
    
 
To:  Dave Jones, President LFCC 

From: Justin Waffle 

CC: Board of Directors, Frank Merkel 

Re: Lincolnshire Fields Country Club 
 
     
The following is Lincolnshire Fields Country Club’s financial and operational summary report for January 2019. 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
Overview:   
The weather played a major factor in the outcome of January.  During the first weekend in January, we were pleased 
to see unseasonably warm temperatures leading to rounds of golf and traffic through the 19th hole.  Quickly following 
that wonderful weekend, we were hit with several snow storms and frigid temperatures.  As a result, we closed for 
operation several days and experienced significantly less business at the club.  Overall, the team worked hard to 
manage the flow through, carefully handling staff and expenses, leading to an EBITDA that surpassed budget.   
 
 



Event participation was well down to year and months prior.  The calendar offered a full slate of events from our 
new Illini Happy Hours to our traditional King of Clubs.  Winter Brunch was offered twice with an average of 40 
patrons attending.  This was well less than our Fall Harvest Brunches where we average over 100 people to each 
event.  Currently, we are reevaluating our brunch series in hopes to increase participation.  In February, there will be 
a new brunch menu including children’s options released in hopes to improve attendance.    
 
Another new event add to the calendar was Fiesta Fridays.  As the month went on, this new dining tradition gained 
traction making this a permanent fixture on the calendar through April. Fiesta night includes rotating authentic 
Mexican food specials as well as great drink choices.   
 
Additional event notes: Host with the Most was canceled due to weather.  Karaoke was hosted on the final Saturday 
of the month and saw very low attendance.  Euchre or Cards night was marginally successful with 8 participants.  
We are hopefully that this night will gain more traction as the winter goes on.  Lastly, the winter weather had a huge 
impact on events, and we are hoping for a much better February.    
 
 
 
Financial Performance: 
 
Revenues:  The trend we experienced for the first two months continued in January as we missed revenues by 12% 
to budget and 7% to prior year.  Weather has been the primary factor, creating low attendance for our food and 
beverage events.  Revenues in Food and Beverage was down approximately forty percent to year prior and missed 
budget by roughly $16K.  Membership revenues missed budget by $3k as a result of higher than anticipated 
resignations over the past couple of months.  With the one warm weekend, we encountered a small amount of 
green & cart fee revenue.  Rob continued the merchandise sale resulting in increased sales, helping, golf exceeded 
revenues by roughly $800. YTD revenues for the club on par to prior year and are down to budget by 4%.    
 
 
 
Payroll: The team continued to do a good job adjusting to the slower months by monitoring staffing levels to 
ensure proper flow through.  The team collectively saved 12% in payroll expenses and total payroll was almost 
identical to prior year.  As expected, the largest savings came from the F&B department saving nearly $9k in payroll.  
Admin and golf department kicked in an additional $3k in savings.  The Grounds department was slightly over due 
to the last installment of seasonal bonuses.  YTD the staff has done a great job managing budget and has been able 
to save 8% to budget, exceeding flow through standards.     
 
 
 
Expenses: Each department did their best to flex to help minimize the miss in Revenues.  All departments came 
together and were able to collectively save roughly $8k in expenses.  The team did not experience any unforeseen 
expenses assisting in the club exceeding budgeted EBITDA.  Cost of sales were higher this month in Food and 
Beverage as we did not experience as much turnover in product.  Overall for the year F&B continues to outpace 
budget with an aggressive 32% COS.  Golf continued its liquidation sale resulting in a much higher than normal 
cost of sales (124%). However, the sale has been very successful moving much outdated merchandise.  
 
 
 
Summary: Overall, the month was very solid, as we continue to outperform to budgeted EBITDA.  The team 
continues to exceed expectations, managing the flow through and ensuring budget.  As we approach the season, the 
team is focused on increasing membership and offering an engaging social calendar to increase club participation.  
February is filled with several exciting events, and we hope the weather improves so we increase the flow of 
members.   
 



