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Elements of Real Estate Taxes

• Market Value 
• Assessment to Value Ratio / Equalization Ratio

• Millage Rate

• Tax Liability



Definition & Concept of Market Value

The most probable price, as of a specified 
date, in cash, or in terms equivalent to cash, 
or in other precisely revealed terms, for which 
the specified property rights should sell after 
reasonable exposure in a competitive market 
under all conditions requisite to a fair sale, 
with the buyer and seller each acting 
prudently, knowledgeably, and
for self-interest, and assuming that
neither is under undue duress.

Presumes a sale!!!



What is Valued

• Memberships/Initiation Fees?

• Income Stream from Operations?

• Leased Fee/Leasehold?

• Profit/Non-Profit Facility?

• Member-Owned/Privately Owned?

• Private Club in Sellout Period?

• Fee Simple Real Property
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Courses

• Regulation - 18+ holes, 5,200+ yds., 66+ par

• Nine-Hole - 2,600+ yds., 33+ par

• Executive - Shorter, compact version of regulation 
course, usually 4,000 - 5,200 yds and par of 58-66.

• Par 3 - Par 3 holes with total length under 4,000 
yds for 18 holes and par of <55.

• Championship - not a defined term, however 
typically used to describe courses for tournament 
(or championship) play.

• Signature - typically refers to course designed by 
“signature” architect.



Operations

Golf Market Segments

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
Specialty 

Theme Course
Wider market area, tourists, 

corporate

Replica holes, themed atmosphere 

(NFL, College, Opryland)

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

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

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



Layouts



Styles

• Links Courses

• Parkland

• Heathland

• Mountain

• Desert



Design and Purpose
Golf courses need to be designed to match their intended use.
According to Golf Course Architecture: Design, Construction and
Restoration by Michael J. Hurdzan, PhD, “A golf course is a spatial
arrangement of holes on a tract of land with clearly designated
starting points called tees and specific finishing points of 4¼-inch
holes cut in the ground. Golf course design is the arrangement of
these starting and ending points. If the landscape is not modified
or changed, then the golf course is merely laid out. If the terrain
is modified or changed, then the course is built.”3
There are 11 basic criteria for golf course design:
• Safety
• Flexibility
• Shot value
• Fairness
• Progression
• Flow
• Balance
• Maintenance cost
• Construction planning
• Aesthetics
• Tournament qualities

Criteria



There are three fundamental types of golf hole design:

• Strategic
A strategic hole has at least one reasonable route for reaching
the green in regulation with very little risk of incurring a severe
penalty because of a misplayed shot. If there are several alternative 
routes, the route having the greatest distance generally has
the least risk of incurring a severe penalty for a misplayed shot.

• Heroic
A heroic hole has at least two distinctly different alternatives for
reaching the green in regulation. One lacks a severe penalty for a
misplayed shot. In the other case, a misplay incurs a severe penalty.
However, if successfully negotiated, the player will be rewarded with
a far superior position and/or distance advantage. Thus, the player
faces a heroic decision. This type of shot can also be called heroic.

• Penal
A hole is considered to be penal if the only way to reach the green
in regulation involves successfully executing at least one shot that
will incur a severe penalty if misplayed. Often the severe penalty
involves a ball lost in an escape-proof hazard such as water, a
ravine, or out-of-bounds.



Facility Summary



Facility Summary
Physical Characteristics

Type Golf Course Amenities

Daily Fee 

Resident Based (incl. municipal)

Affordable Daily-Fee
Minimal hazards, wide open, 

expedite pace of play
Small clubhouses, snack bar

Value Daily-Fee Moderate hazards and interest
Clubhouse, pro shop, banquet 

facility

Upscale Daily-Fee
Name architect, excellent 

maintenance, lots of features

Larger clubhouse, restaurant, 

banquet, lockers, pro shop

Specialty 

Theme Course
Name architect, excellent 

maintenance, lots of features

Larger clubhouse, restaurant, 

banquet, lockers, pro shop

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 Moderate hazards and interest
Clubhouse, pro shop, banquet 

facility, swimming, tennis 

Middle-Market Country Club
Moderate hazards and interest, 

better conditions

Clubhouse, pro shop, banquet 

facility, swimming, tennis

Upscale Country Club 
Name architect, excellent 

maintenance, lots of features

Excellent facilities, dining, 

banquet, other sports, 

swimming, tennis, squash, 

paddle, fitness
Specialty

Destination Clubs - Residential
Name architect, excellent 

maintenance, lots of features

Good amenities but often limited 

locker space

Destination (Big-Boy) Clubs

Name architect, excellent 

maintenance, lots of features, 

golf-centric, all-walking 

sometimes

Varies depending on 

membership, often large locker 

rooms, bars, limited dinner 

service
Resort (w/ lodging)
Urban Resort Name architect, excellent 

maintenance, lots of features, 

sometimes not walkable

Lodging, water parks, attractions

Leisure Resort (Non-Urban) Name architect, excellent 

maintenance, lots of features, 

sometimes not walkable

Lodging, water parks, attractions



S W O T Analysis



Approaches to Value

• Income Approach

• Sales Comparison 
Approach

• Cost Approach

• Discounted Cash Flow

• Bridge Model

• Stock & Debt Approach

• Market Rent Method



Income Approach
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Sales Comparison Approach

• Golf properties are almost always sold as going 
concern enterprises.
• Due to the limited number and frequency of golf 
course sales, the geographical market boundaries are 
typically wider than those for most other property 
types.
• Golf facilities are difficult to compare on the basis of 
physical characteristics.
• The financial stability of a golf course sale can impact 
its effect on the sales comparison approach.



