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The New Zealand Golf Industry Council 2025 Whole of Golf conference, incorporating Golf New Zealand, the PGA of NZ, NZ Golf Course Superintendents Association and the Club Management Association of NZ,  is to be held at the Ellerslie Events Centre, Auckland, from August 17-19, 2025.
The event themed “Leading Change: Transforming Golf for the Future,”, to be managed by Emily McCarvill of Clubhouse Creative, features presentations, workshops, forums and engagements with industry leaders, golfing celebrities, and high-profile speakers from around the world, both in person and virtually. NZGIC is coordinating with various business sectors, including golf retail, equipment suppliers, media, travel and tourism, web design, social media, business planning, data handling and general management, to present a diverse array of trade exhibitors.
““Following the success of our 2022 All of Golf Conference in Christchurch, we are bringing everyone together again for three days of collaboration and learning,” said NZGIC Chair Des Topp.
“We are playing host to thought-provoking speakers on topics such as the Future of Golf, Culture, Stress and Mental Health, Governance, Artificial Intelligence, and Sustainability as well as coordinating numerous trade exhibitions to visit, networking opportunities, and breakout sessions,” 
The 2025 NZGIC Whole of Golf Conference will offer delegates a platform to network, share, and disseminate information about new initiatives, concepts, research, and best practices in the golf industry. Key partners include Golf New Zealand, NZ PGA, NZ Golf Course Superintendents Association, and Club Management Association of NZ.

Registrations are now open. Delegates click on the link to register . Early bird rates apply



About the Host of  NZGIC 2025 Whole of Golf Conference  and Trade Show

The New Zealand Golf Industry Council (NZGIC) founded in 2017, was established to encourage coordination and collaboration amongst organisations active in the New Zealand Golf Industry to achieve the goal of growing the sport of golf.
Membership of the NZGIC is open to all organisations and interested individuals within the Golf Industry. 
For more information go to: www.nzgic.co.nz or email admin@nzgic.co.nz.

Contact for delegate and partnership enquiries
Des Topp
NZGIC chair
Email: admin@nzgic.co.nz
Tel: +64 (0)21 392 007

Contact for event management media enquiries
Emily McCarvill
Clubhouse Creative
Email: emily@clubhousecreative.co.nz
Tel: 021 297 3235

Contact for our preferred accommodation provider:
Leticia Machado 
Reservation Supervisor
Novotel & Ibis Auckland Ellerslie
Email: Leticiac.MACHADO@accor.com
Tel: +64(0) 9 529 9090
72-112 Greenlane East, Auckland – 1051 – New Zealand
www.accor.com


	





BMI Education programme
The Club Management Association of New Zealand’s stated goal is to improve the standard of club management here in NZ through continuing education and by offering to its members the Club Management Association of America’s internationally recognized BMI Educational Programme, which leads to Certified Club Management (CCM) status. 

















BMI Courses – 2025
	



BMI Leadership Principles March 17-21, 2025

The curriculum and learning outcomes have been provided by the Club Managers Association of New Zealand and this training course is endorsed by the Club Managers Association of America as part of the educational pathway to the Certified Club Manager (CCM) qualification.
[image: Image result for Leadership PRINCIPLES]
By attending this course, delegates will enhance their understanding of these cornerstones of a successful manager at their clubs, including:

· A Business Plan for your Club
· Successful Committee Strategies
· Communication & Influence
· Team Building
· Managing Performance
· Conduct or Capability? Investigating Under Performance
· Service Standards
· Managing Conflict
· Time Management 
· Lumina Spark
· Case Study

Click here to view Course programme, timetable and registration form


BMI Golf Management May 2025

The curriculum and learning outcomes have been provided by the Club Managers Association of New Zealand and this training course is endorsed by the Club Managers Association of America as part of the educational pathway to the Certified Club Manager (CCM) qualification.
[image: Image result for Golf Course Management]
By attending this course, delegates will enhance their understanding of these cornerstones of a successful golf product at their clubs, including –
· Working Effectively with Your Course Manager
· An Understanding of Turf Maintenance Challenges
· Understanding Expensive Tools in The Greenkeeping Trade
· Working Effectively with Your Golf Professional
· Understanding of Retail and Fleet Management Issues
· The Business of Golf Tuition at Your Club
· The History and Continued Evolution of the Game
· The Fundamentals and The Myths of Golf Technology
· Benefits of Environmental & Sustainability Compliance
· The Missed Opportunities of Customer Service in Golf
· Principles of Yield Management in Maximising Tee Usage
· Putting It All Together

Click here to view course curriculum, timetable and registration form. 


