BIO OF SPECIAL AWARDS CANDIDATE

Daniel Urban - Gull Lake Country Club

Name of Nominee: ______________________________________________________

2012

Year Elected to Membership: __________________________________________

Merchandiser of the Year - Private

Award Nominated for: _______________________________________________
Briefly describe your achievements/accomplishments that would pertain
to this award:

I accept this nomination on behalf of my staff as it is truly a team effort.
I have been the Head Golf Professional and golf shop owner at Gull Lake Country Club
since 2016. My positions through my career from an assistant at Sunnybrook CC for Mick
DeKorver, Kent CC, & Egypt Valley CC have all lent a hand in creating my style and
philosophy. These roles led me to Prestwick Village G&CC, and after two years I moved
on to GLCC to create a boutique style shop, and change the perception of the traditional
golf shop.
With a small and seasonal membership that is invested in the lake life as well as golf, we
have created a one stop shop atmosphere that is committed to the lifestyles wear, while
also offering everything needed for golf. Being small but busy, we have to order in smaller
size runs, rotate more frequently and also be the best with several hundred special orders
we do annually in the short season. Our commitment to have the best member service
can be easily seen in the staff interaction and training.
We have see a steady 10% growth in gross sales each year since 2016 and a gross
dollars per round that hovers in the $35.00 - $45.00 range. If you can believe it, all this
done while logo ball sales are down 20%. As sales are growing steadily we have seen a
large spike in club sales with the addition of a TrackMan studio that was included in a
recent 3 million dollar grille / locker room project. Having a winter golf option will keep
members engaged year-round and continue to drive all sales.
Each year myself and a staff member attend the PGA Merchandise show looking for new
items or lines to offer to the membership. Being able to carry brands that cannot be found
in many golf shops is a key mission on these educational trips. We have a great
collection of strong merchandisers in the state and I encourage my staff to enter shops
and find at least one thing they are doing better and implement it. After all, imitation is the
sincerest form of flattery.