 
 
 
 
 
 
 
 
Key Performance Highlights:  

• Membership Dues Revenue was roughly $117.6k on a budget of $121K and prior year of $113.7k. 
• Total revenues $141.8k on budget of $161.2k and prior year of $152k. 
• Payroll saved $10.9k to budget and was over prior year by $2k. for month of January.  YTD have saved 

8% to budget and are over 3% to year prior.   
• Expenses under $11.6K to budget and over $5.8k to prior year for month of January.  YTD have saved 

12% to budget and 13% to year prior. 
• COS finished at 115% for merchandise on budget of 75% and prior year of 77% and Food and Beverage 

was 55% on budget of 40% and prior year of 55%.  YTD cumulatively have saved 36% to budget and 
41% to prior year. 

• EBITDA currently $43k over budget for the first quarter. 
• In January, the course saw roughly 39 rounds of golf. In 2018, there were 0 rounds played.  

 
Key Performance Issues: 
 

• Weather:  For most of January temperatures were below normal and we experienced higher than normal 
precipitation affecting turnout at the club. 

 
Key Actions to Drive Performance: 

• Held True Service training on January 8th.  92% of staff have completed all levels of True Service 
training module. 

• Food and Beverage:  Server specific training was hosted on January 27th.  The staff focused on steps of 
service, team work and server attentiveness.    

• New menu development- New all-day menu introduced. 
• New 19th Hole concept- Resign has been approved.  Currently, have architect scheduled to come out to 

take initial measurements.  Vendors have provided quotes for bar equipment and developing CAD 
drawings for architect.   

• Developed strategic vision and brand statements for Food and Beverage. 
• In the process of obtaining three quotes for pool dining furnishings. 
• Currently, reviewing our pool and stingrays plan- staffing, menu creation and logistics. 
• 2019 Golf Calendar reviewed and approved. 

 

Personnel: 
• Working on acquiring an Assistant Golf Professional for spring 2019. 
• Developed seasonal staffing recruiting and acquisition timeline. 

 
 
 



 
Membership Status as of December 31, 2018 (Stephen Dunn) 

• 2 new members, 8 resignations, Net -6 for January 
Sales: 

• 1 New Memberships 
o Junior Member (1) 

 Dan Gambill 
o Dining Member (1) 

 Mary Brueckner 
Marketing: 

• Promotions: Our “19 in 19” membership program has been receiving a lot of interest. I am expecting 
continued inquiries from the Champaign community to join with the great deals that are being offered 
within this program. Our members are going to be great advocates for referrals and new members joining 
before pool and golf seasons start. I look forward to adding many great new members to the LFCC family. 

• Facebook: Facebook posts go out at least twice a week (Wednesdays & Fridays) for upcoming events. I will 
be posting more engaging posts on both Facebook pages to invoke more interaction amongst our members 
as well as the community. I have been trying to be better at posting more pictures and updates of events as 
they are going on.  

• Public Instagram & Facebook: Instagram and Facebook posts on our public page go out 3-4 times a 
week to get the members and community excited for the upcoming Spring and Summer. These posts are 
also a great opportunity for free marketing to show off our golf course and the different social events that 
we host each month. 

Member Relations: 
• I started working on refreshing our website to make it look more contemporary, colorful and user friendly. 

Any way to make it more interactive and “up-to-date” will help make our club look even more appealing to 
anyone who is interested in seeing what we have to offer before they even come out to the club for a visit. 
This will encourage more inquiries about what we have to offer as a whole club. 

