Goring & Streatley Golf Club
Strategic Framework
‘Planning for our Future’

Contents
Introduction................................................................................... 3
Executive Summary ........................................................................ 4
Our Vision ...................................................................................... 4
Our Values ..................................................................................... 4
Strategic Objectives ....................................................................... 5
Implementation ............................................................................. 6
Functional Area 1 - The Course ....................................................................... 6
Functional Area 2 - Membership .................................................................... 7
Functional Area 3 - Marketing ...................................................................... 10
Functional Area 4 - Development ................................................................. 11
Functional Area 5 - House............................................................................. 12
Functional Area 6 - Sales & Administration................................................... 13
Functional Area 7 - Financials ....................................................................... 14
Functional Area 8 - Governance ................................................................... 16

Appendix 1 ......................................... Error! Bookmark not defined.

Introduction
2016-18 has seen significant progress in the implementation of the Goring & Streatley Golf
Club (G&SGC) Management Plan with a number of projects being brought to a satisfactory
conclusion due the vision of the General Management Committee (GMC) and the hard work
and dedication of the Staff.
The main focus of the Plan was to ensure that the course is maintained in first class condition
and the all-round playing experience is second to none, enabling us to maintain a full
membership.
The GMC has recognised the need to change from a policy of ‘year on year’ direction to a
more strategic approach. It is committed to creating a lasting legacy for future generations
of golfers and feel that the adoption of a Strategic Framework will ensure the longevity of the
Club.
The future Strategy for the club has been formulated to reflect the improvements made in
the years 2016-18; conditions prevailing in the Golf industry; the needs of our
members/visitors and the desire to increase momentum on critical projects. The drivers and
background to our strategy are contained in the following pages.
The GMC continues to believe that we can sustain our golfing traditions, where our members
are able to play golf in the manner enjoyed to date. To ensure this we intend implementing
management practices which guarantee an ‘end-to-end’ experience for everyone at G&SGC.

Executive Summary
Our vision for the club is to be recognised as the ‘Club of Choice’ amongst our peer group in
the Berks, Bucks & Oxon (BB&O) region.
We have four clear strategic objectives:
1. To provide an all year round playing experience that is the envy of any club in the
region.
2. To constantly evaluate and remove any obstacles that may deter those whom we
would wish to welcome as members.
3. To create the right environment for all members and visitors to enjoy the G&SGC
experience.
4. To ensure that good governance exists for the Club to thrive.
Our priority is to maintain the course to a high standard.
As we develop other revenue streams, re-organisation of the clubhouse layout to benefit
members, societies and visitors without diminishing the member experience, is the key.
The ambition of the GMC is to develop the Club, improve efficiency and broaden our income
streams, without impacting membership subscription fees.
All projects are predicated upon our financial objectives being achieved - we only do what we
can afford.

Our Vision
To be the ‘Club of Choice’ in Berkshire, Buckinghamshire and Oxfordshire, where the yearround golfing and social experience exceeds the expectations of our members and visitors.

Our Values
Goring & Streatley GC has long been recognised as a friendly, welcoming club. This is cultural
and has evolved over many years. Consequently, our values are at the heart of the Club and
need to be respected in the formulation of any long-term strategy, if they are to be
maintained.
•

To be friendly and welcoming to all and deliver a consistently superior member
and visitor experience.

•

To treat all people fairly and with respect.

•

To maintain high standards of behaviour.

•

To uphold the quality of the course and clubhouse.

•

To take pride in our Club and instill it in others.

•

To celebrate and recognise success.

Strategic Objectives
The General Management Committee strategy is set out across four Strategic Priorities.
1. Achieving Golfing Excellence
•

Providing a golf course and year-round playing experience that is the envy of any
club in the region.

•

Establishing high quality teaching and practice facilities which support all
standards of golfers.

2. Evaluate and Remove Obstacles
•

Establishing a membership fee structure which does not deter those we hope will
join the Club.

•

Establishing a comprehensive and professional internal and external
communications programme to raise the profile and offerings of the G&SGC
brand.

•

Simplifying the process for visitors who would wish to play the course or attend
social functions.

