The Indoor

Golf
Profit
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GOLF ®O'CLOCK



Build. Optimize. Grow.

This playbook is your definitive operating system for building a profitable
indoor golf facility. Whether you’re launching your first bay or looking to
scale your existing space, this guide offers real-world advice based on
what’s actually working for owners across North America.

This is built for operators. And where helpful, we've highlighted tools like
Golf O’Clock that simplify bookings, collect emails, automate follow-ups,
offer upsells, and help you track performance through built-in reports and
marketing features.
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1. Startup Financial Benchmarks & Revenue Models

Before you even open your doors, you need to understand how your business will make money
consistently. Every simulator bay is a revenue engine, but only if you treat it like one. That
means thinking beyond just hourly bookings and looking at the whole picture: costs, pricing,
volume, and margins.

Start with a simple goal: make more per hour than you spend.

Step 1: Understand Your Break-Even Point

The key metric for every operator is Revenue Per Hour (RPH). To figure out what you need to
charge, use this basic formula:

Minimum Hourly Rate = (Total Monthly Costs + Projected Booking Hours) x (1 + Target
Profit Margin)

Example: If you're spending $6,000/month and plan to sell 120 hours of bookings:
$6,000 + 120 = $50 — Add 30% profit — $65/hour minimum

Step 2: Map Your Revenue Streams
Don't rely solely on simulator bookings. Build multiple layers:

Hourly rentals: Your core driver. Set clear pricing by time and day.
Add-ons: Snacks, drinks, club rentals, swing analysis.

Upsells: Extra time at a discount, private bays, group bookings.
Recurring offers: Memberships or league fees.

Instruction: Partner with coaches or offer starter clinics.

Use each bay like a storefront—not just a time slot.

Step 3: Forecast Realistically

Instead of guessing, plan out best-case and conservative scenarios. Use this formula to
sanity-check your assumptions:

Projected Monthly Bay Revenue = Avg Hourly Rate x Booked Hours/Week x 4.3 Weeks +
Add-On Revenue

Update this monthly. It's your scoreboard.
Pro Tip:

Your “booked hours” are never 100%. Assume 50-70% utilization at the start, then improve.



Golf O’Clock Helps You:

Track all of this in one place. Revenue per bay, busiest times, missed opportunities, and more,
so you’re not making guesses. You’re making decisions.

Benchmarks:
While every market is different, here are general reference points seen across North America:

e Hourly Rental Rate: $25-$70 depending on region, equipment, and peak hours
e Monthly Gross Revenue (2-3 Bays, 60hrs/week): $12,000-$22,000
e Add-On Contributions to Total Revenue:

o Coaching & Lessons: 10-15%

o Food & Beverage: 10-20%

o Events & Group Bookings: 15-25%

Use these as sanity checks—not goals. Your model should be customized with your costs,
hours, and local demand.



2. Launch Essentials

A strong opening doesn’t happen by accident—it’s the result of planning, preparation, and
momentum-building. Think of your launch like opening night: your systems should be rehearsed,
your space should be polished, and your community should already be watching.

Here’s how to structure it:

Phase 1: Lay the Foundation (60 Days Out)

This is when the pieces come together. Legal setup, buildout, and buzz-building all need to
move in sync.

Lock in your lease, simulator order, and insurance

Register your business and finalize banking/payments

Create a clean, mobile-friendly website with a visible "Book Now" or "Coming Soon" area
Set up a landing page to collect early interest and emails

List your business on Google with key terms (e.g., "Indoor Golf [Your City]")

Pro Tip: Build a list before you open. Even 50—100 emails gives you a head start.

Phase 2: Get Operational (30 Days Out)

Now you shift into full operational prep.

Configure your Golf O’Clock system: hours, buffers, promo codes, and payment settings
Start a countdown campaign on social media: behind-the-scenes photos, teasers, sneak
peeks

Run targeted local ads with early bird offers

Train staff on customer flow, simulator basics, and issue handling

Mistake to Avoid: Waiting until the week before to set up your booking system. Use
this time to test.

Phase 3: Launch with Intent (Opening Week)

This is your time to shine—but it should feel smooth, not stressful.

