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RepoRt FoRewoRd
Golf Victoria believes successful amalgamation outcomes are in both the industry’s 
interests and also its own long term interests. It also believes that we all should be 
learning from each other, ensuring future decisions and processes determined indeed 
have had the benefit of hindsight and take into consideration other clubs experiences.

In late 2012 Golf Victoria engaged Jeff Blunden Advisory Services and WellPlayed Golf 
Business Consultancy to undertake a detailed independent assessment of the potential 
amalgamation opportunities for the Keysborough and Rossdale golf clubs in Melbourne’s 
south east. 

Stemming from this project, it was Golf Victoria’s intention to make available to clubs a 
document that identified the key issues impacting golf clubs, the wider lessons that could 
be learned by all from this assessment, the critical success factors to major club initiatives 
undertaken, and which outlined a process that provides some structure to any future 
major initiatives being considered by clubs with regard to amalgamation.

Golf Victoria is therefore pleased to present to you this summary report – Key Market 
Lessons On A Path Towards Amalgamation – and trust that it provides you with valuable 
assistance as you consider the future direction of your golf club.

Simon Brookhouse

CEO, Golf Victoria
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Report Background
There is mounting operational and 
financial pressure being faced at 
many golf clubs across Victoria and 
metropolitan Melbourne. At a high 
level, the general challenges being 
faced include membership attrition 
rates, the overall value proposition of 
membership, facility expense growth, 
increased governance and compliance 
responsibilities and costs, and on-going 
funding of infrastructure renewal and 
replacement.

Such challenges combine to create 
a very competitive wider golf club 
environment. In metropolitan Melbourne’s 
case, this environment is made even 
more challenging by the presence of 
a comparably high number of public 
access facilities. These two realities are 
combining to place significant pressure  
on the continuing and long term viability  
of some established golf clubs. 

In response to these realities some clubs have 
already conducted club to club discussions 
about the possibilities of amalgamation. 
With varying processes followed, some of 
these discussions progressed a reasonable 
distance, with others stalling almost as quickly 
as they began. 

Recognising the wider challenges being 
faced and observing the club to club 
discussions taking place, Golf Victoria 
(“GV”), as the peak body for golf in 
Victoria, believes successful amalgamation 
outcomes are in the industry’s interests 
and also the long term interests of GV.

Somewhat timely, two clubs in 
Melbourne’s south east, the Keysborough 
Golf Club (“Keysborough”) and Rossdale 
Golf Club (“Rossdale”) have broached the 
interest of the other in opening talks about 
developing a future closer relationship. 
To their credit, and perhaps as a result of 

observing past failed discussions, they 
have sought the active involvement of GV 
in the formative stages of discussions. 

Importantly, these clubs have recognised 
the importance of objective independence 
in this process. On December 19th 
2012 a meeting was held at GV offices 
with representatives of the two clubs, 
GV, and Golf Australia present. As part 
of this meeting a joint SWOT analysis 
was undertaken to assess the general 
opportunity available to the two clubs.  
The outcomes from this assessment  
were encouragingly positive. 

Following this outcome it was thus 
determined that to progress the 
opportunity the development of 
a document that thoroughly and 
independently assessed the potential 
amalgamation opportunity available was 
required.   

Seeking independence and objectivity 
JBAS and WellPlayed were engaged 
by Golf Victoria to deliver a report that 
assessed the potential amalgamation 
opportunity between the clubs.

This Document 
Stemming from this project, it was GV’s 
intention to make available to clubs a 
document that identified the wider  
lessons that could be learned by all in  
this assessment and outline a process  
that provides some structure to any  
future major initiatives being considered  
by clubs with regard to amalgamation.

Key Market Lessons On A Path Towards 
Amalgamation is a document that details 
the current trends impacting the industry, 
identifies the critical success factors to 
major club initiatives undertaken and 
outlines a process that will help clubs 
to establish the future amalgamation 
opportunity that may exist between 
themselves in coming years.
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JBAS is acknowledged as Australia’s 
leading provider of independent golf 
industry advisory services. Jeff Blunden, 
the Director of JBAS, created and 
managed the Golf Advisory Business Unit 
for Ernst & Young from 2001 to mid- 2006, 
before spending some time in roles with 
both Golf Australia and Troon Golf prior to 
formally creating JBAS in late 2008. 

Now based in Melbourne, over this 
period Jeff has worked on over 100 
industry specific engagements around the 
country for clients that include golf clubs, 
resorts, councils, administration bodies, 
developers, private owners, banks, and 
legal firms. 

Degree qualified in marketing, highly 
skilled in financial analysis, modelling, 
best practice processes and with deep 
industry knowledge concerning current 
trends, operational structures, and retail 
and membership strategies, Jeff brings 
significant experience to all of the projects 
he works on. 

For more information on JBAS please 
visit www.jbadvisory.com.au 

Project Team

Guy Chapple is the Director of WellPlayed. 
Guy established WellPlayed in late 
2011 to provide golf clubs, golf course 
operators and golf-related organisations 
with genuine, practical and experience-
based consultancy services to help clients 
achieve better golf business performance.

During his 20 years’ experience in club 
management, Guy has established a 
comprehensive understanding of all 
facets of successful club operations. 
He commenced his career in 1991 and 
has held the most senior management 
positions at Caloundra (1993), Croydon 
(1994), Rosanna (1999) and Yarra Yarra 
(2003) golf clubs. 

Guy left his employment at Yarra Yarra 
at the end of August 2011 to establish 
WellPlayed. 

WellPlayed has now been involved with 
many golf business projects focusing on 
‘Strategy Planning & Execution’, ‘Facility 
Design and Development’ and ‘Golf 
Business Performance & Projects’.

For more information on WellPlayed 
please visit www.wellplayed.com.auAbout 

wellplAyed

About  
JbAs
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Scope of Work
The scope of work undertaken within the 
amalgamation opportunity assessment 
report focused on four areas, namely:

•	 Market review

•	 Key area assessment

•	 Identification of potential amalgamation 
models; and

•	 Evaluation and assessment.

Market review
An outline of current golf participation 
trends, identification of trends impacting 
the golf industry and a high level review 
of major initiatives recently undertaken 
by clubs. The purpose of the review of 
recent major initiatives was to identify the 
common and critical success factors that 
impacted the outcome, successful and 
unsuccessful, at each club.

Key area assessment
With reference to the findings from the 
market review, key areas of the clubs’ 
structure and set up were assessed, 
helping to determine whether a 
successful amalgamation could likely be 
achieved.

