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Park’s Mission Statement 

 Fall Creek Falls State Park will forever be committed to protecting and preserving 
the most scenic and significant waterfalls, gorges, and forest of the Cumberland 
Plateau, while telling the story of the settlers that came before us. These parklands will 
provide the opportunity to experience the splendor and wildness of Tennessee’s 
Cumberland Plateau. Fall Creek Falls State Park is dedicated to protecting and 
preserving the natural and cultural resource of the parkland for perpetuity. While 
providing safe, quality, and diverse recreation and interpretive opportunities as well as 
providing well-managed stay use accommodations and day use facilities. 
 (Source: FCFSP MDS, 2013).  

 

 

Goals, Objectives and Action Plans 
Definitions: 

COGS – Cost of Goods Sold 
SEER – Seasonal Energy Efficiency Rating 
LEAN – Process Improvement Method 
 
 
Goal 1. Cost Management 

See Financial Pro forma section for the Parks’ cost objective.  Fall Creek Falls 
State Park self-sufficiency is currently forecasting FY 2013-14 operations at a 72% cost 
recovery of operational expenses through earned revenues.  This percentage can be 
enhanced by increasing revenues (see Goal 2); by controlling COGS; by controlling 
Personnel costs and other expenses.  

Objective 1:   Plans for controlling COGS -  list $ or % of revenue; unless noted 
otherwise, all objectives are for completion by end of FY13-14.  

A. Food Costs 40% 
B. Gift Shop 50% 
C. Inn/Cabins  

Objective 2:  Plans for controlling Personnel expenses - % of revenue; FY13-14.  

Restaurant labor costs 35% 
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Action Plan: This will be managed by the Hospitality Management team. All 
schedules will be scrutinized daily. Management will insure that all federal and state 
guidelines are adhered to. Job Share hours will be strictly monitored and used only 
when determined by management that they are needed. 10.5 month positions will 
remain laid off until business dictates (This could be longer than 1.5 months). 

 

Inn/Cabins labor costs 42% 

Action Plan: This will be managed by the Hospitality Management team. All 
schedules will be scrutinized daily. Management will insure that all federal and state 
guidelines are adhered to. Job Share hours will be strictly monitored and used only 
when determined by management that they are needed. 10.5 month positions will 
remain laid off until business dictates (This could be longer than 1.5 months). 

  

Objective 3:  Plans for controlling other expenses, these action plans would include 
preventative maintenance, limited renovations, any savings from LEAN or energy 
audits; list $ or % of revenue; unless noted otherwise, all objectives are for completion 
by end of FY13-14.   

Preventative Maintenance: 

1) Perform semi-annually preventive maintenance for HVAC units to insure peak 
performance and to extend the life span of the units. 

2) Perform quarterly cleaning of lighting and electrical fixtures to obtain peak 
performance and reduce heat loads. 

Limited Renovations/Energy Audits: 

3) Reduce utility operational costs by using grant funding to purchase and install 
high efficiency lighting, using Energy Star rated appliances when replaced old 
refrigerators, ranges and other electrical appliances in the cabins. (Some 
lighting has been replaced and energy efficient appliances have been 
purchased) 

4) Install high efficiency, High SEER rated HVAC units for all buildings especially 
the Inn and Cabin structures. (Some units have been replaced) 

5) Install motion sensor light switches in living room spaces to insure lights will 
not be left on when people are not in the room thus reducing cost of 
electricity.  

LEAN 
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6) All Park Management will insure compliance in the LEAN method. By doing 
so, this will alleviate any troubles associated with inventory; recaptured 
credits on non-usable linens, food, and supplies; and promote organization 
which will minimize expenditures and mistakes. 

 

Goal 2: Revenue Growth 

See Financial Pro forma Section for revenue objectives (pg.40). Revenues can 
improve with increased marketing and planned events (see Goal 3) throughout the year. 
There is a healthy mix of transient (one night) and groups (multiple nights) that stay in 
the inn while other activities such as camping and golf pull in travelers as well. Top 
priority is increasing revenue at the Inn and Restaurant by enhancing visitation during 
weeknights and winter months through marketing, packaging and special events.  
However, the park offers many different avenues for revenue growth and those should 
be planned for/implemented as well.  
 
Other plans to increase revenues should look at prices, new products, activities and 
services that can be offered and new customers to call on. An RFP for the outsourcing 
of specific hospitality operations will be considered in the future.  This arrangement 
would be similar to National Park Service concessionaire agreements in many national 
park units. 
 
Objective 1:  Plans to increase inn revenue in FY13-14 and for next five Fiscal Years 

Due to the renovation/rebuild of the Inn/Restaurant/Cabins increasing revenue will be a 
struggle. Management and group reservations staff have contacted many groups that 
will be affected by this necessity. However, many cabins and half of the Inn’s rooms will 
be out of order for much of the remaining year. This will drastically affect our chances of 
increases revenue from previous years. 

Revenue at the INN/Restaurant/Cabins was down for a couple years due to scheduled 
renovations.  Many groups were cancelled as a result and occupancy went down.  
Revenue and occupancy have been back on the increase and during  15-16 the 
INN/Restaurant/Cabins made a profit with total revenues of $4,125,993.  However with 
the RFP and plans of demolishing and rebuilding the INN during the Fall of 2017, 
revenues may decrease as groups are starting to cancel reservations. Staff will 
marketing and encouraging guests to stay at the Landside and Fishermen’s Cabins and 
Campground areas, which are already popular due to the recent upgrades and 
renovations in all those areas. 
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• An Executive Order/Policy that requires all state agencies utilize TN State Park 
facilities/meeting rooms for all off site meetings should be pursued.  

• Park Management will insure that all visitors’ receive the highest level of 
customer service during their visit. Park staff will reach out to nearby state 
agencies to invite them to visit the park and inspect the facilities available for 
meetings. 

• Maintain a strong focus on food costs by staying on top of market forecasts, 
insuring we maintain a proactive approach to controlling food costs.(i.e. beef, 
seafood, commodities, etc.). This may require a change in the restaurant’s cycle 
buffet menu.  

• Hospitality staff will maintain a strong focus on food costs, by staying on top of 
market forecasts, insuring the park maintains a proactive approach to controlling 
food costs rather than a reactive approach after the market has already shifted 
(i.e. beef, seafood, commodities, etc.).  Staff will continually consider changes in 
the restaurant’s cycle buffet menu. Involve TSP Food and Beverage Director in 
all suggested changes prior to being implemented. 

• Any changes will be subject to the market place and communicated to Park 
Operations Director prior to being implemented.  

• Inn/Restaurant Management needs to work closely with TSP Marketing team to 
ensure existing packages are placed on the web. Develop new packages for 
tours in collaboration with Marketing team as well as Interpretive Programming 
and Education staff. 

Other Ideas: 

A. Get reservation staff more in involved on new sales and new clients. Get 
them out in public. 

B. Work with TSP Marketing team to increase the park’s exposure. 
C. Promote Tourism’s program “A Tennessee Road Trip” especially the Pie in 

the Sky which features FCF by partnering with the Cookeville and 
Chattanooga regional state tourism offices. 

D. Contact Cumberland county tourism organization (chamber of commerce, 
tourist groups etc.) this is a   big opportunity we need to get involved with. 

E. Utilize the “One Park, One Team” concept, by pulling all personnel and 
resources together, we will be able to provide the park visitor an exceptional 
experience that will make memories for a life time! This includes but not 
limited to, offering programming to all Inn groups, upsell all aspects of the 
park at all visitor’s locations. 

F. Create more ‘Green” rooms at the Inn 
G. RFP for future hospitality operations is being considered – it will be important 

to work with new concessionaire on all ideas, goals and suggestions. 
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Objective 2:   Plans to increase golf revenues 

• A Marketing Plan is underway to increase outing rounds by going “door-to-door” 
and speaking with group leaders, churches, local nonprofits, businesses, and 
organizations. We will show them the many benefits of a golf outing at Fall Creek 
Falls. We will highlight the financial, networking, and overall fun aspects of a golf 
outing.  

• Develop new incentives to lure new customers and returning customers, and 
provide golf packages for the 2016-17 season. This will be conducted by the FCF 
golf pro shop staff and management. 

• Create signs and banners to better promote the golf course at other park 
operations. 

• Include golf packages on our automatic mail out list, and letters to guests. 
• Explore different options such as foot golf, night golf, and tournaments. 

 

Objective 3:  Plans to increase camping revenue 

Innovative ideas: 

• Continue to sell fire wood and ice.  (Approximately 7,500 bundles of firewood 
were sold last year.  Also, 8960 bags of ice).  The cost of ice will increase to 
$2.00 a bag (including tax) starting in April.  Once the bids for wood come in, an 
increase there might be an option.-Brent  15/16 Numbers: 10,527 bundles of 
wood and 8,772 bags of ice.  

• Although the current price of campsites is adequate for the basic campsite, a 
surcharge should be added for electricity, as we are doing now for sewer hookup.  
(i.e., the base campsite is $20, sewer hookups are another $5, and electric 
hookup are an additional $5, so that a big rig will be paying $30, but a tent 
camper with no need for water or sewer will be only paying the base rate of $20)  
Updated camping rates are:  Water/Electric/Sewer $31.25, Water/Electric $24.00, 
Water Electric (Area C) $20.00, Primitive $13.75, Walk-In Primitive $10.50 

• One way to increase the revenue in the campground would be to have a 2 week 
maximum reservation policy instead of having a 2 week maximum stay 
policy.  This way, only a certain site could be held for a reservation for up to two 
weeks, but if the customer decides they want to stay longer once they have 
arrived for their stay and the site is available, why not let them extend their stay 
as long as the site is not reserved.  This would allow the disgruntled campers 
that always oppose the maximum stay limit a chance to be able to extend their 
stay.  This would be fair to the general public allowing everyone the same 
opportunity to reserve a campsite for up to two weeks.  

• The off-season stay limit of 4 weeks should be removed due to the availability of 
sites in the winter months.  We have few requests for extended stay beyond the 
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policy in the winter, If they want to stay this would be a great way to produce 
additional revenue.    

• Plan and implement a Halloween special event for the campground in October 
2017. 
 

Objective 4:  Plans to increase cabin revenue 

• Create family-friendly fishing package for fisherman cabins, including boat, 
trolling motor, bait, and box lunches for 2-night stays. 

• The fisherman and landside cabins received a needed face lift during FY14-15. 
Since the renovation of these cabins, we have been able to secure a higher rate 
for these facilities. The Inn management is currently creating ways to improve the 
villas on the waterfront from facilities monies and cabin profits. 

• Continue to offer “Deals of the week” and other promotions during slow periods. 
• Increase special events requiring an overnight stay, where opportunity exists. 

 

Objective 5:  Plans to increase group camp & group lodges revenue 

Innovative Ideas: 

• Create simple, inexpensive marketing materials (online and printed) to 
promote the group camps.  

• Create a list of groups (families, civic clubs, churches and conservation 
groups) who might be interested in using the camps and contact these groups 
to market the opportunities.  Implement a tracking system and follow up in 3-4 
month increments, and annually thereafter. 

• Plan on increasing the base cost of both the Group Lodges and the Youth 
Camps.  Once major maintenance projects can be completed on these 
facilities, rates could be increased an additional 30%.   

• Staff should work with TSP Marketing team for website and Facebook 
promotions. 

• Staff should work with Facilities and Maintenance to request an improvement 
plan for the Group Lodges – by Summer of 2017. 

• Supporting the Environmental Education program for schools throughout the 
entire year would also be beneficial in bringing business in an otherwise down 
time.  Improving the flexibility of the E.E. program could potentially bring 
schools in for 2 ½ day trips even in the winter, providing business for both the 
group lodges and restaurant.  Advertisement for this program needs to be 
pushed on our website.   
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• Maintenance needs should be cataloged at all facilities in order to offer 
directional focus to maintenance staff.   

 

Objective 5:  Plans to increase vending revenue 

• Add vending machine in additional locations if needed. 
• Persuade our vendors to increase vending locations throughout the park if 

unable to communicate with our vendors from the park level. 

 

Objective 6:  Plans to increase boat rental revenue 

• Boat dock: increase marketing on Facebook and include weekly specials/photo 
of the week. 

