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1.0  BACKGROUND 
 

1.1 Following previous reports to Council Cabinet in November 2012 and August 2013, 

exploring future management options at Allestree and Sinfin golf courses, together 

with the Markeaton Pitch and Putt course, it was agreed that prior to making any final 

decisions on the operation of the Council’s courses, a further report would be 

submitted to Cabinet. This report would take into account the outcome and 

recommendations set out in the Council’s Outdoor Sports Strategy, and a specific 

Strategic Needs Analysis for Golf in the City. 

 

1.2 Max Associates have been commissioned to produce the initial Strategic Needs                        

Assessment for Golf in Derby City, as part of ongoing work on the Outdoor Sports 

Strategy. The Brief was: 

 

1. To provide a detailed assessment of the current level of golf provision in the 

City 

2. To identify the existing and future demand for golf in the City 

3. To identify the geographical spread and accessibility of golf 

4. To identify the met and unmet needs, in terms of quantity, quality and 

accessibility 

5. To make recommendations for future options for golf course provision by the 

City Council – i.e. does the City Council need to provide zero, one or two 

courses. 

 

1.3 The development of the plan has included information provided by Derby City Council 

on the performance of their existing facilities up to June 2013; on Active People and 

Active Places Power data sets obtained through Sport England, and information, best 

practice and industry KPIs produced by Max Associates. Site visits have taken place 

with the lead consultants, which involved discussions with Officers of the Council. A file 

of supporting information referenced or summarised in this report, has been provided 

to the Council as background. 

 

1.4 In essence, the primary factors impacting upon the performance of public golf facilities 

can be summarized as follows: 

➢ Location – catchment and competition 

➢ Course quality – design and presentation 

➢ Management – customer focus and commercial awareness 

➢ National and Local economy      

1.5 At a macro level, it is well known that the golf market suffers from over supply and a 

static level of demand, but there is money to be made where operators are able to 

source courses in good locations, even when these courses are in a state of decline or 

disrepair, as a result of neglect or under investment. To attract golfers, any operator 

needs to put a premium on good care and presentation of courses, particularly the 1st 

and 18th holes, tees and greens, together with ancillary Clubhouse facilities, but 

without falling into the trap of trying to out-perform private courses.  
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1.6 However, just as in leisure services across the Country, local Councils need to narrow 

the gap between the private and public sectors by throwing off the ‘Municipal’ label, 

and making golfers of all abilities feel valued, by providing them with a quality 

experience at an affordable price. The best operators underpin this with robust online 

sales and marketing strategies, both at site and at corporate levels. This is particularly 

important if customers come from outside local authority boundaries, as is the case in 

Derby. Golf is a very competitive market, with private members’ clubs; proprietary 

clubs, and public courses all chasing green fee business and new members - therefore 

sales need to be proactively driven. 

 

1.7 A course needs to be positioned at the top of its market sector, whatever sector this 

may be, to maximise the asset; win market share, and achieve social and / or 

commercial objectives. This does not appear to be the case at either Allestree Park or 

Sinfin at the moment, largely as a result of some inefficient organisation; difficult 

conditions (evidenced in 2012/13, when 229 course days were lost across both sites 

due to bad weather); average, but relatively expensive, grounds maintenance; a lack 

of marketing, and a poor secondary offer (particularly at Allestree Park).  

 

1.8 As yardsticks, the following figures can be used as industry standard KPIs: 

 

➢ A catchment population of over 550,000 within a 20 minute drive time 

catchment area is excellent. 

➢ 1 x 18 hole golf course to 20,000 people in the catchment area is the mid-

point, with 1 course per 25,000 people or more generally considered to be 

“excellent” from a business/supply perspective. 

➢ 35,000 rounds per year is the mid-point for an 18 hole public course. Over 

40,000 rounds is excellent. 

➢ Yield of £10 to £12 per round would be a commercial benchmark, and yield 

per round is a critical KPI for operators to maximise return, given fixed costs of 

maintenance, and staff to open / close the course. 

➢ A commercial operator, or social enterprise (who may be running a facility with 

the benefit of VAT / NNDR relief) would be looking for an EBITDA (net profit) 

of 25% to 30% if the course location and condition is good. 

➢ Staff to income ratios should be in the region of 40% to 45% at a well-run, 

efficient course operation 

➢ Food and Beverage GP should be between 60% and 65% at a golf course 

with a good offer for club members; casual pay and play golfers, and societies. 

 

1.9 The Findings from this report indicate that: 
 

➢ Catchment populations within 20 minutes of both courses, which extend 
beyond the City boundaries, are GOOD in business terms. 

➢ The level of supply across the City and beyond is not excessive, and this level 
of provision means that both courses serve in excess of 20,000 people which 
should be GOOD for business. Indeed, there are ‘only’ 3 x 18 hole courses 
within the City Boundary, serving a population base of 248,000. 

➢ Roundage levels are POOR (at Allestree) to AVERAGE (at Sinfin) at best. 
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➢ Yield per round, and income performance at both sites are LOW / POOR, 
with yield averaging no more than £7.50 over the last three years, with 
particularly heavy  discounted season ticket usage at Sinfin impacting on this 
figure.  

➢ Financial performance is POOR, because of low direct and indirect income 
generation, and relatively high grounds maintenenace and management 
costs. 

➢ Staff to Income ratios appear high, so are POOR, because of low income 
levels (the courses have yet to achieve in excess of £500,000 turnover, based 
on the 6 year financial returns provided) 

➢ Based on the current model of outsourced delivery by the resident clubs, food 
and beverage returns are negligible so this again is POOR, as are other 
secondary income lines, such as retail / teaching where infrastructure is 
limited, particularly at Allestree. 
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2.0    THE STATE OF PLAY IN THE GOLF INDUSTRY  
 
2.1  A couple of business models explain quite clearly what has happened in the UK golf 

market over the last 20 years or so. These are the ‘Market Lifecycle’ and ‘Price / 

Volume / Cost’ models. 

 

The Market Lifecycle Model 
 

2.2 This 5 stage model suggests that most industries go through fairly predictable stages 
in a market lifecycle. The first is the ‘embryonic stage’, when a market first appears or 
first starts to grow in a fundamentally different direction to the current status quo. The 
second stage is ‘rapid growth’, as others cotton on to what is happening, and then 
want a piece of the action. The third stage is when growth starts to slow as the market 
moves towards maturity. The fourth stage is when the market actually reaches 
maturity, and there is only nominal or perhaps static real growth. The fifth stage is a 
pivotal one - depending on circumstances, markets tend to go one of two ways. The 
first is decline, either gradually or fast; the second is reinvention / rejuvenation of the 
market by some new idea or product, which then starts the cycle all over again in the 
‘embryonic stage’. By the 1980s, golf was already considered to be a mature market. 
At this point in time, the market was dominated by the non-profit making private 
members clubs, who had a reputation for being elitist. At the other end of the scale, 
were the pay as you play Municipal courses, usually run by local authorities, which at 
the time often made good cash surpluses for the respective Councils. 
 

2.3 A number of factors then came together simultaneously to create a golf course 
construction boom in the late 1980s / early 1990s. The proprietary golf market (i.e. 
profit-driven) took off, as people felt that there were large profits to be made in owning 
and running golf courses, exploiting set a side policies, for example around agricultural 
land. In the early days, the classic characteristics of rapid growth were evident, and 
pricing was not particularly sensitive, since the demand from golfers far exceeded the 
supply of courses to play on. In the 1990s, boom turned to bust as the recession took 
its toll. By now, many new golf courses had opened, and customers now had plenty of 
choice as to where to play. As a consequence, prices to play were often reduced (via 
special membership / green fee deals), so venues could attract custom. A price 
sensitive market typifies a market where growth is slowing, and which is heading for 
maturity. 

 
2.4 From 2000 onwards, it could be argued that the UK golf market has undoubtedly 

reached maturity, and arguably is in slow decline, with the most recent long term 
recession, and the unprecedented weather conditions in 2012 exacerbating the 
situation. Very few new courses are being built (as it is cheaper to buy an existing 
one), and most membership-based golf clubs no longer have membership waiting lists, 
and have removed their large joining fees to try and attract new members. 
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                Source: Sport England Active People Survey data 

   

DISTRICT NUMBERS 
OF ADULTS 
PLAYING * 

ESTIMATED 
NUMBER OF 

JUNIORS 
PLAYING # 

2011 CENSUS 
POPULATION 

% OF 
POPULATION  

PLAYING 

Derby City 5,852 421 248,752 2.52% 

Amber Valley 3,481 251 122,309 3.05% 

Bolsover 1,898 137 75,866 2.68% 

Chesterfield 2,664 192 103,788 2.75% 

Derbyshire Dales 2,327 168 71,116 3.51% 

Erewash 3,063 221 112,081 2.93% 

High Peak 2,724 196 90,892 3.21% 
North East 
Derbyshire 2,856 206 99,023 3.09% 

South Derbyshire 2,670 192 94,611 3.03% 

Derbyshire 27,535 1,983 1,018,438 2.90% 

* From Sport England Market Segmentation Data    
# Based on Derbyshire Golf's 2013 figure of 7.2% Junior Golf Club Memberships 
 
Local data from Derbyshire Golf Partnership (DGP) indicates there are 33,400 active 

golfers in the County, but only 10,300 are members of a club, and therefore 94% of 

clubs now have vacancies. This reflects national trends. DGP are aiming to attract an 

extra 3,000 active players by 2017, but growth in the market over recent years has 

been outside club membership, which continues to decline. The Active People Survey 

(APS) results for Golf provide a profile of the changes in participation in golf for the 

period between 2007/2008 (APS2) and 2011/2012 (APS5/6). Between 2008 and 2011, 

the number of participants dropped by more than 115,000. However, there was an 

increase in the number of participants of 69,000 between 2011 and 2012, indicating 

that the long term downward trend in participation may be being reversed. 
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Participation has returned to just above the APS2 levels. The APS6 Quarter 2 results 

showed that golf participation had exceeded Sport England’s Year 3 (April 11 - April 

12) target. Participation increases between 2011 and 2012 were concentrated in the 

South East region, along with the East; East Midlands, and West Midlands. Sport 

England reported that the recovery in the period 2011 to 2012 was almost entirely 

driven by the 65+ age group, where participation increased by 58,000. However, there 

was a drop in the participation level among 20-24 year olds, reversing earlier 

increases in participation. This is contributing to a drop in participation among people 

aged 16-25. The level of participation among people with a disability continued to 

show an upward trend, while conversely, BME participation fell sharply. Participation 

continued to fall among people from lower socio-economic groups. 

 
2.5 Whilst the market may not be growing on a national basis, that is not to say that there 

are not some really good opportunities and justifications for the management of golf 
courses. It will, however, undoubtedly be the survival of the fittest - i.e. where good 
quality courses in good locations are well managed and marketed at the right price to 
the best possible mix of pay and play / member /season ticket users. Enhanced 
facilities – catering / driving ranges can add the ‘icing to the cake’ in these locations, 
thus weatherproofing the operation to an extent in the process, so the position and mix 
of facility is critical. 
 
The Price; Volume; Cost model  

 

2.6 The mathematics for profitability in the golf business are straightforward. There are 
three key variables – price, volume and cost. For a typical golf business, the key driver 
to profitability / sustainability is annual golf revenue. This is made up of two main 
components – membership subscriptions (annual 5/7 day season tickets at ‘Municipal’ 
courses) and green fees (from both casual visitors, and pre-booked Societies). If there 
is a driving range on site, then ball sales income becomes a third major component of 
annual golf revenue. 

 
2.7 To maximise profitability, any operator needs to focus on maximising annual golf 

revenue. This is because, by and large, the annual running costs for the golf element 
(greenkeepers; materials; fuel; utilities - including water, and machinery for example) 
are broadly fixed, irrespective as to how busy or empty the golf course is. Given this 
assumption, operators have to find the formula which maximises annual golf revenue, 
and this can be broken down into two components: the average price paid by golfers 
per round (‘price’), and the total number of rounds played annually (‘volume’). This 
formula holds true, whether you are an exclusive members-only club, or a pay and 
play venue. 

 
2.8 Since the late 1980s / early 1990s, the total number of rounds played across the UK 

has not changed significantly, although how those rounds are played has.There is now 
a significant shift away from traditional full membership golf towards a preference for 
informal membership / pay and play golf. By ‘informal’, we mean modest membership 
subscriptions that get golfers linked to a venue, but then they pay green fees as well. 
Thus, the golfers’ cost to play is directly linked to how often they play.  
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This is an option to explore in more depth at the City Council’s courses, by 
reviewing prices to more widely promote 5-day memberships; promoting 
Society use at both courses; promoting easy visitor access through online 
bookings, and opportunistic price promotions to match local competition 

 

2.9 Over this period, the supply of golf venues has increased by somewhere near 30% 
(over 700 new golf courses have opened). The actual volume of golf played per venue 
must have dropped by 25% to 30% from the peak of high volume golf per venue in the 
late 1980s. This can be demonstrated by considering the roundage trends at 
‘Municipal’ courses. At the peak of the market, quite a few Municipal courses were 
enjoying 50,000 rounds per annum, and some over 60,000. Today, it is rare for a 
Council-run course to be exceeding 40,000 rounds per annum, and in quite a few well 
located courses  there has been an annual roundage drop from around 40,000 rounds 
plus five to ten years ago, to just 30,000 rounds or less today. In this context, course 
quality, pricing and marketing (critical now to the promotion of accessibility - a key 
public sector rationale for investing in, and in some cases, subsidising golf provision) is 
fundamental to success. 
 

2.10 Council-run courses have often felt the real force of the downward roundage trend 
more than the private members clubs, or the proprietary venues. This is because, in 
some cases, Councils have not run their venues efficiently or effectively (as in Derby, 
the four core elements of golf management - grounds maintenance; shop / teaching; 
food and beverage, and marketing / development are not fully integrated, and may 
indeed work against each other at times). Many Councils have not been able to invest 
in the core product or service development to keep them ‘fit for purpose’ - i.e at the top 
of the sector they operate in- or to “sweat the asset”. As a result, many golfers who 
used them previously have moved to nearby private members clubs or proprietary 
venues, because these are now more accessible and affordable; are better maintained 
and, as is the case in the Derby catchment, more effectively and imaginatively 
marketed. This is almost the opposite of trends in major leisure centres, where 
Councils have improved facilities to such an extent that users comfortably downgrade 
from private health clubs because of the value they perceive. 

 
2.11 Given the increased supply of golf venues, then according to the market lifecycle 

model above, a market that is in maturity, or perhaps in slow decline, is highly likely to 
experience strong price sensitivity, as customers have plenty of choice, and venues 
are very keen to attract their custom. Across the UK, prices charged for golf are highly 
price sensitive, and this means that for most venues, the average price per round 
charged over the last 10 years or so has been static or falling in real terms. In addition, 
the total annual roundage has also fallen. Therefore, the annual golf revenue for many 
golf venues has been falling, in real terms, for several years. However, annual running 
costs still appear to be rising, as appears to be the case in Derby. Despite venues 
trying to cut back on expenditure, running costs often exceed inflation (such as higher 
fuel or staffing costs for a 7 days a week service). This simply means that in real 
terms, profitability (i.e. revenue less cost) across the industry is constantly being 
squeezed. 

