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TRANSMITTTAL LETTER

SEPTEMBER 24, 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 our pleasure to formally reply

to the Proposal (Phase II) portion of the City of Wichita's RFP for golf course

management services. Landscapes Golf Management is the right choice to

lead the golf operations at the City of Wichita properties. We possess the right

mix of talented professionals in all disciplines of golf management, to achieve

the optimal financial and service performance you seek.

Choosing Landscapes Golf Management is an investment in a team of

resources and best practices that will remove any doubt as to the right

operating structure for the City of Wichita courses. With all the challenges the

industry is facing today, the City requires a company focused solely on

achieving YOUR objectives for the golf courses. We have assumed operations

with similar scope for municipalities and made significant strides in improving

not only the product, programming, and service, but the bottom line.

As Pete Davison of the National Golf Foundation says, “a General Manager or

Director of Golf is no longer equipped to provide solutions for everything, at

least not singlehandedly. The LGM team comes with a perspective of

managing nearly 60 properties in 21 states. There is little in the industry we

have not seen, much for which we have learned to adapt, and as a result of 30

years of owning/operating 10 of our own properties, we have frankly found

what works and was does not. The LGM team will ensure that the City is able to

continue 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 the Proposal portion of our

response to your RFP for management services. The information within will be

valid for a period not to exceed 180 days after the date of issuance of this

Proposal, and we are bound by the signature below. 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

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

mmattingly@landscapesgolf.com



Executive Overview
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 every day 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/


MANAGEMENT
PLAN DETAILS
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Section Overview - Management Plan
In the pages of this Management Plan section to follow, you will find the following elements:

• Organizational Chart(s)

• Our Transition Overview

• Executive Leadership Biographies

• Maintenance Practice Detail

In addition, we would like to provide some perspective in the narrative below.

The employee/employer relationship proposed by Landscapes Golf Management (LGM) is that all

course employees at Auburn Hills, MacDonald, Tex Consolver, and Arthur B. Sim (i.e Wichita Golf) will

become employees of LGM. This will, in turn, make them eligible for our benefit programs, an

extension of our corporate team, and accountable to our systems and best practices. The payroll

expense of employing the staff will be a billed pass-thru expense back to Wichita Golf, which we in

turn will need to manage within the approved annual budget.

The management team will on-site will report through the GM to our assigned Regional Operation

Manager. In addition, various supporting managers (i.e. the Golf Professionals, Superintendents,

Food & Beverage Manager(s), and Event Sales Person(s) will interact with our content experts

(Directors) in Accounting, Agronomy, F&B, Saftey, Human Resources, and Sales/Marketing. The

various LGM Directors, with these support relationships, will stay in close contact with the Regional

Manager, to round out our support. On a monthly basis, the LGM Regional Manager will prepare an

Executive Summary to accompany the monthly Financial Statements to the City. As needed/required,

the Regional Manager will attend various monthly/quarterly meetings of the City relating to the

Wichita golf system. In-season visits by the Regional Manager will consist of site reviews/tours that

could be an ideal time for representatives from the City to attend.

We understand the concern of existing governmental employees ending their employment

relationship with the City, and those associated benefits, pensions being at the forefront. This is a

decision that each employee will need to make on behalf of their individual households. We have

seen circumstances in which existing government employees have decided to take an alternate

position within the park system, rather than stay on with the golf operations team, to remain eligible

for their pension. However, what we can and will do, is honor years of service in relation to eligibility

for PTO, so that new LGM employees are accruing time at a rate consistent with their facility tenure.
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Landscapes Golf Management - Organizational Chart

WICHITA GOLF MARKET - ORGANIZATIONAL CHART
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WICHITA GOLF MARKET - ORGANIZATIONAL CHART
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Transition Process
Our Landscapes transition team will be prepared to assume management of the City of Wichita golf

courses with little or no disruption to the service offerings of the club and personnel. Change can

produce anxiety within the staff and with members/guests, and our team will work diligently to

overcome objections and help everyone reach a comfort level with the new leadership. A transition

team with expertise in all facets of operations will visit the courses when we assume management to

initiate the transition process and to meet with key staff and influential core players/members. We will

also meet with all staff to introduce Landscapes Golf Management and to share what to expect

during the transition process. Our goal is to address any questions staff may have and to listen to

their concerns.

In addition to the face-to-face communications that will occur during the transition, Landscapes will

work in cooperation with the team at the City of Wichita golf courses to reach out to the core golfers,

membership, non-golf patrons, and the local community. As needed, we will develop a FAQ for the

staff when meeting with or discussing the change by phone with members. Our marketing

department will prepare a press release and we will also communicate directly by email to core

players/members that are included within the club's email database. It may also be valuable to call a

meeting of the membership and/or core customer base, by way of reception, to introduce the new

management team and address any concern or points of immediate focus they may require.

