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1. LETTER OF TRANSMITTAL 
 

 
 
August 17th, 2021            

 
   
Melinda A. Walker, Purchasing Manager 

City of Wichita, KS 
City Hall, 12th Floor 
455 North Main, Wichita, KS 67202 

 
 
RE: City of Wichita, KS RFP 210202: Professional Management Services City Owned Golf Courses 
 

 

Thank you for the opportunity to submit the enclosed Statement of Qualifications in response 
to the above-referenced Request for Proposal.  
 

 

We look forward to the opportunity to discuss our thoughts in Phase II.  Should you require 

any additional information, please do not hesitate to contact us. 
 
Indigo’s enclosed Qualifications Statement shall be valid for a period not to exceed 180 days 

after the date of issuance. Mike Cutler, Senior Vice President, is an authorized signatory, 
binding Indigo to the proposed terms. 
 
Sincerely,  
 

 
 
Mike Cutler  

Senior Vice President 
mcutler@indigogolf.com 
703.891.3387

mailto:mcutler@indigogolf.com
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2. Signed Proposal Response Form  
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3. Executive Summary 
 

Indigo Golf Partners (“Indigo”), formerly Billy Casper Golf, uniquely possesses the requisite 
experience, skills, and resources to successfully operate Arthur B. Sim Golf Course, MacDonald 

Golf Course, Tex Consolver Golf Course, and Auburn Hills Golf Course (together, the 
“Courses”) for the City of Wichita, KS (the “City”). Reinforcing this assertion is our 
longstanding record of success managing more than 90 municipal golf courses nationwide. 

Many of our municipal/public agency golf courses are in similar markets – and, under our 
management, have demonstrated material improvement in product, presentation, and 

financial performance.  
 

A major differentiator between Indigo and other management companies is our ability to 
assess situations and develop a custom, detailed strategic plan for each course. These plans 

include the key elements of (1) how to best position each course in its unique market, (2) 
what capital improvements are needed to support rounds and revenue growth, (3) delivering 
proven best-in-class customer service, (4) generating golf programming for seniors, juniors, 

women, high-frequency, occasional golfers, and all other segments to increase engagement, 
and (5) other best-practices to manage turf, infrastructure, and amenities.  
 

These actions and practices result in an enhanced experience for golfers, which, in turn, 

increases loyalty, retention and rounds, revenue and cash flow. Indigo has a proven record of 
success in executing similar action plans at dozens of municipal and public golf courses 

throughout the United States.  
 
Current Situation 

 
From our vantage point, the City is at a crossroads.  The current self-operation structure 

adversely impacts the vision for Wichita Golf “offering sustainable and high-quality golfing 

opportunities at a low cost to the Wichita Golf community.”  Similar to other municipalities, 

labor costs proportionate to revenues are excessive; this puts undue strain on the current 

financial performance and long-term health of the golf assets.  Furthermore, some City-

allocated expenses and overhead outpace the private sector; this results in an untenable 

situation comprised of eliminating head count, reducing operational expenses and deferring 

capital investment.    Similar to other situations, our involvement leads to more resources 

dedicated directly to the golf courses, greater staffing levels at golfer touch points and 

upgrades to the courses and physical plant at large.   

 
Summary 

Indigo has evolved into one of the best and most successful golf management companies 

singularly focused on “best in breed” operations. We tailor our plans to meet the needs of our 
client, develop marketing concepts and operational strategies that maintain market position, 

and improve the bottom-line of the facility.  
 
Indigo has created a hands-on customized approach designed to ensure that the community 

is engaged, the golf assets are stabilized, and the England Authority has a golf partner/expert 
with a singular purpose of revitalizing The Courses for the long term. 
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• Indigo has a lease-hold interest in about half of its’ municipal portfolio. We act 

and think like owners which provided the impetus to invest in our people and build 
cutting-edge technology, systems, and processes which we use to deliver fun and 
enjoyable golf experiences for our guests, financial results for all stakeholders and real 

time communication for our clients. 
   

• Indigo has developed and implemented the industry’s most effective 
marketing, promotional and yield management programs for public access golf 
courses. Indigo utilizes our proprietary guest-segmentation approach that targets 

discrete groups of golfers based on their specific guest behavior. Indigo then targets 
each guest segment with a four-part strategy; the acquisition of new guests, retention 

of existing guests, loyalty programs to increase our ‘share of wallet,’ and a healthy dose 
of publicity to brand and reinforce the value of the experience.  
 

• Indigo is best in breed operator of municipal golf facilities in the US, as 
evidenced by more than 30 years of proven results and excellence in varying 

markets nationwide. Indigo continues to succeed as the industry’s premier operator 
of daily fee and municipal golf courses, currently operating more than 120 municipal 
facilities.  

 
• Dedicated to aligning goals and win-win partnerships - Our philosophy in all 

engagements is to provide a contract structure that best aligns the goals of both parties.  
 

• Our transparent conversations and working relationship - Indigo believes the 

conversations and working relationship between ourselves and our clients are 
dramatically different than other golf course management companies.  

 
• Owner’s Mentality - Our systems, approach, and company culture are a product of our 

ownership mentality, all developed in the crucible of the public sector – requiring 
community engagement of golfers and non-golfers alike, better customer experiences, 
maintaining an affordable amenity, and improving the asset for the benefit of all 

stakeholders.  
 

• Environmental Stewardship & Commitment - Indigo has over 80 courses that have 
attained Audubon Cooperative Sanctuary certification. Achieving certification is quite an 
honor, recognizing the agronomic team for protecting the environment and preserving 

the natural heritage of golf. 
 

• Troon’s Family of Brands – Indigo is a member of Troon, the world’s largest golf 
management company. The family of brands includes Troon Golf, Troon Privé, Troon 
International, Honours Golf, OB Sports, Green Golf Partners, CADDIEMASTER, True 

Club Solutions, Cliff Drysdale Tennis and RealFood Hospitality, Strategy and Design. 
When combined, the Troon family provides management services to 630 golf courses at 

585 locations in 45 states and 30 countries, including 125+ Municipally owned golf 
courses. 

 Differentiators 
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4. Company Overivew 
 

Headquartered in Reston, Virginia with regional offices in Los Angeles, Chicago, Orlando, New 
York and Honolulu, Indigo Golf Partners’ presence is hands-on. Our highly skilled and motivated 

corporate and field leadership are adept in all facets of modern-day golf and property 
maintenance, staffing and training, clubhouse operations, food and beverage, merchandising, 
golf instruction, data-driven marketing, sales, property management, technology, special 

events, and finance and accounting.  
 

Our client base spans private ownership, public agencies, homeowners’ associations, colleges 
and universities, and destination resorts with nine to 72 holes. We efficiently manage golf 
facilities with effective programming and systems alongside custom touches unique to each 

operation. This structure and operating philosophy – combined with relatability and complete 
transparency – earn us frequent praise from clients for outworking other companies while 

building longstanding, trusted relationships. 
 
Part of what distinguishes Indigo Golf Partners is across-

the-board adherence to a “G.R.I.T.” value system focused 
on Growth, Responsibility, Innovation and Team. 

 
Indigo Golf Partners has invested millions of dollars to build 

original programs, many rooted in cutting-edge technology, 
to drive our culture and high-performing teams, including: 
 

• “IndiGROW” features comprehensive ACE the Guest 
Experience, Superintendent Business Institute and 

other best-practices training modules and tools for 
career development and unparalleled product 
presentation and service delivery 

 
 

• “Indigo Green” environmental sustainability in 

addition to Audubon International requirements 
 

• “World’s Largest Golf Outing” raised several million 
dollars for military charities 

 

• “Indigo Futures” laboratory for prototyping forward-

thinking growth of the game initiatives and course 
management concepts 

 
Accolades 

In addition to receiving “Management Company of the Year” from many golf and hospitality 

trade media, Indigo Golf Partners’ subject matter expertise has been featured by Wall Street 
Journal, New York Times, USA Today, Forbes, GOLF Digest, Golf Magazine, Sports Illustrated, 

Golf Channel, NBC, ESPN and more.  
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Years of Service  32 years, founded in 1989  

 
Name of Party:  Antares Golf, LLC dba Indigo Golf Partners (2020 – Present) 

 

Antares Golf, LLC, d/b/a Indigo Golf Partners and formerly known as Billy Casper Golf, LLC, 
is a Limited Liability Corporation (LLC) with Date Articles of Organization for the Corporation 
filed in the Commonwealth of Virginia in December 2003. Antares Golf, LLC was acquired 

by Troon Golf, LLC on January 1, 2021.  
 

Office Address:   Indigo Corporate Office 

12700 Sunrise Valley Drive, Suite 300 
     Reston, Virginia 20191 
FT Employees:   6,200 Total Employees / 75 Employees at Corporate 

     
Past Name(s):    Billy Casper Golf, LLC (2003 – 2020) 
     Billy Casper Golf Management Inc. (1989 – 2003) 

 
Date of Incorporation:   December 2003 
State of Incorporation:    Virginia 

 
Point of Contact:   Mike Cutler, Senior Vice President 
Email:    mcutler@indigogolf.com 

Telephone:    703.891.3387 
Fax:     703.893.3504 

 

 

 Bidder Information 
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5. Affirmative Action Plan  
 

Antares Golf, LLC dba Indigo Golf Partners is a private employer and does not maintain an 

affirmative action hiring plan. 
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6. Litigation History  
 

From time-to-time Troon is involved in various legal proceedings. Troon manages more than 

600 properties and has over 18,000 employees. In relation to the size of the company and 

number of employees, Troon’s claim volume is below average. Troon has adequate insurance 

coverage and resources to cover all claims and no pending or threatened litigation will affect 

the operation of the Lease Agreement as described in the RFP. If City representatives would 

like to discuss any legal issues or claims in greater detail, we are happy to make Jeff Hansen, 

Troon’s EVP & General Counsel, available for further discussion. 
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7. Management Experience  
 

Indigo manages more than 150 facilities (90+ municipally owned) throughout the United 
States, including several multi-course portfolios, and all sizes and types of golf courses – 9, 

18, 27, and 36 holes – public, daily-fee, semi-private, private, practice, and resort. Unless 
otherwise noted, the golf facility is 18 holes. More information about any of our courses is 
available upon request. All Municipal facilities are bolded. For more information, please 

see www.indigogolf.com. 
 