The key areas identified for review are:

•	 Legal Review

•	 Club Infrastructure Review

•	 Real Estate Review

•	  Club Operations and Financial  
Health Review

identification of amalgamation 
Concept Model/s
With reference to the initial SWOT analysis 
undertaken by the Clubs, the market 
review, and the key area assessments, 
a number of concept models were 
developed for consideration. The 
concepts developed reflect the different 
positions available to the clubs on the 
scale of opportunity available to them, 
both separately and jointly.

evaluation & assessment of 
amalgamation Concept Models
In order to assess each potential 
amalgamation concept model, criteria 
have been developed to measure the 
outcomes delivered. 

The assessment criteria developed 
generally reflect an overall outcome that 
ideally delivers:

•	 An equitable partnership for both 
clubs; 

•	 A relevant facility for both clubs to 
enjoy; and

•	 A long term and sustainable 
operational performance.

This report works though each of 
these areas, identifying both key 
generic information relevant to each 
area and processes that can be 
adopted or utilised by other clubs in 
the identification of any other potential 
amalgamation opportunity.

01 // intRoduction
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Current Golf Participation Trends 
The Australian Sports Commission (ASC) is the government body responsible for tracking 
national participation in sporting activities. In their most recent annual report, released in  
August 2011, titled Participation in Exercise, Recreation and Sport 2010i, they found that an 
estimated 319,000 people or 7.3% of the Victorian adult population aged 15 or over play golf. 

Specifically, the 2010 survey identified:

•	 82% of all Victorian golfers are male;

•	 12.2% of the Victorian male population participate in the sport; and

•	 Only 2.5% of all females in Victoria participate in the sport.

historical golf Participation trends
Golf participation levels in Victoria have been slowly declining since the ASC started 
recording annual participation levels in 2001, with a compound average annual fall of -1% 
since that time. Since 2006 participation levels have risen with the four year average now 
exceeding 300,000 golfers. 

The following graph summarises the historical golf participation numbers evident in Victoria.
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02tRends impActing  
the golF industRy

Introduction
There are a number of trends 

impacting the golf industry and  
JBAS / WellPlayed have reviewed 

five specific research reports which 
are relevant to influencing the future 
development of member-based golf 

clubs in Victoria. 
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The report provided a sound review of the major 
issues to be addressed as clubs manage the 
ongoing responsibility of identifying and building 
their own futures. 

The specific challenges identified were:

•	 The membership challenge – responding to the 
increasing demographic and societal change 
being felt such as the ageing profile in golf 
clubs, changing consumer expectations/choice, 
competition from traditional and non-traditional 
golf venues, new types of membership structure 
which cater for golfers in different age groups and 
who have different frequencies of play; and the 
existing “low pay, high play” membership culture.

•	 The land rent challenge – responding to the 
implications of rising land values and associated 
costs; the re-location or development approaches/
proposals from commercial developers; and 
potential amalgamation with other club/s.

•	 The environmental challenge – responding to the 
availability and cost of water and environmental 
protection, golfer expectations regarding turf 
quality, health and safety issues and costs for 
golfers and club employees.

•	 The challenge of existing cost structures – 
responding to operating costs rising faster than 
membership income.

•	 The governance challenge – responding to the 
declining availability of quality leadership skills 
as volunteer Boards and Committees become 
less attractive due to increased governance 
complexity and liability.

Key recommendations from the report 
which are relevant to this project include:
•	 Ensure you have a thoroughly considered view of 

the club’s future trading prospects and operating 
environment. How strong are you and what local 
pressure could you withstand and for how long?

•	 Seek closer relationships with other sporting 
groups in the area, such as tennis, football, 
netball etc. Invitation days between sports groups 
are one potential way to attract new players  
to the game.

•	 Be alert to new membership building initiatives 
in other clubs and other sports and look at 
adaptation for your needs.

•	 If land oriented decisions are being considered 
at Board level, ensure that the members have 
a full understanding as to the reasons why 
and that the reasons have been previously 
well communicated to the members.

•	 Outline the current financial position of the 
club and some “as is” scenarios at future 
dates. Include a general snapshot of the 
industry allowing your member to place your 
club in context to the wider market.

•	 Commit to regular information updates. 
Regular and accurate information negates the 
impact that gossip will have within the club 
environment.

•	 Advise the members that you are seeking 
external, independent advice as to the best 
outcomes for the club, acknowledging the 
importance of removing the impact of emotion 
on any decisions made. This will also provide 
members with comfort that “market testing” of 
value and concept is being undertaken.

•	 Communicate to the members that you are 
seeking alternative development/land solutions 
and that they are being equally considered. This 
highlights that you are not only pursuing one 
possible outcome, (implying that the decision 
has already been made as to what is the best 
outcome for the club) without their input.

•	 Arm yourselves with as much information 
as possible. Seek advice from others who 
know more than you such as government/
council representatives and other industry 
practitioners.

•	 Be proactive with communication to the 
membership body particularly when looking at 
land issues. You will ultimately need their buy 
in to any changes and therefore you should 
keep them as informed as possible. No 
information is often perceived as bad news.

Victorian golf association - issues and Challenges for golf Clubs in Victoria 
(February 2005)ii 
In 2005 the Victorian Golf Association (VGA) engaged Ernst & Young to prepare a report 
for its member clubs that outlined the issues and challenges for golf clubs in Victoria. 

Issues & Challenges 
for Golf Clubs 
in Victoria
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Vicsport – amalgamation of sport structures as an option for 
addressing Participation (January 2006)iii 
In 2006, VicSport released a report identifying the issues around the 
amalgamation of sport and recreation clubs. 

02 // tRends impActing the golF industRy

The report involved a review of eleven 
items of relevant amalgamation research 
and literature, and a review of four 
amalgamation case studies. 

Whilst primarily focused on regional 
areas, the report identifies many valuable 
issues that are relevant to both regional 
and metropolitan member-based golf 
clubs and highlights the important role 
amalgamation and the development of 
community clubs play in the future.

As with many sporting clubs, golf clubs 
have been established and developed 
around the ‘single sport’ model. The 
report notes that the viability of the 
“one club, one sport” model is being 
challenged by the following:

•	 Decline of participation / membership 
in structured activities and increase in 
flexible convenience-based options;

•	 Increasing governance and compliance 
obligations coupled with declining 
volunteers; and

•	 Increasing administration and club 
operating costs.

other relevant key findings from 
the report are outlined as follows: 
•	 Unfortunately, while the benefits of 

amalgamation cannot be doubted, the 
reality is without the threat of imminent 
demise through financial difficulty or an 
external directive, mergers would in all 
likelihood not take place.

•	 Evidence is showing there is a viable 
future for those grass roots sport and 
recreation clubs willing to move away 
from the traditional narrow single 
structure focus of the past, and think 
smarter for the future.

