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The simple solution to driving affordable golf

4
— Continued support to the GCMA

— Continued sponsorship of Regional meetings
— Continues to provide income to our clubs — Loyalty programme

— Golf Club Finals — Held at Staverton Park

— Working with @ ENGLISH GOLF UNION  to provide:

)  ...at the heart of golf

» Affordable golf to the grass roots of the game — the club itself.
* Increase overall club membership
* Provide additional income streams

Credit
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Staverton Park Finals - 15t Prize

Fairway
B

]

Credit

Mark Dempster presenting to Matthew Bowman, King’s Lynn GC

Credit
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Staverton Park: Team Prize

Previous years winners
for team prize:

e 2008 - South West
2007 - Wessex

e 2006 - Norfolk

e 2005 - Scotland

Team prize: Norfolk Region: lan Symington, Matthew Bowman,

Hilda Simpson (Fairway Credit), John Barnard Credit
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Credit Matters

By : Mark Dempster

Head of Product & Market Development
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Cash is king and a good cash flow is essential to running a successful business.
« Managing the raising and payment of invoices can be complex and time consuming,.
* Manage your Cash Flow to get the best out of your cash through the use of credit

« Barriers to entry should be low to attract new members
— Price correctly to display value for money.
— Offer flexible payment options to meet their needs. But keep within club’s cost of capital.
— Welcome members

» Barriers to exit should be high - Members can shop around
— Constitution — Annual invoice is due
— Overdue subscriptions will be chased and charged extra
— Strong Credit Strategy
— Consumer credit licence — display ability to sue
— Communication with member to work out solutions
— Flexible membership options — e.g. House member

Credit
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« Average family disposable income — dropped by more than £150 a year (timesonline — Feb 2009)

— Main reasons are rising unemployment and weaker earnings growth
(Centre for Economics and Business Research (CEBR))

— UK unemployment climbs to 2.47m (BBc 2009.09.16) —
— “lost generation” of young people. Aged 16-24

— Set to increase to 3.00m by 2010.

— Unemployment is a lagging indicator

* Alarge number of Clubs’ equity is decreasing — related mainly to lower working capital

— There are a number of performers — Clubs looking for that competitive advantage, whilst maintaining costs

— There are a number continuing to make losses

Credit
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What does Credit mean to a Golf Club?

Giving your members credit may be good for sales but without the
right procedure to collect instalments, it will have a negative impact on
your business.

Be aware of new legislation — 2010
Irresponsible Lending Guidelines - In draft but due early 2010
Consumer Credit Directive (CCD), European legislation due 11th June 2010

=

Credit
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Do you have a Credit Strategy’? A Bank of America company

Formal Marketing
Credit Strategy
Policy

Credit Operational
Management Process

Credit Strategy

Is Raising an Invoice an “act of faith”?

—

Credit
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Credit Management enl oo eemreey

Credit
Management

Credit Strategy

Is Raising an Invoice an “act of faith”?

Credit
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Credit Management Aok PAmso cormary
Credit Policy Do memob;rs make you\
aware?
~ Do you find out the
- hard way?
. eallng Regular When do you find out?
with missed . )
Monitoring
Payments
- . . Exami llecti thod
Slmple Rat|0nallse am-ne collection methods
/Admin staff (time & effort) C C ” . Examine termmsw(;ffered B
Compliance OS.t ollection il 2 %E;E
BACS requirements. Effe ctive typeS e
Systems
\

Credit


http://www.francobritishsociety.org.uk/ddlogo.gif
http://images.google.co.uk/imgres?imgurl=http://www.itpro.co.uk/blogs/media/1.2.17/Image/BritishCheque.png&imgrefurl=http://www.itpro.co.uk/blogs/categories/information-management/916636/the-death-of-the-humble-cheque.thtml&h=310&w=600&sz=33&hl=en&start=6&um=1&tbnid=8LubhTSkcRMtiM:&tbnh=70&tbnw=135&prev=/images%3Fq%3Dcheque%26svnum%3D10%26um%3D1%26hl%3Den%26sa%3DN

Credit Policy
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Collecting
Overdue

Invoices Outsource

Collections

Cash Collection

Targets

Membership
Contact
EYETS

Credit Policy

Credit
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/Standard letter in \

the 1st instance

A solicitors letter

Legal action
depending on the
size of the debt

o

ﬁ/lobile phone \

Example: The
debt/Lapse ratio was
around 63% per month,
however since using

SMS, this has reduced
the amount of
lapses/defaults down to

Ql%.

ﬁ)ffers a free Direct Debit \

service to the club

Compliant Credit
: Agreements /Letters/
Collecting Processes

Overdue
Invoices

Debt recovery service —
Outsource 10,000 debtors per day

Collections Additional income streams/

Cash Collection
Targets

Protects your business\
Creates a discipline

: Gives specific rights to
Membership the borrower
Contact

EYETS

Consumer Credit Act

Allows the club to seek
legal recourse

Credit Policy

Credit
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Accelerated Projects st amarcconpory
Golf Club Cash Flow Projection - Accelerate projects
350,000.00
300,000.00
250,000.00
—— In House Acceleration
200000.00 —=— Fairway Credit Acceleration
150,000.00 In House high monthly
—— Fairway Credit high usage
100,000.00
50,000.00
0.00
50,000.00
100,000.00

Credit




Attracting & Retaining Members
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Marketing Strategy
Ability to offer new members the option to pay monthly.
Reduce the impact of a joining fee
Ability to make the club more affordable for families

Attract Pay and Play (1.4m) golfers to join your club
How many are unaware of monthly instalments?
Or the reciprocal arrangements — other clubs?

Review Membership categories
Family incentives are a great way to swell the membership

Establish why members leave
Was it due to affordability?

Listen to existing & new members
They may want to pay monthly but do not want to show weakness

Credit
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Conclusion Kl Fmmilsroormany

Credit makes membership financially acceptable to all.
— Itis simple, easy to use
— Fits in with existing monthly bills - Convenience
— Adds value to new and existing members
— Maximises club’s cash flow

Discuss payment terms — full or instalments
— Make members & prospective members aware of your credit policy
— Advise who collects your subs and how it operates.
— Ensure they understand the rights & obligations of the club and the member

Credit
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Thank you

Fairway
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