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1. Introduction 
 
Firstly, to be able to compile this report The Focus Group (FG) spoke with a wide range of people and reviewed a lot 
of material and historic records. However, within the limited timeframe it was not possible to include as many as 
would have been preferred and the formal inputs from the wider membership has been limited. If it is decided that 
this exercise is to continue in some format, detailed discussion with all key stakeholders and contributions from the 
widest group of members will be facilitated through clear and open communication channels, before final detailed 
plans are signed off. The priority has been to issue to members the key recommendations that are being proposed 
and for them to be considered before the next steps are taken. The FG is very grateful to all who gave their time and 
inputs to date. 
 
Secondly, the report does not look to find or indeed imply fault with any individual or group. While we recommend 
many areas for improvement, we also recognise that The Club has many attributes and solid achievements too, that 
are a credit to the hard work and dedication of many Committees and Officers over the years and we now wish to 
build for the future on this proud foundation. The report looks to identify areas where improvements can/should be 
made, some immediately, some in time and others when they can be afforded. The Club has many assets, some of 
which are not currently being exploited fully but can play an important role in the improvement of fortunes and the 
securing of a long-term future for all involved.  
 
Thirdly, the bulk of feedback from members is that they want the Royal Curragh to remain a ‘full service’ Member’s 
Club, rather than become a course with 18 golf holes and very little else. The FG supports this view and feels that 
pursuit of the latter, even if it gave a short-term benefit of lower costs, would lead to even further decline in the long 
term. Additionally, while many changes are essential, how these are undertaken is of critical importance. We must 
always appreciate what we have and not look to sacrifice it prematurely for something new and uncertain in the name 
of ‘Change’. We must first take small steps, sometimes bold ones, to build the confidence and the momentum in what 
is likely to be a long process that will need the support and inputs of the widest body of members, if it is to succeed. 

 
2. The Starting Point  

 
The Royal Curragh in 2018 
The Royal Curragh Golf Club needs to act and change significantly if it is to have a chance to flourish long into the 
future. It has many positive attributes, yet over the years has lost ground on clubs against which it is directly 
competing, whether for membership, attracting societies and other visitors or simply being a beacon of activity within 
the Community in which it operates. At the same time golf as a sport needs to reinvigorate itself, otherwise it will 
continue to lose numbers to other sports and activities in a fast-evolving technological world where time is a luxury 
for many.   
 
Despite the strong economic climate, the Club is financially weak and unlikely to be able to withstand a significant 
‘unforeseen event’ that might come its way. There will always be limits to what can be done to influence the external 
environment, but there can be no excuse for the members not doing everything within their power to secure its future. 
There is much that needs to be done, some of which will take time, so urgent action is needed now. This report 
attempts to identify the key issues, make proposals to the Committee on the way forward and highlight some of the 
essential changes that will be critical to a successful future. Essentially, the focus must be strategic and sustained/long 
term, The Club’s many assets must be better appreciated and fully exploited, it must be open and transparent with all 



participants so that there is a common vision, surprises are avoided, and ultimately a shared success is achieved, and 
a healthy long-term future is secured for The Club and its many stakeholders. 
 

The Curragh Experience 
Regular players have a familiarity that makes the Club and Course surroundings ‘normal’, but when looked at critically 
or by the visitor, what impressions does The Royal Curragh, Ireland’s oldest golf course give? Maybe more of a ‘tired 
old gent’, than a vibrant community that embraces the visitor and gives them reasons to want to come back? The 
report makes recommendations that include making the main lobby area more of a hub and welcoming to visitors. 
Reconsideration should also be given to reopening the old entrance by 16th as a one-way system. While the proposals 
are not fully costed at this stage, there have been several offers of assistance from members and contacts which would 
reduce the budget needed.  
 
The standard of the course has improved in recent years, yet there is much more that can be done. The current ranking 
of 95 can and should be improved upon. But what should the target be, over what timeframe? The GCMS involvement 
was critical to the course improvement but there is a view that improvements have eased off more recently. One 
example of where contracts and relationships may not be managed at their optimum over the longer term and where 
there should substantial room for improvements in one form or other.  
At the same time there are complaints about many aspects, incl. tee boxes, some buggies are thought to be far from 
up to the job, even the baskets in the driving range tell their own story, there are quite a few general standards that 
can be improved, easily. Many holes have their ‘special’ history, yet the visiting player may know nothing of this. If the 
‘story’ of these holes was set out on a plaque by the tee boxes, it could add a lot of value and maybe the current 
sponsors can be persuaded to pay for this cost and their mounting.  

