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A B O U T 
M E

My wife, Jane, and I have been married for 24 years. We live in Excelsior, MN and have four 
children, Jane, John, Jack and Jennifer. We are a family of dog lovers and travel enthusiasts. We love 
to see new places and experience new things with each other. If our plans allow, we do everything 
we can to include some or all of our dogs, Luna, Lola, Leo and Waffles.

When traveling, I always take the challenge of providing at least one memorable dining/eating experi-
ence. I like to cook with what is local, seasonal and special to the area. We hit local markets, chat with 
vendors and make an event out of shopping. All in all, we end up sharing time and making memories 
that we all enjoy.

Three years ago, my wife and I made the decision to move in with my mother who is now 80 and has 
a host of health concerns. Her preference is to be in her home and this decision came easy to us as we 
already lived close by and had been doing much of the care as it was. A great result of this dynamic is 
how we’ve been able to include my mother in our family dinner tradition more regularly. Our children 
and their respective significant others have formed stronger bonds with each other as a result. They 
now initiate the requests to get together as it has become so special for each of them.

Food is an important part of who I am. I cooked professionally for many years and have not lost the 
desire to keep the skill honed and fresh. I enjoy gardening to supply fresh goodies and gladly partake 
in the livestock raised on my brother’s hobby farm to fill the plate. Creating and providing fresh and 
interesting food to those I love is the best way I have found to keep us close.
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Communicating with members comes in all sorts of different shapes and sizes. Frequency, content and delivery of 
messaging create the layered communications needed to keep members informed and educated in the activities 
surrounding club operations and governance.

The art of effectively communicating is not an individual quest. Many need to be involved to promote the healthy 
give and take that establishes trust between members, member leaders and the employees. We want messaging to 
be relevant and lasting. I have found that injecting communication with creativity adds a component many don’t 
expect but appreciate. I enjoy the chats on the driving range, in the hallways, at the pool and in the Pub. Members 
want facetime and individual questions are best fielded with smiles, handshakes and eye contact. 

M E M B E R 
C O M M U N I C AT I O N S
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Food and beverage operations in the private club world are complex. Our audience is always ready for the “what’s 
next?”, what’s great?”, and “what’s interesting?”. We strive to provide great offerings that please a wide scope of 
users but also aim to please those that dare to explore during their dining visits. The push should be constant to 
be relevant to the membership. We must be cognizant of trends, members’ preferences, allergies, the local market 
all while combining the experience in one that promotes value and quality.  

Being successful club F & B managers means that we can adapt quickly to meet the requests and needs of our 
membership in the moment or over time. Care should be taken at every level to ensure that the dining experience 
is of great quality and delivery. The challenge I love undertaking the most is making sure that there are smiles at 
the table during and after a visit to the club.

An occasion that has always stuck with me and is one I use when training new staff and orienting new members 
is as follows…At Oak Ridge, we were changing how we approached our Couples Twilight golf events. We wanted 
it to be more about the social aspect rather than simply golf. Our membership is trending younger, and we want-
ed to help the newer members meet others. Our plan was to move food and beverage offerings out to the golf 
course rather than the “tried and true” post-golf Hors D’oeuvres and cocktails. We had different small offering on 
every hole paired with a beverage. It was a lot of work, and the team successfully executed a great evening. The 
next day, a new member who played in the event approached me and said, “John…I want you to know that 
what you guys did last night, changed our lives. We were hesitant to join a club this winter. But last night we 
met a bunch of new people, made new friends and it was made possible due to how the event was structured. 
The food and drinks were amazing, and it was a treat to be able to chat with our new friends before each hole. 
Thank you so much!”

This is what Food and Beverage is all about. Experience = Memories.

F O O D  & 
B E V E R A G E
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Members LOVE to use their club! How great is it to be able to deliver experiences to members, their families, and 
guests! We both love to show off what it is we can accomplish together. We have such a diverse set of interests at 
the club that providing impactful and successful programming should be easy. But it’s not. 

There needs to be a campaign for every single event. Whether it’s Book Group, Kids Cooking Classes, Mother’s 
Day Brunch or the 3rd of July Celebration, it is our task to effectively market and execute each event all while 
keeping the calendar rolling. We need to provide for kids, tennis players, golfers, “foodies”, Men’s night and more. 
We shift gears all over the place, frequently while making sure those that are not attending are receiving the expe-
rience that they’re seeking that day.

Each event can touch almost every department at the Club. Membership & Marketing compose the material we 
send out loaded with the detail and information that other departments provide. Housekeeping and Engineer-
ing ensure the space is clean, ready and operable. F & B gets it set, provides the food a drink associated with the 
event(s), Accounting ensures correct billing, Sports departments may be involved directly or indirectly as their 
operations may experience usage changes. At minimum, they should be aware to help when questions get asked. 
All of us need to evaluate the event(s) to ensure that for next time, we make the switches and improvements we 
see that can elevate the experience in the future.