• Conduct “Big fish” weekly drawings for a free week boat rental during the busy 
season. 

• Make a “frequent fishing club” punch card -  "rent 4 boats for days and get 1 
free." 

• Work to add boat rentals into Itinio so that people can reserve them easier. 
• Redesign boat dock with a “mom and pop” type of store, where people feel 

welcome to come in and enjoy the beautiful scenery, and talk about fishing 
stories.  

• Sell snacks, drinks, sunscreen, nets, flip flops, (popular things that visitors can 
use but will also sell well). 

• Create a daily permit (free) for private boats put on the lake. 
• Provide a greater selection of rental water craft types, work with TSP central 

office staff in this endeavor (Water Recreation – Scenic Rivers Coordinator). 
• Continually search for better vendors for all retail products 
• Paint and/or rebuild dock and shelter 
• Purchase more kayaks and build a shed to store them 
• Rebuild and relocate the fish cleaning station 
• Reach out to Jackson kayaks for a kayak demo day 
• Host fishing kayak bass tournament 
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Objective 7:  Plans to increase new sources of revenue 

Music/Entertainment: 

• Expand musical offerings to include gospel, contemporary music, and other types 
of music; and plan to use both the Anderson Stage and the Amphitheatre 
allowing other groups to perform. 

• Increase firewood sales at cabins, and at the group lodges and youth camps.   
a. As of 2016, we are now required to sell kiln dried wood and we require 

any wood venders we use to provide kiln dried wood. 
b. Also frees up our maintenance men to work on needed repairs around the 

Park. 

Programming: 

•  The majority of our summer programming has been free in the past.  As all parks 
in the Tennessee system are, Fall Creek is beginning to add a regularly 
scheduled list of paid programs that are known to be popular to the public. 

a. With the pontoon operational, it should run 2 rides per day in the summer. 
Pontoon Tours could potentially be run by boat dock staff if staffing 
patterns allowed. 

b. Plan and implement weekly or biweekly van tours of the park.  The Inn 
could register the tours since the van is located there.  Inn staff and 
Rangers could be cross-trained to offer the program.   

c. The same curriculum would be sufficient for charter bus tours and the 
option for paid tours could be advertised online in a separate type of ad on 
the website from the regular program schedule.   

•  We will continue to charge for special arrangement programs as we have in the 
past, but we will increase emphasis on scheduling field trips and tours for groups 
staying in the lodges, inn, camps, etc. 

a. Improve communication and cross-training of personnel between the 
different park operations on the park so they are empowered to work 
together to make sure that all special interest groups reserving park 
facilities are given paid programming options to enhance their experience, 
increase their awareness of the park’s resources, encourage future visits 
through exemplary customer service, and increase revenue.   
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Weddings: 

• Group Reservations staff at the park should build successful communication and 
planning strategy with central office Group Sales staff so as to increase wedding 
party opportunities and venues.  

• Identify better venues for wedding and communicate this to potential customers. 
• Group Reservations could take larger lead on sub-contracting all aspects of 

weddings. 
• If this continues to be a huge attraction: it could be viable to make a wedding 

planner/coordinator at the park level (maybe a hospitality manager?) 
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Online Gift shops/Multiple Gift shops: 

• Put the Restaurant’s gift shop online as soon as State Park’s online gift shop 
goes live. 

• Until then, pictures of all inventory stock can be placed on Facebook with contact 
information if anyone is interested. 

• Evaluate all locations in the park for feasibility in setting up some type of gift shop 
items.  From items such as chewing gum, sun block, beach towels, camping 
gear, t shirts, novelties, to souvenirs, sun glasses, ice cream, etc. There are 
several potential locations where opportunities may exist: 

• The park headquarters 
• camper check-in 
• nature center 
• pro shop 
• swimming pool 
• boat dock 
• Staff is in the process of implementing a gift shop in the office and 

increased retail at the boat dock. 
• Assign one staff person in the park to place all orders and take inventory, in order 

to provide central control and to try and increase revenues. 

 

Carbon Offsets: 

• Could be a viable option to generate revenue to increase the conservation and 
preservation of the State Park’s Natural Resources. Carbon offsets are becoming 
a form of trade. When you buy an offset, you fund projects that reduce 
greenhouse gas (GHG) emissions. The projects might restore forests, update 
infrastructure or increase the energy efficiency of buildings and transportation. 
Carbon offsets let citizens pay to reduce the global GHG total instead of making 
radical or impossible reductions of their own. GHG emissions mix quickly with the 
air and, unlike other pollutants, spread around the entire planet. Because of this, 
it doesn't really matter where GHG reductions take place if fewer emissions enter 
the atmosphere. 

Inn Coffee Shop: 

• Fall Creek Falls Inn, Restaurant, & Conference Center would be an ideal place to 
launch a coffee shop. With today’s generation trending towards an authentic, 
upscale, caffeinated beverage, FCF would be a perfect place to up sale premium 
coffee drinks. 
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• With the renovation/rebuild of the site, it would behoove the administration to 
seriously consider a small convenient location to sell coffee on the go. With the 
beautiful scenery, miles of trails, FCF would be an ideal spot to install a gourmet 
coffee shop. We could also have a fine assortment of milk, juice, breakfast 
cereals, bagels with cream cheese, and homemade delicious muffins!  

 

Goal 3: Expand Special Events 

Special events can include revenue generating concerts, golf tournaments, seasonal 
hikes, and incorporation of holidays and special days of the year to increase overnight 
occupancy and to show off culinary delights in the restaurant.  

Objective 1:  Inventory all Special Events locations currently being held at the Park.  

• Prepare a list of current events celebrated by the park and submit to TSP web 
team for web exposure. Prepare a list of current events celebrated by the park 
and publish on the Fall Creek Falls State Park Upcoming Events Calendar. 

•  Special Event Brochure was submitted December 31, 2016.  We have 17 event 
dates for 2017. Continue planning calendar by planning for events at least 6 
months in advance. 

• Check out upcoming events at http://tnstateparks.com/about/events  
http://tnstateparks.com/parks/events/fall-creek-falls/#/?park=fall-creek-falls 

• Improve advertisement of all special events and tour packages to increase 
visitation.   

• Continue to work with volunteers to find sponsorships to offset costs of special 
events.  All special events are currently funded through donations or the Friends 
group with the exception of the SAR for the Mountaineer Folk Festival and 
Honoraria for summer bands and Wild Foods Day. 

• It should be noted that Fall Creek Falls State Park offers 17 special events 
annually. Ranger staff has been increasingly useful in assisting with special 
events since 2013, and will continue to be incorporated into the events to 
improve quality. Some events such as Waterfalls Weekend and Fall Colors 
Weekend have suffered from lack of public participation. Fall Colors Weekend 
has been merged with a new Halloween focused event to improve visitation and 
increase the ability of the park to support its interpretive mission.  Waterfalls 
Weekends have been a huge success and should continue into 2017 and 2018. 

• Pursue the feasibility of hiring a full time programmer in order to engage in the 
type of programming and programming preparation that the Park needs.   

• Develop and implement a welcome program and orientation for all park visitors.  
The Friends Group has recently produced a new orientation movie that can be 

http://tnstateparks.com/about/events
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used by anyone, with or without interpretive training to introduce visitors to the 
park and its amenities.    

• By 2016, increase bonfire pricing to $150 and begin promoting sales to groups. 
These take place at the Sky Observation Field above the Inn. 

•  Plan more astronomy programs through The Friends of Fall Creek Falls and 
their partnership with the Astronomy in the Parks Society. Cross train volunteers 
and park staff to use the telescopes. 

• A new pontoon boat was purchased in 2016 and will be used routinely for tours 
beginning in March of 2017.  Special night programs will be considered for added 
revenue and diversified programming as well. 

• Plan and implement additional activities in the Village Green Area:  perhaps 
having crafters set up in the patio area, more music at the Amphitheatre, more 
shopping opportunities.  At the same time, a way of leisurely getting Inn guests 
over to the Village Area should be offered, such as a Pontoon Boat Ferry, or a 
walking bridge, or just a Bus Shuttle. 
 

Objective 2:  Prepare a list of new events that can be added to the list of current events.  
Consider events linked to the park’s history, ecology, wildlife, and area patrons.  List 
details: 

• Fall Creek Falls’ Special Events are numerous.  Adding new events to the 
brochure runs the risk of making our current events not so special because we 
have a new event every week or two in the spring and fall. 

o consider trying “theme weekends” during the summer.  This would break 
up our weekly scheduled programs enough that it might encourage the 
“one trip” summer visitor to be a “two trip” visitor since a different array of 
programming would be offered on each trip.  Specific themes could 
include “A Weekend of Trees”, Fall Creek’s Trails Weekend”, “All Things 
Aquatic”, etc. –Matt Brown 

Goal 4: Expand Recreational and Interpretive Programs 

While FCFSP already offers a wide variety of interpretive programs and recreational 
activities, the park staff should consider broadening the horizons with more group team 
building opportunities. With this in mind, the inclusion of a canopy tour operation should 
open up more opportunities to host groups with more and different interpretive 
programs. This should enhance people to visit the park more frequently and stay longer 
partaking of park facilities.   

Another program should be considered where people can pay to work on park projects 
in the forest. Many people want to make a difference with nature; to build trails or to 
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assist with ecology minded projects. Example is Volunteer Vacations (building trails) 
offered by the American Hiking Society. Their website extends its mission to college 
students during their semester breaks. FCF could help host these by allowing the 
volunteers the opportunity to stay in a group lodge, camp, or cabin and also providing 
them meals through SAR. Could be a great volunteer program but staff intensive. 

Please take the following link to register an event for the park: 
http://www.americanhiking.org/add-event/  

Adapting existing programs to change with the clientele by altering programs such as 
Fall Colors Weekend, and adding new pontoon options that cover more interpretive 
themes and increase revenue will be implemented while offering less popular programs 
less frequently or on different dates will effectively increase programming attendance. 

 

Objective 1:  Evaluate and prepare programs that can be offered to in-house groups. 

   

•  Matt has already provided a list of 4 basic programs and is working on cross 
training materials. 

• The basic programs that should be available on request are:  
o Bus/ Van Tour  
o Park Orientation PowerPoint  
o Pontoon Tour 
o Hike to Fall Creek Falls from the Nature Center or Inn 

• Many other programs may be available by request seasonally, or based on 
staffing, but these core 4 programs should be available most of the year. 

• All of the programs can be effectively delivered by most park staff with minimal 
cross training effort. 
 

 

Objective 2:  Evaluate and prepare 3-day and 7-day “vacation” packages to offer to 
paying guests.   

1. We are working on setting up a list of programs available to groups. 

 

Goal 5: Improve the Effectiveness of Marketing and Sales 

http://www.americanhiking.org/add-event/
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These are efforts taken by the all Park staff in their local area and these efforts assisted 
where possible by the Central Office marketing staff.  Efforts would include local area 
sales calls, phone calls to clients, email blasts, Facebook postings, attendance at local 
civic organizations, networking, Website postings and direct mail.  In-house efforts 
would include lobby posters, in-room collateral, on-table offerings and front-desk signs, 
camp store signs, elevator signs, and park-wide video announcements.  

Objective 1:   Assign sales calls goals.  Either client visits or phone calls.  

  

• For the past two years, the group reservations staff has called all groups who 
have not stayed at the Inn during the past three years, asking them to return with 
their group, and also questioning the group leaders for the reason(s) why they 
stopped visiting FCF. 

• During the early phases of the Inn renovation project, the reservations staff will 
continue to make sales calls by phone, but will begin visiting group leaders 
(within 100 mile radius of FCF) personally as the project becomes a reality with 
completely refinished guest rooms to offer to prospective guests.  Different levels 
of management will make sales calls with a reservation staff member, 
highlighting different areas of the Inn, Restaurant, Conference Center, and Park 
with a minimum of 2 per month. 

• Improved in-house marketing of Special Events could increase room sales at the 
Inn and restaurant sales.  If every phone conversation with a potential park guest 
included information about the next special event weekend and the associated 
package deal, the program numbers would go up as well as revenue.  Email 
blasts are regularly sent as each program schedule is prepared.  The recipients 
on schedule list get a new schedule about once a week in the summer and a 
couple of times per month in the spring and fall. 

