The Club Foundation, a 501(c)(3)
publicly-supported organization,
which the Club Managers Associa-
tion of America (CMAA) estab-
lished in 1988, is currently under-
going strategic planning, to deter-
mine its direction for the next five
years. The Club Foundation recent-
ly concluded a “Campaign for Ex-
cellence,” the goal of which was to
create a $3 million permanent en-
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dowment fund. That fund is in
place and prudently invested, and
since 1997 it has been a source of
grants and awards.

In order to begin strategic plan-
ning, The Club Foundation sent a
Request for Proposal (RPF) to six
consultants in mid-1998. As a re-
sult, The Club Foundation con-
tracted with Tarun Kapoor, CHA,
CHE. Kapoor is a professor in the
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School of Hotel & Restaurant Man-
agement (SHRM) at Cal Poly
Pormona University. He also serves
as the SHRM's director of the Pro-
fessional Development Institute.
Kapoor is widely recognized for
the consultation he provides to
business and hospitality organiza-
tions in the United States and
abroad, and he is recognized as a
facilitator of meetings and strategic
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planning retreats.

Needs Assessment Document

Kapoors first step was to con-
duct a Needs Assessment for The
Club Foundation. This consisted of
nearly100 interviews of club man-
agers, club directors, corporate rep-
resentatives, hospitality educators,
and key CMAA /Club Foundation
staff members. With the exception

of staff members, a computer pro-
gram randomly selected CMAA
members across the country to par-
ticipate.

A number of the interviews
were conducted during the 1988
CMAA Leadership/Legislative
Conference, the balance of the in-
terviews were conducted over the
telephone during the next three
months. Kapoor conducted each

interview one-on-one and the re-
sponses were kept confidential.

Kapoor prepared a Needs As-
sessment Report for The Club
Foundation as a result of the inter-
views. That report is summarized
in this article. (Please note that not
all interviewees responded to
every question posed.)

The first few questions Kapoor
posed during each interview were
very general. His goal was to learn
how much information members
and others associated with the pri-
vate club industry knew about The
Club Foundation.

In response to the first question,
“What do you know about The
Club Foundation?” 74 percent of
respondents indicated they knew a
lot about the organization; 17 per-
cent knew a little; and nine percent
knew nothing.

Secondly, Kapoor asked if each
knew when The Club Foundation
was founded. Thirty-seven percent
of the respondents stated that they
did not know. Of the other 63 per-
cent, a small percentage answered
correctly. (The Club Foundation
was founded in 1988.)

Concerning the mission of The
Club Foundation, 79 percent of re-
spondents had a basic understand-
ing, while 21 percent did not know
the mission.

During the next line of question-
ing, Kapoor sought information re-
garding respondents’ participation
in The Club Foundation. As a re-
sult, he learned that 80 percent of
respondents had previously partic-
ipated in some manner, through
donations and /or as volunteers for
the organization.

Kapoor asked for specific infor-
mation from each interviewee re-
garding participation. Several re-
spondents indicated they partici-
pated in various ways as a means
of “giving something back” to the
industry. Others indicated they
had made personal donations be-
cause The Club Foundation pro-
vides funds for education and they
are personally committed to edu-
cation. A few others indicated they
made pledges because they felt
compelled to say “yes” to the
members who solicited those
pledges.

Kapoor asked those who had

Continued on page 50
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Continued from page 49
not participated in The Club Foun-
dation, why they do not partici-
pate. One individual indicated fi-
nancial reasons; another indicated
he felt members already pay
enough in CMAA dues; another
suggested he did not know enough
about The Club Foundation; and
two had no reason.

Next, they were asked if their

{for club managers, club staff, and stu-
dents) and research initiatives, and
through communications to the golf
and hospitality industries.
Ninety-five percent of those in-
terviewed felt the mission state-
ment is fine as written. Further-
more, 98 percent suggested that it
would help CMAA to maintain its
leadership role in the club industry.
Some specific comments received
about the mission statement were

Exhibit 1

Fundraising activity
Solicitation of CMAA members
Solicitation of CMAA chapters
Solicitation of corporations

Solicitation of corporate foundations ...............c........

Solicitation of family foundations
Solicitation of club boards
Solicitation of club members
Solicitation of allied organizations

Fundraising through special events

chapter had participated in any
manner in The Club Foundation.
Seventy-seven percent said yes,
their chapters had participated;
five percent said no; and 17 percent
said they did not know. From those
that said yes there was a wide
array of reasons why, including it
was the right thing to do; it was a
good idea; it was important to sup-
port national’s foundation; all
chapters should support The Club
Foundation; and their chapter gave
because national asked.

From the other respondents, one
suggested the members of his
chapter are discontent that their
chapter made a pledge; and anoth-
er said there still exists some con-
troversy in the chapter regarding
The Club Foundation.

