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A Trend is….
The general direction in which 
something tends to move. Trends can 
be thought of in varying lengths 
including short, intermediate and 
long term. If one can identify a 
trend, it can be highly profitable 
as you will be able to move your 
club’s strategy with the trend. 
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…If one can identify a tren
it can be highly profitable   
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Overall Trend Index (5-1 Scale)
Predicting Events in the Club Industry 5 Years

 into the Future (2009) 
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Total Data

		

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

		U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8		1.9

		In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2		2.4

		Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0		1.9

		Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7		2.6

		Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0		2.1

		The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6		2.7

		Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3		2.2

		The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2		3.0

		The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1		2.8

		The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6		2.7

		Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4		2.4

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

		Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8		1.8

		The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7		1.8

		The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1		2.0

		Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7		2.2

		The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8		1.6

		In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7		2.1

		Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2		2.4

		There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1		2.8

		Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0		2.3

		Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0		2.4

		Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0		1.9

		A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6		2.5

		Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8		2.2

		The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6		2.3

		The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6		1.9

		Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8		2.1

		The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3		2.2

		Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8		2.9

		On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3		3.3

		Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3		3.5

		The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5		2.1

				3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2		2.3

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

		Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6		1.8

		Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6		1.5

		Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7		1.7

		To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9		2.0

		Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8		1.8

		Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1		2.0

		“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2		2.1

		Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1		2.0

		“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3		2.5

		“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3		2.1

		Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5		2.3

		Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0		2.6

		A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4		2.1

		Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4		3.2

		As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4		2.5

		Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8		2.6

		The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1		3.1

		Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8		2.7

		Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5		3.2

		Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8		4.1

				2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5		2.4

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

		Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6		1.5

		Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6		1.6

		Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5		1.4

		Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7		1.7

		Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3		1.2

		Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2		1.1

		The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1		2.2

		Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8		1.9

		Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8		1.7

		Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4		2.0

		Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9		1.6

		Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8		1.8

		Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4		1.3

		Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6		1.8

		The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0		1.9

		Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8		2.0

		Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2		1.5

		Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1		1.8

		Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4		2.3

		Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1		2.4

		Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4		2.0

		“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7		2.4

		Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3		2.3

				3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9		1.8

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

		Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3		1.1

		The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3		1.3

		Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6		1.6

		The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7		1.5

		Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1		2.2

		Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9		1.8

		With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2		2.0

		Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2		2.3

		The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3		2.4

				3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8		1.8

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."





Total Mean

		Predicting Events in the Club Industry 5 Years Into the Future (2009)

		CMAA BMI III		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		Total Mean		3.4		3.8		3.8		3.7		3.7		3.7		3.8		3.8		3.8		3.7		2.2		2.2		2.2		2.2		2.1





Total Mean

		



Total Mean

Time

Mean

Predicting Events in the Club Industry 5 Years into the Future (2009)



By Section

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

		U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8		1.9

		In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2		2.4

		Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0		1.9

		Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7		2.6

		Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0		2.1

		The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6		2.7

		Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3		2.2

		The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2		3.0

		The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1		2.8

		The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6		2.7

		Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4		2.4

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

		Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8		1.8

		The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7		1.8

		The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1		2.0

		Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7		2.2

		The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8		1.6

		In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7		2.1

		Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2		2.4

		There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1		2.8

		Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0		2.3

		Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0		2.4

		Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0		1.9

		A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6		2.5

		Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8		2.2

		The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6		2.3

		The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6		1.9

		Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8		2.1

		The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3		2.2

		Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8		2.9

		On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3		3.3

		Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3		3.5

		The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5		2.1

		Mean of Mean		3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2		2.3

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

		Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6		1.8

		Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6		1.5

		Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7		1.7

		To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9		2.0

		Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8		1.8

		Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1		2.0

		“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2		2.1

		Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1		2.0

		“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3		2.5

		“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3		2.1

		Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5		2.3

		Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0		2.6

		A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4		2.1

		Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4		3.2

		As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4		2.5

		Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8		2.6

		The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1		3.1

		Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8		2.7

		Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5		3.2

		Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8		4.1

		Mean of Mean		2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5		2.4

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

		Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6		1.5

		Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6		1.6

		Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5		1.4

		Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7		1.7

		Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3		1.2

		Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2		1.1

		The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1		2.2

		Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8		1.9

		Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8		1.7

		Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4		2.0

		Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9		1.6

		Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8		1.8

		Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4		1.3

		Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6		1.8

		The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0		1.9

		Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8		2.0

		Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2		1.5

		Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1		1.8

		Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4		2.3

		Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1		2.4

		Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4		2.0

		“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7		2.4

		Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3		2.3

		Mean of Mean		3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9		1.8

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

		Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3		1.1

		The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3		1.3

		Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6		1.6

		The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7		1.5

		Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1		2.2

		Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9		1.8

		With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2		2.0

		Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2		2.3

		The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3		2.4

		Mean of Mean		3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8		1.8

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."
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				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

				U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		1		The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8		1.9		3.3		0.53

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		2		In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2		2.4		3.3		0.83

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		3		Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0		1.9		3.3		1.41

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		4		Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7		2.6		3.2		-0.20

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08				0.00

		5		Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0		2.1		3.2		0.50

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08				0.00

		6		The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6		2.7		3.2		0.17

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08				0.00

		7		Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3		2.2		3.2		0.52

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08				0.00

		8		The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2		3.0		3.3		-0.28

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08				0.00

		9		The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1		2.8		3.2		-0.10

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08				0.00

		10		The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6		2.7		3.2		-0.41

				Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4		2.4		3.2		0.30

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

				Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8

				The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7

				The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1

				Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7

				The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8

				In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7

				Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2

				There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1

				Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0

				Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0

				Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0

				A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6

				Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8

				The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6

				The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6

				Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8

				The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3

				Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8

				On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3

				Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3

				The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5

						3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

				Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6

				Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6

				Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7

				To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9

				Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8

				Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1

				“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2

				Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1

				“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3

				“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3

				Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5

				Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0

				A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4

				Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4

				As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4

				Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8

				The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1

				Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8

				Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5

				Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8

						2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

				Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6

				Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6

				Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5

				Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7

				Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3

				Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2

				The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1

				Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8

				Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8

				Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4

				Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9

				Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8

				Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4

				Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6

				The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0

				Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8

				Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2

				Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1

				Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4

				Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1

				Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4

				“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7

				Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3

						3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

				Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3

				The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3

				Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6

				The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7

				Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1

				Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9

				With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2

				Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2

				The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3

						3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."
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The club industry will see new club concepts not seen today.
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In general clubs will become more inclusive versus exclusive.
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Country (golf) clubs will remain the largest segment of the club industry.
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Overall, the club industry will be profitable.
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Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.
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The number of for-profit clubs will increase.
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Most clubs will continue to be member-owned organizations.
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The total number of clubs will increase.
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The total club membership will increase.
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The number of contract-managed clubs as a percentage of total clubs will increase.



		

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

				U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8

				In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2

				Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0

				Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7

				Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0

				The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6

				Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3

				The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2

				The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1

				The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6

				Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

				Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		1		The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8		1.8		3.3		1.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		2		The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7		1.8		3.2		1.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		3		The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1		2.0		3.2		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		4		Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7		2.2		3.3		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		5		The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8		1.6		3.3		0.8

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		6		In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7		2.1		3.2		1.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		7		Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2		2.4		3.1		0.7

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		8		There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1		2.8		3.1		0.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		9		Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0		2.3		3.2		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		10		Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0		2.4		3.1		0.6

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		11		Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0		1.9		3.2		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		12		A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6		2.5		3.2		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		13		Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8		2.2		3.1		0.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		14		The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6		2.3		3.2		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		15		The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6		1.9		3.3		0.7

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		16		Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8		2.1		3.2		0.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		17		The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3		2.2		3.3		0.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		18		Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8		2.9		2.9		-0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		19		On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3		3.3		3.0		0.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		20		Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3		3.5		3.1		-0.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		21		The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5		2.1		3.1		0.2

						3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2		2.3

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

				Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6

				Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6

				Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7

				To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9

				Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8

				Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1

				“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2

				Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1

				“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3

				“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3

				Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5

				Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0

				A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4

				Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4

				As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4

				Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8

				The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1

				Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8

				Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5

				Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8

						2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

				Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6

				Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6

				Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5

				Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7

				Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3

				Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2

				The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1

				Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8

				Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8

				Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4

				Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9

				Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8

				Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4

				Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6

				The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0

				Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8

				Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2

				Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1

				Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4

				Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1

				Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4

				“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7

				Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3

						3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

				Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3

				The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3

				Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6

				The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7

				Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1

				Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9

				With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2

				Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2

				The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3

						3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."





		



Time

Mean

The industry will see substantially more women in management positions.



		



Time

Mean

The workforce will be more culturally diverse.



		



Time

Mean

The industry will see substantially more minorities in management positions.



		



Time

Mean

Clubs will spend more training dollars on continuing education for management.



		



Time

Mean

The concept of the manager functioning as the chief operating officer will be become more commonplace.



		



Time

Mean

In general, managing employees will be more challenging.



		



Time

Mean

Employee compensation and benefits will focus on free time and quality of life.



		



Time

Mean

There will be a smaller pool of qualified applicants to fill line positions.



		



Time

Mean

Clubs will offer improved compensation and other incentives to increase employee retention.



		



Time

Mean

Management compensation will be more competitive with other service industries (banks, retail, airlines).



		



Time

Mean

Club jobs will require higher skill levels.



		



Time

Mean

A typical club manager will be required to know Spanish as a second language.



		



Time

Mean

Clubs will spend more training dollars on continuing education for line and staff employees.



		



Time

Mean

The average age of the work force will be higher.



		



Time

Mean

The management of employees will become more challenging.



		



Time

Mean

Employee certification will increase in importance.



		



Time

Mean

The ratio of part-time to full-time employees will be higher.



		



Time

Mean

Staffing shortages will inhibit club growth plans.



		



Time

Mean

On average, managers will spend fewer hours at work.



		



Time

Mean

Immigration laws will be relaxed to address industry labor shortages.



		



Time

Mean

The turnover rate of club employees will remain about what it is today.



		

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

				U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8

				In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2

				Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0

				Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7

				Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0

				The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6

				Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3

				The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2

				The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1

				The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6

				Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

				Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8

				The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7

				The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1

				Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7

				The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8

				In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7

				Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2

				There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1

				Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0

				Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0

				Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0

				A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6

				Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8

				The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6

				The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6

				Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8

				The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3

				Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8

				On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3

				Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3

				The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5

						3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

				Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		1		With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6		1.8		3.3		0.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		2		Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6		1.5		3.3		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		3		Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7		1.7		3.2		0.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		4		To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9		2.0		3.2		0.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		5		Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8		1.8		3.3		0.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		6		Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1		2.0		3.2		0.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		7		“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2		2.1		3.1		-0.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		8		Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1		2.0		3.2		0.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		9		“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3		2.5		3.1		-0.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		10		“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3		2.1		3.1		-0.6

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		11		Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5		2.3		3.2		-0.6

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		12		Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0		2.6		2.8		-0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		13		A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4		2.1		3.1		-0.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		14		Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4		3.2		2.7		-1.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		15		As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4		2.5		3.0		-0.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		16		Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8		2.6		2.8		-0.6

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		17		The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1		3.1		2.9		-0.8

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		18		Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8		2.7		3.0		-1.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		19		Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5		3.2		3.0		-1.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		20		Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8		4.1		2.6		-1.3

						2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5		2.4

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

				Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6

				Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6

				Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5

				Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7

				Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3

				Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2

				The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1

				Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8

				Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8

				Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4

				Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9

				Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8

				Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4

				Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6

				The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0

				Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8

				Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2

				Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1

				Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4

				Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1

				Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4

				“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7

				Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3

						3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

				Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3

				The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3

				Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6

				The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7

				Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1

				Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9

				With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2

				Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2

				The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3

						3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."
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With detailed member history information, clubs will be able to customize the member experience.



		



Time

Mean

Wireless technology will play an increasing role in various aspects of club operations.



		



Time

Mean

Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.
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To remain competitive, clubs will allocate a much higher percentage for technology expenditures.



		



Time

Mean

Clubs will increase their use of on-line purchasing systems to buy supplies.



		



Time

Mean

Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)
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Mean

“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.
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Mean

Technological solutions will increase operational efficiency (such as speed of service).



		



Time

Mean

“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.



		



Time

Mean

“Smart clubs” will exist which customize the members’ experience and save energy costs.



		



Time

Mean

Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.



		



Time

Mean

Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.



		



Time

Mean

A large percentage of clubs will adopt data warehousing and data mining technology.



		



Time

Mean

Electronic menus will replace paper menus.



		



Time

Mean

As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.



		



Time

Mean

Clubs will introduce futuristic technologies such as biometrics and wearable computers.



		



Time

Mean

The use of information technology in operations will significantly reduce employee-member interaction.



		



Time

Mean

Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.



		



Time

Mean

Clubs will require fewer employees as technology replaces various human functions.



		



Time

Mean

Clubs will focus on service and delivery while food preparation will be off-site.



		

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

				U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8

				In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2

				Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0

				Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7

				Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0

				The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6

				Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3

				The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2

				The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1

				The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6

				Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

				Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8

				The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7

				The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1

				Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7

				The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8

				In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7

				Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2

				There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1

				Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0

				Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0

				Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0

				A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6

				Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8

				The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6

				The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6

				Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8

				The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3

				Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8

				On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3

				Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3

				The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5

						3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

				Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6

				Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6

				Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7

				To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9

				Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8

				Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1

				“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2

				Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1

				“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3

				“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3

				Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5

				Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0

				A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4

				Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4

				As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4

				Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8

				The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1

				Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8

				Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5

				Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8

						2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

				Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		1		Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6		1.5		3.3		2.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		2		Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6		1.6		3.4		2.6

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		3		Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5		1.4		3.3		2.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		4		Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7		1.7		3.3		2.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		5		Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3		1.2		3.4		3.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		6		Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2		1.1		3.4		3.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		7		The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1		2.2		3.1		1.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		8		Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8		1.9		3.3		1.7

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		9		Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8		1.7		3.3		1.9

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		10		Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4		2.0		3.2		1.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		11		Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9		1.6		3.3		1.9

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		12		Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8		1.8		3.1		1.9

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		13		Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4		1.3		3.3		2.6

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		14		Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6		1.8		3.3		2.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		15		The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0		1.9		3.0		1.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		16		Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8		2.0		3.3		1.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		17		Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2		1.5		3.2		2.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		18		Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1		1.8		3.2		1.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		19		Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4		2.3		3.2		0.8

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		20		Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1		2.4		3.2		0.7

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		21		Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4		2.0		3.2		1.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		22		“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7		2.4		3.0		-0.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		23		Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3		2.3		2.9		0.3

						3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9		1.8

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

				Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3

				The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3

				Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6

				The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7

				Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1

				Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9

				With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2

				Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2

				The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3

						3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."
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The largest area of business growth will come from the creation of new markets and product offerings.
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Product differentiation will become increasingly important in growing the club’s business.
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Operations will increasingly be seen as a valuable marketing tool.
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Increases in cultural diversity will make marketing more complex.
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Club marketing will become more experience-oriented.
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Members will measure “value” in terms of time rather than money.
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Members will be more value-driven.
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Marketing to an aging population will become increasingly important.
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The Internet will be the primary marketing channel for clubs.
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Loyalty programs will become more valuable in developing strategic marketing programs.



		



Time

Mean

Word-of-mouth will be the most influential form of advertising.
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Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.
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Themed experiences will dominate new concepts.



		



Time

Mean

Members will increasingly look for price promotions/discounting.
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“24/7” will be the norm for club organizations (on demand marketing).



		



Time

Mean

Environmentalism will be a dominant marketing strategy in club.



		

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

				U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8

				In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2

				Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0

				Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7

				Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0

				The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6

				Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3

				The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2

				The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1

				The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6

				Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

				Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8

				The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7

				The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1

				Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7

				The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8

				In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7

				Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2

				There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1

				Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0

				Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0

				Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0

				A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6

				Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8

				The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6

				The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6

				Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8

				The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3

				Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8

				On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3

				Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3

				The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5

						3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

				Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6

				Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6

				Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7

				To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9

				Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8

				Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1

				“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2

				Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1

				“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3

				“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3

				Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5

				Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0

				A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4

				Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4

				As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4

				Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8

				The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1

				Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8

				Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5

				Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8

						2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

				Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6

				Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6

				Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5

				Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7

				Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3

				Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2

				The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1

				Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8

				Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8

				Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4

				Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9

				Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8

				Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4

				Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6

				The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0

				Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8

				Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2

				Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1

				Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4

				Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1

				Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4

				“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7

				Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3

						3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

				Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		1		Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3		1.1		3.4		1.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		2		The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3		1.3		3.4		1.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		3		Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6		1.6		3.3		0.7

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		4		The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7		1.5		3.4		0.9

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		5		Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1		2.2		3.1		-0.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		6		Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9		1.8		3.2		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		7		With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2		2.0		3.2		0.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		8		Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2		2.3		3.3		0.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		9		The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3		2.4		3.1		0.2

				Mean of Mean		3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8		1.8

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."
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Size & Structure of Clubs

U.S. Club Industry Size and Structure

3.5 3.7 3.7 3.6 3.6 3.8 3.8 3.8 3.7 3.5

2.5 2.3 2.4 2.4 2.4

0.0
0.5
1.0
1.5
2.0
2.5
3.0
3.5
4.0
4.5
5.0

Delp
hi 

(2
00

2)

Apr
-04

Sep
t-0

4

Oct-
04

Apr
-05

Sep
t-0

5

Nov
-0

5

Apr
-06

Sep
t-0

6

Oct-
06

Mar
-07

Sep
t-0

7

Oct-
07

Mar
-08

Sep
-0

8

Time

M
ea

n
Industry
Size &

Structure


Chart3

		Delphi (2002)		Delphi (2002)		Delphi (2002)		Delphi (2002)		Delphi (2002)		Delphi (2002)		Delphi (2002)		Delphi (2002)		Delphi (2002)		Delphi (2002)		Delphi (2002)

		Apr-04		Apr-04		Apr-04		Apr-04		Apr-04		Apr-04		Apr-04		Apr-04		Apr-04		Apr-04		Apr-04

		Sept-04		Sept-04		Sept-04		Sept-04		Sept-04		Sept-04		Sept-04		Sept-04		Sept-04		Sept-04		Sept-04

		Oct-04		Oct-04		Oct-04		Oct-04		Oct-04		Oct-04		Oct-04		Oct-04		Oct-04		Oct-04		Oct-04

		Apr-05		Apr-05		Apr-05		Apr-05		Apr-05		Apr-05		Apr-05		Apr-05		Apr-05		Apr-05		Apr-05

		Sept-05		Sept-05		Sept-05		Sept-05		Sept-05		Sept-05		Sept-05		Sept-05		Sept-05		Sept-05		Sept-05

		Nov-05		Nov-05		Nov-05		Nov-05		Nov-05		Nov-05		Nov-05		Nov-05		Nov-05		Nov-05		Nov-05

		Apr-06		Apr-06		Apr-06		Apr-06		Apr-06		Apr-06		Apr-06		Apr-06		Apr-06		Apr-06		Apr-06

		Sept-06		Sept-06		Sept-06		Sept-06		Sept-06		Sept-06		Sept-06		Sept-06		Sept-06		Sept-06		Sept-06

		Oct-06		Oct-06		Oct-06		Oct-06		Oct-06		Oct-06		Oct-06		Oct-06		Oct-06		Oct-06		Oct-06

		Mar-07		Mar-07		Mar-07		Mar-07		Mar-07		Mar-07		Mar-07		Mar-07		Mar-07		Mar-07		Mar-07

		Sept-07		Sept-07		Sept-07		Sept-07		Sept-07		Sept-07		Sept-07		Sept-07		Sept-07		Sept-07		Sept-07

		Oct-07		Oct-07		Oct-07		Oct-07		Oct-07		Oct-07		Oct-07		Oct-07		Oct-07		Oct-07		Oct-07

		Mar-08		Mar-08		Mar-08		Mar-08		Mar-08		Mar-08		Mar-08		Mar-08		Mar-08		Mar-08		Mar-08

		syys.08		syys.08		syys.08		syys.08		syys.08		syys.08		syys.08		syys.08		syys.08		syys.08		syys.08



Time

Mean

U.S. Club Industry Size and Structure

3.53

3.74

3.7

3.62

3.62

3.75

3.76

3.76

3.66

3.54

2.497

2.34

2.383

2.445

2.428



Total Data

		

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

		U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8		1.9

		In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2		2.4

		Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0		1.9

		Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7		2.6

		Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0		2.1

		The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6		2.7

		Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3		2.2

		The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2		3.0

		The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1		2.8

		The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6		2.7

		Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4		2.4

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

		Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8		1.8

		The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7		1.8

		The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1		2.0

		Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7		2.2

		The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8		1.6

		In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7		2.1

		Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2		2.4

		There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1		2.8

		Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0		2.3

		Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0		2.4

		Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0		1.9

		A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6		2.5

		Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8		2.2

		The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6		2.3

		The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6		1.9

		Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8		2.1

		The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3		2.2

		Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8		2.9

		On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3		3.3

		Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3		3.5

		The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5		2.1

				3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2		2.3

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

		Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6		1.8

		Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6		1.5

		Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7		1.7

		To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9		2.0

		Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8		1.8

		Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1		2.0

		“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2		2.1

		Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1		2.0

		“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3		2.5

		“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3		2.1

		Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5		2.3

		Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0		2.6

		A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4		2.1

		Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4		3.2

		As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4		2.5

		Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8		2.6

		The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1		3.1

		Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8		2.7

		Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5		3.2

		Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8		4.1

				2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5		2.4

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

		Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6		1.5

		Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6		1.6

		Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5		1.4

		Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7		1.7

		Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3		1.2

		Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2		1.1

		The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1		2.2

		Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8		1.9

		Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8		1.7

		Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4		2.0

		Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9		1.6

		Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8		1.8

		Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4		1.3

		Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6		1.8

		The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0		1.9

		Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8		2.0

		Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2		1.5

		Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1		1.8

		Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4		2.3

		Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1		2.4

		Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4		2.0

		“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7		2.4

		Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3		2.3

				3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9		1.8

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

		Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3		1.1

		The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3		1.3

		Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6		1.6

		The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7		1.5

		Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1		2.2

		Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9		1.8

		With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2		2.0

		Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2		2.3

		The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3		2.4

				3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8		1.8

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."





Total Mean

		Predicting Events in the Club Industry 5 Years Into the Future (2009)

		CMAA BMI III		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		Total Mean		3.4		3.8		3.8		3.7		3.7		3.7		3.8		3.8		3.8		3.7		2.2		2.2		2.2		2.2		2.1





Total Mean

		



Total Mean

Time

Mean

Predicting Events in the Club Industry 5 Years into the Future (2009)



By Section

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

		U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8		1.9

		In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2		2.4

		Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0		1.9

		Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7		2.6

		Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0		2.1

		The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6		2.7

		Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3		2.2

		The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2		3.0

		The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1		2.8

		The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6		2.7

		Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4		2.4

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

		Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8		1.8

		The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7		1.8

		The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1		2.0

		Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7		2.2

		The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8		1.6

		In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7		2.1

		Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2		2.4

		There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1		2.8

		Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0		2.3

		Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0		2.4

		Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0		1.9

		A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6		2.5

		Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8		2.2

		The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6		2.3

		The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6		1.9

		Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8		2.1

		The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3		2.2

		Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8		2.9

		On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3		3.3

		Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3		3.5

		The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5		2.1

		Mean of Mean		3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2		2.3

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

		Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6		1.8

		Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6		1.5

		Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7		1.7

		To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9		2.0

		Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8		1.8

		Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1		2.0

		“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2		2.1

		Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1		2.0

		“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3		2.5

		“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3		2.1

		Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5		2.3

		Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0		2.6

		A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4		2.1

		Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4		3.2

		As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4		2.5

		Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8		2.6

		The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1		3.1

		Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8		2.7

		Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5		3.2

		Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8		4.1

		Mean of Mean		2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5		2.4

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

		Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6		1.5

		Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6		1.6

		Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5		1.4

		Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7		1.7

		Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3		1.2

		Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2		1.1

		The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1		2.2

		Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8		1.9

		Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8		1.7

		Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4		2.0

		Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9		1.6

		Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8		1.8

		Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4		1.3

		Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6		1.8

		The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0		1.9

		Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8		2.0

		Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2		1.5

		Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1		1.8

		Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4		2.3

		Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1		2.4

		Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4		2.0

		“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7		2.4

		Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3		2.3

		Mean of Mean		3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9		1.8

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

		Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3		1.1

		The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3		1.3

		Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6		1.6

		The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7		1.5

		Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1		2.2

		Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9		1.8

		With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2		2.0

		Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2		2.3

		The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3		2.4

		Mean of Mean		3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8		1.8

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."





By Section

		



Time

Mean

U.S. Club Industry Size and Structure



US Club Industry Size & Struc

		



Time

Mean

Managing Human Resources In U.S. Clubs



Managing HR In US Clubs

		



Time

Mean

Managing Club Operations and IT



Managing Oper & IT

		



Time

Mean

Marketing To Club Members



Marketing To Club Members

		



Time

Mean

Club Financial Management



Club Financial Mgt

		

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

				U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		1		The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8		1.9		3.3		0.53

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		2		In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2		2.4		3.3		0.83

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		3		Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0		1.9		3.3		1.41

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		4		Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7		2.6		3.2		-0.20

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08				0.00

		5		Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0		2.1		3.2		0.50

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08				0.00

		6		The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6		2.7		3.2		0.17

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08				0.00

		7		Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3		2.2		3.2		0.52

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08				0.00

		8		The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2		3.0		3.3		-0.28

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08				0.00

		9		The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1		2.8		3.2		-0.10

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08				0.00

		10		The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6		2.7		3.2		-0.41

				Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4		2.4		3.2		0.30

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

				Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8

				The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7

				The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1

				Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7

				The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8

				In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7

				Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2

				There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1

				Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0

				Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0

				Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0

				A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6

				Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8

				The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6

				The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6

				Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8

				The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3

				Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8

				On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3

				Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3

				The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5

						3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

				Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6

				Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6

				Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7

				To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9

				Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8

				Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1

				“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2

				Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1

				“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3

				“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3

				Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5

				Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0

				A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4

				Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4

				As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4

				Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8

				The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1

				Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8

				Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5

				Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8

						2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

				Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6

				Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6

				Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5

				Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7

				Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3

				Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2

				The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1

				Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8

				Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8

				Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4

				Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9

				Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8

				Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4

				Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6

				The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0

				Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8

				Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2

				Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1

				Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4

				Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1

				Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4

				“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7

				Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3

						3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

				Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3

				The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3

				Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6

				The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7

				Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1

				Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9

				With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2

				Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2

				The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3

						3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."
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The club industry will see new club concepts not seen today.
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In general clubs will become more inclusive versus exclusive.
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Country (golf) clubs will remain the largest segment of the club industry.
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Overall, the club industry will be profitable.
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Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.
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The number of for-profit clubs will increase.



		



Time

Mean

Most clubs will continue to be member-owned organizations.
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The total number of clubs will increase.
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The total club membership will increase.
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The number of contract-managed clubs as a percentage of total clubs will increase.



		

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

				U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8

				In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2

				Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0

				Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7

				Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0

				The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6

				Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3

				The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2

				The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1

				The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6

				Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

				Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		1		The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8		1.8		3.3		1.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		2		The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7		1.8		3.2		1.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		3		The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1		2.0		3.2		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		4		Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7		2.2		3.3		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		5		The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8		1.6		3.3		0.8

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		6		In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7		2.1		3.2		1.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		7		Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2		2.4		3.1		0.7

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		8		There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1		2.8		3.1		0.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		9		Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0		2.3		3.2		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		10		Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0		2.4		3.1		0.6

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		11		Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0		1.9		3.2		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		12		A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6		2.5		3.2		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		13		Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8		2.2		3.1		0.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		14		The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6		2.3		3.2		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		15		The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6		1.9		3.3		0.7

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		16		Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8		2.1		3.2		0.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		17		The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3		2.2		3.3		0.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		18		Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8		2.9		2.9		-0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		19		On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3		3.3		3.0		0.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		20		Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3		3.5		3.1		-0.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		21		The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5		2.1		3.1		0.2

						3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2		2.3

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

				Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6

				Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6

				Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7

				To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9

				Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8

				Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1

				“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2

				Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1

				“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3

				“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3

				Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5

				Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0

				A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4

				Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4

				As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4

				Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8

				The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1

				Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8

				Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5

				Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8

						2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

				Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6

				Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6

				Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5

				Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7

				Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3

				Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2

				The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1

				Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8

				Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8

				Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4

				Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9

				Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8

				Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4

				Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6

				The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0

				Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8

				Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2

				Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1

				Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4

				Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1

				Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4

				“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7

				Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3

						3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

				Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3

				The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3

				Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6

				The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7

				Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1

				Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9

				With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2

				Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2

				The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3

						3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."
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The industry will see substantially more women in management positions.



		



Time

Mean

The workforce will be more culturally diverse.



		



Time

Mean

The industry will see substantially more minorities in management positions.



		



Time

Mean

Clubs will spend more training dollars on continuing education for management.



		



Time

Mean

The concept of the manager functioning as the chief operating officer will be become more commonplace.



		



Time

Mean

In general, managing employees will be more challenging.



		



Time

Mean

Employee compensation and benefits will focus on free time and quality of life.



		



Time

Mean

There will be a smaller pool of qualified applicants to fill line positions.



		



Time

Mean

Clubs will offer improved compensation and other incentives to increase employee retention.



		



Time

Mean

Management compensation will be more competitive with other service industries (banks, retail, airlines).
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Mean

Club jobs will require higher skill levels.
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Mean

A typical club manager will be required to know Spanish as a second language.
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Mean

Clubs will spend more training dollars on continuing education for line and staff employees.
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Mean

The average age of the work force will be higher.
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Mean

The management of employees will become more challenging.
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Mean

Employee certification will increase in importance.



		



Time

Mean

The ratio of part-time to full-time employees will be higher.
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Mean

Staffing shortages will inhibit club growth plans.



		



Time

Mean

On average, managers will spend fewer hours at work.



		



Time

Mean

Immigration laws will be relaxed to address industry labor shortages.



		



Time

Mean

The turnover rate of club employees will remain about what it is today.



		

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

				U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8

				In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2

				Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0

				Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7

				Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0

				The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6

				Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3

				The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2

				The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1

				The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6

				Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

				Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8

				The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7

				The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1

				Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7

				The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8

				In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7

				Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2

				There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1

				Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0

				Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0

				Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0

				A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6

				Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8

				The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6

				The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6

				Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8

				The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3

				Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8

				On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3

				Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3

				The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5

						3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

				Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		1		With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6		1.8		3.3		0.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		2		Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6		1.5		3.3		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		3		Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7		1.7		3.2		0.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		4		To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9		2.0		3.2		0.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		5		Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8		1.8		3.3		0.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		6		Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1		2.0		3.2		0.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		7		“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2		2.1		3.1		-0.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		8		Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1		2.0		3.2		0.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		9		“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3		2.5		3.1		-0.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		10		“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3		2.1		3.1		-0.6

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		11		Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5		2.3		3.2		-0.6

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		12		Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0		2.6		2.8		-0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		13		A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4		2.1		3.1		-0.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		14		Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4		3.2		2.7		-1.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		15		As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4		2.5		3.0		-0.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		16		Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8		2.6		2.8		-0.6

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		17		The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1		3.1		2.9		-0.8

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		18		Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8		2.7		3.0		-1.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		19		Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5		3.2		3.0		-1.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		20		Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8		4.1		2.6		-1.3

						2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5		2.4

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

				Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6

				Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6

				Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5

				Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7

				Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3

				Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2

				The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1

				Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8

				Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8

				Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4

				Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9

				Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8

				Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4

				Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6

				The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0

				Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8

				Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2

				Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1

				Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4

				Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1

				Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4

				“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7

				Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3

						3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

				Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3

				The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3

				Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6

				The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7

				Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1

				Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9

				With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2

				Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2

				The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3

						3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."
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With detailed member history information, clubs will be able to customize the member experience.
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Mean

Wireless technology will play an increasing role in various aspects of club operations.
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Mean

Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.
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To remain competitive, clubs will allocate a much higher percentage for technology expenditures.
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Mean

Clubs will increase their use of on-line purchasing systems to buy supplies.
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Mean

Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)
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Mean

“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.
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Mean

Technological solutions will increase operational efficiency (such as speed of service).



		



Time

Mean

“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.



		



Time

Mean

“Smart clubs” will exist which customize the members’ experience and save energy costs.



		



Time

Mean

Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.



		



Time

Mean

Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.



		



Time

Mean

A large percentage of clubs will adopt data warehousing and data mining technology.



		



Time

Mean

Electronic menus will replace paper menus.



		



Time

Mean

As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.



		



Time

Mean

Clubs will introduce futuristic technologies such as biometrics and wearable computers.



		



Time

Mean

The use of information technology in operations will significantly reduce employee-member interaction.



		



Time

Mean

Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.



		



Time

Mean

Clubs will require fewer employees as technology replaces various human functions.



		



Time

Mean

Clubs will focus on service and delivery while food preparation will be off-site.