Host a small soft-launch night with friends, partners, and local influencers

Use that event to gather testimonials, social content, and feedback

Open bookings to the public with clear, simple messaging: "Now Open — Book Today!"
Encourage early reviews and referrals by offering a small reward (e.g., 10% off your next
visit)



Pro Tip: Post daily availability on Instagram or Facebook for the first 2 weeks. Make
it easy for people to act.

How Golf O’Clock Helps:

e Schedule rules and availability that evolve as your demand grows
e Promo code creation for launch offers and VIPs
e Real-time dashboard to see which bays are filling fast, and which need a push



3. First 90 Days

Your first 90 days aren't just a trial run. they’re a data-rich, high-leverage opportunity to prove
your concept, refine your systems, and start building a loyal customer base. What you do here
sets the pace for the months ahead.

Focus Areas:

e Utilization: Start by filling at least 40-50% of your peak-hour slots. These are weekday
evenings and weekends. Use off-peak times for promos and outreach.

e Feedback Loops: Talk to customers, not just about the experience but what almost
stopped them from booking. Use this insight to improve the process and messaging.

e Bookings: Prioritize leagues, recurring reservations, and group bookings. These build
momentum and consistent income.

Weekly Routine:

e Review your Golf O’Clock dashboard every Monday. Look at:
o Bay utilization by day/hour
o No-shows or gaps
o Top-performing promos or sessions
e Rotate your social media focus weekly: one week testimonials, next week FAQs, next
week events
e Adjust pricing and promos in real time based on fill rate

Key Milestones:

e Collect 20+ public reviews

e Build an email list of 100+ active contacts

e Host 1-2 local events or open houses

e Launch your first league or membership offer

Pro Tip:

Every “thank you” message should include a rebooking link or offer. Don’t let momentum die
after the first visit.



4. Market Context & Industry Trends

Knowing where the industry is headed helps you make better business decisions today. Indoor
golf is evolving quickly; what worked five years ago might not work next season. Here’s how to
stay ahead of the curve.

Social Golf Is Surging

The biggest shift? Indoor golf is becoming more social than technical. New customers often
prioritize fun over form. Think:

e Group bookings with drinks and music
e Couples on date nights
e Friends looking for something different than a bar

Pro Tip: Don’t oversell the technology. Lead with experience, then introduce
features.

Urban and Suburban Growth
Cities and dense suburbs are seeing a rise in:

e Smaller footprint simulators in multi-use buildings
e Facilities near office parks or apartment hubs
e High demand during cold months and rainy seasons

Beginner-Friendly = Bigger Market
Your biggest audience may not be “golfers.” Instead:
e Think of them as experience seekers

e Simplify onboarding: signage, instructions, friendly intros
e Offer short games or challenges for casual players

New Revenue Streams Are Emerging
Forward-thinking operators are layering in:

e Club fitting partnerships with local coaches or retailers
e Corporate events: sales kickoffs, team offsites, private bookings
e Hybrid models: combine bar, lounge, retail, or coworking spaces



5. Revenue Optimization: Hours, Add-Ons, and Upsells

When you treat each bay like its own mini business, profitability gets clearer. The goal is to grow
Revenue Per Hour (RPH)—without always needing more customers. Here’s how smart
operators make the most of every booking.

Layer Revenue Opportunities
You don’t just sell time—you sell experiences.

Add-ons: Rental clubs, beverages, snacks, premium golf balls, merch

Session types: Offer coaching, event bookings, league play, date-night specials
Upsells: "Add 30 minutes for 50% off," "Bring a friend, get your next visit half-off"
Group Packages: Family nights, corporate sessions, or party bundles with pre-set
pricing

Pro Tip: Make it easy to say yes. Use one-click upsells or checkout add-ons.

Understand Your Bay Utilization
Knowing when your bays are earning—and when they’re idle—is key. Break it down:

e Peak hours (Fri-Sun, 5-10pm): Maximize pricing
e Off-peak (Mon-Thurs, daytime): Run promos or recurring leagues

Bay Utilization Rate = (Booked Hours + Available Hours) x 100

Aim for 50-60% to start. Once you hit 70%+, add more bays or raise prices.

