MEMORANDUM
TO:

City Council

FROM:

Alfred D. Lott, City Manager

SUBJECT:

Bowie Golf Course Management, Consideration of Indigo/Antares Agreement

DATE:

October 14, 2021

PURPOSE
To obtain City Council decision on negotiated agreement between the City staff and Indigo/Antares.

BACKGROUND
The City Council discussed the golf course management at its Regular Meeting on Monday,
October 4. Following discussion, the City Council moved to:
1) To direct staff to allow Emerald Golf Management until October 8 to accept the
City’s terms;
2) Move forward with negotiations with Indigo Golf Partners;
3) In parallel, make all practical efforts to open the facility for use, using the
1099/contractors and staff to the extent possible.
Emerald did not respond to the City by October 8, 2021.
City staff had very productive discourse with Indigo and agreed on terms important to the City
including provisions for resident rates, establishment of an annual budget, the City of Bowie’s
capital improvements to the course, options for contract termination, prohibition on lobbying,
insurance coverage, access to golf financials, and more. Indigo provided staff with examples of
regular financial reports which are acceptable to the City’s Finance staff.
There are two aspects of the proposal that staff would like to bring to the City Council’s
attention, both are consistent with the initial proposal received from Indigo. In the Term Of
Agreement the City Council had desired a shorter term, the agreement is presented with an initial
term of five years. As Indigo represents, the longer term enables them to be more attractive to
employees, by offering employment stability. Second, in Compensation the Council made an

initial offer to Emerald of a lower monthly fee based upon their pro forma. Indigo seeks $7,500
per month, which was included in their initial proposal. City staff recommends both of these
provisions be accepted by the City Council. Staff agrees with the longer term since the City is
not seeking to operate the golf course with City staff and there is additional burden through the
solicitation and review of proposals at shorter intervals. The compensation is consistent with the
proposal and reasonable for the level of services to be provided by Indigo.
COURSE STATUS
With the end of the Bowie Golf Management lease, City staff has ensured the ongoing
maintenance of the course. Staff has been active daily with cleaning, repairing, and removing
undesirable conditions within the clubhouse. In the event a management agreement is not
reached, staff has been working to establish a payment system, reliable internet service, and
trying to obtain contact information of former employees, which was not provided to the City.
The course will be closed to play while a transition is established to new management. Former
employees are encouraged to contact the City to be considered for employment by the City or a
new management firm. They may send an email to golf@cityofbowie.org, with their contact
information.
RECOMMENDATION
City staff recommends the City Council move to direct the City Manager to enter into the Golf
Management Agreement with Indigo Sports as presented. The agreement represents the
accountable, responsive, and quality management of the golf course that the City desires at a rate
and term that are fair and consistent with the proposal received.

CITY OF BOWIE
GOLF MANAGEMENT AGREEMENT
THIS MANAGEMENT AGREEMENT (“Agreement”) is made as of this _____ day of
October, 2021, by and between Indigo Sports, LLC f/k/a Antares Golf, LLC (“Antares”), a Virginia
limited liability company, having an address at 12700 Sunrise Valley Drive, Suite 300, Reston,
Virginia 20191, and the City of Bowie (“the City”), a Maryland municipal corporation, with its
principal offices 15901 Fred Robinson Way, Bowie, Maryland 20716.
WHEREAS, the City owns a golf course, known as the Bowie Golf Course, currently
comprising an 18-hole golf course, clubhouse, and other amenities located at 7420 Laurel Bowie
Rd, Bowie, MD 20715; and
WHEREAS, the City solicited proposals public for operation of the Course from qualified
entities and Antares was selected as the most qualified respondent based on its response; and
WHEREAS, the City desires to use the services and experience of Antares in connection
with the management and operation of the Course, and Antares desires to render such services,
upon the terms and conditions set forth in this Agreement; and
NOW, THEREFORE, in consideration of the covenants and agreements of the parties
contained herein it is mutually agreed to as follows:
1.

DEFINITIONS. The following terms, as used in this Agreement, shall have the following
meaning, unless otherwise set out in this Agreement.
A.
Annual Budget and Program: Documents presented by Antares for the operation of
the Course to the City as part of the City’s annual budget process, including but not
limited to the following: Annual Business Plan and Operating Budget, Agronomic
Plan and Marketing Plan.
B.

Course: Bowie Golf Course located in Bowie, Maryland.

C.

Fiscal Year: July 1st to June 30th.

D.

Contract Documents. The following documents, along with this Agreement,
comprise the Contract,
1.
2.
3.
4.

E.

The City’s Request for Proposals (“RFP”), dated April 1, 2021
Statement Under Oath to Accompany Bid
Vendor Responsibility Form
Insurance Certificate

Gross Revenue: All revenues and income of any nature derived directly or indirectly
from the Course or from the use or operation thereof, including green fees, gross
sales proceeds from the sale of green fees, memberships or annual passes to the
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Course, monthly dues from annual pass holders of the Course, rental fees for golf
carts, golf Courses and other rental items, net lesson fees, range balls, merchandise
sales, restaurant/concession stand sales, income or interest derived from the Course
bank account, and the proceeds paid for any business interruption, use, occupancy
or similar insurance policy claim. Excluded from “Gross Revenue” are any credits
or refunds made to customers, guests or patrons; any sums and credits received by
the City for lost or damaged merchandise; any sales taxes, excise taxes, gross receipt
taxes, admission and amusement taxes; any property and/or liability insurance
proceeds; and any amounts contributed by the City pursuant to the terms of this
Agreement. Gross Revenues shall be determined on an accrual basis and in
accordance with generally acceptable accounting principles (“GAAP”).
F.

Key Personnel: The Director of Golf/General Manager for Bowie Golf Course.

G.

Minimum Funds Balance: The minimum dollar amount of the budget for all
Operating Expenses for each month for the Course, as set forth in the Annual
Budget and Program approved by the City.

H.

Net Operating Income: Gross Revenue from the Course, minus all operating
expenses that are attributable (in accordance with generally accepted accounting
principles) to the use and operation of the Course, including, without limitation,
employee costs, operating expenses, the Base Management Fees, expense
reimbursements, all worker’s compensation insurance costs related to the operation
of the Course, personal property taxes, operating costs; provided, however, such
expenses shall not include any charges for amortization, depreciation, capital
expenditures, debt service, and State and Federal income taxes, City distributions
or overhead allocations.

I.

Operating Expense: All of the costs attributable to the operation of the Course,
including but not limited to: Base Management Fees, Incentive Management Fees,
payroll, payroll taxes, benefits, employee related costs, worker’s compensation
insurance, supplies, marketing materials, services, utilities, merchandise for resale,
maintenance and repair, service agreements, leases for maintenance equipment and
golf carts, and real and personal property taxes levied on the Course.

J.

Working Capital: Funds used to pay Operating Expenses of the Course.

2.

TERM OF AGREEMENT. The term of this Agreement shall commence on November
1, 2021 (“Effective Date”), and unless terminated as provided for herein, shall expire five (5)
years from the Effective Date (“Initial Term”) and thereafter shall renew for a period of (5)
five years (“Extension Term”) upon written mutual agreement by the City and Antares no
later than ninety (90) days prior to the expiration date of the term immediately preceding
the possible Extension Term.

3.

APPOINTMENT OF ANTARES AS MANAGER. From and after the Effective Date,
the City grants to Antares the right, subject to the City's approval, to supervise, direct and
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control the management and operation of the Course for and on the account of the City.
Antares hereby accepts said grant and agrees that it shall supervise and direct the
management and operation of the Course, all pursuant to and in accordance with the terms
of this Agreement. The City shall reasonably cooperate so as to permit Antares to carry
out its duties hereunder. Antares agrees to work cooperatively with City-appointed
personnel on various aspects of management, including but not limited to hiring of key
personnel, course fees, and an agronomic plan. The parties agree that the Golf Course
shall be operational on the Effective Date.
4.

ANTARES GOLF, LLC SERVICES. Subject to the terms of this Agreement, Antares,
as an independent contractor, shall have the sole and exclusive right to operate and manage
the Course, subject to the City’s approval. The City and Antares agree that they shall
cooperate reasonably with each other to permit Antares to carry out its duties under this
Agreement. Antares shall have the responsibility and authority to provide general
operational management services for the Course, including, without limitation, the
following services:
A.

Employees. All personnel employed at the Course shall at all times be employees
of Antares, which shall solely supervise, direct and control their activities. Antares
shall, as an Operating Expense of the Course, hire, promote, supervise, direct and
train all AGM employees at the Course, fix their compensation and fringe benefits,
and, generally, establish and maintain all policies relating to employment and
employment benefits. Employees wishing to participate in the benefits program
shall adhere to the requirements of the Antares’ benefits program with respect to
required contributions, deductibles and eligibility based upon position
classification and employee tenure. Antares employee files shall always be the sole
property of Antares. All costs of every kind and nature pertaining to all employees
at the Course arising out of the employer-employee relationship, including, without
limitation, salaries, fringe benefits, bonuses, recruitment, background processing,
relocation costs, training, performance management, and costs incurred in
connection with governmental laws and regulations and insurance rules, including
those relating to post employment costs for benefits, health insurance, COBRA
payments, and any payouts of unused vacation at termination of employment, shall
be an Operating Expense paid from the Account (as defined in Paragraph 4.E.
below. The City shall have the opportunity to provide input and feedback on hiring
of Key Personnel and to disapprove the hiring of such Key Personnel. Antares
and/or Indigo employees will identify themselves as such in all interactions with
the public, including uniform insignia, and shall in no event identify themselves as
City personnel. Antares shall be solely responsible for compliance with federal,
State and local laws relating to employment and personnel, including but not
limited to tax anti-discrimination laws.

B.

Inventory – Merchandise and Items for Re-sale. Antares shall, as an Operating
Expense of the Course, obtain merchandise for the pro shop at the Course, all in
accordance with the Annual Budget and Program.

3

C.

Supervision. Antares shall supervise and manage the Course operations, including
golf pro shop, maintenance, membership sales efforts, practice facilities,
administration, and other ancillary services (such as driving range, fitness, food and
beverage service) at the Course.

D.

Equipment. Antares shall, in preparation of the Annual Budget and Program as set
forth in Paragraph 4.I.2, develop a list of required equipment and a purchase/lease
schedule and maintain in good working condition and order the physical plant and
equipment at the Course, including the golf course and all physical structures which
are part of the Course, and all vehicles and other maintenance equipment necessary
to the maintenance and operation of the Course in the normal course of business.

E.

Account. Antares shall establish a checking account (the “Account”) for use in its
management and operation of the Course. Antares shall be authorized to access and
use the Account in compliance with the Annual Budget and Program and the terms
of this Agreement, and the City shall have the ability to view the status, balances
and activity in the Account at all times. Antares shall cause all funds derived from
the Course to be deposited into the Account on a daily basis. Antares shall use the
Account to pay the Operating Expenses of the Course.
Upon cancellation or termination of this Agreement for any reason, Antares shall
continue to have the right to access and use the Account to satisfy all Operating
Expenses, including, after other expenses are paid, the Base Management Fee and
Incentive Management Fee, incurred through the applicable termination effective
date. Antares’s right to access and use the Accounts shall cease at the close of business
on the termination effective date, at which time Antares’s rights to access and use the
Account shall be immediately revoked and all funds in the Accounts shall be
immediately paid over to the City. Antares may not transfer funds from the Account
to any other investment or for any reason other than the payment of bona fide
Operating Expenses without the City’s written consent. Antares shall establish,
administer and maintain the point of sale and credit card procedures and systems
for the depositing of revenues into the Account on a daily basis.

F.

Purchasing and Procurement. With respect to the duties and responsibilities of
Antares as set forth in this Paragraph 4, Antares shall be considered an agent of the
City only for the procurement, on behalf of the City and as an Operating Expense
of the Course, all operating supplies, operating equipment, inventories and services
as are deemed necessary by Antares and/or the City to the normal and ordinary
course of operation of the Course and to operate the Course in accordance with the
Annual Budget and Program. In purchasing operating supplies, operating
equipment, inventories (including merchandise to be sold in the golf shop) and
services for the Course, Antares may utilize its purchasing procurement services
and/or other group buying techniques involving other Courses managed by Antares,
provided. Antares shall ensure that the cost thereof shall be competitive, and all
purchases shall comply with the City’s Procurement Policy in effect at the time of
purchase. Any available discount, rebate, fee or compensation that is attributable to
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the purchases made by Antares for the operation of the Course shall be remitted
directly to the Account from the vendor. All equipment and materials procured by
Antares for the operation of the Course or procured with revenue from the Course
shall be and remain the property of the City, however titled.
G.

Consultation. Antares shall, as part of its services hereunder and without additional
compensation, make its staff available to the City upon request for consultation
regarding the Course, including, but not limited to capital improvements or projects
that may include modifications to the vertical structures or golf course.

H.

Marketing. Antares shall create, direct, and implement an annual golf marketing
plan for the Course as part of the Annual Budget and Program. The marketing plan
for the Course will include a market analysis, a summary of golf programs to
include rates, membership structure (if applicable), and strategies for increasing
acquisition, engagement and yield with the purpose of achieving the budgeted
financial goals and other marketing-related goals for all Course departments.
Antares shall, as an Operating Expense of the Course, as part of its standard
marketing operation, obtain and manage:
1.

2.
3.
4.
5.
6.
7.
8.

Marketing systems, including internet (web site, e-mail, e-commerce);
electronic tee sheet program (reservation system, customer database, POS);
credit card processing; and branding materials (graphic design, collateral,
photography);
Customer acquisition programs, including advertising (print, electronic,
display); direct marketing (direct mail, broadcast e-mail); promotional
offers; and community and vendor partnerships and sponsorships;
Customer retention programs, including special events and programs;
promotional offers; and membership events and programs;
Sales programs, including outing, membership, and event sales
management; and
Quality assurance programs, including customer surveying; ‘secret
shopper’ on-site visits and telephone sales calls.
Web site development, management and hosting (via the Antares or future
DBA name of Antares Digital Network – a proprietary web hosting and
content management system)
Social media and online reputation management (via various third party and
proprietary tools.
Creative design services (via Antares’ in-house design firm)
Certain of these programs in items 6, 7 and 8 above will result in
incremental charges that will be designated as “Centralized Services”
defined in paragraph 7F below. In accordance with Antares policy, these
charges will a) be approved as part of the annual budgeting process and b)
without markup and profit to Antares.

5

Antares shall coordinate and oversee all third-party contractors’ work in connection
with the production and implementation of these programs. Antares shall also
include, as appropriate, the Course as a participant in Antares-shared marketing
programs, including regional and national advertising and promotions, round
sharing and referrals through the reservation system, and use of the name and mark
‘Managed by Antares Golf.’
Furthermore, the Course shall be included in Antares’ shared marketing database.
This database is an aggregated customer database for the Course and other Antares
owned marketing efforts (such as World’s Largest Golf Outing, Golf Fore Women,
Buffalo Agency). The Course can target customers in the database based on a
variety of demographic attributes (location, age, behaviors, etc.). To participate,
the Course must “share” its own database with the larger cooperative. All customer
information for the Course will remain “blind” to other participating entities. The
Course may opt out of the shared marketing database by initialing here ______.
Antares shall allow individual customers of the Course to opt out of sharing their
personal information and/or receiving marketing and promotional activities.
All advertising fees and promotional fees paid by third parties to the Course shall
belong to and constitute Gross Revenues (defined in 1.E.) of the Course.
I.

Accounting. Antares shall pay all vendors of the Course subject to the availability
of funds in the Accounts after payment of the Management Fee and, when
applicable in accordance with the terms of the Agreement, the Management
Incentive Fee. Copies of all books and records shall be kept at the Course. All
books, records, software, data, programs, manuals and the like shall be and remain
the property of the City and Antares shall be entitled, but not obligated, to keep a
copy of said books, records, software, data, programs, manuals and the like for its
own records as it desires.
1.

Reporting. Antares shall prepare and deliver to the City, in accordance with
Antares’ standard procedures and format, on an accrual basis and in
accordance with generally accepted accounting principles (GAAP) regular
monthly certified financial statements and bi-annual audited financial
statement, all of which statements shall include an operating level balance
sheet (bank account balances, inventory, accounts payable, accounts
receivable if applicable, accrued payables, gift certificate balances and paid
in capital from the City), a profit and loss statement for the current month
and year to date activity, accounts payable listing, general ledger activity
and comments regarding monthly activity and variances to the Annual
Budget. Upon the City’s request, Antares shall provide all accounting data
and reports in electronic form. Antares shall not be responsible for the
accounting or tax reporting requirements of the City, including but not
limited to, the depreciation, amortization or addition of assets and
equipment, the City’s equity, debt service principal, loan amortization,
accounting treatment relating to any full or partially refundable membership
initiation fees or deposits, or payment of any invoices that relate to a period
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prior to the Effective Date. The City shall provide Antares opening entry
data for the balance sheet within 15 days of the Effective Date.
Final monthly operating statements shall be furnished to the City by the 20th
day following the last day of each month, and annual operating statements
shall be furnished by the 45th day following the last day of each fiscal year.
At the City’s discretion, the annual operating statement shall be audited and
prepared by a certified public accountant chosen by the City, the cost of
which shall be an Operating Expense of the Course. This audit shall be
performed at the Courses site. Antares shall make every reasonable effort
to comply with the auditor’s requests.
2.

Annual Budget and Program. Antares shall prepare and deliver to the City
no later than November 1st of each year (except for the first full or partial
fiscal year when Antares shall prepare and deliver to the City no later than
thirty (30) days after the Effective Date) for the following fiscal year: (a) a
proposed Annual Operating Budget, including revenues and operating
expenses and labor burden (to include rates of pay, incentive or commission
structures) for each department of the Course; a rate structure for resident
and non-resident rates; a merchandise buying plan for the pro shop; a
comparison to the annual operating budget for the immediately preceding
year and a projection of anticipated monthly revenues and expenses and
cash flows for the Course for the following fiscal year, including, without
limitation, a reasonable contingency and anticipated Working Capital
requirements for the Course for the year; (b) a recommended capital
expenditures budget for the next fiscal year; (c) a Policies and Procedures
Outline for the Course, including, without limitation, operating policies,
proposed hours of operation, standards for operations and quality of service
standards; (d) an Agronomic Plan including staffing assumptions, chemical
and fertilization applications including planned agronomic practices; (e) a
Marketing Plan as described in Paragraph 4.H (collectively, the “Annual
Budget and Program”).
Antares and the City shall each use their best efforts to agree upon the
Annual Budget and Program for the following year on or before fiscal year
end. The City shall have the final approval and final decision-making
authority over the Annual Budget and Program. The City shall provide
Antares written confirmation of its approval of the Annual Budget and
Program within thirty (30) days of Antares’ submission of the Annual
Budget and Program to the City. If the City does not provide the written
approval or rejection within the aforementioned thirty (30) day period, the
Annual Budget and Program shall be deemed approved.
Each party may, from time to time, propose to the other party, in writing,
during the course of the year, such changes or amendments to the Annual
Budget and Program as such party may consider necessary or appropriate,
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and Antares and the City shall each use their best efforts to act upon such
proposal within thirty (30) days after such proposal is made provided any
such change or amendment shall be subject to the City’s prior written
approval. If the City fails to provide written approval or rejection of
Antares’ proposed changes or amendments to the Annual Budget and
Program within thirty (30) days after such proposal is made, said changes
shall be deemed disapproved.

J.

3.

Payroll and Benefits. Antares shall establish, administer, and maintain the
payroll procedure and systems for the Antares employees at the Course and
shall be responsible for overseeing the benefits to, and handling the
appropriate payroll deductions for, individual employees. Benefits will be
limited to vacation leave, sick leave, medical insurance coverage, and
401(k) plan, as approved by the City pursuant to the Annual Budget and
Program.

4.

Vendor Accounts. Antares shall use the Account to pay appropriate vendors
to supply goods and materials necessary to the operation of the Course.
Antares shall act as agent for the City with regard to payment of vendors,
unless said expenditure is unauthorized, unbudgeted, or contrary to the
terms of this Agreement.

IT Services. Antares shall create, direct, and implement IT activities and
functionality, in a safe and stable manner, for the Courses. Antares shall, as an
Operating Expense of the Courses, obtain and manage:
1.

Networking infrastructure. The hardware and software resources of an
entire network that enable network connectivity, communication,
operations and management of a computer environment. The entire network
infrastructure is interconnected, and can be used for internal
communications, external communications or both. The entire network
infrastructure may include routers, switches, wireless routers, cables,
network operations and management software, operating systems, firewall
and network security applications, network connectivity (cable, T-1 Lines,
DSL, satellite, wireless, IP addressing, etc.)

2.

Telephone Systems. The electronic transmission of voice, fax, or other
information between parties including the use of VoIP (voice over Internet
Protocol) for the delivery of voice communications over the Internet. This
includes voice, fax, SMS, and/or voice-messaging applications that are
transported via a network.