Kapoor continued with a line of
questioning that regarded The
Club Foundation’s mission as it
has read for the past four years:

The mission of the Foundation is to
support the professional development
of club managers and the advancement
of club management as a profession
that offers long term employment, job
satisfaction, and professional achieve-
ment. This is accomplished by funding
education and training opportunities

that it is too long, it is a mouthful,
and it is too broad. Two individu-
als suggested the mission state-
ment be revisited and that it needs
more specificity.

When Kapoor continued his line
of questioning about the mission
statement, 83 percent recommend-
ed no changes or improvements.
Of the other 17 percent, sugges-
tions for changes included the
need to shorten it; to include ver-
biage about chapter programming;
for it to say something regarding
research; and two individuals
asked why the golf industry was
listed but not the tennis industry.

The next set of questions con-
cerned The Club Foundation’s
structure. As Kapoor explained,
The Club Foundation had, until re-
cently, one full-time staff member,
the vice president, and now has an
administrative assistant. In addi-
tion, it has a 12-person board of
governors; liaisons in the chapters;
and several committees. Eighty-
two percent of those interviewed
felt this structure was sufficient. Of
the others, 10 said there was too
much structure; 10 said the struc-
ture is too cumbersome; and one

Continued on page 54
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Continued from page 50

asked if The Club Foundation has
an adequate system of checks and
balances.

Then Kapoor asked about the
staff specifically, to find out if each
person interviewed believed the
staff to be effective. Fifty-three per-
centhad no specific comments. Of
the comments given, most were ex-
tremely positive. When asked what
the role of the vice president
should be, 40 percent believed it
should be facilitator, 30 percent be-
lieved it should be fund-raiser: and
30 percent thought it should be a
combination of both.

He then asked about the effec-
tiveness of the board of governors,

To get more specific, Kapoor then
read nine fundraising activities,
and asked about the appropriate-
ness of each solicitation type. (See
Exhibit 1 on page 50 for break-
doton).

When asked if they would be
willing to help The Club Founda-
tion with its fundraising efforts
from any or all of the above
sources, 76 percent of the respon-
dants said yes, they would; 14 per-
cent said no; and 11 percent said it
would depend on the circum-
stances. He then asked if each
would consider personally donat-
ing to The Club Foundation. Sev-
enty-three percent said yes, they
would consider donating; 14 per-
cent said no; and 14 percent said it

Exhibit 2

Faculty Internship Program

Sponsorship of World Conference Speakers

Club Manager Scholarships
Student Scholarships

comimittees, and liaisons. Sixty-five
percent of the respondants had no
specific comments. Of the com-
ments given, five said these groups
do a good job; six asked why there
are not liaisons in every chapter;
one said the liaisons are not fully
informed of Club Foundation up-
dates and activities; and one sug-
gested The Club Foundation do
more teleconferencing.

To conclude this specific line of
questioning, Kapoor asked for sug-
gestions for changes and/or im-
provements to the structure,
Eighty percent had no suggestions.
Three suggestions made were to
keep the committees active, to re-
structure on a regional basis, and
that the structure should follow the
strategy.

The next line of questioning re-
garded resource development. In
response to the question, “Do you
know which fund raising efforts
the foundation has been involved
in?” Sixty percent knew a lot; 23
percent knew a little; and 15 per-
cent knew nothing regarding the
foundation’s fundraising activities.

_ Yes No Don’t Know
Education Grants (i.e., Sports Mgmt Program) .98%...2% ......cccv... 0%

79%..4% ............15%
67%.26%
91%...6%

%...2%

would depend.

The final line of questioning
concerned distributions made from
the endowment fund. First, he
asked if each interviewee was fa-
miliar with how the endowment
funds have been used in the past.
Fifty-six percent knew a lot about
this; 24 percent knew a little about
this; and 18 percent knew nothing
about this.

Providing five examples of
funding, Kapoor asked which of
the following programs each re-
spondant believed should be recip-
ients of funding from the endow-
ment in the future. (See Exhibit 2
on this page for breakdown).In re-
sponse {o suggestions for other re-
cipients of funding from the en-
dowment, 25 percent of intervie-
wees said research; four said funds
should be used to pay for non-
CMAA spomnsored education; and
five said The Club Foundation
should give chapter education
grants.

Kapoor asked what percentage
of the endowment earnings should

Continved on page 56
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be used to cover operating costs,
and what percentage should be
distributed. A significant 58 per-
cent did not know. Seventeen re-
spondents suggested The Club
Foundation needs to improve its
communications regarding the
sources and uses of endowment
funds.

Kapoor concluded each inter-
view by seeking input concerning
The Club Foundation’s vision. The
majority of respondents suggested
The Club Foundation grow the en-
dowment fund. Specific numbers
ranged from growing the fund
$500,000 annually to growing that
fund to $20 million.