•	 The process of amalgamation is not 
easy, and no single amalgamation  
model suits all circumstances. There 
are many issues such as organisational 
culture, resource allocation, and 
representation in decision-making and 
leadership roles to be worked through  
to mutually acceptable resolutions.

•	 The development of amalgamated 
Community clubs is a key to our  
sport and recreation future.

•	 An increasing number of successful 
amalgamations are however proving 
to the sport and recreation sector 
amalgamation does work to the  
benefit of all.
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australian sports Commission – the Future of australian sport (april 2013)iv

The Australian Sports Commission recently released ‘The Future of Australian Sport’, a 
report of research findings from a study it conducted with the CSIRO into the future of 
Australian sport. 

CSiro FutureS
www.csiro.au

A consultancy report by CSIRO for the Australian Sports Commission
Stefan Hajkowicz, Hannah Cook, Lisa Wilhelmseder and Naomi Boughen

April 2013

The future of

Australian
sportMegatrends shaping the sports 

sector over coming decades

The report is an important reference in 
determining long-term policy, strategic 
planning and investment, as it highlights 
six sports megatrends that may redefine 
the sport sector into the future. 

The trends identified are:

1.  A perfect fit - personalised sport for 
health and fitness 

•	 Participation rates in individualised 
sport and fitness activities are 
increasing; whilst participation is 
remaining steady or declining in 
organised sports.

2.  From extreme to mainstream - the 
rise of lifestyle sports 

•	 The increase of lifestyle, adventure 
and alternative sports; which are 
popular with younger generations.

3.  More than sport - the attainment of 
health and community objectives via 
sport 

•	 Governments, communities and 
companies are recognising the 
broader benefits of sport (e.g. health 
benefits) to the immediate community 
and broader population.

4.  Everybody’s game - demographic, 
generational and cultural change

•	 Sporting organisations will be 
challenged with capturing the interest 
and involvement of an ageing and 
culturally diverse population.

5.  New wealth, new talent - economic 
growth and sports development  
in Asia

•	 As population and disposable 
incomes grow, Asian countries are 
becoming more interested in sport, 
both on and off the field.

6.  Tracksuits to business suits 
– market pressures and new 
business models 

•	 Sports will need to consider new 
business models and adapting the 
sport to suit modern and emerging 
markets.

The report notes that “The sports played 
in Australia, as well as how and why 
we play them, are changing over time”. 
It is important to consider the relevant 
themes from the report as it relates to an 
‘organised sport’ such as golf:

•	 One of the main barriers to 
participation in organised sports is 
the unwillingness of people to commit 
sufficient time (A perfect fit);

•	 At federal, state and local levels, 
governments are incorporating 
sport into policies to improve health 
and community wellbeing, as well 
economic objectives (More than sport);

•	 Sports will need to cater for an ageing 
and diverse population to retain strong 
participation (Everybody’s game);

•	 The cost of participating sport 
is increasing and is a barrier to 
participation for many people 
(Tracksuits to business suits).
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the Futures Company – golf’s 2020 Vision (July 2012)v

“Golf’s 2020 Vision” is an interesting look at the future of golf for the remainder 
of the decade. 

Golf’s 2020 Vision:
The HSBC Report

The report was prepared by global 
consumer research agency, The Futures 
Company, for a major golf industry sponsor, 
and provides some old and new insights 
into the changing nature of the game.

In preparing the report, The Futures 
Company gathered research data, trends 
analysis and interviews from key people 
across the golf industry; whilst also 
drawing on the experience of identified golf 
initiatives from around the world.

Relevant key findings from the report are 
outlined as follows: 

•	 Golf clubs and golf courses will become 
more family friendly. There will be family 
friendly facilities, women friendly facilities 
and holes set up for younger players.

•	 Six and nine-hole formats, and other short-
forms, complement the 18-hole tradition. 

•	 Golf becomes more unisex. As more 
women come into the game, golf 
becomes the way for men and women 
to share leisure time – as cycling has 
done in richer markets.

•	 Gamers become golfers. Social gaming 
environments and family-oriented golf 
video games encourage people to move 
into the sport, not the other way around.

•	 Golf becomes a centre of expertise in 
water management, conservation and 
biodiversity.

Other relevant messages from the report 
include:

•	 Golf needs to modernise to stay in touch 
with the times;

•	 The profitable clubs of the future will 
have to meet the needs of women on 
and off the course;

•	 The lifestyle of the golfer is changing – 
and golf clubs will have to respond by 
thinking differently about the facilities 
they offer to their members and players;

•	 There will need to be more locations 
where the business model is based on 
pay-and-play or a multi-course pass 
rather than the membership model.

hVs golf services – thoughts from the golf industry show (July 2013)vi

Prepared by HVS Golf Services (a global golf, real estate and resort development 
consulting organisation) this report is the last in a three-part series that examines 
the state of the U.S. golf industry. 

This report looks at the future of the U.S. 
golf industry and the issues that will shape 
its financial performance. 

Whilst the report is U.S. based, there are 
many issues identified that are relevant 
to the Australian market. These issues 
include:

•	 The need to develop strategies 
to increase participation in golf by 
responding to the ‘participation barriers’ 
as identified – inherent difficulty of the 
game, large time commitment, financial 
cost and the many rules and structures 
that govern the golfing experience.

•	 The need to develop strategies to ensure 
a golf facility appeals to a wide variety 

of golfers – women, families, younger 
generations and diverse groups.

•	 The need to develop strategies to 
ensure a golf facility appeals to a wide 
variety of non-golfers – particularly the 
needs of the local community. 

•	 The benefits of diversification of a golf 
facility’s business activities – particularly 
food and beverage (functions and events).

•	 The increase in greater collaboration 
and alignment of local golf clubs and 
courses – reciprocal access and loyalty 
programs.

•	 The need for a catalyst to innovation to 
reform the thought of what golf is and 
what it can be.

02 // tRends impActing the golF industRy
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Section Conclusion – The Future Golf Club
For some golf clubs to remain viable and successful in meeting  
the needs of a declining, changing and competitive golf market,  
JBAS / WellPlayed have identified the following key challenges  
and opportunities of a ‘future golf club’:

•	 Golf clubs need to adapt to stay relevant in today’s changing sport, 
recreation and hospitality market.

•	 Golf clubs should consider joining with other sports to provide a  
multi-sport venue to increase membership and activity at the club.

•	 Golf clubs need to become friendlier to women, families, diverse  
groups and younger generations.

•	 Golf clubs should introduce purpose-built six and nine-hole formats and 
other short-formats to complement the 18-hole tradition; and continue  
the trend of introducing multiple tee-options and shorter-courses to  
make the game more fun and enjoyable.

