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What is a Golf’s Course Strategic Vision?
What Tactical Resources Are Required?

What Are the Appropriate Operational Policies?

Strategic
Vision

Tactical (Functional) 

Operational (Execution) 

In a well-managed operation, 
every operational decision 
can be traced up to the 
tactical plan and up to the 
strategic vision.

Why

How

What

Simon Sinek 



A Strategic Plan
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A Community Asset or a Business Enterprise?



Allocation of Municipal Resources

Discretionary
Golf Courses

Important
Community Center Outreach 
Programs, Open Park Space, 

Pools, Ball Fields,
First Tee – Par 3  

Core
Police, Fire, Schools, Streets, 

Utilities

That Which Private Enterprise
Would Not Likely Engage In 
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The Inherit Conflicts of Interest are Large
The Areas of Agreement are Small

Golfer 
Expectations:

Low Fees
High Service Experience

Resident  
Expectations:  

No Subsidy

Management
Expectations:  More 

Resources

City Council  
Expectations: 

Self 
Sustaining

Value Created
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Physically Possible

Financially Feasible

Legally PermissibleLong Term 
Sustainable

Politically Viable

The Solution Must Contain These Vital Elements
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# Benchmarks that Predict the Financial Health of a Golf Course Benchmark

1

Gross Revenue: Multiply the prime rate green fee and cart rate times is multiplied by the 
number of starts. Note season pass sales, loyalty cards, punches are added to the total 
gross revenue.   

$50 * 30,000 *.60 = $900,000.

60%

2

Yield Per Round: Calculate your revenue per round purchased – total green fee revenue 
divided by starts compared to prime rack rate. $800,000 / 40,000 = $20.00. 
Divide $20 by Rack Rate ($40.00) = 50%.  

They are discounting heavily and probably using a software system in exchange for bartered 
tee times.

60%

3
Utilization as Percent of Capacity:  rounds capacity – 10-year average:  

(Actual Rounds vs. Capacity defined by Weather Trends International).   
52% - 70%





# Benchmarks that Predict the Financial Health of a Golf Course Benchmark

4

Season Pass Fair Market Value: To determine the appropriate rate for season passes, 
multiply the number of playable days number of days season pass will be used times the 
discount desired for purchasing annual pass

264*.25 = 66 (Anticipated Rounds) * Rack Rate $55 * (1-32%) = $1,161

25% * Rack Rate * 
(1 - 32%)

5

Green Fee  - Indicator 1: Multiply the maintenance budget times .0001 the result should 
equal the green fee. 

$510,000 * .0001 = $51.

.0001

6 Total Salary Expense: Divide by Gross Revenue.  Note private clubs: 47% to 55% 40.00%

7 Fringe Benefits: Divide the total fringe benefits by payroll expense. <30%

8
Maintenance Expense: Total maintenance salaries plus all related expenses for the 
course, i.e., electricity, equipment supplies, fertilizer, gas, water, etc. of revenue divided 
by gross revenue

45.00%

9
EBITDA: Earnings before interest, taxes, depreciation and interest as a percent of 
revenue Positive 15%



#              Description Benchmark  Goal Client Grade

1

Gross Revenue: Multiply the prime rate green fee and cart 
rate times is multiplied by the number of starts. Note season 
pass sales, loyalty cards, punches are added to the total gross 
revenue.  

60.00% 1,260,000 1,244,488 A

2
Yield Per Round: Calculate your revenue per round purchased 
– total green fee revenue divided by starts compared to prime 
rack rate.

60.00% 35.56 $35.06 A

3

Utilization as Percent of Capacity:  rounds capacity – 10-year 
average:  (Actual Rounds vs. Capacity defined by Weather 
Trends International) 80,000 rounds for 27 holes with 330 
playable days.  Did 35,000 Rounds

52% - 70% 70% 43.75% F

4 Green Fee  - Indicator 1: Multiply the maintenance budget 
times .0001 the result should equal the green fee. 0.001 52.00 $68.95 F



# Description Goal Client Grade

5 Total Salary Expense: Divide by Gross Revenue.  40% 82.16% F

6 Fringe Benefits: Divide the total fringe benefits by payroll expense. 30% 60.00% F

7
Maintenance Expense: Total maintenance salaries plus all related expenses for 
the course, i.e., electricity, equipment supplies, fertilizer, gas, water, etc. of 
revenue divided by gross revenue

45% 92.01% F

8 Chemicals, Fertilizers and Pesticides (Grounds Budget) $60,000 176,453 F

9 EBITDA: Earnings before interest, taxes, depreciation and interest as a percent 
of revenue $207,298 -$621,197 F



2023 Annual Municipal Golf Study
and Ongoing Benchmark

CONFIDENTIAL: This document contains proprietary and confidential information and is for authorized recipient use only.
Unauthorized access, disclosure, or distribution is prohibited. Your use of this document confirms your agreement to these terms.



