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1. Introduction 

The City of Mount Gambier is South Australia’s largest regional city.  It is in the Limestone 
Coast Region, about 440 kilometres south of the Adelaide CBD and 440 kilometres west 
of the Melbourne CBD.  Mount Gambier City Council (Council) provides facilities, services 
and experiences to over 27,000 residents and to many visitors to the region. 

Council is responsible for the care, control and management of part of the land (Crown 
Land) occupied by the Blue Lake Public Golf Links.  Council owns all other parts as 
occupied. 

The Queen Elizabeth Park Trust (QEPT) is the current lessee, from Council, of the Blue 
Lake Public Golf Links.  The lease expires on 30 June 2019. 

QEPT has engaged WellPlayed Golf Business Consultancy to help it understand the 
future management opportunities and financial viability of the Blue Lake Public Golf Links. 

To complete the project requirements WellPlayed has completed a ‘desktop review’ of all 
relevant information as provided by QEPT, and sourced other relevant information as 
required. 

WellPlayed’s Project Report provides: 

• Insights into wider-market performance regarding golf’s community impact, sport 

participation trends, golf participation trends (nationally and state-wide), golf 

industry trends, golf facility innovation, golf facility management structures and 

future opportunities for the contemporary golf facility. 

• Insights into the local-market regarding local catchment population trends and 

‘competitor’ performance. 

• Insights into the recent performance of Blue Lake Public Golf Links. 

• WellPlayed’s opinion on the future strategic opportunities for Blue Lake Public Golf 

Links, and preliminary opinion on its future viability. 

The scope of WellPlayed’s desktop review did not include extensive consultation with 
relevant key stakeholders.  Whilst conversations have been held with QEPT 
representatives, Council’s CEO and Mount Gambier Golf Club representatives, they have 
not been extensive.   

Based on our wider-market knowledge, and together with our improved understanding of 
Blue Lake Public Golf Links’ performance and the local market, it is WellPlayed’s 
preliminary opinion that Mount Gambier cannot support the provision of 2 viable and 
thriving golf facilities.  Change must be facilitated to continue to provide valuable golf 
participation opportunities to the community. 

Subject to QEPT’s review of the Project Report, further work may be required to review 
and evolve the preliminary opinion on future viability to a further informed opinion.  This 
would include extensive consultation with relevant key stakeholders. 
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2. Executive Summary 

Golf is one of Australia’s most popular participation sports.  It delivers valuable wellbeing, 
social, environmental and economic benefit to local communities: 

• Golf promotes physical and mental wellbeing (particularly for older Australians) 

e.g. health, social interaction and self-esteem. 

• Golf contributes to social and community development e.g. volunteering and 

inclusion. 

• Golf provides valuable open and maintained green space areas e.g. flora, fauna 

and habitat. 

• Golf stimulates local economic development e.g. financial contribution (operating 

surpluses), local employment, local goods and service suppliers, charitable 

support, and intrastate, interstate and international tourism opportunities. 

Traditionally the health of Australian golf has been viewed by many through the lens of 
‘golf club membership’.  Whilst this segment of the golfer population has experienced 
decline since the mid-1990s, consistent with other organised sports, it only represents 
34% of the golfer market (played a round of golf) and 20% of the broader golf participant 
market (swung a golf club). 

It is clear Australians are now participating in golf in a variety of ways, and not just on golf 
courses.  Driving ranges, mini-golf facilities and the emerging virtual golf centres all have 
an important role to play in providing golf participation opportunities to a broader 
audience. 

It is interesting to note that ‘competition’ and ‘maintain an official golf handicap’ are very 
low motivators for golf participation.  Historically many golf facilities, and most golf clubs, 
have placed a strong emphasis on competition play.  Evidence clearly supports the need 
for golf facilities to offer a fun and social experience with less emphasis on competitions. 

As demand for golf participation is a direct factor of population and population growth, it is 
valuable to understand the local market and emerging patterns regarding its population.  
Based on WellPlayed’s experience a typical population catchment for a metropolitan-
based public golf course is within a 10km radius of the facility.  The catchment for a 
member-based club is typically a 20km radius. 

WellPlayed has defined the catchment for golfers within Mount Gambier to comprise the 
populations of the City of Mount Gambier and 50% of the District of Grant = approx. 
31,000.  Also, we have assumed 80% of the catchment population is aged 15+. 

Based on the local catchment golfer population estimates, it is evident that Blue Lake and 
Mount Gambier golf clubs combined are outperforming the typical golf club playing 
member ‘market size’. 

Australian Bureau of Statistics data projects average annual population change of 0.6% 
for the local catchment.  This nominal growth, together with an ageing population, is not 
likely to have a material impact on the future growth of the local catchment’s total golfer 
market size. 

We conclude that based on the current total golfer market size, it is unlikely there will be 
any significant growth in golf club membership opportunities.  What is more likely is that 
club membership will remain flat or continue to marginally decline.   
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Based on recent financial performance, Blue Lake Public Golf Links’ financial performance 
is described as ‘Serious financial distress: Serious questions as a going concern’.  It is 
unlikely that material improvement in financial performance can be achieved.   

Blue Lake Public Golf Links experiences very low visitation (golf rounds).  Whilst efforts to 
improve visitation via marketing, promotion, golf development programs and other 
initiatives can be implemented, they are unlikely to result in a material improvement in 
visitation performance.   

Structural changes to the golf course, i.e. reducing from 18 holes to 9 holes could be 
made.  But given the negative impact on revenue and customer experience, albeit offset 
with reducing course maintenance costs, it is unlikely that this approach would result in a 
viable and thriving 9-hole public golf course. 

If QEPT were not to seek renewal of the lease agreement for the golf course, then Council 
could pursue other management models: 

• Internal – Council controlling all aspects of the specialist areas. 

o Probability of Success: Low 

• External – Council engaging a single service provider, or member-based golf club, 

to deliver all aspects of the specialist areas. 

o Probability of Success: Low 

• Hybrid – a blended-approach where Council may control some aspects of the 

specialist areas, whilst engaging one or more service providers to deliver other 

aspects of the specialist areas. 

o Probability of Success: Moderate 

Based on our wider-market knowledge, and together with our improved understanding of 
Blue Lake Public Golf Links’ performance and the local market, it is WellPlayed’s 
preliminary opinion that Mount Gambier cannot support the provision of 2 viable and 
thriving 18-hole golf facilities.  Change must be facilitated to continue to provide valuable 
golf participation opportunities to the community. 

The entity best positioned to influence, and lead change is Council.  Council should work 
with QEPT, Blue Lake Golf Club, Mount Gambier Golf Club, the local community and 
other relevant stakeholders, to ensure a viable, thriving and publicly-accessible 
contemporary golf facility (and club) that: 

• Is market-focused and adapting to stay relevant to succeed in today's changing 

sport, recreation and leisure market.  

• Is customer-focused and friendly to women, families, younger generations, diverse 

groups and social golf clubs. 

• Focuses less on competition golf and introduces social, short-format and other 

golf-entertainment participation options. 

• Develops new business models to ensure greater facility visitation and revenue 

diversification; and delivers high-quality customer (and member) experiences, 

especially hospitality. 

• Develops the expertise to actively and regularly engage with customers (and 

members) via better communication and marketing; and takes advantage of 

technology to assist.  

• Provides valuable social, community, environmental and economic benefits; and 

actively engages with its local community to create a community hub.  

http://wellplayed.com.au/
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3. Wider-Market Insights – Performance  

Golf is one of Australia’s most popular participation sports.  It delivers valuable wellbeing, 
social, environmental and economic benefit to local communities.   

In recent years nearly 2.1M Australians have ‘swung a golf club’ at a golf course, driving 
range, mini-golf course or virtual golf lounge. 

Traditionally the health of Australian golf has been viewed by many through the lens of 
‘golf club membership’.  Whilst this segment of the golfer population has experienced 
decline since the mid-1990s, consistent with other organised sports, it only represents 
34% of the golfer market (played a round of golf) and 20% of the broader golf participant 
market (swung a golf club). 

There are many opportunities for golf facilities to grow their business when properly 
positioned to take advantage of market trends.  Whilst it is important for golf facilities to 
continue to provide golf experiences for the ‘traditional’ market, there is an opportunity to 
provide different golf experiences to target broader audiences and larger markets. 

3.1 Golf’s Community Impact 

Based on an Australian Sports Commission review in 2015, it is evident that sport, and in 
turn golf, provides valuable participation opportunities which lead to a positive contribution 
to not only its participants, but also the wider community.   

WellPlayed has summarised the community benefits from golf’s perspective: 

• Golf promotes physical and mental wellbeing (particularly for older Australians) 

e.g. health, social interaction and self-esteem. 

• Golf contributes to social and community development e.g. volunteering and 

inclusion. 

• Golf provides valuable open and maintained green space areas e.g. flora, fauna 

and habitat. 

• Golf stimulates local economic development e.g. financial contribution (operating 

surpluses), local employment, local goods and service suppliers, charitable 

support, and intrastate, interstate and international tourism opportunities. 

In September 2017, the Australian Golf Industry Council (AGIC) released its research into 
the benefit that golf contributes to the Australian community across three key areas of 
economic, health and social.   

Key findings from AGIC’s Community Impact Studyi:  

• Golf makes an economic contribution of $3.5B. 

• Golf’s contribution to health in terms of dollars saved is significant for all golfers, 

including a ‘lifetime health contribution’ of $4.5B. 

• Participation in golf provides: 

o Regular and cross-generational social interaction across the life-span. 

o A foundation to build a strong and connected community. 

o A strong connection to the outdoors and natural environment. 

o Opportunities to teach valuable life lessons and principles such as respect, 

honesty, etiquette and self-discipline. 

An outline of the AGIC report is included in Section 9.1.1. 

http://wellplayed.com.au/
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3.1.1 Golf and Health – International Consensus 

The ‘2018 International Consensus on Golf and Health’ii has produced one of the first 
wide-ranging global consensus statements for a sport.  It engaged leaders at the 
intersection of health, sport, policy and golf, to build a cross-sector agreement.  