		

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

				U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8

				In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2

				Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0

				Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7

				Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0

				The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6

				Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3

				The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2

				The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1

				The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6

				Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

				Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8

				The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7

				The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1

				Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7

				The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8

				In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7

				Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2

				There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1

				Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0

				Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0

				Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0

				A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6

				Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8

				The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6

				The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6

				Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8

				The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3

				Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8

				On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3

				Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3

				The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5

						3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

				Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6

				Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6

				Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7

				To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9

				Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8

				Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1

				“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2

				Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1

				“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3

				“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3

				Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5

				Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0

				A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4

				Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4

				As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4

				Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8

				The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1

				Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8

				Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5

				Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8

						2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

				Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		1		Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6		1.5		3.3		2.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		2		Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6		1.6		3.4		2.6

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		3		Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5		1.4		3.3		2.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		4		Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7		1.7		3.3		2.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		5		Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3		1.2		3.4		3.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		6		Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2		1.1		3.4		3.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		7		The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1		2.2		3.1		1.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		8		Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8		1.9		3.3		1.7

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		9		Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8		1.7		3.3		1.9

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		10		Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4		2.0		3.2		1.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		11		Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9		1.6		3.3		1.9

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		12		Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8		1.8		3.1		1.9

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		13		Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4		1.3		3.3		2.6

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		14		Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6		1.8		3.3		2.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		15		The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0		1.9		3.0		1.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		16		Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8		2.0		3.3		1.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		17		Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2		1.5		3.2		2.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		18		Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1		1.8		3.2		1.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		19		Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4		2.3		3.2		0.8

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		20		Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1		2.4		3.2		0.7

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		21		Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4		2.0		3.2		1.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		22		“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7		2.4		3.0		-0.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		23		Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3		2.3		2.9		0.3

						3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9		1.8

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

				Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3

				The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3

				Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6

				The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7

				Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1

				Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9

				With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2

				Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2

				The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3

						3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."
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Time

Mean

Member databases will lead to more target marketing.



		



Time

Mean

Convenience will increasingly drive member choices.



		



Time

Mean
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The largest area of business growth will come from the creation of new markets and product offerings.
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Product differentiation will become increasingly important in growing the club’s business.
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Operations will increasingly be seen as a valuable marketing tool.
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Increases in cultural diversity will make marketing more complex.
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Club marketing will become more experience-oriented.
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Members will measure “value” in terms of time rather than money.
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Members will be more value-driven.
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Marketing to an aging population will become increasingly important.
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The Internet will be the primary marketing channel for clubs.
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Loyalty programs will become more valuable in developing strategic marketing programs.
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Word-of-mouth will be the most influential form of advertising.
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Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.
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Themed experiences will dominate new concepts.
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Members will increasingly look for price promotions/discounting.
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“24/7” will be the norm for club organizations (on demand marketing).
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Environmentalism will be a dominant marketing strategy in club.



		

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

				U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8

				In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2

				Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0

				Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7

				Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0

				The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6

				Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3

				The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2

				The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1

				The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6

				Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

				Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8

				The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7

				The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1

				Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7

				The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8

				In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7

				Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2

				There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1

				Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0

				Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0

				Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0

				A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6

				Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8

				The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6

				The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6

				Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8

				The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3

				Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8

				On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3

				Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3

				The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5

						3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

				Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6

				Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6

				Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7

				To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9

				Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8

				Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1

				“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2

				Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1

				“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3

				“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3

				Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5

				Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0

				A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4

				Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4

				As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4

				Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8

				The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1

				Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8

				Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5

				Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8

						2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

				Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6

				Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6

				Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5

				Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7

				Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3

				Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2

				The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1

				Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8

				Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8

				Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4

				Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9

				Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8

				Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4

				Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6

				The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0

				Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8

				Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2

				Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1

				Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4

				Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1

				Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4

				“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7

				Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3

						3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

				Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		1		Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3		1.1		3.4		1.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		2		The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3		1.3		3.4		1.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		3		Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6		1.6		3.3		0.7

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		4		The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7		1.5		3.4		0.9

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		5		Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1		2.2		3.1		-0.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		6		Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9		1.8		3.2		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		7		With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2		2.0		3.2		0.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		8		Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2		2.3		3.3		0.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		9		The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3		2.4		3.1		0.2

				Mean of Mean		3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8		1.8

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."
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Labor will continue to be the highest cost category for clubs.
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The cost of payroll taxes and employee benefits will be higher.
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Industry regulations will increase costs associated with food safety and environmental protection.
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The largest revenue source for clubs will continue to be member dues.
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Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.
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Overall profit margins will be lower.
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With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.
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Member assessments will continue to be a primary source of capital to finance club improvements.
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The number of unprofitable clubs will increase.
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Total Data

		

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

		U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8		1.9

		In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2		2.4

		Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0		1.9

		Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7		2.6

		Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0		2.1

		The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6		2.7

		Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3		2.2

		The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2		3.0

		The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1		2.8

		The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6		2.7

		Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4		2.4

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

		Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8		1.8

		The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7		1.8

		The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1		2.0

		Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7		2.2

		The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8		1.6

		In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7		2.1

		Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2		2.4

		There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1		2.8

		Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0		2.3

		Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0		2.4

		Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0		1.9

		A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6		2.5

		Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8		2.2

		The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6		2.3

		The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6		1.9

		Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8		2.1

		The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3		2.2

		Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8		2.9

		On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3		3.3

		Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3		3.5

		The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5		2.1

				3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2		2.3

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

		Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6		1.8

		Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6		1.5

		Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7		1.7

		To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9		2.0

		Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8		1.8

		Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1		2.0

		“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2		2.1

		Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1		2.0

		“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3		2.5

		“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3		2.1

		Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5		2.3

		Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0		2.6

		A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4		2.1

		Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4		3.2

		As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4		2.5

		Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8		2.6

		The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1		3.1

		Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8		2.7

		Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5		3.2

		Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8		4.1

				2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5		2.4

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

		Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6		1.5

		Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6		1.6

		Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5		1.4

		Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7		1.7

		Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3		1.2

		Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2		1.1

		The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1		2.2

		Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8		1.9

		Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8		1.7

		Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4		2.0

		Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9		1.6

		Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8		1.8

		Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4		1.3

		Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6		1.8

		The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0		1.9

		Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8		2.0

		Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2		1.5

		Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1		1.8

		Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4		2.3

		Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1		2.4

		Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4		2.0

		“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7		2.4

		Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3		2.3

				3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9		1.8

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

		Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3		1.1

		The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3		1.3

		Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6		1.6

		The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7		1.5

		Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1		2.2

		Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9		1.8

		With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2		2.0

		Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2		2.3

		The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3		2.4

				3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8		1.8

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."





Total Mean

		Predicting Events in the Club Industry 5 Years Into the Future (2009)

		CMAA BMI III		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		Total Mean		3.4		3.8		3.8		3.7		3.7		3.7		3.8		3.8		3.8		3.7		2.2		2.2		2.2		2.2		2.1





Total Mean

		



Total Mean

Time

Mean

Predicting Events in the Club Industry 5 Years into the Future (2009)



By Section

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

		U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8		1.9

		In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2		2.4

		Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0		1.9

		Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7		2.6

		Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0		2.1

		The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6		2.7

		Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3		2.2

		The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2		3.0

		The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1		2.8

		The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6		2.7

		Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4		2.4

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

		Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8		1.8

		The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7		1.8

		The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1		2.0

		Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7		2.2

		The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8		1.6

		In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7		2.1

		Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2		2.4

		There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1		2.8

		Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0		2.3

		Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0		2.4

		Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0		1.9

		A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6		2.5

		Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8		2.2

		The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6		2.3

		The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6		1.9

		Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8		2.1

		The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3		2.2

		Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8		2.9

		On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3		3.3

		Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3		3.5

		The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5		2.1

		Mean of Mean		3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2		2.3

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

		Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6		1.8

		Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6		1.5

		Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7		1.7

		To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9		2.0

		Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8		1.8

		Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1		2.0

		“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2		2.1

		Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1		2.0

		“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3		2.5

		“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3		2.1

		Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5		2.3

		Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0		2.6

		A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4		2.1

		Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4		3.2

		As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4		2.5

		Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8		2.6

		The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1		3.1

		Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8		2.7

		Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5		3.2

		Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8		4.1

		Mean of Mean		2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5		2.4

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

		Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6		1.5

		Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6		1.6

		Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5		1.4

		Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7		1.7

		Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3		1.2

		Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2		1.1

		The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1		2.2

		Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8		1.9

		Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8		1.7

		Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4		2.0

		Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9		1.6

		Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8		1.8

		Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4		1.3

		Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6		1.8

		The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0		1.9

		Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8		2.0

		Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2		1.5

		Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1		1.8

		Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4		2.3

		Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1		2.4

		Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4		2.0

		“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7		2.4

		Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3		2.3

		Mean of Mean		3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9		1.8

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

		Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3		1.1

		The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3		1.3

		Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6		1.6

		The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7		1.5

		Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1		2.2

		Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9		1.8

		With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2		2.0

		Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2		2.3

		The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3		2.4

		Mean of Mean		3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8		1.8

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."
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				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

				U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		1		The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8		1.9		3.3		0.53

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		2		In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2		2.4		3.3		0.83

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		3		Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0		1.9		3.3		1.41

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		4		Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7		2.6		3.2		-0.20

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08				0.00

		5		Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0		2.1		3.2		0.50

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08				0.00

		6		The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6		2.7		3.2		0.17

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08				0.00

		7		Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3		2.2		3.2		0.52

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08				0.00

		8		The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2		3.0		3.3		-0.28

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08				0.00

		9		The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1		2.8		3.2		-0.10

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08				0.00

		10		The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6		2.7		3.2		-0.41

				Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4		2.4		3.2		0.30

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

				Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8

				The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7

				The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1

				Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7

				The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8

				In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7

				Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2

				There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1

				Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0

				Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0

				Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0

				A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6

				Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8

				The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6

				The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6

				Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8

				The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3

				Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8

				On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3

				Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3

				The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5

						3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

				Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6

				Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6

				Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7

				To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9

				Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8

				Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1

				“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2

				Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1

				“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3

				“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3

				Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5

				Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0

				A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4

				Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4

				As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4

				Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8

				The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1

				Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8

				Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5

				Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8

						2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

				Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6

				Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6

				Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5

				Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7

				Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3

				Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2

				The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1

				Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8

				Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8

				Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4

				Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9

				Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8

				Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4

				Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6

				The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0

				Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8

				Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2

				Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1

				Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4

				Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1

				Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4

				“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7

				Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3

						3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

				Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3

				The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3

				Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6

				The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7

				Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1

				Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9

				With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2

				Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2

				The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3

						3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."
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Country (golf) clubs will remain the largest segment of the club industry.
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Overall, the club industry will be profitable.
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Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.
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The number of for-profit clubs will increase.
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Most clubs will continue to be member-owned organizations.
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The total number of clubs will increase.
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The total club membership will increase.
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The number of contract-managed clubs as a percentage of total clubs will increase.



		

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

				U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8

				In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2

				Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0

				Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7

				Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0

				The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6

				Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3

				The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2

				The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1

				The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6

				Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

				Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		1		The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8		1.8		3.3		1.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		2		The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7		1.8		3.2		1.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		3		The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1		2.0		3.2		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		4		Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7		2.2		3.3		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		5		The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8		1.6		3.3		0.8

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		6		In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7		2.1		3.2		1.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		7		Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2		2.4		3.1		0.7

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		8		There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1		2.8		3.1		0.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		9		Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0		2.3		3.2		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		10		Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0		2.4		3.1		0.6

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		11		Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0		1.9		3.2		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		12		A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6		2.5		3.2		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		13		Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8		2.2		3.1		0.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		14		The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6		2.3		3.2		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		15		The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6		1.9		3.3		0.7

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		16		Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8		2.1		3.2		0.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		17		The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3		2.2		3.3		0.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		18		Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8		2.9		2.9		-0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		19		On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3		3.3		3.0		0.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		20		Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3		3.5		3.1		-0.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		21		The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5		2.1		3.1		0.2

						3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2		2.3

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

				Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6

				Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6

				Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7

				To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9

				Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8

				Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1

				“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2

				Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1

				“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3

				“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3

				Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5

				Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0

				A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4

				Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4

				As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4

				Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8

				The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1

				Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8

				Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5

				Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8

						2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

				Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6

				Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6

				Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5

				Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7

				Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3

				Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2

				The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1

				Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8

				Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8

				Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4

				Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9

				Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8

				Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4

				Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6

				The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0

				Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8

				Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2

				Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1

				Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4

				Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1

				Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4

				“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7

				Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3

						3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

				Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3

				The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3

				Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6

				The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7

				Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1

				Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9

				With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2

				Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2

				The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3

						3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."
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The industry will see substantially more women in management positions.
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The workforce will be more culturally diverse.
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The industry will see substantially more minorities in management positions.
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Clubs will spend more training dollars on continuing education for management.
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The concept of the manager functioning as the chief operating officer will be become more commonplace.
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In general, managing employees will be more challenging.
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Employee compensation and benefits will focus on free time and quality of life.
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There will be a smaller pool of qualified applicants to fill line positions.
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Clubs will offer improved compensation and other incentives to increase employee retention.
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Management compensation will be more competitive with other service industries (banks, retail, airlines).
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Club jobs will require higher skill levels.
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A typical club manager will be required to know Spanish as a second language.
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Clubs will spend more training dollars on continuing education for line and staff employees.
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The average age of the work force will be higher.
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The management of employees will become more challenging.
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Employee certification will increase in importance.
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The ratio of part-time to full-time employees will be higher.
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Staffing shortages will inhibit club growth plans.
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On average, managers will spend fewer hours at work.
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Immigration laws will be relaxed to address industry labor shortages.



		



Time

Mean

The turnover rate of club employees will remain about what it is today.



		

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

				U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8

				In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2

				Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0

				Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7

				Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0

				The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6

				Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3

				The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2

				The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1

				The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6

				Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

				Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8

				The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7

				The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1

				Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7

				The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8

				In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7

				Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2

				There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1

				Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0

				Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0

				Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0

				A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6

				Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8

				The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6

				The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6

				Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8

				The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3

				Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8

				On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3

				Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3

				The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5

						3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

				Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		1		With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6		1.8		3.3		0.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		2		Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6		1.5		3.3		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		3		Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7		1.7		3.2		0.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		4		To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9		2.0		3.2		0.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		5		Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8		1.8		3.3		0.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		6		Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1		2.0		3.2		0.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		7		“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2		2.1		3.1		-0.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		8		Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1		2.0		3.2		0.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		9		“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3		2.5		3.1		-0.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		10		“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3		2.1		3.1		-0.6

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		11		Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5		2.3		3.2		-0.6

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		12		Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0		2.6		2.8		-0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		13		A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4		2.1		3.1		-0.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		14		Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4		3.2		2.7		-1.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		15		As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4		2.5		3.0		-0.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		16		Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8		2.6		2.8		-0.6

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		17		The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1		3.1		2.9		-0.8

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		18		Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8		2.7		3.0		-1.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		19		Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5		3.2		3.0		-1.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		20		Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8		4.1		2.6		-1.3

						2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5		2.4

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

				Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6

				Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6

				Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5

				Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7

				Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3

				Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2

				The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1

				Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8

				Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8

				Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4

				Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9

				Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8

				Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4

				Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6

				The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0

				Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8

				Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2

				Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1

				Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4

				Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1

				Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4

				“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7

				Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3

						3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

				Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3

				The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3

				Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6

				The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7

				Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1

				Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9

				With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2

				Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2

				The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3

						3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."





		



Time

Mean

With detailed member history information, clubs will be able to customize the member experience.



		



Time

Mean

Wireless technology will play an increasing role in various aspects of club operations.



		



Time

Mean

Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.



		



Time

Mean

To remain competitive, clubs will allocate a much higher percentage for technology expenditures.



		



Time

Mean

Clubs will increase their use of on-line purchasing systems to buy supplies.



		



Time

Mean

Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)



		



Time

Mean

“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.



		



Time

Mean

Technological solutions will increase operational efficiency (such as speed of service).



		



Time

Mean

“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.



		



Time

Mean

“Smart clubs” will exist which customize the members’ experience and save energy costs.



		



Time

Mean

Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.



		



Time

Mean

Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.



		



Time

Mean

A large percentage of clubs will adopt data warehousing and data mining technology.



		



Time

Mean

Electronic menus will replace paper menus.



		



Time

Mean

As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.



		



Time

Mean

Clubs will introduce futuristic technologies such as biometrics and wearable computers.



		



Time

Mean

The use of information technology in operations will significantly reduce employee-member interaction.



		



Time

Mean

Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.



		



Time

Mean

Clubs will require fewer employees as technology replaces various human functions.



		



Time

Mean

Clubs will focus on service and delivery while food preparation will be off-site.



		

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

				U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8

				In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2

				Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0

				Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7

				Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0

				The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6

				Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3

				The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2

				The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1

				The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6

				Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

				Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8

				The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7

				The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1

				Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7

				The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8

				In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7

				Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2

				There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1

				Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0

				Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0

				Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0

				A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6

				Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8

				The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6

				The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6

				Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8

				The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3

				Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8

				On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3

				Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3

				The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5

						3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

				Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6

				Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6

				Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7

				To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9

				Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8

				Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1

				“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2

				Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1

				“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3

				“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3

				Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5

				Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0

				A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4

				Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4

				As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4

				Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8

				The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1

				Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8

				Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5

				Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8

						2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

				Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		1		Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6		1.5		3.3		2.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		2		Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6		1.6		3.4		2.6

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		3		Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5		1.4		3.3		2.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		4		Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7		1.7		3.3		2.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		5		Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3		1.2		3.4		3.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		6		Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2		1.1		3.4		3.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		7		The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1		2.2		3.1		1.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		8		Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8		1.9		3.3		1.7

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		9		Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8		1.7		3.3		1.9

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		10		Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4		2.0		3.2		1.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		11		Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9		1.6		3.3		1.9

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		12		Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8		1.8		3.1		1.9

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		13		Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4		1.3		3.3		2.6

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		14		Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6		1.8		3.3		2.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		15		The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0		1.9		3.0		1.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		16		Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8		2.0		3.3		1.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		17		Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2		1.5		3.2		2.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		18		Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1		1.8		3.2		1.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		19		Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4		2.3		3.2		0.8

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		20		Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1		2.4		3.2		0.7

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		21		Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4		2.0		3.2		1.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		22		“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7		2.4		3.0		-0.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		23		Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3		2.3		2.9		0.3

						3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9		1.8

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

				Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3

				The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3

				Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6

				The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7

				Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1

				Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9

				With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2

				Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2

				The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3

						3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."
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The Internet will be the primary marketing channel for clubs.
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Loyalty programs will become more valuable in developing strategic marketing programs.
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“24/7” will be the norm for club organizations (on demand marketing).
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Environmentalism will be a dominant marketing strategy in club.



		

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

				U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8

				In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2

				Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0

				Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7

				Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0

				The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6

				Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3

				The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2

				The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1

				The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6

				Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

				Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8

				The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7

				The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1

				Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7

				The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8

				In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7

				Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2

				There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1

				Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0

				Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0

				Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0

				A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6

				Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8

				The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6

				The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6

				Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8

				The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3

				Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8

				On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3

				Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3

				The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5

						3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

				Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6

				Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6

				Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7

				To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9

				Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8

				Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1

				“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2

				Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1

				“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3

				“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3

				Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5

				Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0

				A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4

				Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4

				As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4

				Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8

				The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1

				Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8

				Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5

				Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8

						2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

				Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6

				Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6

				Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5

				Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7

				Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3

				Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2

				The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1

				Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8

				Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8

				Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4

				Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9

				Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8

				Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4

				Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6

				The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0

				Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8

				Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2

				Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1

				Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4

				Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1

				Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4

				“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7

				Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3

						3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

				Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		1		Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3		1.1		3.4		1.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		2		The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3		1.3		3.4		1.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		3		Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6		1.6		3.3		0.7

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		4		The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7		1.5		3.4		0.9

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		5		Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1		2.2		3.1		-0.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		6		Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9		1.8		3.2		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		7		With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2		2.0		3.2		0.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		8		Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2		2.3		3.3		0.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		9		The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3		2.4		3.1		0.2

				Mean of Mean		3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8		1.8

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."
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Labor will continue to be the highest cost category for clubs.
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The cost of payroll taxes and employee benefits will be higher.
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Industry regulations will increase costs associated with food safety and environmental protection.
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The largest revenue source for clubs will continue to be member dues.



		



Time

Mean

Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.
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Overall profit margins will be lower.
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With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.
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Member assessments will continue to be a primary source of capital to finance club improvements.
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The number of unprofitable clubs will increase.
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Total Data

		

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

		U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8		1.9

		In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2		2.4

		Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0		1.9

		Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7		2.6

		Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0		2.1

		The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6		2.7

		Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3		2.2

		The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2		3.0

		The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1		2.8

		The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6		2.7

		Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4		2.4

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

		Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8		1.8

		The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7		1.8

		The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1		2.0

		Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7		2.2

		The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8		1.6

		In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7		2.1

		Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2		2.4

		There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1		2.8

		Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0		2.3

		Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0		2.4

		Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0		1.9

		A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6		2.5

		Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8		2.2

		The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6		2.3

		The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6		1.9

		Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8		2.1

		The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3		2.2

		Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8		2.9

		On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3		3.3

		Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3		3.5

		The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5		2.1

				3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2		2.3

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

		Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6		1.8

		Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6		1.5

		Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7		1.7

		To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9		2.0

		Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8		1.8

		Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1		2.0

		“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2		2.1

		Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1		2.0

		“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3		2.5

		“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3		2.1

		Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5		2.3

		Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0		2.6

		A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4		2.1

		Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4		3.2

		As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4		2.5

		Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8		2.6

		The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1		3.1

		Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8		2.7

		Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5		3.2

		Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8		4.1

				2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5		2.4

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

		Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6		1.5

		Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6		1.6

		Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5		1.4

		Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7		1.7

		Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3		1.2

		Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2		1.1

		The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1		2.2

		Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8		1.9

		Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8		1.7

		Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4		2.0

		Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9		1.6

		Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8		1.8

		Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4		1.3

		Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6		1.8

		The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0		1.9

		Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8		2.0

		Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2		1.5

		Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1		1.8

		Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4		2.3

		Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1		2.4

		Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4		2.0

		“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7		2.4

		Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3		2.3

				3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9		1.8

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

		Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3		1.1

		The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3		1.3

		Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6		1.6

		The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7		1.5

		Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1		2.2

		Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9		1.8

		With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2		2.0

		Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2		2.3

		The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3		2.4

				3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8		1.8

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."





Total Mean

		Predicting Events in the Club Industry 5 Years Into the Future (2009)

		CMAA BMI III		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		Total Mean		3.4		3.8		3.8		3.7		3.7		3.7		3.8		3.8		3.8		3.7		2.2		2.2		2.2		2.2		2.1





Total Mean

		



Total Mean

Time

Mean

Predicting Events in the Club Industry 5 Years into the Future (2009)



By Section

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

		U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8		1.9

		In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2		2.4

		Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0		1.9

		Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7		2.6

		Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0		2.1

		The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6		2.7

		Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3		2.2

		The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2		3.0

		The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1		2.8

		The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6		2.7

		Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4		2.4

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

		Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8		1.8

		The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7		1.8

		The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1		2.0

		Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7		2.2

		The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8		1.6

		In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7		2.1

		Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2		2.4

		There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1		2.8

		Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0		2.3

		Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0		2.4

		Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0		1.9

		A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6		2.5

		Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8		2.2

		The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6		2.3

		The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6		1.9

		Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8		2.1

		The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3		2.2

		Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8		2.9

		On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3		3.3

		Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3		3.5

		The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5		2.1

		Mean of Mean		3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2		2.3

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

		Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6		1.8

		Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6		1.5

		Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7		1.7

		To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9		2.0

		Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8		1.8

		Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1		2.0

		“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2		2.1

		Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1		2.0

		“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3		2.5

		“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3		2.1

		Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5		2.3

		Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0		2.6

		A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4		2.1

		Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4		3.2

		As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4		2.5

		Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8		2.6

		The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1		3.1

		Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8		2.7

		Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5		3.2

		Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8		4.1

		Mean of Mean		2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5		2.4

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

		Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6		1.5

		Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6		1.6

		Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5		1.4

		Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7		1.7

		Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3		1.2

		Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2		1.1

		The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1		2.2

		Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8		1.9

		Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8		1.7

		Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4		2.0

		Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9		1.6

		Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8		1.8

		Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4		1.3

		Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6		1.8

		The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0		1.9

		Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8		2.0

		Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2		1.5

		Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1		1.8

		Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4		2.3

		Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1		2.4

		Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4		2.0

		“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7		2.4

		Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3		2.3

		Mean of Mean		3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9		1.8

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

		Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3		1.1

		The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3		1.3

		Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6		1.6

		The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7		1.5

		Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1		2.2

		Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9		1.8

		With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2		2.0

		Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2		2.3

		The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3		2.4

		Mean of Mean		3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8		1.8

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."
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				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

				U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		1		The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8		1.9		3.3		0.53

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		2		In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2		2.4		3.3		0.83

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		3		Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0		1.9		3.3		1.41

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		4		Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7		2.6		3.2		-0.20

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08				0.00

		5		Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0		2.1		3.2		0.50

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08				0.00

		6		The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6		2.7		3.2		0.17

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08				0.00

		7		Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3		2.2		3.2		0.52

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08				0.00

		8		The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2		3.0		3.3		-0.28

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08				0.00

		9		The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1		2.8		3.2		-0.10

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08				0.00

		10		The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6		2.7		3.2		-0.41

				Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4		2.4		3.2		0.30

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

				Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8

				The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7

				The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1

				Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7

				The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8

				In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7

				Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2

				There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1

				Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0

				Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0

				Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0

				A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6

				Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8

				The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6

				The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6

				Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8

				The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3

				Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8

				On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3

				Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3

				The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5

						3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

				Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6

				Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6

				Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7

				To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9

				Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8

				Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1

				“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2

				Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1

				“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3

				“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3

				Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5

				Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0

				A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4

				Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4

				As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4

				Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8

				The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1

				Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8

				Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5

				Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8

						2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

				Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6

				Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6

				Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5

				Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7

				Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3

				Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2

				The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1

				Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8

				Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8

				Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4

				Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9

				Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8

				Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4

				Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6

				The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0

				Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8

				Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2

				Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1

				Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4

				Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1

				Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4

				“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7

				Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3

						3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

				Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3

				The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3

				Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6

				The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7

				Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1

				Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9

				With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2

				Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2

				The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3

						3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."
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The club industry will see new club concepts not seen today.



		



Time

Mean

In general clubs will become more inclusive versus exclusive.



		



Time

Mean

Country (golf) clubs will remain the largest segment of the club industry.



		



Time

Mean

Overall, the club industry will be profitable.



		



Time

Mean

Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.



		



Time

Mean

The number of for-profit clubs will increase.



		



Time

Mean

Most clubs will continue to be member-owned organizations.



		



Time

Mean

The total number of clubs will increase.



		



Time

Mean

The total club membership will increase.



		



Time

Mean

The number of contract-managed clubs as a percentage of total clubs will increase.



		

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

				U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8

				In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2

				Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0

				Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7

				Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0

				The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6

				Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3

				The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2

				The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1

				The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6

				Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

				Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		1		The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8		1.8		3.3		1.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		2		The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7		1.8		3.2		1.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		3		The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1		2.0		3.2		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		4		Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7		2.2		3.3		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		5		The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8		1.6		3.3		0.8

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		6		In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7		2.1		3.2		1.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		7		Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2		2.4		3.1		0.7

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		8		There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1		2.8		3.1		0.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		9		Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0		2.3		3.2		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		10		Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0		2.4		3.1		0.6

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		11		Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0		1.9		3.2		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		12		A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6		2.5		3.2		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		13		Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8		2.2		3.1		0.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		14		The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6		2.3		3.2		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		15		The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6		1.9		3.3		0.7

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		16		Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8		2.1		3.2		0.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		17		The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3		2.2		3.3		0.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		18		Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8		2.9		2.9		-0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		19		On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3		3.3		3.0		0.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		20		Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3		3.5		3.1		-0.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		21		The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5		2.1		3.1		0.2

						3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2		2.3

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

				Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6

				Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6

				Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7

				To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9

				Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8

				Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1

				“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2

				Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1

				“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3

				“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3

				Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5

				Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0

				A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4

				Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4

				As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4

				Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8

				The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1

				Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8

				Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5

				Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8

						2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

				Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6

				Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6

				Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5

				Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7

				Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3

				Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2

				The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1

				Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8

				Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8

				Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4

				Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9

				Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8

				Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4

				Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6

				The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0

				Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8

				Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2

				Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1

				Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4

				Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1

				Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4

				“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7

				Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3

						3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

				Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3

				The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3

				Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6

				The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7

				Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1

				Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9

				With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2

				Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2

				The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3

						3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."
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The industry will see substantially more women in management positions.
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The workforce will be more culturally diverse.
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The industry will see substantially more minorities in management positions.
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Clubs will spend more training dollars on continuing education for management.
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The concept of the manager functioning as the chief operating officer will be become more commonplace.
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In general, managing employees will be more challenging.
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Employee compensation and benefits will focus on free time and quality of life.
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There will be a smaller pool of qualified applicants to fill line positions.
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Clubs will offer improved compensation and other incentives to increase employee retention.



		



Time

Mean

Management compensation will be more competitive with other service industries (banks, retail, airlines).
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Club jobs will require higher skill levels.
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A typical club manager will be required to know Spanish as a second language.
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Clubs will spend more training dollars on continuing education for line and staff employees.
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The average age of the work force will be higher.
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The management of employees will become more challenging.



		



Time

Mean

Employee certification will increase in importance.
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The ratio of part-time to full-time employees will be higher.
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Staffing shortages will inhibit club growth plans.
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On average, managers will spend fewer hours at work.
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Immigration laws will be relaxed to address industry labor shortages.



		



Time

Mean

The turnover rate of club employees will remain about what it is today.



		

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

				U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8

				In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2

				Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0

				Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7

				Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0

				The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6

				Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3

				The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2

				The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1

				The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6

				Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

				Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8

				The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7

				The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1

				Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7

				The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8

				In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7

				Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2

				There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1

				Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0

				Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0

				Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0

				A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6

				Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8

				The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6

				The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6

				Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8

				The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3

				Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8

				On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3

				Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3

				The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5

						3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

				Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		1		With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6		1.8		3.3		0.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		2		Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6		1.5		3.3		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		3		Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7		1.7		3.2		0.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		4		To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9		2.0		3.2		0.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		5		Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8		1.8		3.3		0.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		6		Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1		2.0		3.2		0.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		7		“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2		2.1		3.1		-0.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		8		Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1		2.0		3.2		0.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		9		“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3		2.5		3.1		-0.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		10		“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3		2.1		3.1		-0.6

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		11		Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5		2.3		3.2		-0.6

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		12		Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0		2.6		2.8		-0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		13		A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4		2.1		3.1		-0.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		14		Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4		3.2		2.7		-1.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		15		As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4		2.5		3.0		-0.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		16		Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8		2.6		2.8		-0.6

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		17		The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1		3.1		2.9		-0.8

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		18		Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8		2.7		3.0		-1.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		19		Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5		3.2		3.0		-1.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		20		Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8		4.1		2.6		-1.3

						2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5		2.4

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

				Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6

				Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6

				Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5

				Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7

				Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3

				Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2

				The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1

				Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8

				Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8

				Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4

				Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9

				Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8

				Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4

				Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6

				The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0

				Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8

				Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2

				Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1

				Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4

				Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1

				Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4

				“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7

				Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3

						3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

				Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3

				The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3

				Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6

				The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7

				Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1

				Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9

				With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2

				Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2

				The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3

						3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."





		



Time

Mean

With detailed member history information, clubs will be able to customize the member experience.



		



Time

Mean

Wireless technology will play an increasing role in various aspects of club operations.



		



Time

Mean

Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.



		



Time

Mean

To remain competitive, clubs will allocate a much higher percentage for technology expenditures.



		



Time

Mean

Clubs will increase their use of on-line purchasing systems to buy supplies.



		



Time

Mean

Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)



		



Time

Mean

“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.



		



Time

Mean

Technological solutions will increase operational efficiency (such as speed of service).



		



Time

Mean

“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.



		



Time

Mean

“Smart clubs” will exist which customize the members’ experience and save energy costs.



		



Time

Mean

Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.



		



Time

Mean

Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.



		



Time

Mean

A large percentage of clubs will adopt data warehousing and data mining technology.



		



Time

Mean

Electronic menus will replace paper menus.



		



Time

Mean

As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.



		



Time

Mean

Clubs will introduce futuristic technologies such as biometrics and wearable computers.



		



Time

Mean

The use of information technology in operations will significantly reduce employee-member interaction.



		



Time

Mean

Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.



		



Time

Mean

Clubs will require fewer employees as technology replaces various human functions.



		



Time

Mean

Clubs will focus on service and delivery while food preparation will be off-site.



