CITY OF PALATKA WORKSHOP
Palatka Municipal Golf Course Management Proposals

AGENDA
January 26, 2010; 4:00 p.m.

Price-Martin Community Center; 220 N. 11" Street

L Call to Order: Mayor Karl N. Flagg 4:00 p.m.
a. Reading of Special Meeting Call
b. Invocation
c.  Pledge of Allegiance

II. Introduction: Woody Boynton, Jonathan Griffith, Matt Reynolds

a. Current Conditions at Golf Course

1. Economic
2. Staff
3. Course

b. Request For Proposals Process

I1I. Presentation:  Bobby Weed Golf
IV. Other Speakers: a.  Billy Casper Golf

b. Review Committee Remarks
V. Question and Answer; Open Discussion

VL Closing Remarks

VII.  Adjourn

PERSONS WITH DISABILITIES REQUIRING ACCOMMODATIONS IN ORDER TO PARTICIPATE IN THIS MEETING SHOULD
CONTACT THE CITY CLERK'S OFFICE AT 329-0100 AT LEAST 24 HOURS IN ADVANCE TO REQUEST ACCOMMODATIONS.
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CITY OF PALATKA
REQUEST FOR PROPOSALS
Golf Counrse Management for
Palatka Golf Course

Submission Form (S-I)

Proposals To Be Received by 11:00 AM, Eastern Time, November 25, 2009
City Hall, 201 N. 2™ Street , Palatka, Florida, 32177

IMPORTANT: An Original and six (6) copies are to be submitted.

Please complete the following:

Legal Name of Proposer: . RoGERT ChGL Weep | Je.
E»owY wger cof eS| G

Address: P.0. ?:ox%vl%
PowTe VEVEA BEMCH, PL Hlo0

Telephone Number: ﬂol-{ Lq10.19%710 '
Fax Number: —Contact Person: qa{ .244. oo\q 7

-

Name of Signer: dﬂmméz' W)\*\'“
V.

Note: Failure to use these response sheets may disqualify your submission.
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collusion, D}
its agentsf‘
(Signed): i /

Title:

Non-Collusion Affidavit

State of M%“k County of’ .@M

) x being first duly swom, depgses and says that:
Hg/She is the of , the firm that has
submitted the attached Proposal;
He/She is fully informed respecting the preparation and contents of the attached Proposal
and of all pertinent circumstances respecting such Proposal;

Such Proposal is genuine and is not a collusive or sham Proposal;

Neither the said firm nor any of its officers, partners, owners, agents, representatives,
emplaoyees or parties in interest, including this affiant, has in any way colluded, conspired,
connived or agreed, directly or indireetly, with any other vendor, firm or person to submit
a collusive or sham proposal in connection with the contract or agreement for which the
attached Proposal has been submitted or to refrain from making a proposal in connection
with such contract or agreement, or collusion or communication or conference with any
other firm, or, to fix any overhead, profit, or cost element of the proposal price or the
proposal price of any other firm, or to secure through any collusion, conspiracy,
connivance, or unlawful agreement any advantage against the City of Palatka or any
person interested in the proposed contract or agreement; and

The proposal of service outlined in the Proposal is fair and proper and is not tainted by
y/conniyance, or unlawfil agreement on the part of the firm or any of
ives, owners, employees, or parties including this affiant.

/

Subscribed and sworn to before me this _,Q_'—}i dayof_Neov _200o

My Commission expires:
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November 25, 2009

Elwin C. “Woody” Boynton, Jr.
City Manager

City of Palatka

201 N, 2" st,

Palatka, FL 32117

RE: City of Palatka RFP, Palatka Golf Club

Dear Woody:

Please find enclosed our response to the City’s Request for Proposal for Palatka Golf
Club.

It is with great enthusiasm that we make this submittal. As the waters of the golf
business grow more difficult to navigate, the lines between operations, agronomy,
marketing and capital improvements grow more blurred.

Today, a business plan that synthesizes all of these elements is necessary for success,
and a team that offers proficiency in each is necessary to formulate such a plan.

Our ability to assemble this expertise and bring it to bear on the City’s golf course was
the motivation behind our submittal. We believe that great potential exists at Palatka
Golf Club.

The detail and professionalism of the enclosed information will be indicative of our
approach. We hope this submittal will be viewed favorably and we welcome any
questions that you may have.

Sincerely,

BOBBY WEED GOLF DESIGN, INC, T2 GOLF SOLUTIONS, LLC
“z %Q T2y -
Bobby Weed, ASGCA Ty Day, PGA

Enc.
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PART |: EXECUTIVE SUMMARY

Palatka Golf Club ("Golf Course”) is a historically significant layout owned by the City of
Palatka {“City”) that has succumbed to a number of negative market forces. The Galf
Course has consistently lost money over the last five years, and its current physical and
financial position severely limits the City’s viable operation and/or exit strategies. The
City has issued a Request for Proposal (“RFP”) seeking submittals for third party
management of the Golf Course.

The Golf Course also enjoys an excellent design pedigree and a number of unique
competitive strengths which can be leveraged to reverse the current operational trend.

Bobby Weed Golf Design, Inc. and T2 Golf Solutions, LLC, propose to join forces as a new
entity, BWGD PALATKA, LLC (“Company”} that partners with the City to devise and
oversee the implementation of a 5-year turnaround plan (“Plan”) for the Golf Course.

The Company offers a novel combination of extensive experience, broad expertise, and
proven results that can address the Golf Course’s operations, agronomics, sales,
marketing, F & B, and capital improvements.

The Plan proposes an intensive focus on the core asset: the golf course and the
experience it provides to golfers. The plan would involve improving agronomic
conditions and driving revenue growth through the following core strategies:

i, Maintaining and then raising the enthusiasm and participation levels of
local golfers through specific community outreach efforts and retention
programs.

ii. Developing new revenue streams from non-local golfers through
specific golf course improvements and a fresh marketing effort,

ii.  Improving agronomic conditions through a significant and capitalized
supplement to annual maintenance spending and implementing an
ongoing 2-year capital improvement program.

iv.  Maximizing the financial performance of the business by implementing
industry best practices to guide its operation and management.

v.  Re-branding and re-marketing the Golf Course with a focus on the
historical Donald Ross pedigree and the fun experience it provides,

vi.  Maintaining the Golf Course’s position as an economical and high-value
alternative to its competition within the marketplace.
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6. Implementation of the Plan by the Company will comprise two phases. First, a 9-month
first phase {“Initial Phase”) which involves the following scope of work:

[ Management of the facility,

ii. Intensive assessment, measurement and benchmarking of each aspect
of the operation, :

ii.  Compilation of detailed reports, long-range goals and performance
standards for each department of the entire operation,

v.  Oversight and management of as many fundamental eperational
changes and capital improvements as can be prudently accomplished,
with a particular focus on obvious items with immediate impact.

7. Following completion of the Initial Phase, the Parties may, upon mutual agreement,
proceed into a 4-year second phase (“Second Phase”). The Second Phase aligns with the
City's fiscal year and involves the following general scope of work:

. Management of the facility,

ii.  Oversight and management of an extensive capital improvement plan,
and other departmental plans as compiled in the initial Period,

iii.  Oversight and management of the facility’s re-branding and marketing,

iv.  Tracking and adjustment of the facility’s operational performance to
meet performance goals and optimize financial results.

8. It is the opinion of the Company that upon completion of the Plan, Net Operating
Income can be grown from its existing level to one which will not only fully offset both
the expiring capitalized maintenance budget supplement and the debt service level, but
also be positioned for future growth with a solidly established upward trend.

8. Achievement of such a position would vastly increase the City’s viable exit strategies for

the facility and enhance its ability to lease the Golf Course, sell the Golf Course, or
continue to own and operate the Golf Course.




PART [I: PRINCIPALS OF THE COMPANY

BOBBY WEED, American Society of Golf Course Architects

Member, Historical Committee, Donald Ross Society
Member, Golf Course Superintendents Association of America
Member, Florida Turfgrass Association

Weed's professional career began with an apprenticeship under Pete
Dye, an association that stretched for over 17 years. In 1983, Weed was
hired by the PGA TOUR, where he advanced to become their in-house
architect in 1987. From that post, Weed was responsible for the design
of many of today's best known TPC venues, which continue as host sites
for prominent TOUR events. Weed was instrumental in developing
management guidelines and performance standards for the
maintenance and operation of the TPC branded facilities.

Weed was also able to collaborate with many of the TOUR's most
familiar names, including Sam Snead, Gene Sarazen, Arnold Palmer, Jack
Nicklaus, Raymond Floyd and Chi Chi Rodriguez; a cross section of
experience unavailable to most.

In 1994, Weed's career and experience reached an apex with the
formation of his own design firm, where he continues to "hand-craft"
golf courses. Today, Bobby Weed Golf Design has amassed an
impressive list of accomplished courses that are consistently ranked at
the top_of their respective categories. - :

TY DAY, PGA

Ty is a 25-year member of the PGA of America and the principal of T2
Golf Solutions, LLC. He previously served as Director of Operations for
Tartan Golf Management, where he oversaw the management of more
than 10 golf facilities and specialized in the turn-around of
underperforming assets. Prior to Tartan, Ty led successful new
construction projects at Wetherington Golf & Country Club, The Greens
at Deerfield, and The Golf Club of Dublin. At these facilities, Ty was
responsible for development and implementation of all start-up golf
operations including hiring and training of all service staff,
merchandising, junior golf programs, and tournament, golf car and
range operations.

BULURPLULLLOGOLLO0GORDVES0P0000080GG



The principals of the Company will provide the City of Palatka several unique points of

differentiation that can be leveraged to bolster the long term operational success of
course:

the golf
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The principals of the Company have a significant and visible presence in the lacal
marketplace, with broad brand recognition and credibility.

The principals of the Company have a proven track record of managing value-added
capital improvements to First Coast golf facilities. Under the terms of this proposal, the
City will recelve the benefit of this expertise at cost, without having to employ additional
third party consultants. (See Miscellaneous)

The principals of the Company have a proven track record of managing weil run,
sustainable and profitable golf operations. (See Miscellaneous)

The principals of the Company will be present, accessible and visible. Palatka Golf Club
will not become part of a multi-course management portfolio. Our main office is 40
minutes from the property.

The principals of the Company have an extensive local contact network with
superintendents, professionals, vendors and suppliers that can be exploited to find the
most knowledgeable personnel and the most cempetitive pricing,

The principals of the Company have an extensive local and national contact network
with industry press, golf writers {Stephen Trendler) and publications that can he
exploited to bring superior attention to the revitalization of Palatka Golf Club,

The principals of the Company represent a comprehensive and unique blend of
expertise that encompasses operations, sales, marketing, agronomics and capital
improvements.




