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Calculating the Impact of Barter

Number of Courses Participating in Barter 4,000
Estimated Annual Revenue Per Course from Bartered

Tee Times Sold $20,000
Gross Revenue from Barter 80,000,000
National Golf Industry Revenue 25,000,000,000
Revenue Paid to Third Parties? 0.32%
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f IMPLEMENTING TECHNOLOGY - From the CEO

| have served the golf industry for 15 years, and am passicnate about the overall inancial health
and succes of every golf course. | want to see this indusiry thrive in the months and years to come,
ond openatars profit from serving and growing this great game. | encourage every operator fo
miaximize your sofrware utiization, leverage your customer database, enact best markefing

practices and implement technology that helps your business increase rounds and revenue.

In a golf economy where price erosion i spiraling out of coniral, it's crfical that courses discount
less and stop bartenng tee fimes with third-party reselers that cperate on a barer-forresale model.
When the Infemet consumer is trained to go away from the golf course’s website to find a befter
fee fime pAce, the course loses. Barter it essentialy creafing addifional competition for courses,

and with an indusiry challenged by excess supply, increasing competition is not the Aght solufion.
Instead, | believe our industry should adopt a “commission-based” model and pay third-parties

gﬂﬁ:ﬂ; ::fEFEJ?E! based on results of rack-rate fee times sold.

keservations, Inc. Forel Reservations elects not fo engage in barter as we firmly believe the best place to sell your

FORE! RESERVATIONS fee fimes & on your website by offering the lowest price guarantee. We alsc believe in providing

15 Yeor Indushy Leader our customers with profitakle solutions through a feature-fich system that incorporates innovative
took, revenue-generating features and automated technology. The Five Pillars Fore! Success

"I Instaled SoMwareinthe | igentifled in this brochure represent elements of the Fore! Reservations system that when

Golf Indusky implemented are proven to tum your software into @ “money making machineg” and help your

business succeed.
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Technology Platform

GOLF CHANNEL

THE &M NBC SPORTS GROUP TeCh n0|ogy fOI' tOdﬂY’S gOlf industry

Smartphone APPs Mobile Websites

Tee Time Booking ";“ﬁ‘.'.TE*.’:N
Engine -

Mebeat Teall Goll Cluls Spacials

Great Golf Specials THIS Week
at Bobcat Trail Golf Club!

Tas Tinn Spacisl

Desktop Websites Email Toolbox

- 0 -

* All techﬁ?logy builds and maintenance supported by a local GolfNow er;1=ployee team
GOLFNOW Technology

GOLFNOW Distribution
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