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August 13, 2021 
 
 
We are pleased to present you with our qualifications for the management of the City of 
Wichita’s municipal golf courses.  The City of Wichita has many wonderful golf facilities, and 
Orion Management Solutions is a good fit.  As a smaller company, Orion prides itself on making 
personal connections with the facility owners.  We see the City of Wichita as a perfect fit: 
multiple city facilities – Orion specializes in municipal/government facilities – with the personal 
service of a smaller company.    
 
The enclosed Qualifications Statement shall be valid for a period not to exceed 180 days after 
the date of issuance, and Matt Roberts, Orion Partner, is authorized to bind Orion to the 
Proposal terms.  (See Response Form VIII) 
 
If Orion is given the opportunity to perform the management services at the City of Wichita, the 
city will see firsthand what the cities of Kansas City, MO, Blue Springs, MO, Excelsior Springs, 
MO, Leawood, KS and Carrollton TX, have experienced.  A hallmark of Orion is our outstanding 
customer service, practical internal controls, and progressive marketing programs.  
Additionally, Orion takes community involvement very seriously and views this as a gateway to 
drawing local support and building a core base of regular customers.  For the behind-the-scenes 
processes, Orion understands what kinds of internal controls allow a city to feel comfortable.      
 
We look forward to meeting with the city to discuss the facilities and their future success.  We 
may be contacted at (913) 238-3160.  Thank you for your time.       
 
Sincerely, 
 
 
Matt Roberts, PGA 
Partner – Orion Management Solutions 
12120 State Line Road, #362 
Leawood, KS  66209 
C)913.238.3160 
mroberts@orion-mgmt.com 
 
 
 

mailto:mroberts@orion-mgmt.com
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Executive Summary 
 
 
Orion brings to the table over twenty years of municipal golf course management.  Originally 
founded in Leawood, Kansas in 2000, Orion currently operates eight facilities in Kansas, 
Missouri and Texas.  Of the eight current Orion properties, six are municipal contracts.  Orion 
has maintained a contract with the City of Kansas City, MO, for the management of three of 
their properties, since 2006.  Orion’s experience with KCMO puts us in a unique position to 
immediately make an impact at Wichita’s facilities, based on our in-depth experience with a 
large municipality, and our understanding of the challenges that may come with a 
public/private third party arrangement.   
 
Orion’s experience with municipalities over the years has given us tremendous insight into how 
City’s work and what their expectations are:   
 

• Communication is key; no surprises 

• On time, accurate facility reporting 

• Budget processes and deadlines 

• Equipment & Capital planning 

• Interactions with Golf Advisory Boards 

• Efficient Internal Controls 
 

The vision Orion has for Wichita is similar to all of our facilities – customer service, superior 
playing conditions and quality, efficient communication with the facility owners will always be 
at the forefront.  Orion believes that a well-conditioned product and outstanding customer 
service is the recipe for continued success at any facility.  
 
Finally, when a facility experiences a change in management, it is important to formulate a 
smooth transition plan.  Orion always works closely with the facility owners to create a 
transition plan that is fair to the existing employees and honors the goals of the owners.  An 
extensive interview process will be conducted with all existing employees and then an action 
plan can be created and implemented.   
 
This project is exactly what Orion was created to do: work closely with a municipal owner to 
achieve the common goal of providing an exceptional, affordable recreational opportunity for 
the residents of Wichita and the surrounding communities.   
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Orion Company History 
 

 
Orion Management Solutions, Inc. was an idea brought together by two equal principals who 
have spent time in the past working under a “traditional” Golf Management Company.  These 
individuals believed they could run a more efficient golf operation while at the same time 
building a team concept with clients and employees.   
 
Founded in 2000, Orion is a Kansas City based Golf Management Company.  Its Partners bring 
over 40 years of experience with them relating to golf facility operations.  Shane Gardner and 
Matt Roberts are both members of the PGA of America and have both spent time working at, or 
with, over thirty different golf facilities in several regions of the United States.  Together the 
Partners bring with them the energy, experience and positive attitude necessary when dealing 
with clients, customers and employees. 
 
Originally formed as a S-Corporation in the state of Kansas, Orion currently has Corporations in 
Missouri, Kansas and Texas.  Orion consists of approximately 50 full time employees and 
approximately 250 seasonal part time employees.  Orion’s Partners meet formally on a bi-
weekly basis to discuss the business at hand.  Each Partner carries with them an equal share of 
the company’s success and decision-making. 
 
Currently, Orion manages eight properties – seven in the Metro Kansas City area and one in 
Carrollton, TX.  Two properties are public but owned by separate individual owners and six are 
municipally owned.  Orion manages all aspects of the operations, including maintenance and 
food & beverage at all seven of the facilities.   

 
Orion’s Management Team and Employees 
 

The most important part of our team is also the most crucial element to the success of your 
facilities, the management team. Employees make the difference in any business; often times 
for the customer they are the deciding factor when purchasing a good or service.  
 
The management team is our first priority at Orion. We accomplish this by placing the right 
people in the right positions, creating an immediate win-win situation at the facility. Outlining 
job descriptions and expectations, following through with a review process, rewarding 
outstanding behavior and treating each employee with the respect they deserve. Couple this 
with a safe and happy workplace and employees will go to great lengths to provide superior 
customer service.  
 
If the employees are happy and taking good care of the customers, the bottom line will reflect 
this in a positive way. Our management team and employees are, and always will be, the most 
valuable resource of our organization. 
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Orion Partners 
 
Shane T. Gardner 
 
Born and raised in Omaha, Nebraska, Shane Gardner brings over 25 years of golf experience to 
Orion. Participation in competitive collegiate golf enhanced a love for the game, while interest 
grew towards the business side of facility management. Once a Bachelor’s Degree was 
completed at the University of Nebraska-Omaha in Marketing Management and Personnel 
Management, Shane began to work towards completion of his Professional Golfers Association 
of America (PGA) credentials.  
 
Shane was then offered the General Managers position at a struggling semi-private facility. In 
his five-year tenure the course showed a 125% increase in rounds of golf and erased a yearly 
deficit only to replace that with a substantial profit. Later Shane moved to Kansas City to begin 
a seven-year career working for national full-service golf course management firm. During this 
seven-year period of time, Shane assisted with the tremendous growth the company 
experienced while increasing their portfolio from eleven facilities to over fifty facilities.  
 
During this time of prosperity, Shane’s experience thrust him into the role of Regional Manager. 
While in Kansas City, Shane assisted with the opening of four facilities in both Kansas City and 
St. Louis. After moving to Atlanta to help with East Coast operations, Shane worked with an 
additional four courses in three different states.  

 
In 2000 Orion Management Solutions was created and based in Leawood, Kansas. Shane brings 
extensive knowledge of municipal, upscale public, semi-private and private club experience to 
the management team of Orion. 
 
Matt Roberts 
 
Born and raised in Missouri, Matt Roberts recognized early on in life that the golf business was 
a passion he would carry with him for the rest of his life.  After a standout career as a collegiate 
golfer, Matt began working at a university owned golf course where he started to build an 
extensive knowledge of government owned golf facilities.  In 1995 Matt moved to Kansas City 
and began work to open a new municipal course, IRONHORSE Golf Club.  While under his 
leadership, he worked to gather several accolades for the facility including “Best Public Access 
Course in the State of Kansas” by Golf Digest. 
 
As Orion Management Solutions was formed in 2000, Matt’s forte for operations management 
was recognized.  Strengths such as development of business plans, budgets and marketing 
programs are all talents Matt provides with a high level of expertise.   
 
A graduate of the University of Central Missouri and a native of Missouri, Matt Roberts is a 
twenty two-year member of the Professional Golfers Association of America (PGA) and is also 
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involved with other professional associations such as the USGA, the First Tee program, and the 
Executive Women’s Golf Association.   
 
Corporate Directors 

 
Anthony “Tony” Bertels 

 
Orion’s Director of Agronomy, Tony Bertels, contributes a wealth of experience and knowledge 
to the daily operations of Orion.  Tony is a twenty-five-year member of the Golf Course 
Superintendents Association of America (GCSAA).  Throughout his career he has worked 
growing in golf facilities, played host to National Collegiate Golf Championships and PGA Senior 
Tour events, and overseeing the daily operations of facilities. 
 