The need for a comprehensive, evidence-informed consensus summary of key issues, 
and key actions about golf and health, was recognised by the World Golf Foundation and 
golf’s global leaders.   

The Consensus, published 23 September 2018, has generated various consensus 
statements that have been agreed upon by international experts and can be used with a 
high-level of confidence.   

A sample of the consensus statements include: 

• Playing golf is associated with mental well-being benefits which can include 

improved self-esteem, self-worth, self-efficacy and social connections. 

• Playing golf can contribute to healthy and active ageing, providing physical and 

mental health, cognitive, social, functional and other benefits. 

• Golf offers opportunities for intergenerational connection, for social interaction and 

to support communities with events of interest. 

The consensus highlights what we know about golf and health, and what actions by 
players, facilities, the industry and decision makers can take to realise health benefits and 
minimise health risk related to golf.  

    
Recommended key actions for facilities/industry and policy/decision makers.  Source: Golf and Health Project 
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3.2 Sport Participation Trends 

3.2.1 Sport Australia – AusPlay 

Sport Australia (formerly Australian Sports Commission) is the government body currently 
responsible for tracking national participation data for sport and physical recreation via its 
AusPlay initiative.  AusPlay is a national participation survey to help better understand 
sport participation trends in Australia, to inform policy decisions and guide strategy with a 
strong evidence base.   

Sport Australia released the first AusPlay on 8 December 2016 for data collected from 
October 2015 to September 2016.  On 31 October 2018 it released the latest AusPlayiii 
results covering data collected in the last financial year (FY2018):  

 
A snapshot of AusPlay (FY2018) adult non-sport and sport participation results. Source: Sport Australia 

Based on the most recent AusPlay results, and when compared to all activities, golf 
ranked the 5th most popular participation sport for adult (aged 15+) Australians (4.7%).   

Golf is a popular sporting activity for older Australians.  When compared to other activities, 
golf increases in popularity as participants age: 

 
A snapshot of AusPlay (FY2018) age participation results (cycling, golf & tennis). Source: Sport Australia 

http://wellplayed.com.au/
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Whilst golf is a popular sport for adult men (7.7% of the population) it is under-represented 
in the women’s participation category (1.7%); reinforcing the opportunity for golf to grow 
female participation: 

 
A snapshot of AusPlay (FY2018) adult female v male participation results. Source: Sport Australia 

Also, whilst golf is ranked 2 for club sport participation (adults and children combined) 
behind football (soccer), and is ranked 1 for adult club sport participation, it is under-
represented in the children’s club participation category; reinforcing the opportunity for golf 
to grow children’s participation. 

South Australia and Victoria Participation 

Adult South Australians participate in golf less than the national average: 3.5% v 4.7%.  
Adult Victorians participate in golf more than the national average: 5.5% v 4.7%. 

3.2.2 Sport Australia – Older Australians’ Participation in Sport and Physical Activity 

Recognising that the health of the increasing number of Older Australians (aged 55+) is 
an important social and economic challenge facing Australia, Sport Australia released a 
report focused on Older Australians’ participation as part of the recent AusPlay results. 

Key information from the ‘Older Australians’ Participation in Sport and Physical Activity’ 
report (2018)iv:  

• Australia’s population is ageing.  By 2030 Australia will have nearly 9M residents 

aged 55+ (2M more than today). 

• Extending a lifetime of good health enables Older Australians to continue to 

contribute socially, culturally and economically to the wider community.  

• Sport and physical activity offer physical and mental health benefits for Older 

Australians and can be an enabler of their on-going community engagement. 

• Overall, golf is in the top 10 sports and physical activities for Older Australians – 

Men = 14% (rank = 3 (with cycling)) and Women = 4% (rank = 7 (with bush 

walking and tennis). 

• Based on the top 10 sports and physical activities for Older Australians, golf 

participation rates are different for different life stages. 

o Age 40-54: / Female = n/a / Male = 8.3% (rank = 6). 

o Age 55-64: Female = 3.2% (rank = 10) / Male = 11.7% (rank = 5). 

o Age 65-74: Female = 4.7% (rank = 7) / Male = 16.0% (rank = 3). 

o Age 75+: Female = 4.1% (rank = 5) / Male = 13.4% (rank = 3). 

An outline of the Sport Australia report is included in Section 9.1.2. 

http://wellplayed.com.au/
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3.2.3 Intergenerational Review of Australian Sport (2017) 

In recent years, Sport Australia has observed significant trends relating to sports 
participation, performance and consumption.  To understand these trends and their impact 
in the future, and to best prepare Australian sport to adapt for success, the Australian 
Sports Commission (now Sport Australia) engaged The Boston Consulting Group (BCG) 
to undertake ‘The Intergenerational Review of Australian Sport (IGRS)’ (2017)v. 

BCG concluded that trends are rapidly changing the environment in which sport operates 
and placing pressure on the sector to change.  It proposed a new aspiration for Australian 
sport in 2036: for Australia to be the most active sporting nation, known for its integrity, 
thriving sports organisations, continued exceptional international success, and a world-
leading sports industry. 

To help achieve this aspiration, and what’s most relevant to golf, is the need for sporting 
organisations to drive sustained participation growth among all Australians, by: 

• Modernising sport participation offerings. 

• Expanding the participation rates of groups that are currently under-represented –

by ensuring sport is more affordable for low income families, more accessible to 

migrant groups and more attractive to women. 

• Reducing the drops in sport participation by creating more flexible, social sports 

offerings that provide fun, non-competitive pathways for recreational participants. 

• Developing new low time-commitment offerings with a strong fitness component. 

An outline of the ASC report is included in Section 9.1.3. 

3.3 Golf Participation Trends 

3.3.1 Australian Golf Industry Council 

In 2015, AGIC engaged Nielsen Sports to undertake a research project to define the 
current golf consumer, size the potential golfer market and identify opportunities to 
increase golf participation.   

The ‘2015 Golf Landscape Research’vi sized the golf market: 

• 1.16M people who have played a round of golf in the prior 12 months. 

• 2.11M people who have picked up a golf club to play or practice some form of golf 

in the prior 12 months (including the 1.16M who had played a round of golf. 

• 3.87M people who have not played golf but would not reject playing golf in the 

future. 

The 2.11M were considered the current ‘golfer market’. Of this group, Golf Traditionalists 
and Variety Seekers make-up the ‘core golfer market’ and are the segments who dedicate 
a higher proportion of leisure time to golf and contribute the highest proportions of total 
golf consumer spend.  

Golf Traditionalists are those who enjoy the pure form of the game. They are frequent and 
avid golfers and are skewed towards the male gender. Older Golf Traditionalists are more 
likely to become members of a golf club because they have less family pressure and more 
time available for golf.  
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Variety Seekers are also frequent golfers who appreciate the traditional game. Most of this 
segment are aged under 50 years, enjoy keeping fit and have families. Time pressures 
and limitations mean they seek flexibility and variety around their golf experiences to fit in 
with their busy lives.  

 
Source: AGIC 2015 Golf Landscape Research. 

Incidental players are infrequent golfers who have stumbled onto the game of golf. For 
many their first exposure to golf was through the visit to a driving range or attending a golf 
related event of some kind. They have a higher propensity to be younger in age and are 
yet to make a commitment to become a regular participant in the game.  

Alternates generally have little interest in the traditional format of the game and are more 
likely to play mini golf for the social element (generally under 50 years and mostly female).  

The 4 key golf consumer segments’ relative market-size and spending contribution: 

Source: AGIC 2015 Golf Landscape Research, WellPlayed analysis 

In the first instance, golf facilities should prioritise engaging with Golf Traditionalists and 
Variety Seekers, the core golfer market.  Whilst the core golfer market represents 65% of 
the total golfer market, they account for nearly 80% of the spend.  

http://wellplayed.com.au/
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3.3.2 Golf Australia 

Golf Australia is the Federal Government-recognised National Sporting Organisation 
responsible for golf in Australia. 

In July 2018 Golf Australia released the ‘2017 Golf Club Participation Report’vii. It provides 
the latest information regarding golf and golf club membership trends for 2017. 

Based on AusPlay results and previous national research, the participation report 
compares sports participation trends since 2001:  

 
Source: 2017 Golf Club Participation Report, Golf Australia 

Whilst golf has demonstrated a decline for at least annual participation (together with 
tennis), it remains one of Australia’s most popular participation sports. 

Relevant key findings from the participation report regarding golf club membership: 

• Club membership numbers peaked in Australia in 1998 at approximately 500,000 

golfers. Since then, a steady decline has materialised averaging 1.3% per annum. 

• There has been a decline in the proportion of female members, from a high of 

34% in 1970 down to 20% in 2017. 

• The participation rate (total golf club members divided by total population) peaked 

at 2.8% in the mid-1990s before declining to its current level of 1.6% as a result of 

a growing population and declining membership numbers. 

• Reported member numbers for social golf clubs have increased over the past from 

18,018 in 2013 to 22,288 in 2017, representing an average annual increase of 

4.3%. 

• The average reported age of club members is 57.5 years.  The average age of 

male members (56.1) is eight years younger than females (64.1). 

http://wellplayed.com.au/
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There has been a steady decline in golf club membership since the peak in the 1990s: 

 
Long-term golf club membership and participation rate trends since 1970. Source: Golf Australia 

State and Territory Trends – South Australia 

In 2017, South Australia experienced a nominal annual increase of 4 golf club members.  
There are now 23,733 golf club members in South Australia.  The 5-year annual average 
movement within South Australia has been a decline of 0.4%: 

 
Golf club membership performance trends for South Australia and its regions. Source: Golf Australia 

Whilst the South East(ern) region enjoyed an annual increase of 21 golfers (1.3%), its 5-
year annual average (-1.0%) is worse than the wider-market performance (-0.4%). 

