Survey of the Members of the Neepawa Golf Club 
The Neepawa Golf Club’s ability to pay for major improvement projects has been severely limited since the club expanded to 18 holes in 2001. Every year has brought unexpected expenditures but we always expected that next year would be “normal”. It seems that a normal year for a golf club will include unexpected expenses. At the club’s spring meeting, the issue “do something about the condition of the clubhouse” was raised. A Planning Committee was set up to gather the necessary information to develop a strategic plan on how the club might pay for capital improvements in the future.
The planning committee’s mandate is to clearly define the golf club’s financial strengths and weaknesses, and to outline our options for repairing or replacing important club assets such as the clubhouse, the front nine watering system or the outdated kitchen equipment as a few examples. Every time you spend big money in one area, you have likely delayed or eliminated projects in other areas of the club because of our limited financial ability. 
Golf clubs over the entire country are facing challenges; declining membership, increasing costs, changing family priorities, unpredictable weather, increased competition from new courses and aging memberships are a few. Our committee is gathering information on several important areas. This membership survey is one of four key reports needed as we look closely at what services are necessary to our members and to consider changes in the way we operate so that we might gain some financial flexibility. Our committee will only report on what the surveys have shown as to be fact, we will not be recommending an opinion of what to do or what not to do.
Please take the time to complete this survey and encourage other members to do the same. This is an opportunity for you to influence the direction of your club. 

1.0  FOOD & BEVERAGE OPERATIONS: SERVICE AND PRODUCT 
Running a restaurant is a major challenge for golf clubs. Golf courses open early every day, the weather is unpredictable, the club has to pay someone to run the operation on their behalf, the golfing season can be short, it’s difficult to get staff, and the members use is unpredictable. The club has tried different approaches to running our food and beverage operations with no clear solution. The club has four basic options to operating their food and beverage service;
1. Some people feel we would do a lot more business if we ran a full menu restaurant which in theory, would attract more members plus non-golfers from the surrounding area. This option requires a major renovation and complete replacement of the kitchen and bathrooms because of health and fire regulations. The price tag for the golf club would exceed $350,000 for the kitchen equipment and renovations. If we were forced to also do bathrooms and other major renovations to the club house, the cost could exceed $450,000. A new clubhouse building would be $750,000 at least, depending on the size and degree of design.
2. Some members believe that all we need is a short order menu which implies; burgers, sandwiches, chicken fingers, etc. with a limited group menu such as roast beef, etc. This option requires additions to our kitchen equipment. The main complaint seems to be the slowness of receiving your order. The solution is to install extra capacity which would speed up order delivery. This option could still cost up to $50,000 to improve the kitchen. 
3. Other members have spoken in favor of a self serve format which simplifies the order and delivery process. You place your order and pay at the counter at the same time, then pick the order up when your name is called. This option is a big change in what we are used to and how we see ourselves as a golf club. It does provide good cost controls in staff and product. Specials like roast beef dinners can still part of this process. We still need to improve the kitchen.
4. The fourth option is to contract out the food and beverage service; the contractor takes the responsibility of providing a required standard of menu selection and service after paying the golf club a negotiated lease amount. The advantage of this is that the club does not have the headache of running the food and beverage services and it also provides the club with a guaranteed level of income. The menu can be as big and attractive as the contractor deems appropriate. The problem with this option is that the club now depends on someone else to do things right. It might be possible to cost share the kitchen improvements with the right contractor if they were given a reasonable lease.
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1.1 CLUB HOUSE: 

Quality of product served
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Use of clubhouse by non-golf groups         
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Changes / improvement comments:
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1.2 BEVERAGE CART:
Selection of product on cart
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Personal use of beverage cart 
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1.3 CONCESSION:

Selection of product at Concession

1      2      3      4      5      6

1      2      3      4      5      6

Prices



         
1      2      3      4      5      6

1      2      3      4      5      6
Hours of service


        
1      2      3      4      5      6

1      2      3      4      5      6
Quality of service



1      2      3      4      5      6

1      2      3      4      5      6
Personal use of concession service

1      2      3      4      5      6

1      2       3     4      5      6
Changes / improvement comments
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1.4  How many times a month do you eat at the golf course? Having a coffee does not qualify as a meal (circle);

