
                                 
 

CASE STUDY 
 
 

 

 
Southport Golf Club, Queensland 

9 & Dine 
 
In July 2007 new General Manager of the Southport Golf Club, Andrew Kirkman conducted a half 
yearly review of the Club’s operations with the Board. A number of strategic objectives were 
identified that addressed all spectrums of a Golf Club’s operations including financial, operational, 
and member satisfaction and retention.   
 
Developing the Social aspect of the Club was one of the key objectives identified.   
 
The Situation 
 

• Friday nights at Southport Golf Club were growing slowly in popularity but the same 
people would frequent the Club for the members’ draw, raffles, platters and then 50% on 
average would stay for dinner.   

• The Clubhouse is an outstanding facility that was underutilized by the members. 
• The golf course is extremely busy 7 days a week with 6 days of comp play and close to 

60,000 rounds played each year (an unusually high amount for a private member owned 
club). 

• It was difficult to provide a laid back golfing introduction to new members as comps were 
on nearly every day. 

• Southport members obviously prefer competition golf but many members who were 
working professionals couldn’t play an 18 hole comp on a Friday. 

• The Board and Management did not want to generate additional revenue but did want to 
invest in adding more value to a membership at Southport Golf Club. 

 
The Solution 
 
With these facts and the objective of further developing the social culture of the Club the following 
innovation was introduced: 
 

• The “Nine & Dine” - a nine hole fun competition to be held on the first Friday afternoon of 
each Summer month with Dinner to follow. 

• 4:00pm shotgun start. 
• One price only - $30 for a gourmet barbecue dinner prepared by the 5 star Chef and all 

competition prizes. 
• Extensive and different prizes – best men’s score, best ladies score, 2nd overall, 3rd 

overall, 4th overall, rundown and 2 nearest the pins. 
• An innovative handicap system that would encourage players to return the following 

month.  If a player does not come first, second or third their handicap goes out by 3 shots 
for the next event. 

• 56 spots made available which meant minimal change to the “normal” Friday competition 
and scheduling.  25 to 30 players was the target number for the first event. 

• Marketed to members through the website, table talkers and the club newsletter. 
 
The Results: 

• The Golf Shop was overwhelmed with enquiries and bookings. 
• All 56 places were filled 3 days prior to the event.  
• Every single player stayed after golf and enjoyed a “special” dinner that evening. 
• It was the 2nd busiest Friday night of the year for dinner patrons. 
• 19 players also bought their partner to dinner even though the partner did not play golf. 
• 45% of the field who stayed for dinner would NEVER stay for dinner on a Friday night. 

 
 
 
 
 



Outcomes: 
• The Nine & Dine will certainly run it’s initial program of the first Friday of every month for 

Summer with the March the last event. 
• Members are talking about the first event and about the member who won with 23 points! 
• Some members have asked that the Club also determine who can be judged the “Nine & 

Dine Champion” for the season. 
• The events are currently being added to next year’s fixture book 
• Whilst it is still early the event has certainly exceeded expectations and has achieved its 

objective of further developing the social culture of the Southport Golf Club. 
 
It should also be noted that in addition to the 56 members that played in the Nine and Dine, 
another 184 played in the regular 18 hole Friday competition and another 38 played socially. 
 
 
http://www.southportgolfclub.com.au 
 
 

 


