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This Report is part of a four stage process of evaluating the health of the clubs in the Bowls
Wellington region. It involves the City Councils of Wellington, Lower Hutt, Upper Hutt and
Porirua.

It is the first of the four reports. It is specifically written for the 19 clubs in the Wellington City
Council region. Its purpose is to evaluate:

1. The health of the bowls clubs in the area covered by the Wellington City Council.

2. The longer term sustainability and viability of the 19 club system in the Wellington
City Council region.

For purposes of this Report, “health” is defined as the “well being and soundness” of clubs
as measured by a set of indicators. “Sustainability” is defined as “capable of supporting for a
long period”.

The main health indicators are:

Governance

Administration

Membership

Finances

Facilities

Member services/programmes — On and Off the Green
Delivery of services

Staffing and volunteers

Links and relationships

Benchmarking and best practice

The indicators identify areas where Bowls Wellington (BW), or Bowls NZ (BNZ) or Wellington
City Council (WCC) may be able to assist clubs to improve their performance.

The evaluation included the clubs’ views about the proposed Greenfield project.

It also involved an analysis of the membership of clubs, their location and their proximity to
each other and projected population growth based on WCC'’s geographic information system
(GIS).

Input from BW and clubs, along with the WCC's geographic information system, provided the
basis of this Report’s findings and conclusions.



The evaluation process was thorough. All 19 bowls clubs in the WCC area were invited to
participate. 16 (84%) took up the invitation. Three did not despite repeated requests by BW
over a period of six months.

The process involved:

Survey of each club’s capability of 10 performance areas including 9 self quality rated
ones (rating was on a 1 — 5 scale:1= poor, 5 = excellent)

Research of clubs’ annual reports, membership and financial data

Consultation/interviews by the CEO of BW with representatives from each
participating club (President, Chair or Manager)

Writing the draft report based on the evaluation’s finding and conclusions
Peer review of the draft report

Final report with action points.

This Report is in three parts plus an introduction, a brief conclusion and attachments. The
principal elements are:

Executive summary (pages 6 — 15)

Focus area 1 - Club health: This discusses the current health of clubs based on the
findings from the survey and consultations, with actions for improvement (pages 16 —
41).

Focus area 2 - Club sustainability: This discusses the longer term sustainability of
the current 19 club system with options and comments about a future structure
(pages 42 — 55).

Throughout this Report comments are made about particular aspects of clubs’ operational
practices. The comments are accompanied by a set of actions that are designed to help
clubs to improve in the area(s) identified. Comments and Actions are marked in italics.

This Report does not comment in detail about individual clubs or people but on the
aggregated data and information of the clubs as a collective.

This Report is not a capability evaluation. It touches on several aspects of capability but to
improve club capability further it recommends they read the findings and recommendations
from Drivingforces 2007 Report to BNZ on the Capability of Bowls NZ Centres.



This Report acknowledges the input from the sixteen participating bowls clubs, Trevor
McComish, Chairman, Bowls Wellington and David Hewitt, CEO, Bowls Wellington, who
conducted all the club interviews, Ken Bailey (Manager) and Megan Duncan, Sports &

Recreation Engagement, Wellington City Council, with support from Naomi Witham, Parks
GIS Analyst and Paul Andrews, Manager, Parks & Gardens.



This Report comments in detail on the specific health issues facing Wellington bowls clubs.
It notes there are a number of clubs who are in good health but they are a minority. For the
large majority of clubs there is considerable scope for improvement.

A summary of the main points follows.
#$ %

The survey showed 14 of 16 clubs (88%) are committee driven and operationally focused.
Many of their governance practices are dated, much of their activities are short term focused
with little or no time spent on longer term planning.

Bowls has a number of critical issues that are not being addressed. They are set out in
detail in this Report.

The issue of the structure, and eventually the capability, of the governingody is
fundamental to the longer term solution of many of these issues and to theafth and
well being of clubs.

This Report firmly believes the failure to address many of the issues is because of the failure
by their governing bodies to think ahead, identify the issues and opportunities that are critical
to the success of their organisation, and plan accordingly.

Most governing bodies spend too much time on minutia and matters that have happened in
the past. Too little time is spent on the future. This is one of their key roles and ought to be
a key accountability to the members who elect them.

One of the reasons for this is because clubs are run by committees who, because of their
very nature and history, think and act like committees. Until this changes and bowls clubs’
governing bodies start acting like modern 21% Century sport organisations, the sport will not
progress. If this happens many clubs will languish and cease to be relevant other than to a
handful of aging and diminishing group of members.

It is acknowledged many bowls clubs have benefited from the growth of casual and business
house players. However, it is club members, not casual players, who make up the sport’s
international representatives, coaches and umpires. Clubs need to remember this.

Organisations that have boards as their governing body with appropriately skilled people
who understand the importance of basics like planning, stand a far better chance of growing
and developing and competing for their share of funds, members, media and public support
than those who do not.




This Report urges clubs to seriously consider replacing their governing committees with
properly constituted boards.

It also urges BW to assist clubs by providing best practice governance training and manuals
and act as an advisor to them on governance and associated matters.

&# " % %

The administration of clubs is by volunteers, mainly a secretary and a treasurer, who may or
may not be paid an honorarium.

Even though volunteers' contribution is rated highly (3.9), there is a general lack of
awareness about best practice human resource management. Only 50% of clubs have job
descriptions and 25% do any training for their volunteer administrators. This is compounded
by the general lack of administration e- technology.

In terms of whether the current volunteer numbers are sustainable, two thirds (66%) said it
was not (or they didn’t know). If this is correct then it is going to create serious management
and administration problems for clubs in the future, especially if casual numbers continue to
rise.

This Report notes the evaluation showed that clubs struggle to find competent people to take
over the administration functions.

Further, there is an expectation that volunteer administrators have the requisite skills and
time for modern 21% Century sport administration. This is an unreasonable expectation as
most volunteers have neither the skills nor the time to do more than they are currently doing.
Clubs need to grasp the fact that sport administration is rapidly becoming the domain of the
professional manager.

In the short term, training and succession planning will improve the administration capability
of clubs. To assist this there is a considerable amount of information available about basic
volunteer management.

Longer term, club administration needs to become more professional. One way of achieving
this is by employing professional managers and administrators. Not surprisingly, evidence
shows that professional administrators achieve more than their volunteer counterparts.

For most bowls clubs this is currently beyond their budget. However if clubs consolidated
their administration functions (or contracted them out) it would be a step toward a more
professional approach to the administration of the sport.

Alternatively, pooling resources through amalgamating with one or more bowls and/or
another sport club or a community organisation (e.g. RSA) would achieve a similar result.
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Strategic and business planning are absent.
No club has a strategic plan and only one has a business plan.

The lack of either is serious and needs to be addressed urgently.

As mentioned in this Report, a key responsibility of every governing body is to plan for the
longer term future. The fact that no club has a strategic plan may explain why many of them
are facing issues like aging and declining membership, underutilisation of assets, inability to
recruit and retain young members and so forth.

This Report urges every club to do a strategic plan. If they don’t know how to do them, then
there are resources available from BW, BNZ, RST and external advisors who can help them.

# ' % %% o

The number of greens and general quality of facilities is sufficient to meet the clubs’ short —
medium term needs. The reason for this is the low number of club players per green.
Currently it is 56. The figure used by BNZ is 80 - 95.

There is considerable unused playing time capacity. The survey showed a maximum of 57%
of possible playing time is used.

Based on the above, this Report believes the number of greens is sufficient to meet bowls
short — medium term needs. Whether it is in the longer term is not known by clubs. It seems
there has been no recent work done on this.

As part of its strategic and resource planning BW should conduct an audit of the current and
longer term number and distribution of greens and facilities, trends, cost and funding issues
and competition standard similar to the one conducted by Hockey NZ in 2004 (this is
commented on later).

+# ' % %

Club membership (as opposed to casual and business players) is 1875. It has declined by
8.4% (173) over the last five years and shows no sign of reversing. This takes on greater
significance when 14 of 19 clubs (74%) have lost members over this period.

This point is reinforced by the fact that:



57% of clubs have fewer than 100 members

Bowls club membership numbers (1875) is low when compared with other sports in
the region such as soccer, hockey and netball, each of them with over 3000 club
members.

Casual/business house players are on the rise and this appears to be a reason why a
number of clubs have not gone under. There are 5327 casual players and they make up
74% (almost 3/4) of the total number of players or put another way, for every 1 club member
there are 3 casual players.

If this trend continues, particularly when the baby boomer surge comes into effect in the next
few years, it has the potential to create tensions between members and casual players over
access to greens and club house facilities. It could even change the nature of clubs from
membership to semi commercial/fully commercial based businesses.

Bowils is an ageing sport. 20% of club members are under 50 years; 40% are over 70 years.
This creates the perception identified by BNZ about the need to revitalise the image of bowls.

The sport has considerable capacity to increase its club and casual player numbers. To do
this it will have to have a game plan (strategy). Half the clubs said they have one but given
the lack of strategic planning, it is questionable whether the clubs have seriously thought
about it, let alone developed a planned and managed strategy for sustained growth.

As part of its strategic planning, this Report strongly urges the clubs to do basic forecasting
of projected player numbers and the resources — people (numbers and skills), money,
facilities and equipment - to service them.

H ' % % %
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Every club reported they are financially sustainable over the next 3 - 5 years. In terms of
their balance sheet this may be correct but their money is tied up in land and facilities (over
$1million in some instances). In practical terms until these assets are realised their true
value will remain locked up, unable to be used by clubs but with increasing costs in rates,
repairs and maintenance, insurance and depreciation.

81% of clubs’ income comes from the bar, levies and trust grants. Less than 10% comes
from user pays.

Over two thirds (69%) of expenses are tied around the cost of running greens and facilities
and on administration. 7% is spent of player, coach or umpire development and virtually
nothing is spent on promoting clubs or the sport. This needs to be addressed.

Clubs are cash flow business and indications suggest the financial position of a number of
them could make them vulnerable to short term cash flow risk.



Research shows a significant number of clubs are asset rich but cash and player poor. This
Report does not believe assets are being used to best effect. Too much money is tied up in
land and buildings and too little money is being spent on developing the sport, its player and
coaching base. Even less is spent on promoting and profiling bowls as a sporting and
recreational activity. If this continues it is conceivable the forthcoming baby boomer surge
will pass it by.

As part of the planning process clubs ought to consider how they can use their assets better.
This may include joining another club(s) and realising their assets to reinvest in the
development and promotion of bowls or it may include some other options as outlined later
in this Report (pages 50 — 54). Either way, BW or the clubs need to start planning for this.
This Report is the first step in the process.

H#1 % ' % %
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Clubs provide a range of programmes and services to meet their members’ and casual
players’ competition and social needs. In this respect they do a good job.

Every club feels it gives value for money to its members and this is reflected in its high (self)
quality rating. In reality most clubs have no idea if they give value or not because they never
formally ask their members.

Most clubs are losing members. One reason for this may be because of dissatisfaction with
the way the club is run or what it offers. This Report believes feedback needs to go further
than the occasional informal comment.

It is likely many club board members have worked in the service sector or have knowledge
about it. Successful service sector organisations are aware of the importance of keeping
their customers happy and often survey them to ensure they are offering relevant and valued
services. With declining membership bowls clubs need to change their attitude and start
doing it too.

A simple (anonymous) satisfaction survey of members would be a useful way to get an
indication of members’ feelings about the quality or relevancy of services delivered to them.

0#1 2 34
%

Clubs are run by volunteers; most clubs reported volunteer numbers are dropping and are
becoming more difficult to replace. Most have little idea of the number of hours worked by
volunteers other than it probably averages 10 or so hours a week or 1500 — 3000 hours a
year per club across all volunteers.
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Most clubs feel the number of volunteers is sufficient to meet their current and future bar,
catering, green keeping and caretaking functions.

This may be correct if club player numbers do not rise much above present levels. If the
casual player trends continue to rise as they have over the last five years then clubs will
need to re think whether their existing volunteer numbers are sustainable.

This highlights an issue that was raised earlier in this Report, namely the lack of any
meaningful resource forecasting/modelling. Properly done, an exercise of this type would
identify the optimal (as opposed to some notional ideal) resource needs of clubs, including
the role and number of volunteers, to service projected growth in player numbers.

This Report strongly urges that BW, in conjunction with the WCC, conducts a basic
forecasting exercise on the number of people likely to play bowls over the next 5 -7 years
and the resources clubs will need to service them. From this a model can be developed of
the optimal size club and the resources they need to effectively service their members — for
example the number and type of greens; the number and qualifications of coaches and
umpires; number and skills of administrators and volunteers; range of programmes and
services and funds required to pay for them and so forth.

5#6

The survey showed bowls clubs have a limited range of relationships with the other sport
and community organisations.

Research shows relationships are more for pragmatic than collegial reasons.
Mainly it is to get information or, in the case of WCC, because they are the landlord.

Only half of the clubs surveyed have an association with schools yet the survey showed that
this relationship is highly regarded by the clubs who do, which accounts why it rated in the
top three in terms of quality (as opposed to frequency).

Surprisingly, community and gaming trusts rated low as did the local media and the regional
sports trust.

Many sport organisations are not good at creating relationships outside of their own sport. In
practical terms this is understandable as building external relationships, linkages and
strategic alliances takes time. Yet these types of relationships can be highly beneficial and
open up a raft of information and experience and sometimes project assistance, at little or no
cost to clubs.

If they have not already done so, this Report suggests that every club compiles a list of
potential relationships in its area e.g. other sport and community organisations, including the
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RST (Sport Wellington) and the WCC, RSA, Rotary, prioritises them in order of value and
importance, and over a twelve month period actively engages with them.

T# 8 '

Clubs regularly communicate with their members through a mix of traditional and
contemporary mediums. The effectiveness of their communications was not tested but
periodic audits will help to improve each club’s communications capability.

The comment in BNZ's road show about the need to improve the sports “fuddy duddy” image
and modernise it should be taken on board by BW and the clubs.

Effective communications means the information is relevant, informative, interesting and
user friendly.

It needs to be understood by clubs that that the communication needs of younger people are
different from older ones. Young people are e — technology literate and use emails, web site,
phone texting, ipods, black/blue berries and the like as standard communication tools.

This Report suggests clubs conduct an audit of the effectiveness of their communications.

# ! ' % &

There is reasonable uptake of e—technology with 75% of clubs able to access internet and a
computer; 84% have email.

Approximately half of the clubs use an accounting software package but none of them have
an integrated membership package although a number have systems that are capable of
generating member subscription invoices.