MID-WESTERN U.S. (46) 

Illinois (23) 

▪ Chicago Park District of Cook County 
- Columbus Park Golf Course,  Chicago, IL (public, 9) 

- Diversey Driving Range, Chicago, IL (public, practice, 9) 
- Jackson Park Golf Course, Chicago, IL (public) 

- Marquette Park Golf Course, Chicago, IL (public, 9) 
- Robert Black Golf Course, Chicago, IL (public, 9) 

- South Shore Golf Course, Chicago, IL (public, 9) 
- Sydney Marovitz Golf Course Chicago, IL (public, 9) 

▪ Forest Preserve District of Cook County 

- Billy Caldwell Golf Course, Chicago, IL (public, 9) 
- Burnham Woods Golf Course, Burnham, IL (public) 

- Chick Evans Golf Course, Morton Grove, IL (public) 
- Edgebrook Golf Course, Chicago, IL (public) 
- George W. Dunne National Golf Course, Oak Forest, IL (public) 

- Harry Semrow Driving Range, Des Plaines, IL (public, practice) 
- Highland Woods Golf Course, Hoffman Estates, IL (public) 

- Indian Boundary Golf Course, Chicago, IL (public) 
- Joe Louis “The Champ” Golf Course, Riverdale, IL (public) 
- Meadowlark Golf Course, Hinsdale, IL (public, 9) 

- River Oaks Golf Course, Calumet City, IL (public) 
▪ Orchard Valley Golf Course, Aurora, IL (public) 

▪ University Park Golf Club, University Park, IL (public) 
▪ Waters Edge Golf Course, Worth, IL (public) 
▪ Whisper Creek Golf Club, Huntley, IL (daily-fee) 

▪ White Mountain Golf Park, Orland Park, IL (daily-fee, 9) 
 

Indiana (4)  

▪ Centennial Park Golf Course, Munster, IN (public, 9) 
▪ Crawfordsville Municipal GC (public) 

▪ Purgatory Golf Club, Noblesville, IN (daily-fee) 
▪ The Course at Aberdeen, Valparaiso, IN (public) 

 

Kentucky (1) 

▪ The Golf Courses of Kenton County, Independence, KY (public, 36) 

 

 

 

http://www.indigogolf.com/
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Minnesota (2) 

▪ Giants Ridge Golf Courses (resort, 36) 

▪ Enger Park Golf Course, Duluth, MN (public, 27) 

 

Oklahoma (2) 

▪ City of Tulsa, Oklahoma 

- Mohawk Park Golf Course, Tulsa, OK (public, 36) 
- Page Belcher Golf Course, Tulsa, OK (public, 36) 

 

Texas (1) 

▪ Stonetree Golf Course, Killeen, TX (public) 
 

 

 
 

 
 

In addition to Indigo’s 46 facilities in the Midwest Region, we also provide management 

services within other Troon brands to 2 facilities in the State of Kansas, listed below. For 
additional information, please visit www.Troon.com. 
 

 
 

▪ Ironhorse Golf Club, Leawood, KS (public) 
 
 

 
▪ Salina Country Club, Salina, KS (private) 

 

 Troon Family of Brands 

http://www.troon.com/
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8. Client References  
 

 

Cincinnati Recreation Commission, OH 
805 Central Avenue, Suite 800 

Cincinnati, OH  45202 
Contact Name:  Stephen J. Pacella, PGA 

Title:    Superintendent of Recreation, Administration 
Course(s): Avon Fields GC, California GC, Glenview GC (27), Neumann GC, 

Reeves GC, Woodland GC 

Telephone: (513) 352-4961 
Email:   steve.pacella@cincinnati-oh.gov 

Contract Amount: Hybrid Management/Concession – Indigo paid ~$180K per annum, 
Indigo remits payment for F&B/Merchandise concessions 

Dates of Service: 2003 - Present 
Scope: Hybrid – Full-service Management Golf Operations, Merchandise 

and F&B Concessionaire 

Rounds/Revenue: ~250,000/$5.8M 
Year-Round Staff: 27 

 

Morris County Park Commission, NJ 
PO Box 1295  

Morristown, NJ 07962 
Contact Name:  Rich Vitale  
Title:    Assistant Executive Director 

Course(s): Berkshire Valley GC, Flanders GC (36), Pinch Brook GC, Sunset 
Valley GC  

Telephone:  (973) 326-7600 
Email:   rvitale@morrisparks.net  
Contract Amount: Hybrid Management/Concession – Indigo paid ~$250K per annum, 

Indigo remits payment for concession 
Dates of Service: 2011 - Present 

Scope: Hybrid – Full-service Management Golf Operations, Merchandise 
and F&B Concessionaire 

Rounds/Revenue: ~180,000/$8.5M 

Year-Round Staff: 26  
 

Forest Preserve Districts of Cook County, IL 
536 North Harlem Ave. 
River Forest, IL 60305 

Contact Name:  Tracy Bishop 
Title:    Director of Permits, Rentals and Concessions 

Course(s): Burnham Woods GC, Billy Caldwell GC, Chick Evans GC, 
Edgebrook GC, George Dunne National GC, Harry Semrow Driving 
Range, Highland Woods GC, Indian Boundary GC, Joe Louis GC, 

Meadowlark GC, River Oaks GC 
Telephone: (312) 758-7662  
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Email:   tracy.bishop@cookcountyil.gov 
Contract Amount: Indigo leases the properties  

Dates of Service: 2003 - present 
Scope: Full-service Management Golf Operations, Merchandise and F&B 

Concessionaire 
Rounds/Revenue: ~320,000/$10.5M 
Year-Round Staff: 33  

 
City of Tulsa, OK 

P4502 South Galveston Avenue 
Tulsa, OK 74107 
Contact Name:  Anna America  

Title:    Parks Director 
Course(s): Mohawk Park Golf Course (27), Page Belcher Golf Course (36)  

Telephone:  (918) 596-2490 
Email:   annaamerica@cityoftulsa.org 
Contract Amount: Management Agreement - ~$150,000 per annum 

Dates of Service: 2008 - Present 
Scope: Full-service Management Golf Operations, Merchandise and F&B 

Concessionaire 
Rounds/Revenue: ~100,000/$2.8M 

Year-Round Staff: 9  
 
 City of Wilmington, DE 

800 French Street 
Wilmington, DE  19801 

Contact Name:  Tommy Quinn 
Title:    Contracts Administrator, Rock Manor Golf Corp. 
Course(s):  Rock Manor Golf Course, Porky Oliver Golf Course 

Telephone:  (302) 562-1799 
Email:   papatom56@aol.com 
Contract Amount: Lease Structure, Indigo remits payment to City 

Dates of Service: 2006 - Present 

Scope:   Full-service Management, Construction Oversight 
Rounds/Revenue: ~75,000/$3.6M 

Year-Round Staff: 11  
 
 

mailto:annaamerica@cityoftulsa.org
mailto:papatom56@aol.com
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9. Lessons Learned  
 
Municipal Golf serves as an important recreational outlet for many communities.  Indigo 
currently manages over 90 municipal golf courses and has seen several recurring themes 

when engaging with a new facility.  “Lessons learned” can be grouped into the following 
buckets: 
 

Marketing 

Most golf courses have a stale or non-existent marketing strategy.  Indigo is the industry 

leader due to our proactive approach to marketing each of our facilities. Key marketing 

aspects: 

 

▪ Indigo will attain loyal guests through the delivery golf experiences that are fun, 
enjoyable, and exceed the guest’s expectations  

▪ Indigo’s “hands-on” experience provides a strong background of proven marketing 
programs and initiatives to draw on and implement 

▪ By tracking each guest’s activity and communicating tailored messages to 

individuals based on their activity, Indigo will be able to successfully increase each 
guest’s visit frequency 

▪ Indigo will be squarely focused on growing the guest base through retention of 
existing guests and acquiring new guests 

▪ Programs specifically designed to increase the amount of spend during each visit 

(share of wallet) and to attract new guests will be implemented 
 

Growing Golf Revenue 

Greater golf utilization is a rising tide that positively impacts all revenue areas and 
sustainability. A proactive, outbound marketing campaign targeting and nurturing player 
development will increase golf rounds and revenue. Key aspects include: 

 
• Emphasizing programming – notably, golf events, tournaments 

and leagues – throughout the community 
• Tracking each guest’s activity and communicating tailored 

messages based on their unique behaviors and activities 
• Implementing programs specifically designed to encourage 

incremental spend during each visit without compromise to 

margins  
• Identifying loyalty options to entice additional golf use 

• Pricing structure to attract additional rounds and increase 
average rate 

 

The Experience 

No revenue initiative will prove successful without a well-trained, high-performing team. 
Indigo utilizes its proprietary guest-centric staff training program, ACE the GUEST Experience, 

that is focused on consistently exceeding expectations during golfers’ journeys at the courses. 
The staff will be carefully curated and re-oriented to a purpose-over-task approach to gain a 
high level of guest satisfaction. 
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The process of transforming staff members into motivated service providers is rooted in 
teaching them the importance of becoming warm and welcoming ambassadors and 

anticipating guests’ needs for high-quality experiences time and again. This will be constantly 
monitored and “scored,” representing a dramatic shift in culture and accountability as service 

standards are introduced. 
 

Maximizing Each Dollar Spent 

Indigo oversees more than $10M annually in capital projects. We place significant emphasis 

on planning and executing projects to promote the physical integrity and competitive position 
of enhanced and well-maintained courses.  

 
Our team’s role in the prioritization and completion of renovation projects efficiently guides 

the undertaking of a proven, systematic approach in the design, build and ultimate realization 
of impressive finished products. We often quarterback the collective participation of the 
project architect, contractors and the client to mitigate risk and output high quality results. 

Such effort also benefits improved community image, increased revenue-generation, asset 
preservation and completion on time and on budget. 

 

Environmental Stewardship 

All Indigo facilities are registered with Audubon International, with over 

50 courses already certified as part of the Sanctuary Program. Those 

courses not yet certified are currently working towards certification. All 

facilities also participate in taking it a step further with our IndigoGreen 

program, which identifies other opportunities at each location to make a positive impact on 

the environment.  

 

Working Together 

Indigo’s philosophy is to always ensure communication is open and transparent, and our goals 
are perfectly aligned. Under that guidance, we will begin open dialogue and establish “listening 

posts” for ideas and suggestions to create winning relationships.  
 
The City will continuously experience the following with Indigo: 

• Insightful recommendations based on a wealth of experience and golfer knowledge  
• An integrity-laden partner with a sense of ownership to help make the best choices and 

expertly implement the plan  
• The best team in golf, committed to achieving our shared performance goals across the 

entire operation 

• Unmatched support network of on-site leadership, regional experts and corporate 
resources which helps to right size operational budgets by department 

• Improved, detail-oriented service and product presentation levels aimed to optimize 
profitability as quickly and prudently as possible 
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10. Contract History  
 

a. Identify all contracts that Offeror has failed to complete and reason for failure to 
fulfill the contract. 

• None 

 
 

 
b. Identify all contracts that Offeror has had terminated for cause and reason for 
default. 

• None 
 

 
c. Identify any other contracts that have not been renewed with Offeror and 
reason(s). 

