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Introduction

Discussion

Following the recent release of the Golf 
Tourism New Zealand Progress Report 
and the current bumper summer season 
we are experiencing it is an ideal time to 
think about how your course fares in the 
tourist market and ponder the question – 
is your course tourist ready? 

Tourism can be summarised as “the 
commercial organisation and operation of 
vacations and visits to places of interest” 
(Oxford).

In 2013 New Zealand Tourism identified 
golf as a popular tourist activity with New 

The golf tourism market presents a great opportunity for golf clubs to grow their business. The 
statistics featured in the December update from Golf Tourism New Zealand certainly illustrates the 
value that international golf tourism provides to the economy. Some of the key numbers from the 
report to consider:

• When the strategy paper was written in 2013, golf tourism’s benefit to the New Zealand economy 
was estimated at $210M annually. As of the end of September 2015, the number sits at a $296M 
benefit to our economy, an increase of 41%.

• Golf visitors spend 30% more on average than non-golf visitors.

• At the end of 2014 data showed 4% of visitors to New Zealand played golf. All markets tracked are 
up 2-4% in golf participation.

Opportunity for growth within the domestic market also exists. Courses need to consider whether 
their current operation meets the needs and wants of typical golf tourists. Some things to consider…

Awareness – having an excellent digital footprint is essential in selling your course to visitors. You 
only get one chance at a first impression and the vast majority of people will look online before 
deciding where to spend their money. The quality of the website can have an impact on a visitor’s 
decision to play, or not. Ensuring the site has quality imagery, important information is easy to find 
and being user friendly are important. The site should highlight the unique aspects of the course, 
services available and the places of interest and activities in the surrounding area.

Facilities – there are a number of facilities a venue can offer as part of being tourist ready that add to 
the experience. The essentials are having hire carts, trundlers and clubs available along with a first 
class pro shop and food and beverage service. 

Zealand well positioned to offer a unique 
golfing experience to the world. Subsequently 
a new strategy targeting international golf 
tourists was developed. While the strategy 
very much focuses on the international 
tourist market and bringing them to New 
Zealand to visit a group of 12 ‘marquee’ and 
28 ‘experience’ courses there are learnings 
that can be taken from the initiative and 
applied to other regional courses looking to 
grow their visitor numbers, whether from 
near or far.
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Conclusion

Tourism presents an opportunity for 
clubs and courses at all levels to generate 
additional revenue from a less traditional 
source. There are a number of factors to 
consider in order to ensure your course 
and facility meets the needs of the golf 
tourist. 

Working in partnership from within 
your local community, tourism industry 
and government on the development 
of a tourism plan will help enhance 
your success, allow you to develop key 

Course – the golf course is usually the key element for visitors. It is important to present a quality 
product both in terms of design and presentation. A course that requires imagination and creative 
shot making and offers a challenge to players is important. Making good use of the natural landscape 
and the having a course that fits the surrounding environment adds to the experience. Visitors are 
after a unique experience that they don’t usually get at home so highlight the distinct characteristics 
of the course. The presentation of tees, fairways, greens, rough and hazards add the crucial final 
touch.

Accessibility is important in more ways than one. The course should be easy to reach with transport 
options available. You may want to engage a partner for this service. Having the flexibility of a variety 
of tee times and days on offer is also valuable along with an online booking system that makes this 
process easier for visitors. Having complimentary activities and accommodation that are easily 
accessed in the surrounding region can also be a drawcard; partnering with local businesses to create 
a package deal can help enhance your success in this area.
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relationships and share responsibility while 
ultimately creating a more sustainable 
product.

To learn more about tourism and how 
your course can get involved contact your 
local Regional Tourism Organisation here: 
http://rtonz.org.nz/rto-location-map.
html or get in touch with your local Club 
Capability Manager at New Zealand Golf 
on 09 485 3230.
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