
Welcome to the January issue of digital Golf Range Magazine!

Inside this issue, you will find the following features:

• Demo Day: GRAA set to expand its presence at PGA Show Demo Day
by hosting an expansive pavilion on Lower Tee 2

• PGA Pro Tips: Show Time – Tips from six of America’s top PGA 
Pros on how to leave the PGA Show ready to deliver a better range
experience

• Teaching Tips: Practice Day – PGA Tour star Jason Day provides a look
into his practice habits, and offers ideas instructors can use to help
students get more out of their range sessions

• Top 25Teaching and Training Aid: Eyeline 360-Degree Mirror

• Range Renovations: Competitive Local Market – Kenwood C.C., a
private Cincinnati club, to undergo multi-million dollar renovation of
practice facilities

Keep it fun and thanks for supporting the GRAA.

Best Regards,

Rick Summers
CEO & Publisher, GRAA
610-745-0862
rsummers@golfrange.org
Golf Ranges: Where the Fun Starts

mailto:rsummers@golfrange.org


PLUS:
• GRAA Plans for 

the PGA Show
• Tour Pro Practice Tips
• Training Aid Review

Show Time! 
Prepare for the PGA Show
with Tips from 6 of 
America’s Top Pros
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TEEING OFF

44
An Inside Look at

the Practice Habits
of PGA Tour Star

Jason Day

http://WWW.GOLFRANGE.ORG




…the automatic choice 

To fi nd out how easy it can be 

to upgrade your range, with no risk 

and no capital investment, call: 

1-877-POWERT1 (1-877-769-3781) 
or visit www.powertee.com.

http://www.powertee.com


World Leader in Range Automation

e for driving ranges and practice facilities.

Power Tee®  automatic tee systems have been chosen by 

more than 300 commercial golf ranges and many of the 

world’s most prestigious golf clubs. Here’s why:

Good for range owners

Power Tee is proven to attract new golfers, families 

and even non-golfers to driving ranges.  Our customers 

tell us that golfers who use Power Tee stay longer, hit 

more balls, take more lessons, buy more and better 

equipment, and come back more often. 

Commercial ranges that have upgraded to Power Tee 

and followed our simple 3-step formula have offset the 

effects of the recession on their business, and many are 

enjoying revenue increases of 20%, 30% or more.

Best of all, if implemented properly, a big part of that 

increased revenue can be pure profi t. Let us show you 

the numbers.

Good for golfers & teaching pros

Power Tee makes practice less work and more fun. 

Without having to release their grips, bend down and 

tee up a ball, golfers can maintain their stances, groove 

their swing and hit with more consistency. And, by not 

having to constantly correct grip, stance and alignment 

on every swing, pros can focus on teaching the fi ner 

points of swing mechanics.

This makes Power Tee one of the most productive 

practice aids available for golfers at every level.

Easy to upgrade your range

With Power Tee, there’s no capital expense, just a 

monthly rental. There’s minimal maintenance, an

d repairs are free of charge. There’s no cost for mat 

replacement, so you save $$ thousands every year.
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THREE NEW DRIVERS TO FIT YOUR GAME
Fueled by patented Turbulator Technology and a new face 
material, the G30 adjustable driver is PING’s longest, most 
forgiving driver ever. With three options engineered to match 
your game, the G30 is the fastest way to longer, more 
accurate drives. Get fit today. You’ll be better for it.

G30 LS 
(Low Spin) Tec
Low, stable spin

G30 SF 
(Straight Flight) Tec
Right-to-left shot bend

G30
All-Around 
Performance

TURBULATOR TECHNOLOGY
In wind tunnel testing, crown turbulators 
are proven to reduce aerodynamic drag 
and increase clubhead speed.





mailto:cs@sterlingcutglass.com
http://www.sterlingcutglass.com/golfawards


Starting the New Year
with a New Look

It’s common to start the New Year with a change. And for us, that means delivering
a completely new look and feel for Golf Range Magazine. We’ve enhanced the
magazine through stronger photography, creative layouts and engaging content. 

Throughout the year, we will place heavy emphasis on six key areas of the golf
range operation: Teaching, Practice, Player Development, Fitting/Demo, Operations
and Engagement. In this month’s cover story, we commissioned six of the top PGA
Professionals in the country – each of whom is a recognized expert in one of the afore-
mentioned categories – to share tips for utilizing the PGA Merchandise Show to 
improve respective areas of your business.

We hope that you find this story both entertaining and educational as you prepare for
the 62nd PGA Show. This month’s issue also features a behind the scenes look at the
practice habits of two-time PGA Tour winner Jason Day, and a profile of a private club
in Cincinnati that’s in the midst of a multi-million dollar practice facility renovation.

As we tee off 2015, we look forward to the New Year and a new era of Golf Range
Magazine– and we’re excited that you’re a part of it.

Rick Summers
CEO, GRAA
610-745-0862
rsummers@golfrange.org
Golf Ranges: Where the Fun Starts
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CEO & PUBLISHER’S LETTER

PGA Magazine App
Now Available

Get instant access
to thousands of
PGA Professionals
and daily updated
content on
YOURphone

Download the freePGA
Magazine app through the
Apple or Google appstores.
Exclusively available to PGA Professionals

The PGA name, logos, and marks are a trademark of 
The Professional Golfers’ Association of America.

mailto:rsummers@golfrange.org
http://WWW.GOLFRANGE.ORG




EXPERIENCE A
GREENER WORLD...

And a better golf facility.



www.synthetic-turf.com
800.405.7455

http://www.synthetic-turf.com
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GOLF RANGE NEWS

C
Call the cops if you see this man on your
range. Well, it might be awhile before you
see him. Nathan Brown was recently
arrested for stealing 42,000 range balls
over the past two years from a St. Louis
area facility. 

T
he USA Junior National Team is
a long-term player development
initiative aimed at molding

competitive junior golfers through a
tiered program. Now it’s third year, the
organization has announced three
new “training centers” in the last few
months: La Cantera Golf Club in San
Antonio, Texas; the Golf Club of
Houston (Texas); and Rustic Canyon
Golf Course in Moorpark, California.
To date, juniors who’ve gone through
the program are playing collegiately at
Stanford, Oregon, Arizona and UT
San Antonio to name a few.

Click here
to read more

In November, Proponent
Group, LLC, 
a member-based service company

that currently supports 450 golf 

instructors, merged with the newly

formed Golf Channel Academy,

to create a dedicated network of

premier teaching facilities. Golf

Channel Academy is devoted to 

efficiently growing the business of

golf instruction through a unique

marketing partnership with selected

coaches and their facilities. This 

network will utilize a variety of Golf

Channel promotional and cus-

tomized marketing tools for each 

facility and instructor.