Sales Comparison Approach

• Selection of Sales:
• Type of club
• Location
• Gross revenue
• Financing
• Turnarounds

• Date of sale
• Demographics

• UNITS OF COMPARISON



Sales Comparison Approach



Cost Approach
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Memberships

• Equity

• Member-Owned non-equity

• Deposit
• Refundable

• Non-Refundable

• Initiation Fees



Valuation Issues

• Value in Exchange
• 3 Approaches
• Units of Comparison
• Discounted Cash Flow
• “Special” Methods
• Memberships
• Personal Property
• Cost Approach
• Assumed Sale



Jurisdictional Differences

• Process

• A/V Ratios

• Accepted Approaches

• Highest and Best Use

• Town vs. County vs. State



Jurisdictional Differences - ALLOCATION

• New York

• Florida

• South Carolina

• Illinois

• Pennsylvania



Jurisdictional Differences - LEGISLATION

• New York

• Maryland

• Ohio



The Appeal Process

• File Appeal Paperwork (deadlines in each 
state)

• Appear at Appeal Board Hearing
• Appeal Board Decision in:

• Local Court
• County Court
• State Court

• Refund?
• Negotiate?



Highest and Best Use & the Impact on Club Assessments

• Four Tests
• Physically Possible
• Legally Permissible
• Financially Feasible
• Maximally Productive

• Continued Use
• Alternative Use
• Interim Use
• Clean & Green
• Conservation Easements



Cost Versus Value

Cost is what you pay.  Value is what you get.

Warren Buffet



Case Law

• Bear Brook (NJ) – Promotes Cost Approach 
• CC of New Garden City (NY) – Continued Use
• Richland CC (TN) – Income Approach (v. Stock & 

Debt)
• John’s Island Club (FL) – Can’t tax ownership 

(membership) in corporation
• Medallion (OH) – equal weight to cost & income
• Willows (MA) – Must include income from 

refundable portion (earned interest)



Mistakes

• Comparing Courses of Different Types
• Poorly Done Highest and Best Use
• OLD Market Data
• Inadequate Market Data
• Irrelevant Units of Comparison
• Inappropriate Approaches
• Unrealistic Income/Expense Estimates
• Omission of Management & CAPEX Reserve
• Incorrect Cap Rates
• Not visiting Competition



Unique Issues

• Inherent Inefficiencies of Golf Courses

• Food & Beverage

• Management

• Clubhouses & Facilities

• Climate/Weather

• Refund Liability



Coronavirus Impact

• Buyer’s Market
• “Snapshot” Values
• Determinants of Value
• Long Term/Short Term
• Distressed Clubs/Capital Needs
• Personal Financial Stress
• Future Prospects



Buyer’s Market

• Downward Pressure on Values
• Distressed Motivated Sellers
• Closures
• Bankruptcies



“Snapshot” Values

• “Trailing” 12 months

• “First Year Forward”

• Perceived Risk of Buyers

• Long-term (lack of) use of banquet facilities



Determinants of Market Value

• PRESUMES A SALE! – TO WHOM?
• Declines in Play
• Fewer/Smaller Gatherings/Functions
• Cash Flow Impacted
• Hesitant Buyers
• Neglected Capital Items
• Economic Fears
• Lower Interest Rates



Time

• Duration of Impact

• Long term vs. short term fallout

• Recovery Cost

• Recovery Period

• Status of Competition



Distressed Courses/Capital Needs

• # of Distressed Courses?

• Which competitors might not make it?

• Depth of Market

• Maintaining or increasing market share

• Ability to invest capital

• Target Market



Patrons’ Personal Financial Stress

• How many of your patrons have lost jobs?

• Fee “Deals”

• Giving up Golf?

• Alternative Activities?



Future Prospects

• Better Use of Property/Alt. Activities
• Necessary Capital to compete?
• Community Activities
• On campus store
• Sports Facilities



Information

Book

www.appraisalinstitute.org/golf



Articles of Interest – www.golfprop.com 

https://media.golfprop.com/media/2018/10/Journal-of-Property-
Taxation-Article.pdf

https://media.golfprop.com/media/2018/10/LAH-IAAO-Journal-
Membership_0.pdf

https://media.golfprop.com/media/2018/10/RE-Issues-Golf-
Course-Tax-Assessments.pdf

https://golfprop.com/?s=Coronavirus

https://media.golfprop.com/media/2018/10/RE-Issues-Golf-Course-Tax-Assessments.pdf
https://golfprop.com/?s=Coronavirus
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