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Introduction

How to grow your club in 11 steps:

At a recent Community Golf team 
planning meeting the manager of the 
club who was hosting us wandered over 
with several pieces of paper. With a smile 
he handed it over and wandered off. The 
document he shared was from Sports 
Marketing Network and was titled “How 

to grow your club in 11 steps”. A quick scan 
revealed some interesting headings and 
some interesting topics of discussion. Let’s 
have a look at them.

Case Study - How to grow your club

1. From committee to team - change your structure and culture 
What do they mean by that? It is interesting how a simple change of words can create a different 
dynamic. How often do we hear I don’t want to be involved with committees, they are time 
consuming, require work and you never get any recognition. Now a team can be different it can 
mean a shared vision, goals, unity and is exciting. The word committee can suck the life out of 
you!! A team environment is about working together for the betterment of the club, committees 
on the other hand can be based around the specific user groups interests the relevant members 
represent.

2. Fuel the pioneering spirit 
Don’t get complacent – “we have always done it this way” is a recipe for disaster. Build regular 
club events and look to create a feeling of club separate from Golf. Engage new people in the 
club and listen to new ideas, think them through with a how can we make this work attitude. Get 
excited about what your club and your people can offer your community, get out and tell people 
about it. 

3. Good leaders let people go 
To drive clubs forward we need to all embrace the changes ahead and there will undoubtedly be 
those who don’t see a need for change, employees and members alike. These people can present 
serious barriers to your clubs development and potential long term viability, it may sound harsh 
but they may be best to go. 

4. Visit other clubs and copy their stuff 
There is no such thing as an original idea, it has been done somewhere else by someone else. 
So look at what the innovative clubs are doing, not just Golf look at other sports codes and 
businesses that are successful. How do they engage participation? What do they offer? How do 
they behave? Take their ideas and mould them to fit your club and its vision. 



5. Be careful who you listen to 
Listen to those whose opinions you respect, communicate the direction you’re wanting to head 
in and ask for their feedback. Don’t let the criticism of the “we have always done it this way” 
brigade wear you down. Do they understand where you are heading? Can you communicate it 
better? Not all members are great members. 

6. Get geeky about gadgets 
Embrace technology, use it to engage people in a timely, inexpensive and relevant ways. 
Look at your internal systems can you make them more streamlined? Educate your members 
appropriately regarding change and how it can make their life easier. Is your website easy to use? 
Can a new golfer find their way around? (Ask one you know to critique your website). 

7. Innovate or die 
Look to innovate, be brave and give things a go. Communicate the “why are we trying this” to 
your participants engage them in having a go. Get groups together and brainstorm ideas and 
implement some of them, have a go. Be prepared for criticism but engage the willing. Have fun. 

8. Involve both artists and administrators 
Look to get a mix of personalities involved in your teams, teams of all administrators will see it 
one way teams of artists a totally different way. Embrace the different personality styles and work 
together and importantly listen to the others point of view and respect it. Don’t make it about right 
or wrong, it’s just another point of view. 

9. Somebody has to live and die for your database 
Your database is your lifeblood, make sure it is up to date with your member’s details and also 
grow the participant database. Every casual golfer who plays your course should be able to be 
contacted, even with just a “thank you we hope you enjoyed your day here”. Understand who 
plays and why, who doesn’t play and why not. Talk to them about what’s important to them not 
everyone wants to be a member but they may come back and play again if asked.or wrong, it’s 
just another point of view. 

10. Say thank you, send birthday cards and give people small cool gifts 
Simple stuff but do you do it? 

11. Keep budgeting simple and get everybody involved 
Determine as a club what you want to achieve over the next one, three and five years. Discuss 
analyse and budget for it. Share the information with your members and all who are interested. 
Explain where the income comes from and where it is going, get your player groups involved 
towards designated projects. Shout the successes from the rooftops. 

And now for the one that wasn’t on their list:
12. Engage with your New Zealand Golf Community team 

Ask for help, be the squeaky wheel. Pick some of the 11 actions above and call us. We can 
help your club succeed in the way you want to. We understand how golf clubs are all the 
same but all so very different. Let us come and listen and learn about your club and how 
we can help you to succeed. We love the game (we are just not very good at it – except 
Michael he’s pretty good) and we truly believe change is possible.

Your community golf team contact details:
Auckland, North Harbour, Northland: Michael MacDonald: michael@nzgolf.org.nz or 027 732 771
Waikato, Bay of Plenty: Mark Webb: mark@nzgolf.org.nz or 027 700 7219
Canterbury, Tasman, Aorangi: Richard Hudson: richard.hudson@nzgolf.org.nz or 027 700 1263
Rest of New Zealand: Carl Fenton: carl@nzgolf.org.nz or 027 227 5111