For years, golf fans have watch jealously on Sundays as they see the world’s best players have

their ball flight precisely tracked using ProTracer technology. As the little red line appears on the

screen, you can’t help but think: “That’s so cool…” Now you can give golfers the same experience

on your range if you so choose. ProTracer along with Range Servant have combined to

offer ProTracer Range. Check out the video to learn more.

Keeping you up to speed on trends in the golf practice-and-learning sector

You’re not always there to supervise
your students’ practice sessions. So
it’s important to give them guidance
on how to get the most out of their
solitary range time. Here’s an
interesting article from Golf Digest
you may want to share with your
students to help them practice more
effectively. 

http://WWW.GOLFRANGE.ORG
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Golf P

In cooperation with Pellucid Corp, a leading industry insight and information
provider, each month Golf Range Magazine will present research which

demonstrates how the weather has impacted the number of “Golf Playable Hours” in
multiple regions of the country.  While ranges may be somewhat less influenced by
the weather than golf courses, the above information should still provide a
performance metric worthy of review.  This map shows the percentage increase or
decrease for the month shown vs. the comparable month from a year ago followed
by the year-to-date results from January through the current month reported.

For more information about Pellucid Corp and how the data was compiled, visit
Pellucidcorp.com.

WEATHER IMPACT ANALYSIS 

WEATHER IMPACT

http://Pellucidcorp.com
http://WWW.GOLFRANGE.ORG
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+/-100% = increase/decrease
exceeds 100% due
to small base value

N/A = out-of-season period
and not reported

f Playable Hours: November
Each region includes: Month % / YTD %

http://WWW.GOLFRANGE.ORG






Non-Greasy
Very Sweat Resistant
Very Water Resistant

Zinc Oxide Protection
Titanium Dioxide Protection

UVA/UVB Protection

®

No Judgments Here
PGA Professional Brandon Richardson explains why it’s critical to
keep judgments away from the lesson tee

I t’s easy to feel judged on the golf course; we’ve all
felt that way at some point or another. For profes-
sionals, perhaps it was hooking a tee shot during
a local qualifier and catching a sharp glance from

your playing partner. For the weekend warrior – who
makes up much of your student base – maybe it was slicing
into the next fairway over and having to hit a second shot
in front of a oncoming foursome that’s already wondering
“How did he get over here?”

PGA Professional Brandon Richardson, the director
of instruction at Golf with Freedom Lesson Center in
Palm Springs, California, recognizes that it’s always
tougher to hit shots with an audience – especially if you feel like that audience is scrutinizing your swing and the
results. Wait, isn’t that exactly what a golf instructor is supposed to do? Yes, but it doesn’t have to feel like scrutiny.
In this video Richardson explains how. ■

VIDEO FILE



847-252-7600
linkstechnology.com

Is your information technology and online 

marketing not getting the job done? Trust 

the experts at Links to provide creative 

solutions that will point your business in 

the right direction.

IT Staffing
Permanent Placement
Project & Contract Labor
Recruiting
Temp To Hire
Management & Analysis

App Development
iOS & Android Apps
Process & System Analysis
Software Development
Custom Application Development
Industry-Specific Solutions

Web Design
Content Management Systems (CMS)
Responsive Design (For Mobile)
Creative Custom Design
Phone & Tablet Apps
Social Media Consulting

IT Support
Help Desk & Support Services
Network Management
Disaster Recovery
Infrastructure Assessments
IT Leasing Services

http://linkstechnology.com
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SHOW TIME!
Tips From 6 of America’s Top PGA Pros on How to Leave the 

PGA Show Ready to Deliver a Better Range Experience
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In it’s 62nd year, the PGA Merchandise Show remains the biggest an-
nual gathering of golf industry professionals. With more than 1,000
exhibiting companies, 400,000 square feet of space and 40,000-plus
attendees, planning for the PGA Show is a big task. This month’s

cover story is designed to make that task a little easier.
Along with our advisory board – which includes two PGA Teachers of

Year, a PGA of America executive and golf facility owners/operators from
around the country – the Golf Range Association of America has identified
six cornerstones that are pivotal to the range business:

We’ve commissioned PGA Professionals with expertise in each of
these categories, and, respectively, asked them to provide tips on how to
best utilize the PGA Show to improve a certain area of your range business. 

1Teaching 4Fitting/Demo

2Practice 5Operations

3Player
Development 6Engagement

http://WWW.GOLFRANGE.ORG
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Kathy Gildersleeve-Jensen, PGA
2014 PGA Teacher of the Year

Mike Small, PGA
Three-time PGA Professional

National Champion
Univ. of Illinois Golf Coach

Ralph Landrum, PGA
2014 PGA Player Development

Award Winner

Allen Gobeski, PGA 
PGA General Manager, Cool Clubs

Mike Woods, PGA
2008 PGA Merchandiser of Year

for Public Facilities
PGA Director of Golf, Haggin Oaks

Golf Complex

Phil Owenby, PGA
PGA Director of Golf, Kinloch Golf Club

http://WWW.GOLFRANGE.ORG


Leave the Show a Better Teacher
Kathy Gildersleeve-Jensen, PGA
2014 PGA Teacher of the Year

Director of Teaching & Coaching
Indian Canyon Golf Course
Spokane, Washington

For us teachers, the practice facility
is our office. And like any good
business professional, your office

should reflect who you are. I love the sci-
ence and technological components of
teaching. So when I’m at the Show I look
into mobile technology apps, software pro-
grams, cameras and launch monitors –
companies like V1, TrackMan and
FlightScope, and one that I use all the time
called Coach Direct. The tech stuff excites
me and I can translate that excitement to
my students when I incorporate it into my
teaching. My advice to you, find some-
thing among the treasure-trove of prod-
ucts at the PGA Show that excites you. If
you believe in something, your students
will too.