3. Creating the Environment
•

Ensuring a warm, friendly and welcoming environment for all members and
visitors.

•

Continuing to invest in non-course assets in order to ensure that they are secure
and maintained and developed to a high standard, in accordance with members’
wishes.

•

Providing a consistent high quality and cost-effective bar and catering service
which supports both golfing and non-golfing activities.

4. Management Control
•

Establishing a sustainable and business aware management organisation that
guides the long-term ambitions and stewardship of G&SGC.

•

Ensuring that best practice governance sits at the core of the Club.

Implementation
These four strategic objectives are addressed through eight Functional Areas:
1. The Course (Strategic Priority: Achieving Golfing Excellence)
2. Membership (Strategic Priority: Evaluate and Remove Obstacles)
3. Marketing (Strategic Priority: Evaluate and Remove Obstacles)
4. Development (Strategic Priority: Creating the Environment)
5. House (Strategic Priority: Creating the Environment)
6. Sales & Administration (Strategic Priority: Management Control)
7. Financials (Strategic Priority: Management Control)
8. Governance (Strategic Priority: Management Control)
The actions and activities identified in each of the sections of this document will be led by the
Management Committee member(s) accountable and the work will form the basis of the
monthly Management Committee meetings

Functional Area 1 - The Course
Strategic Priority: Achieving Golfing Excellence
1. Providing a golf course and playing experience all year round that is the envy of any
club in the region.
2. Establishing high quality teaching and practice facilities which support all standards of
golfers
Commentary
It is our intention to retain G&SGC as a prime example of a traditional British style
downland/parkland golf course, whilst maintaining the values and design which reflects the
philosophy of a Harry Colt designed course.
Our focus will be on ensuring that the course continues to be maintained in top quality
condition and provides a challenge to all standards of golfers.
To help the GMC to assemble this section of the document, a subcommittee, incorporating a
small cross section of the membership, was sought. This was called the Golf Course
Development Committee and it combined members from the Ladies, Senior’s and Men’s
sections, the Scratch team and the General Manager.
Any development will continue to embrace the natural landscape and artificial features will
be kept to a minimum. Major alterations will not be made without the support of the
membership and, in such circumstances, professional advice will be sought. A key focus of
the strategy will be on improving the practice facilities, to support the teaching and
development of both the experienced and novice golfer and to address the safety issues with
existing practice facilities.
We remain mindful of the needs of physically restricted players and, where possible, adapt
the course. We will comply with government legislation at all times.

Machinery replacement and maintenance will continue in line with the changing needs of the
maintenance plan.
The current green-keeping headcount is at the right number in order to present the course to
the desired standard.
Where works are considered to be non-standard, golf course maintenance contractors will be
engaged.
Projects Completed and Progress Made in 2016-18
• A new greens, tees, approaches and fairways irrigation system installed.
•

All golf course machinery replaced under new lease deal.

•

The management of the woodland.

•

Improvement in the quality of the bunkers.

•

Changes in signage to improve the ‘kerb’ appeal and Club branding.

•

All tee markers and distance markers brought up to standard.

Key Course Objectives
• Establish a strategic framework for course development representing Harry Colt’s
design, incorporating the sustainability and appeal of the course.
•

Address any Health & Safety issues around the course.

•

Establish a strategy for better practice facilities.

Key Course Projects
• Rebuild and redesign the 7th, 11th and 14th greens and the 4th green and tee.
•

Develop a new short game area.

•

Install a teaching studio with covered bay.

Possible Future Projects
• Install buggy paths to some holes.
•

Reposition some bunkers.

•

Remodel some bunkers.

•

Bring 3A in the loop and take the 9th out of the loop, incorporating the lengthening of
the 7th and 8th holes.

•

Redesign 17th green and 18th tee layout

On-going Projects
• Continuing to improve the consistency of bunkers.
•

Replacing course signage and tee markers.

•

Improving the definition and playability of the course.

Functional Area 2 - Membership
Strategic Priorities: Evaluating Obstacles and Creating the Environment
1. Establishing a membership fee structure which is flexible to those whom we hope will
join the Club.

