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Elements of RE Taxes

< 3= * Definition of Value P
Approaches to Value
Process/Jurisdictional
Highest and Best Use
Cost vs. Value

Case Law

PREVIEW

Buyer’s Market
“Snapshot” Values
Determinants of Value
Long Term/Short Term

Distressed Courses/Capital Needs
Future Prospects
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Elements of Real Estate Taxes
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Definition & Concept of Market Value

_ The most probable prlce as of a specified
g date, in cash, or in terms equwalent to cash :
1 s o, or in other preC|ser revealed terms, for which
o Mg A L i, the specified property rights should sell after
e 35 ‘ ‘ reasonable exposure in a competitive market
- ~=gnder-all conditions requisite to a fair sale,
“7“withthe buyer and seller each acting |
prudently, knowledgeably, and ,
for self-interest, and assuming that 5
—— neither is under undyeduress e

‘:- -

——

Presumes a salel!l!

.....
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What is Valued

. Membershlps/Inltlatlon Fees?

. *.Income Stream from Operations?

. Proflt/Non Proflt FaC|I|ty7’
. IVIember-Owned/Prlvater Owned?
. Private Club in Sellout Period?

Fee Slmple Real Property
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Golf Course Supply - US, since 2000
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Indicators

Segmentation of US Golf Courses - 2018
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25%

Segmentation of US Golf Courses - 1931

Daily Fee
58%

Daily Fee
12%

Municipal
10%
National Golf Foundation
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Golf Course Openings/Closures

300
250

200

¢ Golf Course Openings e=g== Golf Course Closures
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Indicators
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Indicators

Gross Income Multipliers

Average
Low

High

GIM DISTRIBUTION

1.75-2.49,12%

1.25-1.74,27%
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Market Study

| 3411 NPl Golf Course Market/Marketabllity Study Process

1. What golf market seament(s) does the subject 2olf course property have the ability to sene? Some factors to consider include:
Course design and quality
Facilities design and quality
Lesal
Socialfeconomic characteristics of the ¢lub and commu nity
Location—How the golf course fits into the community grovwth structure
Note: If the work done in Step 1 identifies more than one segment, then the study would become A highest and best use
study. This, among other factors, requires repeating the following steps for each segment studied.
B 2 What are the characteristics of the golf market seament that desires this type of golf couise?
+ Market area concepts
- Time<distance concepts
- Area over which equally desirable su bstitute properties tend to compete
- Location of current members\users
Geographic market delineation
Consumer profilke of mast likely users
- Type
> Tourist
> Second-home residence
> White collar executives
> Corporate outings
> local residence
> Ex.
Characteristics
> Income
> Age
> Social
> Employment catesories (i.e., high-tech, sevice, et¢.)
3. What is the golf course demand for this market segment?
Inferred methods
- Curent market conditions
- General groath trends of ¢ity and subject submarket
Fundamental Methods
- Ratio methods by golf course type

> Ratio of current rounds\membeiships to indicator proxies such as: popu lation, age, income, empkyment, tourists,
hotel rooms, et¢.

- Segmentation method [segmentation of golf course types, user types, participation rates, and average rounds played)

. 4. What is the competition in this market for this market segment?

Curient competitive courses
S Planned competitive courses
§ 5. What is the market condition for this market segment? (comparing supply with demand cu riently and for the future)

6. How much of this market segment can the subject golf property captu e?
Curient capture analysis methods
Competitive couise rating methods

7. What are the financial implications to the property?
Is it 2 good investment? [investment value to individual of specific group)
Is the property’s value more than its cost? (feasibility)
Does this market segment produce a higher net income than another segment? (highest and best use)
What is the golf course’s market value? (appraisal)
Can redirected managementimarketing increase income? [management practices)

Soune: 4dapted fom Stephen F. Fan 2. "Segmena.0nof Go f Cou e Mamets: e Appvaisal ovosd Janvary 2003): 63.