There is a case to standardise accounting software and membership database systems
across all clubs. This would enable BW to maintain an overview of the financial health of
clubs and in conjunction with clubs, enable it to start benchmarking an agreed set of financial
and non financial performance indicators. This will enable clubs to compare their
performance against other clubs and to put in place improvement strategies.

Within the next 12 months BW should start the discussion process with the aim that by the
2009 - 2010 season at least half of the clubs have standardised their financial and
accounting software and membership database systems and have implemented a
benchmarking programme.

It is noted that Surf Lifesaving NZ is piloting a web based financial system (named Xero). It
is understood indications are positive. This system was also presented at the Bowls NZ
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Conference in September 2008. It is in the BW and the clubs’ interest to see how the
SLSNZ pilot works out and if it can be applied to regionally to bowils.

& 1

57% of clubs have fewer than 100 members. All of them are in high residential areas. Very
few clubs have a school programme. Some clubs are little more than a “private” club for a
small group of “regulars”. The Mates in Bowls (MIB) programme is a good initiative but it
appears not to have been pursued with much enthusiasm by many clubs.

Any initiative to generate more members and casual players, regardless of its source, needs
to be tried by clubs. Bowls does not have the luxury of being over subscribed membership
wise to ignore such initiatives.

Every bowls club that does not have an MIB programme ought to introduce it for the
forthcoming 2008 — 2009 season and evaluate it at the end of the season.

#9

The evaluation identified an issue that is drawn to the attention of the WCC management.
This is the Council’s services.

There is a positive feeling toward the Council, what it is doing, its relationship with the
leasehold clubs and its longer term (strategic) objectives. But it was felt the Council could do
more, for instance by providing technical advice on the management and upgrading of
greens.

Concern was expressed about the cost of water and rates, complexity and slowness of
resource consents and limitation on social functions. They are seen as a cost to clubs and
for some of them as an inhibiting factor to one of the Council’s recreational strategic
objectives of an active and involved community.

WCC has shown willingness to listen to the concerns of clubs. It has expressed the view
that where possible it wants to make clubs sustainable and financially viable. Equally, clubs
have to take into account the Council’s strategic priorities based on the good of the wider
community.

BW and the clubs should arrange regular joint meetings with the WCC to discuss matters of
mutual interest and concern.

* % %

The clubs’ average self rating of the quality of their health is 3.0. Details of each rated area
are set out in this Report.

13
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The following (Exhibit 1) is a summary of this Report’'s assessment of the performance of the
clubs in the WCC area as a collective. It notes the areas of excellence include a small
number of clubs but its real message is there is a lot of work to be done by the majority of
them if the sport is to capitalise on its growth potential. It believes it can only do this if it is
prepared to change.

Exhibit * o % *

Quality

Poor - Planning
- Club membership
- Number of clubs
- Use of assets

Satisfactory - Governance — Administration
- Finances
- Links/relationships

Good - Facilities
- Volunteers
-WCC
- BW

Very Good - Playing programmes and services
- Casual players

Excellent - Some clubs
- Opportunities
- Potential

Overall quality rating 2.3

2

Implicit in many of the points made so far is that they ought to create a higher level of
awareness about how clubs can improve their performance. Improvement ought to be the
driver to recognise and take advantage of the many opportunities that are available to clubs.

For instance, underutilised assets means greater capacity to accommodate more players
which means more income to provide improved facilities, better programmes and services to
increase the profile and the image of the sport as a user friendly recreational community
facility.
The opportunity gain also extends to BW. As part of the drive forward it (BW) needs to
ensure it is in top shape in terms of the points raised in this Report.

14
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This Report has assessed the current practices of clubs and identified areas for
improvement.

With planning, resources and political will most of what is outlined in this Report can be
accomplished.

The real issue for most of the clubs is their longer term sustainability.

The challenge for bowls is how this is to be addressed.

There are a number of options that range from the status quo through to sharing facilities,
the Greenfield and Sportsville type concepts, to developing a more modern structure — all
with the aim of serving the needs of clubs and players in the future.

This Report believes there is an opportunity for bowls to adopt a modern structure based on
a small number of well resourced clubs with professional administrators working alongside

volunteer boards and advisory committees.

Full details are set out in pages 42 to 55 of this Report.

15
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This part of the Report comments in detail on the health of the clubs in the WCC area.

The evaluation survey and consultation process highlighted the fact there are examples of
clubs that are models of excellence in their own way. Unfortunately they are a minority.

Equally it showed there is a significant majority of clubs who need to improve if they are to
have a long term future.

It comments about particular aspects of clubs’ operational practices. The comments are
accompanied by a set of action points designed to help clubs to improve in the area(s)
identified. It is recommended that the clubs implement them.

The quality ratings referred to relate to the average self rating of all the sixteen participating
clubs.

#$ ' %

Legal status

All clubs are legally incorporated societies. Many of the clubs have been in existence
for over 100 years.

4 clubs have updated their constitutions to the BNZ model. Itis possible the other
clubs operate with outdated constitutions.

If so, the constitution may not reflect what is actually being practiced by the
board/management committee or simply does not reflect the change in direction by the
organisation itself.

The net result is they may unwittingly be placing themselves at risk by operating outside their
own constitution. In short, they are acting ultra vires — that is, acting beyond their legal
powers.

Governing body

One club operates with a board as its governing body; the others have
management/executive committees (herein called the executive)

There is nothing wrong with an executive but it is important to ensure they operate as a
governing body with focus on strategic issues as well as operational ones.

Numbers on the executive range from 6 to 15 with an average of 9.6. Normal size of
a governing body tends to be 6 — 8. The 9.6 figure suggests an “all inclusive”
approach as opposed to the people with the appropriate skills doing the governance
job and others doing the operational jobs.
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No executive has any external (non club) appointed members. A small number (4)
co opt people for pragmatic reasons such as specialist knowledge about greens
and/or because of the need for a specific sector of the sport to be represented e.g. a
ladies representative.

Clubs say their executive members know their roles and have the skills to do the job
competently. This may be correct in terms of clubs’ operational needs but it is not
correct in term of its strategic and business needs (this is commented in detail on
page 20).

Meetings are held monthly, are run formally and AGMs are generally well attended.

Indications suggest the quality of meetings could be improved through apportioning certain
operational matters to advisory sub committees. This would enable more time on “big
picture” strategic issues such as membership recruitment and retention.

Basics like prioritising agendas (i.e. important matters at the top of the agenda) and
developing a simple annual work agenda (e.g. approval of annual business plan/budget, sign
off on the end of year accounts, AGM etc) would help to give meetings a focus and helps to
determine the number of meetings per year as opposed to holding them for the sake of it.

Quiality self rating 3.8

Of a self rating scale of 1 — 5 (1 = poor, 5 = excellent) a 3.8 rating is high. The scores
suggest that some clubs feel they are doing well but relative to other clubs they are not
performing well at all (they don’t know what they don’t know).

The issue of the structure and capability of the governing body is fundameal to the
longer term health and well being of all clubs.

This Report firmly believes that many of the problems facing sport organisations is because
of the failure by their governing bodies to think long term (strategically), identify the issues
and opportunities that are critical to the success of their organisation and to plan accordingly.

This does not mean they are incapable of doing it but evidence shows most governing
bodies at local and regional levels spend too much time on minutia and things that have
happened in the past. Too little time is spent on the future, yet this is one of their key roles
and ought to be a key accountability to the members who elect them.

A reason for this is because clubs are run by committees who think and act like committees.
Until this changes and clubs start acting like modern sport organisations, they will languish
until they are no longer relevant other than to an aging and diminishing group of members,
or simply cease to exist.

Organisations that have boards as their governing body with appropriately skilled people
who understand the importance of basics like planning, stand a far better chance of growing
and developing and competing successfully for their share of funds, members, media and
public support than those who do not.
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This Report urges clubs to seriously consider replacing their governing committees with
properly constituted boards.

It also urges BW to assist clubs by providing best practice governance training and manuals
and act as an advisor to them on governance and associated matters.

Sub Committees

Most clubs use subcommittees for specialist tasks for the running of the club and
its activities such as greens, fundraising, tournaments, bar, kitchen and the like.
The number of sub committees ranged from 2 — 10 with an average of 3 per club.

66% of clubs advised there is a shortage of members willing to stand for sub
committees. This often means the same group of people running the club and its
amenities year after year. Often the net result is volunteer burnout and declining
number of volunteers.

50% of sub committees have terms of reference. To recognise and formalise
their role and function sub committees ought to have terms of reference that set
out the scope, responsibilities and accountabilities of their job.

Quiality self rating 3.3

To reduce the risk of burnout it is suggested the executive implement succession planning
so that the same people are not being asked time and again to carry the load. This applies
equally to the executive itself.

&# "% %

All clubs have some form of administration support, mainly a volunteer secretary
and treasurer. In the case of bowls one club is part of a community organisation
(RSA) who manages their administration (which is paid for by way of a
subscription).

Paid positions are limited to green services and bar manager but in most
instances payment and honorariums are generally not provided for other
volunteer services.

There is a lack of awareness about human resource management:

o0 50% have job descriptions for administration volunteers. All of the main
volunteer positions ought to have job descriptions. HR practices are
important and are a reflection of the way the clubs view their key
volunteers.

0 Most clubs feel they have the administration skills and resources to do the
job but only 25% provide any training.
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Most advised the current number of administration volunteers is sufficient but
25% said they are not.

On the question about whether the current numbers are sustainable in the future:
0 One third said it was,
0 One third said it wasn't,
0 One third didn't know.

This is a serious issue for the sport, especially if player numbers continue to rise. The large
majority of clubs struggle to get volunteers; it is often the same ones who do the work; the
aging bowls population means there is a natural fall off of volunteers; user pays/business
house players do not volunteer and the next generation shows little inclination to take over
administration functions.

Quiality self rating 3.9

The 3.9 rating is high and probably reflects the contribution volunteers make to clubs.

This Report notes the evaluation showed that clubs struggle to find competent people to take
over the administration functions.

Further, there is an expectation that volunteer administrators have the requisite skills and
time for modern sport administration. This expectation is an unreasonable as most
volunteers have neither the skills nor the time to do more than they currently do. Clubs need
to realise that while volunteers are an integral part of its fabric, sport administration is rapidly
becoming the domain of the professional.

In the short term, training and succession planning will improve the administration capability
of clubs. To assist this there is a considerable amount of information available about basic
volunteer management. It is suggested clubs refer to NZ Federation of Voluntary Welfare
Organisation’s publication on managing volunteers at a cost $16.50 per copy and/or
SPARC's “Running Sports Modules — Volunteers”.

Longer term, club administration needs to become more professional by employing
professional managers/administrators who have the skills to manage the needs of 21°
Century sport administration. Not surprising, evidence shows that professional
administrators achieve more than volunteer ones.

For most bowls clubs this is currently beyond their budget. However if clusters of clubs
consolidated their administration functions (or contracted them out) it would be a step toward
a more professional approach to the administration of bowils.

Alternatively, pooling resources through amalgamating with one or more bowls and/or

another sport club (or a community organisation) would enable them to afford paid staff and
achieve a similar result.
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Strategic
No club has a strategic plan. One advised it has a list, another has goals.
Long term strategic planning is a fundamental task of all governing bodies.

The lack of a strategic plan may account why the issues highlighted in this Report are not
being addressed as urgently as they should.

Quiality self rating O

Business

No club has an annual business plan. All of them have budgets with several
advising this is their “business plan”.

Quiality self rating 0

As mentioned in this Report, a key responsibility of every governing body is to plan for the
longer term future. The fact that no club has a strategic plan is telling and may explain why
so many of them are facing issues like aging and declining membership, asset
underutilisation, recruitment and retention of volunteers and young people, and so forth.

Evidence from other sport organisations show those most likely to succeed are those who
plan how they intend to succeed.

This Report urges every club to do a strategic plan. If they don’t know how, then there are
resources available from BW, BNZ, SPARC, RST and/or external advisors who can help
them individually or via a group workshop(s).

The planning process would be helped by a reliable up to date data base.

Policies

There was a mixed response about written and updated policies.

60% reported they do not have policies.

Of the remaining 40%, most advised their policies are not up to date. One
advised their constitution is also their policy document.

Depending on the type of policy (governance, operational, general membership

or playing), in the main members are advised about them and are consulted on
appropriate policy development.
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It is prudent to review policies periodically to ensure they are up to date and relevant. In
many instances policies are health and safety related, others are related to HR and
employment, others are financial and management related. Ignoring any of them could be
expensive.

Further, the lack of policies is no excuse in the eyes of the law where health and safety
issues are concerned. If anything goes wrong the fall out could be damaging to a club or to
an individual board member.

) ' % %% *

Natural and artificial surfaces
All but one club have one or more natural green, six of them have artificial greens.

There are 27.5 natural greens in the WCC area. This equates to 1.5 greens per
club. Add in the artificial greens and the numbers change to 33.5, and 1.8.

In terms of the number of club players per green BNZ's One Bowls: One Vision
uses a measure of 80 — 95 players per green. Using this number, Wellington
clubs average 56 club players per green, a difference of 24 — 39 players per
green (30% — 41%).

Greens are used between 60 — 250 days a year. Clubs with natural greens are
used on average 161 days a year whereas artificial green are used on average
203 days a year — a difference of 42 days.

The number of playing days varies considerably between clubs. For instance,
one club uses their green twice weekly, seven months of the year over the
summer season for a total of 60 or so days a year. Another club with a mix of
natural and artificial greens use theirs 250 + days a year.

The main playing period is summer during which time greens are used 2 — 4
times a week. Atrtificial greens allow the game to be played all year.

Technically speaking there are 28 playing periods in a week (2 X morning, 2 X afternoon, X
7 days = 28). This increases with daylight saving which makes a possible maximum of 35
playing periods a week.

Current playing days based on 2 - 4 a week equates to 8 — 16 playing periods (out of a
maximum of 28 playing periods, excluding daylight saving) or 29% - 57% of possible playing
time. This means there is considerable capacity to accommodate a greater number of
players than is the case at present.

Note: as a point of interest the National Hockey Stadium is used approximately 40 weeks per year as

follows:
In the summer season it is used 3 days a week from 4 — 9 pm
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April to October it is used 7 days a week from 3 — 9 pm and approximately twice a month
11 - 2pm during this period

During school holidays (May and August) the turf, if allocated to a NZ tournament, is used
12 hours a day (7am - 7pm), 6 days a week.

Sufficient for the future

Part of the survey asked whether the current number of greens is sufficient for the future. All
but one advised it is.

