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BILLY CASPER GOLF

Billy Casper Golf (“BCG”) is among the nation’s leading golf course management companies, offering
complete, full-service golf course development, management, maintenance, marketing and consulting
to owners of public and private golf courses nationwide. Headquartered in Northern Virginia, BCG has

regional offices in Maryland, New Jersey, Chicago, Ohio, Illinois, California, Texas, and Hawaii.

The firm has significant experience and a successful track record in the development, renovation,
operation, and maintenance of municipal, public agency, and privately-owned golf facilities, including
several multi-course portfolios, and all sized golf facilities - 9, 18, 27, and 36 holes, as well as practice

facilities.

BCG works closely with clients to achieve the operational goals of each facility managed. We establish
and exceed the goals for operating a profitable, public-private partnership while servicing the needs of
the golfing patrons. Exemplary performance is obtained through diligent corporate oversight of all
aspects of operations and personnel; the professional execution of established business and marketing

plans; and the frequent, full communication among and with employees, guests, and our clients.

This philosophy is embedded in the belief that the success in developing, opening, operating and
maintaining a public golf course lies in the quality and consistency of the course conditions, marketing
programs, operational systems, and services offered to the guest. It is from this perspective that our

report is presented.
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RESEARCH PARAMETERS
The following is a summary of the golf courses as reviewed by Billy Casper Golf (“BCG”) for the DeKalb

Park District (“District”) in DeKalb, Illinois. The observations and recommendations are derived from
multiple site visits in which we were able to tour the golf courses, spend time with key management
personnel, and interview current board members. The annual combined round total of ~23,000 was also
taken into consideration when observing the golf course and operations.

A. Nature of Assignment

The District’s golf courses, collectively (“the Courses”), include River Heights Golf Course (“River
Heights”), an 18-hole golf course, and Buena Vista Golf Course (“Buena Vista”), a 9-hole golf course
which remain self-operated by the District.

The District retained Billy Casper Golf as an independent third party to provide the following:

1. Evaluate the golf market in and around DeKalb and determine the market position best

suited for the Courses.

2. Create a business plan and operating pro forma for the operation of the Courses including

a proposed staffing plan.
3. Evaluate the golf courses, related amenities and ancillary buildings.
4. Provide a summarized capital improvement plan.
5. Develop a marketing plan for increasing revenue at the Courses.
B. Work Completed
In order to prepare this analysis, Billy Casper Golf completed the following tasks:

=  Met with individual District Board Members to gain an understanding of their vision and

goals for the Courses as well as the limiting conditions.

= Toured the golf course and all buildings in the company of the Manager and Golf Course
Superintendent (“Key Personnel”) in order to obtain an insight into the physical condition

of the golf course and facilities.
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» Interviewed Key Personnel to gain an understanding of the existing operation and the

challenges they face on a regular basis.

* Interviewed the District Staff to gain an understanding of the District’s current fiduciary

responsibility and involvement in the operation of the Courses.

= Surveyed and evaluated golf courses located in the immediate market to determine the

character and quality of the existing competition.

= Interviewed representatives of the competitive set from the existing daily fee and

municipal golf course facilities.

= Reviewed data provided by District and Key Personnel including: historical financials,

operational data, marketing initiatives, capital needs, and budgets.

= Developed an operating pro forma model with several variables that could be

manipulated to evaluate multiple scenarios.

C. Terms and Limiting Conditions

This analysis has been performed for the use of the District. The conclusions drawn are inherently
subjective and should not be relied upon as a determinative predictor of results that will actually occur
in the market place, thus this analysis is not a substitute for management’s ultimate decision-making
responsibilities. Further, the conclusions expressed in this report pertain to the current date of this
report. An analysis conducted on another date, may lead to different conclusions. Reference is made
to the statement of Underlying Assumptions and Limiting Conditions attached as an appendix and

incorporated into this report.
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EXECUTIVE SUMMARY

BCG’s observations and subsequent recommendations focus on both short-term and long-term goals and

have been developed to optimize financial performance while improving the quality of the Courses.

The Courses are facing declines in rounds and revenue, most notably the significant decrease in a la carte
rounds at River Heights. The District implemented stringent expense management for FY 2020 golf course
operations due to the declining revenues and increasing negative operational cash flow. Furthermore,
the current operational structure is atypical of most golf operations and does not promote revenue
growth. The primary person in charge of golf is only dedicated part-time to the golf operations and is
partially involved in day-to-day operations at River Heights. The lack of full-time onsite oversight
negatively impacts the financial performance of River Heights in various ways; (1) declining round counts
- marketing and sales efforts, (2) declining margins in profit centers, and (3) allocation of labor that is
not involved in day-to-day operations. Simplistically, the aforementioned items account for the annual

operating loss increasing from $40,000 to $120,000 over the last two years.

Each golf course has a full-time superintendent to maintain the golf course proper, however, neither
clubhouse operation has a full-time manager onsite. Typically, a single “key” individual serves as General
Manager providing oversight, direction, and implementation of the objectives of the Owner. The General
Manager is responsible for the overall operations with the individual managers reporting directly to him
for input on any and all decisions. Incidentally, the smaller operational footprint at Buena Vista has
allowed for the Superintendent to provide direction and oversight of all operations and implement

desired policies and procedures in the clubhouse.

Our concerns with the existing structure are twofold; the lack of clearly defined parameters for the Key
Personnel, and the lack of oversight of the day to day operation. The Courses need a strong and primary
decision-maker to operate the “machine” with maximum efficiency. The areas that require efficiency

upgrades and could improve the financial performance are as follows:

1. Marketing - identify the guest, define goals, and establish marketing tactics that can be
measured for their effectiveness.

2. Staffing - adjust the focus of the staff towards providing guest service as opposed to simply
performing job tasks - TASK vs. PURPOSE orientation.

3. Revenue/Profitability Culture - instill into management and staff a culture which focuses on the
needs of the guest, revenue generation and the profitability of the operation.

4. Yield Management / Rates / Loyalty Programs - establish baseline rates comparable to market,

which increase utilization of the golf courses and the overall guest experience.
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Marketing

There is not a formal marketing plan in place which defines objectives and tactics. Most marketing dollars
are allocated to awareness ads through local media. Awareness advertising is most effective when it is
used to create a “top-of-mind” presence or re-introduce a product to “new” guests and it is tied to a

promotional offer with a call to action. Targeted marketing tactics to existing guests will provide the

greatest return on investment. Instead of spending Understanding the Customer’s 1V alue
marketing dollars on creating/attracting new guests, a spend /y'
s

Per
Visit

much more effective and efficient usage of those
LIFETIME VALUE

dollars would be to market to a database of current

and existing guests in an attempt to increase the

amount guests spend per visit or frequency of visits.

Influencing Visits and/or Spend Per Visit to
Maximize Each Customer’s Lifetime Value

Staffing Model

The staffing of the golf operation is not a recipe for success and has negatively impacted the recent
performance. Specifically, we would recommend four full time individuals; a Director of Golf (General
Manager) based at River Heights, with a golf course superintendent at each golf course, and a mechanic
that could service equipment at the Courses. The current staffing model is missing two of the four Key
Personnel - the mechanic and Director of Golf. The reallocation of labor costs should be a top priority,
thus allowing for a manager solely focused on the golf operations, superintendents dedicated to
maintenance of the grounds and the golf course proper, and staff keenly aware of the guest experience.
The current culture in the clubhouse operations at each facility are diametrically juxtaposed. A laissez-
faire attitude permeates the operation of River Heights; whereas, the interaction and experience at
Buena Vista was delightful and attentive. Incidentally, the online reviews for River Heights score the

lowest among the competitive set and mimic our experience.

Revenue / Profitability Culture

Profitability is best achieved by driving top line revenue and controlling costs. The importance of
profitability should be second nature to management and reinforced to the staff. The pricing structure
of all profit centers including green fees, cart, driving range, merchandise, and F&B should be evaluated
and compared to area competition. The courses should target the affordable daily fee market niche by
offering rates in the middle of the market pricing scale adjusted by daypart and day of week. The rate
model should be structured in a manner that yields maximum revenue. The lowest rates and highest

discounts should be limited to the slower play times.

Course Conditioning and Presentation
The agronomic team at the Courses have managed to provide very good playing surfaces under the

budgetary constraints and lacking infrastructure - i.e. the irrigation system at Buena Vista and
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maintenance equipment needs at the Courses (hiring a mechanic is a must). BCG would encourage the
agronomic team to start looking past the center of the fairway, ie tees, greens, and fairways are decent,
but spend additional time focused on the peripheral and the beautification of the golf course.
Specifically, minimum conditioning standards should be established with respect to mowing heights,
bunker maintenance, and tee rotation to provide best possible playing conditions. The condition of
accessories such as tee signs, yardage markers, flagsticks, as well as cart paths set the tone for the

course and should be well maintained. Playability is another key element to guest satisfaction.

Capital Improvements
Needed capital improvements for the Courses can be divided into three categories; safety concerns, the
golf course proper, and the clubhouse structure/verticals. Within these categories, the scope of

improvement will vary depending on the desired impact and return on investment.

Golf Course - Visits to the competitive set reaffirms that course conditions have not adversely impacted
the attraction and retention of guests. Furthermore, it reinforces that increased accessibility (reduce
flooding) and marketing programs will substantially benefit River Heights. For purposes of this report,

BCG has outlined three capital investment options for the District to consider:

1. Baseline Investment - Must do’s to protect longevity and address safety concerns of the Courses
2. Baseline Investment w/eventual closure of River Heights

3. Baseline Investment w/eventual closure of Buena Vista

Important to note, the financial impact of the contemplated capital improvements extends beyond the
initial investment, as any investment will have a positive impact on the annual maintenance budget. For
instance, new equipment or gently used equipment should reduce the annual equipment repair spend

and could potentially delay the hiring of the mechanic.
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Perceptions and Misperceptions
It seems necessary to note that there were a few recurring themes espoused by some of the District

Staff, Key Personnel, and the Clientele about the current performance and potential solutions:

=  What We Heard: Decreasing revenue at the Courses is a product of the declining golf
industry.
Observation - The golf industry has seen a slight decline in rounds/revenue over the last 7-10
years, similar to the decline in the national economy; however, in the Midwest the decline has
been greater in recent years due to the weather. BCG operates approx. 25 daily fee golf courses
in the greater Chicago Area, and most of these courses are seeing revenues remain constant Year
over Year during this timeframe. The decline that DeKalb Golf is experiencing in rounds and
revenues is far greater than industry benchmarks for the Chicagoland area. It is important to
note that the local economy in DeKalb has been adversely impacted in correlation with the

decline in attendance at Northern Illinois University (“NIU”).

=  What We Heard - Financial Allocations/Bookkeeping are equitable
Observation - Currently, there are allocations of shared expenses and revenues that do not
accurately depict the financial performance of the Courses, respectively. Specifically, at Buena
Vista the Admin Allocation overstates the operational expense by $10K and the Combo
Membership allocation understates revenues by ~$15k per annum. The revenue split of the
Combo Membership has historically been 75% to River Heights, 25% to Buena Vista. However, the
actual starts by the combo members is evenly split between each golf course. Hence, based on
the actual starts a combo membership split more representative of usage would increase

revenues by another ~$15K at Buena Vista.

=  What We Heard - Changing Demographics have impacted River Heights
Observation - Since 2008, in coordination with the Great Recession and decline in attendance of
NIU, the market demographics have not improved. Currently, 30% of DeKalb residents fall below
the poverty line. Furthermore, the largest industries are Educational Services, Accommodations
& Food Service, and Retail Trade which account for almost 50% of the workforce. Anecdotally,
it is safe to assume that unless there is a significant change in attendance of NIU, it is unlikely
that market demographics will revert to pre-Great Recession. Specifically, the local market has

changed and 27 holes of golf significantly exceeds demand.

=  What We Heard - Closing the executive 9-hole golf course is best option.
Observation - BCG anticipates that the closing of either golf course will have a positive impact

on the revenue of the other Course. In most circumstances, a regulation 18 hole versus an
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executive 9-hole layout provides greater capacity for utilization that would preclude closing the
18-hole facility. However, A few anomalies exist that merit further consideration:

o Rates are identical

o “Starts” are identical

o Buena Vista has capacity to absorb current round counts at River Heights

o  “Starts” by Members (majority are residents) are significantly weighted to Buena Vista

=  What We Heard - Eliminating a golf course will eliminate any subsidy.
Observation - While difficult to absolutely determine the impact on River Heights with the
elimination of Buena Vista or vice versa, the District needs to be cognizant that a fallow golf
course will have a corresponding maintenance cost. Specifically, a “closed” golf course will still
require a subsidy to maintain the grounds. In our estimation, annually maintaining the Courses

as a park would cost $25,000 for Buena Vista and $50,000 for River Heights, respectively.
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Conclusion

The Courses’ performance continues to deteriorate as rounds and revenues at River Heights have
experienced a decline greater than local competitors, and necessary capital projects have been deferred
due to the lack of resources. To be clear, we believe that financial underperformance is a culmination
of the current staffing model, price value experience, changing market demographics, and lack of
targeted marketing - all are fixable, but are they sustainable? The future success of the Courses will

require a strategic business plan that specifically addresses the following challenges:

Acquire golfers outside 30-minute drive time - not a viable business model
Increase Utilization of River Heights
Restructure staffing - Need revenue centric onsite manager and mechanic at River Heights

Capital needs and timing of implementation

oA W h e

Rates Restructuring

To be clear, there is not any single specific strategy for each unique area, but the incorporation of various
tactics to address these areas and achieve the desired results for the Courses. Finally, BCG is concerned
about the future golf operation in DeKalb as the anticipated net cost of operating the Courses in
conjunction with the current golfing demands from the local population will mandate a difficult decision

of increasing the annual subsidy or the closing/repurposing of a recreational amenity.

Addressing deferred capital projects will curtail the declining financial performance of the Courses but
will require a significant investment. Furthermore, an initial investment at Buena Vista will provide a
decade of viability, while River Heights will require continued investment due to the larger
infrastructure. Therefore, assuming that the District does not intend to increase the annual subsidy for
golf, BCG would recommend investing in baseline capital improvements at Buena Vista, and adjusting
the operational model and plan for the potential closure and repurposing of River Heights - unless golf

revenues approach FY 2016 performance. Our conclusion is based on the following:

= Buena Vista
o Operationally self-sustaining
o Ability to absorb current round counts at River Heights - capacity is non-issue
o Expertise/savviness of golf operator is not required - will not need to attract golfers
outside local market to succeed
o Lower annual operational costs - exposure to loss for inclement weather is reduced
o Future Capital needs will decrease

o Ability to move beginners to “short-course” as well as driving range
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* River Heights
o Less immediate capital needs - can operate in short term as-is
o The potential financial commitment is greater due to expense model, fixed costs, and

future capital needs
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OVERVIEW
Site Analysis
= The Courses are currently located in DeKalb, Illinois
= River Heights is closest to Interstate and only “neighbors” are residences on #9, #12, and #13.

» Buena Vista is intertwined throughout a residential area and abuts the Country club

Local Demographics

» A golf course’s primary market is designated as a 30-minute drive time.

= The Courses 30-minute drive time Rounds Potential Index by Household Income (RPI) of 94 (with
100 being neutral) indicates that the area’s income demographics are below the national
household income distribution.

= Key demographic segments identified by golf operators is the overlay of wealth within a 30-
minute drive time.

= The golf courses are classified into three tiers - Premium, Value, and Price. The Price
classification comprises all competitors within 30-minute drive times except for Sycamore Park

District Golf Course, Tanna Farms, and Hughes Creek.

Golf Industry Trends

= Nationwide, golf supply has declined each year - a net loss of 1,000 golf courses over the last ten
years.
= Nationwide, golf rounds played have decreased 10% over the last five years. However, play levels

in 2015 significantly outpaced any other year in the last five years.

Local Market Overview

» Anecdotally, the Courses’ financial performance is significantly below the Sycamore Park District
Golf Course

» The round count data and local market data might be slightly skewed and provide a false positive
due to the propensity for the local operators to count 9-hole equivalents as opposed to starts

= The outbound marketing efforts and marketing sophistication in the local market are relatively
familial and lacking, leading to the rate compression - good for the end-user but not the owner

= The averages from existing comparable facilities in the primary market are Annual 18 Hole Round
Counts of 28,000

= The primary competitors are Sycamore Park District Golf Course, Fairways, Indian Oaks, and Lost
Nation.

= The peripheral competitors (45-minute drive times and closer to the Chicago MSA) will “steal”

rounds from DeKalb.
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Structure
» Current operating structure is a Superintendent of Golf that reports to the District’s Executive
Director.
= District is dependent on knowledge and expertise of the Superintendent of Golf.
= Superintendent of Golf has four other responsibilities and is not solely focused on golf nor based
at the Courses.

Operational Analysis
»= Buena Vista receives approximately 70% of member play each year
= Very active League and pre-booked business schedule on Monday through Friday at Buena Vista.
Outings are predominantly on Weekends at River Heights.

= Operation is disjointed and needs onsite leadership at River Heights

Food & Beverage
=  COGS exceed industry standards - cash basis accounting without knowing ending inventories
»= Internal controls are lacking
= High turnover in F&B and concession staff at River Heights.

=  Menu, kitchen space, and storage space make it difficult to provide profitable product

Golf Course Maintenance
= (Capital needs are a major priority;
- lrrigation Boxes & Irrigation Heads at River Heights
- Equipment Needs
- New Irrigation System at Buena Vista
- Drainage at River Heights - ability to play after flooding
» The product provided under current budgetary constraints is adequate. Would like to improve

product and playability.

Financial Analysis
BCG has provided multiple financial models for comparison for the future operation of the Courses that
includes implementation of operational recommendations, revised staffing model, capital investments,

and financial impact due to closure of other golf course.
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LOCAL MARKET ANALYSIS

Demographics Overview

The Courses are in the DeKalb Metropolitan Statistical Area. U.S. Census survey data and National Golf
Foundation Golf Market Analysis Platform data presented below provide detailed information about the

population and the golf market within a 15-minute, 30-minute and 45-minute drive time of the Courses.

