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25 miles

1,887,533

1,903,477

1,946,061

0.44%

732,391

2.51

739,737

2.50

756,861

2.50

0.46%

$60,827

$74,830

$261,242

$321,708

38.7

39.2

Market Profile

River Downs

1900 River Downs Dr, Finksburg, Maryland, 21048

Rings: 5, 15, 25 mile radii

Median Age

2013 45.5 41.1

2018 46.5 41.6

Median Home Value

2013 $329,933 $296,547

2018 $415,373 $370,629

Median Household Income

2013 $94,098 $76,449

2018 $107,139 $89,396

2018 Average Household Size 2.69 2.56

2013-2018 Annual Rate 0.17% 0.42%

2010 Households 9,199 168,466

2010 Average Household Size 2.71 2.56

2013 Households 9,220 170,066

2013 Average Household Size 2.70 2.56

2018 Households 9,297 173,667

2018 Total Population 25,067 452,000

2013-2018 Annual Rate 0.10% 0.40%

Household Summary

Population Summary 

2010 Total Population 24,959 438,911

2013 Total Population 24,947 443,008

5 miles 15 miles
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• Location

• Site

• Resources

• Access

• Condition

• Quality

• Advantages/Disadvantages
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Property Condition
AGE Excellent Good Average Fair Poor

Golf Course
Irrigation
Pumps
Carts
Cart Paths
Paving/Parking

Clubhouse
Other Bldgs.
Facilities
Pool
Tennis
Maintenance

Equipment

Comments

OBSERVED PLAYING CONDITIONS
Excellent Good Average Fair Poor

Greens
Tees
Fairways
Roughs
Bunkers

Notes:
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• Historical Performance

• Trends

• Satisfaction

• Staff

• Marketing
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Green/Guest Fee Rates
Current 2015 2014 2013

Weekday 18 $ $ $ $
Weekend 18 $ $ $ $
Average fee $ $ $ $
Cart Included? Choose an item. Choose an item. Choose an item. Choose an item.

Cart fee 18 holes $ $ $ $
Cart fee 9 holes $ $ $ $

Membership History (if applicable)

Type
Current # of 

Members
2015 # of Members

2014 # of 
Members

2013 # of Members

Single
Couple
Family
Corporate
Junior

Senior

Sports (non golf)

Social

Other 

Course Activity
2015 2014 2013

Total # of Rounds
Total # of Cart 
Rounds

% of Member 
Rounds
% of Guest Rounds
% of Outing Rounds
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• Sell / Lease / Mgmt

• PR to SP

• SP to DF

• Renovate/Upgrade

• Pricing

• Add Facilities

• Expand Marketing

www.golfprop.com

Golf Market Segments:  Course Types and Demand Sources

Market Segment Demand Sources Characteristics

Daily Fee – Resident Based (incl. municipal)

Affordable Daily-Fee Price conscious residents nearby Limited maintenance and services

Value Daily-Fee Value conscious residents nearby Moderate maintenance & Services

Upscale Daily-Fee
Higher income, greater distance, 

corporate clientele

Upscale maintenance, services and 

design

Semi-Private

Includes all of the DF above, but typically with some form of membership/annual pass option

Private - Resident Based (incl. both stand-alone and community amenity clubs)

Affordable Country Club Local residents seeking the “best deal”

Limited services, maintenance and 

amenities.  Geared to individuals

Middle-Market Country Club Local residents seeking lifestyle Family friendly

Upscale Country Club 
Local residents seeking family, social 

and business use – high income

Highest level of maintenance and 

service, more social activities

Private - Specialty

Destination Clubs - Residential
Non-resident, high income, usually a 

“second” club

Vacation/second home or “big-boy” 

clientele

Destination (Big-Boy) Clubs
Resident or non-resident, often 

corporate entertainment

Limited # of members or “national” 

membership, excellent facilities, 

maintenance and services, selective 

membership

Public – Specialty 

Theme Course Wider market area, tourists, corporate
Replica holes, themed atmosphere 

(NFL, College, Opryland)

Resort (w/ lodging)

Urban Resort Corporate and upscale tourist Usually upscale and affiliated with hotel

Leisure Resort (Non-Urban) Families and corporate retreats Vacations and meetings
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