		

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

				U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8

				In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2

				Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0

				Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7

				Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0

				The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6

				Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3

				The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2

				The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1

				The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6

				Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

				Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8

				The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7

				The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1

				Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7

				The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8

				In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7

				Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2

				There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1

				Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0

				Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0

				Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0

				A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6

				Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8

				The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6

				The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6

				Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8

				The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3

				Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8

				On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3

				Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3

				The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5

						3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

				Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6

				Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6

				Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7

				To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9

				Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8

				Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1

				“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2

				Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1

				“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3

				“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3

				Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5

				Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0

				A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4

				Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4

				As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4

				Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8

				The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1

				Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8

				Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5

				Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8

						2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

				Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		1		Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6		1.5		3.3		2.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		2		Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6		1.6		3.4		2.6

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		3		Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5		1.4		3.3		2.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		4		Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7		1.7		3.3		2.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		5		Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3		1.2		3.4		3.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		6		Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2		1.1		3.4		3.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		7		The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1		2.2		3.1		1.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		8		Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8		1.9		3.3		1.7

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		9		Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8		1.7		3.3		1.9

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		10		Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4		2.0		3.2		1.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		11		Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9		1.6		3.3		1.9

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		12		Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8		1.8		3.1		1.9

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		13		Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4		1.3		3.3		2.6

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		14		Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6		1.8		3.3		2.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		15		The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0		1.9		3.0		1.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		16		Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8		2.0		3.3		1.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		17		Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2		1.5		3.2		2.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		18		Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1		1.8		3.2		1.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		19		Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4		2.3		3.2		0.8

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		20		Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1		2.4		3.2		0.7

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		21		Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4		2.0		3.2		1.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		22		“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7		2.4		3.0		-0.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		23		Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3		2.3		2.9		0.3

						3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9		1.8

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

				Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3

				The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3

				Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6

				The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7

				Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1

				Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9

				With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2

				Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2

				The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3

						3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."
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Member health/wellness will be an integral part of a club product offering.
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Members will be more sophisticated and knowledgeable.
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Personalization/customization will be a driving force in marketing.
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Member databases will lead to more target marketing.
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Convenience will increasingly drive member choices.
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Members will want unique hospitality experiences.
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Mean

The largest area of business growth will come from the creation of new markets and product offerings.
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Product differentiation will become increasingly important in growing the club’s business.
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Operations will increasingly be seen as a valuable marketing tool.
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Increases in cultural diversity will make marketing more complex.
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Club marketing will become more experience-oriented.
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Mean

Members will measure “value” in terms of time rather than money.
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Mean

Members will be more value-driven.
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Mean

Marketing to an aging population will become increasingly important.
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Mean

The Internet will be the primary marketing channel for clubs.



		



Time

Mean

Loyalty programs will become more valuable in developing strategic marketing programs.
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Mean

Word-of-mouth will be the most influential form of advertising.
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Mean

Changing demographics will lead to more ethnic-driven marketing.
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Mean

Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.
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Mean

Themed experiences will dominate new concepts.



		



Time

Mean

Members will increasingly look for price promotions/discounting.



		



Time

Mean

“24/7” will be the norm for club organizations (on demand marketing).



		



Time

Mean

Environmentalism will be a dominant marketing strategy in club.



		

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

				U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8

				In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2

				Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0

				Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7

				Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0

				The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6

				Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3

				The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2

				The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1

				The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6

				Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

				Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8

				The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7

				The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1

				Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7

				The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8

				In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7

				Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2

				There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1

				Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0

				Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0

				Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0

				A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6

				Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8

				The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6

				The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6

				Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8

				The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3

				Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8

				On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3

				Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3

				The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5

						3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

				Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6

				Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6

				Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7

				To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9

				Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8

				Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1

				“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2

				Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1

				“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3

				“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3

				Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5

				Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0

				A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4

				Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4

				As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4

				Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8

				The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1

				Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8

				Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5

				Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8

						2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

				Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6

				Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6

				Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5

				Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7

				Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3

				Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2

				The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1

				Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8

				Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8

				Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4

				Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9

				Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8

				Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4

				Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6

				The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0

				Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8

				Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2

				Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1

				Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4

				Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1

				Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4

				“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7

				Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3

						3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

				Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		1		Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3		1.1		3.4		1.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		2		The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3		1.3		3.4		1.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		3		Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6		1.6		3.3		0.7

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		4		The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7		1.5		3.4		0.9

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		5		Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1		2.2		3.1		-0.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		6		Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9		1.8		3.2		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		7		With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2		2.0		3.2		0.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		8		Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2		2.3		3.3		0.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		9		The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3		2.4		3.1		0.2

				Mean of Mean		3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8		1.8

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."
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Chart6

		Delphi (2002)		Delphi (2002)		Delphi (2002)		Delphi (2002)		Delphi (2002)		Delphi (2002)		Delphi (2002)		Delphi (2002)		Delphi (2002)		Delphi (2002)		Delphi (2002)		Delphi (2002)		Delphi (2002)		Delphi (2002)		Delphi (2002)		Delphi (2002)		Delphi (2002)		Delphi (2002)		Delphi (2002)		Delphi (2002)		Delphi (2002)		Delphi (2002)		Delphi (2002)		Delphi (2002)

		Apr-04		Apr-04		Apr-04		Apr-04		Apr-04		Apr-04		Apr-04		Apr-04		Apr-04		Apr-04		Apr-04		Apr-04		Apr-04		Apr-04		Apr-04		Apr-04		Apr-04		Apr-04		Apr-04		Apr-04		Apr-04		Apr-04		Apr-04		Apr-04

		Sept-04		Sept-04		Sept-04		Sept-04		Sept-04		Sept-04		Sept-04		Sept-04		Sept-04		Sept-04		Sept-04		Sept-04		Sept-04		Sept-04		Sept-04		Sept-04		Sept-04		Sept-04		Sept-04		Sept-04		Sept-04		Sept-04		Sept-04		Sept-04

		Oct-04		Oct-04		Oct-04		Oct-04		Oct-04		Oct-04		Oct-04		Oct-04		Oct-04		Oct-04		Oct-04		Oct-04		Oct-04		Oct-04		Oct-04		Oct-04		Oct-04		Oct-04		Oct-04		Oct-04		Oct-04		Oct-04		Oct-04		Oct-04

		Apr-05		Apr-05		Apr-05		Apr-05		Apr-05		Apr-05		Apr-05		Apr-05		Apr-05		Apr-05		Apr-05		Apr-05		Apr-05		Apr-05		Apr-05		Apr-05		Apr-05		Apr-05		Apr-05		Apr-05		Apr-05		Apr-05		Apr-05		Apr-05

		Sept-05		Sept-05		Sept-05		Sept-05		Sept-05		Sept-05		Sept-05		Sept-05		Sept-05		Sept-05		Sept-05		Sept-05		Sept-05		Sept-05		Sept-05		Sept-05		Sept-05		Sept-05		Sept-05		Sept-05		Sept-05		Sept-05		Sept-05		Sept-05

		Nov-05		Nov-05		Nov-05		Nov-05		Nov-05		Nov-05		Nov-05		Nov-05		Nov-05		Nov-05		Nov-05		Nov-05		Nov-05		Nov-05		Nov-05		Nov-05		Nov-05		Nov-05		Nov-05		Nov-05		Nov-05		Nov-05		Nov-05		Nov-05

		Apr-06		Apr-06		Apr-06		Apr-06		Apr-06		Apr-06		Apr-06		Apr-06		Apr-06		Apr-06		Apr-06		Apr-06		Apr-06		Apr-06		Apr-06		Apr-06		Apr-06		Apr-06		Apr-06		Apr-06		Apr-06		Apr-06		Apr-06		Apr-06

		Sept-06		Sept-06		Sept-06		Sept-06		Sept-06		Sept-06		Sept-06		Sept-06		Sept-06		Sept-06		Sept-06		Sept-06		Sept-06		Sept-06		Sept-06		Sept-06		Sept-06		Sept-06		Sept-06		Sept-06		Sept-06		Sept-06		Sept-06		Sept-06

		Oct-06		Oct-06		Oct-06		Oct-06		Oct-06		Oct-06		Oct-06		Oct-06		Oct-06		Oct-06		Oct-06		Oct-06		Oct-06		Oct-06		Oct-06		Oct-06		Oct-06		Oct-06		Oct-06		Oct-06		Oct-06		Oct-06		Oct-06		Oct-06

		Mar-07		Mar-07		Mar-07		Mar-07		Mar-07		Mar-07		Mar-07		Mar-07		Mar-07		Mar-07		Mar-07		Mar-07		Mar-07		Mar-07		Mar-07		Mar-07		Mar-07		Mar-07		Mar-07		Mar-07		Mar-07		Mar-07		Mar-07		Mar-07

		Sept-07		Sept-07		Sept-07		Sept-07		Sept-07		Sept-07		Sept-07		Sept-07		Sept-07		Sept-07		Sept-07		Sept-07		Sept-07		Sept-07		Sept-07		Sept-07		Sept-07		Sept-07		Sept-07		Sept-07		Sept-07		Sept-07		Sept-07		Sept-07

		Oct-07		Oct-07		Oct-07		Oct-07		Oct-07		Oct-07		Oct-07		Oct-07		Oct-07		Oct-07		Oct-07		Oct-07		Oct-07		Oct-07		Oct-07		Oct-07		Oct-07		Oct-07		Oct-07		Oct-07		Oct-07		Oct-07		Oct-07		Oct-07

		Mar-08		Mar-08		Mar-08		Mar-08		Mar-08		Mar-08		Mar-08		Mar-08		Mar-08		Mar-08		Mar-08		Mar-08		Mar-08		Mar-08		Mar-08		Mar-08		Mar-08		Mar-08		Mar-08		Mar-08		Mar-08		Mar-08		Mar-08		Mar-08

		syys.08		syys.08		syys.08		syys.08		syys.08		syys.08		syys.08		syys.08		syys.08		syys.08		syys.08		syys.08		syys.08		syys.08		syys.08		syys.08		syys.08		syys.08		syys.08		syys.08		syys.08		syys.08		syys.08		syys.08



Time
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3.4913043478

4.0173913043

4.0173913043

3.7956521739

3.8956521739

3.8826086957

3.8739130435

4.1086956522

3.9608695652

3.9217391304

1.9108695652

2.037826087

1.987826087

1.9008695652

1.792173913



Total Data

		

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

		U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8		1.9

		In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2		2.4

		Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0		1.9

		Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7		2.6

		Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0		2.1

		The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6		2.7

		Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3		2.2

		The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2		3.0

		The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1		2.8

		The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6		2.7

		Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4		2.4

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

		Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8		1.8

		The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7		1.8

		The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1		2.0

		Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7		2.2

		The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8		1.6

		In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7		2.1

		Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2		2.4

		There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1		2.8

		Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0		2.3

		Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0		2.4

		Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0		1.9

		A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6		2.5

		Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8		2.2

		The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6		2.3

		The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6		1.9

		Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8		2.1

		The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3		2.2

		Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8		2.9

		On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3		3.3

		Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3		3.5

		The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5		2.1

				3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2		2.3

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

		Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6		1.8

		Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6		1.5

		Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7		1.7

		To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9		2.0

		Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8		1.8

		Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1		2.0

		“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2		2.1

		Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1		2.0

		“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3		2.5

		“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3		2.1

		Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5		2.3

		Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0		2.6

		A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4		2.1

		Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4		3.2

		As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4		2.5

		Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8		2.6

		The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1		3.1

		Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8		2.7

		Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5		3.2

		Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8		4.1

				2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5		2.4

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

		Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6		1.5

		Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6		1.6

		Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5		1.4

		Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7		1.7

		Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3		1.2

		Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2		1.1

		The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1		2.2

		Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8		1.9

		Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8		1.7

		Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4		2.0

		Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9		1.6

		Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8		1.8

		Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4		1.3

		Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6		1.8

		The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0		1.9

		Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8		2.0

		Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2		1.5

		Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1		1.8

		Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4		2.3

		Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1		2.4

		Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4		2.0

		“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7		2.4

		Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3		2.3

				3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9		1.8

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

		Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3		1.1

		The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3		1.3

		Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6		1.6

		The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7		1.5

		Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1		2.2

		Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9		1.8

		With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2		2.0

		Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2		2.3

		The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3		2.4

				3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8		1.8

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."





Total Mean

		Predicting Events in the Club Industry 5 Years Into the Future (2009)

		CMAA BMI III		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		Total Mean		3.4		3.8		3.8		3.7		3.7		3.7		3.8		3.8		3.8		3.7		2.2		2.2		2.2		2.2		2.1





Total Mean

		



Total Mean

Time

Mean

Predicting Events in the Club Industry 5 Years into the Future (2009)



By Section

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

		U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8		1.9

		In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2		2.4

		Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0		1.9

		Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7		2.6

		Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0		2.1

		The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6		2.7

		Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3		2.2

		The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2		3.0

		The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1		2.8

		The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6		2.7

		Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4		2.4

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

		Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8		1.8

		The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7		1.8

		The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1		2.0

		Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7		2.2

		The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8		1.6

		In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7		2.1

		Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2		2.4

		There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1		2.8

		Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0		2.3

		Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0		2.4

		Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0		1.9

		A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6		2.5

		Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8		2.2

		The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6		2.3

		The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6		1.9

		Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8		2.1

		The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3		2.2

		Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8		2.9

		On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3		3.3

		Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3		3.5

		The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5		2.1

		Mean of Mean		3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2		2.3

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

		Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6		1.8

		Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6		1.5

		Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7		1.7

		To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9		2.0

		Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8		1.8

		Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1		2.0

		“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2		2.1

		Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1		2.0

		“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3		2.5

		“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3		2.1

		Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5		2.3

		Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0		2.6

		A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4		2.1

		Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4		3.2

		As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4		2.5

		Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8		2.6

		The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1		3.1

		Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8		2.7

		Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5		3.2

		Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8		4.1

		Mean of Mean		2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5		2.4

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

		Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6		1.5

		Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6		1.6

		Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5		1.4

		Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7		1.7

		Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3		1.2

		Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2		1.1

		The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1		2.2

		Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8		1.9

		Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8		1.7

		Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4		2.0

		Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9		1.6

		Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8		1.8

		Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4		1.3

		Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6		1.8

		The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0		1.9

		Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8		2.0

		Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2		1.5

		Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1		1.8

		Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4		2.3

		Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1		2.4

		Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4		2.0

		“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7		2.4

		Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3		2.3

		Mean of Mean		3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9		1.8

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

		Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3		1.1

		The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3		1.3

		Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6		1.6

		The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7		1.5

		Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1		2.2

		Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9		1.8

		With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2		2.0

		Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2		2.3

		The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3		2.4

		Mean of Mean		3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8		1.8

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."
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				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

				U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		1		The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8		1.9		3.3		0.53

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		2		In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2		2.4		3.3		0.83

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		3		Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0		1.9		3.3		1.41

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		4		Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7		2.6		3.2		-0.20

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08				0.00

		5		Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0		2.1		3.2		0.50

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08				0.00

		6		The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6		2.7		3.2		0.17

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08				0.00

		7		Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3		2.2		3.2		0.52

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08				0.00

		8		The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2		3.0		3.3		-0.28

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08				0.00

		9		The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1		2.8		3.2		-0.10

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08				0.00

		10		The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6		2.7		3.2		-0.41

				Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4		2.4		3.2		0.30

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

				Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8

				The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7

				The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1

				Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7

				The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8

				In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7

				Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2

				There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1

				Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0

				Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0

				Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0

				A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6

				Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8

				The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6

				The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6

				Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8

				The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3

				Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8

				On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3

				Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3

				The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5

						3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

				Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6

				Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6

				Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7

				To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9

				Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8

				Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1

				“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2

				Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1

				“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3

				“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3

				Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5

				Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0

				A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4

				Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4

				As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4

				Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8

				The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1

				Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8

				Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5

				Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8

						2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

				Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6

				Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6

				Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5

				Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7

				Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3

				Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2

				The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1

				Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8

				Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8

				Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4

				Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9

				Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8

				Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4

				Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6

				The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0

				Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8

				Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2

				Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1

				Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4

				Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1

				Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4

				“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7

				Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3

						3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

				Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3

				The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3

				Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6

				The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7

				Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1

				Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9

				With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2

				Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2

				The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3

						3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."
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The club industry will see new club concepts not seen today.
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In general clubs will become more inclusive versus exclusive.
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Country (golf) clubs will remain the largest segment of the club industry.
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Overall, the club industry will be profitable.
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Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.
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The number of for-profit clubs will increase.
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Most clubs will continue to be member-owned organizations.
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The total number of clubs will increase.
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The total club membership will increase.
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Mean

The number of contract-managed clubs as a percentage of total clubs will increase.



		

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

				U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8

				In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2

				Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0

				Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7

				Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0

				The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6

				Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3

				The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2

				The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1

				The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6

				Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

				Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		1		The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8		1.8		3.3		1.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		2		The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7		1.8		3.2		1.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		3		The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1		2.0		3.2		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		4		Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7		2.2		3.3		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		5		The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8		1.6		3.3		0.8

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		6		In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7		2.1		3.2		1.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		7		Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2		2.4		3.1		0.7

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		8		There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1		2.8		3.1		0.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		9		Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0		2.3		3.2		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		10		Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0		2.4		3.1		0.6

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		11		Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0		1.9		3.2		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		12		A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6		2.5		3.2		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		13		Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8		2.2		3.1		0.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		14		The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6		2.3		3.2		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		15		The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6		1.9		3.3		0.7

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		16		Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8		2.1		3.2		0.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		17		The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3		2.2		3.3		0.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		18		Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8		2.9		2.9		-0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		19		On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3		3.3		3.0		0.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		20		Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3		3.5		3.1		-0.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		21		The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5		2.1		3.1		0.2

						3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2		2.3

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

				Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6

				Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6

				Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7

				To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9

				Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8

				Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1

				“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2

				Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1

				“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3

				“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3

				Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5

				Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0

				A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4

				Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4

				As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4

				Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8

				The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1

				Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8

				Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5

				Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8

						2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

				Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6

				Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6

				Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5

				Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7

				Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3

				Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2

				The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1

				Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8

				Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8

				Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4

				Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9

				Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8

				Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4

				Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6

				The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0

				Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8

				Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2

				Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1

				Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4

				Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1

				Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4

				“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7

				Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3

						3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

				Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3

				The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3

				Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6

				The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7

				Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1

				Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9

				With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2

				Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2

				The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3

						3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."
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The industry will see substantially more women in management positions.
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The workforce will be more culturally diverse.
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The industry will see substantially more minorities in management positions.
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Clubs will spend more training dollars on continuing education for management.
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The concept of the manager functioning as the chief operating officer will be become more commonplace.
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In general, managing employees will be more challenging.
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Employee compensation and benefits will focus on free time and quality of life.
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There will be a smaller pool of qualified applicants to fill line positions.
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Clubs will offer improved compensation and other incentives to increase employee retention.
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Management compensation will be more competitive with other service industries (banks, retail, airlines).
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Club jobs will require higher skill levels.
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A typical club manager will be required to know Spanish as a second language.
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Clubs will spend more training dollars on continuing education for line and staff employees.
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The average age of the work force will be higher.
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The management of employees will become more challenging.
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Employee certification will increase in importance.
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The ratio of part-time to full-time employees will be higher.
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Staffing shortages will inhibit club growth plans.
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On average, managers will spend fewer hours at work.
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Immigration laws will be relaxed to address industry labor shortages.



		



Time

Mean

The turnover rate of club employees will remain about what it is today.



		

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

				U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8

				In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2

				Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0

				Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7

				Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0

				The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6

				Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3

				The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2

				The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1

				The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6

				Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

				Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8

				The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7

				The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1

				Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7

				The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8

				In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7

				Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2

				There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1

				Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0

				Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0

				Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0

				A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6

				Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8

				The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6

				The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6

				Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8

				The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3

				Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8

				On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3

				Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3

				The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5

						3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

				Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		1		With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6		1.8		3.3		0.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		2		Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6		1.5		3.3		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		3		Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7		1.7		3.2		0.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		4		To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9		2.0		3.2		0.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		5		Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8		1.8		3.3		0.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		6		Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1		2.0		3.2		0.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		7		“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2		2.1		3.1		-0.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		8		Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1		2.0		3.2		0.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		9		“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3		2.5		3.1		-0.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		10		“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3		2.1		3.1		-0.6

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		11		Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5		2.3		3.2		-0.6

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		12		Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0		2.6		2.8		-0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		13		A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4		2.1		3.1		-0.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		14		Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4		3.2		2.7		-1.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		15		As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4		2.5		3.0		-0.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		16		Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8		2.6		2.8		-0.6

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		17		The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1		3.1		2.9		-0.8

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		18		Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8		2.7		3.0		-1.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		19		Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5		3.2		3.0		-1.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		20		Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8		4.1		2.6		-1.3

						2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5		2.4

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

				Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6

				Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6

				Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5

				Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7

				Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3

				Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2

				The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1

				Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8

				Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8

				Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4

				Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9

				Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8

				Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4

				Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6

				The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0

				Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8

				Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2

				Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1

				Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4

				Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1

				Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4

				“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7

				Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3

						3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

				Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3

				The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3

				Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6

				The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7

				Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1

				Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9

				With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2

				Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2

				The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3

						3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."





		



Time

Mean

With detailed member history information, clubs will be able to customize the member experience.
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Wireless technology will play an increasing role in various aspects of club operations.
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Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.



		



Time

Mean

To remain competitive, clubs will allocate a much higher percentage for technology expenditures.
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Clubs will increase their use of on-line purchasing systems to buy supplies.
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Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)
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“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.
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Technological solutions will increase operational efficiency (such as speed of service).
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“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.



		



Time

Mean

“Smart clubs” will exist which customize the members’ experience and save energy costs.
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Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.
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Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.
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A large percentage of clubs will adopt data warehousing and data mining technology.
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Electronic menus will replace paper menus.
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As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.
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Clubs will introduce futuristic technologies such as biometrics and wearable computers.
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The use of information technology in operations will significantly reduce employee-member interaction.
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Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.



		



Time

Mean

Clubs will require fewer employees as technology replaces various human functions.
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Mean

Clubs will focus on service and delivery while food preparation will be off-site.



		

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

				U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8

				In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2

				Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0

				Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7

				Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0

				The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6

				Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3

				The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2

				The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1

				The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6

				Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

				Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8

				The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7

				The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1

				Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7

				The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8

				In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7

				Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2

				There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1

				Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0

				Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0

				Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0

				A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6

				Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8

				The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6

				The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6

				Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8

				The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3

				Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8

				On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3

				Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3

				The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5

						3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

				Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6

				Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6

				Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7

				To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9

				Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8

				Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1

				“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2

				Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1

				“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3

				“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3

				Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5

				Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0

				A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4

				Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4

				As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4

				Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8

				The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1

				Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8

				Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5

				Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8

						2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

				Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		1		Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6		1.5		3.3		2.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		2		Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6		1.6		3.4		2.6

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		3		Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5		1.4		3.3		2.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		4		Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7		1.7		3.3		2.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		5		Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3		1.2		3.4		3.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		6		Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2		1.1		3.4		3.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		7		The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1		2.2		3.1		1.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		8		Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8		1.9		3.3		1.7

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		9		Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8		1.7		3.3		1.9

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		10		Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4		2.0		3.2		1.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		11		Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9		1.6		3.3		1.9

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		12		Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8		1.8		3.1		1.9

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		13		Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4		1.3		3.3		2.6

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		14		Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6		1.8		3.3		2.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		15		The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0		1.9		3.0		1.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		16		Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8		2.0		3.3		1.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		17		Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2		1.5		3.2		2.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		18		Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1		1.8		3.2		1.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		19		Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4		2.3		3.2		0.8

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		20		Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1		2.4		3.2		0.7

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		21		Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4		2.0		3.2		1.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		22		“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7		2.4		3.0		-0.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		23		Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3		2.3		2.9		0.3

						3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9		1.8

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

				Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3

				The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3

				Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6

				The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7

				Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1

				Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9

				With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2

				Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2

				The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3

						3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."
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Member health/wellness will be an integral part of a club product offering.
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Mean

Members will be more sophisticated and knowledgeable.
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Mean

Personalization/customization will be a driving force in marketing.
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Mean

Member databases will lead to more target marketing.
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Mean

Convenience will increasingly drive member choices.
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Mean

Members will want unique hospitality experiences.
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Mean

The largest area of business growth will come from the creation of new markets and product offerings.
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Product differentiation will become increasingly important in growing the club’s business.
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Operations will increasingly be seen as a valuable marketing tool.
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Increases in cultural diversity will make marketing more complex.
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Mean

Club marketing will become more experience-oriented.
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Mean

Members will measure “value” in terms of time rather than money.
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Mean

Members will be more value-driven.
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Mean

Marketing to an aging population will become increasingly important.



		



Time

Mean

The Internet will be the primary marketing channel for clubs.



		



Time

Mean

Loyalty programs will become more valuable in developing strategic marketing programs.
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Mean

Word-of-mouth will be the most influential form of advertising.
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Changing demographics will lead to more ethnic-driven marketing.
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Mean

Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.
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Mean

Themed experiences will dominate new concepts.



		



Time

Mean

Members will increasingly look for price promotions/discounting.



		



Time

Mean

“24/7” will be the norm for club organizations (on demand marketing).



		



Time

Mean

Environmentalism will be a dominant marketing strategy in club.



		

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

				U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8

				In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2

				Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0

				Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7

				Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0

				The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6

				Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3

				The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2

				The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1

				The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6

				Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

				Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8

				The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7

				The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1

				Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7

				The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8

				In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7

				Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2

				There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1

				Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0

				Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0

				Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0

				A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6

				Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8

				The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6

				The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6

				Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8

				The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3

				Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8

				On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3

				Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3

				The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5

						3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

				Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6

				Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6

				Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7

				To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9

				Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8

				Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1

				“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2

				Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1

				“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3

				“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3

				Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5

				Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0

				A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4

				Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4

				As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4

				Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8

				The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1

				Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8

				Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5

				Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8

						2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

				Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6

				Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6

				Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5

				Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7

				Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3

				Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2

				The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1

				Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8

				Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8

				Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4

				Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9

				Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8

				Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4

				Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6

				The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0

				Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8

				Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2

				Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1

				Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4

				Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1

				Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4

				“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7

				Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3

						3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

				Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		1		Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3		1.1		3.4		1.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		2		The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3		1.3		3.4		1.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		3		Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6		1.6		3.3		0.7

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		4		The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7		1.5		3.4		0.9

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		5		Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1		2.2		3.1		-0.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		6		Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9		1.8		3.2		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		7		With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2		2.0		3.2		0.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		8		Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2		2.3		3.3		0.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		9		The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3		2.4		3.1		0.2

				Mean of Mean		3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8		1.8

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."
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Chart7

		Delphi (2002)		Delphi (2002)		Delphi (2002)		Delphi (2002)		Delphi (2002)		Delphi (2002)		Delphi (2002)		Delphi (2002)		Delphi (2002)		Delphi (2002)

		Apr-04		Apr-04		Apr-04		Apr-04		Apr-04		Apr-04		Apr-04		Apr-04		Apr-04		Apr-04

		Sept-04		Sept-04		Sept-04		Sept-04		Sept-04		Sept-04		Sept-04		Sept-04		Sept-04		Sept-04

		Oct-04		Oct-04		Oct-04		Oct-04		Oct-04		Oct-04		Oct-04		Oct-04		Oct-04		Oct-04

		Apr-05		Apr-05		Apr-05		Apr-05		Apr-05		Apr-05		Apr-05		Apr-05		Apr-05		Apr-05

		Sept-05		Sept-05		Sept-05		Sept-05		Sept-05		Sept-05		Sept-05		Sept-05		Sept-05		Sept-05

		Nov-05		Nov-05		Nov-05		Nov-05		Nov-05		Nov-05		Nov-05		Nov-05		Nov-05		Nov-05

		Apr-06		Apr-06		Apr-06		Apr-06		Apr-06		Apr-06		Apr-06		Apr-06		Apr-06		Apr-06

		Sept-06		Sept-06		Sept-06		Sept-06		Sept-06		Sept-06		Sept-06		Sept-06		Sept-06		Sept-06

		Oct-06		Oct-06		Oct-06		Oct-06		Oct-06		Oct-06		Oct-06		Oct-06		Oct-06		Oct-06

		Mar-07		Mar-07		Mar-07		Mar-07		Mar-07		Mar-07		Mar-07		Mar-07		Mar-07		Mar-07

		Sept-07		Sept-07		Sept-07		Sept-07		Sept-07		Sept-07		Sept-07		Sept-07		Sept-07		Sept-07

		Oct-07		Oct-07		Oct-07		Oct-07		Oct-07		Oct-07		Oct-07		Oct-07		Oct-07		Oct-07

		Mar-08		Mar-08		Mar-08		Mar-08		Mar-08		Mar-08		Mar-08		Mar-08		Mar-08		Mar-08

		syys.08		syys.08		syys.08		syys.08		syys.08		syys.08		syys.08		syys.08		syys.08		syys.08
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Total Data

		

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

		U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8		1.9

		In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2		2.4

		Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0		1.9

		Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7		2.6

		Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0		2.1

		The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6		2.7

		Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3		2.2

		The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2		3.0

		The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1		2.8

		The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6		2.7

		Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4		2.4

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

		Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8		1.8

		The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7		1.8

		The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1		2.0

		Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7		2.2

		The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8		1.6

		In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7		2.1

		Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2		2.4

		There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1		2.8

		Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0		2.3

		Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0		2.4

		Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0		1.9

		A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6		2.5

		Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8		2.2

		The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6		2.3

		The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6		1.9

		Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8		2.1

		The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3		2.2

		Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8		2.9

		On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3		3.3

		Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3		3.5

		The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5		2.1

				3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2		2.3

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

		Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6		1.8

		Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6		1.5

		Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7		1.7

		To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9		2.0

		Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8		1.8

		Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1		2.0

		“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2		2.1

		Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1		2.0

		“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3		2.5

		“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3		2.1

		Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5		2.3

		Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0		2.6

		A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4		2.1

		Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4		3.2

		As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4		2.5

		Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8		2.6

		The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1		3.1

		Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8		2.7

		Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5		3.2

		Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8		4.1

				2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5		2.4

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

		Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6		1.5

		Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6		1.6

		Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5		1.4

		Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7		1.7

		Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3		1.2

		Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2		1.1

		The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1		2.2

		Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8		1.9

		Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8		1.7

		Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4		2.0

		Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9		1.6

		Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8		1.8

		Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4		1.3

		Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6		1.8

		The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0		1.9

		Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8		2.0

		Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2		1.5

		Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1		1.8

		Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4		2.3

		Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1		2.4

		Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4		2.0

		“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7		2.4

		Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3		2.3

				3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9		1.8

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

		Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3		1.1

		The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3		1.3

		Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6		1.6

		The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7		1.5

		Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1		2.2

		Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9		1.8

		With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2		2.0

		Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2		2.3

		The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3		2.4

				3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8		1.8

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."





Total Mean

		Predicting Events in the Club Industry 5 Years Into the Future (2009)

		CMAA BMI III		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		Total Mean		3.4		3.8		3.8		3.7		3.7		3.7		3.8		3.8		3.8		3.7		2.2		2.2		2.2		2.2		2.1





Total Mean

		



Total Mean

Time

Mean

Predicting Events in the Club Industry 5 Years into the Future (2009)



By Section

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

		U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8		1.9

		In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2		2.4

		Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0		1.9

		Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7		2.6

		Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0		2.1

		The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6		2.7

		Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3		2.2

		The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2		3.0

		The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1		2.8

		The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6		2.7

		Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4		2.4

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

		Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8		1.8

		The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7		1.8

		The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1		2.0

		Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7		2.2

		The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8		1.6

		In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7		2.1

		Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2		2.4

		There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1		2.8

		Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0		2.3

		Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0		2.4

		Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0		1.9

		A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6		2.5

		Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8		2.2

		The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6		2.3

		The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6		1.9

		Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8		2.1

		The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3		2.2

		Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8		2.9

		On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3		3.3

		Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3		3.5

		The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5		2.1

		Mean of Mean		3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2		2.3

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

		Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6		1.8

		Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6		1.5

		Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7		1.7

		To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9		2.0

		Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8		1.8

		Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1		2.0

		“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2		2.1

		Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1		2.0

		“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3		2.5

		“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3		2.1

		Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5		2.3

		Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0		2.6

		A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4		2.1

		Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4		3.2

		As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4		2.5

		Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8		2.6

		The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1		3.1

		Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8		2.7

		Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5		3.2

		Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8		4.1

		Mean of Mean		2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5		2.4

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

		Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6		1.5

		Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6		1.6

		Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5		1.4

		Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7		1.7

		Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3		1.2

		Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2		1.1

		The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1		2.2

		Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8		1.9

		Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8		1.7

		Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4		2.0

		Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9		1.6

		Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8		1.8

		Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4		1.3

		Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6		1.8

		The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0		1.9

		Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8		2.0

		Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2		1.5

		Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1		1.8

		Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4		2.3

		Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1		2.4

		Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4		2.0

		“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7		2.4

		Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3		2.3

		Mean of Mean		3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9		1.8

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

		Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3		1.1

		The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3		1.3

		Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6		1.6

		The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7		1.5

		Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1		2.2

		Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9		1.8

		With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2		2.0

		Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2		2.3

		The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3		2.4

		Mean of Mean		3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8		1.8

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."
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				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

				U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		1		The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8		1.9		3.3		0.53

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		2		In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2		2.4		3.3		0.83

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		3		Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0		1.9		3.3		1.41

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		4		Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7		2.6		3.2		-0.20

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08				0.00

		5		Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0		2.1		3.2		0.50

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08				0.00

		6		The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6		2.7		3.2		0.17

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08				0.00

		7		Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3		2.2		3.2		0.52

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08				0.00

		8		The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2		3.0		3.3		-0.28

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08				0.00

		9		The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1		2.8		3.2		-0.10

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08				0.00

		10		The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6		2.7		3.2		-0.41

				Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4		2.4		3.2		0.30

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

				Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8

				The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7

				The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1

				Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7

				The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8

				In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7

				Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2

				There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1

				Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0

				Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0

				Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0

				A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6

				Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8

				The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6

				The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6

				Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8

				The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3

				Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8

				On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3

				Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3

				The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5

						3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

				Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6

				Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6

				Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7

				To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9

				Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8

				Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1

				“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2

				Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1

				“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3

				“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3

				Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5

				Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0

				A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4

				Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4

				As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4

				Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8

				The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1

				Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8

				Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5

				Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8

						2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

				Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6

				Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6

				Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5

				Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7

				Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3

				Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2

				The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1

				Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8

				Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8

				Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4

				Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9

				Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8

				Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4

				Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6

				The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0

				Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8

				Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2

				Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1

				Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4

				Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1

				Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4

				“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7

				Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3

						3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

				Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3

				The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3

				Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6

				The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7

				Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1

				Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9

				With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2

				Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2

				The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3

						3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."
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The club industry will see new club concepts not seen today.
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In general clubs will become more inclusive versus exclusive.
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Country (golf) clubs will remain the largest segment of the club industry.
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Overall, the club industry will be profitable.