The PGA Show isn’t just about the
products, it’s about the abundance of golf
knowledge and experience gathered in
one place. Connect with other teachers
to share ideas and philosophies. Attend
PGA Education seminars and events like
this year’s Teaching & Coaching Summit.
Because I’m so active on social media
I’ve built relationships with teachers all
over the world. Even though we’re on
different sides of the country, Lou Guzzi
(2013 PGA Teacher of the Year) and I
communicate almost weekly on social.
We’re utilizing the Show as a chance to
meet face to face and share our
experiences as PGA Teachers of the Year.
I encourage you to use social and reach
out to a pro that you want to meet, and
use the Show as that meeting place.
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TEACHING
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Enhance Your Facility Offerings
Mike Small, PGA
3-time PGA Professional National Champion

Golf Coach
University of Illinois
Champagne, Illinois

Any Division I coach will tell you that strong recruiting is what keeps you at the top. One
way we’ve stayed relevant in an ultra-competitive climate is our commitment to developing
first-class practice facilities. Over the last seven seasons we’ve put several million dollars

into new indoor and outdoor complexes. It’s our commitment to practice and our players that’s
helped us become the No. 1 team in the country right now. Many of the ideas and vendors we used
to outfit our facilities were found at the PGA Merchandise Show – things like fully-synthetic indoor
putting greens, high-speed cameras, launch monitors, the works. We use TrackMan more than any
other tool, but we also utilize V1 and the K-VEST. The PGA Show is the only place to see all of these
vendors at once.

Recruitment for me is a lot like marketing for any type of golf facility. I attract players, you attract
customers, we both need something that sets us apart. The practice complex is that something for
us, and it can be for you as well. It’s not about having millions to invest in upgrades, it’s about showing
people that you’re committed to helping them practice better. That could mean additional targets
so golfers can work on precise distance-control, enhancing your short game area or manning a
launch monitor (if you have one) once a week and sharing swing data for free. 

These kinds of ideas, and the products needed to execute them, can all be found at the PGA Show.
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Player Development and Professional Growth
Ralph Landrum, PGA
2014 PGA Player Development Award Winner
PGA Head Professional
The World of Golf
Florence, Kentucky

P
G

A
P

R
O

TI
P

S

Ican confidently say that I wouldn’t be the 2014 PGA Player Development Award winner
without the PGA Merchandise Show. It was about 5 years ago when our facility was named
one of the Top 100 Play Golf America Facilities. Because of that, I attended a special luncheon

at the PGA Show where I was seated at a table with Cathy Harbin, who was the director of Golf
20/20 at the time. She told me about a project called “Hip on Golf” where they identified people
across the country who had interest in learning the game. By simply giving them my zip code, they
were able to tell me the number of people within 15 miles of my facility who either wanted to learn
golf or had played in the past and wanted to start playing again. The number was astoundingly high,
and because of that we changed our entire business plan and started to focus on player development.

Fast forward 5 years and now I’m the national Player Development Award winner – all because
of a lunch I attended at the PGA Show. I’m sure there are hundreds of professionals who can share
similar stories. A simple conversation at the PGA Show can lead to growth of revenues and business
for your facility, as well as personal and professional growth for you as a golf professional.

PLAYER DEVELOPMENT

http://WWW.GOLFRANGE.ORG


www.wittekgolf.com    1•800•869•1800

We hope the new season brings green to your fairways, your range and your golf shop. 
Warmest regards - Wittek Golf 

http://www.wittekgolf.com
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C lubfitting has evolved greatly in past the 10 to 15 years. The amount of information we get from
launch monitors is tremendous! I’m talking attack angle, path, dynamic loft, ball speed, smash
factor and all the above. It’s our responsibility as clubfitters to interpret that data and understand

how it translates to on-course performance for our customers. 
About 5 years ago, I flew to Copenhagen, Denmark, and then took a train north to Ludvig where

Trackman is headquartered. I spent four days with Fredrik Tuxen, the man behind the science of Trackman.
I got a great education! But you don’t have to go to that extreme to get a better understanding of launch
monitor data. For us clubfitters, the PGA Show is the best place to accomplish that. You can spend face-
to-face time with company representatives, ask questions and have unprecedented access to people who
live and breath this stuff. We have so many great tools at our disposal these days. The PGA Show is the
place to gain the knowledge and education on how to properly utilize those tools to service our customers.

FITTING/DEMO

Launch Monitor Education
Allen Gobeski, PGA 
PGA General Manager
Cool Clubs
Phoenix, Arizona

http://WWW.GOLFRANGE.ORG
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OPERATIONS

Strengthen Current Relationships and
Forge New Ones
Mike Woods, PGA
2008 PGA Merchandiser of Year for 
Public Facilities
PGA Director of Golf
Haggin Oaks Golf Complex
Sacramento, California 

The practice facility is the central hub at Haggin Oaks. With over 100 lighted hitting bays and more
than a dozen professionals on staff, it’s an essential part of our operation. We’re at the PGA Show
every year looking to strengthen relationships with our current vendors and take advantage of

special buys. Some of our current partners we’ll visit this year are Range Servant, Power Tee (pictured
above) and Pinnacle. But as with any successful business operation, we’re never complacent. The Show
is the best place to scout new vendors and see if they can deliver something that saves us money, creates a
new revenue stream or separates us from our competition. For instance, after the 2010 PGA Show we in-
stalled an automated teeing system, Power Tee, on our range and they’ve really made an impression on
golfers at Haggin Oaks.

This year, we’re looking to improve our range targets to further enhance our operation. I’m hoping to see
some interactive targets at the Show. Although I don’t have a particular company in mind, I believe that
moving or interactive targets can boost any golfer’s range experience.

http://WWW.GOLFRANGE.ORG




40 J A N U A R Y  2 0 1 5   |   G O L F  R A N G E  M A G A Z I N E W W W. G O L F R A N G E . O R G

P
G

A
P

R
O

TI
P

S

ENGAGEMENT

It’s no coincidence that Kinloch Golf Club was voted the best new private course when we opened in
2001, or that we’ve had a perennial spot on best-of lists nationally and statewide. From the start we’ve
dedicated ourselves to the service of our membership, which includes engaging them at every level –

both online and in person.
Attending the PGA Show provides us with an opportunity to locate items for tournament gifts/awards, as

well as tools for enhancing communication with our membership. We work with a software company called
Jonas, which we found at the PGA Show, to help us create new digital initiatives for marketing to our members
beyond the customary email newsletter.

Our professional staff is always seeking ways to add to the experience for the members. For instance, we
offer free monthly short game clinics where we make time to chat with each member about the current status
of their game and equipment. Periodically, we host complementary one-hour fitting sessions. By doing these
free sessions, we ensure that we get face time with the members – particularly those who aren’t taking
individual lessons or rarely upgrade their equipment. Because our members look to us as golf equipment
experts and we’re making recommendations for their bag, it’s critical that we utilize the PGA Show to learn
everything we can about new offerings from equipment manufacturers. Beyond that, going to Demo Day
gives us the opportunity to test the product so we can deliver real feedback to our golfers back home. 