 
2.12 As a consequence, many Councils who once viewed their golf courses as ‘cash cows’ 

and / or essential public services ten to twenty years ago, are now seeing them go 
cash negative, hence the reason why many are now looking to review how they 
manage their courses, and to review if there is a public rationale for maintaining the 
service at all. 
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2.13 There are a number of other external factors impacting on golf demand across the 
industry: 

 
The Economic Climate 

 

2.14 The world has been in a second major recession in recent times, caused primarily by 

the world banking crisis and the associated ‘credit crunch’. There are signs that the UK 

economy is now finally starting to move out of recession, but given its scale and 

impact, the golf venues that have been affected more than most are the membership-

based clubs, where renewals have been weaker than the norm. In some cases, an 

unusually high proportion of existing members have decided not to renew their annual 

memberships, and instead have decided to ‘pay and play’- a significant change in the 

way people now play golf, and a big opportunity for well organised, well regarded pay 

and play facilities, particularly if club arrangements are reviewed to prevent a small 

number of people regularly monopolising the peak / high yield tee times at weekends, 

for example. 

 

2.15 Clearly the impact of the financial crisis has had a major impact on public sector 

funding, and local government operations in particular. This has led to a major drive to 

improve efficiency; target subsidies, and review purpose, levels of provision and 

performance as year on year budget reductions take hold. 

 

Weather  

 

2.16 There is no doubt that weather plays a critical role in the revenue potential for pay and 

play golf courses. As an operator, one simply has to take the view that there will 

inevitably be good and bad months / years, depending on how good or bad the 

summer weather is, and things will average out in the long term. The weather this year 

has, on the whole, been exceptionally good after a cold spring, but 2012 was one of 

the worst years on record, with a wet summer followed by a cold and freezing winter. 

Industry roundage fell back by around 20% on average over this period, with visitor 

golf numbers taking the brunt. It is clear that both Derby courses took a big hit in 2012. 

On this basis, it is important to look at clear trends over the last 5 years at both 

courses, and on the declining number of green fees when considering the future 

operation and development of the services. 

 

Time Pressures  

 

2.17 There is a distinct trend that many people are less inclined to play golf because it takes 

so much time to play. Golf has to compete with other pastime alternatives that take 

considerably less time. The time it takes to play a round is now a major consideration 

at any course, and every effort should be made to speed up play through effective 

course management; re-design of courses; marshalling, and the further development 

of quality 9 hole offers / packages. At 18 hole courses, the maximum time it takes to 

complete a round should be 4 hours. These developments should favour pay and play 

orientated golf venues, since some golfers, who would have been members, can no 
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longer justify full annual membership of a club, but will still want to play occasionally. 

Such golfers prefer to simply pay a green fee each time they decide to play. 

 

Major Sporting Events 

 

2.18 Events such as the Football World Cup and the European Football Championships (if 

and when England qualify), together with the Olympics can adversely impact pay and 

play roundage, as happened to a significant extent in 2012. When budgeting, it is 

important to be aware when such events are being staged - so plan for the World Cup 

in 2014, for example. 

 

3.0    SUPPLY AND DEMAND OF GOLF IN DERBY CITY  

 

3.1 Census information for Derby shows a population base of just under 250,000 in the 

City, which is due to rise to over 275,000 in a 10 year period, with significant growth in 

key market segments of 25-34 year olds (27.5%); 55 to 64 year olds (19.9%) and 65-

74 year olds (16.3%). This represents a market opportunity going forward locally, 

particularly in respect of the more mature, time-rich end of the market, who are drawn 

to golf more than other sports by its nature. 

 

3.2 A Housing Requirements Study, commissioned by the 3 Local Authorities (Amber 

Valley; Derby City and South Derbyshire) involved in the Derby Housing Market Area 

(HMA) in 2011, recommended that the appropriate scale of housing growth between 

2008 and 2028 for the Derby HMA was around 33,700 dwellings. 

 

Local Authority Target of which extensions to the 

Derby Urban Area 

Amber Valley 9,000 530 

Derby City 12,000 N/A 

South Derbyshire 12,700 6,700 

TOTAL 33,700 7,230 

 
 
3.3 The Active People Survey Data set provides a unique insight into the physical activity 

levels of Derby residents, and how it has changed over the last 8 years. Since the first 

Active People Survey was undertaken in 2005/6, the % of the population undertaking 

at least 1 x 30 minutes moderate intensity sport per week has been recorded as 

follows: 
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APS 1  
(Oct 05-06)  

APS 2  
(Oct 07-
08 

APS 3 
(Oct 08-
09)  

APS 4 
(Oct 09 -  
10) 

APS 5 
(Oct 10 -
11) 

APS 6 
(Oct 11 - 
12) 

APS 6 Q3 - 
APS 7 Q2 
(Apr 12 - 13) 

Derby 34.5% 34.7% 40.3% 35.2% 35.9% 37.0% 30.7% 

East 
Midlands 33.6% 35.3% 35.7% 34.4% 33.5% 35.3% 34.4% 

England 34.2% 35.8% 35.7% 35.3% 34.8% 36.0% 35.2% 
        

 

 

         
3.4 Small Area Estimates are participation estimates at a Middle Super Output area 

(MSOA), based on modelled or ‘synthetic’ estimates of participation. Synthetic or 
modelled estimates combine survey data from the Active People Survey with other 
data sources that are available at the area level (for example - health indicators; socio-
economic status, etc), and through a three stage statistical modelling process, provide 
the Small Area Estimates of participation.  
 

3.5 Modelled estimates of participation are based on data from Sport England’s Active 
People Survey 3 (Oct 2008 - Oct 2009), and Active People Survey 4 (October 2009 -
October 2010). The Small Area Estimates of participation provide an evidence base to 
aid prioritisation within a local authority. 

 
3.6 In context of Golf, the most relevant dataset is for those people undertaking 3 x 30 

minutes moderate intensity sport or physical activity per week – formerly the measure 
used as National Indicator 8 (NI8), when assessing local authority performance against 
national benchmarks and improvement targets by the Government. 

 
3.7 Details from the most recent dataset for Derby is presented below: 

25%

27%

29%

31%

33%

35%

37%

39%

41%

43%

APS 1
(Oct 2005

- Oct
2006)

APS 2
(Oct 2007

- Oct
2008)

APS 3
(Oct 2008

- Oct
2009)

APS 4
(Oct 2009

- Oct
2010)

APS 5
(Oct 2010

- Oct
2011)

APS 6
(Oct 2011

- Oct
2012)

APS 6 Q3
- APS 7
Q2 (Apr

2012 - Apr
2013)

Derby East Midlands England

http://www.sportengland.org/research/active_people_survey.aspx
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➢ 26.2% of the MSOAs in Derby, fall within the lowest Quartile of activity nationally. 

There is a concentration of these in the less affluent Central; Eastern and 
Southern areas of the City. 

➢ The 16.7% of the MSOAs within the Low-Middle Quartile, are also located in the 
same areas. 

➢ By contrast, 20.2% of the MSOAs are within the highest Quartile of activity, and 
these are located in the more affluent outer suburbs, to the West and North of the 
City. 

➢ Similarly, 36.9% of MSOAs within the Middle-High Quartile, are generally located 
to the West and North of the City, although there are some located on the 
Eastern and Southern fringes.  

 
3.8 Catchment areas are hypothecated on a 20 minute drive time, and these are set out 

below for the City Council area. For most 18 hole golf courses that are high-volume 
based (i.e. affordable golf), 20 minutes is the key drive time (noting that the English 
Golf Union use a 30 minute standard for their analysis, which is often focused on 
members and clubs). It is generally recognised in the golf industry that normally, well 
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over 50% of regular customers live within a 20 minute drive time of their preferred 
course (or 15 minutes of a driving range). This is different from traditional local leisure 
centre catchments which are even more local in nature. Golfers will tend to play out of 
one course, but will frequently travel to other venues for competitions / events, or for 
social reasons, and there is a growing trend for pay and play golfers to use more than 
one course, driven increasingly by value for money considerations, local marketing 
and networking, and the desire to reduce travel and time spent on the course.  On that 
basis, operators must always be marketing widely, reaching out to Golf Societies for 
example, and attracting / retaining customers from outside geographical or 
organisational boundaries. This is also driven by the location of most courses, 
particularly those operated by Urban Unitary Councils like Derby. 
 

3.9 For 9 hole courses and floodlit driving ranges, it is often more useful to look at a 
smaller catchment area – usually a 15 minute drive time, since people are less inclined 
to travel so far to visit a short course or a driving range. Taking the analysis to a more 
local level - i.e. within a 5km radius of the Golf Courses operated by Derby City 
Council, provides a better insight into the nature of participation in the immediate local 
areas. 

 

3.10 The 20 minute drive time catchment from the Council House in Derby (DE1 2FS) 
encompasses not only the whole of the City area, but a large part of South Derbyshire 
(to the South East; South and South West); the majority of both Erewash (to the East), 
and Amber Valley Districts (to the north), together with parts of Derbyshire Dales (to 
the North West). The catchment also extends beyond Derbyshire, into East 
Staffordshire (to the South West); Broxtowe, and the western fringes of the City of 
Nottingham (to the East); North West Leicestershire and Charnwood (to the South 
East), even though the final 6 Districts mentioned do not actually share a direct 
boundary with the City. The vast majority of the population (approximately 93%) of the 
Derby City area, live no more than a 10 minute drive (in normal driving conditions) 
from the centre of the City, and the remaining suburbs to the south and south east (i.e. 
Littleover; Stenson and Chellaston) are well within the 10-15 minute drive time zone. 

 

3.11 Using a 20 minute drive time catchment analysis from Derby City Council House, Sport 
England’s Active Places Power website provides the following information. The 
comparative data, extracted from the 2011 Census data for Derby City, and the 
Catchment Area data generated by the Active Places Power website, is as follows 

 

AGE GROUP 
DERBY CITY 

2011 CENSUS 
% OF 

TOTAL 
APP - 10 MINUTE 

DRIVE TIME % OF TOTAL 
APP - 20 MINUTE 

DRIVE TIME % OF TOTAL 

0-14 47,583 19.1% 43,147 18.6% 104,888 17.7% 

15-24 36,797 14.8% 34,624 15.0% 80,950 13.6% 

25-39 51,497 20.7% 47,206 20.4% 112,587 19.0% 

40-59 62,620 25.2% 58,164 25.1% 160,992 27.1% 

60-79 39,038 15.7% 37,394 16.2% 106,399 17.9% 

80+ 11,217 4.5% 10,918 4.7% 28,057 4.7% 

TOTALS 248,752  231,453  593,873  
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3.12 This data indicates that approximately 93% of the population of the City live within a 10 

minute drive of the City Centre and also that the gender balance is 49.5% to 50.5% 
male to female. 

 
3.13 Within the 20 minute catchment area, there are 18 different golf facilities, offering a 

variety of opportunities to golfers: 
 

Within 5-10 minutes drive Within 10-15 minutes drive Within 15-20 minutes drive 

Allestree Park Golf Course * Brailsford Golf Club Alfreton Golf Club 

Derby Golf Centre * Chevin Golf Club Beeston Fields Golf Club 

Breadsall Priory Golf Club Horsley Lodge Golf Club Erewash Valley Golf Club 

Mickleover Golf Club * Kedleston Park Golf Club Pewit Golf Course 

Sinfin Golf Course * Maywood Golf Club The Craythorne Golf Centre 

 Pastures Golf Club Trent Lock Golf Centre 

 Morley Hayes Golf Course  

Source: Sport England’s Active Places Power website   * Denotes located within Derby City Council area 

 

• Only Allestree Park Golf Course; Derby Golf Centre; Mickleover Golf Club, and Sinfin Golf 

Course are located within the City of Derby boundary. 

• Of the two City Council owned and operated facilities, Sinfin Golf Course is just the most central 

(3.4 miles from the city centre v 3.6 miles for Allestree Park), although estimated travel times 

from the city centre are actually shorter to Allestree Park (10 minutes v 12 minutes to Sinfin).  

• The Derby Golf Centre and The Craythorne Golf Centre only offer Driving Range facilities (20 

bays & 13 bays respectively) 

• Chevin Golf Club; Horsley Lodge Golf Club, and Kedleston Park Golf Club are relatively 

exclusive, ‘high end’ Golf Clubs, with expensive Membership and Joining fees. 

• Pastures Golf Club is a 9-hole course, and Brailsford Golf Club is a 12-hole course. 

• In terms of Season Ticket costs v Membership Fees at other courses in the catchment, 

Allestree Park and Sinfin are competitively priced. 

• In terms of standard Green Fees, Allestree Park and Sinfin are again generally competively 

priced compared to the local market. The only exceptions to this are on courses that accept ‘2-

Fore-1’ vouchers  to discount their normal Green Fees, which would reduce the cost of a round 

of golf to below the standard Green Fees for Allestree Park and Sinfin, although (obviously) 2 

players are needed to make the discount worthwhile.  

• In context of Allestree Park and Sinfin, the relevant ‘2-Fore-1’ prices per round (including 

eVoucher costs #) at the other competing facilities are: 

o Brailsford Golf Club - £10.25 (weekday) - £12.75 (weekend) per player per 

round 
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o Trent Lock Golf Centre - £11.25 (weekdays only) per player per round 

o Maywood Golf Club - £11.75 (weekday) - £14.25 (weekend) per player per 

round 

o Morley Hayes Golf Course - £13.75 (weekdays only) per player per round 

Note:  

# Assumes that only a single’ 2-Fore-1’ eVoucher – cost £3.50 (£1.75 per player), has been 

purchased. Multiple purchases can reduce the cost of a single eVoucher to £1.50 (for 30 

purchased), potentially reducing the above prices by a further £1.00 per player per round.  

A comprehensive analysis of all golf facilities in the 20 minute drive time catchment is 

attached. 

Within the catchment area, Sport England’s Active Places Power market segmentation data 

tells us that the estimated numbers of adults (i.e. aged 16+) living in the particular drive time 

bands are as follows – they are classified using the Market Segments utilised by Sport 

England and Experian in their Market Segmentation profiles: 

  MINUTES DRIVE TIME FROM COUNCIL HOUSE  

SEGMENT DERBY CITY 0-2.5 2.5-5 5-10 10-15 15-20 TOTALS 

Ben 6,390 101 1,022 4,673 3,606 8,131 17,533 

Jamie 14,203 518 6,396 5,456 1,881 8,547 22,798 

Chloe 5,126 88 678 3,926 3,541 6,904 15,137 

Leanne 10,454 280 4,280 4,556 1,984 7,313 18,413 

Helena 6,604 160 1,330 4,450 3,467 7,652 17,059 

Tim 11,402 258 1,365 8,061 7,817 14,804 32,305 

Alison 5,443 87 401 3,752 4,198 7,283 15,721 

Jackie 9,652 85 1,461 6,611 4,480 12,725 25,362 

Kev 15,076 323 5,155 8,469 2,499 10,565 27,011 

Paula 9,320 117 2,970 5,384 1,339 4,724 14,534 

Philip 14,704 169 1,766 10,960 8,799 20,014 41,708 

Elaine 9,197 142 1,365 6,904 5,982 12,779 27,172 

Roger & Joy 10,503 91 1,057 8,317 7,138 15,098 31,701 

Brenda 11,604 183 3,241 7,138 3,018 10,497 24,077 

Terry 9,078 185 2,644 5,426 1,832 6,998 17,085 

Norma 5,048 135 1,568 2,845 858 3,170 8,576 

Ralph & Phyllis 3,336 8 383 3,439 3,508 6,360 13,698 

Frank 9,177 99 1,151 7,047 3,952 10,301 22,550 

Elsie & Arnold 17,602 283 3,052 12,795 6,416 17,461 40,007 

TOTALS 183,919 3,312 41,285 120,209 76,315 191,326 432,447 

CUMULATIVE TOTALS   3,312 44,597 164,806 241,121 432,447  

TOP 5 SEGMENTS % OF TOTAL 39.8% 50.2% 53.6% 40.4% 45.4% 41.9% 40.0% 
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Correlating the respective dominant 5 Segments (shaded Green) within Derby City to those 

within the 20 minute Drive Time shows that only 2 of the respective Top 5 Segments are 

common to both lists – ‘Philip’ and ‘Elsie & Arnold’. 

