go off on me. So I went to the golf course
and hung around, hitting putts on the practice
green and the pro happened to walk by. He
recognized me and struck up a conversation.
Right then and there he offered me a job at the
course, for $9 an hour. Even better was the deal
he offered me to run junior camps—$100 for a
four-hour session. I told him I didn’t know
anything about running junior camps, but he told
me I’d pick it up no problem.
More fun than installing carpeting?
Well, anything would be, but I loved working at
the course, and working with the kids. I did that
my last summer before going off to college.
Where did you go to college?
I started off at the University of Wisconsin,
Stevens Point. My first choice would have been
University of Wisconsin at Madison, but I wasn’t
good enough to make that golf team. So I played
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Though his
college playing
career was cut
short when the
program was
discontinued,
Hilts has remained
an avid golfer.
He’s played 43 of
the top 100
courses in the U.S.

at Stevens Point for two years—the last two years
of the program, which got cut because of Title IX
That was it for me, as an NCAA golfer. Then
someone told me about PGM programs. I looked
into a couple of them and chose Mississippi State
University, which had year-round golf weather.
A good experience for you?
It was, and what really made it special were the
internships. One in particular, up in Detroit,
probably changed my life. I interned at a couple of
muni courses under a professional named Terry
Ryan, who was a Teacher of the Year in the
section. Terry was booked out months in advance
and her students loved her. I watched how she
worked and saw golf swings get significantly
better. She sold lessons in packages and she
scheduled the lessons right then and there—I had
never seen that. I got all her overflow business,
and arrived back on campus with $10,000 in the
bank, from one summer's work. I was on a loan
program, but that year I paid my tuition in cash.
You went the instruction route and became
an award-winning teacher. What part of
teaching and coaching did you feel you had
room to improve in?
One area where I wish I had developed sooner

was in motivating students to practice. Until I got
exposed to Dr. Rick Jensen, I wasn’t able to set
the practice expectation from the outset. I also
didn’t know about supervised practice when I
started, or the comprehensive, detailed plan or
assignment used by Bill Davis. These ideas and
techniques are fairly new on the scene. In
Colorado, most serious teachers know Trent
Wearner and we use his Golf Scrimmages
concept, which is as good a way as you’ll find to
get people practicing effectively.
Golf is a game for a lifetime and teaching
seems to be a skill for a lifetime—you never
quit trying to perfect it, right?
In a sense, yes, but I look at it this way: Golf is a
difficult game and that’s why we’ve got millions of
golfers struggling to figure things out. If one of
those golfers has a coach who is trying to figure
things out at the same time as they are, the golfer
isn’t well-served. You pay for experience.
The top coaches may have 20 ways to solve a
problem—golfers paying for instruction need
somebody who has at least five or 10 ways. So,
the dedicated coach who keeps on learning—the
Proponent member, in other words—is a resource
that people can and should turn to. Invest in that
relationship and your money is well spent.

Now You Have FOUR Ways
to Find Answers to All of Your
Business and Career Questions

TAKE ADVANTAGE OF
ALL OF OUR OPTIONS

Contract Negotiations • Proprietary Compensation Information • Marketing Issues
Business Plans • Job Search Assistance • Public Relations • General Career Advice
Management Action Plans • Resume Review • Website Design • Logo Design
Teaching Building Design and Construction • Social Media Marketing • Instruction Trends

Our Unique Members-only Website

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

Our Member Mentors

Tap into the combined knowledge of more than 100 of our members who have offered to assist fellow
members by sharing their expertise in dozens of relevant topics. Just find your topic of interest and contact
those listed for advice to tap into our membership’s shared wisdom.

Our Private Edufii and Facebook Groups

Ask our Private Facebook or Edufii groups of more than 450 Proponent members your questions
and you’ll get answers from your peers across North America.

Our One-on-One Consulting

For our full members, call our office anytime you need help with a career or business-related issue.
We talk with dozens of members each week and provide recommendations and advice
in dozens of areas that can affect your bottom line.

Log on to www.proponent-group.com or call 407-878-1235
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WELCOME PROPONENT GROUP’S
NEW MEMBERS FOR NOVEMBER

A SMART NEW YEARS RESOLUTION TO
UPDATE YOUR BRAND STYLE GUIDE

LUKE BENOIT, Interlachen Country Club, Edina, MN –
Full Member
RYAN KRAEMER, GolfTEC - Cumberland, Atlanta, GA –
Associate Member
PAXTON O’CONNOR, Desert Mountain Club,
Scottsdale, AZ – Associate Member
LANCE PATTERSON, Dallas Athletic Club, Dallas, TX –
Full Member
ARICK ZEIGEL, AJ Golf Academy at Governor’s Town
Club/Game Like Training, Acworth, GA – Associate
Member

Among member tools. a year-end upgrade Guide for your
business is offered, to help clean up your brand’s style.

GOLF INDUSTRY “TALKING POINTS”
Every Proponent member should be familiar with the overall
state of the industry so from time to time we provide some of
the industry’s talking points. So, FYI…

• Get Golf Ready enters its 10th year as an industry-

‘How to Create Your Brand Style’ Guide is
an easy-to-follow document focusing on the
basic blocking-and-tackling tasks and tools you will
need to create brand consistency every time you
communicate about your business to the public.
First and foremost it helps you establish consistency
with your audience, presenting fonts, colors, logos and
all your branded items cleanly. These tools and rules
intensify the aura of professionalism your business relies
on. Just as a house needs a solid foundation beneath it,
your branding needs a solid foundation. Use this guide
to elevate how golfers perceive your teaching brand and
professionalize the look and feel of your business
communications and collateral. All serious businesses
have a brand style guide. So should you.
To download our guide, go to the Business Guides
Menu after logging on to the members website.

supported, fun and affordable program designed to
introduce golf to the millions of adults who have never
played the game. More than 600,000 students have
participated in Get Golf Ready since its inception.

• Approximately 66 percent of Get Golf Ready students
have been women, 24 percent are multi-cultural and 39
percent had never picked up a club before.

• The program has generated more than $1 billion in
cumulative industry revenue based on participant spending.

Lorin Anderson Founder and Golf Channel VP, Instruction
Andy Hilts Director
David Gould Staff Editor
Lori Bombka Operations Manager
Debbie Clements Accounting

THE PREMIER NETWORK OF GOLF INSTRUCTORS
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price of $20 for non-members. Subscriptions are available to non-members at an annual fee of $240 at lbombka@proponent-group.com.
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