 

Objective 2:  Acquire park-wide video capability.  

 Action plans:  What is to be done; frequency; by whom. 

  

Objective 3:  Obtain 30,000 Facebook friends. Assign maintenance and updates. 

  

• We currently have 24,542 likes/friends (Updated 2017 numbers 49,400).  The 
key to upping that number definitely seems to be more pictures.  We need 
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weekly pics of the waterfalls to post -- this is the most common request from 
friends, especially the cascades in the summer. 

• Continue with contest offerings. 

Face Book Administrators: 

A. Park administrators; Robert Walling, and Tabitha Robinson, Adriane Hankins, 
Brent Measles, Andy Wright, Myki Frady, Cara Alexander, Josh Gibson, 
Jacob Young 

B. Golf administrator; Frank Christopher 
C. Restaurant administrator; Myki Frady, Robert Walling, Zonda Holloway 
D. Add Inn to the Restaurant Page 
E. Boat Dock Administrator; Justin Mooneyham 

  

Objective 4:  Plan for four email blasts to local patrons 

   

• This is being done at least monthly from the Nature Center. 
• This is done weekly in the summer and monthly or bimonthly in slower times 

of the year. 
• Inn: This will be done by the Clerk 3 position when filled. Inn managers are 

currently collecting email addresses. 
• Restaurant: has collected numerous email addresses as well as getting 

contact information put into a database from the Putnam County Chamber of 
Commerce’s website. This will add many contacts to the upcoming email 
blasts. 

• Email blasts should be sent out weekly during our “off peak” season. This will 
give us an opportunity to increase visitation during our slower time of the 
year. 

Objective 5:  Assign responsibility to attend local Chamber meetings and other local 
civic groups. 

  

• Attendance by staff will be assigned to Van Buren and Bledsoe County’s 
Chamber meetings 

• Fall Creek Falls is currently not an active member in any County’s Chamber 
of Commerce, but the Park Manager should be 

a. Van Buren County’s annual membership fee is $100.00  
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b. Bledsoe County’s annual membership fee is $75.00 
• Also look at expanding into Warren, White, Sequatchie, Putnam and 

Cumberland Counties. 

Objective 6:  Develop camper’s coupon to drive campers to the restaurant. 

• Consider adding coupon onto the Itinio reservation system. 
• Offer coupon for possibly completing the customer survey. 
• Develop a “first-time visitor” coupon 
• Restaurant started posting buffet menus and offered 20% off coupons for 

campers throughout the season. 

Objective 7:  Develop or update five packages to include a mixture of inn rooms, cabins, 
meals and one park activity or local area activity. 

  

On the next page you will find all the packages that currently exist. Park management 
and group reservationists need to communicate with the Park Operations Support 
Group to insure we are maximizing our viewership of these packages through social 
media and the internet. 
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2016 - Started waterfall and swimming hole package programs through Cara Alexander 
and Randy Hedgepath.  

 

 

 

Fall Creek Falls Packages 

Package Code Description   Rate  Plus Tax 

127YD  Yardsale Package   95  109.51 Additional Charge for KNS & PNS 

EBACKS  Backpackers Package  82  94.48        $10.00 Plus Tax Per Night=$11.68 

ECRAFT  Craft Workshop   140  160.66  2 night required 
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EESTRB  Easter W/Breakfast  184.14  210.99  2 night required  

EESTRR  Easter Room Only  75  87.56 

EFYI-1  Winter Gold Two Day  145.80    162.89 

EFYI-2  2 Day golf Package  169.80  190.48 

EFYI-3  2 Day Golf Package  195.80  219.72 

EFYI-4  2 Day Golf Package  178.90  200.82 

EGOLFC  Golf 2 Bedroom Cabin  499.60  565.40  2 night required 4 people 

EHONYS  April-Oct. Honeymoon  112.14  128.47  April 1-October 31 

EHONYW Nov.-March Honeymoon  72.14  81.77  Nov 1-March 31 

ESTARS  Astronomy Package  148  170.84  2 night required 

ESUNSP  Sunday Package   80  92 

ETDOT  TDOT Rodeo Only  117.90  136.42 

ETHAW  Spring Thaw Run   119  133.93  Saturday night only 

VDAYRS   Valentines    240.40  272.66    2 n req/BFast dlvrd on Sun 

EWILD  Wildflower Pilgrimage  152  175.22  2 night required 

EWINBK  Winter Special w/ Breakfast 69.94  80.96 

EXMASB  Christmas on the Mountain 144  165.32  2 night required 

TGTPKG  TN. Golf Trails (Summer)  129.90  147.46  (Sun-Thurs) 

TGTPKG  TN. Golf Trails (Summer)  145.90  165.31  (Fri-Sat) 

TGTPKG  TN. Golf Trails (Winter)  109.90  124.26  (Sun-Sat) 

WTRFAL  Waterfall Package  82  94.48  
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Objective 8:  Develop passive surveys and intrusive surveys.   

Finding out the demographics will help point the marketing effort in the right 
direction. It will also help in the decision to develop park services and activities.  

  

 

Marketing & Demographics: 

• Meet with the staff of the Tennessee Department of Tourist Development to 
determine no cost, low cost ways to market the Tennessee State Parks. 

o Look at Tennessee Dept. of Tourism website for accuracy  
o Checking car tags is a passive survey that indicates where your visitors 

are from. Provide that information to the Tennessee Department of Tourist 
Development.  

• Capture Zip Code information in order to Target Market to those areas. This 
information may be found on Fore! Itinio, and Megasys. 

• Continually keep I-24 E visitor’s center stocked with Fall Creek Falls’ information. 
• Also the Silver Point rest stop 

Surveys: 

• Asking people in the park to fill out a short survey as they check in to capture 
length of stay, activities they will participate in, activities they want to participate 
in to capture additional programmatic possibilities. 

• The Nature Center staff is unaware of a written survey currently being used, but 
I’ll be happy to design one to be used across the park.  We have historically 
interviewed hikers to gain information on trail conditions that need to be 
addressed. 

• The Inn is developing a survey for all overnight guests. 

 

 

Goal 6:  Monitor and Manage Customer Service and Satisfaction 

Monitoring customer service and satisfaction will entail some means to measure how 
visitors feel about the Park and how they perceive the services and the conditions of the 
facilities.  Ways to measure customer service are the number of complaint letters, 
comment cards, ratings on Trip Advisor or other social media platforms.  In some cases, 
the park may have to go out and survey visitors several times a year.  
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Managing customer service and satisfaction deals with developing and incentivizing 
good products and services and getting rid of bad products and services. If you know 
what the visitor thinks is good, then it makes sense to make the product or service 
easier to use.  Resource allocation would normally promote the good products over the 
bad or mundane products.   

Objective 1:  Develop a way to monitor activities and services throughout the park on a 
regular basis.   

• Comment cards are in use at cashier stand (Inn & Restaurant) and at Golf 
Course.  

• Evaluations are taken at the Nature Center. These are compiled and shared at 
staff meetings for review and follow-up if needed.  

• Letters of comments are compiled. 

 

Objective 2: Set a numerical goal that all park personnel will strive for by which 
customer service and activities offered are evaluated as good.   

  

• Park Operations (Restaurant and Golf) will summarize the comments for the park 
manager at the quarterly staff meetings.  

• Park personnel has set a customer satisfaction goal of 95%. The 95% will include 
all good and excellent remarks. Park personnel will focus on any category that 
falls below this threshold. 

 

Goal 7: Expand Partnership Opportunities 

All park locations have multiple types of partnership opportunities.  The most obvious is 
the Friend’s Group who raises money for Park projects and provides personnel to work 
on Park projects and events. Other types of partnerships include Campground Hosts, 
golf course volunteers, local companies that provide free services and institutional 
organizations that lend trustee prisoners for day-use work. Public-private partnerships 
for hospitality operations should also be considered, as mentioned in the initial goals 
and objectives.   

By expanding partnerships, the Park can reduce the costs of materials and supplies and 
related services needed by the Park, and offset event and program costs.  
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Objective 1:  Find ways to measure the contribution by partnership and report this 
outcome annually, both in monetary contributions and volunteer hours worked. (Types 
of Partnerships would be Friends, Park Volunteers, Golf Course Volunteers, Court 
Mandated Community Service and Campground Hosts and Other) 

• Operations will keep track of volunteers by sign in sheet or time clock. 
Information will be compiled and submitted to Park Headquarters annually. 

• Park personnel needs to stress the importance of showing appreciation to all 
partners and volunteers. These people are supporting us either with money or 
labor, both of which is supporting the park.  

Objective 2:  Find ways to expand partnerships such as more participation in events, 
festivals or other park projects; or new types of volunteers or docents.  

  

Future Projects: 

o Participation in local parades.  
o Participation in Taste of Crossville. 
o Participation in Pikeville Chili Cook-Off 
o Homecoming Spencer 
o Partner with Alumni Associations to host Class Reunions 
o Consider additional Campground Hosts   
o Review relationship with Friends group to keep them on track with parks 

goals. 
o Partner with Bledsoe and Van Buren County School Districts  

 

Ongoing Projects: 

o Van Buren & Bledsoe County High School Golf events hosted at park 
o Pikeville Industrial Day hosted at Fall Creek Falls Golf Course 

 

Goal 8:  Manage and Develop Virgin Falls 

Objective 1:  Maintain trail system at Virgin Falls, Dog Cove, and Lost Creek. 

-Maintain trails that are already present cleaning, rerouting, and      
marking as needed. 

-Trails signs and markers will be updated and replaced as needed. 
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-Assess the need for more trails. 

-Ensure trail map is accurate and available for guests. 

-Trail head kiosks will be maintained and monitored weekly to ensure 
visitors are provided with accurate information. 

Objective 2:  Develop a system to track and monitor backcountry camping 

-Campers are currently signing in at the Virgin Falls Kiosk but it is   hard 
to monitor the numbers of campers on the sites due to the difficulty of 
getting to the campsite locations. 

  -Find easier access to campsite locations 

  -Consider a fee for back country camping  

 

  Objective 3:  Maintain and improve parking lots 

-Virgins Falls parking lot should be expanded to accommodate more 
vehicles. 

  -Virgin Falls parking lot needs more gravel. 

-Lost Creek needs gravel and a fence around the parking, we should 
consider a reroute to the parking lot entrance at Lost Creek. 

-Dog Cove needs a parking lot and we have identified a couple possible 
locations. 

 Objective 4:  Find local partnerships and support groups 

  -There is already a good relationship with White County  

  -Form a Friends group for Virgin Falls 

 -Partner with local businesses and citizens to not only support but 
hopefully through local volunteers help maintain the park. 

 Objective 5:  Construct shelters and restrooms where needed 

-Identify a good location for a shelter if needed, Virgin Falls Trail Head 
would be a great location. 
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-Virgin Falls already has a high visitation and due to the remote location a 
bathroom is a necessity.  Virgin Falls Trail Head would probably be the 
best location. 

 Objective 6:  Swap property with TWRA to gain control of Welch’s point 

  -Welch’s point is arguably the most beautiful view in White County 

-Currently it is managed by TWRA with an agreement that guests can 
visit.  However, due to hunting regulations it would make better sense  
for us to manage this site. 

-This would allow an alternate destination for guests who can make  the 
strenuous hike to Virgin Falls. 

 Objective 7:  Connect Virgin Falls, Lost Creek, and Dog Cove together 

-Not only would this be a great idea for White County Tourism, it will also 
allow for more opportunities in these areas.   

-This would allow for easier access to hard to reach areas increasing 
visitor safety. 

  -It would allow multiple routes to Virgin Falls. 

-This would also allow guests to hike a loop seeing Virgin Falls, Lost 
Creek Cave, and Dog Cove. 

This map shows the potential for connecting the Virgin Falls Sections:  Virgin Falls, Lost 
Creek, and Dog Cove. 
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 Needs for Virgin Falls Sections: 

Virgin falls is currently under the management of Fall Creek Falls Park Manager 1 
Stuart Carroll.  In order for him to complete the items listed above there are some things 
we will need. 

