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THE

PROSPEROUS

GOLF COACH-

Set Yourself Up to Grow Your Coaching Brand

Core Premise

Building a thriving golf coaching business requires foundational investments in five key
areas, shown below. Check these boxes and you’ll create lasting brand equity,
professional credibility and sustainable growth for your career.

Key Concepts

Strategic Business Naming: Your business name should support long-term
scalability. Using only your personal name limits future options for adding coaches,
opening multiple locations or one day selling the business. A branded name (like
Cameron McCormick's "Altus Performance") creates transferable value and brand
equity that exists independent of the coach as an individual.

Visual Brand Identity: Consistency across all touchpoints —website, social media,
business cards, apparel—builds trust and memorability. Use strategic color psychology
(blue for trust, green for growth, red for energy) with a simple palette: One dominant
color, one secondary, and an optional accent color.

Professional Photography: High-quality imagery directly impacts perception of your
instruction quality. Key considerations include creating detailed shot lists, shooting
during "golden hours" (8-10am or 4-7pm), wearing bright solid colors, selecting relaxed
student models, and using clean backgrounds (all sky or all grass). Update
photography every 3-4 years.

Social Credibility: 93 percent of consumers are influenced by online reviews, and
products with just five reviews have a 270 percent greater purchase likelihood. This
encompasses student testimonials, expert endorsements and inclusion on industry
ranking lists—all providing validation before prospects meet you.

Systematic Referral Programs: Professional services businesses acquire one-half to
two-thirds of new clients through referrals, but these don't happen accidentally. They
require exceptional experiences, strategic asking at optimal moments (after
breakthroughs or career-low rounds), meaningful incentives and consistent follow-up
with gratitude.
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Action ltems

1. Trademark a business name that can build equity beyond your personal
reputation

2. Develop a strategic color scheme and hire a designer (via platforms like Fiverr)
to create a professional logo

3. Schedule a professional photo shoot with proper preparation: Create shot
lists, plan for golden hour timing, prepare 2-3 solid-color shirts, select
enthusiastic student models, and bring a stepladder for optimal backgrounds

4. Request Google My Business reviews from regular students to improve local
search rankings and gather testimonial content

5. Leverage credentials and associations with Top 100 Teachers, publications,
or mentors in your marketing materials

6. Apply for industry ranking lists and "best of" recognition opportunities

7. Implement a referral tracking system with defined rewards (free lessons,
discounts and/or merchandise) and train yourself to ask for referrals after
positive student experiences

8. After a new referral’s first lesson or New Student Assessment, send
handwritten thank-you notes to both the referrer and the new student

Bottom Line

Your competitors are investing in these professional fundamentals, and potential
students expect this level of business sophistication. Start with one action—schedule
that photo shoot, ask your next satisfied student for a referral, or request Google
reviews from regulars. These investments compound over time, creating a coaching
business that builds real equity and can thrive throughout your entire career, not just
while you're personally delivering every lesson.
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