Market Study

m Sample Market Survey Summary

Weekday Weekend Weekday Weekend Cart Cart Annual-
Course Rounds GF*18B GF18 GFS GF 9 Fee 18 Rounds  Single

40,000 3 $60.00 %2850 $31.00 Included 61% £2.200

30,000 §38.00 $20.00 20,00 Included 50% $650

34,000 §2550 $1450 $16.00 $23.00 35% £$900

20,000 $57.00 $2B00 $30.00 Included T8% £2.500 $4.400
50,000 $43.00 $19.50 $23.00 $16.00 65% $1,625

0, Do #4000 %1500 $15.00 216.00 50% 2,000 2,850
21,000 $40.00  $19.00 20,00  %14.00 5T% $1,200

43,000 $41.00 $23.00 $25.00 $17.00 60% 31,400

30,000 $44.00 32100 $23.00 $13.00 65% $1.800

10 15,000 $40.00 $19.50 20,00 $15.00 50% $1,507

11 31,000 $79.00 $38.00 $48.00 Included 85% £3.150 $1.650

*  GF = gresn fes
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5,01 14-%: 30 Sample Sensitive Market Information

GF Pro Shop F&B*  Gross Annual Expenses %
Mame of Gross Maintenance Revenue, Revenue; Revenue/ HRevenue/ of Gross
Course Rounds Revenue Budget Round Round Round Round Revenue
1 40,000  $2,196,462 $635,493 $34.63 $8.00 $10.00 $54.91 91.7 T
50,000  $2.300,000 $700,000 $32.00 $8.00 $3.00 £46.00 84.5% "

30,000  $1,200,000 $250,000 $28.00 $6.00 $2.50 $40.00 B74%
21,000 $1,777,260 $114, 564 $37.05 $12.00 $6.15 $56.06 105.3%

43,000  £1,050,080 $345,000 $15.00 $6.00 $3.00 §£24.42 TB.A%
31,000 $£2,000,120 $700,000 $38.71 $3.87 $12.90 $64.52 76.4%
* FAS =food and beverags
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Market Study
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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.

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

t » 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

R LA
Golf Market Segments
Market Segment Demand Sources Characteristics

|

| Resident Based (incl. unicipal)

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

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

Higher income, greater distance, Upscale maintenance, services and
corporate clientele design
" |

Upscale Daily-Fee

Wider market area, tourists, Replica holes, themed atmosphere

3§ Theme C
i g corporate (NFL, College, Opryland)

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

Limited services, maintenance and

Local residents seeking the “best
c amenities. Geared to individuals

deal”

Local residents seeking lifestyle Family friendly

Middle-Market Country Club

Highest level of maintenance and
service, more social activities

Local residents seeking family, social

Upscale Country Club
2 2 and business use — high income

s v ) - Non-resident, high income, usually a Vacation/second home or “big-boy”
s Destination Clubs - Residential ” e - - - 5 sl
second” club clientele
Limited # of members or “national”
Resident or non-resident, often membership, excellent facilities,
corporate entertainment maintenance and services, selective

membership

Destination (Big-Boy) Clubs

Usually upscale and affiliated with
hotel
Vacations and meetings

Corporate and upscale tourist

Families and corporate retreats

property
analysts
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Layouts
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Styles

Links Courses
Parkland
Heathland
Mountain
Desert

Olf

property
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Criteria

.

. _Golf courses need to be designed tormatch 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 . R AR . ‘
starting points called tees and specific finishing pointsof 4%-inch -1 = “#ae- 15"
holes cut in the ground. Golf course design is the arrangement of ol s 4
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:
e Safety
e Flexibility
-~ e*Shotvalue

e Fairness
e Progression
e Flow
e Balance
e Maintenance cost
e Construction planning
e Aesthetics
e Tournament qualities

—— ———



There are three fundamental types of golf hole déé?&.”-’" ™
e 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 mlsplayedshot If there are severalaf’cerna,ﬁvg? »
routes, the route having the greatest distance ge?erally has”'“ i
the least risk of incurring a severe penalty for a misplayed shot.

¢ Heroic

& A heroic hole has at least two dlstmctly different aIternatlves for .
, reachmg the' green inregulation: Oneslacks a severe penalty fora

mﬁefa‘md shesti;,; the other case, a misplay incurs a severe penalty.

o Penal
A hole Is con5|dered to be penal if the only way to reach the gre

; ravme or out of-bounds

propert
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Facility Summary

LR Facility Summary = = ‘

Mo. of hodas Architect
Course dasign Course |amut
Practice rangs Greens. corstruction
Practice gresn Grassing
Futting green Tzes
Amemities Greens
Clubhouse Fairaays
Pra shop Roughs i
Dining room Irrigation (make) ‘
Locker rooms Configuration
Snack bar Ags of system
Fitness center Water source
Swimming Cart paths
Tenris Path coveraga
Maintenance bldg. Path matesial
iCart storage Path condition

iComments
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Type
Daily Fee

Resident Based (incl. municipal)