3.

Hardware and Software to include the physical components that make up a
computer system and then the software that runs on those physical
components.
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K.

4.

Virus and Malware Protection software designed to prevent viruses, worms
and Trojan horses from getting onto a computer as well as remove any
malicious software code that has already infected a computer.

5.

Network Intrusion Protection software application that monitors network or
system activities for malicious activities. Intrusion detection and prevention
systems are primarily focused on identifying possible malicious incidents,
logging information about them, and reporting attempts.

6.

Network Monitoring is the use of a system that constantly monitors the
computer network for slow or failing components and notifies the network
administrator (via email, SMS or other alarms) in case of outages.

7.

PCI Compliance. Antares will review the network and work with The City
as part of the start-up and transition process in order to determine necessary
steps to achieve compliance with the Payment Card Industry Data Security
Standards (“PCI DSS”) at the Courses. PCI DSS is a set of requirements
designed to ensure that all companies that process, store or transmit credit
card information maintain a secure environment with focus on improving
payment account security throughout the transaction process.

8.

IT Service Reimbursement. As part of the Annual Business Plan there shall
be a monthly support fee for the remote support of the IT services as
referenced. If the issue cannot be resolved remotely and requires Antares
corporate based personnel to be onsite at the Course. Antares IT Services
shall be paid an amount equal to One hundred dollars ($100.00) per hour
and necessary hardware upgrades/software installation without mark-up or
profit to Antares.

Operating Expenses and the City’s Remittance.
1.

Minimum Funds Balance. At the end of each calendar month, after paying
the Operating Expenses of the Courses, beginning with the Management
Fees (including Base Management Fees and Incentive Management Fees),
and other expenses authorized by the City, Antares shall remit directly to
the City all amounts (if any) then in the Operating Account (as hereinafter
described) in excess of the Minimum Funds Balance (as hereinafter
described) by wire transfer or on line transfer to an account as The City may
from time to time designate by written notice to Antares (the “The City’s
Remittance”).
As used herein, the Minimum Funds Balance for the Courses shall be
defined as the dollar amount of the total budget for all Operating Expenses
(as set forth in the Annual Budget and Program) for the month following
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the current month within the Term of the Agreement. At no time shall the
Minimum Funds Balance be less than fifty thousand dollars ($50,000).

L.

2.

Operating Expenses. Antares shall pay all Operating Expenses for the
Courses from the Operating Account, which expenses shall include, but not
be limited to, Management Fees (including Base Management Fees,
Incentive Management Fees, and Centralized Services), payroll, payroll
taxes, benefits, employee related costs, insurance, supplies, marketing
materials, services, utilities, maintenance and repair, service agreements,
and real and personal property taxes levied on the Course. Antares will
collect from and remit on behalf of the City, sales, use, value-included and
excise taxes on sales and rentals at the Course. The City is required to
ensure that sufficient Working Capital is present in the Operating Account
to enable Antares to pay, on behalf of the City, all Operating Expenses. In
all events, the City is responsible to pay all Operating Expenses in the event
Antares is unable to pay all or any part of the Operating Expenses for any
reason. Antares will not pay Federal or State income taxes levied on the
City. Under no circumstances shall Antares be liable for Federal, State, or
local taxes of any kind whatsoever levied against the City or the Property in
relation to Courses the ownership, leasing, or operations. Antares’
Management Fees shall not be paid from the Account in any month until
after all other expenses invoiced during that month have been paid.

3.

Initial Funding. Until such time as the Annual Budget and Program are
approved by the City, the City gives Antares approval to operate the facility
in accordance with this Agreement and in Antares’ best judgment after
consultation with the City. The City shall provide initial funding in the
amount of fifty thousand dollars ($50,000) for operations prior to approval
of the Annual Budget and Program (the “Initial Funding”) and shall at all
times ensure that the Minimum Funds Balance is maintained in the Account
upon contract execution. If operating revenues are insufficient to cover
expenses, upon Antares’ notifying the City of such operating revenue
shortfall, the City shall have five (5) days to deposit into the Account the
funds necessary to cover such deficits and to restore the Minimum Funds
Balance. If the City does not provide the necessary Working Capital,
Antares may, but shall not be responsible to, cover any or all Operating
Expenses. The City shall reimburse Antares for all such amounts paid by
Antares within five (5) days of Antares providing notice to the City that
Antares paid such amounts. The City further shall be responsible to pay all
late fees, interest, and other amounts charged by vendors and other parties
who supply labor, services or materials to the Courses and to whom such
amounts are owed.

Operations Meeting. Antares shall periodically consult with the City regarding the
Course and its operations at a reasonable time, date and place designated by the
City.
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5.

M.

Contractors. Antares shall coordinate and oversee all third-party contractors’ work
in connection with the implementation of the programs and operations required by
this Paragraph 4. The obligation to oversee contractors shall not apply to capital
improvement contracts, except that Antares shall cooperate fully with the City’s
efforts relating to capital improvement projects and shall provide advice and
guidance to City staff, including contract review and preparation. City staff
designated by the City Manager shall have the right to enter the Course and observe
the conduct of third-party contractors during their working hours.

N.

Limitations. Antares shall obtain the City’s prior written approval for (i) contracts
in excess of ten thousand dollars ($10,000) that were not expressly included in the
Annual Budget and Program, (ii) contracts in excess of twelve (12) months in
duration unless the same can be terminated upon thirty (30) days written notice
without cost or fee to the City. In all procurements, Antares shall use procedures
substantially similar to the City’s procurement processes as set forth in Chapter
19A of the City Code.

O.

Assignment of Operations. Within five (5) days after the termination of this
Agreement, Antares , as appropriate, shall assign to the City or the City’s designee,
and the City or the City’s designee shall accept said assignment of, all operating
accounts, vendor accounts, inventory, accounts receivable, and accounts payable.

P.

Performance of Proposal. Except as provided within the terms of this agreement,
Antares shall provide the golf management services as described within its Proposal
to the City dated June 8, 2021. In the event there is a conflict between the Proposal
and the terms of this Agreement, this Agreement shall prevail.

INSURANCE.
A.
Unless otherwise agreed in writing, the procurement and maintenance of property,
commercial general liability and other insurance coverage for the Course throughout the
Term (or at such other times during the Term as shall be appropriate depending upon the
type of insurance required to be procured), shall be as set forth in Exhibit “C” attached
hereto. In no event shall liability insurance be less than $1M per occurrence, $2M
aggregate and $5M umbrella coverage. Antares shall provide written notice to the City in
the event of a coverage, limit, and/or deductible change. The premiums for workers’
compensation and disability policies shall be paid from the Account pursuant to Paragraph
4 hereof and in accordance with the Annual Budget and Program, or by the City in the
event there is insufficient Working Capital available.
B.
All insurance policies provided for under this Article 9 shall be issued by insurance
companies that have sound financial strength and maintain a rating of A VIII in Am Best's
Key rating guide, or equivalent.
C.
Subject to subparagraph 5.G below, Antares shall procure and maintain the
insurance policies covering the Course set forth on Exhibit “C”. Such policies may be
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procured and maintained through Antares’s comprehensive insurance program, provided
the policies within such program otherwise comply with all of the requirements set forth
in Exhibit “C”. All insurance procured by Antares shall be written in the name of Antares
with the City named as an additional insured thereon, except for worker’s compensation
insurance and any other insurance with respect to which it is impossible to name City, or
any other parties as a named insured or an additional insured.
D.
Prior to the Commencement Date, City shall provide Antares with all necessary
information to enable Antares to procure the policies described on Exhibit “C”. In the
event Antares is unable to procure the policies described on Exhibit “C” for the Course
on the Commencement Date, City and Antares shall cooperate to accumulate all necessary
information to enable Antares to procure such policies for the Course as soon as practicable
after the Commencement Date and, in no event, more than sixty (60) calendar days after
the Commencement Date (the “Interim Insurance Period”). In the event that Antares is
unable to procure the policies described on Exhibit “C” for the Course as of the
Commencement Date, City shall be responsible for maintaining all existing insurance
policies during the Interim Insurance Period. In the event Antares is unable to secure the
required insurance coverages within sixty days of the Commencement Date, the City shall
have the option of terminating the Agreement with no further liability of any kind to
Antares, notwithstanding any provision in this Agreement to the contrary.
E.
Certificates of insurance shall be delivered to City or Antares, as applicable, on or
before the Commencement Date, or as soon thereafter as practicable, at the addresses
shown in Paragraph 15.J below and all insurance policies shall be renewed (or replaced, as
applicable) prior to their respective expiration dates.
F.
All such policies of insurance shall also be endorsed specifically to the effect that
such policies shall not be canceled or materially changed without at least thirty (30)
calendar days’ prior written notice to City and Antares. Each policy shall provide that the
insurer shall not have any rights of subrogation to any claim which either party hereto may
have or may acquire against the other. Neither City nor Antares shall have any claim
against the other with respect to the failure of any insurance carrier to provide the coverage
or protection placed with such carrier as contemplated by this Agreement.
G. All insurance costs shall be an operating expense except for employee practices
insurance and crime insurance. The cost of procuring and maintaining the other required
insurance policies required hereunder shall be paid by City as an Operating Expense of the
Course for so long as this Agreement (i) shall remain in effect and shall not terminate or
expire; and (ii) the employees covered by the policies shall be employed by Antares on
Antares’s employment platform.
H.
In connection with all significant construction at the Course, City shall cause the
general contractor to maintain with a reputable insurer commercial general liability
insurance (with products, completed operations and independent contractors coverage) in
at least the amount of Ten Million Dollars ($10,000,000), with City being named thereon
as additional insureds.
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6.

COMPENSATION AND FEES.
A.

Base Management Fee. For its services hereunder, Antares shall be paid a Base
Management Fee (the “Base Management Fee”) of Seven Thousand Five Hundred
Dollars per month. The Base Management Fee shall be payable on the fifth day of
each month from the Account. The Base Management Fee shall be a net fee to
Antares and shall not include Courses expenditures as provided for in this
Paragraph 6 or any other Operating Expenses. Commencing on November 1, 2023,
and for each subsequent possible Extension Term thereafter, the Base Management
Fee shall increase by two percent (2%) over the immediately preceding year for the
term of the Agreement.

B.

Incentive Management Fee. In addition to the Base Management Fee, Antares shall
be entitled to earn an Incentive Management Fee for each full Fiscal Year during
the Term. For Fiscal Year 2022 and each year thereafter, Antares shall receive an
amount calculated as ten percent (10%) of the positive Net Operating Income (the
"Incentive Management Fee”). Notwithstanding anything to the contrary in this
Paragraph 6, the Incentive Management Fee earned by Antares in any Fiscal Year
shall not exceed fifty percent (50%) of the Base Management Fee paid to Antares
for that Fiscal Year. The Incentive Management Fee earned for a Fiscal Year shall
be paid no later than seventy-five (75) days after the Fiscal Year end of the Fiscal
Year immediately following the Fiscal Year for which it is calculated and in which
it was earned.

C.

Payment of Management Fees. All Base Management Fees and Incentive
Management Fees during the term shall be paid to Antares from the Account as
Expenses, but shall not be paid until all other Operating Expenses have been paid.
The City shall pay directly to Antares any fees not payable until after the expiration
or termination of this Agreement. Any Base Management Fee not received by the
fifth (5th) day of the month, any Incentive Management Fee not received within
seventy five (75) days after the Fiscal Year end, and any other sums due under this
Agreement and not paid when due (including, but not limited to reimbursement for
Centralized Services as defined shall be delinquent (hereafter, "Past Due Amount")
and subject, without notice or demand, to interest in the amount of one half percent
(.5%) per month or part thereof.

D.

Accounting. Antares’ services herein shall include management and oversight of the
turn-key accounting functions as set forth in Paragraph 4H, and upon reasonable
notice (which may be verbal) representatives of the City shall have the right, at any
time during normal business hours, to review all of Antares’ books and records
including the general ledger, accounts payable, income statement, balance sheet,
and budget variance reports relating to the Course including, without limitation,
Antares’ work papers related to Antares’ preparation of operating statements. All
expenses related to any such review shall be borne exclusively by the City unless
such review reveals an overpayment of any fees or other amounts in which case
Antares shall pay for the review. The City’s exercise of its right of review or to
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dispute any fee or expense reimbursement claimed by Antares shall not delay
payment of the undisputed portion thereof by the City within the time frames set
forth herein. Payment by the City of a fee or other amount hereunder shall not
constitute a waiver of the City’s right to subsequently dispute the amount thereof. If
the City and Antares determine that any portion of the Base Management Fee or
any other amount was improperly paid to Antares, Antares shall refund such
improperly paid fee together with interest thereon from the time when such fee was
paid to Antares.
E.

7.

Centralized Services. Antares may cause to be furnished to the Courses certain
services ("Centralized Services") which, in Antares’ experience, are able to be
furnished in a more cost effective and efficient manner on a central or regional basis
to golf facilities managed by Antares. The costs to provide such services shall be
aggregated and billed to the Courses by Antares rather than via a third-party vendor.
Centralized Services shall be approved as part of the Annual Budget and Program.
Antares represents that this reimbursement amount shall consist of an amount not
exceeding the actual cost of the services without mark-up or profit to Antares
including salary and employee benefit costs, cost of equipment used in performing
such services, and overhead costs of the home office or any regional or other local
office providing such services. A full list of anticipated Centralized Services is
included in Appendix D.

CAPITAL EXPENDITURES. For purposes of this Agreement, the cost of all Capital
Improvements shall be deemed to include any item purchased in connection with the
operation of the Course that:
A.

Has an economic useful life in excess of five (5) years, and

B.

Has a cost in excess of ten thousand dollars ($10,000).

C.

Is a fixed improvement that cannot be separated from the Course once
completed.

All Capital Expenditures for Capital Improvements shall be the responsibility of the City
and all decisions as to whether or not to undertake any capital improvements projects or
otherwise in respect of any capital improvements shall be made by the City. The City shall
consider requests by Antares for capital improvements for inclusion in the City’s Capital
Improvements Plan if received by the City Manager’s office prior to January 15 of the year
in which Antares seeks inclusion of an item.
8.

DEFAULT AND REMEDIES.
A.

The City’s Default. The following shall constitute an event of default (“Event of
Default”) by the City under this Agreement:
1.

Failure to timely pay Antares any fees, compensation, or reimbursement due
Antares pursuant to this Agreement;
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B.

C.

2.

Failure to timely provide Initial Funding, Minimum Funds Balance, and/or
Working Capital;

3.

Failure by the City to perform any material obligation set out in this
Agreement, including, but not limited to, failing to consult with Antares
regarding budgets or capital improvements and failing to cooperate in good
faith with Antares regarding budgets or capital improvements; or

4.

Assignment by the City for the benefit of its creditors, or becoming a party
for more than thirty (30) days to any voluntary or involuntary insolvency
proceedings or bankruptcy proceedings or reorganization.

Antares Default. The following shall constitute an event of default (“Event of
Default”) by Antares under this Agreement:
1.

Failure to maintain the amenities of the Course in an objectively reasonably
good condition, not including failures resulting from abnormal weather
conditions, acts of God, or other events or conditions beyond the reasonable
control of Antares;

2.

Failure to operate the Course in accordance with the approved Annual
Budget and Program;

3.

Failure of Antares to perform any material obligations set forth in this
Agreement; or

4.

Assignment for the benefit of its creditors, or becoming a party for more
than thirty (30) days to any voluntary or involuntary insolvency
proceedings or bankruptcy proceedings or reorganization.

Notice and Cure. When either party to this Agreement believes that the other party
(the “Defaulting Party”) has committed an Event of Default, it shall give written
notice thereof to the Defaulting Party. The written notice must clearly state that it is
a notice of default and provide a detailed description of the alleged default. The
written notice will not be deemed a proper notice until sufficient detail to clearly and
fully inform the Defaulting Party of the alleged default is provided. The Defaulting
Party shall have ten (10) calendar days from the date of the proper notice to cure the
default unless the default is a non-monetary default and, due to weather, growing
conditions or other factors beyond the reasonable control of the Defaulting party,
requires more time to cure. In order to qualify for a longer cure period, the Defaulting
Party must begin to cure within thirty (30) calendar days from the date of the notice
to cure and diligently pursue such cure thereafter. In no event will the Defaulting
Party have more than sixty (60) days from the date of the notice in the aggregate to
cure a non-monetary default. Notwithstanding anything to the contrary, neither the
City nor Antares shall be entitled to any further notice and cure period for a default
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in the event (i) that same default occurs more than two (2) times in any twelve (12)
month period and (ii) two (2) previous proper notices and cure periods were
provided to the Defaulting Party for that same default.
D.

9.

Rights upon Default. If the Defaulting Party does not cure the default within the
grace period provided in Paragraph 8.C. above, the party complaining of the default
(the “Complaining Party”) may terminate this Agreement. To terminate this
Agreement for default, the Complaining Party must issue a written notice of
termination to the Defaulting Party clearly stating the basis for the termination and
the Defaulting Party’s failure to cure the alleged default (the “Default Termination
Notice”). The termination shall be effective thirty (30) days after the date of the
Default Termination Notice, provided such notice was properly delivered (the
“Default Termination Effective Date”). At any time after the Default Termination
Effective Date and within the applicable statute of limitations, the parties may pursue
all rights and remedies available in law or equity, including payment of accrued
amounts pursuant to Paragraph 6 hereof. Notwithstanding any contrary provisions
herein, Antares’ rights to recover damages from the City shall be limited to the sum
of (i) accrued and unpaid Base Management Fees and Incentive Management Fees
as of the applicable termination effective date, and other amounts due hereunder,
including, if applicable, all amounts to fully pay all sums due to third party vendors
who provided goods or services to the Course, along with costs incurred in collecting
or attempting to collect such unpaid amounts; (ii) actual damages for damages
sustained prior to the applicable termination effective date; and (iii) the Cancellation
Fee or Termination Fee, if applicable (defined below) as fixed, agreed liquidated
damages and not as a penalty (it being agreed by the parties that Antares’ damages
would be extremely difficult to measure and that the Cancellation Fee and
Termination Fee have been agreed upon, after negotiations, as a reasonable estimate
of such damages). In no event will Antares or the City be subject to any
consequential, special, punitive or similar damages, each party hereby waiving any
right it may have to seek or claim such damages.

TERMINATION AND CANCELLATION.
A.

In General. Either party may terminate this Agreement upon the occurrence of an
Event of Default by the other party as provided in Paragraph 8.D. above. In the
event the City terminates this Agreement based on an alleged Event of Default and
it is later determined that no Event of Default occurred or that the termination was
improper for any reason, the termination for default shall be deemed a termination
for the City’s convenience.

B.

The City’s Reserved Right of Termination for Cause. The City shall have the right
to terminate the Agreement, without the payment of a Termination Fee or
Cancellation Fee, if, in any two (2) consecutive Fiscal Years (commencing with
the 2022 Fiscal Year as the first year in any measurement period), Net Operating
Income does not equal or exceed seventy-five percent (75%) of budgeted Net
Operating Income for each of the such consecutive Fiscal Years. The City may
exercise such termination right by providing written notice to Antares within thirty
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(30) calendar days after The City's receipt of the final determination of Net
Operating Income for the second (2nd) of such Fiscal Years (either via the Antares
prepared annual operating statement in Paragraph 4.I; provided, however, that the
methodology for calculation of Net Operating Income shall be as defined herein
and shall be consistently applied to any Fiscal Years used in comparison). Failure
to give such notice within such thirty (30) day period shall be deemed to be a waiver
by the City of its right to terminate based on the Fiscal Years in question, but shall
not be deemed to be a waiver of such right with respect to subsequent Fiscal Years.
Should the City elect to terminate this Agreement based on this Paragraph 10.B,
said termination will be effective thirty (30) calendar days after the date of the
written notice, provided such notice was properly delivered.
In the event The City elects to exercise its right of termination for cause, Antares
shall have the right, but not the obligation, to nullify such termination by paying to
the City, within thirty (30) calendar days of Antares' receipt of the City's termination
notice, the aggregate amount by which actual Net Operating Income for the
applicable Fiscal Years was less than seventy-five percent (75%) of budgeted Net
Operating Income for such Fiscal Years (the "Cure Amount").
For purposes of determining whether seventy-five percent (75%) of budgeted Net
Operating Income has been achieved in a Fiscal Year, budgeted Net Operating
Income shall be subject to adjustment for force majeure events or expenses that are
agreed upon by The City and Antares not to be within the control of Antares (i.e.
utility rates, real estate taxes, irrigation water charges, insurance premiums or
extraordinary items).
C.

