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THE

PROSPEROUS

GOLF COACH~

Build an Effective Programming Menu

Core Premise

A strategically designed programming menu is a building block of any successful
coaching business. Done right, it provides multiple engagement pathways for golfers at
all levels. The result is consistent revenue streams and the emergence of a "Culture of
Improvement” that will keep students progressing through your instruction pipeline.

Key Concepts

Strategic Programming Matrix: Your menu should offer layered options that appeal to
various demographics, skill levels and price points. It doesn’t try to be everything to
everyone, rather it presents targeted programs that maximize engagement while
optimizing your coaching resources.

The Five Keys to Programming Success:

1. Create a wide matrix where lower-priced group programs feed into higher-value
private lessons

2. Build comprehensive junior programming (ages 4-5 and up) with competitive

and recreational pathways

Match programming to local demographics and disposable income levels

4. Use turnkey solutions (i.e. Operation 36, US Kids Golf, Birdie Basics, Get Golf
Ready) to fill content gaps

5. Coordinate novice programs with facility management to drive rounds played

oY)

Long-Term Coaching Programs: Top instructors maintain 250-500+ pre-booked
hours by offering multi-month programs that smooth cash flow, improve schedule
management, and give students time to ingrain permanent improvement. The
"Ultimate" coaching package (your presidential suite) makes mid-tier options appear
more reasonable, with roughly 5-10 percent of customers purchasing the highest-
priced option regardless of cost.

Facility-Specific Approaches: Private clubs focus on member retention and premium
offerings; public courses emphasize accessible beginner programs; resorts need
intensive short-term experiences; academies/indoor studios specialize in off-season
skill development for established players.
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. Review your programming menu annually and retire at least one
underperforming program, replacing it with something new

*  Calculate true net hourly revenue for each program by factoring in all time
invested (planning, marketing, setup, teardown)

*  Develop junior programming that creates a continuous pathway from age 4-5
through competitive/recreational tracks for teenagers

*  Create premium-priced group programs (multi-day schools, half-day power
schools) that generate 2-3 times your private lesson hourly rate

* Design long-term coaching packages to stabilize cash flow

* Establish an "Ultimate" coaching package as your top-tier offering to anchor
pricing perception

*  Monitor seasonal patterns and create programming tied to local events (club
championships, high school tryouts, PGA Drive, Chip & Putt)

. Research competitors' websites and attend the PGA Show to discover new
programming ideas

* Implement a New Student Assessment (gateway product) to provide a clear,
non-intimidating entry point for new students (Note: Module No. 5 covers this
topic in depth.)

Bottom Line

Your programming menu is your business strategy put into practice. Success comes
from creating a strategic matrix of programs that serves as a student pipeline—with
lower-priced entry points feeding into premium instruction—while continuously testing,
optimizing and evolving your offerings to match your local market. Without a clear
gateway product for new students and a mix of programs spanning all skill levels and
price points, even the best coach will struggle to build a full book of business.

Member-Only Additional Assets to Assist: PROPO!;IEO'\EI;

PROGRAMMING OPTIMIZATION and
GOLF INSTRUCTOR MARKETING
CALENDAR Programming
Optimization can be accessed in the 7 P Soff Instractor
Additional Member Resources section . Marketing Calendar
on the proponent-group.com Prog.ra.mn.ung
homepage. Access the Marketing Optimization PR
Calendar under the Branding and O PROGRAM OFFERINGS
Marketing tile on the proponent-
group.com homepage.
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