PART 1li: VALUES, VISION AND STRATEGY

In order to properly formulate a turnaround strategy for Palatka Golf Club, it is imperative to
properly articulate the Strengths, Weaknesses, Opportunities and Threats (SWOT) that are
currently impacting the facility’s operation and performance. Once these factors are identified
and appropriately weighted, a reasonable and realistic long term strategy can be formulated.

The Company allowed the following observations to inform its thinking:

STRENGTHS AND OPPORTUNITIES

WEAKNESSES AND THREATS

e A rare asset in North Florida golf: a
core, non-residential golf course
with a historical design pedigree
and reputation.

¢ A very solid infrastructural
foundation: the sandy scil and the
new irrigation system represent a
head start that many courses do
not enjoy.

» Existing effluent service is in place
and functioning with no lack of
water.

e The City's ownership of the
property  provides significant
expense-side advantages, including
exemption from property taxes, as
well as opportunities to secure
capital funding under attractive
terms.

¢ City management has reduced
expenses to match revenue -~ a
solid starting point for reversing the
decline of the operations.

Consistent and significant operational
losses over the last 5 years.

Agronomic conditions are poor and
current maintenance and capital
commitments are insufficient to
reverse this trend. Conditions of some
the critical infrastructure is poor and
will require remediation.

The local market has a lower level of
per . capita household income as
compared to surrounding counties.

A number of competing facilities have
been introduced to the marketplace
over the years, especially St. Johns
Golf & Country Club, which enjoys the
same operational advantages from
being owned by a public entity.

Current financial statements are
inadequate relative to industry best
practices. The available information
prevents a clear assessment and
benchmarking of the operation’s
rounds, revenue, and expenses, which
in turn impacts the value of the
immediate recommendations that can
made,




Passionate and committed support
of the golf course exists from the
local community, Gross revenue has
been consistent - albeit low - over
the last five years due largely to
their patronage.

The Azalea Invitational provides an
annual portal to expose the golf
course to national notoriety, The
addition of the Senior Azalea
expands this impact.

Maintaining the City’s involvement
could offer the ability to access
purchasing power and resources to
accomplish capital improvements
under competitive terms.

Significant  synergies exist with
other  aspects of Palatka's
redevelopment. The golf course
could become a flagship amenity
that attracts outside media
attention to Palatka and assists in
driving  additional local re-
development to the City.

* Gross revenue is very low relative to
competing golf operations.

* Access to the golf course from routes
into Palatka is not easy to discern for a
non-local golfer. There is no clear
signage.

* Golf course yardage is less than 6,000
yards and may result in a perception of
lower quality,

Based on this review, the Company generated the following logic sequence to form the basis of
its overall strategy:

1.

Operational expenses have been lowered to meet revenue, but stabilized
operations at such a low revenue number will result in the continued
deterioration of golf course conditions, which in turn will reduce revenue even
further. The result will be a net annual loss in an amount roughly equai to or
greater than the current debt service payment ($170,000).

The current financial condition of the facility severely restricts the City's exit
strategy options for lease or sale of the facility, The Company does not beligve
that any intelligent third party will pursue either strategy in the current context.
Without a fundamentally different operational strategy, the Company believes
the City will be faced with {i) continuing to absorb losses equai to or greater
than the annual debt service or (i) closing the golf course.

POOOPUVRO0COROCCO0000000800000000000600000GCOGGIS




The turnaround at Palatka must be gradual and fiscally sound. it must also involve an

integrated solution that changes and addresses all aspects of:

a.

Golf, F&B and agronomic operations,

b. Golf course design and capital improvements, and

c.

The competitive operational advantages that the City’s ownership of the property offers
must be maintained. The Company does not believe that a private enterprise subject to
expenses from property taxes and property insurance premiums could stabilize and
improve the financial performance of the facility. The Company views its involvement

Sales & marketing.

with Palatka Golf Club as a true partnership with the City.

The turnaround must involve an intensive focus on the core asset: the golf course and

the experience it provides to golfers. All other considerations are secondary.

The Company would propose a five-year plan that concentrates on improving agronomic

conditions and driving revenue growth through the following core strategies:

a.

The facility’s operation will be adequately benchmarked with Athe'
establishment of new performance standards for all departments,

Revenue growth would occur initially by first maintaining and then
raising participation levels from local golfers. The target population is
the residents of the City of Palatka and Putnam County and who make
up 85% of the immediate market. Non-local golfers from new markets
would be mobilized as capital improvements are completed and
marketed. This secondary market will make up the remaining 15% of the
golfers/rounds needed in order to meet financial goals. Together, these
two markets comprise 100% of the goifers and rounds needed to drive
the revenue equation for this facility’s financial success.

Agronomic conditions would improve through a capitalized 4-year
supplement to annual maintenance spending. In conjunction with this
supplement would be the capitalized funding of an in-house crew to

implement an ongoing 2-vear capital improvement program “at cost”.
Funding for this combined $1.1M effort would be achieved mainly

through the re-financing of the existing bank note held against the golf

operation. Alternative sources of capital would also be researched and
identified.

The course and completed improvements would be appropriately re-
branded and re-marketed with a historical focus on the Donald Ross
pedigree.

0090000000000 0000600000000000000000000000000
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e. The Golf Course would maintain its position as an economical
alternative to market competition. Patrons would see great value in the
fees and experience available at the Galf Course.
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7. it is the Company’s opinion that upon completion of the five-year Plan, Net Operating
Incame can be grown from its existing level to a level that can adequately support both
the expiring maintenance budget supplement being proposed and the new debt service.
The Golf Course would be financially and physically sustainable. Achievement of such

would vastly increase the viability of the City’s operation and exit strategies for the Golf
Course, including its possible lease or sale.
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PART IV: SCOPE OF WORK

Over the course of the five year term, the below scope of work will guide the Company’s efforts
and become part of an executable agreement with the City.

Generally, the Company will use its resources to make significant and fundamental operational
changes in the Initial Phase and prepare the various Plans to guide the future operation of all
departments. These changes will allow us to improve operational efficiencies, benchmark the

property 1o identify areas for improvement and improve the physical plant to provide a solid
foundation that supports future financial growth.

During the Second Phase, the Company will facilitate a significant improvement in maintenance
standards as well as oversee value-added, “at-cost” capital investments. Funding for these
efforts will be facilitated by utilizing the City of Palatka’s efficient access to capital. These
improvements will focus on the golf course’s critical infrastructure and will ultimately enhance
and restore the original Donald Ross design.

Agronomic Operations

Task1  Operational Assessment
Prepare a comprehensive and detailed assessment of the agronomy department, including
practices, staff and equipment, which becomes the basis for the Agronomic Plan.

Task2  Job Descriptions

Draft job descriptions and hiring guidelines that will be used to evaluate and gauge existing staff
in the re-hiring process.

Task3  Agronomic Plan & Performance Standards
Prepare a comprehensive and detailed agronomic plan which guides the improvement of the
golf course’s conditions and establishes minimum goals for all areas of the golf course,

Task4  Conditioning
Implement the Agroncmic Plan through a prioritized focus on the in-play areas critical to a

golfer’s perception of the course {i) greens, (i) tees, and {iii) fairway. Coordinate improved
conditioning in conjunction with the Capital Improvement Plan.

Golf Operatlons

Task1  Operational Assessment

Prepare a comprehensive and detailed assessment of the golf operations that becomes the basis
of the Golf Operations Plan.

Task2  Job Descriptions

Draft job descriptions and hiring guidelines that will be used to evaluate and gauge existing staff
in the re-hiring process.
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Task 3  Golf Operations Plan

Prepare a comprehensive and detailed plan which guides the improvement of the up front
operations and establishes performance goals for staff.

Task 4 Point of Sale (POS)
Install Fore Reservations as the Golf Course’s comprehensive reservation and marketing system
(e-mail marketing, e-mail confirmations, database management, direct marketing tools}, point

of sale (POS) system {purchasing, receiving, inventory control, accounts receivable), and a world
wide web booking engine.

Task5  Policies & Procedures
Develop and implement a global policies and procedures manual for Golf Operations.

Task & Inventory Control

Institute a retail merchandise and inventory control program to aveid shrinkage in the
operation.

Task 7 Golf Car Management

Assess, develop and implement a comprehensive golf car management program and coordinate
the solicitation of competitive pricing proposals upon expiration of the current lease. These

steps will protect one of the Golf Course’s highest valued assets and contributor of more than
30% of annual revenues.

Task8  Play Management

Develop and implement standard operating policies and procedures for outing, tournament and
general play.

Task 9  Player Development

Develop and implement programmed teaching and player development programs with a
specific focus on juniors, women, and community league play. These programs will be designed
to further broaden and enhance the golf course’s perception in the local community as an
accessible and desirable amenity.

Food & Beverage Operations

Task1  Operational Assessment

Prepare a comprehensive and detailed assessment of the F & B operations that becomes the
basis of the F& 8 Operations Plan, '

Task 2 Job Descriptions

Draft job descriptions and hiring guidelines that will be used to evaluate and gauge existing staff
in the re-hiring process.

10
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Task3  F & B Operations Plan

Prepare a comprehensive and detailed operations plan which guides the improvement of the
F&B operations and establishes performance goals for staff.

Task4  Point of Sale {POS)
Utilize and synthesize the Fore Reservations software to run and operate the entire food and

beverage operations. Every item will be tracked, easy access touch screen ordering, multiple
checks opened at one time, and orders can be sent back to a kitchen printer.

Task5  Policies & Procedures
Develop and implement a global policies and procedures manual for F&B Operations.

Task 6  Menu Concept & Pricing

Develop and implement theoretical menu concept and pricing to ensure a profitable F & B
operation.

Task 7  Inventory Management

Inventory management standards will be instituted to protect from shrinkage and will be
monitored through the POS system, theoretical menu costing and inventory controls,

Task 8  Safety Program .

A safety and sanitation program will be put into place will utilizing the ServSafe Program for safe
food and alcohol service.

Sales & Marketing Operations

Task 1  Operational Assessment
Develop a comprehensive and detailed sales and marketing plan for the years 2011 — 2014. This

plan will be an integral a part of the overall business plan going forward as revenue Is driven
upwards by increased awareness of the Golf Course.

Task2  Website Development

Implement a new, professionally created website that will make announcements, book online

tee times (integrated with the tee sheet), send out newsletters and assist in new customer
acquisition.

Task3  E-Mail Management

Send out weekly emails with a particular focus on promoting synergy between the Palatka Golf
Club and City of Palatka events, generating more leads and participation in the city’s venues.

Task4  Loyalty Program

Develop and implement a new customer loyalty program that will track each customer’s
purchases and reward that customer based on doilars spent at the facility.




9006000000000000000000000000000000000000006¢

Task5  Branding & image

Implement a new brand and image development program focusing on a more professional
approach to business. New logo and byline development will be implemented.

