
 
IDEAS TO GROW YOUR BUSINESS

PGA Best Practices 2004  

 
ATTRACTING NEW GOLFERS—CASE EXAMPLES 

 
Attracting New Golfers: Introduction to Golf Program 
 
Facility Description:  A 36-hole municipal facility located in a large urban area.  The course 
operates year-round and logs about 125,000 rounds per year (down from 180,000 five years 
ago, due to increased competition from newly constructed public-access facilities.)  The 
facility has a large merchandise operation, range, learning center, and full-service 
restaurant/bar and banquet facilities.  
 
Program Purpose:  To introduce new players to the facility and the game through a low-key 
facility orientation and basic instruction on how to play golf.  The program is also intended to 
“convert” participants to beginner lesson programs.   
 
Participation:  In 2002, 503 adults participated in the complete program; approximately 
85% were women (2003 participation rates are similar).  About 50% did not have golf 
equipment.  
 
The program:  Initial local research indicated that potential new customers were uncertain 
about how to act on their interest in golf and were uncomfortable navigating a golf facility 
without guidance.  In response, PGA professionals at the facility designed the Introduction to 
Golf program.  It includes: 
 

• A total of  4.5 hours of instruction in three 90-minute sessions 
• Session 1:  “At the facility, On the Green,” a comprehensive facility tour, essentials, 

amenities,  components of a golf hole, terminology, equipment, putting fundamentals  
• Session 2:  “Around the Green,” putting review, safety, chipping, aim and distance 
• Session 3:  “On the Course,” chipping review, equipment review, full-swing 

fundamentals, example of club selection for distance and control, basic rules and 
etiquette, sign-ups for beginner lessons (they receive a $10 discount certificate) 

• Group leaders are volunteer amateur golfers (medium to low handicap) with high 
interest in golf 

• Leaders are trained by the PGA Head Professional to lead introductory sessions 
• Group size does not exceed 15 
• Participants are given a printed fundamentals guide, sleeve of balls, and tee packet 
• Golf clubs are provided for participants without equipment 

 
Results:  The Introduction to Golf fee was $39.95, resulting in approximately $20,000 in 
gross revenue for the program in 2002.  A total of 265 of the 503 participants (53%) signed 
up for the beginning golf instruction group program at $89.95—an additional $24,000 in 
revenue.  Thus, the program generated approximately $44,000 in revenue from non-
players/new customers and successfully converted 53% of participants to group lesson 
programs—substantially higher conversion rates than previous introduction programs.  These 
revenues do not include any subsequent equipment purchases, F & B, or greens fees paid by 
program participants. 
 
 
 