An outline of the Golf Participation report is included in Section 9.1.4. 
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3.3.3 Market Overview 

Based on AGIC’s research (2015), AusPlay participation data (2017), Golf Australia’s 
national participation report (2017) and WellPlayed’s golf facility database – golf 
participation in Australia is summarised: 
 

 
Source: AusPlay, Golf Australia and WellPlayed analysis 

The golf market of 1.16M participants comprises golfers affiliated with Golf Australia, i.e. 
‘golf club playing members’ (course-based and social golf club members) and ‘casual 
golfers’ (non-affiliated golfers).  Golf club playing members only represent 34% of the 
overall golfer market.  The market size of the ‘casual golfer’ and ‘swung a golf club’ 
combined = 1.71M (over 4x the size of golf club paying members).   

It is clear Australians are now participating in golf in a variety of ways, and not just on golf 
courses.  Driving ranges, mini-golf facilities and the emerging virtual golf centres all have 
an important role to play in providing golf participation opportunities to a broader 
audience. 

Whilst it is important for golf facilities to continue to provide golf experiences for the 
traditional club playing market (including Golf Traditionalists), the big opportunity for golf 
facilities is to provide different golf experiences to target broader audiences and larger 
markets (including Variety Seekers, Incidentals and Alternates). 
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3.3.4 Motivators 

It is useful to understand why people are choosing to participate in golf.  This knowledge 
can assist a golf facility as it considers the strategic opportunities relating to the facilities, 
services and experiences it offers. 

Based on the recent AusPlay and 2015 Golf Landscape Research results, and combined 
with specific research undertaken by WellPlayed, the main motivators for adults to 
participate in golf are: 

• For the fun and social experience 

• To get outdoors 

• For the challenge (but not so much for competition) 

• For health or fitness 

 
Source: WellPlayed 

It is interesting to note that ‘competition’ and ‘maintain an official golf handicap’ are very 
low motivators for golf participation.  Historically many golf facilities, and most golf clubs, 
have placed a strong emphasis on competition play.   

Evidence clearly supports the need for golf facilities to offer a fun and social experience 
with less emphasis on competitions. 
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3.4 Golf Industry Trends – International 

There are other trends impacting the wider golf industry and its future.   

3.4.1 European Golf Course Owners Association (EGCOA) – Vision 2020 

Initiated in 2014 and updated during 2016, EGCOA’s ‘Vision 2020’viii research project 
delivers insights for the sustainable performance and development of commercial golf 
facilities in Europe.  It recommends that golf facilities should promote: 

• Fun – an important foundation experience for golf participation. 

• Friendship – social and community benefits from golf are critical. 

• Flexibility – for game engagement and membership offerings. 

• Family – important to attract families, females and juniors. 

• Fore Health – pushing the health benefits of golf. 

• Forever – for golf to stay profitable it must be sustainable. 

An outline of the report is included in Section 9.1.5. 

3.4.2 Golf Entertainment 

Branded as “The Ultimate Venue for Fun”, Topgolf (http://Topgolf.com) is a golf driving 
range entertainment complex achieving extraordinary sales and growth in the USA and 
internationally. 

Featuring sports bar, function spaces and lounge facilities at each driving range bay, 
Topgolf takes the driving range experience and converts it into an entertainment venue – 
driving food and beverage sales to significant levels (turnover can be as high as 
USD$150k per night). With around 100 bays across three levels, each site is a full-
distance driving range with artificial turf outfield punctuated by large targets. 

  

The range building incorporates a sports bar, outdoor bar, guest lounges with games 
tables and gaming consoles, and multiple functions spaces. 

http://wellplayed.com.au/
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A key innovation behind Topgolf and its success is the technology allowing it to create a 
series of golf-game experiences for golfers. Range balls are tracked via microchips in 
each ball, and screens at each bay allow players to enjoy game formats for both single-
person and multi-user play.  

TV screens also present media content throughout the facility, creating a high- energy 
environment. 

 

 

With visitation typically featuring 40% women, up to 85% non-golfers, and a significant 
proportion of 25-40year-olds, Topgolf attract demographics often considered as ‘lost’ to 
golf.  Whilst each site would require capital investment of $30M+ as a green-field 
installation, requiring a significant investment, principles from the success enjoyed by 
Topgolf can be applied to many golf facilities. 

In June 2016 Village Roadshow announced it is partnering with Topgolf to open the first 
Australian venue on the Gold Coast.  The $35M destination opened in June 2018 and is 
the first of 6-8 that Village hopes to open in Australia in an exclusive partnership with 
Topgolf.  Over 600,000 visitors are expected in the first year. 

http://wellplayed.com.au/
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3.5 Golf Industry Trends – Australia 

3.5.1 Evolution of the Local Driving Range 

Based on WellPlayed’s observations of both the USA and Australia golf markets, it is 
evident the traditional driving range experience is evolving from a focus on game 
improvement (practice and tuition) to become a form of golf play and golf entertainment.   
 
Moore Park Golf in Sydney has installed a giant screen on its driving range to enhance its 
range experience, introduce ‘gaming’ elements and provide innovative tuition options.  In 
May 2017, it completed a refurbishment of the driving range building and constructed a 
new synthetic-grass and featured outfield. 
 

 
Moore Park range big-screen installation 

 
Moore Park synthetic and featured outfield 

Another trend in driving ranges is the development of delivery infrastructure. Range-ball 
automation is a feature at Wembley Golf Course, offering customers a ‘ball serving’ 
feature and increasing ball purchase frequency and pricing. 

Visitation is also being driven by increased product development.  Facilities have 
introduced on-range games and increased diversity of tuition formats, including clinics and 
school-aged activities. Outfields are being improved with the addition of targets to 
encourage both more refined practice and create competition amongst groups. 

Toptracer Range https://www.toptracer.com/range/ 

Toptracer Range is Topgolf’s technology offering to existing driving ranges to transform a 
traditional driving range experience to a contemporary golf entertainment one.   Range 
balls are tracked via camera, and like Topgolf, screens at each bay allow players to enjoy 
game formats.  Australia’s first installation opened at Golf Central BNE (QLD) in 
September 2018.  It will be offered to the wider Australian market over the next few years. 
 

 

Golf Central BNE Toptracer range bay screens Golf Central BNE Hospitality seating 
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3.5.2 Mini-Golf Resurgence 

WellPlayed has visited, observed and been involved with mini-golf facilities around 
Australia.  Mini-golf is experiencing a resurgence in the golf facility market.   

Benefits of a mini-golf facility forming part of an existing golf facility: 

• Naturally complements existing golf facility activities (golf course and/or driving 

range) and provides a participation pathway to these facilities. 

• Broadens the existing golf facility catchment demographic from mostly golfers to 

include non-golfers seeking entertainment experiences, particularly 18-35year-

olds, children under 18years (parties), families and corporate participants. 

• Diversifies revenue from new visitation and should positively impact visitation to 

other on-site facilities such as the golf course, driving range and food & beverage 

services. 

Some of Australia’s leading public-access golf facilities are either operating relatively new 
mini-golf facilities or planning to construct new ones.  

Examples of new contemporary facilities include Curlewis Golf Club (Bellarine Peninsula), 
Wembley Golf Course (WA), Victoria Park Golf Complex (Brisbane), Parkwood 
International (Gold Coast), Thornleigh Golf Centre (Sydney), Yarra Bend Golf (Melbourne) 
and Golf Central Brisbane.  

All are designed to attract significant interest outside traditional golf markets.  The better 
mini-golf facilities are characterised by a high-quality built environment and landscaping, a 
challenging putting experience with interesting features for both children and adults, and 
amplified music supporting the ‘entertainment experience’.  Many include high-quality food 
and beverage service, and areas adjacent dedicated to accommodating children’s parties 
and mini-golf events. 

   
Parkwood International (2 x 9-hole courses) and 3 flags per hole (easy, medium and hard) 
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Victoria Park mini-golf (2 x 9-hole courses) 

 
Thornleigh Golf Centre (2 x 18-hole courses) 
 

 
Wembley Golf Course mini-golf (18-holes) 

3.5.3 Virtual Golf  

The golf simulator and indoor golf centre market is rapidly evolving.  Based on 
WellPlayed’s facility database there are currently 33 virtual golf centres around Australia. 

Australia’s two largest off-course golf retail outlets (Drummond Golf and House of Golf) 
are now incorporating golf simulators into their off-course stores.  In-store simulators 
assist with game improvement (coaching) and club-fitting (hardware sales). 

However, it’s the more innovative and entertainment-based approach to the use of golf 
simulators that is more interesting and relevant to golf facilities, via purpose-built virtual 
golf lounges incorporating food, beverage and hospitality.  These environments advance 
the customer experience beyond game improvement to hi-tech golf entertainment.  

X-Golf Marion (SA) is in a commercial centre adjacent in a suburb of Adelaide.  It has 
developed a 5-bay indoor virtual golf with accompanying food and beverage service, and 
12-person ‘meeting room’ with presentation facilities.  It provides casual play, leagues, 
lessons, competitions, memberships and social functions.  

 

 

From a wider-market perspective, the rapid growth of eSports will continue to support the 
growth of the virtual golf experience.  
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3.6 Golf Club Financial Performance Trends 

Governance reviews undertaken by Golf Victoria and Golf NSW adopted a common key 
measure to assess the financial performance of their member clubs. The key measure 
was adopted by the NSW Independent Pricing and Regulatory Tribunal (IPART) in 2008 
when it performed a detailed analysis of registered clubs in NSW. 

The key measurement of viability identified by IPART was EBITDA%, calculated as 
(Earnings before Interest, Tax, Depreciation and Amortisation) divided by Total Revenue.  

Whilst not a perfect measure, in that it is a point in time assessment of an annual result 
and does not consider recent or future capital expenditure needs that might allow current 
financial outcomes to continue to be achieved or improved, it does highlight the general 
challenges being faced by clubs as they seek to deliver a sound and sustainable business 
model. 

In its ‘2013 National Golf Participation Report’, Golf Australia summarised the Golf Victoria 
and Golf NSW assessments, together with an additional assessment completed by Golf 
Management Australia (GMA).  Based on this information, a significant % of golf clubs are 
under financial distress: 

 
Source: Golf Australia ‘2013 National Golf Participation Report’ (2014) 
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3.7 Golf Club Amalgamation 

WellPlayed was part of the project team that developed Golf Victoria’s ‘Key Market 
Lessons on a Path Towards Amalgamation’ix (August 2013) study, arising from an 
independent assessment of the potential amalgamation of 2 nearby South-East 
Melbourne member-based golf clubs.   