•	 Golf clubs will become leaders in environmental sustainability on the 
course and in the clubhouse.

•	 Golf clubs will need to consider new business models to ensure greater 
revenue diversification and that golf does not become too expensive.

•	 Golf clubs will need to actively engage with their local government  
and community and become the community club.
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Introduction
Most not-for-profit golf clubs are very similar in the way they conduct their club business.  
A common purpose, a common governance structure and common constituents who  
consider and decide on any formal proposition put by the club’s governing group.

It is therefore helpful to understand and learn from the experiences from other clubs  
who have recently undertaken major significant initiatives that ultimately must be 
considered by the club members. 

By doing so, ‘critical success factors’ from successful and unsuccessful initiatives  
can be identified that will be helpful to not only this project, but to Golf Victoria in 
potentially assisting other clubs who are considering any similar major initiative, such  
as amalgamation.

JBAS / WellPlayed identified and met with a number of clubs to discuss their recent  
major initiatives and the purpose of this section is to learn from those experiences.  
The clubs reviewed were:

Club Initiative
Partner  
(if applicable)

Outcome Year

Croydon GC (Vic) Relocation Achieved 2008

Hutt GC (NZ) Amalgamation Boulcott GC Achieved 2009

Kew GC (Vic) Amalgamation Green Acres GC Not achieved 2011

Green Acres GC (Vic) Amalgamation Kew GC Not achieved 2011

Wakehurst GC (NSW) Amalgamation Balgowlah GC Not achieved 2012

Chirnside Park CC 
(Vic)

Course 
Relocation

Achieved 2014

Eastern GC (Vic) Relocation Achieved 2015

Key outcomes 
The key outcomes from the review of major initiatives, including those 
relevant to a potential amalgamation project, were the identification of the 
following ‘critical success factors’: 

•	 Establish a Working Group comprising the right people with the right 
qualities

•	 Clearly define and communicate The Compelling Reason/s 

•	 Clearly define and communicate The Opportunity

•	 Clearly define and communicate The Benefits 

•	 Analyse and assess the Club Culture and member profile of clubs 
considering an amalgamation

•	 Ensure a well-developed and executed Communications Plan

03cRiticAl success  
FActoRs to mAJoR 
club initiAtives
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Working Group
The establishment of a working group 
comprising the right people with the 
right qualities is a foundation for potential 
success. Club representatives who 
agree to participate in the group must 
be seriously committed to working 
collaboratively and meeting regularly 
regarding the major initiative. 

In the case of an amalgamation initiative, 
which involves representatives from 
different clubs coming together, an open-
mind and a sense of good-will is critical 
in the formative stages of the group. 
Trust is earned by behaviour and once 
established, the group should be able to 
develop a common vision by focusing on 
the future and not the past. 

Formal documentation typically includes 
a ‘Heads of Agreement’ outlining the 
commitments from each club, authorities 
of the joint working group, confidentiality, 
member communication guidelines and 
time constraints.

Some key attributes of a working group:

•	 Ensure the right people are involved

•	 Ensure good-will, functional and 
respected confidentiality

•	 Establish a shared vision and trust

•	 Positive approach focusing on the future 
and not the past

The Compelling Reason/s
There must be a valid and compelling 
reason/s for the major initiative to be 
considered authentic and warrant effort 
from the club/s in committing resources 
in undertaking investigation of how to 
respond to the identified challenge/s.

It is important that the compelling reason/s 
be clearly communicated to members 

early in the process and continually 
reminded where needed. The common 
compelling reason/s identified from 
the club discussions held on why they 
considered relocation or amalgamations 
were:

•	 An unsustainable future 
– Based on current and forecast club 
financial performance 

•	 The product was losing relevance to the 
market 
– Declining club membership numbers

•	 Future upgrade of ageing assets could 
not be funded from operations 
– Poor course playing conditions 
– Poor access to course irrigation water 
– Poor clubhouse conditions

•	 Increasing club debt 
– Incurring operating loss on annual 
financial performance

The Opportunity
In developing responses and models 
to the compelling reason/s, all viable 
opportunities should be identified and 
assessed.

If the compelling reason is ‘an 
unsustainable future’, then the opportunity 
must provide a sustainable future. 
This should include how the proposed 
upgraded or new facility will satisfy a 
changing market demand by retaining 
and attracting new golf club members. 
Comprehensive financial modelling, 
including estimated costs associated with 
any significant asset upgrade, must be 
developed. 

Consider how to expand the potential 
major revenue streams from more than 
just the traditional golf memberships, 
green fees, and food and beverage sales. 
This could include incorporating other 

sporting clubs or community services 
in the opportunity to drive engagement 
and activity.

In the case of amalgamation, retaining 
and providing convenient course 
access for member play should be 
addressed. Active golf members 
are very sensitive about their regular 
play routine and if potential solutions 
to easily identified course access 
problems are not identified and 
communicated early, then this may 
provide an avoidable set-back in the 
project development and progress. 

Preservation of club history should be 
acknowledged as an important issue 
but not a priority in the early stages. 
Members should be assured that it will 
be incorporated into the opportunity at 
the appropriate time. 

Some key attributes of an opportunity:

•	 Ensure the facilities and services of the 
new facility is relevant to the market
– Retain / Maximise golf members 
–  Maximize internal / external 

revenue opportunities
–  Consider other sporting groups  

to  drive activity e.g. tennis
– Low-maintenance costs

•	 Sustainable Future

In the case of an amalgamation, it 
is important to strive to ensure that 
the participating clubs and individual 
members are ‘equally’ benefitting from 
the opportunity. This should avoid 
any future sense that not one group 
is getting a better deal, but is truly a 
‘win / win’ for all. A member discount 
scheme weighted in favour of one 
group of members could be used to 
add balance to an opportunity.
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The Benefits
Typically, in the first instance club 
members predominately prioritise their 
personal requirements over those 
requirements of the club.  Therefore 
it is essential that the benefits arising 
from any major initiative are identified 
for both the individual member and 
ultimately the club.  A membership 
discount scheme was highlighted in 
the market review as the reason why 
one club’s major initiative ultimately 
won the support of its members.

In the case of an amalgamation, it 
is important to strive to ensure that 
the participating clubs and individual 
members are ‘equally’ benefitting from 
the opportunity.  This should avoid 
any future sense that not one group 
is getting a better deal, but is truly a 
‘win / win’ for all.  A member discount 
scheme weighted in favour of one 
group of members could be used to 
add balance to an opportunity.