Needs      Approximate Cost 

1 Park Ranger position   $55,000 

Conservation 1 position   $35,000 

2 4 WD Trucks    $60,000 

Supplies and Tools    $10,000 
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These additions would allow us to maintain this area, keep it looking great, and provide 
faster response and increased visitor safety.  We would then be able to increase 
visibility and really promote the area for what it’s worth.  Currently we aren’t ready for 
increased visitation.       

 

  

   

Park Overview 

Park Fact Sheet 

Park Name Fall Creek Falls State Park 

Region Manager Robin Peeler 

Park Manager Jacob Young 

Park acreage 25,659 

Total Number of Visitors (FY12-13) 1,101,027         2016:  1,393,485 

Total Expenses before CO (FY12-13) $ 7,620,042      2016:  $7,544,784 

Total Revenues (FY 12-13) $5,308,967       2016:  $5,853,817 

Retail Self-sufficiency % 1  101% 

Park Self-sufficiency % 70%                  2016:  77.5% 

Avg Expense per Visitor (FY12-13)  $6.92               2016:  $5.41         

Avg Revenue per Visitor (FY12-13)  $4.82               2016:  $4.20            

Gross Profit or Loss (FY 12-13)  ($2,311,075)    2016:  ($1,690,967) 

Total full-time employees²  113                   2016:  95 

Total part-time employees³ 40.1                   2016:  63 

Primary feeder markets Nashville, Knoxville, Atlanta, Chattanooga 

Primary reasons people come 

Scenic beauty, family reunions, outdoor 
recreation, camping, wildlife viewing, 
conferences, cabin and inn lodging 

Opportunities for improvement 

Renovation of 30 cabins, 145 guestrooms, 
restaurant and the village, expansion of plated 
menus and alcoholic beverage offerings, 
addition and renovation of meeting spaces, 
addition of cell phone coverage & Wi-Fi; 
addition of zip line entertainment complex, golf 
course irrigation system renovation, installation 
of floating docks for inn and cabin guests, 
improve existing marina and boat rental area, 
renovation of sidewalks and boardwalks, 
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renovation of two campground bathhouses, 
renovation of camper check-in station, 
construction of shelter in astronomy program 
area, renovation of group lodges and group 
camps. 

 

¹Based on T.C.A. 11-3-305, Self-sufficiency of revenue-generating facilities 
²Current employees, not including vacancies. 
³Current employees, not including vacancies. 

 

Site Summary  

Fall Creek Falls State Park offers some of the most spectacular scenery in Tennessee. 
Over half the park is designated a natural area wilderness. There are six waterfalls of 
which the namesake falls at 256 feet is the highest waterfall east of the Mississippi 
River. At 25,659 acres, the park is the largest in the state park system. A 345-acre lake 
has yielded record size fish and the 18-hole championship golf course has been listed 
among the top public courses in the United States.    

Virgin Falls is another piece of Fall Creek Falls that has recently grown with the 
purchase of Dog Cove and Lost Creek State Natural Area.  Combined these areas are 
more than 2,000 acres.  Dog Cove is a beautiful valley that encompasses over 600 
acres.  It is a brand new addition so there is little information at this time.  Virgin Falls 
and Lost Creek description is listed below. 

Virgin Falls 

Virgin Falls is 1,157-acre natural area located in White County. The natural area is named for 
Virgin Falls, which is formed by an underground stream that emerges from a cave, then 
drops over a 110-foot high cliff before disappearing into another cave at the bottom of the 
sink. The area is noted for its unique geological features and several (additional) other 
waterfalls including Big Laurel, Sheep Cave Falls, and Big Branch Falls. There are several 
notable caves in the area, including the cave above Virgin Falls, where the stream itself that 
forms the falls issues. Due to white nose syndrome, all caves on the area are closed to 
recreational use. The sinkholes at Virgin Falls, such as Virgin Falls Sink and Sheep Cave Sink, 
are characteristic of karst features found on the Cumberland Plateau. The Caney Fork River 
and its tributaries drain the area and contribute to the formation of the gorge. The Martha's 
Pretty Point provides a dramatic view of Scott's Gulf and the Caney Fork River 900 ft below. A 
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Note of Caution and Awareness! The hike into Virgin Falls, which will total around 9 miles 
going in and out, should be considered a strenuous hike. The trail descends around 900 foot 
in elevation along a path that in many areas is rocky with uneven footing. Please allow 5 to 9 
hours for the hike. And it is recommended to start the hike early in the day, in order to give 
yourself plenty of daylight. Know your physical ability! And be prepared with water, food, 
and clothing for the season. Backpackers (overnighters) should use the self -registration 
book at the trailhead kiosk in order to avoid overcrowding at certain campsites. All hikers 
should let a family member or a friend know of their hiking plans, and expected time back 
home. At 1.5 miles there is a cable crossing at Big Laurel Creek: if the creek is flooding, 
please do not attempt to cross! Overall, please check the forecast before heading out on this 
hike. Hiking to Virgin Falls and back to the parking area is a five to eight hour hike depending 
on your pace and whether you hike to the Caney Fork Overlook and/or the Caney Fork River. 
The trail leaving the parking area meanders down to the Big Branch of the Big Laurel Creek 
through an upland oak-hickory/chestnut oak hardwood forest crisscrossing a fern 
dominated upland drainage. Upon descending into the gorge the vegetation changes to 
hemlock and mixed mesophytic forest which includes maples, oaks, tulip poplar, hickories, 
buckeye, basswood, cherry, yellow birch, sycamore and many more species. Mountain 
laurel, magnolia and several ericaceous shrubs (such as various wild blueberries) are 
common along the trail. The trials pass by small rock houses, boulder fields, sinks, caves, 
and waterfalls on route to Virgin Falls where the trail ends. The distance to Virgin Falls is four 
miles one way. There are designated camping sites off the trail (see map). There is no 
camping allowed above Virgin Falls. Virgin Falls State Natural area is located in the Scott's 
Gulf area, and adjacent to the Bridgestone/Firestone Centennial Wilderness, which also has 
some great trails. The Virgin Falls area was originally set aside in 1973 as a Pocket Wilderness 
by the Bowater Pulp and Paper Corporation. It was purchased from a private landowner by 
the State in 2012, partially with a grant from the U.S. Fish and Wildlife Service. The deep 
gorges, rich vegetation, sparkling waterfalls and streams make this area a favorite hiking and 
backpacking destination. All natural and cultural features are protected. Please be sure to 
respect the resources, and to take out all waste brought in. If camping, please leave your 
campsite in as good as, or better shape than you found it. - See more at: 
https://tn.gov/environment/article/na-na-virgin-falls#sthash.PmGcGmWW.dpuf 

Lost Creek 

Lost Creek State Natural Area is a diverse area situated on the western flank of the 
Cumberland Plateau.  Its scenic highlight is the beautiful Lost Creek Falls in White County. 

https://tn.gov/environment/article/na-na-virgin-falls#sthash.PmGcGmWW.dpuf
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Lost Creek Falls is geologically similar to its nearby cousin, Virgin Falls, in that the creek 
emerges from large spring, or collapsed cave on top, drops over the 40’ falls, and disappears 
underground again. On the opposite side of this large sink is the spectacular entrance to 
Lost Creek Cave. Because these Falls and Cave open into this large sink, or bowl, with no 
surface drainage, cold air is trapped in the hottest and most humid times of summer, 
essentially wicking the water from the humid air and coating the rocks and vegetation in the 
bottom of the bowl with moisture. This increased moisture helps to stimulate rich ferns, 
flowers, and liverworts in the bottom of the sink in the late Spring and Summer. The beauty 
of this area attracted the Walt Disney Corporation in 1994 to film several scenes from the 
“Jungle Book” at the area, utilizing both the beautiful Falls, and the Cave entrance. Lost Creek 
Cave is one of the larger caves in Tennessee, with five entrances (including the large one in 
the sink), and seven miles of mapped passages. It is a popular recreational cave. It is also 
home to several rare species, including the federally protected Indiana bat. Because of the 
population decline of cave dwelling bats, the cave is closed during the hibernation and 
swarming time of bats. Recreational access is allowed during other times of the year, but a 
no-cost permit must be obtained from the Nature Center at Fall Creek Falls. Geologically, this 
area is on the flank of the western Cumberland Plateau.  It has several other collapse 
features on the landscape which define it as a transition between the harder sandstone of 
the Plateau proper, and the more soluble limestone found on the Highland Rim. The water, 
which creates Lost Creek Falls, is coming from the Dog Cove area, a large cove of appearing, 
then disappearing creeks, just north of the Lost Creek Natural Area. Almost all of the Natural 
Area is covered with a diverse community of mixed hardwoods, including Butternut, Tulip 
tree, Sycamore, Sweetgum, Hemlock, a variety of Oaks, and Hickory. Wildflowers are 
abundant in the Spring. Ferns and mosses are rich in the area. Lost Creek State Natural Area 
was obtained by the public thanks to the generosity of James and Lillian Rylander, and their 
family. Mr. Rylander put this area in his will, that upon his death, it would be transferred to 
the State, for the area’s protection and its enjoyment by the public. We are very thankful for 
this incredible gift. This area is actually connected to the larger 57,000 acre land base 
informally called the “Mid-Cumberland Recreation Area”. This larger area is managed by 
TWRA, the TN Division of Forestry, and State Parks. It would be possible to hike from this 
area over to Virgin Falls, or on down to Fall Creek Falls State Park, and never leave public 
land. However, at this point, there are no trails connecting these areas. - See more at: 
https://tn.gov/environment/article/na-na-lost-creek#sthash.1JATa7Hj.dpuf 

 

https://tn.gov/environment/article/na-na-lost-creek#sthash.1JATa7Hj.dpuf
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Key Attractions 

• Home to 256’ Fall Creek Falls, the highest waterfall east of the Mississippi River. 

• 145 room inn, full-service restaurant and conference center (demolished and is in 

re-build phase) 

• 20 two-bedroom cabins and 10 three-bedroom cabins 

• 227 site RV campground plus 9 sites for tent camping 

• Group lodge with availability for 100 people 

• Two group camps with availability for 150 people 

• Over 40 miles of hiking trails 

• Nature Center and Visitor Center 

• Gift shop and Camp store 

• Playgrounds, tennis courts, paved bike trails, equestrian center 

• 18-hole championship golf course 

• Main Activities include: hiking, biking, fishing, golfing, watching wildlife. 

• Offers year-round educational and interpretive programs 

 

Financial Targets 

The following table details the total operating expenses and earned revenues for Fall 
Creek Falls State Park over the last three years (FY 09-12).  

 
 
 
 
 
Actual FY09-10 FY10-11 FY11-12 FY12-13 
Visitors 1,062,409 1,037,562 1,044,613  1,101,027 
Total Revenues $5,725,649  5,735,479 $5,670,814 $5,308,958 
Total Expenses $7,750,693  $7,809,148  $7,989,439  $7,619,842 
Revenue per 
Visitor $5.39  $5.53  $5.43   4.82 
Expense per 
Visitor $7.30  $7.53  $7.65   6.92 
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Self-sufficiency % 108% 111% 105%  101% 
Gross Profit ($2,025,044) ($2,073,669) ($2,318,625) (2,311,075) 

 

2017 Revision FY12-13 FY13-14 FY14-15 FY15-16 

Visitors 1,101,027 1,243,392 1,361,484 1,393,483 

Total Revenues $5,325,113 5,098,895 5,207,386 $5,880,810 

Total Expenses $7,625,861 7,782,959 7,496,376 $7,580,020 

Revenue per 
visitor 

$4.84 $4.10 $3.82 $4.22 

Expense per 
Visitor 

$6.93 $6.26 $5.51 $5.44 

Self-
sufficiency% 

70% 66% 69% 78% 

Gross Profit ($2,300,748) ($2,684,064) ($2,288,990) ($1,699,210) 

 

 
Base Year   Year 1   Year 2 

Estimated FY12-13 %+ FY13-14 %+ FY14-15 
Restaurant   1,664,937  2%   1,698,236  3%   1,749,183  
Golf      419,133  3%      431,707  3%      444,658  
Inns   1,474,548  2%   1,504,039  3%   1,549,160  
Cabins      808,109  5%      848,514  5%      890,940  
Camping      441,482  5%      463,556  5%      486,734  
Gift Shop      174,384  20%      209,261  10%      230,187  
Programs              -    2%              -    4%              -    
Other      327,365  3%      337,186  4%      350,673  
Total Revenue   5,309,958  3.5%   5,492,499  3.8%   5,701,535  
Total Expense   7,619,842  0%   7,619,842  0%   7,619,842  
Gross Profit  (2,309,884)    (2,127,343)    (1,918,307) 
Park Self-sufficiency 70%   72%   75% 

Years 3, 4 & 5 are included in the Pro forma section 

Revision Base Year   Year 1  Year 2 

Estimated FY 15-16 %+ FY 16-17 %+ FY 17-18 
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Restaurant 1,582,751 2% 1,614,406 3% 1,662,838 

Golf 404,660 3% 416,800 3% 429,304 

Inn  1,517,627 2% 1,547,980 3% 1,594,419 

Cabins 1,025,040 5% 1,076,292 5% 1,130,107 

Camping 765,139 5% 803,396 5% 843,566 

Gift shop 194,571 20% 233,485 10% 256,834 

Programs 13,187 2% 13,451 4% 13,989 

Other 377,835 3% 389,170 4% 404,737 

Total 
Revenue 

5,880,810 3.6% 6,094,980 4% 6,335,794 

Total 
Expense 

7,580,020 0% 7,580,020 0% 7,580,020 

Gross Profit ($1,699,210)  ($1,485,040)  ($1,244,226) 

Park self-
sufficiency 

78%  80%  84% 

 

Key Recommendations to Put into Action Plans 

Short Term Recommendations (Less than 1 year)  

• Continue to develop room and food packages for special events, i.e., Dark Sky, 
Weddings, etc.  