Having been involved with a myriad of operating budgets from small to large, he is adept at 
utilizing the resources available and optimizing their results.  Tony is skilled at construction and 
special projects.  He holds Commercial Pesticide Applicators licenses in both Kansas and 
Missouri and is well versed in implementing chemical and fertilization programs for cool, as well 
as warm-season turf managed in the Transition Zone. 
 
Tony is an honors graduate of the Rutgers University School of Professional Golf Turf 
Management, New Brunswick, NJ.  In 2004 he was awarded the Rutgers Alumni Award for 
Professional Excellence for his work in the golf profession.  In 2006, he was named the C.H. 
Mendenhall Award recipient, an honor bestowed to individuals who have successfully 
dedicated years of service to the profession and mentoring future Superintendents.   
 
Corporate Staff 

 
Joyce Terbovich 

 
Joyce Terbovich is not only a Certified Public Accountant, but she has more than thirty years’ 
experience in dealing with audits, federal and state taxes, and the preparation of financial 
statements. Her previous experience at Deloitte & Touche and KPMG, coupled with her 
experience as Treasurer for the City of Lake Quivira, provide Orion with solid and reputable 
knowledge of accounting practices when dealing with governmental agencies.  
 

Shauna Bajich 
 

Shauna Bajich, a graduate of Kansas University, is currently working toward another degree 
with aspirations of becoming a Certified Public Accountant. An avid golfer, Shauna also 
understands the business side of the game and what goes on behind the scenes. Ms. Bajich 
assists Orion with its banking, accounts payable and accounts receivable needs. She also works 
to produce monthly and year-end financial statements.  
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Howard Huggins 
 

Howard Huggins joined Orion and brought with him a wealth of administration, human 
resource and accounting knowledge to the Company. As a former retail business owner with 
several locations, Howard understands the complexities of growing a retail-based business. 
Howard works with several of Orion’s locations to streamline all elements of financial reporting, 
payroll, and governmental correspondence.  
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Orion’s Affirmative Action Plan 
 
A copy of the Orion Affirmative Action Plan Policy Statement is on the following page. 
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     Litigation/Claims/Judgements 
 
 
Orion has not been party in any legal suit in the previous five years that would have any impact 
on our ability to perform our contractual duties. 
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Orion Golf Course Management Experience 
 
 
Experience 
 
City of Kansas City, Missouri: Swope Memorial Golf Course, Minor Park Golf Course and Heart 

of America Golf Course 
 

The City of Kansas City, Missouri retained Orion in 2006 to improve the day-to-day operations 
at both Swope Memorial and Minor Park. Orion’s work at both facilities has already made great 
strides in facility improvements, customer service and operational profits. Orion’s performance 
at Swope Memorial and Minor Park earned them the contract over other National management 
firms for the Heart of America Golf Course in 2009. A sound organizational structure and 
consistent customer service continue to be hallmarks of Orion’s golf course management. Orion 
provides a complete package of management services.  
 
Contract  
Contract has been active since 2006.  Current contract expires March 2023, with the option for 
a two-year extension.  Daily fee, municipal owned golf courses. 
 
The contract with the City of Kansas City, Missouri is set up with the revenues flowing into a city 
bank account that Orion does not have access to from an operations standpoint. A budget is 
approved at the beginning of each year for operating expenses. The City funds the operating 
expenses on a monthly basis by depositing money into an Orion bank account in the name of 
the course. Orion writes checks, pay the invoices and then provides a bank reconciliation at the 
end of the month along with requested copies of the checks written. Orion is provided 
incentives to drive revenues and is limited by the amount of approved funds it can spend for 
operations  
 
Since Orion has managed the City of Kansas City properties, Swope Memorial has earned the #4 
Best Course You Can Play in Missouri by Golfweek magazine for the past three years and has 
consistently been voted the top Public Golf Course in Kansas City. 
 
City Contact:   Doug Schroeder, Director of Golf Services 
  4600 East 63rd Street  

Kansas City, MO  64130 
  816-513-7500 
  Douglas.Schroeder@kcmo.org  
  
 
 
 
 

mailto:Douglas.Schroeder@kcmo.org
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Money Management  
 Orion is responsible for managing Kansas City’s money and continues to operate within the 
confines of an approved budget.  

 An approved budget with detailed expenses and salaries are approved before the year 
begins. All parties are comfortable with where funds are being allocated.  

 Orion has executed lease agreements for golf course equipment that continue to save the 
city money each year.  

  
Communication  

 A written Annual Business Plan is given to the City of Kansas City each year. This plan details 
all aspects of the business for each golf facility. Sections of the Annual Business Plan 
include: Fees, Merchandise, Survey of Competition, Course Maintenance, Food and 
Beverage, Tournament Operations, Marketing and Capital Equipment / Improvements.  

 One of Orion’s partners is in touch with Kansas City’s representative on a regular basis.  
 
Structure  

 Each facility has a management structure and regular weekly staff meetings. A team 
concept is built, and employees are coached so they can move up into management 
positions and grow with Orion at another course or at that facility.  

 
Consistent Trend of Improvements  

 Orion has consistently enhanced maintenance conditions at both facilities for Kansas 
City, and identified key areas for future improvement.  

 Coaching of new staff members has improved customer – staff relations for all three 
facilities.  

 In 2014, Orion introduced FootGolf at Heart of America GC. This was the first FootGolf 
facility in the Metro KC area and consistently generates an additional $75,000 - 
$100,000 in income.  

 In partnership with The First Tee of Greater Kansas City, Orion assisted with the Grand 
Opening of the new Tom Watson Golf Academy at Heart of America GC. This new 
teaching facility opened Spring of 2016.  

 
City of Blue Springs: 

Adams Pointe Golf Club 
 
The City of Blue Springs decided to move away from a traditional management company in 
2010 and hired Orion to take over the day-to-day management of its facility. Since assuming 
management, Orion has worked to reduce monthly expenses and improve customer relations. 
New programs were initiated to promote golf in secondary areas with the idea of not only 
increasing revenue but building customer loyalty. Orion has provided the City of Blue Springs 
with the following over the term of the management agreement.  
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Contract  
Contract held since 2010.  Current contract expires September 2023, with option for a two-year 
extension.  Daily fee, municipal owned. 
 
Orion’s contract with the City of Blue Springs follows a traditional management model. All 
revenues flow into an account held by the Orion. Checks for invoices and payroll are written by 
Orion and paid out of the same account. Orion is provided incentives to drive revenues and only 
given authority to spend approved expenses amounts. A monthly financial reports package is 
sent to the Finance and Parks Department. Included in this package is a bank reconciliation 
report.  
 
City Contact: Dennis Doval, Director of Parks & Recreation 
  425 NE Mock Avenue 
  Blue Springs, MO  64014 
  816-228-0137 
  ddovel@bluespringsgov.com  
 
Money Management  

 Orion is responsible for managing Blue Springs’ money and continues to operate within the 
confines of an approved budget.  

 An approved budget with detailed expenses and salaries are approved before the year 
begins. All parties are comfortable with where funds are being allocated.  

 
Communication  

 A written Annual Business Plan is given to the City of Blue Springs each year. This plan 
details all aspects of the business for each golf facility. Sections of the Annual Business Plan 
include: Fees, Merchandise, Survey of Competition, Course Maintenance, Food and 
Beverage, Tournament Operations, Marketing and Capital Equipment / Improvements.  

 One of Orion’s partners is in touch with City representative on a regular basis.  
 Made available Orion’s Certified Public Accountant to meet with City Staff when necessary 
or to answer financial questions.  

 
Structure  

 Each facility has a management structure and regular weekly staff meetings. A team 
concept is built, and employees are coached so they can move up into management 
positions and grow with Orion at another course or at that facility.  

 
Invoices  

 Cleaned up accounts left with outstanding balances from previous Company.  
 Paid all vendors on time and took advantages of early payment discounts.  
 Worked to separate Adams Pointe from mandatory agreements made by previous 
Management Company.  

 
 

mailto:ddovel@bluespringsgov.com
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Marketing  
 Developed “core” membership groups to guarantee revenue early and throughout the golf 
season.  