 
3. Key Recommendations 

 
In Appendix 1, under the modules reviewed there are a wide range of recommendations across all aspects of the Club. 
Here we summarise the Key Recommendations 
 

 Organisation and structure change is essential. More strategic focus, smaller Club Committee, 

Elected Chairman (2-3 years), General Manager (subject to financial ability).  
 

 Sustained and Detailed Emphasis on Course Management & Maintenance. Culture and 

activity around continuous improvement of the course and the golfer’s experience. 

 
  Improvement of Member & Visitor Experience. Too many aspects are underwhelming from 

arrival/welcome, through service offers, improvement in general standards can be achieved across many 
aspects. 
 

 Increase in Membership with special emphasis on Junior Policy. We must become more 

attractive to new (and existing) members, promotion around local schools and local community. Linkage with 
other organisations in the area. 
 

 Substantial Increase in Green Fee Income. There can be opportunities for significant increase in 

Society income but needs resource, focus and flexibility of Internal Societies from time to time. 
 

 Detailed Contracts Review and their Active Management once agreed. There are 

opportunities to achieve improvements in existing contracts. They must be more actively managed, there must 
be flexibility and they must be considered well in advance of renewal to maximise options available. 
 

 Active Marketing & rebranding of the Club. Using our assets to better effect, a) Oldest course/club 

in Ireland, b) Royal, c) Heathland, d) location. Again, needs time and resources. 

 



4. Issues Underpinning the Recommendations 
 
Structure and Organisation 
The traditional structure of the Club means that there is little focus or indeed incentive to look to the longer term and 
responsibilities and accountability are unclear, to the disadvantage of all. The weak financial position exacerbates this 
with incoming Captains and Committees focused primarily on getting through the year. As well as being a member’s 
club it is a business, so the responsibilities are wide reaching and demanding. The Focus Group therefore see the 
restructure of the current organisation as a prerequisite to a successful future. A suggested outline is included in 
Appendix 2, the main changes being a) A reduced Club Committee and Executive, total 10-12 members, b) The Election 
of a Chairman by the members for a period of 2-3 years, to lead the Committee (separate from the Captain), and c) 
the appointment of a General Manager (GM) (in due course) to be responsible for the day to day management and 
administration of the Club. The Captains, while part of this Committee can then focus mostly on golfing activities during 
their year in office. At the same time the President, Vice Presidents and Ex Officio Captains take a more strategic focus 
in support of the Chairman and the Club and its long-term success. There is much room for improvement for the Club 
in working across sub-committees and roles, the General Manager should be the oil in the engine that connects the 
different parts and ensures the smooth running of daily operations. 
Professional advice would be sought on defining the details of the GM role and whether it would be part time, full 
time, defining of priorities and targets. However, the objective would be that the role be mostly self-financing within 
a period of about 12 months through the better selling/marketing of the club, increased visitor green fee revenues, 
the delivery of efficiencies and cost management. A final decision on making this recruitment must be justifiable on a 
financial basis before proceeding, if this recommendation is supported by the members. The costs for the professional 
advice referred to above are not substantial but sponsorship for it will be sought. 
 

Financial Security, where to start 
The Club has limped along for several years, placing additional strain on already stretched committees, with a focus 
on getting through to the next January renewal, this needs to change. The levy approved unanimously by members at 
the AGM was a good start in correcting the position, but it now needs to be built upon. It is recognised that there are 
substantial opportunities to deliver both improvements in income and cost savings with the right focus being 
maintained, though many of these will take work and time and are not immediate fixes. One more immediate solution, 
could be the offer of a limited number (10?) of Life Memberships, potentially at €10/12,000 each. This is worth 
consideration as it could enable the club to deliver many planned improvements in a much shorter timeframe than 
might otherwise be possible. It is understood that there would be some interest in this, but it will need careful thought, 
it cannot be justified only on the basis of spending tomorrow’s money today. 