Have Conversations In Person 
and Online
Phil Owenby, PGA
PGA Director of Golf
Kinloch Golf Club,
Richmond, Virginia

http://WWW.GOLFRANGE.ORG




The Golf Range Assoc
Expand its Presence at 
Demo Day at Orange County National Golf Center has
become a can’t-miss event during the action packed
week of the PGA Merchandise Show. In 2015, the Golf
Range Association of America is adding to the allure 
by hosting an expansive pavilion on Lower Tee 2 
(located near the main entrance). 

Visitors of the pavilion will have the chance
to talk golf with some of the foremost
minds in golf instruction, including PGA

Teachers of the Year Mike Malaska, Lou Guzzi and
Kathy Gildersleeve-Jensen.

“As golf instructors, it’s always a treat to expe-
rience the latest offerings from the game’s top
manufacturers at Demo Day. There’s no substitute
for firsthand experience when it comes to assess-
ing the feel and performance of new equipment,”
says Malaska, the 2011 PGA Teacher of the Year.
“And while a new club can pay big dividends for
our students, we also know that there’s no substi-
tute for quality instruction and the watchful eye of
an experienced golf professional. That’s why I’m
very excited to be a part of the GRAA Pavilion at
Demo Day, and look forward to sharing my insights
with my fellow PGA Professionals.”

In addition to the aforementioned PGA Teachers
of the Year, visitors will have the chance to 
network with nationally-recognized professionals
such as Nicole Weller, 2013 Youth Player Develop-
ment Award Winner; Rick Kline, 2013 PGA 
Merchandiser of the Year for Public Facilities; and
many more. 

With banners stretching 20-feet high, the GRAA
Pavilion will be hard to miss. And you won’t want
to miss it! The GRAA Beer Garden presented by
Pukka will be open from 1-3 p.m. and will served
Dogleg Ale from local craft brewery Ya Kilt It. 
Additional giveaways include limited edition GRAA

t-shirts, tees by Champ Golf and hats by Pukka
headwear. 

The GRAA Skills Challenge presented by Fore-
sight Golf will run throughout the day – with the
winner receiving usage of a Foresight launch 
monitor for one year, including an option to lease
or buy the unit at the end of the year. Participants
will be able to track the leaderboard on their
phone throughout the day.

“We’re excited to bring the GRAA Pavilion to life
at the 2015 Demo Day,” says Rick Summers, CEO
of the Golf Range Association of America. “We
stand for growing the game and the range is
where the game begins and grows. The pavilion
will not only be a place for PGA Professionals to
network with one another, but also we want them
to see the range in a different light. So they can
make their own ranges more fun and engaging,
thereby growing their business and the game.”

Back at the Orange County Convention Center,
the GRAA will be located at booth 2601 where the
2014 class of award winners can pick up their hard-
ware – a beautiful piece of crystal from Sterling
Cut Glass. The winners, who were announced in the
December 2014 issue of Golf Range Magazine, can
stop by the GRAA booth anytime during normal
Show hours to claim their trophy.

To close out the Show, the GRAA Advisory Board
will meet with association leadership to discuss
the current direction of the GRAA and planned
growth strategies. 



ociation of America to 
t PGA Show Demo Day

Golf Ranges: Where the Fun Starts
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TOUR TALK

PRACTICE
DAY

PGA Tour star Jason Day provides a look
into his practice habits, and offers ideas

instructors can use to help students
get more out of their

range sessions
BY FARRELL EVANS

Farrell Evans is a golf writer based in New York City.
He most recently contributed to ESPN.com/golf.
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While your students don’t have access to the immense
archive of stats PGA Tour players have at their fingertips,
encourage them to track things like fairways hit, greens
in regulation and putts during their normal rounds.
This will help you focus on weak areas of their game
during lessons.

Like most contemporary PGA Tour players, Jason Day uses his tournament
statistics to help structure his practice routine.  The 27-year-old Australian
knows, for example, that in 2014, despite his win at the WGC-Accenture
Match Play and five other top 10s, he was ranked 131st on tour in driving ac-
curacy. So he will pay particular attention to the driver in his sessions with
his coach and caddie, Colin Swatton.    

“We get the tools to understand what our strengths are, and then we
look at what we’ve done to get to those strengths,” Day says. “And then we
also identify the weaknesses that we’re trying to work on.”

From there, Day increases his ball count. “The only way to get better is
more volume and quantity of balls that you’re hitting,” he says.

TEACHING TIPS

http://WWW.GOLFRANGE.ORG
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Encourage your students to incorporate their
pre-shot routine into practice sessions –
going through the motions before each
swing, rather than just firing range balls
like a machine gun. 

Day, who turned pro in 2006, follows a set practice routine
on weeks when he’s not in competition. He splits his six-
hour practice days almost equally between putting, short
game and hitting.

He tries to hit between 150 to 200 balls—going through
a deliberate pre-shot routine, where he tries to visualize
each shot.

The consistency of his pre-shot routine is one of the bul-
warks of his strong mental approach to the game: a habit
ingrained into his psyche from doing it over and over again
in practice.

TOUR TALK

TEACHING TIPS

http://WWW.GOLFRANGE.ORG




TOUR TALK
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Remind your students how important it is to warm up
prior to a round. But, how they hit the ball during this
pre-round session is not important – it’s more about
preparing the body and engaging the golf muscles.

At tournaments, Day arrives at the course two and half hours before his
tee time. After stretching with his trainer for about half an hour, he spends
30 minutes hitting balls and another 10 to 20 minutes each on putting and
chipping.  

“I’m just trying to get a feel for the sand and the grass and how fast the
greens are rolling,” he says.

He never puts too much stock into how he’s hitting the ball in these
warmups.

“It’s not so much the hitting, it’s how the body feels,” Day explains. “For
me it’s more about how the body is moving than it is about where the ball
is going or how solid I’m hitting it.”

After battling a bad back and thumb injury for most of 2014, Day has big
goals for 2015. He’s hoping that he’ll be pain free in the upcoming year to
practice hard enough to get to No. 1 in the world and win his first major
championship. He knows that his journey to the very top of the game begins
on the practice tee. 