BMI Club Management - late 2025

The curriculum and learning outcomes have been provided by the Club Managers Association of New Zealand and this training course is endorsed by the Club Managers Association of America as part of the educational pathway to the Certified Club Manager (CCM) qualification.
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By attending this course, delegates will enhance their understanding of these cornerstones of a successful manager at their clubs, including:

· Management and Delegation
· Employment Legalities and Issues
· Employment Legalities and Issues
· Service Management
· Communications
· Time Management
· Introduction to Accounting and Financial Management
· Cost Control
· Marketing in Private Clubs
· Career Development
· Club Legislation
· Lumina Spark Personality Profile
· Diversity and Equity Panel discussion and industry experts.

Click here to view course curriculum and provisional timetable .



The Benefits of Continuing Education with CMAA and CMA NZ
Managers who engage in the BMI Career Development Programme enjoy numerous advantages, including:
· Connecting with industry experts.
· Networking with fellow managers from the most innovative and prestigious clubs both nationally and internationally.
· Exploring new ideas to implement in their own clubs.
· Learning from the nation’s top club management educators.
· Visiting and touring other club operations.
· Growing not only as individuals but also as key members of their club’s management team
Click here to view full details of the continuing BMI education programme.

------------------------------------------------------
Club Governance Best Practice Guide

In New Zealand, clubs typically have 6 directors while other smaller clubs have several volunteer leaders. Many lack formal governance training or experience, which, coupled with their 2-year terms, slows best practice adoption.
Club governance includes oversight, strategic planning, and financial decision-making. Board members must act in the best interest of the club and its stakeholders.
Exceptional club leadership requires the right people, resources, and focus. Successful boards lead to happier members. 
Voluntary service and your commitments to your clubs are noted and appreciated.
Some club boards excel in governance, while others don't. 
Successful boards follow key best practices:
- 	Create a Compelling Vision: Clearly communicate the club's unique goals to members.
-	Commit Fully: Board members are fully dedicated and committed to their roles.
-	Focus on the Greater Good: Encourage candid discussions without personal agendas.
-	Rely on Data and Facts: Govern the club using data-driven decisions.
-	Challenge the Status Quo: Keep an open mind to drive the club forward.
- 	Prioritize Capital Investment and Value: Focus on increasing the club's net worth.
- 	Follow an Orientation Process: Introduce new board members to the rules and processes.
-	Hold Efficient Meetings: Keep meetings focused, with clear agendas and time limits.
-	Annual Retreat: Spend one or two days off-site each year to accomplish more.



Work on the Club, Not in It 
Let the General Manager and key staff handle daily operations. By adhering to these practices, boards can lead their clubs to success.
A dysfunctional board can create more problems than solutions. 
Some common issues are:
-	Personal Agendas: Board members push their personal preferences over the club’s greater good.
- 	Micromanagement: Boards should focus on high-level issues, not day-to-day management.
-	Poor Participation: Ineffective boards have members who miss meetings, arrive late, or fail to prepare.
- 	Secret Meetings: Excluding members from decision-making causes disorder and distrust.
- 	Lack of Confidentiality: Failure to keep certain information confidential leads to problems.
- 	Poorly Run Meetings: Meetings should have an agenda, time limit, and be orderly.
- 	Domineering Personalities: Members who monopolize meetings or are condescending disrupt board effectiveness.
- 	Lack of Respect and Trust: Without mutual respect and trust, boards struggle to function.
- 	Failure to Innovate: Sticking to the status quo hampers progress.
- 	Failure to Communicate: Lack of transparency breeds distrust and suspicion.
To address problematic board members, clubs should have bylaws or mechanisms for discipline or removal.
_______________________________________

