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TRANSMITTTAL LETTER

AUGUST 13, 2021

CITY OF WICHITA GOLF COURSES

ATTN: HANNAH LONG

CITY PURCHASING MANAGER

12TH FLOOR, CITY HALL

455 NORTH MAIN

WICHITA, KANSAS
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Dear Ms. Long:

On behalf of Landscapes Golf Management, it is my pleasure to

formally reply to the City of Wichita's RFP for golf course

management services. Landscapes has a long history of providing

exceptional guest services and has emerged as a leader in revenue

generation, which has created long-term financial stability and capital

reinvestment opportunities for our clients and their stakeholders.

With a current portfolio of nearly 60 courses in 21 states,

Landscapes is a company “right-sized” for the needs of the City of

Wichita golf courses with the depth of experience that comes from

an organization with four decades in the golf business. The LGM

team will ensure that the City of Wichita is able to offer well-

maintained golf courses with friendly service while driving the best

possible financial performance.

In the pages to follow, we will be providing a Qualification Statement

in the form of an overview of our management services and specific

areas of expertise. The information within will be valid for a period

not to exceed 180 days after the date of issuance of this Qualification

Statement. We appreciate your consideration, welcome your

comments, and look forward to furthering our conversations at your

earliest convenience.

Mark Mattingly

Executive Vice President

Landscapes Golf Management

1201 Aries Drive, Lincoln, NE 68512

(402) 980-6861 direct, (402) 423-4487 fax

mmattingly@landscapesgolf.com

www.landscapesunlimited.com
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EXECUTIVE SUMMARY
Landscapes Golf Management is excited by the opportunity to share our
company history, expertise, and vision for the City of Wichita golf courses.
We are confident in stating that there is no better partner for the City of
Wichita than Landscapes, and we trust you will ultimately feel the same.

APPROACH TO THE PROJECT
The City of Wichita golf courses are very familiar to our operations team, and a collective project for

which we look forward to the opportunity to engage. In fact, in 2014, Landscapes Golf Management

was selected by the City of Wichita, through a rigorous RFP process, as the ideal third-party

management solution for the city's golf courses. Unfortunately for our team, ultimately the decision

was made to keep the operations in-house for one (1) additional year to see if the existing golf

management team could successfully institute some new initiatives they had developed. Since that

time, we have often wondered what could have been and anxiously awaited a new opportunity to

present our management team as the ideal partner for the City of Wichita.

SIMILARITIES

In the interim, Landscapes Golf Management was selected by the City of Sioux Falls, SD to manage

their three (3) facilities. We see a number of parallels in the two city golf systems, and opportunities

to implement our successes at Sioux Falls at the City of Wichita golf courses. An example of the

approach we envision includes the implementation of a single high-performing General Manager that

would hold the title of Market Manager for the four (4) courses in Wichita. This individual would work

closely with each golf course team on a weekly basis and manage his/her time according to the

various needs of each site location. To be clear, this individual would be a hands-on manager equally

capable of pulling up golf carts, preparing food, processing golfers, or developing/implementing a

business plan and operating budget. In Sioux Falls, that individual is our highly successful Market

Manager, Justing Arlt. At each site location, Justin has a lead golf shop manager and superintendent

(or strong assistant) that he directs as if he was the everyday on-site General Manager of that

particular course. This structure allows for senior-level oversight of each course, without burdening

the City with a GM-level payroll position at each location. The Market Manager would report directly

to our Regional Operations Manager assigned to the City of Wichita golf courses account.

In 2017, the City of Sioux Falls came to the end of a 20-year relationship with their former golf system

manager. While once a thriving profitable enterprise, the City of Sioux Falls golf courses had finished

more than $200,000 in the red for several years running. In our first year at Sioux Falls, despite an

incredibly late start to the season due to weather, we finished in the black by $18,385. In 2019, that

number grew to $102,708. As Covid-19 descended on our country, the team at Sioux Falls was ready,

and we finished the year at a positive $358,629 in Net Operating Income, in all nearly a $600,000

turnaround in just three (3) years.
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THE LANDSCAPES DIFFERENCE
EQUIPPING OUR SALES TEAM

Landscapes has made a concerted effort to develop a dynamic Sales Culture at all of our properties.

This began with the move to develop our Director of Marketing/Revenue Management position and

has evolved into the creation of our “Technology Stack” that places our team members in a position to

lead the marketplace by enhancing outbound sales automation and inbound conversions. This

technology stack encompasses POS systems, Dynamic Website, Custom CRM program, a

Contracting/Invoicing platform, cloud-based Customer Feedback systems, centralized Marketing

services, and more. In fact, one of the most innovative additions to our arsenal is the development of

a Business Intelligence (B.I.) tool, which is leading the industry in data analysis. An example of our

B.I. Dashboard can be seen by clicking this link to a flipbook representation of these integrated

dashboards that pull data from every system within our technology stack, as well as, weather,

accounting, and social media data. This single dashboard gives our manager unprecedented insight

into the performance of each site location.

SPECIALISTS VERSUS GENERALISTS

Landscapes provides course management services to more than (25) public clients across the United

States. We quite frankly have specialists in areas our competitors do not:

• National Director of Food & Beverage

• Transition Manager(s)

• National Director of Agronomy

In addition, our Regional Operations Managers have smaller portfolios of clients they serve, allowing

for a more intimate relationship with each client, membership, and service team. A number of other

management companies use a “regional champion” (RC) approach, which is arguably an attractive

name. However, the reality is that an RC represents their best effort to have a high-performing field

manager, at another facility in your general area, "help out" your team whenever they can spare the

time. We think the City of Wichita deserves our best, and that is why Landscapes has invested in

specialists that can be laser-focused on your needs.

FROM INCEPTION ~ TO OPERATION ~ AND EVEN RENOVATION

Landscapes Golf Management also has the benefit of the Nation’s largest and most trusted golf

course development company, Landscapes Unlimited, under the same roof in our offices in Lincoln,

NE. A golf course is an evolving organism that requires periodic care. In fact, it is out of the combined

strength of both companies that our Program Management team was formed. We will speak more

about this unique team in the Capital Planning section, later in this response. The fact remains that

no other company in the industry today, but Landscapes, can claim to be a "Single Source Solution" for

owners looking for a partner able to truly take a comprehensive approach to all aspects of course

development and sustainable long-term operations.
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• National Director of Marketing

• Safety Manager

• Employment Recruiter

https://anyflip.com/jsyjm/qrnu/


ABOUT LANDSCAPES
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HISTORY OF LGM
A LONG HISTORY OF SUCCESS

Since our humble beginnings in 1976, Landscapes has
evolved into the premier solutions provider in the golf
industry. Today, our construction, renovation, and
irrigation divisions have completed more than 2,000
projects across the globe; our golf and turf management
divisions manage clients in the United States, Canada,
and China.

Landscapes Golf Management provides management
services to more than 50 individual facilities. We tailor
our services to meet the unique needs of each client,
pride ourselves in exceptional quality, and believe in
building long-term relationships with our clients.
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LANDSCAPES HOLDINGS, LLC
THE NATION'S LEADING GOLF SOLUTIONS COMPANY

Bill Kubly - Founder & CEO

Landscapes Holdings, LLC is a solutions-based company that provides comprehensive expertise within

the golf and recreation industries. Over the course of 40 years, its mission has

been understanding the totality of individual customer needs — past, present,

and future — then providing a custom business relationship that solves problems

and delivers additional solutions as new needs arise. In its core competencies of

golf course construction, irrigation, course/club operations, and sports field

installation, Landscapes’ vast team of resources and professionals deliver

nuanced, enduring, qualified solutions to any challenge an owner might face.

Techniques and technologies may change, but our ability to provide these

solutions does not.

Since 1976, Landscapes has done more than provide solutions. It has transformed the visions of

owners, architects, designers, and developers into lasting, efficient, adaptable realities. This was the

aspiration of Landscapes founder William "Bill" Kubly, who himself holds a degree in Landscape

Architecture from the University of Wisconsin. Today, with more than four decades of experience in the

golf course construction, management, and recreational development industries, he remains the driving

force behind one of the best-known, most trusted names in the business.

While the Landscape Unlimited brand was first established by its course construction and development

prowess, Landscapes Golf Management (LGM) has served over 100 clients as an expert third-party

operator since 1988. Today, its active portfolio includes more than 50 public, private, municipal, and

resort properties nationwide, as well as locations internationally in Canada and China. No firm brings

the same breadth of experience, expertise, and energy to the golf operations business. LGM’s work with

a wide range of facility types means we can share with our clients an ever-improving suite of cutting-

edge best practices gleaned from 45 years in golf construction, renovation, and management fields.

Headquartered in Lincoln, Nebraska, Landscapes employs more than 2,000 team members and is

supported through a full complement of corporate support and resources in the areas of operations,

agronomy, food and beverage, sales, marketing, accounting, legal, human resources, information

technology, golf construction, vertical construction, and irrigation. The Landscapes team boasts over

250 years of combined experience in the industry and features affiliations with such organizations as

the PGA, GCSAA, CMAA, NGCOA, GCBAA, and many more.

"We are lucky to have such a relationship with
Landscapes Unlimited.”

~ Greg Norman
Great White Shark Enterprises, Inc.



