Why do club managers/owners need to be innovative today?
Is your golf course staying ahead of the competition? Is your plan to continue doing what you have done in the past, or are your willing to evolve and change?  

Doing what you have always done won’t work forever.  It is time to start thinking about INNOVATIVE opportunities at your club.

The golf business continues to change.  What has always been done, does not mean that it is the best way today or will be tomorrow.  Your customers change over time as well.  Perhaps your new CUSTOMER’S goals and expectations of their experience at your facility is different than previous customers.  It is important to always keep your eyes on the future.

Let’s address what it means to be innovative.  In simple terms, being innovative is introducing something new in your business. It is thinking outside of the box looking past what you feel is currently expected in your business that could help your business elevate in the eyes of your customers.  To be an innovator you must seek opportunity to change how you operate.  It is important to have a deep understanding of your customer to help envision a way to make positive change.  It is also important when seeking innovation for your business to be able to embrace failure.  Not everything that you seek to implement will work out exactly the way you envision it to happen.  Some aspects may not work at all while others may require some tweaking to get the results you were seeking.  To truly be an innovator you should embrace lifelong learning.  You must keep up on all the new trends and stay ahead of the curve.  If you can adapt to both you and your business can grow.
There are two main areas that you can seek innovation at your golf facility.

· Revenue innovation 

· looking at the different products and services you offer. 

· Pricing strategy

Recently at The Ranch Golf & Country Club we recognized that once it was less than two hours before dark, we were no longer generating any revenue because golfers could no longer complete 9 holes.  We had some internal discussion and brainstorming trying to come up with ideas that could help generate more revenue later in the day.  We wondered if this window of time may be appealing for newer golfers or families to come out to enjoy golf without a longer time commitment. With our 4th hole finishing very near our clubhouse we came up with a new service called the Sunset Express.  It offers a bucket of balls and four holes of golf at a very reasonable rate.  This has created new green fee revenues in a time where we were registering none.  There is also significant additional revenue with these golfers spending money in our pro shop and purchasing food and beverages.  This is a great example of an innovation of the services we offer.

When looking at your tee sheets, if there are common days of the week or times of the day where your tee sheet is not filling, you need to look at why that is happening and what can you do to change that.  There are only so many tee times in a day that are available and everyone that is not used is a lost opportunity for revenue.  This is a good opportunity to look at innovation with your price strategy in those soft times.  Would a lower rate on that day or in that time of a day help fill those spots?  Would adding some additional value beyond playing golf such as offering a food and beverage credit or offering a sleeve of golf balls with green fees in those times fill the tee sheet?  
· Business model

Seeking innovation in your business processes can have a significant impact on your bottom line.  A great example of this is many golf courses still do not have the infrastructure to be taking bookings and payments online.  This has so many benefits that can have a positive impact on your profitability.  Yes, there is an upfront cost to make this happen but the return on the investment is significant.  With COVID-19, golf is becoming more and more popular.  With online bookings you can literally sell out your tee sheet with fully pre-paid guests in a matter of minutes.  To book them those guests over the phone would take many hours of phone conversations with higher labor costs to do it effectively.
There are many positives of being innovative in your business. Innovation is the key to long term growth and profitability. There is a need to stay ahead of your competition and innovation can help you do that. It is important to be a leader in the industry rather than a follower.  That helps establish and reinforce your brand.  It is important to maximize the revenue you can create with the different ways to generate cash flow.  Being innovative can also have a positive impact on your company culture and being part of it can help the growth of your team.

