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Swi
There was a little boy with a bad temper. 

His father gave him a bag of nails and told 
him that every time he lost his temper, to 
hammer a nail in the back fence. The fi rst 
week the boy had driven 37 nails into the 
fence. It gradually dwindled down as he 
discovered it was easier to hold his temper 
than to drive those nails into the fence.

Finally the day came when the boy didn’t 
lose his temper at all. His father suggested 
that the boy now pull out one nail for each 

day that he was able to hold his temper 
until all the nails were gone.
Then the father led him to the fence and 

said, “You have done well, my son, but look 
at the holes in the fence. The fence will 
never be the same. When you say things in 
anger, they leave a scar just like this one. A 

verbal wound is as bad as a physical one.”
With Father’s Day coming up Sunday, 

June 16, I’d like to share some of the father-
ly advice I received while growing up and 
especially getting my start in business.

Jack Mackay taught me about time man-

agement. I still remember him telling me 
if you want to go fi shing tomorrow, be on 
the dock at 2 p.m. sharp. There I was at 2:05 
p.m., waving bon voyage to my dad who was 
driving away in the boat without his fi shing 
buddy. Tough love, lesson learned.

Learning to volunteer
My dad insisted that 25 percent of my 

time should be spent on volunteering, ad-
vice I’ve continued to follow. In addition to 
the benefi t to the organization, you have an 
unusual opportunity to hone your selling 
skills, learn how to run meetings, prepare 
reports, serve on committees, supervise 
others, handle rejection and many other 

Fatherly advice can leave lifetime impression

See MACKAY, Page 16

BY NANCY M. PREYOR-JOHNSON

Even 32 years ago, starting Mission Golf 
Cars just made sense.

Owner John Evans knew and loved the 
game of golf because he had played at 
Churchill High School before he played golf 
on scholarship at Sam Hous-
ton State University, where he 
graduated in 1978 with a busi-
ness degree. But things have 
come far from his three em-
ployees with golf-cart inven-
tory exclusively for golfers. 
Now, many Mission Golf Cars 
customers don’t even use the 
vehicles to play golf, and an in-
creasing number of people are 
using them as cars.

The company has opened three other 
stores over the years to meet the growing 
demand, including one in New Braunfels 
under the name Golf Cars Etc.

The company’s slogan,” It’s not just for 
golf anymore,” is clear. 

Businesses such as security companies, 
universities, farmers, ranchers and others 

are now purchasing golf cars that start at 
about $6,000 for a new model and $1,500 for 
a used model. 

“They are all over the place now. People 
are using them to do their jobs better, or they 
are using them to have fun,” Evans says. 

“It’s amazing. Some people 
pimp their rides with wheels 
and stereos and drive up and 
down the beach with their 
pirate fl ags. In Port Aransas, 
there are 20,000 registered 
users of golf cars.”

And now, Evans says his 
business is just 10 percent 
golf carts. Market demand 
for “zero emissions” vehicles 
is leading to more wide-

spread use.
The company is poised for even more 

growth.
The City of San Antonio recently approved 

an ordinance allowing the limited operation 
of super compact neighborhood electronic 
vehicles, or NEVs, on city streets with post-
ed speed limits of 35 mph or less, opening 

the possibilities for more business. 

Start your engines
“This is something that we certainly never 

dreamed of 10 years ago,” says Paul Pollard, 
manager of Golf Cars Etc. “More innova-
tions and technologies are on the way!”

The majority of sales for Mission Golf 
Cars are in Texas, but there are customers 
in other states such as New Mexico and as 
far away as the Middle East.

Evans, 58, is also 50 percent owner of 
three Mexico Tecno Golf locations, distribu-
tors for E-Z-Go cars, one of the lines that the 
company sells. 

Evans is most proud of his dedicated em-
ployees, who on average have worked there 
about 12 years. 

“We have good employees whom we can 
trust and we take care of them,” Evans 
says.

Pollard, an employee since 2002, says 
each part of his team plays a vital role in the 
success of his store, and the company.

Paul Pollard, manager of Golf Cars Etc., says buyers of their vehicles are making use of them far away from the fairways.