 Increased the number of patrons who sign up for advanced purchase programs.  
 Adams Pointe has more paid rounds than any other golf course in its direct competition.  

 
City of Carrollton, TX: Indian Creek Golf Club 

 
The City of Carrollton decided to move away from a large, national management company in 
2016 and hired Orion to take over the day-to-day management of its facility. Orion began 
operating Indian Creek on January 1st of 2017, so this is a relatively new contract. The facility 
was closed for over a year due to historic flooding in the Dallas Metroplex in 2015. The main 
task assigned to Orion was informing the golfing community that the facility is back open and 
ready for business. This is being accomplished by partnering with the city on an aggressive 
marketing campaign and by rehiring key staff that were in place prior to the flood.  
 
Contract  
Contract held since January 2017.  Contract expires December 2023, with automatic five-year 
renewal.  Daily fee, municipal owned. 
 
Orion’s contract with the City of Carrollton is a modified lease model. Orion pays the city a 
percentage of all revenues collected on a monthly basis. In turn, the city covers any facility 
operational expenses that exceed $500 and allows Orion to make monthly lease payments to 
the city for equipment that is leased/owned by the city. A monthly financial reports package is 
sent to the Finance and Parks Department along with the revenue share.  
 
City Contact: Scott Whitaker, Director Parks & Recreation 
  1610 East Crosby Road 
  Carrollton, TX  75006 
  972-466-3080 
  Scott.Whitaker@cityofcarrollton.com  
 
Money Management  

 Orion is responsible for managing all of the facility money and meets with the City 
weekly to ensure both parties are satisfied with operations.  

 An annual budget is presented to the City along with a formal staffing plan.  
 
Communication  

 A written Annual Business Plan is given to the City of Carrollton each year. This plan 
details all aspects of the business for each golf facility. Sections of the Annual Business 
Plan include: Fees, Merchandise, Survey of Competition, Course Maintenance, Food and 
Beverage, Tournament Operations, Marketing and Capital Equipment / Improvements.  

 One of Orion’s partners is in touch with City representative on a weekly basis.  

mailto:Scott.Whitaker@cityofcarrollton.com
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 Made available Orion’s Certified Public Accountant to meet with City Staff when 
necessary or to answer financial questions.  

 
Structure  

 The facility consists of a General Manager and four department heads. These key 
employees have mandatory weekly meetings to ensure the business plan is followed. A 
team concept is built, and employees are coached so they can move up into 
management positions and grow with Orion at another course or at that facility.  

 
 

Sycamore Ridge Golf Club 
 
The new owner of Sycamore Ridge hired Orion to a full management contract in April of 2014. 
Prior to the change in ownership, Orion managed Sycamore Ridge for UMB Bank while the 
facility was listed for sale. Working closely with ownership, Orion is excited about the future of 
Sycamore Ridge. Numerous upgrades to the facility, including golf course renovations and a 
Clubhouse expansion are in the works.  
 
Contract  
Contract held since April 2014.  Current contract expires April 2026 with option for five-year 
extension.  Daily fee, privately owned. 
 
The contract with Sycamore Ridge is set up like a traditional management agreement. A base 
fee is paid to Orion on a monthly basis. Incentives are set up to drive revenues and reward 
Orion for a good season. A bank account is set up by Orion under the course’s name. All 
operational expenses are paid out of this account. A bank reconciliation is given to the owner 
on a monthly basis along with financial reports. Prior approval is needed for spending outside of 
the approved budget.  
 
Contact: Reed Murphy, Owner 
  21731 Clubhouse Drive 
  Spring Hill, KS  66083 
  913-592-5292 
  Rmurphy3@kc.rr.com  
 
Accounting  

 Turnaround time for monthly financial statements at fifteen days.  
 Made available Orion’s Certified Public Accountant to meet with owner when necessary or 
to answer financial questions.  

 Assisted Owner with State Audit of Sales and Compensating Use Tax.  
 Acquired a new Kansas State Liquor License in Orion’s name for daily operations.  

 
Invoices  

 Cleaned up accounts left with outstanding balances from previous Company.  

mailto:Rmurphy3@kc.rr.com


 15 

 Paid all vendors on time and took advantages of early payment discounts.  
 Worked to separate Sycamore Ridge from mandatory agreements made by previous 
Management Company.  

 
Marketing  

 Developed “core” membership groups to guarantee revenue early and throughout the golf 
season.  

 Created a series of in-house golf tournaments to increase revenues during traditionally slow 
times.  

 Completing a new marketing plan focused on the upgrades to the facility for the 2015 
season.  

 
 

 
WinterStone Golf Course 

 
Orion was hired by WinterStone in the spring of 2006 to perform consulting work for the two 
owners of the facility. The owners wanted Orion to help the staff become more organized in 
their daily procedures and achieve a higher level of communication. This consulting 
arrangement led into many other different aspects of their operation over the next 12 years.  
 
In 2018 the owners of the facility decided they wanted to hire Orion to manage the daily 
operations of the golf course. Orion started by evaluating all aspects of the operation and its 
personnel. Changes were made to better position WinterStone for the upcoming years. Even in 
its early stages, the facility is already showing signs of increasing its revenue generating 
capability. Some details of the management with WinterStone are listed below.  
 
Contract  
Contract held since 2018.  Current contract expires 2024, with option for three-year extension.  
Daily fee, privately owned. 
 
The contract with WinterStone is set up as a traditional management agreement. Orion is paid 
a base monthly fee. Incentives are set in place to drive revenues and reward all parties. 
Expenses are paid out of a WinterStone bank account with Orion having access to that account. 
Monthly financial reports are generated to keep everyone current on progress.    
 
Contact: Harlin Limpus, Owner 
  17101 East Kentucky Road 
  Independence, MO  64058 
  816-257-5755 
  staff@winterstonegolf.com  
 
 
 

mailto:staff@winterstonegolf.com


 16 

Structure  
 Orion interviewed all staff members and changes were made to better align employees with 
ownership and management goals.  

 Job descriptions were set in place for key management personnel with incentives for them 
to drive revenues.  

 Weekly staff meetings outline direction for the week and goals for the approaching days  
 
Marketing  

 A marketing plan was organized with goals being set for the coming season. Printed 
membership brochures were created and placed on golf cars.  

 A coordinated marketing campaign was set in motion with weekly marketing meetings. 
Results of marketing efforts are being tracked weekly.  

 Club events are organized that include member and non-member customers. The blending 
of the two groups assists with the growth of new memberships.  

 
Communication  

 Regular social media posts continue contact with customers, so they are knowledgeable 
about activities taking place.  

 Monthly newsletters highlight play opportunities whether through leagues or tournaments.  
 A Superintendent’s blog was set up so that information on the golf course is passed along 
through monthly newsletters.  

 Professionally designed blast email campaigns target options for junior golf, ladies’ groups 
and senior leagues.  

 
Food & Beverage  

 New equipment purchasing options have opened the door to new revenue streams for the 
daily use of the facility.  

 Non-golf events are being targeted with new menus and pricing. This has helped drive 
revenue for an under-utilized event pavilion.  

 
 

City of Excelsior Springs:  Excelsior Springs Golf Course 
 

The newest of Orion’s contracts, ESGC came under Orion’s umbrella in February 2021.  After 
operating the golf course for decades, the City decided to look for private management in the 
fall of 2020.  The contract was not put out for RFP; rather the City contacted other local KC area 
municipalities and enquired about golf management.  That led the City to Orion and a four year 
contract was negotiated.   
 
Contract 
Contract held since February 2021.  Contract expires in 2025, with the option for a two-year 
extension.  Daily Fee, municipal owned. 
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The contract with Excelsior Springs is set up like a traditional management agreement. A base 
fee is paid to Orion on a monthly basis. Incentives are set up to drive revenues and reward 
Orion for a good season. A bank account is set up by Orion under the course’s name. All 
operational expenses are paid out of this account. A bank reconciliation is given to the owner 
on a monthly basis along with financial reports. Prior approval is needed for spending outside of 
the approved budget.  
 
Contact: Molly McGovern, City Manager 
  201 East Broadway 
  Excelsior Springs, MO  64024 
  816-630-4424 
  MMCGOVERN@excelsiorsprings.gov  
  
Money Management  

 Orion is responsible for managing Excelsior Springs’ money and continues to operate within 
the confines of an approved budget.  