Physical Characteristics

Golf Course

Amenities

Affordable Daily-Fee

Value Daily-Fee

Upscale Daily-Fee

Minimal hazards, wide open,
expedite pace of play

Moderate hazards and interest

Name architect, excellent
maintenance, lots of features

Small clubhouses, snack bar
Clubhouse, pro shop, banquet
facility

Larger clubhouse, restaurant,
banquet, lockers, pro shop

Specialty

Theme Course

Name architect, excellent
maintenance, lots of features

SSEMEprivate =S S S

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

Private =

Larger clubhouse, restaurant,
banquet, lockers, pro shop

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

Affordable Country Club

Middle-Market Country Club

Upscale Country Club

Moderate hazards and interest

Moderate hazards and interest,
better conditions

Name architect, excellent
maintenance, lots of features

Clubhouse, pro shop, banquet
facility, swimming, tennis

Clubhouse, pro shop, banquet
facility, swimming, tennis

Excellent facilities, dining,
banquet, other sports,
swimming, tennis, squash,
paddle, fitness

Specialty

Destination Clubs - Residential

Destination (Big-Boy) Clubs

Name architect, excellent
maintenance, lots of features

Name architect, excellent
maintenance, lots of features,
golf-centric, all-walking
sometimes

Good amenities but often limited

locker space

Varies depending on
membership, often large locker
rooms, bars, limited dinner
service

Resort (w/ lodging)

Urban Resort

Leisure Resort (Non-Urban)

Name architect, excellent
maintenance, lots of features,
sometimes not walkable

Name architect, excellent
maintenance, lots of features,
sometimes not walkable

Lodging, water parks, attractions

Lodging, water parks, attractions

Facility Summary

property
analysts

BN valuation . advisory



SWOT Analysis - Golf Property Analysts

S W O T Analysis

Criteria

Adantages of Faclities?
Competitive advaniages?
Resgimirges Aosels Pepnla?
Merbership/ Customer BaseT
Firancial reserves, By returrs?
Marketing - reach, distriution,
warenesg?

Innorative asperts?

Loeation and gengraphical?
Price, value, quality?

Aviards Recognitians?
Technology/ Camemunications?
Cultursl, ttitudinal, betaviaral?
Toos Equinmreant ?
Reputation/Market Perception?
Historical Performance?

Diepth of Market & Competition?

Strengths

Weaknesses

Criteria

DCisadvantages of Tacilities?
Competitive dsadvantages?
Resources, Assets, People?
MembershipfCustomer Base?
Fimancial reserves, ey
relurrs?

Marketing - reach, dstribulion,
avareness?

Irnowative aspects?

Location and gesgraphical?
Price, value, quality?
Aovands/Recognitions Crilicsms?
Techmalogy/ Communications?
Cultwral, attitusdinal, behavioral?
ToolsEquipment?
ReputationMarket Percegtion?
Histarical Pesformance?

Cepth of Markeat & Competition?

Criteria

Markel devalopeents?
Compatitors’ vukerabiities?
Indhustry oF lifestyle trends?
Technelesgy development and
inneration?

Global/Market influences?

Movs rarkets, vertical, harizoeta?
Hiche targel markets?
hdditionsfUpgrades to
Facilities/Prograns?

Marketing?

Infarmuation s reseanch?
Partnesghips, agencies, digtribution?

Opportunities

Criteria

Palitical affects?
Legislative effacts?
Environmenial effects?
IT developments?
Competitar irfentians -
WErOUS?

Market dernand?

Witz contracls and parners?
Sustairing internal capabilitied?
Oibstacles laced?
Irsurmeuntabie wesknesss?
Property Constrairts?

Liss of key stalf?

Sustainable finantial batking?
Ecercmy - o, abrosl?
Seasanality, weather elfects?
Capital Mess?

gd

prapey

anaysts
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Approaches to Value

| _*.Income AbpvrdaCh ‘

_admSales Cpmparlm
Approach

Cost Approach —

Discounted Cash Flow
Bridge Model

Stock & Debt Approach
Market Rent Method

propert
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Income Approach

5,014 8 Sample Summary of Estimated Revenues for a Daily-Fee Course

Sample Golf Club
As If Stabilized - Income/Expense Pro Forma
9/3/2015
Golf Rounds 29,000
¥ Income
Average green fee 340,00 &8
Green fee revenue (incl. cart) £1,160,000.00
Pro shop revenue per round $3.50 :
Pro shop revenue #101,500.00
Food & beverage revenue per round $15.00
B9 Food & beverage revenue $435,000.00
B Revenue per Round $58.50 §
Total Revenue #1,696,500.00