15 Minutes: 30 Minutes: 45 Minutes:

Population:

Employees 28,225 44,615 264,560
Establishments* 2,425 3,981 21,054
Total Population 58,665 101,064 534,047
Population Median Age 27.6 31.4 35.8
Income:

Average Household Income $62,019 $75,977 $99,360
Median Household Income $47,435 $60,448 $74,181
Per Capita Income $24,139 $29,264 $35, 693
Households:

Households 22,432 38,570 191,071
Golfing Households 3,845 7,407 40,812
Total Number of Facilities 4 7 26
Private 1 1 9
Public-Premium (>$70) 0 0 1
Public-Standard (540 - $70) 1 2 9
Public-Value (> $40) 3 4 7
Executive & Par 3 1 1 1

Total Number of Holes 54 117 441
Rounds Potential In-market 53,049 116,746 684,584
Rounds Potential per 18 Holes 17,640 18,631 27,985

Typically, a golf course’s primary market is designated as a 30-minute drive time. As shown above, over
100,000 people live within a 30-minute drive of the Courses, with population projected to remain flat
over the next five years. The local area’s average household income is ~$60,000 with an increase of ~50%
or to ~$100,000 within the 45 Minute Drive Time.

DeKalb Park District 15 BILLY
DeKalb, Illinois CASPER

October 7, 2019



The Courses’ 30-minute drive time Rounds Potential Index per 18 holes of golf is 18,631 rounds. The key
demographic segments identified by golf operators is the overlay of wealth within a 30-minute drive
time. The current and expected wealth distribution within the 30-minute drive time indicates that the
market will support a Public Price facility but there are a limited number of rounds. To summarize, the
Courses’ 30-minute drive time demographic data indicates less income than the national average, with
below average round counts (even more so within the 15-minute drive-time). Simply put, the local
market is price conscious and there is too much supply within the 30-minute drive times which leaves
two long-term solutions for the District; (1) reduce supply (close a golf course) or (2) capture all local

play while increasing rounds from outside 30-minute drive time.

Average Household Income Mapping - 15 & 30-Minute Drive Times

Source: US Census Survey Data & NGF Golf Market Analysis Platform Data
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Competitive Market Analysis

Facility Name City
River Heights Golf Course DeKalb
Prairie Pines Golf Course DeKalb
Buena Vista Golf Course DeKalb
Sycamore Golf Club Sycamore
Indian Oaks Country Club Shabbona
Fairways Golf Course Rochelle
Hughes Creek Golf Course Elburn
Deer Valley Golf Course Big Rock
Tanna Farms Golf Club Geneva
Mill Creek Golf Club Geneva

Bliss Creek Golf Club
Orchard Valley Golf Course

Pottawattamie Golf Course

Valley Green Golf Course

Sugar Grove
Aurora
Saint Charles

North Aurora

Blackberry Oaks Golf Course Bristol
Settler’s Hill Golf Course Batavia
Sandy Hollow Golf Course Rockford
Phillips Park Golf Course Aurora
Lost Nation Golf Club Dixon

Type

Public - Value
Public - Value
Public - Value
Public - Standard
Public - Value
Public - Value
Public - Standard
Public - Value
Public - Standard
Public - Standard
Public - Standard
Public - Premium
Public - Value
Public - Value
Public - Standard
Public - Standard
Public - Standard
Public - Standard

Public - Standard

Holes

18

18

18

18

18

18

18

18

18

18

18

18

18

18

Dist.*

2.35

3.06

7.09

11.85

15.27

16.67

18.04

19.96

20.14

20.96

22.75

23.57

24.03

24.66

24.87

25.62

28.17

35.76

Source: NGF Golf Market Analysis Platform
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DESCRIPTION OF PRIMARY COMPETITORS

Sycamore Golf Club - Sycamore Golf Club, operated by the Sycamore Park District, features tree lined

bentgrass fairways and large bentgrass greens. Built along the Kishwaukee River the course plays just
under 6,000 yards and offers a fair test of golf for the experienced player and gives the novice player an
opportunity to score well. Sycamore Golf Club prides itself on its course conditions, reasonable prices

and its service-oriented staff. Sycamore Golf Club is located just east of downtown Sycamore on Rt. 64.

Lost Nation Golf Club - Located in Dixon, Lost Nation is a full 45-minute drive for DeKalb residents. Lost

Nation is a challenging, yet playable, 18-hole golf course adjacent to the Lost Lake community. The
course offers scenic natural qualities provided by surrounding forestland. Aside from boasting quiet,
serene and natural surroundings, Lost Nation is well conditioned and maintained, and well known for

large and undulating greens that reward well planned and well executed approach shots.

Fairways Golf Course - Fairways is a unique, par 66, 18-hole course located in Rochelle. Fairways offers

a unique layout with mature tree-lined fairways, quality conditioning and an average round time of three

and a half hours.

Indian Oaks Golf Course - Indian Oaks Golf Club offers 9 holes of Championship golf with alternate tee

configurations for a challenging 18-hole round. Amenities include a unique short game practice facility,
as well as the driving range and practice putting greens. The newly remodeled clubhouse with bar and
grill is a relaxing way to recap the day's round. Playing just over 6,700 yards from the blue tees, Indian
Oaks is a course you will want to play time and again. The course is very well manicured, and it creates
an enjoyable experience for all golfers, as well as some challenging aspects. With all fairways lined by

trees and large undulating greens, Indian Oaks will surely put your game to the test.

Online Reputation vs. Competition

The online reputation of golf courses has required increased attention as more and more golfers rely on
the internet to make purchasing decisions. While the reputation of the Courses is satisfactory on two of
the four main review sites, there is a great opportunity to increase the star rating of the golf course and
provide a digital presence on a number of additional sites - hence increasing the exposure of the Courses

and attracting new potential players.
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Lost Nation GC Sycamore Park District GC
Google : 4.1/ 55 reviews Google : 4.1/ 56 Reviews
GolfAdvisor : 3.3/ 12 Reviews GolfAdvisor : 3.9/ 67 Reviews
TeeOff : 4.3 / 3 Reviews TeeOff : 4.3/ 27 reviews

Facebook : 997 likes Facebook : 150 Likes
River Heights GC

Google: 4.2 / 72 Reviews
GolfAdvisor : 3.1/ 10 Reviews

Fairways GC TeeOff : 4.1/ 5 Reviews Indian Oaks GC
Google : 4.3/ 60 Reviews Facebook: 135 Likes Google: 4.3/ 33 Reviews
GolfAdvisor : 4.1/ 38 Reviews | : GolfAdvisor : 4.6/ 14 Reviews
TeeOff : N/A Buena Vista GC TeeOff : 4.0/ 1 Review

Google : 4.4/ 55 reviews
GolfAdvisor : N/A
TeeOff : 4.6/ 5 Reviews
Facebook : 37 likes

Facebook : 366 Likes Facebook : 424 Likes

S.W.O.T. Analysis
BCG makes use of a S.W.0.T. (Strengths, Weaknesses, Opportunities, Threats) Analysis of all its managed
golf course properties in an effort to develop a Strategic Marketing Plan specifically designed for each

facility. The S.W.O.T. for the Courses is outlined below:

Strengths

= Affordability (Value): Relatively affordable product.

= Diversity: Both courses offer a slightly different golfing experience.

= Location: Convenient and easily accessible location.

= Established: The Courses have been a long-time fixture in the DeKalb golf market.

= Leagues: The Courses have a large number of leagues with excellent participation levels. The course
should continue to actively market these leagues to businesses and social organizations throughout
the community.

= Annual Passholders: The Courses have a healthy contingent of passholders that support the Courses.
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Weaknesses

Service (Experience): Service levels at River Heights are considered below average compared to
competitive courses. Employees are focused on their function and not their purpose.

Management: Management team has changed recently and general manager position has not been
filled at River Heights

Marketing: Marketing efforts have been inconsistent, funds have been allocated to create awareness,
but there is no ROI analysis of the success of each marketing offer and vehicle.

Identity: River Heights has not proactively been sold within the community.

Conditions (Flooding): After heavy rains, Courses will be closed. Recurring theme and has probably
curbed those willing to drive to area for golf.

Competition: The Courses are not the only affordable facility in the area. After site visits to the
local competitors, it is our opinion that there are three similar courses in the area that provide a
better value than currently offered at River Heights.

Infrastructure: Deferred maintenance of equipment and irrigation system

Opportunities

Datacapture: Growing the database of golfers will substantially increase ROl of marketing campaigns
Marketing: Introduce and implement smarter comprehensive and integrated marketing strategies and
tactics on a portfolio-wide and an individual course level to attract a sufficient and appropriate guest
base.

Tee Sheet Management: Capitalize on existing technology to track tee sheet utilization as a means
to offer better access to public, league, and outing play.

Junior/Beginner Golf Programs: Expand and enlarge current junior and adult promotional programs,
leagues and clinics to incorporate additional revenue streams into various programming, including
the heavy promotion of the driving range.

Community Outreach Programs: Expand and enlarge offerings for all potential and inactive golfers to
begin and be retained in the game, creating new guests.

Accountability: The key personnel need to be held accountable for their aspects of the operation.
The lack of procedures and clear focus on profitability has led for disjointed and unprofitable
operation.

Leadership: The key personnel are disjointed in their efforts. Unfortunately, there is not a clear

message that is sent from the operation as to priorities, focus, decision-making and staffing.

Threats

Economy: National and local economic conditions reduce the amount consumers are willing to spend

on leisure and recreational activities.
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= Supply/Demand Imbalance: Market saturation caused by overbuilding of public golf facilities
continues to outpace consumer demand for public golf both locally and nationally.

» Local Demographics: Demographics in local market have worsened in conjunction with decline in
attendance of NIU - as NIU goes so does the local market/demographics

= Time: Consumers continue to have less time available for leisure and recreational pursuits given
work, family, and other time constraints.

= Competitor Pricing/Marketing Strategies: Pricing strategies by local golf course competition have
caused a portion of the guest base to take their business elsewhere. There is a challenge to recapture

the lost business.
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MARKETING
BASIC PREMISES FOR THE COURSES

1. All marketing efforts should be tracked for effectiveness. If the results of a marketing program
cannot be tracked, do not do it!

Always include an offer to encourage a “Call to Action”

Drive golfers to website to build database and determine areas to focus future marketing efforts
Use tee sheet data to identify the days and times of day requiring marketing attention

Always include expiration date to create sense of urgency

Evaluate effectiveness and return on investment (“ROI”)

N o ks w N

Build separate databases for local golfers, regional golfers and members. Actively promote to

these databases in a distinct and targeted fashion - Data is Power

After evaluating the advertising and promotional plan and associated expenses it became apparent that
this area requires some attention and analysis. The actual expenses for the marketing of the Courses is

fairly minimal. The Marketing initiatives since 2016 included:

Digital

= Redesigned “golfDeKalb.com” website that showcases River Heights & Buena Vista. Online tee
times available through EZ Links tee sheet integration.

=  “Golf DeKalb” Facebook (400 followers) / Instagram (195 followers) pages.

= In 2019 began monthly eNewsletters to golfer database (currently 740 contacts).

»  GroupGolfer.com - 2 annual showcases (April and June). Has generated 289 Rounds at River
Heights through EOM August 2019, 430 in 2018, and 522 in 2017

=  Groupon - Ongoing promotions (2017 and 2019). Has generated 167 Rounds at River Heights
through EOM August

=  Golf Moose Showcase (2019) - Has generated 73 rounds at River Heights through EOM August

= Annual letter (March) mailed to all prior annual season membership holders with rates.
=  Misc. local coupon magazines - primarily driving range coupons.

= Ads in in northern Illinois area news publications “Golf Guides”.

=  WREX TV (Rockford) Commercials - trade

=  WBIG/WRMN Radio “Golf America” Shows (Aurora/Elgin) - trade
= WDKB (DeKalb) - General Awareness ads

=  WLBK (DeKalb) - General Awareness ads
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Other
= 4x8 two-sided banner at River Heights entrance. (in lieu of new permanent entrance sign)
= “Kids Golf Free” on Sundays at Buena Vista
= Complimentary hot dog days (2019)

=  “Cheap Date” Driving Range special

These marketing tactics are a starting point; however, there are some inherent concerns and problems.

The primary concern is the majority of tactics are not designed to increase utilization of paying golfers

during specific timeframes nor is the golf course model designed to capture the guests information in

order to market to them directly.

The second concern is the lack of an annual marketing plan. While one marketing initiative was geared

towards increasing membership, there is no document that outlines specific marketing messages
throughout the year. Ideally, the marketing messages relayed through these various channels are
constantly changing to match upcoming events and promotions at the facility. Running the same
awareness campaign for a year becomes stale, and continually decreases the potential ROI. Also, the
staff is not encouraged/required to capture database information at check-in (e-mail addresses) in order

to increase the reach and effectiveness of future marketing initiatives.

The third concern is that the majority of the marketing initiatives are devoted to creating awareness

within the community and do not have any tracking mechanisms to determine most effective marketing

channel to reach the consumers. Simplistically, it is impossible to calculate ROI.

Data capture MUST be a required step in the check-in process at the Courses. Currently, walk-in golfers
at the Courses are rung through the POS, but not entered into the tee sheet. Even golfers that call to
book a tee time at the Courses are not asked to provide an email address for future contact. This means
data is not captured, and there is no way to track the golfer’s playing habits and annual spend. As the
use of the electronic tee sheet and POS system becomes a priority, the Courses will be able to build a
database of golfers that can be analyzed to determine the marketing priorities of the facility. In an
electronic tee sheet system, each round played by a golfer is recorded and the amount spent becomes
part of that golfer’s history. By knowing who is playing the golf course, when they are playing, and how
much they are spending, the marketing efforts used to influence behavior can be precise and the offers
sent to a specific golfer or group of golfers can be relevant without risking a negative impact that often

comes from blanket discounting.
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The following graphic provides a snapshot of the life cycle of the guest relationship when an operator

’ r Starts Here
» / customer

has good statistical detail on his behavior.

Customer \— —/  Makes
Contacted Tee Time

As you can see from the graphic, the collection of data

from each round of golf allows the operator to understand —/

Customer
Custome
& . Data

the behavior, analyze it, and provide a relevant means of .2 Collected

communication to keep the golfer loyal to the facility. | \ / /

Historical
Record |
Created |

Checks-In
—\ ToPlay

All Marketing Tactics and goals should be focused on the following measurement metrics. These metrics

are a function of accurate round counts and tracking the number of individual guests that play the

Courses.

Data Categories 1980’s 1990’s 2000’s Today

Annual Rounds v v v v

£ Rounds Last Month v v v v

SpeCIflcally, Revenue Per Round v v v v

. Rounds Next Da v v v

1.  Number of guests - How many unique guests do | cﬂpm,wzaﬂm.,/o v v v

# of Customers v v

have playing my golf course? Retention Rate v

play y

Total Spend v

2. Retention rate - How many guests return after ‘Shae of Walle? v

‘Customer Needs’ v

their visit? Lifetime Value v

Segmentation v

Total Spend - Quantify the value of my guests. Data-Mining v

4. Guests’ Needs - Why are they playing River
Heights or Buena Vista?

5. Lifetime Value - What is each guest worth to the Courses?

6. Segmentation - What type of guest is playing my golf course? How are their needs different than
other segments?

7. Data-mining - Can | contact my guests? Do | track their playing history?

Assessment and Suggested Marketing Tactics

The Courses hosts approximately 22,000 - 24,000 rounds of golf per year, which is low volume given 27
holes of golf. With targeted advertising, direct marketing, direct selling, and an aggressive posture
toward increasing the frequency of visits by existing guests, River Heights has the capacity to host several

thousand additional rounds each year. BCG recommends the following:

1. Post offers on web-site to encourage traffic to website and ability to get guest contact

information.

2. Offer a reward for the consumer giving you their information, a $5 “bounce back” or thank you

coupon that they can redeem with their next round of golf.
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3. Discontinue all awareness ads unless tied to direct offer that requires trackable response from

guest.

4. Create synergy between all marketing tactics and track the effectiveness of all of the marketing
tactics. Any newspaper promotion intended to increase rounds should be combined with an on-

site offer to increase usage and should include an end date.

5. Market specifically to the membership to increase usage of facility during slower periods. This

can be accomplished by scheduling member only events and guest of member discounts.

6. Offer a Frequent Players Card for $59 that would include a round of golf and a $5 discount on all
rounds for a twelve-month period. This should promote increased play by those playing more

than 3x per year, but not playing enough to purchase a membership.

7. Offer a Rewards Card to all golfers on carts, greens and range fees to encourage usage and

provide an easy mechanism to track playing habits.

8. Develop and implement a comprehensive sales and

marketing program including targeted print advertising;

guest data capture, direct mail and broadcast e-mail; direct

selling to local hotels, businesses and chambers; and

offering and promoting off-peak specials. F ki

9. Offer Programs to promote data capture.
10. Create additional player development programs to attract new players.

11. Aggressively promote and solicit golf outings including both large and small groups. Target
existing members, local businesses, charitable organizations, churches, and fraternal

organizations.
12. Incentivize staff members to capture guest-data.
13. Provide an annual incentive to management based on facility revenue and profitability.

14. Implement tee sheet “Yield Management” in an effort to maximize day part rates.
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CLUBHOUSE OPERATIONS

During our visits and mystery shops, BCG found the Clubhouse Operations experience to be inconsistent
between River Heights and Buena Vista. The clubhouse operation serves to initiate and set the tone for
each guest’s experience. BCG believes that this “tone” is reinforced and imparted at each “touch point”
that a guest has with the staff during his/her experience at the facility. It is critical that standards for

these touch points be defined as well as a current policies and procedures manuals implemented.