• Engage Friends members to help meet goals 
• Sales calls in Chattanooga & Knoxville 
• Issue food coupons to campers to try restaurant 
• Pursue alcoholic promotions, Upper End Bar opened for business April 1, 2016 
• Pursue partnerships with local vendors and services.  
• Increase number of emergency equipped response vehicles for Park Rangers 
• Develop Village Green Master Plan by fall 2013 with of focus on “Best Use” of 

facilities, revenue generation, and integration with other Park attractions 
(campgrounds, zip lines, etc…).  
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• Complete Fisherman and Landside cabin renovation along with added 
geothermal by spring 2014.  Fisherman and Landside cabin renovations were 
completed with more efficient geothermal HVAC systems. 

• Evaluate feasibility of yurts in the campground area. The yurts will fill the gap 
between tent camping and the cabins/inns for park visitors.   

• Develop employee training program to insure quality accurate information in 
given to visitors.  

• Create full time programming position at the Inn.  
• Construct paved bike trail connecting the campground with the lake bike trail. 

This is necessary to get bikes off the roadway and away from traffic.  
• Refurbishing of softball fields and resurfacing tennis courts. Repaint softball field 

light poles.  
• Replacement of grills and fire rings in campground and picnic areas as needed.  
• New playground equipment in Village Area.  
• Establish a replacement cycle for rental canoes, paddleboats, kayaks, and 

fishing boats  
• Increase trail system to allow low impact access to more remote and scenic 

areas of park; Virgin Falls and Lost Creek  
• Develop a program where the park serves as a known source of information 

concerning the historical background of this area.  
• Replace lost seasonal positions and full time positions:  

1 at Park Office, 5 at maintenance, 2 at Boat Dock  
• Upgrade seasonal positions from 3 months to 9 months  

2 at maintenance, 1 at Boat Dock, 1 at Campground  
• The overall all wear and tear on the park’s facilities is becoming increasingly 

evident. Much more emphasis should be placed on REGULAR dedicated 
maintenance funding. This is to include the Inn restaurant and cabins. Budget 
needs should be addressed and increased as the park’s needs, age, and 
visitation changes. As park facilities age they must have more money for upkeep.  

• Web Site should be more adaptable to quick changes as park activities dictate.  
• Solid waste management issues need to be addressed.  
• Issues of leakage and general failure of the sewer collection system due to age 

and ground water infiltration.  
• Expand efforts to reduce electric utility cost. Also, explore the use of bio-diesel 

where applicable.  
• Expand recycling efforts to include more involvement with park visitors especially 

plastics.  
• Establish a means of training new employees as to the “why” of the park as well 

as the “how” and “what” their job is.  
• Install electric meters to isolate and monitor the Inn operations.  
• Develop Village Green Master Plan by fall 2013 with of focus on “Best Use” of 

facilities, revenue generation, and integration with other Park attractions 
(campgrounds, zip lines, etc…).  

• Complete Fisherman and Landside cabin renovation along with added 
geothermal by spring 2014. 
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• Renovate Betty Dunn Nature Center sewer by summer 2014. 
 

Short Term Recommendations (2-5 years)  

• Complete rebuild of Inn, restaurant, conference center, and enter into successful 
Request for Proposal (RFP)/concessionaire contract for future hospitality 
operations within the park – for Inn, Cabin, Restaurant, Conference Center and 
golf Course operations.  

• Completed -- Village Green Phase 1 upgrades. Phase 2 – Visitor’s Center by 
2018.  

• Renovate Betty Dunn Nature Center building and exhibits  

• Complete campground renovations at Campground C * 

 

 

Long Term Recommendations 

• Complete Inn, restaurant, conference room, and energy savings renovations by 
summer 2015?. 

• Complete Village Green Phase 1 upgrades by spring 2016 
• Complete Master Plan and obtain funding for Village Green Phase 2 upgrades by 

2016? 
• Consider a Request for Qualifications (RFQ) or Request for Proposal (RFP) 

process for future hospitality concessionaire agreements within the park – for Inn, 
Cabin, Restaurant operations.  Golf operations could also be considered. 

• Complete campground upgrades of 1 loop of campsites to 50 amp and 2 bath 
houses  

• Expand existing trail system (hiking and biking) to incorporate the newly acquired 
land base. Improve and upgrade existing trail system 

• Establish connection with Virgin Falls and Lost Creek through a trail system.  
• Establish a new overlook on the Scenic Drive to allow viewing of more scenic 

vistas and/or gorge views.  
• Continue to move toward “Green” operations in as many retail operations as 

possible.  
• Renovate Betty Dunn Nature Center building and exhibits 
• Obtain CNG (compressed natural gas) van through grant funding for tours and 

programs 
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Park and Operations Assessment 

Facilities and park assets are rated using a nominal scale of excellent, good, fair or 
poor. Descriptions of those rankings are provided below. 

  
Rating General Description 
Excellent Facilities/amenities are in ‘excellent’ condition when they show little or no 

maintenance or repair problems.  Facilities do not feature any major design 
or operational issues or flaws that contribute to diminished use or increased 
maintenance or upkeep.  Facilities are easy to clean and maintain in order to 
place them back into public use and the users perceive them to be in 
excellent shape.  

Good  Facilities/amenities are in ‘good’ condition when they show only minor 
maintenance or repair problems. Most maintenance issues with these 
facilities typically appear to be the result of age and/or heavy use.  Facilities 
may only feature minor design or operational issues that contribute to 
diminished use or increased maintenance or upkeep. Users perceive them to 
be adequate for their use, but probably not in excellent shape.  

Fair Facilities/amenities are in ‘fair’ condition when they show significant 
maintenance or repair problems. Facilities generally exhibit ongoing 
maintenance issues that appear to be the result of age, heavy use, or design 
or operational flaws. Users may perceive them as being less than adequate 
for their use and in a state of deterioration. The facility or structure may need 
of major repair or replacement. 

Poor Facilities/amenities are in ‘poor’ condition when they show significant, on-
going maintenance or repair problems that ultimately may result in 
suspended use for repair/replacement. Maintenance and repair issues are 
possibly the result of poor maintenance and clearly the result of age, heavy 
use, or design or operational flaws. Problems with the facilities are often 
compounded over time due to consistently-deferred maintenance and repair 
because of budget and/or resource limitations. Users perceive them as being 
inadequate for their use and in a state of serious deterioration.  The facility or 
structure may need of major repair or replacement 
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Park Inventory & Facility Assessment  

The table below is an inventory of facilities and amenities.  Needed capital 
improvements - Assets & Amenities 

Park Asset/Amenity Quantity Condition 
Cabins 30 Fair-Poor 
Campsites 236 Good 
Conference rooms 5 Good-Fair 
Equestrian center 1 Fair 
Golf course 1 Fair 
Group Camps 2 Fair 
Group Lodge one 1 Fair 
Group Lodge two 1 Poor 
Inn Lobby, Hallways, Front Desk, Gift Shop 1 Fair 
Inn rooms 145 Fair-Poor 
Inn Pool 1 Good 
Nature center 1 Fair 
Park Pool 1 Good 
Picnic Pavilions 2 Good 
Picnic shelters 5 Good 
Playgrounds 3 Good 
Residences 8 Good 
Restaurant & Kitchen 1 Fair 
Roads/paving 

 
Good-Fair 

Signage  Fair 
Tennis Courts 1 Fair 
Trails  45 Good 
Village area 1 Fair 
Visitor Center/Park Office 1 Good 

 

List new assets and amenities that would fall under capital expenditures that are 
needed to improve customer service and drive revenue.   

New Assets & Amenities Description 
Wi-Fi Inn rooms & campgrounds 
Park wide signage Additional signs to complement current signage. 
 Zip Line entertainment ctr. Outside contractor to build and operate 
*Campground Upgrades Upgrade Campground C 
Inn Renovation/Replacement Renovate/replace inn rooms and conference Center. Add geothermal 
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Fisherman and Landside 
Cabin Renovations Renovate cabins, upgrade furnishings, and add geothermal 
*Village Green Phase II New Visitors Center 
Yurts Determine feasibility of Yurts 
Nature Center Exhibit Renovation and ADA restrooms 
*Replace Trail Bridges FY 18 – replace as identified 

2016-17: Wifi is being added now, zip stream is now operating in the park, campground 
had been upgraded and bathhouses are still in the process of being upgraded.  Many of 
the cabins have had substantial upgrades; villas still need to be painted. 

Prioritized Facility Needs 

Based on the inventory and assessment conducted above, these prioritized needs have 
been identified.  

Facility Needs 
Priority 

Assignment 
Campground & bathhouse upgrades High 
Inn renovation (inn rooms, furnishings, 
conference room, and restaurant area) High 
Landside and Fisherman cabin renovation High 
Wi-Fi___33 High 
Village Green renovation High 
Nature Center Sewer renovation High 
Yurts Low 
Outdoor signs High 
 Nature Center – exhibits, ADA restrooms High 
 *Marina and Boat Dock Upgrades Medium 
    

 

Operational Assessment 

The Operational Assessment includes: 

1. An inventory and classification of programs and services provided at the park. 
2. A review of staffing at the park 
3. A review of concessionaires and partners operating at the park 
4. Visitation and customer satisfaction 

Inventory and Classification of Programs and Services 

1) Programs and services are classified as Core or Essential Services 
2) Important Services 
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3) Visitor Supported Services 

Programs and services at the park are classified into these categories based in part on 
the mission and public mandates for both the site and the agency.  

Category 1 – Core Services (largely supported by tax funds) 

Core programs, services and facilities are those the agency must provide and/or 
essential in order to capably govern and meet statutory requirements. The failure of the 
agency to provide Category 1 services at adequate levels could result in significant 
negative consequences for the public and the resources under protection. 

The following programs and services at Fall Creek Falls State Park have been identified 
as core services: 

• Support the mission of Tennessee State Parks which is “to preserve and protect, 
in perpetuity, unique examples of natural, cultural, and scenic areas and provide 
a variety of safe, quality, outdoor experiences through a well-planned and 
professionally managed system of state parks. 

• Provide for public access to the park, the facilities and the grounds. 
• Provide for public safety for visitors and protection of natural and cultural 

resources.  
• Provide for maintenance of grounds, facilities and infrastructure. 
• Maintain facilities developed through the LWCF program to required standards. 
• Provide for basic, non-staff supported day-use activities (such as hiking and 

picnicking) with trails, informational signage, picnic tables, trash cans and 
restroom facilities. 

• Maintain park drinking water and wastewater programs to state standards. 
o Ongoing water quality issues throughout the park due to Water Treatment 

Facility problems.  
o Ongoing problem with sewer collection system at Nature Center. 
o Ongoing problem with sewer collection system and water infiltration at the 

campground. 