Golf-car dealer is taking it to the streets

‘THEY ARE ALL 
OVER THE PLACE 
NOW.’
John Evans
Owner, Mission Golf Cars

See GOLF CARS, Page 16

Resource File

Veterans Parade group
The U.S. Military Veterans Parade 

Association meets the third Tues-
day of the month at 7 p.m. The asso-
ciation is seeking new members and 
volunteers to help plan and produce 
the annual Veterans Day Parade in 
downtown San Antonio. Attendance 
is free. Networking begins at 6:30 
p.m. For more information,  go to 
usmvpa.org, call 210-269-5689, or 
email info@usmvpa.org.

Business women
The Mexican American Business 

& Professional Women Inc. holds 
membership meetings on the third 
Wednesday of the month (except 
for June and December) beginning 
with networking at 6 p.m. and the 
meeting at 6:30 p.m. For more infor-
mation, call 210-219-9344.

IT association
The Association of Information 

Technology Professionals meets on 
the third Wednesday of the month 
at Matamoros located at 12844 IH 
10 W., starting with a social/mixer 
at 5:30 p.m., dinner at 6:30 p.m. and 
the program at 7:15 p.m. To RSVP 
for the meeting, email Carrie Cope-
land at AITPRSVP@gmail.com.

Health underwriters
The San Antonio Association 

of Health Underwriters holds its 
monthly luncheon on the third 
Wednesday of every month at Mag-
giano’s Little Italy at the Rim. Reg-
istration begins at 11:30 a.m. For 
more information send an email to 
gholzworth@avesis.com.

Payroll professionals
The Alamo Chapter of the Ameri-

can Payroll Association (AC-APA) 
holds educational HR & Payroll-
related luncheon meetings on the 
third Thursday of every month 
(except for November and Decem-
ber) at the Old San Francisco Steak 
House, 10223 Sahara. Book reser-
vations online, or for more informa-
tion, visit apasanantonio.com.

Goodwill donations
Goodwill is asking people to do-

nate unwanted household items to 
their nearest Goodwill Donation Sta-
tion or store through June 23 during 
its Summer Donation Drive. Items 
currently in high demand include 
home decor, housewares, books, 
furniture, toys, small appliances 
and computers. For more informa-
tion or to fi nd your near-
est Donation 
Station, visit 
goodwillsa.
org or call 
210-924-8581.
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GOLF CARS: Company has improved the golf-cart concept into a road-worthy ride

MACKAY: The infl uence fathers have shows in popularity of website devoted to dads

“From the technicians in the shop fi x-
ing the broken cars and bringing our cus-
tomers’ visions to reality during those hot 
summer days, to our delivery driver who 
runs up and down the highways, to the 
two ladies who handle our parts, service 
and warranty departments ... they are re-
sponsible for bringing this all together on a 
daily basis, as a team,” Pollard says.

That approach is working, given the 
company’s positive reviews by customers.

“We had purchased six custom EZ-Go 
utility carts, four Truckall Mini trucks 
and several custom designed towing 
trailers for our resort through Mission 
Golf Cars,” says Ryan Littman, execu-
tive chef at the JW Marriott San Antonio 
Hill Country Resort. “Any time you or-
der custom items you often worry that 

the outcome won’t be as planned. 

We had very specifi c sizing needs for the 
trailers that were built, and it was crucial 
that they were as designed. Mission Golf 
Cars delivered.”

Revving up business
Evans says that even in economic 

downturns, he has never seen a de-
crease in business. He declined to 
provide specifi c sales fi gures, but 
did say, “Business has grown every 
year. I have never seen a downturn 

in sales.”
Evans says his company offers full 

service because the cars require regular 
maintenance that many owners don’t pro-
vide, so service is needed more often. 

Evans says excellent customer service is 
a hallmark of his business. 

“We try to treat customers with dignity 
and respect. We are low pressure and help 
provide education and a great value in a 
fun experience,” he says.

Evans has learned some lessons along 
the way. Years ago, he purchased three 
John Deere businesses, but it was too 
much growth too fast. He went from 
40 to 100 employees and much more 
work. 

“I wasn’t prepared and it was overwhelm-
ing,” Evans says. “I decided to walk away 
from it and sold them in 2011.”

Evans says he works more than 55 hours 
most weeks, a trend he began when he 
fi rst opened his business. 

“I micromanage because when I start-
ed the business, I had to do it all. I want 
to be successful, so I am very hands 
on” he says. “If you sit back and wait 
for things to happen, it won’t be to your 
benefi t.”