Sufficiency is determined by:

a) Number of club members: The number of current club players per green at
56 is well below BNZ's figure of 80 -95 and indicates that Wellington clubs
have sufficient green capacity for the short — medium term.

b) Number of casual players: The number of casual players per greens is
159. Of the total number of casual players (5327), 2027 (38%) come from
one club. It indicates there is scope for other clubs to increase their capacity.
Given this, the current number of greens is also sufficient in the short —
medium term to accommodate an increase in casual players.

¢) Use of greens: The survey showed that green usage at 29% - 57% is well
below their potential.

This Report believes the number of greens is sufficient to meet bowls short — medium term
needs. Whether it is in the longer term is not known by clubs. It seems there has been no
recent work done on this.

There is already a considerable amount of information about the number and types of
greens and facilities, player numbers and so on. However as part of its longer term planning
and in recognition of casual player growth it is suggested BW conduct an audit of the longer
term resource needs of the sport in terms of greens and facilities, player trends, cost and
funding issues and competition standards similar to the one conducted by Hockey NZ.

Lease/Free hold status of Greens

10 of 19 clubs have land/greens that are leased from the WCC. Most leases are
due to expire in the next 3 — 5 years. A list of each clubs expiry date is in
Attachment 1.

Clubs reported the quality of the greens is good and meet their current needs. A
similar comment was made by freehold clubs except their assessment of their
greens ranged from average to very good/excellent.

Club buildings/facilities

Building and related facilities are owned by the clubs although several have
mortgages over them, one has a debenture arrangement.
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The average age of the club buildings is 50 years for leasehold clubs and 80
years for freehold.

There is no difference between lease and freehold in terms of the state of repair
of buildings and facilities. For the buildings, it ranges from satisfactory to
excellent with good being the norm, and poor to excellent for facilities with good
being the norm.

100% of buildings are insured but only 60% have a maintenance programme.

40% of clubs plan to upgrade their greens, buildings and/or facilities within the
next five years. 60% do not.

Most club buildings are old but in the main they have been maintained reasonably well and
are adequate to meet the needs of the sport in the short — medium term. Even so, it is
surprising more clubs do not have a long term, budgeted maintenance programme.

However, whether in the future they will be able to compete against other and more
sophisticated social (and some sports) clubs without major refurbishment remains to be seen.

This Report suggests that a more detailed analysis should be done of the number, quality
and capacity of facilities as a precursor to developing a longer term plan of the requirements
of the sport.

Sharing facilities

66% of clubs share their facilities with other sport and community organisations -
indoor bowls, petanque and tai chi, Rotary, RSA, Probus and Lions.

Of the 40% who do not, half of them are considering sharing.

A small group have gone/are going further by integrating with a community organisation, for
example Tawa Services with Tawa RSA and Seatoun Bowls Club with Seatoun RSA. lItis
understood Johnsonville Bowls Club is considering a similar arrangement with the
Johnsonville Club.

Location (proximity - kms)

Most clubs are within a short distance of other bowls clubs, other sport and community
organisations (Exhibit 2). This is shown in greater detail on page 47 which shows the
WCC's breakout of freehold and leasehold clubs and membership.

The interesting feature of Exhibit 2 is the large number of sport and community facilities

within close proximity of most bowls clubs. This creates options for how the bowls club
structure might look in the future.
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Exhibit & 4 %

Facility Distance — Range (kms) Distance — average (kms)
College 0.1-6 2.5

Business area 0.1-6 1.9

Bowls club 05-4 2.0

Other sport/community - mainly 0.1-3 1.0

sport

+#

' % %

Regardless of the sport, members are the lifeblood of every club. Growing membership
creates a vitality and energy of its own. Its payback is short and long term - more income,
more programmes, better services, greater number of social opportunities.

Club membership

Current (2007) club membership (as opposed to casual players) is 1875. This is a net
decline of 173 (8.4%) over the five year period, 2002 - 2007.

Three quarters of clubs — 14 of 19 (74%) have had a decline of 316 in their
membership over the same period. The highest decrease is 52; the lowest is 10;
with an average of 23 per club.

This is compounded by two other factors:

0 ageing membership of clubs - 39% are over 70 years old,

0 lack of critical mass - 57% of clubs is under 100 members.
In contrast one quarter of clubs — 5 of 19 (26%) have increased their membership
over the last five years by 178. The highest increase is 59 players; the lowest is 19,
with an average of 36 per club.
An encouraging trend is the growth of student and schools players, from 16 in 2002

to 500 in 2007. The numbers are modest but the trend is going in the right direction
(upwards).
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Casual Players

The growth part of the sport is casual players. This has increased from a small handful in
2002 (estimated 110) to 5237 in 2007 (Exhibit 3). Four clubs report they do not have casual
players.

4 ( +  &77&'&TT.

Membership numbers

2002 2003 2004 2005 2006 2007

Source — Bowls Wellington

The growth of casual and business house bowls has been remarkable and has possibly
been responsible for the survival of a number of clubs.

The oncoming baby boomers (according to BNZ, over 1 million of them between1945 and
1964) also create enormous opportunities for bowls. An article in a McKinsey report
(Attachment 5) about meeting baby boomers expectations shows they will have higher net
worth, incomes and consumption than any previous generation.

“Our research—which combined economic forecasting, demographic modelling, and
market research on a cross-section of boomers approaching retirement—alsodurpe
grounds for optimism: the boomers’ resourcefulness and willingness to chang®und

80 percent of them enjoy trying new products and services and believe tbytcdm survive
anything life throws at them.

The combination of the boomers’ economic power, challenging circumstanced, an
openness to innovation creates enormous opportunities for organisations preparetd
changes ahead."McKinsey

Player Composition

Exhibit 4 on page 26 highlights the two main categories of players — club and casual and the
predominance of the latter.
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Source — Bowls Wellington

Age of Players

The next table (Exhibit 5) shows the age breakout of club players.
19% are under 50 years
42% are between 51 and 70 years
39% are over 70.

4 + % % <

2%

B Student/schools
B20 - 50 years
051 — 70 years
> 71 years

Source — Bowls Wellington

It highlights that bowls membership comprises a dearth of young players and very
large group of people who are over 50 years old (81% of current members).

26



There are exceptions to this. For instance, two clubs have no members under 50 but
it has 70% over 70. In contrast, one club has the reverse of this with 85% of its
members under 50 but no members over 70.

Bowls is an aging sport that needs to revitalise itself with younger members. For
example, BW’s membership data base show 500 students/school players but of
these only 31 (1.6%) are club members. The scope to grow this group is
considerable.

Percent of club members currently playing bowls

The number of active club members is high (Exhibit 6). The majority of clubs have a high
activity level of 90% + with an equally large group in the 80% +. One club reported a lower
activity rate of 70%.

Exhibit 6 %

Level Percent of active members Number & % of clubs
High 90+ 8 53
Low 70 1 7
Average 90 6 40
Median 92 _

Strategy to convert non club to club members

There are mixed views within the bowls community about the benefit of converting non club
into club members.

Several clubs referred to the need for a balance between club and non club players.
One way of achieving this is to convert casual/business house players into club
members.

50% of clubs said they have a strategy/plan to do this although this appears to be
more by way of an informal understanding rather than a planned strategy.

This Report has previously noted that club members (as opposed to casual players) are the
basis of their administration, recreational, domestic and international players, coaches,
umpires and officials as well as volunteers. This is likely to be the case until clubs are
replaced by some other structure.

Strategy to increase/retain club membership

53% of clubs reported they have a strategy to increase and retain members. There
was no evidence in support of this, especially given no club has a strategic plan.
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47% said they do not have a strategy - the size of this group is surprising.

Membership growth would form an important part of a good strategic plan. The lack of such
planning may explain why membership is declining.

On the question about whether membership is expected to increase or decline, 50%
of clubs expect it to increase, 40% expect it to decline and 10% didn’t know.

The main categories of growth are:

o casual and students — between 20% - 40%
0 seniors - 10%.

There was no evidence to show how these numbers were derived, whether they are
attainable or the resources to achieve them.

It appears to be a case of guess work vs. home work.
Capacity to accommodate more players
As noted, facilities have the capacity to accommodate more players.

In terms of club numbers, 36% (7 clubs) have fewer than 50 members and 57% (11
clubs) have fewer than 100 (Exhibit 7 below).

This reinforces the point that clubs are underutilised. The upside to this is there is ample
capacity for them to accommodate more players.

4 . '

Number of clubs
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1

3 I I ‘ B Number of clubs

under50 51-100 101-150 151-200 201 - 250
Number of members

Source — Bowls Wellington
Coaches and umpires

The average number of coaches and umpires per club is 3.4. Of these, coaches are
the majority with an estimated ratio of 2.5/3 to 1.
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The number of coaches and umpires range from 0 (two clubs) to 9 (one club) with a
sizeable cluster in the 3 - 4 range.

Declining club numbers, lack of critical mass and aging players are issue for most bowls
clubs.

Despite the growth in casual/business house players and the benefits they bring (extra
income, utilisation of assets, greater social mix and the possibility of some of them becoming
club members etc), this Report does not believe the existing (club membership) situation is
sustainable in the longer term.

Clubs need to gear up their membership drive. Some of them have and the benefits are
there to be seen. Most appear not to. The danger of this is it often creates a culture of
acceptance — that declining membership is an unavoidable fact of life.

This Report rejects this culture of acceptance.

There are examples of sports that have turned around declining membership. A good
example of this is squash whose numbers fell from the mid 40,000 to low 20,000 in the years
after Susan Devoy hung up her racquet. The position was aptly summed up by its then
Chair:

“While there has been good work carried out at a national level, thestiny of
squash still lies in the hands of the clubs. They delivguash to those who play the
game. The club's front door is the critical threshold whereetiproduct meets the
customer. If the game is to flourish again, the example setSoypiash New Zealand
(in acknowledging new leisure trends and investing to grow themg) must
convince club administrators to re-examine the way they oquash in their own
communities”. -Neven Barbour, Chair of SNZ, in the 1998 Annual Report:

Growth will not come by default. To capture their” share” of members, clubs will need to
proactively market their sport or lose it to another sport/recreational/entertainment activity.

Clubs need a strategy on how they can revitalise their membership, how they can gear up
their profile and what they have to offer the local community. BW could take a lead by
bringing club leaders together to share experiences and develop strategic options. This
sharing could also involve leaders from other sports as an example of clubs talking and
sharing with other clubs.

H ' % % %
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The evaluation looked at the following elements of the clubs’ finances:

Income

Expenditure

Operating surplus/deficit
Balance sheet

O o0o0oo
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o Policies
o Financial sustainability

This Report notes that the numbers in the tables below are based on average percentages
across all participating clubs. Each club knows their financial position and they ought to be
able to compare it against the all club averages.

Financial performance - Income
Exhibit 8 shows the main sources of income.
81% of it comes from the bar (40%), levies (22%) and trust funds (19%).
User pays accounts for 9% with interest and other income making up the balance.

In terms of relying on specific funding sources and the risks associated with them, this
Report suggests clubs consider:

a) Deflnlng their income into two categories:
to cover their core operating activities i.e. those it has to do to justify its
existence e.g. deliver core programmes and services to members.
non core activities — additional programmes/services i.e. nice to have but
not immediately essential.

b) Defining their funders into two categories:
“external” i.e. those who have no long term obligation to the organisation
e.g. trusts, and -
“internal” funders i.e. those who do e.g. members and sponsors (latter
have a commercial interest/commitment).

c) From this develop a strategy to create a “balanced” income weighting between
internal and external funding sources and the level of acceptable risk associated with
them.

BUser Pays/other
Olinterest
OTrusts

Bl evies

OBar
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Financial performance - Expenditure:

The main cost centres are greens, rates, repairs and maintenance, buildings and
depreciation. Together they make up over two thirds (69%) of total expenses.

Player, coach and umpire development account for 7% (Exhibit 9).

Virtually nothing is spent on promoting clubs or the sport. This needs to be
addressed.

The high standing costs create an incentive for clubs to achieve far better cost efficiencies,
minimise the duplication of scarce resources, reduce administration and related expenses
and improve asset utilisation.

4 54 =2 )

OGreens
ORates/R&M
OBuildings
ODepreciation

OAdministration

Bnsurance
B Other

Financial performance - Operating surplus/deficit
Over half (55%) of the clubs made an operating surplus for the 2007 financial year.
45% did not. For some there are reasons for this such as upgrading assets but even
allowing for this, 45% is a significant number, especially given the increase in casual
players. It raises questions about their long term financial viability.
Within this group is a small number who incurred a deficit for the second year in a
row. Deficits need to be closely monitored. It is poor stewardship if they get out of
hand and other funds have to be used to subsidise them.

Financial position- balance sheet

The balance sheets of most lease and freehold clubs are reasonably healthy.

The value of leasehold clubs assets are building and greens; freehold clubs it is the
same plus land.

The net effect is most clubs are asset rich. For example, the value of club land in
prime areas is, in several instances, more than $1 million as seen with a group of
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clubs whose annual reports show their total land value to be worth approximately
$4.2 million or an average of $1.4 million for each club.

In terms of cash position, it is a different story. Most clubs balance sheets show cash
in the range of $10,000 - $12,000.

This is low and verges on being financially imprudent. As a rule of thumb, there ought to be
sufficient cash to cover 3 months overhead costs and to smooth out fluctuations in cash
flows. For clubs who are reliant on trust and other forms of unsecured external funds, there
ought to be a contingency fund to cover any possible shortfall (and therefore short term cash
risk

Financial policies
No evidence was found of financial management or investment policies.

Other

60% of clubs have an annual budget (prepared by the treasurer, secretary or “finance
manager”).

All but one club monitors it; all track it against budget (or similar), approve the
financial report it at each meeting and audits their year end accounts.

Subscriptions

As seen in the Exhibit 10, there is no “standard” rate but the averages are noted below.
Several clubs had graduated scales but for purpose of simplicity they have not been
included in this Report.

This Report suggests it would be a useful service to clubs if a survey was done each year of
subscriptions. It would enable each club to compare their subscriptions against other clubs
and services provided and if need be adjust them up or down. Some clubs see their lower
subscriptions as a competitive advantage but given their financial position it might be more
prudent to improve their services and increase their subscriptions.

4 7"

Category $ Range $ Average Percent
Open/senior 100 - 210 150

Junior/school 0-65 45

Collection rate 98 - 100

Quiality self rating 3.9
Financial projections
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The figures provided for this Report appear to be based on a mix of fact and guess work.
There was little evidence of clubs doing any analysis or financial forecasting of
membership/player growth. There were many “Don’t Knows” and on several occasions
numbers did not make sense, were absent or did not reconcile with other figures. At times
this Report was working in a data vacuum (it assumes clubs were t00).