valuation - advisor



[0 Bl Sample Summary of Estimated Revenues for a Private Club

Sample Private Club
Income/Expense Pro Forma
1171772015

e Golf Rounds

Rounds per Member 60
§  Nonmember rounds
% of cart rounds
i Memberships
&< Income
Average green/ guest fee
Green/guest fee revenue (incl. cart)
Cart fee
Cart fee revenue
Average membership dues
Membership dues revenue
Revenue per member (pro shop)
Pro shop revenue
Revenue per member (F&B)
Food & beverage revenue
Revenue per member (other)
Other revenue
Revenue per member
Total Revenue

Income Approach

go

IrI.IT.J!

13,500

2,025
10,8000
225
$75.00
151,875.008
25, uu
270,000,005
9,500.00 b8
2.137,500.00 %
1,250.00°
281,250.00
6,000.00
1,350,000.00
500.00
112,500.00
19,125.00
$4,303,125.005

propert
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Income Approach

5,04 3 Operating Expense Summary
Departmental Costs and Expenses

Golf maintenance (incl. payroll) % 500,000

Golf cart expenses &0 @ 3850 51,000

Fro shop COGS and expenses 125% 351,563

F&B COGS and expenses 100% 1,350,000
¥ Undistributed Expenses
General and administrative 7% % 285,469
Repairs and maintenance 4% 163,125 & b
Management 3% 122 344 PN
Marketing 2% 81,563 08
Professional fees 1% 40,781 e
Utilities 4% 163,125 g

Real estate taxes $ 151,389

Insurance 80,000
Reserves/capital improvements 81,563 gy i
Total Operating Expenses $3, 721,920

propert

analyst
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Income Approach

~e

3.0 4. "3 Capitalization Rate Sources

| Golf Property Analysts band of investment 1037
j Society of Golf Appraisers survey 10.60%
RealtyRates.com debt coverage ratio 9.49% 98
RealtyRates.com band of investment 10.39%
s RealtyRates.com survey 11.92%
I Sclected Rate 10.50%

o 3 oie I vt ",- LA R o7 Y_, RN




Income Approach

Sample Private Club Income,/Expense Pro Forma
Sample Private Club "llf
Income,/Expense Pro Forma QM
11/17 /2015 B
Golf rounds 13,500
Rounds per member 60
Nonmember rounds 15% 2,025
% of cart rounds 80% 10,800
Memberships 225
Income
Average green/ guest fee $75.00
Green/ guest fee revenue (incl. cart) 151,875.00
Cart fee 25.00
Cart fee revenue 270,000.00
Average membership fees B,500.00
Membership revenue 1,912, 500.000
Revenue per member (pro shop) 1,250.00
Pro shop revenue 281,250.00
Revenue per member (F&B) 6,000.00
Food & beverage revenue 1,350,000.00
Revenue per member (other) 500.00
Dther revenue 112,500.00
Revenue per member 18,125.00
Total Revenue $4,078,125.00
Expenses
Departmental Costs & Expenses
Golf maintenance (incl. payroll) 200,000.00 g
Golf cart expense 60 @ $850 51,000.00 5
Pro shop COGS & expense 125.0%
F&B COGS & expense 100.0%
Undistributed Expenses
General & administrative T.0% 285,459.00
Repairs and maintenance 4.0% 163,125.00
Management 3.0% 122 344.00
Marketing 2.0% 81,563.00
Professional fees 1.0% 40,781.00
Litilities 4.0% 163,125.00
Fixed Expenses
Real estate taxes 151,389.00
Insurance 20,000.00
Reserves/ capital improvements 81,563.00
Total Operating Expenses $3,721,920.00
Expense ratio 91.3%
Net Operating Income of Annual Dperations $356,205.00
Capitalization of Net Operating Income ;
Overall capitalization rate 10.50% S R _ i propert

Indicated value = $356,205 + 10.50% = $3,392,426.00 ¢ i J ana Iyst
Rounded to $3,400,000.00 Y .45{
; valuation - advisor




Sales Comparison Approach

| . Golf proper‘ﬂes arealmost alwgys sold as gomg
= concern enterprises.

e 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.

e 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 comparlson approach

propert
analysts
" valuation - advisor




Sales Comparison Approach

* Selection of Sales:
e Type of club
e Location
e Gross revenue
e Financing
e Turnarounds
* Date of sale
 Demographics