Termination Fee; The City’s Termination for Convenience or Antares’ termination
for Default by the City. Until the end of the Initial Term, the City may terminate
the Agreement upon ninety (90) days prior written notice to Antares and payment
of a Termination Fee. The termination shall be effective ninety (90) days after the
date of the written notice, provided such notice was properly delivered (the
“Convenience Termination Effective Date”). The Termination Fee must be paid to
Antares within 45 days of the Convenience Termination Effective Date. The
Termination Fee will be in addition to any Base Management Fees and Incentive
Management Fees paid or owing to Antares prior to the Convenience Termination
Effective Date. The Termination Fee shall also apply in the event that Antares
terminates the Agreement as provided herein due to default by the City
The Termination Fee shall be calculated as: the amount determined by taking the
sum of the Base Management Fee for the prior Fiscal Year, then multiplying that
quantity times the 1/remaining months in the then current Term, and then
multiplying that second quantity times forty percent (40%). Provided, however,
the Termination Fee pursuant to this Paragraph 10.C. shall not be less than three
months management fees, and no greater than seventy thousand dollars ($70,000).
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D.

No Waiver. By terminating this Agreement in accordance with this Paragraph 10,
neither party shall be deemed to have waived any action it might have, in law or
equity, by reason of a breach of or default under this Agreement.

E.

Proprietary Material. Upon termination or cancellation of this Agreement, for any
reason or under any circumstances, Antares’ (i) proprietary software and computer
programs relating to accounting, operations, marketing, and forecasting, (ii)
operations and employee training materials and manuals of Antares and (iii) the
information and processes related to and used by Antares in the marketing and
agronomic plan shall remain the sole property of Antares and shall be removed by
Antares upon termination of this Agreement. Antares shall take nothing else from
the Course at the termination of the Agreement, except equipment it provided to
the Course at its own cost that are not fixtures.

F.

Transition. Provided that Antares have received, in full, payment of all fees due to
them pursuant to this Agreement, including but not limited to all Base Management
Fees, Incentive Management Fees, Cancellation Fee, Termination Fee and/or Sale
Termination Fee, Antares shall, without additional payment by the City, cooperate
beyond the applicable termination effective date with the City and any replacement
manager for a reasonable period after the applicable termination effective date (all
parties hereto agree that a reasonable period is not less than two (2) weeks and not
more than four (4) weeks to facilitate the orderly transition of the management of
the Course.

10.

LIQUOR LICENSE. Antares, by and through its affiliate, Troon Beverages – Maryland,
LLC (“TBM”), shall apply for and pursue diligently a liquor license from the Prince
George’s County Liquor Board for the on-premise sale of beer and wine, and shall
thereafter take all actions necessary to maintain such license in full force and effect, and
shall ensure that all parties comply with all relevant regulations regarding such license.

11.

FORCE MAJEURE; CONDEMNATION; FIRE AND OTHER CASUALTY. If all
or any portion of the Course is destroyed by fire, flood, high winds, or other casualty, or
taken by eminent domain, such damage, destruction, or condemnation shall not be a cause
for termination hereunder by either party unless such damage or destruction results in the
whole or a substantial part of the Course being unusable for its intended purpose for a period
of one year or longer or, in the case of such total or substantial damage or destruction, the
City shall decide not to (i) cause the Borrower, while the Borrower is the City of the Course,
to rebuild the damaged portion of the Course, or (ii) if the City is still the appointed the City,
rebuild the damaged portion of the Course, then in any such event, this Agreement shall
terminate on written notice from the City to Antares of such termination and neither party
shall have any further rights or obligations hereunder. Notwithstanding the foregoing, if:
A.

As a result of any damage or destruction to, or condemnation of, any part of the
Course, or
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12.

B.

Otherwise due to causes beyond Antares’ reasonable control (and so long as Antares
uses all reasonable diligence to cure such inability), Antares shall be unable to
perform its obligations hereunder in respect of the operation of the Course, the City
and Antares shall use their mutual best efforts to agree upon an amendment to the
Annual Budget and Program, including, without limitation, the working capital
provisions thereof, to allow payment of necessary Courses expenses (including,
without limitation, Courses employee expenses) until such damage or destruction
is repaired or such inability is cured and, if the parties are unable to agree on such
an amendment within twenty (20) business days after Antares shall have given the
City notice of the occurrence of such event, Antares shall have the right to terminate
this Agreement by notice to the City of such termination and neither party shall have
any further rights or obligations hereunder. In the event of a force majeure, there is
no Cancellation Fee or Termination Fee due to Antares.

C.

State of Emergency: In the event that there is a state of emergency declared by any
governmental agency which impacts the operations of the Course, including but not
limited to, the Federal Government, State of Maryland, county, or local
municipality, which results in the suspension of operations or the prohibition of use
of the premises due to a state of emergency, then the obligations of the parties to
this Agreement shall be suspended with no penalty and the monthly Management
Fee shall be revised to reflect the reduction in scope of services.

INDEMNIFICATION AND LIABILITY.
A.

Indemnity.
1.

To the fullest extent permitted by law, Antares will defend, indemnify and
hold the City harmless from and against any claims, losses, expenses, costs,
suits, actions, proceedings, demands or liabilities that are asserted against, or
sustained or incurred by the City, including without limitation, court costs
and reasonable attorneys’ fees, incurred by the City because of the
negligence or willful misconduct of Antares or their officers, employees,
invitees, agents or contractors and because of the breach of this Agreement
by Antares as well as all other matters arising out of activities undertaken
under this Agreement.

2.

To the fullest extent permitted by law, the City will defend, indemnify, and
hold Antares and/or TBM harmless, from and against any and all liability,
loss, cost, damage, penalties, claims, causes of action, proceedings and
expense, including without limitation, court costs and reasonable attorneys’
fees, incurred by Antares or imposed on either of them by reason of the sole
negligence of the City or its officers or employees related to the performance
of the City’s duties under this Agreement.

3.

To the fullest extent permitted by law, City will defend, indemnify, and hold
Antares and/or TBM harmless, from and against any and all liability, loss,
cost, damage, penalties, claims, causes of action, proceedings and expense,
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including without limitation, court costs and reasonable attorneys’ fees,
incurred by Antares or TBM or imposed on Antares or TBM by any person
whomsoever, in any way related to any claims by any employee,
independent contractor, vendor, party to a contract for services to City,
investor, customer, patron, or resident for actions related to the Course that
arose prior to the Effective Date of this Agreement.
4.

To the fullest extent permitted by law, City will defend, indemnify and hold
Antares and/or TBM harmless from and against, any and all liability, loss,
cost, damage, penalties, claims, causes of action, proceedings and expense,
including without limitation, court costs and reasonable attorneys’ fees,
incurred by Antares or TBM or imposed on Antares or TBM by any person
whomsoever, in any way related to any preexisting environmental defects,
conditions and/or related to any environmental claims pertaining to the
Course or this Agreement, unless arising solely and directly from the actions
of Antares, TBM, or their respective officers, employees, agents or
contractors.

5.

Recovery upon an indemnity contained in this Agreement shall be reduced
dollar-for-dollar by any applicable insurance collected by the party
demanding indemnification. The scope of all indemnities contained in this
Agreement includes any and all costs and expenses, including reasonable
attorney fees and costs, properly incurred in connection with any
proceedings to defend any indemnified claim, or to enforce the indemnity, or
both. All indemnification obligations under this Agreement shall survive
the expiration or any termination of this Agreement.

B.

Legal Actions. Legal counsel for Antares and the City shall cooperate in the defense
or prosecution of any action pertaining to the Course. Antares shall not institute or
defend any legal action or retain counsel affecting the Course without the City’s
consent. Antares shall forward all legal notices or notices of a financial nature that
relate to the Course, to the City at the address listed under Paragraph 15.J. Antares
shall advise and assist the City in instituting or defending, as the case may be, in the
name of the Course, the City, and/or Antares, but in any event expressly as a Course
expense, all actions arising out of the operation of the Course, and any and all legal
actions or proceedings to collect charges, third party payments, rents, or other
incomes for Antares, the City, or the Course, or to lawfully evict or dispossess
tenants or other persons in possession there under, or to lawfully cancel, modify, or
terminate any lease, license, or concession agreement in the event of default thereof,
or to defend any action brought against the City, unless otherwise directed by the
City. Antares shall assist the City to take the acts necessary to protect or litigate to a
final decision in any appropriate court or forum, as a Course expense, and any
violation, order, rule, or regulation affecting the Course.

C.

Choice of Law and Venue. This Agreement shall be interpreted in accordance with
the laws of the State of Maryland. Any suit to enforce the terms hereof or for
damages or other remedy for breach or anticipated breach hereof shall be brought
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exclusively in the courts of the State of Maryland for Prince George’s County and
the parties expressly acknowledge that venue is proper therein and consent to the
jurisdiction thereof and waive any right that they may otherwise have to bring such
action in or transfer or remove such suit to the courts of any other jurisdiction.
D.

13.

14.

Liability of Antares and the City. Antares shall not be responsible for the acts or
omissions of any of the City’s other contractors or any subcontractor, or any
employees of the City, or any persons representing the City performing any services
for or in connection with the Course, or any consultants or other persons engaged
by the City with respect thereto, unless Antares is supervising, or should be
supervising the same, or Antares has negligently given a direction or information to
the contractor or subcontractor or negligently failed to do so.

CONFIDENTIALITY.
A.

Antares agrees that all information, not publicly available, that is received by it from
the City in connection with this engagement, will be treated confidentially by
Antares, except as required by process of law or as otherwise requested by the City.
In the event Antares is required to disclose any of such information pursuant to
process of law, Antares agrees to provide the City with prompt notice so that the
City may seek appropriate remedies, including a protective order. In any event,
Antares and its agents, representatives, and employees will furnish only that portion
of the information that is legally required to be disclosed.

B.

The City shall retain exclusive rights to the ownership of all work output hereunder.
Work output includes reports issued pursuant to this Agreement, but excludes,
among other things, all working papers of Antares, any correspondence,
memoranda, calculations, processes, or notes, that Antares may have used in the
development of the aforementioned reports or in the performance of any work
covered by an authorization under this Agreement.

LOBBYING.
Antares shall not lobby any elected or appointed official with respect to the operations of
or other matters related to the Course. The term “lobby” means to communicate in any
form with an elected or appointed official with the intent to influence an action of such
official or of any body to which such official belongs or any department or agency for
which such official works, on any matter, including any award of funds, relating in any way
to the Course. The term shall not include communications with City staff or members of
the City Council in connection with the development of the Annual Budget and Program
or the procurement of approved goods and services for the Course.

15.

GENERAL PROVISIONS.
A.

Entire Agreement. This Agreement represents the entire understanding and
agreement between the parties with respect to the subject matter hereof, and
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supersedes all other negotiations, understandings, and representations (if any) made
by and between such parties.
B.

Written Amendments. The provisions of this Agreement may only be amended or
supplemented in a writing signed by both parties.

C.

Further Amendments. The parties hereby agree from time to time to execute and
deliver such further instruments and documents, and do all such other acts and
things, which may be convenient or necessary to more effectively and completely,
carry out the intentions of the Agreement.

D.

Compliance with Laws. Antares shall, at all times, operate, use, and conduct the
business of the Course in a lawful manner and in full compliance with all applicable
governmental laws, ordinances, rules and regulations, and maintain all licenses and
permits relating to the Course, with the City’s full cooperation, in full force and
effect and cooperate and endeavor to obtain all licenses and permits first required
after the commencement of the term of this Agreement required in connection with
the management, use, and operation of the Course.

E.

Environmental Laws. Except as related to or arising out of Exhibit E attached
hereto, the City represents to Antares that, to the knowledge of its officials, no
hazardous materials have been released into the environment, or have been
deposited, spilled, discharged, placed or disposed of at or within the Courses in
violation of any Environmental Law (as defined below), nor except as expressly
disclosed and described by the City to Antares has the Course been used at any time
by any person as a landfill or a disposal site for hazardous materials or for garbage,
waste or refuse of any kind. The City also represents, to the best of the City’s
knowledge, that there are no underground storage tanks of any nature on the Course
(fuel, propane, gas etc.). The City does not have any knowledge of asbestoscontaining products within the Courses.
For the purposes of this Agreement, “Environmental Law” shall mean: All
applicable Federal, State, county or local (or other political subdivision thereof)
laws, statutes, codes, acts, ordinances, orders, rules, regulations, directives,
judgments, decrees, injunctions, directions, permits, licenses, authorizations,
decisions and determinations issued, adopted or enacted by any judicial, legislative,
regulatory, administrative or executive body of any governmental or quasigovernmental authority, department, branch, division, agency or entity exercising
functions of or pertaining to any government having jurisdiction affecting the
Courses, or any licenses and permits of any governmental authorities, from time to
time applicable to the Courses or any part thereof regarding hazardous materials.

F.

Binding. All of the terms and provisions of this Agreement shall be binding and
inure to the benefit of the parties and their respective permitted successors and
assigns. This Agreement is solely for the benefit of the parties hereto and not for
the benefit of any third party.
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G.

Assignment. Antares may assign or transfer this Agreement and/or may delegate
its duties and obligations under this Agreement to Antares’ Subsidiary.

H.

Subordination and Estoppel. This Agreement shall be subject and subordinate at
all times to the lien of any mortgage (or any such instrument providing a security
interest) which may now exist or may hereafter be executed in any amount for
which the Course or any portion thereof is specified as security. The City agrees
to use its commercially reasonable best efforts to obtain from Lender a nondisturbance agreement in Lender’s standard form reasonably acceptable to Antares.
Within ten (10) days of any such written request which the City may make from
time to time, Antares shall execute and deliver to the City a statement in a form
reasonably satisfactory to the City certifying that this Agreement is unmodified and
in full force and effect (or if there have been modifications hereto, that this
Agreement is in full force and effect, as modified, and stating the date and nature
of such modification), the date to which the Base Management Fee and Incentive
Management Fee have been paid, the fact that there are no current defaults under
this Agreement by the City or Antares, except as specified in Antares’ statement,
and such other matters reasonably requested by the City.

I.

Right to Pledge. Any provision herein contained to the contrary notwithstanding,
the City shall have the right to assign all or any portion of its right, title and interest
in, to and under this Agreement and in and to the Course, by way of mortgage or
security agreement, in order to secure the repayment of construction and/or
permanent loans made for the purpose of financing all or any portion of its costs
relating to the acquisition of the Course and the construction of the golf course,
clubhouse and improvements thereon, as well as loans for working capital provided
that the City shall, upon execution of any such mortgage or security agreement,
promptly deliver a true copy of such mortgage or security agreement to Antares.
The mortgagee or other secured party, and their respective assigns, may enforce
such mortgage or security agreement and may acquire title to the Course and the
City’s interest under this Agreement in any lawful way, and may take possession
of the encumbered assets, or cause any person having the relationship of an
independent contractor to the mortgagee or secured party to take possession of the
encumbered assets, and upon foreclosure thereof (or in the event of any sale thereof
in lieu of foreclosure) may without further consent of Antares sell and assign the
Course, free and clear of this Agreement. The mortgagee or secured party or its
assigns and any independent contractor to the mortgagee or secured party shall be
liable to perform the obligations of the City hereunder only during the period such
person has title to the Course and the City’s interest hereunder and this Agreement
is in effect but in no event shall such person have any responsibility or liability for
the payment of the Termination Fee or the Cancellation Fee.

J.

Notices. All notices, requests, consents and other communications required or
permitted to be given under this Agreement shall be in writing; shall be given only
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by hand delivery during normal business hours, first-class registered or certified
mail, postage prepaid, return receipt requested, or overnight delivery service with
FedEx or United Parcel Service; and shall be addressed to the parties in the manner
set forth below. All notices shall be conclusively deemed to have been properly
delivered, (i) upon receipt when hand delivered successfully during normal
business hours, (ii) upon the third (3rd) business day after delivery if the notice has
been deposited in an authorized receptacle of the United States Postal Service as
first-class, registered or certified mail, postage prepaid, with a return receipt
requested (provided that the sender has in its possession the return receipt to prove
actual delivery or to prove an address change occurred without proper notice), or
(ii) one (1) business day after the notice has been deposited with either FedEx or
United Parcel Service to be delivered by overnight delivery (provided that the
sending party receives a confirmation of actual delivery from the courier).
In the case of Antares:
Antares Golf, LLC.
12700 Sunrise Valley Drive, Suite 300
Reston, VA 20191
Attention: Legal Department
Telephone: 703.761.1444
Facsimile: 703.893.3504
With copy to:
Troon Golf, LLC
15044 N. Scottsdale Road, Suite 300
Scottsdale, AZ 85254
Attn: Jeff Hansen, SVP & Associate General Counsel
Telephone: 480-477-0439
Email: jhansen@troon.com
In the case of the City:
Alfred Lott, City Manager
15901 Fred Robinson Way
Bowie, MD 20716
Telephone: (301) 809-3030
Elissa D. Levan, City Attorney
Funk & Bolton, P.A.
100 Light Street, Suite 1400
Baltimore, MD
Telephone: (410) 659-4974
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or to such other address as either party may designate by written notice complying
with the terms of this Paragraph.
K.

Headings. The headings contained in this Agreement are for convenience of
reference only, and shall not limit or otherwise affect in any way the meaning or
interpretation of this Agreement.

L.

Invalidity. If any provision of this Agreement or any other agreement entered into
pursuant hereto is contrary to, prohibited by or deemed invalid or unenforceable
under applicable law or regulation, such provision shall be inapplicable and deemed
omitted to the extent so contrary, prohibited, invalid or unenforceable, but the
remainder of such provision, and this Agreement shall not be invalidated or
rendered unenforceable thereby, and shall be given full force and effect so far as
possible.

M.

No Waiver. The failure or delay of either party at any time to require performance
by the other party of any provision of this Agreement shall not affect the right of
such party to subsequently require performance of that provision or to exercise any
right, power or remedy hereunder. Waiver by either party of a breach of any
provision of this Agreement shall not be construed as a waiver of any continuing
or succeeding breach of such provision, a waiver of the provision itself, or a waiver
of any right, power or remedy under this Agreement.

N.

No Partnership. Nothing in this Agreement shall be construed to create a
partnership or joint venture between the parties. The parties acknowledge that the
relationship of Antares to the City is that of an independent contractor.

O.

No Exclusive Remedy. No remedy herein conferred upon either party is intended
to be exclusive of any other remedy, and each and every remedy shall be cumulative
and shall be in addition to every other remedy given hereunder or now or hereafter
existing at law or in equity.

P.

Authority. Each party hereby represents to the other party that it has the right,
power, authority, and financial ability to enter into this Agreement and to perform
its obligations under this Agreement, and that it is not restricted by contract or
otherwise from entering into and performing this Agreement.

Q.

Counterparts. This Agreement may be executed in any number of counterparts,
each of which shall be deemed an original, but all of which, collectively and
separately, shall constitute on and the same agreement.

IN WITNESS WHEREOF, on the date hereinabove set forth, the parties hereto have
executed this Agreement in two duplicate originals, any one of these shall be adequate proof of
this Agreement without locating or accounting for the other.
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CITY OF BOWIE
By:

Date:

Alfred Lott, City Manager

INDIGO SPORTS, LLC f/k/a ANTARES GOLF, LLC
By:

Date:

Jeff Hansen, Secretary
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EXHIBIT A
CITY OF BOWIE RFP
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EXHIBIT B
ANTARES RESPONSE TO RFP
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EXHIBIT C
INSURANCE SCHEDULE
Property and Business Interruption Insurance.
A.

All risk property insurance for the full replacement value covering physical loss or
damage to all buildings and improvements now existing or hereafter erected upon
or above the Site, which shall include extended coverage against such perils of fire,
lightning, windstorm, collapse, and sprinkler leakage. Such policy shall also
provide (a) comprehensive boiler and machinery coverage, including pressure
vessels, air tanks, boilers, machinery pressure piping, heating, air conditioning, (b)
earthquake coverage, if applicable and available at commercially reasonable rates
in the region where the Facility is located, and (c) flood coverage in an amount not
to exceed $1,000,000 if the Facility is not in a special flood hazard zone, and, if the
Facility is in a special flood hazard zone, flood coverage in an amount available at
commercially reasonable rates through the applicable governmental agency. Such
policy shall also cover all equipment, fixtures, motors, machinery, furnishings and
furniture installed and owned or leased by Owner and used in connection with the
Facility or with the buildings and improvements upon or above the Site, including
all alterations, rebuilding, replacements and additions thereto (as hereinafter
defined) at the option of Owner. If any insurer, or any governmental agency or
authority having jurisdiction over the Facility, shall at any time require that the
foundations be insured in order to relieve the insured from the responsibility as a
co-insurer or for any other purpose, the obligations with respect to insurance herein
shall henceforth be increased to the extent so required.

Liability Insurance.
A.

