
FEBRUARY 2017



SA Women’s Open champion Lee-Anne Pace and leading amateur Woo Ju Son 
with Councillor Nomusa Mqwebu, Mayor of the Ray Nkonyeni Municipality
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Carrie Park from South Korea rubber-
stamped her status as a future world beater 
when she clinched her first Sunshine Ladies 
Tour title in spectacular fashion in the South 
African Women’s Masters last month.

The petite Park was the picture of calm as 
she started her title bid with a two shot lead 
over Buhai and Pace a further shot back. That 
cool exterior slipped for the first time after she 
tapped in for par at the final hole to capture 
a five stroke victory over Buhai and England’s 
Kiran Matharu on a winning score of seven-
under-par 209.

The win gave Park the biggest pay cheque – 
worth R70 000 – of her short career.

“I can’t believe I’ve done it; this is amazing,” 
gushed Park.

“I know how experienced Lee-Anne and 
Ashleigh are and I knew a two shot lead 
wouldn’t be much if they started firing, so 

I just tried to stay inside the zone and keep 
everything else out of my head. I had a 
few scary moments out there, but I kept it 
together and I am so proud that I didn’t fall 
apart on myself. I’m on top of the world right 
now.”

It wasn’t all smooth sailing for Park, who 
has lived in South Africa since 2009 and calls 
herself ‘Proudly South African’.

Buhai and Matharu tied for second on two 
under after respective rounds of 73 and 75 
and Garcia moved into fourth on one under 
with a 74. Pace signed for a 76 for a share of 
sixth with recent SuperSport Ladies Challenge 
champion Kim Williams, who closed with a 72.

Western Province amateur Katia Shaff won 
the Sally Little Trophy as the leading amateur. 
The Austrian-born player rallied with 
successive rounds of 73 after opening with an 
81 to grab a share of  19th on 227. n

Ice-cool Park stuns for SA 
Women’s Masters success
By Lali Stander
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2017 SA Women’s Masters champion Carrie Park.

but I hung in there and once I made 
birdie at the 12th, I could relax a little 
and enjoyed the crowd. It was so great 
to have so many people walking with 
us and it added so much to make this a 
very memorable moment.

“There is one big champion of the SA 
Womens’ Open that we have to thank 
and, on behalf of all the players, I want 
to applaud mayor Nomusa Mqwebu 
and the Ray Nkonyeni Municipality. 
They have stuck by us for the last five 
years and they have given us a fantastic 
championship every year.

“Mandy Adamson won this title 

three times, too, so if nothing gets in 
the way, I’ll see you all back here at 
San Lameer next year to go for number 
four.”

If Pace was the main act of the day, 
Woo Ju Son definitely deserved the 
best supporting award.

The reigning number one junior 
returned rounds of 74, 73 and 78 
to tie for ninth with professionals 
Monique Smit and Ivanna Samu at 
nine over 226 and the top 10 finish 
earned the 15-year-old from Country 
Club Johannesburg the Jackie Mercer 
Trophy as the leading amateur. n



SmiTh Power Equipment (SPE), distributors of Club Car 
golf carts in South Africa have reignited the Club Car 
brand in South Africa, making the demand for its range 
buoyant and widespread throughout the country – even 
at a time when golf courses and other golf cart users are 
facing testing economic conditions.

Club Car SA’s ‘recipe for success’ is summarised by 
another iconic Club Car dealer, Jeffrey Allen Inc, which, 
owned by the Sverdlov brothers, has many branches 
throughout Florida in the USA. They list eight essential 
ingredients, which have certainly also been the basis for 
SPE’s success with Club Car in South Africa. 

Commitment – customers pick up honest and sincere 
commitment right from the get go. When a customer 
senses that they are dealing with a genuine and fully 
committed sales company, which we consistently try 
to be, they are prepared to pay a good price for this 
‘service with integrity’ behaviour.

The Principle – The passionate involvement of the 
business principle in a dealer’s success is paramount. 
Club Car is always there for SPE to ensure it can do 
whatever it can for the customer.

Patience – the sales cycle in the golf car business can 
take anywhere from 6 months to a year and the dealer, 
the staff and the principle must take this into account. 
They must be comfortable with long periods of no-sales 
and, for the salespeople, no commissions. This is a vital 
point. In this industry trying to close deals too fast can be 
offensive to the customer and very detrimental to sales.

Find the Decision Maker as well – this is a truism really 
but so many sales people don’t get it! We like to build 
relationships with all involved in the fleet including, of 
course, senior management. We try to develop a fleet 
strategy with the whole team to ensure the lowest cost 
of ownership over time!

Get Engaged – we want to understand our customer’s 
business! We like to research and experience what our 
customer is all about through real personal engagement. 
In this way, we can help develop the correct fleet strategy 
and create unsurpassed efficiencies for our customer.

Durability – we will provide the right products for the 
job and make sure that service levels are excellent to 
ensure minimum downtime. We are always conscious 
that downtime is money and we constantly plan to 

minimise this in every way.
Service – what can be said about service – it makes 

all the difference. We make sure we have enough parts 
in stock for every kind of machine. We ensure a 24/7 
availability of technical service and that our technicians 
are the best in the market through training and refresher 
courses. Our culture dictates that when a client calls 
they are our number one priority! 

Creativity – in this day and age it’s vital to think out of 
the box in terms of customer service. This is especially 
true for financial packages. We are always open to new 
ways of making the customer have a happier and more 
efficient long-term ownership experience! 

SPE’s Stephen Mangold says that he believes 
fervently in these ingredients. “We try to live by these 
principles and we invite all our customers to let us 
know immediately of instances where we don’t,” he 
concluded. 

Club Car is distributed in South Africa by Smith Power 
Equipment (SPE). For more information please contact 
SPE on (011) 284 2000. n 

Club Car’s Recipe for Success


