
    
 
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 for July 2019. 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
Overview:   
LFCC experienced a similar financial outcome in July as compared to June.  EBITDA slid backwards dropping below 
budget for the first time this year.  In prior months we faced poor weather; however, in July the financials were 
affected more by payroll and expenses.  Revenues in July were more in line with prior year conversely, expenses were 
roughly $36K more than prior year.  Most of the expenses can be contributed to the Server staffing shortage in the 
Food and Beverage Department and additional expenses for Member-Guest.  Overtime was unavoidable with several 
large events, a busy pool and a focus to deliver high service standards.  Also, we incurred an additional labor expense 
for training several new individuals and the overlap during the transition to our new F&B Manager.  As a result, the 
team provided a first-class experience for the Member-Guest Invitational.   
 
 
 



The club has dealt with tremendous amounts of adversity to this point; working through extremely poor weather this 
winter/spring, to facility closures due to renovation and staffing shortage/turnover. As a result of the poor weather 
and closures, revenues are down to budget and prior year.  The team has worked hard to flex payroll and expenses 
but could not the past two months to ensure the best possible product and service to the membership.  Unfortunately, 
this has positioned us behind budgeted EBITDA by $41k for the year.   
 
 
Financial Performance: 
 
Revenues: July was aggressively budgeted with the goal of 9% growth over prior year. Unfortunately, the club 
missed budget revenues by roughly $32.3k to budget and $3.7k to prior year.    The Food and Beverage department 
experienced mixed results with Stingrays significantly outperforming prior year while Clubhouse dining was down 
slightly.  Stingrays improved by $11k over prior year while Clubhouse dining was down $7.5k, mostly due to less 
participation at the King of Clubs dining event due to the position of the game.  Overall, F&B beat prior year by 
$5.2k showing solid growth.  Golf experienced a miss in green and cart fee revenue due to a large outing not 
renewing this year, normally contributing roughly $6k. As a result, green and cart fees were off to budget by $7.8k 
and prior year by $6.8k.  Golf merchandise was also off to budget by roughly $4K.  Membership revenues continue 
to show progress over prior year with a $4.7k improvement in dues; however, we’re still off pace to budget by 
$4.3k. YTD revenues have missed budget by 9% and prior year by 3%.   
 
 
Payroll: This month both F&B and Grounds departments experienced an overage in payroll while all other 
departments combined were flat to budget.  To ensure the highest level of service in Food and Beverage many 
servers and cooks experienced a significant amount of overtime due to the shortage of available employees.  In 
addition, there was a one week overlap with the incoming and outgoing F&B Manager pay.  Lastly, F&B also hired 
several new servers adding additional training hours.  This resulted in all total of roughly $12.7k overage in the labor 
budget. Ground was also over budget by $1.5k due to the increase in labor needed to perform additional spraying 
and maintenance projects on the golf course.   Admin, golf, and pool departments combined to save roughly $2.5k.  
To date the team has flexed saving roughly 5% for the year.   
 
 
 
Expenses: Operating expenses for the month were over budget by $8.9k. Most of the overage was a result of 
temporary service employees to help the staffing void in F&B providing a $3k unbudgeted line item.  Additional 
monies were spent on supplies preparing for the Member-Guest Invitational.  Grounds was over $3.6k due to 
several necessary chemical applications and fuel needed to perform those activities.  All other departments did their 
best to save and minimize the miss in revenues. Lastly, the golf department was over $3k due to range ball purchase 
to replenish the stock.  The other departments were flat to budget.  YTD the team has flexed where necessary and 
has saved about 7% to budget in operating expenses.  
 
Cost of sales continue to be in line to budget and have provided a small amount of savings over prior year.  Overall 
for the year, F&B is off two points to budget with a 41.2% COS.  For July, COS were slightly high coming in at 
roughly 45% for the month.  This was mainly attributed to large a beverage order for Member-Guest and should 
regulate over the next month.  Golf’s COS ended up at 70% for the month. YTD golf merchandise COS is running 
at 75%, down 3% to prior year.  Next month COS for merchandise will be slightly higher as Member-Guest 
invoicing for tee gifts will be accounted for driving the COS number higher due to no margin.  
 
 
Summary: Overall, we are behind budgeted EBITDA by $41k YTD.  For the next quarter our major focus is 
driving revenues with additional F&B events over the last quarter and couple golf events to drive guest play.  
August should be a strong month with several golf outings and large banquets.   
 
  



 
 
Key Performance Highlights:  

• Membership Dues Revenue was roughly $125.8k on a budget of $130K and prior year of $121k. 
• Total revenues $311.8k on budget of $344.1k and prior year of $315.5k. 
• Payroll was over budget by $11k and over $17.7k to prior year for the month of July. 
• Expenses $8.8K over budget and over $10.3k to prior year for the month of July. 
• COS finished at 70% for merchandise on budget of 75% and prior year of 81% and Food and Beverage 

will finish at 45% on budget of 38% and prior year of 34%.   
 