However, in context of playing golf, there is a huge disparity in the percentages of these 

segments that are likely to currently play golf, or would like to play golf: 

 Philip Elsie & Arnold England average 

Currently playing golf 8.3% 0.9% 3.5% 

Would like to play golf 6.8% 1.4% 2.9% 

 

From the knowledge base of known characteristics exhibited by the respective Market   

Segments, we can produce modelled data on the numbers within the catchment who: 

➢ are either currently likely to be playing golf, or 

➢ are likely to want to participate in golf (i.e. the latent future market) 

                              CURRENTLY PLAYING GOLF - WITHIN DERBY CITY & 20 MINUTE DRIVE TIME CATCHMENT  

Segment 
Derby City 

Pop. 

20 minute 
Drive Time 

Pop. Nat Pop. Derby City % 

20 minute 
Drive Time 

% Nat % 

Ben 315 637 97,961 5.4 5.7 7.0 

Jamie 380 498 57,809 6.5 4.5 4.2 

Chloe 33 73 12,046 0.6 0.7 0.9 

Leanne 32 45 5,237 0.5 0.4 0.4 

Helena 75 146 20,606 1.3 1.3 1.5 

Tim 801 1,774 249,431 13.7 16.0 17.9 

Alison 37 87 11,872 0.6 0.8 0.9 

Jackie 58 109 11,730 1.0 1.0 0.8 

Kev 630 871 99,635 10.8 7.8 7.2 

Paula 10 12 1,532 0.2 0.1 0.1 

Philip 1,222 2,513 289,223 20.9 22.6 20.8 

Elaine 173 367 45,907 3.0 3.3 3.3 

Roger & Joy 625 1,333 161,850 10.7 12.0 11.6 

Brenda 65 99 11,032 1.1 0.9 0.8 

Terry 379 542 61,888 6.5 4.9 4.4 

Norma 36 48 5,955 0.6 0.4 0.4 

Ralph & Phyllis 222 625 112,906 3.8 5.6 8.1 

Frank 598 1,050 104,976 10.2 9.5 7.5 

Elsie & Arnold 161 267 29,221 2.8 2.4 2.1 

TOTALS 5,852 11,096 1,390,817    
 

Catchment Area Map Source: Sport England’s Active Places Power Website 



Derby City Council 
                                                                               January 2014 
 

18 

Max Associates- Private and Confidential 

The numbers already likely to be playing golf within the 20 minute Drive Time catchment 

area from the centre of Derby represent 2.6% of the total adult (16+) population. The 

corresponding figure for just Derby City is 3.2%. The England average is 3.5%. 

As can be seen from the above table, the currently playing golf market, both within Derby 

City and the wider catchment, is dominated by 5 particular segments (shaeded Blue) that 

collectively represent 67.9% of those within the 20 minute Drive Time catchment (66.3% for 

Derby City) currently playing golf: 

• Philip - Comfortable Mid-life Males – 22.6% (48.6% living within Derby City) - Full profile: 
http://segments.sportengland.org/pdf/penPortrait-11.pdf)  

• Tim – Settling Down Males – 16.0% (45.2% living within Derby City) - Full profile: 
http://segments.sportengland.org/pdf/penPortrait-6.pdf)  

• Roger & Joy – Early Retirement Couples – 12.0% (46.9% living within Derby City) - Full 
profile: http://segments.sportengland.org/pdf/penPortrait-13.pdf)  

• Frank – Twilight Year Gents – 9.5% (57.0% living within Derby City) - Full profile: 
http://segments.sportengland.org/pdf/penPortrait-18.pdf 

• Kev – Pub League Team Mates – 7.8% (72.3% living within Derby City) - Full profile: 
http://segments.sportengland.org/pdf/penPortrait-9.pdf) 
 
Overall, 52.7% of the Top 5 Segments live within the Derby City boundary, although only 2 

of these Segments – ‘Philip’ and ‘Kev’, feature in the overall Top 5 Dominant Segments 

within the City.  

WANTING TO PLAY GOLF – THE LATENT FUTURE MARKET 

Segment Derby City Pop. 

20 minute 
Drive Time 

Pop. Nat Pop. Derby City % 
20 minute 

Drive Time % Nat % 

Ben 82 165 25,365 3.1 3.4 4.2 

Jamie 186 244 28,283 7.1 5.0 4.7 

Chloe 12 25 4,082 0.5 0.5 0.7 

Leanne 0 0 0 0.0 0.0 0.0 

Helena 29 56 7,834 1.1 1.1 1.3 

Tim 435 963 135,331 16.6 19.8 22.3 

Alison 26 60 8,174 1.0 1.2 1.3 

Jackie 26 49 5,248 1.0 1.0 0.9 

Kev 369 510 58,380 14.1 10.5 9.6 

Paula 0 0 0 0.0 0.0 0.0 

Philip 582 1,196 137,634 22.3 24.5 22.7 

Elaine 59 125 15,612 2.3 2.6 2.6 

Roger & Joy 244 521 63,162 9.3 10.7 10.4 

Brenda 33 50 5,508 1.3 1.0 0.9 

Terry 235 336 38,324 9.0 6.9 6.3 

Norma 17 22 2,741 0.7 0.5 0.5 

Ralph & Phyllis 67 189 34,105 2.6 3.9 5.6 

Frank 147 258 25,811 5.6 5.3 4.3 

Elsie & Arnold 64 105 11,519 2.4 2.2 1.9 

http://segments.sportengland.org/pdf/penPortrait-11.pdf
http://segments.sportengland.org/pdf/penPortrait-6.pdf
http://segments.sportengland.org/pdf/penPortrait-13.pdf
http://segments.sportengland.org/pdf/penPortrait-9.pdf
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TOTALS 2,613 4,874 607,113    
 

The figures for those likely to want to play golf equate to 43.9% of the numbers that the 

Market Segmentation Tool indicates are already likely to be playing golf within the catchment 

area, and 1.1% of the total adult population within the catchment. The corresponding figures 

for just Derby City are 44.7% and 1.4%. The England averages are 43.7% and 2.9% 

respectively. 

The 5 dominant segments (again shaded Blue), 4 of which also feature in the 5 dominant 

segments already likely to be playing golf in the catchment, represent 72.4% of the total – 

they are: 

• Philip - Comfortable Mid-life Males – 24.5% (48.7% living within Derby City) - Full profile: 
http://segments.sportengland.org/pdf/penPortrait-11.pdf)  

• Tim – Settling Down Males – 19.8% (45.2% living within Derby City) - Full profile: 
http://segments.sportengland.org/pdf/penPortrait-6.pdf)  

• Roger & Joy – Early Retirement Couples – 10.7% (46.8% living within Derby City) - Full 
profile: http://segments.sportengland.org/pdf/penPortrait-13.pdf)  

• Kev – Pub League Team Mates – 10.5% (72.4% living within Derby City) - Full profile: 
http://segments.sportengland.org/pdf/penPortrait-9.pdf) 

• Terry – Local ‘Old Boys’ – 6.9% (69.9% living within Derby City) - Full profile: 
http://segments.sportengland.org/pdf/penPortrait-15.pdf 
 
53.6% of these are likely to be Derby City residents but again, only 2 of the Segments – 

‘Philip’ and ‘Kev’, feature in the overall Top 5 Dominant Segments within the City. 

  

FUTURE MARKETING 

To help maximise possible future numbers using Golf Courses in Derby, any future 

marketing campaigns should benefit from initially focusing on the 6 of 19 Market Segments 

identified above, as they are the most likely to be attracted to use the courses. In that 

context, the examination of the estimated numbers and concentration of these Segments 

within the 20 minute drive time catchment of the City Centre, produces some interesting 

statistics: 

Drive Time 0-2.5 mins 2.5-5 mins 5-10 mins 10-15 mins 15-20 mins DERBY CITY 

Segment No. % No. % No. % No. % No. % No. % 

Philip 169 0.4% 1,766 4.2% 10,960 26.1% 8,799 21.1% 20,014 48.0% 14,704 35.3% 

Tim 258 0.8% 1,365 4.2% 8,061 25.0% 7,817 24.2% 14,804 45.8% 11,402 35.3% 

Kev 323 1.2% 5,155 19.1% 8,469 31.4% 2,499 9.3% 10,565 39.1% 15,076 55.8% 

Roger & Joy 91 0.3% 1,057 3.3% 8,317 26.2% 7,138 22.5% 15,098 47.6% 10,503 33.1% 

Terry 185 1.1% 2,644 15.5% 5,426 31.8% 1,832 10.7% 6,998 41.0% 9,078 53.1% 

http://segments.sportengland.org/pdf/penPortrait-11.pdf
http://segments.sportengland.org/pdf/penPortrait-6.pdf
http://segments.sportengland.org/pdf/penPortrait-13.pdf
http://segments.sportengland.org/pdf/penPortrait-9.pdf
http://segments.sportengland.org/pdf/penPortrait-15.pdf
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Frank 99 0.4% 1,151 5.1% 7,047 31.3% 3,952 17.5% 10,301 45.7% 9,177 40.7% 

TOTALS 1,125 0.7% 13,138 7.6% 48,280 28.0% 32,037 18.6% 77,780 45.1% 69,940 40.5% 

 

The comparatively high percentages of the ‘Kev’ and ‘Terry’ Segments (55.8% and 53.1% 

of their respective totals within the 20 minute drive time) that are City residents, suggest that 

developing an offer to attract them to the City Council facilities could pay dividends, 

increasing roundage and revenue. 

Specific analysis around the two main courses at Allestree and Sinfin also provides the 

following data:   

Allestree Park Golf Course – Population Profiles 

 

3.14 Approximately 66% of the 5k catchment for Allestree Park actually falls within 
neighbouring Districts (i.e. Amber Valley & Erewash), due to the course’s location at 
the extreme northern fringe of the Derby City area. 
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3.15 In terms of the levels of participation within the MSOAs included in the Allestree Park 

5k catchment, compared to Derby City overall, the picture is as follows: 
 

 ALLESTREE DERBY 

10.7% - 17.5% (Low) 27.3% 26.2% 

17.6% - 20.2% (Low – Middle) 12.1% 16.7% 

20.3% - 23.0% (Middle – High) 42.4% 36.9% 

23.1% - 32.9% (High) 18.2% 20.2% 
 

3.16 Therefore, based on the Small Area Estimates modelling, there is a relatively higher 
level of participation within the 5k catchment of Allestree Park, than in Derby City as a 
whole, although all the areas in the low participation Quartile of the 5k catchment are 
actually within the City. 
 
Sinfin Golf Course – Population Profiles 
 

3.17 Data for Sinfin Golf Course (3 x 30 minutes) is presented below: 
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3.18 Approximately 40% of the 5k catchment for Sinfin is actually within South Derbyshire 
District. In terms of the levels of participation within the MSOAs included in the 5k 
catchment, compared to Derby City overall, the picture is as follows: 

 

 SINFIN DERBY 

10.7% - 17.5% (Low) 31.0% 26.2% 

17.6% - 20.2% (Low – Middle) 7.1% 16.7% 

20.3% - 23.0% (Middle – High) 38.1% 36.9% 

23.1% - 32.9% (High) 23.8% 20.2% 
 

3.19 Therefore, based on the Small Area Estimates modelling, there exists a relatively 
higher level of participation within the 5k catchment of Sinfin than in Derby City as a 
whole, although the areas of highest participation are primarily, but not exclusively, 
within South Derbyshire. The areas within the 10.7% - 17.5% (Low) Quartile are much 
higher than the City average. As the map above illustrates, most of the areas in the 
immediate vicinity of the Sinfin Golf Course fall into this low participation category.  
 

3.20 Based on the figures in the Housing Requirements Study, within the 5k catchment 
area of Sinfin, there will be potentially 5,106 dwellings developed within Derby City, 
and a further 6,846 in South Derbyshire by 2028. With an average occupancy of 2.4 
people, this could result in an additional 28,685 people in the Sinfin catchment 
population over the next 15 years. 

 

3.21 Additionally, the proposed development of the Global Technology Cluster area, 
immediately to the south east of the Sinfin Golf Course, and the T12 Link Road from 
Chellaston and the A50 to service this new area, will also make the course more 
visible and accessible to many more people over the next 15 years. When combined 
with the new housing developments, this will provide a sizeable new market to exploit. 
By contrast, new housing development within a 5k radius of Allestree Park Golf Course 
is likely to be extremely limited, as a result of much of the area to the north being 
designated as Green Belt land.  

 
3.22 Key Factors from the Population Profiles are: 

 
➢ The total resident population: obviously, if there are very large numbers of 

people living within the local catchment area, then this is a good thing, as it 
widens the potential customer base. The converse is true for low catchment 
populations.  

 
 
 
 
 
 
 

➢ Dispersion of the resident population: if you look at the maps accompanying 
the profiles, you can form a view as to how well the venue is located in relation to 
the major population clusters within the drive time.  

 

In this respect, Sinfin has potentially excellent local reach, with the 

In this respect, both courses have catchment populations of between 
500,000 and 600,000 people, albeit a good half of these people are non-
residents of Derby - a critical consideration when considering marketing 
and pricing strategies going forward. 
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corporate audiences of Rolls Royce; the University of Derby, together with 
Toyota and Bombardier, providing real opportunities for growth. As Derby 
expands, and attracts more skilled workers and well educated personnel, 
then opportunities are likely to increase at this site. Allestree Park is far 
more limited, and has to become an attractive and well regarded golf 
course to extend its reach.  

 
➢ The age profile of the resident population: this is provided in relation to the 

UK average. You can form views on the population profile, to see how this may 
affect your golf business, which is played, for the most part, by people who are 
‘time rich’, and relatively affluent.  
 

In this respect, the golf offer will need to be tailored to the marketplace 
more precisely, and the concepts of a complimentary 9 / 18-hole / driving 
range offer might be considered with the future in mind, particularly as 
people who are ‘time-poor’ look for different experiences 

 
➢ The ethnic make-up of the resident population: despite some arguably limited 

attempts to change things, golf is still primarily a sport played by white males.   
 

In this regard, if the local population has an above average proportion of 
Black, Asian, and other ethnic groups living within the catchment area, then 
this is likely to reduce the potential golfing customer base, unless there is 
progressive development work in place across the City, and at the courses 
themselves - in itself, a challenge, but also an opportunity for public sector 
investment in the sport 

 
➢ Economic activity of the resident population: higher than average 

employment is a good basis for golf participation. In addition, the social groups 
‘AB’ and ‘C1’ are generally recognised as the most important ones for producing 
golfers. The ‘AB’ group is defined as ‘higher and intermediate managerial / 
administration / professional’ and the ‘C1’ group is defined as ‘supervisory, 
clerical, junior managerial / administrative / professional’. For affordable golf, the 
category ‘C2’ (skilled manual workers) also offers potential.  
 

