
As winter approaches, many golf course owners and operators are working through 2016 Annual Plans 
and Budgets.  This tedious yet necessary task sets the tone for the upcoming golf season.  Many owners 
often “feel” their way through the process, relying on opinions and point of views from their onsite staff, 
friends and colleagues.  

At Billy Casper Golf, we have found successful budgeting comes from the compilation of multiple data 
points, which provide a factually driven budgeting approach - removing “gut” and “feel” from the 
equation.  Budgeting requires a careful review of history, and an accurate prediction of the future.   This 
can only be accomplished with a detailed record of the weekly operations of the golf course.  This record 
should provide insights and critical data points about the business in addition to what’s already available 
in monthly financial statements.  Identifying specific weather anomalies, a detailed competitive market 
analysis, labor trends, insurance claims, equipment breakdowns, expense overages and other course 
abnormalities are key pieces of data to analyze.   Additionally, a list of capital improvement projects 
including proposed costs, timeline, return on investment and cash flow is critical during the budgeting 
process.  A common mistake among owners is assuming that key onsite staff members are recording this 
information throughout the year.  Whether the data is in OneNote on the computer or on a legal pad 
doesn’t really matter.  Most important is having the data available for detailed analysis and review during 
the budgeting cycle.  

Finally, engaging an outside party to evaluate the guest experience provides invaluable unbiased data 
about the staff, the guest experience and the perceived conditioning of the golf course.
 

Data Driven Planning

Billy Casper Golf
Budgeting and Planning for 2016

Revenue
Budgeting future revenue is not a simple calculation.  The days of budgeting a 3% increase in rounds, and 
multiplying by the expected Average Price per Round (“APR”) are long gone.  Successful analysis takes into 
account market position, round counts, round types, booking channels, and yield optimization. 



 Graph all revenue data over time to understand which booking channels are increasing, staying flat or 
declining.  Analyze each channel by day-part until fully optimized.  Let the data unveil where there is 
pricing power, and what times are weak.  Investigate and drill down on exactly which times and days need 
to be programmed for increased revenue.  Finally, visit the competition at least monthly, and keep track of 
what rates, specials, memberships and outing packages are offered.  These competitive visits need to be in 
person to see firsthand what experience the competition is providing to its guests.  

Expenses
Golf course operators across the country find themselves trying to do more with less, and working with a 
“shoe-string” budget.  Labor and expenses must be continually reviewed in order to find efficiencies, but 
not at the cost of driving revenue.  Extreme cuts to labor and expenses may provide a short term solution, 
but it is sure to escalate long term problems.  Instead, evaluate the hours of operations, cost of goods 
sold, and margins in each profit center.  Adjust staffing levels based upon sales volume and profit margin. 
Product offerings at the facility should match the market position of the golf club.  Golf Datatech provides 
clear insight into retail sales, inventory and pricing amounts.  Inventory is money hanging on the walls, 
boxed in the store room, and sitting in the freezers or coolers.  



Why offer 12 types of beer when the POS reports show only five types sell, and the first two types account 
for over 60% of total sales?  Finally, graph all expenses to understand where any “expense creep” may be 
occurring and address as needed.  

Capital
Often deferred, capital improvements are a necessary yearly expenditure to keep a golf course 
competitive in the marketplace.   When budgeting capital improvements, at least 50% should have a 
positive revenue impact or return on investment.  A new cart fleet, clubhouse renovation, fitness center 
addition, tennis court resurfacing, or golfer improvement center expansion should all yield positive cash 
flows.   

Conclusion
Successful budgeting should be a data driven and factual process, supported by a detailed record of prior 
operations.  Significant time and analysis must go into the evaluation of this data in order to increase 
revenues, monitor expenses and maximize margins for each department.  Successful planning will help 
owners and operators stay positioned ahead of the competition and ready for the challenges the future 
will bring.
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