An introduction of our senior management team can be seen in the preceding pages, but from a

summary perspective the tasks required in transition will be addressed by the following Landscapes

team members:

Transition Communications - Mark Mattingly, VP Business Development

- Mike Williams, VP of Operations

Accounting & POS Review - Mitch Ham, Director of Accounting/Finance

- Chris Jacobson, Regional Operations Manager

Agronomics & Equipment - Steve Merkel, Director of Agronomy

Food & Beverage & Events - Mark Young, Director of Food & Beverage

- Adam Brandow, Regional F&B Manager

Operations (General) - Chris Jacobson, Regional Operations Manager

Membership & Event Sales - Scot Wellman, Director of Revenue Management
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In order to maintain a smooth transition, it would be our intention to continue the employment of all

qualified “existing” staff members. In the absence of any existing senior leadership positions, we

would immediately begin a search for the appropriate fit for the related position(s). In the case of the

General Manager, Landscapes will directly employ this individual to serve the City of Wichita golf

courses with direct employment and supervisor responsibility to Landscapes Golf Management and

specifically Chris Jacobson, Regional Operations Manager.

TRANSITION OUTLINE (30, 60, 90-DAY APPROACH)

Our transition team will initially focus on evaluating current operations, the physical structure(s),

interviewing key staff members, reviewing historical financial performance, securing pre-booked

business contacts, and developing a comprehensive business improvement plan. We would not

anticipate any rate changes with regard to existing personnel, but the compensation element would

be part of our initial 60-day evaluation of all transitioning staff at the facility.

We look forward to regular conversations with the City to discuss the financial goals that must be

reached through opportunities to improve the operation. The following Action Headings describe

areas we will examine (including a few sample tasks) in our engagement at the City of Wichita golf

courses:

Orientation Meeting (Staff)
• A time to introduce Landscapes Golf Management

• Forum to discuss questions, concerns, and expectations of the existing service team

• An explanation of Landscapes benefits and home office support staff

Member/Annual Pass Holder Orientation
• Light hors d’oeuvres and soft drinks

• A chance to interact with the existing membership

• An opportunity to engage members who have left, and invite them to hear what they can expect
from Landscapes Golf Management moving forward

• Open forum to discuss questions, concerns, and expectations

Accounting and Financial Analysis
• Establish payroll processing vendor

• Identify pay cycle

• Determine POS Software Reporting

• Evaluate A/R Balances at start of the contract

• File sales tax returns

• Review month-end packet staff checklist
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• Input historical financial information

• Obtain depreciation schedules for input

• Review all contracts, leases, and service
agreements

• Review new chart of accounts



Administrative
• Distribute employee handbook

• Distribute managed clubs list to members

• Evaluate R/E tax assessment (disputable?)

• Implement Executive Summary w/GM

• Implement LGM flash report

Course Maintenance
• Assess capital needs (equip/course)

• Course profile and tour

• Critical operational needs

• Evaluate shop organization

Food & Beverage
• Beverage inventory

• Chemical inventory

• Compile vendor list/order days

• Facility assessment

• Fixed asset inventory

Golf Operations
• Determine staff uniform plan for upcoming year

• Establish golf lesson income disbursement

• Establish ownership of golf shop fixtures

• Implement LGM golf event file management

• Implement outing report

Additional Categories of Focus
• Marketing

• Membership

• Personnel

This 30-60-90 approach is utilized at each property to ensure nothing is left to chance. From this

foundational review, Landscapes Golf Management will develop recommendations to improve the

overall customer and/or member experience, operations, and profitability of the City of Wichita golf

courses.

A sample of our New Project Checklist can be seen on the following page:
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• Implement LGM safety training program

• Implement monthly executive summary

• Letter of introduction to the membership

• Review accident report procedures

• Review hours of operation

• Fleet inventory (age, hours, condition)

• Fuel tank security

• Maintenance staff introduction

• Staffing plan

• Food Inventory

• Implement alcohol service training

• Implement standard rental contract

• Labor productivity schedule

• Review and revise banquet packets

• Interview golf professional

• Obtain competitive golf fee analysis

• Review prior year calendar of planned events

• Review laundry program

• Review practice facility equipment
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Client Communication Sample (Week one in transition):
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Landscapes Golf Management will be
thinking like a partner, because we
know what it means to be an owner.



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. 15

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 City of Wichita golf courses can be seen 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.



MITCH HAM
DIRECTOR –
ACCOUNTING AND
FINANCE

RESPONSIBILITIES

Mr. Ham 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

Supervisor, 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

Mr. Ham joined Landscapes Golf Management in

early 2018 and has held multiple roles in the

Accounting and Finance department. Prior to

Landscapes Golf Management, he worked as an

external auditor for KPMG in Lincoln, Nebraska.

KPMG is an international firm offering audit, tax,

and advisory services to a diverse client base.

Mr. Ham led numerous teams in providing

technical assurance services to public and

private market clients, with an industry focus in

the financial services sector. Mr. Ham earned his

bachelor’s degree with a concentration in

accounting from the University of Nebraska

-Lincoln.
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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.



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 City of Wichita Golf

Courses receives 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 City of Wichita Golf Courses

to provide the best opportunity for success.
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SCOPE AND DELIVERY

The following themes represent critical areas of focus for any golf course. Each of these areas will

receive our corporate resources and support team's full force to exceed your expectations.