1-3x/month____         4-6 times/month____             7-10 times/month____            more than 10 times/month____
1.5  Do you eat at the golf course only when you golf? (circle)
Never_______     

Only when I golf _____     

When I golf & other times ______ 

1.6  How often would you have each of the following each week? (circle)
Breakfast ____ 


Lunch _____ 



Supper _______

1.7  Please check what day(s) of the week you are most likely to eat at the golf club?

Mon____ Tues____ Wed ____ Thurs ____Fri _____ Sat_____ Sun _____ 

1.8  What type of menu and service do you think the golf club should provide? (circle)
Full Restaurant Menu _____  
Short Order _____        Self-Serve _____      Contract Out the F& B Service____
1.9  Please indicate what we could do to have you use these facilities more? (circle)
Improve service_____    
Improve menu _____    


Reduce prices_____

Other (please indicate)________________________________________________________________________

1.10 Many city courses charge their members an annual food assessment (must spend on food/beverage during the 
season) to make higher use of their facilities. Would you be in favor of such a charge and if yes, how much?
Yes ____  No _____ $200______ $300 ______ $500 ______ Other (please indicate) ______

1.11  In a month how often do you use the beverage cart? 1-4x/month___, 5-10x/month ___, more than 10x/month___
1.12  Should the beverage cart run daily. (circle)    Daily _______   
just Peak periods ________ 
1.13  In a month how often do you use the concession?  1-4x/month___,  5-10x/month ___,  more than 10x/month___
1.14  Should the concession stand be scheduled to be open on a regular basis?  Yes ____          No ____, 
2.0 GOLF COURSE ISSUES
We are very fortunate to have the caliber of golf course that we do. Unfortunately the costs of maintaining continue to increase, our membership fees must increase proportionately or we need more members. 
2.1  Please indicate at what level you feel our course is currently being maintained? 
Under maintained_____        

Just right_________      


Over maintained_______
If you answered under or over maintained please indicate what you feel needs to be changed to correct this.
____________________________________________________________________________________________
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2.3   Driving Range 



Important            
          
Important    
Satisfied 

          Satisfied
Quality of teeing area 


1      2      3      4      5      6

1      2      3      4      5      6


Quality of range balls


1      2      3      4      5      6

1      2      3      4      5      6
 2.4   Golf Course 





Condition of greens


1      2      3      4      5      6

1      2      3      4      5      6

Condition of tee boxes


1      2      3      4      5      6

1      2      3      4      5      6

Condition of fairways


1      2      3      4      5      6

1      2      3      4      5      6

Condition of rough


1      2      3      4      5      6

1      2      3      4      5      6

Condition of sand traps


1      2      3      4      5      6

1      2      3      4      5      6

Overall drainage of course

1      2      3      4      5      6

1      2      3      4      5      6

Overall maintenance of course

1      2      3      4      5      6

1      2      3      4      5      6

Cart Sheds



1      2      3      4      5      6

1      2      3      4      5      6
2.5   What do you feel would improve our golf course, cart sheds, or parking?
3.0  GOLFING OPERATIONS / MEMBERSHIP / PRO SHOP
Most golf courses are struggling to maintain an adequate membership level to support the operation, ours is no different. All golf courses need some form of operational staff to insure the club’s policies are enforced and use of our facilities is respected, tee times are booked, payment of fees is properly recorded etc etc.
3.1  How do you feel about the current annual membership fee charged?
Too high ______ 

Too low ______ 

Just right _______
3.2  What do you think we can do to increase our membership base? Please check all you think would help to do 
this?

