Module 3 of 12 Summary and Action ltems

THE

PROSPEROUS

GOLF COACH~

The Golfer Engagement Business

Core Premise

Golf coaches should recognize they are in the golfer-engagement business, not just the
swing-improvement business. Building a "Culture of Improvement" at their facility
creates tremendous value both for the coach's business and the facility's overall
financial success.

Key Concepts

The Business Value of Golf Instruction (BVGI) Research reveals compelling data
about instruction's impact on facility spending:

*  Lesson-takers spend 78% more annually on golf during the years they actively
take instruction

*  Family spending increases 72% after their first child begins taking lessons

*  Member attrition decreases by approximately 75% when members are actively
working with a coach to improve their game

* Rounds played increase by 20% in the 12 months after starting instruction

The Critical Inflection Point: Breaking 100 The National Golf Foundation identified
breaking 100 as a transformational milestone where a golfer’s passion level surges from
2-out-of-10 to around 7-out-of-10. They describe themselves as "golfers for life" and
their spending on equipment, instruction and amenities dramatically increases.

Action ltems

Build a Culture of Improvement Through Five Key Elements:

1. Celebrate successes — Post student achievements in the pro shop, in
newsletters, and throughout the facility; spotlight new benchmarks achieved via
private lessons, clinics and club fittings

2. Promote heavily — Make instruction programs visible everywhere members
gather: Newsletters, websites, grill rooms, locker rooms and starter sheds

3. Show enthusiasm for all levels — Demonstrate genuine excitement helping
both beginners and advanced players; your energy is contagious
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Offer diverse programs — Create group lessons, individual instruction, specialty
clinics, junior programs, women-focused programs and beginner series; use
turnkey solutions for specialized populations if needed

Host instruction-focused special events — Organize quarterly clubhouse
sessions with guest speakers (sport psychologists, biomechanics experts,
fitness professionals), wine and cheese, and additional instruction topics

Track and Report Your Value:

Document students who join the facility after taking lessons

Monitor retention rates of students versus overall membership

Track equipment purchases, food/beverage spending and range memberships
by lesson takers

Measure growth in program participation

Create an annual report demonstrating your programs' contributions to the
facility’s business success

Target the Breaking-100 Demographic: Design and market programs specifically for
novice golfers to accelerate their journey to breaking 100, creating a steady stream of
lifelong customers.

Bottom Line

Successful coaches understand that engaged golfers who are improving become
lifelong customers who spend significantly more, stay longer and play more often. By
systematically building a culture of improvement and documenting your business
impact, you protect your position, demonstrate measurable value to facility
management and create a foundation for a prosperous coaching career.
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