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Introduction 

Occupancy Percentage

Revenue Per Available Tee Time

Average Rate Per Round

Key Performance Indicators can be the 
bane of a lot of peoples working lives.  
With golf clubs, if they are implemented 
and tracked properly, they can give you a 
lot of useful information that can be used 
to further improve the financial health of 
the club.

Key performance Indicators (KPI’S) will give 
the club progress towards its goals.  Golf 
courses have many different streams of 
revenue and should be looking at how to 
maximise this.  Below are a few valuable KPI’s 
your golf course should be using.

Case Study - Understanding Casual Golfers

All rounds played/all rounds available
This KPI answers the basic question of how full is the course?  Depending on the time of year the 
available rounds will change due to the summer and winter seasons.  Some of the information you 
need before the club can calculate capacity are these;
 - When is the first tee time?
 - When is the last tee time?
 - How many players per hour can you tee off at peak demand?
 - How long does it take to play the course?
Some organisations calculate capacity by starting 25 minutes after sunrise and ending 4 ½ hours 
before sunset with each hour containing 28 available rounds.  ALL rounds should be included in this 
calculation, 9 holes, 18 holes, as well as rounds given away for free or even staff playing.

All green fee related revenue/capacity
Airlines and hotels have a finite number of seats and rooms to sell.  Golf courses are the same, you 
have a set number of tee times that can be sold.  Like the airline and hotel industry the tee times 
at a golf course expire.  Maximising the revenue from tee times is crucial.  This KPI measures how 
successful the club was in generating revenue based on all the capacity it has.  By monitoring 
revenue per available tee time monthly will show the club how effective any marketing programmes 
are.  By digging a little deeper the club can look at the times that the course is underutilised and target 
marketing and membership campaigns around those times.

All green fee related revenue/all rounds played
This KPI is useful to see how much golfers pay during certain times of the week or even the day.  This 
is the way the golfer usually evaluates the clubs golf experience against other golf courses they may 
have had the opportunity to play.  By determining which days and times are peak and off peak a club 
can adjust the green fees to maximise revenue.  The Renouf Tennis Centre in Wellington does this 
with different rates for their peak and off peak times.  Many golf clubs assume that their peak times are 
at the weekends, but by doing some extra analysis clubs may find that Sunday afternoons are a quiet 
time and this may give them an opportunity to run special promotions to generate extra revenue.



KPI’s do not have to be just another figure that a club must deal with.  Establishing the 
correct KPI’s will aid in the long term financial health of the club by giving the club 
feedback that can be used to alter or implement financial strategies.  Knowing the 
capacity and peak times for golf clubs will aid in staffing and marketing and pricing 
campaigns.  With knowledge clubs can make better decisions for their financial 
sustainability. 

The New Zealand Golf Sector Support team is always available and keen to help with 
advice or facilitation if required. For your local Regional Support Manager contact New 
Zealand Golf at 09 485 3230. We look forward to hearing from you.

Conclusion

Average Length of Round

Maintenance Costs

One constant complaint around golf is the time it takes to play.  The longer it takes to play the less 
the players enjoy the experience.  If players are finding the round is taking too long, then it is less 
likely they will come back.  If the round is drawn out, then the players are likely to spend less time and 
money at the other amenities at the course.

How well a club can control its maintenance costs can be the difference between keeping its head 
above water or not.  Instead of breaking down the expenditure into monthly or yearly brackets, 
break it down into a variety of categories of expenditure.  For example, labour, fertilization, irrigation, 
aeration, and equipment.  This way the club can track its cost in a much more defined area and can 
take the necessary steps quickly if an area of concern develops.