Transactions in the clubhouse are rung into a Point of Sale System (“P0OS”) Max Galaxy, that is not user
friendly. Unfortunately, the POS does not interface simplistically with the tee sheet allowing the staff
member to assign the associated rate with each registered golfer. The POS or tee sheet, with the

exception of members, does not require any guest data capture by the cashier.

During the ‘check-in process’ the cashier is not prompted to up-sell or get any player information that
could prove useful from a marketing perspective (mailing address, e-mail address, phone number, etc).
Cashiers do not add “walk-in” players to the electronic tee-sheet, but simply charge them through the
POS system. This bypasses any opportunity to collect pertinent guest data, and pair it with the

transaction. Currently, the only recorded guest data is that which is captured during online reservations.

The POS register prints on multiple ply tape and the transaction record is handed to the guest who then
supplies a copy to the Starter and keeps one copy. The structural weakness of the POS is that data
capture techniques are not implemented which makes yield management techniques very difficult. The
proper use of a POS system as a management tool should provide for ultimate flexibility in back office
analysis of the business performance and reinforce revenue opportunities. The system currently in place
provides some of the reporting needed to do the analysis but does not allow for any transactional history
reported by the guest, and the breadth of the analysis available is limited. The golf shop offers minimal
retail items and the overall inventory levels in the golf shop were non-existent. Incidentally, both

clubhouses are appropriately sized for the respective holes of golf and clientele.

Buena Vista - The staff member was attentive and wanted to ensure an enjoyable experience. The
operation is simple and the onsite manager has effectively managed costs, schedules, and inventory.
There is opportunity to improve experience with more robust F&B offering upon increase in demand.

Simply put, | would not change much.

River Heights - We found the golf shop staff to be focused on processing guests and directing them to
their cart. BCG did not observe any outbound sales, marketing initiatives, or up-selling of the guest at
the counter by the staff. River Heights needs to reevaluate current roles and responsibilities as the

current operation is inefficient and ineffective.
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Culture / Critical Eye

While it is impossible to target one key event that has led to the current culture at River Heights versus

Buena Vista, there are a few points to consider:

= The lack of intervention in day-to-day operations at Buena Vista.
» The lack of onsite full time Manager at River Heights in the Clubhouse, whereas Buena Vista as 9
hole operations can be overseen by single individual.

= Staff members have become complacent and do not possess a sense of ownership

Assessment and Recommendations:

The opportunity exists for improved efficiency and control. Specific job descriptions should be developed
for management staff to improve efficiency and eliminate the potential duplication of duties (Suggested
job descriptions are included in the Appendix). Policies and procedures should be updated and
implemented; many areas of the operation did not have a written policy and procedure, thus ensuring

the eventual degradation of the operation. BCG recommends the following:

Implement Scripts as part of Staff Training

Pro Shop Script (Phone Reservation)

Answer the phone in a friendly and professional manner (No more than 3 rings)
Request the guests email address to send a tee time confirmation

Confirm the time, date, and number of players in the guest’s tee time

A W N =

Thank the guest for making a tee time, and offer a positive parting remark
Pro Shop Script (Check-In)

1. Greet the guest in a friendly and professional manner (Eye contact and a smile)

2. Request the name and email address of the guest and all playing partners present

3. If the guest is not already a card holder, offer the opportunity to join either a membership or
loyalty program

4. Suggest additional items the guest may need to purchase (golf balls, tees, gloves, range balls)
Process transaction and provide the guest with a receipt

6. Make sure the guest knows where to go next, and offer a positive parting remark

Starter Script
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Greet the guest in a friendly and professional manner (Eye contact and a smile)
Collect receipt to confirm check-in, record cart number

Ask if the guest has played at the golf course before

A W N =

Explain any information pertaining to the course that day
a. Cartrules
b. Pin positions
c. Beverage cart hours
d. On-course restroom locations
e. Local knowledge
5. Explain the expected pace of play, and the presence of the ranger
6. Thank the guest for their business, offer a positive parting remark, and direct them to the first

tee

Computer Back Office / POS

The Courses utilizes a computerized POS system, Max Galaxy software system paired with the EZlinks
Online Tee Sheet. EZlinks provides an acceptable solution for the online tee sheet, but the integration
with the POS system is non-existent and the staff is not required to utilize the data capture functions
available through the EZLinks Tee Sheet. Capture of transaction detail is a must-have to ensure

security in a retail environment.

The current POS provides semi-accurate round count and financial reporting. A review of reports
provided indicates care is taken to ensure accuracy, although individual promotions are not tracked or
as detailed as they should be. Computerized data capture of player information is not required, and

more active strategies need to be in place.
Assessment and Recommendations:

= New POS system in F&B and Golf Shop - BCG utilizes multiple vendors (EZ Links, G1 - GolfNow,
Jonas) due to the integration of the tee sheet and the POS

= Correctly integrate the golf course tee sheet with the POS System, so that data capture becomes
mandatory for every transaction

= Every round of golf should be entered into both the tee sheet and POS System for accurate

reporting and tracking
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Cashiers and Cash Handling Procedures

There was an obvious lack of internal controls regarding several basic cash handling and inventory
principles.

» The beverage cart driver loads and unloads the cart without a manager assisting with an inventory
count. Without verified starting and ending inventories from the beverage cart, there is no way
to confirm all cash sales are entered into the POS system.

= Carbon Copy bank deposit slips are not used to record daily cash deposits. If a variance exists
between the POS report and the bank deposit, there is no paper trail to determine if the deposit
was short from the register. This places unnecessary risk on the individual transporting cash to
the bank.

No impropriety or suggestion thereof was observed during our visits; however, BCG recommends the

following procedures be implemented to provide improved security in both F&B and the Golf Shop.

A variance report should be run by managers each day.
Always blind count all registers.
Limit access to register drawers to one cashier per drawer.

Working from an open drawer is strictly prohibited.

oA wN =

POS register report and accounts should tie to financial statements
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Golf Outing and Tournament Sales Policies

Golf outings are a critical piece of any golf course’s business and must be a priority in order for a golf
course to be successful. Through proper yield management and booking practices, a majority of this
revenue can be realized as incremental growth without displacing other golfers and the revenue they
generate. Particular attention should be noted for the average daily revenue in order to help
determine the actual value on tournament days. The financial performance of the facility could be
improved upon by aggressively pricing outings on slower days and time frames to increase outing sales
and revenue. The increase of outing rounds will occur via outbound sales efforts of the staff. The table
below outlines the 2018 rounds from Tournaments and Outings at River Heights and rounds reported for

each month. Incidentally, 10 outings cancelled and are not included

Month
Day Month Date Event Players Ttl POS Ttli
March 0 47
Saturday April 21 Darvis Parker 10
Saturday April 28 NIATSA 22 32 30
Friday May 18 Sigma Alpha 24 24 42
Friday June 8 NIU College of Law 60
Friday June 15 DeKalb Chamber 81
Saturday June 30 Adolph Miller 13 154 19
Saturday July 7 Police 84
Friday July 13 Hometown Realtors 54
Saturday July 21 Ferdinand 100
Saturday July 28 DeKalb Moose 16
Saturday July 28 Cliffe Golf 18
Sunday July 29 Huskies for Hope 120 392 320
Saturday August 11 Billips 87
Saturday August 18 Stoddard 90
Sunday August 19 15t United Methodist 47
Friday August 24 St. Mary’s 36
Monday August 27 Med Alliance 11
Tuesday August 28 Allan Volpp 21 292 154
Tuesday September 4 VAC 79
Tuesday September 11 CHS 98
Thursday September 13 Denny Miller 92
Friday September 14 Babich 64
Saturday September 15 NIU SAS 13 346 334
Friday October 5 Midwest Facilities 59
Wednesday October 24 [IRSA 8 67 99
TOTAL 1307 1307 | 1045
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Food & Beverage Operations

The snack bar at River heights consists of walk up food service at the snack bar counter as well as 80
interior seats for sit down dining. The Grille was fairly empty during our visits and staff was also checking
in golfers at the F&B Counter. The F&B equipment was in good repair and working order and provided
adequate cooking and storage capacity for the current menu. However, refrigeration and freezer space
is very limited and could not support a more robust menu offering. River Heights should consider signage
indicating that the guest meal is free if they do not receive a receipt, as providing a receipt is critical to
cash control. No impropriety or suggestion thereof was observed during inspections. However, the
controls currently in place are grossly inadequate to protect from such impropriety. Below is a summary

of the performance of The F&B Profit Center at River Heights.

FOOD & BEVERAGE FY 2016 FY 2017 FY 2018 FY 2019
Food & N/A Beverage $ 23,882 $ 26,561 $ 26,117 $ 17,288
Beverage - Alcohol $ 74369 $ 86520 $ 80584 $ 74,804
Other Food & Beverage Revenue $ 17579 $ 18692 $ 18484 $ 15,304

Total F&B Revenue $ 115830 $ 131,773 $ 125185 $ 107,395
F & B Cost of Sales

Food & N/A Beverage $ 15562 $ 16,251 $ 17,442 $ 16,697
COGS Food and NA Beverage % 65% 61% 67% 97%
Beverage - Alcohol $ 26,594 $ 32573 $ 28,081 $ 33,473
COGS Beverage - Alcohol % 36% 38% 35% 45%
Total F&B Cost of Sales $ 42,156 $ 48,824 $ 45523 $ 50,169
COGS Blended % 43% 43% 43% 54%
F & B Gross Income $ 73,674 $ 82,949 $ 79,662 $ 57,225
Labor Expense with Burden added $ 20,306 $ 23593 $ 23,302 $ 45,922
Labor as a % of F&B Revenue 18% 18% 19% 43%

Operating Expense $ - $ - $ - $ -
% of F&B Revenue 0% 0% 0% 0%
Food & Beverage Contribution ($) $ 53,368 $ 59,356 $ 56,360 $ 11,303
Reveunue Per Round $ 727 $ 765 $ 821 $ 9.47
Contribution APR $ 335 $ 345 $ 370 $ 1.00

Cost of Goods Sold (“COGS”) for the F&B operation of 54% is well above industry standard of 40%. BCG
requires F&B Managers to maintain a blended COGS percentage of approximately 40% for a simple grille
operation. Having reviewed the menu-cost analysis, it is very difficult for the Grill to achieve a consistent

54% COGS without some sort of leakage. The leakage is generally attributable to the following items:

Theft - Stealing product and/or not ringing into register, etc.
Waste - Product is discarded

Grazing - Employees eating for free and not recording or tracking cost

A W N =

Inventory miscoded when entered into the system
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The leakage culprits are all symptoms of poor policies and procedures and lack of controls. Currently,

BCG recommends this course of action in conjunction with the following action items in order to improve

efficiencies of the operation:

W ™ N o

Establishment of Par inventory values for all key products - currently not in place
Bi-monthly menu cost analysis - inventory costs are fluid

Comparison shopping from vendors on a monthly basis - guarantee you are getting the best pricing

on a consistent basis

Removal of menu items with minimal sell through or poor margins

Track all Waste

Enforce policies to make sure all items are rung through the register for more accurate counts
Check in and out all Beverage Cart items - no reconciliation currently

Lock up all product

Weekly Inventories

Assessment and Recommendations:

Sales are stagnant, but the overall profit margin can be improved through better controls. BCG

recommends the following:

Review pricing and cost of goods for all menu items to assure appropriate margin.

Reduce menu offerings to only the most popular items in order to reduce inventory.

Review profitability of each party function/outing prior to contracting, including analysis of all
labor costs, F&B costs and other costs. The target profit margin for party functions should be
30% at a minimum.

Everyone should pay for food, no free meals.

Review profitability of banquets and events to ensure that the target profit margin is achieved.
EVERY GUEST SHOULD GET A RECEIPT.
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PRICING, RATES, YIELD MANAGEMENT

Daily fee golf courses are similar in offerings and pricing throughout the market, further reinforcing the
experience and the need for targeted marketing efforts to steal additional rounds. The lack of disparity
in round counts between River Heights and Buena Vista is surprising. While Buena Vista reports round
counts in excess of market expectations (-~ 9,000 starts on a 9-hole golf course), rounds at River Heights
are below expectations by ~30% (~18,000 starts on an 18-hole golf course). BCG evaluated the online

pricing model for the primary competitors of River Heights to better understand the disparity.

Saturday August 31, 2019
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Historical Rounds

Graph 1 - After 2015, the Rounds
reported represent “Starts” or
unique visits. From 2013 - 2015
rounds were reported as 18-hole
equivalents,  which  under-
represents the actual number of
starts. We do not have detail to

revise counts

Graph 2 - At River Heights, the
difference between 2016 versus
2018 is the number of paid
rounds in shoulder season (Mar,
Oct) and Outing
Combined this
almost 3,000

Rounds or ~65% of Variance.

Apr, Sept,
Rounds.

accounted for

Graph 3 - Passholder “Starts”
variance YoY is less impacted
during shoulder season, i.e. more

likely to play when conditions are

not ideal.
Passholder “Starts” at Buena
Vista represent -~57% of total

starts for last three years and was
60% for 2018.

The Combo Passholder “starts”
are 71% of Total
Rounds at River Heights and 45%

of Total Passholder Rounds at

Passholder

Buena Vista.

Total Rounds Played
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Year over Year (“YoY”) analysis of the “starts” at River Heights reinforced potential opportunities for

growth in the upcoming years. BCG focused on Calendar Year 2017, 2018, and Trailing Twelve months

(September 2018 to August 2019). Highlights include:

» League Rounds was the only category that experienced growth
= Weekday a la carte paid rounds are experiencing 10% decline and TT12 is 40%

= Quting Rounds are equally divided weekday / weekend in 2018

= TT12 Weekend Rounds outpacing Weekday Rounds - capacity far greater on weekday rounds

= River Heights should focus on day part pricing and increased utilization based on information

Wkdy  %Til  Wknd  %Til Member %Til League %Til  Outing %Ttl Discount %Ttl
2017 2621 17% 1973  13% 4592  30% 997 7% 1636 11% 3355  22%
2018 2379  21% 1599  14% 3770  33% 981 9% 1045 9% 1630 14%
T2 1417 13% 1760  17% 3064  29% 1073  10% 992 9% = 2253  21%
Wkdy Yoy Wknd Yoy Member Yoy League Yoy Outing Yoy Discount Yoy

2017 2621 1973 4592 997 1636 3355
2018 2379 -9% 1599 -19% 3770 -18% 981 -2% 1045 -36% 1630 -51% g
Tr12 1417 0% 1760 | 10% 3064  -19% 1073 9% 992 5% 2253  38%

Historical Financial Analysis

Expenses
*= Maintenance Labor at River Heights is more than adequate based on desired product
= Need mechanic - would adjust hourly labor model at River Heights as partial offset

» Need funds for landscaping, seed, and irrigation repairs at Buena Vista

Total
15174
11404
10559

Total
15174
11404
10559

*  Bunker Repair at Buena Vista - In-house or capital - $20K - need drainage in four of the bunkers,

seventeen of the bunkers drainage is fine, need new gravel and sand in all.

=  Admin Allocation overstates the operational expense of Buena Vista by $10K and understates the

operational expense at River Heights by $25K
Revenues
= Combo Membership split is 75 / 25 River Heights to Buena Vista
= Concession COGS at River Heights is 15% over industry standard

= Decline in Revenues at River Heights corresponds with lack of dedicated onsite manager

= 18% Decline in Golf Revenues at River Heights since 2016 is inconsistent with Chicago MSA

Benchmarks

= Buena Vista top line revenues - extremely consistent - YoY variation of ~2% over last four FY

» River Heights top Line revenues - very volatile - Variance of $88K or ~30% over last four FY
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Buena Vista
Golf Revenues
Greens Fees
Cart Fees
Season Pass sales
Driving Range
Total Golf Revenues
Other Income
Concession Gross Income

Total Gross Income

Utilities

Clubhouse Labor
Marketing

Clubhouse Expenses
Maintenance Labor
Maintenance Expenses
Labor Benefits

Admin Labor (not onsite)

Total Operating Expenses

Net Operating Income

NOI (less admin allocation)
Total Onsite Direct Labor
Total Mtx Expense

River Heights
Golf Revenues
Greens Fees
Cart Fees
Season Pass sales
Golf Outings
Total Golf Revenues
Other Income

Concession Gross Income

Total Gross Income

Utilities

Clubhouse Labor
Marketing

Clubhouse Expenses
Maintenance Labor
Maintenance Expenses
Labor Benefits

Admin Labor (not onsite)

Total Operating Expenses
Net Operating Income
NOI (less admin allocation)