Sample Add-On Revenue Formula

Estimate how much extra you can generate:

Add-On Revenue = Avg Spend per Booking x % of Bookings with Add-Ons
Example: $12 average upsell x 40% usage rate = $4.80 extra per booking

Golf O’Clock Helps You:

e Track revenue per bay, session type, and add-on performance
e Test pricing scenarios and identify underperforming hours
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6. Smarter Pricing

Smart pricing means understanding your demand patterns and matching your rates to what
people are willing to pay, without leaving money on the table.

Step 1: Anchor Around Utilization

Your pricing should reflect when people want to play. Start with your schedule:
e Peak Hours (Fri—-Sun, 5-10pm): High demand = premium pricing
e Mid Hours (Weeknights, late mornings): Moderate pricing

e Off-Peak (Weekdays before 3pm): Entry-level or promo pricing

Pro Tip: Use Golf O’Clock’s data to see your top-earning hours, not just busiest
hours.

Step 2: Set Price Tiers With Intention
Instead of a flat rate, use tiered pricing:

e Off-Peak: $40-$50/hr
e Standard: $55-$65/hr
e Peak: $65-$75/hr

You don’t need to show this as a matrix—just adjust behind the scenes by day and time block.

Mistake to Avoid: Discounting during peak hours. You're giving away what people
are already willing to pay for.

Step 3: Use Simple Math to Stay Profitable
If you’re unsure where to start, use this formula to find your baseline:
Minimum Hourly Rate = (Monthly Costs + Bookable Hours) x (1 + Target Profit Margin)

Then test from there. Raise prices on fully booked slots. Offer promos only where you see gaps.

Step 4: Build Packages for Loyalty
Bundles increase cash flow and repeat visits:

e 5-Pack: $240 ($48/hr)
e Monthly Membership: $149 for 6 hours/month
e First-Time Promo: 20% off your second session if rebooked within 7 days

These also make great upsells during checkout.
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Golf O’Clock Helps You:

e Adjust pricing dynamically by time and day
e Run promo codes or bundles directly in your booking flow
e Track revenue by pricing tier to optimize over time
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7. No-Show Prevention

Every missed booking hurts your bottom line. Whether it's a solo player who forgets or a group

that flakes last minute, no-shows are preventable—but only if you have the right systems in
place.

Why No-Shows Happen

e No reminder was sent
e No penalty for skipping
e The booking was too casual ("I'll show up if | feel like it")

Solutions That Work

1. Require a Payment Method:

e Hold a card at booking or charge a partial deposit
e Sets the tone that this isn’'t a casual RSVP—it’s a reserved space

2. Send Timed Reminders:

e Email confirmation at booking
e SMS reminder 24 hours before
e Optional same-day reminder (2—3 hours ahead)

3. Set a Fair Cancellation Policy:

e 6-12 hours notice = no penalty
e Within window = partial charge or credit only

4. Automate the Process:

e Don't rely on staff to follow up manually
e Set it and forget it with automated reminders and holds

Pro Tip: Most no-shows happen during off-peak hours. Use lenient policies early on,
but tighten as you grow.

Golf O’Clock Helps You:

e Require credit card holds or deposits at time of booking
e Automate all confirmation and reminder messages
e Track no-show rates by customer or time slot so you can adjust strategy
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8. Customer Retention & Growth

The first booking gets people in the door. What matters more is what gets them back.

In indoor golf, consistent repeat visits drive sustainable revenue. You’ve already paid to acquire
the customer—retention is where profit lives.

Why Retention Matters

e It costs 5-7x more to acquire a new customer than to retain an existing one
e Repeat customers are more likely to:

o Try add-ons or higher-tier packages

o Bring friends or book group events

o Leave reviews and refer others

In short: one-time visitors keep you afloat; regulars build your business.

Tactics to Boost Retention
1. Automate Follow-Up Within 24 Hours

e A friendly “Thanks for playing!” email
e Include an incentive: “Rebook within 7 days and get 10% off”

e Include a direct link to your booking page with their last time slot pre-selected if possible

2. Introduce a Loyalty or Visit Tracker

e After 5 visits, get a free drink or discounted hour

e Digital punch cards or account-based tracking (Golf O’Clock can tag visits)

3. Run Seasonal Leagues
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e Keep players coming back every week
e Offer league-exclusive perks (priority booking, merch, etc.)

e Great for weekdays when traffic is slower

4. Host Social Events or Mini Tournaments

e Low-pressure formats: closest to the pin, scramble, 9-hole best ball

e Give players a reason to come back with friends

5. Segment Your Customer List

e Group customers into “First-Timers,” “Occasional,” and “Regulars”

e Send each group a different message based on their behavior

Pro Tip: Give staff a script to invite first-timers to join a league or rebook on the
spot, while the experience is fresh.

