
MODERN MEMBERSHIP 
STRATEGIES



THERE’S BEEN A CULTURAL SHIFT
We live in an on-demand, impersonal world.



IF YOU FEEL
A LITTLE 
LIKE THIS



OR LIKE THIS
It’s ok, you’re not alone.



DO YOU HAVE 
WHAT IT TAKES?



YES, YOU DO!
You just need to find it, and make it a focus. 



MANY CLUBS LACK FOCUS
when it comes to the desires of the modern consumer









#1
EXPERIENCES

not things!



78%
of millennials would choose to 

spend money on an 
experience or event over 

buying something.















User generated 
content

CREATING MEMORABLE EXPERIENCES 
TRIGGERS THE “VIRTUOUS ENGAGEMENT CYCLE”

Memorable
experience

Engage friends & 
connections



PROBLEM:
60% OF MILLENNIAL GOLFERS

RARELY / NEVER POST PHOTOS OF 
THEIR ROUNDS ON SOCIAL MEDIA

Source: National Golf Foundation



“PICS OR IT 
DIDN’T HAPPEN”



WHY?



TODAY’S MODERN CUSTOMER NEEDS 
DIRECTION & ENCOURAGEMENT

(A.K.A. spoon feeding)







It’s not just enough to set the stage though, 
You need to reward the behavior & engagement. 

REWARD SYSTEM





Photo credit Donovan Maguigan, superintendent, Stockton Seaview



#2
F.O.M.O.



#2
F.O.M.O.

Fear of Missing Out.



FOMO - COPYWRITING
• A “once-in-a-lifetime” event.

• “Must-indulge” dining experience.

• “Don’t miss out” on all the fun.

• Get it “before it’s gone.”



SUCCESSFUL BRANDS
THRIVE ON
SCARCITY



NOT

SUCCESSFUL CLUBS 
COMMUNICATE LIKE



#3
VALUE 
VALUES

Make sure yours are 
front & center. 

Beware:
If you’re not authentic, it will backfire. 

Farm 
to  

Table



#4
PERSONALIZE

Your approach. 







PERSONALIZATION QUICK 
TIPS:

• In ads, use words like you / your / yourself.

• When appropriate, use their name in mailers, 
eblasts and marketing packets.

• When giving a tour, have key staff notified with 
name and important info like home town.



Guests hear their name no less than 3 times







#5
SHORT & 
SWEET.

You have 8 seconds & your 
competing with 5,000 other 

ad messages per day.

Don’t overcomplicate 
the message.





#6
APPEAL TO
EMOTIONS,
NOT LOGIC

It’s where purchasing
decisions happen.

Think about the last car you 
bought…





Appeals to EmotionsShort & Sweet

ValuesExperiences



INSTEAD
OF THIS

Join us for a fun-filled
open house. 

SAY 
THIS

You’re invited to an exclusive
one-day-only luxury lifestyle 

experience.



INSTEAD
OF THIS

The best kept secret
in Belfast

SAY 
THIS

Come explore. 
We’ve been waiting for you. 



INSTEAD
OF THIS

We offer a championship 18 
hole Fazio designed course, 
12 har-tru tennis courts, a 

modern fitness facility, and a 
250 seat formal dining room. 

SAY 
THIS

Imagine the possibilities.



#7
GAMIFY THE EXPERIENCE



WHAT CAN  YOU GAMIFY?
• The referral process
• Your practice facility
• Your wine / craft beer list
• Spa & Fitness Use 
• Event attendance



#8
SAVVIER THAN EVER

It’s critical to monitor your online reputation.



Source: Pew Research Center

Over 50% of adults under 50 
 routinely check online reviews before buying



THE BIG 3

If you’re not telling your club’s story, 
someone else will do it for you



It’s like 2001, all over again. 

Search is changing…



Reviews powered by



Much of Alexa’s info comes from



ONE RESULT 
TO RULE THEM ALL!
“RANKINGS” & POSITION WILL BECOME A THING OF THE PAST. 

 



IN THE NEAR FUTURE 
RANK WILL BE 

DETERMINED BY 
SOCIAL PROOF

REVIEW SITES & SOCIAL MEDIA (POSTS, SHARES, LIKES, COMMENTS)
 



FACEBOOK IS ALL IN WITH 
“RECOMMENDATIONS”



CLUBS THAT THRIVE ARE 
PROACTIVE, NOT REACTIVE
Engagement, Programming, Facilities, & Governance 



LIVE STREAMING IS A 
BRAVE NEW WORLD



Facilities & Programming

Source: Global Golf Advisors / NextGenGolf Millennial Golfer Survey 

Non-Golf Amenities Important to Millennials 



(FORWARD THINKING) CLUBS ARE GOING OUT AND 
GETTING YOUNGER MEMBERS ON THE BOARD AND 
IN COMMITTEES SO THERE’S A VOICE AT THE CLUB. 

Michael Braidwood
Director of Education, CMA Europe



THERE’S MORE
INSIDE