Club Culture
If the opportunity is an amalgamation, 
then the culture of respective clubs 
will be significant in determining the 
success or failure of the major initiative.  
The working group should conduct 
an initial assessment of the member 
profile of each club, including age, 
gender and residential location to 
help form an objective and subjective 
opinion on the similarities of cultures.

If cultures are significantly different, 
then potentially this will be difficult to 
overcome.  If it is marginally different or 
similar, then identify commonalities and 
undertake golf activities (the common 
interest) to encourage the interaction 
of club members.  This will help 
debunk any perceptions of a significant 
difference in cultures and support this 
with evidence as needed.

Golf activities to help with the interaction 
of members include:

•	 Course swap days

•	 Composite days

•	 Tee-time swaps

•	 Reciprocal rights

Communications Plan
The development and execution of 
a comprehensive and professional 
communications plan is essential.  
Depending on the type of major initiative 
the plan should focus on engaging 
and communicating with the following 
potentially relevant audiences:

•	 Club members

•	 Club staff

•	 Local council (officers and councillors)

•	 Local residents

•	 Media

Ultimately it will be the club members 
who decide on whether to support a 
proposed major initiative or not; and 
an engaged, informed and trusting 
membership is more likely than not to 
vote in support of a club’s committee or 
board recommendation.

Members expect their elected 
representatives to be transparent and 
honest and this builds trust.  Therefore 
in any lengthy process, engaging with 
members early on introductory aspects 
of a major initiative sets a positive tone.

Engage with members with regular 
communication and utilise the different 
mediums within clubs.  These can 
include member meetings, focus groups, 
competition presentations, surveys, on-
line updates, dedicated project website, 
newsletters, noticeboards and FAQs.  
Be sure to have sufficient detail when 
publicly engaging with members.

A member survey is a useful tool in 
determining the facts regarding  
member opinion and aspirations.  
Surveys (market research) can easily  
be implemented and effectively used 
where needed.

Clubs are complex environments and 
elected representatives are not the 
only club members that influence club 
or member behaviour.  Typically clubs 
usually have a number of ‘organised 
groups’ and ‘influencers’ within 
the membership who may help, or 
sometimes hinder, garnering member 
support.  Given their status within the 
membership, acknowledge and regularly 
engage with these members on the 
major initiative’s development progress.

In the case of an amalgamation, clubs 
should issue joint statements to their 
respective memberships at the same 
time.

Some key attributes of a recommended 
communications plan:

•	 Be open and transparent
– Consider initial meetings

•	 Active and regular communication
–  Can include member meetings, 

focus groups, competition 
presentations, surveys, on-line 
updates, dedicated project website, 
newsletters, noticeboards and 
FAQs.

•	 Invest in professional presentation  
of information 
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In 2009, Boulcott’s Farm Heritage Golf Club (BFHGC) was established as a result of an amalgamation between 
Hutt GC and neighbouring Boulcoutt GC. 

JBAS / WellPlayed interviewed BFHGC General Manager John Freer (former Hutt GC GM) to understand the 
process that led to the successful union of the two clubs with a summary as follows:

 working group
•	 6 from each club (2 executives, 2 GMs 

and 2 independents)

•	 12-14 months for investigation process

Compelling reasons
•	 Club membership numbers are in 

decline, locally and nationally

•	 Annual maintenance, management and 
development costs are increasing

•	 Both clubs are trading at break-even 
prior to depreciation

•	 Club finances and capital reserves are 
static

•	 Construction of a ‘flood bank’ by the local 
municipal council through both golf courses
–  “without the flood bank maybe the 

amalgamation would have occurred 
in time”

the opportunity
•	 New incorporated club

•	 18 holes (5 tees)

•	 6-hole short course

•	 Significantly refurbished clubhouse 

•	 1,320 members
– Now deliberately reduced to 1,200

•	 Sustainable future

•	 Additional opportunities
– 300m driving range
– Night golf
–  Expanded member services – 

gymnasium/physio
–  Junior golf academy and development 

programme
–  Community and business use of state-

of-the-art function facilities/venue
–  Commercial partnerships/opportunities 

(additional opportunities)

–  Cluster of other sports including  
multi-sport facility development on 
Avalon Park

the Benefits
•	 Improve Boulcott and Hutt ‘golfing 

experiences’ for all members and visitors

•	 Improve financial viability of both clubs

•	 Invest in the vibrant future of golf in the 
local area and greater region

•	 Improved course design  
– 18 and 6-hole golf courses

•	 Modern, purpose built clubhouse incl. 
Pro-shop, café and bars

•	 Professional on-site coaching services

•	 Modern practice facilities

•	 Improved off-street car parking 

•	 Better course utilisation

•	 Improved inter-club opportunities

•	 Potential to provide additional services 
(gymnasium, functions, etc.)

Club Culture
•	 There was a perception that the two 

clubs cultures were different 

•	 But when they got together they 
discovered they were quite similar

Communications Plan
•	 Effective communication between the 

clubs
– Initial meetings

•	 Continuous communication
– Agreed to ‘look forward’ not ‘back’

•	 Focus on the future vision
– Presentation of draft course layout/s
–  Before / after images of impact from 

the flood bank

•	 Professional approach to all club 
communications

•	 Engaged with ‘club influencers’  
during the process

•	 Not easy process but maybe  
“once in a lifetime opportunity”

 other relevant issues
•	 Membership

– Equal voting rights for members 
–  Over capacity of members to begin 

but natural attrition to reduce from 
1,320 – 1,200

– Different Hutt membership fee initially 

•	 Hutt member initially decreased by 
10% (“an error in hindsight”) 

•	 Boulcott member increases phased  
in over 5 years to parity with Hutt

•	 Governance
– Initial Board = equal representation

•	 Golf
–  Access has improved with  

natural attrition from1,320 to  
1,200 members

– Close focus on golf calendar
–  Initially removed a lot of the  

trophies that were not major  
trophies of either club

–  Commenced reinstatement of  
former major trophies over time

why did it succeed?
•	 Had a good reason

•	 Got the right people involved

•	 Engaged the members 

•	 Developed an exceptional project  
plan and stuck to it

•	 Found ‘common ground’ between 
the clubs

•	 Overcame member ‘self-interest’

cAse study >> Boulcott’s Farm Heritage Golf Club (NZ) 
– a successful club amalgamation

Further information about the successful amalgamation process is available from http://tiny.cc/ojkxxw and 
information on the new club from www.boulcottsfarmhgc.co.nz. 
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oppoRtunity – Key 
AReA Assessments

Introduction
Whilst potential amalgamation concept/s 

being assessed by clubs should be 
reasonably fluid and be developed as 

certain findings are made, there are some 
key areas that, when initially assessed, 

will determine whether a successful 
amalgamation can likely be achieved.
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AmAlgAmAtion  
oppoRtunity – Key 
AReA Assessments

The four key areas identified for 
initial review are:

•	 Legal

•	 Club Infrastructure

•	 Real Estate

•	 Club Operations and  
Financial Health

Introduction
The first key area to be assessed  
that will have some bearing on this 
success is the legal position of  
each club.