Metrics That Matter

While data varies by region and customer type, here are key indicators of healthy retention:

e Return Rate
e Time Between Visits
e Customer Reviews

Golf O’Clock Helps You:

e Tag and track visit frequency and customer segments
e Trigger automated follow-up messages after first visits

e Easily see which customers haven’t rebooked and send them a nudge
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9. Getting New Customers (Without Breaking the Bank)

Marketing doesn't have to be expensive—it just has to be intentional. The best indoor golf
operators use grassroots tactics that create buzz without draining the budget.

Simple Acquisition Tactics
* Leverage Local Communities

Join and contribute to local Facebook groups, partner with gyms or sports teams, and
show up in conversations where your target customer already is. Offer special rates for
local clubs or rec leagues.

 Activate Your Existing Players

Your best marketers are happy customers. Ask loyal players to refer a friend—then
reward both sides. Pro Tip: Use a promo code like “FRIEND20” for $20 off to track
referrals cleanly.

* Keep Ads Focused

Skip Google Ads. Use hyper-local awareness campaigns on Facebook and Instagram

only. Geo-target people within 10—15km of your location, and run short-term promos with

urgency.
* Create Daily Urgency

Post your available time slots on Instagram Stories. Make it visual, make it last-minute
(“Only 2 bays left tonight”), and get people to act fast.

* Always Collect Emails

Make sure every visitor gives you their email. Use a waiver form, check-in process, or
WiFi login. This list is your goldmine for future promotions.
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10. Data-Driven Decisions

Gut instinct only gets you so far. The real edge comes from using your own booking data to

make smarter decisions—whether it's adjusting hours, identifying top customers, or planning

promotions.

1. Track What Matters
Don’t drown in data. Focus on a few key performance indicators (KPIs):

Utilization rate: % of available hours booked per bay

Revenue per booking: Are your bookings increasing in value?
Customer return rate: How many players come back within 30 days?
Peak vs. off-peak usage: Helps guide pricing and staffing

2. Build a Weekly Ops Ritual
Check your dashboard at the same time each week:

e What changed vs. last week?
e Which days/hours are lagging?
e Are there any repeat no-shows or VIP customers?

Pro Tip: Take 10 minutes every Monday to check trends and set one small goal, like
increasing Tuesday bookings by 10%.

3. Use Your Best Customers as a Guide

Who books the most hours? Who spends the most per visit? Build offers or promos around
those behaviours. Let your data shape your strategy.

e Offer perks to high-frequency customers
e Mirror their behaviours in new customer incentives

4. Test, Learn, Repeat

Try a new discount on slow mornings. Run a Friday league trial. Offer 15-minute warm-up
add-ons. Then... check the data.
Did it:

e Increase total revenue?
e Shift booking patterns?
e Attract new types of customers?
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Make small changes, review weekly, double down on what works.

Golf O’Clock Helps You:

e Automatically track utilization, revenue trends, and return visits
e Filter reports by customer type, time of day, and booking channel
e Turn data into action, not overwhelm
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About Golf O’Clock

Golf O’Clock empowers the indoor golf industry with purpose-built reservation software
designed to streamline operations, increase revenue, and enhance the player
experience. Our all-in-one platform simplifies bookings, automates scheduling, and
integrates seamlessly with payment and POS systems to support growth at every stage.
From managing recurring leagues to optimizing bay utilization and reducing no-shows,

Golf O’Clock helps operators run smarter, more efficient facilities.

Headquartered in Montréal, Canada, Golf O’Clock serves indoor golf centers across
North America with a focus on innovation, reliability, and tailored support. As the indoor
golf industry evolves, we’re committed to delivering the technology and insights facilities

need to thrive.

For more information, please visit: golfoclock.com
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