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STATEMENT OF PURPOSE

Davies Enterprises, a Limited Liability Corporation, is seeking to acquire Arrowhead Golf Club, which is located at 655 Gallup Road, Spencerport, NY.  Arrowhead Golf Club is a mature, picturesque, semi-private, 18-hole golf facility developed on the Erie Canal.  The course was opened in 1976 and currently averages approximately 20,000 rounds per year, has nearly 100 members, and hosts a full league schedule both mornings and late afternoons. The intention is to invest personal capital and energy to improve existing revenue streams as well as develop completely new revenue sources that are not currently being utilized.  By taking advantage of these growth opportunities there will be a significant increase in revenue generated within the business.  This growth in revenue will be the basis by which the long-term projects will be funded.  The long-term projects will be the final phase in turning a seasonal, recreational business into a year-round, diverse, profitable business.

The purchase plan at this time is a three-part transaction.  The first part is the purchase of the land and business for $700,000, which will be paid to the selling corporation.  The second component will be a lease agreement for the remaining assets in the amount of $233,650 payable to the selling Corporation over the next 6.5 years @ $35,000 per year.  The third component of the deal is a Promissory Note to the sellers for $500,000.  The exact payment terms and structure have not been finalized at this time.

The total purchase prices will be $1,433,650.

Repayment of the financed portion of the acquisition would be made from the revenue generated from the daily business operations and would be secured by the real estate included in the purchase.  There was a MAI real-estate appraisal performed on the property in 1998.  The “as is” market value was $1,260,000 and a “prospective” valuation of $1,675,000 was given based on the completion of the extension project.  This was not based on the health of the business, but solely on the real-estate value.   

THE BUSINESS

Arrowhead Golf Club is an ideal business opportunity in that it already has an established and balanced client base that consists of memberships, league players, walk-in players and tournament players. The course would be considered medium in length by comparison, which makes it attractive to those individuals that don’t enjoy the longer courses.  Establishing Arrowhead Golf Club as a premier mid-range golf facility is the challenge that is appealing about this opportunity. 

Analysis of the “current state” of the business has revealed that there are many opportunities for growth ranging from small-scale enhancements to large projects that would enable year-round revenue streams.  Each of these growth opportunities would be a critical part in achieving the goal of making Arrowhead Golf Club a “Benchmark” golf facility in Western New York.

Legal Structure

The intention is to establish a member-managed Limited Liability Corporation  that will act as the Holding Corporation with additional LLCs created as subsidiary corporations that will own various entities of the business.  Corporation names, structures and members are still TBD pending professional review and guidance.

Primary Member(s)

Brian L Davies – President, Managing Member (owner 100%)

Shawna F Davies – Vice President ?

Secondary Members

None at this time.

The Articles of Organization and the final LLC structure will be decided after all the involved parties are identified and related negotiations have taken place.  The cost of structuring the LLC will be absorbed as part of the start up expenses associated with the purchase.

Investment Information

At this time, there are no investor interests in the purchase.  If an investor was interested, participation would be considered to reduce the required financing or to expedite the payments on the secondary debts to the sellers.

All investors that desire ownership equity will be required to clear a background check.  This is due to the strict regulations enforced by the State Liquor Authority, whereby any owner of a business will be included in the background investigations required for acquiring a liquor license.  As this ability to obtain a liquor license is critical to the prosperity of the business, all potential investors must not be a barrier to this action.

Description of the Business

Arrowhead Golf Club currently averages nearly 20,000 rounds per year.  It has nearly 100 members and hosts a full league schedule, both mornings and late afternoons.  Additionally, there is an active calendar of tournaments, with over 30 annually, including an annual benefit tournament to raise money for breast cancer research.  Over the past four years, the business has generated average annual income of $435,000 with utilizing a basic set of income sources.  

The course is in exceptional condition with plush fairways, finely manicured greens and challenging hazards.  In order to provide this high-end course quality, it is critical to have a reliable water supply.  To achieve this, the greens, tees, and fairways are all irrigated, with the greens and tees having Rainbird pop-ups.  Portions of the irrigation system have been converted to a 2-wire Rainbird system with electric valves and pop-up fairway heads.  This modernization of the irrigation system is key in maintaining a high-quality product moving forward.  Additionally, Arrowhead is located adjacent to the Erie Canal, so there are no concerns about water availability in the area.

An expansion/redesign project of the back 9 was recently completed.  The project was started in 1995 with the help of course designer Gordon Lewis of Naples, Florida. The old back 9 was par 32; the completed nine is par 35 at just under 2,600 yards.  There were 6 holes lengthened or redesigned and 2 completely new holes developed.  The last of the new holes was opened in September of 2003.  A similar expansion is planned for the front 9.  Fully completed, the entire layout will measure nearly 6,000 yards and play to a par 70.

There is a clubhouse building that contains the Pro-shop, snack bar and restrooms.  The building and business centers could be enhanced to entice a larger amount of patrons to stay at the course for food and/or beverages while discussing their experiences on the course in a comfortable relaxing environment.

On the second floor of the Pro-shop there is a 3 to 4 bedroom apartment approximately 3000 square feet.  This apartment is in exceptional condition.  The current owners reside in the apartment.  At this time, it is undecided as to the status of the living space.  The buyers may move in after selling their home, but it would make for an ideal rental property for golf enthusiasts.  Further analysis has to be done prior to making that decision.  

There is a non-developed Marina on the property measuring approximately 45,000 square feet.  The Town of Ogden has built a boat ramp at the west-end of the Marina, which they are currently leasing, from Arrowhead.  Arrowhead owns the Marina and can develop it as desired.  This is another excellent growth opportunity after acquisition that would generate alternative revenue streams to offset the limitations resulting from the seasonal income.

Arrowhead has a comprehensive website; http://www.arrowheadgolfclub.com, that provides all the relevant course information, has enrollment forms available and offers its users the ability to view and manage tee times on-line.  Currently, there are nearly 100 people that have registered to use this on-line tee time feature.  Automation such as this website are focal points that will be emphasized moving forward to help minimize the man hours required to manage the scheduling, leagues and general data generated from the business activities.