		



Time

Mean

Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.
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The number of for-profit clubs will increase.
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Most clubs will continue to be member-owned organizations.
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The total number of clubs will increase.
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The total club membership will increase.
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Mean

The number of contract-managed clubs as a percentage of total clubs will increase.



		

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

				U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8

				In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2

				Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0

				Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7

				Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0

				The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6

				Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3

				The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2

				The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1

				The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6

				Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

				Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		1		The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8		1.8		3.3		1.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		2		The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7		1.8		3.2		1.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		3		The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1		2.0		3.2		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		4		Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7		2.2		3.3		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		5		The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8		1.6		3.3		0.8

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		6		In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7		2.1		3.2		1.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		7		Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2		2.4		3.1		0.7

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		8		There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1		2.8		3.1		0.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		9		Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0		2.3		3.2		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		10		Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0		2.4		3.1		0.6

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		11		Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0		1.9		3.2		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		12		A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6		2.5		3.2		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		13		Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8		2.2		3.1		0.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		14		The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6		2.3		3.2		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		15		The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6		1.9		3.3		0.7

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		16		Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8		2.1		3.2		0.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		17		The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3		2.2		3.3		0.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		18		Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8		2.9		2.9		-0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		19		On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3		3.3		3.0		0.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		20		Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3		3.5		3.1		-0.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		21		The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5		2.1		3.1		0.2

						3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2		2.3

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

				Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6

				Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6

				Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7

				To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9

				Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8

				Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1

				“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2

				Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1

				“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3

				“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3

				Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5

				Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0

				A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4

				Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4

				As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4

				Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8

				The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1

				Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8

				Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5

				Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8

						2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

				Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6

				Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6

				Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5

				Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7

				Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3

				Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2

				The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1

				Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8

				Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8

				Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4

				Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9

				Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8

				Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4

				Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6

				The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0

				Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8

				Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2

				Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1

				Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4

				Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1

				Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4

				“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7

				Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3

						3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

				Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3

				The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3

				Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6

				The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7

				Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1

				Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9

				With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2

				Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2

				The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3

						3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."
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The industry will see substantially more women in management positions.
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The workforce will be more culturally diverse.
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The industry will see substantially more minorities in management positions.
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Clubs will spend more training dollars on continuing education for management.
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The concept of the manager functioning as the chief operating officer will be become more commonplace.
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In general, managing employees will be more challenging.



		



Time

Mean

Employee compensation and benefits will focus on free time and quality of life.
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There will be a smaller pool of qualified applicants to fill line positions.
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Clubs will offer improved compensation and other incentives to increase employee retention.
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Management compensation will be more competitive with other service industries (banks, retail, airlines).
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Club jobs will require higher skill levels.
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A typical club manager will be required to know Spanish as a second language.
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Clubs will spend more training dollars on continuing education for line and staff employees.
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The average age of the work force will be higher.
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The management of employees will become more challenging.
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Employee certification will increase in importance.
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The ratio of part-time to full-time employees will be higher.
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Staffing shortages will inhibit club growth plans.
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On average, managers will spend fewer hours at work.
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Immigration laws will be relaxed to address industry labor shortages.



		



Time

Mean

The turnover rate of club employees will remain about what it is today.



		

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

				U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8

				In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2

				Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0

				Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7

				Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0

				The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6

				Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3

				The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2

				The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1

				The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6

				Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

				Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8

				The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7

				The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1

				Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7

				The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8

				In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7

				Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2

				There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1

				Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0

				Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0

				Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0

				A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6

				Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8

				The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6

				The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6

				Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8

				The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3

				Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8

				On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3

				Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3

				The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5

						3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

				Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		1		With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6		1.8		3.3		0.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		2		Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6		1.5		3.3		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		3		Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7		1.7		3.2		0.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		4		To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9		2.0		3.2		0.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		5		Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8		1.8		3.3		0.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		6		Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1		2.0		3.2		0.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		7		“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2		2.1		3.1		-0.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		8		Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1		2.0		3.2		0.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		9		“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3		2.5		3.1		-0.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		10		“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3		2.1		3.1		-0.6

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		11		Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5		2.3		3.2		-0.6

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		12		Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0		2.6		2.8		-0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		13		A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4		2.1		3.1		-0.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		14		Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4		3.2		2.7		-1.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		15		As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4		2.5		3.0		-0.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		16		Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8		2.6		2.8		-0.6

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		17		The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1		3.1		2.9		-0.8

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		18		Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8		2.7		3.0		-1.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		19		Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5		3.2		3.0		-1.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		20		Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8		4.1		2.6		-1.3

						2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5		2.4

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

				Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6

				Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6

				Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5

				Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7

				Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3

				Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2

				The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1

				Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8

				Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8

				Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4

				Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9

				Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8

				Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4

				Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6

				The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0

				Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8

				Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2

				Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1

				Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4

				Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1

				Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4

				“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7

				Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3

						3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

				Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3

				The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3

				Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6

				The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7

				Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1

				Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9

				With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2

				Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2

				The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3

						3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."
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With detailed member history information, clubs will be able to customize the member experience.
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Wireless technology will play an increasing role in various aspects of club operations.
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Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.
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To remain competitive, clubs will allocate a much higher percentage for technology expenditures.
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Clubs will increase their use of on-line purchasing systems to buy supplies.
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Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)
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“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.
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Technological solutions will increase operational efficiency (such as speed of service).
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“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.
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“Smart clubs” will exist which customize the members’ experience and save energy costs.
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Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.
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Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.
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A large percentage of clubs will adopt data warehousing and data mining technology.
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Electronic menus will replace paper menus.
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As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.
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Clubs will introduce futuristic technologies such as biometrics and wearable computers.
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The use of information technology in operations will significantly reduce employee-member interaction.
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Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.
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Clubs will require fewer employees as technology replaces various human functions.
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Clubs will focus on service and delivery while food preparation will be off-site.



		

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

				U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8

				In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2

				Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0

				Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7

				Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0

				The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6

				Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3

				The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2

				The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1

				The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6

				Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

				Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8

				The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7

				The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1

				Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7

				The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8

				In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7

				Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2

				There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1

				Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0

				Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0

				Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0

				A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6

				Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8

				The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6

				The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6

				Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8

				The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3

				Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8

				On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3

				Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3

				The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5

						3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

				Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6

				Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6

				Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7

				To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9

				Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8

				Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1

				“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2

				Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1

				“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3

				“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3

				Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5

				Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0

				A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4

				Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4

				As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4

				Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8

				The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1

				Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8

				Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5

				Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8

						2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

				Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		1		Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6		1.5		3.3		2.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		2		Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6		1.6		3.4		2.6

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		3		Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5		1.4		3.3		2.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		4		Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7		1.7		3.3		2.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		5		Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3		1.2		3.4		3.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		6		Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2		1.1		3.4		3.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		7		The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1		2.2		3.1		1.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		8		Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8		1.9		3.3		1.7

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		9		Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8		1.7		3.3		1.9

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		10		Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4		2.0		3.2		1.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		11		Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9		1.6		3.3		1.9

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		12		Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8		1.8		3.1		1.9

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		13		Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4		1.3		3.3		2.6

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		14		Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6		1.8		3.3		2.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		15		The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0		1.9		3.0		1.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		16		Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8		2.0		3.3		1.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		17		Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2		1.5		3.2		2.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		18		Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1		1.8		3.2		1.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		19		Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4		2.3		3.2		0.8

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		20		Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1		2.4		3.2		0.7

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		21		Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4		2.0		3.2		1.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		22		“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7		2.4		3.0		-0.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		23		Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3		2.3		2.9		0.3

						3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9		1.8

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

				Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3

				The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3

				Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6

				The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7

				Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1

				Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9

				With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2

				Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2

				The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3

						3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."
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Member health/wellness will be an integral part of a club product offering.
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Members will be more sophisticated and knowledgeable.
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Personalization/customization will be a driving force in marketing.
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Mean

Member databases will lead to more target marketing.
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Convenience will increasingly drive member choices.
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Members will want unique hospitality experiences.
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The largest area of business growth will come from the creation of new markets and product offerings.
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Product differentiation will become increasingly important in growing the club’s business.



		



Time

Mean

Operations will increasingly be seen as a valuable marketing tool.
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Increases in cultural diversity will make marketing more complex.
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Club marketing will become more experience-oriented.
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Mean

Members will measure “value” in terms of time rather than money.
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Mean

Members will be more value-driven.
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Mean

Marketing to an aging population will become increasingly important.
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Mean

The Internet will be the primary marketing channel for clubs.
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Mean

Loyalty programs will become more valuable in developing strategic marketing programs.
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Word-of-mouth will be the most influential form of advertising.
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Changing demographics will lead to more ethnic-driven marketing.
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Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.
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Themed experiences will dominate new concepts.
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Mean

Members will increasingly look for price promotions/discounting.



		



Time

Mean

“24/7” will be the norm for club organizations (on demand marketing).



		



Time

Mean

Environmentalism will be a dominant marketing strategy in club.



		

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

				U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8

				In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2

				Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0

				Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7

				Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0

				The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6

				Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3

				The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2

				The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1

				The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6

				Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

				Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8

				The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7

				The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1

				Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7

				The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8

				In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7

				Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2

				There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1

				Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0

				Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0

				Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0

				A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6

				Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8

				The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6

				The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6

				Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8

				The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3

				Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8

				On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3

				Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3

				The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5

						3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

				Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6

				Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6

				Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7

				To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9

				Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8

				Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1

				“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2

				Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1

				“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3

				“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3

				Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5

				Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0

				A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4

				Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4

				As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4

				Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8

				The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1

				Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8

				Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5

				Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8

						2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

				Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6

				Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6

				Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5

				Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7

				Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3

				Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2

				The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1

				Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8

				Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8

				Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4

				Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9

				Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8

				Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4

				Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6

				The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0

				Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8

				Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2

				Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1

				Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4

				Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1

				Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4

				“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7

				Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3

						3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

				Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		1		Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3		1.1		3.4		1.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		2		The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3		1.3		3.4		1.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		3		Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6		1.6		3.3		0.7

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		4		The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7		1.5		3.4		0.9

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		5		Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1		2.2		3.1		-0.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		6		Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9		1.8		3.2		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		7		With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2		2.0		3.2		0.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		8		Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2		2.3		3.3		0.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		9		The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3		2.4		3.1		0.2

				Mean of Mean		3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8		1.8

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."





		



Time

Mean

Labor will continue to be the highest cost category for clubs.



		



Time

Mean

The cost of payroll taxes and employee benefits will be higher.



		



Time

Mean

Industry regulations will increase costs associated with food safety and environmental protection.



		



Time

Mean

The largest revenue source for clubs will continue to be member dues.
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		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

		U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8		1.9

		In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2		2.4

		Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0		1.9

		Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7		2.6

		Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0		2.1

		The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6		2.7

		Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3		2.2

		The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2		3.0

		The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1		2.8

		The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6		2.7

		Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4		2.4

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

		Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8		1.8

		The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7		1.8

		The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1		2.0

		Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7		2.2

		The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8		1.6

		In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7		2.1

		Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2		2.4

		There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1		2.8

		Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0		2.3

		Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0		2.4

		Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0		1.9

		A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6		2.5

		Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8		2.2

		The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6		2.3

		The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6		1.9

		Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8		2.1

		The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3		2.2

		Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8		2.9

		On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3		3.3

		Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3		3.5

		The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5		2.1

				3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2		2.3

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

		Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6		1.8

		Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6		1.5

		Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7		1.7

		To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9		2.0

		Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8		1.8

		Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1		2.0

		“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2		2.1

		Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1		2.0

		“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3		2.5

		“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3		2.1

		Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5		2.3

		Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0		2.6

		A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4		2.1

		Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4		3.2

		As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4		2.5

		Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8		2.6

		The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1		3.1

		Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8		2.7

		Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5		3.2

		Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8		4.1

				2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5		2.4

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

		Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6		1.5

		Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6		1.6

		Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5		1.4

		Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7		1.7

		Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3		1.2

		Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2		1.1

		The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1		2.2

		Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8		1.9

		Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8		1.7

		Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4		2.0

		Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9		1.6

		Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8		1.8

		Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4		1.3

		Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6		1.8

		The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0		1.9

		Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8		2.0

		Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2		1.5

		Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1		1.8

		Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4		2.3

		Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1		2.4

		Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4		2.0

		“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7		2.4

		Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3		2.3

				3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9		1.8

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

		Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3		1.1

		The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3		1.3

		Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6		1.6

		The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7		1.5

		Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1		2.2

		Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9		1.8

		With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2		2.0

		Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2		2.3

		The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3		2.4

				3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8		1.8

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."





Total Mean

		Predicting Events in the Club Industry 5 Years Into the Future (2009)

		CMAA BMI III		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		Total Mean		3.4		3.8		3.8		3.7		3.7		3.7		3.8		3.8		3.8		3.7		2.2		2.2		2.2		2.2		2.1





Total Mean

		



Total Mean

Time

Mean

Predicting Events in the Club Industry 5 Years into the Future (2009)



By Section

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)

		U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8		1.9

		In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2		2.4

		Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0		1.9

		Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7		2.6

		Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0		2.1

		The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6		2.7

		Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3		2.2

		The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2		3.0

		The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1		2.8

		The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6		2.7

		Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4		2.4

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

		Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8		1.8

		The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7		1.8

		The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1		2.0

		Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7		2.2

		The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8		1.6

		In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7		2.1

		Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2		2.4

		There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1		2.8

		Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0		2.3

		Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0		2.4

		Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0		1.9

		A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6		2.5

		Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8		2.2

		The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6		2.3

		The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6		1.9

		Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8		2.1

		The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3		2.2

		Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8		2.9

		On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3		3.3

		Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3		3.5

		The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5		2.1

		Mean of Mean		3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2		2.3

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

		Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6		1.8

		Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6		1.5

		Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7		1.7

		To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9		2.0

		Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8		1.8

		Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1		2.0

		“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2		2.1

		Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1		2.0

		“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3		2.5

		“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3		2.1

		Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5		2.3

		Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0		2.6

		A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4		2.1

		Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4		3.2

		As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4		2.5

		Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8		2.6

		The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1		3.1

		Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8		2.7

		Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5		3.2

		Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8		4.1

		Mean of Mean		2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5		2.4

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

		Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6		1.5

		Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6		1.6

		Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5		1.4

		Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7		1.7

		Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3		1.2

		Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2		1.1

		The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1		2.2

		Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8		1.9

		Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8		1.7

		Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4		2.0

		Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9		1.6

		Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8		1.8

		Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4		1.3

		Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6		1.8

		The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0		1.9

		Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8		2.0

		Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2		1.5

		Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1		1.8

		Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4		2.3

		Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1		2.4

		Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4		2.0

		“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7		2.4

		Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3		2.3

		Mean of Mean		3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9		1.8

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

		Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3		1.1

		The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3		1.3

		Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6		1.6

		The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7		1.5

		Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1		2.2

		Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9		1.8

		With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2		2.0

		Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2		2.3

		The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3		2.4

		Mean of Mean		3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8		1.8

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."
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				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

				U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		1		The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8		1.9		3.3		0.53

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		2		In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2		2.4		3.3		0.83

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		3		Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0		1.9		3.3		1.41

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		4		Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7		2.6		3.2		-0.20

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08				0.00

		5		Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0		2.1		3.2		0.50

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08				0.00

		6		The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6		2.7		3.2		0.17

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08				0.00

		7		Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3		2.2		3.2		0.52

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08				0.00

		8		The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2		3.0		3.3		-0.28

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08				0.00

		9		The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1		2.8		3.2		-0.10

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08				0.00

		10		The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6		2.7		3.2		-0.41

				Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4		2.4		3.2		0.30

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

				Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8

				The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7

				The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1

				Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7

				The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8

				In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7

				Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2

				There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1

				Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0

				Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0

				Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0

				A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6

				Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8

				The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6

				The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6

				Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8

				The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3

				Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8

				On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3

				Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3

				The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5

						3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

				Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6

				Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6

				Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7

				To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9

				Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8

				Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1

				“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2

				Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1

				“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3

				“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3

				Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5

				Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0

				A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4

				Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4

				As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4

				Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8

				The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1

				Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8

				Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5

				Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8

						2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

				Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6

				Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6

				Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5

				Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7

				Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3

				Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2

				The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1

				Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8

				Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8

				Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4

				Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9

				Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8

				Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4

				Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6

				The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0

				Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8

				Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2

				Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1

				Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4

				Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1

				Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4

				“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7

				Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3

						3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

				Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3

				The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3

				Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6

				The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7

				Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1

				Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9

				With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2

				Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2

				The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3

						3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."
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The club industry will see new club concepts not seen today.
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In general clubs will become more inclusive versus exclusive.
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Country (golf) clubs will remain the largest segment of the club industry.
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Overall, the club industry will be profitable.
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Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.



		



Time

Mean

The number of for-profit clubs will increase.
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Most clubs will continue to be member-owned organizations.
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The total number of clubs will increase.
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The total club membership will increase.
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The number of contract-managed clubs as a percentage of total clubs will increase.



		



Time

Mean

Country (golf) clubs will remain the largest segment of the club industry.



				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

				U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8

				In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2

				Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0

				Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7

				Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0

				The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6

				Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3

				The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2

				The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1

				The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6

				Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

				Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		1		The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8		1.8		3.3		1.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		2		The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7		1.8		3.2		1.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		3		The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1		2.0		3.2		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		4		Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7		2.2		3.3		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		5		The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8		1.6		3.3		0.8

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		6		In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7		2.1		3.2		1.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		7		Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2		2.4		3.1		0.7

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		8		There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1		2.8		3.1		0.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		9		Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0		2.3		3.2		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		10		Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0		2.4		3.1		0.6

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		11		Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0		1.9		3.2		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		12		A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6		2.5		3.2		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		13		Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8		2.2		3.1		0.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		14		The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6		2.3		3.2		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		15		The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6		1.9		3.3		0.7

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		16		Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8		2.1		3.2		0.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		17		The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3		2.2		3.3		0.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		18		Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8		2.9		2.9		-0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		19		On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3		3.3		3.0		0.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		20		Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3		3.5		3.1		-0.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		21		The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5		2.1		3.1		0.2

						3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2		2.3

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

				Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6

				Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6

				Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7

				To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9

				Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8

				Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1

				“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2

				Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1

				“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3

				“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3

				Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5

				Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0

				A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4

				Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4

				As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4

				Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8

				The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1

				Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8

				Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5

				Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8

						2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

				Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6

				Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6

				Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5

				Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7

				Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3

				Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2

				The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1

				Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8

				Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8

				Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4

				Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9

				Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8

				Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4

				Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6

				The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0

				Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8

				Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2

				Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1

				Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4

				Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1

				Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4

				“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7

				Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3

						3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

				Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3

				The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3

				Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6

				The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7

				Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1

				Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9

				With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2

				Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2

				The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3

						3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."
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The industry will see substantially more women in management positions.
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The workforce will be more culturally diverse.
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The industry will see substantially more minorities in management positions.
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Clubs will spend more training dollars on continuing education for management.
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The concept of the manager functioning as the chief operating officer will be become more commonplace.
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In general, managing employees will be more challenging.
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Mean

Employee compensation and benefits will focus on free time and quality of life.
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There will be a smaller pool of qualified applicants to fill line positions.
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Clubs will offer improved compensation and other incentives to increase employee retention.
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Management compensation will be more competitive with other service industries (banks, retail, airlines).
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Club jobs will require higher skill levels.
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Mean

A typical club manager will be required to know Spanish as a second language.
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Mean

Clubs will spend more training dollars on continuing education for line and staff employees.
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Mean

The average age of the work force will be higher.
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Mean

The management of employees will become more challenging.
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Mean

Employee certification will increase in importance.
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Mean

The ratio of part-time to full-time employees will be higher.
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Staffing shortages will inhibit club growth plans.
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Mean

On average, managers will spend fewer hours at work.
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Mean

Immigration laws will be relaxed to address industry labor shortages.



		



Time

Mean

The turnover rate of club employees will remain about what it is today.



		



Time

Mean

The industry will see substantially more women in management positions.



				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

				U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8

				In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2

				Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0

				Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7

				Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0

				The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6

				Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3

				The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2

				The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1

				The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6

				Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

				Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8

				The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7

				The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1

				Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7

				The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8

				In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7

				Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2

				There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1

				Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0

				Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0

				Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0

				A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6

				Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8

				The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6

				The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6

				Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8

				The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3

				Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8

				On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3

				Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3

				The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5

						3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

				Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		1		With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6		1.8		3.3		0.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		2		Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6		1.5		3.3		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		3		Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7		1.7		3.2		0.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		4		To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9		2.0		3.2		0.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		5		Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8		1.8		3.3		0.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		6		Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1		2.0		3.2		0.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		7		“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2		2.1		3.1		-0.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		8		Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1		2.0		3.2		0.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		9		“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3		2.5		3.1		-0.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		10		“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3		2.1		3.1		-0.6

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		11		Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5		2.3		3.2		-0.6

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		12		Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0		2.6		2.8		-0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		13		A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4		2.1		3.1		-0.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		14		Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4		3.2		2.7		-1.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		15		As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4		2.5		3.0		-0.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		16		Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8		2.6		2.8		-0.6

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		17		The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1		3.1		2.9		-0.8

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		18		Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8		2.7		3.0		-1.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		19		Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5		3.2		3.0		-1.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		20		Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8		4.1		2.6		-1.3

						2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5		2.4

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

				Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6

				Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6

				Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5

				Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7

				Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3

				Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2

				The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1

				Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8

				Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8

				Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4

				Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9

				Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8

				Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4

				Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6

				The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0

				Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8

				Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2

				Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1

				Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4

				Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1

				Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4

				“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7

				Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3

						3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

				Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3

				The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3

				Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6

				The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7

				Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1

				Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9

				With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2

				Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2

				The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3

						3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."
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With detailed member history information, clubs will be able to customize the member experience.
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Wireless technology will play an increasing role in various aspects of club operations.
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Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.
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To remain competitive, clubs will allocate a much higher percentage for technology expenditures.
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Clubs will increase their use of on-line purchasing systems to buy supplies.
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Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)



		



Time

Mean

“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.
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Technological solutions will increase operational efficiency (such as speed of service).
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“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.
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“Smart clubs” will exist which customize the members’ experience and save energy costs.
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Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.
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Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.
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A large percentage of clubs will adopt data warehousing and data mining technology.
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Electronic menus will replace paper menus.
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As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.
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Clubs will introduce futuristic technologies such as biometrics and wearable computers.
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The use of information technology in operations will significantly reduce employee-member interaction.
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Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.
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Clubs will require fewer employees as technology replaces various human functions.
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Clubs will focus on service and delivery while food preparation will be off-site.



		

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

				U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8

				In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2

				Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0

				Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7

				Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0

				The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6

				Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3

				The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2

				The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1

				The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6

				Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

				Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8

				The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7

				The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1

				Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7

				The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8

				In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7

				Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2

				There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1

				Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0

				Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0

				Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0

				A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6

				Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8

				The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6

				The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6

				Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8

				The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3

				Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8

				On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3

				Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3

				The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5

						3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

				Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6

				Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6

				Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7

				To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9

				Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8

				Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1

				“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2

				Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1

				“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3

				“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3

				Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5

				Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0

				A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4

				Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4

				As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4

				Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8

				The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1

				Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8

				Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5

				Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8

						2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

				Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		1		Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6		1.5		3.3		2.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		2		Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6		1.6		3.4		2.6

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		3		Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5		1.4		3.3		2.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		4		Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7		1.7		3.3		2.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		5		Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3		1.2		3.4		3.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		6		Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2		1.1		3.4		3.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		7		The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1		2.2		3.1		1.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		8		Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8		1.9		3.3		1.7

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		9		Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8		1.7		3.3		1.9

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		10		Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4		2.0		3.2		1.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		11		Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9		1.6		3.3		1.9

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		12		Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8		1.8		3.1		1.9

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		13		Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4		1.3		3.3		2.6

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		14		Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6		1.8		3.3		2.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		15		The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0		1.9		3.0		1.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		16		Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8		2.0		3.3		1.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		17		Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2		1.5		3.2		2.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		18		Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1		1.8		3.2		1.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		19		Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4		2.3		3.2		0.8

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		20		Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1		2.4		3.2		0.7

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		21		Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4		2.0		3.2		1.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		22		“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7		2.4		3.0		-0.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		23		Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3		2.3		2.9		0.3

						3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9		1.8

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

				Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3

				The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3

				Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6

				The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7

				Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1

				Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9

				With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2

				Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2

				The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3

						3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."
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Member health/wellness will be an integral part of a club product offering.
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Members will be more sophisticated and knowledgeable.
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Personalization/customization will be a driving force in marketing.
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Member databases will lead to more target marketing.
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Convenience will increasingly drive member choices.
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Members will want unique hospitality experiences.
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The largest area of business growth will come from the creation of new markets and product offerings.
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Product differentiation will become increasingly important in growing the club’s business.
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Operations will increasingly be seen as a valuable marketing tool.
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Increases in cultural diversity will make marketing more complex.
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Club marketing will become more experience-oriented.
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Mean

Members will measure “value” in terms of time rather than money.
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Members will be more value-driven.
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Mean

Marketing to an aging population will become increasingly important.
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Mean

The Internet will be the primary marketing channel for clubs.



		



Time

Mean

Loyalty programs will become more valuable in developing strategic marketing programs.
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Word-of-mouth will be the most influential form of advertising.
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Changing demographics will lead to more ethnic-driven marketing.
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Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.
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Themed experiences will dominate new concepts.
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Mean

Members will increasingly look for price promotions/discounting.
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Mean

“24/7” will be the norm for club organizations (on demand marketing).



		



Time

Mean

Environmentalism will be a dominant marketing strategy in club.



		

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

				U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8

				In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2

				Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0

				Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7

				Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0

				The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6

				Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3

				The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2

				The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1

				The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6

				Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

				Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8

				The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7

				The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1

				Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7

				The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8

				In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7

				Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2

				There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1

				Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0

				Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0

				Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0

				A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6

				Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8

				The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6

				The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6

				Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8

				The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3

				Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8

				On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3

				Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3

				The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5

						3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

				Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6

				Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6

				Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7

				To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9

				Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8

				Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1

				“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2

				Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1

				“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3

				“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3

				Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5

				Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0

				A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4

				Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4

				As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4

				Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8

				The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1

				Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8

				Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5

				Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8

						2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

				Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6

				Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6

				Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5

				Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7

				Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3

				Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2

				The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1

				Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8

				Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8

				Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4

				Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9

				Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8

				Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4

				Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6

				The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0

				Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8

				Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2

				Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1

				Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4

				Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1

				Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4

				“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7

				Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3

						3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

				Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		1		Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3		1.1		3.4		1.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		2		The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3		1.3		3.4		1.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		3		Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6		1.6		3.3		0.7

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		4		The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7		1.5		3.4		0.9

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		5		Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1		2.2		3.1		-0.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		6		Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9		1.8		3.2		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		7		With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2		2.0		3.2		0.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		8		Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2		2.3		3.3		0.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		9		The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3		2.4		3.1		0.2

				Mean of Mean		3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8		1.8

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."
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2 Country (golf) clubs will remain 
the largest segment of the club industry. 4.7 1.9 
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Total Data

		

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

		U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8		1.9

		In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2		2.4

		Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0		1.9

		Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7		2.6

		Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0		2.1

		The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6		2.7

		Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3		2.2

		The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2		3.0

		The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1		2.8

		The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6		2.7

		Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4		2.4

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

		Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8		1.8

		The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7		1.8

		The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1		2.0

		Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7		2.2

		The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8		1.6

		In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7		2.1

		Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2		2.4

		There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1		2.8

		Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0		2.3

		Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0		2.4

		Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0		1.9

		A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6		2.5

		Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8		2.2

		The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6		2.3

		The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6		1.9

		Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8		2.1

		The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3		2.2

		Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8		2.9

		On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3		3.3

		Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3		3.5

		The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5		2.1

				3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2		2.3

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

		Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6		1.8

		Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6		1.5

		Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7		1.7

		To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9		2.0

		Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8		1.8

		Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1		2.0

		“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2		2.1

		Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1		2.0

		“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3		2.5

		“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3		2.1

		Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5		2.3

		Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0		2.6

		A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4		2.1

		Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4		3.2

		As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4		2.5

		Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8		2.6

		The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1		3.1

		Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8		2.7

		Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5		3.2

		Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8		4.1

				2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5		2.4

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

		Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6		1.5

		Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6		1.6

		Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5		1.4

		Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7		1.7

		Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3		1.2

		Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2		1.1

		The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1		2.2

		Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8		1.9

		Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8		1.7

		Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4		2.0

		Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9		1.6

		Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8		1.8

		Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4		1.3

		Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6		1.8

		The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0		1.9

		Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8		2.0

		Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2		1.5

		Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1		1.8

		Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4		2.3

		Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1		2.4

		Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4		2.0

		“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7		2.4

		Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3		2.3

				3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9		1.8

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

		Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3		1.1

		The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3		1.3

		Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6		1.6

		The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7		1.5

		Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1		2.2

		Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9		1.8

		With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2		2.0

		Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2		2.3

		The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3		2.4

				3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8		1.8

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."





Total Mean

		Predicting Events in the Club Industry 5 Years Into the Future (2009)

		CMAA BMI III		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		Total Mean		3.4		3.8		3.8		3.7		3.7		3.7		3.8		3.8		3.8		3.7		2.2		2.2		2.2		2.2		2.1





Total Mean

		



Total Mean

Time

Mean

Predicting Events in the Club Industry 5 Years into the Future (2009)



By Section

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)

		U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8		1.9

		In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2		2.4

		Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0		1.9

		Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7		2.6

		Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0		2.1

		The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6		2.7

		Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3		2.2

		The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2		3.0

		The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1		2.8

		The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6		2.7

		Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4		2.4

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

		Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8		1.8

		The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7		1.8

		The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1		2.0

		Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7		2.2

		The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8		1.6

		In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7		2.1

		Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2		2.4

		There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1		2.8

		Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0		2.3

		Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0		2.4

		Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0		1.9

		A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6		2.5

		Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8		2.2

		The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6		2.3

		The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6		1.9

		Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8		2.1

		The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3		2.2

		Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8		2.9

		On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3		3.3

		Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3		3.5

		The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5		2.1

		Mean of Mean		3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2		2.3

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

		Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6		1.8

		Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6		1.5

		Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7		1.7

		To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9		2.0

		Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8		1.8

		Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1		2.0

		“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2		2.1

		Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1		2.0

		“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3		2.5

		“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3		2.1

		Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5		2.3

		Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0		2.6

		A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4		2.1

		Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4		3.2

		As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4		2.5

		Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8		2.6

		The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1		3.1

		Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8		2.7

		Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5		3.2

		Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8		4.1

		Mean of Mean		2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5		2.4

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

		Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6		1.5

		Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6		1.6

		Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5		1.4

		Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7		1.7

		Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3		1.2

		Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2		1.1

		The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1		2.2

		Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8		1.9

		Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8		1.7

		Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4		2.0

		Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9		1.6

		Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8		1.8

		Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4		1.3

		Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6		1.8

		The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0		1.9

		Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8		2.0

		Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2		1.5

		Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1		1.8

		Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4		2.3

		Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1		2.4

		Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4		2.0

		“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7		2.4

		Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3		2.3

		Mean of Mean		3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9		1.8

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

		Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3		1.1

		The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3		1.3

		Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6		1.6

		The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7		1.5

		Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1		2.2

		Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9		1.8

		With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2		2.0

		Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2		2.3

		The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3		2.4

		Mean of Mean		3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8		1.8

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."
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				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

				U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		1		The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8		1.9		3.3		0.53

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		2		In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2		2.4		3.3		0.83

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		3		Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0		1.9		3.3		1.41

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		4		Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7		2.6		3.2		-0.20

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08				0.00

		5		Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0		2.1		3.2		0.50

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08				0.00

		6		The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6		2.7		3.2		0.17

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08				0.00

		7		Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3		2.2		3.2		0.52

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08				0.00

		8		The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2		3.0		3.3		-0.28

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08				0.00

		9		The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1		2.8		3.2		-0.10

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08				0.00

		10		The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6		2.7		3.2		-0.41

				Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4		2.4		3.2		0.30

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

				Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8

				The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7

				The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1

				Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7

				The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8

				In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7

				Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2

				There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1

				Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0

				Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0

				Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0

				A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6

				Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8

				The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6

				The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6

				Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8

				The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3

				Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8

				On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3

				Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3

				The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5

						3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

				Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6

				Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6

				Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7

				To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9

				Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8

				Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1

				“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2

				Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1

				“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3

				“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3

				Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5

				Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0

				A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4

				Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4

				As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4

				Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8

				The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1

				Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8

				Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5

				Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8

						2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

				Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6

				Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6

				Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5

				Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7

				Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3

				Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2

				The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1

				Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8

				Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8

				Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4

				Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9

				Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8

				Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4

				Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6

				The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0

				Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8

				Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2

				Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1

				Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4

				Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1

				Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4

				“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7

				Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3

						3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

				Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3

				The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3

				Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6

				The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7

				Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1

				Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9

				With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2

				Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2

				The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3

						3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."
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The club industry will see new club concepts not seen today.
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In general clubs will become more inclusive versus exclusive.
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Country (golf) clubs will remain the largest segment of the club industry.
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Overall, the club industry will be profitable.
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Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.
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The number of for-profit clubs will increase.
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Most clubs will continue to be member-owned organizations.
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The total number of clubs will increase.
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Mean

The total club membership will increase.
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The number of contract-managed clubs as a percentage of total clubs will increase.



