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Relying on traditional memberships and 
green fee revenue alone is making it 
increasingly difficult to run a financially 
strong golf club.

CHALLENGES

Changing the status quo thinking of 
golf club boards and members towards 
innovative solution finding to financial 
pressures.

Promoting the golf club as an attractive 
destination for non-golf activity and 
events during off-peak times of the day.

TRADITIONAL REVENUE FINANCIAL PRESSURES PROMOTING THE CLUB

The Waitangi Golf Club has come to terms with 
the economic challenges facing many golf clubs 
in New Zealand and are tackling it with ‘out of the 
box’ thinking.  It is well known that the competition 
for people’s discretionary income and valuable 
time is putting real pressures on golf memberships 
and casual rounds of golf.  That is why Waitangi 
Golf Club is always on the lookout for new and 
innovative ideas to bring alternative revenue into 
their club.  They decided to approach NZ Mediation 
Tour Ltd. to offer them the opportunity to bring 
busloads of tourists to their golf club so they can 
enjoy fine dining and the amazing views they have 

to offer.  “It was a perfect win-win situation for both 
of us, the bus tour company get a perfect place 
bring their customers and we get to showcase our 
golf club to a new audience, as well as increase 
non-golf revenue” said Merle Tipene - Club 
Secretary/Manager.

OVERVIEW



RESULTS

Its early days in the Waitangi Golf Club 
and Mediation Tour Ltd. relationship but 
it has already proven lucrative with one 
visit completed and another six planned 
throughout the summer.  The club looked at 
what is happening around them, identified 
a specific business opportunity and then 

Coming to the conclusion that golf 
alone will not help the club tackle the 
economic and financial pressures of 
the modern day golf club business.
Looking at the wider business 
opportunities within the community 
that the club is situated and how 
they can offer a solution to another 
organisations problems lead them to 
guided bus tours.
Acknowledging the fact that many of 
the visitors from the bus tours will not 
eventually be members of the club 
and the staff needed to maximise the 
window of opportunity to upsell other 
Waitangi Golf Club gifts and apparel.

6
MORE BUSLOADS

47
NEW VISTIORS 

CONCLUSION / SUMMARY

KEY LEARNING / LESSONS

SOLUTION

6 more busloads 
organised for the 
summer.

$10,000 of non-golf 
revenue.

Over 300 new 

customers to upsell to.
47 new customers to 
the club in one visit.

The club decided to look at the bigger picture of what other activities regularly happen in Northland that they could leverage off 
and increase revenue.  “We brainstormed the different reasons that visitors came to Waitangi and how they arrived, this led us to 
look at the bus tours and what they needed when they arrived” said Merle.  “We have fantastic caterers and a dining backdrop 
that the best restaurants in New Zealand would die for, a perfect recipe for success” said Merle.

The club made contact with a number of companies and Mediation Tour Ltd. jumped at the chance to make a deal to regularly 
stop at Waitangi Golf Club as part of their guided tour itinerary.

$10k
REVENUE

300
NEW CUSTOMERS

created a solution based on what they 
could offer.  “We know that Waitangi and 
Paihia has lots of visitors throughout 
the year and we wanted to give them a 
reason to visit our club outside of golf.  If 
we can get them to enjoy our dining and 
views then maybe next time they will 
bring their golf clubs” said Merle.

The club are looking at other opportunities 
and potential partnerships with local 
businesses.  The Bay of Islands has 
thousands of visitors a year who come 
to learn about the Treaty of Waitangi, 
experience the great fishing and many 
other great activities.  The golf club 
understands that these visitors need 
to be given a reason to visit them and 
the catering and views is a great start.  
“We now have more foot traffic coming 
through our club and browsing in the pro 
shop, they often take home Waitangi Golf 
Club gifts for themselves or their friends 
and family” said Merle.

For more information visit:  
www.waitangigolf.co.nz



THE VALUE OF GOLF

The Game of Golf Provides Unique and Lifelong Enrichment

VISION

Golf is New Zealand’s Favourite Pastime
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To Grow the Love of Golf

www.golf.co.nz

nzgolf@nzgolf.org.nz

Tel +64 (0)9 485 3230 - Fax +64 (0)9 486 6745