Total Onsite Direct Labor
Total Mtx Expense

DeKalb Park District
DeKalb, Illinois
October 7, 2019

2015 2016 2017 2018
S  77,727.04 $  71,555.50 $  73,273.00 $  70,820.00
S  44,417.09 S 47,384.00 $  45,074.60 S 44,086.50
$  45,701.25 S 43,020.00 $  42,143.75 S 43,955.00
$  19,190.75 S 22,243.50 $  20,776.00 S 19,990.50
$ 187,036.13 $ 184,203.00 $ 181,267.35 $ 178,852.00
S (2,578.24) S - $ 61.00 S 44556
$  11,213.82 S 13,301.56 $  14,407.19 S 12,272.37
$ 195,671.71 $ 197,504.56 $ 195,735.54 $ 191,569.93
r r r
$ 8,142.46 13% $ 9,979.28 15% $ 8,875.99 13% $ 8,449.96 13%
r r r r
$ 27,071.05 18% $ 26,216.63 20% $ 26,287.84 18% $ 2544790 17%
r r r
S 3,23762 5% $ 3,189.38 5% $ 4,263.72 6% $ 2,756.97 4%
$ 16,170.58 T 5% $  13,183.67 ¥ 20% $ 10,635.20 T 16% S 12,26842 19%
r r r r
$ 122,120.21 82% $ 98,669.16 76% $ 96,555.10 66% $ 102,008.84 67%
r r r
$ 3721502 57% $ 3857820 59% $ 42,822.81 64% $ 41,37731 64%
S 294.00 S 2,973.03 S 14,159.62 $  14,609.31
4
S - 0% $ 1,153.85 1% $ 10,000.00 7% $ 10,000.00 7%
$ 214,250.94 $ 193,943.20 $ 213,600.28 $ 216,918.71
$ (18,579.23) S 3,561.36 $ (17,864.74) $ (25,348.78)
$  (18,579.23) S 4,715.21 S  (7,864.74) $  (15,348.78)
$ 149,191.26 $ 124,885.79 $ 122,842.94 $ 127,456.74
$ 159,335.23 $ 137,247.36 $ 139,377.91 $ 143,386.15
2015 2016 2017 2018
$ 119,767.01 $ 136,102.14 $ 135,273.44 $ 115,953.46
$  86,220.50 $ 90,052.55 $  76,808.47 $  68,352.75
$  55,205.25 $  49,145.00 $  46,061.25 $  49,200.50
$  46,550.00 $  52,894.00 $  47,094.50 $  38,234.50
$ 307,742.76 $ 328,193.69 $ 305,237.66 $ 271,741.21
$ 17,125.15 $  19,715.00 $  18,933.25 $  14,557.75
$  61,483.79 $  69,736.53 S  66,859.58 $  43,366.64
$ 386,351.70 $ 417,645.22 $ 391,030.49 $ 329,665.60
F F F
$ 2459431 17% $ 24,24756 18% $ 22,91523 18% $  20,592.16 16%
F F F F
$ 9897266 37% $ 98,949.47 30% $ 97,52420 30% $ 81,566.95 25%
F F F
$ 3,66094 2% $ 3,036.75 2% $ 4,075.11 3% S 3,689.86 3%
$  27,623.83 T10% $  26,257.76 T 20% S 21,993.30 7% $  25,899.51 20%
] F F F F
$ 165,154.14 61% $ 19521573 59% $ 173,985.05 54% $ 189,783.84 59%
F F F
$ 91,461.94 62% $ 77,814.19 59% $ 79,00579 62% $ 78,557.92 61%
$ 5,237.83 $  33,734.11 S 24,148.81 S 24,567.62
] r ]
S - 0% $ 2,88462 1% $ 25,00000 8% $ 2500000 8%
$ 416,705.65 $ 462,140.19 $ 448,647.49 $ 449,657.86
$ (30,353.95) $  (44,494.97) $ (57,617.00) $ (119,992.26)
$ (30,353.95) $ (41,610.35) $ (32,617.00) $  (94,992.26)
$ 264,126.80 $ 294,165.20 $ 271,509.25 $ 271,350.79
$ 256,616.08 $ 273,029.92 $ 252,990.84 $ 268,341.76
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Pricing Model for Primary Competitors (Green Fee + Cart Fee)

River Buena Indian Lost
Rack Rates Heights Vista Sycamore Fairways Oaks Nation
Weekday - Rack $25 $34 $42 / $45 $25 $39 $32
Weekday - 9 Holes Y1V $21 $23.50 / $25.50 $20/17 $26 $22
Weekday - Junior $25 $30 $22.50 / $24.50 $20
Weekday - Senior $36 / $38 $4 off $26
Weekday - Midday $38 $26
$23 $18.50 $20 $20
Weekend - Rack $39 $34 $45 / $48 $29 $49 $37
Weekend - 9 Holes [JEYE $21 $25.50 / $27.50  $22/19 $29 $24
Wkdy Rate
Weekend - Junior VA $30 after1 PM $26
Weekend - Senior $36 / $38 $4 off
Weekend - Midda $30 $29 $38 $25 $26
Weekend - Twilight JEYA $18.50 $20 $34.00 $20

Recommended Daily Fee Rates:

River Heights River Heights

Current Day Parts Current Rates

Weekday Weekday

Open to 12 $16 $26 Open to 11 $15 $23
$16 $18 11to3 $13 $15
Twilight (after 4) $14 $16 Twilight (after 3) $12 $12
Super Twilight N/A N/A Super Twilight S11 S11
Senior Rate N/A N/A Senior Rate $13 $17
Junior Rate - 18 $16 $16 Junior Rate $12 $12
Junior Rate - 9 $9 $9 $9 $9
9 Holes $12 $16 9 Holes $11 $13
Cart - 18 $9 $13 Cart - 18 $10 $13
Cart Twilight Cart - Twilight $9 $9
S8 $9 Cart - 9 (Super Twilight) S8 S8
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Buena Vista Buena Vista

Current Day Parts Current Rates

Weekday

Open to 12 $16
Super Twilight N/A
Junior Rate - 18 $16
Junior Rate - 9 $9
$12
$9
$8

Weekend

$26
N/A
$16
$9

$16
$13
$9

Weekday

Open to 5 $13
Super Twilight $11
Junior Rate $15
$9
18 Holes $21
Cart - 18 $13
Cart-9 $8

Weekend

S13
S11
$15
$9

S21
$13
S8
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MEMBERSHIP

The table below outlines the competitive set for the member golfer at the Courses.

Annual Passes/Membership (Resident/Non-Resident):

Sycamore Fairways

Membership g Buena Vista | Park District Indian Oaks | Lost Nation

7-Day Regular $555 / $655 $390 / $420 $599 / $749 $1,350
7 Day Senior $515 / $615 $350 / $390 $549 / $699
7-Day Spouse $379 / 8529  $395 $300 $300
Weekday Regular $449 / $549 $700
Weekday Senior $399 / $549
$319 / $469 $300
$279 / $389
7-Day Golf Cart $480 $450 $400
Spouse $250 $125

Proposed Membership Structure:

Membership River Heights Buena Vista
Unlimited $555 / $655 $390 / $420
Unlimited Senior $515 / $615 $350 / $390 $590
Weekday Only $420 $390 / $420 $520
Weekday Only Senior $390 $350 / $390 $490
Unlimited Junior $250

BCG recommends exploration of a Weekday Only Membership and a Senior Membership in order to
promote play during underutilized times. To this end, Sycamore Golf Club, River Heights closest
competitor via proximity, offers a Senior weekday only membership for three days of the week,
reinforcing efforts to move the prepaid rounds to the historically under-utilized tee times. BCG would
maintain current pricing on membership for the unlimited annual pass. Current rounds data does not
differentiate between weekday or weekend rounds at Buena Vista, however, the uniformity of pricing

would indicate stable demand regardless of day of week
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GOLF COURSE MAINTENANCE

The following is a summary of the golf courses as reviewed by BCG. Our observations and subsequent
recommendations focus on both short-term and long-term goals and have been developed to provide the
desired presentation and playing conditions of ownership and management. Our primary goals are to
preserve and improve the quality of the product, as well as increase efficiencies and cost inputs over

both the short and long-term.

Perception of the guest is a key issue that should be given careful consideration when managing the
conditioning and presentation of the golf course. Management should be cognizant of this as it will help
guide them in managing priorities in a more efficient and cost-effective manner. The following
summarizes our observations of the key elements of the golf courses’ grounds to include strategies for
providing the agronomic and course conditioning management necessary. Special consideration has been

given to balancing playability and turfgrass health.

It should be noted that we were impressed with the work of the superintendents and staff given the
condition of the maintenance equipment and budget restrictions. While the following review of the
course conditioning and presentation may seem lengthy and at times critical, ownership would be happy
to know that these reviews oftentimes include many basic, fundamental recommendations. For the most

part, this is not the case at the Courses.

BCG’s VP of Agronomy, Bryan Bielecki, oversees the agronomic practices for all BCG-managed properties
spent time onsite with the Courses’ Superintendents, Jeff Cameron and Adam Anderson, and provided

the following observations and recommendations:

Greens

The greens on the courses are in very good shape. Turf density on green complexes is good, and the turf
has great color and texture considering they’re a mix of annual bluegrass and the older variety of
bentgrass called Penncross. Many courses have upgraded their playing surfaces of the years with newer
varieties of bentgrass that have a tighter and more upright growth habit, thus improving ball roll and

playability.

The greens have more thatch than desired, but this is a common issue on putting greens in the region.
There were a few small areas that showed evidence of localized dry spot and staff should be cognizant
of weather patterns that would require watering and syringing regimens to minimize turf damage. There
was also evidence of fungal pathogen activity that usually appear in the heat of August. These areas had

already been treated prior to our visit and staff was diligent in monitoring activity levels.
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Moving forward, it should be standard practice for a minimum of an semi-annual hollow-tine aerifications,
as well as a few needle-tine venting aerifications when needed during overly saturated conditions. Also,
the deep-tine aeration in the fall should be performed with hollow-core tines and serve as a means for
soil modification. We understand that labor may be an issue for clean-up but would highly recommend
the investment in temporary labor for a couple of days. The benefit of this process on “push-up” greens

cannot be overstated.

These practices in addition to light verticutting in the fall and spring (followed by topdressing) would be
beneficial to reduce thatch and sustain the long-term health of the turfgrass stand. This will reduce

watering, chemicals and fertilizer inputs and lessen traffic/ball mark stress.

Dedicated turf rollers will provide a more consistent roll and better putting surface. Frequent rolling of
the putting greens will reduce mowing on stressful days while keeping green speeds at an acceptable
level. These machines will smooth greens after aerification and verticutting. Standard practice is to roll
greens 2 or 3 times per week to keep a firm surface and increase speeds without compromising turf
health.

In addition, soil testing to determine the balance of nutrients in the growing medium would be
recommended on a more frequent basis. The last samples were pulled about 3 years ago and were
limited in scope. We’d prefer to see a more comprehensive approach on a more frequent basis of every

other year at a minimum.

Tees

Conditions of tee boxes at the Courses vary from hole-to-hole depending on the location of the tee box
in relation to tree canopies and irrigation heads. Similar to the putting greens, some of the tee boxes
also have a significant amount of thatch. This isn’t surprising since there hasn’t been a consistent
approach to hollow core aeration in the past. The same aerification process used on greens will help

these tees tremendously.

Tree pruning, canopy elevation and tree removal will be necessary to provide more sunlight and air
movement for some of the tee boxes. An intensified fertility plan will also help the tees withstand traffic
and maintain turf in the summer months. Currently, slightly more than a pound of nitrogen is applied
annually. Increasing fertility will make the plant stronger and increase root density, which allows the

withstanding of stress from traffic, heat and humidity.
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Fairways

Fairways on both courses showed poor turf coverage depending on the drainage, topography, shade and
moisture levels. Fertility and drainage play a major role in the overall turf coverage of the fairways. With
a low fertility budget, the turf cannot withstand the stress of summer heat, golf cart traffic, mowing
equipment, and foot traffic. A regular aerification plan should be enacted to help with the compaction

of the fairways.

Weeds were evident in several areas, but were relatively controllable; with the exception of areas
holding excessive moisture where the pre-emergent herbicide was ineffective. There are several areas
on the courses that would benefit from drainage. Some areas have already been addressed, but there

are several areas that need drain tiles, stone and catch basins installed.

A more regular Plant Growth Regulator (PGRs) program will help the fairway turf withstand the summer
stress. PGRs promote lateral growth and reduce top growth which helps reduce clippings. PGRs also help

reduce the need for water and carbohydrate use, which aids with plant stress reduction.

Roughs

Most of the rough was well dried out due to poor irrigation. There is a sizable amount of rough grass at
the Courses and it is maintained to acceptable standards, albeit dry. It is our opinion that the

maintenance crew provides adequate mowing and cares to provide a good experience to the golfers.

Bunkers

Bunkers are the achilles heel of the Courses. The bunkers on Buena Vista are more problematic than the
River Heights. There are far too many bunkers on the Courses, and the overwhelming majority of these
bunkers are in disrepair. The bunkers contain an unplayable amount of shale and rock that is extremely
undesirable for the overall golf experience. Several of the bunkers are too penal and need to be reshaped

or filled in to speed up play and improve the fun and enjoyable experience for the golfer.

The current design of the bunkers requires excessive maintenance and significantly increases labor
spending. In addition, most of the bunkers at River Heights don’t come into play and some could be filled
in with soil and grassed. Improvements to the bunkers should be made a priority, and the majority of

the sand replacement work can be completed in-house with the current staff.

Irrigation
The irrigation system is the lifeblood of every golf course, and it happens to be the most threatening
issue at the Courses. The pumping system, control satellites and sprinkler heads are nearing the end of

their useful life and we would recommend an audit at both courses by a certified irrigation consultant.
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Conditions at both golf courses will drastically improve once the irrigation system is replaced and a more
effective and efficient application of water can be applied to all areas of turf. In addition, water usage
and electricity costs will be reduced with newer technology that has been engineered to create savings.
If a plan for replacement of these irrigation components is not implemented, the courses will be walking

a fine line every July and August when it’s needed most to preserve the integrity of the product.

Maintenance Equipment

While the majority of equipment is very old, we found most to be usable. Jeff provided a list of
equipment needs for the next five years. This list is relatively minimal and focused on replacing more
heavily used equipment. This is a sound approach as the heavily used equipment will need costly repairs
as it ages, driving up operational costs to maintain the facility. A good capital equipment plan is a must

for any course to maintain quality turf. Our capital recommendations are included in the next section.

Clubhouse Grounds/Parking Lot/Entrance Road

The first impressions of a golf facility happens in the parking lot, and clubhouse grounds are often
overlooked as a factor contributing to a person’s opinion of their overall experience. The golf courses
are in very reasonable condition, but the “feel” of the facility during the guest’s journey impacts the

likelihood that they will return.

The clubhouse grounds at the facility were not being maintained to an acceptable standard. The lack of
attention to detail around the clubhouse and grounds does not set the appropriate “tone” for the golfer’s
experience. lIdeally, we would want the golfer to think they’re in for a great experience before they

even step foot on the golf course.

There was a noticeable amount of trash in the parking lot that has clearly been there for some time. It
should be standard practice to have cart attendants ride the parking throughout the day, and pick up

any trash that was left behind.

In addition, the landscaping could be spruced up to include more modern flowering perennials. Some
flower beds have not been weeded in some time, and do not provide the necessary curb appeal. There
are also numerous signs between the parking lot and the entrance telling the golfers what “NOT” to do.

Excessive negative signage detracts from the welcoming feel you want at the facility.

Finally, there are several signs in the front of the parking lot reserving spaces for management and staff.

It should be the goal of the Courses to provide the guests with the most enjoyable experience possible,
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which would include providing the guest with prime parking. We would recommend removing the

reserved employee parking signs, as it sends the wrong message to members and guests.

Assessment and Recommendations:

Greens

Be diligent with aeration and verticutting strategies
Consider increasing hollow core aeration frequency to inhibit excessive thatch development and
to improve soil modification

Continue syringing to prevent localized dry spots

Monitor thatch levels and increase core aeration frequency and/or tine sizing accordingly
Remove / Prune trees where necessary to increase sunlight and air flow

Institute increased fertility program to improve turf health

Fairways

Roughs

Implement core aeration program
Increase fairway size for playability once irrigation heads are replaced
Implement plant growth regulators for better turf coverage

Add drainage in spots that are holding too much moisture

Rough will improve once irrigation system is repaired

Reference chemical program provided for improved weed control

Bunkers

Bunker renovation / removal plan provided

Clubhouse Grounds

DeKalb

DeKalb,

Address weeds in flower beds
Improve signage
Regularly inspect parking lot for trash

Replace dead flowers at entrance from main road
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CAPITAL IMPROVEMENTS

Improvements to each golf course can be quantified into various categories, including modernization of
the golf course, playability, safety, turf quality and turf type, directional and informational signage,
irrigation system, equipment, and cart paths. Of the aforementioned improvements, the most visible
and aesthetically recognizable to the golfers are the modernization of the golf course, turf type, turf
quality, and playability and signage, while the remaining items are related to the base infrastructure of

the facility. Our recommendations take this distinction into account.

Irrigation System Upgrades

As mentioned earlier, a comprehensive audit of the irrigation system should be completed by a certified
irrigation consultant. Replacing an irrigation system can be very costly but not replacing one could have
even steeper cost consequences. The consultant will provide detailed observations and
recommendations without bias so decision makers can plan accordingly. Our Capital Improvement

Schedule provides for a “mid-level” irrigation system at Buena Vista.

Maintenance Equipment Needs

The current maintenance equipment at the Courses is extremely old and well worn. The recommended
maintenance equipment should greatly improve presentation and product of the Courses. Useful life is
normally 7 years, however, based on the seasonality and age of the existing equipment, the Courses
should expect to get 10 years of usage. The following chart provides a summary of the items to consider
for capital investment as well as recommended timeline. An item of note, the movement of equipment
from River Heights to Buena Vista would reduce maintenance equipment needs by ~$300,000 over the

next ten years.

Bunkers

At a minimum, replacement of the existing sand should be completed to improve the experience for the
clientele. At River Heights, consideration should be given to eliminating many of the out-of-play bunkers.
Of the 28 bunkers, our guess is that no more than 5 of them actually come into play. Of the 23 that
remain, we’d only recommend replacing about half of them to bring the total number of bunkers
somewhere between 15 and 18. These “new” bunkers can be strategically placed to have the biggest

impact from a playability and aesthetic perspective.