Collaborative Approach

A key advantage of hiring a mid-sized management company is our commitment to a collaborative

approach with ownership. We are owners too. We understand your desire to stay connected to the

direction of the facility. We are not here to take control of your vision, but rather to take on the

challenge of managing the daily maintenance activity and providing recommendations for

improvement based on our experience in similar situations. However, we have a keen appreciation for

your team's turf maintenance skills and years of experience at the property. We never force a one-

size-fits-all approach. We prefer to customize our processes so that they reflect your vision for the

facility. We will help define your maintenance objectives and will seamlessly deliver the quality

conditions your patrons demand.

Operational Efficiencies

Our team performs more efficiently than our national competitors. Our efficiency is a product of our

humble beginning and a commitment by our senior leadership to run each golf course as if it were

our own. It is not our desire to reduce expenses to achieve a budget number, but rather to allocate

resources in pursuit of a positive return-on-investment. We have routinely found waste in time

management, inventory policies, water use, unsustainable programming, and poor follow-up. All of

these items can be fixed without reducing staff, service, or conditioning levels. By achieving a greater

level of efficiency and simultaneously engaging the on-site management team in identifying these

opportunities, we can reinvest resources in activities and tools that produce the positive return our

stakeholders are seeking.

Safety Through Awareness

Our Superintendents watch monthly safety videos through "I-Train Station" covering various topics,

including safety, equipment maintenance, best practices, and all OSHA standard topics. Landscapes'

safety program includes our corporate office team tracks all managers and compliance. This program

reduces potential workplace accidents, improves facility insurance rates, and creates a safer work

environment for employees and guests.
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Human Resources Support

By utilizing the centralized HR department of Landscapes, we offer competitive worker's

compensation insurance rates, health benefits, and retirement programs. We have dedicated resource

leaders in Employee Relations, Benefits, Recruitment, Payroll Processing, and Employee Onboarding.

A Culture of Service

One of the most important attributes of the team at Landscapes is our culture of service. We believe

in serving each other, our customers, your customers, as well as you. Serving can be characterized in

our modern-day society as a position of weakness, and yet we have found that only through strength

can one demonstrate the humility to serve. It is no accident that our most successful properties are

built around teams that are "sold-out" to this service mentality and seek out opportunities to exceed

expectations. We believe a job done well with a great attitude is a recipe for job satisfaction and

contentment, and the reason why so many of our staff members remain long-time service team

members at our clubs. Landscapes supplies all materials and support to its staff members for

ongoing training, and the results of this unparalleled commitment to service are evident throughout

our clubs.
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STANDARDS/EXECUTION

When it comes to executing the day-to-day plan, LGM will comply with specifications described in the

site-specific maintenance program. We utilize the interrelationship of an EPA-recognized Integrated

Pest Management (IPM) and a USGA-affiliated Best Management Practices (BMP) Plan as the basis

for maintenance practices. Our program will ensure the best possible management practices are

utilized, conducted in a timely and effective manner, and will deliver maximum turfgrass quality and

playability.

The management plan is the playbook for agronomic, horticultural, and service practices. It covers

greens, tees, fairways, roughs, sand traps, and driving range. While the guidelines are detailed, they

are not strict rules of operation. Variances will be necessary to allow the team to react to changes in

climatic conditions, pest infestation, traffic, and other variables.

Irrigation

A definitive description of how to irrigate is

elusive. There are many variables to consider:

slope, soil types, the height of cut, rooting depth,

weather factors, and the performance of the

irrigation system itself. The only way for the

superintendent to master the irrigation of every

corner of the course is through careful study,

trial, and error. Experience is the best teacher

when it comes to fine-tuning irrigation systems.

The irrigation plan's goal is to keep the plant

healthy while keeping the turf conditions as firm

as possible. Irrigation scheduling involves

answering two questions: When to irrigate and

how much water to apply? Once these two

questions are answered, the schedule will be

continuously adjusted for rainfall. From here,

experience leads to ongoing refinement.

Irrigation is scheduled when the turf needs water. One method we use to determine when to irrigate is

a visual inspection of the turf. When the grass begins to turn a bluish-gray tint, leaf blades curl or fold,

footprints linger, or soil probes indicate dryness, it is time to apply water. Additionally, LGM has

adopted TGR and POGO technology to monitor and set baseline soil moisture, EC, and other essential

metrics.
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Mowing

After irrigation, mowing is the next most crucial maintenance operation on a golf course. Without

regular mowing at appropriate cut heights, the course would become unplayable.

Good mowing practices improve density, texture, color, root development, and wear tolerance.

Healthy turf minimizes the need for excessive use of fertilizers and pesticides. Besides, mowing can

be an effective means of controlling many weeds, reducing the need for herbicides. When turf is

mowed too closely, it becomes less tolerant of environmental stresses, more disease prone, and more

dependent upon a carefully implemented cultural program.

The best approach is to use the highest mowing height acceptable for the playing surface type.

However, if fast greens are needed for tournament play, mowing heights can be lowered below the

recommended minimum for short periods. Growth rate and mowing height have the most influence

on mowing frequency. As a rule of thumb, mowing must be completed on a frequent enough basis to

ensure that no more than 30% of the leaf blade is removed at one time.

Therefore, the frequency of mowing is related to plant growth, not a set schedule. This plan will

minimize the negative impacts of frequent mowing - improved photosynthetic capacity and root

depth. Landscapes will also vary mowing directions and patterns to encourage upright growth and

reduce wear and compaction.