Task 6  Collateral Management

Develop and implement standardized marketing collateral based on the Branding and Image
program,

Task 7 Publicity/Media Relations

Develop and implement a publicity and media relations plan that focus on the new direction of
Palatka Golf Club.

Task8  Marketing Relationships

Establish strategic marketing relationships within the immediate market and surrounding
markets to bring greater awareness of, rounds and revenue to the facility

Task9  Database Management

Develop and implement a comprehensive database management program that can filter and
identify a specific segment of the Golf Course’s customer base.

Colf Course Improvement Plan

Task1 Capital Needs Assessment

Conduct a complete and comprehensive assessment of the golf course’s infrastructure,
inciuding the golf course, maintenance equipment, and clubhouse.

Task 2 Golf Course Improvement Plan & Schedule

Devise a long-range plan to improve any identified infrastructural deficiencies. Improvements
shall be conducted with a focus on the appropriate and sympathetic restoration of the original
Donald Ross golf course design.

Task 3 Copital Needs and Sources

Identify the extent of capital requirements to complete the Golf Course Improvement Plan and
work with the City to identify the most appropriate sources of funding that fit within the Goif
Course’s projected pro forma. Potential capital sources to be examined include but are not
limited to general obligation bonds, bank notes, grants, TARP funding, grant donations from the
Donald Ross Society, and/or other novel sources of funding,

Human Resources

Task 1 Recruiting & Hiring

Develop and implement recruiting and hiring procedures that are consistent with and in
compliance with the City of Palatka’s ordinances.

12




Task2 Employee Training
Develop and institute a new employee training and development program.

Task 3  Benefits Management

Conduct an employee benefits management program consistent and in compliance with the City
of Palatka ordinances.

Task4  Employee Performance

Conduct performance reviews in a timely manner and develop a counseling program to improve
performance.

Task5  Payroll Management

Implement a payroll management system to track, verify and submit payroll hours according to
policy and procedure,

Task & Compliance
Follow local, state and national employment compliance for the entire facility.

Accounting

Task1  Reporting

Set-up standard formatting for and conduct daily, monthly and annual reporting to the City of
Palatka.

Task2  Payables/Receivables
Coordinate and oversee the management of all accounts payable and receivable,

Task 3  Cash Management

Implement cash management and forecasting to better inform the City of Palatka on the
performance of the property during each month of operation.

Task4 Cash Controls

Establish cash controls and reconciliation programs in order to enhance the security of cash
handling. Establish variance standards and reporting methods.

Task5  Inventory Control
Install inventory controls and security cameras within the facility to protect its assets.

Task 6  Income/Expense Analysis

Conduct income and expense analyses on a hi-weekly basis to better ensure that financial goals
are met.

Task 7  Budgeting/Forecasting
Conduct annual budgeting and forecasting for submission to the City of Palatka.

13




PART V: ECONOMIC ASSESSMENT

The location of the Palatka Golf Club sets up to have two markets, {i} the “Local Market” and {ii)
the “Outside Market”, both of which will need to be acquired for the overall success of the Golf
Course. The combined market opportunity represents 1,102,145 people within a one hour drive
of the Golf Course. The golfing market is generally considered to be 10% of any market
population, resulting in a possible 110,214 golfers within the Golf Course’s market area,

The immediate county of Putnam is specified as the Local Market and will generate 100% of the
projected 2010 play and 85% of the projected play 2011-2014. Putnam County has a population
base of 73,459 (2008), which has increased 4.3% since 2000 - significantly behind the Florida
average of 14.7% (See table below).

T Gty Florlda
73,459 18,328,340

9 bopulation, 2008 estimate

O Fonulation, percent chanigs, Aprll J003o iy 2008 7 e gl 2 dhiow
@ Fopulation estimates base {April 1} 2000 70,423 15,982,813

The surrounding counties of Clay, St. Johns, Flagler, Marion, and Alachua comprise the
secondary Qutside Market. This market will become 15% of the play mix in 2011 and wili grow
to approximately 20% of the rounds by 2014, These counties have a population base of
1,028,686 {2008), which has increased an average of 39,94% since 2000 - significantly ahead of
the Florida average of 14.7% (See tables below)

Jacksonwille MSA T T o 0 T Clay County  Flarida:
9 Population, 2008 estimate 184,727 18,328,340
O Population; gercéiit chafigs, Abri 1, 20001t July 1, 2008 I A T %
€ Population estimates base {April 1) 2000 140,814 15,982,813
L e - St. Johns IR
latksonville MsA - S _ County Florida
@ Population, 2008 estimate 181,540 18,328.340
@ Population, percéit chatige, April 1, 2000 to July 1, 2008 474% - ia7y
@ Population estimates base (April 1) 2000 123,148 15,982,813
s P L Flagler
PaimCoast MSA . - . - . - ' : County " Florida:
@ Population, 2008 estimate 891,427 18,328,340
dPopuiét?ori,_péi*&entéﬁ'ahge;ﬁiprilIy-ZOOOtOJuly 1, 2008 83.1% 14.7%
@ Population estimates base {April 1) 2000 49,832 15,982,813
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@ Population, 2008 estimate | . 329, 628 18 323 340
_lePaniiation; pertent thange; April 'L, 20000 dly 1,2008% - " T fa% 7%

@ Population estimates base (April 1) 2000 253,914 15,982, 813

3 : MISA: 5 i A‘ma';'“”_‘f

0 Popu!ation 2008 estimate 241 364 18, 328 340

@ opulifion; percentchangli ApHE, 2000 touly 130087 - %% . Vil 1A
¢) Population estimates base {April 1} 2000 217,955 15,982,813

Income Characteristics

Income characteristics for the Local Market will be very challenging. Any escalation in fees must
be on an economical scale of no more than 7-8% a year. The Outside Market income
characteristics are approximately 47% higher than the Local Market Income characteristics.

Therefore, the Cutside Market would allow a greens fee rate structure 23-25% higher than the
Local Market rate structure.

Household Income Characteristics

County Name Description County Florida
Putnam County Median household income, 2007 $33,282 547,804
|Clay County Median household income, 2007 $58,696  $47,804
St. Johns County Median household income, 2007 463,728 547,804
Flagler County Median household income, 2007 545,639 547,804
Marion County Median household income, 2007 $39,354 $47,804
|Aiachua County Median household income, 2007 $38,075 $47,804
Local Market Average Median Household Income $33,282

Outside Market Average Median Household Income  $49,098

Lastly, at some point in the future, post-recession, the local area should expect to see an
increase in market employment, economic activity and discretionary spending. The Company
believes that by the beginning of the Secand Phase the local market income characteristics will
increase, thus accepting a higher rate structure for greens fees.
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PART VI: GENERAL SCHEDULE AND PRO FORMA

The Company's assumptions for revitalizing and re-branding the ciub to this new
concept involve the following general schedule:

Year 1 — Initial Phase

1. Increase operational effectiveness by hiring or rehiring of new staff, instituting
job descriptions, training programs and customer service programs.

2. Add rounds by basic marketing efforts and better tee sheet utilization (i.e.
including directional signage to the Golf Course from access routes into Palatka).

. Increase marketing expenditures and work with the City of Palatka to
synergistically market the city and the golf club.

4. Increase maintenance expenditures to improve course conditions and become
the base for future round/revenue growth.

5. Establish industry wide best practices standards and benchmark operations to
ensure the legitimacy of pro forma.

CSPOHOPCI000000

6. improve the cleanliness and the operation of the physicat plant through limited
and immediate capital improvements. Undertake obvious and effective projects
that synergize with operation changes, i.e. add parking lot lighting to facilitate
after work league play.

B

Impiement our “Golf Car Management” program.

8. Develop and implement player development programming.

Geooe

9. Implement our proprietary “Valued Experience” model (See Below)
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Year 2 -~ Second Phase

1.

10.

11,

Years 3

Continue the operational effectiveness by enhancing training programs and
customer service programs.

Add rounds/revenue by effective marketing, improved course conditions, tee
sheet utilization and added value as rates Increase.

Increase marketing expenditures and work with the City of Palatka to
synergistically market the City and the golf club in the Outside Markets.

Increase maintenance expenditures to improve course conditions and establish
the base for future round/revenue growth.

Initiate capital improvements on the golf course that return it to the original

design, These improvements will be completed at cost through the Company’s
oversight.

Add new maintenance equipment through appropriate capital leases,
Continue the improvement of the physical plant/common areas.

Continue to establish industry wide best practices standards and benchmark
operations to ensure the tegitimacy of pro forma.

Continue our “Golf Car Management” program.

Continue to enhance player development programming.
Continue to adapt and perfect the “Valued Experience” model,
-4

Continue operational effectiveness by enhancing training programs and
customer service programs.

Add rounds/revenue by effective marketing, improved course conditions, tee
sheet utilization and adding value as rates increase.

Increase marketing expenditures and work with the City of Palatka to
synergistically market the City and the Golf Course in our new Qutside Markets.
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4. Continue increased maintenance expenditures to improve course conditions and
become the base for future round/revenue growth,

. 5. Complete capital improvements on the golf course returning it to the original
design.

6. Maintain new maintenance equipment obtained through appropriate capital
leases.

7. Continue the improvement of the physical plant/common areas.

8. Continue to establish industry wide best practices standards and benchmark
operations to ensure the legitimacy of pro forma.

8. Continue our “Golf Car Management” program.
10. Continue to enhance player development programming.
11. Continue to adapt and perfect the “Valued Experience” model.

Year 5

1. Achieve operational effectiveness by successfully executing training and
customer service programs.

2. Achieve or exceed rounds and revenue benchmarks set forth in pro forma.
3. Successfully market to Local and Outside Markets and achieve target play levels.

4, Sustain maintenance expenditures towards the continued improvement of
course conditions and become the contributor for future round/revenue growth.

5. Return the goif course to the original Ross design.

6. Maintain appropriate maintenance equipment to produce improved agronomic
conditions.

7. Sustain the improvement of the physical plant/common areas.

8. Continue to establish industry wide best practices standards and benchmarks,

9. Sustain “Golf Car Management” program.
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10. Modei the piayer development programming for future fadilities.
11. Perfect the “Valued Experience” model.

Capital Expenditures

From our investigation of the Golf Course, generating the revenue targets within the pro
forma projections will require capital improvements that raise the standard and
consistency of the conditions and experience on the Goif Course. These improvements
will initiate with obvious and visible projects in Year 1 and ramp up to more substantial
improvements in Years 2-3.

Based on our experience, we have made a conservative assumption of $1,100,000 in
additional capital expenditures added to the existing note, which is then refinanced to
$2,800,000 over 30 years @ 6%. The Company expects to seek alternative sources of
funding in conjunction with the City that represent more attractive terms.