LEGAL STRUCTURE & OWNERSHIP OF BUSINESS

ORGANIZATION STRUCTURE
LANDSCAPES HOLDINGS - ORGANIZATIONAL CHART
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LANDSCAPES GOLF MANAGMENT - ORGANIZATIONAL CHART

WICHITA GOLF MARKET - ORGANIZATIONAL CHART
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Project Lead
CHRIS JACOBSON
SR. REGIONAL OPERATIONS MANAGER

RESPONSIBILITIES

Mr. Jacobson has been responsible for transitioning numerous

Landscapes properties. His focus lies in building quality teams,

planning, budgeting, hiring and training management staff, and

developing/expanding facility and membership programming, all while

improving products and services. Chris works directly with the General

Managers to implement annual business plans and operating budgets,

while utilizing the Landscapes corporate team and support staff to

achieve success.

RELEVANT EXPERIENCE

A Certified PGA Professional, Mr. Jacobson has over 25 years of

experience in all facets of golf operations including daily-fee, semi-

private, and private facilities. Before transitioning to Landscapes Golf

Management in 2011 as a Regional Operations Manager, he was the

General Manager for The Players Club at Deer Creek; an Arnold

Palmer-designed 27-hole private club located in Omaha, NE. The

Players Club continues to be one of the key flagship of the

Landscapes Unlimited owned facilities and services over 800+

memberships annually. Mr. Jacobson has also overseen the dramatic

turnaround of the City of Sioux Falls, SD golf courses. 11

EXECUTIVE TEAM AND AREAS OF EXPERTISE
Our management team is comprised of talented professionals representing every
aspect of club operations and facility management. The members of our team who
will be specifically involved in the serving of River Vale are listed below.



Executive Team

TOM EVERETT
PRESIDENT

RESPONSIBILITIES

Mr. Everett leads the company’s management

services division and is responsible for recruiting

top industry talent, providing a rewarding work

experience for all team members and in-turn

meeting or exceeding all client’s expectations. In

addition, Tom is responsible for ensuring

Landscapes is offering the right mix of proprietary

management tools and innovative solutions,

leveraging the purchasing power of the

Landscapes portfolio, promoting a culture of

sales, while providing personalized service to our

clients.

RELEVANT EXPERIENCE

A PGA Professional, Tom brings over 25 years of

professional golf course management

experience which encompasses municipal, daily

fee, semi-private and private club facilities. Since

joining Landscapes in 1999 as an operations

manager, and subsequently moving through the

ranks to director and vice president, and

ultimately being promoted to president in 2014,

Tom has been responsible for the business

planning and budgeting, hiring and training of

management staff and ongoing operations of

more than 50 properties.
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MARK MATTINGLY
EXECUTIVE

VICE PRESIDENT

RESPONSIBILITIES

Mr. Mattingly is responsible for developing new client

relationships for Landscapes Golf Management as

well as existing relationships as facility needs evolve.

Working with the senior management team, Mark

spearheads the growth of our management

relationships (recently exceeding 55 clients),

oversees Landscapes Golf Management’s business

development marketing, leads numerous business/

market analyses for prospective clients, and

contributes to overall business strategy at the

individual property and corporate level.

RELEVANT EXPERIENCE

A PGA Professional since 1994, Mark has served as

General Manager, Regional Manager and Regional

Operations Executive for private and public facilities

alike with a strong emphasis on business building

programming and membership growth. Over the

course of his career, Mark has been responsible for

the management of over 25 properties, and currently

maintains a regional consulting role with a small

number of clients. As part of the Landscapes team

Mark is centrally located in Indiana, where he also

served three terms on the Indiana PGA Board of

Directors.



MIKE WILLIAMS
VICE PRESIDENT –
OPERATIONS

RESPONSIBILITIES

Mr. Williams provides leadership for all of our

Regional Managers to ensure that leadership

at Landscapes Golf Management is

consistently striving to exceed our clients’

expectations on service delivery, achieving

financial goals, and facility development. In

addition to the aforementioned duties, Mike

also maintains a small portfolio of managed

properties under his direct supervision.

RELEVANT EXPERIENCE

An award-winning 20+ year member of the

PGA of America, Mike came to Landscapes

Golf Management from another well-known

company where he served as a Regional

Operations Executive and was responsible for

supervising, managing, and delivering

positive, site-level operational, customer

service, and financial performance at more

than a dozen properties with combined

revenues exceeding $40M. Mike works out of

and travels from our regional office in

Chicago, as well as maintaining a presence in

our home office in Lincoln, NE.
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SCOT WELLMAN
DIRECTOR -
MARKETING &
REVENUE
MANAGEMENT

RESPONSIBILITIES

Mr. Wellman is responsible for strategic

development and implementation of marketing

and programming initiatives specifically tailored

to drive revenue generation at the facility level.

Scot is Google Certified Ads Manager and joined

the team after spending 10 years working in the

analytics department for a Fortune 100 (Blue

Chip) Company. Scot sets-up/monitors digital

advertising campaigns for LGM courses, as well

as coaching field managers. These campaigns

are designed to generate impressions, build brand

awareness, and drive leads.

RELEVANT EXPERIENCE

Born the grandson of a Greens Superintendent,

Scot’s introduction to the game he loves came

early. A member of the Nebraska Wesleyan

Men’s Golf Team, and a NAIA conference

champion, Scot was later named Head Golf

Professional and held that role until 2006.

Utilizing his B.A. in Business Administration

(marketing), he excelled in his early golf

operations career. During his departure from the

golf industry, Scot developed his skills in the

areas of leadership, data analytics, completed

staff work, lean essentials and driving results.

His combined experiences have made Scot a

strong addition to the Landscapes Golf

Management team in 2017.



NICK OTTEMAN
VICE PRESIDENT –
ACCOUNTING AND
FINANCE

RESPONSIBILITIES

Mr. Otteman is responsible for all financial

activities within Landscapes Golf Management

including financial reporting, budgeting,

forecasting, and communication with our many

clients. He manages a team comprised of an

Accounting Manager, a Senior Accountant, four

Staff Accountants, and three Accounts Payable

team members. This team helps to provide

accurate and timely financial information to each

of our clients while also providing thoughtful

financial strategies developed through data and

accounting analysis.

RELEVANT EXPERIENCE

A Certified Public Accountant, Nick previously

worked as a Manager for KPMG in Omaha,

Nebraska. KPMG is an international firm offering

audit, tax, and advisory services to a diverse

client base. Nick led numerous teams in

providing technical assurance services to public

and private market clients, with significant

experience in the energy and agriculture sectors.

He also served as a national instructor for the

firm and was actively involved in recruiting. Nick

earned his bachelor’s degree in accounting and

Master's of Professional Accountancy from the

University of Nebraska-Lincoln. He is also a

member of the American Institute of Certified

Public Accountants.
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MARK YOUNG
DIRECTOR – FOOD
AND BEVERAGE

RESPONSIBILITIES

Mr. Young works closely with Adam Brandow,

Regional F&B Manager and together they are

responsible for the oversight of more than 50

food and beverage operations around the

country. Mark is also responsible for

negotiating and implementing national

purchasing programs that offer the best pricing

possible for all of our associated properties.

Realizing and generating revenue growth

opportunities has been a vital role of the

National Food and Beverage Director. Mark has

implemented weekly and monthly reports to all

Landscapes facilities that assist managers in

controlling costs, labor and other expenses.

RELEVANT EXPERIENCE

Mr. Young has more than 25 years of

experience in Food and Beverage management.

Possessing comprehensive experience within

the golf industry, Mark has an extensive resume

including roles as a course-level food and

beverage manager, Regional Manager, and

currently as the National Food & Beverage

Director for the company. He has experience

and knowledge in all types of golf course food

and beverage operations including; snack bars,

exhibition grills, back of the house kitchens,

semi-private and private clubs. In addition to

operations, Mark has worked extensively on

new construction projects as well as renovation

projects saving clients thousands of dollars.



STEVEN A. MERKEL
DIRECTOR - GOLF
COURSE AGRONOMY

RESPONSIBILITIES

Mr. Merkel is responsible for all golf course

turfgrass management, special projects, and

capital improvements at Landscapes-owned

and managed properties. Steve provides

support, assistance, and direction to the Golf

Course Superintendents, General Managers, and

owners at these facilities.

RELEVANT EXPERIENCE

Steve has over 30 years of experience in

turfgrass management of golf courses

throughout the US, Canada, and the Caribbean.

He is Landscapes lead agronomist and is

responsible for the ongoing maintenance of

Landscapes portfolio of owned and managed

golf courses. In this capacity, he provides

support to more than 30 Golf Course

Superintendents. He is a 20+ year Certified Golf

Course Superintendent and has experience in

turfgrass management, grow-in and

establishment, and renovation. Steve also

consults on agronomic practices and programs,

maintenance operations, and renovations on

numerous projects for Landscapes construction

clients
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KENDA FINK
HUMAN RESOURCE COMPLIANCE SPECIALIST

Ms. Fink provides human resource transition

support to new clients and acquisitions including

employee onboarding, job description

development, and payroll and timekeeping

configuration. In addition, she provides guidance

and coaching to the field and corporate

management on a variety of compliance

concerns including the Affordable Care Act,

FMLA, AA, and EEO.

RHONDA MCGINNIS
HUMAN RESOURCE GENERALIST

Ms. McGinnis performs a variety of Human

Resource related duties including employment

record maintenance, benefits administration,

workers’ compensation, and employment policy

development. Her duties include reporting and

testing; including administering health, welfare,

401(k), terminations, and compliance testing.

