
Golf Club Business Plan Template.
This template will support your Golf Club to identify how they can grow and support the game of Golf for their club. The document may vary from Business Plans that you have used before - there are a number of reasons for this;
1) Golf clubs are innately complex and must consider some elements that businesses do not.
2) Most golf clubs are led by a committee of volunteers who usually have restrictions on the amount of time they have to lead the club.
3) The document is designed to stay as a live document that is the centre of club decision making not stuck in someone’s draw and never seen again.

With this in mind, the template will omit some of the steps that a generic business plan may employ in order to keep the business planning from being and onerous or exhaustive process.
One of the key elements of a business plan is to tie it directly with your Strategic Plan and the Vision for your club.

Early on is a template for a strategic plan that should be complete before pushing on to the Business Plan. Why? A Strategic Plan can also be known as a road map. Effectively, it gives you a destination to reach by a certain time. If you work straight in to the business plan you may end up making progress, but your progress could be in the wrong direction.

Know where you want to be, before setting off in any old direction.
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1.  Executive Summary
Complete this section last.

Current position

Outline the current position of your club: where is your club in the business life cycle (introductory phase, growth phase, mature, declining)?

Explain what industry you operate in and where it sits in the business life cycle (emerging industry, growth industry, mature industry, declining industry). If you haven’t started yet, outline what you are doing at present and how it is relevant to your business.

Competitive advantage

Complete the competitor analysis section of your business plan before answering this section by listing and detailing your core competitive advantages that give you a leg up on your competition.

A competitive advantage can be anything from a unique skills base to a wider marketing reach, more distribution channels or different offerings (driving range, mini putt etc.)

What experiences are you offering including and outside of golf that your competitors are not?

If you’re part of a strategic alliance or you own any intellectual property (IP), this is also the place to detail it and explain how you’re going to use it.

Holding any IP (such as a trade mark, patent or registered design) is a competitive advantage in itself because it gives you the sole licence to profit from the idea. 

Growth plan

Explain how you plan to increase your club’s capabilities (its skills and offerings) and its capacity. In addition, outline why you’re confident your club will continue to grow and be sustainable.

2. Business Strategy

Strategic Plan

Sets the destination of your club, the strategies and enablers that will get you there.

Please view the A3 template below as the following text directly relates to it.

Initially, it is important to outline the “work-streams” or “pillars of work” that are integral to your clubs success. Imperative to your club’s success is to have a holistic approach identifying both golfing and non-golfing work-streams and making sure the club is working to achieve success for all of its customers, not just its members.

Once you have identified the pillars of work, create a high level goal for each pillar that outlines what you are looking to do within that pillar e.g. “Develop strategies to increase abc” or “Develop and implement plans and strategies to xyz”

Within each pillar there will be strategic outcomes associated to the high level goals. These strategic outcomes are more specific goals that allow your club to put more shape to the high level goal e.g. “There is a measureable increase in abc” or “There is a reduction in xyz”

Under the strategic outcomes will be a list of ‘enablers.’ These enablers are the actions that will be used to meet the strategic outcomes and therefore the high level goals of each pillar. Effectively they answer the question “what are we going to do to achieve our goals in each of the pillars.”

Once you have outlined “what you are going to do” it’s important to put a timeframe around it and decide “When” it will be done and “Who” is responsible for it.

Below is a working example of how the template can be employed;
Strategic Planning Template.
	Club Participation
	Membership
	Finance
	Course/Facility
	Volunteers

	Grow the Game
	Support the Game

	GOAL

Develop and implement strategies to increase both member and non –member club participation. 
	GOAL

Develop and implement new strategies to generate membership growth and increased retention.
	GOAL

Ensure a sound, well managed financial base is developed to enable the Club to become financially sustainable.
	GOAL

Provide a challenging well-presented course with quality, well utilised facilities.
	GOAL

Develop and implement plans and strategies to recruit, retain and reward club volunteers for all areas of club function.