In periods of critical plant development, cut heights will be adjusted. In early spring, cuts must be

gradually lowered because the plant is rebuilding its roots from winter. Similarly, anytime the grass is

in a weakened or stressed condition, the mowing height must be raised immediately.
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Fertilization

The most important aspect of a fertilizer program is to ensure that the materials used do not

contaminate the soil or groundwater. The first step in arriving at a sound plant nutrition program is to

have the soil analyzed to determine pH, calcium, magnesium, phosphorus, and potassium availability

and balance. This data is used to develop a custom lime and fertilizer program to ensure the proper

application of nutrients.

Grasses use nitrogen more than any other nutrient. Its function is to stimulate vegetative growth and

provide the grass with green color. Nitrogen fertilization happens after reviewing the grass color,

density, and growth rate (clipping yields).

It can be challenging to interpret the exact amount of soil nitrogen available to the plant. For this

reason, nitrogen rates will be adjusted, but not solely based on observations. Leaching of nitrate-

nitrogen is safely regulated with controlled applications - known as "spoon-feeding" - or via slow-

release materials. Controlled applications are made using soluble fertilizers and applying the

materials with either a sprayer or through the irrigation system (fertigation). Fertigation relies on

calibrating the system to apply an accurate amount of material per acre.

Either method gives the superintendent control over the rate and frequency of nitrogen application.

This reduces the tendency to apply excessive amounts of nitrate and ammonium on an infrequent

basis. Controlled materials, such as natural organic sources (Milorganite and others), isobutylene

diurea (IBDU), urea-formaldehyde (UF), and coated ureas (SCU and others) are all slow-release

nitrogen sources we use. They have the advantage of supplying a longer, more uniform, source of

nitrogen, a lower salt index, and reduced nitrogen leaching. By combining soluble nitrogen sources

with the slow-release nitrogen products, availability can be extended to the grass without fear of

nitrogen leaching into the groundwater.

Greens

A healthy, dense, and firm turfgrass surface will be the

primary objective of the putting green maintenance

program. This program will be a multi-faceted approach

that implements a robust integrated pest management

plan and an appropriate cultural program. These programs

will be built and designed based upon a comprehensive

series of soil, nutrient, plant tissue, water quality, and soil

physical analysis.
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A complete fertility program utilizing granular and weekly foliar applications will be designed to supply

the optimum level of primary, secondary, minor, and micronutrients. Apply only enough nitrogen to

maintain a quality putting surface or density (not color), usually 0.5 to 1.5 lbs./1000 (0.25-0.75 kgs.

/100m2)/growing month. Soil and plant tissue analysis will be performed frequently to ensure the

proper amounts of nutrients are being applied for healthy turfgrass growth a development.

A preventative and curative pest and weed management program will be employed to maintain a

weed, insect, and disease-free putting surface. An enhanced mole cricket control program will be

implemented using a variety of insecticides. The materials list includes a wide range of herbicides

and pesticides used to attack these weeds and pests. Additionally, a plant growth regulator program

(PGR) will be implemented to improve turf quality and playability. Lastly, a strong cultural program is

critical for the short-term attainment of proper greens speeds and playability, and the long-term health

of a putting green soil profile. Organic matter (thatch) management and topdressing sand selection

are two critical components in maintaining a healthy putting green. LGM will monitor organic matter/

thatch accumulation annually and design core cultivation and verticutting programs based upon

these results. Additionally, the topdressing sand used on the putting greens will be physically

analyzed and matched to the existing sand in the putting greens. Due to frequent topdressing,

selecting the wrong topdressing sand can create layering or reduced porosity, resulting in poor

drainage, softer green surfaces, and weaker turf.

Tees, Fairways, and Roughs

The best soil pH for many grass types

is 6.0 to 7 .0. However, for optimum

soil microbial activity and nutrient

availability, it is preferred to keep the

pH in the 6.0 to 6.5 range with limiting

based on soil test results.

The nutrient requirements vary with

the soil type, soil nutrient-holding

capacity, amount of water applied,

climate, and turfgrass species/

cultivar. In general, a complete

analysis (N-P-K) fertilizer is usually

applied in spring and late summer-early fall. Periodic supplemental nitrogen applications are made

throughout the remainder of the growing season, with iron and potassium also being applied as

needed. Warm-season grasses, such as bermudagrass and zoysia usually receive regular nitrogen

fertilization throughout the growing season. A reduced nitrogen fertility level is maintained on cool-

season grasses during the heat stress of mid-summer. Cool-season grasses generally receive two (2)

to four (4) nitrogen applications per year.
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All fertilizer blends will include sources of minor elements to complete the nutritional requirements of

the turf. As with nitrogen, potassium, and phosphate, these element additives are applied based on

soil analysis and visual observation.

Supplementary Cultural Program

Aerification, topdressing, vertical mowing, and spiking are all part of a good program. These

operations physically alter the plant's environment by removing or relocating soil and organic

materials. Only when the turf is actively growing should these cultural practices be performed.