BRAD JURGENSEN
SENIOR NETWORK SPECIALIST

Mr. Jurgensen is a strategic resource for

Landscapes. Brad’s expertise with current

hardware and software technologies allows for

him to be a valuable resource to both on-site

team members and our clients.

AMANDA TUCKER
RECRUITMENT COORDINATOR

Ms. Tucker manages recruiting and staffing

needs for all divisions of the company. This

includes recruiting, screening, and

recommending the placement of staff. She

ensures compliance by working with hiring

managers on Affirmative Action and EEO. In

addition, she maintains memberships and

affiliations with trade and professional

organizations.



FACILITY MANAGEMENT
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LEGAL SUITS
- NONE-

PUBLIC / DAILY FEE CLIENTS - 2016-2021
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REFERENCES
At Landscapes Golf Management, we have been working with municipal and
daily fee courses for decades to help achieve their unique goals. Below is a
list of relatable golf course references from around the United States.
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SIOUX FALLS GOLF ~ SIOUX FALLS, SD

Don Kearney, Director of Parks & Recreation
dkearney@siouxfalls.org
(605) 367-8222

THREE CROWNS GOLF CLUB ~ CASPER, WY
Renee Hahn, Executive Director ~ ARAJPB
renee@arajpb-casper.org
(307) 472-5591

DODGE RIVERSIDE GOLF COURSE ~ COUNCIL BLUFFS, IA
Matt Walsh, Mayor
mayor@councilbluffs-ia.gov
(712) 890-5269

PINECREST GOLF COURSE ~ HUNTLEY, IL
Thom Palmer, Executive Director - Park District
tpalmer@huntleyparks.org
(847) 669-3180 Ext. 350

BUTLER'S GOLF COURSE ~ ELIZABETH, PA (DAILY FEE)

Scott Bender, Board Member
scottbender455@gmail.com
(814) 241-7022

KINGS DEER GOLF CLUB ~ MONUMENT, CO (DAILY FEE)

Brian Schardt, Owner
bschardt@eb-e.com
(308) 380-2115

Managing the City's three (3)
municipal courses since 2018

Managing this 18-hole facility
for the ARAJPB since 2018

Managing this 18-hole facility
for the City since 2018

Managing this 18-hole facility
for the City since 2018

Managing this family owned 36-hole
public facility since 2016

Managing this privately owned 18-hole
public facility since 2015



LESSONS LEARNED
Over the course of nearly 30 years in golf course management, there is little in the industry we have

not seen, much for which we have learned to adapt, and as a result of owning/operating our own

properties for decades, as well as those of our clients, we have frankly found what works and was

does not. Some of the best lessons come from making mistakes, and we certainly made our share in

those early days. More recently, those mistakes are now few and far between, due to established best

practices born from years of experience. However, there are still lessons to learn, and the following

case study is one such example.

BROADLANDS GOLF COURSE - BROOMFIELD, COLORADO
Opened in 1999, The Broadlands is a Dick Phelps design located in Broomfield, Colorado a suburb of

both Denver and Boulder. The Broadlands features a championship layout measuring well over 7,000

yards and hosts numerous competitive events each season. The clubhouse at The Broadlands is

modest and much like many public facilities of its kind. It features a fully-stocked golf shop, counter-

service grill, outdoor deck, and a small meeting room. Since it opened, The Broadlands has offered

annual passes in addition to daily fee play.

When The Broadlands opened in 1999,

the focus was on building loyalty and

recurring revenue streams via

membership and outing play. This

strategy led to strong success

throughout the early 2000s, but as the

market began to shift, The Broadlands

started to see a declining operating

profit. The benchmarks versus other

LGM public facilities also turned

unfavorable.

In fact, by 2018 the percentage of residents of Broomfield with a college degree reached 54% against

the national average of 33%. The median household income for Broomfield was $85,639, versus the

national average of $69,117 at the time. Broomfield had become the 15th largest city in Colorado,

with an estimated 69,267 residents and a density of 2,099 persons per square mile. Developer, Mike

Jenkins said, "Over the last 20 years, Broomfield has undergone a dramatic transformation from a

small front-range community to a booming suburb.

DATA TO THE RESCUE

Because The Broadlands employed LGM's proprietary technology stack, there was a treasure trove of

data to review. The onsite team worked closely with the Regional Operations and Marketing teams to

evaluate play patterns, revenue by the hour, and membership trends.
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THE PROBLEM EMERGES

By 2017, The Broadlands was generating more than

$225,000 in annual pass revenue. In that same year,

pass-holders booked nearly 62% of weekend tee times, 8

days in advance. This meant there were virtually no

"prime" daily fee times for the increasing population of

weekend golfers in the market. In addition, from May

through September of 2017, the golf course averaged

99% utilization on weekend mornings. However, during

that same period, the average per round revenue was a

mere $15, though rack rates hovered around $65. In this

instance, the data revealed that members were

monopolizing nearly every prime tee time. The team

developed a number of models that shifted member play

to weekdays and weekend afternoons. The new strategy

would rely on The Broadlands capturing a larger share of

the growing daily fee market of young professionals with

discretionary income.

APPROACH

While the data revealed the pass-holders were part of the problem, they were also a big part of the

course's success since 1999. The Broadlands needed to balance their most loyal customer's needs

while also implementing strategic changes that would be successful long-term. The General Manager

personally met with the membership, men's club, and ladies club leadership to outline the challenges

and potential solutions in a transparent manner. He worked with each group to collect feedback and

arrive at a solution that would be tenable for all customers.

RESULTS

In the end, The Broadlands made a single small change to the annual pass program intended to shirt

play to weekdays and weekend afternoons. The majority of the program was untouched. What was

that change? Members wishing to play Saturday and Sunday before noon would be subject to a $20

"prime time fee". That was it! The impact to annual pass sales the following year was a reduction of

$30,000 (From $226,000 to $196,000), but the opportunity for weekend gree fee income grew by

$134,000. This more than $100,000 net improvement in income went straight to the bottom line and

was the course correction that The Broadlands so desperately needed.

Every market is unique, and The Broadlands solution is not meant to signal a recommendation for the

City of Wichita golf courses, but rather to demonstrate that Landscapes Golf Management is able to

effectively use data to drive decision making and remain nimble in changing market environments.

The Broadlands story is just another lesson learned, which enriches our overall value to our clients.
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NO LONGER LGM CLIENTS

1. Avoca Golf Course - This was merely an hourly consulting assignment for some design

work they were wanting to do in their kitchen operation. Once the allotted work was complete,

the relationship naturally terminated.

2. Coldwater Golf Course - This was a property Landscapes developed/owned for 19 years,

and in 2018 we were approached by a purchaser and chose to sell the property.

3. Falcon Golf Club - This was a joint management venture between Bellows Golf

Management and LGM. Bellows was the day-to-day manager and after a number of years, the

contract was ultimately not renewed.

4. Iron Eagle Golf Course - This was a facility fully managed by LGM, and our initial 5-years

term was extended one year, for a total of 6 years of service. Ultimately, the City was pleased

with the work we had done, but the market size and frequent flooding (river banks) of the

course, neutralized our efforts to get them to a break-even cash flow position.

5. Mountain View Golf Club - This was a fully managed facility, as well. Ultimately, the owner

did not feel he could pay us although we had made significant improvements in earnings. We

operated on faith for an extended period but ultimately came to realize he did not intend (or

was unable to) pay our management fees any longer. At that time we chose to terminated

services.

6. Ocean Pines G&CC - This was a fully managed facility, on behalf of a large HOA. Ultimately,

after two years, a significant shift in the board makeup brought about a desire to bring golf

operations back in-house underneath the purview of the HOA General Manager. The Ocean

Pines HOA opted to buy out the LGM contract, so they could move forward with self-performing

golf operations through their activities office within the HOA.

7. Worthington Manor Golf Club - This facility was considered a client through extension. It

was owned by the same individual that owned Mountain View Golf Club (above). We were

merely extending our purchasing power to Worthington Manor GC, but when the Mountain View

GC relationship ended, so did the relationship at Worthington Manor.

You are welcome to reach out to any of these courses that you like, but given that they are no longer

active clients, we are not at liberty to distribute contact information without their permission.
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WORKING WITH PUBLIC ENTITIES
Landscapes Golf Management has significant experience in working on cooperative efforts. First and

foremost, the Market Manager or Director of Marketing should be the "face" of the course in these

networking initiatives. Once identified, the following examples are ways we've worked within the

community to be successful.

• City Series - City Series is a season-long event schedule. Events are held at all of the facilities

and rotate amongst the courses. Events can include Couples Golf, Big Cup, Adult/Junior, City

Championship, Ultimate 2-Person Challenge, etc. These events serve as an opportunity to

engage with the community. Bringing in sponsors for these events creates goodwill in the

community, bumps up the prize fund for the event, and creates unique impressions for both the

course and the sponsor. The City Series is also a way to involve the Mayor uniquely. The City

Series usually culminates with the Mayor's Cup. A "Ryder Cup" type event where individuals

qualify based on a point system throughout the year. The Mayor has the opportunity to award

the trophy to the winning team and thank the patrons for the season-long support. The City

Series events are almost always full, bring in significant revenue, and engage the community.

Here (click link) is a City Series event example.