The property is currently zoned by the Town of Sweden as B-3, Commercial Recreation and R-1-2, Single-Family Residential.  Public water, electric, gas, cable and telephone service the property.  The main buildings are supported by a septic system.

There are approximately 200 acres of surrounding land that is either agricultural, cleared fields or wooded parcels that are currently zoned R-1 Residential.  This land is not part of the property, but it is vacant, without direct road access and it would be ideal for expansion projects.

All the buildings on the property range in age from the early 1980’s to recent construction.  None of the buildings require structural repair at this time.

Existing structures on the property include:

#1 Frame Clubhouse (Proshop/Snack Bar) downstairs with 4 bedroom  apartment & office space upstairs (6621 SF)

#2 Frame maintenance shop with cart storage upstairs (3852 SF)

#3 Frame storage building (2883 SF)

#4 Frame pavilion (953 SF)

#5 Frame & metal fertilizer building (1045 SF)

#6 Frame open dirt storage building (780 SF)

#7 Metal storage building (635 SF)

#8 Pole barn (3500 SF)

#9 Block Pump house on the course (100 SF)

#10 Wooden covered bridge on the course (200 SF)

Products & Services

Current sources of income

· Golf 

· Walk-in greens fees

· Memberships Fees

· Leagues Fees

· Tournaments Fees

· Lessons/Clinics

· Cart Rentals

· Club Rentals

· Beer & wine sales

· Snackbar/food sales

· Proshop sales

Additional/Proposed income sources

· Liquor sales

· Dinner sales

· Apartment Rental

· Storage Rental

· Driving range

· Marina slips/boat launch fees

· Tee box advertising

· Golf cart advertising

· Score card advertising

· Banquet/Party hosting

· Cigar sales

· Overall improvement on existing income streams via innovative marketing strategies

After reviewing these income streams, it appears that each one of these items can be significantly increased with more aggressive and innovative marketing strategies.  Additionally, there are many income streams that are not being utilized at this time.  Both the enhancements and the new opportunities will be discussed in more detail in the “Growth Opportunities” section.

Location

Arrowhead Golf Club is located at 655 Gallup Road, Spencerport, New York 14420.  The course is built adjacent to the New York State Erie Canal with approximately 5200’ of canal frontage.  The course is easily accessible from any direction by using primary State Routes 104, 31, 31A, 260, 19, and 531.  

The golf course is located approximately 15 miles from the Central Business District of Rochester.  With the extension of Route 531, which now ends approximately 2 miles from Arrowhead, drawing more clients from the eastern townships is a strategy that will certainly be targeted.  Arrowhead is also very accessible from the West as well and since there are fewer high-quality courses located in Orleans County, an equally strong advertising approach will be utilized to draw more patrons from the West.  

The primary business district near Arrowhead is the Town of Sweden (Brockport), which is continually growing both residentially and commercially.  The local economy is strong with a growing population and significant increase in new home construction. The area is attracting more families from other Rochester suburbs because of the reasonable real-estate value and the warm community.  

The commercial district is very well developed with many large and small businesses in the area to support the community’s needs. Additionally, Brockport is home to a State University of New York that attracts individuals to the area for employment opportunities, educational pursuit and recreational activities.  

Management

It is the intention of the Davies’ to be the primary business managers, handling all the day-to-day management responsibilities, both from the Business Operations perspective as well as the Grounds/Course Operations.  

It is expected that the current Superintendent will be retained and oversee the Grounds Operations with direct reporting responsibility to the owners. 

Legal representation:


David C. DiMarco


Woods, Oviatt & Gilman, LLP

700 Crossroads Bldg, 2 State St

Rochester, NY 14614

Accountant Services:

Craig S. Kellner, CPA, Partner
The EFP Group
180 Canal View Blvd., Suite 100
Rochester, New York 14623
Personnel 

The current personnel head-count and pay rates for the course is listed below:

2 – owners

8 – Interior employees – Average $7.00/hr

9 – Exterior employees – Average $7.00/hr

1 – Exterior employee/Mechanic - $11.00/hr

1 – Superintendent - $28,600 (based on a 44 hour work week)

· paid life insurance ($403.26 per year)

· Year end bonus ($1000)

· Plus many other miscellaneous perks 

· (his compensation will need to be re-negotiated)

Initially, the staff will remain intact until the current employment needs are re-evaluated to determine if changes are required or if job responsibilities need to be re-arranged.  This may be an area of improvement and/or reduction in overhead.

Methods of Record Keeping

Current model

· Individual non-networked cash registers

· Primarily manual management of leagues and golf activities utilizing MS Office products.

· Primarily manual management of finances utilizing MS Office products and COTS accounting software.

· Professional tax service is retained.

Proposed model

· A touch-screen, point of sale system will be implemented as the bar/restaurant business grows.  This will not be critical in developing new growth, but more critical in effectively managing the business after the growth.

· All inventories, sales, time keeping, tee times, league information, membership information, etc will be on the same centralized system.  To reduce initial costs, in-house automation and databases will be developed to manage this information.  This will reduce overhead and error, while increasing productivity related to record keeping and overall management activities.

· Leagues will be managed through automation and databases for better metric collection, business analysis and overall customer satisfaction.

· Professional accounting services will be utilized for taxes.

Insurance

Primary insurance will be carried for the business. (Property damage, liability, etc…).  Review current insurance coverage with Sellers.

Liquor insurance will need to be carried. (Contact insurance companies for details – Dave Henko –58 Main)

A bond will need to be carried for the liquor license. (contact insurance companies)
Health insurance will be provided for the owners and salaried employees.  Paychex offers suitable group policies.

Is there special insurance needed for the marina?

Security

Security Cameras will be placed in various locations around the course to provide our customers with additional safety and to reduce loss and property damage. 

There is a security system installed on the property that is not currently activated.  Analysis will be done to determine if the existing system is sufficient and should be utilized or if a new system needs to be put in.  Either way, there will be a security system in place that protects all structures on the property.

Growth Opportunities/Enhancement Projects

Short-term Growth Opportunities (less than 1 year)

· Liquor sales (new income – medium expense)

· Build modest bar

· Re-model Proshop to create more seating areas for patrons

· Attain liquor license for Proshop, pavilion and beverage cart

· Sell Tee advertising (new income – little expense)

· Build wooden markers

· Engage local advertisers

· Sell Cart Advertising (new income – little expense)

· Find cost effective print shop to make vinyl/plastic advertisers.