Pest Management

IPM (Integrated Pest Management) is a preventive approach that incorporates several systems

instead of pesticides alone. It is an ecologically-based system that uses biological and chemical

methods to achieve pest control. Turfgrass pest management can use one of three strategies:

prevention, containment, or eradication. The particular pest determines which path to take, but the

turf's overall condition will play a vital role. For IPM to work well, the golf course superintendent must

be in-tune with the turfgrasses, environment, and signs and symptoms specific pests. Experience and

training are essential prerequisites to a successful IPM approach.

IPM focuses on six basic components:

1. monitoring of potential pest populations and their environment

2. determining pest injury levels

3. establishing treatment thresholds

4. developing and integrating all biological, cultural, and chemical control strategies

5. timing and spot treatment utilizing either the chemical, biological, or cultural methods

6. evaluating the results of treatment
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IPM uses six basic approaches for plant protection.

1. Regulatory - using certified sod, sprigs, and seed to prevent noxious weed contamination

2. Genetic - selecting improved grasses which perform well in specific areas and show

resistance to pest problems

3. Cultural - following recommendations made for proper primary and secondary cultural practice

which will maintain the turf in the most healthy condition and influence its susceptibility to and

recovery from pest problems

4. Physical - cleaning equipment to prevent the spreading of diseases and weeds from infected

areas

5. Biological - for a limited number of pest problems, biological control can be used. Natural

enemies are introduced to compete with pests.

6. Chemical - pesticides are a necessary and beneficial approach to turf pest problems, but use

can be restricted in many cases to curative rather than preventive applications, thus reducing

environmental exposure.

Capital Improvement Evaluation & Recommendations

From time to time, Capital Improvements are required to ensure

continued safety and playability of the golf course.

Recommendations for capital improvements often are made by

those working in the day-to-day operation of the facility.

Recommendations

Capital improvement recommendations will come from LGM via the

weekly inspection process.

1. The Golf Course Superintendent will make a note of improvements deemed necessary for

facility improvement.

2. The Golf Course Superintendent will make recommendations for capital improvements to the

General Manager during their next scheduled course inspection.

3. If the General Manager approves the recommendation, the superintendent will submit a report

to the Owner Representative. This report includes a description of the proposed improvement,

cost estimates, and a summary of the playability effects.

4. LGM will provide all additional services to complete any capital improvement project
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COMMUNICATION

Project Approach

The LGM transition team is prepared to assume management of all turf operations with no disruption.

We know that change can produce anxiety within the staff, so our team will work diligently to

overcome objections and help everyone become comfortable with the new leadership. An

experienced transition team will visit the property when we assume the management to initiate the

transition process and meet with key staff. We will also meet with all staff to introduce LGM and

share what the transition process entails. Our goal is to address any questions the existing team may

have and to listen to their concerns. To maintain a smooth transition, we will extend an offer of

employment to all qualified existing staff members. We anticipate working hand-in-hand with the

current superintendent and/or General Manager to evaluate the current staff and support club

leadership.

Client Communication Overview

Consistent, accurate, open communication is vital for the success of the administration of this

contract. Quality course conditions are the primary criteria for satisfied customers/members. It is

essential to communicate with the golf operations team as well as members and guests.

Communication is handled in the following daily, weekly, monthly, and annual opportunities.

Daily Golf Course Communication

Daily Interaction: Interaction will occur daily between the Golf Course Superintendent /Assistant Golf

Course Superintendent and the golf course pro shop to discuss current conditions, special

requirements, and project updates.

Weekly Communication

Internal Staff Department Meetings: Internal staff meetings with the Golf Course Superintendent,

Assistant Golf Course Superintendent, Head Mechanic, Head Irrigator, and Spray Tech are held to

discuss the current course conditions, project updates, and special requirements.

Department Meetings: Interaction between the Golf Course Superintendent and the golf course pro

shop to discuss the previous week's events, upcoming events, and special needs.

Weekly Updates: Written updates from the Golf Course Superintendent will be provided for

distribution to the clients and guests. These updates describe the course conditions, progress on

projects, and any situations that require special attention or disruption.

Golf Course Tours: Tours of the golf course by the Golf Course Superintendent and the General

Manager/Golf Professional will be conducted regularly. These tours focus on current turfgrass

conditions, special project status, and other issues that require special attention. Any problem that

impacts playability will be addressed at this time.
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Monthly Progress Report & Calendar

The Golf Course Superintendent will generate a monthly report. It will include:

• accomplishments from the previous month

• planned programs and projects for the next month

• special requirements in the immediate future

• specific concerns and current challenges in the department

The Golf Course Superintendent will prepare a calendar of planned agronomic programs and special

events. It will include:

• fertilizer and chemical applications

• cultural programs (aeration, sand topdressing, vertical mowing, etc.)

• special projects

Special events are incorporated into this calendar to allow the appropriate time to complete the tasks

and lead time to minimize possible playability disruption.

Quarterly Communication

Golf Course Tour

Golf course tours with Owner's Representative, Golf Course Superintendent, Assistant Golf Course

Superintendent, Director of Agronomy, and/or Sr. Vice President of LU Golf Maintenance and the

General Manager will occur every quarter to review the course conditions, special project status,

areas for improvement and notable accomplishments.
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Annual Agronomic Plan

The annual City of Wichita golf courses agronomic plan will incorporate all facets of the golf course

maintenance department:

• Personnel

• Administration

• Turfgrass cultural programs

• Plant nutrition

• Chemical applications

• Water and irrigation

• Equipment fleet

• Special projects

The plan identifies priority tasks and projects, which will affect the playing conditions. It includes all

extensive maintenance activities that could disrupt playability.