The capital dollars will fund both actual improvements to the Golf Course as well as a 4-
year capital supplement to annual maintenance expenditures. The Company aiso
expects to utilize its expertise in golf course improvements to manage the
improvements in a highly efficient manner that provides exceptional value for the
doliars spent. The Company expects to form an in-house “capital improvement crew” to
work within the Golf Course’s payroll structure and complete improvements at cost. The
slow pace of golf course canstruction in North Florida has created a surplus of qualified
individuals. Vendors and suppliers are offering very attractive pricing. Further, the
Company anticipates adding further value by utilizing the City’s resources for labor,
equipment and material procurement.

It is anticipated that the funds will be distributed roughly as follows:

Parking Lighting $5,000

Equip Cap Leases 530,000 $30,000

Totals $75,000 $362,500 $362,500 $150,000 $150,000
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"Baseline” Case Operational Scenario

Based on the outlined capital expenditures and the operational strategies outlined

herein, the Company believes that it can drive meaningful revenue growth over the
term of its engagement.

The goal of the Company will be to grow Net Operating Income by the completion of its
engagement such that generated income will fully offset both the capitalized
maintenance expenditures and debt service. In condensed format, the Company would

establish the below figures as its baseline revenue and expense targets over the term of
its engagement:

Baseline Pro Forma 2009 2010

Capitalized Costs:

Maintenance 25,000.00. . 150,000.00 150,000.00 150,000.00 150,000.00
Capital Improvements 50,000.00 212,500.00 212,500.00

$1,200,000 Capitalized Cost added to Bank Note and Refinance a $2,800,000 note over 30 years & 6%

Please note that the Company’s proposed fees have been included in these pra forma
projections as part of the Total Expenses line. In the more detailed Pro Formas included
in Part VIl, these fees are listed in the Gen Administration line under Other Expenses.

21




e

e

W W

P,

“Best” Case Operational Scenario

SO
W

The Company believes that the revenue assumptions shown in the bhase line proforma
are a normative-case scenario for the reconstruction and rebranding of the Golf Course,
and may not represent the best-case scenario in terms of revenue/ EBITDA potential.

Fitad Ty,
G

If the re-branding takes hold more strongly than we anticipate, it is reasonable assuming
that annual rounds and revenue could be higher than projected herein. In addition, we
believe our estimates for merchandise {no increase over present day average sale per
person} and food and beverage (5% increases in sales each year) are on the
conservative, With synergistic collaboration with the City of Palatka, these areas have a
stronger revenue-generating potential.

®
2

We believe our assumption for an effective weighted-average green fee and market mix
in our baseline pro forma of $28 in year 5 may be low, given the anticipated increased
quality/condition of the course. Consequently, in a Best-Case analysis we believe that
fees would increase by 10% vs. 8% and the “Outside Market” rounds could be as high as
25% of the play. Thisis detailed in Year 5 of our Best-Case Scenario.

o3 We have also assumed that after two years of reconstruction and rebranded operations,

2 corporate memberships could be higher than originally budgeted as would daily-fee

h rounds,

] Best Case Pro Forma 2009 2010 2011 2012 2013 2014

A Tenisser

G o

OERT seRvICE: - .. 180,000.00° - 201,000, 00 201,000.00°,

NETiNcomefioss . (370,008.50) {193 4as.65) f1stes3er  (esios0p (16848.53) . - 131,596:60.

0 ;
¥

) Capitalized Costs:
& Maintenance 25,000.00 150,000.00 150,000.00 150,000.00 150,000.00
Capital Improvements 50,000.00 212,500.00 212,500,00

$1,100,600 Capitalized Cost added to Bank Note and Refinance a 52,800,000 note over 30 years @ 6%
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"Worst” Case Scenario

Based on its experience, the Company believes that strong revenue growth on the heels
of capital improvements is a very likely scenario in the short term {vears 2-4). However,
it is also possible that following these improvements, the market will not accept the
Company’s strategies over the long term.

Therefore, we present the following projections of cash flow from operations, assuming
in Year 5 after the reconstruction/redesign is completed that the Golf Course attracts:

« lower-than-expected annual rounds

« lower-than-expected effective annual green fee
* lower-than-expected outside market mix )
s [ower-than-expected food and beverage revenue

Under these assumptions EBITDA will remain higher after year 2 than would be the case
if the current operating structure and course conditions were maintained. In year 6, the
Company would likely cease its involvement with the Golf Course, which would further
reduce expenses by approximately $100,000 to the bottom line.

Worst Cast Pro Forma 2009 2010 2011 2012 2013

2014
Actual Year 1 Year 2 Year 3 Year 4 Year 5

Capitalized Costs:
Maintenance 25,000.00 150,000.00 150,000.00 150,000.00 150,000.00
Capital Improvements 50,000.00 212,500.00 212,500.00

$1,100,000 Capitalized Cost added to Bank Note and Refinance a $2,800,000 note aver 3¢ years @ 6%
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PART Vil: MARKETING

The mutually beneficial partnership between the City of Palatka and the Company should be
exploited with a clever marketing campaign that drives business to both entities. A
reconstruction and re-branding of the Golf Course will produce a flagship amenity that can
attract attention to the City for years.

The new branding of the Galf Course will be capable of drawing new players from Outside
Markets like Gainesviile, Palm Coast and even 5t. Augustine/lacksonville. In turn, the presence
of these Outside Market patrons in Palatka provides the City an opportunity to introduce them
to other offerings that might be available, attracting them to stay an extra night, to make a
return trip with their families, to come for a long weekend, etc. With proper marketing, the Golf

Course can serve as a flagship amenity that helps establish the City as a progressive, authentic
and enjoyable place to visit.

The Company will operate a clean, efficient and profitable facility that will capitalize on its
history, the notoriety of the “Florida Azalea Amateur”, and the reconstruction of the Golf Course
back to the original Donald Ross design. The Company will further leverage its unique
partnership with the City of Palatka and the regional reputation of Bobby Weed.,

To help establish this identity in the minds of consumers, we have generated the following list of
possible marketing angles, any or all of which may be expioited:

¢ Establish consistent signage throughout the property

* Develop anew logo with a more historical appeal

* Purchase unique tee markers, flags, etc. with the logo prominent

* Ensure the logo is on all direction signage

* Acquire and display the original Donald Ross routing plan for the golf course and have an

electronic image of it feature prominently in all collateral material,

* Leverage the Bobby Weed brand name and his success at other Ross courses {University of
Florida GC, Linville GC, Timuguana Country Club, New Smyrna Beach Municipal Golf Club).

* Engage the DPonald Ross Soclety to closely track and publicize the revitalization of the
course,

*  Align with notable charities to ensure that their golf fundraisers and dinners are hosted at
the facility.

* Ensure that the City of Palatka and various community events are driving awareness and
potential business in the form of golfers, leagues, tournament and banquets,

* Facilitate banquet events at the club for large groups such as school functians, sentor
groups, city events, rotary, etc.
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Market the activities of the City of Palatka throughout the golf course and utilize the Golf
Course’s marketing infrastructure, including its website, e-mail blasts, newsletters and golf
carts. These mechanisms can provide synergistic exposure to the existing 25,000 rounds
played at the Golf Course each year.

Undertake regional advertising that publicizes the “Donald Ross Course” and the “Florida
Azalea Amateur” to touch untapped markets in attracting business travelers, golfers and
groups that come to Palatka. The legacy and heritage of this event is unparalled. Consider

possible marketing efforts in conjunction with the Sally, a women'’s event held each year in
Ormond Beach, FL.

Partner with the City of Palatka to create packages to include golf, lodging, and dining to City
sponsored events (Blue Crab Festival, etc).

Past winners of the “Florida Azalea Amateur” will be honorary members of the Club. They
will not pay guest fees and are encouraged to play often and will promote the new direction
of the Palatka Golf Club. Consider markers along the golf course that provide unique insight
into the illustrious championship and prominent players who created this historical event.

Ensure that “Florida Azalea Amateur” logo merchandise is for sale in golf shop and on
website at all times.

Assist in the marketing of the Florida Senior Azalea.
Drive business to City of Palatka community events via Golf Course website.

Utilize off-peak times on the course by offering special junior golf rates and junior golf
events at the course.

Utilize off-peak times on the course offering special nine hole leagues for area businesses
and targeted player segments {women, juniors, etc)

Incorporate local schools into any Juniar Program.
Establish a Direct Mail database
Distribute regular E-Mail & Newsletter marketing

Target Regional Newspapers {Gainesville, Palm Coast, St. Augustine, Jacksonville)
throughout the improvement of the course.

Place Strategic Billboards announcing the Golf Course along highway 207 and in other
Outside Markets.

Establish an Online Golf Shop.
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e Utilize Bobby Weed industry contacts to inform them about the project and keep them
engaged throughout the process.

¢ leverage the unique entry of a golf course architect into the management arena to drive
publicity of the Golf Course.

® Enlist Friends in the Media and Florida members of the PGA Tour to play or comment on the
goif course, Leverage Bobby Weed’s 13 year tenure with the TOUR.

Synergistic Operational Programs

In conjunction with the Marketing programs, the Company would consider implementing
additional operational initiatives that may include, but are not limited to:

LITTLE AZALEA CLUB

Our concept is to take the off peak time and create the “Little Azalea Club”. This concept would

be a family oriented 9-hole course and program that stresses teaching the game to the kids and
promotes a family golf experience.

Ideas for aligning with local schools
Camps and clinics for Little Azalea’s

New golfer introduction series

Little Azalea golf tournaments and league

Ticket vouchers on special days for “Take your child to the golf course day”.
Special “Little Azalea” tees

* & & & & B

DEVELOPING WOMEN'S GOLF

In today’s challenging economic climate, where growth in the game of goif is stagnant, the
potential to grow the women's market is a higher priority than ever before, and efforts to
cultivate and expand this segment are being considered and executed widely across the
industry. While women's golf presents a major growth opportunity for the industry, several
roadblocks must be overcome to consistently increase women's participation in the game. There
are many factors that continue to challenge the growth of Women's golf. In a recent Goif
Datatech survey, one in three female respondents considered the average golf course to be "a
very male ariented place," which inhibits more frequent play. While over 50% of the U.S.
popudation is female, less than 25% of total golfers are women. Combine the cost, time and
family pressures with their overall perception of the male orientation at the golf course, and it's
not surprising that women leave the game as often as they enter. This is ultimately the basis for
the women's golf population to be at a near standstill,

The Company believes that the “Women’s Azalea Club” at Palatka Golf Club will allow for the
development of Women’s golf promoting specific tee times for women, clinics, and leagues.
Combined with the plans for “The Little Azaleas Club”, we believe that working to develop
women’s golf will benefit the Palatka Golf Club in the years to come.
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9-HOLE GOLF LEAGUES

There is an opportunity to develop a strong 9-hole, “after-work”, golf league program at Palatka
Golf Club. This group of individuals is often of local proximity to the course. These individuals
want the camaraderie of their friends and are not necessarily interested in paying top dollar for
a golf course each week. We feel we can give this group a great golf course at a great value,
Plans of having a golf league that consists of area businesses, Chamber of Commerce, and other
organizations is a positive and provides a great opportunity of the Palatka Golf Club
experience.9-Hole Golf Leagues full of local patrons that want a great course to enjoy on a
weekly basis. Food, drink, golf and camaraderie...Palatka style!