This makes the existing industry, and future planned growth and 
development in the catchment area around Sinfin of real interest / relevance 

 

4.0    ALLESTREE PARK GOLF COURSE  

4.1 Located in the outer northern suburbs of the City of Derby, Allestree Park Golf Course 

exhibits a 20 minute drive time catchment which extends not just across the whole of 

the City area, but over considerable swathes of the neighbouring authorities of Amber 

Valley (to the North), and Erewash (to the East). To a lesser extent, areas of the 

Derbyshire Dales (to the North West); South Derbyshire (to the South West; South and 

South East) are also included in the 10-15 minutes and 15-20 minutes bands. Thanks 

to the connectivity provided by the A38 dual carriageway, the catchment also has a 

minor impact on East Staffordshire, even though the City does not share a direct 

boundary  with it. 
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Competing Facilities 
  
4.2 Within the 20 minute drive time catchment area, there are a number of other golf  

facilities: 

Within 5-10 minutes drive Within 10-15 minutes drive Within 15-20 minutes drive 

Chevin Golf Club (High End) Brailsford Golf Club Alfreton Golf Club 

Kedleston Park Golf Club 

(High End) 

Derby Golf Centre (DR) Ormonde Fields Golf Club 

Breadsall Priory Golf Club Horsley Lodge Golf Club (High 

End) 

Sinfin Golf Course (DCC) 

 Mickleover Golf Club Craythorne Golf Centre (DR) 

 Morley Hayes Golf Course  

 Pastures Golf Club (9 hole)  

 

➢ The Derby Golf Centre and the Craythorne Golf Centre only offer Driving Range 
facilities (20 bays & 13 bays respectively) 

➢ Chevin Golf Club; Kedleston Park Golf Club, and Horsley Lodge Golf Club are 
relatively exclusive, ‘High End’ Golf Clubs, with expensive Membership and Joining 
fees. 
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➢ Pastures Golf Club is a 9-hole course, and Brailsford Golf Club is a 12-hole course. 
➢ Although within the 15-20 minute drive time band, and therefore theoretically 

competing with Sinfin Golf Course, Allestree Park Golf Course should be considered 
more as a complementary facility, as Season Ticket holders can play either course. 

➢ In terms of Season Ticket costs v Membership Fees at other courses in the 
catchment, Allestree, just like Sinfin, is competitively priced, although not necessarily 
perceived to be good value, because of the condition of the course and ancillary 
facilities. 

➢ In terms of standard Green Fees, Allestree Park is again generally competively 
priced compared to the local market. The only exceptions to this are on courses that 
allow the use of ‘2-Fore-1’ vouchers  to discount their normal Green Fees, which 
would reduce the cost of a round of golf to below the standard Green Fees for 
Allestree Park, although 2 players are obviously required to make the discount 
worthwhile. 

➢ In the context of Allestree Park, the relevant ‘2-Fore-1’ prices (including eVoucher 
costs #) at other competing facilities are: 

 
o Brailsford Golf Club - £10.25 (weekday) - £12.75 (weekend) per player per round 
o Alfreton Golf Club - £11.75 (weekdays only) per player per round  
o Morley Hayes Golf Course - £13.75 (weekdays only) per player per round 
o Ormonde Fields Golf Club - £16.75 (weekdays & weekends) per player per round 

 
A comprehensive competition analysis of other golf facilities in the 20 minute 
drive time catchment is attached as Appendix 1 

 
4.3 To further illustrate the range of choice available to local golfers, extending the drive 

time catchment by just a further 5 minutes (to 25 minutes) brings the following 
additional competing facilities into the equation: 

 
➢ Ashbourne Golf Club 
➢ Broughton Heath Golf Club (Par 3) 
➢ Erewash Valley Golf Club (High End) 
➢ Maywood Golf Club 
➢ Pewit Golf Course (9-hole) 
➢ Selston Golf Course (Par 3) 
➢ Shirland Golf Club 

 

4.4 Although outside the 20 minute drive time catchment of Allestree Park, they could be 
options for golfers who live midway between the respective courses and, as the 
following section illustrates, the golf market for Allestree Park potentially contains a 
high percentage of individuals who live at the outer limits of the 20 minute catchment. 
 

         Allestree Park Market Segmentation Data  

4,5    Within the catchment area, Sport England’s Active Places Power data tells us that the   
estimated numbers of adults (i.e. aged 16+) living in the particular drive time bands are 
as follows – they are classified using the Market Segments employed by Sport 
England and Experian in their Market Segmentation profiles: 

 
SEGMENT MINUTES DRIVE TIME TOTALS 

 0-2.5 2.5-5 5-10 10-15 15-20  
Ben 106 1,378 3,594 9,090 9,558 23,726 
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Jamie 0 174 8,544 15,688 8,676 33,082 

Chloe 106 1,434 3,104 7,732 8,108 20,484 

Leanne 0 148 5,634 12,388 8,090 26,260 

Helena 84 1,270 4,144 8,854 9,214 23,566 

Tim 158 2,382 6,406 16,972 18,180 44,098 

Alison 62 1,098 2,532 8,790 8,676 21,158 

Jackie 4 442 3,716 13,876 14,634 32,672 

Kev 0 188 7,030 18,844 13,302 39,364 

Paula 0 60 4,686 10,150 6,980 21,876 

Philip 104 1,884 6,790 22,050 24,700 55,528 

Elaine 132 1,708 5,130 13,748 15,954 36,672 

Roger & Joy 96 2,152 5,306 16,188 19,864 43,606 

Brenda 0 160 4,934 15,058 14,012 34,164 

Terry 0 104 4,512 10,670 9,644 24,930 

Norma 0 50 2,588 5,880 4,472 12,990 

Ralph & Phyllis 238 2,478 3,102 5,708 6,346 17,872 

Frank 0 752 4,350 11,966 14,318 31,386 

Elsie & Arnold 2 1,404 9,280 22,072 23,820 56,578 

TOTALS 1,092 19,266 95,382 245,724 238,548  
CUMULATIVE 
TOTALS 1,092 20,358 115,740 361,464 600,012  

 
4.6    Therefore, there are currently 73,174 (12.2%) more adults in the Allestree Park 20 

minute drive time catchment than the Sinfin catchment, but these are primarily at the 
extremities of the catchment. However, there is a considerable difference in the 
concentration of population in the respective Drive Time bands for each course: 

 
 

Course 
Within 

0-2.5 mins 

Within 

2.5-5 mins 

Within 

5-10 mins 

Within 

10-15 mins 

Within 

15-20 mins 

Allestree 

Park 
0.2% 3.2% 15.9% 41.0% 39.7% 

Sinfin 0.3% 9.3% 31.1% 33.7% 25.6% 

 
4.7 With just 19.4% of the total catchment population living within 10 minutes drive of  

Allestree Park, versus 40.7% for Sinfin, the scope and nature of any marketing 
campaigns for each course will need to be subtly different. 

 
4.8 From the knowledge base of characteristics exhibited by the respective Market 

Segments, we can produce modelled data on the numbers within the catchment who: 
 

➢ are either currently likely to be playing golf, or 
➢ are likely to want to participate in golf (i.e. the latent future market) 

 
 
 
          Currently Playing Golf– Allestree Park  

4.9  The numbers already likely to be playing golf within the catchment area represents 

1.8% of the adult (16+) population, and indications are that 54.4% of these are Derby 
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City residents as opposed to 57.0% for Sinfin, where there is greater demand in any 

case. 

 

 

 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
4.10  As can be seen from the above chart and table, the Allestree Park golf market is 

dominated by 5 particular segments (shaded in blue), which are the same segments 
dominating the Sinfin golf market, and collectively represent 67.7% of those within the 
catchment currently playing golf: 

Segment 
Catchment 

Pop. 
LA 

Pop. Nat Pop. 
Catchment 

% 
LA 
% 

Nat 
% 

Ben 600 315 97,961 5.6 5.4 7 

Jamie 515 380 57,809 4.8 6.5 4.2 

Chloe 66 33 12,046 0.6 0.6 0.9 

Leanne 47 32 5,237 0.4 0.5 0.4 

Helena 138 75 20,606 1.3 1.3 1.5 

Tim 1,594 801 249,431 14.8 13.7 17.9 

Alison 76 37 11,872 0.7 0.6 0.9 

Jackie 110 58 11,730 1 1 0.8 

Kev 923 630 99,635 8.6 10.8 7.2 

Paula 13 10 1,532 0.1 0.2 0.1 

Philip 2,428 1,222 289,223 22.6 20.9 20.8 

Elaine 350 173 45,907 3.3 3 3.3 

Roger & Joy 1,280 625 161,850 11.9 10.7 11.6 

Brenda 107 65 11,032 1 1.1 0.8 

Terry 589 379 61,888 5.5 6.5 4.4 

Norma 51 36 5,955 0.5 0.6 0.4 

Ralph & 
Phyllis 547 222 112,906 5.1 3.8 8.1 

Frank 1,057 598 104,976 9.8 10.2 7.5 

Elsie & 
Arnold 268 161 29,221 2.5 2.8 2.1 

Total 10,759 5,852 1,390,817    
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➢ Philip - Comfortable Mid-life Males – 22.6% (50.3%come from within Derby 

City) - Full profile: http://segments.sportengland.org/pdf/penPortrait-11.pdf 
➢ Tim – Settling Down Males – 14.8% (50.3% come from within within Derby 

City) - Full profile: http://segments.sportengland.org/pdf/penPortrait-6.pdf 
➢ Roger & Joy – Early Retirement Couples – 11.9% (48.8% come from within 

Derby City) - Full profile: http://segments.sportengland.org/pdf/penPortrait-
13.pdf 

➢ Frank – Twilight Year Gents – 9.8% (56.6% come from within Derby City) - 
Full profile: http://segments.sportengland.org/pdf/penPortrait-18.pdf 

➢ Kev – Pub League Team Mates – 8.6% (68.3% come from within Derby City) 
- Full profile: http://segments.sportengland.org/pdf/penPortrait-9.pdf 

 
Wanting to Play Golf– The Latent Future Market 
 

4.11 The figures for those likely to want to play more golf in the Allestree Park catchment 
equate to 44.1% of the numbers that Market Segmentation indicates are already likely 
to be playing golf within the catchment area, and 0.8% of the total adult population 
within the catchment. It is also interesting to note that only 55.1% of these are Derby 
City residents v 58.0% for Sinfin. 

 

Segment 
Catchment 
Pop. 

LA 
Pop. 

Nat 
Pop. 

Catchment 
% 

LA 
% 

Nat 
% 

Ben 156 82 25,365 3.3 3.1 4.2 

Jamie 252 186 28,283 5.3 7.1 4.7 

Chloe 23 12 4,082 0.5 0.5 0.7 

Leanne 0 0 0 0 0 0 

Helena 53 29 7,834 1.1 1.1 1.3 

Tim 865 435 135,331 18.2 16.6 22.3 

Alison 52 26 8,174 1.1 1 1.3 

Jackie 50 26 5,248 1.1 1 0.9 

Kev 541 369 58,380 11.4 14.1 9.6 

Paula 0 0 0 0 0 0 

Philip 1,156 582 137,634 24.4 22.3 22.7 

Elaine 119 59 15,612 2.5 2.3 2.6 

Roger & Joy 500 244 63,162 10.5 9.3 10.4 

Brenda 54 33 5,508 1.1 1.3 0.9 

Terry 365 235 38,324 7.7 9 6.3 

Norma 24 17 2,741 0.5 0.7 0.5 

Ralph & Phyllis 166 67 34,105 3.5 2.6 5.6 

Frank 260 147 25,811 5.5 5.6 4.3 

Elsie & Arnold 106 64 11,519 2.2 2.4 1.9 

Total 4,742 2,613 607,113    
 

4.12 The 5 dominant segments (again shaded in blue), 4 of which also feature in the 5 
dominant segments already likely to be playing golf in the catchment, represent 72.2% 
of the total – they are: 

 
➢ Philip - Comfortable Mid-life Males – 24.4% (50.3% within Derby City) - Full 

profile: http://segments.sportengland.org/pdf/penPortrait-11.pdf  

http://segments.sportengland.org/pdf/penPortrait-11.pdf
http://segments.sportengland.org/pdf/penPortrait-6.pdf
http://segments.sportengland.org/pdf/penPortrait-13.pdf
http://segments.sportengland.org/pdf/penPortrait-13.pdf
http://segments.sportengland.org/pdf/penPortrait-9.pdf
http://segments.sportengland.org/pdf/penPortrait-11.pdf
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➢ Tim – Settling Down Males – 18.2% (50.3% within Derby City) - Full profile: 
http://segments.sportengland.org/pdf/penPortrait-6.pdf 

➢ Kev – Pub League Team Mates – 11.4% (68.3% within Derby City) - Full 
profile: http://segments.sportengland.org/pdf/penPortrait-9.pdf 

➢ Roger & Joy – Early Retirement Couples – 10.5% (48.8% within Derby 
City) - Full profile: http://segments.sportengland.org/pdf/penPortrait-13.pdf  

➢ Terry – Local ‘Old Boys’ – 7.7% (64.4% within Derby City) - Full profile: 

http://segments.sportengland.org/pdf/penPortrait-15.pdf 
 

The same 5 segments dominate the Sinfin latent future market. 

4.13 To maximise numbers using the Allestree Park and Sinfin Golf Courses, any future 
marketing campaigns will need to focus initially on the 6 of 19 Market Segments 
identified above, who are the most likely to be attracted to use the courses. In that 
context, it is worth examining the numbers and concentration of these Segments within 
the Allestree Park 20 minute drive time catchment, which are as follows: 

 
 

Drive 

Time 

0-2.5 mins 2.5-5 mins 5-10 mins 10-15 mins 15-20 mins 

Segment No. % No. % No. % No. % No. % 

Philip 104 0.2% 1,884 3.4% 6,790 12.2% 22,050 39.7% 24,700 44.5% 

Tim 158 0.4% 2,382 5.4% 6,406 14.5% 16,972 38.5% 18,130 41.1% 

Kev 0 0% 188 0.5% 7,030 17.9% 18,844 47.9% 13,302 33.8% 

Roger & 

Joy 

96 0.2% 2,152 4.9% 5,306 12.2% 16,188 37.1% 19,864 45.6% 

Terry 0 0% 104 0.4% 4,512 18.1% 10,670 42.8% 9,644 38.7% 

Frank 0 0% 752 2.4% 4,350 13.9% 11,966 38.1% 14,318 45.6% 

TOTALS 358 0.1% 7,462 3.1% 34,394 14.4% 96,690 40.5% 99,958 41.8% 

 
4.14 With over 82% of the priority market living further than a 10 minute drive from the 

course, it is evident that any future Marketing Plan for Allestree Park will need to reach 
out well beyond the Derby City boundary in order to reach as many of these priority 
Market Segments as possible. From a very local perspective (i.e. within a 5 minute 
drive time), it may be worthwhile devoting some attention to developing an offer 
attractive to the ‘Philip’; ‘Tim’ and ‘Roger & Joy’ segments. 