Bunkers are an expensive cost component to any golf course operation. Minimizing this expense would

be very beneficial for many reasons.
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Item Description

(3) Triplex Greens Mowers
(2) Fairway Mowers

(1) Sidewinder / Trim Unit
(3) Utility Vehicles

(2) Heavy Duty Gator

Turf Nursery

Mixing Pad / Spill
Containment
Replace All Irrigation
Controllers

Drainage
Bunker Renovation
Golf Carts

Parking Lot

Washpad for Mowers
Behind 1 Green

Bridges
Cart Path Paving
Miscellaneous

TOTAL - River Heights
(2) Triplex Greens Mowers
(1) Fairway Mower
(1) Utility Cart
(1) Heavy Duty Gator
(1) Bunker Rake

(1) Rough Mower

Full Irrigation System
Replacement

Bunkers

Pump Station
Drainage
Bridges
Miscellaneous

TOTAL - Buena Vista

TOTAL CAPITAL NEEDS

TOTAL - Buena Vista w/
closure of River Heights

r

$
$

$
$
$

$

$

$

$
r

$
r

$

r
$
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DEKALB PD GOLF COURSES
10 YEAR CAPITAL PLAN
2021 2022 2023
75,000 $ -8 $
50,000 $ -8 $
40,000 $ - s $
22,500 $ -8 $
-8 -8 $
10,000 $ -8 $
10,000 $ -8 $
- $100,000 $ $
15,000 $ 15,000 $ $
- $ 75000 $ 75,000 $
30,000 $ 30,000 $ 30,000 $
- $100,000 $ $
- $ 10,000 $ $
30,000 $ -8 $
20,000 $ - $ 20000 $
5000 $ 5,000 $ 5,000 $
r r r
307,500 $335,000 $130,000 $
50,000 $ -8 $
-8 - S8 $
7,500 $ -8 $
15,000 $ -8 $
15,000 $ -8 $
50,000 $ -8 $
450,000 $ - $ $
- $ 20000 $ $
90,000 $ -8 $
- $ 15000 $ $
-8 - $ 5000 $
5,000 $ 5,000 $ 5,000 $
r
682,500 $ 40,000
r r r
990,000 $375,000
r
572,500 $ 40,000

30,000 $

$
20,000 $
5000 $
r
55,000 $

$
$

$

5,000 $

r

-8

5,000 $

r

e
—~—

5,000

$

$

$

$

r

5,000 $ 90,000 $

-8
- $

5,000 $

r

46

5,000

r r r r
$ 10,000 $ 5,000 $ 5,000 $ 60,000

$140,000 $ 60,000 $ 10,000 $150,000

r r r r
$ 40,000 $ 5,000 $ 5,000 $ 60,000

$
$

$

$
r

$
r

$

r
$

COURSE

$ 85,000

$

$ 40,000

25,000 $

$

5000 $
r
30,000 $ 130,000

5,000

$ 70,000
$
7,500 $

$ 17,000

$
5,000 $ 5,000

r

12,500 $ 92,000
r

42,500 $222,000

12,500 $ 50,000

-

Buena Vista
GOLF COURSE
2029 2030
$ = 8 © $
$ $ $
$ - s - s
$ -8 - $
$ o © $
$ - s -8
$ - $ - s
$ -8 - $
$ -8 o $
$ - s -8
$ - $ - s
$ -8 - $
$ -8 ° $
$ - s -8
$ - s - s
$ 5000 $ 5,000 $
v r r
$ 5000 $ 5,000 $
$ - s -8
$ - s - s
$ -8 - $
$ -8 o $
$ - s -8
$ - s - s
$ -8 - $
$ o o $
S
$ - s - s
$ -8 - $
$ 5000 $ 5,000 $

L4

r

r

r r
$ 5000 $ 5,000 $

r

Total

160,000
105,000
80,000
47,500
30,000
10,000
10,000
100,000
30,000
150,000
120,000
100,000
10,000
30,000
60,000
50,000
1,092,500
120,000
55,000
15,000
32,000
15,000
50,000
450,000
20,000
90,000
15,000
5,000
50,000

917,000

$ 10,000 $ 10,000 $ 2,009,500

r

r r
$ 5000 $ 5,000 $ 795,000

©
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FINANCIAL ANALYSIS

BCG has provided four scenarios for the operation of the Courses. Scenario A assumes minimal capital

investment and both courses are operational with revised staffing model and marketing initiatives

implemented, Scenario B assumes baseline capital improvements are completed at both Courses and

revised staffing model and marketing initiatives implemented, Scenario C assumes the eventual closure

of River Heights, and Scenario D assumes the closure of Buena Vista.

Scenario A - Revised operational model, marketing, and rates.
Assumptions:

o 13,000 rounds at River Heights

o 12,000 rounds at Buena Vista

o Minimal Capital Investment

Scenario B - Revised operational model, marketing, rates, and baseline capital investment at
both Courses
Assumptions:

o 16,000 rounds at River Heights

o 13,500 rounds at Buena Vista

o Revised staffing Model to reflect mechanic and onsite full-time manager at River Heights

o Capital investment of $990,000 in Year 1 with a total of $1.575M after 5 years

Scenario C - Closure of River Heights
Assumptions:
o 18,000 rounds at Buena Vista
o Maintenance Equipment of value at River Heights transfers to Buena Vista
o Have not budgeted full time mechanic
o Have assumed onsite manager in clubhouse

o Total capital investment of $657k

Scenario D - Closure of Buena Vista

Assumptions:
o 21,000 rounds at River Heights
o Revised staffing Model to reflect mechanic and onsite full-time manager
o Maintenance Equipment purchased

o 5-year capital investment of $832k
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Scenario A

REVENUES

Greens Fees

Cart Fees

Driving Range

Pro Shop Sales

Food (Food & Soft Drinks)

Bewerages (Alcohol)

Other Golf Revenues (club rental, handicap)
Annual Passes

Miscellaneous Income

TOTAL REVENUE

COST OF SALES

COGS - Pro Shop Merch. 7099

COGS - Food (food and soft drinks) 38%

COGS - Bewerage (alcohol) 31%

TOTAL COST OF SALES
GROSS INCOME

LABOR
Golf Operations Labor

General and Administrative Labor
Golf Course Maintenance Labor
Food and Beverage Labor
Minimum Wage Impact

Total Direct Labor
Total Payroll Taxes
Total Medical/Health Benefits

TOTAL LABOR
Labor as % of Revenue
Payroll Tax
OTHER OPERATIONAL EXPENSES
Golf Operations Expense
General & Administrative Expense
Golf Course Maintenance Expense
Food and Bewerage Expense
Sales and Marketing Expense
Insurance - P and C

TOTAL OTHER OPERATIONAL EXPENSES

TOTAL EXPENSES

EBITDA
CUMULATIVE EBITDA
OPERATING MARGIN

OTHER EXPENSES
- Capital Items - River Heights
- Capital Items - Buena Vista

TOTAL CAPITAL INVESTMENT

NET CASH FLOW
CUMULATIVE NCF

DeKalb Park District
DeKalb, Illinois
October 7, 2019

4
TOTAL ROUNDS

ANNUAL SUMMARY ANALYSIS

Scenario A
Consolidated - Status Quo
CLUB SUMMARY
31,3707  28500" 22,672 24,999 24,999 24,999 24,999 24,999 124,997
2016 2017 2018 2020 2021 2022 2023 2024 TOTAL
$ 260,551 $ 255641 $ 225008 | $ 222,475 $ 222,475 $ 222475 $ 222,475 $ 222,475 $ 1,112,375
$ 134622 "$ 119292 "$ 110,519 | $ 117,022 $ 117,022 $ 117,022 $ 117,022 $ 117,022 $ 585,111
(s 22243"% 20776 "$ 19,990 [$ 19,350 $ 19,350 $ 19,350 $ 19,350 $ 19350 $ 96,750
(s 19182 "% 18367 "$ 14,352 |$ 15999 $ 16159 $ 16,321 $ 16484 $ 16649 $ 81,612
(s 37,825"% 36239 "% 26,183 |$ 46186 $ 46648 $ 47,115 $ 47586 $ 48062 $ 235596
(s 06,944 "% 94307 "% 87,662 |$ 82621 $ 83447 $ 84,282 $ 85125 $ 85976 $ 421,451
(s 3740"% 35857$ 2489|$ 2000 $ 2020 $ 2,040 $ 2061 $ 208l $ 10,202
(s 92,165 "% 88204 "$ 93,156 |$ 106,030 $ 107,000 $ 108,161 $ 109,243 $ 110,335 $ 540,860
s 1455"%  693°$ 1,013|$ 17748 $ 18025 $ 18306 $ 18580 $ 18875 $ 91,542
$ 688,113 $ 656,207 $ 596,209 | $ 629,432 $ 632,238 $ 635072 $ 637,934 $ 640,825 $ 3,175,499
(s 12249 "% 12761 "% 12,106 |$ 11,200 $ 11,311 $ 11,425 $ 11539 $ 11,654 $ 57,129
(s 23455 "¢ 23465°$ 22571 |$ 17,350 $ 17533 $ 17,708 $ 17,885 $ 18,064 $ 88,548
($ 37,260 "$ 33466 "$ 39,353 |$ 25086 $ 26246 $ 26500 $ 26774 $ 27,041 $ 132,556
$ 72964 $ 69,692 $ 74,029 (% 54545 $ 55000 $ 55641 $ 56,198 $ 56,759 $ 278,233
$ 615148 $ 586,515 $ 522,180 | $ 574,887 $ 577,147 $ 579,430 $ 581,736 $ 584,065 $ 2,897,266
Increase >J 2.0%] 2.0%)| 2.0%| 2.0%]
(s 56573 "% 55500 $ 61,092 |$ 128150 $ 130,713 $ 133,327 $ 135994 $ 138714 $ 666,398
fs 93038"% 99,629 "$ 50,133 |$ 10,000 $ 10,200 $ 10,404 $ 10,612 $ 10824 $ 52,040
s 249,885 "$ 250,912 "$ 276,650 | $ 274,808 $ 280,304 $ 285910 $ 291,628 $ 297,461 $ 1,430,111
(s 23593 "¢ 233027% 45922|$ 34897 $ 35595 $ 36307 $ 37,033 $ 37,774 $ 181,605
s - s - s - |3 - $ 221590 $ 22159 $ 22159 $ 22159 $ 88,636
$ 423080 $ 429,351 $ 433,807 | $ 447,855 $ 478971 $ 488,107 $ 497,426 $ 506,932 $ 2,419,291
s - s - "¢ - |s - $ - $ - $ - $ - 8 -
(s 36,707 "$ 38,308 "$ 39,177 |$ 38880 $ 39658 $ 40451 $ 41260 $ 42,085 $ 202,333
$ 450,796 $ 467,659 $ 472,983 | $ 486,735 $ 518,629 $ 528,558 $ 538,686 $ 549,017 $ 2,621,624
67% 71% 79% 77% 82% 83% 84% 86% 83%
0.0% 0.0% 0.0% 0.0%
Increase > 1.0%| 1.0%]| 1.0%| 1.0%)
s 946" 1,080"$ 3249|$ 3955 $ 3995 $ 4034 $ 4075 $ 4116 $ 20,174
(s 72722 "% 63340 "% 63961|$ 60960 $ 61569 $ 62,185 $ 62,807 $ 63435 $ 310,956
'$ 116,302 "$ 121,829 "$ 119,935 | $ 121,275 $ 122487 $ 123,712 $ 124949 $ 126,199 $ 618,623
s - s - "s - ls - $ - $ - $ - $ - & -
(s 62267 8339°$ 6447|$ 7200 $ 7272 $ 7,345 $ 7418 $ 7492 $ 36,727
's - s - "s - ls - "s T g T . g
$ 196,287 $ 194,587 $ 193592 | $ 193,389 $ 195323 $ 197,276 $ 199,249 $ 201,242 $ 986,480
$ 656,083 $ 662,246 $ 666,575 |$ 680,124 $ 713952 $ 725834 $ 737,935 $ 750,258 $ 3,608,104
$ (40,935) $ (75731) $(144,395)| $ (105,237) $ (136,804) $ (146,404) $ (156,199) $ (166,193) $ (710,838)
$ - 0% - % - | $(105,237) $ (242,042) $ (388,446) $ (544,645) $ (710,838)
6% -12% -24% 17% 22% -23% -24% -26% -26%
(s - s = 8 - |$ 50000 $ 50,000 $ 50,000 $ 50,000 $ 50,000 $ 250,000
s - s - s - |$ 30000 $ 30000 $ 30,000 $ 30,000 $ 30,000 $ 150,000
. - 0% - |$ 80000 $ 80,000 $ 80,000 $ 80,000 $ 80,000 $ 400,000
r r r r r r r
$ (40,935) $ (75,731) $ (144,395)| $ (185,237) $ (216,804) $ (226,404) $ (236,199) $ (246,193) $ (1,110,838)
$ (185,237) '$ (402,042) '$ (628,446) '$ (864,645) '$ (1,110,838)
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Scenario B

REVENUES

Greens Fees

Cart Fees

Driving Range

Pro Shop Sales

Food (Food & Soft Drinks)

Bewerages (Alcohol)

Other Golf Revenues (club rental, handicap)
Annual Passes

Miscellaneous Income

TOTAL REVENUE

COST OF SALES

COGS - Pro Shop Merch. 70%
COGS - Food (food and soft drinks) 38%
COGS - Beverage (alcohol) 31%

TOTAL COST OF SALES
GROSS INCOME

LABOR
Golf Operations Labor
General and Administrative Labor
Golf Course Maintenance Labor
Food and Beverage Labor
Minimum Wage Impact

Total Direct Labor
Total Payroll Taxes
Total Medical/Health Benefits

TOTAL LABOR
Labor as % of Revenue
Payroll Tax
OTHER OPERATIONAL EXPENSES
Golf Operations Expense
General & Administrative Expense
Golf Course Maintenance Expense
Food and Beverage Expense
Sales and Marketing Expense
Insurance - P and C

TOTAL OTHER OPERATIONAL EXPENSES

TOTAL EXPENSES

EBITDA
CUMULATIVE EBITDA
OPERATING MARGIN

OTHER EXPENSES
- Capital Items - River Heights
- Capital Items - Buena Vista

TOTAL CAPITAL INVESTMENT

NET CASH FLOW
CUMULATIVE NCF

DeKalb Park District
DeKalb, Illinois
October 7, 2019

TOTAL ROUNDS”

ANNUAL SUMMARY ANALYSIS

Consolidated - Baseline Capital

CLUB SUMMARY

Scenario B

49

31,3707 28509”22672 29,249 29,619 30,188 30,429 30,632 150,118
2016 2017 2018 2020 2021 2022 2023 2024 TOTAL
$ 260,551 $ 255641 $ 225008 | $ 271,900 $ 276,536 $ 284,457 $ 287,719 $ 290,596 $ 1,411,207
$ 134,622 $ 119,292 $ 110,519 | $ 136,547 $ 138372 $ 141,124 $ 142,230 $ 143,221 $ 701,494
$ 22243 $ 20776 $ 19,990 |$ 19,350 $ 19544 $ 19,869 $ 20,037 $ 20,150 $ 98,950
$ 19182 $ 18367 $ 14,352 |$ 19,124 $ 19587 $ 20,189 $ 20548 $ 20,904 $ 100,353
$ 37825 $ 36239 $ 26183 |$ 52124 $ 53380 $ 55017 $ 550997 $ 56,964 $ 273,482
(s 96944 "¢ 04307 "$ 87,662 |$ 99246 $ 101,667 $ 104,813 $ 106,673 $ 108528 $ 520,927
(s 3740"$ 3585°% 2489|$ 2000 $ 2020 $ 2040 $ 2061 $ 208 $ 10202
(s 92165"$ 88204 "% 93156 |$ 106,030 $ 107,090 $ 108161 $ 109,243 $ 110,335 $ 540,860
s 1455"$  693"$ 1013|$ 10098 $ 20298 $ 20601 $ 20907 $ 21216 $ 103,019
$ 688,113 $ 656,207 $ 596,209 |$ 726,319 $ 738493 $ 756,273 $ 765414 $ 773995 $ 3,760,493
Ms 12249 "¢ 12,761 "$ 12,06 |$ 13,387 $ 13711 $ 14133 $ 14384 $ 14633 $ 70,247
(s 23455 "¢ 23465 "% 22571 |$ 19590 $ 20061 $ 20,675 $ 21,043 $ 21406 $ 102,773
Ms 37,260 "$ 33466 'S 39353 |$ 31,124 $ 31,877 $ 32,858 $ 33442 $ 34021 $ 163,323
$ 7294 $ 69,692 $ 74029 |$ 64100 $ 65649 $ 67,665 $ 68869 $ 70,060 $ 336,343
$ 615148 $ 586,515 $ 522,180 | $ 662,218 $ 672,844 $ 688,607 $ 696545 $ 703,935 $ 3,424,150
Increase > 2.0%) 2.0%] 2.0%] 2.0%)
(s 565737 55509 % 61,002 |$ 128150 $ 130,713 $ 133,327 $ 135904 $ 138714 $ 666,898
(s 093038 "¢ 99629 % 50133 |$ 10000 $ 10,200 $ 10404 $ 10612 $ 10,824 $ 52,040
s 249,885 "$ 250,012 "$ 276,650 | $ 274,808 $ 280,304 $ 285910 $ 291,628 $ 297,461 $ 1,430,111
(s 23503 "¢ 23302"% 45922 |$ 34897 $ 35595 $ 36307 $ 37,033 $ 37774 $ 181,605
s - 73 -7 - |3 - $ 22159 $ 22159 $ 22159 $ 22159 $ 88,636
$ 423,089 $ 429351 $ 433,807 | $ 447,855 $ 478971 $ 488,107 $ 497,426 $ 506,932 $ 2,419,291
s - s - s - |s - s - $ - $ - $ - $ -
(s 36,707 "$ 38308 $ 39177 |$ 38880 $ 39,658 $ 40451 $ 41260 $ 42085 $ 202,333
$ 450,796 $ 467,659 $ 472,983 |$ 486,735 $ 518,629 $ 528,558 $ 538,686 $ 549,017 $ 2,621,624
67% 71% 79% 67% 70% 70% 70% 71% 70%
0.0% 0.0% 0.0% 0.0%
Increase > 1.0%)| 1.0%| 1.0%]| 1.0%)
s 946"$ 1080"$ 3249|$ 3955 $ 3,995 $ 4,034 $ 4075 $ 4116 $ 20,174
Fs 727227 63340"$ 63961 |$ 60,960 $ 61,569 $ 62,185 $ 62,807 $ 63435 $ 310,956
s 116,302 "$ 121,829 "$ 119,935 | $ 121,275 $ 122,487 $ 123,712 $ 124949 $ 126,199 $ 618,623
s - s - s - |s - s - $ - $ - $ - $ -
s 6226"¢ 8339"¢ 6447|$ 7200 $ 7272 $ 7345 $ 7418 $ 7492 $ 36,727
s - s - " - |s - Ts -y . Ts T - g .
$ 196,287 $ 194,587 $ 193592 |$ 193389 $ 195323 $ 197,276 $ 199,249 $ 201,242 $ 986,480
$ A
$ 656,083 $ 662,246 $ 666,575 |$ 680,124 $ 713952 $ 725834 $ 737935 $ 750,258 $ 3,608,104
$ (40,935) $ (75731) $(144,395)| $ (17,906) $ (41,108) $ (37.227) $ (41,390) $ (46,323) $ (183,954)
$ -8 -8 - |$ (17.906) $ (59,013) $ (96,241) $ (137,631) $ (183,954)
6% -12% -24% 2% 6% 5% 5% 6% %
(s - s -7 - |$ 307500 $ 335000 $ 130,000 $ 55000 $ 5000 $ 832,500
s - s - s - |$ 682500 $ 40000 $ 10,000 $ 5000 $ 5000 $ 742,500
$ - 0% -8 - |$ 990,000 $ 375000 $ 140,000 $ 60,000 $ 10,000 $ 1,575,000
r v v r v v v
$ (40,935) $ (75,731) $ (144,395)( $ (1,007,906) $ (416,108) $ (177,227) $ (101,390) $ (56,323) $ (1,758,954)
$ (1,007,906) " $ (1,424,013)"$ (1,601,241)"$ (1,702,631) "$ (1,758,954)
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Scenario C

YEAR

REVENUES

Greens Fees

Cart Fees

Driving Range

Pro Shop Sales

Food (Food & Soft Drinks)
Beverages (Alcohol)

Other Food & Beverage Revenue
Other Golf Revenues (club rental, handicap)
Annual Pass

Miscellaneous Income

TOTAL REVENUE

COST OF SALES

COGS - Pro Shop Merch.