LAKE CITY COMMUNITY COLLEGE TURF INTERN PROGRAM

There is an opportunity to develop a strong turf intern program with the Lake City Community
College Turf program, of which Bobby Weed and a number of area superintendents are
prominent alumni. The program would create positions on the maintenance or capital
improvement crew that would offer the student real world experience while providing the Golf
Course with highly enthusiastic and energetic labor at a low cost.

COMMUNITY OUTREACH VOLUNTEER STAFFING PROGRAM

There is an opportunity to strengthen the volunteer senior staffing program in place in order to
supplement the completion of basic and repetitive maintenance tasks. Bartering completion of

such tasks with access to golf is a traditional and effective method that has proven successful at
a number of facilities.
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PART Vil: TERMS AND CONDITIONS

The Company would propose to complete the Scope of Wark detailed in this response under the
following Terms and Conditions, which would be included in an executable Contract for Services
(“Agreement”) with the City.

1. The Agreement would encompass a 4 year, 9-month term from January 1, 2010
to September 30, 2014.

2. The Company would agree to perform the services as more fully described in
Part 1V: Scope of Work, which have been structured to offer a realistic strategy
for the improvement of the Golf Course and to respond specificaily to relevant
items in Section V of the RFP.

3. The Agreement shall comprise two phases of work. The first nine months
(“Initial Phase”), and the subsequent four years (“Second Phase”). During the
Initial Phase, the Company shali generally (i} manage the Golf Course, {li} assess,
measure and benchmark the Golf Course's operation, (iii) complete detailed
reports establishing long-range goals and performance standards for each
department of the entire operation, and (iv) impiement any and all prudent
operational and capital improvements that can reasonably be accomplished
prior to the completion of the initial Phase, and which have an immediate and
synergistic effect on other efforts.

4. Following completion of the Initial Phase, the Parties may elect to continue the
Agreement for into the Second Phase, whereby the Company shall i} manage
the Golf Course, (ii) oversee and manage an extensive capital improvement
plan, and other departmental plans as compiled in the Initial Period, {jii) oversee
and rnanage the Golf Course's rebranding and marketing, and {iv} track and
adjust the Golf Course’s operational performance to meet performance goals
and optimize financial results.

5. For the services outlined herein, the Company shall be compensated by a
Stipulated Monthly Sum of nine thausand dollars per month ($9,000/ma).

6. Upan completion of the Second Phase, the Partias may proceed under a variety
of scenarios, inciuding termination of the Agreement, extension of the
Agreement, lease of the Golf Course by the Company, or purchase of the Golf
Course by the Company. The terms and conditions of such termination,
extension, lease or sale shall be more completely described in the Agreement.

7. Throughout the Initial and Second Phases, the Company shall work in
conjunction with the City as described in the Request for Proposal, but shail
have sole discretion in making the final determination on staffing, operational,
budgetary and performance related decisions.
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Palatka Golf Club
Summary Statement
Baseline 5 Year Pro Forma 2009 2010

Maintenanca - 500000 %
Capital Improvaments H 5000000 $
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15000000 § 150,000.00 $

21250000 § 212,500.00
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Palatka Galf Club
Summary Statement
Best Case 5 Year Pro Forma

Capitaiizad Costs:

Mainteranc: 5 2500000 % 150,00000 % 150,000.00 $ 150,000.00 % 150,000.00
Capital mprovements 5 5000000 § 21115000 $ 212,500,00 ' o
132,100,000 Capitaiized Cost sdded to Bank Note and Rafinance 2 $2,800,000 nots over 30 years
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Palatka Golf Club
Summary Statement
Warst Cast 5 Year Pro Forma 2009 1010

53,100,000 Capitailend Cost 3dded 1o Bank Note and Refinance 2 $2,600,000 note over 30 years @ 6%

150,000.00 $
212,500.00 §
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The Golif Club of Dublin
City of Dublin, Ohio

Uperational Revien

Mas. 2006

SCOPE OF SERVICES

Global Golf Advisors Inc. (GGA) has been asked by the City of Dublin, Ohio to review
the physical plant, operations, and financial structuring of the Golf Club of Dublin
(GCD). Specifically, we were asked to compare the GCD with best practices and
benchmarks for similarly positioned golf courses in this geographic area.

To this end, a site visit to the property on May 9, 2006. During this time there were
meetings the General Manager, Mr. Ty Day and members of his staff. Prior to meeting
Mr. Day, GGA met with Marsha Grigsby, CFO of the City of Dublin. Prior to that visit,
GGA reviewed the financial statements from GCD from 2003 to 2005. While on site,
GGA received other documentation including Balance Sheets, guest surveys, and food
and beverage menus, which were also reviewed.,

SUMMARY

The Golf Club of Dublin is a well designed golf course. The design was executed by
Hurzdan/Fry, one of 2 handful of top golf architecture firms in the United States. As the
name of the course implies, the architecture is reminiscent of traditional golf courses in
Ireland with a ‘links’ feel including deep sod-faced bunkers. The clubhouse continues
this theme. It is of brick construction and if anything, is larger than would normally be
seen in a daily fee golf course of this quality. While the clubhouse is a tribute to the City
of Dublin, its size and cost has contributed to the large debt that the project carries. Debt
is the biggest problem for GCD. The debt load is so burdensome that it is overwhelming
an otherwise well run golf operation, and is rendering it essentially unprofitable. As
currently structured, it is hard to see how the investors will ever get an adequate retum.
More on the debt will be discussed later in this report.

The physical plant is well designed, well constructed and well maintained. As mentioned
above, if anything it is over-designed and constructed. The project has good drive-up
appeal. The golf course maintenance area remains a negative. Currently the maintenance
equipment is housed in an historic barn which is on the property. The barn is completely
inadequate for use as a maintenance structure in its curvent form, without the space to
house the (very expensive) golf maintenance equipment or areas which are adequate for
storage of chemicals and fertilizers. We understand that ownership of GCD is working
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with the Ohio Historical Society on this issue. However, management believes that the
solution includes leaving the historical barn as is, and possibly using the cart storage area
near the clubhouse for maintenance and constructing a new cart storage barn in the same
area juxtaposed to the clubhouse. While this is not the perfect solution, it may be the best
solution. This will of course necessitate further spending.

We found the GCD to be a well run, high end daily fee operation. Upon arrival, a staff
member meets you in the parking lot to take your golf bag and put it on a cart for you.
The staff in the pro shop are knowledgeable and attentive. The same can be said for the
food and beverage (F&B) staff. This professionalism permeates the operation from top to
bottom.

The various departments at GCD all seem well run. Food and Beverage are utilizing the
extra space they have to sell weddings, private functions and special events open to the
public. They are selling approximately $1million dollars in F&B per year. This is very
good performance and exceeds that obtained by similar daily fee operations. The pro
shop has the right inventory and betters the benchmark for cost of goods sold in similar
projects. Golf course maintenance is about $554,000 for 2005. This is below benchmarks
for similar golf courses and is impressive when considered against the maintainable
acreage of approximately 235 (200 if lakes are removed.)

There were about 28,000 rounds played at the course in 2005. This has been the case for
the past three years. The goal of GCD 1s 30,000 rounds. This is achievable, but current
performance is fine, especially considering that the Average Daily Rate (yearly rounds
revenue divided by yearly rounds) is $59. In the current competitive environment, this is

very good performance.

Speaking with Marsha Grigsby at The City of Dublin we leamed that the City has had to
field virtually no complaints about any of the services. GCD it seems to us-is a well run
golf operation that is being enjoyed by the citizens of Dublin and is a positive part of the
Dublin lifestyle.

The debt could ultimately become the Achilles Heel of the golf project. The $7million+
of long-term debt negate @- f the hard work of the management and frustrates the

investors. If this situation continues, there is a risk that the investors will cut back on

expenses and the staff will eventually see their goals of excellent management resulting
in profitability as unobtainable through no fault of their own. If this situation manifests
itself, there could be problems in the future.

DRAFT - FOR DISCUSSION PURPOSES ONLY
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CONVERSATIONS WITH CITY OFFICIALS

Prior to going to the site, we met with Marsha Grigsby, the CFO of The city of Dublin.
From her we learned that the economics of the area were good. The City is growing
robustly as evidenced by the housing being built at the golf club site, She also mentioned
that the most exciting program being established is the Innovation Center which will be a
large integrated medical and technological research center along the lines of The .

Tig owaw y Research Triangle in the Chapel Hill - Raleigh — Durham area of North Carolina. This

o T will obviously benefit Dublin generally and the golf course specifically. In addition,

Q\ ek \;\\ existing businesses continue to expand. Witmess Cardinal Health’s plans to expand by

& Vg 300 people. Things are good in Dublin.

Pt E‘u? *+  Asto the golf course, it seems people like GCD and are using it. We leamned that the

N e dnds T City has received virtually no complaints about the condition of the golf course, the food

ov _____ andbeverage, or the pricing. In 2005 the course did 28,000+ paid rounds and another
2000 rounds that were bartered for advertising and other services. This is good usage.

The City has and does use the golf course from time to time for functions. Cne good use
of the course for the City is the CEQ Toumament in which business leaders from
companies domiciled in Dublin get together for a day of golf and camaraderie.

There seem to be several financial engineering issues. The largest is the heavy debt that
the Club is carrying. This debt requirement is overwhelming the operations of GCD and
rendering it unprofitable. There is no question that in a golf acquisition, “you make it on
the buy side” and in new course development you must get your financial engineering
right, or there will be continuing problems. This is not to say that the debt wasn’t entered
into freely by the golf developer; it was. And the golf developer, whose heart was in the
right place, wanted to construct a golf project of which he and the City would be proud.
This can be very costly. Golf is usually constructed with the help of the real estate
developer who benefits greatly from the golf amenity. So negotiations are critical there
as well. Nevertheless, the financing is the black cloud hanging over an otherwise
successful project.

We understand that there have been conversations that are continuing regarding ways that
the City might help assuage this debt pain. Topics include: General Obligation Bonds,
Specific Performance Bonds and extending the lease by ten years to help in refinancing
the debt.

We further understand that the ownership of the golf course has asked about the
possibility of negating prope xes on the theory that the land is owned by the City.
We were not asked to opine on these subjects. We mention them here only to point out

‘ DRAFT - FOR DISCUSSION PURPOSES ONLY,
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that they are under discussion. As you will see below, we have a good opinion of the
physical plant and the management of the property.