• Indigo operates 150+ golf courses, of which 90+ are municipally owned, with a 

historical retention rate over 90%.   In the last ten years, Indigo has not renewed the 

following municipal golf courses: 

 

Dunham GC   Closed 

Desert Rose GC  Catastrophic flooding, mutual agreement to discontinue 

Florissant GC  Mutual Agreement by both parties 

Sumner Meadows GC  Closed for Development 

Black Mountain GC  Politics – New City Manager 

Indian Spring GC  Politics – change in City Council 

Legacy GC  City opted to change 

Centennial GC  Politics – New City Manager 

Devou Park  Course Sold 

Oceanview GC  Lease expired, did not rebid 

CC of Woodbridge  Course Closed for Development 

Lake Bluff GC  Agreement expired, did not pursue 

University Park GC  Agreement expired, did not pursue 

Hudson Hills GC  Agreement expired, politics 

Lederach GC  Lost in RFP process to local, City opted to change 

City of Philadelphia  Lease expired, did not pursue 

Redgate GC  Course Closed, irrigation and water issues untenable 

Fernandina Beach GC Agreement expired, politics 

Generals Ridge GC  Course Closed 

Rob Roy GC  Agreement expired, politics 
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11. Public Entity Experience  
 

 
 

 
Rock Manor Golf Course 
Background  

Rock Manor Golf Course was once the pride of Wilmington, Delaware. Golfers had been playing “The 

Rock” since 1921. Unfortunately, this beloved favorite turned into a state of disrepair. City officials 

wanted better for their golfers who relied on public facilities for recreation. They created The Rock 

Manor Golf Corporation, an agency charged with renovating the course and revitalizing its image. The 

corporation sought the expertise of a golf management company to design and oversee a complete 

facelift. Indigo Golf Partners welcomed the opportunity to work on the much larger Blue Ball Master 

Plan that included road construction, wastewater treatment plant and creation of recreational parkland. 

In a true public-private partnership, Indigo Golf Partners worked with multiple agencies:  

 

• The Delaware Department of Transportation 

• The Department of Natural Resources and Environmental Control 

• The New Castle Conservation District 

• New Castle County & City of Wilmington 

 

Implementation 

Indigo Golf Partners provided full oversight of the pre-opening process, including grow-in of the course 

and construction of a maintenance facility and cart storage building. We led weekly meetings with 

architects, engineers, construction companies and municipal agencies; purchase analysis and variance 

management to budget; operational input on design and schematics; ongoing concept development; 

and coordination of activities to meet timelines.  

 

Results 

The result was a championship layout, designed by Lester George, with bentgrass tee boxes, fairways 

and greens; wall-to-wall cart paths; a state-of-the-art irrigation system; and best-in-class playing 

conditions which continue to impress existing and new community golfers. 

 

Having completed the renovations, Indigo Golf Partners is now directing all aspects of golf course and 

property maintenance, staffing and training, clubhouse operations (food and beverage, merchandising, 

etc.), golf instruction, marketing and public relations, special events and financial management. 
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Before       After 

 

 

 

 
 

 
 
 

 
 

 
 
 
 

Before       After 

 

Indigo Golf Partners also oversaw the restoration of a circa 1921 building, retaining the flavor of the 

original structure that’s now Rock Manor’s clubhouse. A grill room and separate pub provide comfortable 

dining. For golf tournaments, weddings and other social engagements, we added a new all-weather 

outing pavilion, making the club a premium events destination.  

 

 
 

 
 
 

 
 

 
 
 

 
 

Before       After 

 

 Maintenance Facility & Cart Barn 

 Parking Lot 

 Historic Clubhouse 
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Morris County Park Commission   
Background  

The Morris County Park Commission owns four golf courses totaling 90 holes of golf. County 

leadership recognized they were an asset to the community; however, the financial 
performance was not providing adequate capital reinvestment amid declining conditions. 

 
Berkshire Valley Golf Course was the crown jewel of the portfolio, but like many municipal golf 
courses, the facility’s needs far outweighed its budget. The Morris County Park Commission 

issued an RFP seeking help from an experienced management company to set the course on 
a positive track. 

 
Implementation 

Indigo Golf Partners (Indigo) was selected to manage all aspects of Berkshire Valley. Our 

agronomy team went to work to upgrade conditions, putting dollars where they would see the 
biggest and fastest returns. Every other Indigo department took part in a transition that was 

seamless for the golfers.  
 

▪ Maintenance crews rehabbed the facility, making it much more appealing.  

▪ Indigo’s marketing team aggressively campaigned to bring golfers back and attract 
new ones.  

▪ Our sales team increased bookings of outings, banquets and corporate meetings.  
▪ We installed a proprietary operations platform to include all accounting, 

benchmarking and tracking processes.  
 
Our ACE the Guest Experience™ guest service training program showed golfers right away 

that a new management team was in place. Indigo’s on-site team, working closely with 
regional operations, marketing and agronomic personnel, have enhanced course conditions, 

improved guest services and right-sized spending. 
 
Results 

Both Indigo and the County viewed the initial management as a huge success, and we 
subsequently entered into a long-term agreement to manage the three additional 

Morris County golf facilities.  
 
To say the results in the initial year of Indigo’s operation were astounding is not an 

overstatement. After the first year managing all four golf courses for commission, Indigo 
generated a $1,400,000 annual improvement for the County.  
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Forest Preserve Golf, Cook County, IL 
Background  

The Forest Preserve District of Cook County, Illinois – suburban Chicago’s provider of parks, recreation 

and natural preservation – owns one of the nation’s largest municipal golf portfolios of 10 golf courses 

and one stand-alone driving range. In early 2002, after several years of declining rounds, revenue and 

customer satisfaction, the Forest Preserve District sought professional management services. 

 

An exhaustive national RFP process narrowed the field to one firm – Indigo Golf Partners (Indigo) – to 

manage this portfolio of courses back to prominence of the luster years when Golf Digest rated 

its flagship course among “America’s Top 25 Public Golf Courses.” By placing our corporate operations, 

maintenance and marketing team in Chicago a full five months before the contract commenced, Indigo 

birthed what could be the nation’s greatest municipal golf course portfolio turnaround. 

 

Implementation  

Opening the courses for play in mid-March 2003, an accomplished team of experienced golf course 

superintendents, head golf professionals and marketing specialists began the arduous task of 

rebuilding, revitalizing and rebranding a ten-course portfolio that played only 250,000 rounds in 

2002. 

 

Course and facility conditions were not up to par. Greens, fairways and tees were in urgent need of a 

long-term agronomic plan that included aeration and stability of the turf’s condition. The retail and 

food-and-beverage operations needed major overhauls. Each golf shop required new fixtures, point-of-

sale systems and a full stock of competitively priced hard and soft goods. Each snack bar and grille 

needed a full line of new kitchen equipment along with new, value-priced menus. With the courses 

being closed in November 2002, a new staff of energetic, service-oriented employees needed to be 

hired and trained to properly staff the 11 facilities across Cook County. 

 

Course and clubhouse revitalization were Indigo’s first priorities with customer service and marketing 

improvements close behind. Chicagoland golfers were eager to see what the new management team 

would bring. Upon the return of the core golf season, they were pleasantly surprised with the soup-to-

nuts, night-and-day changes. Not to be outdone, a new, professional, 24/7 reservation service with 

well-trained, helpful employees welcomed them back to “The New Forest Preserve Golf.” 

 

Results 

The results speak for themselves. Rounds in 2003 eclipsed 395,000 (up 58% from 2002 and up 

28% from 2001). This in a market that encompasses more than 180 golf courses open to the public. 

The revenues returned to the County through our economic partnership have far exceeded its 

expectations, turning a once money-losing portfolio into an economic and recreational success. 

 

Fast-forward to 2020 and this storied partnership continues to thrive. Indigo has returned more than 

$22MM to the Forest Preserve District of Cook County through rent payments and capital investment. 
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Cincinnati Recreation Commission 
Background  

The Cincinnati Recreation Commission provides one of the nation’s best parks and recreation programs, 

including a six-course golf portfolio. After five years of declining revenue under the operation of 

another national management firm, the City sought a new direction. 

 

Indigo Golf Partners (Indigo) won the bid to manage this portfolio with a mandate to reverse sharply 

declining revenue numbers. Our corporate operations, maintenance and marketing teams traveled to 

Cincinnati to work with existing managers and staff to build a new culture of ‘Revenue, 

Service and Quality. 

 

Implementation  

The team quickly developed a 300-plus item punch-list for each of the six courses. In just two months, 

Indigo changed all legal, financial, operational, marketing and personnel management aspects of the 

facilities. The transition was fast and effective, and seamless for the golfers.  

 

Course and facility conditions improved immediately with resounding customer feedback: “best ever.” 

Indigo created a new Regional Superintendent position to direct and train each of the six courses’ 

superintendents. A new management structure at each course combined two positions – General 

Manager and Director of Golf. This put more responsibility on each of the course’s Head Golf 

Professionals to successfully manage his / her golf operation. Indigo added two new positions for the 

Cincinnati portfolio – a Marketing Director and a Sales Director. Both would focus solely on increasing 

rounds and revenue. All of this occurred in the first 90 days of operation.  

 

In true partnership fashion, Indigo embraced the City’s mission statement of providing recreational 

activities for the whole community. Indigo implemented easier accessibility, community- focused 

fundraising events and customized junior programs specifically for our partner. 

 

Results 

It didn’t take long to see a return in Cincinnati. The portfolio saw steady increases in annual revenues 

over the next few years – reaching seven figures. Golfers returned to the courses to experience the 

new conditions. Marketing initiatives enticed new golfers to the CRC fold. Major overhauls of the 

portfolios’ food-and-beverage programs brought more customers to the grilles and restaurants while 

outing and tournament rounds climbed dramatically. Where available, wedding and banquet sales grew 

substantially.  

 

From the Cincinnati Recreation Commission: 

 

 “True partnership that is really working.” 

 “Indigo has created a ‘revenue culture’ at each facility and led the turnaround in gross revenue.” 

 “Indigo achieved superior guest services in a fun, family atmosphere.” 
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City of Tulsa, OK 
Background  

The City of Tulsa owns two 36-hole golf courses, Page Belcher and Mohawk Park.  After several years 

of unsuccessful concession arrangements with local golf professionals, there was serious discussion 

that closing holes at the golf courses would be a viable solution for these money-losing recreational 

assets.  The courses were on the wrong end of the price-value proposition in the local marketplace, 

causing golfers to gravitate to competing facilities.  

 

Ultimately, in 2008, Indigo Golf Partners (Indigo) was selected through a formal RFP process and 

charged with improving course conditions, enhancing guest service and right sizing the courses’ 

expense models.  Innovative programs were implemented, and efficiencies were immediately realized 

– both of which continue to benefit the curses 12 years later. 

 

Implementation  

Indigo quickly impressed the City of Tulsa and all stakeholders with: 
 

▪ Innovative loyalty programming 

o Tulsa’s only Rewards Program with nearly 5,000 annual participants 

o Programs that target playing frequency to increase “share-of-wallet” 

o Increased utilization by offering pass holder rates at specific times 

▪ Enhanced guest service using our proprietary ACE the Guest Experience training program 

▪ Improved agronomic conditions, including conversion to Champion Bermuda greens 

▪ Strategic corporate partnerships, including the Tulsa Drillers and Tula Oilers 

▪ Leveraged preferred vendor pricing through Indigo national partnerships  

▪ Implementation of the golf industry’s leading marketing and analytics platform 

o Target marketing by location, time preference and playing frequency. 

o Empirically (real-time data) based pricing strategy 

o In-house, cost effective, professional and customizable graphic design 

o Digital marketing that includes a new website, SEO, SEM and organic / paid social media 

 

Results 

Indigo and the City view the past 12 years of management as a huge success with Indigo delivering 

much more than what was expected. Rounds played and revenue have increased significantly, and 

Indigo has provided nearly a $1,000,000 improvement to the city’s bottom-line. 