	STRATEGIC OUTCOMES

· There is a measurable increase in current member participation in golf and non -golf events.

· There is a measureable increase in the participation of non-members for golf and non-golf events.
	STRATEGIC OUTCOMES

· There is a measureable increase in total membership.

· There is a measureable increase in membership satisfaction.

· There is a measureable increase in the number of junior members.


	STRATEGIC OUTCOMES

· There is a measureable increase in revenue generated by the club.

· There is a diversification of income streams outside of golf.
	STRATEGIC OUTCOMES

· There is a measurable increase in the use of the facilities, Clubhouse & Driving Range.

· There is a measureable increase in course satisfaction rating.
	STRATEGIC OUTCOMES

· There is a measureable increase in the number of volunteers.

· There is a measureable increase in the retention of volunteers.

	· PARTICIPATION ENABLERS

· Review of golf activities

· Review non golf activities.

· Event/Promotion Plan.
· Marketing Plan 

· Social Golf Events.

· Junior Programmes.

· Golf Schools.


	MEMBERSHIP ENABLERS 

· Engage with other clubs for mutually beneficial membership outcomes.

· Marketing Plan

· Membership plan/review.

· Membership Survey. 

· National and regional programmes. 

· Love Golf.

· Get on the Green.


	· FINANCE ENABLERS

· Review of financial stewardship.

· Expenditure review.

· Income review.

· Sponsorship Plan/Review.

·  Engage with other clubs for mutually beneficial finance outcomes
· Review ad hoc groups.

· Capital Replacement Plan.


	COURSE ENABLERS

· Implement Capital Replacement Plan.

· Course Development Plan.
· Arborist Programme.

· FACILITY ENABLERS

· Evening Events.

· Marketing Plan.

· Non-golf Group Engagement.

· Community Group Engagement.

· Hireage Packages Developed.
· Facility Development Priority List.

	VOLUNTEER ENABLERS

· Review club volunteer requirement.

· Develop Volunteer database.

· Recruit, retain, reward plan.

· Health & Safety Plan update.



	When
	Who
	When
	Who
	When
	Who
	When
	Who
	When
	Who

	2015
	
	
	
	
	
	
	
	
	

	2016
	
	
	
	
	
	
	
	
	

	2017
	
	
	
	
	
	
	
	
	


3. Team

Management structure

Outline and identify the structure that your Club will/is operating under.

Providing a diagram may make this easier.

Vacant positions

Position #1 {Enter title}

{Enter description}

Position #2 {Enter title}

{Enter description}

Position #3 {Enter title}

{Enter description}

Retention and recruitment policies

{Enter text}
Mentors and business support

{Enter text}
4. SWOT and critical success factors.
SWOT analysis is a method for gauging your Club’s health by looking at its Strengths, Weaknesses, Opportunities and Threats. List them in the left columns of the tables and detail what you could do to maximise or minimise their impact in the right columns.

While Strengths (such as a strong brand) and Weaknesses (such as low cash flow) should be internal factors, Opportunities (like a trade show) and Threats (such as a new competitor) should be external to your Clubs and your influence.

	Strengths
	We will maximise them by:

	{Enter text}
	{Enter text}

	Weaknesses
	We will reduce them by:

	{Enter text}
	{Enter text}

	Opportunities
	We will maximise them by:

	{Enter text}
	{Enter text}

	Threats
	We will reduce them by:

	{Enter text}
	{Enter text}


SWOT summary

Chosen strategy

{Enter text}
Critical success factors

{Enter text}
5. Market Analysis
Market research

Explain what market research you’ve done to build this plan and the methods you used, and outline how ongoing market research is built into your club operations. Who is responsible for keeping a track of the market changes and presenting this information to the Board?
{Enter text}
Market opportunity

Describe the opportunity in the marketplace that you’ve recognised. Go into detail about how visible this opportunity is to your competitors (whether it’s a gap your competitors are also actively looking to fill or you think it’s largely unrecognised by the market) and the potential revenue the market opportunity represents.