· Engage local advertisers

· Sell Score Card Advertising (new income – little expense)

· Modify golf card appearance

· Engage local advertisers

· Enhanced Snack-Bar Food service (improve income – little expense)

· Better sandwich selections.

· Better finger food options

· Better Breakfast food options

· Served in Proshop

· Offer food/golf specials for off hour players 

· Sit-down Dinners  (new income)

· Grilled Steak

· Chicken dinners

· Pasta dinners

· Fish Fry dinners

· Served in pavilion 

· Cooked on outside grill/BBQ by Proshop to entice with smell/appearance 

· Offer the leagues incentives to stay for meals/drinks (improve income – little expense)

· Advertise discounted fares for off hours (improve income – little expense)

· Advertise combo plans cart/greens fee/lunch/breakfast for off hours (improve income – little expense)

· Advertise all you can play days/hours (improve income – little expense)

· Increase advertising locally (improve income – little expense)

· Partner with local businesses to offer co-supplier offerings (improve income – little expense)

· Increase visibility to the course through visual displays in local businesses and news media (improve income – little expense)

· Stay and play options with hotels (improve income – little expense)

· Dine and play options with restaurants (improve income – little expense)

· Play and dine options with restaurants (improve income – little expense)

· Give discounts to other course’s memberships (improve income – little expense)

· Partner with physical therapists/massage therapists in the area (improve income – little expense)

· Solicit larger tournaments (improve income – little expense)

· Host poker nights (to sell food/beverages) (improve income – little expense)

· Sponsor bowling teams in exchange for golf leagues in summer (improve income – little expense)

· Small scale Driving range (new income – medium expense) 

· Establish relations with SUNY, high schools, organizations, and businesses to offer discounted rates (improve income – little expense)

· Organize Casino trips, or overnight golf trips (new income – little expense)

· Completely automated league management on the web site (increase income – little expense)

· Solicit customer feedback on small scale improvements and complete them quickly to improve customer perception. (increase customer satisfaction/income – little expense)

· Add yardage markers in fairways (increase customer satisfaction/income – little expense)

Short-mid range growth opportunities (1-5 years)

· Improve Driving Range (improve income – medium expense)

· Shelter/lights/heated hitting area (to enable extended, year-round income – medium expense)

· Acquire Golf simulators for range practice, training, parties or leagues in off-season (new income – med/large expense)

· Complete course improvements on the front nine (improve income – med/large expense)

· Marina enhancements: slips, bathroom, showers, overnight stays, gas, electric (new income – medium expense)

Long-Term Growth opportunities (5-7 years)

· New Clubhouse/Party house/Proshop/Restaurant (new income – year round income – large expense)

· Upgrade membership services (improve income)

· Pool (improve income – med expense)

· Fitness Center (improve income – small expense)

· Showers/locker room – (improve income)

· Acquire south side and/or west side land for enhancement project (TBD)(new income – large expense)

· Either adding another 9 holes or

· Increasing overall length of the existing 18 or

· Constructing upscale cottage-style single family homes that will be part of the Golf Course Property

· Acquire canal-front property on the north for enhancement project (TBD)(new income – large expense)

· Increasing overall length of the existing 18 or

· Constructing 2-4 high-end single family homes that will be part of the Golf Course Property

The described changes are not committed to, but rather proposed growth opportunities to be reviewed and analyzed once ownership has been established. The assumption is that funding for these changes will come primarily from the returns generated by the daily operations and be performed by the course employees where applicable.  In some cases, it may be necessary to seek credit lines to complete the projects in a suitable timeline to enable quicker returns.

Clubhouse details:

By building a new Clubhouse/Banquet facility directly on the canal, Arrowhead would transform from a seasonal recreation facility to a highly popular year-round Golf Club/Restaurant/Bar/Banquet facility. The cost will be funded partially by our business operation profits, additional contributions from the investor/owners, and bank financing. As the design and location has not been determined, the estimated cost of this project would be in the $500,000 -750,000 range. 

The current clubhouse would remain the same structurally for the next 3-4 years. During that time, the due diligence required to determine if a new Clubhouse would be constructed should be complete. 

If the new clubhouse would not be constructed at that time, the existing Proshop building would be re-designed to accommodate a full-sized bar area with a deck, ample seating for formal dining, locker rooms and many more upgrades. The kitchen would be enlarged and reconfigured to be capable of providing higher volume, year round service. 

Expectations are that the new clubhouse would eventually be relocated to the bank of the canal sometime down the road, possibly as early as 7 years. The new clubhouse would include locker rooms, club storage, an expanded banquet facility and pro shop / lounge area as well as offices for staff.  With the addition of the new banquet facility, the golf course will be promoted as a wedding ceremony and reception facility. Large events for receptions and weddings will increase the profitability of the golf, food and beverage operations.

Food and Beverage Operation

There would be an immediate change in operation of events, banquets and dining options. We would improve the menu selections, initiate a sit-down diner service and supply a full-bar selection to keep players at the club longer.  For the sit down meals, we would serve with more formal glassware and utensils. A more upscale environment needs to be presented to attract bigger and better events. 

We will also incorporate a full bar selection and increase the size of the bar / lounge area to be open all year. We will bring in lottery machines and proposed golf simulators to run winter leagues and play during inclement weather. The new clubhouse would house all these areas but for the time being we would be limited by space constraints.

Maintenance facility details:

There is no need to enhance the maintenance facilities at this time.  In fact, there is a newly constructed maintenance barn that is currently being leased to a construction company. Further assessment of the space is required, but it may be beneficial to subdivide this space and continue to lease it out on a temporary basis.  This additional revenue stream would help fund other improvement projects.

Membership enhancement details:

Arrowhead currently maintains nearly 100 memberships that have full access to the course and all current amenities. All fees other than green fees are not covered in the current membership plans. Discounts are provided to members for most other services and fees. Memberships range from $525 for a single to $995 for a family plan.