 

“Through Indigo marketing and improved course maintenance program, the number of 

rounds played at city courses has increased by 45 percent … the city golf course revenues 

are covering the courses’ operating cost for the first time in many years.” 
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12. Cash Handling/Banking Plan  
 

Indigo has built a strong financial management team and systems that efficiently and 
accurately executes accounting functions. Guided by keen attention to detail and deadlines, as 

well as checks-and-balances controls, our in-house Certified Public Accountants and financial 
analysts use generally accepted accounting principles and will work closely with General 
Managers at the Courses to: 

 
• Help drive annual budget planning and management designed to achieve the City’s goals 

• Manage and execute financial calculations, including accumulated depreciation, and fixed 
asset and capital lease schedules 

• Strategize with the City on annual, quarterly and monthly cash planning and overall 

financial critical thinking 
• Reconcile balance sheets and bank accounts, post journal entries and balance ledgers 

• Perform month-end processes, including consistent cash flow monitoring, forecasting 
and management 

• Audit, analyze and prepare The Courses financial statements and report narratives, 

including balance sheet, P&L, cash flow and cost-of-goods-sold analysis 
• File sales and use tax 

• Turnkey accounts payables and receivables management, including invoicing and 
collections 

• Direct payroll management via enterprise system 
• Oversee internal controls compliance, including mystery audits, for the collection, receipt 

and deposits of The Courses revenues 

 
Other items important to the finance and accounting process: 

 
• Aggregation and Transparency – Indigo’s proprietary XRM platform transfers point-

of-sale and tee sheet data to our SAGE accounting software for up-to-date and accurate 

financial reporting. The City is provided complete viewability into revenues, expenses 
(including payroll), bank accounts and other monetary items, and financial reports are 

customized to easily consolidate into existing City budgets. 
 

• Operating Entity – The “Wichita Golf Management, LLC” operating account will house 

funds exclusive to The Courses and not commingled with any another accounts. All 
accounting and general ledger functions are discrete to this subsidiary. 

 
• Security and Internal Controls – Indigo has built and successfully applied methods 

to avoid, detect, counteract and minimize risks for The Courses. They prevent employee 

and customer theft, including point-of-sale safeguards and countermeasures, cash 
handling and deposit requirements, video cameras, required receipts, random safe, 

drawer and inventory counts, tee sheet / point-of-sale reconciliation and payroll record 
verifications. 

 

• Accounting and Payroll – These functions are directed by Indigo Golf Partners’ Director 
of Accounting who sets strategy and, as necessary, reviews the general ledger, deposit 

confirmations and audits (if any). The Courses’ General Manager will provide daily 
oversight. 
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Indigo implements a series of security methods and internal controls to prevent employee and 

customer theft, including POS security controls, cash handling and deposit requirements, 

video cameras, required receipts, random safe and drawer counts, random inventory counts, 

tee sheet/POS reconciliation, and payroll record verification, among others.  Indigo will 

maintain stringent revenue and cash controls. Preventive Controls include: 

• Access to on-site offices where records are maintained shall be restricted to Indigo staff 
and authorized personnel only. 

• All cash will be secured in cash registers or on-site safes.  Cash registers will be 
continuously attended by authorized personnel only, and only designated staff will be in 

possession of cash register keys and safe combinations. 
• All cash will be removed from the facilities and deposited into a bank on a daily basis.   

Cash deposits will be reconciled to revenue activity by the bookkeeper on a daily basis.  

Deposits will be made via armored courier pick-up if necessary. 
• Daily sales reports, deposit amounts and register reconciliations will be reported daily to 

the regional office. 
• All revenue and deposit activity will be tracked in the Indigo Master Income Report and 

examined regularly at the corporate and regional level. 

• Security cameras, accessible remotely via the web, will be installed and focused on cash 
and inventory areas to discourage theft before it occurs. 

• Each facility will be protected with a monitored alarm system with access codes. 
• Only designated personnel will be in possession of facility keys and alarm codes. 
• A perpetual inventory system will be maintained via the POS system. 

• Monthly physical inventory of golf shop goods and F&B resale goods. 
• All vendor invoices will arrive directly to the regional office and will then be submitted to 

site management for coding and approval.  All vendor statements will be reconciled 
monthly. 

• Candidates for employment will be thoroughly screened prior to hiring. 

• Employees shall receive on-going supervision and training on cash handling policies and 
procedures. 

• All transactions will result in an accurate receipt to the customer.  Signs will be 
prominently posted at all POS locations offering customers incentives to report 

inaccurate or missing receipts. 
• All golfers must present golf receipt to starter. 
• All voided and returned transactions will require manager approval and will be accounted 

for on daily close paperwork for regional and corporate review. 
• Electronic tee sheets will tie to POS and require golfers to appear on tee sheet. 

 

Detective Controls 

• Unannounced facility audits, register spot checks, and safe counts will be conducted. 
• Review of recorded camera data will be conducted regularly. 

• Unannounced audits of tee sheets, starters sheets and course activity to reconcile golf 
activity to records. 

  

 Internal Controls 
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13. Additional Information  
 

 
 
 

The Troon family of brands manages the following twenty-nine courses that serve as the “headquarters” 

for their local First Tee chapter, hosting more than 6,000 first tee golfers annually. Together, Indigo and 

Troon will provide unparallel support and dedication to the First Tee of Wichita. 

 

▪ Alhambra Golf Course, Alhambra, CA 

▪ Brentwood Golf Course, Jacksonville, FL 

▪ Briardale Greens Golf Course, Euclid, OH 

▪ Cobbs Creek Golf Course, Philadelphia, PA 

▪ Cranbury Golf Club, West Windsor Township, NJ 

▪ Currie Municipal Golf Course, Midland, MI 

▪ East Potomac Park Golf Course, Washington D.C. 

▪ Ed Oliver Golf Club, Wilmington, DE 

▪ Flanders Valley Golf Course, Flanders, NJ 

▪ Forest Greens Golf Club, Triangle, VA 

▪ Golf Club of Ocala, Ocala, FL 

▪ Jackson Park Golf Course, Chicago, IL 

▪ Knoxville Municipal Golf Course, Knoxville, TE 

▪ Marquette Park Golf Course, Chicago, IL 

▪ Mohawk Park Golf Course, Tulsa, OK 

▪ Neumann Golf Course, Cincinnati, OH 

▪ Oglebay Golf Courses, Wheeling, WV 

▪ Orchard Valley Golf Course, Aurora, IL 

▪ Page Belcher Golf Course, Tulsa, OK 

▪ Raintree Golf & Event Center, Uniontown, OH 

▪ Reeves Golf Course, Cincinnati, OH 

▪ Robert A. Black Golf Course, Chicago, IL 

▪ Rock Manor Golf Course, Wilmington, DE 

▪ South Shore Golf Course, Chicago, IL 

▪ Sydney R. Marovitz Golf Course, Chicago, IL 

▪ Tamarack Golf Course, East Brunswick, NJ 

▪ The Ridge Golf & Event Center, Auburn, CA 

▪ Whittle Springs Golf Course, Knoxville, TE 

▪ Woodland Golf Course, Cincinnati, OH 
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14. Capital Improvement Experience  
 

Indigo has extensive experience with capital projects and oversees capital spending typically 

exceeding $10 million annually at Indigo-managed facilities nationwide. Indigo places 
significant emphasis on planning and executing projects to ensure the physical integrity and 
competitive position of its courses are enhanced and maintained and will do the same for The 

Courses.  
 

A sampling of recent capital projects includes: 

▪ Blue Cypress Golf Course (Jacksonville, FL) – Indigo managed the redesign, 
construction, grow-in, and re-opening of the formerly closed 9-hole golf course owned 
by the City of Jacksonville, FL. Re-opened in April of 2021, plans are underway to build 

an additional 3 holes to create two six-hole routings. 
 

▪ Rock Manor Golf Course (Wilmington, DE) – Indigo oversaw the facility 
enhancements which included new tee boxes, bunkers and fairways, in addition to a 
state-of-the-art irrigation system for top playing conditions all season. A circa 1921 

building was restored to retain the flavor of its original structure and serves as Rock 
Manor’s clubhouse. A grill room and separate pub provide comfortable dining for golfers 

and non-golfers. For golf tournaments, weddings and other social engagements, a new 
outing pavilion makes Rock Manor a premium events destination.  
 

▪ The Preserve at Eisenhower Golf Course (Crownsville, MD) – Indigo managed a 
$6 million renovation completed by accomplished architect, Andrew Green, including 

removal of all bunkers replaced by strategic grassy knolls, new A1/A4 Bent USGA spec 
greens, new Latitude Bermuda fairways and tees, new tall fescue rough, new double 
row irrigation, and new cart paths in addition to extensive drainage work, stream 

restoration, and the addition of 17 boardwalks.  
 

▪ Ka’anapali Golf Resort (Maui, HI) – Indigo managed a complete make-over of this 
resort destination by renovating two 18-hole courses, clubhouse and dining facilities. 

Golf course improvements included new bunkers, renovation of existing bunkers, cart 
path resurfacing and expansion. Facility improvements included re-design of the 
restaurant and clubhouse (exterior & interior). The $13M project culminated in a grand 

re-opening of a world class golf resort. 
 

▪ Lyman Orchards (Middlefield, CT) – Indigo managed a $2 million renovation to the 
Robert Trent Jones design course including rebuilding of all bunkers, a full irrigation 
system replacement, and extensive drainage improvements. Indigo also managed the 

construction of a 9-hole short course player development facility at the same site.  
 

▪ St. Johns Golf & Country Club (St. Augustine, FL) – In 2019, Indigo began a two-
phase renovation at the 18-hole, semi-private property. Phase 1 (concluded in 2019) 
included a complete renovation of all 76 bunkers, expansion of existing practice putting 

green, and addition of short game complex for a total cost of $250,000. For Phase 2 
(under construction) Indigo invested $2.5M to expand the banquet/event space, create 

an outdoor F&B space, and enhance the ceremony site, making St. Johns a premier golf 
and F&B facility in Northern Florida. 
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Indigo has developed, constructed, grown-in and opened more than 30 golf properties 

across America, including: 
 

NORTHEASTERN U.S. 

▪ Eagle Ridge Golf Club, Lakewood, NJ (semi-private) 
▪ High Bridge Hills Golf Club, Borough of High Bridge, NJ (public) 

▪ White Oaks Country Club, Newfield, NJ (semi-private) 
▪ McCullough's Emerald Golf Links, Egg Harbor Township, NJ (public) 
▪ Wintonbury Hills Golf Course, Town of Bloomfield, CT (public) 

▪ Hudson Hills Golf Course, Ossining (Westchester County), NY (public) 
▪ The Golf Club at Oxford Greens, Oxford, CT (semi-private) 

 

MID-ATLANTIC U.S. 