Key Performance Issues: 
 

• Staffing: Encountered seasonal turnover for the Food and Beverage department in mid-July, several 
weeks before normal transition.  As a result, we acquired a few new employees through Express 
Employment Professionals and a couple additional staff members through traditional methods.  In 
addition, seasoned veterans had to perform significant overtime, roughly double the amount of last year 
to ensure service standards were continually achieved.  Lastly, our Food and Beverage Director resigned 
July 1st. Due to these issues’ payroll was significantly over budget.   

   
Key Actions to Drive Performance: 
 

• Had just under 300 people for 4th of July celebration at pool.  Hosted a southern BBQ themed buffet 
which was very well received by membership. 

• Hosted inaugural Illini Tennis Party- over 50 members participated in exhibition with the Illini tennis 
team.    

• 96 players for the Member-Guest Invitational with over 160 people attending the Luau.  
• Had great turnouts for both Nine and Dines for the month of July. Total participation for both events 

was 112.  Changed dining locations and had great success with retention of participants for dinner.  
• Hosted last KE Camp- Very successful growing the program this year by doubling the participation. 
• F&B Action Meetings- Weekly meeting where key action items are outlined and addressed. In 

attendance is LFCC management staff as well Operating Executive Dean Lytton.  
• New furniture arrived for 19th hole and was able to sell old furniture through Facebook marketplace.  
• 4 new memberships sold in July on a budget of 0.  
• Developing a few new events in F&B and Golf to drive additional revenue for last quarter.  
• Chef is developing a new all-day menu for the clubhouse. 

 
Company Initiatives: 

• Green to Tee:  Scott Werner, Golf Course Superintendent and Matt Whitsitt, Assistant Superintendent 
completed half of level one and will be working on the other half of the program in the offseason 
months.  

• Safety National: Committee has been established and meets once a week.  Completed two 
tournaments and improved 5 shots vs prior year. 

• True Service:  Planning a joint Trueservice training session with Stone Creek with the help of Frank 
Merkel and Dean Lytton 
 



Membership Status (Stephen Dunn) 
 

• 4 new members, 2 resignations, Net +2 for July 
Total club membership = 408 

 
Sales: 

• 4 New Memberships 
o Social Members (2) 

 Chris & Nicole Dickerson 
 Aaron & Sarah Geiger 

o Junior Members (2) 
 Daniel Patkunas 
 Zach Hamer 

 
Marketing: 

• Promotions: 
o Our “19 in 19” membership program has been picking up steam over the past couple of weeks. 

Member referrals have been increasing over the past month. Our Member Referral Leader Board is 
slowly starting to take shape. We have a clear leader on our Member Referral Leader Board for the 
grand prize to the Country Club of St. Albans. 

o Our “Reinstatement Campaign” was successful. We gained 4 memberships from recently resigned 
members. We are excited to have them back! 

• Public Instagram & Facebook: We have put out a few different general advertisements on our public 
Facebook page to promote our great pool and what we have to offer. Summer is here and this is the time 
that Social membership inquiries in particular have been increasing. 

• Met and spoke with a contact at Jimmy John’s about different marketing tools that I can use to help 
promote LFCC within the Champaign-Urbana communities. 

 
Member Relations: 

• I have been staying for our Wednesday Night Men’s League and talking with the participants to see if they 
have any referrals interested in joining the LFCC family. 

 
Other Services: 

• Completed August Newsletter 
• Attended a Chamber of Commerce Luncheon to build the network for possible memberships and discussed 

opportunities to host various Chamber of Commerce events here at LFCC. 
 
August Expectations: 

• Put together a “Fall Campaign” with great deals for new members to sign up under. 
 
 
 
 
 
 
 
 
 
 
 
 



 
 
Golf Report: Rob Walls, Head Golf Professional 
 
In July, the golf course saw 2,500 rounds of golf. In July of 2018 there were 2,819 rounds played. After a strong month in 
June, we saw rounds dip below prior year again in July. The total number of rounds for the year is 7,727 versus prior year of 
8,330. This equates to a decrease in 7.25%. Fewer members and poor spring weather account for this decrease. We are 
expecting a busy August and will hope to see an increase in rounds played.   
 
The golf department saw cart fee revenue of $14,952 and greens fees of $9,855 for the month. Cart revenues were down 10% 
versus 2018 actuals and 13% to budget. Greens fees ($9,855) missed as well with revenues dropping by 27% versus prior year 
actuals and missed budget projections by 30%. Diving into these numbers, there was a large member outing booked in July 
that cancelled early this summer. We replaced this outing with the Ladies on the Links event, but revenues were significantly 
smaller from this event due to its 9-hole nature. In addition, the membership drive we ran this season has been slow to 
generate new memberships, and we feel like this has had an adverse effect on guest revenues as the summer has gone on. 
Finally, the Member Guest Invitational operated revenue neutral for the golf department this year. In 2018, we were able to 
allocate some revenue to greens fees at the close of the event. That was not the case this year, as we accrued more expenses in 
preparation, decoration and food & beverage. 
 