		



Time

Mean

Country (golf) clubs will remain the largest segment of the club industry.



				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

				U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8

				In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2

				Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0

				Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7

				Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0

				The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6

				Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3

				The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2

				The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1

				The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6

				Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

				Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		1		The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8		1.8		3.3		1.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		2		The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7		1.8		3.2		1.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		3		The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1		2.0		3.2		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		4		Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7		2.2		3.3		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		5		The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8		1.6		3.3		0.8

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		6		In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7		2.1		3.2		1.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		7		Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2		2.4		3.1		0.7

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		8		There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1		2.8		3.1		0.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		9		Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0		2.3		3.2		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		10		Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0		2.4		3.1		0.6

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		11		Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0		1.9		3.2		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		12		A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6		2.5		3.2		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		13		Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8		2.2		3.1		0.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		14		The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6		2.3		3.2		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		15		The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6		1.9		3.3		0.7

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		16		Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8		2.1		3.2		0.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		17		The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3		2.2		3.3		0.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		18		Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8		2.9		2.9		-0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		19		On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3		3.3		3.0		0.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		20		Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3		3.5		3.1		-0.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		21		The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5		2.1		3.1		0.2

						3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2		2.3

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

				Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6

				Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6

				Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7

				To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9

				Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8

				Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1

				“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2

				Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1

				“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3

				“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3

				Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5

				Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0

				A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4

				Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4

				As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4

				Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8

				The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1

				Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8

				Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5

				Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8

						2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

				Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6

				Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6

				Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5

				Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7

				Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3

				Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2

				The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1

				Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8

				Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8

				Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4

				Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9

				Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8

				Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4

				Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6

				The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0

				Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8

				Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2

				Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1

				Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4

				Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1

				Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4

				“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7

				Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3

						3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

				Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3

				The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3

				Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6

				The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7

				Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1

				Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9

				With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2

				Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2

				The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3

						3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."
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The industry will see substantially more women in management positions.
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The workforce will be more culturally diverse.
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The industry will see substantially more minorities in management positions.
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Clubs will spend more training dollars on continuing education for management.
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The concept of the manager functioning as the chief operating officer will be become more commonplace.
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In general, managing employees will be more challenging.
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Mean

Employee compensation and benefits will focus on free time and quality of life.
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There will be a smaller pool of qualified applicants to fill line positions.
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Clubs will offer improved compensation and other incentives to increase employee retention.
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Management compensation will be more competitive with other service industries (banks, retail, airlines).
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Club jobs will require higher skill levels.
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Mean

A typical club manager will be required to know Spanish as a second language.



		



Time

Mean

Clubs will spend more training dollars on continuing education for line and staff employees.
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The average age of the work force will be higher.
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Mean

The management of employees will become more challenging.
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Mean

Employee certification will increase in importance.
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Mean

The ratio of part-time to full-time employees will be higher.
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Staffing shortages will inhibit club growth plans.
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Mean

On average, managers will spend fewer hours at work.



		



Time

Mean

Immigration laws will be relaxed to address industry labor shortages.



		



Time

Mean

The turnover rate of club employees will remain about what it is today.



		



Time

Mean

The industry will see substantially more women in management positions.



				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

				U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8

				In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2

				Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0

				Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7

				Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0

				The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6

				Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3

				The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2

				The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1

				The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6

				Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

				Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8

				The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7

				The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1

				Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7

				The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8

				In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7

				Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2

				There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1

				Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0

				Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0

				Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0

				A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6

				Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8

				The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6

				The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6

				Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8

				The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3

				Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8

				On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3

				Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3

				The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5

						3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

				Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		1		With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6		1.8		3.3		0.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		2		Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6		1.5		3.3		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		3		Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7		1.7		3.2		0.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		4		To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9		2.0		3.2		0.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		5		Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8		1.8		3.3		0.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		6		Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1		2.0		3.2		0.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		7		“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2		2.1		3.1		-0.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		8		Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1		2.0		3.2		0.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		9		“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3		2.5		3.1		-0.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		10		“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3		2.1		3.1		-0.6

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		11		Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5		2.3		3.2		-0.6

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		12		Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0		2.6		2.8		-0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		13		A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4		2.1		3.1		-0.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		14		Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4		3.2		2.7		-1.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		15		As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4		2.5		3.0		-0.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		16		Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8		2.6		2.8		-0.6

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		17		The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1		3.1		2.9		-0.8

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		18		Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8		2.7		3.0		-1.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		19		Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5		3.2		3.0		-1.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		20		Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8		4.1		2.6		-1.3

						2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5		2.4

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

				Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6

				Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6

				Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5

				Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7

				Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3

				Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2

				The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1

				Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8

				Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8

				Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4

				Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9

				Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8

				Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4

				Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6

				The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0

				Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8

				Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2

				Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1

				Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4

				Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1

				Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4

				“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7

				Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3

						3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

				Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3

				The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3

				Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6

				The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7

				Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1

				Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9

				With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2

				Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2

				The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3

						3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."





		



Time

Mean

With detailed member history information, clubs will be able to customize the member experience.
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Wireless technology will play an increasing role in various aspects of club operations.
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Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.
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To remain competitive, clubs will allocate a much higher percentage for technology expenditures.
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Clubs will increase their use of on-line purchasing systems to buy supplies.
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Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)
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“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.
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Technological solutions will increase operational efficiency (such as speed of service).
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“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.



		



Time

Mean

“Smart clubs” will exist which customize the members’ experience and save energy costs.
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Mean

Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.
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Mean

Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.
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Mean

A large percentage of clubs will adopt data warehousing and data mining technology.



		



Time

Mean

Electronic menus will replace paper menus.
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As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.
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Clubs will introduce futuristic technologies such as biometrics and wearable computers.
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The use of information technology in operations will significantly reduce employee-member interaction.
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Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.
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Mean

Clubs will require fewer employees as technology replaces various human functions.
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Mean

Clubs will focus on service and delivery while food preparation will be off-site.



		

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

				U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8

				In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2

				Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0

				Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7

				Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0

				The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6

				Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3

				The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2

				The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1

				The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6

				Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

				Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8

				The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7

				The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1

				Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7

				The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8

				In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7

				Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2

				There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1

				Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0

				Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0

				Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0

				A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6

				Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8

				The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6

				The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6

				Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8

				The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3

				Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8

				On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3

				Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3

				The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5

						3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

				Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6

				Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6

				Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7

				To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9

				Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8

				Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1

				“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2

				Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1

				“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3

				“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3

				Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5

				Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0

				A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4

				Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4

				As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4

				Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8

				The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1

				Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8

				Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5

				Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8

						2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

				Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		1		Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6		1.5		3.3		2.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		2		Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6		1.6		3.4		2.6

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		3		Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5		1.4		3.3		2.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		4		Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7		1.7		3.3		2.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		5		Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3		1.2		3.4		3.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		6		Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2		1.1		3.4		3.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		7		The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1		2.2		3.1		1.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		8		Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8		1.9		3.3		1.7

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		9		Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8		1.7		3.3		1.9

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		10		Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4		2.0		3.2		1.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		11		Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9		1.6		3.3		1.9

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		12		Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8		1.8		3.1		1.9

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		13		Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4		1.3		3.3		2.6

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		14		Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6		1.8		3.3		2.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		15		The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0		1.9		3.0		1.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		16		Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8		2.0		3.3		1.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		17		Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2		1.5		3.2		2.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		18		Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1		1.8		3.2		1.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		19		Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4		2.3		3.2		0.8

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		20		Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1		2.4		3.2		0.7

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		21		Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4		2.0		3.2		1.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		22		“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7		2.4		3.0		-0.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		23		Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3		2.3		2.9		0.3

						3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9		1.8

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

				Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3

				The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3

				Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6

				The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7

				Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1

				Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9

				With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2

				Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2

				The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3

						3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."
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Member health/wellness will be an integral part of a club product offering.



		



Time

Mean

Members will be more sophisticated and knowledgeable.
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Mean

Personalization/customization will be a driving force in marketing.



		



Time

Mean

Member databases will lead to more target marketing.
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Mean

Convenience will increasingly drive member choices.



		



Time

Mean

Members will want unique hospitality experiences.
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Mean

The largest area of business growth will come from the creation of new markets and product offerings.
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Product differentiation will become increasingly important in growing the club’s business.
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Mean

Operations will increasingly be seen as a valuable marketing tool.
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Mean

Increases in cultural diversity will make marketing more complex.



		



Time

Mean

Club marketing will become more experience-oriented.



		



Time

Mean

Members will measure “value” in terms of time rather than money.



		



Time

Mean

Members will be more value-driven.



		



Time

Mean

Marketing to an aging population will become increasingly important.



		



Time

Mean

The Internet will be the primary marketing channel for clubs.



		



Time

Mean

Loyalty programs will become more valuable in developing strategic marketing programs.



		



Time

Mean

Word-of-mouth will be the most influential form of advertising.
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Mean

Changing demographics will lead to more ethnic-driven marketing.
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Mean

Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.



		



Time

Mean

Themed experiences will dominate new concepts.



		



Time

Mean

Members will increasingly look for price promotions/discounting.



		



Time

Mean

“24/7” will be the norm for club organizations (on demand marketing).



		



Time

Mean

Environmentalism will be a dominant marketing strategy in club.



		

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

				U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8

				In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2

				Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0

				Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7

				Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0

				The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6

				Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3

				The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2

				The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1

				The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6

				Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

				Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8

				The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7

				The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1

				Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7

				The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8

				In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7

				Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2

				There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1

				Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0

				Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0

				Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0

				A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6

				Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8

				The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6

				The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6

				Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8

				The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3

				Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8

				On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3

				Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3

				The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5

						3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

				Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6

				Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6

				Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7

				To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9

				Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8

				Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1

				“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2

				Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1

				“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3

				“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3

				Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5

				Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0

				A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4

				Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4

				As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4

				Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8

				The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1

				Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8

				Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5

				Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8

						2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

				Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6

				Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6

				Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5

				Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7

				Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3

				Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2

				The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1

				Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8

				Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8

				Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4

				Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9

				Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8

				Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4

				Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6

				The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0

				Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8

				Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2

				Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1

				Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4

				Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1

				Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4

				“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7

				Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3

						3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

				Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		1		Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3		1.1		3.4		1.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		2		The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3		1.3		3.4		1.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		3		Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6		1.6		3.3		0.7

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		4		The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7		1.5		3.4		0.9

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		5		Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1		2.2		3.1		-0.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		6		Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9		1.8		3.2		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		7		With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2		2.0		3.2		0.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		8		Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2		2.3		3.3		0.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		9		The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3		2.4		3.1		0.2

				Mean of Mean		3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8		1.8

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."
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The largest revenue source for clubs will continue to be member dues.
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With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.
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3 Labor will continue to be
the highest cost category for clubs. 4.6 1.1
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		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

		U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8		1.9

		In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2		2.4

		Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0		1.9

		Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7		2.6

		Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0		2.1

		The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6		2.7

		Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3		2.2

		The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2		3.0

		The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1		2.8

		The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6		2.7

		Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4		2.4

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

		Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8		1.8

		The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7		1.8

		The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1		2.0

		Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7		2.2

		The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8		1.6

		In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7		2.1

		Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2		2.4

		There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1		2.8

		Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0		2.3

		Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0		2.4

		Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0		1.9

		A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6		2.5

		Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8		2.2

		The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6		2.3

		The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6		1.9

		Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8		2.1

		The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3		2.2

		Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8		2.9

		On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3		3.3

		Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3		3.5

		The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5		2.1

				3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2		2.3

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

		Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6		1.8

		Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6		1.5

		Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7		1.7

		To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9		2.0

		Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8		1.8

		Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1		2.0

		“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2		2.1

		Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1		2.0

		“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3		2.5

		“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3		2.1

		Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5		2.3

		Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0		2.6

		A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4		2.1

		Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4		3.2

		As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4		2.5

		Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8		2.6

		The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1		3.1

		Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8		2.7

		Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5		3.2

		Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8		4.1

				2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5		2.4

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

		Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6		1.5

		Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6		1.6

		Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5		1.4

		Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7		1.7

		Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3		1.2

		Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2		1.1

		The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1		2.2

		Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8		1.9

		Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8		1.7

		Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4		2.0

		Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9		1.6

		Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8		1.8

		Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4		1.3

		Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6		1.8

		The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0		1.9

		Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8		2.0

		Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2		1.5

		Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1		1.8

		Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4		2.3

		Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1		2.4

		Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4		2.0

		“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7		2.4

		Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3		2.3

				3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9		1.8

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

		Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3		1.1

		The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3		1.3

		Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6		1.6

		The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7		1.5

		Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1		2.2

		Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9		1.8

		With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2		2.0

		Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2		2.3

		The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3		2.4

				3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8		1.8

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."





Total Mean

		Predicting Events in the Club Industry 5 Years Into the Future (2009)

		CMAA BMI III		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		Total Mean		3.4		3.8		3.8		3.7		3.7		3.7		3.8		3.8		3.8		3.7		2.2		2.2		2.2		2.2		2.1





Total Mean

		



Total Mean

Time

Mean

Predicting Events in the Club Industry 5 Years into the Future (2009)



By Section

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)

		U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8		1.9

		In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2		2.4

		Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0		1.9

		Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7		2.6

		Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0		2.1

		The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6		2.7

		Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3		2.2

		The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2		3.0

		The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1		2.8

		The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6		2.7

		Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4		2.4

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

		Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8		1.8

		The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7		1.8

		The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1		2.0

		Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7		2.2

		The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8		1.6

		In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7		2.1

		Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2		2.4

		There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1		2.8

		Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0		2.3

		Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0		2.4

		Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0		1.9

		A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6		2.5

		Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8		2.2

		The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6		2.3

		The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6		1.9

		Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8		2.1

		The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3		2.2

		Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8		2.9

		On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3		3.3

		Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3		3.5

		The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5		2.1

		Mean of Mean		3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2		2.3

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

		Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6		1.8

		Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6		1.5

		Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7		1.7

		To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9		2.0

		Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8		1.8

		Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1		2.0

		“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2		2.1

		Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1		2.0

		“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3		2.5

		“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3		2.1

		Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5		2.3

		Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0		2.6

		A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4		2.1

		Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4		3.2

		As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4		2.5

		Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8		2.6

		The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1		3.1

		Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8		2.7

		Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5		3.2

		Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8		4.1

		Mean of Mean		2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5		2.4

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

		Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6		1.5

		Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6		1.6

		Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5		1.4

		Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7		1.7

		Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3		1.2

		Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2		1.1

		The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1		2.2

		Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8		1.9

		Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8		1.7

		Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4		2.0

		Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9		1.6

		Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8		1.8

		Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4		1.3

		Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6		1.8

		The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0		1.9

		Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8		2.0

		Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2		1.5

		Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1		1.8

		Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4		2.3

		Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1		2.4

		Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4		2.0

		“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7		2.4

		Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3		2.3

		Mean of Mean		3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9		1.8

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

		Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3		1.1

		The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3		1.3

		Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6		1.6

		The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7		1.5

		Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1		2.2

		Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9		1.8

		With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2		2.0

		Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2		2.3

		The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3		2.4

		Mean of Mean		3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8		1.8

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."
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				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

				U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		1		The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8		1.9		3.3		0.53

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		2		In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2		2.4		3.3		0.83

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		3		Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0		1.9		3.3		1.41

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		4		Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7		2.6		3.2		-0.20

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08				0.00

		5		Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0		2.1		3.2		0.50

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08				0.00

		6		The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6		2.7		3.2		0.17

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08				0.00

		7		Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3		2.2		3.2		0.52

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08				0.00

		8		The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2		3.0		3.3		-0.28

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08				0.00

		9		The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1		2.8		3.2		-0.10

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08				0.00

		10		The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6		2.7		3.2		-0.41

				Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4		2.4		3.2		0.30

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

				Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8

				The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7

				The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1

				Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7

				The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8

				In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7

				Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2

				There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1

				Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0

				Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0

				Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0

				A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6

				Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8

				The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6

				The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6

				Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8

				The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3

				Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8

				On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3

				Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3

				The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5

						3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

				Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6

				Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6

				Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7

				To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9

				Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8

				Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1

				“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2

				Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1

				“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3

				“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3

				Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5

				Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0

				A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4

				Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4

				As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4

				Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8

				The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1

				Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8

				Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5

				Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8

						2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

				Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6

				Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6

				Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5

				Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7

				Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3

				Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2

				The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1

				Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8

				Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8

				Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4

				Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9

				Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8

				Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4

				Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6

				The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0

				Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8

				Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2

				Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1

				Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4

				Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1

				Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4

				“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7

				Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3

						3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

				Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3

				The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3

				Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6

				The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7

				Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1

				Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9

				With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2

				Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2

				The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3

						3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."
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The club industry will see new club concepts not seen today.
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In general clubs will become more inclusive versus exclusive.
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Country (golf) clubs will remain the largest segment of the club industry.
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Overall, the club industry will be profitable.
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Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.
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The number of for-profit clubs will increase.
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Most clubs will continue to be member-owned organizations.
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The total number of clubs will increase.
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The total club membership will increase.
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The number of contract-managed clubs as a percentage of total clubs will increase.
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Country (golf) clubs will remain the largest segment of the club industry.



				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

				U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8

				In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2

				Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0

				Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7

				Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0

				The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6

				Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3

				The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2

				The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1

				The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6

				Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

				Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		1		The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8		1.8		3.3		1.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		2		The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7		1.8		3.2		1.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		3		The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1		2.0		3.2		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		4		Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7		2.2		3.3		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		5		The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8		1.6		3.3		0.8

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		6		In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7		2.1		3.2		1.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		7		Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2		2.4		3.1		0.7

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		8		There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1		2.8		3.1		0.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		9		Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0		2.3		3.2		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		10		Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0		2.4		3.1		0.6

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		11		Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0		1.9		3.2		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		12		A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6		2.5		3.2		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		13		Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8		2.2		3.1		0.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		14		The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6		2.3		3.2		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		15		The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6		1.9		3.3		0.7

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		16		Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8		2.1		3.2		0.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		17		The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3		2.2		3.3		0.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		18		Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8		2.9		2.9		-0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		19		On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3		3.3		3.0		0.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		20		Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3		3.5		3.1		-0.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		21		The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5		2.1		3.1		0.2

						3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2		2.3

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

				Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6

				Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6

				Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7

				To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9

				Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8

				Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1

				“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2

				Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1

				“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3

				“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3

				Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5

				Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0

				A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4

				Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4

				As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4

				Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8

				The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1

				Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8

				Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5

				Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8

						2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

				Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6

				Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6

				Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5

				Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7

				Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3

				Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2

				The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1

				Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8

				Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8

				Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4

				Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9

				Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8

				Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4

				Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6

				The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0

				Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8

				Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2

				Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1

				Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4

				Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1

				Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4

				“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7

				Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3

						3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

				Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3

				The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3

				Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6

				The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7

				Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1

				Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9

				With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2

				Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2

				The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3

						3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."
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The industry will see substantially more women in management positions.
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The workforce will be more culturally diverse.
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The industry will see substantially more minorities in management positions.
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Clubs will spend more training dollars on continuing education for management.
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The concept of the manager functioning as the chief operating officer will be become more commonplace.
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In general, managing employees will be more challenging.
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Mean

Employee compensation and benefits will focus on free time and quality of life.
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There will be a smaller pool of qualified applicants to fill line positions.



		



Time

Mean

Clubs will offer improved compensation and other incentives to increase employee retention.
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Management compensation will be more competitive with other service industries (banks, retail, airlines).
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Club jobs will require higher skill levels.
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Mean

A typical club manager will be required to know Spanish as a second language.
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Mean

Clubs will spend more training dollars on continuing education for line and staff employees.
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Mean

The average age of the work force will be higher.
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Mean

The management of employees will become more challenging.



		



Time

Mean

Employee certification will increase in importance.
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Mean

The ratio of part-time to full-time employees will be higher.
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Staffing shortages will inhibit club growth plans.
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Mean

On average, managers will spend fewer hours at work.
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Mean

Immigration laws will be relaxed to address industry labor shortages.



		



Time

Mean

The turnover rate of club employees will remain about what it is today.



		



Time

Mean

The industry will see substantially more women in management positions.



				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

				U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8

				In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2

				Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0

				Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7

				Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0

				The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6

				Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3

				The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2

				The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1

				The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6

				Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

				Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8

				The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7

				The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1

				Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7

				The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8

				In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7

				Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2

				There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1

				Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0

				Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0

				Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0

				A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6

				Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8

				The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6

				The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6

				Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8

				The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3

				Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8

				On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3

				Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3

				The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5

						3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

				Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		1		With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6		1.8		3.3		0.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		2		Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6		1.5		3.3		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		3		Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7		1.7		3.2		0.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		4		To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9		2.0		3.2		0.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		5		Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8		1.8		3.3		0.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		6		Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1		2.0		3.2		0.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		7		“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2		2.1		3.1		-0.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		8		Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1		2.0		3.2		0.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		9		“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3		2.5		3.1		-0.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		10		“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3		2.1		3.1		-0.6

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		11		Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5		2.3		3.2		-0.6

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		12		Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0		2.6		2.8		-0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		13		A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4		2.1		3.1		-0.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		14		Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4		3.2		2.7		-1.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		15		As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4		2.5		3.0		-0.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		16		Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8		2.6		2.8		-0.6

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		17		The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1		3.1		2.9		-0.8

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		18		Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8		2.7		3.0		-1.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		19		Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5		3.2		3.0		-1.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		20		Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8		4.1		2.6		-1.3

						2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5		2.4

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

				Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6

				Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6

				Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5

				Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7

				Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3

				Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2

				The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1

				Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8

				Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8

				Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4

				Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9

				Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8

				Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4

				Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6

				The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0

				Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8

				Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2

				Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1

				Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4

				Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1

				Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4

				“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7

				Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3

						3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

				Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3

				The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3

				Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6

				The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7

				Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1

				Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9

				With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2

				Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2

				The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3

						3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."
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With detailed member history information, clubs will be able to customize the member experience.
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Mean

Wireless technology will play an increasing role in various aspects of club operations.
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Mean

Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.
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To remain competitive, clubs will allocate a much higher percentage for technology expenditures.
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Clubs will increase their use of on-line purchasing systems to buy supplies.
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Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)
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“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.
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Technological solutions will increase operational efficiency (such as speed of service).
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Mean

“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.
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Mean

“Smart clubs” will exist which customize the members’ experience and save energy costs.
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Mean

Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.
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Mean

Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.
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Mean

A large percentage of clubs will adopt data warehousing and data mining technology.
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Mean

Electronic menus will replace paper menus.
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As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.
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Clubs will introduce futuristic technologies such as biometrics and wearable computers.
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The use of information technology in operations will significantly reduce employee-member interaction.
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Mean

Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.
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Mean

Clubs will require fewer employees as technology replaces various human functions.
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Mean

Clubs will focus on service and delivery while food preparation will be off-site.



		

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

				U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8

				In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2

				Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0

				Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7

				Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0

				The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6

				Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3

				The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2

				The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1

				The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6

				Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

				Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8

				The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7

				The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1

				Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7

				The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8

				In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7

				Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2

				There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1

				Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0

				Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0

				Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0

				A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6

				Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8

				The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6

				The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6

				Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8

				The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3

				Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8

				On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3

				Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3

				The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5

						3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

				Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6

				Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6

				Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7

				To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9

				Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8

				Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1

				“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2

				Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1

				“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3

				“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3

				Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5

				Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0

				A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4

				Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4

				As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4

				Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8

				The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1

				Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8

				Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5

				Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8

						2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

				Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		1		Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6		1.5		3.3		2.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		2		Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6		1.6		3.4		2.6

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		3		Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5		1.4		3.3		2.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		4		Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7		1.7		3.3		2.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		5		Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3		1.2		3.4		3.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		6		Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2		1.1		3.4		3.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		7		The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1		2.2		3.1		1.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		8		Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8		1.9		3.3		1.7

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		9		Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8		1.7		3.3		1.9

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		10		Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4		2.0		3.2		1.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		11		Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9		1.6		3.3		1.9

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		12		Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8		1.8		3.1		1.9

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		13		Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4		1.3		3.3		2.6

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		14		Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6		1.8		3.3		2.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		15		The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0		1.9		3.0		1.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		16		Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8		2.0		3.3		1.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		17		Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2		1.5		3.2		2.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		18		Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1		1.8		3.2		1.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		19		Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4		2.3		3.2		0.8

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		20		Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1		2.4		3.2		0.7

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		21		Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4		2.0		3.2		1.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		22		“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7		2.4		3.0		-0.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		23		Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3		2.3		2.9		0.3

						3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9		1.8

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

				Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3

				The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3

				Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6

				The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7

				Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1

				Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9

				With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2

				Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2

				The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3

						3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."
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Member health/wellness will be an integral part of a club product offering.
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Members will be more sophisticated and knowledgeable.
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Personalization/customization will be a driving force in marketing.
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Member databases will lead to more target marketing.
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Convenience will increasingly drive member choices.
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Members will want unique hospitality experiences.
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The largest area of business growth will come from the creation of new markets and product offerings.
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Product differentiation will become increasingly important in growing the club’s business.
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Operations will increasingly be seen as a valuable marketing tool.
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Increases in cultural diversity will make marketing more complex.
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Club marketing will become more experience-oriented.
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Mean

Members will measure “value” in terms of time rather than money.
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Mean

Members will be more value-driven.



		



Time

Mean

Marketing to an aging population will become increasingly important.



		



Time

Mean

The Internet will be the primary marketing channel for clubs.



		



Time

Mean

Loyalty programs will become more valuable in developing strategic marketing programs.
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Mean

Word-of-mouth will be the most influential form of advertising.
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Mean

Changing demographics will lead to more ethnic-driven marketing.
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Mean

Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.
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Themed experiences will dominate new concepts.
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Mean

Members will increasingly look for price promotions/discounting.



		



Time

Mean

“24/7” will be the norm for club organizations (on demand marketing).



		



Time

Mean

Environmentalism will be a dominant marketing strategy in club.



		

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

				U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8

				In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2

				Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0

				Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7

				Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0

				The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6

				Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3

				The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2

				The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1

				The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6

				Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

				Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8

				The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7

				The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1

				Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7

				The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8

				In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7

				Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2

				There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1

				Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0

				Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0

				Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0

				A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6

				Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8

				The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6

				The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6

				Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8

				The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3

				Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8

				On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3

				Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3

				The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5

						3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

				Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6

				Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6

				Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7

				To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9

				Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8

				Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1

				“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2

				Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1

				“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3

				“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3

				Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5

				Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0

				A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4

				Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4

				As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4

				Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8

				The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1

				Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8

				Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5

				Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8

						2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

				Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6

				Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6

				Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5

				Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7

				Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3

				Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2

				The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1

				Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8

				Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8

				Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4

				Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9

				Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8

				Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4

				Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6

				The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0

				Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8

				Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2

				Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1

				Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4

				Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1

				Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4

				“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7

				Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3

						3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

				Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		1		Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3		1.1		3.4		1.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		2		The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3		1.3		3.4		1.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		3		Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6		1.6		3.3		0.7

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		4		The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7		1.5		3.4		0.9

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		5		Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1		2.2		3.1		-0.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		6		Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9		1.8		3.2		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		7		With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2		2.0		3.2		0.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		8		Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2		2.3		3.3		0.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		9		The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3		2.4		3.1		0.2

				Mean of Mean		3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8		1.8

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."
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Labor will continue to be the highest cost category for clubs.
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The cost of payroll taxes and employee benefits will be higher.
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Industry regulations will increase costs associated with food safety and environmental protection.
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The largest revenue source for clubs will continue to be member dues.
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Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.
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Overall profit margins will be lower.
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With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.
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Member assessments will continue to be a primary source of capital to finance club improvements.
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The number of unprofitable clubs will increase.





What has happened to the #4

The largest revenue source for clubs will continue to 
be member dues.
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In general, managing employees will be more 
challenging.
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The industry will see substantially more women in 
management positions.
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Convenience will increasingly drive member choices.
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Rank Item Delphi Sept-08

4 In general, managing employees will be 
more challenging. 4.3 2.1

4 The industry will see substantially more women 
in management positions. 4.3 1.8

4 The largest revenue source for clubs will continue 
to be member dues. 4.3 1.5

4 Convenience will increasingly drive member choices. 4.3 1.2
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The largest revenue source for clubs will continue to be member dues.
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Total Data

		

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

		U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8		1.9

		In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2		2.4

		Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0		1.9

		Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7		2.6

		Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0		2.1

		The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6		2.7

		Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3		2.2

		The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2		3.0

		The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1		2.8

		The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6		2.7

		Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4		2.4

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

		Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8		1.8

		The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7		1.8

		The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1		2.0

		Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7		2.2

		The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8		1.6

		In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7		2.1

		Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2		2.4

		There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1		2.8

		Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0		2.3

		Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0		2.4

		Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0		1.9

		A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6		2.5

		Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8		2.2

		The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6		2.3

		The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6		1.9

		Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8		2.1

		The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3		2.2

		Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8		2.9

		On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3		3.3

		Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3		3.5

		The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5		2.1

				3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2		2.3

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

		Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6		1.8

		Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6		1.5

		Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7		1.7

		To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9		2.0

		Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8		1.8

		Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1		2.0

		“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2		2.1

		Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1		2.0

		“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3		2.5

		“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3		2.1

		Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5		2.3

		Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0		2.6

		A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4		2.1

		Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4		3.2

		As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4		2.5

		Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8		2.6

		The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1		3.1

		Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8		2.7

		Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5		3.2

		Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8		4.1

				2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5		2.4

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

		Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6		1.5

		Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6		1.6

		Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5		1.4

		Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7		1.7

		Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3		1.2

		Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2		1.1

		The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1		2.2

		Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8		1.9

		Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8		1.7

		Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4		2.0

		Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9		1.6

		Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8		1.8

		Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4		1.3

		Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6		1.8

		The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0		1.9

		Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8		2.0

		Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2		1.5

		Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1		1.8

		Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4		2.3

		Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1		2.4

		Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4		2.0

		“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7		2.4

		Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3		2.3

				3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9		1.8

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

		Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3		1.1

		The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3		1.3

		Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6		1.6

		The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7		1.5

		Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1		2.2

		Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9		1.8

		With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2		2.0

		Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2		2.3

		The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3		2.4

				3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8		1.8

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."





Total Mean

		Predicting Events in the Club Industry 5 Years Into the Future (2009)

		CMAA BMI III		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		Total Mean		3.4		3.8		3.8		3.7		3.7		3.7		3.8		3.8		3.8		3.7		2.2		2.2		2.2		2.2		2.1





Total Mean

		



Total Mean

Time

Mean

Predicting Events in the Club Industry 5 Years into the Future (2009)



By Section

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)

		U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8		1.9

		In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2		2.4

		Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0		1.9

		Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7		2.6

		Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0		2.1

		The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6		2.7

		Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3		2.2

		The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2		3.0

		The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1		2.8

		The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6		2.7

		Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4		2.4

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

		Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8		1.8

		The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7		1.8

		The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1		2.0

		Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7		2.2

		The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8		1.6

		In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7		2.1

		Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2		2.4

		There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1		2.8

		Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0		2.3

		Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0		2.4

		Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0		1.9

		A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6		2.5

		Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8		2.2

		The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6		2.3

		The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6		1.9

		Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8		2.1

		The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3		2.2

		Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8		2.9

		On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3		3.3

		Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3		3.5

		The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5		2.1

		Mean of Mean		3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2		2.3

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

		Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6		1.8

		Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6		1.5

		Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7		1.7

		To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9		2.0

		Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8		1.8

		Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1		2.0

		“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2		2.1

		Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1		2.0

		“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3		2.5

		“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3		2.1

		Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5		2.3

		Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0		2.6

		A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4		2.1

		Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4		3.2

		As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4		2.5

		Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8		2.6

		The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1		3.1

		Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8		2.7

		Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5		3.2

		Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8		4.1

		Mean of Mean		2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5		2.4

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

		Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6		1.5

		Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6		1.6

		Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5		1.4

		Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7		1.7

		Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3		1.2

		Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2		1.1

		The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1		2.2

		Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8		1.9

		Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8		1.7

		Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4		2.0

		Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9		1.6

		Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8		1.8

		Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4		1.3

		Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6		1.8

		The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0		1.9

		Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8		2.0

		Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2		1.5

		Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1		1.8

		Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4		2.3

		Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1		2.4

		Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4		2.0

		“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7		2.4

		Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3		2.3

		Mean of Mean		3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9		1.8

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

		Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3		1.1

		The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3		1.3

		Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6		1.6

		The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7		1.5

		Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1		2.2

		Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9		1.8

		With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2		2.0

		Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2		2.3

		The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3		2.4

		Mean of Mean		3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8		1.8

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."
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				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

				U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		1		The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8		1.9		3.3		0.53

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		2		In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2		2.4		3.3		0.83

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		3		Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0		1.9		3.3		1.41

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		4		Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7		2.6		3.2		-0.20

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08				0.00

		5		Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0		2.1		3.2		0.50

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08				0.00

		6		The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6		2.7		3.2		0.17

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08				0.00

		7		Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3		2.2		3.2		0.52

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08				0.00

		8		The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2		3.0		3.3		-0.28

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08				0.00

		9		The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1		2.8		3.2		-0.10

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08				0.00

		10		The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6		2.7		3.2		-0.41

				Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4		2.4		3.2		0.30

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

				Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8

				The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7

				The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1

				Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7

				The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8

				In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7

				Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2

				There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1

				Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0

				Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0

				Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0

				A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6

				Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8

				The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6

				The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6

				Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8

				The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3

				Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8

				On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3

				Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3

				The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5

						3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

				Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6

				Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6

				Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7

				To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9

				Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8

				Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1

				“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2

				Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1

				“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3

				“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3

				Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5

				Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0

				A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4

				Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4

				As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4

				Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8

				The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1

				Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8

				Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5

				Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8

						2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

				Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6

				Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6

				Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5

				Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7

				Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3

				Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2

				The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1

				Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8

				Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8

				Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4

				Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9

				Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8

				Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4

				Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6

				The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0

				Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8

				Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2

				Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1

				Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4

				Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1

				Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4

				“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7

				Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3

						3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

				Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3

				The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3

				Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6

				The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7

				Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1

				Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9

				With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2

				Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2

				The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3

						3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."
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The club industry will see new club concepts not seen today.
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In general clubs will become more inclusive versus exclusive.
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Country (golf) clubs will remain the largest segment of the club industry.
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Overall, the club industry will be profitable.
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Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.
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The number of for-profit clubs will increase.
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Most clubs will continue to be member-owned organizations.
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The total number of clubs will increase.
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The total club membership will increase.
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The number of contract-managed clubs as a percentage of total clubs will increase.
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Mean

Country (golf) clubs will remain the largest segment of the club industry.