Strategic Planning and SWOT Analysis

Annual strategic planning is utilized to address long-term capital requirements. Typically, these

include maintenance equipment and golf course improvement projects. An annual SWOT Analysis

aids with establishing goals and priorities.

Owner/Manager Meeting

An annual meeting with the manager and owner is utilized to determine the success of the previous

year's goals, establish new goals for the upcoming year, and allow all parties to assess the

performance of the contract.
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MARKETING
PLAN DETAILS

32



Section Overview - Marketing Plan Details
In the pages of this Marketing Plan section to follow, you will find the following elements:

• Marketing & Technology Overview

• Working with Local Resources (Park Department, CVB, etc.)

• Player Development

• Marketing Execution

• Business Intelligence (Marketing) Dashboards

In addition, we would like to provide some perspective in the narrative below.

ANNUAL FUND RAISING
Our primary goal with any partner is to develop revenue streams from operations that generate positive net

operating income. There are circumstances where supplemental revenue is required to achieve this result.

In this circumstance, we work closely with the on-site team and ownership to determine the best course of

action. In the past, we have utilized the following concept to supplement revenue from operations:
• Community Sponsorships - in most circumstances, other small businesses like to support the golf operation and find

value in creating brand impressions amongst patrons. These sponsorships can take many forms, but each is low-cost
and high-value.

◦ Sponsorships for tee signs, scorecards, GPS, yardage guides, range balls, etc.

◦ Sponsorships for in-house creative events, club events, leagues & outings.

◦ Sponsorships for digital messaging on the course website, email communication, social media content,
clubhouse smart screens, and F&B tablets.

• Fundraising Events - as experts in supporting charities and their fundraising efforts, LGM routinely utilized this
expertise for internal functions. Beyond a simple golf outing to raise funds, there are additional concepts that can
provide "Evergreen" revenue generation.

◦ Ongoing closest-to-the-pin, hit-the-green, or Swing King contests where proceeds benefit the golf fund.

◦ Premium memberships and loyalty programs that offer limited premium benefits, lifetime access, or unique
features like lockers & club storage.

◦ Non-Golf fundraising events like booklets & auctions can also be utilized.

SERVICES IN THE REGION
An example of our shared success with regional growth strategies can be seen in the greater Omaha, NE

market. We originally owned/operated two facilities; Pacific Springs Golf Club (Omaha, NE) and Shoreline

Golf Course (Carter Lake, IA). From these two (2) courses, the concept of shared success was born, and it

manifested as the Omaha Golf Card. Today we also offer third-party management to two (2) additional

properties in the area; Ashland Golf Club (Ashland, NE) and Dodge Riverside Golf Club (Council Bluffs, IA).

However, the card was so popular that other local courses asked to participate, and we were able to reach an

agreement to include nine (9) other local public courses, including the three (3) additional courses we

manage out-of-market for the City of Sioux Falls, SD as bonus clubs. Had we been bound by radius

restriction, this effort would not have been possible. We do not currently have a public course within two

hours of Wichita, but we do manage Manhattan Country Club roughly two hours to the north.
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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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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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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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Marketing Execution

Most clubs task an existing team member - GM, Head Pro, or otherwise -
with handling the day-to-day marketing communication needs of the club.
Landscapes Golf Management believes effectively marketing the club
requires an expert digital marketer. We'll put a professional marketer behind
City of Wichita golf courses, and pour rocket-fuel on current efforts.

SOCIAL MEDIA
The marketing specialist will meet with the on-site team at City of Wichita golf courses weekly to

develop an ongoing marketing calendar. Using a custom project management tool, the team will be

able to collaborate on ideas for events, promotions, and communications right from their phones.

EMAIL
Email is a critical tool for any golf course. The marketing specialist will work with the on-site team to

generate up to three custom email messages per week. This is in addition to any automation set up

through Chronogolf or ActiveCampaign.

WEBSITE
The club's website is the core of the digital strategy. It is the only place where customers can actually

book tee times, register for events, or complete other revenue-generating tactics. As such, it is

important to have an up-to-date site with accurate information. Our Marketing Specialist takes care of

that.

DIGITAL ADVERTISING
City of Wichita golf courses's marketing specialist will set-up and manage unlimited spends in Google

and Facebook ads to help the club reach new customers.
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GRAPHIC DESIGN
Design matters, which is why we have professional designers create all customer-facing materials. All

designs can be customized for their use - from printed flyers to cart-signs, and custom sizes for

Instagram and Facebook.
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UNIQUE POSTS
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Marketing Dashboards
In cooperation with our partners, Landscapes has built an industry-leading business dashboard

system for monitoring everything from POS metrics to Social Media engagement, Advertising

performance, the impact of weather on events/member rounds, CRM, sales performance, and

soon real-time expense updates from our Account Platform.
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OPERATIONS
PLAN DETAILS
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Section Overview - Operations Plan Details
In the pages of this Operations Plan section, we would like to also draw your attention to related

information you will find in our Qualification Response in the following areas:

• Golf Operations - Page 39 of the qualification response

• Food & Beverage - Page 42 of the qualifications response

• Customer Service - Page 45 of the qualifications response

With regard to questions regarding Site Maintenance, Security, Custodial Services, and Food Service,

we feel these items alone could account for 25 pages of the allowable 50 page limit of the RFP

response. Therefore, we are going to answer in concept rather than in detail. If, however, you would

like to see out detailed SOP's from our Policies and Procedure manual, we will be happy to provide

them subsequent to this response.

