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Michigan Section

BIO OF SPECIAL AWARDS CANDIDATE

Dean Marks

Name of Nominee:

1997

Year Elected to Membership:

Merchandiser of the Year - Public

Award Nominated for:

Briefly describe your achievements/accomplishments that would pertain

to this award:

Milham Park Golf Club in Kalamazoo has a long history of selling quality merchandise at
discount prices and I'm happy to continue the tradition. Milham Park is one of the few
green grass shops that has been able to thrive despite the strong competition with the
online market. 2014 was a rough year for golf with rounds played at an all time low and
merchandise sales drastically down. That's when | started strategizing with fellow PGA
professional Clark Peterson and decided that moving his Golf Performance Academy on
site by our driving range was in the best interest for both of us. He could focus on
instruction and club fitting, while | could focus on inventory and merchandising. As a
result, our merchandise sales have increased from $246,000 in 2014 to $324,000 in
2017. We have fitting systems from all major club manufacturers, including a FlightScope
and a ForeSight on the technology side. Our renovated cart barn has two hitting bays,
one with a simulator, and is available year-round.

In the pro shop, we are known for our large shoe selection and regularly keep over 600
pair in stock. We also have clothing and accessories from dozens of companies.
Maintaining a large inventory means customers can try before they buy, which is a critical
component to competing with the online market. Having a large inventory in which
participants can happily spend their gift certificates has also increased our outings and
tournaments business, adding greatly to the overall financial health of the facility. Our
staff is trained to talk knowledgably about our products, helping us compete with the
big-box stores. We maintain strong relationships with our vendors and sales reps to
assure we are always offering the best product at the best prices. The retail market is
tough, but Milham Park is strong yet agile enough to adapt to the market’s desires as
needed. | appreciate your consideration for this award.
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