▪ The Links at Challedon, Mt. Airy, MD (daily fee) 

▪ Somerset Golf Course, Locust Grove, VA (daily-fee) 
▪ Back Creek Golf Club, Middletown, DE (daily-fee) 
▪ Greystone Golf Course, Baltimore County Revenue Authority, MD (public) 

▪ The Woodlands GC, Baltimore County Revenue Authority, MD (public)  
▪ Four Streams Golf Club, Beallsville, MD (private) 

▪ Hunter's Oak Golf Club, Queenstown, MD (private) 
▪ Frog Hollow Golf Club, Middletown, DE (daily-fee) 
▪ Compass Pointe GC, Pasadena (Anne Arundel County), MD (public 36) 

▪ Lederach Golf Club, Lower Salford Township, PA (public) 
▪ Rock Manor Golf Course, Wilmington, DE (public) 

▪ 1757 Club, Dulles, VA (daily-fee) 
▪ Magnolia Greens Golf Club, Richmond, VA (semi-private) 
▪ Eisenhower Golf Course, Crownsville, MD (public) 
 

SOUTHEASTERN U.S. 

▪ Centennial Golf Course, City of Oak Ridge, TN (public)  

▪ Twin Bridges Golf Club, City of Gadsden, AL (public) 
▪ National Golf Club of Louisiana, City of Westlake, LA (public) 
▪ CC of Winterhaven, Winterhaven, FL (private) 

▪ Blue Cypress Golf Course, Jacksonville, FL (public, 9) 
 

WESTERN U.S. 

▪ Coral Creek Golf Course, Oahu, HI (resort) 
▪ Puakea Golf Course, Kauai, HI (resort) 
▪ Sumner Meadows Golf Course, City of Sumner, WA (public) 
 

SIGNIFICANT GREEN, TEE, IRRIGATION AND BUNKER RENOVATIONS 

▪ Ka’anapali Golf Resort, Maui, HI – Full Renovation, (resort) 

▪ Delcastle Golf Club, Wilmington, DE – Full Renovation, (public) 
▪ Lyman Orchards, Jones Course, Middlefield, CT – Full Renovation, (public)  

▪ Falmouth Golf Club, Falmouth, MA (public) 
▪ St. Johns Golf & CC, St. Augustine, FL – Bunker & Short Game (semi-private) 
▪ Spanish Wells Golf & CC, Naples, FL – Greens Renovation (semi-private) 

 Experience 
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Blue Cypress Golf Course 
Background  

The City of Jacksonville, FL owns Blue Cypress Golf Course, a 9 hole golf course that was 
closed in 2016 to focus efforts on their 2 remaining golf courses, Bent Creek and Brentwood 
(both managed by Indigo Golf Partners). After years of laying fallow, the City decided to invest 

$500,000 to renovate and re-open the golf course, while partnering with the First Tee of North 
Florida to create a new affiliate facility for programming and events.  

 
Implementation  

zzzIn 2020, the city hired Indigo Golf Partners to zrework Blue Cypress into something better 

suited to long-term survival. A user-friendly experience was the focus for Blue Cypress – which 
included: 

 
• Expanding the driving range 
• Installing a 3,500-square-foot putting green 

• Freshening up the playing surfaces 
• Modifying the maintenance practices so that all of the grass on the course, except for 

the greens, is cut to the same height: no tangled lies, no lost balls in the rough. 
 
Results 

Indigo and the City successful partnership was fruitful – 

Blue Cypress Golf Course officially re-opened on April 

9th, 2021. Recognized with a ribbon cutting ceremony 

and ceremonial 1st tee shots, the Blue Cypress 

community welcomed back their golf course. Plans are 

in the works to add 3 additional holes to the existing 9-

hole layout, creating a 12-hole routing that can be 

played in two 6-hole configurations. 

 
“Indigo Golf Partners and the City of Jacksonville hold a joint 

commitment to elevate the facility and create a comfortable and fun 

environment for everyone to enjoy playing golf. Indigo has a strong 

track record in the state of Florida and has already shown their 

expertise in growing safe and enjoyable recreational experiences.”  

- Daryl Joseph,  

Director of Parks, Recreation and Community Services 
 

Blue Cypress Golf Course Grand Opening 

Jacksonville, FL 

April 9th, 2021 
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The Preserve at Eisenhower Golf Course 
Background  

When Anne Arundel County purchased Eisenhower Golf Course in 2017, the plan was to create 
an environmentally friendly, first class facility enjoyable for golfers of all skill levels. After 

interviewing many accomplished architects, Andrew Green (recognized by Golf Digest as the 
#3 Renovation Architect Expert) was tasked to bring the vision to life. Operating the facility 
since 1997 along with the County’s sister property, Compass Pointe Golf Course, Indigo Golf 

Partners was retained to assist with renovation oversight, grow-in and management. 
 

Implementation 

In tandem with Andrew Green and Indigo, Anne Arundel County’s Department of Public Works 
and Watershed Protection and Restoration Program set out on a 30-month long, $6 million 
renovation and restoration project that included both the golf course and the wildlife 

sanctuaries and streams that intertwine the property. To minimize water usage, a state-of-
the-art efficient irrigation system was installed while fairways and tees were replaced with 

drought tolerant Bermuda grasses. Improving course playability and pace-of-play, while still 
maintaining a level of challenge, traditional sand bunkers were removed, and replaced with 
strategic knolls (also called hummocks) and low-cut approaches / mounding to protect the 

larger reshaped greens. Meanwhile, Indigo’s marketing and design team got to work, re-
branding the course as “The Preserve” reflecting not only Eisenhower serving local players as 

a championship golf course, but its goal to become a sanctuary for local wildlife.  
 

Results 

Much to the excitement of the local golfing community, The Preserve at Eisenhower Golf 
Course officially re-opened on May 1st, 2021.
 

Renovation Highlights Include: 

▪ new A1/A4 Bent USGA spec greens 

▪ new Latitude Bermuda fairways and 
tees 

▪ new tall fescue rough 

▪ new double row irrigation 
▪ new cart paths 

▪ new putting green 
▪ lengthened driving range and newly 

installed tee line 

▪ removal of sand bunkers, replaced 
with strategic hummocks 

 

Conservation Highlights Include: 

▪ 6,255 ft of stream restoration 

▪ 13.23 acres of wetland creation  
▪ 1,343 ft of boardwalk installed 
▪ 1,352 lbs/year of prevented total 

suspended solids to Broad Creek 
▪ Eradication of existing invasive plant 

species on the site 
▪ Planted over 20 different species of 

pollinator plants
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      2nd Hole Green                 Stream Restoration 

                 Boardwalk Installation        Course Construction  

  14th Hole Approach          11th Hole Green 
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16. Joint Venture  
 

N/A 
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Operations Overview  
 

The Golfer’s Journey 

 

The golfer’s journey begins with the 
tee time reservation process. Attentively managing The Courses’ 
point-of-sale and tee time reservation systems encourages an easy 

booking process via online (mobile, desktop, tablet) telephone, golf 
shop and third-party affiliates.  

 
 
Upon arrival, guests will enter The Courses’ expertly merchandised 

golf shop offering high quality, competitively priced items. Welcoming 
golf shop attendants will greet each guest, collect contact information, 

process payments, and politely usher guests to the next stage of their 
journey.  
 

 
Course starters will maintain punctuality on the first tee and provide 

guests with pertinent course information prior to their round. “Starter 
Scripts” ensure guests are aware of pin positions, golf cart rules, pace 

of play, restroom locations, and beverage cart availability. 
 

 

Course marshals and beverage cart attendants will serve to enhance 
guests’ experience while on the golf course. Marshals assist all groups 

with maintaining the expected pace of play, while beverage cart 
attendants ensure thirsts are quenched. 
 

 
At the conclusion of each round, cart attendants will thank guests for 

visiting while cleaning their clubs. If available, guests are directed to 
the club restaurant where they can eat, drink, and relive the shots 
that could have been. 

 
 

 
 
 

 
 

 
 
 

 
 

 

1 

2 

3 

5 

4 

Joel Gohlmann 
Executive Vice President 

“Our ACE the Guest Experience Training Program is the foundation 

of our company culture. We help employees ‘see the forest for the 

trees’ with a task versus purpose re-orientation. 

We teach employees the impact of every interaction, using a 

holistic view of the Guest Journey. Employees learn to empathize  

with each guest’s personal situation, anticipate their needs, service their needs, and then 

introduce the guest to the next portion of their journey, creating a positive, seamless 

experience.” 
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We intend to construct and deliver golfer 
development programs at The Courses to 

meet the learning needs of men, women, 
seniors, juniors, beginners, avid players, 
low handicappers and those with 

disadvantages and special needs. As a 
pioneer in this area, we are laser focused 

– in fun, non-threatening and affordable 
ways – to introduce new players, prompt 
those on a golf hiatus to return and prompt 

others to play more frequently by scoring 
better.  

 
We anticipate a PGA Golf Professional at 
The Courses will conduct individual and 

group lessons and clinics in sync with 
golfers of all abilities – for a fee and free – 

throughout the year. We target specialized 
programs for women and millennials which 

comprise 24% and 28% of the golf 
population, respectively. 
 

 
 

 
 
 

 
 

 
 
 

 
 

 
 
 

 
 

 
 
 

 
 

 
 
 

 

 

 
 

 

Indigo-managed golf courses host over 90,000 

Junior rounds annually, including 20,000+ free 

of cost as part of our GoFutures initiative. 

 
 
 

 
Indigo manages twenty-nine courses that 

serve as the “headquarters” for their local 
First Tee chapter, hosting more than 6,000 

first tee golfers annually. 
 

 

 
 
 

Forty-two Indigo-managed courses hosted a 

PGA Jr. League team last year with over 1,300 

participants nationwide.  

 Player Development  

 Junior Golf  

1,300 

75,000 

6,000 
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It’s one thing to aggressively sell group golf events, it’s another when outstanding service 
levels differentiate The Courses and generates market share growth and guest loyalty. Keen 

attention to detail centers on professional tournament services, including player pairing, 
customized rules and administration, personalized scorecards and cart signs, online and in-
person registration, contest hole signage and set-up, professional scoring, merchandise 

giveaways and special bells and whistles.  
 

In-House Events 

Our blue-sky thinking is without limits and adding in-house programming and events to The 
Courses’ golf and social rotation is no exception. Indigo will put in place a golf and non-golf 

social calendar that provides fun experiences for golfers and non-golfers alike. These examples 
are poised to add community excitement and incremental revenue: 

 
 
 

 
 

 
 

 
 
 

 
 

 
 
 
 

Gamification: Indigo has installed “gamification” 
technology on driving ranges at several strategic locations. 