Task Force Formed

Following the interviews, a
Strategic Planning Task Force was
formed. Participants were not
hand-selected by the Club Founda-
tion or CMAA. Rather, the stake-
holder groups of The Club Foun-
dation were asked to appoint rep-
resentatives to this task force. For

mm?mw was sent to all
on liaisons asking
them whach wﬁd hiaisons should _um
inv O?m&. ? was done in a ballot
mwm!ﬁosm checking off

3 each. The same
Bﬁw&@m@@ﬂ was employed for
%Hmnwmﬁ 2T wrese niatives from each
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Force, whose 1 members have made
commitments {6 serve in this ca-
pacityv for three vears, met for the
first tiime at 2 mﬁ.onmma. retreat at
Boca West Coun gy Club in Boca
Raton, FL, on Jan. $-10, 1999. Staff
in attendance included Mariana
Nork, vice president of The Club
Foundation; Em Singerling, CCM,
CEC, president of imm QEu Foun-
dation and executive vice presi-
dent of the Clab Managers Associ-
ation of gmﬁﬁm mmm Gordon
Welch, CCM, vice president of the
Club Managers Association of
America.

The following tasks were ac-
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complished during this two-day
meeting:

*Club Foundation primary, sec-
ondary, and tertiary stakeholders
were identified.

*The Club Foundation’s values
were identified.

*The Club Foundation’s core
competencies (strengths), and chal-
lenges (weaknesses) were identi-
fied, in terms of both fund raising
and fund distribution.

*The Club Foundation’s mis-
sion statement was revisited and
very closely examined. As a resuit,
that mission statement has been
rewritten to say the following:

The mission of The Club Founda-
tion is to raise funds to support the
professional development of club man-
agers through education, training, and
research initiatives,

Continued on page 58
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The Club Foundation Vision

By 2004, The Club Foundation
will have achieved distinction,
prestige, and recognition among
CMAA members and the commu-
nity at large. The Club Foundation
will:

*Be an effective fund-raiser

*Have a fund balance of $7.5
million, returning 7.5 percent an-
nually for distribution and a mini-
mum of 5 percent for growth, and

*Continue to generate a mini-
mum of $150,000 per year from
special events.

*Be efficiently managed

*Spend no more than 30 percent
of income on operating expenses
(exclusive of fund raising), and

*Distribute a minimum of
$500,000 annually through CMI
{Club Management Institute) to
fund programs consistent with its
mission statement.

Lastly, during the retreat, the
Strategic Planning Task Force iden-
tified the five Key Result Areas
(KRAs) as follows:

*Fund raising

sFund Distribution

*Portfolio Management

*Image Marketing

*Organizational Structure

Fund raising
The first objective is to raise, by
2004, an additional $4.5 million,

The mission of
~ The Club
“Foundation is to
raise funds to
support the
professional

development of

club managers
.

through
education,
training, and
research
initiatives.




- The next stage
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thus raising the endowment fund
balance to $7.5 million.

The second objective is that, by
2004, The Club Foundation will
earn a minimum of $150,000 per
year from the auctions, raffles, and
other events.

Fund Distribution

The first objective states that by
the end of 1999, The Club Founda-
tion will establish its fund distribu-
tion criteria. The second objective
states that by the end of 1999, The
Club Foundation will establish its
annual distribution process. The
third objective is that by the end of
1999, The Club Foundation will
have developed distribution crite-
ria and established a funding
process to provide education and
programs to needy chapters.



Portfolio Management
The objective is that The Club
Foundation will conlinue its cur-
rent portfolio management policy.

Image Markeling
The objective states that, by the
end of 1999, The Club I'oundation
will develop a marketing cam-
paign for inlernal and external con-
stituents.

Organizational Structure

The objective states that before
launching the strategic plan, The
Club Foundation will conduct an
organizational review and recom-
mend changes if necessary to the
existing committee and staff struc-
ture.

The Club Foundation interim
Strategic Planning retreat report
was presented to and accepted by
The Club Foundation board of
governors at its annual meeting on
March 2, 1999, in San Francisco.
Kapoor presented highlights of the
report to con ference allendees ctut-
ing the Opcning Business Session
of the 1999 CMAA World Confer-
ence in San Francisco.

What Next?

The Strategic Planning Task
lorce met during the CMAA -
World Conlerence in San Francis-
co. The committee members made
the commitment to meet twice an-
nually for the next three years. 'The
results of those meetings will be
made public to the CMAA mem-
bership and to other stakeholder
groups.

The next stage of Strategic I’lan-
ning is the implementation plan.
As The Club Foundation proceeds
in this area, it will kcep CMAA
members and members of its other
stakeholder groups fully updated
regarding its strategic planning
process. This will be accomplished
through articles in publications,
through updates in CMAA and
Club Foundation publications, and
through other forms of communi-
cations. &

If you have any questions regarding
The Club Foundation and/or its
Strategic Planning, contact Mariana
Nork or [im Singerling at 703/739-
9500.