Michael A. Suglich, CPA

• Founder / CEO, Greenlight Advisors (2018-today)
• Sikich LLP, Partner / Exec Board (2010-2017)
• MAS Consulting, Founder / CEO (1990-2010)
• Ridge Country Club, Treasurer 

CONFIDENTIAL: This document contains proprietary and confidential information and is for authorized recipient use only.
Unauthorized access, disclosure, or distribution is prohibited. Your use of this document confirms your agreement to these terms.



Overview of the Municipal Golf Industry – Big Picture
did the post-covid revenue growth continue?
and how did 2022 total revenue compare to 2021?

Year 2022

Column Labels
Bottom Quartile Median Top Quartile Grand Total

Average of Total Revenue 1,595,610 2,367,967 2,601,815 2,238,063

Year 2021

Column Labels
Bottom Quartile Median Top Quartile Grand Total

Average of Total Revenue 1,296,333 2,287,404 2,411,322 2,076,944

Yes, post-covid growth continued. 

The healthy post-covid growth 
continued from 2021 into 2022, 

2022 revenue growth over 2021
7.8% Overall
7.3% Top quartile course growth
3.5% Median course growth
23%  Bottom quartile course growth

Top Quartile Top 25% of courses
Median Middle 50% of courses
Bottom Quartile Bottom 25% of courses

CONFIDENTIAL: This document contains proprietary and confidential information and is for authorized recipient use only.
Unauthorized access, disclosure, or distribution is prohibited. Your use of this document confirms your agreement to these terms.



Overview of the Municipal Golf Industry – Big Picture

is the state of the industry healthy?
Based on our Study results it’s very healthy.

Median Net Income % of revenue is 24%
Top Quartile Net Income % of revenue is 42%

That’s solid footing.

Now, the Bottom Quartile is different story.
On average, they are losing roughly $225k per year.

So, what drives Top quartile performance?
What causes Bottom quartile performance?

Let’s continue to explore….

Year (All)

Column Labels
Values Bottom Quartile Median Top Quartile Grand Total
Average of Total Revenue 1,442,646 2,330,257 2,496,436 2,157,504
Average of Net Income -27,064 544,408 1,077,936 540,965
Average of Net Income (Loss) % -15.9% 24.0% 42.6% 19.0%

CONFIDENTIAL: This document contains proprietary and confidential information and is for authorized recipient use only.
Unauthorized access, disclosure, or distribution is prohibited. Your use of this document confirms your agreement to these terms.



Inspiration and execution

• Being a country club treasurer inspired the idea of GC Benchmarks
• Feedback from CPA firms and Golf Club leaders
• “How does my course compare to others, especially to best-in-

class?”
• “How can I improve?
• Simple benchmark reports and data-driven best practices
• Cloud solution accessible from anywhere

CONFIDENTIAL: This document contains proprietary and confidential information and is for authorized recipient use only.
Unauthorized access, disclosure, or distribution is prohibited. Your use of this document confirms your agreement to these terms.



2023 Annual Municipal Golf Study

CONFIDENTIAL: This document contains proprietary and confidential information and is for authorized recipient use only.
Unauthorized access, disclosure, or distribution is prohibited. Your use of this document confirms your agreement to these terms.

• Two deliverables for participating municipal course
1. Online Quarterly Benchmark Subscription
2. 2023 Annual Municipal Golf Study findings



Compare your course with best-in-class* in critical metrics

CONFIDENTIAL: This document contains proprietary and confidential information and is for authorized recipient use only.
Unauthorized access, disclosure, or distribution is prohibited. Your use of this document confirms your agreement to these terms.

Financial Benchmarks Operational Benchmarks
Golf Operations Breakdown: Revenue & 
Margin

Real estate, acres, holes

Food and Beverage: Revenue & Margin Employee ratios
Retail: Revenue & Margin Water expense
Golf Course Maintenance: Expense Rounds played
Clubhouse & Administration: Expense Playable starts (weather computed)
Net Income Revenue per start / Average Daily Rate (ADT)

Weekend Rack Rate
Best-in-class: courses in the top quartile of profitability.



My Course - Financial Benchmark Report

CONFIDENTIAL: This document contains proprietary and confidential information and is for authorized recipient use only.
Unauthorized access, disclosure, or distribution is prohibited. Your use of this document confirms your agreement to these terms.



My Course - Operational (KPI) Benchmark Cloud Report (1 of 2)

CONFIDENTIAL: This document contains proprietary and confidential information and is for authorized recipient use only.
Unauthorized access, disclosure, or distribution is prohibited. Your use of this document confirms your agreement to these terms.