COGS - Food (food and soft drinks)
COGS - Beverage (alcohol)

TOTAL COST OF SALES
GROSS INCOME

LABOR
Golf Operations Labor
General and Administrative Labor
Golf Course Maintenance Labor
Food and Beverage Labor
Minimum Wage Impact

Total Direct Labor
Total Payroll Taxes
Total Medical/Health Benefits

TOTAL LABOR
Labor as % of Revenue
Payroll Tax
OTHER OPERATIONAL EXPENSES
Golf Operations Expense
General & Administrative Expense
Golf Course Maintenance Expense
Food and Beverage Expense
Sales and Marketing Expense
Insurance - P and C

TOTAL OTHER OPERATIONAL EXPENSES

TOTAL EXPENSES

EBITDA
CUMULATIVE EBITDA
OPERATING MARGIN

CAPITAL INVESTMENT
- Equipment Needs
- Irrigation System
- Bunker Repair
- Other
TOTAL CAPITAL INVESTMENT

NET CASH FLOW
CUMULATIVE NCF

DeKalb Park District
DeKalb, Illinois
October 7, 2019

TOTAL ROUNDS”

ANNUAL SUMMARY ANALYSIS

Scenario C
Buena Vista Only
CLUB SUMMARY
141667 132577 11,327 19,000 19,190 19,493 19,649 19,755 97,087
FY FY FY 1 2 3 4 5 Year 1-5
2017 2018 2019 2020 2021 2022 2023 2024 TOTAL
$ 71555 $ 73273 $ 70,820 |$ 107,000 $ 108070 $ 111,312 $ 112982 $ 114112 $ 553,475
$ 45762 $ 43895 $ 43067 |$ 60,800 $ 61,408 $ 62378 $ 62877 $ 63215 $ 310,677
$ 22243 $ 20,776 $ 19990 |$ 19,350 $ 19544 $ 19852 $ 20011 $ 20119 $ 98875
$ 4353 $ 4291 $ 3482|$ 4750 $ 4845 $ 4971 $ 5061 $ 5139 $ 24767
$ 11264 $ 10122 $ 8895|$ 14250 $ 14536 $ 14914 $ 15183 $ 15418 $ 74,301
$ 10424 $ 13723 $ 12858 |$ 19,000 $ 19382 $ 19885 $ 20244 $ 20557 $ 99,068
$ 694 $ 618 $ 536 | $ -8 -3 -8 - % S -
$ 1622 $ 1180 $ 1019|$ 12250 $ 12373 $ 1249 $ 12621 $ 12747 $ 62487
$ 43020 $ 42143 $ 43955|$ 60460 $ 61065 $ 61675 $ 62292 $ 62915 $ 308407
$ - $ 61 $ 46l - $ - $ - $ - & - -
$ 210937 $ 210,082 $ 205068 [$ 297,860 $ 301,222 $ 307,483 $ 311272 $ 314221 $ 1,532,058
$ 1543 $ 2939 $ 1743|$ 3325 $ 3392 $ 3480 $ 3543 $ 3597 $ 17,337
$ 7204 $ 6023 $ 5874|$ 5700 $ 585 $ 595 $ 6073 $ 6167 $ 29720
$ 4687 $ 5385 $ 5880($ 7600 $ 7753 $ 7954 $ 8098 $ 8223 $ 39627
$ 13434 $ 14347 $ 13497 |$ 16625 $ 16959 $ 17,399 $ 17,714 $ 17,987 $ 86,684
$ 197,503 $ 195735 $ 191571 [$ 281,235 $ 284263 $ 290,084 $ 293558 $ 296234 $ 1445373
Increase >3 2.0%)| 2.0%] 2.0%) 2.0%)|
$ 26216 $ 26287 $ 25447 |$ 61,745 $ 62980 $ 64239 $ 65524 $ 66835 $ 321,323
$ 1154 $ 10000 $ 10,000 | $ -0 -3 -8 -8 -8 -
$ 98670 $ 96555 $ 102,008 [$ 100,519 $ 102529 $ 104579 $ 106671 $ 108804 $ 523102
$ - $ - $ - $ - $ - $ - $ - $ - $ -
$ - 9 -8 - s - $ 11497 $ 11497 $ 11497 $ 11497 $ 45988
$ 126040 $ 132842 $ 137,455 ($ 162,264 $ 177,006 $ 180,316 $ 183692 $ 187,136 $ 890,414
$ - $ - $ - $ - $ - $ - $ - $ - $ -
$ 2973 $ 14159 $ 14,609 |$ 24240 $ 24725 $ 25219 $ 25724 $ 26238 $ 126,146
$ 129013 $ 147,001 $ 152,064 [$ 186,504 $ 201,731 $ 205535 $ 209416 $ 213,374 $ 1,016,560
61% 70% 74% 63% 67% 67% 67% 68% 67%
0.0% 0.0% 0.0% 0.0%
Increase >3 1.0%)| 1.0%]| 1.0%| 1.0%)|
$ - $ - $ - $ - $ - $ - $ - $ - $ -
$ 23163 $ 19511 $ 20,718 |$ 17131 $ 17,302 $ 17476 $ 17650 $ 17,827 $ 87,386
$ 38578 $ 42823 $ 41377|$ 44986 $ 45436 $ 45800 $ 46349 $ 46813 $ 229475
$ - $ - $ - $ - $ - $ - $ - $ - $ -
$ 3189 $ 4264 $ 2757|$ 3000 $ 3030 $ 3060 $ 3091 $ 3122 $ 15303
$ - s - 8 - s - "g - Ts Ty - Ts - 3 -
$ 64931 $ 66598 $ 64853[$ 65117 $ 65769 $ 66426 $ 67090 $ 67761 $ 332,164
$ 193943 $ 213599 $ 216917 [$ 251621 $ 267499 $ 271961 $ 276506 $ 281136 $ 1,348,724
$ 3560 $ (17,864) $ (25346)|$ 29614 $ 16764 $ 18122 $ 17051 $ 15098 $ 96,650
$ @ s -3 - |$ 20614 $ 46378 $ 64501 $ 81,552 $ 96,650
2% -9% -12% 10% 6% 6% 5% 5% 5%
| d v
$ S - 8 - |s 325003 - s - s - s - % 32500
$ - s - s - |s 540000 8 - s - s - T8 - $ 540,000
$ -8 -8 - s - s 200008 -7 - s - $ 20,000
4 v
$ - 8 - 8 - |$ 5000 $ 20000 $ 10000 $ 5000 $ 5000 $ 45000
$ -8 -8 - |$ 577500 $ 40,000 $ 10000 $ 5000 $ 5000 $ 637,500
$ 3560 $ (17.864)'$ (25346)| $ (550,546)"$ (23.236)'$ 8122 $ 12051 '$ 10,098 $ (543510)
$ (550,546)"$ (573,782)"$ (565,659) % (553,608)$ (543,510)
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Scenario D

ANNUAL SUMMARY ANALYSIS

Scenario D
River Heights Only
“
CLUB SUMMARY
TOTAL ROUNDS r 17,225' 15,252' 11,345 21,748 21,983 22,325 22,448 22,573 111,077
2017 2018 2019 2019 2020 2021 2022 2023 TOTAL
REVENUES
Greens Fees $ 188,996 $ 182,368 $ 154,188 |$ 191,650 $ 195483 $ 200,973 $ 202,982 $ 205012 $ 996,100
Cart Fees $ 88860 $ 75397 $ 67452 (% 116,743 $ 118,004 $ 119,838 $ 120500 $ 121,168 $ 596,253
Driving Range $ - 0% - $ - $ - $ - $ -
Pro Shop Sales $ 14829 $ 14,076 $ 10870 | $ 21,748 $ 22,203 $ 22,774 % 23128 $ 23489 $ 113,342
Food (Food & Soft Drinks) $ 26561 $ 26,117 $ 17,288 | $ 52,497 $ 53595 $ 54,972 $ 55828 $ 56,699 $ 273,591
Beverages (Alcohol) $ 86520 $ 80584 $ 74,804 |$ 118,740 $ 121223 $ 124,338 $ 126,275 $ 128245 $ 618,821
Other Food & Beverage Revenue $ 18692 $ 18484 $ 15304 ($ - $ - $ - $ - $ - $ -
Other Golf Revenues (club rental, handicap) $ 2118 $ 2406 $ 1470($ -3 - $ - $ - $ - $ -
Annual Passes $ 49,145 $ 46,061 $ 49,201 |$ 77150 $ 77922 $ 78,701 $ 79,488 $ 80,283 $ 393,543
Miscellaneous Income $ 1455 $ 632 $ 567 [ $ - $ - $ - $ - $ - $ -
TOTAL REVENUE $ 477,176 $ 446,125 $ 391,141 '$ 578,527 $ 588,429 $ 601,596 $ 608,202 $ 614,897 $ 2,991,650
COST OF SALES
COGS - Pro Shop Merch. 70%9 $ 10,706 $ 9822 $ 10,363 |$ 15224 $ 15542 $ 15942 $ 16,190 $ 16,442 $ 79,339
COGS - Food (food and soft drinks) 37% $ 16,251 $ 17,442 $ 16,697 | $ 19,424 $ 19,830 $ 20,340 $ 20656 $ 20,979 $ 101,229
COGS - Beverage (alcohol) 30% $ 32573 $ 28,081 $ 33473($ 35622 $ 36367 $ 37302 $ 37883 $ 38474 $ 185,646
TOTAL COST OF SALES $ 59530 $ 55345 $ 60,532 '$ 70269 $ 71,739 $ 73583 $ 74729 $ 75895 $ 366,214
GROSS INCOME $ 417,645 $ 390,780 $ 330,609 '$ 508,258 $ 516,690 $ 528,013 $ 533473 $ 539,002 $ 2,625,436
LABOR Increase >>| 2.0%] 2.0%] 2.0%] 2.0%]
Golf Operations Labor $ 30357 $ 29222 $ 35645|$ 117,780 $ 120,136 $ 122,538 $ 124,989 $ 127,489 $ 612,932
General and Administrative Labor $ 70,000 $ 70,000 $ 25,000 $ - $ - $ - $ - $ - $ -
Golf Course Maintenance Labor $ 173,100 $ 173,985 $ 189,784 |$ 181,589 $ 185221 $ 188925 $ 192,704 $ 196,558 $ 944,998
Food and Beverage Labor $ 23593 $ 23302 $ 45922 |$ 44313 $ 45199 $ 46,103 $ 47,025 $ 47966 $ 230,607
Minimum Wage Impact $ = $ o $ o $ - $ 16424 $ 16,424 $ 16424 $ 16,424 $ 65,696
Total Direct Labor $ 297,050 $ 296,509 $ 296,351 '$ 343682 $ 366980 $ 373991 $ 381,142 $ 388437 $ 1,854,232
Total Payroll Taxes $ - $ - $ - $ - $ - $ - $ - $ - $ -
Total Medical/Health Benefits $ 33734 $ 24,149 $ 24568 ($ 24240 $ 24725 $ 25219 $ 25724 $ 26238 $ 126,146
Insurance - Workers Comp $ - $ - $ - $ - $ - $ - $ - $ - $ -
TOTAL LABOR $ 330,784 $ 320,658 $ 320,918 '$ 367,922 $ 391,705 $ 399,210 $ 406,866 $ 414675 $ 1,980,378
Labor as % of Revenue 69% 2% 82% 64% 67% 66% 67% 67% 67%
Payroll Tax 0.0% 0.0% 0.0% 0.0% 0.0% 0.0% 0.0% 0.0%
OTHER OPERATIONAL EXPENSES Increase >>| 1.0%| 1.0%)| 1.0%]| 1.0%|
Golf Operations Expense $ 946 $ 1,080 $ 3249|$ 3,955 $ 399 $ 4,034 $ 4,075 $ 4116 $ 20,174
General & Administrative Expense $ 49559 $ 43829 $ 43243 |$ 45540 $ 45995 $ 46455 $ 46,920 $ 47,389 $ 232,300
Golf Course Maintenance Expense $ 77814 $ 79,006 $ 78558 |$ 81289 $ 82101 $ 82922 $ 83752 $ 84,589 $ 414,653
Food and Beverage Expense $ - $ - $ - $ - $ - $ - $ - $ - $ -
Sales and Marketing Expense $ 3037 $ 4075 $ 3690($ 5250 $ 5303 $ 5356 $ 5409 $ 5463 $ 26,780
Insurance - P and C $ - $ - $ - $ - s - s - s - s - $ -
TOTAL OTHER OPERATIONAL EXPENSES $ 131,356 $ 127,989 $ 128,739 '$ 136,034 $ 137,394 $ 138,768 $ 140,156 $ 141,557 $ 693,908
TOTAL EXPENSES $ 462,140 $ 448,647 $ 449,658 s 503,956 $ 529099 $ 537978 $ 547,022 $ 556,232 $ 2,674,286
EBITDAR $ (44,495) $ (57,867) $(119,049)| $ 4,302 $ (12,408) $  (9,965) $ (13549) $ (17,230) $  (48,850)
CUMULATIVE EBITDAR $ @ s -8 - |$ 4302 $ (8107 $ (18072) $ (31620) $ (48,850
OPERATING MARGIN -9% -13% -30% 1% -2% -2% -2% -3% -2%
CAPITAL INVESTMENT
- Irrigation $ - $ - $ - $ - $ 100,000 $ - $ - $ - $ 100,000
- Golf Carts $ = $ = $ - $ 30,000 $ 30,000 $ 30,000 $ 30,000 $ - $ 120,000
- Drainage/Bridges/Bunkers $ - $ = $ = $ 45000 $ 90,000 $ 75,000 $ - $ - $ 210,000
- Equipment $ - $ ° $ - $ 187,500 $ - - $ - $ - $ 187,500
- Other $ o $ o $ o $ 45000 $ 115000 $ 25000 $ 25000 $ 5,000 $ 215,000
TOTAL CAPITAL INVESTMENT $ = $ o $ = $ 307,500 $ 335000 $ 130,000 $ 55,000 $ 5000 $ 832,500
NET CASH FLOW "$ (44,495)"$ (57,867)"$ (119,049)| $ (303,198)"$ (347,408)"$ (139,965)"$ (68,549)"$ (22,230) $  (881,350)
CUMULATIVE NCF $ (303,198)"$ (650,607)"$ (790,572)"$ (859,120)"$ (881,350)
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ATTACHMENTS

Attached at the end of this document are the following supporting documents that offer summary and

detail to the data discussed to this point:

= Best Practices
= Job Descriptions
= (3) Full year operating expense budget with monthly and departmental detail.

= Sample Marketing Playbook and examples

BCG is available to review and discuss any of the information presented within this material and look
forward to the opportunity to further develop concepts for operating the Courses at its highest potential.
It is important to consider that the financial projections do not offer a guarantee of performance and
final operating revenue and expense budgets would be developed and approved by the County based on
real operating expectations for a specific calendar year with consideration for any capital investment

that may cause disruption in the operation.
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APPENDIX
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UNDERLYING ASSUMPTIONS AND LIMITING CONDITIONS

In conducting their analysis, Billy Casper Golf made the following assumptions, except as otherwise noted
in our report:

1. There are no zoning, building, safety, environmental or other federal, state or local laws,
regulations or codes which would prohibit or impair the development, marketing or operation of
the subject project in the manner contemplated in our report, and the subject project will be

developed, marketed and operated in compliance with all applicable laws, regulations and codes.
2. No material changes will occur in (a) any federal, state or local law, regulation or code (including,
without limitation, the Internal Revenue Code) affecting the subject project, or (b) any federal,
state or local grant, financing or other program which is to be utilized in connection with the

subject project.

3. The local, national and international economies will not deteriorate, and there will be no

significant changes in interest rates or in rates of inflation or deflation.
4. Adequate transportation, utilities and governmental facilities will serve the subject project.

5. The subject project will not be subjected to any war, energy crisis, embargo, strike, earthquake,

flood, fire or other casualty or act of God.
6. The golf course will be marketed and operated in a highly professional manner.
7. Revenue projected does not include sales taxes.

8. No projects will be developed which will be in competition with the subject project, except as

set forth in our report.

9. There are neither existing judgments nor any pending or threatened litigation, which could

hinder the development, marketing or operation of the subject project.