Whilst that potential amalgamation did not proceed, valuable insights were obtained to 
assist and educate other club leaders who may need to consider and assess potential 
amalgamation opportunities. 

Key reasons for the study: 

• 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. 

• Recognising the wider challenges being faced, Golf Victoria believes successful 

amalgamation outcomes are in the industry’s interests and the long-term interests 

of Golf Victoria. 

The study identified 6 ‘critical success factors’ that will be helpful to clubs who are 
considering any similar major initiative, such as amalgamation: 

• 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. 

Also, it provided a recommended assessment framework and evaluation model. 

IN recent years there have been 3 prominent amalgamations of clubs within the 
metropolitan and greater Melbourne area: 

1. Kingswood Golf Club and Peninsula Country Golf Club (2014): Peninsula 

Kingswood Country Golf Club.  The sale of the Kingswood site ($100M+) and 

significant upgrade of the Frankston site. 

2. The National Golf Club and Long Island Country Club (2015).  The potential future 

sale (after 10 years) of the Long Island site.  In late 2018 The National and 

Huntingdale Golf Club have commenced amalgamation discussions. 

3. Churchill Park Golf Club and Waverley Golf Club (2016): Churchill Waverley Golf 

and Bowls Club.  The future sale of the Waverley site and significant upgrade of 

the Churchill Park site. 

Depending on local market conditions, the idea of amalgamating 2 (or more) golf clubs 
can be a valuable strategic opportunity, which can lead to improved outcomes for the 
club’s members and local community.  
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3.8 Future Opportunities 

In response to the wider-market trends, for golf facilities to remain viable and successful in 
meeting the needs of a changing and competitive market, WellPlayed has identified the 
following ‘6 Challenges and Opportunities for the Contemporary Golf Facility’: 

1. Golf facilities must be market-focused and adapt to stay relevant to succeed in 
today's changing sport, recreation and leisure market.  

2. Golf facilities must be customer-focused and need to become friendlier to women, 
families, younger generations, diverse groups and social golf clubs. 

3. Golf facilities should focus less on competition golf and introduce social, short-

format and other golf-entertainment participation options. 

4. Golf facilities will need to consider new business models to ensure greater facility 
visitation and revenue diversification; and deliver high-quality customer 
experiences, especially hospitality. 

5. Golf facilities must develop the expertise to actively and regularly engage with 
customers via better communication and marketing; and take advantage of 
technology to assist.  

6. Golf facilities must continue to provide valuable social, community, environmental 
and economic benefits; and actively engage with their local community to create a 
community hub. 
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4. Wider-Market Insights – Operating Models 

Dependant on the scale of a public-access golf facility, the common types of activities, 
facilities, resources and services offered to customers can include: 
 

Activity: Facilities/Resources: Services: 

Golf  

18 or 9-hole golf course, practice 
facilities (e.g. putting green and 
short-game area), driving range, 
mini-golf and golf shop (golf 
building) 

Golf rounds, golf retail, golf carts, 
game improvement 
(coaching/tuition) and golf 
entertainment 

Hospitality 
Indoor/outdoor seating, function 
and events areas (golf building) 

Food and beverage service ranging 
from basic kiosk style (simple), to 
café style (contemporary), to 
bistro/restaurant style, functions and 
events (complex) 

Management Personnel and technology 
Golf services, marketing, 
communications, business planning, 
finance and administration 

Supporting 

Change and toilet, storage, 
administration (golf building), 
course/land maintenance facility, 
equipment and storage 

Cleaning and building maintenance, 
course and landscape maintenance, 
machinery maintenance 

These activities, facilities, resources and services can be grouped into the following 
specialist areas: 

• Golf course and land maintenance services 

• Golf services 

• Hospitality services 

• Management services 

• Building and asset maintenance services 

4.1 Management Models 

Based on WellPlayed’s market observations of public-access golf facilities owned by a 
local council (or other government entity), we have identified 3 types of management 
models that fulfil the requirements of each specialist area: 

• Internal – council controlling all aspects of the specialist areas. 

• External – council engaging a single service provider, or member-based golf club, 

to deliver all aspects of the specialist areas. 

• Hybrid – a blended-approach where a council may control some aspects of the 

specialist areas, whilst engaging one or more service providers to deliver other 

aspects of the specialist areas. 

4.1.1 Internal Management Model 

Whilst some supporting services may be outsourced to specialist suppliers, such as 
information technology or minor maintenance services, principally the council (as owner 
and service provider) retains direct control of all operational activities.   
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Case examples:  

• Adelaide City Council (SA) – North Adelaide Golf Links  

• City of Maroondah (VIC) – Dorset Golf Course 

• City of Yarra (VIC) – Burnley Golf Course  

• Mornington Peninsula Shire (VIC) – Mount Martha Public Golf Course 

• Canterbury Bankstown Council (NSW) – Sefton Golf Course 

• Cumberland Council (NSW) – Woodville Golf Course 

In February 2019, West Beach Trust has moved to an internal management model for its 
West Beach Parks Golf facility (formerly Adelaide Shores Golf Course). 

The principal benefits of operating an internal model are control of service outcomes and 
retention of all financial returns. Where council is executing a leisure and recreation 
strategy, control of the golf course is often crucial to successful integration of the golf 
course into the council’s broader services.  This is currently the case with Maroondah 
Leisure and Yarra Leisure. 

In addition, with no third party sharing in financial returns from the golf facility, the internal 
model can potentially maximise financial returns to council.  Conversely, it can lead to 
financial losses if the facility is operating poorly. 

Where council lacks requisite expertise in maintaining and/or operating golf facilities, an 
internal model represents greater risk in terms of operational execution, annual financial 
outcomes and long-term capital management. 

4.1.2 External Management Model 

An external management model refers to a council engaging a single service provider, or 
member-based golf club, to deliver all aspects of the specialist areas.  The external 
service provider may choose to sub-lease or sub-contract aspects of the operations (with 
council approval) e.g. course maintenance, but the council would have a single point of 
contact (and single contract) with the external provider. 

Case examples (single service provider):  

• Parks Victoria – Yarra Bend Golf 

• Bayside City Council (VIC) – Sandringham Golf Course 

• Canterbury Bankstown Council (NSW) – Canterbury Golf Course 

• Moonee Valley City Council (VIC) – Riverside Golf & Tennis Centre 

Case examples (member-based clubs):  

• Sutherland Shire (NSW) – Woolooware Golf Club 

• City of Greater Geelong (VIC) – Clifton Springs Golf Club  

• Camden Council (NSW) – Camden Golf Club 

• Northern Beaches Council (NSW) – Warringah Golf Club 

An external management model is usually seen where a council or other government 
owner has little interest in the operation of the golf facility’s activities, other than a secure 
financial outcome.  Positive financial returns will be limited and often fixed, increasingly 
only with CPI or other incremental triggers, and with often a long-term lease in place.  
Capital investment may be mandated as part of a long-term lease to secure long-term 
asset performance. 
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4.1.3 Hybrid Management Model 

A hybrid management model refers to a blended-approach where a council may control some aspects of the specialist areas, whilst engaging one or more 
service providers to deliver other aspects of the specialist areas.  Whilst a series of service providers may be appointed, the most typical scenario under a 
hybrid management model would be for a council to maintain responsibility for the golf course and land maintenance, and contract with a golf service 
provider to deliver the other specialist areas. 

Case examples:  
 

Specialist area 
Moore Park Golf 
Course (NSW) 

Victoria Park Golf 
Course (QLD) 

Morack Public 
Golf Course (VIC) 

Willunga Golf 
Course (SA) 

Wembley Golf 
Course (WA) 

Dorset | Ringwood 
Public Golf 

Courses (VIC) 

Owner State Government 
Brisbane City 
Council 

Whitehorse City 
Council 

Onkaparinga City 
Council 

Town of Cambridge 
Maroondah City 
Council 

Golf course and 
land 
maintenance 

Centennial 
Parklands Trust 

Council 
Course 
maintenance 
service provider 

Council Council Council 

Golf services 
Golf & Hospitality 
service provider 

Hospitality & Golf 
service provider 

Golf service 
provider 

Golf service 
provider 

Council Council 

Hospitality and 
event services 

Golf & Hospitality 
service provider 

Hospitality & Golf 
service provider 

Golf service provider Golf service provider 
Hospitality service 
provider 

Council 
Hospitality 
service 
provider 

Marketing, 
communications, 
finance and 
administration 

Golf & Hospitality 
service provider 

Hospitality & Golf 
service provider 

Golf service 
provider (primarily) 

Golf service 
provider 

Split b/w Council / 
Hospitality service 
provider 

Council 

Building and 
asset 
maintenance 

Split b/w Trust and 
Golf & Hospitality 
service provider 

Split b/w Council 
and Hospitality & 
Golf service 
provider 

Council Council 
Split b/w Council / 
Hospitality service 
provider 

Council 

Hybrid models are the predominant model for larger-scale golf facilities, given the wide range of scenarios that are captured under this model.  The 
increasing importance and need for specialist hospitality skills is also contributing to the prevalence of hybrid models. 
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By necessity, a hybrid model will require greater contract management, particularly where 
multiple service providers are retained. However, this model can lead to superior facility 
performance where the right skills and resources are applied to each element of the 
facility and the services to be provided. 

Where insufficient resources or skills are applied by the council landlord under a hybrid 
model, or contracts are not appropriately prepared, hybrid models are less likely to deliver 
these performance benefits.  Multiple service providers also will bring the risk of conflict or 
lack of clear accountability.  

We note that co-operation between the party responsible for course maintenance and the 
party managing golf services is important for golf facilities. There is potential for conflict in 
this area given that maintenance works are frequently required during peak seasons for 
golf visitation (due to climatic conditions), and a tension exists between the ideal 
maintenance times (when course access is limited or closed) and the periods of peak 
demand by golfers.  Where the parties managing each of these specialist areas are not 
controlled adequately, facility performance may be impacted. 