PHYSICAL PLANT

GCD has good drive-up appeal, It does give a feeling of arrival. The parking lots are
well constructed and clean. The clubhouse is larger than might be found in similarly
positioned daily fee golf courses and is constructed of brick, which is also above and
beyond what is normally seen in similar projects. It is in excellent condition. The cart
bamn is next to the clubhouse and is also constructed of materials that are more expenswe
than similar buildings in similarly positioned projects.

The starter “shack™ is constructed of brick as well and has a large clock on an external
fagade. All of this is aesthetically pleasing but has added to the cost of the project.

The golf course has been designed by Hurzdan/Fry, one of the top golf course
architecture firms in the United States. The golf course, like the clubhouse and out
buildings, is designed on a theme of Irish golf, which tracks nicely with the name of the
City. This golf design manifests itself in a “links style” course complete with deep sod-
faced bunkers. The course also has a number of lakes, At the time of our visit, the
course was in good condition and was just starting to grow into top shape for the summer
and fall months. Total maintainable acreage for the course is 235, which includes about
35 acres of lakes. There have not been (and one would not expect) problems with the
irrigation system as it is almost new. lrrigation systems generally have to be replaced
every 20 years. There has been some rebuilding of the sod-faced bunkers. This occurs
every 3 to 5 years and management has a replacement schedule with associated costs
considered.

ARRIVAL EXPERIENCE

Upon arrival, a bag attendant meets you in the parking lot, takes your bag and points you
to the pro shop for check in. The pro shop staff are knowledgeable, friendly and well
dressed. After check in, the player is directed to the cart staging area where his bag is
waiting on a cart. He is given a bag of practice balls and is directed to the practice
facility. The carts are clean, staged and usually have the name of the players on them.
This is good operational practice and creates an excellent first impression for the golfer.

THE PRO SHOP

The pro shop is attractive and sized appropriately. Sales in the pro shop have gone from
$178,000 in 2003 to $240,000 in 2005, Cost of goods is 67% of sales which is better
than the benchmark for similar properties of 70%. The shop carries about $40,000 in
inventory and therefore turns its inventory about six times. This is also better than

DRAFT - FOR DISCUSSION PURPOSES ONLY
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similar golf courses. GCD does survey its players, which is of course good. In one
survey they found that 94% of its golfers played with Titleist golf balls. With this
knowledge it now sells only Titleist golf balls, limiting its inventory of golf balls that do
not sell. This surveying is a best practice that is not done enough by golf facilities. The
pro shop has increased its purchases per round from $6.11 in 2003 to $6.71 in 2005.

FOOD AND BEVERAGE

In F&B gross revenue, GCD exceeds that which would be a benchmark for similar
operations. That is because management recognized that it had a large area which could
be used for ontings, weddings and other private functions and put together a marketing
plan for these areas. With nearly $Imillion in F&RB sales, it has been successful. GCD
has one person whose sole job is to sell weddings, outings and private parties. In 2005,
banquets and outings totaled $635,000 at GCD, This indicates a great sales effort and
execution as well. The benchmark for food and beverage cost of goods sold at GCD is
equal to or better than the 34% industry benchmark.

GOLF COURSE MAINTENANCE

The golf course has 235 maintainable acres which is high for a similar 18-hole golf
course. Recognizing that topography and other variables contribute to differences in this
area, the average number of maintainable acres for a similar facility is a range of 85-120.
This would indicate that the course at GCD would be expected to have a much larger golf
course maintenance budget. Surprisingly, this is not the case. The golf maintenance
expenditures were about $540,000 in 2005, The benchmark on a per maintainable acre
basis is between $4000 and $6000. During our site visit, the course seemed to be in good
condition. This is corroborated by surveys done by GCD in which participants rated the
course condition a “4” out of “5” between the months of March-May.

There are two issues with golf maintenance. Currently the maintenance facility is an
historical bamn which is located on the property. Unfortunately, it is inadequate for the
storage of the maintenance equipment and the chemicals and fertilizers which are
routinely used in maintaining the golf course. We understand that ownership has ongoing
discussions with The Ohio Historical Society about the barn, According to GCD
management, the best solution is to put the barn and surrounding property back in its
original condition and use the current cart storage building for maintenance, thereby
needing to construct a new cart storage building approximate to the clubhouse. This
seems to us the best solution but will require further investment (likely about $250,000).

While the golf management department has been frugal in its golf course maintenance
spending we hope this frugality is not the result of a strain on cash flows. If it is, the mid
to long-term conditioning of the golf course may suffer. This second potential issue is a
symptem and should be monitored.

DRAFT ~ FOR DISCUSSION PURPOSES ONLY
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ADVERTISING

_Management spends approximately $55,000 yearly on advertising and marketing. In the

early years of its existence, a golf project will usually spend about 3% of gross revenues
on advertising. GCD is spending less, but is varying the medium and most importantly, is

" tracking effectiveness of each advertising program by surveying players as to how they

heard about the course. They do this by sending the player a short questionnaire via email
to their home. A sample of the Guest Survey is attached as an exhibit.

FINANCIAL ENGINEERING

This in our apinion is the issue that could overwhelm all of the hard work and good
management practices that have been in place from the outset of the project. There are a
number of reasons for this, Traditionally, the real estate developer and the golf developer
get together and negotiate an amount of work and/or amount of money that the real estate
developer will contribute to the golf developer, which recognizes that the golf is an
amenity for the real estate, and as such, creates value by increasing the velocity of sales
and the price of homes {which are juxtaposed next to or near the golf course). Often this
agreement requires the real estate developer to put the necessary land in at no cost to the
golf developer. Additionally, there is usually a good deal of money and/or work in kind
that the real estate developer agrees to do to recognize the fact that the golf course is
developed before the housing is ready; and that it imparts significant value and therefore
increases velocity of sales and sale prices for the housing, Due to the unusual nature of
this development, this was not done in a traditional way (which would have deflected
much of the golf course construction costs). As an example of this practice, one of the
largest real estate developers in the U.S. constructs a golf course as a central amenity to
his project. He will spend between $15 and 20 million on the golf club. He then contracts
with a golf management company-to operate the golf club and sells them the project for
about $5 million. The difference he considers a marketing cost for his real estate. This
type of negotiation was not done at GCD, with the result being that the golf developer
had to shoulder much more of the construction cost than may have been prudent.

The cost of the golf project was further heightened because the golf developer, to his
everlasting credit, built the entire project to a greater standard than was warranted by the
business opportunity. This has benefited the real estate and the City has a golf showcase,
but it further burdened the Club with additional debt. We understand that the golf
project is currently refinancing its debt. While we do not know the impact of this action,

rates are going up. It may be that t iate a longer amortization and lighten the
deb load.

ISt

We understand that the owners of GCD have approached the City about refinancing the
golf with General Obligation Bonds or specific performance bonds. We further
understand that the City has been approached about the possibility of cessation of

DRAFT - FOR DISCUSSION PURPOSES ONLY
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property taxes for GCD. Evidently the rationale here is that the land on which the golf
_course sits is City land and therefore should not be taxable. We only bring these. issues up
because they seem to be topical. We have no comment as these are not part of our
engagement and are not under our purview.

However, the impact of this debt load will nitimately have an effect on the project. If the
investors do not see a return of, and on their investment, they may eventually decide to
cut expenses and run the project lean to get some small bit of cash flow. This action will
cause the physical plant to deteriorate. If the management and employees continue to put
forth their best efforts, as they are doing now, and the project continues to lose money in
spite of their hard work, they may decide to go to a project where their efforts are
appreciated, intrinsically and financially. We don’t think this will happen because this is
too good a project.

FINAL ANALYSIS

The Dublin Golf Club is well designed, well constructed and very well managed. It
serves the citizens of Dublin well. It has been a very good amenity for the real estate
developer. When we say it is very well managed, we mean it. GCD grosses about $2.7
million on 28,000 paid rounds. The Average Daily Rate is $69. From every perspective it
meets or exceeds benchmarks and best practices -- F&B, Pro Shop, golf maintenance,
physical plant, golf course design. The only threat, we see is the threat that the debt may
overwhelm the property.

DRAFT - FOR DISCUSSION PURPOSES ONLY



Terms and Conditions of an Agreement Between:

{Hereafter referred to as “Agreement”)

BWGD Palatka, LLC
P.O. Box 328
Ponte Vedra Beach, FL 32004
T: (904) 249-3005
F: (904) 249-0019

bweed@bobbyweed.com
day@t2golf.com

(Hereafter referred to as “Company”)

and

City of Palatka, Florida
201 North Second St.
Palatka, FL 32177
T: (386) 329-0100
F: (386) 329-0106
whboynton@palatka-fl.gov

(Hereafter referred to as “City”)
(City and Company hereafter referred to as, each a “Party”, collectively, “Parties”)

for
Palatka Golf Club

{Hereafter referred to as “Golf Course” or “Project”)
Effective Date: January 1, 2010
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Article | -- Company’s Responsibilities

1.1 Basic Project Information

The City owns the Golf Course and desires the Company to manage the operation,

maintenance and capital improvement of the Golf Course.

1.2 Agreement Term and Schedule

The Agreement shall comprise two phases:

An “Initial Phase” in effect from the Effective Date up to and including
December 31, 2010;

A “Second Phase” in effect from January 1, 2011 up to and including
September 30, 2014.

1.3  Company’s Principals

Company shall designate from time to time Principals for the Project who shall have
authority to act on behalf of the Project for the Company. The Principals are hereby

designated as Bobby Weed, Chris Monti, and Ty Day.

1.4 Company's Services

{00181005.00C.2}

The Company shall complete those tasks as described in Attachment A
(“Services”), the completion of which shall direct the Golf Course’s
operation, maintenance and capital improvement (the “Work”).

A Principal of the Company shall visit the Golf Course at intervals and
durations appropriate for the completion of the Services and to become
familiar with the progress of the Work. Such intervals shall be at the
Company’s sole determination, but during the Initial Phase, such visits
shail occur not less than 8 days per calendar month.

The Company shall have the authority to make decisions and changes to
the Work in accordance with the completion of the Services.

The Company shall keep the City informed of observations concerning
the progress and quality of the Work as outlined in Attachment A. The
Company shall report to the City any observed deviations
in the completion of the Work,

I5age 20f15



1.5

» »

v. The Company shall complete the Services as an independent contractor
to the City. Neither Party shall be an employee of, partner of, nor joint
venturer with the other and neither Party so hold itself out. By
providing these periodic evaluations of the Work and completing the
Services, the Company shall not be responsible for the acts or
omissions of the City, or any of the City’s subcontractor's, agents or
employees, or any other persons performing any of the Work as
recommended by the Company in the completion of the Services.