TEACHING TIPS

http://WWW.GOLFRANGE.ORG


Everything you need for your 
lessons, leagues, and tournaments 

in one, easy-to-use system

΄�ERPdaR�^]ZW]R�_Mh\R]cb

΄�7aRR�\MaYRcW]U�c^^Zb

΄�6Mbh�SRR�\M]MUR\R]c

΄�7aRR�ZWbcW]U�^]�24F;H6�P^\��B82�P^\���

��BZMh8^ZS2\RaWPM�P^\��M]Q�8Rc8^ZSDRMQh�P^\

΄�5RcMWZRQ�aR_^acW]U

΄�4dbc^\�^]ZW]R�S^a\b�M]Q�fMWeRab

8Rc�h^da�SaRR�MPP^d]c�Mc�

www.pga.com/ACTIVE
in partnership with

PROGRAM MANAGER
OdWZc�^]

FVR�B82�^S�2\RaWPM�b

FVR�B82�]M\R��Z^U^b��M]Q�\MaYb�MaR�M�caMQR\MaY�^S�cVR�Ba^SRbbW^]MZ�8^ZSRab��2bb^PWMcW^]�^S�2\RaWPM�

http://www.pga.com/ACTIVE




January’s Featured Top 25Teaching & Training Aid:

Eyeline 360-Degree
Mirror: Providing
Instant Visual
Feedback

TOP 25 TEACHING & TRAINING AIDS

PGA Professionals use the Eyeline 
360-Degree Mirror to help students
improve in a multitude of ways

As golf instructors, you’ve probably met
countless players of varying skill levels
who feel like their swing is zigging when

it’s actually zagging. The great thing about mirrors
is: They don’t lie. That’s why the Eyeline 360-Degree
Mirror has been such a helpful training aid for
many golf instructors. It provides instant visual
feedback to help your student’s golf swing zig.

For LPGA Professional Deb Vangellow and
PGA Professional Bill Abrams, the Eyeline 360-
Degree Mirror has been a staple in their training
aid toolbox for years. For Vangellow, the 2012
LPGA Teacher of the Year, is a great substitute for
students who are a bit camera shy and prefer not
to use video. In addition, it’s her go to training aid
for checking pre-shot fundamentals. For Abrams,
it’s a perfect fit for his teaching style and helps
when communicating instruction to his students.

Read on to learn more about how these two
professionals have used the Eyeline 360-Degree
Mirror to improve their teaching business. Also
check out the video from Abrams, who demon-
strates some his favorite 360-Degree Mirror drills.

From Deb Vangellow...
Deb Vangellow uses what works best for 

her students. She uses “enough technology to 
be dangerous” including video, ball flight feed-
back/launch monitors, and other feedback de-
vices, but does not hesitate to go back to the basics,
or go “low-tech,” if necessary.  The Eyeline Golf
360-Degree Mirror allows her to do just that and
“Old school” is a term she wholeheartedlyenjoys.
“Video is terrific, but it is not for everyone,” says

Vangellow, a Golf Digest Top 50 Best Women
Teacher. “Mirrors, especially the 360-Degree 
Mirror, are great for students who do not desire
video analysis; mirrors are instant feedback and
very real to people. As some of us know, the mirror
doesn’t lie.”

Vangellow explains that the Eyeline Golf
360-Degree Mirror can help students focus on
their golf improvement strategies in real-time.
She explains that some students respond better
with the mirror because it is much simpler, 
requires minimal training and is easy to use, par-
ticularly when they use it during their own practice
sessions.

“The 360-Degree Mirror is especially good 
for position checks during the set-up and swing,”
Vangellow explains. “Although this teaching and
training aid was designed more for full-swing use,
students can even use the mirror to check where
their eyes fall when making their putting stroke;
the mirror’s angle is wide enough to see if their
eyes are in front of, behind or right over the golf
ball/line of putt – that’s huge.”

Vangellow, who is also the national vice 
president for the LPGA’s Teaching and Club 
Professional Division, says that she uses the mirror
mostly for pre-swing fundamentals, such as

Deb Vangellow, the 2012
LPGA Teacher of the Year and
a GRAA Top 50 Growth of the 
Game Teaching Professional, is
the LPGA Master Professional 
at Riverbend Country Club
in Houston, Texas.



grip/set-up (face on view), golf shaft lean
(face on view), posture (down the line
view), distance from the handle of the golf
club/golf ball (down the line view), and
so on. The one thing that surprises her 
students most frequently when using the
product is how far away from the handle
of the golf club – therefore the golf ball –
they may be standing.

“They may feel like they are standing
pretty close to the golf ball at address,”
continues Vangellow, “but in actuality,
most students, especially new golfers,
stand too far away and reach to the ball.
This is one of the best things about the
360-Degree Mirror: it allows students to
easily view their posture and arm hang at
address, as well as alignment with their
shoulders, hips, thighs, knees and feet,
takeaway and downswing positions, all
with a very simple and relatively inexpen-
sive device.”

The fact that Eyeline Golf improved
upon a normal mirror you may find in 
a homegoods or hardware store with 
the 360-Degree Mirror is what drew 
Vangellow to the teaching aid in the first
place. She says that the mirror is a “good
quality product” and holds up extremely
well over time and through thousands 
of lessons/practice sessions. The mirror
has never warped in the hot sun nor has
it become “foggy” as some mirrors have
been known to do after prolonged expo-
sure to the elements.

“I have used convex mirrors for most
of my teaching career,” explains Vangel-
low. “Some or which were hit or miss in
regards to their function and longevity.
Since I started using the Eyeline Golf 
360-Degree Mirror over four years ago, I
have not had any type of issue whatsoever
with its performance.” 

Vangellow also likes the mirror for its

size in that it’s a bit smaller than some of
the competitors and, as a result, is much
easier to store and transport. She is even
able to put it in her teaching golf bag if she
needs to. Furthermore, she claims it is
very easy to set up for use.

“What is very important is that it is easy
for my students to set it up and use when
they are practicing on their own,” says
Vangellow, the lead instructor for the
LPGA Global Education Program and a
member of the Golf Advisory Committee
for The First Tee. “It’s very efficient and
effective, without a doubt.”

Vangellow maintains a “set-up practice
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The 360-Degree Mirror is faster than a
camera. When your students set up to the
mirror, they see everything from clubhead to
the top of the backswing without turning
away from the ball. It makes learning new
movements or making adjustments quick and
easy because of the instant visual feedback.
You can even mark mirror with the positions
you want the student to achieve.

Notes from the
Manufacturer

In addition to the monthly GRAA
Top 25 Teaching & Training Aids

coverage in Golf Range Magazine,
the Golf Range Association of
America has created a Teaching &
Training Aids Resource Center on
GolfRange.org. 

GRAA Top 25 Teaching
& Training Aids
Expanded Coverage
on GolfRange.org

Visit GolfRange.org for
expanded listings of

the Top 25 Teaching &
Training Aids for 2014.

http://GolfRange.org
http://GolfRange.org
http://GolfRange.org
http://WWW.GOLFRANGE.ORG


station” on her learning tee along with a
user-friendly pre-swing checklist so her
students can come and practice/self coach
using the mirror any time they see fit. She
insists that the 360-Degree Mirror is great
for visual validation of what the golfer feels.

