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Introduction 
October 1st 2018 marked the start of the trial of Flexiclub, it is a good time to look at 
how the trial is going and to provide some more information to clubs about Flexiclub 
itself. 

Case Study - LOVEGolf Flexiclub - What you need to know.

What is LOVEGolf Flexiclub?

Flexiclub is aimed at the casual golfer who is wanting to play a variety of golf courses and at a time that suits their 
lifestyle.  It is a virtual golf club and offers both a yearly and monthly payment options.  At the moment, the 
yearly option is $120 plus a $30 joining fee, while the monthly fee is $15 per month with the $30 joining fee.  The 
membership gives the member an official New Zealand Golf Handicap.  It also entitles a person to become a 
member of New Zealand Golf, access to Love Golf Play, access to my golf and tee bookings, and  affiliated green 
fee rates. It is also putting people on the pathway to club membership.  Already 36 Flexiclub members have gone 
on to join golf clubs. 

Why was Flexiclub established?

• There is a need to increase our connection to understand and engage with an increasing number of casual
golfers, inspire them to play more, add value to their golf experience and/or retain them in the sport

• Credible way for casual golfers to obtain the benefits of having an Official New Zealand Golf Handicap
• A way for casual golfers to contribute to the administration of the game, presenting a further opportunity

to reduce the affiliated levy charged to club members.
• Private providers are entering the market and it would be a missed opportunity to maintain the integrity of

affiliate membership model
• Traditional membership may not be meeting the needs of these modern casual golfers

After undertaking research of the international landscape, a number of concerning trends were emerging.  
Markets that had deregulated the handicap system had lost control of the handicaps and a missed opportunity 
for leadership.  Businesses had come in and were offering just the handicap at a severely reduced rate with the 
money going into the business rather than into golf itself.  For example, in the United States you can get a USGA 
recognized handicap through online tech companies that sell on the handicap for the purposes of increasing 
the company’s revenue without any money going into developing the game.  In Victoria, Australia, there are 
over 321 resellers  of the handicap. As an example, QANTAS has their own golf club, again this money goes 
directly to QANTAS without it going back into the golf industry itself.  

With Flexiclub, after the first year, New Zealand Golf is 
proposing that 30% of the revenue will go back to clubs 
in the form of a levy rebate.  Along with this 20% of all 
revenue will be shared back with the districts in the 
way of a regional fund and the rest reinvested to 
support and grow golf.  The purpose of this is to start 
restoring balance to the administration costs of the 
game from club members to casual players.  Golf 
Canada has initiated a similar approach which has 
seen its membership increase and all stakeholders 
benefit through a shared revenue model.  
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How do people register to become a Flexiclub member?

The first thing for clubs to know about Flexiclub is that there is a 1-year stand-down for people who have been 
members of a golf club before they can become a member of Flexiclub.  Players cannot leave a club and 
immediately become a member of Flexiclub.  For the trial period the number of Flexiclub members will be 
capped at 2,000 which is less than 2% of national members and 1% of registered golfers.  The sign up occurs 
entirely online through the Lovegolf website. 

Who is Flexiclub aimed at? 

Flexiclub is aimed at golfers who do not wish to join a golf club. Research undertaken many reasons why 
people do not want to become members of golf clubs.  These range from not having the time to get true value 
for money for their membership, not being able to play at the times that suit them, and wanting to play with 
their friends or family.  Flexiclub is not competing for club membership and is designed to complement the 
traditional membership offering tailored to meet the needs of casual golfers who value flexibility, affordability 
and variety. Flexiclub could be the first step for people to get on the pathway towards membership.  Being 
able to able to start communication with the Flexiclub member group and using targeted membership 
offerings when they are ready to join a club is likely to increase their chances of joining a club.  Currently 
clubs can use the Love Golf Play platform to aim membership options to casual golfers and Flexiclub 
members.

How is Flexiclub going at the moment? 

• 977 members
• Average age is 45
• 22% were previously registered as casual golfers
• 20% have been a member of another golf club in

the past
• 80% have never been a member of a golf club and

never held a handicap
• 3,983 rounds have been played nationwide
• 75% of Flexiclub reside in Auckland, Wellington,

Waikato, and Canterbury
• 36 Flexiclub members have already gone on to

join another golf club.



Conclusion
Flexiclub offers an opportunity to the golfing community to capture more players 
under the umbrella of engaged golfers.  It also offers an opportunity for clubs to market 
to a group within the golfing sector we have struggled to talk to.  It also can offer the 
chance to start a conversation around membership and the pathway to take a person 
from a Flexiclub member to a golf club member. 

What can clubs do to benefit from Flexiclub members? 

Clubs can use the LoveGolf Play website to specifically target casual golfers and Flexiclub members to bring 
them to your course.  Once they have arrived ensure that they are having a quality experience.  Flexiclub 
members are likely to move around different golf clubs and any negative experience will likely mean they will 
not come back.  Since they tend to play in their own groups the negative experience will likely be shared to 
those in their group, which will also have the effect of reducing the number of golfers coming to a course.  As 
shown above Flexiclub members are moving to memberships at golf clubs.  If clubs can track the number of 
Flexiclub players but also which Flexiclub members are playing, clubs could notice patterns with a certain 
player visiting the club several times.  If this is happening, then it is time to have a conversation with that 
person about possible membership options for them.  Even if they do not take up a membership the club may 
find out why the current membership offerings are not working for this type of person and either change the 
current offerings or add a new category in to capture some of the Flexiclub members. 
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