
s we head into our summer season, we want to share some of the successes 
we have seen this year as we pursue the Main Thing:

• Total Revenues have increased 8.6% 

• Total Rounds have increased 9.1%

• Our E-mail database has grown to include 55,000 e-club members

What has contributed to this success? First, each of you 
have continued to deliver memorable experiences to our
members and guests. Satisfied customers spend more 
time and more money with us! Second, we have seen 
and heard numerous examples of successful salesmanship
and relationship building. “It don’t mean a thing if it don’t
go Ka-Ching.” Finally, Mother Nature has been very kind 
to us, with limited rainfall overall and in particular on 
peak golf days.

The home office is playing its role as well. We have enhanced our
websites and e-mail systems to reach out to our customers and 

upgraded our IT systems to give 
your managers a clearer picture 
of business activity.

The success of Honours Golf is tied 
to your performance when you touch
our customers each and every day.
Customers enjoy hearing a friendly voice on the 
telephone. They enjoy warm greetings when they arrive 
on property. Everyone enjoys a chilled towel or cold drink
on a hot summer day. In a world of constant motion, our
customers like to hear the two most powerful words in
our company – thank you. After all, let us not forget that
it is our members and guest who pay the bills.

It is an honor to work with you as we try and make this 
company better every day.

Golden Apple
Award

Congratulations to the
most recent recipients
of the prestigious Golden

Apple award. This elite award is
bestowed to any team member
who goes the extra mile for our
customers or our team. Remember,
any team member may nominate
an individual. We’re on the look
out for more recipients. If you
would like to nominate a team
member, contact Dennis Veigl
at 205.298.0001 or
goldenapple@honoursgolf.com.

Greetings Fellow Team Members!
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TOP OF THE GAME! 

CONGRATULATIONS 
TO OUR CLUBS FOR
ACHIEVING A 4 OR 4.5
STAR RATING WITH 
GOLF DIGEST’S 
PLACES TO PLAY 2006!

4.5 LIMESTONE SPRINGS

4.5 KELLY PLANTATION

4.5 ROCK CREEK GOLF CLUB

4.5 SLAMMER & SQUIRE

4.0 PENINSULA GOLF & 
RACQUET CLUB

FLORIDA GOLF MAGAZINE’S
READER’S CHOICE

TOP 5 COURSES IN
NORTHWEST FLORIDA:
NICKLAUS COURSE 
AT BAY POINT

TOP 5 COURSES IN 
NORTHEAST FLORIDA:
KING & BEAR

SUMMER 2006

A

SOUS CHEF WILLIAM “BILL”
HICKS AT MOORE’S MILL

MEGAN SILSBY, FOOD &
BEVERAGE MANAGER AT
FARMLINKS GOLF CLUB

MARK YOUR
CALENDAR FOR 
THE 2ND ANNUAL
BARRETT/SHULTS CUP,
JULY 23 & 24; DANIEL
ALLISON, LEFT, WILL
DEFEND HIS TITLE



The Main Thing is in full swing and we’re excited to announce that our clubs are on
the road to success! Here are a few best practices that have illustrated results.

The Main Thing In Action
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MAIN THING
Revenue Achievement 
Award
Congratulations to Todd Edwards for receiving the 1st official

Honours Golf Revenue Achievement Award for driving revenue.
Peninsula has shown an increase in rounds of 3,500 and a 14%

increase in total revenue from 2005.

Limestone Spring 
Play-All-Day Special
Limestone raised the rates and drove revenue 
with their Play-All-Day Golf Bundle. From April 1 
through May 31, they sold 93 generating $10,012 
and the first nine days of June they sold 85 for 
revenue of $7,860.

What a Difference 
a Day Can Make 
Bentwater Golf Club managed to 
increase revenue by 33% for the 
day and sold a membership by 
hosting a live remote with the 
#1 Sports Talk Radio Show in 
Atlanta, 680 The Fan.

Father's Day Online 
Gift Certificate sales 
In June, WGV increased Father’s Day Online Gift Certificate
sales from $150 in 2005 to over $7,600 in 2006.