 
Contracts 

The Clubs main contracts account for €275,000 of the annual expenditure, there is little evidence that they are 
reviewed on an ongoing basis to ensure value for money, this must be one of the areas for greater attention in the 
future. We have earlier recommended the review of contracts well in advance of renewal, but their ongoing 
monitoring and assessment is equally important. For example, there is some feeling that the improvements in the 
course with the engagement of GCMS have slackened off in recent times. This may or may not be true but there isn’t 
a structured way a) of capturing this and b) of following with GCMS. The FG recommend a detailed inspection be 
undertaken by GCMS, the Course Superintendent, the Course Chairman (others?, to be agreed) in the coming weeks 
to highlight all the issues that need attention prior to the golfing season, some input from the wider membership 
(maybe through the internal societies) should be considered too.  

 
Membership 

To stay competitive, there is little scope to raise the ordinary membership fee level, and indeed the Club needs to 
significantly increase its underage intake. The FG has modelled a range of adjustments across categories and this must 
be looked at in much more detail within any financial review being undertaken. Some key movements in the categories 
are set out in Appendix 1, Module 3. Many of the changes recommended in the report are to make the course more 
attractive to new (and existing) members but a heavy weighting must be given to ‘external’ sources of funding, rather 
than continuously turning to members. The essential areas here are society green fees (and add on expenditure) and 
looking to other income generating opportunities from the facilities.  

 



Green Fees 

In Appendix 3 you can see the historical development of Direct Course Income against Costs, where Green fees were 
low in 2018, well below many earlier years. There must be more effort put on selling the Club to societies, can we offer 
attractive packages (food, buggies, etc)? How is it marketed? Can we make connections with hotels, with other clubs? 
Can we amend the BRS system to allow advanced booking (or at least enquiries) if people are booking well in advance 
to tie in with flights? The FG have heard evidence of comparable clubs who have succeeded in this area, again it will 
take some work but can deliver substantially better returns. We welcome that 2019 looks to have improved bookings, 
it is a good start, but as referred to elsewhere a) What first (and lasting) impression do visitors get, b) Do we get them 
to complete a questionnaire so we know what they liked or disliked, c) How quickly do we get them to sign up for the 
following year, d) Do we thank them, were they made feel welcome, would a couple of Green Fee vouchers for the 
organisers be in order?  
 

Facilities  
The existing Clubhouse is quite vast and very much underutilised. The Group has already had submissions from parties 
interested in leasing rooms for purposes other than golf. To date we have been unable to obtain “as constructed” 
drawings of the structure. This information is vital for the development of an overall strategy for the future use of the 
building. The recommended way forward is to appoint a small sub-committee, with some architectural/buildings 
experience to address this, an early review of insurances and lease terms would be needed as part of this. One 
recommendation for this group would be ways to make the lobby more of a welcoming focal point for visitors and 
members alike. Considerations might include relocation of the Pro Shop, potentially the location of a course ‘museum 
and history’ in this area with a linkage to the Curragh Camp Museum. Additionally, for the bar service area to be 
adapted to more fit today’s needs would benefit both staff and customers. Clearly indicative costings would be needed 
before any further consideration be given to looking into these further. 
 

Other Observations 
Reporting and Information Systems – In the course of its work the FG sometimes found that information or reports 
were not always easily available and felt that the quality of information available has much room for improvement. As 
a by-product of its work the FG also recommend that a team with strong IT, excel, reporting skills be established to 
look at the possibility of the development of a ‘Management Reporting pack’ that would look to automate the 
preparation of a suite of agreed reports that would help to improve decision-making for the Committee going forward. 
In the interim, the FG is recommending the regular distribution to members of cash flow positions and forecasts, as 
this can tell so much more about the day to day financial health of the club than the Income and Expenses format in 
the accounts, at the same time improving the clarity and openness to all as the project and changes are implemented. 
Organisation Effectiveness – The current operations have evolved over many years and there is little focus or incentive 
to working across boundaries, this can limit its effectiveness. This applies across roles, contracts, sub-committees and 
a more effective organisation must be a target of the proposed changes. Integral to this is appropriate and 
documented structures, procedures and policies where they add value and a planned outcome of greater clarity of 
responsibility and accountability across the operations. 
Targets and KPIs – As part of the planning process the Club should develop several key measures/targets (Key 
Performance Indicators) against which results can be measured. In appendix 3 we have included the Direct Income 
and Costs of the Course. As a percentage we can see that this has varied between 18 & 24%. This would be one figure 
that we would recommend for inclusion as it will reflect both the income development and cost management in 
relation to the Club’s core asset. Additionally, to be able to benchmark this performance against other clubs would be 
helpful.  
Sports Grants – Many golf clubs managed to obtain grants in recent years, some for substantial amounts. But these 
take a significant amount of work to put together, and while the Club did manage to apply for a machine in 2018 
(outcome still awaited) it does not have the resources at its disposal to research this area and undertake complex 
applications. This must be on the list of areas to include, if the resources can be mustered. 
   

