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Evolution of the Golf Course & Club Industry
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Golf Market Indices
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Evolution of the Golf Course & Club Industry

Golf Corse Market/Marketability Study Process
T What gaff market seament(s) does the subject aff course prapey have the abiliy o sene? Some factors ta conskier inclcke:
+ Course desian and quality
+ Facilties desian and quality
+ lesal
+ Socialfeconamic chaacterstics of the ¢lub and commu nity
+ Location—How the golf course fits into the community growth structure
Hate! IF the work <hane in Step 1 identifies mave han ane seament, then the study wauld become 2 highest and best use
study This, among ather tatos, wauires repesting the following steps for ¢a¢h seament studied.
2. What are the haiacteristics of the aoff market seament that desires this type of aaff couise?
+ Blaiket area concepts
- Time-dislance concepts
- Area aver which equally desicable sobstitute praperties tand 1o compete
- Location of current membershysers
+ Cxearaphic market delineation
+ Consumer piofike of mest libely users
- Tupe
> Tourist
> Secand-home residence
2 White collar executives
= Coipoiate autings
> local residence
= .
- Chasacteritics
> Income
= Age
= Soclal
= Employment catescries [Le., hish-tech, service, efc )
3. What is the goff course demand far this market segment?
* Inferied methods
- Curient maiket conditions
- General growlh tends of city and subject s ubma ket
+ Fundamental Methods
- Ratio methads by ol couse type

> Ratio of current iounds\membeiships to indicator praxies sbch a3 popu lation, age, income, emplyment, tourkts,
hatel raams, etc

- Segmentation method (segmentation of golf course types, user types, partizipation rates, and average reunds played)
4. What i the competition in This market for this market segment?
+ Current competitive courses
+ Planned competihe couises
5. What fs the market candition for this market seament? (compaiing supply with demand cu nently 2ad for the future)
fi. How much of this madbet segment can the subjeet gk pioperty capt fe?
+ Curtent capture anabsis methods
+ Compettive coutse iating methods
7. What are the financial implications to the propery?

+ s 2 good Investment? (imestment valie to ndivklual o specifc gioup)
+ Isthe pioperty’s value more than its cost? (essibilty)
© Does this market seament produsce 4 hlgher net incame than ancther segment? (highest and best s}
© Whal i the goll course’s marhel value? (spprasal)
Drww:golfprop.com - Can redirected managementyma heting increase iicome? (management piactiees) ‘a)::;‘l)esﬁ
Sounce; Adapted fom Steghen F. Fann ig. ~Segmenconof G0 f Cou e kadets!’ (he dopaisal oovoel Banuay 2003). 63, —L
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Market Profile

River Downs
1900 River Downs Dr, Finksburg, Maryland, 21048
Rings: 5, 15, 25 mile radii
5 miles 15 miles 25 miles
Population Summary
2010 Total Population 24,959 438,911 1,887,533
2013 Total Population 24,947 443,008

2018 Total Population 25,067 452,000
2013-2018 Annual Rate 0.10% 0.40%
Household Summary
2010 Households 9,199 168,466
2010 Average Household Size 2.71 2.56
2013 Households 9,220 170,066
2013 Average Household Size 2.70 2.56
2018 Households 9,297 173,667
2018 Average Household Size 2.69 2.56
2013-2018 Annual Rate 0.17% 0.42%

T 9> 23 60 0<3 maOoO

$94,098 $76,449
$107,139 $89,396

$329,933 $296,547
$415,373 $370,629

45.5 41.1 .
46.5 41.6 . O
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2013 Households by Income

Household Income Base
<$15,000
$15,000 - $24,999
$25,000 - $34,999
$35,000 - $49,999
$50,000 - $74,999
$75,000 - $99,999
$100,000 - $149,999
$150,000 - $199,999
$200,000+

Average Household Income

2018 Households by Income

Household Income Base
<$15,000
$15,000 - $24,999
$25,000 - $34,999
$35,000 - $49,999
$50,000 - $74,999
$75,000 - $99,999
$100,000 - $149,999
$150,000 - $199,999
$200,000+

Average Household Income
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Source: U.S. Census Bureau, Census 2010 Summary File 1. Esri forecasts for 2013 and 2018.
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5 miles