Areas assessed in this section include:

•	 Legal structures

•	 Amalgamation options

•	 Identification of other potential issues

Legal Structures  
Private member-based golf clubs are 
typically not-for-profit organisations 
established as a legal entity either as an 
Incorporated Association or Company 
Limited by Guarantee. 

Based on preliminary data from Golf 
Management Australia’s benchmark data 
tool, the proportion of Australian not-for-
profit golf clubs being either Incorporated 
or Limited by Guarantee is approximately 
50/50.

incorporated association
The law relating to incorporated 
associations is state-based. Victorian 
golf clubs who are incorporated 
associations are registered with Consumer 
Affairs Victoria under the Associations 
Incorporation Reform Act 2012. On 
26 November 2012, the Associations 
Incorporation Reform Act 2012 (and its 
associated Regulations) replaced the 
Associations Incorporation Act 1981.

Some attributes of an Incorporated 
Association include:

•	 Obtaining not-for-profit status – 
exemption from income tax and other 
tax concessions;

•	 A legal entity – ability for the club to 
conduct business and enter into legal 
agreements;

•	 Limited legal liability – for members 
and office bearers;

•	 Less complex and less expensive to 
administer than a Company Limited 
by Guarantee;

•	 Flexibility for amalgamation.

There are a number of obligations 
incorporated associations must fulfil, 
including a written set of complying rules 
(constitution), governance, accounting, 
auditing and annual reporting and 
compliance requirements. 

Company Limited by guarantee
Not-for-profit clubs incorporated under 
the Commonwealth Corporations Act 
2001 (Cth) are typically classified as 
a company limited by guarantee and 
registered with the Australian Securities 
and Investments Commission (ASIC). 

Some attributes of a Company Limited 
by Guarantee include:

•	 Ability to ‘operate’ anywhere in 
Australia;

•	 Obtaining not-for-profit status – 
exemption from income tax and other 
tax concessions;

•	 A legal entity – ability for the club to 
conduct business and enter into legal 
agreements;

•	 Limited liability – for members and 
directors;

•	 More complex and more expensive 
to administer than an Incorporated 
Association;

•	 Less-flexibility for amalgamation.

There are a number of obligations 
companies must fulfil, including a written 
constitution, governance (significant 
penalties imposed for breaches by 
Directors), accounting, auditing and annual 
reporting and compliance requirements. 

LEGAL
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Amalgamation Options
 In relation to clubs considering 
amalgamation, there are two main 
options for two or more agreeing legal 
entities to form one legal entity:

•	  Merging – an existing legal entity 
absorbs the net assets of the other 
entity (which is then wound up).

•	 Consolidation / Amalgamation – a new 
legal entity is formed comprising the 
combined net assets of the entities 
(which are then wound up).

Approval for amalgamation must be 
obtained from the legal entity’s members 
via a special resolution passed at a 
properly convened general meeting of 
the entity. At least 75% of the votes cast 
by members entitled to vote on a special 
resolution must be in favour of the 
resolution for it to be passed.

Under the Associations Incorporation 
Reform Act 2012 it is relatively simple for 
two or more incorporated associations to 
amalgamate into a new association via 
application to Consumer Affairs Victoria. 
The Act provides that a transfer of real 
estate as a result of an amalgamation is 
exempt from stamp duty. 

Constitution and rules

In accordance with the advice regarding 
the best method to amalgamate, merge 
or consolidate, an existing or new 
constitution (rules) will be utilised for 
the amalgamated entity. The following 
key issues will need to be carefully 
considered within this constitution 
(rules) that will satisfy the needs of the 
amalgamating clubs and ultimately the 
new entity:

•	 Statement of purposes / objects

•	 Membership categories and 
procedures

•	 Board / Committee composition, 
election and procedures 

Other Potential Issues
Subject to the option chosen to 
form one legal entity, that is merging 
or consolidation, at least one entity 
will need to be wound up. Both an 
incorporated association (with assets 
of more than $10,000) and a company 
limited by guarantee must wind up in 
accordance with the Commonwealth 
Corporations Act 2001. 

Under the Commonwealth Corporations 
Act 2001 obligations vary for winding up 
either a solvent or insolvent company. 
Further detailed information on the 
obligations in winding up a company, 
including the appointment of a liquidator, 
is available from ASIC.

Other issues that also need to be 
considered in an amalgamation include:

•	 Employee engagements

•	 Major contracts of each club

•	 Government charges – GST, Duty 
(Stamp Duty) and Capital Gains Tax

employee engagements
When an entity is wound up, the entity 
will terminate all employees and pay 
them for any outstanding entitlements 
(e.g. in relation to annual leave or long 
service leave). Employee payments are 
funded from any proceeds of realising 
the entity’s assets, and after payments 
to any higher priority creditors and costs 
and expenses of the liquidation.

For some employees of an entity being 
wound up, there may be an option 
for continuity of employment with an 
existing entity (merger) or new entity 
(consolidation). Employee entitlements 
to leave can continue if the entity takes 
over the existing responsibilities in 
relation to the employees. 

Major Contracts
Clubs may have medium to long-
term contracts and agreements with 
third-party service-providers (e.g. golf 
professional or caterer). These contracts 
will need to be reviewed, in particular 
clauses relating to the ability to assign 
the contracts and the winding up of the 
club (legal entity), to identify any and all 
obligations.

government Charges – gst, 
duty (stamp duty) and Capital 
gains tax
GST should have a neutral economic 
effect on applicable transactions arising 
from amalgamation as any GST payable 
will be offset by an entity claiming the 
GST as an input tax credit.

Duty (Stamp Duty) is charged on all 
transfers of land (unless an exemption  
or concession applies). The transaction 
is charged with duty based on the 
greater of:

•	 the market value of the property, or

•	 the consideration (price paid) - 
including any GST.

If an existing entity absorbs the assets of 
the other, stamp duty will be payable on 
the transfer of any land to that entity. If 
a new legal entity is formed then stamp 
duty will be payable on the transfer of 
both lands. If land owned by an entity is 
not transferred and the land is sold, no 
stamp duty is payable on the transfer of 
the proceeds of sale.

In the case of an amalgamation of two 
incorporated associations Section 218 
of the Associations Incorporation Reform 
Act 2012 gives stamp duty exemption to 
the vesting of property.

