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Introduction

Collaboration in the New Zealand Golf Industry

Collaboration is a growing trend amongst 
the sport industry and something we 
now see happening more often in golf as 
we adapt to meet some of the industry’s 
current challenges. It can be seen at 
many levels, from golf’s national and 
district governing bodies, local and central 
government, tourism organisations, 
education providers, the commercial 
sector, right down to the grass roots level 
where clubs are getting around the table 
to discuss and identify ways they can 
work together for the good of the game.

There are many reasons to consider 
collaboration at club level: 

• Building strong relationships with 
neighbouring clubs

• Information sharing
• Opportunity to add value to membership 

packages
• Increased visitor rounds and the 

associated food and beverage spending
• Sharing costs
• Group marketing initiatives
• Greater appeal to funding trusts, local 

council and commercial sponsorships

Case Study - The 7 Pillars of Inclusion

Youth Golf
New Zealand Golf (NZG) and a number of District Associations (DA) have partnered with SNAG Golf 
to deliver golf programmes in school, after school, during the holidays and in the community. The 
relationship is mutually beneficial as golf has been able to utilise the fantastic programmes and 
equipment SNAG have developed while NZG and DA’s have been instrumental in helping SNAG build 
relationships with Regional Sports Trusts to increase the number of children participating in golf 
programmes. The collaborative nature of this relationship continues to grow with SNAG working with 
football and tennis organisations to offer more diverse holiday programmes with participants able 
to get a taste of all three codes. The coaching team has also been expanded with a partnership with 
Kelly’s Sports Group providing a national network of experienced and passionate coaches making 
golf in schools accessible to youth throughout the country.

GMANZ
When the Community Golf Plan was launched, Club Capability was a key pillar identified in the 
plan. The Golf Managers Association of New Zealand (GMANZ) were identified as a key partner in 
helping New Zealand Golf to upskill, educate and provide relevant tools and information to those in 
management positions in the industry. Through a collaborative relationship NZG and the GMANZ 
have been able to make accessible a world recognised education pathway for club managers and 
administrators through the introduction of the Club Managers Association of America’s (CMAA) 
Certified Club Manager course. The learning opportunities and sharing of ideas during these 
courses will help managers to stay up to date with best practice and industry trends. Another new 
partnership between GMANZ and Golf Management Australia has seen the introduction of a new 
online benchmarking tool available to golf clubs in New Zealand. This will allow clubs to track their 
performance across a number of different operational areas when compared to clubs of similar 



Conclusion
Collaboration is a key concept that should 
be embraced by all clubs for the growth 
of not just their organisation but of the 
game as a whole. Good collaborations 
will provide win-win-win scenarios 
for all involved, whether it is reducing 
expenditure or increasing revenue for 
clubs, providing better value proposition 
for members and visitors or meeting 
the needs and goals of the community, 
schools, councils or funding trusts you 
work with.

If you would like to know how your 
club can better work with others in 
your community you can contact the 
Community Golf team at NZ Golf on 09 
485 3230, we are more than happy to help 
facilitate this process for you.

LINKS:

SNAG New Zealand: www.snaggolf.
co.nz/snag-golf/ 

Golf Managers Association of New 
Zealand: www.golfmanagers.co.nz 

Norther Passport Case Study: 
http://www.golf.co.nz/uploads/
CaseStudyNorthernPassport.pdf

characteristics allowing management to identify where they might be over or under spending and 
performing above or below the norm. A great diagnostic tool that will help them make informed 
decisions.

Northern Passport
The Northern Passport is a great example of a grass roots collaboration between clubs. The 
membership package was designed by a cluster of clubs in the Northern Auckland/Southern 
Northland region to meet the needs of a specific market group. This is a great example of clubs 
sharing ideas and working together to develop a product that is mutually beneficial to the clubs 
involved and the end consumer. Trends showed that the younger generation of golfer prefers the 
opportunity to play a variety of different courses. The passport concept satisfies that need by offering 
reduced green fees in exchange for a small annual subscription but also provides incentive to the 
consumer to play their golf within the cluster group providing clubs with increased visitor rounds and 
the associated revenue.
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