Our management team handles each third-party facility if it belonged to Landscapes, and this is the

advantage of hiring a company with a long history of ownership. We think like an owner because we

are owners and have been since 1989.

Site Maintenance: We employ mechanics are part of our operating plan and when possible we can

utilize one mechanic for two properties. Each individual maintenance team member is expected to

inspect their machine in the morning, as well as inspecting, cleaning, and top off fluids, air, etc. before

putting it away. Routine maintenance schedules are kept on each machine, performed by our

mechanics, and available for review, as needed. Depending upon the support available from the local

vendor, we will either perform golf car maintenance on-site or contract that work as part of the lease

maintenance plan with the vendor.

Security: Each on-site manager has a responsibility to provide a safe environment for our guests.

There are, however, some circumstances where we have employed off-duty officers to provide

security support particularly for large events or those that finish after dark.

Custodial Services: The majority of our custodial services are performed by the on-site staff, so there

is no additional cost beyond standard payroll. An example of an exception to this practice might be

seasonal/periodic cleaning or grease traps in an F&B operation. All of our team have been and new

members will be trained on our Covid-19 cleaning protocols.

Food Services: Food & Beverage operations have LONG been a strength of Landscapes Golf

Management. We believe it to be key to the player experience whether at a public or private venue.

Within the pro forma section of this response, we have included an increase in F&B expense to

correlate with the growth in revenue we will generate in this department. Food & Beverage can,

should, and will be a contributor to the financial success of the Wichita golf courses under our

management, and given the page limited we hope to share more during the in-person interviews.
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Section Overview - Financial Plan
In the pages of this Financial Plan section to follow, you will find the following elements:

• 5-year Conceptual Operating Pro Forma

• 2022 Conceptual Budget - Per Property

• Sample - Consolidated Financial Statement 2020 (Abridged)

• Cash Handling Procedures

In addition, we would like to provide some perspective in the narrative below.

BALANCING OPERATING PERFORMANCE WITH ECONOMIC IMPACT
Our team at Landscapes Golf Management is keenly aware of the balance between financial

performance and the economic impact on the local patrons. In fact, that is why at our municipal

properties we strive to create engagement beyond golf. Programming such as cross-country races,

concerts on the range, movie nights, yoga classes, kid's day (face painting, bounce houses, etc.), and

more accomplish a "win-win". These types of events create an alternative revenue stream that puts

no additional financial strain on our green fee/annual pass players, and it connects our municipal

properties to a local audience of citizens that might never have set on foot on the golf course

otherwise because they don't play. This expanded engagement is key to establishing a broader base

of taxpayer support for the golf courses as an extension of the overall lifestyle impact of the park and

recreation system of Wichita.

CAPITAL IMPROVEMENTS
As part of our annual planning process, the team at Landscapes Golf Management will review all

capital repair/replacement needs as well as contemplate capital improvements/additions that may

add to the experience of the existing core players/annual pass members, attract new players, and/or

maintain the relevance of each course within the overall competitive set in Wichita. Our findings are

presented as part of the annual budget and business plan process with the City.

With that said, our team at Landscapes Golf Management has an advantage that NO other

management company can claim, and that is we have a sister company, Landscapes Unlimited, that is

the leader in golf development (vertical and horizontal) in the United States. As a result, we have

resources to evaluate and develop Master plans that bring a breadth and depth that is simply

unmatched in the industry today. With the understanding that all projects must ultimately be

budgeted, approved, and funded through the City of Wichita before any work can commence,

Landscapes Unlimited can engage at whatever level the City deems most advantageous, from adviser

to program manager or even execution team.
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5-year Conceptual Operating Pro Forma (consolidated)
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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

• The 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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Sample - Consolidated Financial Statement 2020 (Abridged)
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Accounting Department Procedures

BANK ACCOUNTS AND PROCEDURES

Corporate Checking Account - Each club will have a corporate checking account on which accounts

payable checks processed in the Landscapes corporate office will be written. This account will be

monitored by the accounting staff and funding arranged as necessary. Imprest checks will be issued

to the club from the Landscapes office for use at the local level. Checks written by the property will be

drawn on this account as well.

Local Accounts and Deposit Procedures - In the event the bank where Landscapes maintains its

corporate checking account does not have a physical location convenient for the property, the General

Manager is responsible for choosing a local bank that is a member of the FDIC and is convenient for

making daily deposits. Once all of the required paperwork is obtained to set up the account, it is sent

to the Landscapes office for review and signatures. Information on the type of account being set up

and related monthly fees should be included with the paperwork. Once the proper signatures are

obtained in the Landscapes office, the paperwork will be sent back to the General Manager, along

with a check to open the account. The General Manager is responsible for completing the necessary

steps to get the account open. Bank statements for the local account should be mailed (emailed or

downloaded) directly to the Landscapes corporate office from the bank.