 
4.15  At the moment, the Allestree Park Course is a declining force, with roundage down -

around 25,000 to 27,771 per annum, not counting in the full force of the 2012/13 
weather, which led to a huge reduction in numbers to just above 17,000. Roundage 
levels are below industry standards, where 30,000 visits is below average, and are 
consistently behind Sinfin. It is clear that, given the prevailing split in season 
ticket/green fee income (which was 50/50) in 2011/12, that Allestree Park is not pulling 
in high yield ‘pay as you play’ golfers. This is likely to be because of strong local 
competition, poor marketing, and poor course maintenance / presentation, and is 

http://segments.sportengland.org/pdf/penPortrait-6.pdf
http://segments.sportengland.org/pdf/penPortrait-9.pdf
http://segments.sportengland.org/pdf/penPortrait-13.pdf
http://segments.sportengland.org/pdf/penPortrait-15.pdf


Derby City Council 
                                                                               January 2014 
 

30 

Max Associates- Private and Confidential 

seriously impacting on performance. The lack of signage and infrastructure 
(particularly the very poor reception and clubhouse offer), coupled with the outsourcing 
of the bar / catering to the club (potentially quite negative to the casual golfer), impacts 
still further. In essence, the course has shown no growth or improvement in finanacial 
turnover and performance since 2008/9.  

 
4.16  Allestree Park is in a good golf location, set in a country park with great views, and has 

some ‘feature’ holes, which would be attractive to a regular golfer if promoted. At first 
sight, it looks like a golf course, but on closer inspection it fails many of the required 
tests. Signage is poor; the clubhouse welcome is ‘Municipal’ in approach and feel; the 
first tee is away from sight (raising some concerns about access / payment); there are 
no buggies available on a hilly course; there is little evidence of marshalling to help 
speed up play (the course is renowned for slow play); tees are poor in quality; greens / 
bunkers are of average standard, while there are no distance markers for golfers to 
work out club selection - always a telling feature. This is not a course that might attract 
new users, and would struggle to retain existing custom, despite its outward 
appearance and attractive features. It is not at the top of its niche in terms of course 
presentation, as reflected in the ‘Golfshake’ rating score, provided as part of the 
Competitor Analysis attached, and the comments of customers surveyed by the 
Council itself. This is a critical success factor in today’s marketplace, and will mean 
that golfers will go elsewhere. 

 
4.17  Grounds maintenance costs of over £127,000 appear to provide the right number of 

groundstaff, but it is questionable if the team is in the right place at the right time with 
the right skills as things stand. A comprehensive grounds maintenance specification 
woud help to set and raise standards, and also address the need for investment in 
machinery and materials going forward - currently estimated to be over £792,000 
across the next 10 years (noting that leasing costs for standard £300,000 kit and 
equipment provision is around £55,000 per annum).  

 
4.18  The current operation of the food / beverage operation in the Clubhouse is also an 

area to review, if the offer is to be developed to attract Societies and new business. 
The Golf Club on site is small, and probably shrinking, and yet it controls a key aspect 
of the business. The bar facility and kitchen area appears to be high quality, but may 
give the appearance and impression of being exclusive - the last thing that is needed 
on a course of this kind. One option would be to invest in creating a ‘Spike Bar’ and 
single reception point in this area, to improve first impressions and provide a welcome 
to both the 1st and 19th holes!! 

 
4.19  The condition and ongoing maintenance costs of Allestree Hall are major complications 

on this site. What appears to be a defining feature, is in fact an image of the poor 
condition of the course and overall offer. Previous reports to the Council have 
identified a need to spend in the region of £841,000 on the maintenance of the facility, 
which is partly used as an operational building at the present, and this presents a 
major burden to the Council and any future partner as things stand. Spend of £55,000 
has been identified as necessary in the golf area over the last 5 years, although this 
would not address the need to upgrade and improve the current level of service in the 
shop / reception and / or changing areas, which are lacking at the moment. 

 
4.20  Marketing is a key weakness at this site, as is teaching – two key ways to attract new 

custom from existing or would be golfers. The lack of an online presence and 
capability in 2014 severely limits the accessibility that public investment in golf is there 
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to secure. The facility is being ‘out–muscled’ by all of its local competition, despite its 
price advantage and core purpose as a service. 

 
 
5.0    SINFIN GOLF COURSE  

5.1 Located to the south of the City Centre of Derby, Sinfin Golf Course enjoys a 20 

minute drive time catchment which extends not just across the whole of the City area, 

but over a large part of South Derbyshire (to the South East; South and South West); 

parts of Erewash (to the East); Amber Valley (to the north), together with North West 

Leicestershire (to the South East); Derbyshire Dales (to the North West), and East 

Staffordshire (to the South West), even though the latter 3 Districts do not share a 

direct boundary with the City. 

 

 

 

 

 

 

. 

 

 

 

 

 

 

 

 

Competing Facilities  

5.2 Within the catchment area, there are a number of other golf facilities: 

Within 5-10 minutes drive Within 10-15 minutes drive Within 15-20 minutes drive 

Mickleover Golf Club Derby Golf Centre (DR) Allestree Park Golf Course 

(DCC) 

Catchment Area Map Source: Sport England’s Active Places Power Website 
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 Pastures Golf Club (9 hole) Brailsford Golf Club (12 hole) 

  Breadsall Priory Golf Club 

  Breedon Priory Golf Centre 

  Chevin Golf Club (High End) 

  Horsley Lodge Golf Club (High 

End) 

  Kedleston Park Golf Club (High 

End) 

  Maywood Golf Club 

  Morley Hayes Golf Course 

  Craythorne Golf Centre (DR) 

  Trent Lock Golf Centre 

 
➢ The Derby Golf Centre and the Craythorne Golf Centre only offer Driving Range 

 facilities (20 bays & 13 bays respectively) 
➢ Chevin Golf Club; Kedleston Park Golf Club, and Horsley Lodge Golf Club are 

relatively exclusive, ‘high end’ Golf Clubs, with expensive Membership and Joining 
fees. 

➢ Pastures Golf Club is a 9-hole course, and Brailsford Golf Club is a 12-hole course. 
➢ Although within the 15-20 minute drive time band, and therefore theoretically 

competing with Sinfin, Allestree Park Golf Course should be considered more as a 
complementary facility, as Season Ticket holders can play either course. 

➢ In terms of Season Ticket costs v Membership Fees at other courses in the 
catchment, Sinfin is competitively priced. 

➢ In terms of standard Green Fees, Sinfin is again generally competively priced 
compared to the local market. The only exceptions to this are on courses that allow 
the use of ‘2-Fore-1’ vouchers  to discount their normal Green Fees, which would 
reduce the cost of a round of golf to below the standard Green Fees for Sinfin, 
although 2 players are obviously needed to make the discount worthwhile. In context 
of Sinfin, the relevant ‘2-Fore-1’ prices (including eVoucher costs #) at other 
competing facilities are: 

 
 

 
o Brailsford Golf Club - £10.25 (weekday) - £12.75 (weekend) per player per round 
o Trent Lock Golf Centre - £11.25 (weekdays only) per player per round 
o Maywood Golf Club - £11.75 (weekday) - £14.25 (weekend) per player per round 
o Morley Hayes Golf Course - £13.75 (weekdays only) per player per round 

 
5.2 As with Allestree Park earlier, to further illustrate the depth of choice available to local 

golfers, extending the drive time catchment by just a further 5 minutes (to 25 minutes) 
brings the following additional competing facilities into the equation: 

 
➢ Beeston Fields Golf Club (High End) 
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➢ Broughton Heath Golf Club (Par 3) 
➢ Burton-on-Trent Golf Club (High End) 
➢ Charnwood Golf Range (Driving Range) 
➢ Erewash Valley Golf Club (High End) 

 
5.3 Although outside the 20 minute drive time catchment of Sinfin, they could also be 

options for golfers who perhaps live midway between the respective facilities. 
 

5.4 Within the Sinfin catchment area, Sport England’s Active Places Power market 
segmentation data tells us that the estimated numbers of adults (i.e. aged 16+) living in 
the particular drive time bands are as follows – they are classified using the Market 
Segments employed by Sport England and Experian in their Market Segmentation 
profiles: 

 

 

 

5.5 Therefore, there are currently 73,174 (12.2%) fewer adults within the Sinfin 20 minute 
dive time catchment than the Allestree Park catchment. However, there is a 
considerable difference in the concentration of population in the respective Drive Time 
bands for each course: 

 
Course Within 0-2.5 

mins 

Within 2.5-5 

mins 

Within 5-10 

mins 

Within 10-15 

mins 

Within 15-20 

mins 

Allestree 

Park 

0.2% 3.2% 15.9% 41.0% 39.7% 

SEGMENT MINUTES DRIVE TIME TOTALS 

 0-2.5 2.5-5 5-10 10-15 15-20  
Ben 2 868 5,636 7,956 6,630 21,092 

Jamie 108 3,936 16,120 6,374 3,346 29,884 

Chloe 0 462 4,204 7,524 6,516 18,706 

Leanne 32 2,922 11,706 5,370 3,420 23,450 

Helena 0 900 5,838 7,838 6,392 20,968 

Tim 0 1,228 9,518 15,436 13,740 39,922 

Alison 0 420 4,396 7,328 7,196 19,340 

Jackie 6 2,398 8,692 9,128 7,106 27,330 

Kev 364 7,300 14,074 8,444 4,316 34,498 

Paula 452 5,734 7,238 5,140 1,842 20,406 

Philip 8 2,636 12,550 17,512 15,304 48,010 

Elaine 2 1,400 7,814 12,290 10,764 32,270 

Roger & Joy 0 1,308 7,878 14,972 12,562 36,720 

Brenda 226 4,918 10,838 7,788 4,890 28,660 

Terry 200 3,998 8,164 5,920 2,872 21,154 

Norma 130 2,136 4,722 3,010 1,416 11,414 

Ralph & Phyllis 2 150 2,298 7,364 7,256 17,070 

Frank 30 2,082 7,412 10,154 7,212 26,890 

Elsie & Arnold 120 4,292 14,974 17,938 11,730 49,054 

TOTALS 1,682 49,088 164,072 177,486 134,510  
CUMULATIVE 
TOTALS 1,682 50,770 214,842 392,328 526,838  
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Sinfin 0.3% 9.3% 31.1% 33.7% 25.6% 

 

5.6 With 40.7% of the total catchment population living within 10 minutes drive of the 
facility, versus 19.3% for Allestree Park, the scope and nature of any marketing 
campaigns for each course will need to be very different. 
 

5.7 From the knowledge base of known characteristics exhibited by the respective Market 
Segments, we can produce modelled data on the numbers within the catchment who: 

 
➢ are either currently likely to be playing golf, or 
➢ are likely to want to participate in/pay more golf (i.e. the latent future 

market) 
 

                   CURRENTLY PLAYING GOLF – SINFIN 

5.8 The numbers already likely to be playing golf within the catchment area represent 

1.9% of the adult (16+) population, and the model suggests that 57.0% of these are 

Derby City residents v 54.4% for Allestree Park. 

 

 

Segment 
Catchment 

Pop. 
LA 

Pop. Nat Pop. 
Catchment 

% LA % Nat % 

Ben 593 315 97,961 5.8 5.4 7 

Jamie 454 380 57,809 4.4 6.5 4.2 

Chloe 70 33 12,046 0.7 0.6 0.9 

Leanne 41 32 5,237 0.4 0.5 0.4 

Helena 134 75 20,606 1.3 1.3 1.5 

Tim 1,673 801 249,431 16.3 13.7 17.9 

Alison 83 37 11,872 0.8 0.6 0.9 

Jackie 93 58 11,730 0.9 1 0.8 

Kev 799 630 99,635 7.8 10.8 7.2 

Paula 12 10 1,532 0.1 0.2 0.1 

Philip 2,276 1,222 289,223 22.2 20.9 20.8 
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Elaine 342 173 45,907 3.3 3 3.3 

Roger & Joy 1,244 625 161,850 12.1 10.7 11.6 

Brenda 89 65 11,032 0.9 1.1 0.8 

Terry 493 379 61,888 4.8 6.5 4.4 

Norma 44 36 5,955 0.4 0.6 0.4 

Ralph & 
Phyllis 619 222 112,906 6 3.8 8.1 

Frank 959 598 104,976 9.3 10.2 7.5 

Elsie & Arnold 247 161 29,221 2.4 2.8 2.1 

Total 10,265 5,852 1,390,817    
 

5.9 As can be seen from the above chart and table, the Sinfin golf market is dominated by 
5 particular segments (shaded in blue), which are the same segments dominating the 
Allestree Park golf market, and collectively represent 67.7% of those within the 
catchment currently playing golf: 

 
➢ Philip - Comfortable Mid-life Males – 22.2% (53.7% within Derby City) - Full 

profile: http://segments.sportengland.org/pdf/penPortrait-11.pdf)  
➢ Tim – Settling Down Males – 16.3% (47.9% within Derby City) - Full profile: 

http://segments.sportengland.org/pdf/penPortrait-6.pdf)  
➢ Roger & Joy – Early Retirement Couples – 12.1% (50.2% within Derby City) - 

Full profile: http://segments.sportengland.org/pdf/penPortrait-13.pdf)  
➢ Frank – Twilight Year Gents – 9.3% (62.4% within Derby City) - Full profile: 

http://segments.sportengland.org/pdf/penPortrait-18.pdf 
➢ Kev – Pub League Team Mates – 7.8% (78.8% within Derby City) - Full profile: 

http://segments.sportengland.org/pdf/penPortrait-9.pdf) 
 

     Wanting to Play Golf– The Latent Future Market  
 

5.10 The figures for those likely to want to play more golf equate to 43.9% of the numbers 
that the Market Segmentation Tool indicates are already likely to be playing golf within 
the catchment area, and 0.9% of the total adult population within the catchment. It is 
also interesting to note that 58.0% of these are likely to be Derby City residents v 
55.1% for Allestree Park. 

