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Will Robins on the importance of understanding that students don’t come to you for your 
certifications, but for the results you can offer them: 
There are many teachers out there and it often takes something different or unique to stand out and become that “go 
to” golf professional in your area. It didn’t take long for me to learn that simply stating your price and selling fixes 
doesn’t work, and that selling the benefits and not the features of one’s golf instruction is what would propel my 
business. During initial conversations and on-course game assessments with students, I would listen to what they 
had to say and watch what they did. From their feedback and performance, I could determine their “needs” as 
opposed to their “wants”, often two vastly different things. For instance, I would have a student tell me he had 40 
putts in a round, but in the next breath tell me of his desire to get longer off the tee. By analyzing the information 
obtained from these conversations, I was able to create a plan of action for vast improvement in a timely manner, 
focusing on their “needs”. I feel that is the difference between a coach and an instructor, the former will give his 
students what they need, where the latter gives them what they want. This particular student needs to lessen the 
number of putts per round and he will see drastically lower scores in a short period of time. The scoring method, one 
based on solving players’ problems, was so successful that I created a consulting business based upon it. Since 
2013, I have held consulting sessions with other golf professionals and trained them on how to implement the 
theories I learned, alleviating the ever-present frustration that struggling golfers experience. I teach them that 
students don’t come to you for your certifications, but for the results you can provide them, the benefits. Offering 
students ten shots off their game or you’ll teach them for free is selling people results. That’s what they’re really 
looking for. 

Will Robins on the business impact of understanding that students don’t come to you for your certifications, 
but for the results you can provide them: 
Basing your price upon your certifications and the products you use is not a great method to get new customers. You 
must get to know them and learn their game to most effectively improve their skills and their ability to shoot lower 
scores. That is the purpose of golf. Lower scores create more enjoyment in the game. This way of thinking didn’t 
occur overnight. But once it happened, I implemented it into how I acquired and retained students. During the first 
four years of teaching, my lesson income grew tenfold. Consulting allows me to pass this knowledge on to fellow golf 
professionals around the world, and now it’s 80% of what I do. Selling results rather than time, and ensuring results in 
a certain period of time (or the remaining lessons required to achieve those results are free) drives my teaching of 
students, as well as other professionals. Four years ago I was mentoring one other professional; today I have seventy 
five. The proof is in the results, and after consulting for four years and teaching for over a decade, the results are 
evident. By demonstrating the value of your teaching, students are comfortable with paying what it takes to achieve 
their goals. It’s not about selling your resume; it’s about selling results. 
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