In order to plan effectively it is important to have accurate and up to date data. For instance,
WCC has a lot of very good data that sets out in detail current and projected growth by areas
for the next eight years (to 2016) with age projections through to 2026. This would provide
valuable planning material for clubs.

Financial sustainability

Every club reported they felt they are financially sustainable over the next 3 — 5 years.

This Report questions this. Most clubs operate on a year by year cash flow. There was no
evidence to show all 19 clubs are financially sustainable.

Further, indications suggest the financial position of several clubs could make them

vulnerable to short term cash flow risk such as a downturn in bar takings, slowness in receipt
of subscriptions, failure to get anticipated trust grant funds and so on.

Most clubs are reasonably financially sound to a level sufficient to meet their short — medium
term requirements.

But longer term there is several factors that militate against sustainability.
Declining membership shrinks the sports’ revenue base with flow on financial
implications e.g. ability to meet standing overheads. If this happens the
consequence could be:

greater reliance on external funds e.g. trusts

increasing reliance on casual players

increase in subscriptions

use of accumulated funds

reduction in member services

reduced investment in programmes/services and facilities
cut back on maintenance of greens and facilities

sell down of assets and finally —

wind up of the club
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Trusts are now seeking better “value” for their money and have clearly indicated they
are not prepared to prop up clubs who show no growth or inclination to change. This
has a direct impact on a number of bowls clubs.

Trusts can also change their grants philosophies and strategies. Any club caught in
such a situation could be financially embarrassed (or worse).

Sector changes means greater compliance and less funds across the trust sector.
This is compounded by the current economic situation.

Sponsors are not easy to get but often local businesses are approachable. A
strategy with a resource kit would be a useful starting point.

User pays via casual and business house players is a source of significant income
and has the potential to grow, especially as the generation of baby boomers come on
stream.

This is predicated on the assumption that bowls is capable of capturing its share of these
players and clubs are capable of meeting their social and competition needs and
expectations.

This raises a different set of issues. For example, do the licensing laws allow clubs to cater
for an expended membership (as one club found, when its patronage increased it had to
have a more stringent licence with higher costs associated with it) and will the current
number of volunteers be able to cope with increased number of players?

The real issues affecting sustainability are the amount of money tied up in assets (estimated
at $10 - $12 million), underutilisation of club facilities, duplication of scarce resources, aging
and declining club membership, reliance on bar and trusts income (both are subject to
government and local council policies) and reliance on casual players.

The upside is that most of these present an enormous opportunity for the sport if they are
planned and managed properly.

The action that is required is for BW and club leaders to take the initiative and develop a
plan on how bowls can go forward in a manner that enhances its financial sustainability.

If this does not happen a number of clubs may have no choice but to change because they
simply do not have the numbers and therefore the income to keep their club going.

#1 % " ' % %

Successful membership based organisations are service focused. Members are their
lifeblood and without them they have no reason to exist. In this respect clubs provide a
range of programmes and services that meet their members and casual players’
expectations.

Members’ competition needs

93% of clubs advised they meet the needs of their competition players.
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Other competition programmes
Analysis show:
Business house: 67% of clubs run business house competitions.

For those who do not it is assumed there is scope to run one. Given its income potential it is
surprising they have not tapped into it.

Collegiate programme: only 33% of clubs run a collegiate competition programme.
This Report has commented on the growth in the number of student/secondary school
players. If the current number of 500 was extrapolated across the remaining clubs it could
potentially increase the number of student/secondary school players by 1000, making 1500
in total (or 80% of current club membership). Further, those clubs who have a relationship
with schools find them of high value.

Men and women playing together: 93% of clubs do.

Social programmes: every club advised it provides a sufficient number of social

games; that facilities are adequate to accommodate the social needs of members

over the next 3- 5 years; club atmosphere is welcoming and they run an adequate

number of social functions (there is no standard measure of frequency).
Benefits

The main membership benefits identified by clubs are basically playing and
fellowship (the latter also incorporated bar and meals).

Only two clubs mentioned training as a benefit.
Member satisfaction

One club advised it conducts satisfaction surveys of its members; the others do not
nor plan to.

Most clubs feel they have a reasonably good feel for their members and whether they
are happy with the way the club is going. This is based on personal contact, member
(informal) feedback, the use of a suggestion box, feedback at the AGM and the like.

Value for money

The value for money test is one way of finding out if members feel their expectations are
being met and they get value from their club.

Quiality self rating 4.2

The survey found that every club feels it gives value for money to its members and this is
reflected in its high self rating. In reality most clubs do not know because they never
formally ask the question. As most clubs are losing members this Report suggests it ought
to go further than the occasional informal feedback.
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It is likely many club board members have worked in the service sector or have knowledge
about it. Successful service sector organisations are aware of the importance of keeping
their customers happy and often survey them to ensure they are offering relevant and valued
services. With declining membership this Report believes clubs need to be far more
proactive in this area of their activities.

A simple (anonymous) satisfaction survey of members would be a useful way to get an
indication of members’ feelings about the quality or relevancy of services delivered to them.

Such a survey will help to identify existing (and potential) issues as well reaffirm what is
being done well. It is likely BW or BNZ will have a survey template that clubs can use.

0#1 2 34
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The question about volunteers raised the comment “we are all volunteers”. This is true but it
does not excuse clubs from taking volunteers for granted or assigning them tasks they are ill
equipped to do.

Volunteer numbers - increasing or decreasing?

13 of 16 clubs reported a drop of in the number of volunteers. Very few were able to
quantify it.

The number of volunteer hours varied considerably - from 10 hours per week per
volunteer to 1000 to 3500 hours a year for all volunteers. Many clubs did not know if
the number of volunteer hours was greater or less than the previous year.

Most clubs operate on 1500 — 3000 volunteer hours per year per club. The number
depends on the membership of the club but as shown in Exhibit 11, a core number is

needed.

4

Board = 7 —8 (10 - 12 if an executive committee)

Sub cmtes (3) = 9-12

Bar = 2 -10 (if the bar is to open seven days a week and no paid
barman)

Kitchen = 6 — 10 (to cover most occasions)

Umpires = 1-2

Coaches = 2-3

Green keeper 5 - 8 (if club looks after own greens and surrounds and has no
paid green keepers)

Total volunteers 32-63

Sufficient to meet clubs needs?
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Most said the current number of volunteers is sufficient to meet their club’s current
and future administration, bar, green keeping and caretaking functions.

This is likely to be true if clubs do not grow past current numbers but if the number of casual
(including business house and students) keeps on climbing the way it has over the last five
years then it is not sustainable.

50% of clubs feel the hours worked by volunteers are sustainable over the next 3 -5
years but then said it is getting more difficult to recruit and retain volunteers.

In terms of whether volunteers prefer to do on or off green work, there was no clear
consensus.

Experience with other sports is that volunteers do not volunteer to do administration such as
minute taking or doing the petty cash, preferring instead to do what they volunteered for in
the first place — the playing part of the game. Because of the more senior age of players,
bowls may be an exception to this rule.

However this is not the case for younger people, many of whom prefer to pay rather than
volunteer. This should be taken into account when clubs consider their administration needs
and whether or not they should employ professional administrators.

The self rating by clubs of the value of their volunteers at 4.2 shows they are seen as
very important to the On and Off Green running of clubs.

Quiality self rating 4.2

This raises an issue highlighted earlier in this Report, namely the lack of any meaningful
resource forecasting/modelling. Properly done, an exercise of this type would identify the
optimal (as opposed to some notional ideal) resource needs of clubs, including the role and
number of administrators and volunteers, to service projected growth in player numbers.

The vagueness about volunteers suggests the need for a data base as the starting point for
longer term planning. This will enable clubs to get a better feel for the optimal resources
(including volunteer numbers) to service increasing player numbers. This is an initiative that
can be done from existing club membership numbers.

This Report strongly urges that BW, in conjunction with the WCC, conducts a basic
forecasting exercise on the number of people likely to play bowls over the next 5 -7 years
and the resources clubs will need to service them. From this a model can be developed of
the optimal size club and the resources they need to service their members.

This Report suggests Hockey NZ's administration and regional resource report as a starting
point. (HOCKEY NEW ZEALAND'S REGIONAL ASSOCIATION ADMINISTR ATION & RESOURCE REPORT
by the author of this Report). www.hockeynz.co.nz/resources/administration

S5# 6
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Exhibit 12 sets out the clubs’ frequency of contact (most and least) and ranking of the quality
of the relationship with other organisations like schools, other sport organisations and local

communities.

Bowls clubs rate their relationship with other bowls clubs relatively high (3.7 out of 5

i.e. 74%) followed by BW at 2.9 and a cluster of other organisations in the 2.3 — 2.6

range including WCC and local community.

Of interest is the lack of contact with schools but their high rating and the low rating

of trusts, BNZ, local media and local sports/sports trust.

4 & - % *4

Organisation Frequency - Most Frequency - Least Rating
Other bowls clubs 3.7
BW 2.9
Schools 2.6
Sponsors 2.5
Local community 25
WCC 24
Local business 23
Trusts 2.3
BNZ 1.9
Local media 1.6
Local sports 1.2
Parents 0.6
RST 0.4
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The interesting factor about Exhibit 12 is schools. Even though only a third of the clubs
surveyed have an association with schools yet within this group, in terms of the quality and
value of the relationship, it rated in the top three.

Many sport organisations are not good at creating relationships outside of their own sport. In
practical terms this is understandable as building external relationships, linkages and
strategic alliances often more time that volunteers are able to give. Yet these types of
relationships are often highly beneficial and open up a raft of information and experience and
sometimes project assistance, at little or no cost.

If they have not already done so, this Report suggests that every club does a simple plan on
how it can best utilise their contacts, frequency of contacts and if and where possible,
establish formal links or networks with them.

As part of this they should compile a “hit” list of valued/important contacts such as schools,
other sport and community organisations, WCC and so on that takes into account the needs
of the club, prioritises them and over a twelve month period actively engages with them. The
list ought to be reviewed and updated periodically.

T# 8 '

Communications

Clubs communicate reasonably frequently with members, especially during the
season (weekly, twice monthly) and less often during the off season (monthly —
quarterly).

There is no standard format but newsletters are used frequently as is the personal
touch. Over the last few years emails and the website are being used with greater
frequency

Clubs advised there is scope for member feedback. This has been commented on
earlier.

This Report notes there is an expectation by young people that they will expect to be
communicated to in their medium — namely emails, websites, mobile phones (texting), black
berries and so on. They are computer savvy and expect others to be the same.

Quiality self rating 3.8

Effective communications implies that the information being supplied/communicated is
relevant and timely and user friendly.
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This Report suggests that a communications audit should be done periodically. The reasons
for this are that communications, in whatever form they take, reach their intended
audience(s), provide constructive feedback on the effectiveness of the communication and
enables new communication tools to be introduced and evaluated.

Image

This was not asked in the survey but this Report endorses BNZ's road show comments
about improving the sports “fuddy duddy” image and promoting the sport.

# ' % &
E — Technology is an integral part of modern administration systems. The survey showed:
Over 75% of clubs have internet access and a computer
There was no standard model and type of computer
16 of 19 clubs (84%) have an email address, 9 have website links to BW

60% use Microsoft Office and a similar number have their membership database in
spreadsheet form (excel)

Nearly 50% of clubs use an accounting software package but none of them has an
integrated membership package

40% have systems that are capable of generating member subscription invoices.

As mentioned previously, there is a case to standardising accounting software and
membership database systems across all clubs. It would enable BW to maintain an
overview of the financial health of clubs and in conjunction with clubs, enable it to start
benchmarking an agreed set of financial and non financial performance indicators. This
would be one way of assisting clubs to improve their performance.

Comment has previously been made about the Xero web based financial system.

Within the next 12 months BW should discussions with clubs with the aim that by the 2009 —
2010 season a minimum of 50% of clubs have standardising their financial and accounting
software and membership database systems and have begun to implement an annual
benchmarking programme.

& ]

57% of clubs have fewer than 100 members. All of them are in high residential areas. A
number have virtually no (at best, minimal) school programme; some are little more than a
“private” club for a small group of “regulars”. The Mates In Bowls (MIB) programme is a
good initiative but it appears not to have been pursued with much enthusiasm by many clubs.
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Any initiative to generate more members and casual players, regardless of its source, needs
to be tried by clubs. Bowls does not have the luxury of being over subscribed with members
to ignore such initiatives.

Every bowls club that does not have an MIB programme ought to introduce it for the 2008 -
2009 season and evaluate it at the end of the season.

(#9

The collective club rating of their relationship with WCC was 2.4 out of a maximum of 5.
This is a rating of under 50% which implies scope for improvement.

There was comment about:
The cost of water and rates
Complexity and slowness of resource consents
Limitation on social functions, parking and signage.

All are seen as a cost to clubs and for some, they are seen as an inhibiting factor to one of
the Council’s recreational strategic objectives of an active and involved community.

On the positive side it was felt the Council had the expertise and knowledge to assist clubs
with technical advice on the management and upgrading of greens.

Overall there is a positive feeling toward the Council and its staff, what it is doing, its
relationship with the leasehold clubs and its longer term strategic objectives.

WCC has shown willingness to listen to the concerns of clubs. It recognises the role of the
sport and has expressed the view it wants bowls in Wellington to be sustainable and a
financially viable and forward looking sport. Equally, it feels clubs have to take into account
the Council’s strategic priorities that are based on the good of the wider community.

BW and the clubs should arrange regular joint meetings with the WCC to discuss matters of
mutual interest and concern.
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Clubs were asked to identify whether they felt their club was strong or struggling and areas
where they need assistance.

This Report found there was nothing that has not been said before about the strengths and
weaknesses of the clubs. It has been discussed by members and by BW and BNZ. The
main points are encapsulated in BW's strategic plan.

However the survey/consultations threw up three surprising points.

1. 87% of clubs feel they are strong.

This Report does not agree. There is ample evidence to show this is not the case for many
of them.

2. The majority of clubs feel it is their responsibility, along with BW and to an extent
BNZ, to make themselves stronger.

This Report agrees. But BW and BNZ can only do so much. Each club is ultimately
responsible (and accountable) for its own well being, including working smatrter, introducing
operating efficiencies and delivering quality programmes and services to its members.

3. Alarge number said there are too many clubs and there ought to be a Centre or
National policy (or some other form of initiative), to encourage clubs to amalgamate.

As one club put it —

“Amalgamation of clubs to the benefit of all by providing better and improved faeiii
capital investment, growing membership and making clubs the focal point fordlcal
community”.

Another club put it slightly differently —

“There are too many clubs fighting among themselves for members in adicit
membership market. It is not good for the clubs concerned or the sport. We havento th
smarter if we want bowls to grow and prosper. We owe this to the next generation of
bowlers”.