10. The market analysis will be subject to the following limiting conditions, except as otherwise

noted in our report:

e The analysis contained in this report necessarily incorporates numerous estimates and
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assumptions with respect to property performance, general and local business and
economic conditions, the absence of material changes in the competitive environment
and other matters. Some estimates or assumptions, however, inevitably will not
materialize, and unanticipated events and circumstances may occur; therefore, actual
results achieved during the period covered by our analysis will vary from our estimates

and the variations may be material.

All estimates of future dollar amounts are based on the current value of the dollar,

without any allowance for inflation or deflation.

We have no responsibility for considerations requiring expertise in other fields. Such
considerations include, but are not limited to, legal matters, environmental matters,
architectural matters, geologic considerations, such as soils and seismic stability, and

civil, mechanical, electrical, structural and other engineering matters.

Information, estimates and opinions contained in or referred to in our report, which we
have obtained from sources outside of this office, are assumed to be reliable and have

not been independently verified.

The conclusions and recommendations in our report are subject to these Underlying
Assumptions and Limiting Conditions and to any additional assumptions or conditions set

forth in the body of our report.
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BEST PRACTICES
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Industry Benchmarks
= F&B Operations - 35% Cost of Goods Sold (“COGS”), 40% Labor & Burden, 5% to 8% Operational
Expense Burden dependent on footprint of facility
»= Merchandise Sales - 75% COGS and an annual turn rate of 4 to 6 times
= Total Labor of 40%
» Benefits Burden of 7% to 10%
= Average Dollar per Round (“APR”) is about 60% of highest posted rack rate

*= Measure APR by day and rounds type to optimize rate structure

Maintenance
= Regularly evaluate Labor Hour/Task Analysis
* Maintain Equipment Replacement Schedule

» Manage soils to maximize fertilizer usage by plant

Operations

= Trade-outs and barter agreements documented and evaluated for ROI

» Volunteer usage is liability concern from insurance purposes and potential interaction with guests

= C(Clearly defined roles and responsibilities of staff members - what are the priorities and focus of
key personnel

= Deposit Cash nightly/daily

= Post signage indicating if “guest does not receive receipt purchase is free.”

= COGS and pricing evaluated monthly

= Daily Reconciliation, Daily drawer closing, and Cash Reconciliation should not be performed by
the same individual

= Professional Training Program and constantly reinforce with staff. Ironically, lowest paid
employee or volunteer has the most interaction with the guest

=  Mystery Shop and provide guest comment cards for feedback

= Create an Annual Business Plan. Golf is a business, not a cottage industry

= Staff always in a logoed, uniform shirt with name tag

= Safe bolted to floor

»= Value your guests time

= Pace of Play - visual cues to speed up. Proactively address and monitor, once it is a problem it

is too late

Profitability Culture
»= Revenue generating Managers

*= Incentivize all staff on profitability of facility
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Miscellaneous
» Stand for something - Create and maintain integrity of brand / customer expectations.
= Large Clubhouses in communities become “white elephants.” Golf shops are usually overbuilt in

clubhouses

Marketing

= Data-capture of each golfer’s information. Each unique golfer would be contactable via e-mail
and snail mail

= Retention Strategies - number of golfers and the rounds of golf played in the United States are
relatively flat. Revenue growth requires stealing rounds from other courses and growing rounds
from existing golfers

= Marketing Plan with clear objectives, tactics and strategies

= Evaluate Return on Investment (“ROI”) of each promotion, if it is not measurable do not do it

= Improve portals for guests to contact SHR

= Packagers - Wholesalers are very advantageous during infancy of lifecycle of facility, improved
data-capture will allow for targeted communication without wholesalers as “partners”, just the

opposite currently, which makes no sense.
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SAMPLE JOB DESCRIPTIONS

DeKalb Park District 59 BILLY
DeKalb, Illinois CASPER

October 7, 2019



GENERAL MANAGER

Position Summary:

The General Manager/Director of Golf is the chief operating officer of the property. The GM/DOG

manages all aspects of the operation and coordinates/administers the property’s policies and procedures

as defined by the property’s ownership and/or Billy Casper Golf. Major responsibilities include (but are

not limited to) implementing and monitoring the budget, hiring, training and supervising all key staff

members, monitoring the quality of the property’s products and services, ensuring maximum guest

satisfaction and securing the property’s assets, including facilities and equipment.

Qualifications, Experience and Skill Requirements:

Must have experience in total golf facility management and demonstrated ability to run a
professional, efficient, high quality, service-oriented operation

Must possess excellent written and verbal communication skills

Must be highly organized, efficient and detail oriented

Must have excellent interpersonal skills

Must be proficient in the use of Microsoft Word, Excel, Outlook, and PowerPoint
Must have supervisory, coaching and staff development experience

Must have a strong business aptitude and passion for the golf business

PGA Member preferred, but not required

A four-year college degree preferred, but not required

Must have 3-5 years related experience in golf operations/club management

Position Responsibilities:

Develops, maintains and administers a sound business and organizational plan for the property
which includes an operating/capital budget and marketing plan

Hires, develops and supervises all key management employees of the property

Consistently assures that the property is operated in accordance with all applicable local, state
and federal laws

Oversees the care and maintenance of the property’s physical assets and facilities

Assists in the creation and coordination of the property’s marketing strategy in conjunction with
the designated Billy Casper Golf Marketing and Sales Directors

Works with the appropriate department managers to create and conduct player development
programs to attract golfers to the facility

Ensures the highest standards for food, beverage, sports, recreation activities and other property
services

Analyzes financial statements (income and expenses) relative to budgeted goals and takes
corrective measures as necessary

Works with department heads (where applicable) to schedule, supervise and direct the work of
all property employees

Participates in outside activities that are judged appropriate by the Regional VP/Manager to
enhance the presence of the property in the local community
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HEAD GOLF PROFESSIONAL

Position Summary:

The Head Golf Professional is a key member of the management team at the property and is responsible

for managing all golf and golf-related activities at the facility.

Qualifications, Experience and Skill Requirements:

Must have experience in golf operations management and a demonstrated ability to run a
professional, efficient, high quality, service-oriented golf operation

Must have the ability to hire and develop a motivated golf staff

Must have strong communication and interpersonal skills

Must have strong computer skills - Word, Excel, POS and Tee Sheet Management
Experience in merchandise and golf shop management

Experience in golf instruction

Experience building player development programs

Experience conducting golf outings/events

Must have 3-5 years golf industry experience

College Degree (PGM) preferred

Must be PGA Member

Position Responsibilities:

Creates, promotes and directs all golf activities

Maintains an attractive and orderly appearance in the golf shop

Supervises maintenance of golf cart fleet

Provides golf lessons to facility patrons

Creates and conducts player development programs for ladies, juniors and other groups
Hires, trains, and supervises golf shop staff and outside services staff

Conducts staff meetings with pro shop staff and outside services staff to ensure facility goals,
objectives and standards are being met

Creates annual budget plan for golf operations

Creates Open-To-Buy plan for golf shop merchandise purchases and sales

Manages inventory of merchandise in the pro shop and the outside service equipment
Directs and promotes golf operation safety program

Performs other related duties as assigned
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SUPERINTENDENT

Position Summary:

The Superintendent is an integral member of the property’s management team and oversees the
maintenance and agronomic practices of the golf course and adjacent grounds, including the clubhouse
landscaping and maintenance. The above responsibilities also include overseeing the repair and

maintenance of all golf course related equipment.

Qualifications, Experience and Skill Requirements:

e Must possess excellent interpersonal and communication skills

e Must be highly organized, efficient and detail oriented

e  Must possess basic computer skills - Word and Excel

e Must have supervisory, coaching and staff development experience
Must have a strong business aptitude and passion for the golf business
e Must have a basic knowledge of budgeting and expense management
e  GCSAA Member preferred, but not required

o A four-year college degree preferred, but not required

e Must have 3-5 years turfgrass management experience

Position Responsibilities:

e Maintains all grounds including the golf course, clubhouse surrounds and other maintainable property

e Supervises all planting, fertilizing and chemical applications, and other care of turf, plants, shrubs
and trees on the golf course and clubhouse surrounds

e Hires, supervises and develops Assistant Superintendent, foreman, irrigation technician and other
employees in the maintenance department

o Coordinates scheduling of all personnel assigned to the department

e Prepares and manages annual budget plan for the golf course maintenance operation on an annual
basis

e Maintains inventory and oversees all repairs and scheduled maintenance of all golf course
maintenance equipment

e Implements and enforces comprehensive safety program for employees of the maintenance
department

e Supervises maintenance and operation of drainage, irrigation and other mechanical watering systems

o Develops chemical and fertilizing plan on an annual basis

e Ensures that the golf course is providing healthy and high quality playing conditions for guests of the
property

e Prepares and maintains all recordkeeping for maintenance department (i.e. Human Resource files,
inventory files, fertilization and chemical application logs)

Working conditions:

e Moderate exposure to extreme cold, heat, working outdoors, chemicals, pesticides, gasoline,
vibration, mechanical hazards and electrical hazards. Work extended hours during golf season. Daily
exposure to dusts and pollens.

e Moderate physical activity including sitting, standing, walking, crouching/stooping/ squatting,
crawling, twisting upper body, climbing and lifting an average of 30 lbs.
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ASSISTANT SUPERINTENDENT

Position Summary:

The Assistant Superintendent is a key member of the property’s golf course maintenance team and assists

the Golf Course Superintendent with the day-to-day oversight of the maintenance and agronomic

practices of the golf course and adjacent grounds, including the clubhouse landscaping and maintenance.

Qualifications, Experience and Skill Requirements:

Must possess excellent interpersonal and communication skills

Must be highly organized, efficient and detail oriented

Must possess basic computer skills - Word and Excel

Must have supervisory experience

Must have a strong business aptitude and passion for the golf business
Must have a basic knowledge of budgeting and expense management
GCSAA Member or apprentice preferred, but not required

A four-year college degree preferred, but not required

Must have 1-3 years turfgrass management experience

Position Responsibilities:

Supervises and trains foreman, irrigations technician and other employees in the maintenance
department

Prepares weekly schedules for foreman, irrigations staff and other employees in the maintenance
department

Monitors inventory of all maintenance equipment and the use of the equipment, preventative
maintenance schedule, and safety training

Works closely with Superintendent in managing annual budget and maintenance recordkeeping
Works closely with Superintendent in preparing short-term and long-term agronomic strategies
to maintenance of the golf course daily, weekly, monthly and yearly fertilization, irrigation, etc.
schedules

Calibrates and operates pesticide sprayers

Perform related duties as assigned
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SNACK BAR MANAGER / ATTENDANT

Position Summary:

The Snack Bar Manager/Attendant is integral to the guest experience and provides food & beverage

services to the guests of the property. The Snack Bar Manager/Attendant will manage the food &

beverage service in the Snack Bar outlet, providing informal fast food in a high-quality service-oriented

manner.

Qualifications, Experience and Skill Requirements:

1-2 years of food service/food preparation experience

Must have good work ethic

Must be dependable

Must have friendly personality and enjoy working with the public
Must have good interpersonal and communication skills

High School (or equivalent) diploma

Position Responsibilities:

Handles the production and service of food and beverage products as necessary in the Snack Bar
Provides immediate attention to guests

Maintains the cleanliness of production and service equipment

Keeps production and service areas clean and orderly

Supervises other Snack Bar personnel where applicable

Requisitions food and other necessary supplies (where applicable) from kitchen

Provides adequate display of garnishes and condiments on “self-serve” basis

Performs clean-up and closing duties as assigned

Complies with applicable health, alcoholic beverage, fire and other local/state laws

Performs other related duties as assigned
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DETAILED EXPENSE MODEL - SCENARIO B
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CAMPAIGNS PER QUARTER



APRIL 2019

Register Today
Segmentation Group: O playsin L30 Days

Quarter: Second Email:
o Centralized Campaign: Play9 on the 9th 1.
C Launch Date: April 9th Send Date: April Ist
Campaign Run Date: April Ist - April 9th Subject Line: Join Us For 9 Holes on the 9th
> Code: QICCP9919 Segmentation Group: Anyone who has opened
or playedin last 18 months
m Campaign Offer
_I Headline: PLAY9 on the 9th 2.
Copy: Join us for 9 holes on the 9th! Send Date: April 5th
rl-l CTA: Click here to register Subject Line:9 Holes is Better than Zero |
A
N

3.

Send Date: April 8th

Subject Line: Get Over the Hump with 9 Holes
Segmentation Group: Played or Opened in the
last 18 months

Social Organic:

Post Date: April 4th

Facebook: Static Image

Content: |anuary 9this a PLAY9 Play Day. Join
us and the @USGA to enjoy the game we all lovel!
HPLAY9Golf

Website:
Website - Book your tee time:
April Ist — 9th

Text/Mobile App:

Push Notification/Text

Date: April 7th

Message: Did you get to the golf course last
week? #PLAYO at St. Johns this Wednesday,
March 9th!

Onsite Collateral Available for Instant

January 9th is a PLAY Play Day at St Johns. Join us and the

@USGA 1o enjoy the game we all love! #PLAYIGOIT D ow n I oad .
E—
m Geab same riznas and sign up toaay [ nirprow yICrasOjEvIa F | ye r
Szjons
Cart Sign

Table Tent




APRIL 2019

Quarter: Second Social Organic:

Centralized Campaign: Masters Post Date: Sunday. April 7th

Launch Date: April 7th Facebook: Static Image

Campaign Run Date: April 7th - April 10th Content: Tuned into #TheMasters and think you

Goal: Social Media Engagement can predict who will wear the #Greenacket?

Code: Q2CCMPTWI9 Comment with the golfer who you think will
win and his final score under par for a chance

Campaign Offer to WIN two free green fees to play our course.

Headline: Pick The Winner! #PickTheWinner #YouCanWinToo

Copy: It's TIME to PICK YOUR GOLFER AND

HIS SCORE. Pick the winner and stand the 4

chance to WIN WITH US. Learn more about the ~ Terms and Conditions: [insert course link to terms]

terms and conditions, (legal link) #TheMasters

#Green|acket?

CTA: Postand win Website:

Legal: Terms and conditions apply. Promo Box (Sunrise and Sunset Run from April
7th to April 10th)
Pick the Winner Promo that redirects to the legal
page: Example: http://www princewilliamgolf.
com/super-bowl-pick-the-winner-facebook-
contest-rules

O
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Onsite Collateral Available for Instant Download:
Flyer

Poster

Cart Sign

PICK THE Table Tent

WINNER . Visit DOD Centralized Campaigns
Win a FREE Prize “ IJ‘

A .t

Comment with the Winner + ﬁis Total Strokes Under Par

T I

Super Bowl Pick the Winner Facebook
Contest Rules

D PURCHASE 15 NECESSARY TO ENTER OF VI, & PURCHASE DOES NOT IMCREASE THE CHANCES OF WINMING
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APRIL 2019

Quarter: Second Email:

O Centralized Campaign: Easter Bundle 1.

C Launch Date: April 7th Send Date: April 8th
Campaign Run Date: April 7th - April 20th Subject Line: Hop To Our Online Store

> Goal: Online Store Sales Segmentation Group: Anyone who has opened
Code: Q2CCEBI19 or playedin last 18 months

EI Campaign Offer 2.
Headline: Easter Bundle Send Date: April 12th

n-l Copy: Hop to Our Eggstravegant Offer! Subject Line: Eggstravagent Savings Are Waiting
CTA: Click here to purchase For You

;U Legal: Holiday offers cannot be combined Segmentation Group: Core
with any other promotional offers. Terms and

N conditions apply. 3

Send Date: April 19th

Subject Line: Visit Our Online Store for Last
Minute Easter Gifts

Segmentation Group: Played or Openedin last 18
months

Social Organic:

Post Date: April 17th

Facebook: Static Image

Content: No need to hunt for this #Easter
prize. Hop to it with our Easter bundle via the
online store. Visit: [insert online store link] #Golf
#GolfGifts #PlayMoreGolf

Website:
Easter Bundle Promo (Visit Our Online Store April
7th = April 20Th)

Text/Mobile App

Push Notification/ Text

Date: April 14th

Message: Fill Your Easter Baskets with Our Easter

Wi = Golf Bundle and Get #GolfReady
PLAY MORE GOLF

Onsite Collateral Available for Instant Download:

3 ROUNDS F Iye r
OF 18 HOLES Poster
O$1\1181T5Y Cart Sign
Table Tent
o Visit DOD Centralized Campaigns

CLICK HERE TO PURCHASE
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Quarter: Second

Centralized Campaign: Tropical Tuesday

Launch Date: 3rd Tuesday of the Month
(April 16th)

Campaign Run Date: April 2ns - April 16th

Goal: Increase Weekday Play

Code: QICCTTI9

Campaign Offer

Headline: Tropical Tuesday

Copy: Bring the Tropics to the Golf Course
CTA: Click Here to Book a Tee Time.

APRIL 2019

Email:

1.

Send Date: April 2nd

Subject Line: Tropical Tuesday | Hawaiian Style
Segmentation Group: Members & Card Holders
that have played more than 5 rounds and have
opened email within the last year.

2.

Send Date: April 15th

Subject Line: Don't Forget Tropical Tuesday
Tomorrow

Segmentation Group: Locals within 10-mile
radius, that have opened an email within the last
year. PLUS Members & Card holders that opened
the January 8th email.

Social Organic:

Post Date: April 15th

Facebook: Static Image

Content: Tropical Tuesday Tomorrow
#SnapAPicHawaiianStyle #Play Tuesday 2019
HWinPrizes

Website:
Promo Box (Sunrise and Sunset Run from March
5th to March 19th)

Mobile App:

Offer Locker — Set up April 2nd

Bring the Tropics to the Golf Coursel Tropical
Tuesdays

Ref Coupon Code: QICCTTI9

AddImage

Text:

Send: April 16th

Bring the Tropics to the Golf Coursel Tropical
Tuesdays is herel Book Tee Time Now.

