


Our landscape

Commercial Imperatives

The 10 strategies for success

Smart budgeting



1. Lock down 2.0- Multi levels throughout 
the country

2. More people working from home

3. No international travel

4. Inflation in the rise

5. Interest rates lowest for some time but 
likely to rise

6. Economic forecasting unknown



Economy rebounds strongly in Q1 amid booming housing market and low 
interest rates

Inflation, supply constraints could be worse post-lockdown

Reserve Banks 
delays interest 
rate hikes

Unemployment 
up to 4.3%

(GDP) rose 2.8 
per cent in the 
June 2021 
quarter.





Membership Report – End of August 2021

20% 1%74% 5%12%



Rounds Played Increase %

July 2020 vs July 2019 29.4

August 2020 vs August 2019 24.8

Sep 2020 vs Sept 2019 38.9

Oct 2020 vs Oct 2019 35.7

Nov 2020 vs Nov 2019 8.6

Dec 2020 vs Dec 2019 20.6

Jan 2021 vs Jan 2020 15.7

Feb 2021 vs Feb 2020 8.6

March 2021 vs March 2020 38.7

April 2021 vs April 2019 24.0

May 2021 vs May 2019 26.6

June 2021 vs June 2020 -0.5

June 2021 vs June 2019 11%

July 2021 vs July 2020 5.2%

Rounds Played Increases – July 2021.

35%



1. More members

2. More green fee players 

3. More rounds

4. More cash flow

5. Bigger reserves

6. Value add verse discounting

7. Possible recession



What are the Key Questions?

Explaining the Business



Break out groups



1. Know who you are

2. Know were you are going

3. Know who your customers are

4. Know what your customers want

5. Deliver on customer needs

6. Communicate 

7. Take the right actions



1. Align Costs to Support Revenue Growth 

Where are the investment opportunities for growth?

What can we save now that won’t have any impact on future revenue generation?

2. Be Proactive—Not Just Defensive 

What are the next steps in your plan to take advantange of increased revenues?

What new thing are we going to do/provide now that we have some cash?? 

3. Be clear on your Value Proposition 

What  can we do to improve value to those using our facilites?

What can we do better than we have before? 





4. Stay Close to Your Customers/Members

What are you doing to actively stay close to your customers/members? 
So many options today- don’t give people the reason to go elsewhere

5. Focus on Your People

What are you doing to really support your people? 
Motivated staff means better customer experiences

6. Grow or Die! 

How can you ensure that your new revenue will lead to sustained grow?
What opportunities are there for you to develop/enhance revenue streams?  



• So far, these are all strategies about the business of the organisation. 

• Less attention is typically devoted to the next group of strategies, because they require governance 
and management to take a look in the mirror at themselves. 

• There’s normally plenty of room to improve the governance and management dimensions, and when 
you do this, you will create the momentum that can make your club move forward and keep it there



7. Improve Management Systems and Embrace Technology

What have you done to improve your management systems in the last 12 
months? 
How are you embracing technology to improve your organisation? 

8. It’s Not Just About Doing! 
Are your team feeling happy and successful? - how do you know?
Attitude and mindset are critical

9. Get into the Right Mind-set 
Does your club have a clear vision and strategy?
Has it been reviewed to make relevant to the current environment? 

10. Get Some Attitude!! 
Do you and your club have a positive attitude to how you operate and 
communicate? 
This passion needs to be modelled by leaders – Board and Management.  



• Your existing budgeting processes may not serve you well as often they are too rigid 
and backward looking

• Using historic data may no longer be that useful

• Linking financial strategy & planning to overall strategic planning has never been  
more important

• For the first time in a long-time we can be future focused



• Budgeting and planning are not one-off events

• Review all external and internal factors

• Involve everyone (where appropriate)

• Be realistic and look ahead as much as back

• Allow Flexibility

• Re-Forecast at least quarterly to reflect changing events

• Integrated systems may be required 

Perfect can be the enemy of the good!



15/09/
2021

Golf New Zealand Presentation



Strategic Plan

Performance 

Reward

Business Plan
Budget

Forecast 

Statements

Performance

Tracking
Feedback

Integrated Planning

Process

Forecast KPI’s



• Make sure your strategy is up to date – have a clear vision and future focus

• Make technology a strategic asset and competitive differentiator by increasing your 
investment in technology infrastructure and applications.

• Leverage innovation and technology to deal with challenging issues, especially around 
hot-button issues such as sustainability and environmental change.

• Invest in your people, make sure you have effective performance management and 
development tools in place

• Sustain cost-efficiency measures don’t let the current positive revenue cycle allow 
inefficient spend to come in to your organisation

• Ensure your Budgeting & Forecasting is robust, in changing times your old systems 
won’t cut the mustard!