 

 

http://segments.sportengland.org/pdf/penPortrait-11.pdf
http://segments.sportengland.org/pdf/penPortrait-6.pdf
http://segments.sportengland.org/pdf/penPortrait-13.pdf
http://segments.sportengland.org/pdf/penPortrait-9.pdf
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Segment 
Catchment 

Pop. 
LA 

Pop. 
Nat 

Pop. 
Catchment 

% LA % Nat % 

Ben 154 82 25,365 3.4 3.1 4.2 

Jamie 222 186 28,283 4.9 7.1 4.7 

Chloe 24 12 4,082 0.5 0.5 0.7 

Leanne 0 0 0 0.0 0.0 0.0 

Helena 51 29 7,834 1.1 1.1 1.3 

Tim 908 435 135,331 20.2 16.6 22.3 

Alison 57 26 8,174 1.3 1.0 1.3 

Jackie 42 26 5,248 0.9 1.0 0.9 

Kev 468 369 58,380 10.4 14.1 9.6 

Paula 0 0 0 0.0 0.0 0.0 

Philip 1,083 582 137,634 24.0 22.3 22.7 

Elaine 117 59 15,612 2.6 2.3 2.6 

Roger & Joy 486 244 63,162 10.8 9.3 10.4 

Brenda 45 33 5,508 1.0 1.3 0.9 

Terry 305 235 38,324 6.8 9.0 6.3 

Norma 21 17 2,741 0.5 0.7 0.5 

Ralph & 
Phyllis 187 67 34,105 4.2 2.6 5.6 

Frank 236 147 25,811 5.2 5.6 4.3 

Elsie & Arnold 98 64 11,519 2.2 2.4 1.9 

Total 4,504 2,613 607,113    
 

5.11 The 5 dominant segments (again shaded in blue), 4 of which also feature in the 5 
dominant segments already likely to be playing golf in the catchment, represent 72.2% 
of the total – they are: 

 
➢ Philip - Comfortable Mid-life Males – 24.0% (53.7% within Derby City) - Full 

profile: http://segments.sportengland.org/pdf/penPortrait-11.pdf)  
➢ Tim – Settling Down Males – 20.2% (47.9% within Derby City) - Full profile: 

http://segments.sportengland.org/pdf/penPortrait-6.pdf)  
➢ Roger & Joy – Early Retirement Couples – 10.8% (50.2% within Derby City) - 

Full profile: http://segments.sportengland.org/pdf/penPortrait-13.pdf)  
➢ Kev – Pub League Team Mates – 10.4% (78.8% within Derby City) - Full profile: 

http://segments.sportengland.org/pdf/penPortrait-9.pdf) 
➢ Terry – Local ‘Old Boys’ – 6.8% (77.0% within Derby City) - Full profile: 

http://segments.sportengland.org/pdf/penPortrait-15.pdf 
 

5.12 The same 5 segments dominate the Allestree Park latent future market. To maximise 
numbers using the Sinfin and Allestree Park Golf Courses, any future marketing 
campaigns will need to focus initially on the 6 of 19 Market Segments identified above, 
who are the most likely to be attracted to use the courses. In that context, it is worth 
examining the numbers and concentration of these Segments within the Sinfin 20 
minute drive time catchment, which are as follows: 

 
Drive 

Time 

0-2.5 mins 2.5-5 mins 5-10 mins 10-15 mins 15-20 mins 

Segment No. % No. % No. % No. % No. % 

Philip 8 <0.1% 2,636 5.5% 12,550 26.1% 17,512 36.5% 15,304 31.9% 

http://segments.sportengland.org/pdf/penPortrait-11.pdf
http://segments.sportengland.org/pdf/penPortrait-6.pdf
http://segments.sportengland.org/pdf/penPortrait-13.pdf
http://segments.sportengland.org/pdf/penPortrait-9.pdf
http://segments.sportengland.org/pdf/penPortrait-15.pdf
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Tim 0 0% 1,228 3.1% 9,518 23.8% 15,436 38.7% 13,740 34.4% 

Kev 364 1.1% 7,300 21.2

% 

14,074 40.8% 8,444 24.5% 4,316 12.5% 

Roger & 

Joy 

0 0% 1,308 3.6% 7,878 21.5% 14,972 40.8% 12,562 34.2% 

Terry 200 0.9% 3,998 18.9

% 

8,164 38.6% 5,920 28.0% 2,872 13.6% 

Frank 30 0.1% 2,082 7.7% 7,412 27.6% 10,154 37.8% 7,212 26.8% 

TOTALS 602 0.3% 18,552 9.0% 59,596 28.8% 72,438 35.0% 56,006 27.0% 

 

5.13 Although catchment areas overlap in part, this analysis indicates that the future 
Marketing Plan for Sinfin will need to be quite different in its focus to that for Allestree 
Park, as the numbers of individuals from within the priority Market Segments are 
generally concentrated much closer to the course than for Allestree Park – 38.1% of 
the target market live with 10 minutes’ drive time of the course v just 17.5% for 
Allestree Park. Particular attention should be given to developing an offer for the ‘Kev’ 
and ‘Terry’ segments, which potentially have 22.3% and 19.8% of their respective 
totals within a 5 minute drive time of the course, and 63.1% and 58.4% respectively 
within a 10 minute drive time.  

 
5.14 Sinfin’s current performance is stronger than Allestree Park, attracting over 32,000 

rounds in both 2010/11 and 2011/12, despite the lack of marketing.This reflects its 
location, and the lack of immediate direct competition. It is also evident that, based on 
the figures provided (to June 2013), the Course was recovering more quickly than 
Allestree Park in terms of roundage / throughput. 

 

5.15 Areas to review are the low level of yield together with the preponderance of season 
ticket use. Green fee income, as opposed to season ticket use, was as low at 44/56% 
in 2011/12, which could create a perceived lack of access for casual players and a 
lack of management / programing around peak tee times. In this context the promotion 
of 5 day memberships as opposed to 7 day packages; the control of Club access to 
pre-booked tee times particularly at weekends and pricing/marketing of peak slots are 
all areas to address in order to increae yield per round and throughput at this site. 

 

5.16 Another concern is the recent decision to reduce grounds maintenance staff numbers 
(but not necessarily costs) at Sinfin, despite its relative popularity and appeal - this 
could be a very short-sighted decision, given the current condition of the course, which 
appeared to be better than Allestree Park in most key areas. A team of 4 FTE working 
across a 7 day week, and possibly augmented by seasonal cover in the summer, is the 
yardstick for a facility of this kind. A review of grounds maintenance operation and 
organisation is called for at this course in order to improve value for money and 
improve the Golfshake score reported in the Competitor Analysis attached. 

 

5.17 Investment in the Clubhouse and Reception, through Section 106 funding, is a positive 
development at Sinfin, and has clearly improved the offer and welcome for the 
customer. It also provides the opportunity to look again at developing a more sales led 
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approach; to think about the development of a teaching programme at this site, and to 
a review of the catering offer on site with the Club, so that it attracts custom, meets 
customer demands and expectations in order to deliver a better financial return for the 
Council. 

 

5.18 The adjoining land at Cottons Farm appears to present a real opportunity for 
development, and possible expansion of the site. While the existing building presents 
problems with maintenance and development for alternative use, the land itself 
provides the opportunity to develop a driving range on site (as had been muted by 
contractors in the past). This should be explored, despite the presence of local 
competition, to provide a linked range and course offer, to boost trade and provide new 
development options around both teaching and retail. The option of landfill might 
usefully be explored on this site, to assess its potential to cover some of the 
development costs should this option be pursued. 

 

5.19 The course could be reconfigured to provide a 9 or 18 hole option, with a driving range 
attached, which could be located near the existing Clubhouse to provide real 
economies of scale. The approach might depend on the Council’s views on the wider 
golf offer across the City, taking into account Markeaton and Allestree Park, but the 
fact remains that Sinfin is the most popular of the 3 sites, and the one most capable of 
growth / development, based on market analysis and location. Although not as 
interesting a course as Allestree Park, it is potentially the proximity of Rolls Royce, 
alongside plenty of ‘chimney pots’ that provides a real USP. 

 

5.20 Marketing is a real issue at this site, to generate new demand and fill off-peak use. 
This has to be linked to a new partnership agreement with the Club around tee times 
and the catering offer perhaps, while a wholesale review of the Season Ticket offer 
(focusing on promoting 5-day packages), to release space and time over the peak 
weekend period, should pay dividends. 
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6.0 GOLF SERVICES PROVIDED BY DERBY CITY COUNCIL 

6.1  Current Operation 

 

6.1.1 The City Council has control over many of the aspects that affect financial trading 
performance; venue presentation; pricing; marketing; staffing; cost controls, and 
quality controls. By using Golf Industry KPIs as a yardstick, the City Council should 
be able to develop an overview as to how well local venues are performing. In 
preparing this report, we have relied upon information provided by the City Council, 
with particular relevance to the 6 years of income performance provided, and the 
analysis of local golf competitors attached. 
 

6.1.2 It should be stressed that, despite some of the issues related below and the greater 
prevalence of more open access at traditional member and proprietor owned clubs, 
the courses at Allestree Park and Sinfin are the only two fully accessible public ‘pay 
and play’ courses in Derby City and surrounding areas, attracting the 60,000 rounds 
over the two courses in 2011/12 (the breakdown for last 3 years is attached as 
Appendix 2). This information clearly shows that Sinfin is the more popular facility, 
with more rounds being played there by a greater proportion of Derby City residents, 
albeit with heavy use by lower yield Season Ticket holders / Club players. 
 

6.1.3 Both courses are in good locations, as far as access and catchment are concerned. 
Allestree Park is in a particularly good setting in the middle of a nature reserve and 
rolling Derbyshire landscape. It has an attractive position and real character, 
although it is a hilly course that currently operates without buggy provision. Both 
courses suffer from poor to average standards of grounds maintenance and 
presentation. Although costs remain high at approximately £127,000 at each course 
(a total spend of £255,000 per annum), this appears to represent poor value 
comparatively, given low levels of staffing and the overall condition of both courses. 
This is an immediate area to resolve internally with the existing providers of the 
service. 
 

6.1.4 Both courses, as they are currently configured, require 4 FTE staff over a 7 day 
service with good quality supervision, and summer casual hours provided, to cover 
the peak season. The responses to the internal customer survey, and the online 
rating, provided as part of the competition analysis, indicate quite clearly that both 
Allestree Park and Sinfin sit well below the performance levels required of the top of 
its sector. Tees, greens and bunkers are in relatively poor condition, and there needs 
to be a concerted effort to stay off winter greens and tees to attract business off 
season. There are no yardage markers, and signage generally is poor on and off the 
course.  Course maintenance costs appear to be split evenly across the two sites, 
which appears odd, given staffing levels of 3 FTE at Allestree Park, and presently 
only 2 FTE at Sinfin, both of which fall below industry benchmarks of best practice 
which is 4-5 FTE per 18 holes. 
 

6.1.5 Given the average condition of the courses, it does not appear that spending is high 
in areas such as fertilizer; fungicide; top-dressing; bunker sand; grass seed, or weed 
and pest control (although these are expensive, but essential costs in maintaining a 
marketable golf course). It appears that the cost of labour is very high across a 7 day 
operation (particularly at weekends), and in the absence of a formal specification or 
breakdown of trading accounts, this needs to be an area for immediate review, both 
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in terms of value for money; organisation / management arrangements; performance 
requirements, and levels of competence. The golf course is the product that sells. 
 

6.1.6 When this lack of quality is linked directly to the relative ‘poverty’ of Clubhouse; golf 
shop and buggy provision at Allestree Park (exacerbated by the current operating 
arrangements with the Club, and the wider problems presented by the listed 
building), it is not surprising that levels of demand and market share are in decline at 
this course. The impact of poor grounds maintenance, lack of flexible pricing, and the 
lack of pro-active marketing (to counter word of mouth, which is hugely important in 
golf), could create a real spiral of decline unless changes are made to management 
and maintenance on site; the organisation of marketing to attract ‘pay and play’ and 
Society bookings; the provision of food and beverage / ‘Spike Bar’ on a 7 days a 
week basis, together with the management and marshalling of the course, to collect 
green fees and speed up play. 
 

6.1.7 At Sinfin, the situation is slightly better, although as stated reductions in staffing 
levels to undertake grounds maintenance are a concern, given that this is the busier 
course. Inevitably, this will impact on course quality- the most critical factor in selling 
a course / golf experience. However, the re-organisation of the shop and food / 
beverage offer looks to be a step in the right direction. Based upon the figures 
provided, it appears that Sinfin is recovering most of the ground lost in the difficult 
year of 2012, although yield and income levels remain low, when compared to 
industry standards. 
 

6.1.8 Annual Revenue from Green Fees; Subscriptions and Season Tickets are the two 
most important factors for maximising EBITDA in a golf business. ‘EBITDA’ is an 
acronym for ‘Earnings Before Interest, Tax, Depreciation and Amortisation’, and is a 
more specific definition of ‘Net operating profit’. Without good turnover in these areas, 
it is impossible to achieve good EBITDA figures. While it would appear important to 
review current grounds maintenance costs at both courses, broadly speaking, the 
annual cost for maintaining the golf element (wages; materials; fuel; water; 
machinery) is fixed, and so once this annual fixed cost is covered, in terms of 
achieved golf course revenue, any excess revenue feeds directly to ‘bottom line’ 
profit. This area is therefore highly leveraged in terms of profitability, once fixed 
running costs are covered.  
 

6.1.9 For example, increasing annual golf revenue by £30,000 will virtually increase annual 
EBITDA by £30,000 too. This is a huge contrast to golf retail and food & beverage 
sales, where a similar increase in headline revenue will have a much smaller impact 
on increasing EBITDA, because of the associated cost of sales in buying retail stock 
and food & beverage consumables (and possibly higher required wage costs to 
achieve such sales). For ‘normal’ golf venues the 80/20 principle applies, in that 
figuratively speaking, 80% of one’s profit and 20% of the ‘difficulty’ comes from golf 
revenue (i.e. outside the Clubhouse), whereas 20% of the profit and 80% of the 
‘difficulty’ comes from inside the Clubhouse (i.e. from golf retail and food & 
beverage). This does not m,ean that golf retail and food & beverage are not 
important functions, because they are. It is vital to have a good overall operation to 
give excellent customer service and satisfaction, which is so important for securing a 
good reputation and getting customers to visit regularly to play golf. This is currently 
a big problem area at Allestree Park. The key point is never to lose focus on 
maximising annual golf revenue, and to try very hard not to dilute this focus, by 
spending a disproportionately large amounts of time and effort in looking to improve 
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Clubhouse profitability at Allestree Park for example, which has a much lower impact 
on overall profitability. 
 

6.1.10 Despite good locations, and what appears to be a clear niche in the golf market in the 
area, it appears that the City Council is performing very poorly on revenue generation 
against standard industry benchmarks. This could be improved by outsourcing to a 
social enterprise, which could generate VAT / NNDR benefits immediately, but in 
essence, this may have more to do with introducing a business model that addresses 
poor marketing; poor maintenance/presentation, the pricing of Season Tickets, and 
off-peak and peak tee times; programming at Sinfin in particular, and rectifying a poor 
reputation to win back market share. A golf facility’s website is the cheapest way to 
bring a course to the attention of the market, and good photographs of what is 
otherwise an intangible product, are a quick win to attract customers. Online booking 
is the most efficient way of adjusting the price to drive demand into gaps in the 
booking system, and to improve the utilisation of off-peak times. An online booking 
system also enables the capture of vital customer contact details for future 
promotional use. In both these areas, the current operation is seriously lacking, when 
compared to industry best practice and local competition. 
 

6.1.11 A significantly improved online presence would increase the potential throughput and 
tee time yield, by reaching out beyond City Council boundaries. However, the quality 
of the course and playing surfaces still need to be enhanced, to increase customer 
satisfaction, and perceived value for money, if repeat business and positive ‘word of 
mouth’ referral are to be achieved. Therefore, expenditure on course presentation 
and maintenance is an essential operating cost. Cutting costs in this area is likely to 
lead to an unmarketable product and ultimately, business failure, unless a decision is 
taken to say introduce a 9 hole / driving range offer at Sinfin, to reduce overhead 
costs, generate a major new income line and push regular 18 hole golfers to 
Allestree Park. 
 

6.1.12 In addition to the capacity issue above, demand for prime time golf far outstrips the 
demand for off-peak golf, and managing this mix is the key to maximising yield. The 
tools available to manage yield include the advance booking window; differential 
pricing; review of Club access arrangements, tee time spacing and use, and 
sometimes the format of play. 
 

6.1.13 As with all service industries, a lost booking window is lost forever, and cannot be 
returned to stock. Therefore, filling available space well ahead of time, in a pre-paid, 
high yield format, is the key to maximising income from golf, and as income from golf 
is the primary income and primary profit generator, a high level of focus will need to 
be applied to this area. The ideal sales mix between pre-paid membership (Season 
Ticket) sales, and ‘pay & play’ golf will be different in different locations, and subject 
to variances in local competition. However, the average member of a ‘pay & play’ 
facility invariably pays significantly less per round than the visiting golfer. Therefore, if 
a facility has the catchment and demand for ‘pay & play’ golf, the greater the ratio of 
‘pay & play’ to Season Ticket golfers, the greater the return. These are the areas for 
the City Council to address internally and possibly with a contractor in the short and 
medium terms.  
 