Top Tracer, InRange, and a variety of other companies, use 
radar tracking technology to “gamify” traditional driving 

ranges. The social and entertainment appeal of these 
technologies attracts millennial participants that traditional 
golf struggles to retain.  

 
Simulators: Many golf courses have evaluated indoor golf 

simulators in search of alternative revenue streams during 
the off-season. In 2019, Indigo partnered with the leading 
golf simulator manufacturer, GolfZon, to open a golf 

simulator café (“ZStrict”) in Chelsea Piers, CT.  
 

Touch-free / Mobile: Indigo will continue leveraging our 

strategic partnership with G1 to provide input on POS 
functionality and improvements. Our current priorities 
center on enhancing contact-less payment and pre-payment 

technologies to improve the guest experience and further 
differentiate The Courses from its competitors. 

Glow Ball Night Golf Links & Drinks Craft Beer Golf Fest Chili Scramble 

 Innovation 

 Outings & Events 
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Marketing Overview 
 

In today’s hyper-competitive world, prioritizing a professional 
marketing and sales culture is important. “Build-it-and-they-

shall-come” reliance should not apply. 
 
Indigo Golf Partners blends art and science (rooted in data) to efficiently connect with golfers 

at the right time with engaging content that prompts action. The bedrock of this work is to is 
attract new guests to The Courses at a low cost of acquisition and promote frequent utilization 

for greater lifetime value. Simply lowering greens fees isn’t a strategy and presenting a pristine 
golf course alone doesn’t automatically translate to revenue. 
 

On behalf of The Courses, we will proactively manage the marketing process, identifying 
specific revenue levers to meet the desired goals and objectives.  

 
Strategy and Plan 

A well-organized roadmap prevents ineffective 

reactionary marketing. Our marketing team will 
reduce to writing what is crucial, at a high level, to 

meet one or more The Courses business objectives 
and a time frame for achievement. Our plan – a.k.a. 

“Wichita Revenue Playbook” – details how the 
strategy is executed. Following analysis of historical 
and competitive set data, we will schedule activities 

and tasks, roles and responsibilities, and budget. The 
strategy and plan are discussed with and approved by 

the City. As the plan is undertaken, we constantly 
measure campaign effectiveness against key 
performance indicators.  
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Growth Focus 

Without new customers, nurtured for extended periods of time, business is poised to be flat. 

That’s why we proactively operate under a “4 MORE” thesis – leveraging people-, behavior- 
and technology-driven stimuli to grow repeat rounds as well as introduce beginners and inspire 
lapsed golfers to return to the game. 

 
• Guest Acquisition – Indigo’s Marketing Team will establish measurable, effective, and 

guest-focused Acquisition Programs that attract NEW guests for The Courses. Acquisition 
tactics serve the same goal – to attract NEW guests via focused strategies that best 
target the message to appropriate guest segments by product/service, geography, and 

guest type. These programs and efforts will be tracked in The Courses’ revenue 
playbook, which includes the details and effectiveness of promotion, event, and 

campaign.  
 

• Guest Retention – Acquiring new guests is only half the equation. Keeping them coming 

back is the key to growth and sustainability. For The Courses, Indigo Golf Partners will 
design, execute and measure several programs to inspire and lock-in longtime loyalties, 

including: 
 

o Our data scientists utilize our proprietary “Tap In” app to analyze The Courses 
guest behavior trends, unique purchasing habits, play history and anticipated 
“steady state” future value. 

 
o We analyze potential marketing strategies designed to 

create loyalty programs which encourage guests to play 
The Courses with increased frequency. One option is to 
establish accounts for guests (e.g. reward card or 

frequent player program) whereby value-added 
benefits are achieved as play frequency and / or spend 

amount increase. Typically, this reward system is 
automated and purchasing data derived is used to 
identify upsell opportunities. Revenue is often generated up front and guests feel 

appreciated and special. 
 

Technology and Touch 

A well-organized sales process will attract The Courses new customers, win their business, 
provide upsell opportunities and, ultimately, generate previously untapped and incremental 

revenue. 
 

• Process – Indigo Golf Partners has heavily invested in a business development system 

to manage relationships and interactions with current and potential guests. Our 
advanced Salesforce customer relationship management platform is easy to use in 

helping The Courses stay connected to guests throughout their lifecycles, streamline 
productivity and improve profitability. Guest contact information, as well as their 

behaviors, interests and buyer status are stored in one central location. 
 

 Sales Fundamentals 
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• Training – We blend technology with a personal touch based on “people-buy-from-
people” reality. Support will be provided to the The Courses team (top to bottom) about 

how to interact with guests, gain their trust and confidence, and translate those 
connections into revenue. Online learning modules, including video enactments, and 

consistent role playing contribute to best practices and allow personalities to shine so 
marketing doesn’t feel like marketing to guests.  

 

Campaigns/Communications 

Amazing content – subjective and objective – is the ultimate connector between brands and 

buyers. Indigo Golf Partners specializes in marrying strategic objectives with visual assets to 
create eye-catching, unique campaigns and collateral for The Courses. Templates are 
catalogued on our proprietary Design on Demand platform for easy access and customization. 

Material formats include flyers, e-mail templates, postcards, table tents, digital ads, social 
posts and more. We often utilize the power the video, as well.  
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How to generate incremental revenue while maintaining the value proposition is often a 
scientific exercise. 

 
Dynamic Pricing and Yield Optimization  

Golf course managers have long fixated on the metric Average Price per Round (“APR”), 

evaluating revenue per round played. This metric is important for tracking rate integrity; 
however, it is not a great indicator of overall pricing performance. Instead, Indigo has shifted 

focus to tracking Average Price per Opening (“APO”), evaluating revenue per available round. 
 
Indigo’s proprietary analytics software, “Tap In,” creates and executes detailed yield 

optimization, pricing, and loyalty strategies tailored to The Courses and driven by the 
combination of facility data and in-market knowledge designed to gain market share from other 

competitors.  
 
In short, the output is pricing that increases total dollars:  

 
o Input the Courses historical data into Tap In 

 
o Reconcile competitive market intelligence with The Courses historical utilization, 

weather trends and forecasts, regional metrics and event schedules 
 

o Proactively adjust pricing and volume of website and third-party tee time 

inventories 

 

Third-Party Tee Time Agents 

In addition to driving golfers to book tee times on The Courses’ website, we enjoy a 

commission-based arrangement with Golf Now. The Courses benefits in several ways: (1) 
access to golfers conditioned to “shop” on GolfNow.com; (2) control over price and inventory; 
and (3) incentive for GolfNow to sell the greatest number of tee times at the highest possible 

price to maximize its commission. 

  

 Revenue Management 
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Performance Monitoring  

The Courses will utilize Indigo’s proprietary Compass Report to monitor performance on a 

weekly basis. Metrics measured within this report include MTD and YTD actual revenue and 

forecasted totals compared to budgets and PY totals, revenue trends, rounds totals by channel 

and type, sales trends and totals, lead generation totals, online star ratings, database growth 

rates, and trending NPS. This tool is vitally important to make necessary changes and direct 

focus where needed in a timely manner.  

“Quality decision making is the difference 

between success and failure.  We believe 

this so strongly, that we’ve invested 

substantial financial resources to improve 

the quality of the information we use to 

make decisions.  Simply put, better 

information translates into better 

decisions…Every Time. As your partner, we 

share this reporting with our clients to help 

them understand why we make decisions 

and the metrics we are looking at during 

the strategic process of constructing our 

programming. Our tools remove the 

guessing game - turning it into a science.” 

Scott Kravitz 
Analytics Manager 
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Annually, there are double-digit increases in online activity for 

research and transactions of available sports and entertainment 
activities like golf. To capitalize on this trend, Indigo’s marketing 

experts will implement a custom strategy to enhance The 
Courses’ “digital footprint.” This process moves The Courses 

across a continuum – from “digitally present” to “digitally 
advantaged” – increasing ROI with each improvement. 
 

• Website – Our expert team will design, develop, launch, update and monitor a new 
custom, attractive and high-performance website for The Courses.  

 
• Search Engine Optimization (SEO) – To get The Courses atop rankings on Google 

and other search engines, Indigo Golf Partners utilizes the latest in SEO technology, 

frequently refined to improve recognition, engagement and, ultimately, sales.  
 

• Search Engine Marketing – We plan to heavily promote 
the Courses websites by increasing its visibility on search 
engine results pages through pay-per-click advertising. 

This activity incorporates SEO and informs adjustments 
to and rewrites of website content and site architecture 

for higher search engine listings.  
 

• Organic Social Media / Content – Indigo Golf Partners 

will establish a social media strategy for the Courses and 
plan featuring entertaining, informative, educational and 

practical topics, as well as attractive and aspirational 
graphics, photography, written and video assets.  

 

• Paid Social Media – Profiling lookalike audiences and 
“friend of friends” with similar interests as golfers in The 

Courses’ database is a relatively inexpensive way to expand reach.  
 
• E-mails – We cost-effectively deploy campaigns to unique segments within The Courses’ 

database. Analytics show how many times recipients open e-mails, click-throughs, time 
spent, unsubscribes and other reporting data.  

 Digital Marketing 
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Food & Beverage 
 

 
Indigo Golf Partners is skilled in professional management and 

operation of high-quality and profitable food-and-beverage 
outlets spanning fine dining, casual restaurants, indoor and 
outdoor grills, banquets, snack bars, pool cabanas, on-course 

gazebos and beverage carts.  
 

This department is managed by our National Food and Beverage Director (and support team) 
whose culinary experience includes serving discerning diners, grab-and-go box lunches and 
everything between. Our approach – a mix of standard and custom – for The Courses: 

 
Annual Plan 

Indigo Golf Partners’ team and The Courses’ on-site leadership collaborate on development and 
execution of a written, annual plan for the food-and-beverage operation. Components include: 
 

• Buying plan 
• Marketing and sales program 

• Operations policies and procedures 
manual 

• Staffing / labor analysis formula 

• Guest services guidelines 

• Safe food-and-beverage handling 
techniques 

• Kitchen procedures 
• Cooking and presentation training 
• Alcohol service training 

• Short- and long-term capital planning 
 

 
Menus 

We develop an appealingly packaged and properly 
priced menu with diversity based on success levels 
of historical offerings at The Courses, similar fares 

locally, the kitchen’s capabilities, and guests’ tastes. 
Surveys elicit feedback for enhancement of eating 

atmosphere, service levels, food and beverage 
quality, menu options and other elements. Menus 
account for multiple uses of stocked food items and 

waste reduction. 
 

Promotion 

Appropriately displaying attractive boards & signage 
– in and convenient to The Courses’ food-and-

beverage area – promotes menus and specials 
utilizing the “let the item sell itself” principle. Pre-

assorted and a la carte menu items will also be 
featured in events packages. External to The 
Courses, we promote this socialization component 

after learning more about the operation, diner 
demographics and psychographics, and other 

attributes.  

 Sample Menu 
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Agronomic Overview 
 

The National Golf Foundation’s annual survey of golfers shows 
course conditions are the No. 1 reason one course is played over 

another. It’s an expectation that, when not met, means courses 
experience considerable “one-and-done” patronage. And it 
confirms the fact that product perfection equates to favorable price-value relationship. 