* UNITS OF COMPARISON

property
analysts

valuation - advisor




Sales Comparison Approach

Comparable Sales Summary

Comparable Sales Summary
Sample Golf Club
9/3/2015 :

. Club City State ZipCode Sale Date Sale Price Rounds of Golf Type Holes Gross Revenue (GIM)

Harvest Hill Golf Center Orchard Park NY 14127 10/ 2 DF* 18 §

Radi G f Lal( i lle NY 13027-1517 1 1 DF 18 3

g ) MY y 212 $2,100, 22 DF 27
MY 14 DF
g ¥ DF
OF
OF
DF
fty Cluh)

Course s alverton 0.3 3 1¢ 3 F
[F

Bristol ) ] /15§ \ g ) PR*
tuchet i 2/15 21 800 $16,506 PR

property

analyst
valuation - advisor




Furthermore, the golf courses “are usually considered as special purpose properties; they
are not so regularly sold or exchanged in the marketplace as most other properties.” Karla L.
Heuer, Golf Courses, a Guide to Analysis and Valuation™ 28 (1980). The court is satisfied that

semi-private golf courses like “private nonprofit and municipal courses . . . usually do not

generate sufficient income for retun on investment, [and, therefore, the] application of the

income approach [to value] is often precluded.” Id. at 102. “[T]he income approach is seldom
appropriate in appraising a private nonprofit club or a municipal course”™ Id. at 107; this court

finds no distinction with semi-private courses such as Bear Brook.™
Y Y b

o

Cost Approach

ol enhity.
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Cost Approach

The 2005 text 4nalysis and Faluation of Golf Courses and Couniry
Clubs states “The cost approach is uniquely applicable to the ap-
praisal of golf facilities” However, there are few instances when the
cost approach is relevant in the valuation of a golf course property,
existing or not. The market has evolved to a p ;
of development of a golf facility is largely irrelevant in the analyses
of buvers and sellers in the marketplace. This fact is attested to in
the same publication, which states that “investors rarely use the co
approach to estimale an acquisition price; sellers of these properties
rarely apply the approach either, although some may™ It is unlikely
at best that any seller would be successtul in actually selling a prop-
erty based on a cost approach valuation, and a buyer would not con-

r a cost approach analysis in his or her evaluation.

Functional obsolescence is evident from a variety of curable con-
ditions, such as players and maintenance personnel having difficulty
getting around the site and poor des :

a lack of functionality. Of course, there are instanc

ing facilities are either poorly located or desi o

of visibility or ease of access between the golf course and its build-
. Incurable items include forced carry-over hazards that can’t

Economic obsolescence is often the larg
in golf courses. Because of market conditions, the cost of developing
golf properties often far exceeds their resulting market value.
Herein lies one of the great challenges i 2
the cost approach. The estimate of economic obsolescence can be
nothing more than a “finger in the wind” unless one employs the mar
ket extraction method, which considers the value estimates from the
sales comparison approach and the income capitalization approach.'?
The challenge is that instead of comparing value indications from the
different approaches to one another, it becomes necessary for the cost
approach to utilize the other approaches and rely on their accuracy.
In cases when the course is an amenity to a residential develop-
nee is a result of value that is
:d from the cost of the golf course development to the value
of the development and its homes. This needs to be acknowledged.
The traditional age-life method of depreciation is often difficult
to estimate for a v: v of reasons, most notably that the estimate
of e ymic obsol becomes a wild guess, unless a market
ion method is employed.
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Cost Approach
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Cost Approach

2l N[ Sample Cost Approach Summary
Sample Private Club
Cost Approach Summary

Golf Course Reproduction Cost New

Golf course development 18 holes
Clubhouse 15,000 =q. fi.
Pro shop 1,500 =q. ft.
Cart barn 8,000 =q. ft.
Maintenance facility 8,000 =q. ft.

