Blog 3A – Increasing your corporate sales
Is your club doing as well as you can in corporate sales?  How can you take your corporate sales to new heights?

Selling branded or corporate merchandise to companies is something that golf courses have done for years.  It can be a nice way to increase your revenue and profit while keeping your staff busy during the off season. 

The big key to get started in this area is to target the companies that you already have relationships with.  If your club has members, perhaps the businesses that they work for are buying logo product.  Having discussions with golf tournaments that your club is hosting to see if they have need for first tee gifts or other branded product needs is also another easy option to approach as there is already an established relationship there.  Everyone has relationships and friendships that you can always touch base with to see if their workplace could use any branded products you offer.

Those are the easy areas to approach and just doing that alone potentially could add a nice amount of revenue and profit to your bottom line.  But beyond the low hanging fruit, how can you grow your reach and take your sales to another level?  There are two main factors that work against golf courses in this space…

· The common perception is that golf courses are an expensive place to shop.
· Another common perception is that golf courses can just supply golf merchandise so it is easier to go through a promotional products company who could get everything they require as a one stop shop.
Neither of these perceptions are accurate but they are the thoughts that most that purchase this type of products believe.  To truly be successful in this space you will need to find a way to change those perceptions with your potential customers.  How we solved these issues at The Ranch is by branding our own promotional products company.  Tough Stuff Promotions was born to truly get into this market by eliminating the perception that our pricing would be too high as we were a golf course. As a legitimate promotional products company, we were able to establish relationships with the same suppliers that all promo companies buy from.  This truly expanded our offerings to pretty much anything and everything you could ever dream of putting a logo on.  Both misconceptions described earlier were answered with this move and our sales skyrocketed in a big hurry.  We were even able to become the sole supplier of branded products to a nation-wide company for all their branded product requirements.  We also did not have the overhead of a building and administration staff that our competitors in the promotional product world have as we operate Tough Stuff out of the golf course.  We are also able to use the fact that Tough Stuff is owned by The Ranch when we felt it made sense to do so.  This enabled us to wine and dine our potential customers with golf and in our restaurant. Things that our competitors may do as well but with a huge cost associated with it.

You do not necessarily need to go as far as we did to eliminate those perceptions with your potential customers, but this is a great example of being innovative and thinking outside the box to grow our business.