Best practices for successful boards 
A Diverse Board is Essential:
- Assemble a board that represents the membership and offers diverse perspectives.
- Diversity in thought, sex, gender, and race is critical, especially for younger generations.
- Ensure board policies support an environment where different ideas are welcomed.
Avoiding the Status Quo:
- Successful governance means not settling for the status quo.
- Clubs tend to nominate board members of similar backgrounds or mindsets, which can hinder governance.
- Aligning with long-tenured board members' beliefs can lead to inertia, making the status quo the default option.
Boards must strive to make the club better and not settle for the status quo.
Selection Criteria:
- Be transparent about selection criteria for board members.
- Common criteria: membership in good standing for at least three years, known integrity, ability to work as a team member, and experience on at least one club committee.
- Required characteristics: financial membership, trust and integrity, and being a team player.
- Team players listen to others, foster a collegial culture, and don't have personal agendas.
Required Characteristics:
- Candidates must meet criteria in the bylaws, such as being a financial member, a member for a certain number of years, or having served on a committee.
- Essential qualities include trust, integrity, and being a team player. Team players don't have personal agendas and foster a collegial culture.
Desired Characteristics:
- The board should reflect its diverse membership, bringing a range of perspectives (age, gender, interests).
- Seek perspectives, not representatives, to avoid factions and cliques. Board members should prioritize the club's interest over personal interests.
Desirable Experience and Skill Sets:
- The board should have members with diverse skills and expertise (e.g., accountant, lawyer, engineer, real estate expert, marketing specialist).
- Consider the prospective candidate's committee experience and effectiveness.
Establish an Independent and Objective Nominating Committee:
- Form a nominating committee that is independent and objective.
- Keep the process simple and avoid unnecessary complexity.
- Select the committee chair based on integrity and impartiality; let them choose other members and present them to the board for approval.
- Different methods for forming the committee include member elections, lotteries, or drawing from past presidents.
- The process depends on club culture and member trust.
The Smartest People in the Room?:
- Board members may excel in their fields but managing a club requires unique skills and experience.
- Board members should focus on the club's business, not micromanaging it.
Adopt an Uncontested Election Process:
- Conduct uncontested elections to minimize political damage.
- The nominating committee selects a slate of candidates equal to the number of board positions.
- If bylaws call for contested elections, try to amend them.
- Distinguish between nominees from the nominating committee and petition nominees on the ballot, requiring votes equal to the number of vacant slots.
Board Orientations and Retreats:
- New board members need thorough orientation, covering more than just legal responsibilities and a facility tour.
- An off-site annual retreat is recommended for planning, strategizing, and team reorientation.
The Golden Rule:
- Welcome differences of opinion but govern as one.
Ideal Board Size:
- No magic formula; balance efficiency with duty distribution.
- Six is the most common and effective size.
Recommended Board Terms:
In NZ two-year terms are the norm, with an additional term allowed.
- Longer terms improve board membership quality.
- Offer a two-year term with the option for re-election based on performance.
- Look to make changes to the club constitution to extend the two-term.
Recommended Officer Terms:
- Common officer term is two years.
- Officer terms often align with board member terms (e.g., two years for officers).
- Advisable to offer optional second term for directors and optional second year for officers, based on performance.
- Good officers are valuable; if they perform well, a second year is beneficial.
- Improvements in governance can reduce workload and increase chances of serving an additional year.
Bylaws and Policies:
Bylaws are member policies that convey authority to the board and describe:
  - Types of membership, qualifications, privileges.
  - Club governance structure (e.g., Board of Directors), size and terms.
  - Nominating and election process for board members and officers.
  - Board authority and limits, procedure for amending bylaws.
  - Other administrative matters (e.g., board member indemnification, meetings, quorum).
Bylaws are separate from club rules (e.g., dress code, tee time policies).
Bylaw Level of Detail:
- Bylaws should contain basic information, allowing the board to detail policies.
- Flexibility in bylaws helps the board adjust to changing situations.
- Avoid restrictive policies in bylaws to maintain governance efficiency.
Board Policies Manual (bPM):
- Keep bylaws lean and develop a bPM to outline board policies and governance duties.
- A bPM covers strategic direction, board expectations, committee structure, meeting conduct, and board-General Manager relationship.
- A transparent bPM encourages member trust and flexibility in governance.
Develop a Best Practice Manual (BPM):
- Defines board structure, operation, and accountability for the General Manager.
- Includes reports from the General Manager, alignment with strategic plans, and annual evaluation criteria.
- Clear documentation of authority and accountability promotes transparency and trust.
- Explicit policies in a BPM prevent reliance on implicit, tradition-based decisions.
By having a transparent and documented BPM, the board can ensure effective governance and member trust.
Committing to Excellence:
- Good governance requires a commitment to excellence, including best practices and community cohesiveness.
- Strategic plans and board policies should be reviewed and adjusted as needed.
- Changes should be orderly and well-considered.
General Manager or COO or CEO?:
- Titles may vary, but club leaders are given more authority to focus on the club's business, not daily operations.
The Annual Speed Bump:
- Annual changes in board members and officers cause adjustment periods.
- Use a Board Policies Manual (BPM) to set policies, provide stability, and clarify roles.
- The BPM helps reduce the impact of annual changes by ensuring changes are well-considered and documented.
By committing to excellence and using a BPM, clubs can ensure effective governance and smooth transitions.
Meetings:
- Board meetings should have set time limits, stay on topic, and be well-controlled by the president/Captain.
Committees:
- Essential for governance; most effective boards have strategic planning, finance, audit, and nomination committees.
- Leave advisory committee formation and management to the General Manager.
Two Types of Committees:
-  Committees supporting board functions (finance, audit, communications, membership) report to the board.
-  Committees supporting operational functions (house, course, greens, golf) report to the General Manager.
- History and bylaws may resist this dual approach, but it enhances efficiency and reduces board meddling.
Creating Value for Committee Members:
- Influence and quality management attract members more than reporting lines.
- Closer relationship with decision-makers increases committee value.
Close the Bar:
- Never serve alcohol at the club meetings or the  Annual General Meeting. Close the bar. Celebrate outcomes later!!
_______________________________________
Club Finance:

- Many sports clubs are capital-intensive, requiring long-term financial plans for capital expenditures and enhancements.
- Investments are ideally financed through operating surplus, subscriptions, fundraising, grant funding, capital assessments, and careful use of debt.
Importance of the Balance Sheet:
- The income statement is a gauge of service delivery, but long-term success relies on capital investment and a strong balance sheet.
- "Net worth over time (NWOT)" is the key performance indicator.
- Focus on the club's value proposition and create a forward-looking capital plan to retain and attract members.
Strategic Capital Plan:
- Clubs can't cut their way to prosperity but can trim for efficiency.
- Continually postponing investment leads to decreased member satisfaction and fewer members.
- Engage members in a strategic capital plan for sustainable financial success.
Benchmarks and Lessons in Capital Finance:
- Clubs should aim for 5-15% of total operating revenue for capital needs.
- Debt must be used judiciously to avoid club failures.
- Reducing subscriptions and capital levies makes it difficult to increase them later.
- Underfunding services and amenities diminish the member experience.
Professional guidance and education are recommended for understanding key metrics of club finance and addressing them effectively.

CLUB BENCHMARKING IDENTIFIES THE FOLLOWING EIGHT FINANCIAL WARNING SIGNS:

1. Declining full member equivalents.
2. Subscription revenue less than 50% of total operating revenue.
3. Capital base decreasing over time (depreciation exceeding capital expenditures).
4. Net worth decreasing over time.
5. Capital levies less than annual depreciation and debt service.
6. Total debt greater than annual subscriptions revenue.
7. Debt amortization periods of more than 10 years.
8. Multiple occurrences of debt refinancing.
1. Abridged. With acknowledgement to Bobby Jones Links
---------------------------------------------------
Course Economics in the Experience Era
The economics of a golf club business hinges on the principle that each tee time is perishable inventory. Unused tee times result in lost revenue, not only from green fees but also from additional purchases like food, drinks, and equipment. For an average 18-hole club, total revenue per occupied tee time is estimated to be about 45% higher than just green fees alone.
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 Consider the impact of no-shows at golf clubs. An analysis of over 500 U.S. clubs and 10 million rounds revealed a no-show rate of 9%, resulting in an estimated $1 billion in lost opportunity annually. The issue is significant and sensitive, as even a few missed tee times can erode margins, similar to a restaurant losing 5% of its income from a six-person no-show.
Interestingly, most lost inventory can be prevented or addressed. The analysis found that only 11% of abandoned rounds were due to unplayable conditions. This means improved policies (e.g., requiring a credit card to book a tee time), communication (e.g., automated SMS reminders), and waitlist technology can curb most no-shows.
These tactics have already helped the restaurant industry mitigate the problem. Post-Covid, OpenTable launched the "Show Up for Restaurants" campaign to highlight the impact of unused reservations and late cancellations. They also introduced a tool to identify 'flight risks' based on previous reservation activity, allowing staff to confirm attendance proactively.
Managing inventory is just one part of the equation. The other—potentially larger—opportunity lies in reimagining how fixed-capacity businesses can unlock revenue potential across customer touchpoints.