Ancillary buildings
FF&E
Soft costs 5%
Total Reproduction Cost New
Accrued Depreciation
10% physical deterioration
15% functional obsolescence
4% external obsolescense
Total accrued depreciation
Site Value 205 acres 205
Subtotal of costs
Entrepreneurial Incentive
Value by the Cost Approach
Rounded to

@ 10%

$250.00
250.00
100.00
150.00

£3,500,000
3,750,000
375,000
800,000
1,200,000
500,000
1,200,000
566,250

1,189,125
1,783,688
4,756,500

7,500

30

$11,891,250

57,729,313
1,537,500

$6,269 381

$5,699,438
569,944

$6,300,000
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Memberships

* Equity
* Member-Owned non-equity
 Deposit '

e Refundable

* Non-Refundable

* |nitiation Fees
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Valuation Issues

* Value in Exchange ‘ , ;
? i A g Tl Tl

e 3 Approaches E =il

* Units of Comparison LRI

* Discounted Cash Flow - T

* “Special” Methods L
Memberships eram— . || %g
Personal Property e | T R I p—
Cost Approach
Assumed Sale
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Jurisdictional Differences

Process
A/V Ratios
Accepted Approaches

Highest and Best Use
Town vs. County vs. State

property
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Jurisdictional Differences - ALLOCATION

 New York
* Florida

e South Carolina
* lllinois

* Pennsylvania

propert
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Jurisdictional Differences - LEGISLATION

* New York

"
5
o

e A R Y \ETQET e
ARG o u tefa s MY * Ohio e

N P —— i e 7» S B
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The Appeal Process

R ‘File Appeal Paperwork (deadllnes in each
_state)

e TR T Appear at Appeal Board Hearing S

L * Appeal Board Decision in:

* Local Court
* County Court =
* State Court . 4

Refund?
Negotiate?

propert
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Highest and Best Use & the Impact on Club Assessments

Four Tests
* Physically Possible
* Legally Permissible
* Financially Feasible
e Maximally Productive

* Continued Use - i
Alternative Use T

\
\
8 1
f
[ ]

Interim Use
Clean & Green
Conservation Easements

i \Q\

R v S,
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Cost Versus Value
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Case Law
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Mistakes

e Comparing Co ourses of leferent Types
e Poorly Done Highest and Best Use
* OLD Market Data =
* Inadequate Market Data
+ Irrelevant Units of Comparlson = W
_s-Inappropriate Approaches * wom ™ (T RINE 8 BASE
Ug.r,eallst"ﬁncome/ Expense Estimates i = o
* Omission of Management & CAPEX Reserve . i
. Incorrect Cap Rates

i
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Unique Issues

* Inherent Inefficiencies of Golf Courses

* Food & Beverage

dahna ent

i i, !
' 'fmm:mm"' D
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Coronavirus Impact

s S = ,/,?;;.‘ " -4 & =
= 3 —t -";\
T W R -
fr..(“' ig;rb’ e
- * Buyer’s Market TS
* “Snapshot” Values et i

 Determinants of Value

* Long Term/Short Term

* Distressed Clubs/Capital Needs
* Personal Financial Stress

* Future Prospects

valuation - advisor



Buyer’s Market

 Downward Pressure on Values
* Distressed Motivated Sellers
 Closures

~— ¢ Bankruptcies

property
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“Snapshot” Values

* “Trailing” 12 months
”Firsjc Year Forward”

el R g A et e Perceived Risk of Buyers ;
oy i S * Long-term (lack of) use of banquet facilities=#=
: 2 = —E
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Determinants of Market Value

PRESUMES A SALE! - TO WHOM?

» Declines in Play

* Fewer/Smaller Gatherings/Functions
e Cash Flow Impacted

* Hesitant Buyers

* Neglected Capital Items
* Economic Fears

* Lower Interest Rates

propert
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Time

ﬁecov rer_ Eleca
Status of Competltﬂlbnu'
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Distressed Courses/Capital Needs

et ~ S S o ¥t o

* # 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

R e
— a2

. How many of your patrons have Iost jobs? '
* Fee “Deals”

e Giving up Golf?

e Alternative Activities?
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ivities

*.0On campus store

ital to compete?

1es

ty Act

e Better Use of Property/Alt

* Necessary Cap

. Commun
* Sports Fac
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Information

Book HMMW

www.appraisalinstitute.org/golf o GOlf P ¢ Opel’ty AnaIYSiS
" and Valuation AModern Approach

byLaurenoeA. Hirsh, MAI, CRE, SGA
ol “Iyxf
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Articles of Interest — www.golfprop.com

“' L ' - .

BLA 4\

# o

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
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https://media.golfprop.com/media/2018/10/RE-Issues-Golf-Course-Tax-Assessments.pdf
https://golfprop.com/?s=Coronavirus
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Golf Property Analysts
925 Fayette Street
Conshohocken, PA 19428

Laurence A. Hirsh, CRE, MAI, SGA
610-397-1818
Larry@golfprop.com
www.golfprop.com