2. Establishing a comprehensive and professional internal and external communications
programme to raise the profile and offerings of the G&SGC brand.
3. Ensuring a warm, friendly and welcoming environment for all members and visitors.
4. Ensuring best practice governance is front and centre to the management of the Club.
Commentary
It is our intention to remain a Members’ Club and to maximise the full playing membership to
our capacity.
Membership categories:
7 Day

5-Day

7 Day

5 Day

Cascade 7 day

Cascade 5 day

All Intermediates

5 Day Plus

Corporate

80 + discounted 5 Day

Honorary

Flexible

Lifetime
80 + discounted 7 Day
Medical Suspension
We will need to adopt modern attitudes and approaches to the management of tee times,
whilst ensuring that current custom and practice in this regard is acknowledged.
There is an intention to move towards a tee management system because it is important that
we are able to attract new members and visitors whose preferences for playing golf are
changing.
We believe that by striving to make the golfing experience the best it can be, we will be able
to maintain the membership target, without the need to offer large financial discounts or
packages.
The commercial utilisation of our prime asset, the golf course, is vital if we are to maintain
membership fees at affordable levels.
We will take action to attract new members, specifically those who are moving to the locality.
However, there will be a stronger focus on the recruitment of ladies and younger players. To
do this, we have adopted a strategic sales focus to attract new members. To assist us with
this endeavour we have secured the services of a Sales and Marketing professional.
Additionally, we are working with the Golf Professional team to create a Golf Academy which
is vital to develop ‘in house’ members of the future.
We will continue to encourage non-playing and social memberships and seek to maximise the
use of our facilities for the benefit of our members. (See Functional Area 4: Development)
It is vitally important that G&SGC is considered not only the best course in the region but is a
place where all members are valued equally and visitors feel welcome. This is a strong

preference criterion for prospective new members and we need to ensure that everyone
enjoys the same excellent experience.
Projects Completed and Progress Made in 2016-18
• Intermediate Membership is now available to all players under 40 years of age.
•

An additional category of Flexible Membership has been developed and implemented.
However, the benefits have been modified to enhance the value of our high yield 5 &
7-day Memberships and to make the position fairer and more equitable.

•

‘Get into Golf’ weekends have been run. They attracted several potential members
into our proposed Academy.

•

Open Days held on several occasions over the last two years have yielded multiple
new members.

•

The appointment, in 2017, of a Professional Sales and Marketing contractor and the
introduction of new e-marketing initiatives has accelerated the speed at which we
have attracted new members.

Key Membership Objectives
Continue to develop an integrated plan to market and attract new members in all categories:
Men, Ladies, Juniors, Intermediate, Flexible, ‘New to Golf’, Academy and Social.
The Plan to include:
•

Website and electronic marketing.

•

Targeted marketing.

•

Open Days.

•

Develop relationships with local estate agents, businesses and hotels.

•

‘Get into Golf’ Days.

•

Develop relationships with schools/colleges.

•

Continue to refine the roles of the Office Staff.

Key Membership Projects
• Establish and uphold industry standards i.e. 59club (the golf industry’s leading
customer service, analysts and training provider).
•

Expand and cement the membership integration process.

•

Develop a Golf Academy designed to convert those enrolled into new memberships.

•

Establishing a ‘yardstick’ for our values and behaviour.

•

Review membership options, particularly for those golfers whose time to play is
restricted.

•

Develop a recording method for golf course usage by membership type.

•

Undertake a best practice governance review.

•

Increase the number of social members.

On-going Projects
• Review all golfing categories.
members.

Weekly sales initiatives designed to attract new

•

Continue to run Open Days.

•

Monitoring competitor clubs to ensure that our pricing structure remains competitive
and value for money.

•

Progress the development of the Academy and teaching and coaching within the local
community.

•

Use the Intelligent Golf software to measure usage and yield.

•

Refine and monitor the Membership Integration system.