 

Category 2 – Important Services (supported by a balance of tax funds and earned 
revenues) 

Important programs, services and facilities are those the agency should provide, and 
are important to governing and effectively serving residents, businesses, customers and 
partners.  
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The following programs and services at Fall Creek Falls State Park have been identified 
as important services: 

• Provide a full range of environmental, cultural and recreational programs. 
• Maintain and operate recreational facilities such as softball fields, volleyball 

courts, basketball courts and tennis courts and playgrounds.  
• Offer park-specific information at the Visitor Center, Nature Center, and Inn.   
• Provide tent and RV camping opportunities.  
• Provide educational programs for schools and organized groups.  

 

Category 3 – Visitor Supported Services (almost exclusively supported by earned 
revenue) 

Visitor supported programs, services and facilities are those discretionary services that 
the agency may provide when additional funding or revenue exists to offset the cost of 
providing those services. Public/Private partnerships and/or concessionaire agreements 
should also be considered here to offer the best possible service and to stay within 
market expectations. The following programs and services at Fall Creek Falls State 
Park have been identified as visitor supported services: 

• Operate a 145-room inn and conference center. 
• Operate a full-service, year-round restaurant. 
• Operate banquet and conference facilities for business meetings, wedding, etc.  
• Operate and provide retail support services for the gift shop in the inn.  
• Operate 18 hole championship golf course. 
• Provide support services for 30 rental cabins and 236 tent/RV campsites. 
• Provide support services for picnic shelters, group camp and group lodges. 
• Operate Olympic size swimming pool. 
• Operate boat dock and boat rental facility. 
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Staffing Assessment 

Full Time Equivalent employees 

As of: 5/28/13 
   

Position/Title 
Quantity 

(FTE) Vacancies 
Annual 
Hours 

Park Manager 1 2 0 3900 
Park Manager 3 1 0 1950 
Ranger  6 0 11700 
Conservation Worker 1 17 0 33150 
Conservation Worker  2 2 0 3900 
Admin Assistant 1 1 0 1950 
Account Clerk 4 0 7800   
Clerk 1 4 0        7800 
Clerk 2 1 0 1950 
Clerk 3 1 1 1950 
Room Clerk 9 2 17550 
Hospitality Manager 1 2 0 3900 
Hospitality Manager 2 1  0 1950 
Hospitality Manager 3 1 0 1950 
Hospitality Assistant 4 1 7800 
Food Service Supv  2 2 0 3900 
Food Service Worker 6 1 11700 
Cook 1 4 0        7800 
Cook 2 2 1        3900 
Servitor 8 0      15600 
Stores Clerk 1 0 1950 
Storekeeper  1 0 1950 
Seasonal Interpreter/Recreator 1 0 1950 
Golf Course Manager  1  0 1950  
Greens keeper 1 0 1950 
Treatment Plant Operator 1 0 1950 
Equipment Mechanic  1           2 0  3900  
Laborer           5 1        9750 
Custodial Worker Supv 1           1 0        1950 
Custodial Worker 1          12 2        23400 
Custodial Worker 2           2 1        3900 
Building Maint Worker 1           2 0        3900 
Building Maint Worker 2           3 0        5850 
Building Maint Worker 3           0 1        1950 
Facilities Supervisor           1 0        1950 
Total 113 8     220,350 
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Part Time Employees (No Benefits) 

Position/Title 
Quantity 

(FTE) Vacancies 
Annual 
Hours 

Food Service Worker 8.8 1 19188 
Laborer  20.8 3 46371 
Room Clerk .8 0 1599 
Servitor 6.4 1 14391 
Custodial Worker 1 1.6 0   3198 
Lifeguard 1.6 1.6   6396 
Total 40.1 6.6 91,143 

Labor Support (Non-paid) 

Friends  1300 
Park Volunteers 500 
Golf Course Volunteers 3250 
Court Mandated Community Service 
(probation/prisoner) 

300 

Campground Host 1725 
Restaurant 250 
Total 7,325 

  

Labor Budget Summary 

Based on a 4 year average, total personnel expense is 58.3% of total expenses.  

Expenditure Description FY09-10 FY10-11 FY11-12 FY12-13 % Change from 2010 
Personnel Services $2,938,834  $2,883,570  $2,933,774  $2,895,165  -1.5% 
Employee Benefits $1,611,574  $1,666,784  $1,695,003  $1,620,080  0.4% 
Total Personnel Expenses $4,550,408  $4,550,354  $4,628,777  $4,515,245  -0.8% 
      

 

Expenditure 
Description 

FY 12-13 FY 13-14 FY 14-15 FY 15-16 % Change from 
2013 

Personnel Services $2,895,164 $2,998,023 $2,911,462 $2,932,649 1.2% 

Employee Benefits $1,620,081 $1,628,353 $1,596,329 $1,573,027 -2% 

Total Personnel 
Expenses 

$4,515,245 $4,626,376 $4,507,791 $4,505,677 -.03% 
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Visitation and Occupancy 

Overall annual visitation to this park has flat-lined from FY09-10 to FY12-13, slightly 
increasing by 3.6% or over 39,000 visitors.  

Fiscal 
Year 

Total 
Visitation 

  FY09-10 1,062,409 
FY10-11 1,037,562 
FY11-12 1,044,613 
FY12-13 1,101,027 

 

Fiscal Year Total Visitation 

FY 12-13 1,101,027 

FY 13-14 1,243,392 

FY 14-15 1,361,484 

FY 15-16 1,393,483 

 

Occupancy for the overnight accommodations as well as restaurant and golf activity for 
the last three years is detailed in the table below. Overall occupancy has trended 
downward.   

Fiscal    Inn Cabin  Campsite 
Group 
Camps Restaurant Total 

Year Occupancy Occupancy Occupancy Occupancy Covers Golfers 
FY09-10 44.6% 69.6% 41.3% 39.6% 170,260 18,585 
FY10-11 42.5% 67.2% 39.1% 44.8% 166,558 18,275 
FY11-12 40.6% 66.3% 37.5% 41.7% 165,228 17,928 
FY12-13 37.2% 61.5% 34.4%  37.7%  150,440 12,152 

 

Fiscal 
Year 

Inn 
Occupancy 

Cabin 
Occupancy 

Campsite 
Occupancy 

Group 
Camps 
Occupancy 

Restaurant 
Covers 

Total 
Golfers 
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FY 12-13 37.2% 61.3% 34.4% 37.7% 150,443 12,152 

FY 13-14 33.9% 66.9% 42.1% 34.4% 141,190 16,624 

FY 14-15 36.7% 69.9% 44.6% 26.2% 134,297 10,301 

FY 15-16 37.1% 68.3% 49.9% 28.6% 138,287 11,566 

Financial Performance Assessment 

 Operational Expenses 

A summary of total operating expenses from FY09-10 through FY11-12 are provided 
below.  Revenue increases are noticeable in the restaurant, gift shop and camping while 
activity, as reported above is declining.   

Part 1 – Profit center Self-sufficiency 

  FY 09-10 FY 10-11 FY 11-12 FY 12-13 
Profit Center Revenue         
Restaurant 1,766,624 1,805,268 1,816,232 1,664,937 
Inn 2,018,586 1,648,017 1,577,354 1,474,548 
Cabins 579,829 805,134 772,841 808,109 
Golf 466,817 503,980 491,987 419,133 
Boat Dock 

    Gift shop 163,118 171,806 177,099 174,384 
Camping 380,790 498,840 500,233 441,482 
Sub-total Revenue 5,375,764 5,433,045 5,335,717 4,982,594 
Profit Center 

    Costs & Expenses 
    COGS 863,959 797,453 984,641 831,314 

Personnel  2,630,905 2,541,060 2,541,561 2,596,507 
  

    Travel (03) 12,694 4237 1539 
 Utilities & Fuel (05) 666,923 558,697 681,987 
 Maintenance & Repair (07) 304,976 291,235 286,825 
 Supplies & Materials (09) 190,047 281,990 254,857 
 Motor Vehicle Operation 

(11) 14,758 18,245 16,954 
 Buildings (18) 0 -113 0 
 Total Other Expenses 1,485,212 1,540,778 1,546,555 1,494,238 

Sub-total Cost & Expense 4,980,076 4,879,291 5,072,757 4,922,059 
Self-sufficiency % 108 111 105 101 
CLARIFY THIS AMOUNT?     
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 FY 12-13 FY 13-14 FY 14-15 FY 15-16 

Profit Center 
Revenue 

    

Restaurant 1,664,937 1,519,923 1,346,031 1,582,751 

Inn 1,474,548 1,384,759 1,394,847 1,517,627 

Cabins 808,101 633,439 825,448 1,025,040 

Golf 419,133 379,296 378,623 404,660 

Boat dock     

Gift Shop 174,384 181,007 156,945 194,571 

Camping 455,580 647,933 704,813 765,139 

Sub-Total 
Revenue 

4,996,683 4,746,357 4,806,707 5,489,788 

Profit Center Costs and Expenses 

COGS 847,381 912,779 735,620 808,274 

Personnel 4,515,245 4,626,376 4,507,791 4,505,677 

     

Travel (03) 16,838 21,770 4,627 5,091 

Utilities & Fuel  
(05) 

956,645 1,016,619 855,728 835,889 

Maintenance & 
Repair (07) 

387,423 299,944 353,111 349,286 

Supplies & 
Materials (09) 

359,899 351,753 488,746 457,934 

Motor Vehicle 
Operation (11) 

90,679 77,898 76,455 61,206 

Buildings (18)     
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Total Other 
Expenses 

451,751 475,820 474,298 556,663 

Sub-Total 
Cost & 
Expenses 

7,625,861 7,782,959 7,496,376 7,580,020 

     

Self-
sufficiency % 

70% 66% 69% 78% 

 

Part 2 – Other profit center revenues and expenses 

  FY09-10 FY10-11 FY11-12 FY12-13 
Vending 76,113 54,811 46,219 33,016 
Group Lodge/Camp 95,137 95,386 98,133 93,580 
Picnic Shelters 5,051 5,334 3,260 4457 
Boat Rental 33,261 33,575 34,897 27,663 
Fishing 608 616 670 530 
Grocery Store 6,201 5,992 7,202 4347 
Swimming 30,135 35,962 32,866 29,508 
Gen Rec Other 21,108 21,614 16,988 19,704 
Leased – Equestrian 8,774 11,406 10,276 10,219 
Leased – Gift Shop 2,800 2,800 2,439 2,800 
Leased – Other 15,868 14,299 14,976 13,747 
Misc. 54,829 20639 67,171 81,173 
  

    Other Profit Center Revenue 349,885 302,434 335,097 320,744 
Cost & Expenses from 

    Other Profit Centers 
    COGS         56,436 29,235 23,726 15,362 

Personnel Expenses 1,919,503 2,009,294 2,087,216 1,915,301 
  

    Travel (03) 4,080 3,316 3,376 
 Utilities & Fuel (05) 292,049 326,963 323,386 
 Maintenance & Repair (07) 34,784 112,672 29,776 
 Supplies & Materials (09) 155,542 122,619 118,725 
 Motor Vehicle Operation (11) 49,435 61,542 67,446 
 Buildings (18) 0 113 0 
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    Total Other Expenses 794,678 891,328 805,740 788,457 

 

 FY 12-13 FY 13-14 FY 14-15 FY 15-16 

Vending 33,016 11,569 9,424 11,461 

Group 
Lodge/Camp 

93,580 95,560 68,101 81,350 

Picnic 
Shelters  

4,457 5,543 8,687 10,214 

Boat Rental      

Fishing     

Grocery Store     

Swimming 29,508 24,995 16,510 20,121 

Gen rec other 47,896 50,703 52,455 46,840 

Leased-
Equestrian 

    

Leased-Gift 
Shop 

    

Leased-Other 26,766 56,496 77,296 91,739 

Misc. 64,870 66,599 91,186 39,092 

     

Other profit 
center 
revenue 

300,093 311,465 323,659 300,817 

Costs and 
expenses from 
other profit 
centers. 