 An approved budget with detailed expenses and salaries are approved before the year 
begins. All parties are comfortable with where funds are being allocated.  

 
Communication  

 A written Annual Business Plan is given to the City of Excelsior Springs each year. This plan 
details all aspects of the business for each golf facility. Sections of the Annual Business Plan 
include: Fees, Merchandise, Survey of Competition, Course Maintenance, Food and 
Beverage, Tournament Operations, Marketing and Capital Equipment / Improvements.  

 One of Orion’s partners is in touch with City representative on a regular basis.  
 Made available Orion’s Certified Public Accountant to meet with City Staff when necessary 
or to answer financial questions.  

 
Structure  

 Each facility has a management structure and regular weekly staff meetings. A team 
concept is built, and employees are coached so they can move up into management 
positions and grow with Orion at another course or at that facility.  

 
Marketing  

 Developed “core” membership groups to guarantee revenue early and throughout the golf 
season.  

 Increased the number of patrons who sign up for advanced purchase programs.  
 Increased social media campaigns by utilizing Back9 Marketing. 

 

 
 

 

mailto:MMCGOVERN@excelsiorsprings.gov
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References 
 
 
Reference #1 
 
Name:   Dennis Dovel 
 
Firm:   City of Blue Springs, MO c/o Adams Pointe Golf Club 
 
Title:   Director of Parks and Recreation 
 
Address:  425 NE Mock Avenue 
   Blue Springs, MO  64014 
 
Telephone:  816.228.0265 
 
Fax:   816.228.7592 
 
Email:   ddovel@bluespringsgov.com  
 
Contract Info:  2010 to present; $5,750/month plus incentives 
 
Scope: Full management contract, all employees are Orion’s.  
 
Full Time Staff:  8 
 
The City of Blue Springs contacted Orion in the spring of 2010 about management for their golf 
course. After going through an RFP process, Orion was selected over many other national golf 
course management companies. Since October of 2010, Orion has worked on improving 
financial performance, playing conditions and customer service.  
 
Mr. Dovel speaks or meets with Orion on a weekly basis to discuss progress or issues at the golf 
course. Orion’s CPA meets with the Finance Department on a quarterly basis. Since Orion’s 
presence at Adams Pointe GC, financial performance, customer service and playing conditions 
have all shown improvement. 
 
 
 
 
 
 
 
 

mailto:ddovel@bluespringsgov.com
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Reference #2 
 
Name:   Reed Murphy 
 
Firm:   Sycamore Ridge Golf Club 
 
Title:   Owner 
 
Address:  21731 Clubhouse Drive 
   Springhill, KS 66083 
 
Telephone:  913.592.5292 
 
Email:   rmurphy3@kc.rr.com  
 
Contract Info:  2014 to present.  $5,750/month plus incentives. 
 
Scope:   Full management contract, all employees are Orion’s.  
 
Full Time Staff: 8 
 
Orion was contacted by United Missouri Bank (UMB) in 2012 as the bank was taking over the 
facility in a foreclosure. Orion operated the facility while UMB was looking for a buyer. In 2014 
Reed Murphy bought the property from UMB and hired Orion Management Solutions to 
operate the golf course. Orion helped Mr. Murphy evaluate options for an extensive renovation 
that took place in 2015 and 2016. Orion’s assistance with the renovation, and subsequent daily 
operations, has led to Sycamore Ridge being viewed as a premium up-scale public facility in the 
Kansas City area. 
 
 
Reference #3 
 
Name:   Scott Whitaker 
 
Firm:   City of Carrollton, TX c/o Indian Creek Golf Club 
 
Title:   Director of Parks & Recreation 
 
Address:  1610 East Crosby Road 
   Carrollton, TX 75006 
    
Telephone:  972-466-3080 
 
Email:   Scott.Whitaker@cityofcarrollton.com 

mailto:rmurphy3@kc.rr.com
mailto:Scott.Whitaker@cityofcarrollton.com
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Contract Info: Modified lease, Orion pays the city an average of 18% Gross Profit 

annually. 
Scope: Full management lease.  All expenses and employees are Orion’s. 
 
Full Time Staff: 20 
 
Mr. Whitaker is responsible for the oversight of the lease agreement with Orion Golf TX at 
Indian Creek Golf Club. Orion reports to Mr. Whitaker on nearly a daily basis and works closely 
with the City on Capital Projects, budgeting, public relations and golf instruction programming. 
 
 

Reference #4 
 
 
Name:   Doug Schroeder 
 
Firm:   City of Kansas City, MO 
 
Title:   Golf Services Director 
 
Address:  4600 East 63rd Street 
   Kansas City, MO  64130 
    
Telephone:  816-513-7500 
 
Email:   douglas.schroeder@kcmo.org  
 
Contract Info: 2006 to present.  $11,475/month plus incentives. 
  
Scope: Full management contract, all employees are Orion’s. 
 
Full Time Staff: 12 
 
Mr. Schroeder is responsible for the oversight of the management agreement with Orion at all 
three facilities. Orion reports to Mr. Schroeder on nearly a daily basis and works closely with 
the City on Capital Projects, budgeting, public relations and golf instruction programming. 
 
 
 
 
 

 

mailto:douglas.schroeder@kcmo.org
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Banking/Cash Handling Plan 
 

 
Through Orion’s operating experience with municipalities, there are two proven methods for 
banking/cash handling.  Each model is detailed below.  Orion currently uses Model 1 with the 
City of Kansas City, MO and Model 2 with the City of Blue Springs, MO. 
 
Model 1 
 

• All daily revenues are deposited into the City’s bank account of choice.  Orion 
has no access to this account. 

• Orion submits an annual budget for approval to the City.  The budget includes all 
Operating Revenues, Operating Expenses, including Cost of Goods, Payroll and 
Management Fees. 

• Orion invoices the City monthly for budgeted operating expenses (as set forth in 
the approved budget).  This money is wired into an “Orion DBA Auburn Hills 
GC”, etc.. 

• Vendors are set up as “Orion DBA Auburn Hills”, etc. and all bills are processed 
and paid by Orion from the “Orion DBA Auburn Hills” expense account. 

• By the 15th of the following month, Orion will submit to the City the previous 
month’s bank statements, copies of all paid invoices with check vouchers, 
account reconciliation sheets, inventories, detailed payroll reports and any 
other appropriate support documentation.   

• By the 15th of each month, Orion will submit a detailed monthly Profit & Loss 
Statement, including Actual vs. Budget for both month-to-date and year-to-
date.  Additionally, Orion will submit a Revenue/Expense Variance Report. 

• Monthly meetings to discuss progress will be set between an Orion Partner and a 
City designated manager or official. 

 
This model allows the City to have control of the amount of money available for expenses and 
utilizes all the advantages of employing a private company to drive revenues.  The length of the 
contract gives Orion a suitable timeframe to enhance the operational practices and provide a 
more significant operational profit. 
 
Model 2 
 

• The City and Orion agree upon a bank to be used, typically with branch locations 
near each golf facility.  All revenues are deposited in to these accounts. 

• Both the City and Orion have full access to the bank accounts. 

• All revenues are deposited into the bank account. 

• Orion submits an annual budget for approval to the City.  The budget includes all 
Operating Revenues, Operating Expenses, including Cost of Goods, Payroll and 
Management Fees. 
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• Orion pays all expenses out of each facilities operating account. 

• By the 15th of the following month, Orion will submit to the City the previous 
month’s bank statements, copies of all paid invoices with check vouchers, 
account reconciliation sheets, inventories, detailed payroll reports and any other 
appropriate support documentation.   

• By the 15th of each month, Orion will submit a detailed monthly Profit & Loss 
Statement, including Actual vs. Budget for both month-to-date and year-to-date.  
Additionally, Orion will submit a Revenue/Expense Variance Report. 

• When the facilities reflect negative cash flow per the budgets, the City will wire 
funds into the operating accounts to cover all expenses.  This is typically during 
the winter months or off-season.   

• Monthly meetings to discuss progress will be set between an Orion Partner and a 
City designated manager or official. 
 