This Report agrees.

&# " @
Wellington City Council

The WCC's strategic recreational objectives are to:
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a) Offer a diverse range of quality recreational and leisure activities that are easily accessed
and affordable.

As part of this they aim to:

Develop a club/organisation health check list resource to provide a simple self
analysis of the club/organisation and highlight opportunities for development

Investigate developing “Sportsville” models at locations that are capable of hosting a
cluster of club (administration and playing) facilities

Make more intensive use and improve the linkages between sports fields, recreation
facilities and resources

Encourage ongoing partnerships between organisations in the provision of sport and
recreation and the Council’'s outputs

Improve the delivery of activities, programmes and events.
b) Make optimal use of sports fields and sports field facilities (pavilions) managed by the
Council (in effect investing in those sports where it can get the best value for its ratepayers’

money as well as identifying areas where it can do better).

The WCC's strategic objectives for clubs and facilities are consistent with BW’s and BNZ's
strategic objectives.

Bowls Wellington & Bowls New Zealand

BW'’s and BNZ's strategic objectives, as summarised in their strategic plans and BNZ’s July
2008 road show is, by 2010, to achieve three clearly defined objectives:

a) Strong, sustainable clubs — specifically:

Stronger, sustainable clubs and many patrticipants in competitive and casual
programmes

Separation of governance and management
Improved capability
Professional staff in club administration, development, greens, catering and bar
More time in club activities
User pays system contributing to increased financial sustainability
Link clubs to local schools and community.
The outcomes resulting from this are:
o] Enjoyable club competitions for all ages and abilities

o] Competitions and representative play below national level will have a user
pays component
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o] Less reliance on trust funds

o] Strong inter-club competition at all levels

o] Increase in club participation and membership

o] Consistent implementation of Club Plan

o] MIB and other participation products

o] Strong Secondary Schools & Youth Programmes.

b) Survival of the sport.

c¢) Continued international success.

(# ' ;AB* @
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All the indicators show that unless clubs are prepared to take action the likelihood of all 19
clubs surviving as individual entities is remote.

WCC has provided a large amount of data from its geographic information system (GIS). It
is capable of showing a large number of data as seen in the following examples:

Distribution of free hold and lease hold bowls clubs

Size of each bowls club, population density and distance to them — 10 minute walk,
2km and 5km drive

Location of individual bowls club members and percentage of them living within 2kms
of their club

Location of bowls clubs and percentage breakout of the general population (by age)
living within 2kms of each club

Location of RSA clubs (other community clubs can be factored in as required)
General population projections (to 2016) by numbers and by age to 2026.
WCC's information and data base forms an extremely useful baseline for a more detailed
analysis by regional sport organisations and their clubs of the points raised in this part of this
Report.
The nub of the issue facing Wellington bowls clubs is there are too few members for the

number of clubs. As seen in Exhibit 13, compared to other sports the number of members
per bowls club is low.
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Sport Number of clubs Number of members Members per club
(WCC area)

Hockey 8 3800 475

Soccer 9 3265 362

Rugby 18 11092 616

Cricket 14 7372 527

Netball 20 3500 175

Bowls 19 1875 99

)/ % %

The map on page 47 shows the location of the 10 lease hold and 9 free hold clubs in the

WCC area.

Density

A clear feature is the difference in the density of clubs and their membership north and south
of the Wilton Bowls Club.

Of the 19 clubs, 14 (74%) are south of Wilton. This area has:

8 (80%) of the 10 leasehold clubs in the WCC region

6 (66%) of the 9 freehold clubs in the WCC region.

Membership

In terms of membership:

The 14 clubs represent 55% of club membership in the WCC area. 11 of them have
fewer than 100 members (average club membership is 66). They are Berhampore,
Hataitai, Karori, Miramar, Newtown, Seatoun, Terawhiti, Kilbirnie, Vogelmorn,
Wellington, Workingmen’s. This is a core issue that affects WCC's desire for
financially sustainable and financially viable clubs.

In contrast, the remaining 5 clubs —Wilton, Khandallah, Johnsonville, Tawa and Tawa
Services represent 45% of club members at an average of 124 members per club
(range 116 — 231 members per club).
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According to WCC data (based on BW’s membership data) 60 % of club members live within
2kms of their club. This is high compared to other sports. The “right” to live within such a
short distance of a club may have been appropriate 40 — 50 or so years ago when private
and public transport was limited but given the ease of travel today, such a “right” is
guestionable.
Clusters
The location and membership of the 19 bowls clubs shown on the map page 47 can be
configured into 7 broad clusters, each cluster containing two or more clubs with each club
within 2 — 5kms driving distance of the other. The 7 clusters are:

1. Tawa and Tawa Services

2. Johnsonville and Khandallah

3. Wilton, Karori and Terawhiti

4. Wellington, Victoria and Hataitai

5. Miramar and Seatoun

6. Workingmen'’s, Newtown, Lyall Bay and Kilbirnie

7. Island Bay, Berhampore and Vogelmorn
As set out in the next sections, the cluster concept creates a platform that enables the clubs
to consider options (bearing in mind the need to recognise WCC’s community strategic and
planning priorities).
This is reinforced by population projections. In broad terms the areas of greatest growth will

be in the 1 - 4 clusters that incorporate the City, Lambton Ward and Tawa/Johnsonville.
Details are set out in page 48.
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Looking ahead, the WCC's planners project a 10.2% (18,930) increase in the overall
population by 2016. The projections cover areas of growth and age.

Areas

The greatest increase is expected in three areas:

Age

City (e.g. Mt Victoria to Te Aro) = 21.5%

Lambton Ward (Central City - Wadestown, Te Aro to Mt Victoria) = 14.1%
increase.

Tawa and Johnsonville/Churton Park = over 10% increase. (subdivisions are

planned on Lincolnshire Farm and Stebbings Valley respectively, also infill
housing).

Population projected by age show large increases in the northern and city areas,
especially in the 40 + age group.

Wards
- Northern Ward bowls clubs = Johnsonville, Tawa Services, Tawa
- Onslow-Western Ward bowls clubs = Karori, Khandallah, Terawhiti, Wilton
- Lambton Ward bowls clubs = Victoria, Vogelmorn, Wellington
- Southern Ward bowls clubs = Berhampore, Island Bay, Newtown, Workingmen's
- Eastern Ward bowls clubs = Hataitai, Lyall Bay, Seatoun, Kilbirnie, Miramar

15 — 39 years — is expected to grow by 5.8%
40 + years

o Northern and Lambton Ward are expecting almost 25% increase

o0 over 25% increase in Johnsonville/Churton Park, Newlands and Mt

Victoria/City/Te Aro/Mt Cook
40 - 64 years

0 15% increase in Wellington City

0 20% growth in Johnsonville/Churton Park and Newlands and City

65 +years
0 39% increase in Wellington City

0 38% in Lambton Ward, Onslow-Western and Northern Ward.
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This has direct implications for bowils.

1. There is enormous potential for bowls to benefit from this population (baby
boomer) surge. It will have a far greater chance of happening if the clubs are in top
shape. Currently a small group are but the majority are not.

2. The danger of assuming clubs will automatically benefit from this surge is the
perception that there is no need to change. This would be a big mistake.
Regardless of the population projections, for the reasons raised in this Report, clubs
have to change.

3. The timing of the change is crucial. The combined effect of too many struggling

clubs and the opportunities arising from the population projections createsa 1 — 2
year window for the sport to change and position itself for the future.

C

There are a small number of healthy, viable clubs
But they are offset by too many small/weak ones

A disproportionally large number of clubs (19) of which three quarters (14) are
located in clusters south of Wilton BC

There are a large number of greens (33.5) for an average of 56 members per green
(BNZ measure = 80 — 95), many of them underutilised

18 clubhouses, each with their own facilities and associated high overhead and
administration costs

With an aging and declining membership, heavily reliant on casual players
Administering a sport that is asset rich but cash and membership poor

With an urgent need to improve governance, administration and planning and
replace amateur with professional administrators

But with good playing/facilities capacity

Matched by unique opportunities for growth through casual players and forthcoming
baby boomers — each with different needs

But it will require change and leadership to fully utilise the collective potential of the
clubs.

In summary, this Report seriously questions the longer term sustainability of the Wellington
bowls club system in its present form and the likelihood of all 19 clubs continuing to exist in
the foreseeable future. Its future lies in developing a new streamline structure based on a

fewer but better resourced and administered clubs. This Report believes clubs have a 1- 2

year window to make the most of this opportunity.
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This Report touches briefly on some of the options for the future. Its purpose is to get BW
and clubs thinking and planning for the future. As part of this BW and clubs have to be
mindful of the Council’s longer term strategic direction and priorities.

It urges the clubs to take action and, in conjunction with BW, plan and manage the changes
that will be needed to ensure the health and well being of bowls in Wellington for the next
generation of players.

As part of the process of thinking and planning, the following options are put forward for
consideration:

1. Status quo
No change is required
2. Share administration and facilities

A small group of 2- 4 clubs share administration and facilities but retain their own identity
similar to Suva Bowls Club.

3. Share with another sport/community organisation

A club or a group of clubs share administration and facilities with a sport or community
organisation e.g. Tawa Services and Tawa RSA; Seatoun and Seatoun RSA, Johnsonville
and the Johnsonville Club, Terawhiti sharing Karori park with cricket and soccer, with each
club retaining their own greens and identity. This option has considerable merit. However it
should be noted there are only 7 RSAs in the WCC area and so such a step would need to
be done in conjunction with other community organisations and perhaps Sport Wellington
(RST).

4. Greenfields concept

The Greenfield’s concept is based on a group of existing clubs pooling their resources,
(mainly property and money), and sharing greens, administration and overhead costs.

The evaluation survey showed -
Awareness — majority of clubs are aware of it
Club support — the majority do as a concept

Percentage of club who may use it — ranged from 5% - 90% - with several
advising they don’t know

Location - there was no consensus. It depends on where respondents live — thus
venues ranged from central, Petone, Sportsville, show buildings, lan Galloway
Park, eastern suburbs and “where the bulk of bowls population is”

Pay for play — majority said Yes

Club financially support it — majority said No
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Relinquish facilities and co - share — large majority said No but others would
consider it as part of a new club concept.

In summary — from the clubs perspective there is a high level of awareness about it and
there is support for it as a concept (perhaps encouraged by the poor winter weather), people
would be prepared to pay to use it but beyond this clubs are not prepared to commit. It's a
case of “wait and see”.

For the BW and clubs this raises the question about whether clubs want indoor greens and if
they do, how many and their location.

For WCC it raises the question about indoor and artificial greens and location (presumably
based on existing and future bowls population).

This Report’s summary of the Greenfields concept is there is interest but no commitment to
financially support it at present. A centralised system runs counter to the BW's philosophy of
the availability of bowls to the wider community. Questions about the requirement, suitability
of location, affordability, planning and consents, ongoing operating and maintenance costs,
alignment with WCC and BW's longer term objectives and so on need to be resolved to the
satisfaction of all parties. These issues are about a multimillion dollar complex vs. the reality
of a small (1875) bowls club membership.

In terms of artificial and indoor greens, this Report believes BW and WCC need to work
together and adopt common positions on both.

5. Sportsville concept

The Sportsville concept is based on a group of sports clubs which are co-located and share
facilities and administration resources. For many sports this means a 24/7 sport specific
playing facilities with shared administration and meeting rooms, common areas such
changing rooms, showers etc, and recreational areas such as a coffee shop and créche.

At one end of the spectrum is an organisation like College Rifles Sports Club in Auckland
where a rugby club has become the umbrella for a number of other sporting organisations.

At the other end is the looser concept of Sportsville such as in Carterton where the majority
of the sports clubs have a loose relationship with each other and with the council. It is
understood a similar system is proposed for Eastbourne.

More central is Terawhiti Bowling Club, Waterside Karori soccer and Karori cricket being
located next door on Karori Park and possible South Karori Tennis that operates out of the
Karori West School.

The Sportsville concept was not canvassed in the survey but it can be assumed that the
response of “wait and see” would apply.

6. Commercial playing and coaching facility

Conversely, some sports have “reinvented” the way they run their regional and local sport by
creating a 24/7central playing, coaching, recreational, community and administration facility.

As part of this, local clubs have been disbanded and players compete in a league - based

competition. Examples of this are Auckland table tennis (soon to be followed by Waikato
and Nelson), Auckland badminton and to a lesser extent, Kelburn squash centre.
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They are run as commercial/semi - commercial operations.
7. Amalgamation

One of the themes from the evaluation process was reducing the number of bowls clubs as a
means of addressing the issue of too few members for the number of clubs. The test is —is
the sport capable of increasing the number of members, should it reduce the number of
clubs, or should it do both?

Notwithstanding the increase in casual players, this Report has shown that club membership
is down over the last five years even though five clubs have achieved a positive membership
growth over the same period.

The second way is to reduce the number of clubs, invest in the sport by promoting a
package of benefits that bowls can offer and capitalise on the projected population increase
to drive up both club membership and casual player numbers.

Based on the 7 clusters outlined on page 46, a possible scenario could be a streamlined 9
club system that brings together the best attributes of all the clubs and at the same time
repositions and restructures the sport for the future.

This scenario is based on amalgamating smaller and less resourced clubs with bigger and
better resourced ones. Where two large clubs in the same cluster have critical player mass
it is suggested no change is required.

As part of the process it is anticipated certain guarantees would be agreed to, for example,
employment of current staff, safeguarding clubs’ money (via trusts), and retention of local
games.

The make up of a “new” structure could look like the model in Exhibit 14 on the next page.
The effect of the concept is to reduce the number of clubs from 19 to 9 well resourced and
well located ones with an average membership of 212 (over double the current club
average).

Issues such as divestment of facilities and the like will need to be addressed but this Report
believes they are short term and manageable.

For clubs it will create membership mass; improve its financial sustainability, programmes
and services; enable better utilisation of high value assets, greens and facilities and create
the opportunity to employ paid professional administrators and staff.

In effect, it would help to lift bowls in Wellington to another level in its development.
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Cluster Current clubs Proposed Combined Status
club(s) members Free Lease

1 Tawa & Tawa 1= Tawa(1) 347 X
Services

2 Johnsonville & 2 =Johnsonville 322 X (2)
Khandallah & Khandallah

3 Wilton, Karori & 1 = Wilton 271 X
Terawhiti*

4 Wellington, 1 = Victoria 160 X
Victoria &
Hataitai

5 Miramar & 2 = Miramar & 195 X X
Seatoun Seatoun

6 Newtown, 1 = Kilbirnie 293 X
Kilbirnie,
Workingmen'’s,
& Lyall Bay

7 Berhampore, 1 = Island Bay 287 X
Vogelmorn &
Island Bay

Totals 7 19 9 1875 4 5

1 = could include Porirua and Titahi Bay

Note: The combinations outlined above can be reconfigured.