• Monthly Newsletter - Monthly newsletters are a great way to engage the community and

provide a unique experience for customers. Historically, newsletters are for the private club

industry, but they offer an exceptional experience for public facilities when done well. It's an

additional sponsorship opportunity for local businesses. Provides an opportunity for the

courses to share critical pieces of information with customers. Lastly, it promotes all social

and golf events that are taking place. A sample newsletter is attached here (click link).

• Partnerships - Key partnerships are critical within the community. Partnering with a

business that offers simulators, food trucks, and essential offerings allows you to create

impressions, enhance your brand and get your message out to more people. At public entities

where we've committed to this, it will enable us to get a jump start on season pass sales or

invite individuals out to our facilities who might not regularly do so. Here (click link) is an

example.

• Visitors Bureau/Chamber of Commerce - It's essential to be a local Chamber of Commerce and

Vistors Bureau member. These entities usually provide opportunities to advertise in the

community. In addition, there are great opportunities to attend or host "After Hours" events to

promote your facilities. We expect our facilities to be a member and participate actively and

socialize with these entities.
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• Park Board - We have extensive relationships with Park Boards associated with our public

facilities. We meet at least twice a month with the Park Board as we need to work hand in hand

with them. Often the Park Board is responsible for approving rates and programming. Often a

Park Board will have monthly or quarterly communications that we would want to participate

in. Participation usually involves promoting golf outings, banquets, and player development

programs. A couple of times a year, we typically provide the Park Board with an update on the

facilities' performance, this positions the Park Board to speak to the courses' success.

• Local Sports - Local Sports teams create an excellent opportunity for promotional experiences.

Sponsoring a local professional baseball night is a great way to get people interested in golf

and your facilities.

• Local Media - Developing a solid rapport with local TV, Radio, and Magazine entities is

essential. You make them aware of key events you have going on and attend opportunities to

speak when asked. Typically this allows you to negotiate some free air time in conjunction with

paid-for advertising. It also continues to keep your brand and name in front of the local

community.

• Networking Groups - In addition to everything above, it's essential to think about other groups

in the community. Most communities have networking groups that include Rotary, Lions,

Optimists, Downtown Business Alliance, and Business Associations. Picking and choosing

which groups to be a part of is crucial to future success.

These are just a few examples of our marketing and relationship-building capabilities. We are

genuinely committed to working with these entities as we know they lead to future success.
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ACCOUNTING & FINANCE

The City of Wichita golf courses should receive monthly financials that are
clear, concise, and spark healthy conversation regarding cash flow,
membership growth, top-line revenue, capital reinvestment, and long-term
planning. While financial statements used to be of minimal focus, difficult
economic conditions have elevated their importance. Today, accurate and
timely financial analysis is critical to the health of any club.

WHAT WOULD LANDSCAPES OFFER?

Our team of accounting professionals goes beyond the

preparation of financial statements to provide a collection

of tools for studying trends throughout the club. At the

direction of Nick Otteman, Director of Finance, our home

office team can remove a good deal of the burden of

monthly financial preparation, payable processing, and

receivables analysis from your office staff, as needed. This

in turn frees them to reallocate their efforts toward member

services or business development by way of member

programming, event sales, outing development, or private

party bookings. In addition, our team will provide custom

solutions for your property that may include cash-flow

review and forecasting, budget development, capital

planning, as well as guidance on loan refinancing and debt consolidation.
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ACCOUNTING INTRODUCTION
Landscapes Unlimited provides corporate support to all divisions of the company, including LGM, in a

number of areas such as human resources, payroll, travel, and employee training and development. In

the area of accounting, Landscapes has a group of individuals dedicated solely to the accounting

services for LGM-managed and Landscapes Select clubs. The objective of this department is to

uphold high standards of accounting proficiency and administrative controls to ensure the following:

• The accounting system is maintained in a manner that allows for the distribution of accurate,

timely financial statements prepared in accordance with generally accepted accounting

principles.

• Financial information can be used as an effective management tool.

• Cash is managed to ensure the club maintains good credit.

ACCOUNTING DEPARTMENT ORGANIZATION
The accounting department providing support for LGM consists of our Director of Finance and

Accounting, an Accounting Supervisor, (4) staff accountants, and (2) accounts payable clerks.
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FINANCIAL AND ACCOUNTING SERVICES (SUMMARY OF DELIVERABLES)

BALANCE SHEET AND INCOME STATEMENT PREPARATION AND PRESENTATION

• Prepare balance sheet with a detailed summary of account-level assets and liabilities grouped

by asset type with comparison to the prior month and prior year-end

• Prepare summary and detailed income statement with revenue and expenses including gross

sales, net profit, income from operations, and net operating income

• Prepare detailed income statements grouped by department including individual and group

expenses. A summary, as well as a detailed trend income statement, is part of the financial

statement presentation

• Present both month-to-date and year-to-date actual results compared to budget along with the

previous year

Note: Financial statements, including balance sheet, cash flow summary and income statement, to be

provided. A first draft will be available to the General Manager and/or Board of Directors by no later than

the 10th of each month with the final draft including revisions due on the 20th

ACCOUNTS PAYABLE, CASH MANAGEMENT, AND VENDOR OVERSIGHT

• Record all individual invoices and due dates

• Provide bi-weekly cash position report and accounts payable summary

• Issue checks for payment of accounts on a bi-weekly basis based on available cash and as

directed by the Board

• Manage all phone inquiries from established vendors regarding payment status

FIXED ASSET MANAGEMENT

• Utilize fixed-asset management software to provide depreciation schedules for annual club tax

returns and monthly financial statements

OWNER REVIEW AND AUDITS

• Owner may inspect course books and records maintained by LGM at any time

Note: LGM’s Services do not include any third-party audits of financial statements. If the Club needs or

desires such an audit, LGM will assist by supplying needed documents. The cost of all audits will be the

responsibility of the Club.
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EXPERTS IN THE BUSINESS OF GOLF
Today, our active management portfolio includes over 50 golf

properties nationwide, as well as approximately 100 additional

projects annually through our sister divisions in construction and

irrigation. No firm brings the same breadth of experience, expertise,

and energy to the business of golf operations. Our extensive work

with private clubs, resorts, semi-private, daily-fee, and municipal

facilities means we can share with our clients an ever-evolving, ever-

improving suite of best practices, which are both cutting edge AND

the result of 40 years in the allied construction, renovation and

management fields. There is no other golf management provider in

the world that can provide a single-source solution for the golf needs

of any golf operation domestic or abroad.

Just as each golf course is unique, the operational dynamics at each

facility are also unique. Not every club needs a full management

solution. Landscapes Golf Management broke the mold in the

industry as the first firm willing to provide operational solutions on an

a-la-carte basis (Landscapes Select), tailored to a client's specific

pain point. In the section to follow, however, we will highlight the

options available under a management engagement.
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Comprehensive Management Services
Landscapes Golf Management has achieved its success in golf course operations, in large part, due

to our commitment to run your Club in the same way we have successfully operated our own

properties for the last 30 years. In addition, we pride ourselves on the transparency of our services,

fee structure, and purchasing savings. We want to ensure that at all times you are confident that

our efforts are in the best interest of City of Wichita golf courses and we welcome and encourage

dialogue to that end. Landscapes Golf Management always places the property brand first to

ensure our client’s assets receive the recognition they deserve.

As operations manager, Landscapes Golf Management offers the following turnkey solutions:

STAFFING
Landscapes Golf Management will be responsible for hiring all staff. We will intend to rehire all

existing personnel unless otherwise advised by the Township. We will certainly recognize and

prioritize supporting the existing team, however, when it is necessary to deviate, we try to hire

locally to fill vacant positions, drawing on local knowledge and relationships. Our goal is to build a

staff passionate about being part of the operations team to ensure uncompromising customer

service and attention to detail.

OPERATIONS
Landscapes Golf Management will be responsible for Clubhouse operations, building maintenance,

food & beverage, golf shop operations, marketing, payroll processing, employee benefit

administration, insurance, merchandising, financial reporting and accounting, and other services

related to the day-to-day operations.

BEST PRACTICES
Landscapes Golf Management’s policies and best management practices learned from 30 years of

experience, will be implemented at all levels of the operation to ensure peak performance and

operational efficiencies.

BUSINESS PLANNING
Landscapes Golf Management will develop and submit for your review and approval, an annual

business plan and operating budget which includes:

• Proposed marketing, sales, promotion, advertising and public relations concepts

• Forecasted revenues and expenses for all departments

• A description of the assumptions upon which the operating budget is based



CAPITAL IMPROVEMENTS
Early in our engagement, and after fully vetting any previous plans developed by/for the course,

Landscapes will develop a preliminary capital repair and improvement plan focusing on

improvements that provide a positive return on investment in the near term. This plan will be

submitted annually for review/approval as part of the annual business plan and budget process.

SALES & MARKETING
Landscapes Golf Management will be responsible for creating and implementing player

development programming, event sales, and marketing plans to help the team at City of Wichita golf

courses grow not only the prospect base but activity at the Club in general. Our Regional

Operations Manager and National Director of Revenue Management will work closely with the

General Manager to ensure the plan is creative, responsive to the market, and achieves your

financial objectives.

TECHNOLOGY
Landscapes Golf Management (LGM) has built a robust technology stack to maximize the

efficiencies of digital marketing such as; flexibility, segmentation, and targeting. LGM will deploy

distinct tactics for each member group relying upon our technical expertise to deliver the right

message to the right customer.