This is a more traditional model that is more common at a majority of facilities.  The onus is on 
communication and ensuring that the bank accounts always have adequate funding to cover 
expenses, especially during the winter months. 
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Capital Improvement Experience 
 

 
While it is important to schedule capital improvements and equipment replacement, so a facility has an 
estimate when it comes to replacement and repair, this is often a difficult task because of the financial 
impact of those improvements.  Orion has worked over the last twenty years to improve, repair, and 
replace equipment or facilities as needed.  Sometimes capital improvements can be managed through 
the operating budget and do not need to be funded from another line item.  Winter is the perfect time 
for staff to stay busy and tackle numerous projects, such as interior paint. 
 
When looking at potential capital improvements to be made, the following questions are always present 
in Orion’s thought process: 
 

Will money spent on capital improvements create a new revenue stream? 
 
Will money spent on capital improvements cut back on operating expenses? 
 
Will money spent on capital improvements cut back on operating payroll? 
 
What equipment needs to be replaced and what can be repaired? 
 

In asking these questions, Orion can work with the City of Wichita to determine which capital 
improvements take priority.  Listed below is a snapshot of various projects that Orion has been involved 
with, both from oversight of major projects to creating a plan and handling the improvements in-house. 

 

 
• Complete remodel of restrooms  

• Oversight of cart path bridge replacements 

• Installation of new netting for driving range safety 

• Establishment of separate teaching tee area at driving range 

• Interior & exterior clubhouse paint 

• Assistance with ADA compliance (signage, new concrete paths, etc.) 

• Multiple complete bunker renovation projects 

• Replacement of kitchen equipment (stoves, freezers, fryers, refrigerators) 

• Cart path replacement and overlay projects 

• Irrigation pump house upgrades/replacements 

• Numerous golf car fleet replacement packages 

• Full golf course renovation (new irrigation system, tees, fairways, greens) 
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Orion Financial Capacity 
 

 
Orion has been a successful corporation for over twenty years that currently is contracted with 
six owners (four municipalities).  These contracts allow Orion to have the financial capacity to 
take on virtually any project.  Additionally, Orion has secured a long-term line of credit with 
Bank of America. 
 
As a general rule, Orion only releases proprietary financial information during the negotiation 
phase of a contract, if requested.  Orion is a privately held corporation that does not reveal 
financial information until a partnership is formed. 
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Marketing Plan Philosophy 
 

 
In today’s economy not only is marketing a key, but so is fostering relationships.  When people 
are deciding on a facility for daily play or events their choice will often be swayed by a 
relationship they have with a key member of the facility.  Orion has worked to develop 
relationships with several key golf organizations such as:  The First Tee, the Central Links Golf 
Association and the Midwest Section PGA.  Below reflects a general marketing philosophy: 
 

 
 
Pricing 
 
Price Break / Price Points – There are several price points and breaks throughout the daily 
schedule for the City properties.  The Point-of-Sale system always provides data as to when 
people are playing and what the average fee is for the time.  Changes made in the past include 
moving Twilight and Evening rate pricing up one hour, from 2:00 pm to 1:00 pm and from 5:00 
pm to 4:00 pm.  This has had a tremendous impact on tee sheet utilization by helping to 
decrease the number of dead times throughout the day.   
 
Programs / Promotions – The facilities are currently running several on-going programs and 
promotions.  Orion evaluates each of these promotions to see what revenue is brought in as a 
result of each program or promotion.  Promotions when done correctly are a good way to 
promote business.  However, if a customer knows that a certain promotion is always out there, 
they begin to balk at paying the normal fee.  Customers begin to get programmed when they 
call by saying, “What promotions are you running right now?”  That kind of erosion from the 
normal fee schedule tends to hurt a facility in the long term.  Orion avoids this kind of 
discounting. 

 

Survey of Competition – All competing facilities are surveyed twice a year to establish where 
prices and price breaks occur.  That information is utilized, along with the information from the 
Point-of-Sale system, to determine a daily fee schedule or programs and promotions for each 
budget cycle. 
 
Memberships and Advanced Purchase Programs 
 

Memberships and advanced purchase programs set the table to increase the core customers at 
a facility.  The goal of a successful facility should be offering programs that entice golfers to 
commit their recreational dollars to a facility for the season.  By getting customers to commit 
early a facility benefits in the following ways: 
 

 Customers tend not to visit other facilities.  The less likely they are to visit 
another facility, the less likely they are to move away from their home course. 
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 Customers tend to recommend their home course to other players.  Even if their 
friends are not using a city property as their primary course, core customers will 
try and persuade their friends to play at their home course. 

 Other facilities will tend to discount fees as the summer moves along.  Patrons 
who have already committed to a city facility will pay less attention to discounts 
at other facilities. 

 Those core customers who sign up for an annual pass or advanced purchase plan 
will most likely have some connection to an event, whether it is corporate or 
charitable.  Those people will recommend their facility over another.    

 
 
 
 
Increasing Rounds of Golf 
 

Orion Management has always believed the best way to increase play is to build a core group of 
golfers, retain them, then design, organize and support opportunities to encourage additional 
outside play.  Orion’s goal is to focus on overcoming the challenges people face as they work to 
find time and money to enjoy golf, whether it is a simple recreation or a lifestyle.  Advertising 
can lead customers to a facility, but there has to be an effort to make it advantageous for 
customers to return again and enjoy the amenities City facilities offer. 
 
Organizing Play Opportunities – People love to play golf, but they often won’t play if they don’t 
have something scheduled, or they have to organize it.  Orion not only works to promote 
events that offer opportunities for play, but staff gets personally involved in helping 
organizations coordinate golf activities.  The result is a loyalty among organizers because they 
often look better to their group.  This relationship helps the facility when other courses work to 
undercut price in trying to solicit events or leagues.   

   
Special Events – Almost every facility organizes their own home-grown events.  However, a 
successful facility mixes in events that appeal to all categories of golfers.  Mixed Couples, Junior, 
Parent / Child, Ladies and Competitive Individual / Team events expose the facility to new 
players and provide current players with additional play opportunities.  Through these events a 
facility continues to build its brand.  
 
Player Programs – Programs have been developed and expanded by Orion to foster 
camaraderie among players and provide play opportunities.  Annual Pass and Partner Player 
programs bring golfers of all skill levels and backgrounds together while building a core base of 
players.  Orion has found repeated success following this model. 
   

 Leagues – There are many organizations that would love to arrange a regular golf outing 
or league activity, but they don’t know how to start.  Orion recognized this many years 
ago and started working to build leagues with organizations.  Those organizations 
included churches, non-profit organizations and local businesses. 
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 Tournaments – As mentioned earlier, Orion has started to play a lead role in assisting 
events with recruiting players and helping them to organize their events to ensure 
success.  This means more time occupied by the professional staff, but the result is a 
fostered loyalty among Tournament Coordinators.   

  

Promoting a Good Pace of Play – Time is one of the biggest barriers as to why people don’t 
play more golf.  Orion has always recognized the influence on-course representatives can play 
in the satisfaction of patrons.  Golfers are usually pressed for time and a slow pace of play will 
often sour what should be a positive experience.  Orion’s employees are trained in techniques 
used to enhance a good pace of play, and customer satisfaction surveys show this to be true.  
 
Advertising and Promotion 
 
Orion’s relationship with Back9 Marketing, a local KC based company, has enabled Orion to 
move to the forefront of the marketing game in the golf industry.  Each facility now has 
professional marketing assistance, allowing the management team to focus their efforts more 
on customer service and facility efficiencies, while knowing that the marketing efforts are being 
handled professionally.  Consistent messaging, current social media postings and quality point 
of purchase materials separate Orion properties from the others. 
 
Once pricing has been set, programs have been established, and staff is working to assist with 
play opportunities; then the focus shifts to getting the word out to the general public.  While 
any amount of money could be spent, funds will most likely be limited to what was approved 
for the upcoming budget.  Therefore, a mix of the marketing media illustrated below will be fit 
into the budgeted amount. 
         