“Unlike video, the mirror may be 
more simple and easy for efficient self eval-
uation, especially with the critically 
important pre-swing fundamentals,” 
explains Vangellow.  “So much of the suc-
cess of good/repeating swing motion is a
result of a sound set-up; pre-swing com-
ponents have such an effect on the 
in-swing components.  When students
put their focus and attention on these 
critical components, it is often surprising
how everything after the club moves away
from the ball falls nicely into place with
good sequencing.

“Sometimes, due to user error (camera
placement is critical for example), video
analysis can be misleading,” says Vangel-
low. “Because the mirror is so simple to
use, the feedback can be easily seen 
and improvement strategies are often 
understood with better clarity. Further-
more, there is sometimes great personal
discomfort with video – using a mirror

therefore seems to be a better choice 
for numerous folks.”

Vangellow says that the Eyeline Golf
360-Degree Mirror may seem like a very
simple teaching and training aid, and
that’s because it is, she claims. However,
just because it is simple, she says not to
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(continued on page 60)

PUD SPECIAL 30% Of

JOIN OUR AFFILIATE 
PROGRAMME

www.cs2putting.com

www.cs2putting.com

Use Promo Code :
GPRO

The iPing app analyzes and displays
students’ consistency on screen using
three criteria: stroke type, impact angle,
and tempo. Paired with the iPing Fit
feature, it will match students with
the Ping putter models that fit their
stroke type.

Training Aids
to Look for:
iPing App

http://www.cs2putting.com
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Here’s what’s really cool about it…you can share [videos] with your instructor, your 
instructor can edit it, send that link right back to you. You can have, within two or 
three minutes, “feedback” from your instructor and be half the world away. Great 
technology from FeedbacK™.
                     CHARLIE RYMER, Golf Channel Analyst

Golf Channel Morning Drive - 2014 PGA Merchandise Show

Meet the first 
voice-controlled, 
hands-free, golf swing 
training aid.

www.feedback-golf.com

feedbackgolf@
FeedbackGolf

The Golf Range Association of America

Top 25 Teaching &
Training Aids

The 2014 list was selected by the
country’s top teachers

• Ernest Sports ES12

• Exertools DynaDisc
Balance Cushion

• Explanar Golf 
Training System

• K-Vest

• K-Vest K-Trainer

• Momentus Power
Hitter Driver

• MorodZ Alignment
Rods

• PING iPING Putter
App

• Right Angle 2 Golf
Training Aid

• SAM PuttLab

The Next 10:

1. Gary Wiren Impact Bag
www.golftrainingaids.com

2. Orange Whip Swing Trainer
www.orangewhiptrainer.com

3. V1 Pro
www.v1sports.com

4. Gary Wiren Power Fan
www.golftrainingaids.com

5. The Putting Arc
www.theputtingarc.com

6. Eyeline Golf: 360 Degree Mirror
www.eyelinegolf.com

7. Swingyde
www.swingyde.com

8. SNAG Golf
www.snaggolf.com

9. Momentus Weighted Iron
www.momentusgolf.com

T10. Eyeline Golf: Ball of Steel
www.eyelinegolf.com

T10. TrackMan Pro
www.trackmangolf.com

T12. Mike Bender BenderStik
www.benderstik.com
407-328-7674
MEGSAgolf@aol.com

T12. Orange Whip Orange Peel
www.orangewhiptrainer.com

T12. The Impact Ball
www.theimpactball.com

T12. V1 Golf Academy
www.v1sports.com

T16. Eyeline Golf: Golf Metronome
www.eyelinegolf.com

T16. FlightScope X2
www.flightscope.com

18. Tour Striker
www.tourstriker.com

19. Foot Wedge
www.golftrainingaids.com

T20. Eyeline Golf: Balance Rod
www.eyelinegolf.com

T20. Randy Myers Stretching Pole
www.golfstretchingpole.com

22. Medicus Dual-Hinge
www.medicus.com

23. SKLZ Smash Bag
www.sklz.com

24. Eyeline Golf: Putting Impact System
www.eyelinegolf.com

25. JC Video Arc-30 System
www.jcvideo.com

6-in-1 Golf Swing Trainer
For Every Swing In YOUR Game!

GOLFSTR+ is 
a Brain Trainer to 
develop muscle 
memory as you play. 
Gives you an unfair 
advantage. 

6 SWING FIXES:
1: Straight Arm 

Backswing

2, 3 & 4: Flat Wrist 
Putting, Chipping 
& Backswing

5 & 6: Lag trainer: 
Full Swing & Limit 
Lag Chipping

Call 1-855-799-9695 
www.golfstr.com 

Only $29.99

1

2
3

4

6

5
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discount the effectiveness of the teaching
aid. According to Vangellow: Simple is
good!

“The mirror is a teaching and training
aid that has stood the test of time over the
course of my teaching career. Eyeline
Golf’s 360-Degree Mirror provided me a
streamlined version of something I use
daily,” she says. “Without a doubt, this is
one of the most utilized teaching aids in
my arsenal. Eyeline Golf’s teaching aids
help us as instructors support our 
teaching with  effective, efficient and com-
patible aids, something very much along
the lines of teaching the LPGA way: 
Student centered.”

From Bill Abrams...
Like many golf professionals, Bill

Abrams was lucky enough to have a great
mentor to teach him nuances and theories
of the golf swing. Abrams’ mentor, Jimmy
Ballard, is one of the best, although 

perhaps not a household name. Ballard
is well known in PGA Tour circles as the
instructor of players like Paul Azinger,
Rocco Mediate, Jesper Parnevik and
many others. 

Ballard’s teaching philosophy is called
Swing Connection –a common sense ap-
proach to golf that relies on body-friendly
athletic motions. It’s this same common
sense and simple approach that Abrams
takes with his students. That’s why, he says,
the Eyeline 360-Degree Mirror has been
a tremendous instructional tool for him.

“The golf swing can become overly
complicated if you let it,” says Abrams, a
U.S. Kids Top 50 Master Junior Teacher.
“But at the root, it’s all about dynamic
movement within the confines of your
body. In other words efficient and 
comfortable movement, which make 
it easier to repeat the motion.

“A lot of times a golfers body is not mov-
ing the way they feel it is,” he continues.
“That’s where the 360-Degree mirror pays
big dividends. The golfer can instantly see
how their body moves and it gives them
visual understanding of how their swing
works.”

