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Sanctuary Lakes Club is a premier golf and leisure club that
is inclusive and committed to delivering ongoing value to its
members, in an innovative way.
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* To be recognised as the premier golf course

* To be recognised as a Club of choice that our members are proud of
and visitors want to join.

 To be a Club that appreciates its role in our communities, playing a
lead role in bringing them together.

 We aspire to do this by being inclusive, delivering true value for all
our members, in an innovative way.
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* Financial Position
e Membership Update
* Our Key Critical Initiatives

 Match and Greens Update

Key Updates sanctuary



e Strongest financial position we have been since transition

. \sNe are debt free and Operating losses have reduced below
100K

* We are growing revenues strongly
* Reality check —we continue to make losses

* Course and facilities are aging and require significant future
iInvestment
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* Significant reduction in operating losses over the
last 5 years.
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* Delivering a profit remains a key deliverable of
this board. Our focus is on trying to:

 Grow membership subscriptions

* Grow corporate and social golf income
 Grow pro shop and driving range income
* Improve hospitality offering

* Improve course curating services
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1.15m played a round of
golf but an additional

0.95m engaged with goif

via an alternative format . . :
Golf is seen as a low intensity sport,

allowing apprciation of the outdoors
1.11m Goi Traditionalists are olplrdm bt
dedicated to the 18 hole game _ o> & 9% ol curren! players, 65% polenksd (Aayers)
: : Exclusive
2 40% ol coven! players, 45% podentid playurs )
L] Having too many rules and regulations
Variety Seekers (0.51m) - the segment of AUS F% O Carvent and polentel ployors
current players who like experiencing ) 18+ PIC
golf through different formats - spend — ‘?r:"; " Over and above cost key, needs to
twice as much per person, as encourage play amongst potential
Traditionalists players are:
; Fun and soclal opbons 2%
Options 10 play 0 short game 31%
Connection with people | can play with 30%
A clear pathway kv leammng and devalopimesd 2/

6.91m Austratians 18+ have not More female skewed segments
played any form of golf in the last 12 want fun, social and health and
months but would consider playing fitness options

Golf is changing and memberships to clubs are )37«
changing sanctuary
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The challenge

Time: 4+ hours for 18 holes is
not compatible with the modern
family

Cost: Membership fees are no
longer affordable with rising
cost of living

Difficulty: Courses have been
designed to be harder and rules
are difficult to understand for
many golfers

The Opportunity

Planning for Golf in Victoria Discussion Paper June 2017

6.91m Australian’s have never
played golf but would consider it

They don’t know how

People are attracted to golf for
Fun and enjoyment
Opportunity to connect
with the outdoors
To socialise

Western suburbs one of the
fastest growing corridors in the
Melbourne / Australia.
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* Income growth originally from membership menu

* Already this year we have 50 Daylight Saving Passes, 22 One Day
Passes and 6 Summer Passes.
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141 members resigned this year but not the members we thought
e 25 Diamond members resigned — less than previous year
* 63% of resignations were members less than 2 years

More than 7
28%

* High number of intermediate members
Intermed

Diamond
(incl OS),
25
iate, 47

4

less than a
year
45%
3-6 Years
9%
1-2 Years
18%
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Attract Involve

Invest into the course Improve induction and onboarding
Try before you buy (passes) Ambassadors programs
Social media and digital programs Improve member offers

Improve processes to involve low

Member experience — referrals .
playing members

Ensuring we grow members and keep 2
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Daylight savings pass sold out in weeks generating over $15,000 in

revenue and over 50 potential members
Calendar of promotions to attract new members

sanghary i :
- PACKAGES
FREE BEORWNERS CLINK RESIDENT'S MIDWEEK SPECIAL o o 0 N
TAKE ADVANTAGE OF THIS EXCLUSIVE SANCTUARY LAKES OFFER
PACKAGE 1
- ONE ROUND OF GOLF (MIDWEEK)