Commercial general liability insurance against claims for bodily injury, death,
property damage and sexual abuse and molestation occurring on, in or about the
Facility with a combined single limit for each occurrence involving personal injury,
death or property damage (including any loss of use resulting therefrom) in an
amount not less than One Million Dollars ($1,000,000) per single occurrence and
Two Million Dollars ($2,000,000) in the aggregate.

B.

Employee Benefits Liability insurance is covered under the general liability policy
with limits of One Million Dollars ($1,000,000) per single occurrence.

C.

Liquor liability insurance having coverage terms at least as broad as those found in
standard ISO forms. Such policy shall have an aggregate limit of at least One
Million Dollars ($1,000,000) per single occurrence and in the aggregate. Antares
shall be entitled, from time to time, to designate such higher limits as it deems
reasonably necessary (or as required under any loan and/or plan documents). In the
event that Antares, or Antares’s Affiliate, holds the liquor license for the Facility,
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Antares shall be the named insured (and Owner shall be an additional insured) with
respect to the foregoing insurance coverage.
C.

Automobile liability insurance on vehicles operated in conjunction with the Facility
against claims for damages on owned vehicles, non-owned vehicles, and uninsured
motorist coverage (where required by statute), with a combined single limit for each
occurrence involving personal injury, death or property damage (including any loss
of use resulting therefrom) in an amount not less than that generally provided with
respect to the Course, but in no event shall the limits of such coverage be less than
One Million Dollars ($1,000,000) per occurrence.

D.

Umbrella liability insurance with limits of not less than Ten Million Dollars
($10,000,000) per single occurrence and in the aggregate.

E.

Pollution insurance policy (including, but not limited to Herbicide and Pesticide
coverage) with a limit of not less than One Million Dollars ($1,000,000) per single
occurrence, including coverage for on-site and off-site clean up as well as third
party coverage for on-site and off-site third party claims for bodily injury and
property damage.

F.

Privacy liability insurance covering employee and member/guest data at the
Affiliated Facilities with limits as determined by Antares and Owner. This
coverage does not apply to computers at facilities not on the Antares network or
networks managed by Antares.

Workers Compensation and Employer’s Liability (provided Antares employs the employees).
A.

Workers’ Compensation insurance as may be required under applicable laws
covering all of Antares’ employees employed at the Facility.

B.

Comprehensive crime insurance covering Antares’ employee theft and dishonesty
with a limit of at least One Million Dollars ($1,000,000) per occurrence.

C.

Employment practices liability insurance covering Antares’ employees with a limit
of at least One Million Dollars ($1,000,000) per occurrence.
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EXHIBIT D
CENTRALIZED SERVICES
Antares may cause to be furnished to the Club certain services which, in Antares’s experience, are
able to be furnished in a more cost effective and efficient manner on a central or regional basis to
golf facilities managed by Antares. The costs to provide such services shall be aggregated and
billed to the Course by Indigo rather than via a third-party vendor. Centralized Services shall be
approved as part of the Annual Budget and Program. The list of Centralized services include:
IT Services & Support (specific items not included in Paragraph 4I)
Cellular Back-up POS
Crashplan
Sophos Antivirus
Marketing Services
Cell Phone App
Graphic Design & Design on Demand
Mystery Shops
Digital Marketing Platform
Website Maintenance & Hosting
CRM Systems & Process
"ACE Training"
Customer service & personnel training programs;
Point-of Sale, Technology, and Accounting Administration
Point-of-sale and electronic tee sheet
Stand-alone accounting systems
Data processing system/program support
Facility Audit
Payroll Processing, Administration, and Regulation
Human Resources Administration
Administration of employee benefits, such as COBRA, new hire paperwork,
FMLA leaves, vacation balances and termination issues. Ultipro EMS
Purchasing Services.
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City of Bowie, MD
Response to: RFP for Ground Lease of Property and
Management, Operation, Capital Improvements &
Maintenance of a Public Golf Course
June 8th, 2021
Michael K. Cutler, Senior Vice President
mcutler@indigogolf.com
703.891.3387

June 8, 2021
Robin Jones
Contracts Specialist
City of Bowie, MD
15901 Excalibur Road
Bowie, MD 20716
RE: Request for Proposals for Ground Lease of Property and Management, Operation, Capital
Improvements & Maintenance of a Public Golf Course
Robin,
Thank you for the opportunity to submit the enclosed information in response to the above-referenced
Request for Proposal.
Indigo Golf Partners (“Indigo”), formerly Billy Casper Golf and currently part of the Troon Golf Family,
uniquely possesses the requisite experience, skills, and resources to successfully manage, operate and
spearhead the future renovation of Bowie Golf Club (“BGC”) for the City of Bowie, MD (the “City”).
Reinforcing this assertion is our longstanding record of success managing more than 90 municipal golf
courses nationwide. Additionally, Indigo has developed, grown-in, and opened over 30 golf facilities
throughout the United States. Many of our municipal/public agency golf courses are in similar markets
and, under our management, have demonstrated material improvement in product, presentation, and
financial performance.
Our ability to assess situations and develop a custom, detailed strategic plan for each course is
unmatched. These plans include the key elements of (1) how to best position each course in its unique
market, (2) what capital improvements are needed to support rounds and revenue growth, (3)
delivering best-in-class customer service, (4) generating golf programming for seniors, juniors, women,
avid, occasional golfers, and all other segments to increase engagement, and (5) other best-practices
to manage turf, infrastructure, and amenities at BGC.
These actions and practices result in an enhanced experience for golfers, which, in turn, increases
loyalty, retention and rounds, revenue and cash flow. Indigo has a proven record of success in executing
similar action plans at dozens of municipal and public golf courses throughout the United States.
We look forward to the opportunity to discuss our thoughts in greater length.
Sincerely,

______________________________
Mike Cutler
Senior Vice President
mcutler@indigogolf.com
703.891.3387
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Executive Summary
Overview
The City of Bowie’s (“City”) Bowie Golf Club (“BGC”) is in a position similar to other municipal
facilities prior to Indigo Golf Partners’ (“Indigo”) involvement: looking for a proven partner to
maximize the potential of its golf asset, to restore and improve the condition of the facilities,
to address the needs of the facility, to provide for a sustainable business model with adequate
capital investment, and to develop future services that benefit its constituents.
To this end, BGC’s needs can best be addressed by an operator with the skill set, operational
systems, “best-in-breed” marketing platform, and culture to successfully improve the facilities
for the benefit of all stakeholders. The new partner needs a proven track record of acquiring
new or “lost” golfers, increasing loyalty among existing golfers without cannibalizing revenues,
and possessing a strong guest-service mindset throughout.
BGC has significant untapped upside given lackluster marketing and programming efforts and
poor course conditions due to an aging and ineffective and inefficient irrigation system. Indigo
will increase facility use by implementing creative marketing techniques, coupled with
industry-leading service standards to improve the experience, grow revenues, and drive
bottom-line results. This improvement will be achieved through targeted increases in revenue
via yield management, initial guest acquisition efforts, and the allocation of capital investment
to maximize the ‘bang for the buck’. Indigo has significant experience improving municipal
golf facilities with capital investment and professional guest-focused operations.
Our deep experience in municipal golf has earned Indigo a national reputation for consistently
providing recreation for families and communities in an atmosphere that is both customer
friendly and inclusive. The City’s golf partner needs to maximize usage while building and
maintaining the integrity of the brand. Specifically, Indigo offers the City the opportunity to
partner with a firm dedicated to enhancing the experience, improving the financial returns for
the City, and addressing the deferred maintenance and capital needs at BGC.
Solution
Indigo Golf Partners (“Indigo”) presents the opportunity to partner with a dedicated industry
expert that has the experience, knowledge —and especially municipal wherewithal— to
provide a comprehensive plan that improves BGC’s value proposition to benefit the City,
golfers and associated stakeholders.
Indigo has developed, grown-in, and opened over 30 golf facilities throughout the United
States. We will provide expert leadership to renovate BGC, ensuring the City is delivered a
golf course asset positioned to benefit citizens for decades.
Our Vision
BGC needs re-focusing and re-energizing in the golf community. As such, the RFP squarely
aligns with Indigo’s overarching thinking that emphasizes enhancing the professional
management of BGC and realizing the City’s vision to renovate BGC as outlined in the Master
Plan.
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Based on our evaluation, BGC is experiencing a theme that plagues many municipalities – i.e.
ineffective marketing and deteriorating conditions. To reverse the stagnancy, Indigo plans to
(1) install exciting event programming and intensify promotion to acquire new golfers and
increase play of existing ones; (2) re-energize community involvement; (3) lead the
renovation and (4) supply the proper level of resources required to maximize each dollar.
1. Increase Golfer Usage – Our primary goal is for golfers to make BGC their home
course and, part and parcel, increase “share of wallet.” More frequent play is a rising
tide that positively impacts all revenue streams and, ultimately, lifts profitability. Indigo
is adept at prompting incremental demand among local and regional golfers.
2. Community Focus – As a steward for the City and surrounding communities, Indigo
plans to create fun, family-friendly, practical, informative and entertaining golf events
and tournaments designed to encourage usage by golfers and non-golfers alike.
3. BGC Renovation – Indigo’s role in the design and construction of golf courses and
vertical structures defines teamwork. Collaboration on insights from our in-house
experts, architects, contractors, course owners and others results in well-planned
physical plants and, ultimately, fun and enjoyable experiences for guests and the
community at large.
4. Increase Resources, Recognize Efficiencies – Indigo will provide to the City / BGC
an unmatched “boots-on-the-ground” regional support structure, proven systems and
platform to deliver savings while enriching the product.
Growing Golf Revenue
A proactive, outbound marketing campaign targeting and nurturing player development will
increase golf rounds and revenue. Key aspects include:
•
•
•
•
•
•
•
•

Emphasizing programming – notably, golf events, tournaments
and leagues – throughout the community
Tracking each guest’s activity and communicating tailored
messages based on their unique behaviors and activities
Implementing programs specifically designed to encourage
incremental spend during each visit without compromise to
margins
Identifying loyalty options to entice additional golf use
Pricing structure to attract additional rounds and increase
average rate
Expanding hours of operation
Implementing day-part specials
Targeting offers to increase rounds played per guest

The Experience
No revenue initiative will prove successful without a well-trained, high-performing team.
Indigo will utilize its proprietary guest-centric staff training program, ACE the GUEST
Experience, that is focused on consistently exceeding expectations during golfers’ journeys at
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BGC. The staff will be carefully curated and re-oriented to a purpose-over-task approach to
gain a high level of guest satisfaction.
The process of transforming staff members into motivated service providers is rooted in
teaching them the importance of becoming warm and welcoming ambassadors and
anticipating guests’ needs for high-quality experiences time and again. This will be constantly
monitored and “scored,” representing a dramatic shift in culture and accountability as service
standards are introduced.
Maximizing Each Dollar Spent
Indigo oversees more than $8M annually in capital projects. We place significant emphasis on
planning and executing projects to promote the physical integrity and competitive position of
enhanced and well-maintained courses. This process is critically important in increasingly
competitive golf markets like that in which BGC resides.
Our team’s role in the prioritization and completion of redevelopment projects efficiently
guides the undertaking of a proven, systematic approach in the design, build and ultimate
realization of impressive finished products. We often quarterback the collective participation
of the project architect, contractors and the client to mitigate risk and output high quality
results. Such effort also benefits improved community image, increased revenue-generation,
asset preservation and completion on time and on budget.
Casa Verde Golf
As a member of the Troon family of brands, Indigo has direct access to Casa Verde Golf
(“CVG”), a boutique golf course construction and construction management company
specializing in high-quality golf course construction and renovation projects of all sizes in a
completely turnkey manner.
Size Does Matter
Indigo is a member of Troon, the world’s largest golf management company. The family of
brands includes Troon Golf, Troon Privé, Troon International, Honours Golf, OB Sports, Green
Golf Partners, CADDIEMASTER, True Club Solutions, Cliff Drysdale Tennis and RealFood
Hospitality, Strategy and Design. When combined, the Troon family provides management
services to 630 golf courses at 585 locations in 45 states and 30 countries, including 125+
Municipally owned golf courses.
Working Together
Indigo’s philosophy is to always ensure communication is open and transparent, and our goals
are perfectly aligned. Under that guidance, we will begin open dialogue and establish “listening
posts” for ideas and suggestions o create winning relationships with residents.
The City will continuously experience the following with Indigo:
•
•
•

Insightful recommendations based on a wealth of experience and area golfer knowledge
An integrity-laden partner with a sense of ownership to help make the best choices and
expertly implement the plan
The best team in golf, committed to achieving our shared performance goals across the
entire operation
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•
•

Unmatched support network of on-site leadership, regional experts and corporate
resources which helps to right size operational budgets by department
Improved, detail-oriented service and product presentation levels aimed to optimize
profitability as quickly and prudently as possible

Summary
Indigo has evolved into one of the best and most successful golf management companies
singularly focused on “best in breed” operations. We tailor our plans to meet the needs of our
client, develop marketing concepts and operational strategies that maintain market position,
and improve the bottom-line of the facility.
Indigo has created a hands-on customized approach designed to ensure that the community
is engaged, the golf assets are stabilized, and the City has a golf partner/expert with a singular
purpose of revitalizing BGC for the long term.
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3.1 Respondent Team
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Company Overview
Headquartered in Reston, Virginia with regional offices in Los Angeles, Chicago, Orlando, New
York and Honolulu, Indigo Golf Partners’ presence is hands-on. Our highly skilled and motivated
corporate and field leadership are adept in all facets of modern-day golf and property
maintenance, staffing and training, clubhouse operations, food and beverage, merchandising,
golf instruction, data-driven marketing, sales, property management, technology, special
events, and finance and accounting.
Our client base spans private ownership, public agencies, homeowners’ associations, colleges
and universities, and destination resorts with nine to 72 holes. We efficiently manage golf
facilities with effective programming and systems alongside custom touches unique to each
operation. This structure and operating philosophy – combined with relatability and complete
transparency – earn us frequent praise from clients for outworking other companies while
building longstanding, trusted relationships.
Part of what distinguishes Indigo Golf Partners is acrossthe-board adherence to a “G.R.I.T.” value system focused
on Growth, Responsibility, Innovation and Team.
Indigo Golf Partners has invested millions of dollars to build
original programs, many rooted in cutting-edge technology,
to drive our culture and high-performing teams, including:
•

“IndiGROW” features comprehensive ACE the Guest
Experience, Superintendent Business Institute and
other best-practices training modules and tools for
career development and unparalleled product
presentation and service delivery

•

Leveraging our economies of scale to save courses
substantial money on premium supplies, equipment
and services

•

“Indigo Green” environmental sustainability
addition to Audubon International requirements

•

“World’s Largest Golf Outing” raised several million
dollars for military charities

•

“Indigo Futures” laboratory for prototyping forward-thinking growth of the game
initiatives and course management concepts

in

Accolades
In addition to receiving “Management Company of the Year” from many golf and hospitality
trade media, Indigo Golf Partners’ subject matter expertise has been featured by Wall Street
Journal, New York Times, USA Today, Forbes, GOLF Digest, Golf Magazine, Sports Illustrated,
Golf Channel, NBC, ESPN and more.
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Bidder Information
Name of Party:

Antares Golf, LLC dba Indigo Golf Partners

Point of Contact:
Email:
Telephone:
Fax:

Mike Cutler, Senior Vice President
mcutler@indigogolf.com
703.891.3387
703.893.3504

Address:

12700 Sunrise Valley Drive, Suite 300
Reston, Virginia 20191

Federal Tax ID:

86-1092316

Date of incorporation: December 2003
State of incorporation: Virginia
Antares Golf, LLC, d/b/a Indigo Golf Partners and formerly known as Billy Casper Golf, LLC, is
a Limited Liability Corporation (LLC) with Date Articles of Organization for the Corporation
filed in the Commonwealth of Virginia in December 2003. Antares Golf, LLC was acquired by
Troon Golf, LLC on January 1, 2021.
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Differentiators
•

Indigo has developed and implemented the industry’s most effective
marketing, promotional and yield management programs for public access golf
courses. Indigo utilizes our proprietary guest-segmentation approach that targets
discrete groups of golfers based on their specific guest behavior. Indigo then targets
each guest segment with a four-part strategy; the acquisition of new guests, retention
of existing guests, loyalty programs to increase our ‘share of wallet,’ and a healthy dose
of publicity to brand and reinforce the value of the experience.

•

Indigo is best in breed operator of municipal golf facilities in the US, as
evidenced by more than 30 years of proven results and excellence in varying
markets nationwide. Indigo continues to succeed as the industry’s premier operator
of daily fee and municipal golf courses, currently operating more than 90 municipal
facilities.

•

Dedicated to aligning goals and win-win partnerships - Our philosophy in all
engagements is to provide a contract structure that best aligns the goals of both parties.

•

Our transparent conversations and working relationship - Indigo believes the
conversations and working relationship between ourselves and our clients are
dramatically different than other golf course management companies.

•

Owner’s Mentality - Our systems, approach, and company culture are a product of our
ownership mentality, all developed in the crucible of the public sector – requiring
community engagement of golfers and non-golfers alike, better customer experiences,
maintaining an affordable amenity, and improving the asset for the benefit of all
stakeholders.

•

Environmental Stewardship & Commitment - Indigo has over 80 courses that have
attained Audubon Cooperative Sanctuary certification. Achieving certification is quite an
honor, recognizing the agronomic team for protecting the environment and preserving
the natural heritage of golf.

•

Troon’s Family of Brands – Indigo is a member of Troon, the world’s largest golf
management company. The family of brands includes Troon Golf, Troon Privé, Troon
International, Honours Golf, OB Sports, Green Golf Partners, CADDIEMASTER, True
Club Solutions, Cliff Drysdale Tennis and RealFood Hospitality, Strategy and Design.
When combined, the Troon family provides management services to 630 golf courses at
585 locations in 45 states and 30 countries, including 125+ Municipally owned golf
courses.
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Corporate Structure
Indigo Golf Partners centralizes support services while decentralizing leadership and oversight.
This enables us to achieve cost-saving economies of scale for our clubs, while also providing a
“corporate” presence in our regional markets.

Corporate Employees in Local Markets
Operations
3 Senior Vice Presidents
6 Regional Directors of
Operations

12 Regional Managers
1 Audit Specialist
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Marketing

Agronomy

6 Regional Marketing
Directors

4 Regional Directors of
Agronomy

1 National Sales Director

1 Regional Agronomy
Manager
1 Director of
Environmental Programs

Renovation / Development Services
When combined, Indigo and Troon have been involved in the development of 300+ upscale
daily fee, resort and private golf facilities from the planning stages through the opening of
those facilities. As a result, our in-house development team consisting of land planners,
architects, engineers, interior designers and project managers and has a wealth of experience
in the development, design and construction oversight of golf courses, golf course facilities
and clubhouses. The goal of the development team is to utilize our expertise and ability to
deliver cost savings to build the highest-quality golf course, clubhouse and facilities within the
City’s budgetary parameters, while at the same time maintaining functionality and efficiency
of design. The following is a list of services that will be provided throughout the development,
construction and pre-opening phases of the project:
Development Phase
a. Assist in the selection of design professionals, including golf course architect, civil
engineer, golf course irrigation designer, clubhouse and maintenance building architect,
landscape architect and clubhouse interior design specialist, if necessary
b. Work with golf course architect to review golf course design with respect to playability,
safety, construction costs, clubhouse and maintenance building site and grass variety
selections
c. Assist in feasibility and market studies to estimate number of yearly rounds, greens
fees and gross revenues for budgeting purposes
d. Prepare construction and operating budget estimates, including grow-in and equipment
purchase estimates for the First Tee’s review
e. Work with building architects and design professionals on facility programming
(including layouts and site locations) to ensure maximum flexibility and efficiency in
building design
f. Assist in the coordination and review of the activities of the various design professionals
through the plan review process and assist the First Tee in its efforts in obtaining the
required approvals and permits
Construction Phase
a. Assist in the selection of design professionals, including golf course architect and civil
engineer
b. Prepare detailed construction estimates
c. Assist design professionals in the development of plans and specifications for bidding
and awarding contracts to contractors
d. Assist with the preparation of bid documents and contracts
e. Assist in the selection of contractors for the golf course, clubhouse, maintenance
building and comfort stations
f. Analyze the use of a general contractor for all of the work or individual contractors for
portions of the work
g. Attend field walks with golf course architect to determine limits of clearing, adjustments
to routing and review of construction
h. Act as the City’s representative for golf course, clubhouse, maintenance building and
comfort station construction, which could include the review of contracts, contractors’
invoices and change orders
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i.
j.
k.
l.
m.
n.