				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

				U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8

				In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2

				Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0

				Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7

				Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0

				The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6

				Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3

				The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2

				The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1

				The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6

				Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

				Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		1		The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8		1.8		3.3		1.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		2		The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7		1.8		3.2		1.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		3		The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1		2.0		3.2		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		4		Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7		2.2		3.3		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		5		The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8		1.6		3.3		0.8

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		6		In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7		2.1		3.2		1.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		7		Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2		2.4		3.1		0.7

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		8		There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1		2.8		3.1		0.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		9		Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0		2.3		3.2		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		10		Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0		2.4		3.1		0.6

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		11		Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0		1.9		3.2		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		12		A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6		2.5		3.2		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		13		Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8		2.2		3.1		0.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		14		The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6		2.3		3.2		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		15		The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6		1.9		3.3		0.7

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		16		Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8		2.1		3.2		0.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		17		The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3		2.2		3.3		0.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		18		Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8		2.9		2.9		-0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		19		On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3		3.3		3.0		0.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		20		Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3		3.5		3.1		-0.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		21		The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5		2.1		3.1		0.2

						3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2		2.3

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

				Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6

				Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6

				Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7

				To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9

				Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8

				Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1

				“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2

				Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1

				“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3

				“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3

				Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5

				Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0

				A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4

				Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4

				As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4

				Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8

				The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1

				Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8

				Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5

				Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8

						2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

				Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6

				Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6

				Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5

				Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7

				Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3

				Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2

				The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1

				Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8

				Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8

				Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4

				Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9

				Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8

				Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4

				Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6

				The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0

				Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8

				Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2

				Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1

				Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4

				Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1

				Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4

				“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7

				Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3

						3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

				Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3

				The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3

				Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6

				The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7

				Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1

				Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9

				With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2

				Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2

				The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3

						3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."
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The industry will see substantially more women in management positions.
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The workforce will be more culturally diverse.
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Mean

The industry will see substantially more minorities in management positions.
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Clubs will spend more training dollars on continuing education for management.
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The concept of the manager functioning as the chief operating officer will be become more commonplace.
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In general, managing employees will be more challenging.
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Mean

Employee compensation and benefits will focus on free time and quality of life.



		



Time

Mean

There will be a smaller pool of qualified applicants to fill line positions.
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Clubs will offer improved compensation and other incentives to increase employee retention.
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Management compensation will be more competitive with other service industries (banks, retail, airlines).
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Club jobs will require higher skill levels.
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Mean

A typical club manager will be required to know Spanish as a second language.



		



Time

Mean

Clubs will spend more training dollars on continuing education for line and staff employees.
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Mean

The average age of the work force will be higher.



		



Time

Mean

The management of employees will become more challenging.



		



Time

Mean

Employee certification will increase in importance.
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Mean

The ratio of part-time to full-time employees will be higher.
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Mean

Staffing shortages will inhibit club growth plans.



		



Time

Mean

On average, managers will spend fewer hours at work.



		



Time

Mean

Immigration laws will be relaxed to address industry labor shortages.



		



Time

Mean

The turnover rate of club employees will remain about what it is today.



		



Time

Mean

The industry will see substantially more women in management positions.



				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

				U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8

				In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2

				Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0

				Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7

				Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0

				The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6

				Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3

				The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2

				The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1

				The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6

				Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

				Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8

				The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7

				The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1

				Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7

				The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8

				In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7

				Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2

				There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1

				Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0

				Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0

				Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0

				A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6

				Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8

				The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6

				The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6

				Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8

				The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3

				Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8

				On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3

				Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3

				The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5

						3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

				Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		1		With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6		1.8		3.3		0.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		2		Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6		1.5		3.3		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		3		Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7		1.7		3.2		0.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		4		To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9		2.0		3.2		0.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		5		Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8		1.8		3.3		0.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		6		Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1		2.0		3.2		0.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		7		“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2		2.1		3.1		-0.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		8		Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1		2.0		3.2		0.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		9		“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3		2.5		3.1		-0.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		10		“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3		2.1		3.1		-0.6

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		11		Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5		2.3		3.2		-0.6

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		12		Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0		2.6		2.8		-0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		13		A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4		2.1		3.1		-0.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		14		Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4		3.2		2.7		-1.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		15		As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4		2.5		3.0		-0.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		16		Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8		2.6		2.8		-0.6

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		17		The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1		3.1		2.9		-0.8

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		18		Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8		2.7		3.0		-1.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		19		Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5		3.2		3.0		-1.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		20		Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8		4.1		2.6		-1.3

						2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5		2.4

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

				Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6

				Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6

				Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5

				Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7

				Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3

				Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2

				The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1

				Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8

				Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8

				Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4

				Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9

				Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8

				Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4

				Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6

				The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0

				Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8

				Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2

				Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1

				Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4

				Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1

				Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4

				“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7

				Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3

						3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

				Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3

				The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3

				Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6

				The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7

				Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1

				Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9

				With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2

				Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2

				The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3

						3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."
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With detailed member history information, clubs will be able to customize the member experience.
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Wireless technology will play an increasing role in various aspects of club operations.
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Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.
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To remain competitive, clubs will allocate a much higher percentage for technology expenditures.
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Clubs will increase their use of on-line purchasing systems to buy supplies.
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Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)
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“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.
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Technological solutions will increase operational efficiency (such as speed of service).
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“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.
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“Smart clubs” will exist which customize the members’ experience and save energy costs.
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Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.
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Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.
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A large percentage of clubs will adopt data warehousing and data mining technology.
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Electronic menus will replace paper menus.



		



Time

Mean

As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.
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Clubs will introduce futuristic technologies such as biometrics and wearable computers.
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The use of information technology in operations will significantly reduce employee-member interaction.
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Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.
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Mean

Clubs will require fewer employees as technology replaces various human functions.
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Mean

Clubs will focus on service and delivery while food preparation will be off-site.



		

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

				U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8

				In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2

				Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0

				Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7

				Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0

				The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6

				Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3

				The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2

				The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1

				The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6

				Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

				Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8

				The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7

				The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1

				Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7

				The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8

				In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7

				Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2

				There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1

				Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0

				Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0

				Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0

				A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6

				Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8

				The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6

				The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6

				Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8

				The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3

				Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8

				On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3

				Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3

				The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5

						3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

				Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6

				Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6

				Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7

				To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9

				Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8

				Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1

				“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2

				Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1

				“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3

				“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3

				Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5

				Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0

				A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4

				Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4

				As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4

				Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8

				The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1

				Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8

				Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5

				Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8

						2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

				Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		1		Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6		1.5		3.3		2.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		2		Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6		1.6		3.4		2.6

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		3		Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5		1.4		3.3		2.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		4		Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7		1.7		3.3		2.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		5		Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3		1.2		3.4		3.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		6		Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2		1.1		3.4		3.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		7		The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1		2.2		3.1		1.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		8		Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8		1.9		3.3		1.7

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		9		Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8		1.7		3.3		1.9

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		10		Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4		2.0		3.2		1.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		11		Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9		1.6		3.3		1.9

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		12		Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8		1.8		3.1		1.9

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		13		Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4		1.3		3.3		2.6

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		14		Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6		1.8		3.3		2.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		15		The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0		1.9		3.0		1.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		16		Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8		2.0		3.3		1.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		17		Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2		1.5		3.2		2.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		18		Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1		1.8		3.2		1.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		19		Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4		2.3		3.2		0.8

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		20		Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1		2.4		3.2		0.7

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		21		Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4		2.0		3.2		1.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		22		“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7		2.4		3.0		-0.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		23		Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3		2.3		2.9		0.3

						3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9		1.8

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

				Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3

				The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3

				Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6

				The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7

				Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1

				Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9

				With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2

				Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2

				The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3

						3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."
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Member health/wellness will be an integral part of a club product offering.
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Mean

Members will be more sophisticated and knowledgeable.
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Personalization/customization will be a driving force in marketing.
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Mean

Member databases will lead to more target marketing.
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Convenience will increasingly drive member choices.
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Mean

Members will want unique hospitality experiences.
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The largest area of business growth will come from the creation of new markets and product offerings.
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Product differentiation will become increasingly important in growing the club’s business.
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Operations will increasingly be seen as a valuable marketing tool.
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Increases in cultural diversity will make marketing more complex.
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Club marketing will become more experience-oriented.
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Mean

Members will measure “value” in terms of time rather than money.
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Mean

Members will be more value-driven.
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Mean

Marketing to an aging population will become increasingly important.



		



Time

Mean

The Internet will be the primary marketing channel for clubs.
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Mean

Loyalty programs will become more valuable in developing strategic marketing programs.



		



Time

Mean

Word-of-mouth will be the most influential form of advertising.
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Changing demographics will lead to more ethnic-driven marketing.
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Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.
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Themed experiences will dominate new concepts.
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Mean

Members will increasingly look for price promotions/discounting.



		



Time

Mean

“24/7” will be the norm for club organizations (on demand marketing).



		



Time

Mean

Environmentalism will be a dominant marketing strategy in club.



		

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

				U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8

				In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2

				Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0

				Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7

				Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0

				The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6

				Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3

				The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2

				The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1

				The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6

				Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

				Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8

				The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7

				The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1

				Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7

				The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8

				In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7

				Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2

				There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1

				Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0

				Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0

				Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0

				A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6

				Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8

				The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6

				The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6

				Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8

				The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3

				Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8

				On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3

				Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3

				The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5

						3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

				Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6

				Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6

				Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7

				To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9

				Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8

				Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1

				“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2

				Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1

				“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3

				“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3

				Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5

				Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0

				A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4

				Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4

				As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4

				Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8

				The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1

				Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8

				Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5

				Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8

						2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

				Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6

				Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6

				Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5

				Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7

				Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3

				Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2

				The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1

				Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8

				Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8

				Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4

				Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9

				Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8

				Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4

				Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6

				The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0

				Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8

				Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2

				Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1

				Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4

				Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1

				Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4

				“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7

				Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3

						3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

				Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		1		Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3		1.1		3.4		1.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		2		The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3		1.3		3.4		1.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		3		Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6		1.6		3.3		0.7

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		4		The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7		1.5		3.4		0.9

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		5		Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1		2.2		3.1		-0.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		6		Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9		1.8		3.2		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		7		With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2		2.0		3.2		0.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		8		Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2		2.3		3.3		0.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		9		The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3		2.4		3.1		0.2

				Mean of Mean		3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8		1.8

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."





		



Time

Mean

Labor will continue to be the highest cost category for clubs.



		



Time

Mean

The cost of payroll taxes and employee benefits will be higher.



		



Time

Mean

Industry regulations will increase costs associated with food safety and environmental protection.
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Chart11

		Delphi (2002)

		Apr-04

		Sept-04

		Oct-04

		Apr-05

		Sept-05

		Nov-05

		Apr-06

		Sept-06

		Oct-06

		Mar-07

		Sept-07

		Oct-07

		Mar-08

		Sept-08



Time

Mean

In general, managing employees will be more challenging.
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		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

		U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8		1.9

		In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2		2.4

		Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0		1.9

		Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7		2.6

		Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0		2.1

		The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6		2.7

		Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3		2.2

		The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2		3.0

		The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1		2.8

		The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6		2.7

		Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4		2.4

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

		Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8		1.8

		The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7		1.8

		The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1		2.0

		Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7		2.2

		The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8		1.6

		In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7		2.1

		Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2		2.4

		There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1		2.8

		Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0		2.3

		Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0		2.4

		Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0		1.9

		A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6		2.5

		Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8		2.2

		The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6		2.3

		The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6		1.9

		Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8		2.1

		The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3		2.2

		Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8		2.9

		On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3		3.3

		Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3		3.5

		The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5		2.1

				3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2		2.3

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

		Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6		1.8

		Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6		1.5

		Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7		1.7

		To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9		2.0

		Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8		1.8

		Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1		2.0

		“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2		2.1

		Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1		2.0

		“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3		2.5

		“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3		2.1

		Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5		2.3

		Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0		2.6

		A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4		2.1

		Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4		3.2

		As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4		2.5

		Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8		2.6

		The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1		3.1

		Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8		2.7

		Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5		3.2

		Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8		4.1

				2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5		2.4

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

		Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6		1.5

		Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6		1.6

		Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5		1.4

		Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7		1.7

		Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3		1.2

		Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2		1.1

		The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1		2.2

		Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8		1.9

		Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8		1.7

		Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4		2.0

		Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9		1.6

		Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8		1.8

		Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4		1.3

		Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6		1.8

		The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0		1.9

		Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8		2.0

		Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2		1.5

		Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1		1.8

		Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4		2.3

		Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1		2.4

		Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4		2.0

		“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7		2.4

		Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3		2.3

				3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9		1.8

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

		Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3		1.1

		The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3		1.3

		Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6		1.6

		The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7		1.5

		Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1		2.2

		Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9		1.8

		With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2		2.0

		Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2		2.3

		The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3		2.4

				3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8		1.8

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."





Total Mean

		Predicting Events in the Club Industry 5 Years Into the Future (2009)

		CMAA BMI III		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		Total Mean		3.4		3.8		3.8		3.7		3.7		3.7		3.8		3.8		3.8		3.7		2.2		2.2		2.2		2.2		2.1





Total Mean

		



Total Mean

Time

Mean

Predicting Events in the Club Industry 5 Years into the Future (2009)



By Section

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)

		U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8		1.9

		In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2		2.4

		Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0		1.9

		Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7		2.6

		Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0		2.1

		The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6		2.7

		Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3		2.2

		The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2		3.0

		The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1		2.8

		The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6		2.7

		Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4		2.4

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

		Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8		1.8

		The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7		1.8

		The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1		2.0

		Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7		2.2

		The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8		1.6

		In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7		2.1

		Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2		2.4

		There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1		2.8

		Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0		2.3

		Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0		2.4

		Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0		1.9

		A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6		2.5

		Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8		2.2

		The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6		2.3

		The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6		1.9

		Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8		2.1

		The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3		2.2

		Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8		2.9

		On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3		3.3

		Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3		3.5

		The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5		2.1

		Mean of Mean		3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2		2.3

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

		Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6		1.8

		Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6		1.5

		Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7		1.7

		To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9		2.0

		Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8		1.8

		Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1		2.0

		“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2		2.1

		Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1		2.0

		“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3		2.5

		“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3		2.1

		Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5		2.3

		Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0		2.6

		A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4		2.1

		Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4		3.2

		As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4		2.5

		Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8		2.6

		The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1		3.1

		Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8		2.7

		Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5		3.2

		Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8		4.1

		Mean of Mean		2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5		2.4

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

		Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6		1.5

		Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6		1.6

		Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5		1.4

		Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7		1.7

		Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3		1.2

		Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2		1.1

		The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1		2.2

		Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8		1.9

		Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8		1.7

		Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4		2.0

		Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9		1.6

		Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8		1.8

		Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4		1.3

		Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6		1.8

		The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0		1.9

		Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8		2.0

		Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2		1.5

		Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1		1.8

		Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4		2.3

		Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1		2.4

		Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4		2.0

		“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7		2.4

		Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3		2.3

		Mean of Mean		3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9		1.8

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

		Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3		1.1

		The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3		1.3

		Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6		1.6

		The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7		1.5

		Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1		2.2

		Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9		1.8

		With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2		2.0

		Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2		2.3

		The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3		2.4

		Mean of Mean		3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8		1.8

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."





By Section

		



Time

Mean

U.S. Club Industry Size and Structure



US Club Industry Size & Struc

		



Time

Mean

Managing Human Resources In U.S. Clubs



Managing HR In US Clubs

		



Time

Mean

Managing Club Operations and IT



Managing Oper & IT

		



Time

Mean

Marketing To Club Members



Marketing To Club Members

		



Time

Mean

Club Financial Management



Club Financial Mgt

		

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

				U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		1		The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8		1.9		3.3		0.53

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		2		In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2		2.4		3.3		0.83

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		3		Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0		1.9		3.3		1.41

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		4		Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7		2.6		3.2		-0.20

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08				0.00

		5		Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0		2.1		3.2		0.50

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08				0.00

		6		The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6		2.7		3.2		0.17

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08				0.00

		7		Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3		2.2		3.2		0.52

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08				0.00

		8		The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2		3.0		3.3		-0.28

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08				0.00

		9		The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1		2.8		3.2		-0.10

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08				0.00

		10		The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6		2.7		3.2		-0.41

				Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4		2.4		3.2		0.30

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

				Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8

				The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7

				The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1

				Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7

				The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8

				In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7

				Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2

				There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1

				Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0

				Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0

				Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0

				A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6

				Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8

				The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6

				The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6

				Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8

				The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3

				Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8

				On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3

				Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3

				The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5

						3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

				Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6

				Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6

				Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7

				To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9

				Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8

				Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1

				“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2

				Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1

				“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3

				“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3

				Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5

				Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0

				A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4

				Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4

				As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4

				Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8

				The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1

				Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8

				Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5

				Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8

						2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

				Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6

				Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6

				Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5

				Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7

				Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3

				Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2

				The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1

				Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8

				Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8

				Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4

				Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9

				Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8

				Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4

				Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6

				The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0

				Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8

				Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2

				Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1

				Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4

				Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1

				Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4

				“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7

				Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3

						3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

				Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3

				The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3

				Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6

				The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7

				Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1

				Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9

				With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2

				Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2

				The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3

						3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."
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The club industry will see new club concepts not seen today.
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In general clubs will become more inclusive versus exclusive.
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Country (golf) clubs will remain the largest segment of the club industry.
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Overall, the club industry will be profitable.
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Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.
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The number of for-profit clubs will increase.
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Most clubs will continue to be member-owned organizations.
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The total number of clubs will increase.
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The total club membership will increase.
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The number of contract-managed clubs as a percentage of total clubs will increase.
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Country (golf) clubs will remain the largest segment of the club industry.



				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

				U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8

				In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2

				Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0

				Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7

				Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0

				The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6

				Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3

				The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2

				The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1

				The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6

				Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

				Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		1		The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8		1.8		3.3		1.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		2		The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7		1.8		3.2		1.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		3		The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1		2.0		3.2		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		4		Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7		2.2		3.3		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		5		The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8		1.6		3.3		0.8

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		6		In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7		2.1		3.2		1.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		7		Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2		2.4		3.1		0.7

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		8		There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1		2.8		3.1		0.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		9		Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0		2.3		3.2		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		10		Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0		2.4		3.1		0.6

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		11		Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0		1.9		3.2		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		12		A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6		2.5		3.2		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		13		Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8		2.2		3.1		0.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		14		The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6		2.3		3.2		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		15		The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6		1.9		3.3		0.7

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		16		Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8		2.1		3.2		0.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		17		The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3		2.2		3.3		0.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		18		Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8		2.9		2.9		-0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		19		On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3		3.3		3.0		0.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		20		Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3		3.5		3.1		-0.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		21		The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5		2.1		3.1		0.2

						3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2		2.3

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

				Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6

				Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6

				Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7

				To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9

				Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8

				Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1

				“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2

				Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1

				“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3

				“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3

				Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5

				Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0

				A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4

				Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4

				As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4

				Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8

				The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1

				Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8

				Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5

				Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8

						2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

				Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6

				Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6

				Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5

				Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7

				Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3

				Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2

				The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1

				Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8

				Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8

				Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4

				Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9

				Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8

				Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4

				Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6

				The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0

				Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8

				Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2

				Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1

				Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4

				Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1

				Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4

				“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7

				Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3

						3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

				Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3

				The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3

				Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6

				The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7

				Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1

				Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9

				With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2

				Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2

				The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3

						3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."
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The industry will see substantially more women in management positions.
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The workforce will be more culturally diverse.
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The industry will see substantially more minorities in management positions.
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Clubs will spend more training dollars on continuing education for management.
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The concept of the manager functioning as the chief operating officer will be become more commonplace.
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In general, managing employees will be more challenging.
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Mean

Employee compensation and benefits will focus on free time and quality of life.
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There will be a smaller pool of qualified applicants to fill line positions.
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Clubs will offer improved compensation and other incentives to increase employee retention.
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Management compensation will be more competitive with other service industries (banks, retail, airlines).
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Club jobs will require higher skill levels.
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Mean

A typical club manager will be required to know Spanish as a second language.
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Mean

Clubs will spend more training dollars on continuing education for line and staff employees.
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Mean

The average age of the work force will be higher.
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Mean

The management of employees will become more challenging.
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Mean

Employee certification will increase in importance.
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Mean

The ratio of part-time to full-time employees will be higher.
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Mean

Staffing shortages will inhibit club growth plans.
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Mean

On average, managers will spend fewer hours at work.



		



Time

Mean

Immigration laws will be relaxed to address industry labor shortages.



		



Time

Mean

The turnover rate of club employees will remain about what it is today.



		



Time

Mean

The industry will see substantially more women in management positions.



				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

				U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8

				In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2

				Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0

				Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7

				Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0

				The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6

				Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3

				The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2

				The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1

				The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6

				Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

				Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8

				The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7

				The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1

				Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7

				The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8

				In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7

				Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2

				There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1

				Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0

				Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0

				Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0

				A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6

				Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8

				The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6

				The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6

				Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8

				The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3

				Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8

				On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3

				Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3

				The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5

						3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

				Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		1		With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6		1.8		3.3		0.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		2		Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6		1.5		3.3		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		3		Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7		1.7		3.2		0.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		4		To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9		2.0		3.2		0.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		5		Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8		1.8		3.3		0.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		6		Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1		2.0		3.2		0.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		7		“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2		2.1		3.1		-0.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		8		Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1		2.0		3.2		0.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		9		“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3		2.5		3.1		-0.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		10		“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3		2.1		3.1		-0.6

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		11		Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5		2.3		3.2		-0.6

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		12		Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0		2.6		2.8		-0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		13		A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4		2.1		3.1		-0.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		14		Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4		3.2		2.7		-1.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		15		As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4		2.5		3.0		-0.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		16		Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8		2.6		2.8		-0.6

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		17		The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1		3.1		2.9		-0.8

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		18		Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8		2.7		3.0		-1.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		19		Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5		3.2		3.0		-1.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		20		Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8		4.1		2.6		-1.3

						2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5		2.4

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

				Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6

				Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6

				Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5

				Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7

				Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3

				Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2

				The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1

				Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8

				Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8

				Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4

				Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9

				Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8

				Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4

				Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6

				The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0

				Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8

				Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2

				Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1

				Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4

				Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1

				Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4

				“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7

				Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3

						3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

				Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3

				The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3

				Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6

				The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7

				Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1

				Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9

				With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2

				Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2

				The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3

						3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."
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With detailed member history information, clubs will be able to customize the member experience.
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Mean

Wireless technology will play an increasing role in various aspects of club operations.
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Mean

Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.
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To remain competitive, clubs will allocate a much higher percentage for technology expenditures.
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Clubs will increase their use of on-line purchasing systems to buy supplies.
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Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)
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“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.
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Technological solutions will increase operational efficiency (such as speed of service).
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Mean

“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.
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Mean

“Smart clubs” will exist which customize the members’ experience and save energy costs.
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Mean

Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.



		



Time

Mean

Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.
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Mean

A large percentage of clubs will adopt data warehousing and data mining technology.
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Mean

Electronic menus will replace paper menus.
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As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.
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Clubs will introduce futuristic technologies such as biometrics and wearable computers.
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The use of information technology in operations will significantly reduce employee-member interaction.
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Mean

Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.
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Mean

Clubs will require fewer employees as technology replaces various human functions.
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Mean

Clubs will focus on service and delivery while food preparation will be off-site.



		

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

				U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8

				In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2

				Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0

				Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7

				Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0

				The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6

				Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3

				The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2

				The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1

				The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6

				Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

				Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8

				The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7

				The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1

				Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7

				The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8

				In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7

				Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2

				There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1

				Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0

				Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0

				Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0

				A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6

				Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8

				The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6

				The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6

				Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8

				The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3

				Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8

				On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3

				Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3

				The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5

						3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

				Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6

				Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6

				Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7

				To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9

				Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8

				Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1

				“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2

				Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1

				“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3

				“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3

				Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5

				Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0

				A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4

				Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4

				As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4

				Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8

				The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1

				Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8

				Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5

				Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8

						2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

				Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		1		Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6		1.5		3.3		2.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		2		Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6		1.6		3.4		2.6

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		3		Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5		1.4		3.3		2.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		4		Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7		1.7		3.3		2.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		5		Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3		1.2		3.4		3.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		6		Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2		1.1		3.4		3.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		7		The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1		2.2		3.1		1.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		8		Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8		1.9		3.3		1.7

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		9		Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8		1.7		3.3		1.9

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		10		Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4		2.0		3.2		1.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		11		Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9		1.6		3.3		1.9

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		12		Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8		1.8		3.1		1.9

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		13		Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4		1.3		3.3		2.6

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		14		Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6		1.8		3.3		2.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		15		The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0		1.9		3.0		1.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		16		Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8		2.0		3.3		1.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		17		Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2		1.5		3.2		2.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		18		Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1		1.8		3.2		1.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		19		Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4		2.3		3.2		0.8

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		20		Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1		2.4		3.2		0.7

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		21		Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4		2.0		3.2		1.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		22		“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7		2.4		3.0		-0.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		23		Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3		2.3		2.9		0.3

						3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9		1.8

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

				Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3

				The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3

				Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6

				The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7

				Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1

				Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9

				With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2

				Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2

				The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3

						3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."
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Member health/wellness will be an integral part of a club product offering.
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Mean

Members will be more sophisticated and knowledgeable.
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Personalization/customization will be a driving force in marketing.
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Mean

Member databases will lead to more target marketing.
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Mean

Convenience will increasingly drive member choices.
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Mean

Members will want unique hospitality experiences.
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Mean

The largest area of business growth will come from the creation of new markets and product offerings.
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Product differentiation will become increasingly important in growing the club’s business.
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Operations will increasingly be seen as a valuable marketing tool.
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Increases in cultural diversity will make marketing more complex.
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Mean

Club marketing will become more experience-oriented.
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Mean

Members will measure “value” in terms of time rather than money.



		



Time

Mean

Members will be more value-driven.
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Mean

Marketing to an aging population will become increasingly important.



		



Time

Mean

The Internet will be the primary marketing channel for clubs.



		



Time

Mean

Loyalty programs will become more valuable in developing strategic marketing programs.
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Mean

Word-of-mouth will be the most influential form of advertising.
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Mean

Changing demographics will lead to more ethnic-driven marketing.
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Mean

Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.
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Mean

Themed experiences will dominate new concepts.



		



Time

Mean

Members will increasingly look for price promotions/discounting.



		



Time

Mean

“24/7” will be the norm for club organizations (on demand marketing).



		



Time

Mean

Environmentalism will be a dominant marketing strategy in club.



		

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

				U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8

				In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2

				Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0

				Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7

				Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0

				The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6

				Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3

				The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2

				The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1

				The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6

				Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

				Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8

				The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7

				The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1

				Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7

				The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8

				In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7

				Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2

				There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1

				Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0

				Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0

				Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0

				A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6

				Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8

				The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6

				The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6

				Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8

				The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3

				Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8

				On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3

				Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3

				The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5

						3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

				Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6

				Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6

				Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7

				To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9

				Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8

				Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1

				“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2

				Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1

				“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3

				“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3

				Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5

				Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0

				A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4

				Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4

				As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4

				Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8

				The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1

				Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8

				Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5

				Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8

						2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

				Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6

				Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6

				Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5

				Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7

				Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3

				Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2

				The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1

				Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8

				Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8

				Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4

				Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9

				Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8

				Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4

				Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6

				The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0

				Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8

				Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2

				Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1

				Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4

				Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1

				Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4

				“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7

				Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3

						3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

				Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		1		Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3		1.1		3.4		1.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		2		The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3		1.3		3.4		1.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		3		Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6		1.6		3.3		0.7

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		4		The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7		1.5		3.4		0.9

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		5		Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1		2.2		3.1		-0.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		6		Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9		1.8		3.2		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		7		With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2		2.0		3.2		0.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		8		Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2		2.3		3.3		0.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		9		The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3		2.4		3.1		0.2

				Mean of Mean		3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8		1.8

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."
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Industry regulations will increase costs associated with food safety and environmental protection.
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The largest revenue source for clubs will continue to be member dues.
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The industry will see substantially more women in management positions.
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Total Data

		

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

		U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8		1.9

		In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2		2.4

		Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0		1.9

		Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7		2.6

		Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0		2.1

		The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6		2.7

		Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3		2.2

		The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2		3.0

		The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1		2.8

		The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6		2.7

		Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4		2.4

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

		Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8		1.8

		The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7		1.8

		The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1		2.0

		Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7		2.2

		The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8		1.6

		In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7		2.1

		Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2		2.4

		There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1		2.8

		Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0		2.3

		Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0		2.4

		Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0		1.9

		A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6		2.5

		Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8		2.2

		The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6		2.3

		The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6		1.9

		Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8		2.1

		The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3		2.2

		Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8		2.9

		On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3		3.3

		Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3		3.5

		The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5		2.1

				3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2		2.3

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

		Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6		1.8

		Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6		1.5

		Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7		1.7

		To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9		2.0

		Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8		1.8

		Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1		2.0

		“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2		2.1

		Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1		2.0

		“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3		2.5

		“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3		2.1

		Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5		2.3

		Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0		2.6

		A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4		2.1

		Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4		3.2

		As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4		2.5

		Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8		2.6

		The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1		3.1

		Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8		2.7

		Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5		3.2

		Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8		4.1

				2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5		2.4

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

		Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6		1.5

		Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6		1.6

		Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5		1.4

		Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7		1.7

		Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3		1.2

		Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2		1.1

		The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1		2.2

		Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8		1.9

		Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8		1.7

		Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4		2.0

		Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9		1.6

		Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8		1.8

		Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4		1.3

		Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6		1.8

		The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0		1.9

		Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8		2.0

		Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2		1.5

		Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1		1.8

		Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4		2.3

		Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1		2.4

		Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4		2.0

		“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7		2.4

		Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3		2.3

				3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9		1.8

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

		Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3		1.1

		The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3		1.3

		Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6		1.6

		The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7		1.5

		Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1		2.2

		Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9		1.8

		With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2		2.0

		Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2		2.3

		The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3		2.4

				3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8		1.8

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."