Functional Area 3 - Marketing
Strategic Priorities: Removing Barriers and Creating the Environment
1. Establishing a comprehensive and professional internal and external communications
programme to raise the profile and offerings of the G&SGC brand.
2. Providing easy access for visitors who would wish to play the course or attend social
functions.
3. Ensuring a warm, friendly and welcoming environment for all members and visitors.
Commentary
It is our intention that members fully understand and support this strategic framework.
There will always be a diversity of views on the way forward. However, through regular
consultation and the provision of a forum for comment, it is hoped that we will be able to
satisfy any members’ concerns and achieve the best overall outcome for the Club.
It is our intention that members fully understand and support this strategy.
Although communication surrounding our marketing strategy will be focused internally we
will raise the Club’s profile externally in a professional and consistent manner to ensure that
we are able to attract new members and visitors effectively. It must be recognised that in
today’s market, the reducing number of golfers have limitations on their time and if we are
to increase the level of green fee revenue and subsequent new members, we must embrace
a cultural change in attitude to how our members and visitors receive their experience.
Also, our external messages must be validated by experiences ‘on the ground’. We will seek
feedback from visitors and act on recommendations to improve our service. It is our aim that
visitors will act as ambassadors and thereby provide a potential conduit for new members.
Projects Completed and Progress Made in 2016-18
• Preliminary work on the formulation of the G&SGC Strategy.
•

Introduction of a Sales & Marketing professional.

•

Sales culture introduced to team.

•

Back of house use of Intelligent Golf for all booking enquiries and management of the
event.

•

On-line booking of tee times for visitors introduced effectively.

•

Links established with local estate agents, businesses, hotels.

•

G&SGC Facebook page regularly updated and administered.

•

Facebook used as pay per click advertising.

•

Website updated regularly.

•

Woodlands Suite website integrated into IG.

•

Feedback cards integrated for our visitors.

•

Cascade Membership introduced.

•

Upgrading of website.

Key Marketing Objectives
• Raise our profile in the golf and function market.
•

Drive traffic to our website.

•

Increase our database from our marketing.

•

Launch the Strategic Framework to the membership.

•

Implement a tee management system.

•

Running open evenings to communicate the strategy to members and to consult on
key projects.

•

Replace course signage to fit our brand.

•

Maximise the benefits from social media.

•

Join hands with organisations as well as companies.

Key Marketing Projects
• Establishing a structured internal and external communication programme.
•

Implementing a marketing strategy to attract more visitors.

•

Collaboration with local hotels.

•

Establishing a plan to improve the visitor/society experience.

•

Including use of a formal feedback mechanism.

On-going Projects
• Replacing signage.
•

Reinforcing the Club’s identity through consistent branding.

•

Reinforcing links with local schools, colleges.

•

Using local papers for reporting activities.

Functional Area 4 - Development
Strategic Priority: Creating the Environment
1. Continue to invest in non-course assets to ensure that they are secure and maintained
and developed to the highest standards, in accordance with members’ wishes.

Commentary
It is our intention to provide a high quality and well cared for clubhouse, within the existing
footprint, which can be used by all members and visitors for the enjoyment of an exemplary
golfing and social experience. The focus of the development plan will be on maintaining the
clubhouse to a high standard, optimising the existing layout.
A critical element of the plan is to employ an industry expert designer to assist the GMC in
redesigning the internal layout of the ground floor in order that revenues can be maximised
and costs minimised. All proposed projects are dependent on the outcome of this report and
are therefore indicative only at this stage.
Currently, this space is used in an inefficient manner, adding to the running costs. A key
element will be to incorporate a Members Only area, not affected by any visitor, society,
function or business usage.
The advantages of such a project would be to:
•

Add value to the membership.

•

Improve service to all customers.

•

Reduce running costs.

•

Improve storage space.

•

Allow for further function revenue upstairs.

•

Allow for expansion of the ground floor, by relocation of the offices to upstairs.

•

Improve the patio area.

Longer term proposals surrounding the possibility of an alternative location for the clubhouse
and car park do not form part of the current Strategic Framework.
Projects Completed and Progress Made in 2016-18
• Partial redecoration of the changing rooms completed.
•

Men’s toilets refurbished.