4.1.4 Market Research – Parks and Leisure Australia (PLA) 

Parks and Leisure Australia is the key professional association which provides services to 
members of the parks and leisure industry.   

In 2015, PLA completed research into the wider-market performance of council-owned 
public-access golf courses.  Council submitted a response to the research questionnaire.  
WellPlayed has reviewed 21 responses from this research: 

Based on the results from the PLA research, there is no dominant model for the provision 
of golf services.  Generally, this is equally split between council-operated, contracted golf 
company / PGA professional (golf service provider) and member-based club.  For course 
maintenance services, the council-operated model is more prevalent than the member-
based club and course maintenance service provider models. 
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4.2 Service Providers 

There are service providers operating in the wider golf facility management market that 
specialise in: 

• Golf course and land maintenance 

• Golf services  

o Including marketing, communications, finance and administration  

• Hospitality and event services 

o Including marketing, communications, finance and administration 

4.2.1 Golf course and land maintenance 

There is a greater diversity of service providers with both larger companies offering turf 
and course maintenance, as well as smaller operators.  Performance expectations are 
managed via a comprehensive specification defining the activity, workload and 
performance criteria to deliver the minimum maintenance requirements.  To assist with 
ensuring the golf course is presented in accordance with performance expectations, an 
assessment of performance is regularly undertaken by an independent specialist 
consultant. 

4.2.2 Golf services 

Typically, there are 3 types of golf service providers evident in the market: 

• PGA Professional/s 

• Golf (and maybe other sport/leisure) management groups 

• Member-based golf clubs 

Historically, PGA Professionals (either self-employed or as small-group business partners) 
were the main type of golf service providers.  With an emphasis on ‘golf’ (operations, 
coaching and retail) the PGA Professionals were the best source of expertise. 

As some golf facilities broaden their customer offerings beyond golf (to engage with a 
broader local market), so changes the expertise required to manage these offerings.   

Hospitality, marketing, communication, customer service, finance, yield management and 
pricing strategy are examples of areas of expertise that are essential to successfully 
managing a contemporary golf facility.   

Given these more complex requirements, specialist golf management companies have 
emerged in the golf service provider market.  These companies usually manage more 
than one golf facility and are characterised by: 

• Specialist onsite activities e.g. golf and hospitality 

• Centralised (offsite) support activities e.g. marketing, communication, finance and 

administration 

By comparison to the USA and European markets, Australia has relatively few large 
management companies in the golf market. The USA has large providers, such as Troon 
Golf, which operate world-wide, and operate premium public-access and private clubs.  
International golf management companies have not developed a significant presence in 
Australia. 
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The management companies that do operate in Australia tend to operate fewer than 10 
golf facilities each, although some do also operate other leisure and recreation facilities 
(such as Belgravia Leisure, which operates over 100 health centres with gyms and 
swimming pool facilities nationally, as well as several golf facilities).  As such there is no 
dominant market provider of services in this area. 

Member-based golf clubs can also assume responsibility for a golf facility.  Typically, 
these clubs are on long-term lease arrangements and assume full responsibility for the 
maintenance, development and operations.  Dependent on local-market conditions, and to 
ensure ongoing viability, the leadership of these clubs must be encouraged to develop the 
expertise essential to successfully manage, develop and provide a contemporary golf 
facility. 

4.2.3 Hospitality and event services 

Hospitality is an important and complimentary activity before, during and after golf. 

There is increasing importance on delivering a high-quality and contemporary hospitality 
experience at golf facilities.  This trend is borrowed from the wider-market beyond golf and 
is best illustrated by any successful and busy local community café, restaurant or function 
centre.  As expectations of a hospitality experience increase, so too does the opportunity 
for golf facilities to positively respond. 

Depending on the type of golf facility and its facilities, together with local market 
conditions, food and beverage service can range from basic kiosk style (simple), to café 
style (contemporary) and to bistro/restaurant, functions and events (complex). 

As the style increases in quality and complexity, so does the requisite skills, experience 
and capability to deliver.  As such, we now see specialist hospitality service providers 
delivering high-quality and contemporary hospitality experiences at golf facilities. 

4.3 Assessment of the Optimal Management Model 

The determination of the optimal management model for a council-based public golf 
facility (or other government entity) should take into consideration: 

• Strategic perspective – council’s strategic framework, its community health and 

wellbeing priorities, its vision for the golf facility, and its capability, experience and 

performance of delivering the specialist areas and/or managing service provider/s. 

• Facility perspective – current performance of the golf facility (visitation and 

financial), its current management model and opportunities for performance 

improvement and sustainability. 

• Local-market perspective – position and performance of any local-market 

competitors, and the opportunity to improve performance and engage with the 

broader community. 

• Wider-market perspective – sport and golf participation trends, and market insights 

highlighting facility and management innovation. 

With this knowledge, an informed assessment of the management model options for each 
specialist area can be completed. 
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5. Local-Market Insights 

5.1 Local Catchment Population and Participation Trends 

As demand for golf participation is a direct factor of population and population growth, it is 
valuable to understand the local market and emerging patterns regarding its population.  
Based on WellPlayed’s experience a typical population catchment for a metropolitan-
based public golf course is within a 10km radius of the facility.  The catchment for a 
member-based club is typically a 20km radius. 

According to population experts id. Consulting, and based on Australian Bureau of 
Statistics (ABS) census data, the City of Mount Gambier’s estimated resident population is 
27,036 (2017), with approximately 80% of the population aged 15+ years: 

 
Source: https://profile.id.com.au/mount-gambier/population?EndYear=2011&DataType=UR  

Whilst no detailed demographic data is available for the District of Grant, based on ABS 
data its estimated population of is around 8,203 (2016). 

For the purpose of this analysis, WellPlayed has defined the catchment for golfers to 
comprise the populations of the City of Mount Gambier and 50% of the District of Grant = 
approx. 31,000.  Also, we’ll assume 80% of the catchment population is aged 15+. 

As previously noted in Section 3.2.1, adult (aged 15+ years) South Australians participate 
in golf less than the national average: 3.5% v 4.7%.  Adult Victorians participate in golf 
more than the national average: 5.5% v 4.7%.  Also, as noted in Section 3.3.3, casual 
golfers represent 66% of the overall golfer market whilst golf club playing members 
represent 34%. 

Based on the catchment’s adult population (31,000 x 80% = 24,800) and with participation 
rates and golfer type, the adult golfer population in the catchment is estimated: 

• Low-estimate (SA 3.5%) = 868 golfers  

o Casual golfers = 573 / golf club playing members = 295 

• Moderate-estimate (AUS 4.7%) = 1,166 golfers 

o Casual golfers = 770 / golf club playing members = 396 

• High-estimate (VIC 5.5%) = 1,364 golfers 

o Casual golfers = 900 / golf club playing members = 464 
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Data projects average annual population change in Mount Gambier and Grant of 0.6%: 

  

 

 

 

 

 

 

 

 

 

 

 

 

Source: Government of South Australia, https://infogram.com/44620_projectedpopulation 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Source: Government of South Australia, https://infogram.com/42250_projectedpopulation   
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5.2 Golf South East 

Golf South East was established in October 2010 as a result of the amalgamation of the 
two local governing bodies South East Golf Association (Men) and South East District 
Standing Committee (Women). 

Based on WellPlayed’s facility database and Golf SA data, affiliated golfer trends (adult 
and junior) from 2014-2018 for each facility within the region has been assessed: 

 
Source: WellPlayed, Golf SA 

Blue Lake Public Golf Links has enjoyed a 5-year annual average increase of 4.3%, but 
this is off-set with a recent annual decline of 28 members (12.0%).  Mount Gambier Golf 
Club has experienced a steady decline in members since 2014 (3.9%).  The club has lost 
10.3% (44 members) in the most recent year. 

Combined, Blue Lake Public Golf Links and Mount Gambier Golf Club have 590 affiliated 
golfers (adult and junior).  This represents a significant portion (36%) of the South East 
region’s affiliated golfer population. 

 
  

Facility Holes Access 2018 2017 2016 2015 2014 10-15 17-18

Beachport Golf Club 9 holes Members & guests PLUS public access 64 64 64 65 67 -1.1% 0.0%

Blue Lake Public Golf Links 18 holes Public access 205 233 225 218 173 4.3% -12.0%

Bordertown Golf Club 18 holes Members & guests PLUS public access 112 119 106 105 99 3.1% -5.9%

Keith Golf Club 18 holes Members & guests PLUS public access 50 65 51 51 51 -0.5% -23.1%

Kingston SE Golf Club 18 holes Public access 113 107 115 119 125 -2.5% 5.6%

Lucindale Country Club 18 holes Public access 78 73 75 74 80 -0.6% 6.8%

Millicent Golf Club 18 holes Members & guests PLUS public access 99 101 118 138 143 -8.8% -2.0%

Mount Gambier Golf Club 18 holes Members & guests PLUS public access 385 429 427 403 451 -3.9% -10.3%

Naracoorte Golf Club 18 holes Members & guests PLUS public access 210 220 232 239 260 -5.2% -4.5%

Padthaway Golf Club 9 holes Members & guests PLUS public access 12 15 10 9 15 -5.4% -20.0%

Penola Golf Club 18 holes Members & guests PLUS public access 75 71 71 74 80 -1.6% 5.6%

Port MacDonnell Golf Club 9 holes Members & guests PLUS public access 42 44 37 28 35 4.7% -4.5%

Robe Golf Club 18 holes Members & guests PLUS public access 153 101 90 78 73 20.3% 51.5%

Tintinara Golf Club 18 holes Members & guests PLUS public access 33 29 29 29 15 21.8% 13.8%

1631 1671 1650 1630 1667 -0.5% -2.4%

Number of GolfSA Affiliated Members % change
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6. Blue Lake Public Golf Links Performance Insights 

6.1 Strategic and Operating Environment 

QEPT was incorporated in 1964.  The QEPT Board comprises representatives from 
Council (3) and the Chamber of Commerce (3), with 1 additional member elected by the 
Council and Chamber of Commerce members. 