NANCY M. PREYOR-JOHNSON is a San Anto-
nio freelance writer.

skills that can help you in your career, all 
while serving your community.  

One of the most powerful things you can 
do to infl uence others is to smile at them, 
my dad said.

Not to be outdone, my mother used to 
tell me that a smile is an inexpensive way 
to improve my looks.

“If you’re happy, tell your face.”
About reputation, my dad quoted the ad-

age, “You spend your whole lifetime build-
ing a good name and reputation, and one 
foolish act can destroy it.”

Dad was a big believer in aphorisms, 
which is why I end every column with a 
Mackay’s Moral.

Learning to network
Most importantly, Jack Mackay taught 

me about networking.
When I was 18, he told me that everyone 

I meet should go in a Rolodex fi le along 
with a little information about that person 
and then creatively keep in touch. You 
never know when your paths might cross 
again.

Greg Hague, an Arizona attorney and 
businessman, has come up with a web-

site which he calls Savvy Dad (savvydad.
com). Every day, he features a new story 
from a son or daughter on some special 
experience with their dad and how it posi-
tively impacted their life. His readership is 
nearing 40,000. His book, “How Fathers 
Change Lives,” is now available at HowFa-
thersChangeLives.com.

Greg shared a lesson from his father: 
“People focus on role models, but it’s more 
effective to fi nd anti-models — people you 
don’t want to resemble when you grow 
up.”

Lise Johnson told the story of her fa-
ther’s devotion to her mom who became 
terminally ill. When she was moved to hos-
pice, he stayed with her around the clock. 
He helped feed and bathe her. One nurse 
told Lise that she was engaged when she 
started her mom’s care, but no longer. “I 
didn’t know devotion like that existed in 
this world. I will fi nd a man like your dad.”

Our mutual friend Randy Garn, a Utah 
businessman, remembered how as a 
16-year-old he asked his dad if he could 
borrow the car on a Friday night. His dad 
said yes, but be home by 11 p.m., or the 
upcoming prom was at stake. Well, Randy 
lost track of the time and got home after 1 
a.m. He tiptoed upstairs to his room and 
thought he was safe until he slid into bed 

and discovered he wasn’t alone! His dad 
was lying there waiting for him.  

“I’m not mad, but the prom is now gone,” 
he said without anger. “Randy, I love you 
so much, but unlike what you did tonight, 
I do what I say.”

Mackay’s Moral: It’s funny about fatherly 

advice: The better it is, the harder it is to 
take.

HARVEY MACKAY is the author of the New 
York Times #1 bestseller “Swim With The 
Sharks Without Being Eaten Alive.” He can be 
reached at harvey@mackay.com, or through 
his website at www.harveymackay.com.
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News Ticker

Family-friendly restaurants
Two San Antonio area restaurants made 

Urbanspoon’s Most Popular Family-
Friendly Restaurants list.

Seattle-based Urbanspoon, which bills 
itself as a mobile restaurant discovery 
application and reservation-management 
system, listed the 100 most popular U.S. 
locations within the Urbanspoon space.

The site listed Chama Gaucha Brazilian 
Steakhouse in San Antonio and Gristmill 
Restaurant in New Braunfels as two family 
favorites.

Chama Gaucha, located in Stone Oak, 
specializes in selling unlimited cuts of 
meats served up on skewers.

Located in Gruene, the Gristmill servic-
es up burgers, chicken fried steaks, catfi sh 

and chicken fried chicken.

Small business jobs
If you are looking for a job in San Anto-

nio, you may want to send your resume to 
a small business.

San Antonio has been ranked as the sev-
enth-best city to work for a small business 
in 2013 by CardHub.com.

CardHub examined 10 different metrics, 
including industry variety, job turnover, 
hours worked and wages for new hires, 
to rank small businesses in the 30 largest 
metropolitan areas in the United States.

Denver ranked fi rst on the list, followed by 
Boston, Minneapolis, Seattle, San Francisco, 
Houston, San Antonio, Dallas, Tampa and 
Kansas City to round out the top 10.

A new city ordinance allowing electronic vehicles on city streets with speed limits of 
35 mph or less is expected to open more doors for business at Mission Golf Cars. COURTESY OF MISSION GOLF CARS

MACKAY Th i fl

Hill Country Resort. “Any time you or-
der custom items you often worry that 

the outcome won’t be as planned.
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