One unique drill that Abrams has his
students perform using the 360-Degree
Mirror is centered on proper alignment

golfrangespecialties.com

TARGET 
DOME
Turn your 
driving 
range into 
a precision 
target 

range.
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No Maintenance
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Used by Jim McLean at 
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in Ft. Worth Texas

special price$399
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Bill Abrams, is the PGA 
head professional at
Balmoral Woods Country
Club in Crete, Illinois and
the PGA teaching
professional at Golf
Solutions Academy.

In this video, Bill Abrams explains how and why he uses the 360-Degree Mirror in
his instruction.

1Eye and Shoulder Alignment: Bill places the mirror on the ground in front of his
students to help them properly align their shoulders and eyes during their strokes.

He uses this technique for both full swings and putting strokes.

2Staying Centered: Bill also places the mirror in front of his students’ stances so that
the line on the mirror falls directly in the center of their setup position so that it

allows them to see how their weight distribution is prior and during the golf swing.

How Bill Abrams Uses the 360-Degree Mirror

http://golfrangespecialties.com
http://WWW.GOLFRANGE.ORG


and set up prior to the shot. He places the
mirror on the ground at the feet of the stu-
dent with the red line pointing toward the
target. The purpose to see whether the eyes
and shoulders are actually square to the
target line. He then uses an alignment rod
to show the student how far off their align-
ment actually is.

“With today’s longer clubs and larger
clubheads, it’s easy for golfers to lose track
of how they’re set up relative to the target,”
says Abrams. “It’s always eye-opening (no
pun intended?) when I show my students
just how far off target they set up. By pairing
the alignment rod with the Eyeline 360-
Degree Mirror, it’s easy for them to see. The
red line on the mirror is pointed directly at
the target, while their eyes and shoulders
could be aimed 20 yards left or right.”

Another way that Abrams uses the 360-
Degree Mirror is by changing it’s direction
so the red line is perpendicular to the stu-
dent’s stance. This is a way for the student
to tell if their spine is tilted too far left or
too far right. Even if their shoulders are
open or close to the target. 

“I’ve been using the Eyeline 360-De-
gree Mirror for years now, ever since I first
discovered at the PGA Show years ago,”
says Abrams. “It’s a great fit with my teach-
ing style, and it’s a great way for my 
students to give themselves a checkup be-
tween lessons.” ■
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A MUST HAVE TRAINING AID
FOR ALL INSTRUCTORS.

Give your golfers the benefit of the same feel that Pro
Jack Grout gave to young Jack Nicklaus with the new
and improved

The only trainer that helps golfers learn to keep a steady
head and maintain their spine angles.

Visit us at www.foreverbettergolf.com/affiliate
to learn more about the PRO affiliate program.

Email: to bobd@foreverbettergolf.com

PRO-HEAD® 2 Trainer

“Simplicity is the key to a repeatable golf swing and the PRO-HEAD
Trainer provides my students the opportunity to build a simple
and efficient swing by holding their heads as steady as possible.
The PRO-HEAD helps them learn to maintain critical angles when
swinging the club. I love my PRO-HEAD Trainer and suggest you
get a unit for your Learning Center or practice area.”
— Lou Guzzi, PGA

2013 PGA Teacher of the Year

Works for all golfers:
• ages 8 to 80, 
• male or female
• all heights and weights
• left or right handed
• all skill levels

PRO-HEAD GOLF
1358 Hooper Ave., Suite 210
Toms River, NJ 08753 

Phone: (877)396-8160

Next month’s 
featured product:
Medicus Dual Hinge

http://www.foreverbettergolf.com/affiliate
mailto:bobd@foreverbettergolf.com
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Competitive Local Market
Private Cincinnati Club

to Undergo Multi-Million
Dollar Renovation
of Practice Facilities
Extensive changes include replacing
three holes in order to make space

for expanded practice range
BY JOHN TORSIELLO

RANGE RENOVATIONS
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The competition had gotten as intense as the back
nine at The Masters on a Sunday afternoon. The
owners and managers of Kenwood Country

Club in Cincinnati, Ohio, knew they had to lift their games.
So the 36-hole private club launched a several-million-
dollar expansion of its driving range and practice facilities,
as well as other amenities and upgrades. 

Ambitious? Indeed, but quite necessary in order to
attract new members and retain the ones they have. “We
are undertaking this project in order to maintain our
competitive edge in greater Cincinnati and meet our
members’ expectations in having practice facilities of the
highest quality,” says Gil Gusweiler, the facility’s PGA
director of golf. 

One of the strong competitors is Maketewah Country
Club, located about 10 miles from Kenwood. The 100-
year-old club partnered with nearby Xavier University
on a renovation project that completed in 2013. 
Enhancements were made to the practice facility, as well
as the course itself. 

Gusweiler hopes that the upcoming changes will not
only keep his club competitive in the battle for new mem-
bers, but also encourage existing members to practice and
use the facility more often, for longer periods of time. 

“Our existing range is grossly undersized relative to
the size of our membership, 575 golfing families (870 total
members),” says Gil Gusweiler. “Due to size limitations
and the inability to maintain good quality turf on our ex-
isting range it is used primarily as a place to warm up
before you play, not as a true practice facility.

“On top of that, times are changing. Many people don’t
have the four-plus hours to play golf every week,” he adds.

“But they still want to maintain their skills and have the
facilities available to introduce the game to their children.
That’s what makes a good practice facility so valuable
these days.”

The expansive project entails replacing three existing
holes (changing the Kenview Course from par 71 to 70)
and a short game practice area in order to expand the
practice range and enhance the conditions. In addition,
a new indoor facility will be added to make the club a
year-round destination for members.

The new range will have two bent grass teeing surfaces,
approximately three-and-a-half times larger than the 
previous range. When complete, Kenwood will be one of
the only clubs in the region to have a 300-plus yard driving
range, a state-of-the-art indoor teaching/hitting facility
on the range for inclement weather, and a separate short
game practice area with all of the modern amenities. 

The club is outfitting the indoor facility with JC Video
personal golf analysis software and FlightScope launch
monitors for fitting and teaching – with plans to add more
technology as needs arise. There will be a new men’s locker
room, a men’s lounge, ladies lounge, a fitness facility, a
pavilion and resort pool area. The entire golf project will
be finished in May with portions of the clubhouse to be
complete in August.