Coordinate contractors’ activities to ensure adherence to construction schedules and
conduct periodic inspections of contractors’ work to ensure compliance with plans and
specifications
Assist clubhouse architect and/or building construction manager in reviewing progress
of clubhouse, maintenance building and comfort station construction and construction
invoices
Provide or assist in the selection of the Golf Course Superintendent with the First Tee’s
approval
Establish grassing and grow-in schedules
Assist in the coordination of the installation of utilities to golf course
Utilize Troon’s national account status to negotiate lower prices on irrigation supplies
and golf course construction equipment

Pre-Opening Phase
a. Assemble and coordinate clubhouse and maintenance staffs
b. Utilize Troon’s national account status to negotiate lower prices for golf course
maintenance equipment, golf carts and other operating equipment and supplies
c. Work with the interior design team retained by the First Tee to evaluate and make
recommendations regarding the selection of FF&E and assist with installation
d. Provide marketing assistance, including assisting the First Tee in selecting a firm for
logo development and advising such firm, aiding in the creation of announcements and
directing pre-opening marketing, including incorporation into Troon advertising efforts
e. Coordinate and assist with grand opening events and promotion
f. Coordinate the clubhouse retail operation, including setup of golf shop and ordering of
golf shop inventory
g. Establish detailed maintenance and clubhouse budgets, operational schedules and
safety programs.
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Renovation Experience
Indigo has extensive experience with capital projects and oversees capital spending typically
exceeding $10 million annually at Indigo-managed facilities nationwide. Indigo places
significant emphasis on planning and executing projects to ensure the physical integrity and
competitive position of its courses are enhanced and maintained and will do the same for
Lakewood. All Indigo-managed facilities undergo capital planning review semi-annually.
Indigo’s role in the prioritization and completion of capital projects is to ensure that a proven,
systematic approach is taken in designing, building, and/or realizing those projects. Indigo
uses a team approach, with collective participation of the project architect, contractors, and
the client, to create a successful, well-planned improvement.
A sampling of recent capital projects includes:
▪

▪
▪

▪

▪

▪

▪

Lyman Orchards (Middlefield, CT) – Indigo managed a $2 million renovation to
the Robert Trent Jones course including rebuilding of all bunkers, a full irrigation
system replacement, and extensive drainage improvements. Indigo also managed
the construction of a 9-hole player development facility at the same site.
1757 Golf Club (Dulles, VA) – Indigo managed the construction of six new holes,
two putting greens, driving range, new maintenance building and cart facility.
Ka’anapali Golf Resort (Maui, HI) – Indigo managed a complete make-over of
this resort destination by renovating two 18-hole courses, clubhouse and dining
facilities. Golf course improvements included new bunkers, renovation of existing
bunkers, cart path resurfacing and expansion. Facility improvements included redesign of the restaurant and clubhouse (exterior & interior). The $13M project
culminated in a grand re-opening of a world class golf resort.
Rock Manor Golf Course (Wilmington, DE) – Indigo oversaw the facility
enhancements which included new tee boxes, bunkers and fairways, in addition to
a state-of-the-art irrigation system for top playing conditions all season. A circa
1921 building was restored to retain the flavor of its original structure and serves
as Rock Manor’s clubhouse. A grill room and separate pub provide comfortable dining
for golfers and non-golfers. For golf tournaments, weddings and other social
engagements, a new outing pavilion makes Rock Manor a premium destination.
St. Johns Golf & Country Club (St. Augustine, FL) – In 2019, Indigo began a
two-phase renovation at the 18-hole, semi-private property. Phase 1 (concluded in
2019) included a complete renovation of all 76 bunkers, expansion of existing
practice putting green, and addition of short game complex for a total cost of
$250,000. For Phase 2 (under construction) Indigo invested $2.5M to expand the
banquet/event space, create an outdoor F&B space, and enhance the ceremony site,
making St. Johns a premier golf and F&B facility in Northern Florida.
The Preserve at Eisenhower Golf Course (Crownsville, MD) – Indigo managed
a $6 million renovation completed by accomplished architect, Andrew Green,
including removal of all bunkers replaced by strategic grassy knolls, new A1/A4 Bent
USGA spec greens, new Latitude Bermuda fairways and tees, new tall fescue rough,
new double row irrigation, and new cart paths in addition to extensive drainage
work, stream restoration, and the addition of 17 boardwalks.
Blue Cypress Golf Course (Jacksonville, FL) – Indigo managed the redesign,
construction, grow-in, and re-opening of the formerly closed 9-hole golf course
owned by the City of Jacksonville, FL. Re-opened in April of 2021, plans are
underway to build an additional 3 holes to create two six-hole routings.
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Transition Plan
Indigo has managed 75+ transitions over the last five years. The key to a smooth transition
is organization and extensive, upbeat communication. In this regard, we will:
▪
▪

▪
▪

Coordinate with City staff and Supervisors on a thorough Transition Plan to ensure
everyone is “on the same page” and the Plan is agreed upon
The Plan will generally involve a combination of employee outreach and community
outreach including actions such as:
o Holding a meeting with all employees, putting them at ease. Team building
events and staff meetings will occur within the first month
o Sending a letter to the community introducing Indigo and sharing some of our
initial thoughts and plans for BGC
o Holding Town Hall Meetings open to the community to discuss ideas and input
regarding future operations at BGC
The Plan will also outline an extensive checklist of deliverables, the timing for
completion, and the responsible party for each item
Internally, Indigo holds weekly “Transition Calls” with all departments including IT, HR,
Payroll, Benefits, Risk Management, Accounting, National Accounts, Operations,
Agronomy and Marketing

First 30 Days
The following snapshot gives a summary of important items which are completed in the weeks
leading up to the transition:
WEEK 1:
Client Meeting - Indigo representatives will meet with City staff and Supervisors to review
the Transition Plan.
Host “Team Member Meeting” - Indigo will host one or more all-staff meetings on site for
each facility employee. Indigo will communicate effectively and succinctly the policies of
Indigo. Also, important in the process, each staff member will have the ability to meet with
Indigo representatives.
Medical Benefits, 401k and employer/employee issues - During this first week, Indigo
will set aside time for each employee for comparison and explanation of current benefits vs.
those offered under a proposed Indigo employer/employee relationship.
Entity Registration - County and State Compliance - Indigo will incorporate the new
subsidiary i.e. Bowie Golf Management, LLC (“BGM”) and provide the required documentation
to the City.
WEEK 2:
Client Meeting - Indigo representatives will meet with City staff to review the transition
status.
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Insurance - Indigo will notify its insurance carrier of the effective date and the insurance
requirements as set forth in the RFP and will provide the required documentation to the City.
Existing Contracts - Indigo will analyze and evaluate all existing Agreements by and
between the vendors and notify the City of which Agreements Indigo would like to continue
and provide a listing of those that Indigo proposes terminating.
WEEK 3:
Employee Interviews and Staffing Plan - Indigo will conclude its on-site interviews and
finalize a staffing plan to review with the City for implementation upon the effective date.
IT Evaluation and Compliance - Indigo’s IT team will evaluate the current inventory of all
computers, servers and PCI compliance to develop a transition plan and critical needs listing
to present to the City.
Inventory and Equipment Procurement Listing - Indigo’s Agronomic Team and
Operations Team will review and evaluate all existing inventories of equipment, furniture,
fixtures, etc. to determine what items may be needed as part of the startup and incorporating
this into a Startup and Transition Listing to present to the City.
Tournament/Special Events/Banquet Contracts - Indigo will contact all upcoming parties
that have a contract for any special event, tournament or other event planned at BGC and
provide updated contact information for the person responsible for ensuring the details of
those events are followed through without any interruptions. Indigo intends to honor all
contracts entered into prior to the effective date of the Agreement.
WEEK 4:
Employee Enrollment - Indigo’s Human Resource representatives will be on site to enroll all
employees and answer any final questions regarding compensation, benefits, etc. Employees
will be provided job descriptions, Indigo’s policies and procedures manual and all other training
materials per their specific role and responsibilities.
ACE the GUEST Experience™ Training - Indigo will conduct our Guest Service Training
Program for all employees prior to the effective date.
Insurance - Indigo will provide notice to its insurance carrier of the effective date and prepare
a declaration for additional insured or other requirements as set forth in the Management
Agreement.
As previously mentioned, this is simply a sample of the items accomplished leading up to the
transition date. There are quite a few more items to accomplish each week and the plan
continues up to 90 days past the transition date. A copy of our full checklist can be provided
upon request, although it is tailored to each client and will only be representative of a specific
plan that would be created for BGC.
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3. 2 Facility Management Team
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3. 2 Facility Management Team
Joel Gohlmann, PGA
Executive Vice President of Operations
Joel oversees operations for Indigo Golf Partners. He is ultimately
responsible for financial performance of golf courses and associated
amenities, including clubhouse operations, food and beverage and
other on-site functions. Over his 30 years in the golf business, Joel
served other management companies – directing courses in
Colorado, Iowa, Michigan, Minnesota and Virginia – before joining
Indigo Golf Partners 16 years ago. He coaches youth sports and
loves every minute of it.
Justin Smith
Regional Director of Operations (Mid-Atlantic)
Justin oversees the business needs and best practices of general
managers and directors of golf at Indigo Golf Partners properties in
Delaware, Pennsylvania, Maryland, and Virginia. He is extremely
skilled at client relations and fiscal management. Prior to his current
role, Justin served as the General Manager at properties in Maryland,
Delaware and Pennsylvania. Justin has spent the last 22 years with
Indigo Golf Partners – a journey that he started in high school as a
golf shop attendant at Springwood Golf Club!
Dan Evers, GCSAA
Regional Director of Agronomy (Mid-Atlantic)
Dan is the ultimate agronomic educator and product perfectionist.
He boasts two decades of stellar results for Indigo Golf Partners
owned and operated courses after starting his career as a
superintendent in private and municipal golf. Specializing in new
course grow-ins, Dan breeds confidence into owners by supporting
decisions with data. He treasures spending time with his three
children and never passes up opportunities to throw a hook in the
water.
Steve Brown
Regional Director of Sales and Marketing (Mid-Atlantic)
Experienced in blending data and financial analysis with local-level
insights to drive revenue is Steve’s calling card. During his nine
years with Indigo Golf Partners, he has worked with scores of
properties in various regions across America. Prior to joining the
company, he was a marketing manager for Volkswagen. A New
Hampshire native, it’s fitting he bleeds all Boston sports teams and
even hosts a podcast re-watching every single Tom Brady Patriots’
game – all 348 of them.
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Corporate Support
Indigo’s corporate personnel provide support services, including personnel management;
oversight of all golf and retail operations; budgeting, accounting and financial statement
preparation; development and implementation of marketing, publicity, sales, and promotional
activities. Below, Indigo offers a team that is truly unrivaled among all other organizations,
all dedicated to the success of BGC.
Joe Livingood
Senior Vice President
A 20-plus-year veteran of Indigo Golf Partners, there aren’t many golf
course scenarios Joe hasn’t seen. He started with the company
overseeing multi-course portfolios and special projects. Joe currently
oversees operational budgeting and reporting, information technology,
national accounts purchasing platforms and club transitions.
Tom Reilly, SPHR
Vice President of Human Resources
Tom is responsible for developing, directing and overseeing Indigo Golf
Partners’ most important asset – its 7,000-plus people. Tom is a 15+
year veteran of the golf industry and has held many positions across
multiple Indigo departments. Tom is a Certified Senior Professional in
Human Resources (SPHR, SHRM-SCP) and graduate of Virginia Tech.
Anthony Scala, CPA
Chief Financial Officer
With over 20 years’ experience in accounting and finance, Anthony
directs the accounting, payroll and risk management departments.
Skilled in budgeting, forecasting and cash flow, he also governs internal
controls, manages banking relationships, tax reviews, and is responsible
for the company's consolidated financial statements.
Tracy Hanford
Senior Director of Marketing
Overseeing corporate and golf facility brand management is one of many
areas in which Tracy excels. She is also instrumental in delivering
integrated marketing campaigns, promotional events, creative design
and content creation. She holds a Bachelor of Commerce (honors) with
focus in strategic management from the University of Johannesburg.
Scott Kravitz
Manager of Marketing Analytics
Mr. Kravitz directs portfolio-wide pricing methodology, customer insights,
and performance analysis and reporting. He is responsible for the
development of revenue management strategy and implementation of
approaches for all courses. Scott received his bachelor’s degree in
Mathematics from Santa Clara University.
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Relevant Experience
Indigo Golf Partners manages more than 89 municipal facilities throughout the United States,
including several multi-course portfolios, and all sizes – 9, 18, 27, and 36. Unless otherwise
noted, the golf facility is 18 holes. All Municipally owned facilities are bolded. More
information about any of our courses is available upon request. For more information please
see www.indigogolf.com.
MID-ATLANTIC U.S. (25)
Delaware (4)
▪ Delcastle Golf Club, Wilmington, DE (public)
▪ City of Wilmington, DE
- Ed “Porky” Oliver Golf Course, Wilmington, DE (public)
- Rock Manor Golf Course, Wilmington, DE (public)
▪ Heritage Shores Club, Bridgeville, DE (semi-private)
Maryland (2)
▪ Anne Arundel County, MD
- Compass Pointe Golf Courses, Pasadena, MD (public, 36)
- The Preserve at Eisenhower Golf Course, Crownsville, MD (public)
Pennsylvania (4)
▪ Bucknell Golf Club, Lewisburg, PA (semi-private)
▪ Dauphin Highlands Golf Club, Harrisburg, PA (public)
▪ Jack Frost National Golf Club, Blakeslee, PA (semi-private)
▪ White Deer Golf Complex, Williamsport, PA (public, 45)
Virginia (15)
▪ Brickshire Golf Club, Providence Forge, VA (public)
▪ Broad Run Golf & Practice Facility, Bristow, VA (public, 9)
▪ Captain’s Cove Golf & Yacht Club, Greenbackville, VA (semi-private, 9)
▪ Colonial Heritage Golf Club, Williamsburg, VA (semi-private)
▪ Lake Monticello Golf Course, Palmyra, VA (semi-private)
▪ Lexington Golf and Country Club, Lexington, VA (semi-private)
▪ Northern Virginia Regional Park Authority
- Algonkian Golf Course, Sterling, VA (Indigo Select)
- Brambleton Golf Course, Ashburn, VA (Indigo Select)
- Pohick Bay Golf Course, Lorton, VA (Indigo Select)
▪ Prince William County, VA
- Forest Greens Golf Club, Triangle, VA (public)
- Prince William Golf Course, Nokesville, VA (public)
- Lake Ridge Golf Course, Woodbridge, VA (public, 9)
▪ Meadowcreek Golf Course, Charlottesville, VA (public)
▪ Magnolia Green Golf Course, Richmond, VA (daily-fee, 9)
▪ Spring Creek Golf Club, Gordonsville, VA (semi-private)
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Troon Family of Brands
In addition to Indigo’s 25 facilities in the Mid-Atlantic US, Troon also provides management
services within other Troon brands to the 11 Mid-Atlantic facilities listed below. All
Municipally owned facilities are bolded. For additional information, please visit
www.Troon.com.

▪
▪
▪

Bear Trap Dunes Golf Club, Ocean View, DE
Potomac Shores Golf Club, Potomac Shores, VA
The Golf Club at Lansdowne, Leesburg, VA

▪
▪
▪
▪
▪

Bayside Resort Golf Club, Selbyville, DE
Fieldstone Golf Club, Greenville, DE
The Peninsula Golf & Country Club, Millsboro, DE
The Virginian and Nicewonder Farm & Vineyards, Bristol, VA
Westmoreland Country Club, Export, PA

▪
▪
▪

East Potomac Park Golf Course, Washington D.C.
Rock Creek Park Golf Course, Washington D.C.
Langston Golf Course, Washington D.C.
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Rock Manor Golf Course
Background
Rock Manor Golf Course was once the pride of Wilmington, Delaware. Golfers had been playing
“The Rock” since 1921. Unfortunately, this beloved favorite turned into a state of disrepair.
City officials wanted better for their golfers who relied on public facilities for recreation. They
created The Rock Manor Golf Corporation, an agency charged with renovating the course and
revitalizing its image. The corporation sought the expertise of a golf management company
to design and oversee a complete facelift. Indigo Golf Partners welcomed the opportunity to
work on the much larger Blue Ball Master Plan that included road construction, wastewater
treatment plant and creation of recreational parkland. In a true public-private partnership,
Indigo Golf Partners worked with multiple agencies:
•
•
•
•

The Delaware Department of Transportation
The Department of Natural Resources and Environmental Control
The New Castle Conservation District
New Castle County & City of Wilmington

Implementation
Indigo Golf Partners provided full oversight of the pre-opening process, including grow-in of
the course and construction of a maintenance facility and cart storage building. We led weekly
meetings with architects, engineers, construction companies and municipal agencies;
purchase analysis and variance management to budget; operational input on design and
schematics; ongoing concept development; and coordination of activities to meet timelines.
Results
The result was a championship layout, designed by Lester George, with bentgrass tee boxes,
fairways and greens; wall-to-wall cart paths; a state-of-the-art irrigation system; and bestin-class playing conditions which continue to impress existing and new community golfers.
Having completed the renovations, Indigo Golf Partners is now directing all aspects of golf
course and property maintenance, staffing and training, clubhouse operations (food and
beverage, merchandising, etc.), golf instruction, marketing and public relations, special events
and financial management.
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Maintenance Facility & Cart Barn

Before

After

Before

After

Parking Lot

Historic Clubhouse
Indigo Golf Partners also oversaw the restoration of a circa 1921 building, retaining the flavor
of the original structure that’s now Rock Manor’s clubhouse. A grill room and separate pub
provide comfortable dining. For golf tournaments, weddings and other social engagements,
we added a new all-weather outing pavilion, making the club a premium events destination.

Before
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After

The Preserve at Eisenhower Golf Course
Background
When Anne Arundel County purchased Eisenhower Golf Course in 2017, the plan was to create
an environmentally friendly, first class facility enjoyable for golfers of all skill levels. After
interviewing many accomplished architects, Andrew Green (recognized by Golf Digest as the
#3 Renovation Architect Expert) was tasked to bring our vision to life. Operating the facility
since 1998 along with the County’s sister property, Compass Pointe Golf Course, Indigo Golf
Partners was retained to assist with renovation oversight, grow-in and management of the
property.
Implementation
In tandem with Andrew Green and Indigo, Anne Arundel
County’s Department of Public Works and Watershed
Protection and Restoration Program set out on a 30-month
long, $6 million renovation and restoration project that
included both the golf course and the wildlife sanctuaries and
Click to Watch
streams that intertwine the property. To minimize water
Full Video!
usage, a state-of-the-art efficient irrigation system was
installed while fairways and tees were replaced with drought tolerant Bermuda grasses.
Improving course playability and pace-of-play, while still maintaining a level of challenge,
traditional sand bunkers were removed, and replaced with strategic knolls (also called
hummocks) and low-cut approaches / mounding to protect the larger reshaped greens.
Meanwhile, Indigo’s marketing and design team got to work, re-branding the course as “The
Preserve” reflecting not only the championship golf course, but a sanctuary for local wildlife.
Renovation Highlights Include:
▪ 6,255 ft of stream restoration
▪ 13.23 acres of wetland creation
▪ new A1/A4 Bent USGA spec greens
▪ 1,343 ft of boardwalk installed
▪ new Latitude Bermuda fairways and
▪ 1,352 lbs/year of prevented total
tees
suspended solids to Broad Creek
▪ new tall fescue rough
▪ Eradication of existing invasive plant
▪ new double row irrigation
species on the site
▪ new cart paths
▪ Planted over 20 different species of
▪ new putting green
pollinator plants
▪ lengthened driving range and newly
installed tee line
▪ removal of sand bunkers, replaced
with strategic hummocks
Conservation Highlights Include:
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2nd Hole Green

Boardwalk Installation

14th Hole Approach
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Stream Restoration

Course Construction

11th Hole Green

Compass Pointe Golf Courses
Background
Compass Pointe is a 36-hole public, championship golf course with a clubhouse, driving range
and associated amenities owned by Anne Arundel County. It is midway between Baltimore
and Annapolis, Maryland, and has grown to become an area favorite for its enjoyable
experiences at an affordable price. Designed by award-winning architect Lindsay Ervin, the
"four nines" -- North, South, East, West – traverse more than 800 acres of diverse woodland
for wide variety of terrains and challenges for golfers of all skill levels.
The county began construction of Compass Pointe’s course in 2003 and simultaneously hired
Indigo Golf Partners (Indigo) to assist with oversight, grow-in and management of the
property.
Implementation
Indigo knew a strong sales and marketing team would be key to optimizing use of all 36 holes
at Compass Pointe. Therefore, we:
•
•
•
•
•
•

Hired a marketing director local to the market
Introduced loyalty initiatives, including an Advantage Card and Player Development
Program
Developed new men’s and women’s leagues to fill weeknight play
Leveraged the facility’s size to create unique outing and tournament packages
Fostered relationships with local organizations and business leaders to host a myriad
of events
Trained staff to efficiently collect guest data