•

Internet speeds improved through connection to Gigaclear

Key Development Projects
Whilst it is recognised that there are many improvements required in the clubhouse, it is
imperative that a clear plan is established, rather than taking on piecemeal projects. The
engagement of a professional consultant who is able to fully evaluate the resource we have
and take into consideration the needs of members and visitors, is essential. Therefore, until
this work is completed it is not realistic to itemise potential projects.
On-going Projects
• Maintaining the general fabric of the clubhouse, Professional’s shop and car park.

Functional Area 5 - House
Strategic Priorities: Creating the Environment
1. Provide a consistent high quality and cost-effective bar and catering service that
supports both golfing and social activities.
2. Ensure a warm, friendly and welcoming environment for all members and visitors.

Commentary
It is our intention to provide a high-quality bar and catering service for our members and
visitors throughout the day, when the course is open, and for functions.
We believe that the best way to deliver this objective, whilst assuring consistency in quality,
service and value for money, is through employing and training our own staff.
The change already made, together with the excellent location of the restaurant, has given
the Club opportunities to increase revenue. However, it should be recognised that first and
foremost we are a golf club and that any actions taken need to be considered carefully to
ensure they do not negatively impact on our golf playing members.
Projects Completed and Progress Made in 2016-18
• New House organisation established.
•

Recruitment of a Front of House Manager against key competencies.

•

Recruitment of a new Head Chef.

•

Improvement in team dynamics.

•

Ongoing improvement in consistency of food quality and service.

Key House Objectives
• Ensuring the dining experience continues to exceed expectations.
•

Improving cost control to increase profitability.

•

Identifying and implementing actions to increase sales.

•

Continuing to improve consistency in quality of food and service.

•

Reducing and managing the level of waste.

Key House Projects
• Improve security and payment process.
•

Increase the availability of hot food.

•

Target an increase in social members.

•

Communicate how menu prices are structured for social events and functions.

•

Evaluate discount and levy structure.

Functional Area 6 - Sales & Administration
Strategic Priority: Management Control
1. Establishing a sustainable and business aware management organisation which
guides the long-term ambitions and stewardship of G&SGC.
2. Ensuring that best practice governance sits at the core of the Club.

Commentary
It is our intention to provide an efficient administration system that supports the secure and
effective management of the Club’s affairs and finances by employing well trained staff who
can provide clear communication to all members and visitors.
We will always seek professional advice (legal or otherwise) when dealing with the security
of the Club’s business and remain compliant with relevant legislation at all times.

It is important to understand the workload undertaken by the Administration team. The
office will continue to operate an ‘open door’ policy but care must be taken to ensure that ad
hoc requests do not impact adversely on the efficiency or effectiveness of the service.
Projects Completed and Progress Made in 2016-18
• Establishing and progressing the G&SGC strategy.
•

Implement Head of Departments to perform appraisals and training plans for House,
Administration and Course staff.

•

Implement and monitor all HOD’s four main responsibilities: Controlling, Organising,
Managing and Planning

•

Ensuring job descriptions are current and reflect the ambitions of the strategy.

•

Implementing an appropriate modus operandi and communication mechanism for the
Head Professional.

Key Administration Projects
• Evaluate and then define the Club’s policy on training.
•

Evaluate and then define the Club’s direction on standards with a view to setting a
policy for the future.

•

Implement an audit system throughout.

•

Evaluate and develop the General Manager’s responsibilities.

•

Reviewing the Administration organisation to ensure optimum staffing levels and
working arrangements are met.

•

Evaluate the Club’s HR position with a view to reducing risk whilst adding value to the
members of staff.

•

Implementing Succession Planning for key roles (including the Management
Committee).

•

Managing the new website in real time.

On-going Projects
• Improving records retention and storage.
•

Reviewing the Sales Office workload and communication flow.

•

Ensuring the security of the clubhouse outside normal staff hours.

•

Improving the effectiveness of financial information.

Functional Area 7 - Financials
Strategic Priority: Management Control
1. Establishing a sustainable and business aware management organisation which guides
the long-term ambitions and stewardship of G&SGC.
2. Ensuring that best practice governance sits at the core of the Club.

