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Whether it be here in the U.S. or internationally, it’s a club’s worst nightmare -- losing members and revenue due to under-utilized spaces that occupy prime locations, and loss leaders that continue to eat profits. Meanwhile, operators and owners find themselves searching for immediate solutions that might help to turn the tide. 

For owners and operators buried in day-to-day operations, a change in the built environment doesn’t usually present itself as an option. However, a well-designed club renovation can boost the bottom line by transforming loss leaders into valuable revenue-producing centers, increasing membership and restoring the morale of existing members, guests and daily fee golfers.   

A remodeling project is an investment in a club’s future. It sends a message to membership that the club is interested in growth and development, while creating a measurable ROI. A new-appearance for the golf shop, a revamped dining experience, or the addition of a new spa are enhancements that can be the difference between member retention and attrition.

Signs it’s Time for a Makeover

Leading indicators that a club is in need of a makeover include visible signs such as dated interior, furniture and finishes and aging equipment, such as HVAC systems, plumbing and kitchen appliances. If an interior finish is more than five years old, it may be time to consider an upgrade. If it is beyond seven years (the hotel industry standard), upgrading may be imperative, as mold and other allergens can emerge as health issues.

Other less obvious indicators, however, can be “silent revenue killers” that pass unnoticed. For example, rooms and entire wings that are unoccupied and seldom used not only create an unnecessary operational and maintenance expense, but also drain energy from the club and take up valuable space that may be used in more effective ways. 

At the Westwood Country Club in Vienna, Virginia, Tom Hoch worked with a core group of dedicated members to transform an under-utilized 1,450-square-foot meeting room into signature space with several distinctive furnishings and fixtures.  

Recently completed, this exclusive pub features a state-of-the-art media center, maple bar with large pillars, and an antiqued cherry finish that combine to produce an authentic New England Pub-style ambiance. 

“The Pub,” as it has been dubbed, compliments the existing member dining areas, The Grille Room and Rotunda, which offer both casual and fine dining. Collectively, the three provide Westwood’s members with an intriguing mix of food and beverage options and an amenity center that greatly enhances membership value.

Revenue-Based Design

“Doing more with less” is a familiar refrain among club managers as of late, and it will continue to be a necessary edict as clubs, resorts and golf courses attempt to contain costs all while keeping members and guests happy.

The recent economic shift has resulted in a unique opportunity for clubs to make cost-effective renovations that provide a fresh new look, enhance revenue, save on the bottom line and help retain and attract new members.

Instead of being revenue-negative or neutral, a club’s operations can and should be revenue-positive. A revenue-based, interior design model factors in aesthetic elements, while balancing the operational needs and financial goals of a club with the overall experience and emotional connection members and guests make with the space. For instance, if there is a dining room that seats 80 people, what are the revenue projections for the space? If an addition is considered, what is the revenue impact of adding seats? Combining the financial model with the design ensures the facility’s success as a revenue-enhancing space. 

Space planning is an “inside-out” (interior design based) design approach toward developing the best arrangement, scale, and proportion for a club’s interior spaces. Proper space planning plays a large role in whether a clubhouse will drive or drag revenue opportunities. It also carefully considers the human element of how each interior space is intended to serve and engage a club’s customer.

Experienced based, space planning by a qualified interior designer brings clubhouse design teams invaluable solutions to properly organize and size interior spaces, thus maximizing operational efficiencies and creating more opportunities for customer enjoyment. It also does more with less square footage. Basically it’s where inside-out design (interior design based) meets outside-in design (architectural based). It has to happen early in the design process to be effective and beneficial to the clubhouse design endeavor. 

Tom Hoch is the President Tom Hoch Design, a leading design-build firm based in Oklahoma City, Oklahoma. Founded in 1963 by his parents Tom (senior) and Joanne Hoch, Tom Hoch Design specializing in club, resort, hotel, restaurant and recreational spaces. Tom Hoch Design has revolutionized the category via its “revenue-based design” model, a space planning, sizing and mapping process for retail-driven spaces such as golf shops and food- and-beverage operations. 