5. A Way Forward 
 
The serving and incoming Captains for 2018/19 set up the Focus Group to look at the Club’s finances, the wider issues 
behind them with a request to make recommendations on what is needed to put the Club on a solid foundation for a 
successful long-term future. An interim report to members was delivered on November 7th and this final report builds 
on that work. In Appendix 1 we have listed up to 40 recommendations and earlier in the report we have set out some 



key changes that we feel are essential to be able to deliver what is needed. Before making their decision, it is 
important for members to understand that this proposal requires a significant mobilisation of membership to join 
and assist the project in every way that they can, if it is to be successful.  
   
Should the plan be approved, the consequent change process will take time (18-24 months) and need to be properly 
managed and sustained. It is therefore also recommended that a new group (Transition Steering Group) is established 
immediately to oversee the changes, a Project Team is appointed and a range of sub committees (in conjunction with 
the current sub-committees) are set up, with the relevant expertise, to deliver specific parts of the overall project plan. 
This will be a lot of work so all members are asked to consider how they might be able to help in any small way, with 
some time, expertise, ideas and recommendations to focusgroup@royalcurraghgolf.ie. In any transition period the 
Club Committee, answerable to the members, remains the decision-making body at all times. The role of the TSG is 
to ensure that the approved plan is implemented but it can always make further recommendations to the Committee 
on issues arising over the course of the project. 
 
At the earliest stage of the project the key elements, targets and objectives must be put into a formal 5 Year Plan that 
becomes the guiding document for the Club Executive in the overseeing of the daily operations and regular reporting 
against this will give members a clear understanding of the direction of the club and relative success against targets 
and objectives set. 

 
The Next Steps 
An outline sequence of steps would be as follows: - 
 

1. Information Meeting for Members – Question, Answers, Ideas and Issues opportunity for Members with 
Committee & Focus Group 

2. EGM to consider Constitutional changes needed 
a. Restructured Committees 
b. Chairman role 
c. General Manager role (with later final approval before proceeding if preferred) 

3. Establishment of the Project Organisation 
a. Project Name? 
b. Transition Steering Group membership (Focus Group/modified/other?) 
c. Project Manager & Project Team 
d. Sub-project groups (areas of focus & membership) 

4. 5 Year Strategic Plan 
a.  Draft Plan 
b. Approval by Strategy group 
c. Member’s approval 

5. Detailed Project Plan and Timetable 
 
 
 
 

Michael Collins is attributed with once saying to Kitty Kiernan I’m on the side of those who 
do things, not on the side of those who say things. So now is the time to move on from the 
report writing, the recommendations and the ‘what if’s together, it is a big challenge, but the 
prize can be big too. 
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Appendix 1 

 

Here we have included the summary of Activity, Outcomes and Recommendations under each of the modules 

considered by the Focus Group. We have included these as an appendix to enable the main report to be kept down in 

size. However, we also thought that it would be helpful to show each summary individually and they later could be a 

helpful starting point for any sub-project groups that might be established at a later stage.  

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



Focus Group Outcomes Summary 

Module 1 – Course 

Activity 

- Met with Chair of Course sub-Committee Dr John McNamara 

- Detailed discussion of GCMS Contract 

- Review and Analysis of historic costs and direct course income  

 

Observations & Outcomes 

- Vehicle Lease contracts (because of timing) might limit ability to deviate from contract at future 

renewals, see recommendation 1 below.  

- Because of its total value the CGMS contract will always be in focus however the consulting, advisory 

and profit share of the contract is estimated at less than €20,000 

- While significant improvements to the course are evident since the first CGMS contract commenced 

3 ½ years ago, the pace has not necessarily has not been maintained and the continuous setting of 

targets for GCMS must be explored. 

- Small items left unattended for long periods are not always picked up in the GCMS weekly inspection 

(e.g. Seats in disrepair, incomplete irrigation repair by the old entrance) 

 

Recommendations 

1. The possibility and the cost implications of the club entering into direct vehicle leasing contracts to 

be explored in advance of any new agreements being entered into under the CGMS contract. 