BUYING POWER
Landscapes Golf Management will leverage its National Accounts buying power to purchase

supplies, equipment, golf shop merchandise, food & beverage items, etc. Our National Accounts

purchasing power typically results in significant savings for our clients.

GOLF SHOP / MERCHANDISING
Landscapes Golf Management will develop a comprehensive merchandising plan targeted toward

the customer profile. We will implement a buying plan to maximize a variety of selection and

appropriate price points with efficient inventory levels.

INVENTORY CONTROLS
Landscapes Golf Management will implement a comprehensive sales and inventory control plan for

the merchandise and food & beverage operations to ensure an optimal Cost of Goods Sold (COGS)

ratio and to reduce waste / spoilage thus reducing expenses.

FINANCE & ACCOUNTING OVERSIGHT
Landscapes Golf Management will implement financial controls and continue to provide

comprehensive financial reporting. Our corporate accounting team can process payables (centrally),

review receivables and work closely with the onsite manager to ensure proper cash handling and

monitor cash flow throughout the season.
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SUPERVISION & ACCOUNTABILITY
A Landscapes Golf Management Regional Operations Manager will be routinely available to meet

with a representative of the Club to discuss facility operations, financial performance, marketing,

golf course maintenance, or any other pertinent items regarding the operations.

FINANCIAL REPORTING
Landscapes Golf Management can provide a monthly profit and loss statement, as a centralized

service, and other financial information for review and discussion in a regular monthly meeting.

Standard financial reports include:

• Weekly flash reports (revenues)

• Summary monthly financial statements (balance sheet and income statement)

• Detailed profit and loss statements - Total Property and Department Level Detail

MENU DEVELOPMENT & EVENT SUPPORT
Lead by LGM’s Director of Food & Beverage, Mark Young will analyze and recommend strategic

change/development of each menu from quick-turn solutions to fine dining or special event menus.

In addition, our F&B team, including regional managers, will assist in developing strategies for

growing, executing and sustaining Special Events at the course whether they be golf oriented or

non-golf events.

SAFETY AND SANITATION
It is our policy to provide a safe, accident-free, drug-free and healthy work environment, and those

goals are achieved as result of diligent work and careful attention to all company policies by our

team members. All staff members are obligated to know the safety requirements and standards for

their area or job, and to abide by them. Safety and health are every bit as important in this

organization as productivity and quality. Likewise, cleanliness of one’s workstation, dining areas,

kitchen and food service preparation areas, garbage/recycling areas and all restrooms are essential

areas of focus for our team members.



CAPITAL IMPROVEMENT RECOMMENDATIONS
LGM PROGRAM MANAGEMENT FOR CONSTRUCTION/RENOVATION
Any construction or renovation project, large or small, has scores of moving parts and numerous

participants. LGM Program Management provides the expertise to ensure the Owner’s objectives are

fully represented from planning and design through construction to occupancy. The Owner’s best

interests are at the heart of every recommendation made in our role of overseer, coordinator, advisor,

and advocate for the entirety of the engagement. Services span all phases from facility assessments,

goal setting, project conceptualizations, programming, financial due diligence and forecasting,

operational impact analysis, and budgeting, through oversight of the Execution Phases including

design, permitting, construction and commissioning.

THE PROJECT PROGRAM
We define the Project Program as the set of multiple, interdependent tasks executed concurrently or

sequentially required to successfully deliver golf course improvements, clubhouse or infrastructure

upgrades or additions, new amenities, or support facilities, etc. Our Program Management approach

is the oversight of this entire group of related projects or tasks, with an objective to obtain

significantly better control than if managing/executing each sub-project or task independently.

STARTING PROJECTS WELL
Projects that have the highest probability of success start well. We at LGM believe in bringing our A-

game to the project from the jump. There is a proven tenet

of our project approach …. “A sound Project Execution

Plan, that establishes realistic and predictable outcomes,

and reflects the Owner’s cost, quality, schedule, financial

and operational expectations, is the road-map to project

success.” The ability to control and/or influence project

scope, cost, quality, and schedule diminishes with time. In

simple terms, once a project advances through the design,

bidding, and construction phases, there is diminishing influence over these elements.

TIERED APPROACH
As an extension of the broad array of LGM professional management services, our Program

Management services are offered as a tiered fee structure, tailored to match the specific needs of

each project, and can be fully integrated into any current or future management engagement. Our

High-level Project Assessment services would include; A project assessment overview, advice,

concept brainstorming, advocacy, preliminary walk-throughs, order of magnitude budget (lump sum

with minimal detail), telephone consultation. These would all be included in our standard

management engagement fees. Project Plan Development & Execution are available as expanded

scopes service, as needed.
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FINANCIAL CAPACITY
To address the question of financial resources, we have provided our last three (3) years of audited

financial statements at the conclusion of this proposal. Please find the following financial summaries

in Appendix -A-, as prepared by BKD:

LANDSCAPES HOLDING, LLC
INDEPENDENT AUDITOR'S REPORT

AND CONSOLIDATED FINANCIAL STATEMENTS

DECEMBER 31, 2018

DECEMBER 31, 2019

DECEMBER 31, 2020

Prepared by:

BKD
CPA's & Advisors

Joint Venture
- NONE -
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PHILOSOPHIES
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MARKETING & TECHNOLOGY

The landscape of marketing has changed fundamentally in the last decade.
The days of big media – newspapers, television and radio – are gone.
People consume information in new and different ways than 20 years ago,

and golf course managers must change their strategy accordingly;
marketing has never been more complex. But the same factors that have
changed marketing have also given managers an unprecedented ability to
analyze practices and communicate in an engaging way.

WEBSITE, EMAIL & SOCIAL MEDIA STRATEGY
Landscapes Golf Management (LGM) has built its technology stack to maximize the efficiencies of

digital marketing – flexibility, segmentation, and targeting. LGM will deploy distinct tactics for each

customer group that relies on our technical expertise to deliver the right message to the right

customer.

REVENUE TECHNOLOGY STACK
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ZENDESK SELL CRM

LGM has developed a custom CRM solution with our partner Zendesk Sell

that manages outing, tournament, membership, sponsorship, and event

sales processes. Zendesk Sell is a feature-rich and user-friendly CRM

platform that creates great efficiencies in the organization, communication,

and reporting for sales professionals. The system facilitates sales & pipeline

reporting at the property and regional level and tracks KPIs like the number

of memberships or events, pricing, number of players, date and time,

deposits received, and active show-up numbers versus pre-bookings.

PANDADOC

PandaDoc is our online signing platform. It is fully integrated with

Zendesk Sell CRM. Once data for any event, outing, or

membership is recorded in Zendesk Sell, LGM sales managers are

able to deliver a legally binding agreement to that customer in seconds. They can also track all

documents to see if clients have opened, viewed, or executed their agreements.

CUSTOMER FEEDBACK

LGM understands that knowing the customer and constantly

exceeding expectations is the formula for success in the

hospitality industry. We regularly survey members and guests,

collecting valuable feedback, and constantly improving. These surveys are automatically delivered to

golfers via the POS system. Notifications for callback requests and service recovery opportunities are

automatically sent to each manager or department head.

SWING KING

Swing King has been adopted at several LGM facilities. Looking for

ancillary revenue? Then Swing King is the right choice. Swing King

can be added to any round for a hole-in-one worth at least $2,500.

The revenue is split 50/50 with Swing King and can add an

immediate $10-$15k to your bottom line. The best part is the program is run by an HD camera that is

provided and maintained by Swing King!
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LIGHTSPEED GOLF

LGM has a National Agreement with Lightspeed Golf to deploy their cloud technology. LGM will

implement this technology to 30 facilities by 2022 and has a great deal of institutional knowledge

around the platform. We have quickly adopted technologies from Lightspeed as they’ve become

available. Some examples include Lightspeed eCom, Lightspeed Payments, Quote Machine, several

direct integrations, ChronoPitch (Marketing), and much more. We were one of the first MCO’s to

deploy Lightspeed’s cloud-based software system that allows a significant amount of future flexibility

for each facility.

LGM has created a strategic roadmap to

move all facilities to the cloud by 2022. This

includes moving every POS and Tee Sheet to

the proper platform to leverage technology to

the max. We are pioneering the technology

space by creating an ecosystem that is

unmatched in the industry. We are directly

integrated with Accounting, F&B and

Business Intelligence, with several more integrations planned very soon. This provides us with the

ability to serve up the very best platform for our client’s future needs.

MY HUB (LU INTRANET)

My Hub connects LGM Staff members across the world together on a single

site to facilitate training, education, mentorship, discussions, and ideas. It

also serves as a central repository for templates, marketing campaigns,

documents, information, and training sessions. Each month, LGM conducts a

video-webinar with best practices, seasonal reminders, tips, and tricks. The

subjects are all subsequently uploaded onto My Hub to be used for future

training.

TECHNOLOGY IN DEVELOPMENT
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Direct Support
In addition to monthly tips and best practices, LGM has two experts on

all platforms ready to support all properties. Each new user is on-

boarded and trained individually by the LGM team. Supplemental

training is provided in collaboration with our dedicated account

managers at Lightspeed, Zendesk Sell and PandaDoc.