Reduce current fee _______ 

Add a family category ______      
Add a couples category ______

Special league only fee ie $450 (only play on day of league) _______
Restricted play membership (i.e. what hours, what days, # of rounds __________________________________
Who are we missing for members and how can we include them? ____________________________________

_________________________________________________________________________________________
3.3  Our community has many new residents, mostly new to Canada. Would you support the idea of a really good deal to
have them join our golf club. i.e. 50% discount first year, 25% discount for the second year. Other ideas to include
them into out club.

i_______________________________________________________________

ii_______________________________________________________________

3.4  Other than yourself, who else in your social circle is NOT a member? Please check all that apply.

Spouse ______ Children ______ Friends _____ Co workers ______

3.5  Given that if we may have to raise membership fees to cover improvement and repair costs and that may result in a 
loss of some members, do you feel this is a justifiable reason to do that?

Yes ______ 
No ______

3.6  Given that if we had to raise green/cart fees to cover costs and that may result in a reduction of non member play, do 
you feel this is a justifiable reason to do that?

Yes _____ 
No _____
3.7  Given that tournaments are a great source of income for the club, how can we get more given that all other clubs are 
chasing the same tourneys. How would you feel not being able to play as much because of more tourneys

Get more tourneys _______      

We have enough _______ 
We have too many tourneys _____
3.8  Do you feel it is important to have a Pro Shop like ours as opposed to just a place where you pay your green fees and 
only sell golf balls, tees, gloves? 
Yes _______ No ________

3.9  Do you feel that we need someone who can be our general manager who can take effective responsibility for our pro

 shop, food and beverage, and grounds operations.
Yes _______ No _______
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3.10   Pro Shop



Important            
           Important    

Satisfied 

            Satisfied
3.11
Hours of operation


1      2      3      4      5      6

1      2      3      4      5      6
3.12
Knowledge and friendliness of staff
1      2      3      4      5      6

1      2      3      4      5      6
3.13     Selection of merchandise

1      2      3      4      5      6

1      2      3      4      5      6
3.14     Price of merchandise


1      2      3      4      5      6

1      2      3      4      5      6
3.15     Quality of lessons


1      2      3      4      5      6

1      2      3      4      5      6
3.16     Quality of rental carts


1      2      3      4      5      6

1      2      3      4      5      6
3.17     Quality of rental clubs


1      2      3      4      5      6

1      2      3      4      5      6
4.0  FUTURE DECISIONS for the NGCC 
4.1   Our golf club has the following financial obligations as of today;



Mortgage Loan 
- $677,520

annual payment and interest
$38,264


Equipment Loan- $127,346

annual payment and interest
$31,038


Equipment Loan- $  46,565

annual payment
(matures ‘11)
$36,400
Operating Loan  - $      000

annual interest cost

       000
4.2  What should do about the clubhouse: (the following are estimates for discussion only) circle your preference.
1. Repair the Building: replace windows $15,000, air conditioning $7500, heating $7500, men’s bathrooms $25,000, add kitchen equipment $20,000, new entrance $15,000, could total $90,000

Comment _________________________________________________________________________________

      2.   Renovate the Building: new foundation $20,000, add a large screened in area to north east corner accessing 
clubhouse thru north east windows $145,000, renovate men’s bathroom $25,000, renovate kitchen $185,000, 
clubhouse equipment $65,000, windows $15,000, new entrance $15,000, could total $470,000


Comment __________________________________________________________________________________

      3.   Replace Clubhouse: present building and storage area is 2500 sq ft. A new 4000 sq ft building, single level, crawl 
space, screened in deck and open deck, $780,000, kitchen equipment $235,000, restaurant furniture $70,000, 
walk-in 
freezers and coolers, bar equip and storage $135,000. could total $1,220,000.

Comment __________________________________________________________________________________

4.3   Should we be using a portion of any profits to establish reserve funds for improvements or replacing equipment, or 
should all profits be applied to reduce our debt?