The prime plans for membership increase and retention remain centered on the best customer service available. We intend to be a first rate public course with private amenities when we are complete with all changes. By completing the course improvements to make it longer and more enjoyable combined with the other amenity improvements, our plan is to increase the public’s interest in becoming a member of Arrowhead.  We will place a large emphasis on attracting new golfers to the game, drawing existing players from other courses and increasing the overall experience and spending among the golfers that play at Arrowhead. 

We will place a high focus on family participation to help develop long-term customer-relationships.  Our long-term player-development programs target junior golfers who have a high incidence of becoming core and avid golfers 10 to 15 years from now.  We have established a good junior base over the past 3 years and the increase in our programs shows great strides every year.  Developing a golf environment where the whole family is welcome is key in retaining and developing new memberships.

One trend that motivates the shifting atmosphere in the club industry is the aging of the baby boom generation, currently defined as people ages 40 to 57—about the age when people typically begin joining clubs. The average age of club members is trending downward as the large generation of boomers joins clubs. Our plans are to modify our culture and structure to accommodate this generation. In our case this means adding services and benefits. 

Additional Promotions:

· Frequent player cards reward customers who take an active role in spending money on the golf course or in the golf shop. Loyalty programs such as rewarding a free round after a set number of rounds are completed or by awarding members merchandise based on total dollars spent at a facility are two examples. 

· Discounted rates are created so in non-prime times rates are dropped. An example is after 6:00 PM our rates are reduced and unlimited play is allowed following our current leagues.

· Early bird 9-hole rates allow customers to play early in the morning has been contemplated. Begin play on the backside so as not to interfere with front side traffic. 

· Group rates to companies for bringing employees to the course or special after-work rates are all part of variable pricing plans is another option we have discussed.

· If play drops off because of the weather, discount rounds at a certain time of day are currently available in both spring, and fall.  Discount rates are also available during the heat of midday during the summer.

· Informal dining is becoming increasingly popular. One driving force behind this trend is the importance of family dining to club members. The club is becoming a place where members want to spend time with their families. This is due in large part to hectic work schedules and what is often referred to as “time starvation,” caused by the amount of time people spend working both in and out of the office. 

· Technological advances have allowed people to stay connected to their jobs even when they physically are not at work. Because of this, golfers may wish to spend some daytime hours at the course, but need to be accessible for work.  A professional center may be set up in the Clubhouse for those individuals that need to conduct some business while at the course.  High-speed Internet service, a PC, a printer, a phone and work area would be available for their limited use.

· Another important change in our food and beverage operations is the increase in the availability of takeout. Providing takeout is one way for us to help meet the needs of time-starved members. 

· Offering a “children’s club within a club,” would be an ideal solution for those parents that want to golf, but their children are too young to play formally. This service would offer a variety of options for golfers’ children while allowing the parents to enjoy a peaceful round. Additionally, this could translate to the availability of childcare and summer camps. . 

· We will provide some sort of rewarding members who bring new members into the club by creating a special incentive program. Create open house days where prospective members can come and play golf and where a program is presented describing benefits of joining the club.

· Establish a program where future members come from the junior ranks of the facility such as a very small fee at age 21 with reduced fees until age 30 may be a popular way to keep the family tradition at facilities.

· Create a summer membership program that allows individuals to pay a 3-month fee for use of the facilities, or even consider an after 2:00 p.m. membership.

League Plans:

There are leagues running Monday through Friday, both morning and nights. A typical league runs 16 weeks and cost $160 per person, this includes green fees, handicap, points, banquet and prizes at the end of the season.  There is availability in the mornings and early afternoon for new leagues and a 3rd nine holes would open up even more opportunities. 

Specialty events such as Sunday afternoon couple leagues and parent-child leagues go a long way in attracting people to the game. 

1. Creation of more league play for companies, seniors, juniors, and women with different formats will allow all types of people to enjoy the game of golf. We are considering a Senior League coordinated with a local Senior Activity Center in town.

2. Scramble Leagues allow us to pair golfers of equal ability and appeal to team sports mentality of some players. Scrambles can also be a low-stress environment for newer, less skilled players.

3. Leagues that become part of complimentary clinics enhance the opportunity for customers to put together better playing habits. We want to create a relationship with more cities or town recreational commissions that will help create leagues for all types of players and tournament opportunities. We currently have a relationship with the Town of Sweden recreational center and we provide clinics through them a couple of times a year.

Additional programs are talked about daily and are also available through the numerous organizations that we currently belong to.

Course changes

The below course changes are not formally recorded and will need to be analyzed further to determine the best approach to enhance the course. But, the proposed new layout would produce a par 72 course, playing around 6500 yards from the blue tees down to 5000 from the senior or junior tees.

The front nine would become the back nine and the back would become the front. This way when golfers play a full round, they would pass through the parking lot directly past the pro shop to get from the new # 9 to the new # 10.  This would assist the starter in determining if new players can start in between groups.  Additionally, it would give the players an opportunity to walk right past the snack bar to get some food or drinks that they may not have purchased with the existing layout.

New cart paths would be added and/or changed throughout the course, along with removal and upgrade of some of the bridges. 

Each hole will contain measurements on each sprinkler head to the front, center, and back of that holes green. There will also be complete marking of the course; out of bounds, hazards and obstructions will all be marked correctly. There will also be location flags added to each flagstick. To show front back of center hole locations and there will be posted on the information board outside the locations used each day. 

Current Hole 1

Change hole 1 from a par 4 to a par 3. This would become the new # 10. The new tees would be built down the right hand side of the fairway in the tree line near the current ninth green. The bunkers on either side of the fairway would be removed and the bunkers by the green would be combined to cover the entire front half of the green. The current # 1 tee would be used for future expansion of a 3rd nine holes the hole would follow to the left of the current # 1 fairway and progress out over the pond behind the # 1 green into the vacant field behind the trees bordering Campbell road. The pond behind the green would contain a fountain that can be illuminated at night to create a more pleasing view from the future clubhouse and the hole itself.