- A RANGE CARD WITH $20 CREDIT
- SANCTUARY LAKES CLUB WELCOME PACK 49

WITH BALLS, TEES AND A TOWEL 2
PACKAGE 2 -“

- 60 MINUTE GOLF LESSON
- SANCTUARY LAKES CLUB LOGOED CAP $g 9

- A RANGE CARD WITH $30 CREDIT

FOR SANCTUARY LAKES RESIDENTS
PN | CHRISTMIAS

LUNCH e—
R Reririon (30 wrsrosk) SO tinch RttFzre 1x Tt ‘ >, 18 HO ES ‘\ ],
e L ' . \Y
(& ,_-.“ \l
\\‘ 1

R \ \$99

™ \ l\ ‘\ ‘, Yy
CALL (03) 9394 9444 E
TO BOOK A TEE TIME

PACKAGE 3

-2 X MIOWEEK ROUNDS OF COLF WITH CART $gg
-2 X WARM UP BUCKETS OF RANGE BALLS

1 SANCTUARY LAKES PACKAGE TODAY %
STOCKING FILLERS AVAILABLE S AW
4* >
STARTING FROM $10 .‘
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Hard Welcoming PoorGuestS FaCi I.itieS Track N O pe Public

Mem bership practice COUISE Long WayCl.U D Private

Pl.ay Pay Nil restaurant COMmMmunication rough Board
Flexibility Pro Shop spoken COmpetitions
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1. Its about the course and on course experience — continue to invest
and more when you have it

2. Its about value for my membership and valuing me — Keep

memberships reasonable and appreciate members

We want a club culture where we are part of something

4. We are ok with flexible golf but still want some degree of a private
club where members can get on the course when they want

|||||
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e Current investment and
planned future investment
to ensure the best possible

course _

* The rough was the main
item raised.

* Bunkers need work butare  .isan I
the hardest aspect to
maintain on the course.
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* Over S100K spent on upgrades to pump and irrigation
system completed in the last two weeks.

* Purchased 9 replacement carts (delivery December 2017)
* Approved increase in course budget

* Purchased new drinks cart

* Invested in Trackman Unit

* Air conditioning system upgrade
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* Expand corporate offerings beyond signage and
simple golf days

* Implement manage social golf programs
e Using driving range for corporate income

* Must maintain balance — clear membership
preference for semi-private
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* Expand retail offering in shop

* Expand use of driving range

* Promote Trackman and teaching academy services

* Develop new website
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Ceased legal proceedings

New three year option has been granted until August 2020

Working with SLFC to improve services

New drinks cart to arrive December 2017

Conduct a trial lounge style bar in private dining room
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* Programmed Turnpoint Contract Ends 30t" June 2018
* Evaluating all options available

* A decision will be made by March 2018
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* Developed a strategic course plan and circulated to all
members. Plan is approved by the board

* Introduced “Ready Golf” Policy

 Worked with golf operations to improve the member
experience

* Conducted a successful club championships
* Introduced grand final eve event for Pennant fund raiser
* Improved communications from M&Gs to members
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 Developed a “high wind” hole location for all competitions

e 2 holes per cut per green. More variety and better conditions for all
weekend golfers

* Reduced areas of long rough to make course more playable for all
players

* |dentified heavy traffic areas around the greens

* Reiterated the “No Buggies on Greens” message as per standard at
Sandbelt courses

* Pro pin introduction, raising significant amounts for our Pennant
teams
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* Our number one goal is to ensure the course is playable
for all levels of players

* Focus on delivering the strategic course plan
— Special focus on vegetation management

— Making green surrounds more playable

e Conduct our annual course tour to identify areas for
Improvement

* |ntroduce a “fix this hole of the week” bunkers divots,
plug marks, weeds etc.
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e Extensive review of the 2018 calendar focusing on
“Board Events”

* Conduct member forums focusing on course care
etiquette and rules

* |dentify slower players and work with them to speed
up play

e Better engage members who want to volunteer

* |Introduce variable tee competition option

* Run a successful pennant season for all teams

D)

Member Focus for 2018 sanctuary

LAKES CLUB