My favorite events are the new ones or the vastly changed ones. “How we’ve always done it” likely won’t sustain an 
event at the level for which we’d be proud. Shake it up! Tip it on its head! Change the location, change the format, 
and keep it great! I have come to find that members love to see efforts in changing the experience as long as what 
gets delivered is of high quality. For example, our Men’s Invitational tournament, The Macrocarpa, has featured 
the same band over the last two years. The band is fantastic and the members and their guests absolutely loved 
them, but we will change that. There is a lot of great music out there. We shouldn’t rest on that which is easy. I will 
certainly refer them to anyone I know…but for now, we’ll change it.

M E M B E R
E V E N T S
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How would you respond? What would you do? Covid-19 was a crisis that very few of us were trained to respond 
to. I am 100% convinced that those that were successful during the Covid-19 crisis demonstrated patience at  
each stage. 

At Oak Ridge, we quickly assembled the Board and had wonderful discussions on priority and execution. We 
knew that this was not going to be quick and certainly would not be easy. Let’s be patient. Let’s be smart. What do 
we need? Who do we need? Are we pandemic experts? Where do we start? 

Resources. 

We had resources everywhere…CMAA, NCA, CDC, doctor’s, HR professionals and more. We integrated our 
scope of need and produced a Covid-response task force of staff and members to aid in the process of making de-
cisions on behalf of the membership and the staff. We created communications that provided the timely informa-
tion and decisions that would affect each of us. Our internal templates provided for efficient updates to protocols 
and procedures. Our Board supported Task Force decisions made Oak Ridge successful in keeping our communi-
ty safe during the duration. We had only one “outbreak” in our employee ranks that adversely affected our ability 
to provide services to our memberships and that came 18 months into the pandemic. 

As can be expected, all decisions were not always popular. Personal opinions lead to unhappiness of a few. We 
lost a few employees and we lost a few members. For the remaining vast majority, the joint leadership approach 
continued to provide experiences to our membership that were so very much appreciated. We created dining 
experiences out in a beautiful grove of oak trees on the golf course, we delivered a drive thru Halloween party, 
drive-in movies, a robust take-out program and conducted safe swimming and more. 

None of this could have been accomplished without first recognizing that we would have to navigate this process 
together.

C O V I D - 1 9 
R E S P O N S E
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In 2017, Oak Ridge began a new commitment to turf care and quality by replacing their aged irrigation system to 
the total of $1.8M. Had the leadership, at the time, not made that commitment, the re-grass project of 2019/2020 
would have been a very different and more difficult process. This is where my exposure to high level agronomy 
processes began. The team of experts and professionals involved in the project delivered education to so many 
for the duration of the project and beyond. The level at which I am currently informed regarding turf quality/turf 
care has created a benefit for the membership and the staff. I can reasonably discuss projects relating to turf and 
ask pertinent questions of the team when changes need to be made. I continue to rely on experts and profession-
als in this area when questions arise as they are the people that need to execute to plan.

Golf Operations were an area where my deficiencies were quickly address with Ed Bialek, PGA and subsequently 
Kellie Hoiness, PGA. Each has been instrumental in my growing knowledge of all things golf. The partnerships 
we created to expand and improve the overall Oak Ridge Golf experience has been tremendously rewarding for 
everyone involved. We have progressed from a club where our Invitational event needed invites to go out to other 
clubs to fill our field to an event now where a lottery is a necessary vehicle for registration as the demand far out-
paces availability. We have expanded from one Men’s Guest Day to two, both full. Our women’s league is growing 
faster and faster and our Junior PGA programming has burgeoned as well. When looking at growth as it relates to 
experience, we can also peek inside the golf shop as our merchandise sales have increased dramatically over the 
last two years. Our members (young, old, low-handicappers, high-handicappers, new to golf and youth golfers) 
are taking great advantage of a staff of professionals that take great pains to provide superlative instruction in a 
comfortable setting.

Lastly, with all the improvements Oak Ridge has enjoyed, the MGA approached Oak Ridge to measure our will-
ingness to host the 2023 MN State Am. Truly a feather in our hat to have the opportunity to host such an import-
ant event. We couldn’t be more proud of everyone that made that possible. When I say everyone, I mean, literally 
everyone associated with Oak Ridge Country Club.

G O L F  & 
A G R O N O M Y
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C A P I TA L 
P R O J E C T S

In the three years I have been at Oak Ridge, capital improvements have been very limited in scope. The first proj-
ect came out of necessity with the condition of the golf course. There was much debate over the need to take the 
step to drastically change the golf course. Town Hall meetings uncovered the disconnect between newly emerg-
ing populations at Oak Ridge and how they felt the course maintenance should be handled, despite having spent 
considerable time and resources in developing a Golf Course Master Plan that would effectively chart the future 
changes to the course. It quickly became evident that the wisdom and experience of our professionals and experts 
paid off in spades as the course is enjoying record rounds and premium health and playability.

In order to best maintain the new golf course investment, a significant portion of our fleet was in need of updat-
ing. We could not risk approaching a season with failing and outdated equipment. Collectively, the Greens Com-
mittee and the Finance Committee helped develop a plan to quickly and effectively select priorities in equipment 
that the Grounds Department could use to maximize their work.