Local Depository Account – The local depository account will be used only for making daily deposits.

The account will be controlled by the manager of Landscapes’ accounting department. Deposit slips

and an endorsement stamp should be ordered when setting up the account. Signers on the account

include up to four Owner representatives. For control purposes, there should be no one at the club

with the authority to make withdrawals from the depository account. The General Manager should

use discretion on who is allowed to take deposits to the bank.

Deposit Procedures – Deposits are to be made on a daily basis, Monday through Saturday. There

should never be an accumulation of more than two days’ receipts in the club at one time. Receipts

must be kept in a fireproof safe, and the safe is to remain locked at all times. Again, the General

Manager should use discretion on who is allowed access to the safe. The only exception to the above

policies includes clubs where there are minimal amounts of cash during the off-season. In those

cases, deposits may be allowed to accumulate for up to a week. However, the total of the deposits

should never exceed $2,000. At month-end, all bank validated deposit slips should be sent to the

Landscapes office for filing with other bank information.
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CASH ON SITE PROCEDURES

Change Bank – Due to the high volume of cash transactions that occur at most clubs, the club may

need to maintain a variety of change banks. The change banks should be kept in the safe at all times

and access should be strictly limited. The General Manager or Assistant General Manager is

responsible for verifying the balance of the change bank on a daily basis.

Petty Cash – It is Landscapes’ policy not to maintain petty cash accounts. For any small

miscellaneous purchases that you would normally pay out of petty cash, please use a company credit

card (if available) or imprest checks.

Point of Sale Closing and Reconciliation

For clubs that operate a point of sale (POS) system that requires a daily close (e.g., IBS), the General

Manager is responsible for closing the day’s business the following morning. It is important that this

process is not significantly delayed so that any errors can be rectified and accurate sales information

is provided to the Landscapes accounting department. Due to the volume of transactions each day, it

is expected that some variance may be present. However, any variance greater than $20.00 must be

thoroughly researched and rectified. Each day’s close-out reports, which include credit card receipts

and member charges, should be maintained at the club for possible future reference. Each day after

the daily close in the POS system, the sales should be uploaded to the Landscapes office server.

BILLING AND REMITTANCES

Receivables Collection

It is the onsite Manager’s responsibility to track receivables and to collect any past due accounts.

• Appropriate letters should be generated and sent out on a 30-day, 60-day, and over 90-day

basis.

• Finance charges should be applied as the club’s software allows.

• Keep copies of collection letters in members’ files.

Golf and Non-Golf Event Billing

All efforts should be made to collect event charges on the day of the event or before.

• In the case where credit is extended, statements should be sent the following day.

• Refer to above procedures for accounts overdue.

• Late fees should be charged as the club’s software allows.

All payments should be applied to the customer account and deposited on the day they are received.

All checks should be restrictively endorsed upon receipt.
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PROPOSAL
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Section Overview - Compensation Proposal

WICHITA GOLF COURSES
Landscapes will assign Chris Jacobson as Regional Operations Manager for the City of Wichita golf

courses. Mr. Jacobson will be responsible for deploying the appropriate corporate resources to

deliver Full-Service Management services including our proprietary systems, tools, and programming.

At Landscapes Golf Management, our goal is to provide our clients with transparency. That manifests

itself in the people we employ, our written communications, financial reporting, the relationships will

build with our clients, and in this case, our description of our management fees. It is our objective to

have ALL revenues and expenses clearly reflected in your monthly/annual financial statements for

maximum transparency, and from that point for our team to be incentivized (beyond the base fee) for

improving your bottom-line results. Whereby, as the City of Wichita golf courses does better,

Landscapes, in turn, can do better as well.

PROPOSAL OF BASE MANAGEMENT FEE
Annual Base Management Fee = $20,000/month

• The Base Fee includes ALL time and labor costs for Landscapes corporate personnel whether

they are working at the corporate office or at the course (including accounting, marketing

support, sales and programming, agronomic support, and/or national/regional oversight).

• ALL vendor discounts go directly to the golf courses. In addition, we DO NOT take

commissions/kickbacks or any booking fees on Club revenues (such as tee times).

Initial Term = 60 months

PROPOSAL OF CONTINGENT MANAGEMENT FEE
Our Contingent or Incentive management fee is to be developed and will be based upon achieving

financial improvement at the City of Wichita golf courses. A typical example of our incentive fee

would be a 10% share of the improvement in NOI above an agreed-upon threshold, such as $0.

CAPITAL INVESTMENT
While we believe in the power of Private/Public partnerships, that model is best served when an

individual or corporation within the community is seeking an opportunity to give back to golf. Our

team would be prepared to assist in seeking out these individuals, as we have done in the past, but in

the meantime, we also believe the courses themselves can support capital reinvestment through

improve performance leading to investable cash. In addition, as a committed partner, LGM will return

25% of our annual base management fee as a Capital Contribution to address ongoing repair/

replacement needs at the properties.
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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