 
Mandate 

Indigo Golf Partners’ agronomy team is highly educated, skilled and determined to deliver 
outstanding playing experiences to each guest daily. Our guest-centric approach is more than 
simply growing grass. Focus is also on healthy turf, eco-sustainability and keen attention to 

detail across the total acreage. This is in concert with a reasonable budget required to impress 
golfers time and time again and earn their positive word of mouth. Commitments to excellence 

from the golf course superintendent and others on the maintenance crew lead to efficiencies in 
staffing and a high-quality, enviable end-product. 
 

 
Strategy & Plan 

For The Courses, a written agronomic plan will establish short-term and long-term goals, taking 

into account the maintenance and business needs of the facility. They will align with course 
upkeep tactics along a clear schedule (e.g. over-seeding, aeration, etc.) for quality assurance 

measures. The conditioning blueprint accounts for seasonality yet is flexible to meet nuances 
in weather conditions, golfer traffic, potential capital expenditures and other variables. We will 
strictly adhere to an approved budget consistent with standards and metrics within The 

Courses’ agronomic plan. 
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“Man-in-Motion” labor analysis aids our 
superintendents in creating efficient and 

effective budgets. Indigo benchmarks each 
agronomic plan against similar facilities in our 

portfolio to identify areas of opportunity.  
 
In addition to labor analysis, the Indigo 

agronomic plan includes a chemical and 
fertilization schedule with integrated budget 

calculators based upon application frequency, 
product cost, and treated acreage. 

 
Core Cultural Practices 

Indigo Golf Partners will leverage its talent and resources to properly care and produce 
impressive playing conditions at The Courses. Obtaining a healthy strand of turfgrass is 
accomplished through a myriad of strategies and tactics governing common surface and sub-

surface (growing medium) variables. 
 

 
 
 

 
 

 
 
 

 
 

 
 
 

 
 

 
 
 

 

Irrigation Mowing Aerification Rolling 

Topdressing Fertilization Weed Control Detail Work 

Hrs/Day Hrs

# of Per Per              

Task Workers Worker Day Jan Feb Mar Apr May Jun Jul Aug Sep Oct Nov Dec Total

Change Cups/Set-up 2 4 8 235.2 235.2 235.2 235.2 235.2 235.2 235.2 235.2 235.2 235.2 235.2 235.2 2822

 Weekly Frequency==> 7.0 7.0 7.0 7.0 7.0 7.0 7.0 7.0 7.0 7.0 7.0 7.0

Mow Greens 2 2.5 5 147.0 147.0 147.0 147.0 147.0 147.0 147.0 147.0 147.0 147.0 147.0 147.0 1764

Weekly Frequency==> 7.0 7.0 7.0 7.0 7.0 7.0 7.0 7.0 7.0 7.0 7.0 7.0

Mow Collars/Approaches1 3.5 3.5 44.1 44.1 44.1 44.1 44.1 44.1 44.1 44.1 44.1 44.1 44.1 44.1 529

Weekly Frequency==> 3.0 3.0 3.0 3.0 3.0 3.0 3.0 3.0 3.0 3.0 3.0 3.0

Mow Tees 1 3.5 3.5 44.1 44.1 44.1 44.1 44.1 44.1 44.1 44.1 44.1 44.1 44.1 44.1 529

Weekly Frequency==> 3.0 3.0 3.0 3.0 3.0 3.0 3.0 3.0 3.0 3.0 3.0 3.0

Mow Fairways 2 5 10 126.0 126.0 126.0 126.0 126.0 126.0 126.0 126.0 126.0 126.0 126.0 126.0 1512

Weekly Frequency==> 3.0 3.0 3.0 3.0 3.0 3.0 3.0 3.0 3.0 3.0 3.0 3.0

Roll Greens 1 3.5 3.5 44.1 44.1 44.1 44.1 44.1 44.1 44.1 44.1 44.1 44.1 44.1 44.1 529

Weekly Frequency==> 3.0 3.0 3.0 3.0 3.0 3.0 3.0 3.0 3.0 3.0 3.0 3.0

Mow Rough 2 5 10 126.0 126.0 126.0 126.0 126.0 126.0 126.0 126.0 126.0 126.0 126.0 126.0 1512

Weekly Frequency==> 3.0 3.0 3.0 3.0 3.0 3.0 3.0 3.0 3.0 3.0 3.0 3.0

Mow Surrounds 1 4 4 50.4 50.4 50.4 50.4 50.4 50.4 50.4 50.4 50.4 50.4 50.4 50.4 605

Weekly Frequency==> 3.0 3.0 3.0 3.0 3.0 3.0 3.0 3.0 3.0 3.0 3.0 3.0

Trim Patrol 2 5 10 42.0 42.0 42.0 42.0 42.0 42.0 42.0 42.0 42.0 42.0 42.0 42.0 504

Weekly Frequency==> 1.0 1.0 1.0 1.0 1.0 1.0 1.0 1.0 1.0 1.0 1.0 1.0

Coolers/Trash 1 1 1 29.4 29.4 29.4 29.4 29.4 29.4 29.4 29.4 29.4 29.4 29.4 29.4 353

Weekly Frequency==> 7.0 7.0 7.0 7.0 7.0 7.0 7.0 7.0 7.0 7.0 7.0 7.0

Topdress Greens 2 4 8 16.8 16.8 33.6 33.6 33.6 33.6 33.6 33.6 33.6 33.6 33.6 33.6 370

Weekly Frequency==> 0.5 0.5 1.0 1.0 1.0 1.0 1.0 1.0 1.0 1.0 1.0 1.0

Topdress Tees 1 5 5 0.0 0.0 0.0 0.0 21.0 21.0 21.0 21.0 21.0 0.0 0.0 0.0 105

Weekly Frequency==> 0.0 0.0 0.0 0.0 1.0 1.0 1.0 1.0 1.0 0.0 0.0 0.0

Chemical Application 1 3.5 3.5 73.5 73.5 73.5 102.9 102.9 102.9 102.9 102.9 102.9 102.9 73.5 73.5 1088

Weekly Frequency==> 5.0 5.0 5.0 7.0 7.0 7.0 7.0 7.0 7.0 7.0 5.0 5.0

Fertilizer Application 1 3 3 12.6 12.6 12.6 12.6 37.8 37.8 37.8 37.8 37.8 12.6 12.6 12.6 277

Weekly Frequency==> 1.0 1.0 1.0 1.0 3.0 3.0 3.0 3.0 3.0 1.0 1.0 1.0

Rake Bunkers 2 3 6 176.4 176.4 176.4 176.4 176.4 176.4 176.4 176.4 176.4 176.4 176.4 176.4 2117

Weekly Frequency==> 7.0 7.0 7.0 7.0 7.0 7.0 7.0 7.0 7.0 7.0 7.0 7.0

Edge Bunkers 1 8 8 33.6 33.6 33.6 50.4 67.2 67.2 67.2 67.2 67.2 50.4 33.6 33.6 605

Weekly Frequency==> 1.0 1.0 1.0 1.5 2.0 2.0 2.0 2.0 2.0 1.5 1.0 1.0

Irrigation Repair 1 4 4 42.0 42.0 42.0 42.0 42.0 42.0 42.0 42.0 42.0 42.0 42.0 42.0 504

Weekly Frequency==> 2.5 2.5 2.5 2.5 2.5 2.5 2.5 2.5 2.5 2.5 2.5 2.5

Landscaping 2 3 6 25.2 25.2 25.2 25.2 25.2 25.2 25.2 25.2 25.2 25.2 25.2 25.2 302

Weekly Frequency==> 1.0 1.0 1.0 1.0 1.0 1.0 1.0 1.0 1.0 1.0 1.0 1.0

Fill Tee Divots 1 1 1 29.4 29.4 29.4 29.4 29.4 29.4 29.4 29.4 29.4 29.4 29.4 29.4 353

Weekly Frequency==> 7.0 7.0 7.0 7.0 7.0 7.0 7.0 7.0 7.0 7.0 7.0 7.0

Handwatering 2 3 6 50.4 50.4 75.6 100.8 100.8 0.0 0.0 0.0 0.0 100.8 100.8 50.4 630

Weekly Frequency==> 2.0 2.0 3.0 4.0 4.0 0.0 0.0 0.0 0.0 4.0 4.0 2.0

Aerification 1 6 6 25.2 25.2 25.2 25.2 75.6 0.0 75.6 0.0 75.6 25.2 25.2 25.2 403

Weekly Frequency==> 1.0 1.0 1.0 1.0 3.0 0.0 3.0 0.0 3.0 1.0 1.0 1.0

Verticutting 2 4 8 16.8 16.8 16.8 33.6 33.6 33.6 33.6 33.6 33.6 16.8 16.8 16.8 302

Weekly Frequency==> 0.5 0.5 0.5 1.0 1.0 1.0 1.0 1.0 1.0 0.5 0.5 0.5

Sodding 1 8 8 0.0 0.0 33.6 0.0 67.2 33.6 0.0 67.2 67.2 67.2 0.0 0.0 336

Weekly Frequency==> 0.0 0.0 1.0 0.0 2.0 1.0 0.0 2.0 2.0 2.0 0.0 0.0

Leaf Removal 1 1 1 4.2 4.2 0.0 0.0 0.0 0.0 0.0 4.2 4.2 4.2 4.2 4.2 29

Weekly Frequency==> 1.0 1.0 0.0 0.0 0.0 0.0 0.0 1.0 1.0 1.0 1.0 1.0

Equipment Repair 1 8 8 235.2 235.2 235.2 235.2 235.2 235.2 235.2 235.2 235.2 235.2 235.2 235.2 2822

Weekly Frequency==> 7.0 7.0 7.0 7.0 7.0 7.0 7.0 7.0 7.0 7.0 7.0 7.0

Total Labor Hours 1629.6 1629.6 1701.0 1755.6 1936.2 1726.2 1768.2 1764.0 1839.6 1810.2 1696.8 1646.4 20903

Total Employees 9.7 9.7 10.1 10.5 11.5 10.3 10.5 10.5 11.0 10.8 10.1 9.8  
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Environmental Stewardship 

Indigo Golf Partners is widely recognized as 

golf’s most eco-friendly company and, at 
The Courses, plans to conserve and improve 

environmental quality while enhancing 
golfers’ experiences. Indigo actively participates in Audubon 
International’s “Audubon Cooperative Sanctuary” program 

and all clubs follow “Indigo Green,” our sustainability 
guidelines.  

 
Team 

Indigo Golf Partners is extremely selective in employing 

highly qualified golf course superintendents. They must hold 
passion for satisfying guests and an unwavering pride in 

performance. They must also be leaders with command over 
“what great looks like and plays like” based on where The 
Courses are positioned in the market.  