6.1.14 Current financial performance is relatively poor, given low levels of income generated 
against the fixed costs of managing and maintaining golf courses. An operating loss 
of £78,000 has been quoted in 2012/13, as opposed to a small operating surplus of 
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£31,500 in the previous year, which is put down to the weather, but in the last 6 years 
there is clear evidence of a service that operates on a day to day basis without much 
in the way of strategic joined-up management, marketing, maintenance planning, and 
precious little investment or service development. There needs to be a change of 
direction if the position is not to worsen, given the current state of the golf 
marketplace.  

 
6.2 Future Levels of Provision in Derby 

 

6.2.1 PPG (Planning Policy Guidance) Note 17, issued in 2002, advocated that standards 
of provision should be set locally, rather than nationally, due to the huge variations in 
local circumstances. So, there are no standards set for levels of golf provision across 
the country at the current time, and it is for Derby City to agree standards of provision 
as part of its strategic planning work. Previously, informal benchmarks of one course 
per 100,000 population may have been used, but this has no formal standing with 
agencies such as Sport England. In a 2008 publication ‘The Science of Golf’ by John 
Wesson, it was indicated that the number of Golf Courses per 100,000 population in 
England in 2005 was approximately 4, compared to 5 in America, and 9.5 in Scotland 
at that time. The England ratio had risen by approximately one third (from 3) in the 15 
years from 1990, courtesy of the golf boom.  
 

6.2.2 Comparisons can  be made with the adjoining local authorities of Amber Valley (0.67 
holes per 1,000 population); Erewash (1.19 holes per 1,000 population), and South 
Derbyshire (0.46 holes per 1,000 population).Taking a wider perspective also 
provides a comparison with the corresponding local authorities identified by the 
National Statistics 2001 Area Classification for local authorities. The five local 
authorities which are considered to be ‘very similar’ to the City of Derby are Bolton; 
Preston; Walsall; Kirklees and Sheffield. All these local authorities have a higher level 
of golf provision than the City of Derby. Finally, a comparison can be made with the 
other two large cities in the East Midlands. The level of provision in both Nottingham 
and Leicester is much closer to, if marginally greater than, the level of provision in the 
City of Derby. 

Local Authority Population1 No. Holes Holes per 1000 

National  54,068,352 36373 0.67 

East Midlands 4,620,650 3324 0.72 

Derby 254,569 54 0.21 

Amber Valley 123961 83 0.67 

Erewash 112,994 135 1.19 

South Derbyshire 97,499 45 0.46 

Bolton 281,493 288 1.02 

Preston 141,552 72 0.51 

Walsall 271,895 126 0.46 

Kirklees 428,487 198 0.46 

 
1 Interim 2011-based Subnational Population Projections for 2013, ONS. 
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Sheffield 561,224 189 0.34 

Nottingham 310,877 72 0.23 

Leicester 332,781 81 0.24 

 
6.2.3 Within what is a discretionary service, the main rationale for providing ‘Municipal’ golf 

has traditionally been to promote easy ‘pay and play’ access to the game, while 
maximising the land asset for the benefit of local people and sports participants. 
However, as has been referenced above, the landscape is changing with private and 
public sectors coming together more in terms of price; access, and the need to make 
a return on investment. Taking into account pricing and membership offers in the 
locality, the analysis of nearby courses would appear to indicate that the main ‘Pay & 
Play’ competition with the golf courses operated by Derby City Council are as follows, 
whilst remembering that only 30% of golfers are members of a Club (and this is 
declining), and any current or future growth in the sport is in the casual pay as you go 
market place. 
 

6.2.4 For golfers living to the East/West of Allestree Park, all of the following 3 options are 
likely to be attractive/competitive:  
 

 
➢ Morley Hayes Golf Course – 14 mins drive time – a round of golf with a 

2-Fore-1 voucher is just £13.75 (weekdays only). Also offers both 9 & 18 

hole courses. Membership rates are unknown.  

➢ Maywood Golf Club – 20 mins drive time - a round of golf with a 2-Fore-1 

voucher is just £11.75 (weekdays) - £14.25 (weekends). Full Membership 

rates are £595 

➢ Pewit Golf Course (9 hole) – 22 mins drive time – although slightly 

outside the 20 minute drive time, and  a 9 hole course, you can play 18 

holes on a Pay & Play basis for just £9.85, plus the cost of a full access 

Season Ticket is 50% of Allestree Park.  

➢ Brailsford Golf Club (12 hole) – 15 mins drive time – although just a 12 

hole course, a full 18 hole round of golf, with a 2-Fore-1 voucher, is just 

£10.25 (weekdays) - £12.75 (weekends). Full membership is £510 per 

annum. 

 

6.2.5 For golfers living to the East/West of Sinfin, all of the following 4 options are likely to 

be the most attractive: 

➢ Morley Hayes Golf Course – 20 mins drive time – a round of golf with a 

2-Fore-1 voucher is just £13.75 (weekdays only). Also offers both 9 & 18 

hole courses  

➢ Maywood Golf Club – 20 mins drive time - a round of golf with a 2-Fore-1 

voucher is just £11.75 (weekdays) - £14.25 (weekends) 

o Trent Lock Golf Centre – 20 mins drive time - a round of golf with a 2-

Fore-1 voucher is just £11.25 (weekdays only). Also offers both 9 & 18 

hole courses + a Driving Range, and the recently added ‘Pirates Landing’ 

Adventure Golf for children / families. Membership at this course is £649. 
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➢ Brailsford Golf Club (12 hole) – 18 mins drive time - although just a 12 

hole course, a full 18 hole round of golf, with a 2-Fore-1 voucher, is just 

£10.25 (weekdays) - £12.75 (weekends) 

 

6.2.6 Given the market reach of the two facilities within and beyond the City Council 

boundaries, and golf’s 20 minute drivetime circles, this does not appear to be 

excessively significant competition for the Council’s sites, as all the other courses will 

have some access restrictions, in terms of times to play or joining fees for example, 

to protect their own membership benefits / levels. However, these courses are all of 

better quality according to the ‘Golfshake.com’ data provided in the competitor 

analysis. This remains a key issue. Notwithstanding this advantage, all will be 

marketing aggressively to their entire market catchment (unlike the City Council, 

where golf provision appears to be a well kept secret at times). Nevertheless, given 

this analysis, it is clear a significant reduction in Council provision is likely to impact 

on the local supply side for both Derby residents and outlying players. 

 

6.2.7 In this context, and given the market reach and condition of the existing facilities, we 

believe there are several options open to the City Council. This is predicated on the 

recognition that the status quo is not a viable, efficient, or entirely logical position to 

continue with, for the reasons outlined in this report. 

 

6.2.8 The Council has conducted an options appraisal as recently as November 2012, and 

has undertaken ‘soft’ market testing, as reported in August 2013. In that context, the 

following options are put forward for consideration, on the clear basis that 

maintaining the “status quo” is not an option that can be recommended. 

6.3 RECOMMENDED OPTIONS  

Option 1  Re-organisation  

 

6.3.1 Integrate the management approach to the operation across the 2 sites, joining up 

and taking in-house the key functions of grounds maintenance; professional services; 

food and beverage, and marketing / sales, to raise the quality of the product, control 

costs and generate additional direct and secondary income lines. The sites should 

aim to deliver between 30,000 and 35,000 rounds per annum each, given market 

size, while a review of pricing to increase yield; a significant improvement in course 

quality through better management / organisation, and a radical approach to online 

marketing, use of social media / website and wider sports development conduits 

could produce significant impacts. 

 

6.3.2 The main concern is the level of investment needed in grounds maintenance 

machinery generally, and in the infrastructure at Allestree Park, to make this a 

destination site for Societies and groups. Providing two 18 hole courses that really do 

not complement each other is also an area to review. The ability and freedoms 

needed to market extensively must also be a point to consider, given the City 

Council’s internal focus, so external expertise / specialism will still be needed. 
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Option 2 Service Consolidation 

 

6.3.3  Previously, the Council has taken the view that closing one of the sites is not a 

viable option, because of the loss of income that would result. However, if alternative 

uses for a site can be found, and there there is a need to save money and target 

resources for the long term, given continuing issues internally with capital investment 

and the fundamental rationale for further involvement in golf, then an option exists, 

with or without a specialist provider, which involves: 

➢ Focusing resources on Sinfin, which has the better potential local market position; 
stronger local reach into Derby, and an improved infrastructure (apart from the car 
parking / poor welcome). 

➢ Creating a high quality 9 hole offer (with separate tees for 9 / 18 hole rounds, and 
specific provision for women / juniors for example), together with a driving range / 
teaching area, to differentiate the offer, and develop the potential of the course. 

➢ Conducting a detailed feasibility study into whether a driving range could be 
developed alongside the existing 18 hole course on adjoining, currently disused, 
land, and whether a retail outlet would be interested in being part of a Golf Centre 
development. This Golf Centre approach would be a preferred option, to make the 
most of this site, and develop an attractive “golf offer”. 

 
6.3.4 This would require strategic, pro-active business and marketing planning, to retain 

and transfer current usage across two sites into one site. This would have to involve 
providing a wider range of visitor attractions to reach out to new players; casual users 
of Allestree Park and time-limited / lifestyle players to replace some of the regular 18 
hole Club / Season Ticket holders who would be displaced by such a move. There 
would need to be a fundamental review of existing operating arrangements with the 
Club, on and off the course, to drive direct and indirect income lines. Quality would 
have to be the watchword, otherwise the facility will be unmarketable, so the course 
must lose its ‘Municipal’ tag, and any association with ‘cheap and cheerful’, to attract 
golfers and new custom. Alternative uses would need to be found for the land at 
Allestree Park.  

 
Option 3 Service Development 

 

6.3.5 Building on the ‘soft’ market testing to date, and by working in partnership with a 
contractor and or specialist provider, the City Council could continue to look to invest 
and reconfigure a complementary golf offer across its three facilities to create: 
 
➢ A “front of house” golf presence in Markeaton Park, featuring an ‘Adventure Golf’ 

experience, which can be used to market the other facilities, and the wider ‘offer’. 
➢ A good quality 9 hole facility and new driving range at Sinfin, with its potential 

catchment to service existing users, and create a significant new income line. Link 
with new Golf Academy, to promote learning and coaching. Reduce fixed 
maintenance costs, whilst maximising the potential of the food and beverage / 
retail / teaching offer at the same time. 

➢ Developing a higher quality 18 hole offer at Allestree Park, by improving the 
course quality; reviewing pricing; introducing buggies; introducing marshalling, 
and taking over the Clubhouse area currently run by the Club. In this way, it might 
be expected that some regular Sinfin Season Ticket holders would use Allestree 
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Park more regularly, and the course would also become a destination site for 
Societies and groups. It has to be acknowledged however that the complications 
presented by the need for both long-term maintenance, and / or investment in 
Allestree Hall may mitigate against this option, unless a joint venture could be 
established to diversify use of the site and building. 

   
6.3.6 This would require a long term vision and business plan for Golf in the City, linked to 

sourcing the best investment options (possibly including landfill; Section 106 funding / 
planning gain, or partial housing developments). It would also require external 
funding, and innovation from a partner linked to a long-term lease and / or profit 
share agreement, given the need to raise standards and investment to generate new 
income lines. It should be noted that 5 out of 6 organisations approached as part of 
the ‘soft’ market testing were interested in managing the 3 locations, so the 
commercial value of this approach needs to be carefully considered. 

           

7.0 CONCLUSIONS 

7.1 The income and usage figures provided and attached as Appendix 2 both clearly 
indicate that the courses are not currently meeting their potential occupancy, and 
action needs to be taken to improve the throughput and yield from these facilities as a 
matter of priority. Key priorities to be addressed, in order to improve performance with 
a specialist provider, or in advance of any decision to outsource, should include: 

 
➢ Improving the condition of both courses, particularly greens; tees; bunkers and 

fairways - in that order. This is the core product. In this context, review the 
organisation / management / cost and specification of the grounds maintenance 
work. 

➢ Radically re-organise marketing, to promote accessibility and reach across into 
catchments areas (i.e. across local authority boundaries), and to reach target market 
segments as identified, in order to improve throughput / utilisation. 

➢ Review pricing and the ‘pay and play’ / 5 and 7-day Season Ticket mix, in order to 
increase yield per round. Link this to income collection, and marshalling 
arrangements. 

➢ Renegotiate operating arrangements with resident Clubs at both sites around tee 
times; benefits and food / beverage operation. 

➢ Invest in the golf shop / ‘Spike Bar’ at Allestree Park, to promote secondary income 
and attract Societies. 

➢ Invest in buggy provision at the hilly and slow moving Allestree Park course. 
➢ Conduct a feasibility study into building a driving range at Sinfin, linked to a well laid 

out 9-hole course there on existing land OR retain the 18-hole offer, and explore a 
range development, using the adjoining disused land at Cottons Farm. Link to 
possible landfill funding for such a development, with the establishment of a Golf 
Academy; and joint marketing with the family facilities at Markeaton Park, and the 
18-hole golf experience at Allestree Park, to create a golf ‘pathway’  and an 
integrated complimentary offer in the City. 
 

7.2 Season Ticket rates should be carefully reviewed, and compared to the local 
competition. The City Council have recently reviewed pricing across the golf service, 
and should move away from concentrating on the selling and promotion of low yield 
membership packages across sites, using the traditional ‘fitness’ model. Whilst a 
balance has to be struck between weather proofing the service and yield, this should 
be done by carefully marketing high value 5-day memberships; developing premium 7-
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day packages, in balance with ‘pay and play’ prices that are attractive. This might 
possibly involve returning to offering discounts for Derby residents. Once the quality of 
the courses has been improved, and easy access to facilities facilitated, through a pro-
active marketing strategy designed to win new business and growing market share, 
then a review of pricing should be based on: 

 
✓ Value for Money 
✓ Linking Price to Product Quality 
✓ Promoting Pay and Play through social media and the website, to increase yield 
✓ Reviewing Weekend / Peak prices to increase yield 
✓ Reviewing Club bookings and tee time arrangements, in case these are at premium   

times, to increase yield and widen access 
✓ Local competitor charges and practices 
✓ Linked promotions, and development of opportunities across the courses, moving 

beyond the single day ticket, which is currently not utilised 
✓ Competitive corporate and society packages 

 
7.3 Not all facilities enjoy a perfect mix of demographics; road access; competition and 

current customer base, and some facilities may be more reliant upon Season icket 
sales than others. Changing the mix at an operation with a high reliance upon Season 
Ticket use needs to be managed carefully, as a quick change could result in a shortfall 
in new green fee customers being able to fill the potential gaps being left by the loss of 
a large number of Season Ticket holders. Any move in this direction needs to be 
implemented over time, and ideally by encouraging the Season Ticket holders into 
using the less popular off-peak times. However, current Season Ticket and Club 
membership levels are relatively low in any case, so this may not be a major concern 
at either course. 
 

7.4 The single most effective way to ensure the pre-payment of green fee sales is through 
online booking and payment systems. Online booking has become an increasingly 
prevalent transaction medium in most service industries, and by incentivising the early 
adopters, premium tee times will generally sell out well before the day of play. Society 
golf also represents an ideal opportunity to insist upon pre-payment, with the added 
bonus of increased secondary spend from golfers attending a pre-planned group day 
out. These are immediate areas to address in-house or in partnership with a service 
provider. 