LIGHTSPEED APP

We are actively working with Lightspeed to develop a robust course application. The app

will allow for mobile check in, book and cancel tee times, view statements and take

cashless payments. We will have several integrations as well to make the on-course

experience unique and fun for the golfer.

ORCA F&B INVENTORY

Food and Beverage represents a significant portion of each golf course

revenue. Along with that comes a responsibility to manage inventories

appropriately from waste and theft. Orca is able to be integrated with

Lightspeed. It connects with both F&B vendors as well as the POS to identify

areas that can be streamlined to save food and beverage costs.

BUSINESS INTELLIGENCE & AUTOMATED REPORTING

Every system that a facility touches has some sort

of reporting or dashboard capabilities. The problem

this creates is a very fragmented picture when it

comes to results. At LGM we believe that it’s

necessary for all reporting to be centralized in one

location so that proper evaluations of the business

can take place.

LGM has a confidential relationship with a software

development company that is building the most robust data management system known to the golf

industry. The software connects to all of LGM’s systems and rolls all data up to a “single source of

truth” database. From there, LGM can leverage the power of A.I., machine learning, and automation

to eliminate manual reporting, marketing, and analysis processes.

ACTIVE CAMPAIGN

Through its software partnerships, soon all LGM facilities will

have the world’s most powerful marketing automation platform

integrated with the customer database of their tee sheets, point

of sale systems, and CRM. This will expand email marketing

and website tracking exponentially, without adding a dollar of

payroll to the course.
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GOLF OPERATIONS

The golf shop at each of the City of Wichita golf courses will be sparkling
with the latest clubs, shoes, and soft goods. The staff will be ready to help
each golfer find the perfect ball, glove, or shirt for their round. The
professional staff will know all the latest equipment specifications and be
trained for custom fitting. The annual event calendar will be prominently
displayed, inviting players to prepare for competitive events like the City of
Wichita golf courses Stroke Play Championship or join 9-hole social events
like Beers & Burgers.

~ The golf shop is the hub of the operation!

HIRING THE LEADERSHIP TEAM

A successful operation begins with a solid foundation. Landscapes will work to retain/retrain as

many of the existing staff at the City of Wichita golf courses as possible. We will work to discover

their leadership qualities career interest through interviews and testing. As needed, LGM will consult

with you to identify specific leadership personnel at that City of Wichita golf courses. We will also

create and manage a recruiting campaign to ensure a steady stream of applicants.

TRAINING AND SUPPORT FOR LEADERSHIP TEAM

LGM has a firm commitment to developing talent from within. Our opportunities for continuing

education allow core staff managers to challenge their skill sets in a variety of ways:

• Exposure to other LGM facilities, the network of managers, markets, and business models

• Regular interaction and mentoring from Landscapes corporate staff members

• Team-building and learning opportunities

• Annual Managers Meetings

• Site Tours and Staff Meetings
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EMPLOYEE TRAINING & DEVELOPMENT PROGRAMS

The people who work at the facility are central to the success of each of the City of Wichita golf

courses. Landscapes Golf Management focuses on helping each team member reach their potential.

This commitment includes hiring, training, and preparing all team members to exceed job

expectations and be ready for the next step of their careers. Landscapes will use the following tools

to accomplish these objectives:

TRAINING & SUPPORT

Landscapes will supply its management teams with several tools and resources to train and develop

hourly and non-management staff. We believe that "training the next manager" begins at the initial

interview and sets up a foundation for positive recruiting and retention of local applicants. The

following tools and programs will be implemented to instill a culture of learning and service:

• FISH! Customer Service Training and Safety Skills (Safety Program)

• Landscapes Golf Management Sales Program and Bi-Weekly Customer Service Reminders

STAFFING

We believe one of our strengths is helping to find the right team for each of the City of Wichita golf

courses. It is our most important role. As part of the strategy to build this team, the GM will work

with the LGM Regional Manager and Landscape's corporate recruiter, to evaluate existing staff and

recruit new team members.

Upon transition, all current Full-time staff will be interviewed and offered employment contingent on

passing Landscapes Unlimited pre-employment screening and eligibility to work (e-verify) protocols.

Seasonal staff will be interviewed and hired before the commencement of the golf season. Once

hired, new staff will go through an LGM orientation and receive training specific to their role. Also,

each staff member will receive a uniform and name tag appropriate to their position.

PRO SHOP OPERATIONS PLAN

There is a tremendous opportunity to improve merchandise revenue at the City of Wichita golf

courses. By leveraging our unique "PoweredBuyLU" purchasing platform and the support provided by

award-winning members of our executive team, Landscapes will train the pro shop team in best

practices developed throughout the portfolio. Key elements include:

• Implementation of annual open-to-buy plans and Merchandise bundling

• Event & Outing Gift Packages, Online Sales, and Demo days

• Professional merchandising and a commitment to quality service

Consistent operating practices, including regular pro shop hours, are also part of our commitment to

customers. Generally speaking, te golf shops for the City of Wichita golf courses will open one hour

before the first scheduled tee time and will remain open through the evening. Operating hours will be

adjusted seasonally.
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PLAYER DEVELOPMENT
Landscapes will rely on its core competencies to ensure there are customers to enjoy all that City of

Wichita golf courses has to offer. A blended approach that combines our commitment to growing the

game of golf through programming with our unmatched marketing and communication approach can

be seen in the section to follow.

APPROACH:
Player Development and the use of nationally recognized programs would be a key aspect of the golf

course marketing plan for City of Wichita golf courses. These programs will be effective for

acquiring new customers and ensuring the long-term health of golf in the greater area. Free Lessons

are not frequently offered in the golf industry, but we don’t know why. Golf is

suffering from drastic player decline, while there are millions who want to

take-up the game. We use free lessons to push potential golfers over the

edge and stimulate demand for golf. Landscapes will offer complimentary

group instruction for anyone who wants it on a weekly basis in peak season.

These lesson programs will be themed in nature and targeted to specific player-groups like “Junior

Golf Night”, “Ladies Night on the Range” or “Fix Your Short Game”.

Adult programming is essential to driving our success because it brings significant revenue today.

The NGF reports there are 27 million Americans with an interest in golf that do not currently play.

Additionally, The PGA of America reports that beginners who complete a Get Golf Ready lesson series

spend more than $1,000 on golf the following year.

Junior Golf is a fundamental part of player development. Even with a limited junior golf population,

this programming is essential to the community and ensuring a stable base of golfers in the

Anaconda area. These programs would include PGA Junior League, Drive-Chip-and-Putt, Team Golf

and more.
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FOOD & BEVERAGE

As you approach the best seat in the player’s grill, you notice the game is on
and the score is close. From across the room, the smell of freshly ground
chuck sizzling on the flattop is almost more than you can stand. A pleasant
face comes out from the behind the bar to take your order with your favorite
beer already in hand. Across the room is your new golf pro, he just finished
fitting Ted Johnson for a set of new irons. Now, he is coming over to ask
about your round today and if you are playing in men’s club event this
weekend. A perfect day on the golf course and an excellent meal to send
you on your way. As you head home, the sound of fries dropping and bottle
caps popping tells you that foursome behind you has decided to stay for a
while and enjoy the newly renovated bar and grill. It’s your favorite golf
course, your home away from home and days like this are the reason why.

A fairytale you say?

Not to our team at Landscapes. We achieve these results time and again because we love what we

do and leave nothing to chance. Service training, superior leadership, a teaching atmosphere, cost

controls, buying power, and strategic menu development are hallmarks of our success. This does not

occur by accident but rather is the full time focus of our National Director of Food & Beverage, Mark

Young. Mark has not only developed the strategies to deliver this exceptional experience to our

guests, but ALL of our clubs operate their food and beverage outlet as profit centers. In doing so, the

food and beverage operations can contribute to the long-term success of the facility by funding

periodic maintenance and replacement costs associated with the clubhouse itself.
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FOOD & BEVERAGE OPERATIONS

REVENUES

The Food and Beverage operation at any golf course can make or break the overall experience. LGM

puts a strong focus on ensuring that all members and guests enjoy exceptional service as well as a

quality affordable dining experience.

Understanding the mix of revenues allows LGM to compare City of Wichita golf courses’s

performance with like clubs within the LGM managed portfolio. If selected, we will be able to take the

past performance of each operation and benchmark future performance. With the overall marketing

efforts that LGM provides for the entire facility, a dedicated point of emphasis will be on continuing to

grow the Food and Beverage business. This will include strategic scheduling for the bar, snack bar,

and beverage cart personnel. LGM will utilize the seating capacity to backfill revenues with business

meetings, weddings & receptions, birthday parties, barmitzfas, quinceañeras, celebrations of life, and

other special events.

COGS

Many operators in the restaurant industry focus on Cost of Goods Sold (COGS) to determine pricing.

Based on demographics, this strategy often leads to pricing that is too high or a quality level that is

too low. LGM has leveraged some of the best upfront pricing in the golf industry. This is important to

note because LGM is able to charge competitive and affordable pricing on higher-quality ingredients

due to the fact we are able to purchase at lower prices. Additionally, LGM utilizes Prime Cost when

creating menus which allow us to keep our pricing competitive.
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PRIME COST

One of the most important components of a successful food

and beverage operation is a Key Performance Indicator (KPI)

called Prime Cost. When the COGS are reported in a true Food to

Food methodology (actual cost of food divided by the food

revenue) and all associated payroll being utilized to prepare the

food, we have Prime Cost. It is our experience that a calculated

Prime Cost of lower than 80% is necessary to maximize the

profitability of a food and beverage operation. LGM managed

private facilities with similar banquet capacities strive for a

Prime Cost of 75%. Often times, Payroll is scheduled too high,

then in turn actual results are too high – this has a negative

impact on Prime Cost. LGM generates budgets that

contemplate achieving a payroll that allows the club to be

successful. The budget is then broken down on a weekly basis.