Current Hole 2

This hole would now become the 11th hole and the tee boxes would all be changed. The blue tees would be pushed back to behind the pond near the big tree directly behind the current # 1 green. The white tees would be also on the far side of the pond and the red tees would be moved to where the current white tees are. The tee box where the red tees are could become either a senior set of tees or a junior set of tees. There would be a bunker added to the green area covering the right front quarter of the green. A couple of grass knolls would also be added along the right side of the fairway around 200-250 yards from both the blue and white tees. The creek bed would be cleaned out to present a better appearance, possibly with retaining wall on the side closest to the green and a gentle slope on the tee side of the creek.

Current Hole 3

The hole would become the 12th hole and we would continue the change over to a par 3. The current red tees would become the white tee box and the box in front of that would become the red tees. We would add a third tee box behind the white tees, approximately near where that waste pile of stuff is on the back left of the current red tees. We would extend the pond on the current # 8 to in front of the green and cover the entire right side of the green with the pond. There would be no more changes to this hole in regard to playability. We could possibly add some touches to make it unique, a waterfall from a grass knoll down into the pond possibly.

Current Holes 4 and 5


The current holes 4 and 5 would be combined to make the 13th hole. This hole would be a par 4 with almost everything remaining the same. Some trees would be removed along the line of sight from the current 4th tee to the current 5th green. Second and third tee boxes would be added behind the current 4th tee and along the current 3rd holes left side. This hole would play around 400 yards when finished. 

There will be 2 holes in the open space behind the current 13th green. The field has been cleared and the holes have been laid out. There will be a par 5 measuring around 500 yards and a par 4 around 350 yards. The par 5 will tee somewhere behind the current 5th green and move out to near the current 14th green/fairway area to make the 14th hole. The 15th would move back to near the current 13th green and set up for the 16th tee on the tee box near the rain shelter.

Current Hole 6

The current 6th hole would remain the same from the red tee box forward in fairway and green only. The white and blue tees would be placed on the vacant tee box currently located by the current 13th green near the rain shelter before you go in the woods back to current 14 and 15 holes. Trees will have to be cleared to clean up the new fairway. Possible improvements could also include a greenside bunker and grass burms and fairway bunkers as well the create a stunning 16th hole

Current 7th and 8th holes

The current 7th and 8th holes would be combined to create the new 17th hole that would play just less than 400 yards from tee to green. The tee shot would be from the current 7th tee up over the pond to the current 8th fairway. I am toying with removing the current 8th green and rerouting the current 10th hole to allow the use of the 10th green as the new green for what would be the new 17th hole. Stand on the current 8th green and look at the current 10th green and imagine the big pines on the left side moved to behind the green creating a backstop for shots coming into it from the current 8th fairway. Again the creek bed would be cleaned up to create better-looking area. A couple of trees would be removed especially the tree directly behind the current 7th green. There would be a fountain added to this pond as well for an added aesthetic look and upscale views.

Current 9th hole

The current 9th hole would become the new 18th hole. The current red tees would move back to where the current 3rd hole white tees are. There would be 2 tee boxes built in the current 3rd fairway to lengthen the hole to the 380-420 yard range. A couple of fairway bunkers would be added as well as some grass burms. There are plans to add some sort of communication at the new 18th tee area where people can speak to the snack bar and order meals or drinks to be ready when they arrive. 

Current 10th Hole

The current 10th hole would be significantly changed to lengthen it and increase the difficulty. The current practice putting green would be moved to where the huge wooden info board is in the area between the current 1st tee and the cart path to the current 10th tee. The tee box for 10 would be pulled back to the boarder of the cart path there by the hill near the clubhouse. The blue tees would be all the way back and the red tees would move up the current position of the white tees. This would create a stunning tee area for the new 1st hole with plenty of nice views from the proposed second floor deck in the future. The fairway would remain basically the same with maybe the addition of a fairway bunker on the right side. The current 10th green would now be used for the new 17th hole so we would hit from the fairway to the current 11th hole green. The second or third shot would be over the pond to the elevated green making the hole play near 480 yards. A long demanding par 4 or possible par 5 slight dogleg right.

Current 11th Hole

The current 11th hole would be absorbed into the new green for the new 1st hole.

Current 12th hole 

The 12th hole would now become the new 2nd hole and would remain almost the same.

Current 13th Hole

The current 13th hole would become the new 3rd hole and would not change from the changes remaining. There is a bunker to be placed on the front left of this green and the par would be changed back to a par 3 for the men.

Rain shelter between current 13th and 14th holes. 

The shelter would first be moved to the location to the left of the current 13th green and closer to the new back nine holes that will move out into the back cleared field. The rain shelter would then be converted into a beverage shack with running water, electricity and working bathrooms. This could act as a halfway house on bad weather and a refueling station for the beverage cart.

Current 14th Hole

The current 14th hole would become the new # 4 and would be lengthened. There would be a second tee box added behind the new box that is under construction on the far side of the cart path behind the current white tees. The blue tees would measure close to 350 yards and the red tees would be moved back to the current white tee box. The fairway bunker on this hole would be extended to run behind the green and deepened to create a true hazard.

Current 15th Hole

The new 5th hole would be the current 15th hole. Again adding 2nd and 3rd tee boxes back into the woods behind the current white tees would lengthen the hole. Thus adding around 100-125 yards to the current hole. The red tees would move back to the current white tee box. The cart path around the green would be removed and replaced by a cart path on the left and backside of the green. 

New 6th Hole

The area between the 15th and 16th holes and the Erie Canal would be purchased and converted to the new 6th and 7th holes along with a home built for the owners. A road from the parking lot would be built along the canal to access the new front nine and the home. The tee for the new 6th hole would be behind the current 15th green and head directly to the canal. There is a natural inlet on this part of the canal that would be built into a green surrounded on 3 sides by canal. This would be a par 3 hole of about 170-185 yards from the blue tees. It would play slightly uphill through the current tees. 

New 7th Hole

The new 7th hole would run from the canal down to behind the current 15th green and to the left of the current 16th tee area. It would start with tee boxes built right on the canal bank and play down hill through the trees about 375-400 yards a slight dogleg right again. The green would be surrounded by 3-4 deep pot bunkers and some grass knolls.

Current 16th Hole

The new 17th hole would be formed from the current 16th hole. The tees would be pushed back in the woods to lengthen the hole and the red tees would be moved back to the current white tees. The length would increase to 450-480 yards from the blue tees. The green would be finished and the fairway bunker would be moved and enlarged and grass burms also added.