Commentary
We will continue to develop a range of key financial performance indicators (KPI’s) that will
include both the drivers of financial performance, as well as the numbers in terms of £’s.

Critically, these KPI’s will include forward looking indicators of financial performance as well
as historical results.
The regular production of these KPI’s will be formalised within our governance processes.
Where possible the data will be automated and presented in a performance dashboard.
Projects Completed and Progress Made in 2016-18
Over the last couple of years, we have moved to a period of much greater financial stability.
In turn this has enabled us to re-invest in our business including:
•

The re-introduction of a golf professional on a retainer.

•

The replacement of our key course equipment. Our team of green keepers now have
the equipment they need to maintain a presentation of our course consistent with our
strategic vision.

•

The replacement of our ageing irrigation system and introduction of fairway irrigation.
Funding for this was achieved via a loan facility agreed with our bank (HSBC).

The above was only possible because we have been able to grow our business, both golf and
non-golf related. Key areas where we have seen this growth include:
•

Net growth in golf playing members.

•

Increased sales in our restaurant including a significant growth in wedding functions.

•

Increased guest green fees.

•

Increased gross profit generated in the bar and restaurant, achieved as a result of
better purchasing and stock control.

We have maintained a very strong culture of cost control. Costs are managed in four key
areas: course, house, sales and administration and general costs. All areas of 3rd party costs
remain under constant review and, where appropriate, re-negotiation and switching of
suppliers is undertaken in a very proactive approach.
Key Financial Objectives for 2017/18
• Our key financial objective for 2017/18 was to ensure we achieved at least a balanced
bottom-line performance where income matched costs.
•

The loan taken out to pay for the irrigation system was part drawn down in December
2017 and the first repayments went through in February and March 2018.

Future Key Financial Objectives
• Whilst we have made some significant investments in our Club over the last few years,
we will need to continue to invest if we are to achieve our strategic vision. Funding
for future investments will be obtained from excesses of income over costs achieved
in future years.
•

We are not planning on entering into any further forms of corporate borrowing over
our strategic planning period.

•

We remain committed to maintaining a membership fee structure that maintains
accessible golf for all and is benchmarked against our key competitors.

•

Year-on-year budgets will include an excess of income over costs of at least £20k. This
is dependent on how the critical membership renewal periods pan out. It is planned

that annual excesses of income over costs of c £40k-£50k can be achieved. This will
create the funding required for future investments in our Club.
•

These excesses of income over costs will be achieved through further growth in our
business.
This will include:
•

A net growth of golf playing members per year.

•

An underlying growth in restaurant and bar sales.

•

A growth in guest green fees.

•

Maintaining the culture of strong cost control across all areas of cost. Our financial
forecasts will include re-creating cash reserves of at least £150k.

•

Our Club balance sheet remains very strong with assets including two properties in
Goring and Streatley valued at a total of £1.1m, in addition to the Clubhouse and
course.

Functional Area 8 - Governance
Strategic Priority: Management Control
1. Establishing a sustainable and business aware management organisation which
guides the long-term ambitions and stewardship of G&SGC.
2. Ensuring that best practice governance sits at the core of the Club.
Commentary
As a long-established members’ club, it is inevitable that tradition plays a large part in the day
to day running of the Club. However, changes in legislation, the challenging golf market and
modern life means that we need to be mindful of how we operate and, possibly more
importantly, are perceived by members and guests alike. To this end it is imperative that we
protect ourselves and establish the Club as progressive and inclusive.

Key Governance Projects
•

Complete a review of all Club Rules and Bye-Laws in order to ensure they are in line
with current legislation (e.g. Equality Act 2010).

•

Carry out a full review and evaluation of the Club status with consideration given to
Limited status being established.

•

Complete a review of the management structure (GMC, Club Committee) in order to
ensure that they are fit for purpose.

•

Establish a robust succession plan in order to ensure continuity of management
strategies.

•

Complete a thorough risk assessment of the business and implement strategies for
mitigation of identified risks. (see Appendix 1)

•

Investigate the establishment of a ‘Heritage Fund’

