
Module 6 of 12 Summary and Action Items

Optimize Your Pricing 
Core Premise 

Professional golf coaches must systematically increase their rates to maintain business 
health. It’s basic arithmetic: Your lesson inventory is fixed, so fee increases are the go-
to for sustainable revenue growth. Most coaches wait too long between increases, 
leaving significant revenue on the table. A leading cause of this error is unfounded 
anxiety about losing students.


Key Concepts 

Assessment Framework: Use seven traffic-light indicators to determine readiness for 
a rate increase: Time since last increase, cumulative inflation, economic conditions, 
lesson book utilization rate, continuing education, reputation growth and competitive 
positioning. Twice as many green lights as red lights signals strong readiness.


Size of the Increase: For a $150/hour rate, increases range from conservative ($10), to 
moderate ($20), to aggressive ($30). The appropriate level depends on demand 
consistency, total inflation since last increase and your competitive positioning.


Implementation Best Practices: Communicate in person with budget-sensitive 
students, offer "last chance" packages at current rates (generating prepayments), 
prepare instructor referrals for price-sensitive clients, use smaller increases for entry 
programs like New Student Assessments and leverage staff transitions as natural rate-
boost opportunities.


Strategic Pricing Structures:


• Pre-paid packages: 10-50 percent discounts for 5-lesson to 50-lesson bundles

• Group programs into three tiers: Entry Samplers (100-125 percent of hourly 

rate), Bread-and-Butter programs (150-200 percent), and Premium Content 
(200-300 percent)


• Consider annual automatic 5 percent increases prevent erosion of your 
spending power to creeping inflation
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Action Items 

1. Complete the seven-question assessment using the traffic light system to 
evaluate current pricing position


2. Calculate cumulative inflation since last increase using inflationtool.com

3. Select increase strategy (conservative/moderate/aggressive) based on 

demand patterns, inflation and competitive analysis

4. Develop communication plan including in-person conversations and last-

chance package offerings

5. Consider Implementing annual 5 percent increase policy every January 1st to 

maintain purchasing power

6. Review package discount structure to optimize cash flow while building 

student commitment

7. Audit group program pricing to ensure proper tiering and rate-of-return targets 

as group size increases


Bottom Line 

Healthy coaching businesses require 5-10 percent annual growth to cover inflation and 
fund improvements. Since lesson inventory is capped, strategic rate increases are 
essential—not optional. Most coaches' fears about student losses prove unfounded—
meanwhile, waiting 3-5 years between increases can equal a 20 percent pay cut. 
Confident, systematic pricing optimization based on market data ensures sustainable 
growth while maintaining resources to deliver exceptional student results.
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Member-Only Additional Assets to Assist: 

PRICING OPTIMIZATION: GOLF INSTRUCTOR’S 
GUIDE TO PRICING SERVICES  Guide can be 
accessed by scrolling down to the Additional Member 
Resources section on the proponent-group.com 
homepage and clicking on the green Pricing 
Optimization button. 


inflationtool.com (calculates aggregate inflation 
percentage over multiple years)


http://inflationtool.com