2. Future contract reviews to be considered 12 to 18 months before expiry date to allow for all options 

to be fully explored 

3. Direct course income (green fees, competitions) runs at 18% of the direct costs of its maintenance, 

ways to increase this to be considered (benchmarking possibilities?). It is also recommended that this 

percentage be set as a target for future performance improvement. The historic performance in this 

area is included in Appendix 2.   

 

 

 

 

 

 

 

 



Focus Group Outcomes Summary 

Module 2 – Bar and Catering  

Activity 

- Met with Chair of Bar and Catering Paul Murphy 

- Detailed discussion of Bliss Contract 

- Review of historic costs and margin/contribution  

 

Observations & Outcomes 

- New two-year contract is being negotiated with Bliss with the bar management fee expected to be 

reduced from €70,000 to €60,000. 

- Asset register being prepared by bar/Catering sub-committee, some equipment owned by Bliss, 

some by the Club.  

- Teas/coffees served from bar are 10% of turnover but have estimated 100% margin. Bliss providing 

coffees from restaurant too. However, often none available for visiting societies, needs to be co-

ordinated better. 

- Bar opening is 72 hours in Summer 60 in Winter. 

- Some comments on menus and whether more traditional ‘golfing fare’ needs to be on them (as it is 

available when asked for) 

- No charge by club for outside functions, rely on bar sales to contribute to Club finances. 

- Kitchen utility bills are paid for by the club, possibly look to split metering in the future. 

 

Recommendations 

4. Opening hours need to be reviewed, particularly on Open Days. Also, co-ordination for Society 

bookings so that ‘full service offer’ can be given where it is merited/required. 

5. Future contracts should look at possibility to further reduce the fixed cost element (€60,000) with 

targets/results sharing. 

6. Consider questionnaire to members on menus and how they are matching requirements to give input 

to Bliss. 

7. If clubhouse changes are being considered the bar layout must be investigated as currently a direct 

barrier to best bar service. 

 

 

 

 

 



Focus Group Outcomes Summary 

Module 3 – Membership 

Activity 

- Vice President, Maura Kenneally, provided full details of numbers in each membership category 

- Nine options outlining the financial impact of changes to the existing categories submitted to the 

Committee  

- Review and Analysis of impact of movement between the categories over the next four years 

 

Observations & Outcomes 

- Total membership numbers are 752 – 395 Ordinary, 115 Senior, 53 Senior+, 39 Intermediate, 18 

Junior, 132 others (incl. honorary, pavilion, leave of absence, etc.) 

- 52% of the membership are Ordinary category members and they provide 71% of total subscription 

income  

- Over the next four years 82 members can move into the Senior categories, with just 20 moving from 

Intermediate into Ordinary 

- Above movement between categories will have a significant impact on revenue from subscriptions 

in the next four years 

- Financial necessity of keeping existing members and attracting new members vital 

- Financial burden of paying annual subscription in one payment proving difficult for some members 

 

Recommendations 

8. Better marketing of the Club through local newspaper features, radio, Facebook etc.  

9. Promote several “open” days when potential members would play nine holes with a member 

followed by refreshments and a presentation of the Club’s history, activities and development plans 

10. Introduce annual subscription phased payments of say 3 or 4 instalments to reduce the burden of a 

once off payment at the end of January. Update members on the various methods available for 

payment of the annual subscription.  

11. A Youth Development Officer to be a key position in any new management structure 

12. Reduce the annual fee for juveniles to a nominal sum 

13. Promote the Club in local schools which could result in parents also becoming interested in joining 

the club  

14. Club Professional to have a key role in Youth development.  

15. Consider a “Men get into Golf” programme as the Ladies Club has so successfully done.   

16. As well as 18-hole weekend competitions, introduce 9-hole competitions on the time sheet to 

facilitate members who do not want to spend up to five hours playing a round or who may not be 

able to physically play 18 holes on a demanding course. The Ladies Club already has this facility and 

it is proving popular. 

 



Focus Group Outcomes Summary 

Module 4 – Contracts 

Activity 

- Club has four main service contracts; GCMS, Bliss Catering, Gerry Burke and Dept. of Defence Lease 

- Total value of these contracts approx. €275,000 

- Copies of the above contracts provided to Focus Group 

 

Observations & Outcomes 

- Duration of Contracts; GCMS – 3 years commencing 2018   €143,000 

  Bliss Catering – 2 years commencing 2019    €60,000 

  Club Professional – contract reviewed 3 yearly         €35,000 

  Dept. of defence – 20 years commencing 2011   €34,000 

- Above contracts represent approx. 40% of annual expenditure 

- Observations on the GCMS and Bliss Catering contracts are included in the Course and Bar and 

Catering modules  

   

 Recommendations 

17. Re the GCMS contract, the possibility and the cost implications of the club entering into direct vehicle 

leasing contracts to be explored well in advance of any new agreements being entered into under 

the CGMS contract. 