Scheduling based on a prorated budget creates an opportunity to

achieve more profitable results without sacrificing service. Too

often, the way a business generates staff schedules sets them up

for failure.



OPERATING EXPENSES

Payroll is the single largest expense in F&B. By properly training our service personnel we can lower

turnover rates. This allows us to manage the payroll expense in a manner that allows us to maximize

profitability. When our service employees are doing their part, they are able to make greater gratuities

and allow for greater overall job satisfaction. It is also important to note that LGM does not pay a

“Tip” wage to our inside service personnel. We routinely pay the State or Federal Minimum wage

(whichever is higher). This allows us to attract employees that are less dependent on tips and more

focused on service.

F&B ACCOUNTING

LGM has nine Revenue Accounts with nine correlating COGS Accounts. LGM breaks these out as the

GL Chart below shows – If there are areas of concern, it is much easier to troubleshoot using this

method than by consolidating these accounts.
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191
Did You Know?
Landscapes completes a 191-point transition checklist with

every new client. 16 home-office support personnel are involved

with completing tasks across nine functional areas of the club.



CUSTOMER SERVICE
A CULTURE OF SERVICE:
The foundation of any successful golf operation is the creation of a great guest experience. At

Landscapes Golf Management, this experience begins with choosing the right members of the team

and then immersing them in our Culture of Service. From the way a guest is greeted upon arrival to

the manner in which a staff member presents themselves in a clean, consistent uniform with a

nametag, the way the cup is cut in the morning, all the way to the final “thank

you for playing,” every moment creates an opportunity to create a positive

impression and “make their day.” This is the spirit in which we treat our guests.

We subscribe to the FISH! Philosophy of customer service of Choose Your

Attitude, Make Their Day, Play, and Be There! This in-depth but fun program serves as an objective

way to create an environment for delivering excellent guest experiences. Through the use of videos,

group training, one-on-one coaching, and regular communications about best practices and success

stories from throughout our organization, the impact of our service training is undeniable.

MEASUREMENT:
Landscapes is committed to “inspect what we expect”, in real-time, to ensure that our guests are

experiencing the service levels for which we aspire. By harvesting expedient feedback, our managers

can swiftly address deficiencies with individual guests and adjust team behaviors directly to enhance

the experience of future guests. To achieve these goals Landscapes has partnered with the Plotkin

Group to develop a testing baseline for both business aptitude and personality type that was

developed from a sample group of our top 10 managers from across the country. This allows

Landscapes to hire for success and replicate a spirit of customer service that is consistent with our

company culture, as well as ensuring the business acumen needed to achieve financial success for

our clients. Similarly, we have partnered with InMoment to develop a custom electronic survey

platform to interact with our guests on a daily basis, as they visit our facilities. This feedback is not

only reviewed daily by the onsite leadership team but is also shared as a weekly roll-up to our

Regional Managers and Operations team in Lincoln.

THE PLOTKIN GROUP WAS FOUNDED IN 1968 BY HANK PLOTKIN, AND HAS BEEN AT THE FOREFRONT OF THE HR ASSESSMENT
INDUSTRY EVER SINCE. THEIR PHILOSOPHY IS TO PROVIDE THE RIGHT ASSESSMENT TO HELP EACH CLIENT HIRE THE RIGHT
PERSON, FOR THE RIGHT JOB AT A FAIR PRICE, EXCEED SERVICE EXPECTATIONS, AND ASSIST THEIR CLIENTS IN BECOMING
EXPERTS IN REVIEWING THE RESULTS. BEYOND MERELY PROVIDING ASSESSMENT TOOLS, THEY SET OUT TO CUSTOMIZE EACH
TOOL FOR THEIR CLIENT’S SPECIFIC SITUATION AND GUIDE THEM IN INTERPRETING THE RESULTS.

INMOMENT™ IS A CLOUD-BASED
CUSTOMER EXPERIENCE OPTIMIZATION PLATFORM THAT HELPS CLIENTS/BRANDS

LEVERAGE CUSTOMER STORIES TO INFORM BETTER BUSINESS DECISIONS AND CREATE
MORE MEANINGFUL RELATIONSHIPS WITH THEIR CUSTOMERS. THROUGH THEIR EXPERIENCE HUB™, INMOMENT PROVIDES VOICE

OF CUSTOMER (VOC), SOCIAL REVIEWS & ADVOCACY, AND EMPLOYEE ENGAGEMENT SOLUTIONS, AS WELL AS STRATEGIC
GUIDANCE, SUPPORT, AND SERVICES TO NEARLY 400 BRANDS IN 95 COUNTRIES.
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AGRONOMY

A well-manicured golf course is the delight of any golfer, and ultimately it is
the engine that drives event growth and activity at the facility. Greens must
roll true and fast, tee boxes must be level and divot free, and fairways should
be lush and inviting. The rough and bunkers must also be well cared for to
protect the course from those that would threaten par. Excellent conditions
are the goal of every course, but they have never been harder to maintain.
Material costs are rising, machinery is aging, water is becoming expensive,
weeds and poa annua attack aging greens, and players seem less apt to
replace divots and fix balls marks than past generations. A tension exists
between player expectations and the reality of maintaining golf courses
today. Improved conditions are not attained with a bit of extra effort.
Instead, better conditions require more money, more efficient use of
resources, or both.

Why is Landscapes a Difference-Maker?

Landscapes Golf Management long ago recognized the importance of agronomics and invested in a

dedicated resource. Steve Merkel is our National Director of Agronomy. Steve takes a common-sense

approach to evaluating properties, teaching/coaching, chemical application strategies, and capital

equipment replacement plans. He is an invaluable resource for every course in the portfolio. He holds

a Master's Degree in Agronomy, illustrating his uncommon intellect and understanding of all things

turf. Additionally, he works closely with equipment vendors to ensure that the City of Wichita golf

courses gets the best pricing from vendors such as John Deere, Jacobsen, Club Car, Syngenta, and

Toro (to name a few). Steve will interact with the superintendent at the City of Wichita golf courses to

provide the best opportunity for success.

46



GROUND MAINTENANCE OVERVIEW

MAINTENANCE PERSPECTIVE

Communication, coordination, and cooperation are required for the golf maintenance team to be

successful. Achieving a balance in seven key elements of the operation is critical for an efficient,

productive, and effective department. These elements include staffing, administration, cultural

programs, plant protection & soil amendment applications, equipment, water and irrigation, and

projects. The golf course superintendent, with input and direction from the Landscapes team, is

responsible for the department's overall performance. The following elements are critical focal points

for our agronomic leaders:

STAFFING

• Leadership

• Management Team

• Seasonal staffing requirements

• Sourcing, selection, training, and retention of team members

ADMINISTRATION

• Financial

◦ Development of the annual maintenance operations budget and maintenance plan

◦ Monthly expense management with line item variance reporting when required

◦ Development of the annual capital requests (equipment and projects)

• Customer Service and Safety Programs

• Reports, documentation, and record-keeping

CULTURAL PROGRAMS

• Establish maintenance practices and frequencies of operations to meet the standards

• Planning and implementation of all cultural programs

• Bunker maintenance

• Maintenance of woodlands, lakes, and ponds, and natural areas
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PLANT PROTECTION AND SOIL AMENDMENT APPLICATIONS

• Utilization of an IPM program in decision making

• Nutrition applications based on soil testing

• Weed, insect, and disease protection programs

• Plant growth regulation and soil wetting agents

EQUIPMENT FLEET

• Analysis of existing fleet units

• Acquisition of new units

• Lease and purchase options

• Sharing of resources as required

WATER AND IRRIGATION

• Analysis of the existing water supply features

• Analysis of the irrigation distribution system

• Performance-based scheduling

• Scientific decision making and analysis

PROJECTS

• Feature analysis and review

• Prioritize requirements

• Replacement and improvement planning
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LGM is UNIQUELY SUITED
Landscapes Golf Management is uniquely suited to the needs and strategic vision of City of Wichita

golf courses. Our organization is the right size to provide a high-value proposition to the Township,

due in part to our superior technology to drive results, an array of functional experts, and the power of

the largest solutions provider in Golf behind us, Landscapes Unlimited.

Landscapes Golf Management (LGM) is a division within our parent company, Landscapes Unlimited,

a $100M company in its own right. Due to the strength of our foundation in construction/irrigation,

now over four decades in the making, LGM has the infrastructure of a company with a much larger list

of management clients to service. For example, we have a fully established Legal, Human Resource,

and Accounting team that would exist outside of our management division, as thus does not place a

heavy overhead burden on our management company. Consequently, LGM has been able to develop

specialized leadership positions in Agronomy, Food & Beverage, Recruitment & Training, Marketing/

Revenue Management, and more than our peer competitors (even those seemingly larger when

measured by a number of clients) cannot offer due to the aforementioned overhead limitations. As a

result, LGM can offer superior value per client and a far more personal relationship between the

service team at the property and our top thought leaders Regionally/Nationally throughout the

organization.