Web Site / E-mail Marketing – Orion continues to use e-mail marketing to attract players to 
sponsored tournaments, golf leagues, instructional programs and merchandising opportunities.  
The key to successful e-mail marketing is to target customers two or three times before each 
event.  However, this has to be done with a spaced timeline.  Orion is always looking for new 
ways to utilize all options of the Point-of-Sale system and its email marketing options.  This is 
where Back9 Marketing really shows its worth.   
 
Internet Tee Times – Offering Internet tee times through a course web site is a necessity.  
Moving distressed tee times can be an additional feature, especially if done correctly.  While 
times may not be sold at full rate, it will allow the Orion and the City to recognize income that 
the facility would not normally garner.  Orion’s partnership with TeeQuest allows the General 
Manager of each facility to post daily online specials and set the pricing to whatever they deem 
acceptable.  Customers then have the choice when booking online to prepay for the online 
special or simply book a regular tee time and pay rack rate when checking in for play.   
 
Like any service of this kind, there is a key to maximizing revenue and avoiding the same 
“bargain hunters” from only booking on the Internet.  Orion’s experience in this area avoids 
that potential pitfall.  The key is to always to be able to control your rate that is offered, so that 
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the product you are selling is not cheapened in any way.  Once price erosion occurs, it will be 
difficult for a normal customer to pay your posted rack rate.   Orion chooses to not partner with 
GolfNow or any other third-party bartering company to ensure that the City receives the 
maximum revenue (100%) for every tee time that is sold.  Green fees are the City’s revenue, not 
the management company’s and certainly not the third-party provider! 
 

Social Media – Social media is effective for communicating a single, simple message.  This will 
prompt phone calls and inquiries to the web site with an opportunity for staff to interact with 
customers.  It is always critical to get the message out early in the season that the City and 
Orion have programs available for the avid and occasional golfer, or that the facility is a perfect 
site for an event.  Other Social Media posts involve tournament/league results and pictures, 
nice photos from each facility and current topics in the golf world. 
            

New Technologies & Services 
 
Orion prides itself on staying abreast of new technologies and practices in the golf industry.  
Innovation and anticipation are hallmarks of what Orion brings to any management contract.  
While it is difficult to stay on top of all the new technology in the golf industry, it is not 
impossible.  By participating in the annual PGA Merchandise show, attending golf industry 
educational opportunities and by communicating with peers in other markets, Orion is able to 
stay in front of most trends and create some new ones as well. 
 
The following lists numerous new technologies and best practices that Orion has implemented 
in the past ten years to better each facility they are involved with. 
 
Gallus Golf App 
 
In 2013, Orion was searching for an alternative form of GPS for the golf courses.  Golf Car 
mounted GPS systems had become very expensive and frankly not as important to golfers with 
the advent of smart phones and handheld measuring devices.  While investigating options, 
Orion contacted a new start-up company in California called Gallus Golf.  They had created a 
smart phone app that would be designed specifically for each golf facility – pictures, scorecard, 
online tee time reservations, and GPS.  Actual course flyover video of each hole and yardages 
measured to the front, middle and back of each hole from wherever the smart phone was 
located.   
 
In an effort to grow their business, Gallus offered Orion a special rate to sign up multiple 
courses for their services – half price!  Orion signed up HOA, Minor Park and Swope Memorial 
and have been happily utilizing their services since 2013.  We were even able to secure the 
same pricing for Hodge Park GC, even though it was a Kemper Sports managed facility.   
 
The significance of the app is that it is free to download to any user and only costs each facility 
$2400 per year, paid in quarterly installments.  Compared to the $30,000 - $50,000 per year fee 
for golf car mounted GPS systems, this is an incredible value.  Not only is it inexpensive, but it 
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also allows each facility to capture each user’s data for potential marketing efforts – push 
notifications and email. 
 
Gallus recently upgraded the software, and it is now being utilized at the City properties to 
handle all tournament administration needs.  This includes creation and printing of Cart Signs, 
Score Cards, results and posting of all information to the website of choice. 
 
Under 30 
 
It has been apparent for many years that junior golfers have a tendency to stop playing golf 
after high school or college.  The reasons most cited include golf is too costly, too hard and too 
time consuming.  This is why Orion created the new Under 30 program to try and get these 
young people back out to the golf courses in a low-pressure, low-cost membership.  Below are 
the details of the Under 30 membership: 
 

 $75 per month, four-month minimum commitment 
 Must provide valid credit card at time of sign-up 
 Membership valid for unlimited green fees Monday – Friday and after 12:00 
noon on weekends 

 Golf car rental is additional 
 
Additional revenue comes in the form of golf car rental fees, guest green fees, merchandise 
sales and food & beverage sales.  Another benefit of the program is the fact the majority of the 
membership plays during non-peak times, specifically late afternoons and evenings, two under-
utilized areas of the tee sheets.   
 
Data Collection & Up-selling 
 
An often-overlooked area of customer interaction is the collection of pertinent data from the 
customer.  It is extremely important for Orion’s employees to try and collect as much personal 
information as possible when reserving tee times or checking in golfers.  Staff is trained to ask 
for first and last name, phone number and email address at time of reservation.  Of course, this 
is not always possible to do; sometimes there are time constraints or other customers needing 
attention during the time of the reservation.  However, customer information cards are 
available around each Clubhouse, encouraging customers to fill them out and be eligible for a 
free round of golf, to be given away during a monthly drawing.   
 
Phone numbers are simply used to contact the reservation in case of inclimate weather or an 
emergency situation.  The email address is critical – this is the major form of 
advertising/marketing that is used to contact the customer database concerning upcoming 
offers, promotions, etc.  Email marketing campaigns are free to use and provide a valuable tool 
for the City property.   
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Conclusion 
 
In order to increase rounds of golf, a facility and its key staff members must do the following: 
 

Stay Close to the Customer – This is the one big reason Orion requires all of its General 
Managers to work behind the counter on different times and on different days.  
Customers will tell you whether your pricing strategies are valid, they’ll tell you what the 
competition is offering and the flaws in your programming.   
 
Adjust Prices and Programming as Needed – A facility can’t be afraid to adjust its 
pricing up or down or make changes to the programs offered.  Orion has always 
recognized this and adjusted both of these key elements yearly.    
 
Relationships – There must be a relationship that is formed that encourages the 
customer to come back.  Remembering players names, what they like to drink, offering 
to go the next step in making them feel comfortable.  This can be done, or un-done, by 
the staff members they meet.  If a customer spends money regularly in your 
establishment, they want to be recognized for it.  Establishing relationships with 
organizations will bring more play when the opportunities arise – they will think of the 
facilities they have current relationships with first.   
 
Staff Involvement – Staff must become involved to build play.  This means going to 
organizations and offering to do the work for them when it comes to leagues or 
tournaments.  As tournaments come to the facility, if they are struggling to get 
organized or find players, staff must jump in and help them.  If a staff member helps to 
save the day, that Event Coordinator will reward the facility with a return visit regardless 
of price.  As stated earlier in this section Orion has a proven track record of getting 
involved at the ground level. 
 
Build In-House Promotions and Events – Building activities and events will take time, 
and at first the facility may have to put money into establishing those events.  
Administering and advertising a course-sponsored event gives the customers the feeling 
that they can have a “country club” experience without paying the country club price.   
 
Track Advertising Used – Traditional advertising is changing daily, and its results change 
daily as well.  A facility cannot be afraid to try new marketing avenues.  Orion has always 
tracked events to find out how they heard about the facility or visited with customers to 
determine how they came to visit a facility.  
 
Patience – A facility has to be patient and have confidence that the fundamental 
business strategies listed above are correct and will win customers over time.  If a 
facility’s customers are built with the techniques listed above, it is better suited to 
sustain threats from other facilities.     



 31 

Management Plan Philosophy  
 
 
The management philosophy for the City of Wichita is very similar to other management 
programs Orion currently has in place.  The requirements of the city for cash control 
procedures, accounting/bookkeeping procedures, reporting, point-of-sale system and inventory 
controls are very comfortable for Orion’s staff.  Orion takes great pride in the accuracy and 
completeness of the reports it provides to its current clients.   
 
Listed below are brief descriptions of the major facets of the Orion management program. 
 
Clubhouse Hours 
 
The Clubhouse and golf course will be open seven days a week, year-round, weather 
permitting.  The exception will be Christmas Day, when the entire facility will be closed.  Orion 
will evaluate weather conditions to determine if it will be beneficial for the facility to be open 
on off-season holidays such as Thanksgiving Day and New Year’s Day.   
 