On formation QEPT’s purpose was to manage the running of the Blue Lake Holiday Park.  
This purpose was expanded to include the establishment of a public golf course (now Blue 
Lake Public Golf Links), originally a 9-hole layout that opened in January 1980.  A further 
9-holes opened in February 1998. 

6.1.1 Land 

Blue Lake Public Golf Links occupies 3 parcels of land: 

• Holes 1-9 and course maintenance facility: Council land that was a former rubbish-

dump site (in the District of Grant). 

• Holes 10-18, golf clubhouse and precinct: Crown land and part of the broader Blue 

Lake precinct, including the Blue Lake Holiday Park. 

• Driving range (informal): Council land that was a former rubbish-dump site (in the 

District of Grant). 

6.1.2 Contracted Arrangements 

QEPT has contracted arrangements for the management and operation of Blue Lake 
Holiday Park and Blue Lake Public Golf Links: 

 
Source: QEPT 
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The two leases relating to the golf course, and the management agreement, expire on 30 
June 2019:  

1. Head-lease between Council and QEPT. 

2. Sub-lease between QEPT and Mr Bill & Wendy Burley. 

3. Management agreement between QEPT and Mr Bill & Wendy Burley. 

Sub-lease 

Key details of the sub-lease: 

• Leased area is the golf clubhouse (and precinct), excluding the QEPT area. 

• Value of sub-lease fee for FY2018 = $35,160 (ex GST). 

Management Agreement 

Key details of the management agreement: 

• Contractor to fulfil duties and responsibilities as defined. 

• Value of Basic Contract Price (manager’s fee) for FY2018 = $48,900 (ex GST). 

• Value of Green Fees Commission (manager’s commission) for FY2018 = $10,893 

(ex GST).  Contract = 7.5% of Green Fees (excluding Blue Lake Golf Club 

Member direct debits). 

6.1.3 Summary of Responsibilities 

Summary of key responsibilities arising from the head-lease and sub-lease: 

 
Source: QEPT 

Summary of key responsibilities arising from the sub-lease, management agreement and 
arrangements with Blue Lake Golf Club: 

 
Source: QEPT 
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6.1.4 Blue Lake Golf Club 

Blue Lake Golf Club is the not-for-profit club based at Blue Lake Public Golf Links.   

6.1.5 Facilities and Services 

Blue Lake Public Golf Links’ main facilities include: 

• 18-hole golf course (1980 and 1998) 

o Men’s = 5,440m / par 70 / slope rating = 116, women’s = 5,037m / par 71 / 

slope rating = 116 

 
Source: QEPT 

• Machinery shed (1998) 

o Golf clubhouse / administration building (2001) 

o Linksview Bar & Bistro – functions, events and dining 

• Buggy shed (built by Blue Lake GC) 

 
Blue Lake precinct and facilities, Source: QEPT  
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6.1.6 Strengths, Weaknesses, Opportunities and Threats (SWOT) 

In July/August 2018, representatives from QEPT and Blue Lake GC participated in a 
planning workshop.  The workshop was facilitated by Golf SA CEO Chris Luz Raymond.  
A detailed draft SWOT analysis and responding Actionable Strategies were identified: 

 
Source: QEPT 

WellPlayed has summarised the key Actionable Strategies identified: 

• Strategic planning – leverage the process to develop and implement an 

appropriate management model, leverage QEPT Board’s skills, discover 

‘operational unknowns’  

• Communications – improve communications, particularly with golf club members 

and golf club management 

• Performance – implement a ‘whole of business’ financial/management system 

• Marketing – leverage ‘Blue Lake precinct’ and ‘best greens’ in marketing activities 
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6.2 Performance 

6.2.1 Visitation (Golf Rounds) Performance 

Visitation is a key performance measure for golf facilities.  Whether operating primarily for 
public golfers or members, golf facilities require visitation to generate their primary 
revenue from green fee, hospitality, other golf and membership sales.   

Based on our market intelligence we use the following scale as an indicative guide for 
annual golf rounds performance: 

• Low visitation: 25k- / Low-moderate visitation: 25-35k / Moderate visitation: 35-50k 

/ High visitation: 50k+ 

QEPT supplied available annual golf rounds performance information since FY2012.  Data 
was not available for FY2015 and FY2016 and ‘proxy values’ (trend from FY2014 – 
FY2017) have been utilised.  Here’s annual golf rounds performance since FY2012: 

 
Source: QEPT, WellPlayed analysis 

In FY2018, Blue Lake Public Golf Links experienced 11,258 golf rounds.  This is very low 
visitation.   

Total golf rounds have experienced a 7-year annual average decline of 5.3% (-3.6% 
Public (green fees) / -6.5% Yearly (green fees)).  Based on the performance data, yearly 
(green fees) represent 57% of total rounds, compared to 43% public (green fees).   

Revenue can be derived from additional sources, and a diversified revenue stream is 
increasingly important for golf facilities to remain sustainable.   
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6.2.2 Financial Performance 

We have assessed the recent financial performance of Blue Lake Public Golf Links: 

 
Source: QEPT, WellPlayed analysis 

Based on the EBIDA performance from FY2016 – FY2018, Blue Lake Public Golf Links’ 
financial performance is described as ‘Serious financial distress: Serious questions as a 
going concern’. 

Detailed financial performance is included in Appendix 9.2. 

In accordance with the current operating model it is unlikely that material improvement in 
operating revenue can be achieved.  However, there could be benefit from the following: 

• Re-allocate revenue of the sub-lease fee (Rent - Administration Centre) from 

QEPT’s general financial statement to the golf links. FY2018 = $35,160. 

• Incorporate a financial/management system to improve internal control and audit, 

particularly for green fee revenue and course/staff expenditure. 

o QEPT has highlighted the ‘unusual’ number of reciprocal rounds. 

In accordance with the current operating model it is possible that material improvement in 
operating expenditure can be achieved.  There could be benefit from the following: 

• Review staffing levels. 

• Review course maintenance model e.g. seek contract maintenance (such as 

Mount Gambier Golf Club).  

• Incorporate a financial/management system to improve internal control and audit, 

particularly for course/staff expenditure. 

Financial Performance Scenario 

 Revenue improved by $45k (sub-lease fee and better systems) = $260k 

To achieve an EBIDA performance of 10%-14% (Stable position: financial 
performance sufficient to maintain current operations) will require total operating 
expenditure of $223-234k (an improvement of $177-166k compared to the recent 
3-year average of $400k).  

OPERATING REVENUE

Green Fees - Public 30,583           27% 77,415           36% 79,862           36% 73,878        32%

Green Fees - BLGC Members DD 37,462           32% 79,509           37% 69,212           31% 62,008        27%

Green Fees - BLGC Members LCS 34,529           30% 47,609           22% 65,382           29% 53,782        24%

Sundry Income 12,781           11% 10,654           5% 7,737             3% 5,929          3%

Government subsidy -                 0% -                 0% -                 0% 32,145        14%

TOTAL 115,355         215,187         222,193         227,742      

OPERATING EXPENDITURE

Course 144,776         74% 361,029         81% 275,800         77% 310,316      78%

Administration 51,407           26% 84,397           19% 82,489           23% 86,074        22%

TOTAL 196,183         445,426         358,289         396,390      

EBIDA 80,828-           230,239-         136,096-         168,648-      

OPERATING EBIDA % -70.1% -107.0% -61.3% -74.1%

Depreciation / Amortisation

TOTAL 37,679           76,762           -                 -              

NET SURPLUS / -DEFICIT 118,507-         307,001-         136,096-         168,648-      

Dec-18 FY2018 FY2017 FY2016
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6.2.3 Customer (Member) Experience Performance 

In mid-2018, QEPT completed a survey of Blue Lake Public Golf Links’ members.  95 
responses were received from the 198 members invited.  Profile of respondents: 

   
Source: QEPT 

Key observations of the respondents’ survey results: 

• The average number of rounds per month in day light savings is 8, compared to 6 

during the winter months.  Wednesday, and mornings between 08:00-10:00, were 

the most popular periods of play. 

• The course is in ‘very good’ condition. 

• Respondents are ‘satisfied’ to ‘very satisfied’ with their membership experience. 

• 95% agreed that the golf course met their expectations for the fee paid. 

• 93% would recommend Blue Lake Public Golf Links to others. 

• 42% volunteer their time to the club or course activities, whilst 50% do not. 

As a follow-up to the survey a workshop to discuss the survey findings and future 
opportunities was held.  17 members participated. 

The respondent results demonstrate many members are passionate and supportive of 
their club.  Club members will be a critical key stakeholder group during the consideration 
of any potential changes to the strategic future of Blue Lakes Public Golf Links. 

6.2.4 Membership Demand Trend Performance 

The Club’s membership trends from 1995 to 2018 indicate a consistent decline from 1995-
2015.  As noted in Section 5.2, performance has improved in recent years, largely as a 
result of improved course conditions: 

 
Source: QEPT 

Based on information provided by QEPT, most members reside in postcodes 5290 (Mount 
Gambier) and 5291 (20 suburbs near Mount Gambier). 

0
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6.2.5 QEPT Strategic Review 

In December 2018, QEPT completed a ‘Financial Position Discussion Paper’ (in-
confidence): 

During 2018 the QEPT undertook an internal review of strategic priorities and 
operational activities with the view to understanding the financial capacity of the 
QEPT to continue to manage the leases and maintain the infrastructure for the Blue 
Lake Holiday Park (BLHP) and the Blue Lake Public Golf Links (BLPGL) on behalf of 
the City of Mount Gambier into the future. 

The review identified these critical issues: 

• 2017/18 Audit Report conducted by Galpins (23rd August 2018) expressed 

concern for the QEPT’s ongoing viability (as a result of the negative impact on 

cash-flow and cash-reserves arising from Blue Lake Public Golf Links’ financial 

performance). 

• There has been under investment in aging infrastructure.  $1.126M of potential 

improvements (3-5years) has been identified for Blue Lake Public Golf Links. 