Not-for-profit clubs that are exempt from 
income tax are also exempt from capital 
gains tax.
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Legal Opinion 

I, Graeme Johnson of 39 Broadway, Camberwell, Victoria, state:

1. I have read pages 16 to 18 (inclusive) of this ‘Key Market 
Lessons On A Path Towards Amalgamation’.

2. I am of the opinion that:

a. The statements in those pages are accurate;

b. The analysis of the amalgamation issues and the legal matters 
to be considered in the implementation of any amalgamation  
are correct.

Graeme Johnson 
Australian Lawyer holding a current Practising Certificate

Graeme Johnson is a lawyer practising in commercial law mainly 
in the sporting, hospitality and retail industries. He was a partner 
at Hedderwick, Fookes & Alston and its successor firms from 
1977 until 2004 and remains a Consultant to Allens Linklaters. 
Graeme advised on the successful amalgamation of the Victorian 
Golf Association and Women’s Golf Victoria in November 2010.
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CLUB INFRASTRUCTURE

Introduction
The second key area to be assessed that will have some bearing on a potential 
amalgamation is the current status of club infrastructure. 

The major infrastructure areas that should be assessed at each club are:

•	 Golf Course
–  Key attributes of the course, practice facilities, course irrigation water, operating 

expenditure, other issues, capital expenditure, key planning documents and major 
improvement projects.

•	 Clubhouse & Other
–  Buildings, services, other, capital expenditure, key planning documents and major 

improvement projects.

Assessment of each component of the club should be based on the opinion of the 
Course Superintendent, General Manager, Committee representatives and other  
qualified consultants where applicable. 

Outcomes from this assessment will determine the level of investment required in  
existing infrastructure to improve it to the levels required by any merged entity.

Summary headings for each area are noted in the following tables.

Component

Course Summary

•	 Holes •	 Rating (men / women)

•	 Par (men / women) •	 Length (men / women)

Course Attributes

•	 Tees •	 Greens

•	 Carries •	 Drainage

•	 Fairways •	 Vegetation / Landscape

•	 Collars / Surrounds •	 Soil type

•	 Bunkers

Practice Facilities

•	 Range – Long •	 Putting Green/s

•	 Range – Short •	 Overall

Course Water

•	 Supply – type •	 Annual usage

•	 Supply – quality •	 Annual Cost

•	 Supply – reliability •	 Irrigation System

•	 Storage – type •	 Overall Assessment 

•	 Storage – capacity

GOLF COURSE

04 // Key AReA Assessments
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Component

Operating Expenditure

•	 Staff numbers •	 Budget 

•	 Expenditure 

Other

•	 Errant golf balls •	 Vandalism

Capital Expenditure

•	 Budget •	 Budget future years

Key Planning Documents

•	 Course Master plan •	 Tree Management Plan

•	 Landscape Master plan

Course Rankings

•	 Golf Digest magazine •	 Golf Australia magazine

Component

Clubhouse Building

•	 Members’ Bar / Lounge •	 Locker Rooms - Women

•	 Dining / Function Room •	 Administration

•	 Pro Shop – Retail •	 Hospitality – Bar

•	 Pro Shop – Storage •	 Hospitality – Kitchen

•	 Locker Rooms – Men •	 Hospitality – Stores

Clubhouse Services

•	 Sewerage •	 Data

•	 Electricity

Other

•	 Way find / arrival •	 Car Parking

Capital Expenditure

•	 Budget •	 Budget future years

Planning Documents

•	 Clubhouse & Precinct Master plan

CLUB HOUSE BUILDING

GOLF COURSE (continued)
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Introduction
The third key area to be assessed that 
will have some bearing on whether a 
successful amalgamation can likely be 
achieved is the overall real estate asset 
held by each club.

Within real estate the key issues for 
assessment are:

•	 Local planning framework

•	 Local Council representations

•	 Land value assessment (if applicable)

Local Planning Framework
The local planning framework is a key 
reference as it identifies long term 
directions about general land use and 
development in a municipality.  It is 
important to understand the planning 
scheme and any other relevant local 
municipal policies and strategic plans 
as they will define the framework within 
which any potential amalgamation 
concept that includes any proposed 
alternate real estate use can occur. 

Typically consideration will need to be 
given to:

•	 Zoning and prescribed site use

•	 Planning Overlays, such as flood or 
building overlays

•	 Aboriginal Cultural Heritage Sensitivity

Local Council Representations
Understanding local council views with 
regard to club viability and future land 
use is an important part of the real 
estate assessment.

Key outcomes from engaging with a 
local council should include:

•	 Status of review or development of 
any wider land use management 
plans

•	 Status of review or development of 
any Leisure strategies

•	 Council’s view towards multi-sport 
venues

•	 Council’s view towards provision of 
sporting participation opportunities 
for the community; particularly juniors, 
women and people from diverse 
backgrounds.

Land Value Assessment
Concept models which require the sale of 
golf course land rely on the optimisation 
of sale value to maximise the return to the 
potential amalgamated entity. The best 
sale value will be realised by the sale of 
land for residential purposes.

To accurately estimate a sale value 
range, detailed modelling of the potential 
residential land yield scenarios (the 
number of residential blocks that can 
be achieved) will need to be developed.  
The potential residential yield scenario/s 
would typically include the following:

•	 Potential golf course reconfiguration  
(if applicable); 

•	 Local planning framework issues;

–  Including any potential re-zoning 
classification requirements

•	 Detailed property assessments of 
vegetation, servicing, drainage/flooding 
and high-level traffic 

–  Incorporating any golf course 
reconfiguration and the local planning 
framework issues;

•	 Recent market performance of 
comparable land sales.

Further, it is recommended, that opinion 
and assistance from a suitably qualified, 
independent and experienced advisor/s 
should be sought regarding the best 
approval and competitive sale process  
to optimise the value achieved from any 
land sale. 

REAL ESTATE

04 // Key AReA Assessments
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Introduction
The fourth key area to be assessed that will have some bearing on whether a 
successful amalgamation can likely be achieved is the current club operations and 
overall financial health of the Clubs.

Areas assessed include:

•	 Organisational Structure

•	 Club Membership

Organisational Structure
Assess the operating structure of each club including sub committees, staff numbers 
and differences within operations.

Outcomes from this assessment will identify the magnitude of structural adjustment 
necessary and the areas of common ground to be found as any amalgamated entity is 
considered. 

Club Membership
One of the key drivers to the overall outcomes being achieved is membership demand 
and it is thus appropriate to examine trends within the wider market prior to examining 
specific results achieved by each of the clubs and any subsequent merged outcomes. 
Such examination enables these club results to be placed into the wider market context.

