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Creating Effective Marketing Messages 
Core Premise 

Your coaching skills and technology become greatly diminished business tools if you 
can't communicate your value clearly. Every message either moves potential students 
closer to booking or pushes them away.


Key Concepts 

1. Focus on messaging to residents within a 30-minute radius of your facility. 

2. Develop Your 'Unique Selling Proposition.’ 

The USP answers: "Why should golfers choose me over competitors?"


3. Stress the Five Core Elements of every marketing message: 

• Clarity - Audience understands your offer in 5 seconds


• Audience-focused benefits - "Add 10 yards to your drives" NOT "3-hour 
Trackman clinic"


• Emotional connection - Tap into desires to beat buddies, earn respect, and/
or qualify for championships


• Credibility - Include testimonials, data, guarantees and/or certifications


• Clear “Call to Action” - Guide them to the next step you want them to take


4. Master Your Subject Lines with these 9 proven strategies: 


	 1) Create urgency/scarcity  


	 2) Ask intriguing questions  


	 3) Use specific numbers 


	 4) Tease valuable content  


	 5) Focus on problem-solving 
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	 6) Make score-specific promises 


	 7) Use seasonal/timely hooks  


	 8) Offer quick wins 


	 9) Share personal success stories


Action Items 

1. Map your 30-minute radius and commit to dominating golf instruction 
messaging in that market


2. Write your USP in 1-2 sentences and make it visible everywhere (signage, 
website, social media, email signature and phone greeting)


3. Train your staff to communicate your USP consistently


4. Audit all marketing materials to ensure they include the five core elements


5. Feature a "New Student Assessment" prominently on your website for clarity


6. Rewrite headlines from feature-focused to benefit-focused


7. Review every email, post and video title before publishing to create audience 
focused benefits and/or emotional connection —never use generic subjects 

Bottom Line 

Quality messaging multiplies the value of everything else you do. It's a skill you develop 
once and use forever. Messages you write today can generate students and revenue 
for months or years. 
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Member-Only Additional Assets to Assist: 

MARKETING WORKSHOP WITH IAN 
JAMES  Classic video with expert 
commentary. Access the video under 
Branding and Marketing tile on the 
proponent-group.com homepage.