Reserve Funds for Improvements / Replacements ________  

Debt Reduction only _______

4.4 If The Club Takes On More Debt, We Need Better Operating Results, these are some ideas but not necessarily all; 
Ways To Increase Income That The Golf Club DOES NOT Control
1. Increase the number of members buying an annual membership, 

Strength: this is absolutely the best option, get more people joining and using the club facilities

Weakness: we have to come up with some new and risky formulas to get new, younger people

2. Increase the number of daily green fee players, 

Strength: this is the second best option because it increases use of our facilities, no cost to our members
Weakness: every other club has the same idea and short of a miracle, it’s who has the best deals……

3. Increase the number of big or small Tournaments,

Strength: this the third best and perhaps the easier road to go down

Weakness: those other damm clubs are going to be cutting prices etc to get these same tourneys

4. Solicit more funds from governments and service clubs 
Strength: sounds great

Weakness: we are not eligible for provincial grants and service clubs are not going to solve our issues

5. Sell property to the town of Neepawa and lease back the facilities

Strength: this makes us eligible for grants, donations and takes away a tax burden
Weakness: if the town would even consider it, some members would never approve selling the club

6. Arrange for Continuous sunshine all summer

Strength: most politicians will promise anything

Weakness: too expensive to replace the overworked watering system and it would be boring
7. Ask the Surrounding golf courses to keep their fees too high

Strength: it has the same possibility as getting sunshine all summer

Weakness: we all wake up to the fact that our solution is in what we control, not what we do not control,

Ways To Increase Income That The Golf Club DOES Control: 
1.   Increase member annual fees (raise fees $50 each, we realize $15,000 extra, $100 raises $30,000)
Strength: it is the easiest to institute, 

Weakness: some members might leave,

2. Increase daily green fees and cart rental rates, (raise fees $4.00/round, you realize $16,000)
Strength: no pain for the members
Weakness: we may lose business to other courses that have cheaper rates

3. Increase the price of food and booze, (while keeping expenses same or lower)
Strength: people have to eat, the challenge is to provide good value in product, service, and price,

Weakness: some members seem to be price conscious, they may eat elsewhere
4. Increase the fund raising committees contribution, (while keeping expenses same or lower i.e. calendars)
Strength: proven winner, other good ideas might work,

Weakness: a large number of members have not taken part as it has been voluntary. 

5. Increase the advertising charges on hole markers and golf cart holders, 
Strength: again, doesn’t hurt many members in the pocket

Weakness: how many times are we going to keep hitting the business people to subsidize golf

6. One time assessment for all members and new members in the future, ($1,000/member would raise $270,000)
Strength: helps to build a serious reserve fund for improvements

Weakness: does not address the club’s annual operating habit of living close to the edge

7. Change how we expect our golf course to be perfect as on TV, please read article in June’s Golf Digest 

Strength: brown parts on golf courses are becoming accepted aesthetically and necessary to planning. 
Weakness: this idea might have a lot of merit but we have tended to want the greenest we can get

8. Reduce the costs of providing Food and Beverage services (purchase costs, wages, utilities, repairs)

Strength: the most profitable operations in the food business are the simplest, should work
Weakness: everyone thinks there is big profits in food and beverage and some believe bigger is better,

9. Reduce the costs of running the Golf operations and Pro Shop (office supplies, advertising, technology)

Strength: technology is a big part of our budget, we can do it cheaper
Weakness: technology is a big part of our lives, can we live without it

10. Reduce the Administration costs of the golf club (bank interest, office and technology) 
Strength: makes the most sense because we have to pay down our debt to save interest

Weakness: we do not have any profits to pay down the debt plus a long list of projects needing $$

4.5  If you feel we can embark on future capital projects before all our debt has been paid off, how do you feel we 
should 

approach funding such projects?

No projects without full funding ______ 


Increase debt to fund _________

Do additional special fund raising ______ 

Increase all fees ___________ 

Pay down mortgage to a certain target (i.e. $500,000) before starting any projects _________

Other (please specify _________________________________________________________________

4.6  Please feel free to provide any comments or suggestions that you feel would assist us and have not been covered in 
this survey. We have covered many topics very lightly, let us know what you really think……

_________________________________________________________________________________________


_________________________________________________________________________________________


_________________________________________________________________________________________


_________________________________________________________________________________________
Please Drop Off Your Completed Survey In The Pro Shop. Your Input Is Extremely Important 
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