Note: the numbers referenced in the following section are those reported to Golf Victoria for 
capitation fee purposes and as detailed by individual club in Golf Victoria’s annual report.

For reference, the following table summarises the longer term market trends in 
metropolitan Melbourne since 2007.

•	 Historical Membership Trends

•	 Financial Outcomes

•	 Over the six year period the metropolitan market (including VGL clubs) has declined 
by 2%.

•	 Most of the decline experienced over the period has occurred in the period 2010-13 
with 11% fall in regional areas.

Region 2007 2008 2009 2010 2011 2012 2013
% change      

07-10
% change 

10-13

Metropolitan 48,951 49,694 49,535 48,976 49,251 47,548 47,942 0% -2%

Regional 67,231 65,922 64,668 63,511 62,010 62,955 56,665 -6% -11%

Total 116,182 115,616 114,203 112,487 111,261 110,503 104,607 -3% -7%

CLUB OPERATIONS AND FINANCIAL HEALTH 

04 // Key AReA Assessments
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Peer Club Performance
A peer set of clubs should be identified, with analysis 
of the membership trends at these clubs help put into 
further perspective the macro and micro outcomes 
achieved.

historical Membership trends and Profile
Establish the historical trends evident within each club’s 
membership numbers, including movement within the 
key playing categories, male/female mix, junior mix and 
annual attrition and retention rates. The geographical 
dispersion of the membership bodies of each club 
should be determined, identifying any likely future 
implications concerning member to club travel times.

Financial Outcomes
The ultimate performance of a club is measured by the 
financial results it achieves year to year. Sustainability 
is achieved when annual outcomes are sufficient 
enough to cover any occasional operating losses, fund 
annual capital investment requirements and allow for 
replacement of major club infrastructure. 

An assessment of the financial performance of each 
club or clubs should be undertaken, identifying all key 
revenue streams, operating departments and major 
expense categories.

Any expected synergies from an amalgamation (removal 
of duplicated services or reduced expenses incurred 
from a potential smaller footprint) should be identified.

The outcomes will set the likely  forecast starting 
financial reality for any  a amalgamated entity.

A key requirement within clubs is on-going liquidity, that 
being the ability to pay ones debts as they fall due. A 
review of club Balance Sheets can assist in identifying 
the present liquidity positions of the club compared to 
those of its peers. Peer club benchmarks should be 
established to place results in context.

Rounds Played & Course Capacities
A key consideration in any amalgamation is the future level of 
course accessibility that will be available to members. In order to 
forecast this, current course occupancies, average member playing 
frequencies and member share of daily course demand should  be 
established. Weekly highs and lows in course demand (emanating 
from scheduled club competitions) will become apparent.

From this future course demand can be forecast.

Course Capacities
For reference, the following table summarises the calculated  
golf course capacities for an 18-hole, 27-hole and 36-hole  
facility, by season, based on the following assumptions.

•	 Average Round Time : 4.5 hrs

•	 Tee time interval: 7 minutes

•	 Daylight hours: 10 to 11 hours

Tee Time Capacity Summary

1 Tee Summer Winter Total

18 holes  37,128  31,304  68,432 

27 holes  55,692  46,956 102,648 

36 holes  74,256  62,608 136,864 

daily Capacity

18 holes  204  172  188 

27 holes  306  258  282 

36 holes  408  344  376 

2 Tees Summer Winter Total

18 holes  45,136  34,944  80,080 

27 holes  67,704  52,416 120,120 

36 holes  90,272  69,888 160,160 

daily Capacity

18 holes  248  192  220 

27 holes  372  288  330 

36 holes  496  384  440 
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05AmAlgAmAtion  
concept models

Introduction
In developing any potential amalgamation 
concept models, consideration should 
be given to the key findings from the 
investigations undertaken. Any concept 
models developed should consider 
and address all of these findings and 
attempt to provide a pathway forward for 
participating clubs to experience improved 
outcomes on all fronts. Depending on the 
outcome required, findings in one area 
might outweigh findings in another, ie, if a 
sizeable financial gain is required, and land 
is the only genuine asset, then this would 
drive the future concept. 

Assessment Criteria
Each concept model should be assessed 
in accordance with criteria arising from 
the market review and its exploration of 
current golf participation trends, trends 
impacting the golf industry and major 
initiatives recently undertaken by clubs.

The assessment criteria to be applied 
should generally seek the following 
outcomes:

•	 Equitable Partnership 
–  Win / Win - Does the proposed option 

provide an absolute and equitable 
outcome for both clubs and its 
members? 

–  Culture - Does the proposed 
option equally satisfy the cultural 
requirements of both clubs and its 
members, and will it encourage the 
potential development / refinement of 
club culture? 

•	 Relevant Facility

–  The future golf club - Does the 
proposed option deliver a modern, 
relevant and unique facility that can 
successfully meet the needs of a 
declining, changing and competitive 
golf market?

–  Golf course – Does the proposed 
option provide improved playing 
conditions, improved golf experience 
and short-format golf options? 

–  Golf access – Does the proposed 
option provide members with 
convenient access to tee times? 

–  Not just golf – Does the proposed 
option deliver other facilities, services 
or sports to attract more members and 
generate profit? 

–  Community – Does the proposed 
option allow for simple and 
effective engagement with the local 
community?

•	 Sustainable Performance 
–  Membership – Does the proposed 

option generate a larger potential 
member market with a more diverse 
profile, i.e. families, female, junior and 
cultural? 

–  Finance – Is the proposed option likely 
to generate and maintain sufficient 
operating surpluses to develop a 
strong net-asset position that can fund 
future capital improvements and be 
free of debt? 

–  Environmental – Is the proposed 
option likely to operate in an 
environmentally responsible manner, 
including sufficient access and storage 
of suitable course irrigation water? 

Utilising a scaled approach to a criteria’s 
likely achievement, the amalgamation 
concepts developed can be assessed 
against the determined criteria. 

Based on the assessments made, the 
concepts that deliver the best outcomes 
(achieving likely favourable outcomes within 
the specified criteria) will then be identified.
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Disclaimer

This report provides general information, current as at the time of production. The information 
contained in this report does not constitute advice and should not be relied on as such. 

Professional advice should be sought prior to actions being taken on any of the information. Golf 
Victoria and its consultants disclaim all responsibility and liability (including, without limitation, 
for any direct or indirect or consequential costs, loss or damage or loss of profits) arising from 

anything done or omitted to be done by any party in reliance, whether wholly or partially, on any of 
the information. Any party that relies on the information does so at its own risk.