Current 17th and 18th Holes

The new 9th hole would be made from combining the current 17th and 18th holes to create a long par 5 that would be a very nice finishing hole for the front nine. The tees would remain in the same general area as they are on the current 17th hole. The tees for the 18th hole would be eliminated. The new 9th hole would play from the current 17th tees to the current 18th green. A slight dogleg left back to the current 18th green. This hole would play over 500 yards from the blue tees and be a great long finishing hole for the front nine. The current 17th green could be used for an alternate blue tee for the current 12th hole, which would be the new 2nd hole. There would also be the same communication device on the 9th tee box area to contact the snack bar to place orders for the turn. 

MARKETING
Target Market

We are going to try and attract individuals that like a mid-range course that is in excellent condition and want to feel appreciated for giving their business.  Typically, the course has drawn a majority of senior players and women.  Most men prefer to play the longer course, and that is why the elongation of the course is critical to expanding our demographic target.  We want to attract more men and families to the course to promote more dining and bar business.

Competition

The Rochester market is very competitive with 10 other golf clubs located within a 10-mile radius of Arrowhead.  Arrowhead intends to stand out as an ultimate family destination for golf and golf-related recreation.  By focusing on our customer’s needs, enhancing Arrowhead’s golf course and its amenities, we will be able to draw patrons away from the other courses that offer the same services, but are less customer-oriented.  People want to feel like their business is appreciated and they are welcomed.  Our goal is to make our patrons feel like their experience is our only concern.

	Course
	# of Holes
	Proshop
	Banquet Service
	Full Bar
	Snack Bar
	Restaurant
	Health Club
	Driving Range
	White Par
	Blue Par
	Yards

	Arrowhead Golf Club 
	18
	Y
	N
	N
	Y
	N
	N
	N
	 
	67
	4405

	Brockport Country Club  
	18
	Y
	Y
	Y
	Y
	Y
	N
	Y
	 
	71
	6350

	Salmon Creek Golf Club 
	18
	Y
	Y
	Y
	Y
	Y
	Y
	Y
	 
	72
	6200

	Twin Hills Golf Course 
	18
	Y
	Y
	Y
	Y
	N
	N
	Y
	71
	 
	6000

	Deerfield Country Club 
	27
	Y
	Y
	Y
	Y
	Y
	N
	Y
	72
	 
	6704

	Braemar Golf Course 
	18
	Y
	Y
	Y
	Y
	Y
	N
	Y
	72
	 
	6456

	Buttonwood (Executive Par-3 course) 
	18
	N
	N
	N
	N
	N
	N
	N
	n/a
	 
	n/a

	Pinewood (9 hole course) 
	9
	Y
	Y
	Y
	Y
	Y
	N
	N
	n/a
	 
	n/a

	Hickory Ridge (Orleans County) 
	18
	Y
	Y
	Y
	Y
	Y
	N
	Y
	72
	 
	6018

	Cardinal Creek (Newer course) 
	18
	Y
	N
	N
	N
	N
	N
	Y
	70
	 
	5945

	Churchville Golf Course (County owned) 
	27
	Y
	N
	N
	Y
	N
	N
	N
	71
	 
	6106


Currently, by comparison, Arrowhead does not offer the length nor does it offer comparable amenities that the other local courses do.  But that is why this opportunity is ideal.  With the already existing client base and all the growth opportunities, Arrowhead can project itself into the top rankings of the local golf clubs within just a few years.  

Advertising 

One of the main ways we will increase our traffic is to advertise locally with eye-catching specials.  There are so many courses in the region that you need to be creative in promotions that will get new golfers to the course.  It is important to keep the existing customer base happy, but it is critical to the growth of the business to bring in new players.  To do this, we will advertise heavily locally as well as some advertising campaigns that target people from outside the local market (Rochester’s east side and Orleans County)

· Local print media would be a primary source of advertising.  There are several papers distributed locally that would meet the advertising needs.

· Rochester Democrat and Chronicle

· Brockport Post

· Tri-County Advertiser

· Rochester Yellow Pages

· SUNY Brockport College News Paper

· Orleans County news paper?

· Golf Weekly news paper

· Update all the general golf sites that have arrowhead on their page.

· Creating and displaying advertising in high volume areas such as SUNY, Walmart, Wegmans, Tops, etc.

· Increased promotion/coupon content on the website.

· Increased email distributions of specials to individuals that register an email address.

· Purchase a few radio spots (WCMF, WHAM, 98.9, WARM, 89.1, etc)

· Establish partnerships with other local businesses to display advertising and exchange discount coupons for each other’s businesses.

· Increase signage on the main roads around the course.

· Sponsor local events to get the name out in the community.

Pricing

The 2004 rates are new and there are no plans to change the current pricing.

Weekday Rates

9 Holes -
$10.00

18 Holes - 
$16.25

Weekends & Holiday Rates

9 Holes -
$13.00

18 Holes - 
$19.25

Cart Rates

9 Holes -
$11.00

18 Holes - 
$19.00

Membership Rates


Single -

$525.00

Partner - 
$875.00

Family -
$995.00

Junior - 
$250.00

Product Packaging

At this time, people that enjoy playing golf at Arrowhead, only play golf at Arrowhead.  It is our intention to turn this “round of golf” into a complete “golfing experience”.  We want to create a product that is much more than the game itself.  We want our customers to step out of their cars and feel like they are at a four-star golf resort.  In addition to a great golf experience, we want to offer them fine dining and beverage services so complete and comfortable that they will not want to leave after their game.  Once they are at the course, keeping them longer is a critical in developing growth.

When advertising, we will include information about the new dining options and full-bar service.  We will offer play and dine discounts.  

Industry Trends

It is the trend of every up-scale golf course to offer full-bar service with a comfortable sitting area for its patrons to relax and converse.  Many players want to enjoy a meal or some cocktails after golfing and without making this possible, you are losing business.

Many courses are also providing fine dining as an option to its customers.  This will not only retain some business from the daily golfers, but if it is quality food and atmosphere, it will attract people just for the meal service alone.  There are several courses in the area that offer restaurant service and they do an excellent side business with that.  