• QEPT has identified and assessed the likely outcome of 5 initial strategic options 

for the future operation and development of Blue Lake Public Golf Links: 

o Option 1 – remain as is 

▪ Probability of Success: Low 

o Option 2 – retender: new lease or manager/staff employed by QEPT 

▪ Probability of Success: Low to Moderate 

o Option 3 – lease to Blue Lake Golf Club 

▪ Probability of Success: Low to Moderate 

o Option 4 – hand back to Council 

▪ Probability of Success: Unknown 

o Option 5 – Council /QEPT partnership 

▪ Probability of Success: Unknown 
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7. Opportunities + Future Viability (Preliminary Opinion) 

As noted in Section 5.1, demand for golf participation is a direct factor of population and 
population growth.  Typically, golf club playing members represent 34% of the overall 
golfer market.   

Based on WellPlayed’s local catchment golfer population estimates, it is evident that Blue 
Lake and Mount Gambier golf clubs combined are outperforming the typical golf club 
playing member ‘market size’: 

 
Source: ABS, Golf SA and WellPlayed analysis 

For example, using the moderate estimate, the total golf club playing member population 
of the catchment is 396 (34% of the total golfer market).  There are 590 total playing 
members (affiliated with Golf SA) from both clubs.  The clubs combined are performing 
well to attract more members than the typical market size.  This is evident for low, 
moderate and high market estimates. 

When comparing performance to the total golfer market (casual golfers and golf club 
playing members), the clubs combined are performing at 68% (low market size), 51% 
(moderate market size) and 43% (high market size).  Again, they are performing better 
than the typical golf club playing member market size of 34%. 

ABS data projects average annual population change of 0.6%.  This nominal growth, 
together with an ageing population, is not likely to have a material impact on the future 
growth of the local catchment’s total golfer market size. 

Therefore, we can conclude that based on the current total golfer market size, it is unlikely 
there will be any significant growth in golf club membership opportunities (Traditional 
Golfers).  What is more likely is that club membership will remain flat or continue to 
marginally decline.   

Given golf’s popularity in the wider-market, and the dominant market size of the casual 
golfer, there is opportunities to continue to serve golf club members (Traditional Golfer) in 
unison with better engagement with the casual golfer (Variety Seekers, Incidentals and 
Alternates). 

Based on recent EBIDA performance, Blue Lake Public Golf Links’ financial performance 
is described as ‘Serious financial distress: Serious questions as a going concern’.  It is 
unlikely that material improvement in financial performance can be achieved.   

Blue Lake Public Golf Links experiences very low visitation (golf rounds).  Whilst efforts to 
improve visitation via marketing, promotion, golf development programs and other 
initiatives can be implemented, they are unlikely to result in a material improvement in 
visitation performance.   
  

GolfSA

Low Moderate High Low Moderate High 2018

Local Catchment 868 1,166 1,364 295 396 464

Blue Lake Public Golf Links 24% 18% 15% 69% 52% 44% 205

Mount Gambier Golf Club 44% 33% 28% 131% 97% 83% 385

TOTAL 68% 51% 43% 200% 149% 127% 590

Total Golfer Market & % Share Total Member Market & % Share
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Structural changes to the golf course, i.e. reducing from 18 holes to 9 holes could be 
made.  But given the negative impact on revenue and customer experience, albeit offset 
with reducing course maintenance costs, it is unlikely that this approach would result in a 
viable and thriving 9-hole public golf course. 

If QEPT were not to seek renewal of the lease agreement for the golf course, then Council 
could pursue other management models: 

• Internal – Council controlling all aspects of the specialist areas. 

o Probability of Success: Low 

• External – Council engaging a single service provider, or member-based golf club, 

to deliver all aspects of the specialist areas. 

o Probability of Success: Low 

• Hybrid – a blended-approach where Council may control some aspects of the 

specialist areas, whilst engaging one or more service providers to deliver other 

aspects of the specialist areas. 

o Probability of Success: Moderate 

Based on our wider-market knowledge, and together with our improved understanding of 
Blue Lake Public Golf Links’ performance and the local market, it is WellPlayed’s 
preliminary opinion that Mount Gambier cannot support the provision of 2 viable and 
thriving 18-hole golf facilities.  Change must be facilitated to continue to provide valuable 
golf participation opportunities to the community. 

The entity best positioned to influence, and lead change is Council.  Council should work 
with QEPT, Blue Lake Golf Club, Mount Gambier Golf Club, the local community and 
other relevant stakeholders, to ensure a viable, thriving and publicly-accessible 
contemporary golf facility (and club) that: 

• Is market-focused and adapting to stay relevant to succeed in today's changing 

sport, recreation and leisure market.  

• Is customer-focused and friendly to women, families, younger generations, diverse 

groups and social golf clubs. 

• Focuses less on competition golf and introduces social, short-format and other 

golf-entertainment participation options. 

• Develops new business models to ensure greater facility visitation and revenue 

diversification; and delivers high-quality customer (and member) experiences, 

especially hospitality. 

• Develops the expertise to actively and regularly engage with customers (and 

members) via better communication and marketing; and takes advantage of 

technology to assist.  

• Provides valuable social, community, environmental and economic benefits; and 

actively engages with its local community to create a community hub. 
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8. Next Steps 

8.1 Stage 2 (Optional) 

As previously noted, further work may be required to review and evolve the preliminary 
opinion on future viability to a further informed opinion.  Such work could include report 
briefing, site inspection and key stakeholder consultation. 

8.1.1 Report Briefing 

WellPlayed can attend and present the project report to QEPT representatives.   The 
briefing will provide QEPT representatives with a further understanding of the wider-
market trends, the performance of Blue Lake Public Golf Links, the performance of the 
local-market, WellPlayed’s opinion on the strategic and management opportunities for 
Blue Lake Public Golf Links, and preliminary opinion on its future viability.   

Feedback from QEPT representatives would further enhance WellPlayed’s knowledge 
and contribute to evolving the preliminary opinion on Blue Lake Public Golf Links’ future 
viability and strategic opportunities. 

Key deliverable: Briefing presentation + feedback 

8.1.2 Site Inspection 

WellPlayed can visit Blue Lake Public Golf Links to inspect its facilities and understand 
first-hand its service and golf experience offerings.  This would further enhance 
WellPlayed’s knowledge and contribute to evolving the preliminary opinion on Blue Lake 
Public Golf Links’ future viability and strategic opportunities. 

Key deliverable: Site inspection + performance insights 

8.1.3 Stakeholder Consultation 

WellPlayed can meet with relevant stakeholders to obtain their feedback on the position, 
performance and future of Blue Lake Public Golf Links, as well as the local market.  
Stakeholders could include representatives from QEPT, Council, Blue Lake Public Golf 
Links, Blue Lake Golf Club, Bill & Wendy Burley, Blue Lake Holiday Park, Mount Gambier 
Golf Club and others as identified.  

This would further enhance WellPlayed’s knowledge and contribute to evolving the 
preliminary opinion on Blue Lake Public Golf Links’ future viability and strategic 
opportunities. 

Key deliverable: Stakeholder insights 

 

Subject to QEPT’s review of the Project Report (Stage 1), we would welcome the 
opportunity to clarify any Stage 2 requirements and present a relevant engagement 
proposal as required. 
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9. Appendices 

9.1 Appendix 1 – Community Impact, Sport and Golf Participation Trends 

9.1.1 Australian Golf Industry Council – Community Impact Study 

In September 2017, the Australian Golf Industry Council (AGIC) released its research into 
the benefit that golf contributes to the community across three key areas of economic, 
social and health. 

Key findings:  

• Overall, the community contribution of golf in 

Australia = $3,614,409,411 

• Economic benefits 

o Golf makes an economic contribution to 

Australia and Australian regions of 

$3,482,740,000 

o Golf clubs and courses are significant local 

businesses that strengthen the surrounding economy 

• Social benefits 

o Participation in golf provides regular and cross-generational social 

interaction across the life-span 

o Golf provides a foundation to build a strong and connected community 

o The game of golf and golf courses provide a strong connection to the 

outdoors and natural environment 

o Golf teaches valuable life lessons and principles such as respect, honesty, 

etiquette and self-discipline 

o Australian golfers have a life satisfaction score of 7.4 compared to 

Australian population 7.3 and OECD countries 6.6 

o Australian golfers score 8 percentage points higher for social capital than 

Australian sport participants and 16 percentage points higher than non-

sport participants 

• Health benefits 

o The community contribution to health which golf provides in terms of 

dollars saved is significant for all golfers 

▪ Lifetime Health Contribution = $4,509,046,214 

▪ Annual Health Contribution = $131,667,411p.a. 

▪ A lifelong contribution to reducing the healthcare burden on society 

through the prevention of disease 

9.1.2 Older Australians’ Participation in Sport and Physical Activity (2018) 

Recognising that the health of the increasing number of Older Australians (aged 55+) is 
an important social and economic challenge facing Australia, in October 2018 Sport 
Australia released a report focused on Older Australians’ participation.   

Key information from the ‘Older Australians’ Participation in Sport and Physical Activity’ 
report:  

• Australia’s population is ageing.  By 2030 Australia will have nearly 9M residents 

aged 55+ (2M more than today). 
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• At present, almost 90% of Older Australians participate in sport or physical activity 

at least once a year, 80% participate at least once a week and 60% at least 3 

times a week. 

• Overall, golf is in the top 10 sports and physical activities 

for Older Australians – 14% Men (rank = 3 (with cycling)) 

and 4% Women (rank = 7 (with bush walking and 

tennis). 

• Based on the top 10 sports and physical activities for 

Older Australians, golf participation rates are different for 

different life stages 

o Age 40-54: / Female = n/a / Male = 8.3% (rank = 

6) 

o Age 55-64: Female = 3.2% (rank = 10) / Male = 

11.7% (rank = 5) 

o Age 65-74: Female = 4.7% (rank = 7) / Male = 

16.0% (rank = 3) 

o Age 75+: Female = 4.1% (rank = 5) / Male = 13.4% (rank = 3) 

• Extending a lifetime of good health enables Older Australians to continue to 

contribute socially, culturally and economically to the wider community.  