A golf course renovation followed by a season of Covid golf surge, our membership base was bouncing back with 
great vigor. Our next plan was to capture capital projects that we considered “low hanging fruit”. What could we 
accomplish in the short term that would have lasting effect. Two areas of quick and relatively easy improvement 
were the tennis facility and the golf course bathrooms. Both have been relative eyesores for quite some time. For 
the tennis area, we engaged a landscape architect to redefine the spaces, give it an update look with a new deck, 
new furnishings and new plantings. We wanted the tennis facility to become a place that was more than just 
tennis courts. We were looking to create a new experience that Oak Ridge never had. On the golf course, the old 
experience was one of inefficiencies and frustration. Member’s preference is to not have a beverage cart present so 
anything golfers wanted had to be called in and then delivered (which isn’t much different than a beverage cart). 
With the added structure, we created new amenities and have been able to use the space we now call “The Oaks” 
for a myriad of events and gatherings. It’s been an amazing “low hanging fruit” investment that all have enjoyed.
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F I N A N C I A L S

Financial Management at Oak Ridge Country Club since 2019 has been rife with challenges. Our unplanned Golf 
Course project in the middle of a fiscal year wreaked considerable havoc on our financial health as revenues were 
wildly off compared to budget for the year as our principal amenity was offline. Then enter Covid which contin-
ued to pressure the financial health of the club. Tough decisions were made all around as the Club tread carefully 
through the pandemic. With so much uncertainty, our membership levels decreased to nearly unsustainable 
levels. Once the fruits of the golf course remodel began to emerge and activity on the course increased, so did the 
membership. Our membership and marketing team became busier than ever onboarding over 150 new members 
in less than 18 months. Our golf initiation fees went from a low of $6000 to a market suitable $25,000 in that 
same 18-month timeframe. We have continued to add members well into the golf season which is a first at Oak 
Ridge and we are proud to say that at our current level, our golf membership is full!

A full membership can only accomplish so much. Oak Ridge has had full memberships in the past. But we have 
never had the level of activity shown by our current population and these financials show just that. Revenues are 
up across nearly every category and each department has done amazing work responding to the near whip-
lash-like surge in member use and activity. To sum it all up, the chair of the Finance Committee has routinely 
stated that in his tenure, the financial health of the club has never been better. 
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A C C O L A D E S

To whom it may concern:

I am honored to be writing this recommendation letter for John Doe. John and I met while he was interviewing for the 
General Manager (GM) position at Oak Ridge Country Club. As leader of the search committee, we identified seven 
candi-dates. Then, through a vigorous eight-week process, we made the decision to hire John Doe to become the next 
General Manager at Oak Ridge Country Club. It is a decision I am very proud of today. 

During his tenure at Oak Ridge, John excelled in many ways. His attention to detail, as well as his interpersonal commu-
nication skills, continue to be in a class above others. He has become endeared to staff, as well as the membership at Oak 
Ridge Country Club. 

Jake’s tenure has truly been a fascinating case study of leadership. Joining the Oak Ridge family in the spring of 2019, 
John was immediately faced with a major golf course renovation. The common project of regrassing was needed. Howev-
er, through careful analysis by John and our golf course superintendent, they identified that there were many areas of golf 
course deficiency. John’s “begin with the end in mind” and “create an unparalleled experience for members” attitudes 
were on point. We navigated through our golf course renovation project including a full regrassing, new irrigation and 
drainage, and multiple new greens complexes throughout the course. Currently, these projects are proving to be very 
fruitful. Our golf course membership satisfaction has never been higher. 

Immediately following the golf course renovation, Oak Ridge, like all clubs, was faced with the COVID-19 pandemic. 
Once again, Jake’s strategic mind kicked into effect. Not only did we navigate through a pandemic, we thrived. Jake’s 
leadership provided Oak Ridge with a growth in membership. This was accomplished by adding experience-style ameni-
ties. More impressively, John was able to navigate through a very tough COVID labor market. Oak Ridge Country Club 
was able to hire and retain the top-tier talent, which supports our continued growth today. 

The two examples above are supported by many others and illustrate Jake’s ability to lead an organization. I would identify 
Jake’s top attributes to be: staff and member communication, team building, thorough analysis and execution of member-
ship satisfaction, and continued commitment to excellence. John has a sought after servant-style leadership that partners 
well with the country club environment. 

Starting in 2021, John identified and embarked on a two-year planning process. The goal was to launch Oak Ridge into 
success for many years to come. The first step was to enhance the member experience and the second step was to seek for 
excellence, even when no one is looking. The plan was intended to be a one-two punch, creating an unparalleled staff and 
membership experience. Like many of the other projects, our one-two punch became a single punch knockout. John built 
an aggressive two-year growth plan and successfully accomplished the goal in just ten months. 

Net/net, Oak Ridge Country Club has its highest measurable satisfaction, across the board. This includes members, 
staff, as well as guests to Oak Ridge Country Club. All of this is directly attributable to Joh’s successful leadership.

I am extremely honored to write a confidential letter of recommendation for John. If there are any follow-up questions 
or conversations you would like to have, please feel free to contact me via phone.

Andrew W. Todd
Oak Ridge Country Club
President of the Board 2021 
(612) 384-0821




