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Lesson 1 mstruction

Golftec’s high-tech feaching model is helping golfers and its boftom line

LEGENDARY PGA teaching
pro Bill Strausbaugh once
opined that the golf swing’s
complexity can be likened to
a“geometric nightmare” and
that “the reason golf is consid-
ered a lifetime sport is that it
takes a lifetime to master it.”
He cautioned to “be patient
with the process.”

But the late Strausbaugh,
the epitome of old school with
his straw hat, button-down
shirt and meticulously knot-
ted tie, would have been tick-
led by the thoroughly high-
tech approach to instruction
being introduced on a broad
scale by Denver-based Golftec.
Formed in 1995 by Joe Assell
and Mike Clinton, a pair of
former Cherry Hills CC assis-
tant pros, the computer- and
motion-sensor-based swing
analysis may not only be
changing the way people learn
golf, it might also be shorten-
ing the lifetime it takes to
master the game.

Golftec’s multiple camera
system matches digital video
with motion-analysis software
that measures degrees of
rotation, hip bend and shoul-
der turn. And after years of
research with elite players, the
Golftec model has developed
ideal numbers to look for at
crucial moments in the golf
swing from address to follow-
through by measuring the
swings of more than 150 tour
professionals and producing
ideal number ranges.

Clinton and Assell got the
idea from early computerized
swing analysis done at Cherry
Hills. “We could see people
were improving here faster,”
Clinton remembers. “They
could see the golf swing more
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The review process is a key to
Golftec’s teaching method.

clearly and internalize it bet-
ter. They could feel it.”

As successtul as the Golftec
method might be for golf
instruction, it’s an even bigger
hit as a business. Set up as a
collection of franchises, there
are now 59 Golftec “stores” in
18 states, as well as a partner-
ship with Golfsmith to open
stores within stores (think
of a Starbucks in a Borders
bookstore).

To date, Clinton estimates
Golftec teachers have given
more than 700,000 lessons
over the last decade and that
on any given day, Golftec is
giving 10 percent of all lessons
in the U.S. Lessons can be
ordered either individually, or
in blocks of five, 10, 15, 25 and
even 52 sessions (half-hour
per lesson) for $365, $645,
$895, $1,345 and $2,495,
respectively. Individual lessons
are $85 for a half-hour. And a
player who travels frequently
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can visit any Golftec store to
get his next lesson, where any
one of Golftec’s 160-plus PGA
certified staff teachers can
provide instruction.

Golftec has plans to grow to
120 stores by the end of 2007
and maintain a growth of 60
new facilities a year through
2010. Certainly, the Golftec
model is not perfect. It only
works indoors so players and
teachers do not see ball flight,
and they don’t hit shots off real
grass. And, of course, it focuses
exclusively on the full swing.
There are plans, however, to
expand the Golftec motion
analysis methodology to
putting.

But most important, said
Clinton, is the Golftec method
is geared toward average play-
ers. “Our success stories aren’t
in tour players,” he said. “It’s
the wall of fame in each store
that shows every time a 100-
shooter sets a new personal
best. We've made our business
on teaching ordinary, average
people every day” GW
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