Additionally, Indigo’s agronomic team completed Audubon Certification for the golf course and
enacted our proprietary IndigoGreen initiative.
Results
Compass Pointe continues to lead Maryland’s daily-fee golf market, hosting more than 60,000
rounds annually and sustaining profitable operations for the county.
Indigo and the county enjoy a long and prosperous relationship. Since 2003, Indigo’s
management agreement has been renewed numerous times, and we were retained when the
contract was re-bid through a public RFP process in 2013.
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Client References
City of Wilmington, DE
800 French Street
Wilmington, DE 19801
Name:
Tommy Quinn
Title:
Executive Director, Rock Manor Golf Corp.
Course(s): Rock Manor Golf Course
Telephone: (302) 562-1799
Email:
tq4318@aol.com
Anne Arundel County, MD
1 Harry S. Truman Pkwy
Annapolis, MD. 21401
Name:
Damian Cosby, PGA
Title:
Chief of Maintenance and Director of Golf
Course(s): Compass Pointe GC, The Preserve at Eisenhower GC
Telephone: (410) 271-0418
Email:
rpcosb88@aacounty.org
Prince William County, VA
14420 Bristow Rd.
Manassas, VA 20112
Name:
Tracy Hannnigan
Title:
Recreational Services Director
Course(s): Prince William GC, Forest Greens GC, Lake Ridge GC
Telephone: (703) 792-5786
Email:
thannigan@pwcparks.org
New Castle County, DE
87 Reads Way
New Castle, DE 19720
Name:
Bob Merrill
Title:
Special Services Program Director
Course(s): Delcastle GC, Ed “Porky” Oliver GC
Telephone: (302) 395-5845
Email:
rmerrill@nccde.org
Morris County, NJ
PO Box 1295
Morristown, NJ 07962
Name:
Rich Vitale
Title:
Assistant Executive Director
Course(s): Berkshire Valley GC, Flanders GC, Pinch Brook GC, Sunset Valley GC
Telephone: (973) 326-7600
Email:
rvitale@morrisparks.net
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3.3 Facility Improvement Team
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3.3 Facility Improvement Plan
Conditions and infrastructure have fallen behind the competition; hence the analysis by
McDonald & Sons and subsequently this RFP to identify a public private partnership for the
operation of BGC. Furthermore, the vision for BGC identified by McDonald & Sons was to
embrace “golftainment” as an opportunity to successfully compete in the market and create
additional cash flow to supplement traditional revenues. As owner/operators and based on
our experience in similar situation, Indigo would not recommend said investment in
“golftainment” project as the potential returns to be generated at BGC will not justify said
investment. However, Indigo would recommend the following capital projects (at a minimum)
to improve the performance and experience at BGC:
•
•
•
•
•
•
•
•
•
•
•
•
•
•

Greens complex resurfacing & drainage addressed
Tee complex renovation and re-grassing
Tree Removal
Intensive seeding program in roughs
Fairway conversion to bermudagrass & drainage addressed
Bunker renovation
Maintenance Equipment Package
Maintenance/Cart building
Modular Clubhouse
Cart Paths
Bridge Work
Irrigation System
Utilities
Retrofit Historic Clubhouse

Furthermore, the private sector desired returns do not support the significant investment
necessary to address the deferred infrastructure, which we anticipate exceeding $8MM. To
this end, the capital to address BGC needs will necessitate the City to serve as the funding
mechanism and restrict potential future operating structures to self-operation or third-party
management.
The returns on an $8MM City investment need to exceed $425k per annum for the next 30
years to justify the business case, assuming a 30-year bond at 3%. Our expectations for BGC
upon stabilizations are annualized returns of ~$365k per annum over the 30 years. Simply
put, the City is in a difficult situation; maintain status quo with minimal investment and allow
the amenity to stagnate and continue to deteriorate, or invest significant dollars to
significantly upgrade a deteriorated asset while recognizing that corresponding cash flow will
likely not cover debt service on the investment.
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Nov-21

Oct-21

Clubhouse

Maintenance & Cart barn

Open for Play

Cart Paths

Grow-In

Warm Season Grassing (Tees / Fairways / Rough)

Cool Season Grassing (Greens)

Bunkers

Irrigation

Earthwork

Closed for Renovation

Open for Play

Cart Paths

Grow-In

Warm Season Grassing (Tees / Fairways / Rough)

Cool Season Grassing (Greens)

Bunkers

Irrigation

Earthwork

Closed for Renovation

Approvals and Mobilization

Engineering Plans

Architectual Plans

Renovation Timeline

Bowie Golf Club
Apr-23

May-23
Jun-23
Jul-23

Feb-23

Mar-23

Clubhouse / Amenities

Back 9

Front 9

Our operating pro forma reflects the recommended investment by the City and expected
performance of BGC, as well as the impact of each individual project. We have included a
timeline for the anticipated improvements.
Sep-24

Oct-24
Jul-24

Aug-24

May-24

Jun-24

Mar-24

Apr-24
Jan-24

Mar-24
Dec-23

Jan-24

Oct-23

Nov-23

Aug-23
Sep-23

Dec-22
Jan-23

Oct-22

Nov-22

Aug-22
Sep-22

Jun-22
Jul-22

Apr-22

May-22

Mar-22

Jan-22

Feb-22

Dec-21

3.4 Golf Course Operations Concept
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Golf Operations
The Golfer’s Journey

1

The golfer’s journey begins with the tee time reservation process.
Attentively managing BGC’s point-of-sale and tee time reservation
systems encourages an easy booking process via online (mobile,
desktop, tablet) telephone, golf shop and third-party affiliates.

Upon arrival, guests will enter BGC’s expertly merchandised golf shop
offering high quality, competitively priced items. Welcoming golf shop
attendants will greet each guest, collect contact information, process
payments, and politely usher guests to the next stage of their journey.

3

Course starters will maintain punctuality on the first tee and provide
guests with pertinent course information prior to their round. “Starter
Scripts” ensure guests are aware of pin positions, golf cart rules, pace
of play, restroom locations, and beverage cart availability.

Course marshals and beverage cart attendants will serve to enhance
guests’ experience while on the golf course. Marshals assist all groups
with maintaining the expected pace of play, while beverage cart
attendants ensure thirsts are quenched.

5

2

4

At the conclusion of each round, cart attendants will thank guests for
visiting while cleaning their clubs. If available, guests are directed to
the club restaurant where they can eat, drink, and relive the shots
that could have been.

“Our ACE the Guest Experience Training Program is the foundation
of our company culture. We help employees ‘see the forest for the
trees’ with a task versus purpose re-orientation.

Joel Gohlmann
Executive Vice President

We teach employees the impact of every interaction, using a
holistic view of the Guest Journey. Employees learn to empathize
with each guest’s personal situation, anticipate their needs, service their needs, and then
introduce the guest to the next portion of their journey, creating a positive, seamless
experience.”
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Player Development
We intend to construct and deliver golfer
development programs at BGC to meet the
learning needs of men, women, seniors,
juniors, beginners, avid players, low
handicappers
and
those
with
disadvantages and special needs. As a
pioneer in this area, we are laser focused
– in fun, non-threatening and affordable
ways – to introduce new players, prompt
those on a golf hiatus to return and prompt
others to play more frequently by scoring
better.
We anticipate a PGA Golf Professional at
BGC will conduct individual and group
lessons and clinics in sync with golfers of
all abilities – for a fee and free –
throughout the year. We target specialized
programs for women and millennials which
comprise 24% and 28% of the golf
population, respectively.

Junior Golf

80,000
Indigo-managed golf courses host over 80,000
Junior rounds annually, including 20,000+ free
of cost as part of our GoFutures initiative.

6,000
Indigo manages twenty-eight courses that serve
as the “headquarters” for their local First Tee
chapter, hosting more than 6,000 first tee
golfers annually.

1,300
Forty-two Indigo-managed courses hosted a
PGA Jr. League team last year with over 1,300
participants nationwide.
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Outings & Events
It’s one thing to aggressively sell group golf events, it’s another when outstanding service
levels differentiate BGC and generates market share growth and guest loyalty. Keen attention
to detail centers on professional tournament services, including player pairing, customized
rules and administration, personalized scorecards and cart signs, online and in-person
registration, contest hole signage and set-up, professional scoring, merchandise giveaways and
special bells and whistles.
In-House Events
Our blue-sky thinking is without limits and adding in-house programming and events to BGC’s
golf and social rotation is no exception. Indigo will put in place a golf and non-golf social
calendar that provides fun experiences for golfers and non-golfers alike. These examples are
poised to add community excitement and incremental revenue:

Glow Ball Night Golf

Links & Drinks

Craft Beer Golf Fest

Innovation
Gamification:
Indigo
has
installed
“gamification”
technology on driving ranges at several strategic locations.
Top Tracer, InRange, and a variety of other companies, use
radar tracking technology to “gamify” traditional driving
ranges. The social and entertainment appeal of these
technologies attracts millennial participants that traditional
golf struggles to retain.
Simulators: Many golf courses have evaluated indoor golf
simulators in search of alternative revenue streams during
the off-season. In 2019, Indigo partnered with the leading
golf simulator manufacturer, GolfZon, to open a golf
simulator café (“ZStrict”) in Chelsea Piers, CT.
Touch-free / Mobile: Indigo will continue leveraging our
strategic partnership with G1 to provide input on POS
functionality and improvements. Our current priorities
center on enhancing contact-less payment and pre-payment
technologies to improve the guest experience and further
differentiate BGC from its competitors.
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Chili Scramble

Marketing Overview
In today’s hyper-competitive world, prioritizing a professional
marketing and sales culture is important. “Build-it-and-theyshall-come” reliance should not apply.
Indigo Golf Partners blends art and science (rooted in data) to efficiently connect with golfers
at the right time with engaging content that prompts action. The bedrock of this work is to is
attract new guests to BGC at a low cost of acquisition and promote frequent utilization for
greater lifetime value. Simply lowering greens fees isn’t a strategy and presenting a pristine
golf course alone doesn’t automatically translate to revenue.
On behalf of BGC, we will proactively manage the marketing process, identifying specific
revenue levers to meet the desired goals and objectives.
Strategy and Plan
A well-organized roadmap prevents ineffective
reactionary marketing. Our marketing team will
reduce to writing what is crucial, at a high level, to
meet one or more BGC business objectives and a time
frame for achievement. Our plan – a.k.a. “BGC
Revenue Playbook” – details how the strategy is
executed. Following analysis of historical and
competitive set data, we will schedule activities and
tasks, roles and responsibilities, and budget. The
strategy and plan are discussed with and approved by
the City. As the plan is undertaken, we constantly
measure campaign effectiveness against key
performance indicators.
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Sales Fundamentals
Growth Focus
Without new customers, nurtured for extended periods of time, business is poised to be flat.
That’s why we proactively operate under a “4 MORE” thesis – leveraging people-, behaviorand technology-driven stimuli to grow repeat rounds as well as introduce beginners and inspire
lapsed golfers to return to the game.
•

Guest Acquisition – Indigo’s Marketing Team will establish measurable, effective, and
guest-focused Acquisition Programs that attract NEW guests for BGC. Acquisition tactics
serve the same goal – to attract NEW guests via focused strategies that best target the
message to appropriate guest segments by product/service, geography, and guest type.
These programs and efforts will be tracked in BGC’s revenue playbook, which includes
the details and effectiveness of promotion, event, and campaign.

•

Guest Retention – Acquiring new guests is only half the equation. Keeping them coming
back is the key to growth and sustainability. For BGC, Indigo Golf Partners will design,
execute and measure several programs to inspire and lock-in longtime loyalties,
including:
o

Our data scientists utilize our proprietary “Tap In” app to analyze BGC guest
behavior trends, unique purchasing habits, play history and anticipated “steady
state” future value.

o

We analyze potential marketing strategies designed to
create loyalty programs which encourage guests to play
BGC with increased frequency. One option is to
establish accounts for guests (e.g. reward card or
frequent player program) whereby value-added
benefits are achieved as play frequency and / or spend
amount increase. Typically, this reward system is
automated and purchasing data derived is used to
identify upsell opportunities. Revenue is often generated up front and guests feel
appreciated and special.

Technology and Touch
A well-organized sales process will attract BGC new customers, win their business, provide
upsell opportunities and, ultimately, generate previously untapped and incremental revenue.
•

Process – Indigo Golf Partners has heavily invested in a business development system
to manage relationships and interactions with current and potential guests. Our
advanced Salesforce customer relationship management platform is easy to use in
helping BGC stay connected to guests throughout their lifecycles, streamline productivity
and improve profitability. Guest contact information, as well as their behaviors, interests
and buyer status are stored in one central location.

•

Training – We blend technology with a personal touch based on “people-buy-frompeople” reality. Support will be provided to the BGC team (top to bottom) about how to
interact with guests, gain their trust and confidence, and translate those connections
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into revenue. Online learning modules, including video enactments, and consistent role
playing contribute to best practices and allow personalities to shine so marketing doesn’t
feel like marketing to guests.
Campaigns/Communications
Amazing content – subjective and objective – is the ultimate connector between brands and
buyers. Indigo Golf Partners specializes in marrying strategic objectives with visual assets to
create eye-catching, unique campaigns and collateral for BGC. Templates are catalogued on
our proprietary Design on Demand platform for easy access and customization. Material
formats include flyers, e-mail templates, postcards, table tents, digital ads, social posts and
more. We often utilize the power the video, as well.
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Revenue Management
How to generate incremental revenue while maintaining the value proposition is often a
scientific exercise.
Dynamic Pricing and Yield Optimization
Golf course managers have long fixated on the metric Average Price per Round (“APR”),
evaluating revenue per round played. This metric is important for tracking rate integrity;
however, it is not a great indicator of overall pricing performance. Instead, Indigo has shifted
focus to tracking Average Price per Opening (“APO”), evaluating revenue per available round.
Indigo’s proprietary analytics software, “Tap In,” creates and executes detailed yield
optimization, pricing, and loyalty strategies tailored to BGC and driven by the combination of
facility data and in-market knowledge designed to gain market share from other competitors.
In short, the output is pricing that increases total dollars:
o

Input BGC historical data into Tap In

o

Reconcile competitive market intelligence with BGC historical utilization, weather
trends and forecasts, regional metrics and event schedules

o

Proactively adjust pricing and volume of website and third-party tee time
inventories

Third-Party Tee Time Agents
In addition to driving golfers to book tee times on BGC’s website, we enjoy a commissionbased arrangement with Golf Now. BGC benefits in several ways: (1) access to golfers
conditioned to “shop” on GolfNow.com; (2) control over price and inventory; and (3) incentive
for GolfNow to sell the greatest number of tee times at the highest possible price to maximize
its commission.
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Performance Monitoring

COMPASS REPORT

BGC will utilize Indigo’s proprietary Compass Report to monitor performance on a weekly
basis. Metrics measured within this report include MTD and YTD actual revenue and forecasted
totals compared to budgets and PY totals, revenue trends, rounds totals by channel and type,
sales trends and totals, lead generation totals, online star ratings, database growth rates, and
trending NPS. This tool is vitally important to make necessary changes and direct focus where
needed in a timely manner.

“Quality decision making is the difference
between success and failure. We believe
this so strongly, that we’ve invested
substantial financial resources to improve
the quality of the information we use to
make decisions. Simply put, better
information translates into better
decisions…Every Time. As your partner, we
share this reporting with our clients to help
them understand why we make decisions
and the metrics we are looking at during
the strategic process of constructing our
programming. Our tools remove the
guessing game - turning it into a science.”
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Tracy Hanford
Sr. Director of Marketing

Digital Marketing
Annually, there are double-digit increases in online activity for
research and transactions of available sports and entertainment
activities like golf. To capitalize on this trend, Indigo’s marketing
experts will implement a custom strategy to enhance BGC’s
“digital footprint.” This process moves BGC across a continuum
– from “digitally present” to “digitally advantaged” – increasing
ROI with each improvement.
•

Website – Our expert team will design, develop, launch, update and monitor a new BGC
custom, attractive and high-performance website.

•

Search Engine Optimization (SEO) – To get BGC atop rankings on Google and other
search engines, Indigo Golf Partners utilizes the latest in SEO technology, frequently
refined to improve recognition, engagement and, ultimately, sales.

•

Search Engine Marketing – We plan to heavily promote
the BGC website by increasing its visibility on search
engine results pages through pay-per-click advertising.
This activity incorporates SEO and informs adjustments
to and rewrites of website content and site architecture
for higher search engine listings.

•

Organic Social Media / Content – Indigo Golf Partners
will establish a BGC social media strategy and plan
featuring entertaining, informative, educational and
practical topics, as well as attractive and aspirational
graphics, photography, written and video assets.

•

Paid Social Media – Profiling lookalike audiences and
“friend of friends” with similar interests as golfers in BGC’s
database is a relatively inexpensive way to expand reach.

•

E-mails – We cost-effectively deploy campaigns to unique segments within BGC’s
database. Analytics show how many times recipients open e-mails, click-throughs, time
spent, unsubscribes and other reporting data.
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Reputation Management
Indigo will constantly monitor BGC’s on-line reputation across the major social media platforms
for golf to include Facebook, Golf Advisor and Google within a software platform that instantly
alerts Indigo of any new reviews. Indigo monitors the online reputation of all if its facilities and
the information is available to our regional managers and onsite personnel real time. The
software tool allows Indigo to respond to the review within the social media platform it
originated. Indigo’s policy is that any review is acknowledged within 48 hours, either by the
regional marketing director or on-site staff.

Bowie GC - Snapshot
Nearly all consumers now use online media to review and research businesses before making
a purchase – this most certainly applies to the golf industry. Indigo recognizes this and
emphasizes the importance of on-line reputation with regional managers and onsite personnel
on an ongoing basis. As such, Indigo managed facilities boast the following average reviews:
Review Site

42 | City of Bowie, MD | June 2021

Bowie GC
(Rating/#of Review)

Indigo Average
(Rating/#of Review)

4.2/174

4.26/31,779

4.6/64

4.43/12,878

4.1/270

3.92/29,136

Food & Beverage
Indigo Golf Partners is skilled in professional management and
operation of high-quality and profitable food-and-beverage
outlets spanning fine dining, casual restaurants, indoor and
outdoor grills, banquets, snack bars, pool cabanas, on-course
gazebos and beverage carts.
This department is managed by our National Food and Beverage Director (and support team)
whose culinary experience includes serving discerning diners, grab-and-go box lunches and
everything between. Our approach – a mix of standard and custom – for BGC.
Annual Plan
Indigo Golf Partners’ team and BGC on-site leadership collaborate on development and
execution of a written, annual plan for the food-and-beverage operation. Components include:
•
•
•
•
•

Buying plan
Marketing and sales program
Operations policies and procedures
manual
Staffing / labor analysis formula
Guest services guidelines

Sample Menu

•
•
•
•
•

Safe food-and-beverage handling
techniques
Kitchen procedures
Cooking and presentation training
Alcohol service training
Short- and long-term capital planning

Menus
We develop an appealingly packaged and
properly priced menu with diversity based on
success levels of historical offerings at BGC,
similar fares locally, the kitchen’s capabilities,
and guests’ tastes. Surveys elicit feedback for
enhancement of eating atmosphere, service
levels, food and beverage quality, menu
options and other elements. Menus account
for multiple uses of stocked food items and
waste reduction.
Promotion
Appropriately displaying attractive boards &
signage – in and convenient to BGC’s foodand-beverage area – promotes menus and
specials utilizing the “let the item sell itself”
principle. Pre-assorted and a la carte menu
items will also be featured in events packages.
External to BGC, we promote this socialization
component after learning more about the
operation,
diner
demographics
and
psychographics, and other attributes.
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Agronomic Overview
The National Golf Foundation’s annual survey of golfers shows
course conditions are the No. 1 reason one course is played over
another. It’s an expectation that, when not met, means courses
experience considerable “one-and-done” patronage. And it
confirms the fact that product perfection equates to favorable price-value relationship.
Mandate
Indigo Golf Partners’ agronomy team is highly educated, skilled and determined to deliver
outstanding playing experiences to each BGC guest daily. Our guest-centric approach is more
than simply growing grass. Focus is also on healthy turf, eco-sustainability and keen attention
to detail across the total acreage. This is in concert with a reasonable budget required to
impress BGC golfers time and time again and earn their positive word of mouth. Commitments
to excellence from the golf course superintendent and others on the maintenance crew lead to
efficiencies in staffing and a high-quality, enviable end-product.