My Course - Operational (KPI) Cloud Benchmark Report (2 of 2)

CONFIDENTIAL: This document contains proprietary and confidential information and is for authorized recipient use only.
Unauthorized access, disclosure, or distribution is prohibited. Your use of this document confirms your agreement to these terms.



CONFIDENTIAL: This document contains proprietary and confidential information and is for authorized recipient use only.
Unauthorized access, disclosure, or distribution is prohibited. Your use of this document confirms your agreement to these terms.

¼ of Municipal 
Courses made this 
much profit or less.

Half of Municipal 
Courses made less 

and half made 
more.

¼ of Municipal 
Courses made this 

much profit or more, 
aka “Best-in-Class”



CONFIDENTIAL: This document contains proprietary and confidential information and is for authorized recipient use only.
Unauthorized access, disclosure, or distribution is prohibited. Your use of this document confirms your agreement to these terms.

The Median 
profitability courses 

grew the least.

The bottom ¼ 
profitability courses 

grew the most.

The top ¼ 
profitability courses 
grew 2nd fastest.



The Benchmark Reports – Top Performers        
do rounds played and utilization % matter? Yes.

Again, this measures where high performers 
generate their golf operations revenue, in 
comparison to lower performers.

In both years, the top performing courses had the 
highest Annual Rounds generating golf operations 
revenue from:
• Greens Fees, Driving Range and Other

Conversely, the bottom performing courses had the 
lowest Avg Annual Rounds and Utilization %.

Mid-performers also produced lower Annual 
Rounds than top performers but had a slightly 
higher utilization %

Year (All)

Column Labels

Values Bottom Quartile Median Top Quartile Grand Total

Average of Annual Rounds 34,852 47,214 50,178 44,972

Average of Playable Starts 52,131 51,972 57,501 53,378

Average of Played Rounds Utilization % 67.3% 92.8% 88.6% 85.4%

CONFIDENTIAL: This document contains proprietary and confidential information and is for authorized recipient use only.
Unauthorized access, disclosure, or distribution is prohibited. Your use of this document confirms your agreement to these terms.



The Benchmark Reports – Top Performers        
do golf shop and maintenance employee counts matter?

Interesting..

I would say not really, 

Looks like performance across the board is within a 
1 employee count

Year (All)

Column Labels

Values Bottom Quartile Median Top Quartile Grand Total

Average of Golf Shop Full Time 2.48 2.76 2.36 2.59

Average of Golf Shop Part Time 15.33 16.03 15.89 15.83

Average of Maintenance Full Time 3.86 4.35 4.16 4.18

Average of Maintenance Part Time 6.64 7.32 8.42 7.43

CONFIDENTIAL: This document contains proprietary and confidential information and is for authorized recipient use only.
Unauthorized access, disclosure, or distribution is prohibited. Your use of this document confirms your agreement to these terms.



The Benchmark Reports – Top Performers        
however, now let’s look at revenue per employee, does that matter?

Yes, 

Top performers generate nearly two times the 
revenue per employee

This tells me that the Bottom performers have 
basically the same employee counts but half of the 
revenue.  The Median is near the Top.

Also, interesting that Top performers are 
supporting 44% more rounds on average than 
Bottom performers using almost the same 
employee counts.

Year (All)

Column Labels

Values Bottom Quartile Median Top Quartile Grand Total
Average of Golf Shop Full Time 2.48 2.76 2.36 2.59
Average of Golf Shop Part Time 15.33 16.03 15.89 15.83
Average of Maintenance Full Time 3.86 4.35 4.16 4.18
Average of Maintenance Part Time 6.64 7.32 8.42 7.43
Average of Revenue per Employee 53,842 90,435 103,853 85,112
Average of Annual Rounds 34,852 47,214 50,178 44,972

CONFIDENTIAL: This document contains proprietary and confidential information and is for authorized recipient use only.
Unauthorized access, disclosure, or distribution is prohibited. Your use of this document confirms your agreement to these terms.



The Benchmark Reports – Top Performers   
does revenue per round predict my performance?

Yes…

In line with Top Performers driving higher Golf Ops 
revenues, Golf and Total Revenue per Round are 
higher among Top Quartile courses and lower for 
bottom quartile courses.

Golf Revenue represents Greens fees, cart fees and 
driving range fees divided by Annual Rounds. 

Year (All)

Column Labels

Values Bottom Quartile Median Top Quartile Grand Total

Average of Annual Rounds 34,852 47,214 50,178 44,972

Average of Playable Starts 52,131 51,972 57,501 53,378

Average of Played Rounds Utilization % 0.67 0.93 0.89 0.85

Sum of Golf Revenue per Round 31.28 39.80 44.50 39.53

Average of Revenue per Start 38.55 50.28 47.06 46.58

CONFIDENTIAL: This document contains proprietary and confidential information and is for authorized recipient use only.
Unauthorized access, disclosure, or distribution is prohibited. Your use of this document confirms your agreement to these terms.