While most hospitality businesses are innovating to enhance customer journeys and drive revenue, many golf clubs still follow a narrow approach (book time > play golf > leave), limiting both satisfaction and growth. Forward-thinking club managers are transforming driving ranges into tech-enabled destinations and enhancing food and retail operations. Potential new revenue streams include post-round contests, pop-ups, and local business partnerships.
The key shift is for club managers to think like experience designers, seizing every touchpoint as an opportunity to add value, not just facilitate the round. Peripheral offerings in golf, like those in hotels and airlines, can mitigate the risk of perishable inventory and open new growth avenues. Success in the competitive leisure market requires recognizing this dual opportunity.
Abridged – with thanks to the National Golf Foundation.
---------------------------------------------------------------

	Updated Accounting Standards for Tier 3 and Tier 4 charities – how to prepare now
In 2023 the External Reporting Board (XRB) published updated accounting standards for Tier 3 and 4 registered charities.  If your charity’s financial year began on or after 1 April 2024, the Tier 3 (NFP) and Tier 4 (NFP) Standards are now in effect and you should be using or preparing to use these.
What do you need to do?
1. Know what tier you are
There is specific information for Tier 3 and Tier 4 charities. You can check which tier your charity is here.
2. Know what has changed
The Statement of Service Performance, which is the non-financial portion of the Performance Report, has been simplified. Instead of reporting ‘outcomes’ and ‘outputs’, charities are now required to describe their main activities undertaken during the financial year and provide a numerical measurement as far as possible.  Tier 3 charities are also required to describe what objectives the entity is seeking to achieve over the medium to long term (i.e. in the next 3 to 10 years).
The required categories of revenue and expenses in the financial statement portion of the Performance Report have also changed. The wording has been simplified and some categories have been split into more detailed groupings for additional clarity.
For example, funding from grants is now separated into more specific groupings, and the revenue category of ‘Donations, fundraising and other similar revenue/receipts’ has been renamed and no longer includes grant revenue.
The previous expense category of ‘Volunteer and employee related payments’ has now been split into two new categories separating employee costs from volunteer related costs.
Understanding the changes now will ensure you are organised at the end of your financial year in advance of the Annual Return and Performance Report filing date.
3. Be ready to report
To find out when your charity needs to use the updated standards see either Tier 3 or Tier 4 whichever is applicable to your charity. You have 6 months to file after your financial year (balance date) ends. If you are unsure of your charity’s balance date, you can find this by logging in to your charity’s online account.
4. Find more information
External Reporting Board |Tier 4
External Reporting Board | Tier 3 and What’s changed in the new Tier 3 Standard



	[image: ]
In March we are offering webinars on how to prepare to report using the updated accounting standards set by the External Reporting Board for Tier 3 and Tier 4 charities.
If your charity’s financial year began on or after 1 April 2024, the Tier 3 (NFP) or Tier 4 (NFP) Standards are now in effect and you should be using or preparing to use these.
Sign up for a webinar so you can learn what has changed and how to apply the accounting standards when reporting to Charities Services.
All webinars will run from 12pm – 1pm with an opportunity for you to ask questions.
To register for a webinar, click on one of the links below.
Webinar Dates
Tuesday 4 March - Introduction to using the Tier 4 Not for Profit Standard

