
Grading Scale:  If your response was in RED response – yikes! University; yellow – free pass, green - help me teach the class: – you are awesome!

© 2015, Golf Convergence

The Business of  Golf
A Strategic Planning Survey:  The Preliminary Results

J.J. Keegan, Managing Principal
jkeegan@golfconvergence.com
t. 303 283 8880
c. 303 596 4015



Grading Scale:  If your response was in RED response – yikes! University; yellow – free pass, green - help me teach the class: – you are awesome!

© 2015, Golf Convergence

Grading Scale:  If you response was in RED response – enroll in Golf Convergence University; yellow – free pass, green - help me teach the class: – you are 
awesome!

The Purpose of the 
SurveyThis survey was prepared as an integral component for a dissertation leading to a Ed.D. in 

Professional Golf Management.  The survey was organized into four sections:

- Type of facility respondent operates and the key associated benchmarks
- Strategic
- Tactical 
- Operational

We believe the questions provide insights as to how to best manage a golf course to 
ensure value is created for the golfer on a foundation that optimizes the financial 
performance of a golf course.   

For the strategic, tactical and operational questions (slide 9 and beyond), we have 
identified what we believe is the best answer  to achieve that goal using the following 
“grading scheme” – red:  poor choice, yellow:  adequate, green:  optimum.     

If you find that you have selected a lot of questions marked in red, we recommend enrolling 
in the Fall webinar series on the “Business of Golf.”  We assure that if you attend the 
classes, complete the exercises and implement the suggested business practices, your net 
income will increase in 2015.   

J. J. Keegan, Managing Principal
Golf Convergence
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Yes
68%
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32%

Do you have a written vision statement that 
guides the strategic direction of your facility?
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Have you developed a written strategic plan 
within the last three years?
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5 Point Scale Rating:  3.82
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Average = 43.4%
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Average = 14.3%



Grading Scale:  If your response was in RED response – yikes! University; yellow – free pass, green - help me teach the class: – you are awesome!

© 2015, Golf Convergence

Not at all
knowledgeable

Slightly
knowledgeable

Somewhat
knowledgeable

Moderately
knowledgeable

Extremely
knowledgeable

What is your level of knowledge regarding 
your labor budget in relationship to similar 

golf courses in your market?



Grading Scale:  If your response was in RED response – yikes! University; yellow – free pass, green - help me teach the class: – you are awesome!

© 2015, Golf Convergence

0.00%

5.00%

10.00%

15.00%

20.00%

25.00%

30.00%

Not at all
knowledgeable

Slightly
knowledgeable

Somewhat
knowledgeable

Moderately
knowledgeable

Extremely
knowledgeable

What is your level of knowledge regarding 
deferred capital improvements required at 
your facility in relationship to similar golf 

courses in your market?
Average on 5 Point Scale:  3.39



Grading Scale:  If your response was in RED response – yikes! University; yellow – free pass, green - help me teach the class: – you are awesome!

© 2015, Golf Convergence

0.0%

5.0%

10.0%

15.0%

20.0%

25.0%

30.0%

Don't
know

what a
customer

touch
point is.

0 1 - 2 3 - 4 5 - 6 7 -  8 9 - 10 11 - 12 Over 12

How many customer touch points does your 
golf course offer?



Grading Scale:  If your response was in RED response – yikes! University; yellow – free pass, green - help me teach the class: – you are awesome!

© 2015, Golf Convergence

0%

5%

10%

15%

20%

25%

30%

35%

40%

45%

50%

Never Rarely Sometimes Often Frequently All the time

How often do you have your golf course 
secretly shopped?



Grading Scale:  If your response was in RED response – yikes! University; yellow – free pass, green - help me teach the class: – you are awesome!

© 2015, Golf Convergence

0%

5%

10%

15%

20%

25%

30%

35%

Never Rarely Sometimes Often Frequently All the time

How often do you conduct electronic surveys of your customers?



Grading Scale:  If your response was in RED response – yikes! University; yellow – free pass, green - help me teach the class: – you are awesome!

© 2015, Golf Convergence

0.0%

5.0%

10.0%

15.0%

20.0%

25.0%

30.0%

Less
than
5%

6% to
10%

11% to
15%

16% to
20%

21% to
30%

31% to
40%

41% to
50%

51% to
60%

61% to
70%

71% to
80%

81% to
90%

Over
90%

What % of your golfers do you believe will 
rate your golf course an 8, 9, or 10 (using a 

10 point scale with 10 being the highest) 
when discussing your course to friends, 

family and other golfers?
Answers provided by respondents reflect 

course operators ar
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How much revenue do you think a third party 
tee time vendor earns selling tee times at 

your facility?
Average:  $8,750

Answers by respondents reflect they are not 
in touch with reality.  The average third party 
liquidates over $25,000 per year in tee times 
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Win in 2015

J. J. Keegan, Managing Principal
4215 Morningstar Drive
Castle Rock, CO  80108

t 303‐283‐8880
c 303‐596‐4015

jkeegan@golfconvergence.com