Ref Coupon Code: QICCTTI9

Add Image

Onsite Collateral Available for Instant Download:
Flyer

Poster

Cart Sign

Table Tent

Visit DOD Centralized Campaigns




MARCH 2019

for #WalkingWednesday and youlll get a
FREE Cart Fee for your next round played.
#StepUpYourGame

Quarter: Second Email:
O Centralized Campaign: Walking Wednesday 1.
C Launch Date: April 24th Send Date: April 19th
Campaign Run Date: April 10th — April 24th Subject Line: Walking Wednesday
> Goal: Increase Weekday Play Segmentation Group: Locals within 10-mile
Code: QICCWWI19 radius, that have opened an email within the last
m year.
_I Campaign Offer
Headline: Walking Wednesday Social Organic:
m Copy: Step Up Your Game | Receive a FREE Cart  Post Date: April 17th
Fee on Your Next Played Round. Facebook: Static Image
;U CTA: Click Here to Book a Tee Time. Content: now, ride later! Join us next Wednesday
N

Website:
Promo Box (Sunrise and Sunset Run from April
17th to April 24th)

Mobile App:

Offer Locker - Set up March 17th

Step Up Your Game | Receive a FREE Cart Fee on
Your Next Played Round.

Ref Coupon Code: QICCWWI19

Add Image

Onsite Collateral Available for Instant Download:
Flyer
Poster
Cart Sign
2 ; ¥ A Table Tent
walking wednesday., ¢ * 8 Visit DOD Centralized Campaigns

ﬁjlg *Customize if you play to RUN this the entire year

5 (Walk the last Wednesday of EVERY month)

FREE cart fee valld for k «?
your next round! =

Book Your Tee Time Today!

aie wednesday

Get Your Steps in on September 12th 4\




MAY 2019

Quarter: Second Email:
O Centralized Campaign: Mother’s Day 1.
C Launch Date: May 3rd Send Date: May 8th
Campaign Run Date: May 3rd - May 11th Subject Line: Book Your Tee Time for You and
> Goal: Female Golfer Data Capture Mom
Code: Q2CCMDI19 Segmentation Group: Weekend AM & PM
E Campaign Offer 2.
Headline: Mother's Day Send Date: May 10th
rl-l Copy: Mom's Play Free with a Paying Adult Subject Line: Moms Play FREE on Mother’s Day
CTA: Click Here to Book a Tee Time. Segmentation Group: Anyone who played for
;U Legal: Mother's Day offer cannot be combined  openin last 18 months
with any other promotional offers. Only valid only
N on Mother’s Day 2019. Terms and conditions Social Organic:
apply. Post Date: May 8th

Facebook: Static Image

Content: Forget brunch.. how about a breakfast
ball or two?! Bring 'Mom’ out to the course this
#MothersDay for a little bit of fun! She'll play FREE
with another paying adult. #Golf MomsPlayFree
HMemoriesWithMom

Website:
Mother’s Day Promo (Book a Tee Time May 3rd to
May 11th)

Text Club/Mobile App:
Moms play free with a paying adult! Book your tee

time today.
Date: May 10th

Onsite Collateral Available for Instant Download:
Flyer

Poster

Cart Sign

Table Tent

Visit DOD Centralized Campaigns

Mom'’s Play Free
with a Paying Adult.

Click Here To Book Your
Mother's Day Tee Time!




MAY 2019

Register Today
Segmentation Group: O playsin L30 Days

Quarter: Second Email:
o Centralized Campaign: Play9 on the 9th 1.
C Launch Date: May 9th Send Date: May Ist
Campaign Run Date: May Ist - May 9th Subject Line: Join Us For 9 Holes on the 9th
> Code: QICCP9919 Segmentation Group: Anyone who has opened
or playedin last 18 months
m Campaign Offer
_I Headline: PLAY9 on the 9th 2.
Copy: Join us for 9 holes on the 9th! Send Date: May 5th
rl-l CTA: Click here to register Subject Line:9 Holes is Better than Zero |
A
N

3.

Send Date: May 8th

Subject Line: Get Over the Hump with 9 Holes
Segmentation Group: Played or Opened in the
last 18 months

Social Organic:

Post Date: May 4th

Facebook: Static Image

Content: May 9this a PLAY9 Play Day. Join us
and the @USGA to enjoy the game we all love!
HPLAY9Golf

Website:
Website - Book your tee time:
May Ist — 9th

Text/Mobile App:

Push Notification/Text

Date: May /th

Message: Did you get to the golf course last
week? #PLAY9 at St. |ohns this Wednesday, May
Oth!

Onsite Collateral Available for Instant

January 9th is a PLAY Play Day at St Johns. Join us and the

@USGA 1o enjoy the game we all love! #PLAYIGOIT D ow n I oad .
E—
m Geab same riznas and sign up toaay [ nirprow yICrasOjEvIa F | ye r
Szjons
Cart Sign

Table Tent
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Quarter: Second

Centralized Campaign: Tropical Tuesday

Launch Date: 3rd Tuesday of the Month
(May 16th)

Campaign Run Date: May 7th - May 21st

Goal: Increase Weekday Play

Code: QICCTTI9

Campaign Offer

Headline: Tropical Tuesday

Copy: Bring the Tropics to the Golf Course
CTA: Click Here to Book a Tee Time.

MAY 2019

Email:

1.

Send Date: May /nd

Subject Line: Tropical Tuesday | Hawaiian Style
Segmentation Group: Members & Card Holders
that have played more than 5 rounds and have
opened email within the last year.

2.

Send Date: May 20th

Subject Line: Don't Forget Tropical Tuesday
Tomorrow

Segmentation Group: Locals within 10-mile
radius, that have opened an email within the last
year. PLUS Members & Card holders that opened
the January 8th email.

Social Organic:

Post Date: May 20th

Facebook: Static Image

Content: Tropical Tuesday Tomorrow
#SnapAPicHawaiianStyle #Play Tuesday 2019
HWinPrizes

Website:
Promo Box (Sunrise and Sunset Run from May 7th
to May 21st)

Mobile App:

Offer Locker — Set up May 7th

Bring the Tropics to the Golf Coursel Tropical
Tuesdays

Ref Coupon Code: QICCTTI9

AddImage

Text:

Send: April 16th

Bring the Tropics to the Golf Coursel Tropical
Tuesdays is herel Book Tee Time Now.

Ref Coupon Code: QICCTTI9

Add Image

Onsite Collateral Available for Instant Download:
Flyer

Poster

Cart Sign

Table Tent

Visit DOD Centralized Campaigns




MAY 2019

atthe. Ready to step up to the challenge?
#WalkingWednesday #StepUpYourGame

Quarter: Second Email:
O Centralized Campaign: Walking Wednesday 1.
C Launch Date: May 15th Send Date: May 28th

Campaign Run Date: May 15th - May 25th Subject Line: Step Up Your Game | Walking
> Goal: Increase Weekday Play Wednesday

Code: QICCWWI19 Segmentation Group: Weekday players that have
m played more than 3 rounds in the last 180 days.
_I Campaign Offer

Headline: Walking Wednesday Social Organic:
m Copy: Step Up Your Game | Receive a FREE Cart  Post Date: May 22nd

Fee on Your Next Played Round. Facebook: Static Image
;U CTA: Click Here to Book a Tee Time. Content: Next week is #WalkingWednesday
N

Website:
Promo Box (Sunrise and Sunset Run from May 15th

to May 29th)

Mobile App:

Offer Locker - Set up May 22nd

Step Up Your Game | Receive a FREE Cart Fee on
Your Next Played Round.

Ref Coupon Code: QICCWWI9

Add Image

Onsite Collateral Available for Instant Download:
Flyer
Poster
Cart Sign
Table Tent
' N Visit DOD Centralized Campaigns
walking wednesday. £ ™ *Customize if you play to RUN this the entire year

ﬁjlg (Walk the last Wednesday of EVERY month)

N,

FREE cart fee valld for k «?
your next round! =

Book Your Tee Time Today!

,'.‘

aie wednesday

Get Your Steps in on September 12th 4\




MAY 2019

Quarter: Second Social Organic:

Centralized Campaign: PGA Championship Post Date: Sunday, May 12th

Launch Date: May 12th Facebook: Static Image

Campaign Run Date: May 12th — May 15th Content: Another major? Another chance to WIN

Code: Q2CCPGAPTWI9 two free greens fees at our coursel Comment
with the golfer who you think will win and

Campaign Offer his final strokes under par. #PickTheWinner

Headline: Pick The Winner! #YouCanWinToo #PGAChamp

Copy: It's TIME to PICK YOUR GOLFER AND HIS

SCORE. Pick the winner and stand the chance to

WIN WITH US. Learn more about the terms and  Terms and Conditions : [insert course link to terms]
conditions, (legal link) #PGAchampionship
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CTA: Website:

Legal: Terms and conditions apply. Promo Box (Sunrise and Sunset Run from May12th
to May 15th)
Pick the Winner Promo that redirects to the legal
page:

https://www hilltopgc.com/pick-the-winner

Onsite Collateral Available for Instant Download:
Flyer

Poster

Cart Sign

Table Tent

Visit DOD Centralized Campaigns

20 ¥ 19

PICK THE WINNER




JUNE 2019

Register Today
Segmentation Group: O playsin L30 Days

Quarter: Second Email:
o Centralized Campaign: Play9 on the 9th 1.
C Launch Date: June 9th Send Date: une Ist
Campaign Run Date: |une Ist - June 9th Subject Line: Join Us For 9 Holes on the 9th
> Code: QICCP9919 Segmentation Group: Anyone who has opened
or playedin last 18 months
m Campaign Offer
_I Headline: PLAY9 on the 9th 2.
Copy: Join us for 9 holes on the 9th! Send Date: June 5th
rl-l CTA: Click here to register Subject Line:9 Holes is Better than Zero |
A
N

3.

Send Date: June 8th

Subject Line: Get Over the Hump with 9 Holes
Segmentation Group: Played or Opened in the
last 18 months

Social Organic:

Post Date: june 4th

Facebook: Static Image

Content: June 9this a PLAY9 Play Day. Join us
and the @USGA to enjoy the game we all love!
HPLAY9Golf

Website:
Website - Book your tee time:
June 1st - 9th

Text/Mobile App:

Push Notification/Text

Date: June 7th

Message: Did you get to the golf course last
week? #PLAY9 at St. |Johns this Wednesday, June
Oth!

Onsite Collateral Available for Instant

January 9th is a PLAY Play Day at St Johns. Join us and the

@USGA 1o enjoy the game we all love! #PLAYIGOIT D ow n I oad .
E—
m Geab same riznas and sign up toaay [ nirprow yICrasOjEvIa F | ye r
Szjons
Cart Sign

Table Tent
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Quarter: Second

Centralized Campaign: US Open
Launch Date: june 9th

Campaign Run Date: June 9th — June 12th
Goal: Social Media Engagement

Code: Q2CCUSOPTWI19

Campaign Offer

Headline: Pick The Winner!

Copy: It's TIME to PICK YOUR GOLFER AND HIS
SCORE. Pick the winner and stand the chance to
WIN WITH US. Learn more about the terms and
conditions, (legal link) #USopen

CTA:

Legal: Terms and conditions apply.

1 L ey

BACK TO HOME

U.S. Open Pick the Winner! =
1 oguny . '
i st i p— e e
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aceend pae parson, e
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JUNE 2019

Social Organic:

Post Date: Sunday, June 9th

Facebook: Static Image

Content: Sunday at the #USOpen giving you
all the feels? Get in on the hype by commenting
with the golfer who you think will win and his
final strokes under par for a chance to WIN two

free greens fees at our course! #PickTheWinner
#YouCanWinToo

Terms and Conditions : [insert course link to
terms]

Website:

Promo Box (Sunrise and Sunset Run from May12th
to May 15th)

Pick the Winner Promo that redirects to the legal
page:

https://www hilltopgc.com/pick-the-winner

Onsite Collateral Available for Instant Download:
Flyer

Poster

Cart Sign

Table Tent

Visit DOD Centralized Campaigns
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Quarter: Second

Centralized Campaign: Tropical Tuesday

Launch Date: 3rd Tuesday of the Month
(June 18th)

Campaign Run Date: June 4th - June 18th

Goal: Increase Weekday Play

Code: QICCTTI9

Campaign Offer

Headline: Tropical Tuesday

Copy: Bring the Tropics to the Golf Course
CTA: Click Here to Book a Tee Time.

JUNE 2019

Email:

1.

Send Date: |une 4th

Subject Line: Tropical Tuesday | Hawaiian Style
Segmentation Group: Members & Card Holders
that have played more than 5 rounds and have
opened email within the last year.

2.

Send Date: |une 17th

Subject Line: Don't Forget Tropical Tuesday
Tomorrow

Segmentation Group: Locals within 10-mile
radius, that have opened an email within the last
year. PLUS Members & Card holders that opened
the January 8th email.

Social Organic:

Post Date: june 17th

Facebook: Static Image

Content: Tropical Tuesday Tomorrow
#SnapAPicHawaiianStyle #Play Tuesday 2019
HWinPrizes

Website:
Promo Box (Sunrise and Sunset Run from June 4th
to June 18th)

Mobile App:

Offer Locker — Set up June 18th

Bring the Tropics to the Golf Coursel Tropical
Tuesdays

Ref Coupon Code: QICCTTI9

AddImage

Text:

Send: June 18th

Bring the Tropics to the Golf Coursel Tropical
Tuesdays is herel Book Tee Time Now.

Ref Coupon Code: QICCTTI9

Add Image

Onsite Collateral Available for Instant Download:
Flyer

Poster

Cart Sign

Table Tent

Visit DOD Centralized Campaigns
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get that #summer sunshine than walking 18! |oin
us this coming Wednesday for discounted walking
rates. Reserve your tee time today: [insert link to
book]

Quarter: Second Email:
O Centralized Campaign: Walking Wednesday 1.
C Launch Date: june 26th Send Date: |une 25th

Campaign Run Date: une 11th - June 26th Subject Line: Step Up Your Game | Walking
> Goal: Increase Weekday Play Wednesday

Code: QICCWWI19 Segmentation Group: Weekday players that have
m played more than 3 rounds in the last 180 days.
_I Campaign Offer

Headline: Walking Wednesday Social Organic:
rl-l Copy: Step Up Your Game | Receive a FREE Cart  Post Date: June 19th

Fee on Your Next Played Round. Facebook: Static Image
;U CTA: Click Here to Book a Tee Time. Content: Summer is here and no better way to
N

Website:
Promo Box (Sunrise and Sunset Run from June 11th
o June 26th)

Mobile App:

Offer Locker — Set up June 19th

Step Up Your Game | Receive a FREE Cart Fee on
Your Next Played Round.

Ref Coupon Code: QICCWWI19

Add Image

Onsite Collateral Available for Instant Download:
Flyer
& : P T Poster
walking wednesday. 67 = % Cart Sign
‘r*‘*i Table Tent
_ Visit DOD Centralized Campaigns

Ssotemper 12th andreca e £~ *Customize if you play to RUN this the entire year
your next round! y (Walk the last Wednesday of EVERY month)

Book Your Tee Time Today!

‘\

v ES
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Quarter: Second

Centralized Campaign: Longest Day of the Year
Launch Date: June 1/th

Campaign Run Date: June 17th - June 21st
Code: Q2CCUSOPTWI19

Campaign Offer

Headline: Longest Day, Longest Drive

Copy: Spend the longest day of the year
competition in our longest drive contest!

CTA: Click Here to Book a Tee Time.

Legal: The longest drive hole will be announced
on Friday. June 21st. The prize will be determined
by each course and may vary between courses.

JUNE 2019

Email:

1.

Send Date: |une 17th

Subject Line: Long Drives on the Longest Day of
the Year

Segmentation Group: Opened and played in last
18 months

2.

Send Date: june 20th

Subject Line: Compete in our Longest Drive
Contest Tomorrow, June 21st

Segmentation Group: Public within 10 miles

Social Organic:

Post Date: june 20th

Facebook: Static Image

Content: Take advantage of the longest day
of the year by competing in our longest drive
competition! Book your tee time to compete
for a prize: linsert link to book] #longestdrive
H#summersolstice #golf

Text/Mobile App:

Message: Longest day, longest drivel Compete
in our longest drive competition today only. Book
your tee time today.

Send date: June 21st

Onsite Collateral Available for Instant Download:
Flyer

Poster

Cart Sign

Table Tent

Visit DOD Centralized Campaigns
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Quarter: Second

Centralized Campaign: Father’s Day
Launch Date: June 10th

Campaign Run Date: June 10th - June 15th
Code: Q2CCFDI19

Campaign Offer

Headline: 4 Play 3 Pay

Copy: Play with 4 for the price of 3

CTA: Book Your Father’s Day Foursome Today
Legal: Father's Day discounts cannot be
combined with any other promotional offers.
Only valid on Father's Day 2019. Terms and
conditions apply.

-~
CLICK HERE TO ACCESS

OUR OMNLINE STORE /

JUNE 2019

Email:

1.

Send Date: June 10th

Subject Line: Receive A Discounted Round This
Father's Day

Segmentation Group: Played and Opened in last
18 months

2.

Send Date: |une 14th

Subject Line: 4 Play for the Price of 3 this Father’s
Day. Book Your Tee Time Today

Segmentation Group: Played and Opened in last
18 months

Social Organic:

Post Date: |une 12th

Facebook: Static Image

Content: Tee it up on the with "Dad’ this coming
Sunday! 4 play for the price of 3 - Father's Day
Special ONLY! Tee times still available! Book our
foursome round before its too late: [insert link to
book] #FathersDayFun #GolfWithDad #Golf

Website:
Promo Box (Sunrise and Sunset Run from June
10th to June 15th)

Text/Mobile App:

Father’s Day Sunday Special - 4 Play for the Price
of 3

Book your tee time today!

Send Date: Saturday June 15th

Onsite Collateral Available for Instant Download:
Flyer

Poster

Cart Sign

Table Tent

Visit DOD Centralized Campaigns
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