
 
 

Mission Statements mean Model Clubs . . . You can bet on it! 

By Richard Kopplin 

 

In my “Board Dynamics” seminar I ask for a volunteer board member with a golf handicap of 20 

or higher to raise his or her hand. I then select this volunteer as my “golf student” and I make the 

following wager to the rest of the board members.   

 

“I will bet anyone in this room one hundred dollars (and I toss my money clip with at least that 

amount to another board member to verify and hold) that I can have Joe, my golf student 

volunteer, my twenty handicapper,  hitting to the pin on the eighteenth hole from seventy-five 

yards, with more accuracy than Jack Nicklaus. Any of you in this room can take Jack by 

wagering your hundred dollars against my golfer, Joe, and we will take Jack and Joe out to the 

eighteenth hole at the same time.  Typically, I will have at least one board member who will 

gladly take the opportunity to bet on the legendary Jack Nicklaus against my high handicapper, 

Joe. 

 

After I have secured the board member who accepts the wager I tell him the ‘rest of the story’.  I 

am going to take Joe, my high handicapper, along with a bucket of range balls, out to the 

eighteenth hole to make sure that he can physically hit the golf ball onto the green from seventy 

five yards. Then I am going to take your guy, Jack Nicklaus, and I am going to blindfold him and 

spin him around a few dozen times. Then I ask, ‘do you still want the bet’? 

 

‘Of course not’, will be the typical response. And I agree with your withdrawing from such an 

unreasonable bet.  After all, how do you expect someone to hit a target they can’t see?  

 

But I have an even better question for you. How do you expect your club general manager to hit 

targets he/she doesn’t even have?  How do you expect your club department managers to achieve 

goals they don’t know about? And most importantly, how do you expect to lead this club as 

board members if you don’t know what direction your club is taking? 

 

If you don’t have a mission statement and clearly defined supporting goals for your club board 

you will be like a blindfolded, dizzy Jack Nicklaus, popping off balls in any direction and hoping 

that some of them might come close to the target. Model clubs have taken the time to develop a 

meaningful mission statement that continues to be a guiding light for successive boards. 

 

Let me share with you three recent experiences with three different clubs that underline my 

premise that mission statements and supporting goals form the foundation for true success in 

model clubs. 

 

While meeting with a recent search committee one of the committee members, who had also 

served as a past club president, was very adamant about the importance of the club mission 

statement. He was emphatic that prospective club general manager candidates should understand 

how important the club directors viewed their mission statement and supporting goals. 

 



He instructed me to share this statement with each candidate prior to our interviews and wanted 

the prospective general managers to comment on how the statement compared to their current 

club’s mission statement. He also produced a club newsletter which had the mission statement 

prominently displayed. 

 

The second story I want to tell you about is a small club that had financial problems and was 

ready to sell the course to a home developer. Then they discovered the power of the mission 

statement and supporting goals. 

 

After they formed  an ad-hoc committee to craft a mission statement they proclaimed the new 

statement to the entire membership and additionally published a list of supporting goals.  Each 

club committee developed their own set of supporting goals which fed into the club’s mission 

statement. 

 

The net result of this goal oriented planning was a complete financial turn around at the club. 

Within one year the financial crisis was over and within two years the club was on a solid footing 

with a nearly full membership. Today, the club enjoys a waiting list for new members and a new 

clubhouse which is the envy of every club in the city. 

 

The final story I wish to relate indicates how the general manager and the entire team of 

department managers can focus on a mission statement and supporting goals. When I visited 

Matt Guzik, the general manager of the Stock Farm Club in Hamilton, Montana last year I asked 

the assembled team of ten department managers if they had a mission statement. Almost in 

unison they proclaimed, yes, “Keep it professional, Keep it personal, Keep it fun.” 

 

They even have their mission statement embroidered in the lining of their employee golf caps. 

That team produced exceptional service for the entire membership and they credit the power of 

their mission statement for keeping all of the employees focused on their daily goals. 

 

The “model clubs” that seem to set themselves apart in the private club world are always the 

clubs that have clearly defined their mission statement and their supporting goals. For the Board, 

for the Committees and for the Management team. They will thrive, no matter what challenges 

the economy or competition may present and they will achieve the goals that have been defined 

in a carefully crafted plan.  

 

If your club develops an appropriate mission statement and supporting goals you will also enjoy 

the success of the “model clubs.” I’ll bet a hundred bucks on it! 


