
BowlersMAPTM Afliliate Profile: firen PuZZman I 
w Me mast pro shops recognize the 

d u e  of USBC Coaching 
Cedication, Cew are either willing or able to 
take it to the level that Ebonite Bowlersh4APTM 
AfNiate Karen Pullman has. Nearly a year w, 
Karen took her knowledp as a ~ h 6 d  educa- 
tion teacher, her experience as a pro shop opera- 
tor and her passion for the sport of bowhg to 
a new level when she built Karen Pullman's 
Training Center in Sandy, Utah. 

Pullman began coaching 20 years ago needed. We kept thinlung ifwe had our own 
when the enter where she bowled her as we do all the t&g we wt- 
their in-house insuuctor. She had just graduat- ed," she r e m e m ~ .  u ~ o r  seven years we 
ed college with a in p h F i d  education d e d .  We wanted CATS., we wanted 
and was dready a good bowler. Later, when 
her children were in YABA, Karen began with 
her first level of certification, and ftom there it 
snowballed. 

"I am a teacher, so that was the logid 
thing for me to do," she notes. "Everyone 
would ask why are you coaching this person 
or helping that person, and I always say it cre- 
ates more competition for me. I want to bowl, 
and it only makes sense that there needs to be 
someone for me to bowl against." 

Karen became a pro shop owner in 199 1, 
and she and her husband combined an 
embroidery business with their pro shop. She's 
been a member of IBPSIA from the begin- 
ning, and her husband was always pushing her 
to do more. Still, there were unique issues to 
being a pro shop owner without being located 
in a bowling center. For one, it was difficult to 
schedule meetings with customers on the 
lanes. She would schedule coaching sessions 
when she could, and if she wanted to ream- 
mend a certain ball, the customer would have 
to wait to have it ddled. 

"I had to meet people to see what they 

- . . . .- . 

BowlersMAPm, everydung that would make 
the teachjng program great." 

After seven years, Karen's dream came 
uue. Their 16 lane bowling center / uaining 
facility includes two CATS. lanes, Ebonite 
BowlersMAPTM Gold, a 30' x 30' meeting 
room and a large pro shop. Every employee is 
at least a Level I C e d e d  USBC Coach. 

"There is so much we can do here now," 
says Karen. "Now it's hands-on, right here. We 
can work with them on the lanes and tell 
them 'this is what this ball will do for you,' 
and then we can just go drill it up. We can 
make real recommendations now." 

According to Cary Pon, Manager of 
Coach Development and Cedcation for 
USBC Bowling, the number of USBC 
Coaching Certified pro shop owners is rising. 

"I would say 10-20% of those currently 
going through the certification process are 
from pro shops," says Cary. "There's definitely 
been an increase." 

As an origind owner of Rod Ross's 
BowlersMAPTM, Karen loves the recent 
upgrades to the Gold program. She likes to 

pull up video on a bowler with a similar style 
to help the student recognize things about 
their own game. The pro staff videos make it 
easy to show the individuality of each bowler 
as well. The ability to show a bowler frame by 
frame, in slow motion, what they are doiig is 
crucial to the coaching process. 1 

"I've taken some of the hlgher average 
bowlers," explains Karen, "and when I show 
them the video, they say 'I didn't & what I 
was doing.' BowlersMAPTM gives them the 
proof. It's a great teaching tool." 

In addition, BowlersMAPm allows her 
to work with Coaches in Coaching Clinics to 
help them develop the Coaches' Eye. As a 
USBC Coachmg Bronze Instructor, this 
makes it easy to teach an important step in the 

Progr-. 
This year, she hosted a Jr. Gold Scratch 

League, where each of the bowlers is able to 
bowl on the C A T S  lanes. 

"Initially I tried to video each of them 
alone so that there wouldn't be any embarrass- 
ment. But once we started pointing things 
out, they wanted to share them with everyone 
else. They loved the comparison to their peers. 
It was a league, but it was a learning experi- 
ence for them." 

As a pro shop owner, Karen still tries to 
come up with creative ways to tie in the pro , 

shop business with the coaching business. 1 
Customers who purchase a baYbag/shoe 
combo receive a one game mini-lesson, which 
leads them to want more. In addition, she 
likes to swt  students out with entry-level reac- 
tive balls, and then moves them into plastic ' 

for their spare balls. 
Karen xwrently offers individual and 

Group b n s ,  and is p h m g  to starc Bowhg , 

Training Camps this summer at al l  I d .  