Driving ranges and updated practice facilities are becoming very popular.  People want to warm up before actually playing a round since the very first swing counts.  Many individuals and leagues chose where they play simply based on if there is a driving facility on site.

Most courses offer their customers a comfortable place to change and clean up.  The need is not for large-scale locker rooms, but modest changing rooms with adequate facilities.

As the attraction to golf grows and people are exposed to more clubs and amenities, they will certainly gravitate to those places that give them the most for their money.  Staying current with trends means staying competitive in the market.

Financials

Summary of Finances

Financed

$700,000

Seller Note:

$500,000 

Asset Lease:

$233,650

Total:


$1,433,650

Personal investment: $200,000 will be used for legal expenses, initial payments on financial obligations and start-up capital.

Cash Flow Statement (Budget)

	Income Sources
	Actual
	Actual
	Actual
	Projected
	Projected
	Projected
	Projected
	Projected
	Projected

	
	2000
	2001
	2002
	2003
	2004
	2005
	2006*
	2007
	2,008

	Beer & Wine
	$12,044
	$13,675
	$13,601
	$13,107
	$13,461
	$16,153
	$13,730
	$19,384
	23,260

	Liquor
	 
	 
	 
	 
	 
	$29,700
	$25,245
	$33,264
	37,256

	Beer & Wine Cart
	$5,431
	$4,562
	$3,664
	$6,761
	$7,000
	$7,250
	$6,163
	$8,120
	9,094

	Food
	$35,884
	$33,755
	$29,544
	$33,061
	$33,061
	$39,673.15
	$33,722
	$43,640
	48,005

	Restaurant
	 
	 
	 
	 
	 
	$12,000
	$15,000
	$18,750
	$23,438

	Food Cart
	$2,071
	$1,553
	$1,281
	$2,158
	$2,200
	$2,316
	$1,969
	$2,594
	2,906

	Greenfees
	$275,021
	$297,117
	$285,534
	$306,148
	$238,000
	$261,925
	$222,636
	$288,118
	316,929

	Pro-Shop
	$29,594
	$30,420
	$35,497
	$39,800
	$43,202
	$21,600
	$18,360
	$21,600
	$21,600

	Cart Rentals
	$15,992
	$20,131
	$20,844
	$20,844
	$114,305
	$136,580
	$125,654
	$138,219
	$152,041

	Memberships
	$41,599
	$43,751
	$34,689
	$33,705
	$35,000
	$33,705
	$33,705
	$37,750
	42,280

	Misc.
	 
	 
	 
	 
	 
	$1,680
	$1,428
	$1,764
	$1,852

	Advertising Sales
	 
	 
	 
	 
	 
	$17,650
	$15,003
	$19,500
	19,500

	Driving Range
	 
	 
	 
	 
	 
	$16,500
	$14,025
	$20,625
	25,781

	Rental Space
	 
	 
	 
	 
	 
	$16,800
	$16,800
	$16,800
	16,800

	Investment cash
	 
	 
	 
	 
	 
	$40,000
	 
	 
	 

	Total Income
	$417,635
	$444,965
	$424,654
	$455,583
	$486,229
	$653,533
	$543,439
	$670,127
	740,741

	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	Expenses
	Actual
	Actual
	Actual
	Projected
	Projected
	Projected
	Projected
	Projected
	Projected

	
	2000
	2001
	2002
	2003
	2004
	2005
	2006
	2007
	2,008

	Advertising
	$1,818
	$6,528
	$5,516
	$2,500
	$2,727
	$5,000
	$4,500
	$7,500
	$7,500

	Bank Charges
	$1,625
	$4,569
	$2,603
	$2,932
	$3,368
	$3,804
	$4,239
	$4,675
	4,675

	Depreciation
	$35,014
	$37,576
	$29,415
	$34,002
	$34,002
	$34,339
	$34,002
	$34,339
	34,339

	Direct Labor
	$114,412
	$122,926
	$127,835
	$115,000
	$105,000
	$110,000
	$95,000
	$115,000
	120,750

	Dues & Fees
	$2,985
	$2,973
	$2,467
	$2,808
	$2,750
	$2,691
	$2,632
	$2,573
	2,573

	Equipment Rental
	$940
	$1,041
	$6,929
	$6,929
	$6,929
	$8,925
	$8,925
	$8,925
	8,925

	Gas & Oil
	$10,940
	$10,857
	$9,659
	$10,485
	$9,806
	$12,594
	$10,485
	$13,420
	13,338

	Insurance
	$24,092
	$48,580
	$37,614
	$36,762
	$31,345
	$41,837
	$35,568
	$39,791
	39,791

	Mortgage
	$64,757
	$63,750
	$56,004
	$54,500
	$54,500
	$69,465
	$69,465
	$69,465
	$69,465

	Note to Sellers
	 
	 
	 
	 
	 
	 
	$20,000
	$20,000
	$20,000

	Asset Lease (Debt buyout)
	 
	 
	 
	 
	 
	$35,000
	$35,000
	$35,000
	$35,000

	Permits
	$849
	$1,301
	$1,397
	$1,182
	$1,294
	$1,405
	$1,516
	$1,627
	1,627

	Office Supplies
	$931
	$2,296
	$2,898
	$2,042
	$2,412
	$2,782
	$2,782
	$3,153
	3,153

	Officers Salaries
	$66,354
	$68,661
	$45,450
	$45,450
	$45,000
	$50,000
	$50,000
	$50,000
	50,000

	Payroll
	$1,206
	$1,259
	$1,268
	$1,245
	$1,257
	$1,270
	$1,270
	$1,283
	1,283

	Postage
	$1,498
	$2,370
	$1,950
	$1,939
	$2,087
	$2,234
	$2,234
	$2,381
	2,381

	Professional Fees
	$3,575
	$3,470
	$3,934
	$3,660
	$3,688
	$13,716
	$13,744
	$13,773
	13,773

	Beer & Wine
	$5,256
	$5,419
	$5,457
	$5,377
	$5,704
	$6,844.37
	$8,213.25
	$9,855.90
	$11,827.07

	Liquor
	 
	 
	 