The Benchmark Reports – Top Performers   
does total revenue predict a municipal golf course financial performance?

Yes…

There is a direct correlation between total revenue 
and financial performance at municipal golf courses.

On average, top revenue generating courses are 
ranked in the Top Quartile and lower revenue 
generating courses are ranked in the bottom quartile.

Municipal golf courses that generate over $2.3m+ 
annually do well and courses that generate under 
$1.5m do poorly.  

25% of the municipal golf courses in the study are top 
quartile, 25% are bottom quartile and 50% are at the 
Median.

Year 2022

Column Labels
Bottom Quartile Median Top Quartile Grand Total

Average of Total Revenue 1,595,610 2,367,967 2,601,815 2,238,063
Year 2021

Column Labels
Bottom Quartile Median Top Quartile Grand Total

Average of Total Revenue 1,296,333 2,287,404 2,411,322 2,076,944

Bottom Quartile Median Top Quartile Grand Total

% of Courses in Study 24.2% 50.5% 25.3% 100.0%

Percent of Municipal Golf Courses by Quartile

CONFIDENTIAL: This document contains proprietary and confidential information and is for authorized recipient use only.
Unauthorized access, disclosure, or distribution is prohibited. Your use of this document confirms your agreement to these terms.



The Benchmark Reports – Top Performers      

how did 2022 total revenue compare to 2021?

Year 2022

Column Labels
Bottom Quartile Median Top Quartile Grand Total

Average of Total Revenue 1,595,610 2,367,967 2,601,815 2,238,063

Year 2021

Column Labels
Bottom Quartile Median Top Quartile Grand Total

Average of Total Revenue 1,296,333 2,287,404 2,411,322 2,076,944

2022 revenue growth over 2021
7.8% Overall
7.3% Top quartile 
3.5% Median 
23%  Bottom quartile

CONFIDENTIAL: This document contains proprietary and confidential information and is for authorized recipient use only.
Unauthorized access, disclosure, or distribution is prohibited. Your use of this document confirms your agreement to these terms.



The Benchmark Report

What is the 2023 estimated revenue growth rate?

Year 2022

Column Labels
Values Bottom Quartile Median Top Quartile Grand Total
Average of Total Revenue 1,595,610 2,367,967 2,601,815 2,238,063

Average of 2023 Estimated Revenue 
Growth as a Percent 19.2% 8.9% 10.7% 11.8%

CONFIDENTIAL: This document contains proprietary and confidential information and is for authorized recipient use only.
Unauthorized access, disclosure, or distribution is prohibited. Your use of this document confirms your agreement to these terms.



Thank you for supporting 
The 2023 Municipal Golf Study!

Mike Suglich, CPA
cell:  312-719-0308
mike@greenlightadvisors.com

In interested or for more information:

signup.golfclubbenchmarks.com

CONFIDENTIAL: This document contains proprietary and confidential information and is for authorized recipient use only.
Unauthorized access, disclosure, or distribution is prohibited. Your use of this document confirms your agreement to these terms.
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Golf

• Preferred rates for local residents 

• Player Development Programs

• Supporting Junior/Amateur Golf

• Internal Leagues & Tournaments

38

Serving the community

38

Short Term
• Proper pricing strategies and tiers
• Tournament/Group Golf event growth 

campaigns
• League Development
• Internal Tournaments Events
• Retail/Merchandising

Long Term
• Brand development
• Attracting major, marquee events to mu  

courses
• Player Development across all segments
• Annual Passes 



39

Clubhouse & Restaurant

• Maximizing golfer sales opportunities 

• Marketing restaurant to community

• Hosting events to bring in the 
community

• Driving banquets and events

39

Serving the community

39

Short Term
• Proper Service to Golfers
• Proper Pricing Strategies
• A la carte business
• Lifestyle Events
• Community Appreciation events

Long Term
• Banquet, Party/Reception and Conferen  

Business
• Becoming a neighborhood/ community 

restaurant 



40

Marketing & Building Brand

• Be active in the community 

• Build a brand known throughout the 
community – beyond golf

• Strategic Social and SEO Strategies 
for each business segment

• Networking with local community 
and fraternal organizations

40

Serving the community

40

Short Term
• Developing a voice through social channels

• Basic “blocking and tackling” of SEO

• Customer communication and marketing 
strategies

Long Term
• Comprehensive Marketing Plans

• Building a well-known brand in market/region 
that drive all revenue segments

• Leveraging Company Buying power for add 
placements 
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Return the evaluations to the registration 
desk for a chance to win one of these 

great prizes!
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