ONE-OF-A-KIND TECHNOLOGICAL PROWESS
We acknowledge that every management company within the golf industry has a relationship with

one or more technology providers. At the core of any facility’s technology stack is the Point-of-Sale

(POS) and Tee Sheet. We have a unique relationship that offers our clients the ability to use some of

the most robust POS systems in the marketplace today. Offering our clubs exceptional event

modules, complete F&B systems, membership functions, cloud-based tee sheets, and more. This

best-in-class software is second to none in terms of information granularity, pricing flexibility, dynamic

pricing, and access. While the ideal POS system may provide the core of our technology platform, our

stack of systems goes far beyond and is unmatched by our competitors.

Unlike most competitors, who manage the sales process via simplistic CRMs or even Excel

spreadsheets, LGM has a fully integrated Sales Automation Platform built upon the core CRM

Zendesk Sell (ZDS). ZDS integrates with user email, mobile devices, and phones to track Leads,

Contacts, and Deals. Each major revenue center – Banquets, Memberships, and Outings have specific

sales pipelines built from decades of experience. Our platform fully integrates with the course

website, digital lead generation campaigns, and has fully automated reporting via custom developed

APIs that pass information to a cloud data warehouse. This platform has automated reminders for

each Lead/Deal, online contracting through PandaDoc, and a host of additional custom components

that can be implemented with API’s based on the needs of the City of Wichita golf courses.
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We all know the best systems are only worthwhile when there are leads and customers flowing into

them. Because of this, City of Wichita golf courses will also have access to managed digital

advertising services, led by our Director of Marketing/Revenue Management, Scot Wellman. Scot is

Google Certified Ads Manager and joined the team after spending 10 years working in the analytics

department for a Fortune 100 Company. Using his background in market analysis and analytics, as

well as, his background in golf operations, Scot sets up and monitors digital advertising campaigns

for LGM courses. These campaigns are designed to generate impressions, build brand awareness,

and drive leads. Of course, all of these campaigns are fully integrated with the CRM and POS/Tee

Sheet and feature completely automated reporting. Simply put, LGM’s offerings at the intersection of

marketing, sales and technology are unmatched by any competitor.

THE ONLY COMPLETE SOLUTIONS PROVIDER IN GOLF
Landscapes Holdings, parent company to Landscapes Golf Management, is the largest solutions

provider in the business of Golf today. In 1976, Landscapes Unlimited was founded by Bill Kubly, and

the company’s first assignment was an irrigation/renovation project completed out of a humble used

delivery truck. Today the company can look back over four decades of success and list over 1,800

golf construction/irrigation projects with some of the finest golf courses not only in the U.S. but

around the World. In October 2018, Golf Inc. recognized our Founder/CEO, Bill

Kubly, and President of Construction, Kurt Huseman as two of their “Most

Influential People in Golf”, and we (LGM) humbly agree. Despite the best efforts

put forth by every grounds team, time erodes playing surfaces and eventually

renovation/restoration become a necessity. Future renovations within the site

plan of the City of Wichita golf courses, including cart paths, irrigation systems,

bunkers, grassing, and other such concerns, are all part of the natural evolution

of the property. This is where our team of experts in construction (both

horizontal and vertical) will become an invaluable partner to the City of Wichita. By selecting

Landscapes Golf Management, the City of Wichita golf courses will have direct access to our

expertise in ANY capital project from infrastructures such as Irrigation Systems to Vertical

Construction and of course Turf, Bunkering, Pathways, and Water Features. As such, Landscapes Golf

Management is the right partner to develop and implement both the long-term path for operations

and capital improvements needed at the City of Wichita golf courses now and well into the future.

In conclusion, Landscapes Golf Management is the only service provider that has demonstrated

success at a wide range of facilities around the globe. As we have outlined in the paragraphs above,

we are the right-sized company for this relationship, we provide a broader level of support than even

our larger competitors, our technology platform/support is superior, and we have the most respected

name in Golf, as our parent company, to address the future development needs at the City of Wichita

golf courses on behalf of the Township of Rivervale.
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NATIONAL VENDOR
PURCHASING PROGRAM
For decades, Landscapes has understood that

volume purchasing and strategic partnerships

with technology platforms are key drivers of

success in the golf industry. Our proprietary

purchasing program PoweredBUY, aligns

preferred vendors for any item a golf course or

private club client could need. We have

national partnerships for soft drinks to greens

mowers and everything in between.

At the conclusion of each season, we produce

a client savings report for each of our

partnering golf properties. In 2020, our

average client saved just over $56,000 for the

year, as a result of our negotiated margin

schedules with nearly 75 leading industry

goods/service providers. In fact, one of our

top-performing clubs actually saved $106,366

in 2020 alone.

Titleist/Footjoy

Callaway

Nike

Adidas

Cobra / Puma Golf

Cleveland Golf/Srixon

Cutter & Buck

Gear for Sports

Under Armour

Rivers End Trading Co.

Page & Tuttle

Fairway & Greene

Zero Restriction

Asher Golf

Greg Norman Collection

Columbia Golf

Volvik

Arnold Palmer Apparel

Linksoul

Sligo / NIVO

Sport Haley/Bette & Court

Wilson Golf

Ahead

All Star Pro Golf

Epoch Eyewear

Team Effort Accessories

Tifosi Eyewear

Zero Friction

Ouray Sportswear

Sysco

Pepsi

Ecolab Chemical

Entegra

Club Car

Wittek / Eagle One

Easy Picker Golf Products

Prestige Flag

Golf ScoreCards, Inc.

John Deere

Toro

Jacobsen (Textron)

BASF

Bayer

Syngenta (Greentrust 365)

Rain Bird

Par West Turf

Sunbelt Rentals

Brandt / Grigg

Harrell's

VGM / Entegra

EZLinks (IBS)

Chronogolf

PayrollMaxx

Cybergolf

Lockton

PBC Receivables

FedEx

Office Depot / Staples

A FEW OF OUR PARTNERS



WHY LANDSCAPES GOLF MANAGEMENT?
▪ PROVEN SUCCESS WITH SIMILAR GOLF COURSES
▪ OPERATIONAL EXPERTS
▪ TECHNOLOGICAL PROWESS
▪ FOOD & BEVERAGE RESOURCES

We trust you have been pleased with the information shared above. Landscapes Golf Management is

uniquely prepared to deliver an array of services to meet all conceivable requirements for the success

of City of Wichita golf courses now and well into the future. These services will include sophisticated

facility management experience at comparable properties, specialization in Food & Beverage and

Marketing & Membership Sales not to mention golf course maintenance expertise, construction

capability, and world-class support from industry experts.

Landscapes benefits from the corporate resources generally reserved for a golf management

company with a much larger number of clients/courses to service and, as a result, we can deliver a

unique blend of professionalism and personalization that is unmatched in the industry. In short,

Landscapes Golf Management will provide for the needs of City of Wichita golf courses to ultimately

grow the activity level at the Club by providing direct access, at the course level, to our top leadership

minds. This mentoring method, largely unavailable within larger organizations, along with our systems

and processes produces an unmatched holistic approach to management which is something we are

anxious to share with the team at City of Wichita golf courses.
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“Landscapes has the expertise and experience in every
facet of club operations and development. Most
importantly I have never worked with anyone affiliated
with Landscapes who wasn't of the highest character. I
would undoubtedly hire them again.”

~ John Dunn, Owner, Rockwall Golf & Athletic Club



We agree with the perspective of the National Golf Foundation (NGF) that sights the advantage of a

management relationship, from the owner’s perspective, is that it provides the greatest security from

a controlled outcome perspective. The management services arrangement allows Landscapes the

opportunity to work with the Township of Rivervale City of Wichita golf courses as a representative

management team to execute the vision of the township within the scope of mutually agreeable fiscal

constraints. Landscapes will develop an annual operating budget, business/marketing plan, an

evolving pro forma for review, revision, and ultimately acceptance by the Township.

There is no other golf company in the world that can provide a single-source solution for ALL of the

golf club related needs of City of Wichita golf courses. As a result, we are confident in stating that

Landscapes Golf Management will be a True Partner, offer a Best-in-Class Experienced Team and

achieve Award Winning service delivery to the guests of City of Wichita golf courses.

FEATURED CLUB

KING'S DEER GOLF CLUB
MONUMENT, COLORADO

A client since 2015, King's Deer Golf Club has a remarkable turn-around story for our team and the

ownership of this fine Colorado golf course. The course had endured several ownership changes and

foreclosures since its inception in 1999. Today King's Deer is thriving, as rounds have increased by

29%, memberships by 98%, and total revenues by over 60%, in just five years!
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"Known as one of the best courses along the Front

Range of the Rockies, King’s Deer Golf Club in

Monument Valley, Colorado, is a stimulating 18-hole

golf course that entices golfers with its fun layout

and scenic vistas of Pikes Peak. A classic links track,

King’s Deer boasts thick fescue, rolling fairways and

undulated greens. King’s Deer plays between 6,711

and 4,219 yards with five tee options which enables

golfers to tailor the course to their skill level. King’s

Deer keeps players on their toes throughout the

round due to its great variety of holes. One of the

standouts is the par 3, 6th hole - a 205-yard tester

that plays downhill to a well-bunkered green. Add in

an extensive practice facility and it’s clear why King’s

Deer Golf Club a must play for all area golfers."

TeeOff.com
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