Company’s Supplemental Services

The Company shall provide only those Services specifically enumerated in Attachment A.
The Company may agree to provide Supplemental Services to the City after execution of
this Agreement, without invalidating the Agreement. The Company shall not provide any
Supplemental Services without the prior written consent and approval of the Company
and the City regarding scope of work and fees.

Article 1l -- Company’s Compensation

2.1

2.2

{00181005.00C.2}

Compensation

The City shall compensate the Company for the Services by payment of a Contract
Signing Fee and thereafter by payment of a Monthly Stipulated Sum. Payments shall be
made upon presentation of Company’s invoices, which shall be submitted first upon
execution of the Agreement by the Parties and thereafter upon the 1% day of each

calendar month following the Effective Date up to and including September 1, 2014, as
follows:

Service Method Stipulated Sum

Contract Signing Stipulated Sum S 9,000.

Initial Phase Monthly Stipulated Sum $  9,000.

Second Phase Monthly Stipulated Sum S 9,000.
Payment Terms

Ail amounts due the Company under this Agreement are due ten (10) days from the
invoice date. Late payments shall be subject to Interest Charges. The Interest Rate shall
be 1.5% per month (18% per annum). Whenever interest charges are due the Company
under this Agreement, and current payment does not fully cover the total invoice
amount, these partial payments shall be credited first to interest and then to all unpaid
Monthly Stipulated Sums.

Page 3 of 15
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Article 1l -- City’s Responsibilities

3.1 City Representative

3.2

3.3

City shall designate a representative authorized to act on the City’s behalf with respect
to the Project. The City hereby designates Woody Boynton to act in this capacity.

Personnel Employed at the Golf Course

All personnel employed at the Palatka Golf Club shall remain employees of the City.
Such personnel shall be subject to the City’s existing employment practices and policies,
as applicable. In the event the Company shall recommend in good faith that the City
terminate or suspend the employment of any such City employee, the City shall
terminate or suspend such employment as recommended by the Company, unless the
City shall demonstrate to the Company’s reasonable satisfaction that such suspension or
termination would be unlawful. The City shall in any event retain the final authority and
responsibility for hiring, suspending or terminating all City employees employed at the
Project.

Fiscal Obligations of the Golf Course

The City shall be solely responsible for the collection of the Golf Course’s revenues and
payment of the Golf Course’s expenses. Company shall be responsibie for the
supervision, direction and monitoring of such collection and payment only as described
by the Services.

3.4 Right of First Refusal for Lease or Sale

{00181005.00C.2}

if, at any time during the term of the Agreement, the City desires to lease or seli the Goif
Course to any third party, the City shall first offer to lease or sell the Golf Course to the
Company upon the same price and terms as the City intends to offer to or receives from
any third party. The City shall submit such terms to the Company in writing {the “Offer
Notice”), following which the Company, by written notice, shall have sixty (60) days
from its receipt of the Offer Notice to exercise its right to lease or purchase the Golf
Course for the terms specified by the Offer Notice. Should the Company fail or
otherwise refuse to exercise its right to lease or purchase the Golf Course, then the City
shall thereafter be free to lease or sell the Golf Course to any third party under terms
that are materially similar to those contained in the Offer Notice. The City and Company
agree that any purchase price or lease rate that is 95% of any purchase price or lease
rate specified in the Offer Notice shall not be deemed to be a material difference from
the terms contained in the Offer Notice.
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Article IV — Agreement Terms and Provisions

4.1 Termination by the Parties

i.  Through written notice submitted prior to November 30, 2010, the City
may terminate this Agreement for convenience and without cause
effective upon completion of the initial Phase. Should the City elect to so
terminate this Agreement, the Company shall he due all Monthly
Stipulated Sums earned or accrued through completion of the Initial
Phase on December 31, 2010.

ii. Through written notice submitted prior to November 30, 2010, the
Company may terminate this Agreement for convenience and without
cause effective upon completion of the Initial Phase. Should the Company
elect to so terminate the Agreement, the Company shall be due all fees
earned or accrued through the completion of the Initial Phase on
December 31, 2010.

iii.  During the Second Phase, the Parties may terminate this Agreement only
for cause (“Event of Default”), which shall include failure by either Party
to perform any term or covenant of this Agreement in any material
respect, and such failure continues for thirty (30) days or more after
written notice of such failure is given by one Party to the other, provided
that if the failure is of such nature that it cannot be reasonably corrected
within such thirty (30) day period, such failure shall not constitute an
Event of Default so long as the defaulting Party institutes curative action
within the applicable period and diligently pursues that action to
completion.

iv.  The City may terminate this Agreement for its convenience upon thirty
(30) days written notice should it enter into a binding agreement to lease
or sell the Golf Course and the Company has failed or refused to exercise
its right of first refusal as provided in Section 3.4, above. Should the City
elect to so terminate this Agreement, then the City shail pay the
Company a Termination Fee equal to not less than twelve {12) months
times the Monthly Stipulated Sum, which fee shall be due upon the date
of termination. In addition to the Termination Fee, the Monthly
Stipulated Sums payable to the Company for its Services shall be paid
through the date of termination.

4.2 Termination of Agreement
i.  Unless the Parties shall elect to extend this Agreement pursuant to clause

ii of this Section 4.2 prior to September 30, 2014, this Agreement will
terminate on September 30, 2014 and upon such termination, the
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Company shall be due a lump sum Conclusion Fee equal to thirty percent
{30%) of the total Net Operating Income of the Golf Course accruing from
October 1, 2012 through September 30, 2014. Such Net Operating
Income shall be computed in accordance with generally accepted
accounting principles.

This Agreement will terminate on September 30, 2014 unless the Parties
shall enter into a binding agreement to extend this Agreement, provided
any such extension agreement shall:

a. Bein effect for a period of not less than five (5) years (the
Extended Period).

b. Increase Company’s compensation to not less than a
Monthly Stipulated Sum of Ten Thousand Dollars
($10,000) per month, plus a lump sum fee equal to twenty
percent (20%) of the Golf Course’s annual Net Operating
Income accruing from October 1 through September 30 of
each successive year {each, a “Fiscal Year”) during the
Extended Period. Such fee shall be due and payable within
sixty (60) days following the completion of a Fiscal Year.

c. Maintain all other terms and provisions of this Agreement
for the term of the extension, unless the Parties mutually
agree otherwise.

This Agreement will terminate should the Parties enter into a binding
agreement for the Company to lease the Golf Course from the City, with
such termination to be effective as of the date of the parties’ execution
of such lease.

iv.  This Agreement will terminate should the Parties enter into a binding
agreement for the Company to purchase the Golf Course from the City,
with such termination to be effective as of the date of the closing of the
Company’s purchase of the Golf Course.

4.3 Disputes

The Parties shall endeavor to settle unresolved claims and disputes between them by
mediation as a condition precedent to arbitration or the institution of legal or equitable
proceedings by either party, which, unless the Parties mutually agree otherwise, shall be
submitted to JAMS, or its successor, for resolution. The Parties shall share the
mediator’s fee and any filing fees equally. The mediation shall be held in the place
where the Project is located, unless another location is mutually agreed upon.
Agreements reached in mediation shall be enforceable as settlement agreements in any
court having jurisdiction thereof.

{00181005.00C.2}
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4.4 Instruments of Service

Drawings, specifications, and other documents prepared by the Company are
Instruments of Service for use solely with respect to the Project. All original materials,
reports documents, drawings, specifications, computations, sketches, test data,
photographs and renderings related to the services and work performed hereunder
shall be the property of the City.

4.5  Confidentiality of Information

i.  “Confidential Information” shall mean all information {in written, oral or
electronic form) that is disclosed between the Parties including, without
limitation, business and marketing information, analyses, budgets,
presentations, strategies, techniques, documentation, designs,
procedures, inventions, files, memoranda, reports, drawings, plans,
customer lists or other account information, trade secrets, know how,
means, or other intellectual property, and any information relating to
the present and future business operations or financial condition of
either Party or the Golf Course. Confidential Information does not
include information which: (a) has been published or is now in the
public domain, or in the future becomes published or in the public
domain through no action of the receiving Party (the “Recipient”); (b}
subsequent to disclosure hereunder, is received by the Recipient from a
third party not known by the Recipient to be under an obligation of
confidentiality to the disclosing Party; (c} is independently developed by
Recipient without reference to the Confidential Information; or {d) is
disclosed with the prior written approval of the disclosing Party. Any
Party asserting that information is not Confidential Information by virtue
of any of (a) through (d) hereof shall have the burden of proof on such
issue,

ii. The Confidential Information shall (a) be kept confidential by the
Recipient, (b) not be used by the Recipient in any way detrimental to the
disclosing Party, and (c) not be used by the Recipient other than in
connection with the Services. The Recipient may disclose the
Confidential Information only to necessary directors, officers, agents,
employees, consultants, attorneys, or representatives {(collectively, the
“Representatives”), on a need to know basis. The Recipient will (i)
inform each of its Representatives of the confidentiality of the
Confidential Information and of this Agreement, {ii) direct its
Representatives not to use the Confidential Information other than in
connection with the Discussions, and (iii) be responsible for any
improper use of the Confidential Information by its Representatives.
Upon termination of this Agreement, each Party shall promptly return
Confidential Information it has received hereunder to the other Party.

Page 7 of 15 M
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4.6

4.7

4.8

J

Indemnity

i. Company and City shall each indemnify, defend and hold each other,
their officers, agents and employees harmless from and against any and
all liability, loss, expense (including reasonable attorneys’ fees) or claims
for injury or damages arising out of their negligent performance of this
Agreement, subject to any limitations set forth in this Agreement.

ii.  City shall indemnify, defend and hold the Company its officers, agents
and employees harmless from and against any and all liability, loss,
expense (including reasonable attorneys’ fees) or claims for injury or
damages arising from City’s use of any Instruments of Service before
such Instruments are approved by appropriate governmental agencies,
use of drawings for other projects and use of any preliminary drawing or
specification not intended or labeled as “For Construction” for
construction purposes, subject to any limitations set forth in this
Agreement.

Limitation of Liability

Liability under this Agreement shall be limited to direct, actual damages only. In no
event shall either Party be liable to the other for consequential, incidental, punitive or
special damages, including but not limited to damages for lost profits, frustration of

economic or business expectations, non-operation or increased expense of operation of
systems or equipment.