The hours of operation will follow the seasonal weather and daylight hours.  In the main season 
starting times may begin as early as 6:00am, in the off-season starting times will most likely not 
begin until 9am.  The Clubhouse hours will closely follow the starting times with the staff 
opening the building approximately one hour before the first starting time.  The building will be 
closed when the last patron has left the facility and the facility has been cleaned and setup for 
the following day.   
 
Staffing 
 
Staffing, like the weather, will fluctuate based upon several factors.  In the main summer 
season, the Golf Shop and Food and Beverage Departments will be staffed with a minimum of 
three employees for each day.  One person will be responsible for opening the building, one 
person will be responsible for closing the building and one person will be responsible for 
working during the middle portion of the day.  This will give the Golf Shop and Food and 
Beverage Departments two people during the heaviest activity and ensure proper levels of 
customer service.  Additionally, there will be one beverage car in operation during non-prime 
times and possibly two beverage cars in operation during prime times.  The staffing of beverage 
cars will be closely watched and will reflect daily traffic. 
 
A similar staffing arrangement will be in place for the Course Maintenance Department; 
weather will dictate an increase and decrease in employees.  In the spring and summer season 
additional labor will be hired to handle an increase in activity.  When activity starts to wind 
down in the fall, seasonal employees will be released to save on labor expenses.    
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Record Keeping and Reporting 

 
Orion requires the General Manager to produce a detailed revenue spreadsheet and to submit 
a monthly packet of reports to Orion’s Accounting Department.  These reports are used to 
produce the monthly financial statement that is given to the Parks & Recreation 
Representative.  Orion prides itself on professional, reliable financial reporting.  Our efficiency 
allows us to present the Monthly Financial Statements to the City by the fifteenth of the 
following month.   
 
The Daily Sales Report includes information such as weather, sales by department, rounds, 
rounds utilization, year to date analysis and budget information.  This spreadsheet is available 
at anytime for the City to review.  The General Manager uses this information as a tool to 
monitor the success/failure of daily sales. 
 
The Food and Beverage Manager and the Superintendent are required to keep strict records on 
inventory, alcohol purchases, chemical purchases, gas purchases, etc.  These records are 
reviewed by the General Manager on a monthly basis and are available for review by the City at 
any time. 
 

Point-of-Sale System 
 
TeeQuest is the point-of-sale system used by Orion at all of its managed facilities.  Orion’s 
employees are very familiar with the system and the reports it is capable of producing.  The 
point-of-sale system will allow for different levels of activity to be performed.  Higher levels are 
allowed to perform more tasks, while seasonal or hourly employees are not given the same 
ability to perform tasks as the Department Managers.  This is a form of internal control among 
different levels of employees.  Voided transactions require a password and can only be made by 
the General Manager or Head Golf Professional.    
 
Cash Receipts 
 
All sales transactions are settled with cash, check, or credit cards.  One receipt is generated for 
cash transactions and two receipts are generated for a credit card transaction.  After the 
customer signs the charge slip, the original is kept in the register for balancing at the end of the 
day and the second copy is given to the customer.  Daily credit card transactions are batched 
together.   Personal checks are only accepted for annual membership purchases or tournament 
payments. 
 
Each cash drawer in the Golf Shop will begin each day, and end each day, with $150 in cash.  
The cash drawer in the Food and Beverage Department will begin each day, and end each day, 
with $150 in cash.  A cash change bank for the facility totaling $500 - $1000 will be kept in a 
safe in a secure location to be accessed only by Department Managers.     
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During the day, each employee is assigned to one register only.  At the end of the day, an 
employee deposits all cash and checks after the register is closed.  The closing employees for 
the respective Departments are responsible for closing the registers in their Departments.  A 
separate deposit is made up for each of the two registers in the Golf Shop, which is deposited 
daily into the Operating Account and one for the Food and Beverage register, which is 
deposited daily into the Operating Account for a total of three. 
 
If a variance occurs during the closing process, transactions may be viewed through the register 
screen.  Each transaction has the time and operators initials associated with it. The employee 
can then be contacted about the variance.  To insure accountability regarding cash receipts, a 
Department Manager will periodically close and balance another employee’s cash register as an 
extra measure of internal control. This action will be performed randomly three times per week 
in the main season, and once a week in the off-season.  
  
If the registers do not balance, the employee is instructed to browse through transactions to 
locate the variance.  If the variance is not located, a different employee will conduct a 
reconciliation that week.  Reconciliation will occur twice per week during the main season and 
the General Manager reviews those days in question.  A log of over and short is kept and 
reviewed at the end of each month by the General Manager.     
 

Green Fees 
 
The point-of-sale system generates a Starter Sheet and a Marshal Report for the staff to use.  
Each morning these sheets are printed off.  Once a golfer is paid, the Starter is notified via two-
way radio, that the “Jones” foursome is paid and heading to the tee.  When the “Jones” 
foursome arrives at the tee, the Starter checks receipts and logs the golf car numbers on the 
Starter Sheet.  The on-course Marshals then monitor the golfers by the golf car numbers.  At 
the end of each Starters shift, the starter sheet is brought to the Golf Shop and referenced with 
the electronic tee sheet. 
 
Golfers are checked in through the tee sheet portion of the point-of-sale system.  Once the 
appropriate green fee code is entered, the golfer is rung through the register.  After payment is 
received, the point-of-sale system changes the golfers name a different color, indicating full 
payment.  Once payment is tendered, the customer’s name or payment cannot be deleted.  
Golfers are given a receipt that the Starter is required to check before the golfer may tee off.  
The receipt clearly shows the day and time of payment.  Starters are instructed that no golfer is 
allowed on the golf course without a proper receipt.   
 
The receipt for fees must be presented to the starter before a customer begins to play.  At that 
time, it is also checked to see if they paid for a golf car rental.  Also, a few times a week a 
member of the staff rides the course backwards and verifies player receipts, position on the 
course compared to their start time, and their car rental.  This keeps people from sneaking onto 
the course.  Only the General Manager can authorize a discounted rate for any customer for 
PGA, GCSAA, or public relations purposes.  
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Transactions 
 
With typical transactions at $25 or more, credit cards are the major source of payment.  Busy 
days render excessive cash, therefore no more than $1,000 cash is allowed in the registers at 
any given time.  The drawers are counted twice per day, once when opening and once in the 
middle of the day, and excess cash is stored in a safe in the Manager’s office until the registers 
are closed that evening. 
 
Refunds for golf are typically not given.  Rain checks and golf credits will be issued when the 
situation arises. These rain checks are issued through the point-of-sale system based upon the 
number of holes completed and the fee that was paid.  The customer is then given a receipt 
that displays the value of the raincheck toward another round of golf at a different time.  
Rainchecks are tracked by management through the point-of-sale system.    
 

Golf Lessons 
 
Independent Contractors are arranged to give golf lessons during the season.  These 
Independent Contractors pay a fee for their usage of the facility.  They are responsible for 
charging their customers, collecting those fees, and filing their own taxes.  They book lessons 
through a private cell phone number that is given out by Golf Shop personnel.   
 
Regularly scheduled meetings between the General Manager or Head Golf Professional and the 
Independent Contractors are held to resolve any issues that occur throughout the season.     

 

Banking 
 
The Orion Operating Account is used to pay all normal invoices and operational expenses.  Only 
the General Manager, Food and Beverage Manager and Superintendent, along with the 
designated Orion representative have access to the Operating Account.   A second account, the 
Imprest Account, is established for the payments to F&B vendors and Liquor/Alcohol payments.  
A third account will be established for Capital Improvement savings. 
 
A bi-weekly payroll amount is transferred from the Operating Account to the payroll company.  
CBIZ Payroll Company, the payroll processing company used by Orion, then funds the paychecks 
with money from the Operating Account.  Detailed payroll reports can be provided as a form of 
reconciliation to Orion and the City of Kansas City.   

 
Orion’s accounting staff balances all of the bank statements, at no additonal charge to the City 
of Wichita. 
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Cash Disbursements 
 
Operating checks are issued by Orion and are used to pay all operating invoices, including 
merchandise, utilities, etc.    
 