Strategy & Plan
For BGC, a written agronomic plan will establish short-term and long-term goals, taking into
account the maintenance and business needs of the facility. They will align with course upkeep
tactics along a clear schedule (e.g. over-seeding, aeration, etc.) for quality assurance
measures. The conditioning blueprint accounts for seasonality yet is flexible to meet nuances
in weather conditions, golfer traffic, potential capital expenditures and other variables. We will
strictly adhere to an approved budget consistent with standards and metrics within BGC’s
agronomic plan.
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“Man-in-Motion” labor analysis aids our
superintendents in creating efficient and
effective budgets. Indigo benchmarks each
agronomic plan against similar facilities in our
portfolio to identify areas of opportunity.
In addition to labor analysis, the Indigo
agronomic plan includes a chemical and
fertilization schedule with integrated budget
calculators based upon application frequency,
product cost, and treated acreage.

Hrs/Day Hrs

Task
Change Cups/Set-up
Mow Greens

# of
2

Mow Fairways
Roll Greens
Mow Rough
Mow Surrounds
Trim Patrol
Coolers/Trash
Topdress Greens
Topdress Tees
Chemical Application
Fertilizer Application
Rake Bunkers
Edge Bunkers
Irrigation Repair
Landscaping
Fill Tee Divots
Handwatering
Aerification
Verticutting
Sodding
Leaf Removal
Equipment Repair

4

Per
8

Weekly Frequency==>

2

2.5

5

Jan

Feb

Mar

Apr

May

Jun

Jul

Aug

Sep

Oct

Nov

Dec

235.2 235.2 235.2 235.2 235.2 235.2 235.2 235.2 235.2 235.2 235.2 235.2
7.0

7.0

7.0

7.0

7.0

7.0

7.0

7.0

7.0

7.0

7.0

147.0 147.0 147.0 147.0 147.0 147.0 147.0 147.0 147.0 147.0 147.0 147.0
7.0

7.0

7.0

7.0

7.0

7.0

7.0

7.0

7.0

7.0

7.0

7.0

3.5

44.1

44.1

44.1

44.1

44.1

44.1

44.1

44.1

44.1

44.1

44.1

44.1

3.5

Weekly Frequency==>

3.0

3.0

3.0

3.0

3.0

3.0

3.0

3.0

3.0

3.0

3.0

3.0

1

44.1

44.1

44.1

44.1

44.1

44.1

44.1

44.1

44.1

44.1

44.1

44.1

3.0

3.0

3.0

3.0

3.0

3.0

3.0

3.0

3.0

3.0

3.0

3.0

3.5

3.5

Weekly Frequency==>

2

5

10

126.0 126.0 126.0 126.0 126.0 126.0 126.0 126.0 126.0 126.0 126.0 126.0

Weekly Frequency==>

3.0

3.0

3.0

3.0

3.0

3.0

3.0

3.0

3.0

3.0

3.0

3.0

1

44.1

44.1

44.1

44.1

44.1

44.1

44.1

44.1

44.1

44.1

44.1

44.1

3.0

3.0

3.0

3.0

3.0

3.0

3.0

3.0

3.0

3.0

3.0

3.0

3.5

3.5

Weekly Frequency==>

2

5

10

126.0 126.0 126.0 126.0 126.0 126.0 126.0 126.0 126.0 126.0 126.0 126.0
3.0

3.0

3.0

3.0

3.0

3.0

3.0

3.0

3.0

3.0

3.0

3.0

50.4

50.4

50.4

50.4

50.4

50.4

50.4

50.4

50.4

50.4

50.4

50.4

Weekly Frequency==>

3.0

3.0

3.0

3.0

3.0

3.0

3.0

3.0

3.0

3.0

3.0

3.0

2

42.0

42.0

42.0

42.0

42.0

42.0

42.0

42.0

42.0

42.0

42.0

42.0

Weekly Frequency==>

1

4
5

4
10

Weekly Frequency==>

1.0

1.0

1.0

1.0

1.0

1.0

1.0

1.0

1.0

1.0

1.0

1.0

1

29.4

29.4

29.4

29.4

29.4

29.4

29.4

29.4

29.4

29.4

29.4

29.4

1

1

Weekly Frequency==>

7.0

7.0

7.0

7.0

7.0

7.0

7.0

7.0

7.0

7.0

7.0

7.0

2

16.8

16.8

33.6

33.6

33.6

33.6

33.6

33.6

33.6

33.6

33.6

33.6

Weekly Frequency==>

0.5

0.5

1.0

1.0

1.0

1.0

1.0

1.0

1.0

1.0

1.0

1.0

1

0.0

0.0

0.0

0.0

21.0

21.0

21.0

21.0

21.0

0.0

0.0

0.0

0.0

1.0

1.0

1.0

1.0

1.0

0.0

4
5

8
5

Weekly Frequency==>

0.0

0.0

0.0

1

73.5

73.5

73.5

3.5

3.5

102.9 102.9 102.9 102.9 102.9 102.9 102.9

0.0

0.0

73.5

73.5

Weekly Frequency==>

5.0

5.0

5.0

7.0

7.0

7.0

7.0

7.0

7.0

7.0

5.0

5.0

1

12.6

12.6

12.6

12.6

37.8

37.8

37.8

37.8

37.8

12.6

12.6

12.6

1.0

1.0

1.0

1.0

3.0

3.0

3.0

3.0

3.0

1.0

1.0

1.0

3

3

Weekly Frequency==>

2

3

6

176.4 176.4 176.4 176.4 176.4 176.4 176.4 176.4 176.4 176.4 176.4 176.4
7.0

7.0

7.0

7.0

7.0

7.0

7.0

7.0

7.0

7.0

7.0

7.0

33.6

33.6

33.6

50.4

67.2

67.2

67.2

67.2

67.2

50.4

33.6

33.6

Weekly Frequency==>

1.0

1.0

1.0

1.5

2.0

2.0

2.0

2.0

2.0

1.5

1.0

1.0

1

42.0

42.0

42.0

42.0

42.0

42.0

42.0

42.0

42.0

42.0

42.0

42.0

Weekly Frequency==>

1

8
4

8
4

Weekly Frequency==>

2.5

2.5

2.5

2.5

2.5

2.5

2.5

2.5

2.5

2.5

2.5

2.5

2

25.2

25.2

25.2

25.2

25.2

25.2

25.2

25.2

25.2

25.2

25.2

25.2

3

6

Weekly Frequency==>

1.0

1.0

1.0

1.0

1.0

1.0

1.0

1.0

1.0

1.0

1.0

1.0

1

29.4

29.4

29.4

29.4

29.4

29.4

29.4

29.4

29.4

29.4

29.4

29.4

7.0

7.0

7.0

7.0

7.0

7.0

7.0

7.0

0.0

0.0

0.0

0.0

1

1

Weekly Frequency==>

7.0

7.0

7.0

2

50.4

50.4

75.6

3

6

100.8 100.8

100.8 100.8

2.0

2.0

3.0

4.0

4.0

0.0

0.0

0.0

0.0

4.0

4.0

2.0

1

25.2

25.2

25.2

25.2

75.6

0.0

75.6

0.0

75.6

25.2

25.2

25.2

6

Weekly Frequency==>

1.0

1.0

1.0

1.0

3.0

0.0

3.0

0.0

3.0

1.0

1.0

1.0

2

16.8

16.8

16.8

33.6

33.6

33.6

33.6

33.6

33.6

16.8

16.8

16.8

Weekly Frequency==>

0.5

0.5

0.5

1.0

1.0

1.0

1.0

1.0

1.0

0.5

0.5

0.5

1

0.0

0.0

33.6

0.0

67.2

33.6

0.0

67.2

67.2

67.2

0.0

0.0

Weekly Frequency==>

0.0

0.0

1.0

0.0

2.0

1.0

0.0

2.0

2.0

2.0

0.0

0.0

1

4.2

4.2

0.0

0.0

0.0

0.0

0.0

4.2

4.2

4.2

4.2

4.2

1.0

1.0

0.0

0.0

0.0

0.0

0.0

1.0

1.0

1.0

1.0

1.0

4
8
1

8
8
1

Weekly Frequency==>

1

8

8

Weekly Frequency==>

Total Labor Hours
Total Employees

235.2 235.2 235.2 235.2 235.2 235.2 235.2 235.2 235.2 235.2 235.2 235.2
7.0

7.0

7.0

7.0

7.0

7.0

7.0

7.0

7.0

7.0

7.0

9.7

10.1

10.5

11.5

10.3

10.5

10.5

11.0

10.8

10.1

1764
529
529
1512
529
1512
605
504
353
370
105
1088
277
2117
605
504
302
353
630
403
302
336
29
2822

7.0

1629.6 1629.6 1701.0 1755.6 1936.2 1726.2 1768.2 1764.0 1839.6 1810.2 1696.8 1646.4
9.7

2822

7.0
50.4

Weekly Frequency==>

6

Total

7.0

Weekly Frequency==>

Mow Collars/Approaches1
Mow Tees

Per

Workers Worker Day

20903

9.8

Core Cultural Practices
Indigo Golf Partners will leverage its talent and resources to properly care and produce
impressive playing conditions at BGC. Obtaining a healthy strand of turfgrass is accomplished
through a myriad of strategies and tactics governing common surface and sub-surface (growing
medium) variables.

Irrigation

Mowing

Aerification

Rolling

Topdressing

Fertilization

Weed Control

Detail Work
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Environmental Stewardship
Indigo Golf Partners is widely recognized as
golf’s most eco-friendly company and, at
BGC, plans to conserve and improve
environmental quality while enhancing
golfers’ experiences. Indigo actively participates in Audubon
International’s “Audubon Cooperative Sanctuary” program
and all clubs follow “Indigo Green,” our sustainability
guidelines.

1. Environmental Planning

2. Wildlife & Habitat
Management
3. Chemical Use Reduction &
Safety
4. Water Conservation

Team
Indigo Golf Partners is extremely selective in employing
highly qualified golf course superintendents. They must hold
passion for satisfying guests and an unwavering pride in
performance. They must also be leaders with command over
“what great looks like and plays like” based on where BGC
is positioned in the market.

“Indigo created our Superintendent
Business Institute to allow our
superintendents to improve their business
acumen. The three-year program is broken
into three 10-hour segments. Learning
modules include leadership and
communication skills, interpreting financial
statements, MS Excel proficiencies, and
more. It has really helped our
superintendents understand that golf is a
business and the component for which
they’re responsible isn’t “all” that matters.
Every Indigo Superintendent is engaged in
completing the program.”

5. Water Quality Management
6. Outreach & Education
7. 65 Audubon Sanctuary
Certifications

Bryan Bielecki, GCSAA
VP of Agronomy

Support, Accountability & Outcome
The superintendent at BGC, in tandem with the on-site management team, benefits from
hands-on support of an Indigo Golf Partners regional director of agronomy. Periodic site visits
yield a “Manager’s Report” with course and property photos as well as a detailed narrative of
agronomic activities, conditions, action plans, resources, timelines and metrics. The report is
shared with the Township. This level of support promotes healthy turfgrass, exceptional
playability, an aesthetic “wow” and, most important, guest satisfaction – all with “bang-forthe-buck” efficiency.
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Environmental Plan
Indigo Golf Partners is committed to reducing its environmental footprint, improving green
practices and implementing sound management practices at the courses, making a valuable
contribution to conservation and improving the environmental quality to enhance the golfers’
experiences. The core principals of Indigo’s environmental program are; (1) reduce, reuse
and recycle, (2) adhere to all pertinent regulations and strive to surpass compliance, (3)
create ways to reduce or eliminate pollution and waste, and (4) always strive to be an
environmentally responsible member of the community. To this end, all Indigo managed
facilities are an active participant in Indigo Green implementing the following:
Green/Eco-Friendly Techniques
Indigo expects a positive impact on the presentation, turf
condition, and reduction of a carbon footprint as we implement
our Indigo Green™ program. In all instances, Indigo has seen
dramatically improved course conditions and has had a positive impact on the natural
resources. Indigo Green enhances our focus in 4 key areas; fuel consumption, electricity and
water reduction, heating and cooling efficiencies, and recycling.
Indigo will focus on environmental stewardship in five key areas upon identification of the
environmental landscape currently in place:
1. Wildlife and Habitat Management –A complete inventory will be completed of bird
species, mammal species, and indigenous plant species, along with complete map
highlighting core habitat areas on the golf course. Following the initial season,
additional diverse habitats will be added to attract an even wider diversity. Critical to
the success of wildlife and habitat management is training the staff to understand the
best practices in this area. Wildlife and Habitat Management Goals:
-

General Knowledge - Continually expand general knowledge of the plants,
wildlife species, and habitats found on the courses.
Wildlife Habitat: Space Food, Cover, and Water Enhancements - Provide
a habitat for a variety of wildlife species in non-play and landscaped areas.
Habitat Protection and Biodiversity Conservation - Preserve the rich
biological diversity of the region by protecting existing native habitats and
species, and landscaping primarily with indigenous plants.

2. Chemical Use Reduction and Safety - The most critical aspect of balancing proper
chemical and fertilizer usage for the courses versus the protection of the natural
resource is a commitment to an Integrated Pest Management Program that is friendly
to the environment. To ensure safe storage, application, and handling of chemicals and
reduced actual or potential environmental contamination associated with chemical use,
Indigo will focus on in-depth training for pesticide applicators. Our main goal is to
minimize pesticide usage.
Implementing standard practices of integrated pest
47 | City of Bowie, MD | June 2021

management (IPM) and best management practices (BMP’s) will be an ongoing process.
Indigo will explore alternative pest control measures to minimize pesticide inputs even
further. In addition, buffer zones will be created between treated turf areas and all
water bodies as a means to filter potential runoff of harmful chemicals.
Chemical Use Reduction and Safety Goals:
-

-

-

General Knowledge - Continually expand knowledge of integrated pest
management, chemical use issues, best management practices, and alternative
pest control measures.
Cultural Practices and IPM Techniques - Maintain turfgrass in a vigorous and
healthy state through sound cultural practices and integrated pest management
techniques.
Best Management Practices for Chemical Use - Apply all chemical products
in a manner that minimizes environmental impacts.
Communication and Education - Maintenance staff will be properly trained
and supervised.
Maintenance Facility, Chemical Storage, and Wash Pad - Chemicals will be
properly stored and handled, and equipment will be maintained to minimize
potential for negative environmental impacts.

3. Water Conservation – Indigo will employ irrigation practices that are geared to
maximize water absorption and minimize water loss to evaporation and runoff. Soil
properties and turf health are maintained in an optimum range to assure efficiency.
Many golf courses subject their turf to extreme conditions to provide playing conditions
desired by their members or clientele. This often leads to inefficient absorption and
water usage by the turf and leads to increased leaching and water runoff.
Indigo will also employ a program of daily monitoring of the golf course by its on-site
staff to evaluate supplemental irrigation needs on a daily basis. Evaporation of soil
water and evapo-transpiration of plant water are typically determined by the day’s
weather conditions, or more specifically, temperature, humidity, and photoperiods.
Water Conservation Goals:
-

General Knowledge - Identify water resources of the golf course and make a
commitment to judicious water use.
Address Irrigation Equipment and Plumbing Fixtures - Maintain irrigation
equipment for maximum efficiency and minimal water waste.
Watering Practices and Turf Care - Implement water conservation practices.
To maintain soil and turf health that maximizes water absorption and minimizes
water loss to evaporation and runoff.

4. Water Quality Management - Indigo will ensure clean water supplies and protect the
health and integrity of water bodies through monitoring and employing best
management practices to reduce erosion and chemical / fertilizer runoff. As mentioned
earlier, buffer zones along water bodies are established to minimize and filter runoff to
improve water quality. Water quality testing through an independent lab will be
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implemented to establish base-line data to compare future water quality tests. This
requires quarterly testing during the first year and subsequent annual tests thereafter.
It is important to be cognizant of potential weather conditions that could favor or
increase the likelihood of runoff. A two-inch thunderstorm occurring hours after a
fertilizer or chemical application will increase the chances of water pollution, as the
material hasn’t had a chance to break down into a useful chemistry by the turf and is
not being filtered by the underlying soil. All Indigo employed pesticide applicators are
licensed through the local jurisdiction. This ensures they have the basic knowledge of
chemical use and disposal. They are also be versed in proper chemical storage and
mixing and loading techniques. Water Quality Management Goals:
-

-

-

General Knowledge - Improve our general knowledge regarding water quality
protection and pollution prevention as it relates to golf course management,
chemical storage and use, and equipment maintenance.
Best Management Practices - Employ best management practices or
structural controls near all water bodies to eliminate the potential for chemical
runoff, nutrient loading, and drift.
Water Quality Monitoring - Monitor the health of all water features to detect
possible movement of nutrient and chemical inputs into water sources and
correct problems as needed.

5. Outreach and Education – The Indigo Team will implement management practices
that ensure ongoing support for stewardship initiatives, strengthen local community
connections, and extend participation in environmental conservation activities. To
communicate the ongoing environmental stewardship at BGC, Indigo will install displays
in the clubhouses discussing projects at BGC and provide an overview on the Indigo
Environmental Sensitivity Program. The display will include updates in each category
along with pictures showing progress at BGC. We have found that this creates
significant positive feedback at other similar facilities. Outreach and Education Goals:
-

-

General Knowledge - Improve ability to communicate our commitment to
environmental stewardship and implement conservation activities.
Education - Educate patrons, staff, decision makers, and community members
about programs and projects on the golf course which improve environmental
quality.
Outreach and Involvement - Provide opportunities for patrons, staff, decision
makers, and community members to be involved in environmental projects on
the golf course.
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Administration
Hospitality and recreation is a “people” business. Furthermore, guests’ demands and service
expectations are at all-time highs. As such, Indigo Golf Partners has expended considerable
resources recruiting, training and developing top talent.
We call this “human capital.” It is driven by our proprietary performance management system
that monitors and assesses job performance, with constructive feedback and goals, to create
meaningful ways for employees to reach their potential and grow professionally.
Training and Development
There are many reasons – notably cultural and career development – Indigo Golf Partners
attracts and retains the best talent in the industry. Facilitating the ability to develop great
people are our leading training programs under the “IndiGrow” banner:
Our online university features more than 50
comprehensive training modules for career
development. The platform is integrated with our
performance management system so that
managers can assign training to match goals
established during the annual review process.
Our mentorship program was established to
identify and support “rising stars” within our
organization. Selected mentees are paired with
company executives for a six-month program to
network, grow, and develop for their next steps
with Indigo Golf Partners.
Change is constant, which is why Indigo Golf
Partners supports the continued education of our
employees
through
national
and
regional
meetings. Our meetings allow employees to share
best practices and hear from subject matter
experts from the PGA, USGA, GCSAA, etc.

“At Indigo Golf Partners, our people are our greatest
asset which is why we strive to ‘ACE the Employee
Experience’ each and every day. We hire the best
candidates that share our core values and provide them
with training and development resources to support both
their current role and career aspirations. To summarize,
Indigo Golf Partners’ success is because of our people,
leaders, and values.”

Tom Reilly
VP of Human Resources
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ACEing the Experience
Led by a professional “employee trainer,” our
series of teaching-learning modules illustrate how
to carry out Indigo Golf Partners’ guest vision
statement. Guidelines for acceptable and
unacceptable behaviors are demonstrated and
discussed, as is role playing, for daily execution
of best service practices during each interaction –
from parking cars to drive away.
We promote empathizing with each BGC guest’s
personal situation, anticipating and servicing their
needs, and then introducing guests to the next
portions of their safe and fun journeys, creating
positive, seamless experiences throughout.
Formal training sessions are augmented by
regular reviews of the Indigo Golf Partners / BGC
guest vision statement, as well as service and
behavior standards, in BGC department and allstaff meetings. Timely feedback on observed
positive and negative interactions is provided –
these are teaching moments, not indictments.
BGC will be subject to Mystery Shopping exercises (as well as guest surveys) anonymously
conducted by professional, independent evaluators. Reports are used to further train,
incentivize and reward employees.

Service Recovery
The occasional dissatisfied customer – whether expressed or largely unknown – needs to be
converted into a loyalist. BGC staff will be taught to subscribe to our “LAST” techniques for
appropriate service recovery responses.

LISTEN
•
•
•
•

Don’t interrupt
Make eye contact
Show Respect
Calm and clarify

ACKNOWLEDGE

SOLVE

• Recognize problem
• Apologize
• Empathize

• 100% attention
• Immediate action
• Timely follow-up
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THANK THE GUEST
•
•
•
•

Appreciation
Patience
Positivity
Helpfulness

Risk Management
Measures to avoid unnecessary risks benefits the well-being of BGC’s people, facilities and the
business at large.
Safety and Security
Indigo Golf Partners’ Vice President of Contracts and
Risk Management oversees the construct, delivery,
training and adherence to safety and sanitation plans,
guidelines, rules and regulations. Our comprehensive
manuals meet OSHA standards for all positions and
job responsibilities, machinery and equipment,
chemicals and fertilizers, and more. Local and state
regulations apply as appropriate.
We require BGC employees to acknowledge reading of
manuals, attend regular training sessions, participate
in our “Safety Makes Sense” video and training
platforms – identifying risks by department – and
report accidents or safety violations to his / her
supervisor.
Additionally, we will procure BGC insurance, risk
management and business licenses, including claims
filing, renewals and regulatory requirements.
Emergencies
Indigo Golf Partners establishes an emergency
management plan (EMP) specific to BGC. It addresses
policies and methods of prevention, preparedness,
response and recovery. At the EMP’s core is identifying
risks and outlining courses of action to mitigate
damage of potential events that could endanger the
safety of employees and guests, and BGC’s ability to
function. The EMP includes procedures to safeguard
property and facilities, as well as steps to assess an
incident’s severity and respond to eliminate it.
Training exercises (akin to fire drills) are part of the
plan alongside connections to outside agencies for
assistance.