Wednesday 5 March - Introduction to using the Tier 3 Not for Profit Standard

Monday 10 March - Introduction to using the Tier 4 Not for Profit Standard

Wednesday 12 March - Introduction to using the Tier 3 Not for Profit Standard



---------------------------------------------------------------------
Monthly Webinars
Delete these “People first” webinar with Three and Jackie Carpenter. If you have staff or personal employment issues at your club.
Click HERE to view .

Mastering Hospitality - Transforming Service with Whitney Pennell
Click HERE to view

Ball strike hazards – a firsthand look at the predicaments with Wayne Turner GM Waimarie Beach Golf Club.
Click HERE to view

Enhancing team dynamics - sparking creativity and bringing fresh energy to your club environment with Denny Corby, Private Club Radio USA.
Click HERE to view. Password: j+K&H9N?

Monthly webinars will recommence in March 2025. Watch this space for further details.

------------------------------------------------

2024 Annual Salary and Wages Survey Results

[image: Image result for salary and wages survey]

Action: Click HERE to view summary analysis tiered by ZONE 
----------------------------------------------
[image: Project Management Benchmarking, an Excellence Enabling Instrument]
Club Benchmarking
To participate in  the free of charge 2024/2025 Club Benchmarking survey please email your audited 2023/2024 Financial Reports to eo@gmanz.co.nz
To view the results of the 2023/2024 Club Benchmarking report derived from clubs’ 2023/2024 Annual Financial Reports please click here.
Request a peer-to-peer review of your club’s 2023/2024 Club Benchmarking results with a club of similar size in terms of turnover or member numbers. Send your request to eo@gmanz.co.nz.
---------------------------------------------------------
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CLUB MANAGEMENT ASSOCIATION  OF NEW ZEALAND

Executive Recruitment Service

The Club Management Association of New Zealand (CMA NZ) offers an Executive Recruitment Service to its members at attractive rates. CMA NZ will connect your Club with skilled professionals who are looking for permanent opportunities and streamline the process to ensure that your recruitment needs are met.
Finding the right person for a role is more than just a skills match. Combining many years of club management knowledge and a high-calibre level of member service driven to deliver on your hiring objective, your Club will benefit from CMA NZ personalised talent identification solutions.
The industry specific, end-to-end service, conducted in partnership with selected club board personnel includes:
· Composing Job Descriptions for management positions across the entire golf club sector
· Creating an appointment process timeline
· Managing the vacancy advertising campaign
· Interviewing candidates
· Selecting and managing short lists
· Arranging final interviews
· Providing benchmarked salary packages
· Negotiating and finalising salary packages
· Preparing employment agreements 
· Attractive rates for GMA NZ members

For a confidential golf club executive recruitment proposal contact:
Des Topp
Executive Officer 
Club Management Association of New Zealand
E: eo@gmanz.co.nz
T: 021 392 007

-----------------------------------------


	Job board

Ngaruawahia Golf Club

General Manager
Click here to view advertisement
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CLUB MANAGEMENT ASSOCIATION  OF NEW ZEALAND

Board Members 2023/2024
	Northern Branch representative 
and Chair
[image: MATT OWEN - BOARD MEMBER - NORTHERN BRANCH REPRESENTATIVE]
Matt Owen - GM Pupuke GC 
 gm@pupukegolf.co.nz

	Bay of Plenty Branch representative

 [image: MICHAEL WILLIAMS- BOARD MEMBER - WAIKATO BAY OF PLENTY BRANCH REPRESENTATIVE]
Michael Williams - GM Mt Maunganui GC
michael@mountgolf.co.nz


	Waikato Branch representative
[image: A person in a suit and tie
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Scott Meiklejohn GM Tieke GC 
gm@tiekegolf.co.nz

	Central Branch representative
[image: AMY SIDFORD - BOARD MEMBER - CENTRAL BRANCH REPRESENTATIVE]
Amy Sidford CCM - GM Boulcott’s Heritage Farm GC
admin@boulcottsfarmhgc.co.nz