18. Future contract reviews to be considered 12 to 18 months before expiry date to allow for all options 

to be fully explored 

19. That a small sub-committee with contract expertise be set up immediately to examine these 

contracts in detail, particularly in terms of value for money, implications of terminating the contracts 

and continuous assessment of the performance of the contracts.  

20. As these contracts may provide the best opportunity of savings in expenditure, the possibility of the 

Club not continuing with or renewing the above contracts to be investigated.  

21. All contracts to be reviewed critically with a view as to where savings/efficiencies can be made and 

also to gain an understanding if there are alternative more cost effective ways of doing them.  

 

 

 

 

 

 



Focus Group Outcomes Summary 

Module 5 – Societies/Green Fees 

Activity 

- Met with Hon. Sec., Peter O’Connell, who was responsible for Societies in 2018 

- Net with Aine Mangan of Kildare Tourism  

 

Observations & Outcomes 

- Green Fee/ Society income was €41,000 in 2018, the second lowest in the last eight years. 

- Society bookings for 2019 appear to be stronger than 2018 which is welcomed.  

- Problems identified with the availability of the course during the week due to number of internal 

groups taking up prime times on a weekly basis. 

- There appears to be no facility on our BRS system to make long term tee time bookings for visitors 

who plan their golfing holiday well in advance.  

- The option of phoning the Club to book a tee time is not visitor friendly, the message they receive is 

to go to the BRS for on-line booking. A tee time booking by phone should be available to visitors. 

- The buggy hire facility is not of the standard expected at any Club.  

- The “sense of arrival” at the Club for a visitor is bleak. The entrance road is featureless with the first 

view of the clubhouse a blank gable wall. Signage is poor and there is no reception area a visitor can 

go to for information. The entrance to the changing rooms is through a hallway cluttered with 

equipment, notices etc. The first impression is that of a club that is not friendly and does not care 

about visitors. 

Recommendations 

22. Club needs better marketing, capitalising on being a “Royal” Club, the oldest club in Ireland, one of 

the few heathland courses and its history.  

23. The marketing of the Club through association with local hotels, golf tour operators and golf/racing 

packages needs to be pursued actively. 

24. Booking of tee times by visitors to be more accessible, see comments re this above.  

25. Continue with the recent initiative of having a club representative meeting Societies prior to playing. 

26. Gauge the experience of a Society through a feedback sheet which would provide information on 

what is being done well and what needs to be improved on. 

27. Charge increased green fees to non-GUI card holders as is the case in several clubs where overseas 

visitors are charged more than GUI card holders.  

28. On Open Days, increase the competition fee for non-GUI card holders. There is an increasing 

tendency for golfers who are not members of golf clubs to avail of cheap golf by playing on open days 

in various clubs. These golfers are being subsidised by genuine golf club members who pay annual 

subscriptions.  

29. Address the criticisms in “sense of arrival” above. Consider reopening the old access road between 

the 15th and 16th holes to improve the visual approach to the club and give the visitor a sense of 

anticipation of what lies ahead. 

 



Focus Group Outcomes Summary 

Module 6 – Club Management Restructuring 

Activity 

- Examination of existing structure 

- Information obtained from similar clubs re their structures 

- Meetings with Club’s Hon. Sec. and Hon Treasurer to get detailed information on day to day 

management of the club’s affairs 

- Review of Club Constitution re Club Structure 

 

Observations & Outcomes 

- Business affairs of the main Club are controlled by the Officers and Committee of the Club numbering 

20 in total. 

- Chairman of the Committee elected each year, position will be taken by either the Captain of the 

Men’s Club or the Captain of the Ladies Club. 

- Men’s golf and Ladies golf are administered by the Men’s Club and the Ladies Club respectively. 

- The day to day matters of the Club are the responsibility of the Hon. Secretary except such duties 

that are specifically assigned another Officer or a Secretary Manager. 

- To assist the Hon. Secretary there is an Executive Committee comprised of the Captains of the Men’s 

Club and Ladies Club, The Senior Vice President, the Hon. Secretary and the Hon. Treasurer i.e. 5 in 

total.  