• Sport and physical activity offer physical and mental health benefits for Older 

Australians and can be an enabler of their on-going community engagement. 

9.1.3 Intergenerational Review of Australian Sport (2017) 

In recent years, the ASC has observed significant trends relating to sports participation, 
performance and consumption.  To understand these trends and their impact in the future 
and to best prepare Australian sport to adapt for success, the ASC 
Board engaged The Boston Consulting Group (BCG) to undertake 
‘The Intergenerational Review of Australian Sport (IGRS)’ (2017). 

The relevant major trends identified: 

• Sport in schools - sport is being increasingly marginalised 

in schools; 

• Inactivity and obesity – inactivity and obesity (for children 

and adults) are rising;  

• Demographic and social changes – over the next 20 

years, Australians will become older, more time-poor and 

more ethnically diverse; 

• Commercialisation of sport – some sports (particularly 

AFL, NRL, and cricket) are successfully growing and commercialising, many 

others are struggling to maintain exposure and sponsorship, contributing to a 

widening wealth gap between the commercial, largely male, sports and the 

broader sports community. 

These trends are rapidly changing the environment in which sport operates and placing 
pressure on the sector to change.  Without change over the next 20 years, Australian 
sport will feel the impact of these trends at all levels, including on participation rates, our 
sports organisations, and our ability to succeed on the international playing field. 
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A new aspiration proposed for Australian sport in 2036 is: for Australia to be the most 
active sporting nation, known for its integrity, thriving sports organisations, continued 
exceptional international success, and a world-leading sports industry. 

To help achieve this aspiration, and what’s most relevant to golf, is the need to drive 
sustained participation growth among all Australians via sporting organisations, by: 

• Modernising sport participation offerings; 

• Expanding the participation rates of groups that are currently under-represented, 

by: 

o Ensuring sport is more affordable for low income families, more accessible 

to migrant groups and more attractive to women; 

• Reducing the drops in sport participation, by: 

o Creating more flexible, social sports offerings that provide fun, non-

competitive pathways for recreational participants; and 

o Developing new low time-commitment offerings with a strong fitness 

component. 

9.1.4 Golf Australia – 2017 National Golf Participation Report (2018) 

The key participation information enables the sport to understand the current landscape 
and trends in golf and club membership, including: 

• Club membership numbers peaked in Australia in 1998 at 

approximately 500,000 golfers. Since then, a steady 

decline has materialised averaging 1.3% per annum. 

• Membership numbers across Australia were reported as 

389,672. This result marked a 1.1% decline on numbers 

reported for the prior 12-month period, equating to a nett 

loss of 4,365 members. 

• There has been a decline in the proportion of female 

members, from a high of 34% in 1970 down to 20% in 

2017. 

• The participation rate (total members divided by total 

population) peaked at 2.8% in the mid-1990s before 

declining to its current level of 1.6% as a result of a 

growing population and declining membership numbers. 

• Reported member numbers for social clubs have increased over the past from 

18,018 in 2013 to 22,288 in 2017, representing an average annual increase of 

4.3%. 

• There are currently 1,335 golf course-based clubs in Australia. There has been a 

decline of 4.6% in clubs over the past 10-year period, from a high of 1,399 in 

2008. 

• There are 321 social clubs affiliated to various state bodies, accounting for 19% of 

total clubs (2015: 306 social clubs accounting for 18% of total clubs). 

• The average reported age of club members is 57.5 years.  The average age of 

male members (56.1) is eight years younger than females (64.1). 

• For 2017, a national attraction rate of 5.4% and an attrition rate of 6.8% was 

recorded. (2016: attraction rate = 7.7% and the attrition rate = 8.7%). 

http://wellplayed.com.au/


 

QEPT – Blue Lake Public Golf Links (Commercial in-confidence – Vp)   Page 45 

9.1.5 European Golf Course Owners Association (EGCOA) – Vision 2020 (2014/2016) 

A research project that delivers insights for the sustainable 
performance and development of commercial golf facilities in 
Europe.   

After many years of structural growth golf is in a new phase of 
negative growth. The goal of Vision2020 is to find answers and 
inspiration to turn the negative development trend in golf into a 
positive one. 

The EGCOA project identified recommends that golf facilities 
should promote: 

• Fun – an important foundation experience for golf 

participation 

o A fun experience makes people coming back for more. Perceived fun for 

non-golfers is important to make them interested in the game.  

o Facilities will have to focus on delivering a fun experience, instead of only 

focusing on golf. For this it is important to understand what different 

generations are looking for in ‘fun’. 

• Friendship – social and community benefits from golf are critical 

o Social engagement and friendship are key in attracting & retaining golfers. 

• Flexibility – for game engagement and membership offerings 

• Family – important to attract females, juniors and families 

o Families in golf will increase junior and female participation. 

• Fore Health – pushing the health benefits of golf 

o There are many benefits offered to health and fitness by golf 

• Forever – for golf to stay profitable, it must be sustainable  

o Balancing the social, environmental and economic benefits of golf to 

ensure we can continue to enjoy golf, forever and always.  
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9.2 Financial Performance (Detailed) 

Detailed financial performance: 

 
  

Dec-18 FY2018 FY2017 FY2016 Category

OPERATING INCOME

Green Fees - Public 30,583    77,415    79,862    73,878    

Green Fees - BLGC Members DD 37,462    79,509    69,212    62,008    

Green Fees - BLGC Members LCS 34,529    47,609    65,382    53,782    

Sundry Income 12,781    10,654    7,737      5,929      

Government subsidy -          -          -          32,145    

TOTAL 115,355  215,187  222,193  227,742  

OPERATING EXPENSDITURE

Administration 7,427      5,388      5,405      7,515      Administration

Advertising, Tourism & Marketing 160         1,868      3,302      4,428      Administration

Building: Water Rates 2,011      2,589      2,932      3,117      Course

Depreciation 37,679    76,762    -          -          

Electricity 5,105      18,576    16,380    14,100    Course

Fertilizers/Sprays 10,203    23,848    24,325    28,502    Course

Freight -          -          -          2,251      Course

Fuel & Oil 8,092      15,859    15,235    13,121    Course

Insurance Golf Links 3,790      6,889      9,349      5,693      Course

Motor Vehicle :Fuel 2,177      3,798      4,165      3,912      Course

Registration 908         1,861      1,825      1,930      Course

Repairs & Maintenance 400         v -          2,301      1,273      Course

Printing & Stationery -          -          -          3,943      Administration

Repairs & Maintenance: Machinery 5,929      32,323    17,806    19,859    Course

Course 15,104    42,012    25,594    18,686    Course

Minor Equip Purch <$300 745         2,347      197         442         Course

Rubbish Removal & Cleaning 4,125      4,852      3,211      -          Course

Sponsorship -          1,818      1,818      -          Course

Telephone Mobile -          -          -          918         Course

Wages Course Supervisor 31,998    63,046    55,038    55,699    Course

Green Keeper 15,887    42,374    53,321    82,290    Course

Casual Green Keeper 9,097      47,125    -          -          Course

GTE - Apprentice 20,805    28,268    27,800    11,158    Course

Manager's Commission 9,377      10,893    9,575      11,818    Administration

Manager's Fee 24,912    48,900    47,844    47,042    Administration

Secretary/Accountant 9,531      17,348    16,363    11,328    Administration

Superannuation 6,873      16,886    10,941    15,085    Course

Return to Work SA 1,175      2,907      2,165      3,630      Course

Work for the dole -          -          -          28,650    Course

Work, Health and Safety 352         3,651      1,397      -          Course

TOTAL 233,862  522,188  358,289  396,390  

NET SURPLUS / -DEFICIT 118,507-  307,001-  136,096-  168,648-  

EBIDA 80,828-    230,239-  136,096-  168,648-  

EBIDA % -70.1% -107.0% -61.3% -74.1%
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9.3 About WellPlayed 

Guy Chapple is the Director of WellPlayed, which operates WellPlayed Golf Business 
Consultancy and Golf Business Forum. 

Working across a range of senior management positions at golf clubs including 
Caloundra, Croydon, Rosanna and Yarra Yarra, Guy has developed an expert 
understanding on how to operate, cultivate and optimise business performance. 

Guy’s passionate about helping golf remain one of Australia’s most popular sports.  He 
founded WellPlayed in 2011 to help support and grow the Australian golf industry, by 
providing golf course owners, golf facilities, golf clubs, government and golf-related 
organisations with genuine, reliable and evidence-based consulting services. 

Guy co-created Golf Business Forum in recognition of the need to connect the diverse 
range of golf facility owners, operators, industry leaders and business partners that delight 
Australia’s 2.1M golf participants.  It is now Australia’s most influential golf business event. 

Australians are engaging with golf in new and different ways, and WellPlayed is positioned 
to deliver the right insights to help golf businesses stay on top of their game in the rapidly 
evolving marketplace. 

WellPlayed has a diverse client base which represent many sectors of the golf industry: 

• National and state golf associations e.g. Golf Australia, Golf Victoria and Golf 

Queensland 

• Government agencies e.g. Visit Victoria and Tourism Events Queensland 

• Local municipal golf facilities e.g. City of Onkaparinga (SA), Mount Barker District 

Council (SA), Adelaide City Council (SA), City of Boroondara (VIC), City of 

Whittlesea (VIC), City of Frankston (VIC), City of Greater Geelong (VIC), City of 

Maroondah (VIC), City of Yarra (VIC), City of Whitehorse (VIC), City of Moonee 

Valley (VIC), City of South Perth (WA), City of Wanneroo (WA), City of Stirling 

(WA), Town of Port Hedland (WA), Waverley City Council (NSW) and Sutherland 

Shire Council (NSW) 

• Not-for-profit member-based golf clubs e.g. The Royal Melbourne GC (VIC), 

Metropolitan GC (VIC), Yarra Yarra GC (VIC), Sorrento GC (VIC), Barwon Heads 

GC (VIC), Keperra Country Golf Club (QLD) and Royal Perth GC (WA). 
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