As a matter of internal control, a segregation of duties will take place.  Department managers 
will receive invoices, code them to the proper line item, and initial them for payment.  The 
General Manager will review the invoices, approve them and send them to the Orion 
Accounting Staff on a weekly basis.  The Orion Accounting Staff will process the checks and one 
of the Orion Partners will review them, sign them and send them out.  Additionally each check 
has two voucher slips, one that is kept in a file, with the other going to the vendor.  Each 
voucher slip shows the date, check number, amount and vendor.  The vouchers kept by Orion 
will be attached to the canceled invoices and copies of those invoices can be included in the 
monthly facility reports delivered to the City of Austin Representative. 
   

Invoices 
 
Each department manager is responsible for the coding of invoices to the appropriate general 
ledger account.  Invoices are submitted weekly to the General Manager for approval.  The GM 
then forwards the invoices to the Orion Accounting Staff.  No services or products are paid for 
before they are rendered or delivered.  Some purchases such as alcohol are required to be paid 
upon delivery.  Payments are made from invoices only.  Statements are then checked to ensure 
the vendor received payment. 
The payroll for Orion personnel shall be processed through the Operating Account.  Orion uses 
an on-line system of payroll management through CBIZ.  The system is utilized via the internet 
and is available on each of the cash registers in the Golf Shop and Food & Beverage, as well as 
on the office computer in the Maintenance Facility.  Each hourly employee is assigned a login 
and password to use when clocking in or out.   The payroll reports are reviewed by each 
Department Manager (Maintenance - Superintendent, Golf Shop – General Manager and Food 
& Beverage – Food & Beverage Manager), comparing actual punches to the work schedule.  
After the supervisors approve the payroll reports, the Orion Accounting Staff prepares the 
reports for transmittal to CBIZ.  Electronic paystubs are then sent to each employee via CBIZ. 
Paper paychecks are no longer utilized by Orion – all earnings are required to be direct deposit 
or loaded on a Visa card.  This has cut payroll processing expenses by 12% and is eco-friendly by 
saving paper usage. 
  
All overtime is approved by the General Manager in advance for final approval.  The number of 
employees and their respective wages are determined by the approved budget.  Employees are 
given performance reviews with monetary increases at the conclusion of the season.   
 

Inventory 
 

A salaried Golf Shop employee, in accordance with the approved buying plan, will be 
responsible for purchasing all merchandise inventories.  Orders are placed with vendors and 
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printed order confirmations are requested.  If the order confirmation is correct, shipment of 
goods is scheduled.  Once goods arrive, the boxes are checked for content against the packing 
slip.  Invoices are then coded to the appropriate line item and the check-in process begins.  SKU 
numbers are created in the point-of-sale system to identify each item of inventory.  Price is 
generally established at 100% mark-up for soft goods and 35% mark-up for hard goods. 

 
A complete physical inventory is taken at the end of each month.  Any adjustments that occur 
are made and the cost of sales percentage is calculated.  Budgeted cost of sales percentage is 
70-75%. 
 
Employees and volunteers are offered a discount on merchandise as approved by the General 
Manager, which is 10% above cost.  Uniforms are issued to employees as budgeted items.  
Older merchandise can only be marked down by the General Manager to move inventory.   

 
Special orders are logged into a notebook and then ordered from the manufacturer by a 
salaried Golf Shop employee.  The client provides a credit card number as a deposit before the 
merchandise is ordered.  If the item is turned down by the customer upon arrival, that 
customer must then pay for the shipping cost of the item.  If the item can be placed into 
inventory and sold, then that option is exercised.   

 
Promotional items given to the facility are either separated from inventory and given to 
customers to try out or averaged into the cost of all items of this type and then placed into 
inventory.  This can include items such as golf balls, clubs, etc.  Demonstration clubs are often 
times given to a facility for its customers to use.  These clubs are returned to the manufacturer 
at the end of the season.      
 

Food and Beverage 
 
The Food and Beverage Manager purchases all food and beverage inventory.  Inventory is 
ordered on an as-needed basis.  During the off-season, inventory levels are kept low, due to a 
decrease in rounds.  During the main season, inventory levels are higher.  All inventory 
purchases are checked for quality and quantity when delivered.  At that time, inventory is 
entered into the point-of-sale system for tracking.  A complete physical inventory is taken at the 
end of each month.  Adjustments are made and the cost of sales percentage is calculated.  
Budgeted cost of sales is 30-40%.  
 
Employees and volunteers are allowed a discount for food and beverage items that are 
prepared.  The discounted rate is 40% off of the normal price.  No discount is offered on 
packaged items, alcoholic beverages, or on the beverage car. 
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Beverage Car 
 
A fair percentage of F&B revenue comes from Beverage Car sales.  Controls are in place to 
accurately ring in items that are sold on the golf course.  Employees are not allowed to load 
their own beverage car.  The F&B Manager or another employee on duty will load the car and 
all inventory loaded is logged on a beverage car stock sheet.  The employee is then given a bank 
bag with $50 change.  This allows change to be given to customers on the golf course.  With 
each sale on the beverage car, the employee must log on the stock sheet what items have been 
sold.  Money collected is placed in the bank bag.  At the end of a shift, the Manager or another 
employee will do an ending inventory count to verify reported sales.  Then the inventory items 
are rung into the register and paid for out of the Beverage Car employee’s bank bag.   
 

Maintenance 
 
The Superintendent orders all inventories for the Maintenance Department.  Maintenance 
inventory levels are pre-determined by budget line items.  If additional supplies of chemicals, 
fertilizer, etc. are needed, the General Manager approves them in advance.  Typical inventory 
items are fertilizer and chemicals.   
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Transition Plan Philosophy  
 
 
The transition away from City operated facilities to privately operated facilities must be done 
carefully.  The single worst thing that can happen is for change to move too quickly in an 
unplanned fashion that upsets the current customers and appears to make the operating 
company look disorganized.   
 
Changes must be stepped in so that the transition is smooth.  Orion has been very successful 
handling transitions with current employees – most times over 90% of existing employees have 
been retained.  In addition, Orion has been very successful by taking a hands-on approach with 
customers by scheduling meetings where customers can attend and ask questions.  These 
meetings allow both employees and customers to feel more confident about the changes to 
come.  Below is a sample timeline of an Orion takeover.  Meetings with City personnel are not 
included in this example as they will be occurring frequently before and after transition. 
 
The bottom line is Orion’s goal is to ensure the City’s patrons that the current services, rates 
and memberships will not be disrupted. 
 
Prior to Orion Start  
 

 Meeting with Key Employees individually to discuss employment plans 
 Meet with hourly employees to discuss employment plans and fill out appropriate 
paperwork 

 Schedule meetings to meet with key organizational leaders at each course 
 Advertise meeting open to the general public to answer questions about new 
management 

 Develop marketing ideas and concepts for the season 
 Secure bank accounts and signors on accounts 
 Set up installation of new POS system and work through basic training with each 
grouping of department managers 

 All employee paperwork and benefits have been finalized and turned in to Orion office 
 Work on business planning for upcoming season 
 Thorough evaluation of all existing equipment leases 
 Creation of a detailed Agronomic Plan with the assistance of the City Superintendents 
 Full merchandise inventory and setup of vendors in Orion’s name 
 Review and creation of Food & Beverage operating plan 
 Begin process of obtaining the liquor license for Orion 
 Deep cleaning of kitchen and food & beverage areas 
 Evaluation and acquisition of needed kitchen equipment 
 Explore the possibility of hiring a Teaching Professional  
 Creation and implementation of Player Development Programs, Junior Golf Camps and 
Adult instructional programming 
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First Year of Operation 
 

 Installation of new POS system with training sessions with employees  
 Physical inventory of fixed assets completed 
 Monthly physical inventory of merchandise and food and beverage inventory 
 Advertise rate structure and programs 
 Meet with key organizational leaders to determine details for upcoming season 
 Contact outside events to discuss details 
 Schedule in-house events 
 Implement scheduled marketing efforts for the season 
 Continue regular visits and face-to-face meetings with key employees of each course   
 Meeting with key facility employees to discuss potential changes for second year 
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