	 
	$0
	$7,000
	$4,500
	$7,000
	8,000

	Glasswhare/Dishes
	 
	 
	 
	 
	$0
	$500
	$500
	$500
	500

	Equipment Golf
	$0
	$5,358
	$855
	$855
	$1,140
	$1,427
	$1,213
	$1,498
	1,498

	Equipment 
	$1,337
	$328
	$356
	$674
	$674
	$674
	$453
	$232
	232

	Operation Supplies
	$7,883
	$8,637
	$6,833
	$7,784
	$13,000
	$14,451
	$7,333
	$15,402
	15,402

	Fertillizer
	$15,455
	$7,016
	$10,184
	$10,885
	$10,885
	$11,586
	$10,885
	$14,754
	14,754

	Pro-Shop Merch.
	$29,843
	$28,153
	$30,295
	$29,430
	$30,295
	$18,000
	$15,300
	$18,000
	18,000

	Outside Jobs
	$1,165
	$2,173
	$1,951
	$1,763
	$1,962
	$2,161
	$1,837
	$2,037
	2,037

	Seed
	$4,966
	$2,995
	$2,964
	$3,641
	$4,319
	$4,997
	$3,641
	$5,674
	5,674

	Snackbar
	$20,343
	$20,200
	$18,635
	$19,726
	$21,000
	$23,100
	$19,635
	$25,410
	$21,599

	Restaurant
	 
	 
	 
	 
	 
	$7,200
	$9,000
	$11,250
	$14,063

	Tree & Plants
	$2,916
	$2,255
	$982
	$2,051
	$1,763
	$1,475
	$1,186
	$898
	898

	Training
	$250
	$653
	$789
	$564
	$669
	$774
	$658
	$762
	762

	Repairs
	$26,620
	$22,396
	$23,188
	$24,068
	$22,396
	$21,545
	$20,695
	$19,844
	19,844

	Taxes
	$36,443
	$39,486
	$39,918
	$39,918
	$41,077
	$42,235
	$43,394
	$44,552
	44,552

	Telephone
	$2,848
	$3,722
	$4,540
	$3,703
	$3,989
	$4,274
	$3,633
	$3,918
	3,918

	Travel
	$80
	$188
	$450
	$450
	$0
	$3,000
	$0
	$3,000
	3,000

	Cart Sales
	$0
	$0
	$0
	$3,600
	$3,600
	$3,600
	$3,600
	$3,600
	3,600

	Utilities
	$12,206
	$11,869
	$12,981
	$14,093
	$12,671
	$16,317
	$16,946
	$17,575
	17,575

	Misc Expenses(cigars)
	 
	 
	 
	 
	 
	$1,120
	$952
	$1,176
	1,235

	Rental Space (Appt. / Barns)
	 
	 
	 
	 
	 
	$600
	$600
	$600
	600

	Driving Practice Area
	 
	 
	 
	 
	 
	$3,160
	$840
	$840
	840

	Advertising Sales
	 
	 
	 
	 
	 
	$300
	$300
	$300
	$300

	Garbage
	$458
	$465
	$457
	$460
	$560
	$561
	$562
	$562
	562

	Total Expenses
	$499,063
	$539,470
	$495,776
	$490,480
	$481,865
	$591,965
	$567,240
	$632,147
	639,845

	Plus Depreciation Expense
	$35,014
	$37,576
	$29,415
	$34,002
	$34,002
	$34,339
	$34,002
	$34,339
	34,339

	Sub-total:
	-$46,414
	-$56,929
	-$41,707
	-$894
	$38,366
	$95,907
	$10,201
	$72,320
	135,235

	Year ending Balance
	 
	 
	 
	 
	 
	$95,907
	$106,108
	$178,427
	$313,663


SUPPORTING MATERIAL

Personal Information

Brian L. Davies
Brian attended Brevard Community College in Florida and the State University of New York College at Brockport.  He earned a degree in Computer Programming in 1998 and has been working in the Information Technology field since 1996 as a Software Engineer and/or Software Consultant.

Brian is currently a Senior Project Management Consultant working at Xerox Corporation. He specializes in problem analysis, process evaluations and process improvement activities.  His management experiences include, but are not limited to participation on decision teams and evaluation boards, resource acquisitions and allocation, team mentoring, cost/benefit analysis activities and general project management responsibilities.  In addition to the management skills, Brian has a broad technical background as a software engineer.
Brian owns and operates his own Internet Development business, where he designs websites and web applications for individuals and small businesses.  He designed, developed, and currently supports the website for Arrowhead Golf Course, which includes automated tee-time scheduling.

With his combination of management experience and technical background, managing the daily operations of Arrowhead Golf Club will be an easy transition.  In fact, this is an ideal opportunity for improvement in that many of the day-to-day activities currently in place are manual and they could easily be automated, which would save time and money. 

Shawna Davies

Shawna graduated from S.U.N.Y. Brockport in 1994 with a BS Degree in Nursing.  During her 10-year career, Shawna has worked in several disciplines within the Nursing industry including time on an Acute Vascular & Trauma unit and time on a Labor & Delivery unit at Strong Memorial Hospital in Rochester, NY.  While in Florida, she worked on a Cardiac ICU at Holmes Regional Hospital in Melbourne, Florida.  She has also continued part-time work as a Home Health Care Nurse for a local agency that she has worked for since the early 1990’s.  

Throughout her career, Shawna has been in lead positions because of her ability to be organized, focused and responsible for her actions and others.  In the medical field, there is no room for error and that is why she is an ideal partner to have in support of the business operations of Arrowhead.

Shawn has an exceptional ability to manage tasks and finances and is a wonderful “people person”.  She will be an integral part of the daily business operations of Arrowhead by focusing on the business financials and the customers needs.

Contact Information

Brian Davies /

Shawna Davies
Home: (585) 395-1926

Cell: (585) 260-4376

BDavies@innovativewd.com
Personal Financial Statement

A personal financial statement can be furnished upon request to those individuals that are going to participate in this opportunity.

Personal Credit Reports

Brian and Shawna have excellent credit ratings with no bankruptcies.  A personal credit report can be furnished upon request to those individuals that are going to participate in this opportunity.

Course Layout
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Score Card
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Course Photos
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