    

COGS     



49 
 

Personnel 
Expenses 

    

     

Travel (03)     

Utilities and 
Fuel (05) 

    

Maintenance 
and Repair 

(07) 

    

Supplies and 
Materials (09) 

    

Motor Vehicle 
Operation (11) 

    

Buildings (18)     

     

Total Other 
Expenses 

    

 

 

Part 3 – All sections combined to yield the Parks gross profit or loss 

  FY09-10 FY10-11 FY11-12 FY12-13 
Total Revenue 5,725,649 5,735,479 5,670,814 5,308,958 
-Total COGS 920,395 826,688 1,008,367 847,381 
-Total Personnel Expense 4,550,408 4,550,354 4,628,777 4,515,245 
-Total Other Expense 2,279,890 2,432,106 2,352,295 2,257,216 
          
Gross Profit -2,025,044 -2,073,669 -2,318,625 -2,310,884 
Park Self-sufficiency 74% 73% 71% 70% 
Park Self-sufficiency w/central 
office reallocations     
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 FY 12-13 FY 13-14 FY 14-15 FY 15-16 

Total 
Revenue 

5,325,113 5,098,895 5,207,386 5,880,810 

Total COGS     

Total 
Personnel 
Expense 

4,515,245 4,626,376 4,507,791 4,505,677 

Total Other 
Expense 

3,110,616 3,156,583 2,988,585 3,039,107 

     

Gross Profit (2,300,748) (2,684,0640) (2,288,990) (1,663,974) 

Park Self-
sufficiency  

70% 66% 69% 78% 

Review of Pricing 

There has been no notable growth in rates since 2009. Current rates as taken from the 
TSP Webpage are below.  

Revised as of  2016/17  In Season   Off Season   
  April 1 to  October-31 November 1 to  March-31 

  Sunday - Thursday 
Friday - 
Saturday Sunday - Thursday Friday - Saturday 

Inn room 90 90 80 80 
Handicap Queen 90 90 80 80 
King 100 100 90 90 
Parlor (Queen bed efficiency) 100 100 90 90 
 1 Bedrm suite  170 170 170 170 
3 BR Villa* 180 195 160 175 
Fisherman's 2 BR Cabins* 180 195 145 160 
Landside 2 BR Cabins* 180 195 145 160 
Group Lodge 1* 350 350 350 350 
Group Lodge 2* 200 250 200 250 
* = 2 night minimum 

    
 

June, July, August, 
             
Summer                                   Season 

  Weekly Rate   
3 BR Villa 1,260 Fri to Fri 
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Fisherman's 2 BR 
Cabins 1,260 Sat to Sat 
Landside 2 BR Cabins 1,260 Sun to Sun 
Group Lodge 1 2,100 Sun to Sun 
Group Lodge 2 960 Sun to Sun 

 

 

Per 
Person/ Minimum  Minimum  

 
Per Day 

Daily 
Rate 

Weekly 
Rate 

Group Camp 1 (100 people) 2 125 1,025 
Group Camp 2 (150 people) 2 175 1,375 

 

Camping 
Base rate campsite w/o sewer connection         $24 
Base rate campsite with sewer connection     $31.25 

 

Conference and Meeting facilities Sq. Ft. Dim. Rate 
Conf Rm 1 1023 23'x43' 150 
Conf Rm 2 1290 30'x43' 250 
Conf Rm 3 1290 30'x43' 250 
Conf Rms 3603  83’x43’ 650 
Piney 936 36'x26' 200 
Cascade 816 34'x24' 200 

 

  Qty Rate 
Picnic shelters 5 55 

 

 
In Season   Off Season   

  March 1 to  October-31 November 1 to  February-28 

  
Monday - 
Friday 

Saturday - 
Sunday 

Monday - 
Friday 

Saturday - 
Sunday 

Green Fees 18 holes 23 29 30 30 
9 holes 13 16 

  Cart Fees 18 holes 
Golfer 16 16 

  18 holes Rider 10 10 
  9 holes Golfer 9 9 
  9 holes Rider 5 5 
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Private Cart 12 12 
  Pull cart 3 3 
  Senior Rates 18 holes 26 NA 26 NA 

9 holes 15 NA 15 NA 
Junior Rates 18 holes 10 10 10 10 

9 holes 5 5 5 5 

 

Competitors 

List any competitors for the above listed facilities.  Include their approximate proximity to 
the park, any competitive features, their quality level and their prices.  List any key 
accounts they are getting.   

Golf - no competition within 25 miles 

Restaurant – no competition with 25 miles 

Inn & Cabins –  

Cozy Cabins South is located 5 miles from the South entrance. They have 4 cabins, 
each sleeps up to 4 people; $65/$95 per night; $425/475 per week. They have Wi-Fi but 
do not allow pets. They also have one cabin with 3 BR and 2 bath, pet friendly with Wi-
Fi. Rates run $100 to $120/day depending on season and day of week.  Four night 
minimum is required.  

Pilot Ridge Cabins are just outside the north entrance of the park.  

Trout Hill Condos are available about 15 miles from the park at Long Branch Lake 
community for weekly and monthly rentals. 

There are a few hotels that are located in the Pikeville area (10-15 miles away) and in 
the Dayton area (25 miles away).  
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Customer Service and Satisfaction 

Current measurements of customer satisfaction are taken from three sources: 

 1) A non-scientific survey conducted in 2011 with customers upon checking out of the 
Inn.  

 2) A more recent non-scientific survey conducted online in 2013; and  

3) Customer ratings on Trip advisor.   

Findings: 

1) Based on 96 responses, 95% rated their experience in the park either a 1 or 2 on 
a 5 point scale with 1 being excellent, 3 being average and 5 being poor.   

 

2) In a survey posted online to query potential customers about proposed renovations to 
Fall Creek Falls facilities in 2013, a larger response was achieved.  While the questions 
were more specific, the query was non-scientific.  Some of the results were: 

63% of the responses rated the restaurant good or excellent (1543 responses) 

45% of the responses rated cabin cleanliness good or excellent (1035 responses) 

57% of the responses rated inn room cleanliness good or excellent (1535 responses) 

73% of the responses rated the campgrounds good or excellent (348 responses) 

 

2) A review of the inn ratings on Trip advisor show that out of 26 responses, the inn 
was rated 3 stars out of 5.  The State Park was also listed on Trip advisor and 
out of 22 responses had a rating of 4 stars out of 5.   
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Financial Pro Forma 

The following five-year pro forma projects the financial outcomes based on the 
strategies and desired outcomes identified in this business plan.  

 
Base Year   Year 1   Year 2 

 
FY12-13 %+ FY13-14 %+ FY13-14 

Restaurant   1,664,937  -30% 1,165,459   0% 1,165,459     
Golf      419,133  3%      431,707  3%      431,707  
Inns   1,474,548  -30%   1,104,039  0%   1,104,039  
Cabins      808,109  -30%      648,514  0%      648,514  
Camping      441,482  5%      463,556  5%      463,556  
Gift Shop      174,384  20%      209,261  20%      209,261  
Programs              -    2%              -    2%              -    
Other      327,365  3%      337,186  3%      337,186  
Total Revenue   5,309,958  3.5%   5,492,499  3.5%   5,492,499  
Total Expense   7,619,842  0%   7,619,842  0%   7,619,842  
Gross Profit  (2,309,884)    (2,127,343)    (2,127,343) 
Park Self-sufficiency 70%   70%   70% 

Construction in FY 2013-2014 will affect revenue and is subject to change. 

 
  Year 3   Year 4   Year 5 

 
%+ FY14-15 %+ FY16-17 %+ FY17-18 

Restaurant 3%   1,749,183  4%   1,819,150  5%   1,910,108  
Golf 3%      444,658  4%      462,445  5%      485,567  
Inns 3%   1,549,160  4%   1,611,127  5%   1,691,683  
Cabins 3%      890,940  5%      935,487  5%      982,262  
Camping 5%      486,734  5%      511,071  5%      536,624  
Gift Shop 10%      230,187  10%      253,206  5%      265,866  
Programs 4%              -    4%              -    5%              -    
Other 4%      350,673  4%      364,700  5%      382,935  
Total Revenue 3.9%   5,701,535  4.5%   5,957,185  5.0%   6,255,044  
Total Expense 0%   7,619,842  0%   7,619,842  0%   7,619,842  
Gross Profit    (1,918,307)    (1,662,657)    (1,364,798) 
Park Self-sufficiency   75% 4%   1,819,150    82% 
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 Base Year   Year 1  Year 2 

Estimated FY 15-16 %+ FY 16-17 %+ FY 17-18 

Restaurant 1,582,751 2% 1,614,406 3% 1,662,838 

Golf 404,660 3% 416,800 3% 429,304 

Inn  1,517,627 2% 1,547,980 3% 1,594,419 

Cabins 1,025,040 5% 1,076,292 5% 1,130,107 

Camping 765,139 5% 803,396 5% 843,566 

Gift shop 194,571 20% 233,485 10% 256,834 

Programs 13,187 2% 13,451 4% 13,989 

Other 377,835 3% 389,170 4% 404,737 

Total 
Revenue 

5,880,810 3.6% 6,094,980 4% 6,335,794 

Total 
Expense 

7,580,020 0% 7,580,020 0% 7,580,020 

Gross Profit ($1,699,210)  ($1,485,040)  ($1,244,226) 

Park self-
sufficiency 

78%  80%  84% 

 

  Year 3  Year 4  Year 5 

 %+ FY 18-19 %+ FY 19-20 %+ FY 20-21 

Restaurant 3% 1,712,723 4% 1,781,232 5% 1,870,294 

Golf 3% 442,183 4% 459,870 5% 482,864 

Inn 3% 1,642,252 4% 1,707,942 5% 1,793,339 

Cabins 3% 1,130,107 5% 1,186,612 5% 1,245,942 

Camping 5% 885,744 5% 930,031 5% 976,533 
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Gift Shop 10% 282,517 10% 310,769 5% 326,307 

Programs 4% 14,549 4% 15,131 5% 15,888 

Other 4% 420,926 4% 437,763 5% 459,651 

Total 
Revenue 

3% 6,531,001 4.5% 6,829,350 5% 7,170,818 

Total 
Expense 

0% 7,580,020 0% 7,580,020 0% 7,580,020 

Gross Profit  (1,049,019)  (750,670)  (409,202) 

Park Self-
Sufficiency  

 86%  90%  95% 
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Park Map 
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Revised 2016/17 Org Charts 

Fall Creek Falls Park Management 

  

Jacob Young
Park Manager 3

00010001
R/F 12 Mos

Andrew Wright
Park Manager 1

00010002 R/F 12 Mos
*Safety & Security - Attached

Stuart Carroll
Park Manager 1

00009517
R/F 12 Mos

Robert Randal Mealer
Facilities Supervisor

00010100 R/F 12 Mos
*Maintenance - Attached

John Fonville
Hospitality Manager 3
00116497 R/F 12 Mos

*Inn & Restaurant - Attached

Frank Christopher
Golf Course Manager
00010137 R/F 12 Mos

*Golf Course - Attached
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Fall Creek Falls Safety and Security 

  

Jesslyn Shockley
Conservation Worker 2

0010103
R/F 12 Mos

Ronnie Brock
Park Ranger 2

00010004
R/F 12 Mos

Barry N. Mooneyham
Conservation Worker 1

00010110
R/F 12 Mos

VACANT (recent retiree)
Laborer

00010154
S/P 3.5 Mos

VACANT
Lifeguard 1
00068976

JS

VACANT
Lifeguard 1
00069378

JS

VACANT
Lifeguard 1
00077140

JS

VACANT
Lifeguard 1
00069361

JS

VACANT
Laborer

00010126
S/P 3.5 Mos

Robin Bayless
Park Ranger 2

00010005
R/F 12 Mos

Adrian Hankins
Room Clerk
00010104

R/F 12 Mos

Willa R. Fulmer
00010133
Laborer

S/P 3.5 Mos

Melissa Bayless
Laborer

00010120
S/P 3.5 Mos

Sydnee Mills
Laborer

00010040
S/P 3.5 Mos

VACANT
Laborer

00010132
S/P 3.5 Mos

Brent Measles
Park Ranger 2

00010003
R/F 12 Mos

Robert Mooneyham
Conservation Worker 1

00010107
R/F 12 Mos

Ethan Deweese
Laborer

00010125
JS 12 Mos

Hannah Carroll
Laborer

00010039
JS 12 Mos

Casey Haston
Laborer

00010157
JS 12 Mos

Tyler Roberson
Laborer

00069365
JS 12 Mos

Robert Becker
Park Ranger 2

00010006
R/F 12 Mos

Christine Standefer
Account Clerk

00010153
R/F 12 Mos

Cara Alexander
Park Ranger 2

00010588
R/F 12 Mos

Thomas Solomon
Conservation Worker 1

00010059
R/F 12 Mos

Gillian Roberts
Seasonal Interpreter Rec

00010333
S/F 9 Mos

Kaden Measles
Laborer

00010136
S/P 3.5 Mos

Kayley Kempton
Laborer

00010127
S/P 3.5 Mos

Matthew Brown
Park Ranger 2

00009941
R/F 12 Mos

Andrew Wright
Park Manager 1

00010002
R/F 12 Mos

Jacob Young
Park Manager 3

00010001
R/F 12 Mos
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Fall Creek Falls Park Maintenance 

  