- A diagrammatic representation of the existing structure is attached Appendix 2 

- Salaried Secretary responsible to Hon. Secretary for carrying out duties assigned to her. 

- The role of Club Captain is very onerous in terms of being first and foremost the Club ambassador, 

attending functions and team events, meeting visitors and guests and this combined with being 

responsible for the day to day administration of the club is not realistically feasible for one person to 

undertake. 
- At present there is no real emphasis on strategy or long-term planning with the day operations fully 

occupying the Committee’s time 

 

 Recommendations 

30. A diagrammatic representation of the recommended structure is shown on Appendix 2 

31. Organisation, administration and day to day management of the Club’s affairs administered by a 

Committee numbering 10-12.  

32. The Chairman of the Committee would be elected at the AGM and hold office for a minimum of two 

years. 

33. To assist the main Committee, it is proposed to have a Strategy/Continuity/Advisory Committee 

numbering seven, chaired by the Club President. 

34. If a General Manager is appointed he/she would report to the Club Chairman. 

 

 



Focus Group Outcomes Summary 

Module 7 – Existing Clubhouse Usage  

Activity 

- Submission received from a Club member re leasing part of the clubhouse for a non-golf activity 

- Unsuccessfully tried to source as constructed drawings of the premises 

- Had a preliminary discussion with a Club member with an architectural background re proposals to 

better utilise the existing layout. 

 

Observations & Outcomes 

- Existing clubhouse oversized and underutilised for modern day usage. 

- Potential for additional usage i.e. recreational activities, meeting rooms etc.  

- Club not taking advantage of the existing facilities e.g. no reception area for enquiries, entrances to 

changing rooms unattractive, bar layout inefficient etc. 

 

Recommendations 

35. The appointment of a small sub-committee with architectural experience to carry out an assessment 

of how the existing facilities can be improved and to assess the potential of the premises re 

subletting, relocation of existing usages etc.  

36. Any sub-letting of parts of the premises at this time to be short term only in order not to restrict 

potential long-term proposals.   

 

 

 

 

 

 

 

 

 



Focus Group Outcomes Summary 

Module 8 – Finances 

Activity 

- Review of draft 2018 Accounts and historical Income & Cost Development since 2011 
- Consideration of preliminary cash flow for 2019 before recommendations are made 
- Detailed Member Subscription Analysis 2018 and projections forward based on scenarios 
- Met with Club Hon. Treasurer on two occasions  

 

Observations & Outcomes 

- The Club has a deficit in its Working Capital (day to day financing) of about €100,000 at the year end. 
- This deficit leaves the club in a vulnerable position and not prepared for any unforeseen events.  
- A heavy dependence on short term ‘fixes’ for members to ‘plug the gap’ is not a sustainable answer.  
- At the same time Long Term bank loans have reduced by over €100,000 in the last four years to 

€48,000, and are due to be cleared by 2021 
- For the year just ended, despite the extreme weather conditions impacting the course opening and 

clubhouse activity the draft result for 2018 only shows a small cash outflow (when depreciation is 
added back) of less than €10k. This was helped by good cost control, largely unchanged from 2017 
and improved “Sponsorship and Fundraising Income”.  

- 2019 should show a further positive impact of minimum €30,000 due to new members already signed 
up to The Club and a reduction in the Bar Management from Bliss of €10,000. From 2021 when the 
Bank Term Loan will have been cleared cashflow will benefit by €20,000 annually.  

- Green Fee/ Society income was the second lowest in the past eight years 

- Four contracts account for €275,000 annual expenditure 

- The financial difficulties are largely of historic origin with a loss of over €200,000 per annum in 

members subscriptions between 2011 and 2015. Significant actions were taken during this time too, 

reducing costs substantially (e.g. staff wages from €603,000 pa to €235,000 pa). The time lag between 

the realisation of the savings and the lost Membership Income eroded the savings/reserves that the 

club had built up. 

Recommendations 

37. The long-term resolution of the Club’s finances requires a strategic focus on the development of a 
Longer-Term Plan with clear targets and other potential changes (e.g. structure) to ensure this is 
realised.  

38. The scope for cost reduction is limited (though several areas are recommended for specific 
attention), so much of the emphasis must be on income generation and better marketing of the asset 
that is The Royal Curragh Golf Club.  