{Enter text}
Market structure

Describe where your club fits into the marketplace and/or any efficiencies you plan to implement to usurp the status quo. For example your club could be considered the number one club for Customer Service and provide initiatives based around customer experience, not currently employed by your competitors.
{Enter text}
Market size and outlook

Place all the relevant statistics here to describe the market. You will need to know how large the market is in consumer numbers and the potential value of the market derived from spending habits.

Once you’ve established the parameters, provide evidence for the changes you think are taking place and the direction you think the market is taking. No market ever stays the same; market influencers (such as the economy and changing demographics) always play a part in market growth and contraction. You need to show you’re analysing the market correctly to recognise the opportunities and threats that could exist.

{Enter text}
Future markets

Detail the markets you’ve identified that could provide future growth for your club.

Local
Market structure

{Enter text}
Size and outlook

{Enter text}
National

Market structure

{Enter text}
Size and outlook

{Enter text}
International

Market structure

{Enter text}
Size and outlook

{Enter text}
Target Customers
Within the marketplace should be certain types of customers you’re targeting with products and/or services designed to meet their needs. Identify them and describe the size and potential value of this target customer. Note, if you are targeting only Golf Club Members, you are targeting an ever decreasing market. Your target customers should be representative of a growing market as well as your current market.
After you’ve described the target customers, fill out the next two boxes by describing the factors that influence your target market’s purchasing habits (such as seasonal occasions or economic influencers) and how your products and/or services respond to these conditions.

Having a target customer/s is incredibly important, but many clubs ignore this fact. Without knowing what type of people will be most attracted to your offering, you won’t be able to build a true picture of your clubs viability. And without targeting the people most attracted to your offering, you’ll never be able to maximise the real potential of your club.

Target market description

{Enter text}
Factors influencing purchasing habits

{Enter text}
How the club will meet the market’s requirements

{Enter text}

6. Competitor analysis

Competitor 1 {Enter name}

	Strengths
	Weaknesses

	{Enter text}

	{Enter text}


Strategy

{Enter text}
Competitor 2 {Enter name}

	Strengths
	Weaknesses

	{Enter text}

	{Enter text}


Strategy

{Enter text}
7. Financial plan

Start-up costs

{Enter text}
Funding

{Enter text}

Break-even date:

{enter date here}

Profit and loss forecast

	
	First year
	Second year
	Third year

	Estimated sales
	${Enter}
	${Enter}
	${Enter}

	Estimated costs
	${Enter}
	${Enter}
	${Enter}

	Estimated profit/loss
	${Enter}
	${Enter}
	${Enter}


Cash flow forecast

{Enter text}

Balance sheet forecast

{Enter text}

8. Compliance

Legal and regulatory considerations 

{What compliance, regulatory considerations do your club require? Liquor Licencing, Health and Safety etc}

Insurance

What Insurances does your club require?
MAP? Limited Liability etc.

9. IT and equipment

Business premises

{Enter text}

IT

Requirements

{Enter text}

Solutions

{Enter text}

Equipment

Requirements

{Enter text}

Solutions

{Enter text}

10. Reporting 
Reporting Dashboard.

Create a reporting dashboard for the goals of your business plan.

The goal of the reporting dashboard is to allow you to have a quick overview of where your club is heading without having to produce the in depth statistics for each and every area. The in depth statistics can be an appendix to the dashboard, but the dashboard should produce an overall picture of how the club is tracking against your plan.
If possible, try and stay within the following guidelines.

· Fit your dashboard on one page.
· One goal, one line.
· Use a traffic light approach to identify success or failure (red - failing, yellow – part achieving, green – excelling.)

	Marketing
	Insert Goals Here
	

	
	Insert Goals Here
	

	Finances
	Insert Goals Here
	

	
	Insert Goals Here
	

	Events
	Insert Goals Here
	

	
	Insert Goals Here
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