This Report stresses this is just one of several options to be considered by clubs and BW.

It is aimed at optimising the best configuration regardless of whether the club is on leasehold
or freehold land. However it recognises that the WCC has its long term strategic objectives
that may not align with the configuration as it relates to the leasehold land in this Report.

It also acknowledges WCC'’s concerns about the need by leasehold clubs to show they are
sustainable by the time the WCC reviews their leases.

Further, it notes that there is pressure on high value lease hold land that could be better
used by other sport or community organisations or used by WCC for other community based
purposes.

Nonetheless this Report urges BW and the clubs to carefully consider the cluster concept. It
would help to address many of the points raised in this Report. It does not mean clubs
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should not consider the other options in this Report e.g. part of non bowls community clubs
but in practical terms they have their limitations and probably would not meet the needs of all
19 clubs.

Whatever option is decided by the clubs and their members it will have to be carefully
worked through and costed. This would include matters like location (for example,
reasonable driving distance and adequate parking); ability to expand if demand required it;
access to players and the public; buy in from clubs and members, issues over divestment

and so on. Ultimately it will require leadership and direction and an ability to effect change
as seamlessly as possible.

To address the issues facing the clubs, action is needed sooner than later. It supports
BNZ'’s position that the status quo is not a sustainable longer term option. There are other
options but in practical terms they are few in number. Failure to act will result in an erosion
of each until the point is reached where the only one left is the least desirable. If this
happens it will almost certainly result in a number of clubs being forced to close.

0#;AB" -

BNZ stated in its Road Show that the risks of not changing are severe:
* Membership will die off - no new members to replace them.
* Clubrooms and greens will become run down and some clubs will close their doors.
*  The sport will remain unattractive to new participants.

« Volunteers will reduce further.

* Funding bodies will refuse to provide funds for a dying sport that is not prepared to

help itself.
* The talent pool will reduce and NZ will be less successful in international
competitions.
5#8 8 < %

a) Timeframe
An indicative timeframe can be based on two broad strategies:
Stage 1 - First 12 months
Thoroughly brief clubs about the Report’s findings and conclusions (Focus areas
1 and 2), seek clubs’ mandate to progress it and establish a working group to
commence the planning process for change (Focus area 2).

Implement Actions from Focus area 1 - Club Health.

Stage 2 - Second 12 months
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Review progress of implementation of Focus area 1.
Commence the implementation of Focus area 2.
b) Resources

Resourcing the project would be assessed by the working group after the clubs have made a
decision in principle to proceed with this or the other concepts.
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The solution to an aging and declining membership is obvious. There needs to be fewer
clubs. Too many of them have too few members. 11 of 19 have fewer than 100 members.
All of them are in the southern part of the WCC area and all of them are within 2 - 5 kms
drive area. Few are in a position to take advantage of the projected population surge over
the next 8 — 10 years.

This Report believes BW and clubs, along with WCC, have the ability to take all of this on

board, evaluate the options and make the right decisions for the right reasons — for the good
of the sport.
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Attachment 1

Clubs in the Wellington City Council Region

Berhampore BC*
Hataitai BC

Island Bay BC
Johnsonville BC
Karori BC
Khandallah BC
Kilbirnie BC*

Lyall Bay BC
Miramar BC*
Newtown BC
Seatoun BC
Tawa BC*

Tawa Services BC
Terawhiti BC*
Victoria BC*
Vogelmorn BC*
Wellington BC*
Wilton BC*

Workingman’s BC*

2011

2015 (plus 10 years renewal if granted)

2011

2012 (plus 10 if granted)

2013 (plus 10 if granted)
2002
2014 (plus 10 if granted)
2010
2012 (plus 10 if granted)

2012 (plus 5 if granted)

*leasehold expiry date with renewal period if granted
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Attachment 2

Bowls Wellington Club Health Evaluation Survey

Bowls Wellington Club Health Evaluation

March 2008

Name of Club

#8

This survey follows Trevor McComish’s recent letter to you about the project being initiated by Bowls
Wellington to evaluate the health of the Wellington bowling clubs.

Part of the evaluation involves the following survey. Please note, it would be appreciated if you would
confine your answers as they apply to your club rather than the wider Wellington club scene.

&# 1 % % D! E

For purposes of this evaluation “health” is defined as the well being of a club as measured by a set of
indicators. The health indicators chosen for the evaluation are not intended to be exhaustive but to
give an indication of your club’s current state of health and to identify areas where Bowls Wellington
and/or Bowls NZ (and the WCC) may be able to assist and/or identify factors that might affect its
future well being. The indicators cover 7 broad areas -

Structural, governance and administration
Membership

Finances

Facilities

Staffing and volunteers

Member services and programmes
Links/relationships

The evaluation also asks you to identify the main developments and opportunities as well as the main
issues and threats for bowls in Wellington over the next 3 - 5 years.
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The survey is a “Yes"/"No” type but provision has been made for you to comment further under the
“comment” section. Several sections ask you to give a rating on a scale of 1 - 5 (1 = poor, 5 =
excellent).

The survey will be supplemented by consultations/interviews.

The survey should take between 20 — 30 minutes to complete. Please note, your club’s participation is
important: it will help to ensure the report is as representative as possible and it will ensure your views
are heard.

David Hewitt from Bowls Wellington will assist you to do the survey. He will also discuss with you any
matters arising from the survey and in particular, questions 11 and 12 —i.e. your thoughts about the
issues and opportunities that might impact on your club over the next 3 - 5 years.

David will forward the completed surveys to me along with the points from the consultation process to
collate and analyse. This, along with input from other stakeholders e.g. WCC staff, will form the basis
of my report.

) <

The report will address generic issues raised by the clubs. It will not comment on you or issues
specific to your club although it may refer to relevant areas of excellence and best practice.

+#
To assist the process | would appreciate it if you would email (or post) to me the following -
copy of your latest annual report
membership broken down into
0 numbers currently playing vs. non playing
o age of members as a percentage of total members broken down into — under 50, 50 —
70 and over 70 years old
o number of coaches, umpires and technical officials
number of casual/business house i.e. non club members

number of volunteers

staff list (including full time and part time and positions e.g. part or full time paid administrator
or a volunteer secretary or a paid or volunteer or a contract green keeper and so forth)

copy of your current strategic and business plans
H

My contact details are:-
o Email: chris.ineson@drivingforces.co.nz
o Fax" (06) 364 2225
0 Post: 195 Sims Rd, Te Horo, Otaki 5581
o Phone: 021 220 0178 (M) or 06 364 2225

# %

All comments arising from the survey and consultation will be treated in the strictest confidence.
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Finally, please contact Trevor, David or me if you have any queries or points of clarification about the
evaluation, the survey or the consultation/interview process.

Thank you for your cooperation.

Bowls Wellington Club Health Evaluation

4 A

1. The following questions are predominantly “Yes” and “No” type but provision has been made for
you to add your comments in the “Comments” section.

Where a rating is required would you please use a scale of 1 - 5.

1 = poor

2 = satisfactory
3 =good

4 = very good
5 = excellent

2. “Health” is defined as the well being of a club as measured by the indicators in 2 above.
3. Sustain = ability to support over the next 3 - 5 years

4. Staff = paid — full (FT) or part time (PT), expressed as full time equivalents (FTE) e.g. 2 x part time
=1xFTE

5. Volunteers = people who perform the function of paid staff e.g. secretary, treasurer, green keeper
and may be paid an honorarium

6. Added value = your club’s ability to improve and/or increase the value of what it does in terms of
services and programmes it delivers to its members
7. Services and Programmes

1. Onthe Green = relate to the sport/playing aspects of bowls e.g. coaching, player
development, competitions etc

2. Off the Green = relate to the business/administration aspects of bowls e.g. governance,
planning, financial management, member services, sponsorship, communications,
stakeholder and media relations etc

8. Comment = for you to make any comment(s) about the specific topic
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Survey
1. Structural

1.1 Legal status
Is your club an incorporated society?

If not what is its legal StatUS? ... e e e

What is the age of your club (years)? ..

Have you updated your constitution to the new Bowls NZ modeI’>

1.2 Type of the club

Is your club
Competitive e.g. plays inter club, open tournaments?
Social

O Nl (SPECITY) 2 et e e e e e e e e
(O7e] 0010 1= o | S PPN

1.3 Governance
Is the club’s governing body
A board
An executive/management committee?

How many are there on the board/committee? ...

Yes/No

Yes/No

Yes/No
Yes/No

Yes/No
Yes/No

HOW MaNy are lECIEAT ...t e e e e e e e e e e e e e e e

Number of appointed/co opted MeMDbBErS? ... e

Does the board/committee know what its role is?
The board/committee has the skills to do its job competently?

Yes/No

How frequently does it MEet? ... ..o e e e e

There is a good attendance at its AGM?

It runs its meetings with formal agendas, reports, minutes, meeting procedures?

How do you rate the board/committee’s overall performance (scale of 1 — 5)?...............

(@40 0101 5 1= 1 1 S

1.4 Sub Committees

Do you have sub cmtes and approximately how many
More people stand for them than positions available?
They have terms of reference?
Their workload is manageable?

How do you rate the sub cmtes value (scale of 1-5)? ....c.oooiiiiiiii i e e,

Yes/No

Yes/No
Yes/No

Yes/No
Yes/No
Yes/No
Yes/No

(@] 1101 1 1= 1 1

1.5 Administration
The club has administration support?

Is it volunteers or paid staff or both? ...

If volunteers, how many? ..

What are their job posmons e.g. secretary/treasurer’>

Yes/No



Number of paid full/part time staff (FTE) and position/job?................cocooiii .

Staff/volunteers have -
resources to do their job properly?
skills to do their job competently?
training to improve their skills?
Is the number of vols/staff sufficient for the smooth running of the club?
Is the current number sustainable in the future?
Are admin volunteers paid an honorarium?
Staff/volunteers have written job descriptions/performance reviews?

Yes/No
Yes/No

Yes/No

Please rate the administration of the club (1 -5) .....ooviii i e

(@] 01011 1= 1 1 S

2. Plans

2.1 Strategic

The club has a current written strategic plan and operates by it?

The board/committee has reviewed/updated it within the last 3 years?
Members input into the plan?

The plan has been fully costed and includes a budget?

The club has the resources to implement the plan

The plan’s performance is regularly monitored & evaluated?

The plan is realistic and sustainable?

Please rate the Plan (L - 5) c.uiuii i e e e e e e e e e
(@0 1101 4 T= o 1 P

2.2 Business

The club has an annual business plan?
It ties back to the strategic plan?

The business plan has a budget?

It is realistic and sustainable?

Please rate the business Plan (L - 5) c..vvvii it e e e e e e e e
(@0 1101 0 1= o 1 P

2.3 Policies
The club has written and up to date policies?

Members are advised about them?
Policies are reviewed regularly?

Members are consulted/involved in policy development?

Yes/No

Yes/No

Yes/No

Yes/No
Yes/No
Yes/No

Yes/No

Yes/No
Yes/No
Yes/No
Yes/No
Yes/No
Yes/No
Yes/No

Yes/No
Yes/No
Yes/No
Yes/No

Yes/No
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3.

Membership

Please supply the following information by email or post - membership broken down into:

Grade — open/senior (M & W) and junior/schools — to be supplied by BW
Percentage currently playing..........coooeiie it e e %

Age of members as a percentage of total members broken down into — under 50, 50 —
70 and over 70 years old

Number of coaches, umpires and technical officials
Number of casual/business house (non club) players

In addition please complete the following —

4.
4.1

4.2

Is there a strategy/plan to convert non club players to club members? Yes/No
Strategy to increase and retain:
0 Open/senior members? Yes/No
0 School/junior members? Yes/No

Over the next 3 — 5 years is membership expected to -
o Grow? Yes/No
o0 Decline? Yes/No

Main areas of growth/decline and percentage (expressed as + % or - %)
Lo TS = o] 0] o =1 o 12
0 JUNIONSCROOL. .. ...
O CaASUAL ... e

Finances
Income- percentage (%) of total income from:
levies/fees
%
trusts
%
sponsorship %
community sports funds/grants
%
contra
%
user pays
%
Other (SPECITY) ... e e
%
How many applications are made for funding each year? ..................ccoevvvn e,
How many are SUCCESSTUL. ... ..o e e e e e %
What does community sports grants fund e.g. teams travel, uniforms
club rooms/greens MaiNtENANCE ELC.........vvviie it it e e e ee e e

Expenses percentage (%) of total expenses:

administration (including staff costs) %
levies/affiliation fees %
equipment

%
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uniforms
%

rep teams
%

building (incl floodlights if applicable) repairs and maintenance
%

green maintenance

depreciation
%

Other (SPECITY) ettt et e e e
%

4.3 Financial management
The board/committee —
Prepares an annual budget?
Monitors the budget?
Approves the financial report and this is minuted?
Updated/accurate financial reports are available each meeting?

Tracks financial performance against budget?

Who is responsible for managing the club’s finances? ................cccoeiinnis

The financial accounts are audited each year?
Reports to members each year on its financial performance?

The financial position of the club is sustainable over the next 3 - 5 years?

Please rate the longer term financial position oft  heclub (scale 1-5) ...................

[0 0 11011 0 1

4.4 Subscriptions

Annual subscription for —
Open/Senior PBrres e
Junior/School B

Percentage of subs paid (as a total of subs invoiced)?

5. Facilities
51 Greens

Number of:
- Natural surfaces?

Artificial surfaces?

Number of days a year the green is used?

Main playing period (e.g. summer) and main playing days of the week?

Will the current number of greens be sufficient for the future?

%

Yes/No
Yes/No
Yes/No
Yes/No
Yes/No

Yes/No
Yes/No
Yes/No

%

Yes/No
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Status of greens:

Freehold? Yes/No
Leasehold? Yes/No
If yes, leased from whom and balance of current lease (years)? ...
Quality of playing surfaces - excellent, good, average, poor?

Do they meet the clubs/members needs? Yes/No

5.2 Club building/facilities

Owned by the club? Yes/No
If owned — encumbrances, if any e.g. mortgage? Yes/No
Leased/rented? Yes/No

If yes, lease from whom and balance of current lease (years)?

Age of the club? ............

State of repair? good, ok, poor
State of facilities e.qg. toilets etc? good ok poor .........................................