9,220
5.7%
5.8%
4.4%
8.3%

15.0%
13.4%
26.1%
12.6%
8.8%
$110,051

9,297
5.0%
4.1%
2.9%
6.6%
10.7%
14.2%
28.8%
17.4%
10.2%
129,450

15 miles

170,066
7.1%
5.20%
7.1%

12.3%
17.2%
14.0%
20.2%
9.0%
7.9%
$08,008

173,667
6.7%
4.0%
5.2%

10.8%
13.3%
15.5%
22.7%
12.8%
9.1%
114,524
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Golf Market Segments: Course Types and Demand Sources

Market Segment | Demand Sources |
Daily-Fee
Resident-Based (Including
Affordable daily-fee Price-conscious residents nearby Limited mai and services
Value daily-fee Value-conscious residents nearby Moderate and services
Upscale daily-fee Higher-income corporate clientele Upscale maintenance, services, and design
coming from a greater distance
Specialty

Theme course + Wider market area + Replica holes
+ Tourists + Themead atmosphere (NFL, college,
+ Corporate Opryland)
Semiprivate
Includes all of the daily-fee
characteristics above, but
typically with some form of
‘membership/annual pass option
™ " private
Resident-Based (Including —
Stand-Alone and Community ¥
| Amenity Chibs) !
Affordable country club Local residents seeking the "best +  Limited services, maintenance. and b 1 vl
f deal” amenities

+ Geared toward individuals

Middie-market country club

Local residents seeking Iifestyle

Family-fiendly

Upscale country club

Local high-income residents seeking
family, social, and business use

+ Highest level of maintenance and service
+ More social activities

N id high-income
Usually a “second” club

« Vacation,'second home clientele
- *Big boy” clientele

Resident or nonresident.
+ Often corporate entertainment

« Selective membership 3*
+  Excellent facilities, maintenance,

+  Limited number of members or

“national” membership

properw
analysts

valuation - advi

www.golf

and services
Resort (with Lodging)
Urban resort + Corporate Usually upscale and affiliated with hotel
Upscale tourist g
Leisure resort (nonurban) Families Vacations and meetings
+ Corporate retreats.

Soume: Adapted from Stephen £ Fanning

Cgneniation of Gull Course Marets: e Agoraisat Journal (1anzary 2003) 62.67. g
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Sample Market Survey Summary

. Weekday Weekend Weekday Weekend Cart Cart
Course Reunds GF*18 GF18 GF9 GF 9 Fee 18 Rounds
40,000 $53.00 $60.00 52850 $3L00 Included 6i%
30,000 $27.50 $3B.0D 52000 $20.00 Included 50%
34,000 $22.50 $2550 $1450 $16.00 §23.00 35%
20,000  $52.00 S57.00 $28.00 $30.00 Included TB8%
50,000 $39.00 $43.00 51950 $23.00 S$16.00 65%
30,000 $35.00 $40.00 51500 $15.00 $16.00 50%
21,000 $37.00 $40.00 $19.00 52000 $14.00 57%
43,000 $37.00 $41.00 $23.00 $2500 $17.00 60%
30,000 $41.00 $44.00 $21.00 $23.00 $13.00 65%
15000 $3500 $40.00 $19.50 $2000 $15.00 50%
31,000 $69.00 §79.00 S$38.00 $45.00 Included 85%

" GF=green fee

L L= R ]

[
(== ]

i3 ¢ R Sample Sensitive Market Information

GF Pro Shop F&B*  Gross Annual Expenses %
Name of Gross R e/ /  Revenue/ Revenue/ of Gross
Course Rounds Revenue Budget Round Round Round Round Revenue

40,000  $2,196,482 §635,493 $34.63 $8.00 $10.00 $54.91 91.7%
50,000 $2.,300,000  $700,000 $32.00 $8.00 $3.00 $46.00 B45%
30,000 $§$1.200,000  $250,000 $28.00 $6.00 $2.50 $40.00 B7.4%
21000 §1,777,260  $114.564 $37.05 $12.00 §6.15 $56.06 105.3%
43,000 §1,050,060  $345,000 $15.00 $6.00 $3.00 524,42
31,000 $2,000,120  $700,000 $38.71 $3.87 $12.90 $64.52

® Faf8 =food and beverags

www.golfprop.com

“ Market number of rounds 334,021
Rl Miacket number of holes 207
| Market rounds per hole 1614
Subject rounds 24021

Subject rounds per hole 1335

Market penetration 33%

Subject fair share rounds 29,045

property
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3} PET i
Property Condition
AGE Excellent Good Average Fair
[Pumps |
A CartPaths |

=5 Paving/Parking
] Clubhouse
Other Bldgs.