 

7.5 In golf, there are fixed overheads involved in maintaining opening hours, and the 
condition of the course. In order to make a return, it is necessary to drive income 
through roundage (measuring yield), augmented by secondary food and beverage, 
teaching and retail lines, where possible. It cannot be over-emphasised how important 
it is to link price with quality, as part of a pro-active marketing strategy, if a return on 
investment  is to be achieved. 

 

7.6 There appears to be reasonable market potential for golf in Derby, based on industry 
benchmarks that have been used. The two courses attracted 60,000 rounds between 
them in 2011/12 (although management information may not be totally robust in this 
area), and there is a growing population base inside the City. Given the quality of the 
current product, the disparate management arrangements, and the absence of any of 
marketing presence, this is testament to their location, and also to the lack of close 
competition in part. 
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7.7 Active People analysis of the 20 minute drivetime populations shows that that at both 
courses, there is latent demand over and above current participation. There needs to 
be a word of caution at this point - the Active People Survey asks people if they want 
to play more golf, rather than simply to start playing, while it should also be noted that 
catchment areas for both facilities do overlap - they fall within each other’s circles of 
influence - so these figures have to be treated with a certain amount of caution, and 
should not necessarily be aggregated. At both sites, there are over 10,000 active 
players in the catchment area, and more potential latent demand of around 4,500 
players, which still represents good marketing opportunities. Key market segments, 
with good levels of disposable income, are easily identifiable, and can be reached if 
marketing is significantly improved, and the core product matches up to local 
competition in terms of value. 

 

7.8 It is clear that the current City Council operation is not maximising its assets, or the 
potential of the courses. The golf offer needs to be revisited, to promote wider access 
by all members of the community, and to increase participation in what is a significant 
and popular sport. It would appear that a more integrated and specialist approach is 
needed, most probably through a social enterprise route (as is the case in 
Birmingham, for example), or a specialist golf operator. It also appears that there is 
interest in the marketplace, based on the ‘soft’ market testing already undertaken by 
the City Council, despite the complications presented by the buildings at Allestree Park 
in particular. Golf will always be more volatile than traditional leisure management, in 
terms of financial return, because of the weather factor, but it can deliver better 
returns. However a long-term view of delivery is needed, designed to drive up usage 
levels and yield per round over time, and taking into account external factors such as 
the weather and major events, for example. 

 

7.9 All the market research and Key Performance Indicators tend to the view that there is 
a good business here, if it is well managed and delivered. Over 50% of the 
marketplace will live / work outside the City Council boundaries, but their money is vital 
to the viability of the operation. Sinfin is the more ‘local’ course, and has higher levels 
of usage, and its reach extends into South Derbyshire. With local development 
planned, and the proximity of potentially important corporate markets, this should be 
the focus of the operation in the future (raising serious concerns about recent 
decisions to reduce grounds maintenance services there). 

 

7.10 It may be prudent to conduct further discussions with interested parties, to see how 
attractive a three facility offer really is to a potential operator, as opposed to any 
focused site development at Sinfin as an alternative option. Whatever the outcome of 
these preliminary discussions, and the issues associated with potential closure, there 
is a case for maintaining both courses to meet local demand, but only if there is 
reconfiguration; effective joint marketing of the courses; integrated management to 
raise standards / quality, and judicious investment to maximise their appeal within and 
outside the City Council boundaries. If there is a Derby only focus, then Sinfin is clearly 
the facility to focus on, and ideally to develop.  

 

7.11 In Derby City, a completely new business model is needed for the operation of the 
courses to win market share, and show a return on the investment in the assets. A 
new approach will require the integration of core services; the reconfiguration of the 
course; the pro-active marketing of a new ‘come and play’ all-inclusive golf offer, and 
the development of more specialism internally, or more probably through a new 
operator. The analysis indicates there is a demand out there, if the product is right and 
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that the City Council remains an important provider / enabler in the local golf 
marketplace, but a new golf offer is badly needed, to meet demand across the City. 
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APPENDIX 1 – LOCAL COMPETITION DATA FOR ALLESTREE PARK & SINFIN 

 

 

ALLESTREE PARK COMPETITION - 20 MINUTE DRIVE TIME POSTCODE HOLES BAYS MEMBERSHIP HANDICAP REQUIRED? PAY & PLAY GREEN FEES 9 HOLES 2-FORE-1 GREENFEESAVERS GOLFSHAKE.COM RATING

ALLESTREE PARK GOLF COURSE DE22 2EU 18 - £455 Full; £321 4-day; £50 Junior No Yes £15.50 - £17.50 - No No 3.5 out of 5 stars

CHEVIN GOLF CLUB DE56 4EE 18 - By introduction only Yes No £40.00 - No No 4 out of 5 stars

KEDLESTON PARK GOLF CLUB DE22 6JD 18 - By introduction only Yes No £40.00 - £70.00 - No No 4 out of 5 stars

MARRIOTT LEISURE & COUNTRY CLUB (BREADSALL PRIORY) DE7 6DL 18 + 18 12 ? No Yes £55.00 - £60.00 - Yes Yes 4 out of 5 stars

BRAILSFORD GOLF CLUB DE6 3BU 12 15 £510 Full; £368 5-day; £95 Junior No Yes £17.00 - £22.00 - Yes Yes 3.5 out of 5 stars

DERBY GOLF CENTRE (DRIVING RANGE) DE21 7PH - 20 - N/A Yes - - - N/A N/A

HORSLEY LODGE GOLF CLUB DE21 5BL 18 10 £1,026 Joining Fee + £1,026 Full; £732.61 Joining Fee + £732.61; £150 Junior Yes Yes £45.00 - No No 4.5 out of 5 stars

MICKLEOVER COUNTRY PARK AND SOCIAL CLUB (PASTURES GOLF CLUB) DE3 0UJ 9 - £450 Full;  £50 Junior No Yes £25.00 - No No 3.5 out of 5 stars

MICKLEOVER GOLF CLUB LTD DE3 9AD 18 - £862 Full; £692 5-day No Yes £30.00 - No No 4 out of 5 stars

MORLEY HAYES GOLF COURSE DE7 6DG 18 + 9 17 N/A No Yes £24.00 - £30.00 £10.00 - £12.00 Yes No 4 out of 5 stars

ALFRETON GOLF CLUB DE55 7LH 11 - ? Yes No £20.00 - Yes No 4 out of 5 stars

ORMONDE FIELDS GOLF CLUB DE5 9RG 18 - £685 Full; £550 5-day No Yes £16.00 - £22.00 - Yes No 3.5 out of 5 stars

SINFIN GOLF COURSE DE24 9HD 18 - £455 Full; £321 4-day; £50 Junior No Yes £15.50 - £17.50 - No No 3 out of 5 stars

THE CRAYTHORNE DE13 0AZ (18) 13 COURSE NOW CLOSED - MARCH 2013. DRIVING RANGE STILL OPEN N/A Yes - - N/A N/A N/A

WITHIN 5-10 MINUTES DRIVETIME

WITHIN 10-15 MINUTES DRIVETIME

WITHIN 15-20 MINUTES DRIVETIME

 

 

SINFIN COMPETITION - 20 MINUTE DRIVE TIME POSTCODE HOLES BAYS MEMBERSHIP HANDICAP REQUIRED? PAY & PLAY GREEN FEES 9 HOLES 2-FORE-1 GREENFEESAVERS GOLFSHAKE.COM RATING

SINFIN GOLF COURSE DE24 9HD 18 - £455 Full; £321 4-day; £50 Junior No Yes £15.50 - £17.50 - No No 3 out of 5 stars

MICKLEOVER GOLF CLUB LTD DE3 9AD 18 - £862 Full; £692 5-day No Yes £30.00 - No No 4 out of 5 stars

WITHIN 10-15 MINUTES DRIVE

DERBY GOLF CENTRE (DRIVING RANGE) DE21 7PH - 20 - N/A Yes N/A - N/A N/A N/A

MICKLEOVER COUNTRY PARK AND SOCIAL CLUB (PASTURES GOLF CLUB) DE3 0UJ 9 - £450 Full;  £50 Junior No Yes £25.00 - No No 3.5 out of 5 stars

WITHIN 15-20 MINUTES DRIVE

ALLESTREE PARK GOLF COURSE DE22 2EU 18 - £455 Full; £321 4-day; £50 Junior No Yes £15.50 - £17.50 - No No 3.5 out of 5 stars

BRAILSFORD GOLF CLUB DE6 3BU 12 15 £510 Full; £368 5-day; £95 Junior No Yes £17.00 - £22.00 - Yes Yes 3.5 out of 5 stars

BREEDON PRIORY GOLF CENTRE DE73 8LG 18 + 18 + 12 - £490 Full; £385 5-day; £85 Junior No Yes £21.00 - £25.00 - No No 3.5 out of 5 stars

CHEVIN GOLF CLUB DE56 4EE 18 - By introduction only Yes No £40.00 - No No 4 out of 5 stars

HORSLEY LODGE GOLF CLUB DE21 5BL 18 10 £1,026 Joining Fee + £1,026 Full; £732.61 Joining Fee + £732.61; £150 Junior Yes Yes £45.00 - No No 4.5 out of 5 stars

KEDLESTON PARK GOLF CLUB DE22 6JD 18 - By introduction only Yes No £40.00 - £70.00 - No No 4 out of 5 stars

MARRIOTT LEISURE & COUNTRY CLUB (BREADSALL PRIORY) DE7 6DL 18 + 18 12 ? No Yes £55.00 - £60.00 - Yes Yes 4 out of 5 stars

MAYWOOD GOLF CLUB DE7 3ST 18 - £595 Full; £560 5-day; £176 Juniors No Yes £20.00 - £25.00 - Yes Yes 3.5 out of 5 stars

MORLEY HAYES GOLF COURSE DE7 6DG 18 + 9 17 N/A No Yes £24.00 - £30.00 £10.00 - £12.00 Yes No 4 out of 5 stars

THE CRAYTHORNE DE13 0AZ (18) 13 COURSE NOW CLOSED - MARCH 2013. DRIVING RANGE STILL OPEN N/A Yes - - No N/A N/A

TRENT LOCK GOLF CENTRE NG10 2FY 18 + 9 24 £649 Full No Yes £19.00 - £24.00 £7.00 - £8.50 Yes No 3.5 out of 5 stars

WITHIN 5-10 MINUTES DRIVE
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APPENDIX 2 – GREEN FEE / SEASON TICKET USAGE DATA (2012-13) 

 

Green fee / Season ticket usage 2012/13 season      
Allestree Sinfin Total golf course usage 2012/13 

Date G/F S/T Total % G/F Date G/F S/T Total % G/F Date G/F S/T Total % G/F 

April 977 715 1692 57.74 April 939 1124 2063 45.52 April 1916 1839 3755 51.03 

May 1037 1009 2046 50.68 May 1135 1429 2564 44.27 May 2172 2438 4610 47.11 

June 936 836 1772 52.82 June 915 1436 2351 38.92 June 1851 2272 4123 44.89 

July 1111 900 2011 55.25 July 789 1183 1972 40.01 July 1900 2083 3983 47.70 

August 999 1040 2039 48.99 August 1061 1570 2631 40.33 August 2060 2610 4670 44.11 

September 811 1015 1826 44.41 September 915 1353 2268 40.34 September 1726 2368 4094 42.16 

October 530 959 1489 35.59 October 554 1377 1931 28.69 October 1084 2336 3420 31.70 

November 360 809 1169 30.80 November 201 751 952 21.11 November 561 1560 2121 26.45 

December 251 762 1013 24.78 December 310 371 681 45.52 December 561 1133 1694 33.12 

January 165 483 648 25.46 January 84 450 534 15.73 January 249 933 1182 21.07 

February 274 499 773 35.45 February 199 929 1128 17.64 February 473 1428 1901 24.88 

March 293 501 794 36.90 March 338 754 1092 30.95 March 631 1255 1886 33.46 

Total 7744 9528 17272 44.84 Total 7440 12727 20167 36.89 Total 15184 22255 37439 40.56 
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APPENDIX 2 – GREEN FEE / SEASON TICKET USAGE DATA (2011-12) 

 

Green fee / Season ticket usage 2011/12 season      
Allestree Sinfin Total golf course usage 2011/12 

Date G/F S/T Total % G/F Date G/F S/T Total % G/F Date G/F S/T Total % G/F 

April 1753 1653 3406 51.47 April 1930 1828 3758 51.36 April 3683 3481 7164 51.41 

May 1460 1500 2960 49.32 May 1663 1735 3398 48.94 May 3123 3235 6358 49.12 

June 1690 1224 2914 58.00 June 1921 1698 3619 53.08 June 3611 2922 6533 55.27 

July 1953 1303 3256 59.98 July 1977 1773 3750 52.72 July 3930 3076 7006 56.09 

August 1756 1377 3133 56.05 August 1859 1709 3568 52.10 August 3615 3086 6701 53.95 

September 1310 1019 2329 56.25 September 1218 1356 2574 47.32 September 2528 2375 4903 51.56 

October 1117 1137 2254 49.56 October 948 1630 2578 36.77 October 2065 2767 4832 42.74 

November 632 1051 1683 37.55 November 547 1533 2080 26.30 November 1179 2584 3763 31.33 

December 463 813 1276 36.29 December 423 1214 1637 25.84 December 886 2027 2913 30.42 

January 514 1039 1553 33.10 January 463 1257 1720 26.92 January 977 2296 3273 29.85 

February 399 511 910 43.85 February 408 974 1382 29.52 February 807 1485 2292 35.21 

March 967 1130 2097 46.11 March 996 1612 2608 38.19 March 1963 2742 4705 41.72 

Total 14014 13757 27771 50.46 Total 14353 18319 32672 43.93 Total 28367 32076 60443 46.93 
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APPENDIX 2 – GREEN FEE / SEASON TICKET USAGE DATA (2010-11) 

 

Green fee / Season ticket usage 2010/11 season      
Allestree Sinfin Total golf course usage 2010/11 

Date G/F S/T Total % G/F Date G/F S/T Total % G/F Date G/F S/T Total % G/F 

April 1526 1180 2706 56.39 April 1425 1497 2922 48.77 April 2951 2677 5628 52.43 

May 1923 1017 2940 65.41 May 2080 1476 3556 58.49 May 4003 2493 6496 61.62 

June 1691 1053 2744 61.63 June 1967 1617 3584 54.88 June 3658 2670 6328 57.81 

July 2232 851 3083 72.40 July 2363 1955 4318 54.72 July 4595 2806 7401 62.09 

August 1823 1126 2949 61.82 August 2178 1672 3850 56.57 August 4001 2798 6799 58.85 

September 1467 1000 2467 59.46 September 1640 1551 3191 51.39 September 3107 2551 5658 54.91 

October 1340 936 2276 58.88 October 1177 1390 2567 45.85 October 2517 2326 4843 51.97 

November 560 822 1382 40.52 November 423 1118 1541 27.45 November 983 1940 2923 33.63 

December 84 196 280 30.00 December 133 189 322 41.30 December 217 385 602 36.05 

January 615 978 1593 38.61 January 562 1228 1790 31.40 January 1177 2206 3383 34.79 

February 614 818 1432 42.88 February 644 1183 1827 35.25 February 1258 2001 3259 38.60 

March 1074 920 1994 53.86 March 1193 1661 2854 41.80 March 2267 2581 4848 46.76 

Total 14949 10897 25846 57.84 Total 15785 16537 32322 48.84 Total 30734 27434 58168 52.84 
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APPENDIX 3 – 2011 DERBY CITY CENSUS PROFILE 

 

 