Other Services: 
• Visited Carle at the Fields, Keller-Williams Realty, Strategic Farm Marketing and FCA to discuss the 

different opportunities to host private events and golf outings this year. 
• Completed February Newsletter 

February Expectations: 
• Sign up 2 members through our “19 in ‘19” Membership Program 
• Continue updating our website to make it more lively, colorful and user friendly 
• Continued referrals from our great members 
• Visit 6-8 businesses in Champaign to discuss opportunities to host golf outings, business meetings, private 

events and membership. 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
 Budgeted Current  Budgeted 

Adds 
Current 

Adds 
Budgeted 

Subs 
Current 

Subs 
Dues Add 

/ Lost 
Membership 
Category 

        

              
Equity 167 163  1  1 2 -1214.00 
Junior 35 48 48  1 1 2 4 -728.40 
Junior 35-37 19 20   1 1 1 0 
Junior 38-39 6 6    1 1 -485.60 
Honorary 39 41       
Social 93 94  1  6 11 -3115 
Dining 20 18   2 1 4 -226 
Non Res 9 10       
U of I 4 4        

        
Total 405 404  3 4 12 23 -3937.25 

 



 
Golf Report: Rob Walls, Head Golf Professional 
 
In January, the course saw 45 rounds of golf. This was the first year we have tracked rounds in January, but there 
were no rounds in January of 2018 due to snow cover. We had two days of playable conditions on the golf course. 
On Saturday, January 5th, temperatures reached the 50’s and we saw 39 rounds of golf. The following day, there 
were a total of 6 rounds. Temperatures dipped following that weekend and we did not have play for the remainder 
of the month.  
 
The golf department saw cart fee revenue of $72 and greens fees of $30 for the month. The course is typically 
closed in January so the department was budgeted for no revenue in either category. With the slow months of 
November and December, revenues are still lagging for the fiscal year.  
 
As forecasted last month, the department continued an aggressive sale to lower inventory and clear space. For the 
month, merchandise sales were $1,609.27 versus a budget of $1,062. Similar to December, cost of goods ran high at 
124%. The sale will not continue into February, so the cost of goods number should trend at 75% moving forward. 
Inventory levels are now at a manageable level, and some adjustments have been made to purchasing moving into 
the Spring to alleviate any strain in 2019. 
 
Some additional notes regarding golf activity: 

- The golf department has little flexibility in payroll as I am the only person working right now.  
- 2019 Golf Calendar was finalized and approved. 
- Search for a new assistant in in process. Job posting on PGA Job Board. Outreach to PGM facilities. 

Several applications have been submitted. Resumes are slow to come in. 
- Lead generation and contact for 2019 outings is in process. Have three events confirmed for events with 

several others showing interest. 
 
 
 
 
Grounds Recap December: Scott Werner, Superintendent  
 
After a mild first weekend that included 70+ rounds of golf, January weather quickly deteriorated into a more 
normal winter pattern that included record cold during the last week of the month. The golf course closed right 
after the first weekend and has remained closed throughout the month. Besides snow and ice removal, most all 
grounds work has been indoors.  Most expenses should be near projections during the month. 
  
Grounds notes for January: 
Cold and snow and most work indoors. Attended a Rain Bird service/troubleshooting seminar in Indianapolis with 
both assistants. Attended ITF winter seminar in Springfield with 1st assistant. 
 
Grounds projects during January: 

• Completed hole by hole final gps irrigation mapping with Rain Bird technician. 
• Inventoried, ordered, and took delivery of replacement valve boxes, replacement lids, and ID labels for all isolation 

valves on course. 
• Removed old irrigation weather station on course and began installation of new weather station. 
• Installed baseboard heating in irrigation pump house to keep above freezing during winter months. 
• Removed all outdoor Xmas lighting and stored. 
• Performed regular snow and/or ice removal on entrance, parking areas, and sidewalks around clubhouse. 
• Continued service/repair on grounds equipment. 
• Continued grinding and sharpening of reel mower cutting units. 



• Continued work on course accessories to include tee markers, divot boxes, rakes, etc.  

A few January photos: 

  
Snow on #9      And on #18 
 

   
Weather station going up    Earl supervising   
 
 
 
 
 
The data in this report is compiled by utilizing the best information available from our operational reports for the 
outlined month of operations. All information gathered is taken from the Jonas point of sale, internal departmental 
checkbooks/invoice logs and accounting package provided by our home office accounting team. 
 
Justin Waffle, PGA 
General Manager 
Lincolnshire Fields Country Club 