Maintenance

Comments

OBSERVED PLAYING CONDITIONS

B cccllent Good Average Fair

Not
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SWOT Analysis - Golf Property Analysts
W S Strengths Weaknesses S,
Advantages of taciities? Disagvantages of faciies?
? Competitie
77 ?7
MembershipyCustomes
Financial reserves, By retums? Finencsl reserves, likely retums?
Marketing - resch, Marketing - reach, cistritution,
eareness] meareness?
Innovative aspects? Innovative
Lacation and geographical? Location and
0 mmm?] Price, vakse, quality? ,
Areiar O/ ReCOgitions
Tachnokogy/Comemunications? T ?
?MMM ?me
Perception? FReputation/Marked Perception”
Depth of Market & Competition? Depth of Market & Compettion?
T Criterle Opportunities Threats COfterla
Markit deveopments? ) Poitical effects? ,
#ﬂquwm‘? 'Brmn-ﬂd:.m?
Innovation? Competitor intentions - various?
Gobel/Market Market Gemand?
Neww markets, vertical, horizontal? New technologies, services, deas?
mupm; Vital contracts and partners? "
Fachitbes/Programs ? Otstactes. taced?
Markzting? Insurmountatie wesknesses?
Information and research? Property 7
Partrerstugs, agees, dstritution” Lows of key saff? )
Economy - home, sbrosd?
, weather effects?
Capal Newds?
g.:eJI.
retman
b e o d
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Historical Performance
Trends

Satisfaction

Staff

Marketing
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—

Green/Guest Fee Rates

] Current 2015
$

$

$

$

$

Choose an item.

Cart fee 9 holes

Current # of 2014 # of
Members 2015 # of Members Members 2013 # of Members i

[Single |
Cumior |
" CI
[oher |

]
{ Total # of Rounds |
Total # of Cart
y Rounds
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Rounds
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— >
Golf Market Segments: Course Types and Demand Sources
Market Segment Demand Sources Characteristics
Daily Fee — Resident Based (incl. municipal)
Affordable Daily-Fee Price conscious residents nearby Limited maintenance and services
Value Daily-Fee Value conscious residents nearby Moderate maintenance & Services

i Higher income, greater distance, Upscale maintenance, services and
Ui le Daily-Ft
pecleDaly Fee e i Sell’/ Lease / M

Includes all of the DF above, but typically with some form of membership/annual pass option P R to S P
rivate - Residel ne an

imited 5, maintenance and Ty
Affordable Country Club ’ e SP. to DF.

o individuals

Renovate/ Upgrade

Pricing

Vacation/second home or “big-boy” Ad d Fa Ci ‘ties

clientele

Expand Marketing

www.golfprop.com
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Golf Property Analysis
and Valuatio

Laurence A. Hirsh, MAI, CRE, SGA

Golf Property Analysi Golf Property Analysis and Valuation provides the most current

Jniinion avallable on the and valuation of golf

courses and clubs and will help golf professionals update their
of these complex

The text examines

- Different market segments for golf properties
- Types, styles, and layouts of golf courses
«  Other design considerations

= Various and

- Different methods of valulng golf properties
- Common problems encountared in valuations

Galf Property Analysis and Valuation is an authoritative reference on the economics of golf
courses and their appropriate valuation that will be useful to appraisers, attorneys, lenders, tax

golf course pers and managers, market and other real estate and
golf professionals.

Item No. 0797M

ISBN 9781935328674

(2016) Softcover, 182 pages

Price $60*

Available in print and PDF formats.

*Price does not include shipping and handling.

To purchase, visit the Appraisal Institute onlin or call 888.756.4624

Use promo code GOLF online to get 20% off print or PDF publication. Olf
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