Alex Elmore
President

“Creating the ‘Safety Makes
Sense’ videos is a great example
of Indigo Golf Partners’
ownership mentality. We are
committed to a culture of safety
first, and we capitalized on an
opportunity to better educate
and protect our employees and
our business.
We researched and reviewed our
internal loss history data, which
allowed us to segment insurance
claims and identify specific
trends. Then we created
situational scripts to address
high-risk and repeat incidents,
recorded professional training
videos, and distributed this new
training company-wide.
The result is a safer environment
for both our employees and
guests”

Facility Audits
Our audit specialists will visit BGC periodically. The audit includes more than 200 individual
items in nine categories: ACE the Guest Experience training; administration; agronomy /
maintenance; clubhouse; food and beverage; human resources; information technology; risk
management, and operations.
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Finance & Accounting
Indigo Golf Partners has built a strong financial management team and systems that efficiently
and accurately executes accounting functions for BGC. Guided by keen attention to detail and
deadlines, as well as checks-and-balances controls, our in-house Certified Public Accountants
and financial analysts use generally accepted accounting principles and will work closely with
BGC’s General Manager to:
•
•
•
•
•
•
•
•
•
•
•

Help drive annual budget planning and management designed to achieve the Township’s
goals
Manage and execute financial calculations, including accumulated depreciation, and fixed
asset and capital lease schedules
Strategize with the Township on annual, quarterly and monthly cash planning and overall
financial critical thinking
Reconcile balance sheets and bank accounts, post journal entries and balance ledgers
Perform month-end processes, including consistent cash flow monitoring, forecasting
and management
Audit, analyze and prepare BGC financial statements and report narratives, including
balance sheet, P&L, cash flow and cost-of-goods-sold analysis
File sales and use tax
Turnkey accounts payables and receivables management, including invoicing and
collections
Direct payroll management via enterprise system
Oversee internal controls compliance, including mystery audits, for the collection, receipt
and deposits of BGC revenues
Distribute payments to the City

Other items important to the finance and accounting process:
•

Aggregation and Transparency – Indigo Golf Partners’ proprietary XRM platform
transfers point-of-sale and tee sheet data to our SAGE accounting software for up-todate and accurate financial reporting. The Town is provided complete viewability into
revenues, expenses (including payroll), bank accounts and other monetary items, and
financial reports are customized to easily consolidate into existing Township budgets.

•

Security and Internal Controls – Indigo Golf Partners has built and successfully
applied methods to avoid, detect, counteract and minimize risks for BGC. They prevent
employee and customer theft, including point-of-sale safeguards and countermeasures,
cash handling and deposit requirements, video cameras, required receipts, random safe,
drawer and inventory counts, tee sheet / point-of-sale reconciliation and payroll record
verifications.

•

Accounting and Payroll – These functions are directed by Indigo Golf Partners’ Director
of Accounting who sets strategy and, as necessary, reviews the general ledger, deposit
confirmations and audits (if any). BGC’s General Manager will provide daily oversight.
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3.5 Project Financing & Financial Analysis
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Considerations
Indigo submits the following proposal for third-party management. Indigo will provide complete turnkey management of BGC including, golf operations, golf course maintenance, marketing and promotion,
general and administrative functions, operating and capital budgeting, employee hiring and training,
financial management, accounting services to include accounts payable and reporting.
Proposed Term:

Five (5) years, with a renewal option, upon mutual consent.

Structure:

Indigo will form a subsidiary, Bowie Golf Management, LLC, (“BGM”) for purposes
of maintaining BGC whose sole member shall be Indigo. Indigo shall remain solely
responsible for all obligations of the agreement and the City shall have full
recourse to Indigo for any liabilities caused by this entity. This entity will employ
all of the staff at BGC. Club-level financial statements will be prepared in the name
of this single-purpose entity and Indigo will coordinate accounting interface with
the City.

Club Operation:

Indigo shall operate BGC pursuant to an annual budget, marketing and agronomic
plan agreed to and approved by the City. All rates, fees, and expenses shall be
defined in advance as part of the budget process. Indigo shall not deviate from
this plan without the City’s consent. All expenses of operating BGC shall be the
responsibility of the City. All employees at BGC shall be Indigo employees and will
work exclusively for the benefit of BGC. All employee costs shall be part of the
operating expense of BGC. Indigo will retain exclusive right to hire and terminate
employees. The City may participate in final interviews with key management
personnel, if desired.

Procurement:

Indigo will purchase all materials and supplies for BGC via its existing national
account purchase programs including retail merchandise, course supplies,
agronomic supplies, maintenance equipment, golf cars, property and casualty
insurance, among others.

Financial
Reporting:

Financial statements will be prepared by Indigo’s in-house CPA’s. Indigo will
furnish the City with balance sheets, income statements, cash flow statements,
and bank reconciliations on a monthly basis. Indigo can also supply the City
additional reports during the month as may be requested.

Indigo Oversight: Indigo’s operation of BGC will be directed and overseen by a Regional Director of
Operations and Regional Director of Marketing based in the Mid-Atlantic, as well
as extensive corporate support in all areas of the operation.
Management Fees: For management and oversight of BGC, Indigo would earn a monthly base fee of
Seven Thousand Five Hundred Dollars ($7,500) per month. The management fees
are net to Indigo and include accounting services.
Incentive Fees:

Indigo may earn an annual incentive fee based upon achievement of performance
metrics as agreed upon between the City. For discussion purposes, Indigo would
suggest earning Ten Percent (10%) of NOI for BGC in excess of an agreed upon
threshold.

Travel Allowance: Indigo would be reimbursed for usual and customary travel expenses incurred in
connection with oversight of BGC. The annual travel allowance would be capped
at an amount not to exceed Five Thousand Dollars ($5,000) on an annual basis.
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TOTAL

TOTAL

TOTAL

2031

2030

2029

2028

2027

2026

2025

2024

2023

2022

1,188,180
Year 1-30

782,823
Year 1-20

377,467
Year 1-10

40,536
10

40,536
9

40,536
8

40,536
7

40,536
6

40,536
5

40,134
4

32,107
3

2

1

Bowie Golf Club

$

-

$

-

$

-
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195,431 $

193,496 $

191,580 $

189,683 $

187,805 $

184,105 $

147,284 $

50,534 $
623,056 $

104,014 $

$
$ 1,137,209 $

649,829 $ 1,418,195 $ 2,309,915
967,116
799,096

595,566 $
492,033 $

275,413 $
227,447 $

70,731 $
29,471 $
24,356 $
36%
21%

69,685 $
29,036 $
23,996 $
703,429 $
36%
21%

68,656 $
28,606 $
23,641 $
693,033 $
36%
21%

67,641 $
28,184 $
23,292 $
682,791 $
35%
21%

66,641 $
27,767 $
22,948 $
672,701 $
35%
21%

65,335 $
27,223 $
22,498 $
659,511 $
35%
21%

64,369 $
26,820 $
22,165 $
649,764 $
35%
21%

63,418 $
26,424 $
21,838 $
640,162 $
62%
21%

62,481 $
26,034 $
21,515 $
630,701 $
94%
21%

50,873 $
25,848 $
21,197 $
521,862 $
42%
23%

$
$
$
$

Increase >>

Labor as % of Revenue

Labor Burden %

Insurance - Workers Comp

108,000
108,000 $

660,570 $ 1,043,547

108,000 $
313,866 $

$
32,811 $

30,909 $

30,603 $

30,300 $

30,000 $

$

Insurance - P and C

31,846 $

32,164 $

32,486 $

NET OPERATING INCOME / NOI$

(89,788) $ (2,490,651) $ (3,754,962) $ (5,033,421)
(90,736) $
(90,179) $
(91,226) $
(90,780) $
18,075 $
2,698 $
(802,136) $

(202,626) $ (1,053,953) $

292,067 $

486,829 $ 4,388,894 $ 9,280,257 $ 13,789,329
486,240 $
485,704 $
485,125 $
484,600 $
427,286 $
427,286 $
427,286 $

251,250 $

427,286 $

59,543 $

910,567 $ 1,574,063

TOTAL INTEREST / DEBT SERVICE

$

229,687 $ 7,784,123 $ 1,842,023 $ 7,784,123
58,953 $
58,418 $
57,839 $
57,314 $
$
$
$
$

$

-

3% $

-

222,998 $
216,502 $
210,197 $
204,074 $
198,130 $
192,360 $
186,757 $

181,317 $

$

-

- Contract Expense / Captial Reserve

197,599 $ 4,431,144 $ 2,254,804 $ 4,431,144
204,289 $
210,784 $
217,090 $
223,212 $
229,156 $
234,927 $
240,529 $

245,969 $

251,250 $

$

20%

$

20%

- Principal Expense - Debt

20%

- Interest Expense - Debt

20%
21%
24%
23%
-36%

OPERATING MARGIN

-93%

397,041 $ 1,898,242 $ 5,525,295 $ 8,755,908

4%

395,503 $

710,173 $ 1,105,697 $ 1,501,201 $ 1,898,242
316,273 $
(77,547) $

(952,893) $

(578,043) $

48,624 $

$

395,525 $
393,899 $
393,820 $
445,362 $
429,985 $
(522,908) $

(374,850) $

(626,667) $

48,624 $

$

CUMULATIVE EBITDA

$

676,358 $ 6,328,670 $ 13,588,281 $ 21,499,016
670,751 $
665,199 $
659,702 $
654,259 $
598,870 $
593,535 $
624,252 $
619,022 $
566,723 $
-------------------------------------------------------------------------------------------------------------------------------------------------------------------------$ 1,088,585 $ 1,249,723 $ 1,264,414 $ 1,243,299 $ 1,258,381 $ 1,326,960 $ 1,342,493 $ 1,358,232 $ 1,374,179 $ 1,390,338 $ 12,896,604 $ 27,912,369 $ 44,824,437

31,530 $

-

EBITDA

INTEREST EXPENSE / DEBT SERVICE

TOTAL EXPENSES

TOTAL OTHER OPERATIONAL EXPENSES

31,218 $

700,000 $ 1,200,000
200,000 $
40,000 $
$

$

FF and E - NEW FINANCED ITEMS

-

40,000 $
$
$
$
$
-

$

-

$

EXISTING - Equipment Leases (Feeds from Lease Tab)

-

40,000 $
40,000 $
40,000 $
$
-

$

-

$

36,000 $

$

36,000 $

$

36,000 $

$

Golf Cart Lease (Feeds from Lease Tab)

-

650,000 $ 1,425,000 $ 2,225,000
70,000 $
70,000 $
70,000 $
70,000 $
70,000 $

60,000 $

60,000 $

60,000 $

60,000 $

60,000 $

$

Sales and Marketing Expense

-

546,123
164,257 $
17,171 $
17,001 $
16,833 $
16,666 $
16,501 $

16,337 $

16,176 $

16,016 $

15,857 $

15,700 $

$

Food and Beverage Expense

-

637,133 $ 1,010,880
298,785 $
32,020 $
31,703 $
31,389 $
31,078 $
30,770 $

30,466 $

30,164 $

29,865 $

29,570 $

21,760 $

$

Golf Course Maintenance Expense

-

941,599 $ 1,981,710 $ 3,130,640
194,132 $ 1,817,470 $ 3,868,834 $ 6,134,817

97,457 $
192,210 $

96,492 $
190,307 $

95,537 $
188,423 $

94,591 $
186,557 $

93,654 $
184,710 $

92,727 $
182,881 $

91,809 $
181,071 $

90,900 $
179,278 $

90,000 $
137,899 $

$

Management Fee

345,698 $

163,029 $ 1,559,536 $ 3,282,235 $ 5,185,166
161,415 $
159,816 $
158,234 $

156,667 $

155,116 $

153,581 $

152,060 $

150,554 $

149,064 $

$

General & Administrative Expense

98,432 $

1.0%
28,764 $

1.0%
28,479 $

1.0%
28,197 $

1.0%
27,918 $

1.0%
27,642 $

1.0%
27,368 $

1.0%
27,097 $

1.0%
26,829 $

1.0%

OTHER OPERATIONAL EXPENSES
26,563 $

914,843

267%

26,300 $

579,100 $

39%

$

275,156 $

40%

713,980 $ 6,567,934 $ 14,324,088 $ 23,325,421

Golf Operations Expense

TOTAL LABOR

-

Total Medical/Health Benefits

$

Total Payroll Taxes

-

589,422 $ 5,415,245 $ 11,818,294 $ 19,249,294
580,712 $

572,130 $

563,675 $

555,344 $

544,455 $

536,409 $

528,482 $

520,672 $

423,944 $

$

Total Direct Labor

$
$
-

-

840,074 $ 1,852,126 $ 3,026,653
93,163 $
$
-

91,786 $

$

-

90,430 $

$

-

89,093 $

$

-

87,777 $

$

-

86,055 $

$

$

Sales and Marketing Labor

-

84,784 $

$

$

$

-

$

Food and Beverage Labor
-

83,531 $

82,296 $

51,160 $

$

Golf Course Maintenance Labor
-

740,374 $ 1,601,642 $ 2,601,177
262,872 $ 2,400,627 $ 5,256,277 $ 8,570,376

78,111 $
258,987 $

76,957 $
255,160 $

75,819 $
251,389 $

74,699 $
247,674 $

73,234 $
242,818 $

72,152 $
239,229 $

71,086 $
235,694 $

70,035 $
232,211 $

69,000 $
174,592 $

$

General and Administrative Labor

79,283 $

154,105 $ 1,434,170 $ 3,108,250 $ 5,051,088

1.5%
151,827 $

1.5%
149,584 $

1.5%
147,373 $

2.0%
145,195 $

1.5%
142,348 $

1.5%
140,244 $

1.5%
138,172 $

136,130 $

129,192 $

1.5%

889,564 $ 1,673,284 $ 1,703,742 $ 1,720,780 $ 1,736,392 $ 1,753,756 $ 1,769,683 $ 1,787,380 $ 14,794,846 $ 33,437,665 $ 53,580,345

$

Increase >>

Golf Operations Labor

LABOR

1.5%

GROSS INCOME

605,356 $ 1,339,212 $ 2,073,067

73,386 $

72,659 $

71,940 $

71,227 $

70,522 $

69,824 $

68,448 $

54,758 $

18,788 $

33,805 $

35% $

COGS - Beverage (alcohol)

197,385 $ 1,641,317 $ 3,615,169 $ 5,589,022

551,485 $ 1,226,505 $ 1,901,526

67,502 $

66,834 $

66,172 $

65,517 $

64,868 $

64,226 $

62,960 $

50,368 $

17,282 $

25,756 $

40% $

TOTAL COST OF SALES

484,476 $ 1,049,453 $ 1,614,429

56,498 $

55,938 $

55,384 $

54,836 $

54,293 $

53,756 $

52,696 $

42,157 $

14,464 $

44,454 $

65% $

673,590 $ 1,036,848 $ 1,857,388 $ 1,891,548 $ 1,910,463 $ 1,927,972 $ 1,947,252 $ 1,965,114 $ 1,984,765 $ 16,436,164 $ 37,052,834 $ 59,169,367

COGS - Food (food and soft drinks)

$ 1,241,224 $

COGS - Pro Shop Merch.

COST OF SALES

TOTAL REVENUE

-

137,356 $ 1,183,926 $ 2,557,481 $ 3,931,037

$

-

$

-

$

$

$

$

$

$

$

-

135,996 $

135,996 $

134,649 $

134,649 $

133,316 $

133,316 $

53,326 $

53,326 $

131,996 $

$

Dues Income - Monthly Dues
-

209,673 $ 1,729,589 $ 3,826,319 $ 5,923,048

207,597 $

205,542 $

203,507 $

201,492 $

199,497 $

195,566 $

156,453 $

53,679 $

96,585 $

$

Beverages (Alcohol)
-

168,755 $ 1,378,712 $ 3,066,263 $ 4,753,815

167,084 $

165,430 $

163,792 $

162,170 $

160,565 $

157,401 $

125,921 $

43,204 $

64,390 $

$

Food (Food & Soft Drinks)

-

745,348 $ 1,614,542 $ 2,483,737

86,919 $

86,059 $

85,207 $

84,363 $

83,528 $

82,701 $

81,071 $

64,857 $

22,253 $

68,390 $

$

Pro Shop Sales

-

725,924

472,276 $

218,629 $

25,365 $

25,114 $

25,114 $

24,865 $

24,865 $

24,619 $

24,619 $

9,848 $

9,848 $

24,375 $

$

Activity or Pass Card Sales

-

917,290

564,455 $

245,037 $

30,228 $

29,929 $

29,633 $

29,339 $

29,049 $

28,761 $

28,194 $

13,958 $

10,946 $

15,000 $

$

Driving Range

-

154,663 $ 1,297,477 $ 2,931,780 $ 4,737,067

153,132 $

151,616 $

150,115 $

148,629 $

147,157 $

144,257 $

71,415 $

56,006 $

120,488 $

$

$
Miscellaneous Income - (Does not feed to split Summary pages)

541,071 $ 1,092,964 $ 1,114,932 $ 1,126,082 $ 1,137,343 $ 1,148,716 $ 1,160,203 $ 1,171,805 $ 9,637,445 $ 22,019,717 $ 35,697,449

424,328 $

720,000 $

$

Cart Fees

9 Holes Only 9 Holes Only

CLUB SUMMARY

20
0.39
1
27,816

29 $
0.44 $
2 $
34,195

Greens Fees

REVENUES

YEAR

$
Golf
Range $
$
Retail
TOTAL ROUNDS

ANNUAL SUMMARY ANALYSIS

Operating Proforma

3.6 Financial Qualifications
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3.6 Financial Qualifications
Indigo possesses and can demonstrate the financial ability to meet the terms of the proposed
Agreement. Indigo is a closely held business that was founded in 1989 and recognizes the
importance of demonstrating a secure and meaningful financial standing with its clients and
creditors. Indigo has consistently been able to satisfy the requirements of its numerous
government clients and will continue to do so in the future. Indigo has a strong balance sheet
and there are no conditions that would impede our ability to perform as outlined in our
proposal.
As a privately held company, Indigo is very cautious in providing our financial statements in
a public forum. Indigo will provide the Town with audited financial statements for the past 3
years, at a later stage in the selection process.

Antares Golf ,LLC and Subsidiaries and Affiliates DBA Indigo Golf Partners
Consolidated and Combined Balance Sheets
As of December 31, 2020, 2019, and 2018

Current Assets
Net PP&E
Net Other Assets
Total Assets

2020
19,297,137
16,364,901
50,105,018
85,767,056

2019
20,983,600
12,686,273
6,872,073
40,541,946

2018
16,355,959
12,958,027
4,708,235
34,022,221

Current Liabilities
Long Term Liabilities
Equity

11,757,863
8,066,089
65,943,104

10,561,904
18,158,365
11,821,677

7,455,558
15,858,688
10,707,975

85,767,056

40,541,946

34,022,221

Total Liabilitis
Equity
Total Liabilities
and&Equity

Indigo provides the following references that can verify Indigo’s capabilities.
Joe Costa, Senior Vice President, Mid-Atlantic Commercial Banking
Capital One Bank
1680 Capital One Drive, 10th Floor
McLean, VA 22102
Telephone: 703-720-6515
David Thinnes, National Sales Manager
PNC Bank
Telephone: 513-455-9629
Email:
david.thinnes@pnc.com
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3.7 Capital Outlay Plan
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3.7 Capital Outlay Plan
Indigo listed a new maintenance equipment package costing approximately $600,000 as
part of the capital recommendations in Section 3.3. Page 30 -31.
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3.8 Sample Lease Agreement
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3.8 Sample Lease Agreement
Indigo has proposed a third-party management agreement as an alternative to a lease. If
desired, Indigo can provide a sample agreement for third-party management under separate
cover.
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3.9 Required Forms
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3.9 Required Forms
▪
▪
▪
▪

Equal Opportunity Employer Form (Attachment 1)
Statement Under Oath (Non-Collusion non-Debarment Affidavit) (Attachment 2)
Vendor Responsibility Form (Attachment 3)
Reference List (Attachment 4)
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SEE ATTACHED PROPOSAL PAGE 58
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