
Winter Regional Coach Education – February  

Keep the Coaching Romance alive  

 

“The Dating Game” How to Meet, Greet and Keep Golfers with Steve Astle  

 

 

“This workshop will uncover an area of coaching that is still relatively overlooked and will 

develop the key skills for any coach looking to increase their coaching business, even 

more than technical knowledge.  The skills learnt, particularly client engagement and 

adding value will be transferable to most other areas of the golf industry. A workshop 

not to be missed, prepare to be challenged and motivated.” Steve Astle 

 

Steve Astle has been Head of Coaching at East Midlands Golf Academy for nearly 10 

years working with all clientele from Tour professionals to beginners on a daily basis. 

Steve has a reputation for having a very busy diary, building great relationships with cli-

ents and getting results at the highest level. 

Steve has worked with some of the most elite level players in the country and also works 

with England Golf as Head coach for the NW Girls squad. His role within the Derbyshire 

Institute of Sport allows him to constantly work with performance coaches within all 

sports and high flyers in the corporate and education world.  One of Todays Golfers Top 

50 coaches with a real passion for engagement with clients and using technology and a 
desire for learning to encourage change.  

This interactive workshop will aim to give coaches the tools to engage more effectively 

with potential and current clients and ensure they are getting inspiring results and expe-

riences with the use of coaching technology and social media.  We’ll also look at the after 

lesson care to ensure all clients will return time and time again.  

The above outcomes will be achieved by looking at real life practical examples from be-

ginners to tour players and will leave delegates with a clear process of how they can 

keep their diary full and understand how their own coaching performance can be effec-
tively measured and managed. 

Come prepared to be challenged, inspired and ready to share. 

"Steve has proven to be 'inspirational' in amongst our group of international coaches. He 

comes from a thought provoking, innovative angle on every occasion and clearly has a 

wonderful grasp on the cutting edge of performance sport and the human behaviour 

required to be within it” 

Andy Wood –Former Head Coach, Team GB Badminton - 4 Olympic Games 
 

“His knowledge and experience coupled with his creativity and curiosity to learn from 

different sports and domains, results in Steve being an engaging, passionate and 

adaptable performance coach. He embraces technology to increase the impact of his 

coaching and to encourage players to take ownership of their own learning.” 

Rebecca Hembrough- Performance Manager- England Golf 



 

 

Course Objectives 

By the end of this workshop coaches will be able to: 

 Take away a model of how to build an initial rapport with clients and apply it 
to any level of client. 

 Utilise an online booking system to measure their personal coaching produc-

tivity 

 Utilise a web based training space, personal web presence and social media to 

ensure constant contact with clients and add value  

 Have a clear picture of the coaching mirror and where they sit on the coaching 
landscape.  

 Understand how to “date their prospective clients” 

Course Content 

The workshop will look at a step by step guide to building, developing and managing 
relationships with your clients, it will include; 

Finding out what your clients primary objectives and goals are and how they can be es-

tablished 

A look inside coaching and website marketing analytics using practical daily live exam-
ples 

The workshop will discover how value can be added rather than discounting via 
constant client contact through online training spaces and video reports. 

Understanding the difference between finding clients for your products or developing 
products for your clients- making them feel special 

Open forum discussion around non negotiables in coaching customer service to 
meet customers needs. 

You will begin to establish a formula for your own environment that will improve client 

coaching retention. 

The awkward coaching questions will be discussed that are never really approached, i.e. 

player not improving or client now working with one of your colleagues.  What happens 
when the relationship breaks down and what is the average dating period. 

 



 

Delivering Engaging Sessions (Young People) with James Morrow 

 

 

Do you want to inspire the next generation of golfers?  Do you want to maximise reten-

tion through those tricky teenage years?  We will examine all of the issues facing young 

people and how to turn them on their head.  Be a part of making golf young people’s 
number 1 choice activity. 

All the evidence highlights that numbers of juniors in sport and especially golf is declin-

ing, do we need to change? How can we keep our coaching both fresh and creative for 
juniors whilst maintaining the high levels of enjoyment that help retain that client base? 

Share and try out practical ideas with other coaches in delivering more engaging ses-

sions for young people. Help develop your coaching revenue by increasing your recruit-

ment and retention of your clients and enhance your value for your facility putting you at 

the heart of golf. 

With over 15 years coaching experience James Morrow has focused his development 

on Grass Roots coaching where he has helped introduce over 3000 people to the game.  

He began his journey into golf development when he joined the PGA coaching team in 

2011 as Regional Coaching Development Officer (RCDO). He was responsible for sup-

porting the development of the "Get into golf" coaches in the South and East Regions 

and the development of coach education and development programmes. He is now a 

scUK qualified Tutor and Assessor and also a Tutor for The PGA AT level 1 (and also a 

Guinness World Record Holder) 
 

Client Testimonials:  "James took time to listen to what I wanted to improve and ensured 

that the changes were simple yet effective. As a mid-handicap golfer, I wanted to 

improve my ball striking and overall confidence in my swing. After just 2 lessons, I 

improved my game by 10 shots. If only it was always that simple."  Dan Jones 

“In only a few lessons I am pleased to report that James has steered me towards a much 

more consistent swing and game understanding. I would be pleased to recommend him 

to others.”   Laurence Turk 

 

Course Objectives 

By the end of this workshop, you will be able to: 

•      identify what young people want from sport  

•      identify different stages of young people’s participation development  

•      identify differences in coaching styles that meet young people’s requirements 



•      understand and demonstrate how to include the ‘C’ system approach in your coach-
ing 

Course Content 

This workshop explores the following areas: 

How to maximize retention through those teenager years. 

Examine the issues facing young people and how to turn them on their head.  

Learn about the ‘C’ system and how it helps by providing a framework in which coaches 
are better placed to understand and meet the ‘Wants and Needs’ of golfers  

How the ‘C’ system can help deliver a positive experience with all your coaching.  

Share and try some practical ideas with other coaches in delivering more engaging ses-
sions 

Help develop your coaching revenue by increasing your recruitment and retention of 

your clients 
 

 

22nd February Loughborough University 
23rd February Shrigley Hall, Cheshire 
24th February Ufford Park, Suffolk 
25th February Kingswood, Surrey 
26th February The Bristol, Bristol 
 

If this is you and you want to make 2016 the best year yet, contact the member 

education department and book your place (Tel:  01675 470333) for more 

information visit PGA.info or contact your Regional Coaching Development Officer.  All 

events carry 25 CPD points 
 