Is there a building maintenance programme? Yes/No
Are the building & facilities insured? Yes/No
The club shares facilities
o with other sport clubs Yes/No
0 community organisations e.g. Rotary, Lions, RSA Yes/No
0
The club is considering sharing facilities with other
sport/community organisations and if Yes, why? Yes/No

The club has plans to upgrade greens,
clubs or facilities over the next 5 years? Yes/No
5.3 Location
Proximity to
0 Nearest college(s) (kms approx)? .
0 Business area (kms approx)? .
0 Nearest bowls clubs to your club (kms approx)? ...
0

Other sport or membership/community based clubs/organisation e.g. RSA, to
your club (kms approx) and what are they?

6. Delivery of programmes and services to members

6.1 Competitive

Club meets the needs of competitive club players e.g. inter club, open tournaments? Yes/No
The club has -

A business house competition programme? Yes/No
A collegiate competition programme? Yes/No
Men and women player participation? Yes/No
6.2 Social
Club provides sufficient number of social games? Yes/No
Facilities are adequate for the next 3 — 5 years? Yes/No
Club atmosphere is friendly and welcoming? Yes/No

Frequency of social functions? often, occasionally...............cooooiiiiiii i,
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6.3 Benefits

What are the 3 main benefits your club provides to its members (training/playing as well as
£ 1o -1

6.4 Member Satisfaction

The club conducts satisfaction surveys of members? Yes/No
If yes, please rate the members satisfaction from the most recent survey (1-5)
If no do you plan to? Yes/No
Comment..

6.5 Value for Money

The club give value for money to members? Yes/No

Please rate the club’s value to members (1 -5)......ccccevvieviiiiiiii i,
(00 ] 1 1] 11T o | A PP

7. Volunteers

Has the number of volunteers increased/decreased over the last 5 years and by how much
(percentage)? .......cocvvennnenn.

What is estrmated number of hours contrrbuted by vqunteers Iast year and is thrs more/Iess than
previous years? ............

Is it sufficient to meet the club S current and future admlnlstrat|0n bar green keeplng and

caretaking etc functions? Yes/No
If not what extra hours are needed? ....... ..o e

Is the hours worked by volunteers sustainable over the next 3 — 5 years? Yes/No
Is it difficult to recruit and retain volunteers? Yes/No

Do volunteers prefer to do On Green or Off Green WOrk? ..........coooiiii i,
Please rate the volunteers’ contribution to the clu b((@-5)

(@0 1101 0 1= o 1 P

8. Links and Relationships

The club has created links and/or relationships? (rate 1 — 5)
Other bowls clubs? Yes/No Rate ...
Schools? Yes/No Rate ...
Parents? Yes/No Rate ... ..
Regional Sports Trust? Yes/No Rate . ...
Bowls NZ? Yes/No Rate ...
Other local sport groups? Yes/No Rate ...
Local/community trusts? Yes/No Rate ..
Local/regional sponsors? Yes/No Rate . ...
Local media? Yes/No Rate . ...
Local/regional business? Yes/No Rate ... ..
Local community? Yes/No Rate . ...



Wellington CC? Yes/No Rate
BW? Yes/No Rate

Other? (StPUIALE) ... ..cve et e e e e e e e e ee e

[0 ¢ 11011 0 1

9. Communications

How often does your club communicate with its members? ...
What is the main form of communication — letter, email, newsletter, web site, in person?

Please rate the quality of your communications (1-5 ...
Opportunities for members’ feedback? Yes/No
101 PP

(00 ] 1111 11T o | S PPN

10. E- technology
There is internet access and a computer? Yes/No

If yes, what is its model and tYPe? . .ovneir i e e e

The club has a website and e-mail address? Yes/No
Does it use Microsoft office? Yes/No
Is membership database in a spreadsheet system? .Yes/No
If YES, IS It EXCEI OF ACCESS? ... iitiitcivet it et et e e et e et et e e e e e e e e e aeneeaaeaas

The club uses an accounting software package? Yes/No

If yes, does it have a membership package? Yes/No
It generates invoices for members’ annual subscriptions? Yes/No
(00 ] 1 1] 1T o | A PP

11. Strengths & Weaknesses

Do you feel your club is strong? Yes/No

Why is it strong? ...............

Do you feel your club is strugghng” Yes/No
Why is it struggling? ................. e .

What areas need assistance e.g. planmng fund raising etc? .

Who should be responsible for helping clubs to become stronger?
(@0 1101 4 1= o 1 P
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12. Issues
What are the main issues, threats and opportunities for your club over the next 3 — 5 years?

Main issues

TRIALS. ... vv.eov oo eeeeee e oo eee e oo eee oo
OPPOIUNIES. ... .. oov.os o oeeoee s ee oo,
Is thereanythmgBW can do betteror a35|styou W|th'>

Is there anything the WCC can do better or assist you With? ..............................

Is there anything the BNZ can do better or assist you With?  ..............cc......c.....

Are there any other sport club or community organisations that can assist you and if so, how?

Is there a model for your club to emulate? Yes/No
If so who is it and why?

13. Future

What do you see being the main issues and developments in bowls over the next 3 - 5 years that
could impact on your Club? ...

[0 0 11011 0 1

14. Indoor facility

Are you aware of the Ken Wilson proposals under the "Greenfields Project"? Yes/No

Would your club support an indoor facility? Yes/No
What % of club members might USe it? ...

Where should it De I0CALEA? ...... .o e e e

Would your members use such a facility on a "pay for play" basis? Yes/No
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Would your club financially support the creation of an indoor facility? Yes/No

Would your club relinquish its facilities to co-share in an indoor/outdoor facility ~ Yes/No

[0 0 11011 0 1

15. Other Comments

Are there any other comments you wish to make?
(@0 1101 04 1= o 1 P

Note: All comments in this survey and the follow up consultations/interviews are treated in the
strictest confidence.

Contact

Chris Ineson -
o Email: chris.ineson@drivingforces.co.nz
o0 Fax" (06) 364 2245
0 Post: 195 Sims Rd, Te Horo, Otaki 5581
o Phone: 021 220 0178 (M) or 06 364 2225



Attachment 3

Summary of Action Points

To improve club capability, this Report recommends Bowls Wellington and the
Wellington bowling clubs read the findings and recommendations from the 2007 Report
on the Capability of Bowls NZ Centres

Summary of Action Points from the Club Health Repor  t
Governance

Clubs : to consider replacing their governing committees with properly constituted boards.
Clubs : to review their constitutions to ensure they are up to date and reflect current t practices
BW: to develop a model of best practice governance for clubs and to act as an advisor to them
on governance and related matters

Sub committees

Clubs: to implement succession planning for key positions e.g. executive, sub committees and
volunteer positions

Administration

Clubs: to implement training to improve the administration skills of administrators

BW: to assist clubs with training

Both: work toward clubs consolidating their administration functions and /or pooling resources
through amalgamating with one or more bowls club and/or another sport club or community
organisation) as a means of creating a more professional approach to the administration of bowls
Clubs: under this structure clubs to employ professional admin istrators.

Strategic & Business Planning
Clubs: to do a strategic and business plans and as part of this
Clubs: to get data bases established/updated
BW: to assist clubs with strategic and business planning

Policies

Clubs: to review and update policies, particularly health and safety ones
BW: to advise clubs the main policy issues and access templates for clubs

Natural and artificial surfaces, club buildings/fac ilities
BW: as part of its strategic planning, to conduct an audit of the number and distribution of greens

and facilities, trends, cost and funding issues and competition standard (similar to the one
conducted by Hockey NZ in 2004).
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Membership

Clubs: to develop a strategy on how they can revitalise their membership, how they can gear up
their profile and what they have to offer the local community

BW: to bring clubs together to share experiences and develop strategic options for clubs to
consider.

Both: clubs and BW to conduct basic forecasting of projected player numbers and the resources
— people — numbers and skills, money, facilities and equipment - to service them over the next 5 —
7 years.

Finances

Both: to develop a plan on how clubs can get together, pool resources, create critical mass and
operate as a small group of well resourced and professionally run sport organisations rather than
as 19 relatively small individual clubs.

Delivery of Programmes and Services

Both: BW to assist clubs to develop a simple anonymous satisfaction member survey to assess
members’ feelings about the quality or relevancy of services delivered to them by their club.

Volunteers
Clubs: to set up a data base of volunteers as the starting point for longer term planning and to
get a far more accurate feel for the optimal resources (including volunteer numbers) needed to
service increasing player numbers.

Links and Relationships
Clubs: to do a simple plan on how it can best utilise their contacts, frequency of contacts and
establish formal links/networks with them. Contacts should include local community organisations
e.g. schools, other sport and community organisations; RST (Sport Wellington) and the WCC,
RSA, Rotary. The list ought to be reviewed and updated periodically.

Communications & Image
Clubs: to conduct a simple communications audit to evaluate the effectiveness of their
communications i.e. whether they are reaching and being read/heard/viewed by their intended

audience(s), provide feedback and to enable new communication tools to be evaluated
Both: to develop a joint profile raising plan with resources

E — Technology '
BW: to monitor SLSNZ'’s Xero pilot and discuss with clubs the merits of standardising their
financial and accounting software and membership database systems and the benefits of
establishing an annual benchmarking exercise.

Community '

Both: BW and clubs to promote and use the MIB programme over the forthcoming season and
evaluate it at the end of the season.
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Wellington City Council
BW: to arrange regular meetings with the WCC to discuss matters of mutual interest and concern

to clubs.
WCC: WCC to consider and action where appropriate (i.e. consistent with strategic direction,

finances and policy) the outcome of these discussions

Future options

Both: BW and clubs to consider the options outlined in this Report, in particular the 7 cluster
amalgamation concept
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Attachment 4 Bowls Wellington SWOT Analysis

Strengths

Volunteers — active and enthusiastic (P)
No Barrier to belonging to bowls (G)
Affordable and available (G)

Database of Individual members (P)
Modern Governance Structure (P)

Central Administration Office (P)

Financial resources and reserves (F)
Developing High Performance Programme
(G)

Innovative and consultative — community
bowls (P)

Website (P)

Adoption of SPARC “No Exceptions” Policy
(G)

Bowls Wellington Awards (P)

Relationship with Sport Wellington and
Community Trusts (F)

Cluster Meetings (P)

InterClub Competition (G)

Established playing programme — reviewed
annually (G)

Weaknesses

Age of membership (P)

Image and Brand (G)

Unprofessional at first point of contact for
new players (P)

Small, struggling Clubs with ageing facilities
(P)

Governance (P)

Succession planning in leadership roles at
Club and Centre level (P)

Conservative attitude — fear of change (P)
Accreditation systems for officials new and
not well accepted (G)

Not enough trained, quality Green-keepers,
Umpires, Coaches (P)

Lack of marketing (F)

Under-priced and undervalued (G)

Varied up take of IT across clubs and
membership (P)

Conflicting values and philosophies hold the
sport back (P)

Playing surfaces (G)

Under performance at National playing level
(G)

Lack of acceptance of the requirements of
High Performance (P)

Opportunities

Pay to Play (G)

Recognised publicity with sponsorship
relationships (F)

Youth Bowls (P)

Developing Coaching Programme (P)
Further development of “No Exceptions”
Policy with Sport Wellington (P)

SPARC Programmes/healthy lifestyle focus
e.g. GRX, Active Families (P)

Recruitment from other sports (P)

Club Health Check (G)

Open up Clubs to include other sports and
community organisations (P)

Club Mergers (G)

High Performance Programme (G)
External focus groups — what do people
want (P)

Media must be nurtured (G)

Targeting of Groups and individuals to try
bowls (P)

Opportunity to amalgamate and rationalise
Club equipment (G)

Threats

Time restraints (G)

Declining membership (P)

Negativity and fear of change (P)
Availability of funding to sport in general (F)
Climate (G)

Commercialisation of Bowls by outside
providers (G)

Culture — smoking, obesity, alcohol (P)
Too many Clubs (P)

Dwindling base of volunteers (P)

Local authority policy changes (G)
Centre event entries down for women (G)
Financial management (F)

Government compliance costs and
regulations (F)
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Attachment 5

Serving aging baby boomers
(from McKinsey Quarterly, November 2007)

David Court, Diana Farrell, and John E. Forsyth write that the baby boomers have rewritten the
rules at every stage of their lives. They will rewrite the rules of retirement as well.

In less than a decade, all of the baby boomers will be 51 to 70 years old. This generation’s size
and tendency to make new rules have created business opportunities since child boomers bought
hula hoops in the 1950s. Now it’s time for businesses to prepare for the changing needs of the
older boomers, who are about to become the largest and wealthiest over-50 consumer group in
US history. Boomers will account for roughly 40 percent of US spending by 2015 and for a
disproportionate share of the growth and consumption in industries ranging from consumer
electronics and clothing to home furnishings, restaurants, and, of course, health care.

Despite the economic power of boomers, many aging ones face the prospect of shattered
expectations. A generation that lived through unprecedented prosperity and has correspondingly
high hopes for its golden years must cope with significant financial, physical, and social
challenges. New McKinsey research reveals that 60 percent of boomers won't be able to maintain
a lifestyle close to their current one without continuing to work, that 60 percent of older boomers
already suffer from chronic health problems, and that by 2015 there will be 21 million single 51- to
70-year-old boomers—more than twice as many single households as the previous generation
had at the same age. Not surprising, 46 percent of boomers fear ending up alone, and 43 percent
already are frustrated that they aren’t leading the lives they expected to.

Yet our research—which combined economic forecasting, demographic modelling, and market
research on a cross-section of boomers approaching retirement—also turned up grounds for
optimism: the boomers’ resourcefulness and willingness to change. Around 80 percent of them
enjoy trying new products and services and believe that they can survive anything life throws at
them.

The combination of the boomers’ economic power, challenging circumstances, and openness to
innovation creates enormous opportunities for companies prepared for the changes ahead.
Unprecedented numbers of boomers will need or want to continue working. Large numbers
require help with their finances and health but seem distrustful of traditional approaches. Many
boomers who are not prepared for retirement have discriminating tastes they will attempt to
satisfy at a bargain price, and many will be searching for new forms of community. Innovative
companies that can satisfy these needs will find new sources of talent and profitable growth.

The boomer opportunity

By 2015 the United States will have more than 45 million households with people from 51 to 70
years old, compared with about 25 million for the previous generation. Boomers will control nearly
60 percent of US net wealth (up from 51 percent today) and account for 40 percent of US
consumption and income. To put these figures in perspective, consider that the boomers’ real
disposable income and consumption will be roughly 40 percent higher than those of the “silent”
generation, born from 1925 to 1945. For the first time, a 51- to 70-year-old group will consume
more than any other generational cohort in the US economy.
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Companies considering the boomer market must grapple with a powerful dichotomy. On the one
hand, this group has enjoyed more opportunities than any other generation in US history:
boomers were born during the years (1946—64) of post-World War Il prosperity, attained high
levels of education, and benefited from the rapid growth of the economy and the stock market,
during the 1980s and 1990s, while building careers. On the other, although boomers have
enjoyed certain advantages, our research indicates that many are anxious, frustrated, and more
concerned about their future than were the members of the previous generation.