 
 

 
 

 
 
 

 
 

 
 
 

 
 

 
 
 

 
 

Support, Accountability & Outcome 

The superintendent at The Courses, in tandem with the on-site management team, benefits 
from hands-on support of an Indigo Golf Partners regional director of agronomy. Periodic site 

visits yield a “Manager’s Report” with course and property photos as well as a detailed narrative 
of agronomic activities, conditions, action plans, resources, timelines and metrics. The report 

is shared with the Township. This level of support promotes healthy turfgrass, exceptional 
playability, an aesthetic “wow” and, most important, guest satisfaction – all with “bang-for-
the-buck” efficiency. 

 

“Indigo created our Superintendent 

Business Institute to allow our 

superintendents to improve their business 

acumen. The three-year program is broken 

into three 10-hour segments. Learning 

modules include leadership and 

communication skills, interpreting financial 

statements, MS Excel proficiencies, and 

more. It has really helped our 

superintendents understand that golf is a 

business and the component for which 

they’re responsible isn’t “all” that matters. 

Every Indigo Superintendent is engaged in 

completing the program.” 

Bryan Bielecki, GCSAA 
VP of Agronomy 

1. Environmental Planning 
 

2. Wildlife & Habitat 
Management 
 

3. Chemical Use Reduction & 
Safety 
 

4. Water Conservation 
 

5. Water Quality Management 
 

6. Outreach & Education 
 

7. 65 Audubon Sanctuary 
Certifications 
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Administration 
 

Hospitality and recreation is a “people” business. Furthermore, guests’ demands and service 

expectations are at all-time highs. As such, Indigo Golf Partners has expended considerable 

resources recruiting, training and developing top talent.  

We call this “human capital.” It is driven by our proprietary performance management system 

that monitors and assesses job performance, with constructive feedback and goals, to create 

meaningful ways for employees to reach their potential and grow professionally. 

Training and Development  

There are many reasons – notably cultural and career development – Indigo Golf Partners 

attracts and retains the best talent in the industry. Facilitating the ability to develop great 
people are our leading training programs under the “IndiGrow” banner: 

 
Our online university features more than 50 
comprehensive training modules for career 

development. The platform is integrated with our 
performance management system so that 

managers can assign training to match goals 
established during the annual review process. 
 

Our mentorship program was established to 
identify and support “rising stars” within our 

organization. Selected mentees are paired with 
company executives for a six-month program to 
network, grow, and develop for their next steps 

with Indigo Golf Partners. 
 

Change is constant, which is why Indigo Golf 
Partners supports the continued education of our 
employees through national and regional 

meetings. Our meetings allow employees to share 
best practices and hear from subject matter 

experts from the PGA, USGA, GCSAA, etc. 
 

 

  

“At Indigo Golf Partners, our people are our greatest 
asset which is why we strive to ‘ACE the Employee 

Experience’ each and every day.  We hire the best 
candidates that share our core values and provide them 
with training and development resources to support both 

their current role and career aspirations.  To summarize, 
Indigo Golf Partners’ success is because of our people, 

leaders, and values.” Tom Reilly 
VP of Human Resources 
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ACEing the Experience  

Led by a professional “employee trainer,” our 
series of teaching-learning modules illustrate how 

to carry out Indigo Golf Partners’ guest vision 
statement. Guidelines for acceptable and 

unacceptable behaviors are demonstrated and 
discussed, as is role playing, for daily execution 

of best service practices during each interaction – 
from parking cars to drive away. 
 

We promote empathizing with each Lakewood 
guest’s personal situation, anticipating and 

servicing their needs, and then introducing guests 
to the next portions of their safe and fun 
journeys, creating positive, seamless experiences 

throughout. 
 

Formal training sessions are augmented by 
regular reviews of the Indigo Golf Partners / The 
Courses guest vision statement, as well as service 

and behavior standards, in The Courses 
department and all-staff meetings. Timely 

feedback on observed positive and negative 
interactions is provided – these are teaching moments, not indictments. 
 

The Courses will be subject to Mystery Shopping exercises (as well as guest surveys) 
anonymously conducted by professional, independent evaluators. Reports are used to further 

train, incentivize and reward employees. 

 
Service Recovery 

The occasional dissatisfied customer – whether expressed or largely unknown – needs to be 
converted into a loyalist. The Courses staff will be taught to subscribe to our “LAST” techniques 
for appropriate service recovery responses. 

 

 
 

 
 

 

 

 

 

LISTEN 

• Don’t interrupt 

• Make eye contact 

• Show Respect 

• Calm and clarify 

THANK THE GUEST 

• Appreciation 

• Patience 

• Positivity 

• Helpfulness 

ACKNOWLEDGE 

• Recognize problem 

• Apologize 

• Empathize 

 

SOLVE 

• 100% attention 

• Immediate action 

• Timely follow-up 
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Measures to avoid unnecessary risks benefits the well-being of The Courses’ people, facilities 
and the business at large. 

 
Safety and Security  

Indigo Golf Partners’ Vice President of Contracts and 

Risk Management oversees the construct, delivery, 
training and adherence to safety and sanitation plans, 
guidelines, rules and regulations. Our comprehensive 

manuals meet OSHA standards for all positions and 
job responsibilities, machinery and equipment, 

chemicals and fertilizers, and more. Local and state 
regulations apply as appropriate. 
 

We require The Courses employees to acknowledge 
reading of manuals, attend regular training sessions, 

participate in our “Safety Makes Sense” video and 
training platforms – identifying risks by department – 
and report accidents or safety violations to his / her 

supervisor. 
 

Additionally, we procure The Courses insurance, risk 
management and business licenses, including claims 
filing, renewals and regulatory requirements.  

 
Emergencies  

Indigo Golf Partners establishes an emergency 

management plan (EMP) specific to The Courses. It 
addresses policies and methods of prevention, 
preparedness, response and recovery. At the EMP’s 

core is identifying risks and outlining courses of action 
to mitigate damage of potential events that could 

endanger the safety of employees and guests, and 
The Courses’ ability to function. The EMP includes 

procedures to safeguard property and facilities, as 
well as steps to assess an incident’s severity and 
respond to eliminate it. Training exercises (akin to fire 

drills) are part of the plan alongside connections to 
outside agencies for assistance. 

 
Facility Audits 

Our audit specialists will visit The Courses periodically. The audit includes more than 200 
individual items in nine categories: ACE the Guest Experience training; administration; 

agronomy / maintenance; clubhouse; food and beverage; human resources; information 
technology; risk management, and operations. 

 

 

 Risk Management 

“Creating the ‘Safety Makes 
Sense’ videos is a great example 

of Indigo Golf Partners’ 
ownership mentality.  We are 

committed to a culture of safety 
first, and we capitalized on an 
opportunity to better educate 

and protect our employees and 
our business. 

We researched and reviewed our 

internal loss history data, which 
allowed us to segment insurance 

claims and identify specific 
trends.  Then we created 

situational scripts to address 

high-risk and repeat incidents, 
recorded professional training 

videos, and distributed this new 
training company-wide. 

The result is a safer environment 
for both our employees and 

guests” 

Alex Elmore 
President 
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Indigo has managed 50+ transitions over the last five years. The key to a smooth transition 
is organization and extensive, upbeat communication. In this regard, we will: 
 

▪ Coordinate with City staff on a thorough Transition Plan to ensure everyone is “on the 
same page” and the Plan is agreed upon 

▪ The Plan will generally involve a combination of employee outreach and community 
outreach including actions such as: 

o Holding a meeting with all employees, putting them at ease. Team building 

events and staff meetings will occur within the first month  
o Introduce Indigo to golf patrons and share some of our initial thoughts and plans 

for the Courses  
o Hold Town Hall Meetings open to the community to discuss ideas and input 

regarding future operations at the Courses. 

▪ The Plan will also outline an extensive checklist of deliverables, the timing for 
completion, and the responsible party for each item 

▪ Internally, Indigo holds weekly “Transition Calls” with all departments including IT, HR, 
Payroll, Benefits, Risk Management, Accounting, National Accounts, Operations, 

Agronomy and Marketing 
 
First 30 Days 

 
The following snapshot gives a summary of important items which are completed in the weeks 

leading up to the transition: 
 
WEEK 1:  

 
Client Meeting - Indigo representatives will meet with City staff and Supervisors to review 

the Transition Plan. 
 
Host “Team Member Meeting” - Indigo will host one or more all-staff meetings on site for 

each facility employee. Indigo will communicate effectively and succinctly the policies of 
Indigo. Also, important in the process, each staff member will have the ability to meet with 

Indigo representatives.  
 
Medical Benefits, 401k and employer/employee issues - During this first week, Indigo 

will set aside time for each employee for comparison and explanation of current benefits vs. 
those offered under a proposed Indigo employer/employee relationship.  

 
Entity Registration - County and State Compliance - Indigo will incorporate the new 
subsidiary i.e. Wichita Golf Management, LLC (“WGM”) and provide the required 

documentation to the City. 
 

WEEK 2: 
 
Client Meeting - Indigo representatives will meet with City staff to review the transition 

status.  
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Insurance - Indigo will notify its insurance carrier of the effective date and the insurance 
requirements as set forth in the RFP and will provide the required documentation to the City.  

 
Existing Contracts - Indigo will analyze and evaluate all existing Agreements by and 

between the vendors and notify the City of which Agreements Indigo would like to continue 
and provide a listing of those that Indigo proposes terminating.  
 

WEEK 3: 
  

Employee Interviews and Staffing Plan - Indigo will conclude its on-site interviews and 
finalize a staffing plan to review with the City for implementation upon the effective date.  

 

IT Evaluation and Compliance - Indigo’s IT team will evaluate the current inventory of all 
computers, servers and PCI compliance to develop a transition plan and critical needs listing 

to present to the City. 
 

Inventory and Equipment Procurement Listing - Indigo’s Agronomic Team and 

Operations Team will review and evaluate all existing inventories of equipment, furniture, 
fixtures, etc. to determine what items may be needed as part of the startup and incorporating 

this into a Startup and Transition Listing to present to the City. 
 

Tournament/Special Events/Banquet Contracts - Indigo will contact all upcoming parties 
that have a contract for any special event, tournament or other event planned at the Courses 
and provide updated contact information for the person responsible for ensuring the details 

of those events are followed through without any interruptions.  
 

WEEK 4: 
  
Employee Enrollment - Indigo’s Human Resource representatives will be on site to enroll all 

employees and answer any final questions regarding compensation, benefits, etc. Employees 
will be provided job descriptions, Indigo’s policies and procedures manual and all other training 

materials per their specific role and responsibilities. 
 
ACE the GUEST Experience™ Training - Indigo will conduct our Guest Service Training 

Program for all employees prior to the effective date. 
 

Insurance - Indigo will provide notice to its insurance carrier of the effective date and prepare 
a declaration for additional insured or other requirements as set forth in the Management 
Agreement. 

 
As previously mentioned, this is simply a sample of the items accomplished leading up to the 

transition date. There are quite a few more items to accomplish each week and the plan 
continues up to 90 days past the transition date. A copy of our full checklist can be provided 
upon request, although it is tailored to each client and will only be representative of a specific 

plan that would be created for the Courses. 
 