Total Mean

		Predicting Events in the Club Industry 5 Years Into the Future (2009)

		CMAA BMI III		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		Total Mean		3.4		3.8		3.8		3.7		3.7		3.7		3.8		3.8		3.8		3.7		2.2		2.2		2.2		2.2		2.1





Total Mean

		



Total Mean

Time

Mean

Predicting Events in the Club Industry 5 Years into the Future (2009)



By Section

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)

		U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8		1.9

		In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2		2.4

		Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0		1.9

		Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7		2.6

		Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0		2.1

		The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6		2.7

		Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3		2.2

		The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2		3.0

		The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1		2.8

		The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6		2.7

		Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4		2.4

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

		Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8		1.8

		The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7		1.8

		The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1		2.0

		Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7		2.2

		The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8		1.6

		In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7		2.1

		Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2		2.4

		There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1		2.8

		Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0		2.3

		Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0		2.4

		Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0		1.9

		A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6		2.5

		Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8		2.2

		The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6		2.3

		The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6		1.9

		Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8		2.1

		The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3		2.2

		Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8		2.9

		On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3		3.3

		Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3		3.5

		The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5		2.1

		Mean of Mean		3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2		2.3

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

		Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6		1.8

		Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6		1.5

		Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7		1.7

		To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9		2.0

		Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8		1.8

		Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1		2.0

		“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2		2.1

		Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1		2.0

		“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3		2.5

		“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3		2.1

		Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5		2.3

		Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0		2.6

		A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4		2.1

		Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4		3.2

		As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4		2.5

		Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8		2.6

		The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1		3.1

		Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8		2.7

		Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5		3.2

		Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8		4.1

		Mean of Mean		2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5		2.4

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

		Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6		1.5

		Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6		1.6

		Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5		1.4

		Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7		1.7

		Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3		1.2

		Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2		1.1

		The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1		2.2

		Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8		1.9

		Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8		1.7

		Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4		2.0

		Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9		1.6

		Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8		1.8

		Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4		1.3

		Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6		1.8

		The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0		1.9

		Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8		2.0

		Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2		1.5

		Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1		1.8

		Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4		2.3

		Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1		2.4

		Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4		2.0

		“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7		2.4

		Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3		2.3

		Mean of Mean		3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9		1.8

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

		Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3		1.1

		The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3		1.3

		Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6		1.6

		The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7		1.5

		Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1		2.2

		Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9		1.8

		With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2		2.0

		Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2		2.3

		The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3		2.4

		Mean of Mean		3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8		1.8

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."
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				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

				U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		1		The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8		1.9		3.3		0.53

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		2		In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2		2.4		3.3		0.83

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		3		Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0		1.9		3.3		1.41

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		4		Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7		2.6		3.2		-0.20

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08				0.00

		5		Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0		2.1		3.2		0.50

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08				0.00

		6		The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6		2.7		3.2		0.17

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08				0.00

		7		Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3		2.2		3.2		0.52

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08				0.00

		8		The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2		3.0		3.3		-0.28

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08				0.00

		9		The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1		2.8		3.2		-0.10

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08				0.00

		10		The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6		2.7		3.2		-0.41

				Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4		2.4		3.2		0.30

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

				Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8

				The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7

				The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1

				Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7

				The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8

				In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7

				Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2

				There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1

				Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0

				Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0

				Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0

				A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6

				Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8

				The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6

				The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6

				Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8

				The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3

				Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8

				On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3

				Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3

				The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5

						3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

				Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6

				Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6

				Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7

				To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9

				Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8

				Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1

				“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2

				Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1

				“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3

				“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3

				Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5

				Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0

				A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4

				Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4

				As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4

				Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8

				The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1

				Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8

				Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5

				Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8

						2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

				Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6

				Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6

				Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5

				Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7

				Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3

				Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2

				The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1

				Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8

				Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8

				Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4

				Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9

				Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8

				Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4

				Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6

				The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0

				Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8

				Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2

				Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1

				Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4

				Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1

				Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4

				“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7

				Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3

						3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

				Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3

				The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3

				Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6

				The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7

				Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1

				Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9

				With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2

				Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2

				The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3

						3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."
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The club industry will see new club concepts not seen today.
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In general clubs will become more inclusive versus exclusive.
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Country (golf) clubs will remain the largest segment of the club industry.
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Overall, the club industry will be profitable.
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Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.
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The number of for-profit clubs will increase.
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Most clubs will continue to be member-owned organizations.
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The total number of clubs will increase.
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The total club membership will increase.
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The number of contract-managed clubs as a percentage of total clubs will increase.
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Country (golf) clubs will remain the largest segment of the club industry.



				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

				U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8

				In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2

				Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0

				Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7

				Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0

				The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6

				Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3

				The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2

				The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1

				The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6

				Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

				Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		1		The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8		1.8		3.3		1.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		2		The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7		1.8		3.2		1.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		3		The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1		2.0		3.2		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		4		Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7		2.2		3.3		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		5		The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8		1.6		3.3		0.8

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		6		In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7		2.1		3.2		1.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		7		Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2		2.4		3.1		0.7

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		8		There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1		2.8		3.1		0.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		9		Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0		2.3		3.2		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		10		Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0		2.4		3.1		0.6

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		11		Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0		1.9		3.2		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		12		A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6		2.5		3.2		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		13		Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8		2.2		3.1		0.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		14		The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6		2.3		3.2		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		15		The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6		1.9		3.3		0.7

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		16		Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8		2.1		3.2		0.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		17		The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3		2.2		3.3		0.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		18		Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8		2.9		2.9		-0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		19		On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3		3.3		3.0		0.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		20		Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3		3.5		3.1		-0.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		21		The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5		2.1		3.1		0.2

						3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2		2.3

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

				Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6

				Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6

				Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7

				To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9

				Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8

				Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1

				“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2

				Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1

				“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3

				“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3

				Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5

				Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0

				A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4

				Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4

				As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4

				Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8

				The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1

				Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8

				Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5

				Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8

						2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

				Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6

				Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6

				Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5

				Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7

				Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3

				Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2

				The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1

				Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8

				Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8

				Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4

				Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9

				Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8

				Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4

				Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6

				The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0

				Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8

				Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2

				Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1

				Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4

				Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1

				Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4

				“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7

				Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3

						3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

				Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3

				The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3

				Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6

				The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7

				Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1

				Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9

				With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2

				Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2

				The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3

						3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."
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The industry will see substantially more women in management positions.
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The workforce will be more culturally diverse.
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The industry will see substantially more minorities in management positions.
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Clubs will spend more training dollars on continuing education for management.
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The concept of the manager functioning as the chief operating officer will be become more commonplace.
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In general, managing employees will be more challenging.
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Mean

Employee compensation and benefits will focus on free time and quality of life.
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Mean

There will be a smaller pool of qualified applicants to fill line positions.



		



Time

Mean

Clubs will offer improved compensation and other incentives to increase employee retention.
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Management compensation will be more competitive with other service industries (banks, retail, airlines).
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Club jobs will require higher skill levels.
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Mean

A typical club manager will be required to know Spanish as a second language.



		



Time

Mean

Clubs will spend more training dollars on continuing education for line and staff employees.



		



Time

Mean

The average age of the work force will be higher.



		



Time

Mean

The management of employees will become more challenging.



		



Time

Mean

Employee certification will increase in importance.



		



Time

Mean

The ratio of part-time to full-time employees will be higher.



		



Time

Mean

Staffing shortages will inhibit club growth plans.



		



Time

Mean

On average, managers will spend fewer hours at work.



		



Time

Mean

Immigration laws will be relaxed to address industry labor shortages.



		



Time

Mean

The turnover rate of club employees will remain about what it is today.



		



Time

Mean

The industry will see substantially more women in management positions.



				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

				U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8

				In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2

				Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0

				Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7

				Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0

				The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6

				Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3

				The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2

				The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1

				The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6

				Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

				Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8

				The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7

				The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1

				Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7

				The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8

				In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7

				Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2

				There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1

				Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0

				Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0

				Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0

				A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6

				Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8

				The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6

				The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6

				Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8

				The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3

				Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8

				On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3

				Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3

				The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5

						3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

				Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		1		With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6		1.8		3.3		0.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		2		Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6		1.5		3.3		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		3		Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7		1.7		3.2		0.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		4		To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9		2.0		3.2		0.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		5		Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8		1.8		3.3		0.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		6		Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1		2.0		3.2		0.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		7		“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2		2.1		3.1		-0.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		8		Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1		2.0		3.2		0.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		9		“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3		2.5		3.1		-0.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		10		“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3		2.1		3.1		-0.6

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		11		Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5		2.3		3.2		-0.6

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		12		Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0		2.6		2.8		-0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		13		A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4		2.1		3.1		-0.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		14		Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4		3.2		2.7		-1.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		15		As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4		2.5		3.0		-0.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		16		Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8		2.6		2.8		-0.6

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		17		The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1		3.1		2.9		-0.8

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		18		Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8		2.7		3.0		-1.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		19		Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5		3.2		3.0		-1.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		20		Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8		4.1		2.6		-1.3

						2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5		2.4

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

				Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6

				Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6

				Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5

				Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7

				Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3

				Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2

				The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1

				Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8

				Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8

				Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4

				Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9

				Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8

				Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4

				Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6

				The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0

				Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8

				Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2

				Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1

				Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4

				Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1

				Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4

				“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7

				Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3

						3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

				Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3

				The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3

				Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6

				The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7

				Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1

				Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9

				With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2

				Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2

				The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3

						3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."
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Mean

With detailed member history information, clubs will be able to customize the member experience.



		



Time

Mean

Wireless technology will play an increasing role in various aspects of club operations.



		



Time

Mean

Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.
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Mean

To remain competitive, clubs will allocate a much higher percentage for technology expenditures.



		



Time

Mean

Clubs will increase their use of on-line purchasing systems to buy supplies.
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Mean

Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)
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Mean

“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.
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Mean

Technological solutions will increase operational efficiency (such as speed of service).



		



Time

Mean

“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.



		



Time

Mean

“Smart clubs” will exist which customize the members’ experience and save energy costs.



		



Time

Mean

Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.



		



Time

Mean

Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.



		



Time

Mean

A large percentage of clubs will adopt data warehousing and data mining technology.



		



Time

Mean

Electronic menus will replace paper menus.



		



Time

Mean

As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.



		



Time

Mean

Clubs will introduce futuristic technologies such as biometrics and wearable computers.



		



Time

Mean

The use of information technology in operations will significantly reduce employee-member interaction.



		



Time

Mean

Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.



		



Time

Mean

Clubs will require fewer employees as technology replaces various human functions.



		



Time

Mean

Clubs will focus on service and delivery while food preparation will be off-site.



		

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

				U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8

				In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2

				Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0

				Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7

				Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0

				The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6

				Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3

				The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2

				The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1

				The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6

				Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

				Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8

				The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7

				The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1

				Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7

				The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8

				In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7

				Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2

				There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1

				Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0

				Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0

				Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0

				A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6

				Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8

				The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6

				The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6

				Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8

				The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3

				Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8

				On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3

				Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3

				The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5

						3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

				Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6

				Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6

				Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7

				To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9

				Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8

				Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1

				“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2

				Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1

				“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3

				“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3

				Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5

				Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0

				A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4

				Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4

				As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4

				Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8

				The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1

				Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8

				Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5

				Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8

						2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

				Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		1		Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6		1.5		3.3		2.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		2		Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6		1.6		3.4		2.6

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		3		Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5		1.4		3.3		2.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		4		Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7		1.7		3.3		2.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		5		Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3		1.2		3.4		3.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		6		Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2		1.1		3.4		3.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		7		The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1		2.2		3.1		1.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		8		Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8		1.9		3.3		1.7

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		9		Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8		1.7		3.3		1.9

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		10		Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4		2.0		3.2		1.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		11		Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9		1.6		3.3		1.9

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		12		Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8		1.8		3.1		1.9

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		13		Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4		1.3		3.3		2.6

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		14		Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6		1.8		3.3		2.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		15		The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0		1.9		3.0		1.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		16		Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8		2.0		3.3		1.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		17		Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2		1.5		3.2		2.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		18		Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1		1.8		3.2		1.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		19		Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4		2.3		3.2		0.8

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		20		Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1		2.4		3.2		0.7

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		21		Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4		2.0		3.2		1.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		22		“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7		2.4		3.0		-0.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		23		Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3		2.3		2.9		0.3

						3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9		1.8

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

				Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3

				The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3

				Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6

				The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7

				Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1

				Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9

				With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2

				Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2

				The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3

						3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."
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Member health/wellness will be an integral part of a club product offering.
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Members will be more sophisticated and knowledgeable.
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Personalization/customization will be a driving force in marketing.
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Member databases will lead to more target marketing.
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Convenience will increasingly drive member choices.
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Members will want unique hospitality experiences.
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The largest area of business growth will come from the creation of new markets and product offerings.
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Product differentiation will become increasingly important in growing the club’s business.
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Operations will increasingly be seen as a valuable marketing tool.
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Increases in cultural diversity will make marketing more complex.
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Club marketing will become more experience-oriented.
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Members will measure “value” in terms of time rather than money.
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Members will be more value-driven.
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Marketing to an aging population will become increasingly important.
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Mean

The Internet will be the primary marketing channel for clubs.
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Loyalty programs will become more valuable in developing strategic marketing programs.



		



Time

Mean

Word-of-mouth will be the most influential form of advertising.
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Changing demographics will lead to more ethnic-driven marketing.
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Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.
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Themed experiences will dominate new concepts.
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Mean

Members will increasingly look for price promotions/discounting.
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Mean

“24/7” will be the norm for club organizations (on demand marketing).



		



Time

Mean

Environmentalism will be a dominant marketing strategy in club.



		

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

				U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8

				In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2

				Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0

				Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7

				Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0

				The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6

				Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3

				The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2

				The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1

				The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6

				Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

				Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8

				The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7

				The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1

				Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7

				The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8

				In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7

				Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2

				There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1

				Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0

				Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0

				Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0

				A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6

				Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8

				The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6

				The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6

				Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8

				The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3

				Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8

				On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3

				Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3

				The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5

						3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

				Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6

				Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6

				Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7

				To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9

				Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8

				Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1

				“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2

				Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1

				“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3

				“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3

				Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5

				Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0

				A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4

				Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4

				As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4

				Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8

				The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1

				Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8

				Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5

				Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8

						2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

				Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6

				Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6

				Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5

				Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7

				Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3

				Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2

				The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1

				Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8

				Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8

				Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4

				Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9

				Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8

				Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4

				Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6

				The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0

				Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8

				Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2

				Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1

				Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4

				Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1

				Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4

				“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7

				Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3

						3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

				Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		1		Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3		1.1		3.4		1.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		2		The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3		1.3		3.4		1.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		3		Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6		1.6		3.3		0.7

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		4		The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7		1.5		3.4		0.9

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		5		Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1		2.2		3.1		-0.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		6		Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9		1.8		3.2		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		7		With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2		2.0		3.2		0.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		8		Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2		2.3		3.3		0.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		9		The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3		2.4		3.1		0.2

				Mean of Mean		3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8		1.8

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."
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Labor will continue to be the highest cost category for clubs.
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The cost of payroll taxes and employee benefits will be higher.
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Industry regulations will increase costs associated with food safety and environmental protection.
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The largest revenue source for clubs will continue to be member dues.
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Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.
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Overall profit margins will be lower.
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With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.
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Member assessments will continue to be a primary source of capital to finance club improvements.
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The number of unprofitable clubs will increase.
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Convenience will increasingly drive member choices.
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Total Data

		

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

		U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8		1.9

		In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2		2.4

		Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0		1.9

		Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7		2.6

		Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0		2.1

		The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6		2.7

		Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3		2.2

		The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2		3.0

		The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1		2.8

		The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6		2.7

		Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4		2.4

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

		Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8		1.8

		The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7		1.8

		The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1		2.0

		Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7		2.2

		The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8		1.6

		In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7		2.1

		Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2		2.4

		There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1		2.8

		Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0		2.3

		Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0		2.4

		Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0		1.9

		A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6		2.5

		Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8		2.2

		The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6		2.3

		The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6		1.9

		Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8		2.1

		The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3		2.2

		Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8		2.9

		On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3		3.3

		Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3		3.5

		The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5		2.1

				3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2		2.3

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

		Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6		1.8

		Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6		1.5

		Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7		1.7

		To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9		2.0

		Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8		1.8

		Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1		2.0

		“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2		2.1

		Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1		2.0

		“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3		2.5

		“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3		2.1

		Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5		2.3

		Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0		2.6

		A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4		2.1

		Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4		3.2

		As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4		2.5

		Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8		2.6

		The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1		3.1

		Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8		2.7

		Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5		3.2

		Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8		4.1

				2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5		2.4

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

		Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6		1.5

		Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6		1.6

		Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5		1.4

		Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7		1.7

		Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3		1.2

		Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2		1.1

		The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1		2.2

		Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8		1.9

		Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8		1.7

		Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4		2.0

		Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9		1.6

		Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8		1.8

		Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4		1.3

		Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6		1.8

		The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0		1.9

		Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8		2.0

		Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2		1.5

		Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1		1.8

		Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4		2.3

		Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1		2.4

		Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4		2.0

		“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7		2.4

		Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3		2.3

				3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9		1.8

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

		Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3		1.1

		The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3		1.3

		Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6		1.6

		The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7		1.5

		Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1		2.2

		Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9		1.8

		With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2		2.0

		Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2		2.3

		The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3		2.4

				3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8		1.8

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."





Total Mean

		Predicting Events in the Club Industry 5 Years Into the Future (2009)

		CMAA BMI III		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		Total Mean		3.4		3.8		3.8		3.7		3.7		3.7		3.8		3.8		3.8		3.7		2.2		2.2		2.2		2.2		2.1





Total Mean

		



Total Mean

Time

Mean

Predicting Events in the Club Industry 5 Years into the Future (2009)



By Section

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)

		U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8		1.9

		In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2		2.4

		Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0		1.9

		Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7		2.6

		Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0		2.1

		The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6		2.7

		Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3		2.2

		The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2		3.0

		The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1		2.8

		The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6		2.7

		Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4		2.4

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

		Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8		1.8

		The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7		1.8

		The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1		2.0

		Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7		2.2

		The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8		1.6

		In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7		2.1

		Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2		2.4

		There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1		2.8

		Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0		2.3

		Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0		2.4

		Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0		1.9

		A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6		2.5

		Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8		2.2

		The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6		2.3

		The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6		1.9

		Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8		2.1

		The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3		2.2

		Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8		2.9

		On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3		3.3

		Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3		3.5

		The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5		2.1

		Mean of Mean		3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2		2.3

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

		Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6		1.8

		Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6		1.5

		Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7		1.7

		To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9		2.0

		Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8		1.8

		Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1		2.0

		“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2		2.1

		Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1		2.0

		“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3		2.5

		“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3		2.1

		Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5		2.3

		Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0		2.6

		A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4		2.1

		Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4		3.2

		As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4		2.5

		Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8		2.6

		The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1		3.1

		Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8		2.7

		Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5		3.2

		Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8		4.1

		Mean of Mean		2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5		2.4

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

		Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6		1.5

		Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6		1.6

		Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5		1.4

		Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7		1.7

		Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3		1.2

		Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2		1.1

		The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1		2.2

		Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8		1.9

		Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8		1.7

		Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4		2.0

		Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9		1.6

		Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8		1.8

		Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4		1.3

		Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6		1.8

		The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0		1.9

		Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8		2.0

		Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2		1.5

		Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1		1.8

		Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4		2.3

		Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1		2.4

		Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4		2.0

		“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7		2.4

		Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3		2.3

		Mean of Mean		3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9		1.8

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

		Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3		1.1

		The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3		1.3

		Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6		1.6

		The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7		1.5

		Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1		2.2

		Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9		1.8

		With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2		2.0

		Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2		2.3

		The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3		2.4

		Mean of Mean		3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8		1.8

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."
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				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

				U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		1		The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8		1.9		3.3		0.53

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		2		In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2		2.4		3.3		0.83

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		3		Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0		1.9		3.3		1.41

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		4		Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7		2.6		3.2		-0.20

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08				0.00

		5		Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0		2.1		3.2		0.50

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08				0.00

		6		The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6		2.7		3.2		0.17

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08				0.00

		7		Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3		2.2		3.2		0.52

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08				0.00

		8		The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2		3.0		3.3		-0.28

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08				0.00

		9		The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1		2.8		3.2		-0.10

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08				0.00

		10		The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6		2.7		3.2		-0.41

				Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4		2.4		3.2		0.30

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

				Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8

				The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7

				The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1

				Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7

				The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8

				In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7

				Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2

				There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1

				Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0

				Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0

				Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0

				A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6

				Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8

				The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6

				The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6

				Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8

				The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3

				Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8

				On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3

				Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3

				The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5

						3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

				Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6

				Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6

				Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7

				To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9

				Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8

				Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1

				“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2

				Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1

				“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3

				“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3

				Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5

				Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0

				A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4

				Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4

				As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4

				Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8

				The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1

				Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8

				Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5

				Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8

						2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

				Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6

				Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6

				Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5

				Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7

				Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3

				Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2

				The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1

				Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8

				Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8

				Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4

				Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9

				Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8

				Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4

				Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6

				The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0

				Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8

				Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2

				Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1

				Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4

				Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1

				Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4

				“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7

				Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3

						3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

				Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3

				The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3

				Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6

				The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7

				Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1

				Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9

				With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2

				Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2

				The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3

						3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."
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The club industry will see new club concepts not seen today.



		



Time

Mean

In general clubs will become more inclusive versus exclusive.



		



Time

Mean

Country (golf) clubs will remain the largest segment of the club industry.



		



Time

Mean

Overall, the club industry will be profitable.



		



Time

Mean

Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.



		



Time

Mean

The number of for-profit clubs will increase.



		



Time

Mean

Most clubs will continue to be member-owned organizations.



		



Time

Mean

The total number of clubs will increase.



		



Time

Mean

The total club membership will increase.



		



Time

Mean

The number of contract-managed clubs as a percentage of total clubs will increase.



		



Time

Mean

Country (golf) clubs will remain the largest segment of the club industry.



				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

				U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8

				In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2

				Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0

				Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7

				Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0

				The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6

				Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3

				The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2

				The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1

				The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6

				Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

				Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		1		The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8		1.8		3.3		1.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		2		The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7		1.8		3.2		1.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		3		The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1		2.0		3.2		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		4		Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7		2.2		3.3		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		5		The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8		1.6		3.3		0.8

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		6		In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7		2.1		3.2		1.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		7		Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2		2.4		3.1		0.7

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		8		There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1		2.8		3.1		0.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		9		Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0		2.3		3.2		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		10		Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0		2.4		3.1		0.6

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		11		Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0		1.9		3.2		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		12		A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6		2.5		3.2		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		13		Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8		2.2		3.1		0.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		14		The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6		2.3		3.2		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		15		The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6		1.9		3.3		0.7

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		16		Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8		2.1		3.2		0.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		17		The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3		2.2		3.3		0.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		18		Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8		2.9		2.9		-0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		19		On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3		3.3		3.0		0.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		20		Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3		3.5		3.1		-0.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		21		The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5		2.1		3.1		0.2

						3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2		2.3

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

				Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6

				Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6

				Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7

				To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9

				Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8

				Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1

				“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2

				Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1

				“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3

				“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3

				Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5

				Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0

				A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4

				Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4

				As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4

				Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8

				The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1

				Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8

				Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5

				Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8

						2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

				Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6

				Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6

				Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5

				Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7

				Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3

				Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2

				The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1

				Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8

				Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8

				Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4

				Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9

				Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8

				Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4

				Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6

				The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0

				Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8

				Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2

				Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1

				Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4

				Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1

				Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4

				“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7

				Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3

						3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

				Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3

				The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3

				Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6

				The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7

				Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1

				Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9

				With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2

				Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2

				The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3

						3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."
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The industry will see substantially more women in management positions.
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The workforce will be more culturally diverse.
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The industry will see substantially more minorities in management positions.
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Clubs will spend more training dollars on continuing education for management.
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The concept of the manager functioning as the chief operating officer will be become more commonplace.
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In general, managing employees will be more challenging.
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Mean

Employee compensation and benefits will focus on free time and quality of life.
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Mean

There will be a smaller pool of qualified applicants to fill line positions.
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Clubs will offer improved compensation and other incentives to increase employee retention.
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Management compensation will be more competitive with other service industries (banks, retail, airlines).
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Club jobs will require higher skill levels.
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Mean

A typical club manager will be required to know Spanish as a second language.



		



Time

Mean

Clubs will spend more training dollars on continuing education for line and staff employees.



		



Time

Mean

The average age of the work force will be higher.



		



Time

Mean

The management of employees will become more challenging.



		



Time

Mean

Employee certification will increase in importance.



		



Time

Mean

The ratio of part-time to full-time employees will be higher.



		



Time

Mean

Staffing shortages will inhibit club growth plans.



		



Time

Mean

On average, managers will spend fewer hours at work.



		



Time

Mean

Immigration laws will be relaxed to address industry labor shortages.



		



Time

Mean

The turnover rate of club employees will remain about what it is today.



		



Time

Mean

The industry will see substantially more women in management positions.



				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

				U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8

				In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2

				Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0

				Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7

				Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0

				The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6

				Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3

				The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2

				The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1

				The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6

				Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

				Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8

				The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7

				The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1

				Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7

				The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8

				In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7

				Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2

				There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1

				Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0

				Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0

				Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0

				A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6

				Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8

				The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6

				The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6

				Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8

				The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3

				Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8

				On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3

				Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3

				The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5

						3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

				Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		1		With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6		1.8		3.3		0.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		2		Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6		1.5		3.3		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		3		Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7		1.7		3.2		0.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		4		To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9		2.0		3.2		0.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		5		Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8		1.8		3.3		0.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		6		Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1		2.0		3.2		0.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		7		“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2		2.1		3.1		-0.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		8		Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1		2.0		3.2		0.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		9		“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3		2.5		3.1		-0.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		10		“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3		2.1		3.1		-0.6

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		11		Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5		2.3		3.2		-0.6

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		12		Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0		2.6		2.8		-0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		13		A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4		2.1		3.1		-0.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		14		Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4		3.2		2.7		-1.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		15		As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4		2.5		3.0		-0.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		16		Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8		2.6		2.8		-0.6

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		17		The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1		3.1		2.9		-0.8

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		18		Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8		2.7		3.0		-1.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		19		Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5		3.2		3.0		-1.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		20		Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8		4.1		2.6		-1.3

						2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5		2.4

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

				Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6

				Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6

				Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5

				Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7

				Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3

				Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2

				The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1

				Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8

				Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8

				Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4

				Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9

				Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8

				Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4

				Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6

				The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0

				Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8

				Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2

				Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1

				Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4

				Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1

				Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4

				“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7

				Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3

						3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

				Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3

				The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3

				Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6

				The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7

				Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1

				Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9

				With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2

				Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2

				The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3

						3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."





		



Time

Mean

With detailed member history information, clubs will be able to customize the member experience.



		



Time

Mean

Wireless technology will play an increasing role in various aspects of club operations.



		



Time

Mean

Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.



		



Time

Mean

To remain competitive, clubs will allocate a much higher percentage for technology expenditures.



		



Time

Mean

Clubs will increase their use of on-line purchasing systems to buy supplies.



		



Time

Mean

Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)



		



Time

Mean

“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.



		



Time

Mean

Technological solutions will increase operational efficiency (such as speed of service).



		



Time

Mean

“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.



		



Time

Mean

“Smart clubs” will exist which customize the members’ experience and save energy costs.



		



Time

Mean

Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.



		



Time

Mean

Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.



		



Time

Mean

A large percentage of clubs will adopt data warehousing and data mining technology.



		



Time

Mean

Electronic menus will replace paper menus.



		



Time

Mean

As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.



		



Time

Mean

Clubs will introduce futuristic technologies such as biometrics and wearable computers.



		



Time

Mean

The use of information technology in operations will significantly reduce employee-member interaction.



		



Time

Mean

Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.



		



Time

Mean

Clubs will require fewer employees as technology replaces various human functions.



		



Time

Mean

Clubs will focus on service and delivery while food preparation will be off-site.



		

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

				U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8

				In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2

				Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0

				Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7

				Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0

				The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6

				Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3

				The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2

				The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1

				The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6

				Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

				Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8

				The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7

				The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1

				Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7

				The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8

				In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7

				Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2

				There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1

				Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0

				Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0

				Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0

				A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6

				Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8

				The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6

				The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6

				Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8

				The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3

				Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8

				On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3

				Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3

				The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5

						3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

				Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6

				Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6

				Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7

				To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9

				Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8

				Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1

				“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2

				Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1

				“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3

				“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3

				Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5

				Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0

				A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4

				Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4

				As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4

				Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8

				The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1

				Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8

				Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5

				Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8

						2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

				Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		1		Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6		1.5		3.3		2.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		2		Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6		1.6		3.4		2.6

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		3		Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5		1.4		3.3		2.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		4		Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7		1.7		3.3		2.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		5		Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3		1.2		3.4		3.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		6		Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2		1.1		3.4		3.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		7		The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1		2.2		3.1		1.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		8		Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8		1.9		3.3		1.7

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		9		Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8		1.7		3.3		1.9

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		10		Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4		2.0		3.2		1.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		11		Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9		1.6		3.3		1.9

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		12		Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8		1.8		3.1		1.9

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		13		Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4		1.3		3.3		2.6

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		14		Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6		1.8		3.3		2.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		15		The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0		1.9		3.0		1.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		16		Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8		2.0		3.3		1.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		17		Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2		1.5		3.2		2.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		18		Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1		1.8		3.2		1.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		19		Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4		2.3		3.2		0.8

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		20		Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1		2.4		3.2		0.7

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		21		Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4		2.0		3.2		1.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		22		“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7		2.4		3.0		-0.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		23		Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3		2.3		2.9		0.3

						3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9		1.8

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

				Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3

				The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3

				Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6

				The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7

				Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1

				Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9

				With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2

				Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2

				The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3

						3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."
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Member health/wellness will be an integral part of a club product offering.
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Members will be more sophisticated and knowledgeable.
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Personalization/customization will be a driving force in marketing.
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Member databases will lead to more target marketing.
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Convenience will increasingly drive member choices.
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Mean

Members will want unique hospitality experiences.
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Mean

The largest area of business growth will come from the creation of new markets and product offerings.
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Mean

Product differentiation will become increasingly important in growing the club’s business.
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Mean

Operations will increasingly be seen as a valuable marketing tool.
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Mean

Increases in cultural diversity will make marketing more complex.
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Mean

Club marketing will become more experience-oriented.
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Mean

Members will measure “value” in terms of time rather than money.



		



Time

Mean

Members will be more value-driven.
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Mean

Marketing to an aging population will become increasingly important.



		



Time

Mean

The Internet will be the primary marketing channel for clubs.



		



Time

Mean

Loyalty programs will become more valuable in developing strategic marketing programs.



		



Time

Mean

Word-of-mouth will be the most influential form of advertising.



		



Time

Mean

Changing demographics will lead to more ethnic-driven marketing.



		



Time

Mean

Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.



		



Time

Mean

Themed experiences will dominate new concepts.



		



Time

Mean

Members will increasingly look for price promotions/discounting.



		



Time

Mean

“24/7” will be the norm for club organizations (on demand marketing).



		



Time

Mean

Environmentalism will be a dominant marketing strategy in club.



		

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

				U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8

				In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2

				Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0

				Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7

				Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0

				The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6

				Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3

				The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2

				The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1

				The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6

				Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

				Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8

				The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7

				The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1

				Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7

				The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8

				In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7

				Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2

				There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1

				Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0

				Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0

				Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0

				A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6

				Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8

				The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6

				The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6

				Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8

				The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3

				Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8

				On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3

				Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3

				The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5

						3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

				Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6

				Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6

				Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7

				To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9

				Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8

				Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1

				“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2

				Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1

				“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3

				“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3

				Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5

				Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0

				A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4

				Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4

				As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4

				Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8

				The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1

				Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8

				Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5

				Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8

						2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

				Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6

				Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6

				Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5

				Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7

				Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3

				Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2

				The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1

				Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8

				Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8

				Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4

				Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9

				Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8

				Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4

				Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6

				The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0

				Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8

				Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2

				Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1

				Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4

				Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1

				Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4

				“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7

				Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3

						3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

				Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		1		Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3		1.1		3.4		1.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		2		The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3		1.3		3.4		1.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		3		Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6		1.6		3.3		0.7

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		4		The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7		1.5		3.4		0.9

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		5		Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1		2.2		3.1		-0.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		6		Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9		1.8		3.2		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		7		With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2		2.0		3.2		0.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		8		Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2		2.3		3.3		0.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		9		The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3		2.4		3.1		0.2

				Mean of Mean		3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8		1.8

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."
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The largest revenue source for clubs will continue to be member dues.
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The number of unprofitable clubs will increase.
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Members will want unique hospitality experiences.
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Rank Item Delphi Sept-08

5
Members will be more sophisticated 
and knowledgeable.

4.2 1.6

5 Members will want unique hospitality experiences. 4.2 1.1


Chart1

		Delphi (2002)
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Members will be more sophisticated and knowledgeable.
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4.4

4.2

4.7
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1.59

1.96

1.72

1.59

1.64



Total Data

		

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

		U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8		1.9

		In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2		2.4

		Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0		1.9

		Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7		2.6

		Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0		2.1

		The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6		2.7

		Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3		2.2

		The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2		3.0

		The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1		2.8

		The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6		2.7

		Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4		2.4

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

		Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8		1.8

		The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7		1.8

		The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1		2.0

		Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7		2.2

		The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8		1.6

		In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7		2.1

		Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2		2.4

		There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1		2.8

		Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0		2.3

		Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0		2.4

		Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0		1.9

		A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6		2.5

		Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8		2.2

		The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6		2.3

		The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6		1.9

		Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8		2.1

		The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3		2.2

		Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8		2.9

		On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3		3.3

		Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3		3.5

		The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5		2.1

				3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2		2.3

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

		Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6		1.8

		Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6		1.5

		Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7		1.7

		To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9		2.0

		Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8		1.8

		Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1		2.0

		“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2		2.1

		Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1		2.0

		“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3		2.5

		“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3		2.1

		Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5		2.3

		Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0		2.6

		A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4		2.1

		Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4		3.2

		As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4		2.5

		Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8		2.6

		The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1		3.1

		Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8		2.7

		Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5		3.2

		Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8		4.1

				2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5		2.4

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

		Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6		1.5

		Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6		1.6

		Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5		1.4

		Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7		1.7

		Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3		1.2

		Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2		1.1

		The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1		2.2

		Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8		1.9

		Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8		1.7

		Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4		2.0

		Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9		1.6

		Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8		1.8

		Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4		1.3

		Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6		1.8

		The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0		1.9

		Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8		2.0

		Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2		1.5

		Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1		1.8

		Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4		2.3

		Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1		2.4

		Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4		2.0

		“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7		2.4

		Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3		2.3

				3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9		1.8

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

		Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3		1.1

		The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3		1.3

		Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6		1.6

		The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7		1.5

		Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1		2.2

		Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9		1.8

		With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2		2.0

		Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2		2.3

		The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3		2.4

				3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8		1.8

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."