What is our plan to combat this miss? Justin and I will be adding some guest play incentive programs and a Friday afternoon 
guest event to try to drive additional revenue. Looking at the budget for the remainder of the season, there is very little fat to 
trim regarding expenses. We need to begin to drive revenues if we hope to finish the season strong. We did successfully host a 
small outside outing in early August with a few additional events scheduled for the end of the month, with the Pickle 
Invitational & the U of I Women’s Golf Classic being the largest. If we can successfully book one or two additional small 
corporate events this month and have good weather luck, we should be able to outpace budget and prior year. 
 
For the month, merchandise sales were $26.5k versus a budget of $30k and prior year sales of $29.4k. Cost of goods was at 
69% versus a budget of 75%. Out-of-inventory sales were in line with 2018 actuals while special orders trailed prior year by 
2.5k. Our special-order sales for the year are 44.4k versus 44k in 2018. Year to date out-of-inventory sales lag far behind, 
trailing 2018 by 17% or 12k. The good news, those sales numbers have been trending in the right direction as we outpaced 
prior and budget in June and paced with prior and budget in July. The weather in the spring was terrible which caused a slow 
start to buying season. There are a lot of credit dollars yet to be spent and the Golf Shop has plenty of great merchandise on 
offer. In addition, we have a Titleist Fitting Day scheduled for the middle of the month which should drive special order iron 
and woods sales.   
 
Some additional notes regarding golf activity: 

• The golf department is losing most of our seasonal outside staff. We recently hired one new employee and are looking 
for several more. 

• Steve Blakely announced he was moving to a more part time status as he was forced to take a full-time position 
elsewhere. The department was counting on Steve to handle a lot of weekday shifts as our staff went back to school. 
We are currently working on a plan with Steve as he continues to work part time. 

• The Member Guest Invitational was a success. 96 players competed that weekend. Looking forward to a great event 
next year. 

• Monday Night League will be wrapping middle of August. 
• First Tee Program finished their 5-week program on Monday, July 22nd. Another successful program in 2019. 
• Focus for the month is Club Championship, Hullabaloo & driving revenues. 

 
Looking forward to a fun month of August. 
 
 
 
 
 
 



 
 
Grounds Recap December: Scott Werner, Superintendent  
 
Summer weather arrived full time in July. A short stretch of very high temperatures and humidity hit us right at 2-day member 
guest time, and really put pressure on the turf. Temperatures moderated after that, but the month ended in our first extended 
drought of the year, which continues. Plenty of good golf weather, but the non-irrigated areas of the course are really 
suffering. The new irrigation equipment is functioning very well and has provided a dramatic improvement in coverage 
uniformity and control. At this point, however, even the irrigated areas are beginning to suffer as sodium and bicarbonates 
continue to build up from our water source. Everything can be solved, or drastically improved with a good soaking rain event, 
which would not only improve the turf conditions, but the staff morale as well! 
 
Our seasonal staff has continued to perform well throughout the summer, but since we relied heavily on students, we are 
about to be very short handed. As of 8/16 we will be 6 staff members short as we try to finish out the season. We had no 
other choices in trying to fill our staff this year, but student labor is not the answer.  
 
Expenses for the month were a little high as predicted, but still well in line for the year to date.  
 
Grounds notes for July: 
Maintenance schedules and other maintenance proceeded on schedule during the month. Progress on projects was slow, but 
we did accomplish the installation of new yardage tags on all fairway sprinklers and made more progress on #9 bridge deck. 
The drought conditions drain a lot of labor as water management becomes the primary focus. Our assistants have done great 
work monitoring and hand watering greens 7 days a week through the whole month. My mornings are spent evaluating and 
adjusting irrigation throughout the course.  
 
Grounds projects during June: 

• Performed one vertical mowing, and two sand topdressing brushing procedures on putting greens. 
• Rolled putting greens 2-4 times per week. 
• Spiked all fairways, approaches, and tees.  
• Solid tine aerified/vented two front nine greens to alleviate stress.  
• Completed 2 fungicide applications to tees and fairways. 
• Completed 3 fungicide and fertility applications on putting greens. 
• Completed scheduled wetting agent applications to all greens, tees, and fairways. 
• Completed treatment of #6 pond for algae and submerged aquatic weeds.  
• Continued regular course cleanup of brush and debris from storms and windy days. 
• Continued back-pack herbicide applications in all landscape beds and other areas around club and course. 
• Completed fertilization of all annual flowers. 
• Installed new deck boards to another section of #9 bridge. 
• Continued detail work around the course to include: sprinkler edging, marker edging, string trimming, hazard marking, 

etc. 
• Completed adjustment of all part circle sprinklers on course and continued to monitor and fine tune adjustments. 
• Repaired several sprinklers on course from debris in system. 
• Diagnosed power supply wiring issue to course weather station and installed new solar panel to provide power going 

forward. 
• Installed new yardage tags on all fairway sprinklers. 

 
 
 
 
 
 



A few July photos: 

                                
     Poor observance of cart post/90-degree rule              Just poor etiquette – very disappointing 
 

 
    Lots of this going on during the month 
 

                                    
     Vandalism to #12 green – 1 of 9 spots           Lots of this going on in July 
 

                                   
Some of Jeanette’s fine work outside Stingrays  A fairway lie at LFCC – If you can’t hit that… 
 
  



 
 
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 