Insurance

Company does hereby covenant and agree to obtain and keep in full force and effect the
insurance coverages set forth below and to furnish City with certificates of insurance
evidencing such coverage upon request, which insurance shall, to the extent permitted
by Company’s insurance company, name the City as additional named insured and shall
contain a thirty (30) day cancellation or material change prior notice provision. If
permitted by the Company’s insurance company, such policies shall contain a waiver of
subrogation in favor of the City.

i.  Comprehensive General Liability. Company shall maintain comprehensive
general liability insurance with minimum limits of US$1,000,000 per
person and US$1,000,000 per occurrence for bodily injuries and
US$1,000,000 per occurrence for property damages, which insurance
shall include, but not be limited to, contractual liability, products and
completed operations, broad-form G.L. endorsement, and personal injury
coverage.
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ii.  Automobile Liability Insurance. Company shall maintain comprehensive
automobile liability insurance covering all owned, non-owned, and hired
vehicles with minimum combined single limits of US$1,000,000 for bodily
injury or property damage arising out of ownership, maintenance, or use
of any motor vehicle.

iii.  Professional Liability/Errors _and Omissions. Company shall maintain
professional liability and errors and omissions coverage with minimum
limits of US$1,000,000.

4.9 Extent and Amendment of Agreement

This Agreement represents the entire Agreement between the Parties with respect to
the subject matter hereof, superseding all previous oral or written communications,
representations, or agreements and shall be binding on and shall inure to the benefit of
the successors and assigns of each Party. This Agreement may be modified only by a
writing signed by both Parties. This Agreement may be signed by one or more
counterparts, each of which shall constitute an original.

4.10 Severability

In the event that any term or provision of this Agreement is found to be void, invalid or
unenforceable for any reason, that term or provision-shall be deemed to be stricken
from this Agreement, and the balance of the Agreement shall survive and remain
enforceable.

4.11 Assignment; Binding Effect

Neither the City nor the Company shall assign or transfer their interest in this
Agreement without the prior written consent of the other. This Agreement shall be

binding upon and inure to the benefit of the Company, the City, and their respective
successors and assigns.

4.12 Notice

The Parties shall have been deemed to give notice to the other Party when such notice
is sent by Registered Mail, Federal Express or United Parcel Service to the address
indicated on page one (1) of this Agreement.
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Article V — Acceptance of Agreement

The Agreement shall be deemed accepted and binding from the moment of both (i) its
execution by the Parties and (ii} by City’s delivery of the Contract Signing Fee due pursuant to
Section 2.1 to the Company. Unless otherwise specified, this Agreement shall be governed by

the laws of the State of Florida. Any legal action arising from this contract must be brought in
Putnam County, FL.

For:

The City of Palatka .BWGD Palatka, LLC, a Florida limited liability
company

By: By:

Name Printed: Bobby Weed, as

Title:
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Attachment A — Company’s Scope of Services

The Company shall provide the services enumerated below with its own personnel.

Tasks labeled “/P” shall be initiated or in operation prior to the conclusion of the Initial Phase;
Tasks labeled “IP and SP” may be initiated in the Initial Phase at the Company’s sole discretion,
but shall not be required to be initiated, completed or in operation untii the Second Phase,

Agraonomic Operations

Task1l  Operational Assessment (IP)

Prepare a comprehensive and detailed assessment of the agronomy department, including practices,
staff and equipment, which becomes the basis for the Agronomic Plan.

Task2  Job Descriptions (IP)

Draft job descriptions and hiring guidelines that will be used to evaluate and gauge existing staff in the
re-hiring process.

Task3  Agronomic Plan & Performance Standards (1P}
Prepare a comprehensive and detailed agronomic plan and maintenance budget which guides the

improvement of the golf course’s conditions and establishes minimum goals for all areas of the golf
course.

Task 4  Conditioning (IP and SP)

Implement the Agronomic Plan through a prioritized focus on the in-play areas critical to a golfer's
perception of the course (i) greens, (ii) tees, and (iii} fairway. Coordinate improved conditioning in
conjunction with the Capital Improvement Plan. Assist the City, as necessary, in the submittal for and
receipt of competitive proposals to maintain the golf course through a third-party entity.

Golf Operations

Task1  Operational Assessment (IP)

Prepare a comprehensive and detailed assessment of the golf operations that becomes the basis of the
Golf Operatians Plan.

Task2  Job Descriptions (IP)

Draft job descriptions and hiring guidelines that will be used to evaluate and gauge existing staff in the
re-hiring process.

Task3  Golf Operations Plan (IP)

Prepare a comprehensive and detailed plan which guides the improvement of the up front operations
and establishes performance goals for staff.
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Task4  Point of Sale System (IP and SP)
[nstall Fore Reservations as the Golf Course’s comprehensive reservation and marketing system {e-mail
marketing, e-mail confirmations, database management, direct marketing tools), point of sale (POS})

system (purchasing, receiving, inventory control, accounts receivable), and a world wide web booking
engine.

Task5  Policies & Procedures (IP)
Develop and implement a global policies and procedures manual for Golf Operations.

Task 6 Inventory Control (IP)
Institute a retail merchandise and inventory control program to avoid shrinkage in the operation.

Task7  Golf Car Management (IP and SP)
Assess, develop and implement a comprehensive golf car management program and coordinate the
solicitation of competitive pricing proposals upon expiration of the current equipment lease,

Task 8  Play Management (IP and SP)

Develop and implement standard operating policies and procedures for outings, tournament and
general play.

Tusk 9 Player Development (IP and 5P)

Develop and implement programmed teaching and player development programs with a specific focus
on juniors, women, and community league play. These programs will be designed to further broaden
and enhance the golf course’s perception in the local community as an accessible and desirable amenity.

Food & Beverage Operations

Task1  Operational Assessment (IP)

Prepare a comprehensive and detailed assessment of the F & B operations that becomes the basis of the
F& B Operations Plan,

Task2  Job Descriptions (IP)

Draft job descriptions and hiring guidelines that will be used to evaluate and gauge existing staff in the
re-hiring process.

Task3  F & B Operations Plan (IP)

Prepare a comprehensive and detailed operations plan which guides the improvement of the F&B
operations and establishes performance goals for staff.

Task4  Point of Sale (IP & SP)
Utilize and synthesize the Fore Reservations software to run and operate the entire food and beverage

operations. Every item will be tracked, easy access touch screen ordering, muitiple checks opened at
one time, and orders can be sent back to a kitchen printer.

Task5  Policies & Procedures (IP)
Develop and implement a global policies and procedures manual for F&B Operations.
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Task 6  Menu Concept & Pricing (IP and SP)
Develop and implement theoreticai menu concept and pricing to ensure a profitable F & B operation.

Task 7 Inventory Management (IP and SP)
Inventory management standards will be instituted to protect from shrinkage and will be monitored
through the POS system, theoretical menu costing and inventory controls.

Task 8  Safety Program (1P and SP)

A safety and sanitation program will be put into place will utilizing the ServSafe Program for safe food
and alcohol service.

Sales & Marketing Operations

Task1  Operational Assessment (IP)
Develop a comprehensive and detailed sales and marketing plan for the years 2011 — 2014. This plan

will be an integral a part of the overall business plan going forward as revenue is driven upwards by
increased awareness of the Golf Course.

Task2  Website Development (IP)

Implement a new, professionally created website that will make announcements, book online tee times
{integrated with the tee sheet), send out newsletters and assist in new customer acquisition.

Task3  E-Maif Management (IP and SP)

Send out weekly emails with a particular focus on promoting synergy between the Palatka Golf Club and
City of Palatka events, generating more leads and participation in the city’s venues.

Task 4  Loyalty Program (IP and 5P)

Develop and implement a new customer loyalty program that will track each customer’s purchases and
reward that customer based on dollars spent at the facility.

Task5  Branding & Image (IP and 5P)

implement a new brand and image development program focusing on a more professional approach to
business. New logo and byline development will be implemented.

Task 6  Collateral Management (1P and SP) ‘
Develop and implement standardized marketing collateral based on the Branding and Image program.

Task 7 Publicity/Media Relations (IP and SP)

Develop and implement a publicity and media relations plan that focus on the new direction of Palatka
Golf Club.

Task 8  Marketing Relationships (IP and SP)

Establish strategic marketing relationships within the immediate market and surrounding markets to
bring greater awareness of, rounds and revenue to the facility

Task 9  Database Management (IP and SP)

Develop and implement a comprehensive database management program that can filter and identify a
specific segment of the Golf Course’s customer base.
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Golf Course mprovement Plan

Task 1 Capital Needs Assessment (IP)
In consultation with the City, conduct a complete and comprehensive assessment of the goif course’s
infrastructure and capital needs, including the golf course, maintenance equipment, and clubhouse.

Task 2 Golf Course Improvement Plan & Schedule (IP)
Devise a long-range plan to improve any identified infrastructural deficiencies. Improvements shall be

conducted with a focus on the appropriate and sympathetic restoration of the original Donald Ross golf
course design.

Task 3 Capital Needs and Sources (IP)

Identify the extent of capital requirements to complete the Golf Course Improvement Plan and work
with the City to identify the most appropriate sources of funding that fit within the Golf Course’s
projected pro forma. Potential capital sources to be examined include but are not limited to general

obligation bonds, bank notes, grants, TARP funding, grant donations from the Donald Ross Society,
and/or other novel sources of funding,

Task 4 Implementation of Capital Improvements (IP and SP)

Manage, direct and oversee the implementation of the Capital Improvement Plan with consideration for
the most efficient expenditure of capital funds, restoration of the original Donald Ross design intent, and
tong-term improvement of the physical condition of the Golf Course. Identify skilled employees for

direct hire and/or submit for competitive third party contractor bids to complete the agreed-upon scope
of work.

Human Resources

Task1  Recruiting & Hiring (IP)
Develop and implement recommendations for recruiting and hiring procedures that are consistent with
and in compliance with the City of Palatka employment policies.

Task2  Employee Training (IP and SP)
Develop and institute a new employee training and development program.

Task3  Benefits Management (IP and SP)

Conduct an employee benefits management program consistent and in compliance with the City of
Palatka employment policies.

Task4  Employee Performance (IP and SP)

Conduct performance reviews in a timely manner and develop a counseling program to improve
performance,

Task5  Payroll Management (iP)

Implement a payroll management system to track, verify and submit payroll hours according to policy
and procedure.

Task 6 Compliance (IP and SP)
Follow local, state and national employment compliance for the entire facility.
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Accounting

Task1  Reporting {IP)
Set-up standard formatting for and conduct daily, monthly and annual reporting to the City of Palatka.

Task2  Payables/Receivables (1P}
Coordinate and oversee the management of all accounts payable and receivable.

Task3  Cash Management (IP)

Implement cash management and forecasting to better inform the City of Palatka on the performance
of the property during each month of operation.

Task4  Cash Controls (1P)

Establish cash controls and reconciliation programs in order to enhance the security of cash handling.
Establish variance standards and reporting methods.

Task5 Inventory Control {IP)
Install inventory controls and security cameras within the facility to protect its assets.

Task 6  Income/Expense Analysis (1P} )
Conduct income and expense analyses on a bi-weekly basis to better ensure that financial goals are met.

Task 7  Budgeting/Forecasting (IP)
Conduct annual budgeting and forecasting for submission to the City of Palatka.
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