Members are abuzz about the upgrades. “Our members
are very excited about the prospect of having a new facility
which is on par with the quality of our courses,” says
Gusweiler. “Since we are located in the Midwest, they are
especially pleased about the indoor facility, which will be
available year round and include state-of-the-art swing
analysis equipment.” ■

By November of 2014, three holes had been excavated to make room for the
new practice area. May 2015 is the targeted completion date.

http://WWW.GOLFRANGE.ORG


1. Bracketron
866-237-4443
www.bracketron.com

2. Champ
(800) OK.CHAMP
www.champspikes.com

3. Coastal Netting
(800) 726-3354
www.coastalnetting.com

4. Easy Picker
(800) 641-4653
www.easypicker.com

5. Ernest Sports
(855) 354-4653
www.ernestsports.com

6. Feedback Enterprise
(757) 320-4494
www.feedback-golf.com

7. FlightScope
(407) 967-7121
www.flightscope.com

8. Foresight Sports
(858) 880-0179
www.foresightsports.com

9. Green Active Golf CS2
+ (27) 82 4178129
www.greenactivegolf.com

10. Golf Around the World
(800) 824-4279
www.golfaroundtheworld.com

11. Golf Range Specialties
(804) 305-3743
www.golfrangespecialties.com

12. Golf Web Design
(888) 287-2614
www.golfwebdesign.com

13. golfersskin
(800) 977-3440
www.golfersskin.net

14. GOLFSTR
(289) 837-0563
www.golfstr.com

15. Links Technology
(847) 252-7600
www.linkstechnology.com

16. MovCov
(877) 419-7955
www.movcov.com

17. Ping
(800) 474-6434
www.ping.com

18. PlaneSWING
(256) 282-9098
www.planeswing.com

19. Power Tee
(877) 769-3781
www.powertee.com

20. Pro-Head Trainer
(877) 369-8160
www.pro-head.com

21. Range Servant
(800) 878-8050
www.rangeservant.us

22. RangeCart Organizer
(800) 706-1336
www.rangecart.com

23. Sterling Cut Glass
(800) 543-1317
www.sterlingcutglass.com/
golfawards

24. Tex-Net
(800) 541-1123
www.texnetusa.com

25. The Putting Arc
(800) 898-0701
www.theputtingarc.com

26. The Putting Stroke Teacher
(309) 358-1602
www.tpsteacher.com

27. TPK Golf
(800) 433-4653
www.tpkgolf.com

28. UST/Mamiya
(800) 277-0534
www.ustmamiya.com

29. Wittek Golf
(800) 869-1800
www.wittekgolf.com
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GolfTrainingAids.com
Founded by PGA Master Professional Dr. Gary Wiren,
GolfTrainingAids.com is a resource for providing training aids to
teaching and touring professionals.  GolfTrainingAids.com has
expanded and now offers the world’s largest selection of golf
teaching and training aids.

Customer service is very important. Items will be shipped the
same or following business day.  And if you can get a better deal
somewhere else, it will be matched.
GolfTrainingAids.com, the world’s #1 source for golf training aids!

To learn more, visit: www.golftrainingaids.com

Links Technology
Links Technology offers design and development of websites;
the outsourcing of IT services; the fulfillment of IT staffing
needs; the development of software.  With each client, a
thorough analysis is conducted of business and technical
requirements to achieve their goals.  Developing a partnership
throughout the process is essential.  Customer satisfaction is
the number one priority, so when changes occur, flexibility is
offered to implement whatever solutions may be necessary to
guarantee a successful venture with Links.

To learn more, visit: www.linkstechnology.com

At the GRAA, we appreciate the business of all our partners that support
our many endeavors such as Golf Range Magazine, GRAA Best Practices,
the GRAA Awards Program, the GRAA Boot Camp Series as well as many
other digital and relationship programs.  Recently, the GRAA has
welcomed the following new partners who have come on board to
support the range side of the business and partner with our members on
growing the game and growing revenue at your respective facilities:

Featured Partners

READER SERVICE

Magic Nutrition
(859) 869-4367
www.magicnutrition.com

Synthetic Turf International
(800) 405-7455
www.synthetic-turf.com

Welcome to the Family!

http://www.bracketron.com
http://www.champspikes.com
http://www.coastalnetting.com
http://www.easypicker.com
http://www.ernestsports.com
http://www.feedback-golf.com
http://www.flightscope.com
http://www.foresightsports.com
http://www.greenactivegolf.com
http://www.golfaroundtheworld.com
http://www.golfrangespecialties.com
http://www.golfwebdesign.com
http://www.golfersskin.net
http://www.golfstr.com
http://www.linkstechnology.com
http://www.movcov.com
http://www.ping.com
http://www.planeswing.com
http://www.powertee.com
http://www.pro-head.com
http://www.rangeservant.us
http://www.rangecart.com
http://www.texnetusa.com
http://www.theputtingarc.com
http://www.tpsteacher.com
http://www.tpkgolf.com
http://www.ustmamiya.com
http://www.wittekgolf.com
http://GolfTrainingAids.com
http://GolfTrainingAids.com
http://GolfTrainingAids.com
http://GolfTrainingAids.com
http://www.golftrainingaids.com
http://www.linkstechnology.com
http://www.magicnutrition.com
http://www.synthetic-turf.com
http://www.sterlingcutglass.com/golfawards
http://www.sterlingcutglass.com/golfawards


LEARN FROM THE BEST

The PGA Center for Golf Learning and Performance in Port St. Lucie, Florida  
sets the stage for an incredible Golf School experience.

Ranked among the country’s Top 50 practice facilities, the Center features  
PGA of America Golf Schools, with top PGA Professionals presenting  
state-of-the-art instruction for your game.

PGAVILLAGE.com  |  800-800-GOLF (4653)

Golf School Packages with Rounds at PGA Golf Club Start at $835
Reserve Your PGA of America Golf Experience Today!

© 2014 The PGA name, logos and marks are a trademark of the Professional Golfers’ Association of America.

http://PGAVILLAGE.com
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Golf Range Association of
America Preferred Vendors
In recognition of their support and participation, The Golf Range
Association of America wishes to thank the following GRAA
Preferred Vendors.

800 OK CHAMP
www.champspikes.com

Official Spike and Tee Supplier

800-405-7455
www.synthetic-turf.com

Official Turf Supplier

800-641-4653
www.easypicker.com

Official Range Equipment Supplier

EASY PICKER®

GOLF PRODUCTS

888-287-2614
www.golfwebdesign.com

Official Web Designer

877-769-3781
www.powertee.com

Official Automated Tee System

800-541-1123
www.texnetusa.com

Exclusive Netting Company

800-869-1800
www.wittekgolf.com

Official Range Equipment Supplier

800-225-8500
www.titleist.com

Official Equipment Company

800-726-3354
www.coastalnetting.com

Exclusive Netting Company

PREFERRED VENDORS
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