	Northern South Island Branch representative
  [image: MIKE HADLEY - BOARD MEMBER - SOUTH ISLAND NORTHERN BRANCH REPRESENTATIVE]
Mike Hadley - GM Christchurch GC
ce@christchurchgolf.co.nz

	Southern South Island Branch representative
[image: SHELLEY DUNCAN PGA - BOARD MEMBER - SOUTH ISLAND SOUTHERN BRANCH REPRESENTATIVE]
Shelley Duncan PGA – GM Otago GC
shelley@otagogolfclub.co.nz


	Independent representative 
[image: A person smiling at the camera
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Dylan Lindstrom PGA CCM 
GM Royal Wellington GC
dylan.lindstrom@royalwellington.com


Board Intern Member
Central Otago Branch Representative
[image: ]
Anthony O’Brien
GM Jacks Point GC
anthony.obrien@jackspoint.co.nz

Executive Officer
[image: A person smiling at the camera
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Des Topp
eo@gmanz.co.nz
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	Independent representative
[image: MATT GUZIK INDEPENDENT BOARD MEMBER GM TARA ITI GOLF CLUB]
Matt Guzik CCM CCE
GM Tara Iti 
matt.guzik@taraiti.com
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				TORO's new Vista PTV range brings comfort like no other!
Parkland is excited to release TORO's Vista PTV range. With a focus on comfort and versatility, the Vista range works on any site for any task at hand. 
This release comes with options of 4-, 6- and 8-seater models! Choose from an efficient petrol engine or TORO's new lithium battery. 
Come see the specifications for yourself on our website.
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				NOTHING BEATS TORO'S QUALITY

	American resorts and hotels have snapped up TORO's PTV range almost instantly. They know when TORO makes its vehicles, it's always a comfortable experience.
If you’re serious about providing the smoothest experience for your passengers, now is the time to look into the Vista series.
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			See the TORO difference for yourself
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			Comfort is Top of Mind
Comfort for both the driver and passengers with the independent suspension, plenty of leg room and ample storage areas provide a relaxing experience on longer rides.
Give your staff and guests the best experience with TORO.
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			Designed For Strength
The heavy-duty rigid frame of each shuttle size is specifically designed to handle the anticipated weight.
Take your passengers and their luggage with ease without sacrificing speed or handling.
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			HyperCell™ Lithium-Ion Power
Toro’s proprietary HyperCell battery technology optimizes Vista’s performance and run-time, providing maintenance-free, all-day dependability. Vista comes standard with two HyperCell batteries. Add an optional third battery for even more run-time.
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	TORO
Vista 4 EFI / Lithium

	BUY NOW
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	TORO
Vista 6 EFI / Lithium

	BUY NOW 
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	TORO
Vista 8 EFI / Lithium

	BUY NOW















				QUALITY BRANDS, EXCEPTIONAL SERVICE.
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				CALL TOLL FREE
0800 807 333

	MACHINERY & VEHCILES
parkland.co.nz

	IRRIGATION E-SHOP
irrigation.co.nz
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			Auckland
SHOWROOM & WORKSHOP
322 Rosedale Road, Albany, Auckland 0632
P. +64 9 415 0300

	Waikato & Bay of Plenty
Service Centre
P. +64 7 849 0408

	Palmerston North
REMOTE SALES & SERVICING
P. 0800 807 333






	
			Christchurch
SHOWROOM & WORKSHOP
1 Cargo Drive, Rolleston Christchurch 7614
P. +64 3 343 8960

	Cromwell
SHOWROOM & WORKSHOP
15 Old Saleyard Road
Cromwell 9310
P. +64 3 445 0337















				322 Rosedale Road, Albany, AKL, Parkland Products, Auckland 
Update your email preferences to choose the types of emails you receive or unsubscribe here.
You are receiving this email because you have visited our site or asked us about the regular newsletter. Make sure our messages get to your Inbox (and not your bulk or junk folders).
*Terms and conditions apply see website for details. Privacy policy
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Educational Supporters
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