INSIGHT

Investing in Your Gareer: Act Like “The 500

By Lorin Anderson, President, Proponent Group

One of the things | miss about working for Fortune 500 compa-
nies — and | worked for three of them: The New York Times Com-
pany, Times Mirror and AOL/Time Warner — during 17 years at
Golf Digest and GOLF Magazine, is the corporate discipline for
planning, business analysis and research and development. Sure
there are a lot of things that are not so great about big corpora-
tions, but these are areas where they excel and thrive. They are
also the areas where golf instructors struggle.

The trouble with being a golf instructor is that you’re essen-
tially Tom Hanks in the movie “Cast Away.” In other words, alone
on your little island surrounded by your own ideas and with lim-
ited exposure to what’s working elsewhere. Major companies, on
the other hand, have access to significant resources, manpower
and analytics that measure their current strengths and weak-
nesses along with those of their competitors. They use this analy-
sis as a starting point for a lot of brainstorming and research into
how to better leverage their business assets going forward.

Every year during my magazine career we’d go off-site for
three days to get the entire staff focused on developing a plan for
the coming 12 months. The goal was always to improve the
magazine and exploit new opportunities for growth. Sure we all
had plenty to do back at the office and could have found a million
excuses not to take the time, but these meetings were mandatory
and they set the course for the future. Time and again, they
proved extremely productive.

Besides these annual meetings, there were monthly staff
meetings that could last half-a-day each and lots of brainstorming
memos back and forth between the editors and management.
When there was agreement about trying a new course of action or
adding a new product, resources and manpower were assigned
to the new task and deadlines were set to launch the new prod-
uct. It was this disciplined approach to improving our product and
searching for new opportunities that allowed these publications to
be leaders in the field.
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The reason | bring all this up is that | am often asked: “How
much should | be investing in my career to maximize my suc-
cess.” While there are no hard and fast rules, | have reviewed our
compensation and operations surveys and found that many of our
most successful members spend 8-10 percent of their gross
revenues on new teaching technologies, training aids, continuing
education and business consultants each year.

The average Proponent Group member spent $7,084 last year
out of an average income of $132,500 - or about 5 percent of
gross revenues. When you look at corporate America and you
factor in the surveys they do of their customers (and prospects),
the manpower they put towards research and development of
new products and the capital they invest in generating fresh ideas
and testing prototypes it is usually more than 5 percent. Various
reports peg their R&D expenditures at about 7-10 percent of
revenues with wide fluctuations depending upon the industry (ma-
ture industries less, high-tech and medical industries more).

I’m not saying you need to spend 10 percent of your income
every year on these items, but if you’re spending less than 5 per-
cent of your gross every year, you’re probably falling behind your
peers at Proponent Group when it comes to staying on top of the
ideas and new products that are shaping the future of the golf
instruction industry.

Every day we’ll continue to work to expose you to what’s new
and what’s next so that you can invest your “R&D” dollars as
wisely and effectively as possible to grow your business and im-
prove your teaching skills. So set aside some time on a monthly
and annual basis (heck, get away from the club and go some-
place where you can turn off the phone and email and just think
about your business successes and failures) and study up on
what’s new. Analyze how this information can enhance what
you’re already offering or allow you to create an entirely new
revenue stream.

If you have any questions about where you should be investing
in your future, don’t hesitate to call me to discuss. We’re here to
help you make the best choices for your individual situation.
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