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Membership
The lifeblood of our organizations



12,000

14,000

16,000

18,000

2013 2014 2015 2016 2017 2018

US Golf Course  

USA Golf Courses

14,794 Golf Courses 



0

5,000

10,000

15,000

20,000

Total Membership
Professional Membership

Membership 

2008 20202016

US Golf Facilities



MEMBERSHIP GROWTH GOALS

2018 = 18,000 

2019 = 19,000 

2020 = 20,000





How can we grow the profession and our 
associations?

Increase value 
proposition

Membership 
engagement

Strategic brand 
management

Ability to adapt and change



Research

Education 

Advocacy 

Golf Course BMPs

Recognition 

Outreach

Golf Industry Show Gov. Affairs

Field  Staff

First Green

VALUE PROPOSITION 



MEMBERSHIP ENGAGEMENT 

347
Grassroots 

Ambassadors

24
Committees 
Task Groups

99
Chapter 

Delegates



STRATEGIC BRAND 
MANAGEMENT



Best Management Practices



17,530
MEMBERSHIP FEB 2018



MEMBERSHIP 2018MEMBERSHIP FEB 2019

18,466

+936  +5.3%
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MEMBERSHIP STRATEGIES

1. Intense retention program 

2. Equipment Manager Classification 

3. Friends of the Golf Course Superintendent  
classification (wildlife & environmental protection) 

4. Facility Membership Classification 

5. Incentives for Existing Members



• 90-100 days from renewal date, open invoice online for online payment 
• 75 days prior to renewal date, email “Thank You for Being Member!” 
• 60 days prior to renewal date, paper invoice is sent 
• 30 days prior to renewal, email reminder sent 
• 15 days prior to renewal date, email reminder sent 
• Renewal date, Field Staff calls begin 
• 15 days Past renewal date, 2nd paper copy mailed 
• 30 days past renewal date, Last Chance email sent 
• 45 days from Drop date, FMS calls begin 
• 30 days from Drop date, personal note card sent 
• 7 days from Drop date, text is sent 
• Drop date, Membership Termination letter is sent. 
 

1. RETENTION



2. Equipment Managers 



Certificate Program
Areas of competency 

•Hydraulic troubleshooting 
•Electrical troubleshooting 
•Internal combustion engines 
•Drivelines 
•Sprayer troubleshooting 
•Cutting units 
•Metalworks  
•Agronomics



Text
3. FRIENDS OF THE GOLF COURSE SUPERINTENDENT MEMBERSHIP



• Golfers and Potential Advocates (wildlife & environmental protection) 
• Suggested $50 to $75 Dues 
• Newsletter with content promoting the profession, GCSAA initiatives 
such as First Green, BMPs and Rounds 4 Research, Educational content 

• Potential new fundraising reach 

• No access to membership benefits received by professional members, 
i.e. 

• Life insurance, magazine, website, webinars, voting, etc 

  

3. FRIENDS OF THE GOLF COURSE SUPERINTENDENT MEMBERSHIP



4. FACILITY MEMBERSHIP
NON MEMBER FACILITIES

•
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•Target Market - Smaller Budget Facilities 

•Single Owner / Operator  

•Suggested dues $200 

•Provide Exposure to our products and services 

•End goal - Migrate to full membership 

◦

4. FACILITY MEMBERSHIP
NON MEMBER FACILITIES



Qualifications: 
• Must not have a current GCSAA member 
• Must not have had a GCSAA member in the last 3 years 
• Maximum greens fees of facility based on geographic location. 
Qualifying facility will be in the lower 50% of that market 

• Limited benefits and privileges   

4. FACILITY MEMBERSHIP
NON MEMBER FACILITIES



5. INCENTIVES FOR EXISTING MEMBERS



5. INCENTIVES FOR EXISTING MEMBERS

3%4%
10%

24% 59%

4,250 Facilities w/ 1 GCSAA Member
1,738 Facilities w/ 2 GCSAA Members
707 Facilites w/ 3 GCSAA Members
281 Facilities w/ 4 GCSAA Members
199 Facilities w/ 5 plus GCSAA Members



• Must add a member to qualify
• 10% discount up to a total of $100 off
• “Promotion” instead of “Program”

• Promotion good through end of 2020
• Discount remains in effect as long as the facility 

membership numbers are maintained. 

5. INCENTIVES FOR EXISTING MEMBERS





It is not the strongest or the most 
intelligent who will survive but those 

who can best manage change.  
-Charles Darwin



thank you 
#strength in numbers
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