Unprepared but envisioning retirement

We discovered the depth and causes of this anxiety by surveying and interviewing boomers from
a variety of socioeconomic backgrounds and by creating a detailed model of their household
finances. One finding of our research was a segmentation indicating that only about a quarter of
the boomers are financially prepared for their twilight years. This “affluent” segment is aging with
confidence, and its wealth (average net worth—$1.2 million) exaggerates the financial well-being
of the generation as a whole.

At the other end of the spectrum, “disadvantaged” boomers (representing another quarter of the
generation’s population) have an average income of only $15,000 a year and a net worth of
$75,000. They are concerned and even depressed as they look to the future. Society will have to
wrestle with this large group’s financial and health needs in the years ahead.

The rest of the boomers—50 percent of the generation’s population, controlling almost 25 percent
of total US consumption by 2015—envision a comfortable retirement like that of the affluent but
haven’t prepared for it. These “unprepared” boomers spend more than they earn and have an
average net worth of just 15 percent of their affluent counterparts. Yet our attitudinal research
indicates that nearly half of the unprepared boomers are not aware of the difficult financial straits
approaching and have attitudes similar to those of the affluent segment: 55 percent are extremely
excited about their future prospects and 75 to 80 percent find it exciting to think about the lifestyle
changes they believe will be possible in retirement.

Facing broader challenges

Boomers face issues extending beyond finances; for example, they have a higher divorce rate
than any other generation in US history. Our analysis indicates that by 2015 unmarried boomers
will account for 21 million households, or 46 percent of all boomer households. In 1995, when the
members of the silent generation were 51 to 70 years old, it had just 10 million unmarried
households, 39 percent of all households in that generation. What's more, 51- to 56-year-old
boomers have higher rates of chronic health, drinking, and psychiatric problems than did the
members of the previous generation at the same age. Not surprising, boomers are anxious: 62
percent worry about their health in retirement, 71 percent about health care costs, roughly half
about their financial preparedness for retirement, and 46 percent about ending up alone.

The quest for solutions

Despite these difficulties, optimism defines boomers: 86 percent agree that “I have always
believed that | deserve a good life.” What's more, this generation’s experiences—dynamic times
marked by the fall of Communism and by innovations ranging from jet air travel to the PC, the
Internet, and mobile telephony—have generated a real openness to change. More than 80
percent of boomers say that they enjoy trying new products and services; 77 percent regularly
use the Internet. As one of our interviewees said, “We are the first generation to open up, to taste
it, to try it, to do it.” Seventy-eight percent believe that they can control their own destiny and
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survive anything life throws at them. Already, 40 percent are ready to “change my life as | age.”
Yet the boomers’ flexibility will be tested as they strive to redefine retirement, protect their health
and wealth, achieve their aspirations on a budget, and create a sense of community.

Redefining retirement

The boomers’ need and desire to work will redefine the concept of retirement. Eighty-four percent
of those we surveyed expected to work after they formally retired, and 63 percent said they
couldn’'t see themselves ever retiring completely. Our analysis also indicates that 60 percent of
boomers will need to work just to maintain 80 percent of their current consumption and that more
than 40 percent (29 million) will be working at age 65. That is twice the number of people from the
silent generation who were working at the same age (14 million, or 30 percent). By 2015 more
than one-third of the labour force will be over the age of 50.

Companies will want such workers. Building on occupational forecasts from the US Bureau of
Labour Statistics, we project that from 2005 to 2015 US companies will need to fill 34 million net
jobs as the economy grows and workers retire, leave their jobs to enter new occupations, or
depart the labour force for other reasons, such as poor health. Twelve million of these jobs will
involve highly skilled professional and management roles, and more than 10 million will involve
service roles. Boomers will be desirable candidates for many of them. This generation not only is
the best-educated, most highly skilled aging workforce in US history but also accounts for a
disproportionate share of US “knowledge workers™—51 percent of all managers and 45 percent of
all professional people, such as doctors and lawyers—while representing just 41 percent of the
workforce.

Only about half of the surveyed boomers in management and professional roles say they plan to
continue working for financial reasons. The rest view work as a source of self-fulfiiment and
mental stimulation. Attracting and retaining significant numbers of aging knowledge workers will
therefore require far more than merely advertising job openings. The first order of business for
many companies is to decide how many knowledge workers they need. Recently, when a large
multinational manufacturer accelerated its succession planning, the company realized that it
would have to replace 80 percent of its executives within six years.

Companies that need large numbers of boomers must create a compelling value proposition for
them. The most important elements, according to our research, will probably be flexibility,
physical environments that are easy to navigate, workplace camaraderie (25 percent say they
plan to continue working primarily for social reasons), and, for the many boomers who are not
financially prepared to retire, benefits, particularly in health care.

Early efforts. A few companies have begun assembling pieces of this puzzle. Lincoln National, a
financial-services concern, has created a task force to design flexible work arrangements for
older employees. The drugstore chain CVS offers “snowbird programs,” which permit boomers to
transfer during the winter to sunny locations such as Arizona and Florida. IBM and P&G seek
retirees to work on projects that let them share expertise with younger workers. As such initiatives
gain traction, boomers will become an increasingly important source of reasonably priced talent.

A more advanced step, which some companies have already taken, is to create work groups filled
with boomers. Such teams give older workers a comfortable social network and sometimes
appeal to customers. UBS Financial Services, for example, has begun hiring boomers as
retirement advisers because it believes that they are extremely effective with clients in the same
life phase.
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On the horizon. As competition for aging knowledge workers heats up, recruiting them will require
a better integrated set of initiatives that satisfy more of their needs. Five years from now, a
company might have work centres with seating, lighting, computers, and telecom equipment
geared to the physical needs of older workers; considerable flexibility about working hours,
including the option to work from home; company-sponsored affinity groups to connect boomers
with similar interests; and tailored employment agreements. These special deals might provide
boomers who work a certain number of hours with the benefits they need most (perhaps a
package of health benefits) and save the company money by excluding others, such as 401(k)
plans, that may be less important to them. While elements of such a broad program exist, we
haven’t identified a company that has assembled all of them.

Protecting health and wealth

Although many boomers worry about their finances and health, they seem sceptical of the
traditional offerings of the financial-services and health care industries; only 20 percent of them
have a long-term financial plan, for example. Despite the financial importance of real estate to
many boomers—50 percent of their 2005 net wealth was in real estate—just 4 percent say they
would consider a reverse mortgage as their incomes decline, and only 7 percent would
contemplate a home equity loan. One explanation: more than half of all boomers don't trust the
objectivity of financial advisers. A second reason, highlighted by our qualitative research, is that
many boomers find financial-services offerings confusing and ill suited to their needs. As one
interviewee put it, “What | need is a book that is Retirement for Dummies.”

Health care is similar in some respects: less than 15 percent of boomers trust health-
management organizations to deliver reliable information. Fewer boomers than members of the
preceding generation trust the recommendations of doctors or believe that they take the time to
find the best solutions for individual patients. But boomers are starting to assume more control of
their health care. Roughly three-quarters of them say that they proactively use the Internet to
seek out information about their conditions. Large numbers have tried preventative services, such
as chiropractic medicine (46 percent), massage therapy (39 percent), homeopathic remedies (37
percent), and meditation (35 percent). The needs and preferences of boomers create
opportunities for any company offering approaches tailored to them. Below we consider several of
these approaches.

Retirement in a wrapper. A potentially powerful way of overcoming boomers’ discomfort with
traditional financial offerings is to stop pitching them narrow products (such as annuities) that
generally meet only part of their needs and instead focus on comprehensive financial approaches
that evolve as their requirements change. The increasingly popular target date retirement funds
that shift asset allocations from equities to fixed-income instruments as people age are an
obvious starting point. A more complete approach would convert such funds to annuities when
income protection becomes more important than growth, bundle in longevity insurance as
protection against outliving assets, and include cash flow flexibility to cope with changes in health.
In addition, the boomers need better tools to help them chart the course: as powerful as today’s
financial-planning software is, much of it is better suited to actuaries than to anyone else. As
boomers wrestle with difficult financial trade-offs, they will need easy-to-use, flexible tools to
simplify their choices.

Wellness for the masses. Boomers’ attraction to non-traditional medicine creates an opportunity
for companies that augment their core health care products and services. Bayer Nutritional
Science, for example, has created a line of eye, heart, mind, and joint supplements for active
boomers. The health and wellness company esq.-life is partnering with a number of health care
systems and is building stores on hospital campuses to offer a range of health and wellness
products and services, from therapeutic massages and salon pampering to organic cleaning
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products. A wide range of companies is beginning to recognize that for many boomers wellness
starts with food. AgeLab, for example, has developed a handheld device indicating whether food
meets a consumer’s dietary objectives, and Tropicana recently targeted boomers by introducing
orange juice fortified with omega-3s, which some believe help in the prevention of coronary heart
disease and other ailments.

Self-directed health care delivery. Boomers’ desire to manage their own health and their distrust
of doctors create an opportunity to deliver health care and advice in new ways. Clinics are
already appearing in retail locations such as supermarkets and pharmacies. Novartis’
hypertension program, BP Success Zone, combines a blood pressure monitor for home use with
education for patients to help them manage their condition. It's also easy to imagine that
pharmacy companies or service providers, such as health maintenance organizations, might
create a new category of “medicine managers"—specialized doctors who could ensure that the
many drugs lots of the elderly take work well together.

Achieving aspirations on a budget

The high expectations and constrained pocketbooks of unprepared boomers will make serving
them extremely challenging; combining the low prices, high service levels, and strong brand
identity these boomers crave is inherently difficult. Indeed, as US income disparity has increased
over the past two decades, many companies, in industries ranging from airlines to financial
services to retailing, have differentiated themselves by moving upmarket or focusing relentlessly
on low costs and prices, partly through low-touch or even self-service channels.2 In the years
ahead, the sheer size of the unprepared segment will richly reward companies that can shift
gears and deliver more for less.

Combining low prices and strong service. Some companies have already achieved this goal:
Southwest Airlines, for instance, combines low prices with a strong on-time service record, and
Charles Schwab provides higher-touch service than online brokerage specialists do, at similar
prices.2 Unprepared boomers will be searching for this elusive combination in virtually all parts of
their lives.

Their preferences offer some clues about how companies should approach that opportunity.
Thanks to the boomers’ comfort with technology, for example, Web-based tools that lower
delivery costs while retaining a sense of personalization and high-end service will probably be
appealing. One of the fastest-growing usage segments for Skype’s Internet videoconferencing
service is grandparents talking to grandchildren. It's not a big leap to imagine financial-services
providers using this same technology to deliver personalized financial advice to boomers cost
effectively.

As for retailers, conventional wisdom has long held that older people prefer smaller specialty
stores because they are easier to get around in and because retirees have plenty of time to shop.
Our research, however, indicates that two-thirds of the unprepared boomers prefer bigger stores
with lower prices, and roughly half prefer doing all their shopping at one store. Since unprepared
boomers also have high expectations for service, large retailers targeting them should avoid over
investing in smaller-store formats and focus instead on keeping prices down and shoring up
convenience and service. They might, for example, make it easier to navigate stores and to find
merchandise or salespeople, as well as figure out ways to avoid long lines.

Building smart brands. Despite the financial limitations of unprepared boomers, they are brand
conscious and share many aspirations with their affluent counterparts. Creating brands that help
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these people feel smart, innovative, proud, and not old—boomers are touchy about aging—will be
a critical part of meeting their needs.

Companies hoping to create such an identity for competitively priced brands can learn from
Target and Jet Blue. Fifteen years ago, Target was an also-ran to Wal-Mart Stores. But as
boomers were having and raising children, Target began providing cleaner shopping
environments, bolder designs, and brighter colours in children’s clothing, as well as more
appealing displays, than other big-box retailers offered. Over time, it created tremendous loyalty
among boomers: shoppers say “I love Target,” not “I save money there.” More recently, Jet Blue
launched in 2000 with routes between New York and Florida (a popular trek for many aging
boomers). From the inception of the company, it combined low prices with comfort—individual
television sets, leather upholstery, and extra legroom for each seat. In this way, Jet Blue helped
passengers feel smart and special. Although its operational difficulties in early 2007 angered
some of them, Jet Blue responded with a “customer bill of rights” consistent with its brand.

Creating community

The need for social connections is nothing new, but loneliness will be more acute for boomers
than for any past generation because they will be less able to rely on traditional sources of
community. Forty-six percent of the boomers will be unmarried by 2015, compared with 40
percent of the members of the silent generation at the same age; barely half of the boomers
believe they can count on their families for a safety net, as compared with 60 percent of the
younger members of the silent generation; and just 30 percent attend church weekly, as opposed
to nearly 40 percent of the latter. These findings imply that loneliness will afflict more than one in
five boomers, who will turn to several new sources of community.

Affinity groups. Given the diminished importance of traditional sources of community, boomers’
interests are likely to play a larger role in creating social outlets. Affinity groups have always
sprung up around individual pursuits, such as cooking, reading, photography, or home
improvement. As tech-savvy boomers age, these groups will increasingly meet both online
(regularly) and in person (periodically). Already, boomer-specific groups—such as Boomj.com,
which offers a social-networking service for boomers, and Eons.com, which combines on- and
offline communities—are emerging.

As in the past, boomers who have enough money are likely to travel and to use these trips as a
way of meeting others. Retirees have long associated with like-minded people through
organizations such as Elderhostel and tours organized by the alumni associations of universities.
Companies such as BabyBoomerTrips.com are now emerging to assemble travel packages
specifically for boomers.

“Giving back.” Two-thirds of boomers over age 50 view retirement as a time to contribute to
society. Coupled with their social needs and the fact that many won’t want or be able to retire fully,
this aspiration creates an enormous opportunity for non-profit organizations. Today 90 percent of
the people in Habitat for Humanity's database of active volunteers are in their late 50s or early
60s. Similarly, Goodwill Industries’ Senior Community Service Employment Program offers
seniors low-paying, socially oriented jobs. As competition for boomers’ time heats up among
nonprofits, the ability to create a sense of community will be a critical differentiator.

Although baby boomers will soon have more influence over the US economy than any group of
51- to 70-year-olds in history, they will also face an enormous financial, physical, and social
challenge. Helping them to overcome it and achieve their aspirations for aging will be a significant
business opportunity in the years ahead.
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