Dalton Sullivan
Building Maintenance Worker 2

00010105
R/F 12 Mos

James Leland Jones
Building Maintenance Worker 1

00116330
R/F 12 Mos

Ferlin Wynact
Building Maintenance Worker 1

00010765
R/F 12 Mos

Jeffery Lee
Conservation Worker 1

00108254
R/F 12 Mos

Matthew VanWinkle
Conservation Worker 1

00071480
S/F 9 Mos

Adam Kilgore
Building Maintence Worker 3

00116332
R/F 12 Mos

Lester W. Haston
Conservation Worker 2

00010142
R/F 12 Mos

Jeffrey Oakes
Building Maintenance Worker 2

00010102
R/F 12 Mos

Joseph Rogers
Equipment Mechanic 1

00010079
R/F 12 Mos

Brian Simmons
Treatment Plant Operator

00010101
R/F 12 Mos

Leonardo Chavez
Conservation Worker 1

00010082
R/F 12 Mos

Arless Wade Thompson
Building Maintenance Worker 2

00116331
R/F 12 Mos

Rufus Frazier
Conservation Worker 1

00010010
R/F 12 Mos

Ricky J. Keener
Conservation Worker 1

00010112
R/F 12 Mos

David S. Evans
Conservation Worker 1

00010149
R/F 12 Mos

Barbara Bickford/Laura Neely
Conservation Worker 1

00010111
JS 12 Mos

Vicky Thompson
Laborer

00010158
S/F 9.5 Mos

Larry Edmons
Storekeeper

00010106
R/F 12 Mos

Andrew Briceland
Maintenance Worker 1

00010083
R/F 12 Mos

Jacob Oakes
Laborer

00010041
S/F 9 Mos

Charles Nichols
Laborer

00010156
S/F 9 Mos

Kenneth Spoonmore
Laborer

00010145
S/P 3.5 Mos

VACANT
Laborer

00010130
S/P 3.5 Mos

Michael Shockley
Laborer

00010116
S/P 3.5 Mos

VACANT
Laborer

00010119
S/P 3.5 Mos

Adam McCoy
Laborer

00010162
S/P 3.5 Mos

VACANT
Laborer

00010121
S/P 3.5 Mos

Robert Randal Mealer
Facility Supervisor

00010100
R/F 12 Mos

Jacob Young
Park Manager 3

00010001
R/F 12 Mos
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Fall Creek Falls Park Admin Support 

 

 

 

  

Jacob Young
Park Manager 3

00010001
R/F 12 Mos

Karla Bayless
Account Clerk

00010009
R/F 12 Mos

Myki Frady
Admin. Services Asst. 1

00010008
R/F 12 Mos

Marcia Quinn
Laborer

00010117
S/P 3.5 Mos
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Fall Creek Falls Inn 

 

 

 

 

 

  Stephanie Smith
Account Clerk

00010064
R/F 12 Mos

Melena Dishman
Account Clerk

00010060
R/F 12 Mos

Feleysha Lewis
Room Clerk
00116494

R/F 12 Mos

Joan Cummings
Room Clerk
00010066

R/F 12 Mos

VACANT
Room Clerk
00010065

R/F 12 Mos

Joseph Yost
Room Clerk
00010081

R/F 12 Mos

Laura Cosens
Room Clerk
00116491

R/F 12 Mos

Karrie Young
Room Clerk
00010078

Seas/F 10.5 Mos

Lance Curtis
Room Clerk
00116493

Seas/F 10.5 Mos

Colton Willis
Room Clerk
00116492
JS 12 Mos

Stacy Bridges
Room Clerk
00010063
JS 12 Mos

Sue Keener (retiring)
Hospitality Assistant

00010058
R/F 12 Mos

Ila Smith (retiring)
Custodial Worker Supervisor 2

00010067 R/F 12 Mos
*Housekeeping - Attached

Melandy Bouldin
Clerk 3

00116532
R/F 12 Mos

Monica Blankenship
Room Clerk
00010061

R/F 12 Mos

Connie Reece
Hospitality Assistant

00116499
R/F 12 Mos

Brad Duncan
Hospitality Manager 2

00010056
R/F 12 Mos

Zonda Holloway
Hospitality Manager 1
00110233 R/F 12 Mos

*Restaurant - Attached

Robert Walling
Hospitality Manager 1
00010011 R/F 12 Mos

*Restaurant - Attached

VACANT
Clerk 3

00010057
Undetermined

John Fonville
Hospitality Manager 3

00116497
R/F 12 Mos
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Fall Creek Falls Restaurant 

 

 

 

 

 

 

 

 

  

Travis Bedwell
Cook 1

00116509
R/F  12 Mos

Nancy Taylor
Cook 1

00010018
R/F   12 Mos

VACANT
Laborer

00010030
JS  12 Mos

Inez Harvey/Rian Snow
Food Service Worker

00010027
JS 12 Mos

VACANT
Food Service Worker

00010043
S/P 3.5 Mos

Brenda Mooneyham
Food Service Worker

00010042
S/P  3.5 Mos

Devin Shockley
Food Service Worker

00010044
S/P 3.5 Mos

Harrison Lombardo/Kellen Dellaidotti
Food Service Worker

00010031
JS  12 Mos

Patricia Pickett
Food Service Worker

00116508
R/F 12 Mos

MaKayla VanWinkle
Food Service Worker

00010026
JS  12 Mos

Rickey Johnson
Food Service Supervisor 2

00010021
R/F   12 Mos

Mary Nivins
Storekeeper 1

00010015
R/F  12 Mos

Andrea Cantrell
Servitor

00010051
S/F  10.5 Mos

Kathy Deweese
Servitor

00010052
S/F 10.5 Mos

Courtney Grissom/Johnny Hillis
Servitor

00009905
JS 12 Mos

Leanne Ervin
Servitor

00010123
S/P  3.5 Mos

Erica Simmons
Servitor

00010159
S/P 3.5 Mos

Kara Cook
Servitor

00010118
S/P  3.5 Mos

Cynthia Holloway
Clerk 1

00010012
R/F 12 Mos

Teresa Gooden
Clerk 1

00010013
JS  12 Mos

Robert Walling
Hospitality Manager 1

00010011
R/F  12 Mos

Julie Harrell
Cook 2

00010020
R/F 12 Mos

Chris Ottinger
Cook 2

00010017
R/F 12 Mos

Penny Keener
Cook 1

00010029
R/F  12 Mos

Margaret Henry
Cook 1

00010028
R/F   12 Mos

VACANT
Food Service Worker

00010053
S/F  10.5 Mos

Gary Kennerly
Food Service Worker

00010055
S/F  10.5 Mos

Cody Whiteside
Food Service Worker

00010045
S/P  3.5 Mos

Vacant
Food Service Worker

00010046
S/P 3.5 Mos

 Renee Cosens
Food Service Worker

00010054
JS 12 Mos

VACANT
Food Service Worker

00010022
S/F   10.5 Mo

Jordan Martin
Food Service Supervisor 2

00010019
R/F 12 Mos

Tabitha Robinson
Servitor

00010048
SF 10.5 Mos

Heather Young
Servitor

00010050
SF  10.5 Mos

Julie Neely
Servitor

00010036
SF 10.5 Mos

Tamara Waters
Servitor

00010035
SF 10.5 Mos

Cory Holley/Jaclyn Saunders
Servitor

00010037
JS 12 Mos

Sydnie Hale
Servitor

00010049
SFJS 10.5 Mos

Taylor Cunningham/Haley Cook/Katilyn Rogers
Servitor

00010033
JS  12 Mos

Patricia DeBord
Clerk 1

00116495
RF  12 Mos

France Barker
Clerk 1

00010014
R/F 12 Mos

Zonda Holloway
Hospitality Manager 1

00110233
R/F   12 Mos

Brad Duncan
Hospitality Manager 2

00010056
R/F  12 Mos

John Fonville
Hospitality Manager 3

00116497
R/F   12 Mos
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Fall Creek Falls Inn Housekeeping 

 

  

Karen Dial/Jessica Johnson/Vac
Custodial Worker 1

00010069
JS 12 Mos

Wilma Webb
Custodial Worker 2

00010074
R/F 12 Mos

Heather Evans
Custodial Worker 1

00010070
R/F 12 Mos

Cassandra Walker
Custodial Worker Supervisor 1

00010071
R/F 12 Mos

Ginger Cagle/Vac/Vac
Custodial Worker 1

00010073
JS 12 Mos

Barbara McMillen
Custodial Worker 2

00010072
R/F 12 Mos

Lisa Hargis
Custodial Worker 1

00116503
R/F 12 Mos

Kathy Mealer
Custodial Worker Supervisor 1

00010068
R/F 12 Mos

Diane Patton
Custodial Worker 1

00010077
S/F 10.5 Mos

Lisa Holland
Custodial Worker 1

00010777
S/F 10.5 Mos

Debbie Green
Custodial Worker 1

00010615
S/F 10.5 Mos

Suerinna Howard
Custodial Worker 1

00116502
S/F 10.5 Mos

Sandra Sullivan
Custodial Worker 1

00116504
S/F 10.5 Mos

Maelynn Means/Vac
Custodial Worker 1

00010075
Job Share

Erica Kirby
Conservation Worker 1

00116511
Job Share

Elizabeth Tollett/Margo Cox
Custodial Worker 1

00010076
Job Share

Ila Smith (retiring 1/2017)
Cusodial Worker Supervisor 2

00010067
R/F 12 Mos

Brad Duncan
Hospitality Manager 2

00010056
R/F 12 Mos

John Fonville
Hospitality Manager 3

00116497
R/F 12 Mos

Jacob Young
Park Manger 3

00010001
R/F 12 Mos
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Fall Creek Falls Golf Course

Melvin Cordell
Equipment Mechanic 1

00010113
R/F 12 Mos

Douglas Cunningham
Conservation Worker 1

00010141
R/F 12 Mos

Bobby Thompson
Conservation Worker 1

00010140
R/F 12 Mos

Randall Idema
Conservation Worker 1

00010143
R/F 12 Mos

Billy Roberts
Conservation Worker 1

00010151
R/F 12 Mos

Justin Wooden
Laborer

00010147
S/P 6 Mos

VACANT
Laborer

00010148
S/P 6 Mos

VACANT
Laborer

00011285
S/P 3.5 Mos

VACANT
Laborer

00011300
S/P 3.5 Mos

Justin Fisher
Greenskeeper

00010138
R/F 12 Mos

Carolyn Bayless
Hospitality Assistant

00010150
R/F 12 Mos

Adam Hurst
Clerk 2

00010139
R/F 12 Mos

Sheri Smith
Food Service Worker

00108255
JS 12 Mos

Kinsey Sullivan
Food Service Worker

00010131
S/P 6 Mos

Travis Blake Sullivan
Laborer

00010155
S/P 6 Mos

VACANT
Laborer

00010128
S/P 6 Mos

Frank Christopher
Golf Course Manager

00010137
R/F 12 Mos

Jacob Young
Park Manager 3

00010001
R/F 12 Mos
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 Updated 06-24-2018; Revisions on Page 36; 38-39. Public Hearing held April 19, 2018 
at Fall Creek Falls State Park as per Tenn Code Ann 11-3-120. 




