Demographic Study: Indoor Golf Industry

Executive Summary

The indoor golf industry has expanded rapidly due to advances in simulator
technology, increased interest in golf, year-round accessibility, and the growth of
entertainment-focused venues. Today's indoor golf customer is broader than the
traditional golfer, encompassing experienced players, beginners, families, young
professionals, corporate groups, and women entering the sport in increasing
numbers.

1. Industry Overview

Market Drivers

e Increased participation in golf following the COVID-19 pandemic
Growth of golf simulator technology
Expansion of entertainment venues combining golf with food and beverages
Demand for year-round practice regardless of weather
Busy professionals seeking shorter, more convenient golf experiences
Rising popularity of data-driven athletic training

2. Primary Customer Demographics

Demographic Percentage of Customers (Estimated)
Men 65-75%
Women 25-35%
Age 18-34  35-45%
Age 35-54  35-40%
Age 55+ 20-25%

3. Age Segments
Gen Z (18-27)

Characteristics
e Social experiences over traditional golf
e Technology-focused
e Comfortable using simulator data



e Enjoy leagues and competitions
e Frequent social media users

Motivations

Entertainment

e [Learning golf

e Group outings

e Affordable recreation

Millennials (28—43) (Largest growth segment.)

Characteristics

e Higher disposable income
Career-oriented
Busy schedules
Prefer shorter recreational activities
Fitness-conscious

Motivations

e Networking
Skill improvement
Date nights
Corporate events
Winter practice

Gen X (44-59)

Characteristics

Established golfers

Family-focused

Higher household income

More likely to purchase memberships

Motivations
e Consistent practice
e League participation
e Coaching
e Equipment testing



Baby Boomers (60+)

Characteristics
e Retired or semi-retired
o Existing golfers
e Strong brand loyalty

Motivations

Stay active

e Practice

e Weather avoidance
e Social interaction

4. Gender Trends

Men - Primary users for:
e Practice
e Leagues
e Equipment fitting
e Competitive play

Women - Fastest-growing demographic.

Primary interests:
Beginner lessons
Social golf
Fitness

Couples' activities
Women's leagues

Women increasingly seek welcoming, non-intimidating golf environments.
S. Income Profile
Indoor golf customers generally fall into middle- and upper-income brackets.

Household Income Estimated Share
Under $50K 10%



Household Income Estimated Share

$50K—-100K 30%
$100K-150K 30%
$150K+ 30%

Average customers have discretionary income for:
e Entertainment

Memberships

Lessons

Equipment

Food and beverage purchases

6. Education

Indoor golf participants tend to be well educated.

Estimated breakdown:

e Bachelor's Degree: 45%
Graduate Degree: 20%
Some College/Associate: 25%
High School: 10%

7. Occupation

Common professions include:
e Business executives
Engineers
Healthcare professionals
Financial services
Technology workers
Sales professionals
Small business owners
Real estate professionals
Attorneys
Consultants

Corporate outings remain one of the industry's strongest revenue sources.



8. Geographic Distribution
Highest demand occurs in:

Cold-weather regions
e Midwest
e Northeast
e (Canada

Primary motivation:
e Year-round practice.

Urban/Suburban Areas

Large metropolitan markets generate strong demand due to:
e Limited time
e Higher incomes
e Entertainment spending
e Convenience

Sunbelt States

Demand continues growing despite favorable weather because customers
value:

e Climate-controlled environments

e Nighttime recreation

e Technology

e Social entertainment

9. Golf Experience Levels

Experience Estimated Share
Beginner 25%
Casual Golfer 35%
Regular Golfer 30%
Competitive Golfer 10%

One of the industry's largest opportunities is attracting beginners who may find
traditional golf courses intimidating.



10. Customer Motivations

Top reasons customers visit:
1. Entertainment
2. Golf practice
3. Social gatherings
4. Corporate events
5. Lessons
6. League play
7. Family recreation
8. Date nights
9. Winter golf
10.Equipment fitting

11. Behavioral Characteristics

Typical indoor golf customers:

e Value convenience
Prefer technology-enhanced experiences
Respond well to memberships
Appreciate reservation systems
Enjoy loyalty rewards
Frequently purchase food and beverages
Often visit in groups

Average visit length: 1.5-3 hours
Average group size: 2—6 people

12. Spending Habits

Estimated spending per visit:
Category Average Spend
Simulator Rental $40-80

Food & Beverage $20-50

Lessons $75-150
Membership $150-400/month
Retail Purchases Variable



Corporate events often generate $500—$5,000 per booking, depending on group
size and included services.

13. Psychographic Profile

Indoor golf customers often value:
Achievement

Technology

Social interaction

Personal improvement
Fitness

Convenience

Competition

Premium experiences

Many view golf as both recreation and a professional networking tool.

14. Emerging Customer Segments

Young Professionals
o After-work leagues
e Happy hour events
e Networking

Families
e Weekend entertainment
¢ Youth instruction
e Birthday parties

Women
e Beginner clinics
e Ladies' nights
e Social leagues

Seniors
e Daytime memberships
e Practice programs
e Instruction



Corporate Clients
Team-building
Client entertainment
Holiday parties
Sales meetings

15. Marketing Implications

Successful indoor golf businesses often tailor messaging to distinct customer
segments:

Segment Effective Marketing Message

Beginners "Golf made easy."
Experienced Golfers "Improve your game year-round."
Young Professionals "After-work golf and networking."

Families "Fun for all ages."

Corporate Clients  "A unique venue for team-building and client events."
Women "Inclusive instruction and social leagues."

Seniors "Stay active and play in comfort."

Digital marketing through social media, local search, email campaigns, and referral
programs tends to be effective, while partnerships with employers, real estate
developments, golf clubs, and community organizations can expand reach.

16. Future Outlook

Several trends are likely to shape the indoor golf industry over the next five years:
Continued adoption of high-fidelity simulator technology

Growth of membership-based business models

Increased participation by women and younger adults

Greater demand for coaching supported by performance analytics

Expansion of food-and-beverage offerings to create destination
entertainment venues

More hybrid facilities combining golf, fitness, and hospitality
e Broader use of indoor golf for corporate events and social gatherings



Conclusion

The indoor golf industry is evolving from a niche training environment into a
mainstream entertainment and recreation category. While core customers remain
middle- to upper-income golfers, growth is increasingly driven by younger adults,
women, beginners, families, and corporate groups seeking convenient, technology-
enabled experiences. Businesses that combine quality simulator technology with
instruction, hospitality, social programming, and flexible memberships are well
positioned to serve this expanding customer base and capture recurring revenue.
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