39. The Club has a small number of contracts, total value €275,000 with core partners (e.g. GCMS, Bliss, 
Gerry Burke, Dept. of Defence) and these should be worked on further to ensure that it is maximising 
all opportunities for revenue generation, cost savings and efficiencies right across the operations and 
enabling ‘The Club’ to work effectively across all functions, to give the best experience and value to 
the members and visitors alike. 

40. A concerted effort must be made to maintain existing membership and attract new members 
41. The quality of the information in the Annual Accounts should be improved for members. This should 

be discussed with the auditors, and to include improved notes (NB Assets) and the addition of a 
report from The Committee/Captain/Chairman on key issues/events during the period.  

 



 

Appendix 2 

 

Organisation Charts 

 

We have tried to represent the current operations in “Organisation Structure 2018” and the potential future structure 

in “Organisation Structure – Suggestion 1” 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



Organisation Structure – 2018 
 
Club Ownership/                 
Shareholders 

 
 
Club Management                

 
 
 
 
 
 
Sub-committees            
 
 
              
 
 
Staff              
 
 
 
 
 
Key contracts           
 
 
 
 
Golfers     

 

     20 Members 

President,  
Vice President 1, Vice President 2, Vice President 3 

Captain-Mens, Captain-Ladies, Hon Secretary, Hon Treasurer 
Ex Officio-Mens, Ex Officio-Ladies, Vice Capt-Mens, Vice Capt-Ladies 

Committee Members x 8 
 

Finance(7),       Course/Environment(3),         Bar & Catering(2),     Juveniles(8),                    
Sponsorship & Marketing (2),   House + Health & Safety(2),             Societies(3),  
Social(1),          Governance(3),      BRS/IT/Website(5),                  Competitions(4),  
Royal Reciprocal(5) 

Disciplinary Committee, 
Appeals Committee 
Music & Variety 
Club Historian 

Office/Admin x 1 Course Staff Superintendent x 6 
Course Staff Deputy 

 
Course Staff x 4 

 
 

Clubhouse support x 1  

Golf Professional CGMS – Course Management Bliss Catering (Catering & Bar Management) 

 

    

 Men’s Club 
President, Captain, 

Secretary, Treasurer,  
Vice Captain, Ex Officio 
Captain, Competitions, 

Handicap Secretary 
Committee members x 6  

  
   

Women’s Club 
President, Captain, 

Secretary, Treasurer,  
Vice Captain, Ex Officio 
Captain, Competitions, 

Handicap Secretary 
Committee members x 6  

 

Trustees (Property) 
Club Trustees x 3   



Organisation Structure – Suggestion 1 
 
Club Ownership/                 
Shareholders 

 
 
     Organisation, Admin & Finance    Club Golf & Competitions 
Club Management                

 
 
 
 
 
            
Sub-committees            
 
 
              
 
 
Staff &    Contracts, Legal & Compliance     Golf/Course Standards & Development 
Key contracts   Line Management & Staff Dev.             
 
             
                  
                      
 
 
 
 
Golfers       

 

    (10—12 members) 

Chairman,   
Captain-Mens, Captain-Ladies, Hon Secretary, Hon 

Treasurer 
 Vice Capt-Mens, Vice Capt-Ladies, Committee Members x ? 

 

Finance, Bar & Catering, 
House + Health & Safety, 
Governance,  
BRS/IT/Website,                 

 

    

 Men’s Club 
President, Captain, Secretary, 

Treasurer, Vice Captain, Ex 
Officio, Competitions, Handicap 

Secretary 
Committee members x 6 

  
   

Women’s Club 
President, Captain, Secretary, 

Treasurer, Vice Captain, Ex 
Officio, Competitions, Handicap 

Secretary 
Committee members x 6 

 

Trustees (Property) 
Club Trustee 1, Club Trustee 2, 
Club Trustee 3  

Strategy/Continuity/Advisory 
President & VP x 3, Ex Officio 
Mens, Ex Officio Ladies 
Chairman 

Disciplinary, 
Appeals. 
Royal Reciprocal, 
Club Historian 

General Manager 

Office Admin x 1 
Clubhouse support x 1 

Catering Contract 
(Bliss) 

Club 
Professional 

Course Super’dent 
Deputy C S 

Greenkeepers x 4 

Course/Environment, Juveniles, Sponsorship & Marketing, 
Societies, Competitions, Music & Variety 

CGMS Course 
Management 



Appendix 3 

Table of Income & Costs directly attributable to the Course (excluding Subscriptions). 

 

 

 

 

 