Total Mean

		Predicting Events in the Club Industry 5 Years Into the Future (2009)

		CMAA BMI III		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		Total Mean		3.4		3.8		3.8		3.7		3.7		3.7		3.8		3.8		3.8		3.7		2.2		2.2		2.2		2.2		2.1





Total Mean

		



Total Mean

Time

Mean

Predicting Events in the Club Industry 5 Years into the Future (2009)



Top 5 in Orig Delphi

		Rank		Item		Delphi																												Sept-08

		1		The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3		1.3

		2		Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0		1.9

		3		Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3		1.1

		4		The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8		1.8

		5		In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7		2.1

		5		Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3		1.2

		5		The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7		1.5

		Rank		Item		Delphi																												Sept-08

		1		The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3		1.3

		2		Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0		1.9

		3		Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3		1.1

		4		The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8		1.8

		5		In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7		2.1

		5		Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3		1.2

		5		The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7		1.5

		Rank		Item		Delphi																												Sept-08

		1		The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3		1.3

		2		Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0		1.9

		3		Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3		1.1

		4		The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8		1.8

		5		In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7		2.1

		5		Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3		1.2

		5		The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7		1.5

		Rank		Item		Delphi																												Sept-08

		1		The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3		1.3

		2		Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0		1.9

		3		Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3		1.1

		4		In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7		2.1

		4		The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8		1.8

		4		The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7		1.5

		4		Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3		1.2

		5		Members will be more sophisticated and knowledgeable.		4.2																												1.6

		5		Members will want unique hospitality experiences.		4.2																												1.1





By Section

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)

		U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8		1.9

		In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2		2.4

		Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0		1.9

		Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7		2.6

		Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0		2.1

		The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6		2.7

		Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3		2.2

		The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2		3.0

		The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1		2.8

		The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6		2.7

		Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4		2.4

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

		Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8		1.8

		The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7		1.8

		The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1		2.0

		Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7		2.2

		The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8		1.6

		In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7		2.1

		Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2		2.4

		There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1		2.8

		Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0		2.3

		Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0		2.4

		Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0		1.9

		A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6		2.5

		Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8		2.2

		The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6		2.3

		The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6		1.9

		Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8		2.1

		The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3		2.2

		Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8		2.9

		On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3		3.3

		Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3		3.5

		The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5		2.1

		Mean of Mean		3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2		2.3

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

		Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6		1.8

		Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6		1.5

		Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7		1.7

		To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9		2.0

		Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8		1.8

		Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1		2.0

		“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2		2.1

		Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1		2.0

		“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3		2.5

		“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3		2.1

		Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5		2.3

		Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0		2.6

		A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4		2.1

		Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4		3.2

		As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4		2.5

		Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8		2.6

		The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1		3.1

		Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8		2.7

		Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5		3.2

		Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8		4.1

		Mean of Mean		2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5		2.4

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

		Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6		1.5

		Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6		1.6

		Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5		1.4

		Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7		1.7

		Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3		1.2

		Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2		1.1

		The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1		2.2

		Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8		1.9

		Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8		1.7

		Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4		2.0

		Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9		1.6

		Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8		1.8

		Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4		1.3

		Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6		1.8

		The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0		1.9

		Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8		2.0

		Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2		1.5

		Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1		1.8

		Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4		2.3

		Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1		2.4

		Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4		2.0

		“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7		2.4

		Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3		2.3

		Mean of Mean		3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9		1.8

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

		Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3		1.1

		The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3		1.3

		Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6		1.6

		The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7		1.5

		Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1		2.2

		Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9		1.8

		With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2		2.0

		Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2		2.3

		The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3		2.4

		Mean of Mean		3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8		1.8

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."
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				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

				U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		1		The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8		1.9		3.3		0.53

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		2		In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2		2.4		3.3		0.83

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		3		Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0		1.9		3.3		1.41

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		4		Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7		2.6		3.2		-0.20

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08				0.00

		5		Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0		2.1		3.2		0.50

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08				0.00

		6		The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6		2.7		3.2		0.17

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08				0.00

		7		Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3		2.2		3.2		0.52

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08				0.00

		8		The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2		3.0		3.3		-0.28

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08				0.00

		9		The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1		2.8		3.2		-0.10

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08				0.00

		10		The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6		2.7		3.2		-0.41

				Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4		2.4		3.2		0.30

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

				Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8

				The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7

				The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1

				Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7

				The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8

				In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7

				Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2

				There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1

				Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0

				Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0

				Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0

				A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6

				Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8

				The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6

				The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6

				Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8

				The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3

				Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8

				On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3

				Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3

				The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5

						3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

				Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6

				Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6

				Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7

				To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9

				Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8

				Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1

				“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2

				Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1

				“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3

				“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3

				Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5

				Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0

				A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4

				Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4

				As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4

				Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8

				The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1

				Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8

				Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5

				Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8

						2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

				Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6

				Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6

				Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5

				Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7

				Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3

				Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2

				The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1

				Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8

				Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8

				Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4

				Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9

				Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8

				Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4

				Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6

				The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0

				Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8

				Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2

				Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1

				Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4

				Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1

				Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4

				“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7

				Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3

						3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

				Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3

				The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3

				Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6

				The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7

				Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1

				Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9

				With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2

				Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2

				The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3

						3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."
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The club industry will see new club concepts not seen today.
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In general clubs will become more inclusive versus exclusive.
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Country (golf) clubs will remain the largest segment of the club industry.
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Overall, the club industry will be profitable.
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Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.
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The number of for-profit clubs will increase.



		



Time

Mean

Most clubs will continue to be member-owned organizations.
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The total number of clubs will increase.
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The total club membership will increase.
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The number of contract-managed clubs as a percentage of total clubs will increase.
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Mean

Country (golf) clubs will remain the largest segment of the club industry.



				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

				U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8

				In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2

				Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0

				Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7

				Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0

				The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6

				Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3

				The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2

				The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1

				The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6

				Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

				Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		1		The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8		1.8		3.3		1.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		2		The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7		1.8		3.2		1.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		3		The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1		2.0		3.2		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		4		Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7		2.2		3.3		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		5		The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8		1.6		3.3		0.8

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		6		In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7		2.1		3.2		1.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		7		Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2		2.4		3.1		0.7

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		8		There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1		2.8		3.1		0.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		9		Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0		2.3		3.2		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		10		Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0		2.4		3.1		0.6

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		11		Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0		1.9		3.2		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		12		A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6		2.5		3.2		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		13		Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8		2.2		3.1		0.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		14		The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6		2.3		3.2		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		15		The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6		1.9		3.3		0.7

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		16		Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8		2.1		3.2		0.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		17		The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3		2.2		3.3		0.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		18		Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8		2.9		2.9		-0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		19		On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3		3.3		3.0		0.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		20		Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3		3.5		3.1		-0.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		21		The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5		2.1		3.1		0.2

						3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2		2.3

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

				Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6

				Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6

				Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7

				To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9

				Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8

				Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1

				“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2

				Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1

				“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3

				“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3

				Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5

				Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0

				A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4

				Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4

				As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4

				Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8

				The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1

				Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8

				Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5

				Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8

						2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

				Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6

				Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6

				Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5

				Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7

				Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3

				Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2

				The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1

				Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8

				Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8

				Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4

				Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9

				Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8

				Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4

				Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6

				The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0

				Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8

				Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2

				Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1

				Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4

				Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1

				Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4

				“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7

				Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3

						3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

				Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3

				The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3

				Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6

				The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7

				Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1

				Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9

				With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2

				Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2

				The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3

						3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."





		



Time

Mean

The industry will see substantially more women in management positions.



		



Time

Mean

The workforce will be more culturally diverse.



		



Time

Mean

The industry will see substantially more minorities in management positions.



		



Time

Mean

Clubs will spend more training dollars on continuing education for management.



		



Time

Mean

The concept of the manager functioning as the chief operating officer will be become more commonplace.



		



Time

Mean

In general, managing employees will be more challenging.



		



Time

Mean

Employee compensation and benefits will focus on free time and quality of life.



		



Time

Mean

There will be a smaller pool of qualified applicants to fill line positions.



		



Time

Mean

Clubs will offer improved compensation and other incentives to increase employee retention.



		



Time

Mean

Management compensation will be more competitive with other service industries (banks, retail, airlines).



		



Time

Mean

Club jobs will require higher skill levels.



		



Time

Mean

A typical club manager will be required to know Spanish as a second language.



		



Time

Mean

Clubs will spend more training dollars on continuing education for line and staff employees.



		



Time

Mean

The average age of the work force will be higher.



		



Time

Mean

The management of employees will become more challenging.



		



Time

Mean

Employee certification will increase in importance.



		



Time

Mean

The ratio of part-time to full-time employees will be higher.



		



Time

Mean

Staffing shortages will inhibit club growth plans.



		



Time

Mean

On average, managers will spend fewer hours at work.



		



Time

Mean

Immigration laws will be relaxed to address industry labor shortages.



		



Time

Mean

The turnover rate of club employees will remain about what it is today.



		



Time

Mean

The industry will see substantially more women in management positions.



				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

				U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8

				In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2

				Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0

				Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7

				Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0

				The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6

				Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3

				The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2

				The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1

				The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6

				Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

				Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8

				The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7

				The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1

				Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7

				The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8

				In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7

				Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2

				There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1

				Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0

				Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0

				Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0

				A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6

				Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8

				The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6

				The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6

				Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8

				The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3

				Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8

				On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3

				Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3

				The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5

						3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

				Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		1		With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6		1.8		3.3		0.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		2		Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6		1.5		3.3		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		3		Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7		1.7		3.2		0.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		4		To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9		2.0		3.2		0.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		5		Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8		1.8		3.3		0.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		6		Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1		2.0		3.2		0.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		7		“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2		2.1		3.1		-0.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		8		Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1		2.0		3.2		0.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		9		“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3		2.5		3.1		-0.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		10		“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3		2.1		3.1		-0.6

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		11		Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5		2.3		3.2		-0.6

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		12		Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0		2.6		2.8		-0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		13		A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4		2.1		3.1		-0.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		14		Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4		3.2		2.7		-1.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		15		As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4		2.5		3.0		-0.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		16		Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8		2.6		2.8		-0.6

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		17		The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1		3.1		2.9		-0.8

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		18		Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8		2.7		3.0		-1.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		19		Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5		3.2		3.0		-1.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		20		Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8		4.1		2.6		-1.3

						2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5		2.4

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

				Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6

				Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6

				Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5

				Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7

				Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3

				Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2

				The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1

				Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8

				Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8

				Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4

				Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9

				Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8

				Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4

				Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6

				The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0

				Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8

				Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2

				Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1

				Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4

				Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1

				Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4

				“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7

				Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3

						3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

				Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3

				The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3

				Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6

				The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7

				Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1

				Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9

				With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2

				Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2

				The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3

						3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."
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With detailed member history information, clubs will be able to customize the member experience.



		



Time

Mean

Wireless technology will play an increasing role in various aspects of club operations.



		



Time

Mean

Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.
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To remain competitive, clubs will allocate a much higher percentage for technology expenditures.



		



Time

Mean

Clubs will increase their use of on-line purchasing systems to buy supplies.



		



Time

Mean

Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)
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Mean

“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.
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Mean

Technological solutions will increase operational efficiency (such as speed of service).



		



Time

Mean

“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.



		



Time

Mean

“Smart clubs” will exist which customize the members’ experience and save energy costs.



		



Time

Mean

Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.



		



Time

Mean

Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.



		



Time

Mean

A large percentage of clubs will adopt data warehousing and data mining technology.



		



Time

Mean

Electronic menus will replace paper menus.



		



Time

Mean

As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.



		



Time

Mean

Clubs will introduce futuristic technologies such as biometrics and wearable computers.



		



Time

Mean

The use of information technology in operations will significantly reduce employee-member interaction.



		



Time

Mean

Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.



		



Time

Mean

Clubs will require fewer employees as technology replaces various human functions.



		



Time

Mean

Clubs will focus on service and delivery while food preparation will be off-site.



		

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

				U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8

				In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2

				Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0

				Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7

				Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0

				The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6

				Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3

				The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2

				The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1

				The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6

				Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

				Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8

				The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7

				The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1

				Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7

				The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8

				In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7

				Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2

				There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1

				Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0

				Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0

				Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0

				A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6

				Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8

				The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6

				The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6

				Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8

				The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3

				Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8

				On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3

				Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3

				The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5

						3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

				Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6

				Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6

				Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7

				To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9

				Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8

				Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1

				“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2

				Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1

				“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3

				“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3

				Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5

				Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0

				A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4

				Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4

				As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4

				Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8

				The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1

				Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8

				Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5

				Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8

						2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

				Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		1		Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6		1.5		3.3		2.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		2		Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6		1.6		3.4		2.6

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		3		Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5		1.4		3.3		2.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		4		Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7		1.7		3.3		2.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		5		Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3		1.2		3.4		3.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		6		Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2		1.1		3.4		3.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		7		The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1		2.2		3.1		1.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		8		Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8		1.9		3.3		1.7

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		9		Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8		1.7		3.3		1.9

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		10		Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4		2.0		3.2		1.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		11		Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9		1.6		3.3		1.9

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		12		Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8		1.8		3.1		1.9

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		13		Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4		1.3		3.3		2.6

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		14		Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6		1.8		3.3		2.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		15		The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0		1.9		3.0		1.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		16		Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8		2.0		3.3		1.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		17		Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2		1.5		3.2		2.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		18		Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1		1.8		3.2		1.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		19		Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4		2.3		3.2		0.8

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		20		Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1		2.4		3.2		0.7

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		21		Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4		2.0		3.2		1.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		22		“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7		2.4		3.0		-0.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		23		Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3		2.3		2.9		0.3

						3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9		1.8

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

				Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3

				The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3

				Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6

				The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7

				Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1

				Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9

				With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2

				Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2

				The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3

						3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."
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Member health/wellness will be an integral part of a club product offering.
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Members will be more sophisticated and knowledgeable.
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Personalization/customization will be a driving force in marketing.
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Member databases will lead to more target marketing.
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Convenience will increasingly drive member choices.
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Members will want unique hospitality experiences.
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The largest area of business growth will come from the creation of new markets and product offerings.
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Product differentiation will become increasingly important in growing the club’s business.
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Operations will increasingly be seen as a valuable marketing tool.
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Increases in cultural diversity will make marketing more complex.
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Club marketing will become more experience-oriented.



		



Time

Mean

Members will measure “value” in terms of time rather than money.
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Members will be more value-driven.
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Marketing to an aging population will become increasingly important.
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The Internet will be the primary marketing channel for clubs.
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Loyalty programs will become more valuable in developing strategic marketing programs.
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Word-of-mouth will be the most influential form of advertising.
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Changing demographics will lead to more ethnic-driven marketing.
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Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.
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Themed experiences will dominate new concepts.
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Members will increasingly look for price promotions/discounting.
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Mean

“24/7” will be the norm for club organizations (on demand marketing).
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Mean

Environmentalism will be a dominant marketing strategy in club.



		

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

				U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8

				In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2

				Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0

				Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7

				Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0

				The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6

				Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3

				The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2

				The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1

				The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6

				Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

				Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8

				The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7

				The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1

				Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7

				The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8

				In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7

				Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2

				There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1

				Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0

				Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0

				Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0

				A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6

				Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8

				The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6

				The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6

				Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8

				The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3

				Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8

				On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3

				Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3

				The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5

						3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

				Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6

				Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6

				Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7

				To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9

				Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8

				Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1

				“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2

				Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1

				“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3

				“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3

				Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5

				Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0

				A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4

				Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4

				As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4

				Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8

				The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1

				Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8

				Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5

				Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8

						2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

				Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6

				Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6

				Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5

				Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7

				Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3

				Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2

				The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1

				Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8

				Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8

				Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4

				Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9

				Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8

				Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4

				Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6

				The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0

				Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8

				Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2

				Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1

				Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4

				Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1

				Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4

				“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7

				Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3

						3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

				Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		1		Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3		1.1		3.4		1.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		2		The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3		1.3		3.4		1.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		3		Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6		1.6		3.3		0.7

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		4		The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7		1.5		3.4		0.9

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		5		Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1		2.2		3.1		-0.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		6		Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9		1.8		3.2		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		7		With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2		2.0		3.2		0.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		8		Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2		2.3		3.3		0.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		9		The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3		2.4		3.1		0.2

				Mean of Mean		3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8		1.8

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."
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Industry regulations will increase costs associated with food safety and environmental protection.
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The largest revenue source for clubs will continue to be member dues.
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The number of unprofitable clubs will increase.
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Members will want unique hospitality experiences.
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		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

		U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8		1.9

		In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2		2.4

		Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0		1.9

		Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7		2.6

		Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0		2.1

		The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6		2.7

		Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3		2.2

		The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2		3.0

		The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1		2.8

		The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6		2.7

		Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4		2.4

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

		Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8		1.8

		The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7		1.8

		The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1		2.0

		Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7		2.2

		The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8		1.6

		In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7		2.1

		Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2		2.4

		There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1		2.8

		Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0		2.3

		Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0		2.4

		Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0		1.9

		A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6		2.5

		Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8		2.2

		The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6		2.3

		The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6		1.9

		Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8		2.1

		The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3		2.2

		Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8		2.9

		On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3		3.3

		Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3		3.5

		The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5		2.1

				3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2		2.3

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

		Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6		1.8

		Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6		1.5

		Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7		1.7

		To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9		2.0

		Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8		1.8

		Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1		2.0

		“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2		2.1

		Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1		2.0

		“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3		2.5

		“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3		2.1

		Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5		2.3

		Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0		2.6

		A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4		2.1

		Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4		3.2

		As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4		2.5

		Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8		2.6

		The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1		3.1

		Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8		2.7

		Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5		3.2

		Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8		4.1

				2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5		2.4

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

		Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6		1.5

		Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6		1.6

		Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5		1.4

		Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7		1.7

		Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3		1.2

		Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2		1.1

		The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1		2.2

		Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8		1.9

		Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8		1.7

		Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4		2.0

		Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9		1.6

		Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8		1.8

		Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4		1.3

		Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6		1.8

		The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0		1.9

		Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8		2.0

		Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2		1.5

		Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1		1.8

		Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4		2.3

		Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1		2.4

		Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4		2.0

		“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7		2.4

		Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3		2.3

				3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9		1.8

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

		Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3		1.1

		The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3		1.3

		Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6		1.6

		The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7		1.5

		Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1		2.2

		Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9		1.8

		With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2		2.0

		Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2		2.3

		The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3		2.4

				3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8		1.8

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."





Total Mean

		Predicting Events in the Club Industry 5 Years Into the Future (2009)

		CMAA BMI III		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		Total Mean		3.4		3.8		3.8		3.7		3.7		3.7		3.8		3.8		3.8		3.7		2.2		2.2		2.2		2.2		2.1





Total Mean

		



Total Mean

Time

Mean

Predicting Events in the Club Industry 5 Years into the Future (2009)



Top 5 in Orig Delphi

		Rank		Item		Delphi																												Sept-08

		1		The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3		1.3

		2		Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0		1.9

		3		Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3		1.1

		4		The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8		1.8

		5		In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7		2.1

		5		Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3		1.2

		5		The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7		1.5

		Rank		Item		Delphi																												Sept-08

		1		The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3		1.3

		2		Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0		1.9

		3		Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3		1.1

		4		The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8		1.8

		5		In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7		2.1

		5		Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3		1.2

		5		The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7		1.5

		Rank		Item		Delphi																												Sept-08

		1		The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3		1.3

		2		Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0		1.9

		3		Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3		1.1

		4		The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8		1.8

		5		In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7		2.1

		5		Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3		1.2

		5		The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7		1.5

		Rank		Item		Delphi																												Sept-08

		1		The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3		1.3

		2		Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0		1.9

		3		Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3		1.1

		4		In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7		2.1

		4		The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8		1.8

		4		The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7		1.5

		4		Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3		1.2

		5		Members will be more sophisticated and knowledgeable.		4.2																												1.6

		5		Members will want unique hospitality experiences.		4.2																												1.1





By Section

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)

		U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8		1.9

		In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2		2.4

		Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0		1.9

		Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7		2.6

		Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0		2.1

		The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6		2.7

		Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3		2.2

		The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2		3.0

		The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1		2.8

		The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6		2.7

		Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4		2.4

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

		Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8		1.8

		The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7		1.8

		The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1		2.0

		Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7		2.2

		The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8		1.6

		In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7		2.1

		Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2		2.4

		There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1		2.8

		Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0		2.3

		Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0		2.4

		Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0		1.9

		A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6		2.5

		Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8		2.2

		The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6		2.3

		The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6		1.9

		Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8		2.1

		The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3		2.2

		Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8		2.9

		On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3		3.3

		Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3		3.5

		The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5		2.1

		Mean of Mean		3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2		2.3

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

		Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6		1.8

		Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6		1.5

		Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7		1.7

		To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9		2.0

		Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8		1.8

		Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1		2.0

		“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2		2.1

		Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1		2.0

		“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3		2.5

		“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3		2.1

		Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5		2.3

		Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0		2.6

		A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4		2.1

		Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4		3.2

		As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4		2.5

		Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8		2.6

		The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1		3.1

		Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8		2.7

		Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5		3.2

		Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8		4.1

		Mean of Mean		2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5		2.4

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

		Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6		1.5

		Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6		1.6

		Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5		1.4

		Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7		1.7

		Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3		1.2

		Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2		1.1

		The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1		2.2

		Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8		1.9

		Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8		1.7

		Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4		2.0

		Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9		1.6

		Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8		1.8

		Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4		1.3

		Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6		1.8

		The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0		1.9

		Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8		2.0

		Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2		1.5

		Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1		1.8

		Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4		2.3

		Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1		2.4

		Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4		2.0

		“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7		2.4

		Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3		2.3

		Mean of Mean		3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9		1.8

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

		CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

		Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sep-08

				Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3		1.1

		The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3		1.3

		Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6		1.6

		The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7		1.5

		Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1		2.2

		Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9		1.8

		With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2		2.0

		Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2		2.3

		The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3		2.4

		Mean of Mean		3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8		1.8

		Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

		*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."
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				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

				U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

		1		The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8		1.9		3.3		0.53

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		2		In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2		2.4		3.3		0.83

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		3		Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0		1.9		3.3		1.41

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		4		Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7		2.6		3.2		-0.20

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08				0.00

		5		Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0		2.1		3.2		0.50

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08				0.00

		6		The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6		2.7		3.2		0.17

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08				0.00

		7		Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3		2.2		3.2		0.52

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08				0.00

		8		The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2		3.0		3.3		-0.28

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08				0.00

		9		The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1		2.8		3.2		-0.10

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08				0.00

		10		The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6		2.7		3.2		-0.41

				Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4		2.4		3.2		0.30

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

				Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8

				The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7

				The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1

				Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7

				The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8

				In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7

				Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2

				There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1

				Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0

				Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0

				Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0

				A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6

				Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8

				The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6

				The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6

				Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8

				The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3

				Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8

				On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3

				Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3

				The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5

						3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

				Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6

				Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6

				Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7

				To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9

				Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8

				Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1

				“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2

				Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1

				“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3

				“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3

				Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5

				Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0

				A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4

				Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4

				As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4

				Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8

				The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1

				Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8

				Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5

				Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8

						2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

				Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6

				Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6

				Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5

				Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7

				Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3

				Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2

				The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1

				Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8

				Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8

				Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4

				Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9

				Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8

				Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4

				Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6

				The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0

				Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8

				Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2

				Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1

				Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4

				Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1

				Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4

				“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7

				Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3

						3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

				Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3

				The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3

				Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6

				The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7

				Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1

				Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9

				With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2

				Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2

				The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3

						3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."
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In general clubs will become more inclusive versus exclusive.
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Country (golf) clubs will remain the largest segment of the club industry.
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Overall, the club industry will be profitable.
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Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.
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The number of for-profit clubs will increase.
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Most clubs will continue to be member-owned organizations.
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The total number of clubs will increase.
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The total club membership will increase.
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The number of contract-managed clubs as a percentage of total clubs will increase.
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Country (golf) clubs will remain the largest segment of the club industry.



				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

				U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8

				In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2

				Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0

				Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7

				Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0

				The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6

				Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3

				The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2

				The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1

				The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6

				Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

				Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		1		The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8		1.8		3.3		1.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		2		The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7		1.8		3.2		1.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		3		The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1		2.0		3.2		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		4		Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7		2.2		3.3		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		5		The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8		1.6		3.3		0.8

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		6		In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7		2.1		3.2		1.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		7		Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2		2.4		3.1		0.7

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		8		There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1		2.8		3.1		0.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		9		Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0		2.3		3.2		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		10		Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0		2.4		3.1		0.6

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		11		Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0		1.9		3.2		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		12		A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6		2.5		3.2		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		13		Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8		2.2		3.1		0.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		14		The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6		2.3		3.2		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		15		The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6		1.9		3.3		0.7

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		16		Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8		2.1		3.2		0.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		17		The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3		2.2		3.3		0.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		18		Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8		2.9		2.9		-0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		19		On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3		3.3		3.0		0.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		20		Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3		3.5		3.1		-0.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		21		The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5		2.1		3.1		0.2

						3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2		2.3

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

				Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6

				Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6

				Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7

				To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9

				Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8

				Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1

				“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2

				Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1

				“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3

				“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3

				Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5

				Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0

				A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4

				Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4

				As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4

				Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8

				The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1

				Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8

				Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5

				Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8

						2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

				Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6

				Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6

				Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5

				Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7

				Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3

				Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2

				The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1

				Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8

				Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8

				Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4

				Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9

				Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8

				Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4

				Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6

				The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0

				Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8

				Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2

				Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1

				Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4

				Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1

				Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4

				“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7

				Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3

						3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

				Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3

				The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3

				Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6

				The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7

				Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1

				Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9

				With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2

				Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2

				The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3

						3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."
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Mean

The industry will see substantially more women in management positions.



		



Time

Mean

The workforce will be more culturally diverse.



		



Time

Mean

The industry will see substantially more minorities in management positions.



		



Time

Mean

Clubs will spend more training dollars on continuing education for management.



		



Time

Mean

The concept of the manager functioning as the chief operating officer will be become more commonplace.



		



Time

Mean

In general, managing employees will be more challenging.



		



Time

Mean

Employee compensation and benefits will focus on free time and quality of life.



		



Time

Mean

There will be a smaller pool of qualified applicants to fill line positions.



		



Time

Mean

Clubs will offer improved compensation and other incentives to increase employee retention.



		



Time

Mean

Management compensation will be more competitive with other service industries (banks, retail, airlines).



		



Time

Mean

Club jobs will require higher skill levels.



		



Time

Mean

A typical club manager will be required to know Spanish as a second language.



		



Time

Mean

Clubs will spend more training dollars on continuing education for line and staff employees.



		



Time

Mean

The average age of the work force will be higher.



		



Time

Mean

The management of employees will become more challenging.



		



Time

Mean

Employee certification will increase in importance.



		



Time

Mean

The ratio of part-time to full-time employees will be higher.



		



Time

Mean

Staffing shortages will inhibit club growth plans.



		



Time

Mean

On average, managers will spend fewer hours at work.



		



Time

Mean

Immigration laws will be relaxed to address industry labor shortages.



		



Time

Mean

The turnover rate of club employees will remain about what it is today.



		



Time

Mean

The industry will see substantially more women in management positions.



				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

				U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8

				In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2

				Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0

				Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7

				Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0

				The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6

				Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3

				The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2

				The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1

				The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6

				Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

				Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8

				The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7

				The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1

				Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7

				The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8

				In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7

				Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2

				There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1

				Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0

				Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0

				Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0

				A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6

				Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8

				The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6

				The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6

				Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8

				The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3

				Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8

				On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3

				Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3

				The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5

						3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

				Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		1		With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6		1.8		3.3		0.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		2		Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6		1.5		3.3		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		3		Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7		1.7		3.2		0.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		4		To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9		2.0		3.2		0.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		5		Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8		1.8		3.3		0.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		6		Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1		2.0		3.2		0.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		7		“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2		2.1		3.1		-0.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		8		Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1		2.0		3.2		0.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		9		“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3		2.5		3.1		-0.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		10		“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3		2.1		3.1		-0.6

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		11		Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5		2.3		3.2		-0.6

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		12		Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0		2.6		2.8		-0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		13		A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4		2.1		3.1		-0.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		14		Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4		3.2		2.7		-1.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		15		As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4		2.5		3.0		-0.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		16		Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8		2.6		2.8		-0.6

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		17		The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1		3.1		2.9		-0.8

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		18		Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8		2.7		3.0		-1.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		19		Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5		3.2		3.0		-1.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0

		20		Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8		4.1		2.6		-1.3

						2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5		2.4

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

				Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6

				Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6

				Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5

				Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7

				Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3

				Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2

				The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1

				Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8

				Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8

				Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4

				Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9

				Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8

				Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4

				Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6

				The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0

				Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8

				Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2

				Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1

				Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4

				Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1

				Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4

				“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7

				Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3

						3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

				Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3

				The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3

				Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6

				The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7

				Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1

				Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9

				With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2

				Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2

				The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3

						3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."
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With detailed member history information, clubs will be able to customize the member experience.
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Mean

Wireless technology will play an increasing role in various aspects of club operations.
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Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.
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To remain competitive, clubs will allocate a much higher percentage for technology expenditures.
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Clubs will increase their use of on-line purchasing systems to buy supplies.
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Mean

Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)
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“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.
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Mean

Technological solutions will increase operational efficiency (such as speed of service).
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Mean

“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.
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Mean

“Smart clubs” will exist which customize the members’ experience and save energy costs.



		



Time

Mean

Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.
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Mean

Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.



		



Time

Mean

A large percentage of clubs will adopt data warehousing and data mining technology.



		



Time

Mean

Electronic menus will replace paper menus.
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Mean

As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.
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Mean

Clubs will introduce futuristic technologies such as biometrics and wearable computers.
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Mean

The use of information technology in operations will significantly reduce employee-member interaction.



		



Time

Mean

Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.



		



Time

Mean

Clubs will require fewer employees as technology replaces various human functions.



		



Time

Mean

Clubs will focus on service and delivery while food preparation will be off-site.



		

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

				U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8

				In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2

				Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0

				Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7

				Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0

				The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6

				Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3

				The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2

				The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1

				The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6

				Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

				Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8

				The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7

				The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1

				Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7

				The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8

				In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7

				Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2

				There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1

				Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0

				Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0

				Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0

				A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6

				Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8

				The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6

				The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6

				Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8

				The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3

				Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8

				On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3

				Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3

				The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5

						3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

				Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6

				Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6

				Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7

				To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9

				Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8

				Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1

				“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2

				Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1

				“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3

				“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3

				Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5

				Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0

				A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4

				Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4

				As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4

				Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8

				The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1

				Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8

				Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5

				Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8

						2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

				Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		1		Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6		1.5		3.3		2.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		2		Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6		1.6		3.4		2.6

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		3		Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5		1.4		3.3		2.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		4		Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7		1.7		3.3		2.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		5		Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3		1.2		3.4		3.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		6		Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2		1.1		3.4		3.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		7		The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1		2.2		3.1		1.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		8		Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8		1.9		3.3		1.7

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		9		Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8		1.7		3.3		1.9

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		10		Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4		2.0		3.2		1.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		11		Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9		1.6		3.3		1.9

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		12		Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8		1.8		3.1		1.9

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		13		Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4		1.3		3.3		2.6

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		14		Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6		1.8		3.3		2.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		15		The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0		1.9		3.0		1.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		16		Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8		2.0		3.3		1.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		17		Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2		1.5		3.2		2.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		18		Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1		1.8		3.2		1.3

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		19		Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4		2.3		3.2		0.8

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		20		Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1		2.4		3.2		0.7

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		21		Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4		2.0		3.2		1.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		22		“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7		2.4		3.0		-0.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		23		Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3		2.3		2.9		0.3

						3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9		1.8

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

				Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3

				The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3

				Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6

				The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7

				Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1

				Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9

				With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2

				Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2

				The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3

						3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."
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Members will want unique hospitality experiences.
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The largest area of business growth will come from the creation of new markets and product offerings.
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Product differentiation will become increasingly important in growing the club’s business.
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Operations will increasingly be seen as a valuable marketing tool.
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Increases in cultural diversity will make marketing more complex.
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Club marketing will become more experience-oriented.
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Members will measure “value” in terms of time rather than money.
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Members will be more value-driven.
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Marketing to an aging population will become increasingly important.
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The Internet will be the primary marketing channel for clubs.
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Loyalty programs will become more valuable in developing strategic marketing programs.
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Word-of-mouth will be the most influential form of advertising.
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Changing demographics will lead to more ethnic-driven marketing.



		



Time

Mean

Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.
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Themed experiences will dominate new concepts.
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Members will increasingly look for price promotions/discounting.
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“24/7” will be the norm for club organizations (on demand marketing).
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Environmentalism will be a dominant marketing strategy in club.



		

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       U.S. Club Industry Size and Structure

				U.S. Club Industry Size and Structure		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The club industry will see new club concepts not seen today.		3.8		4.3		4.2		3.9		3.5		4.0		4.3		4.3		3.9		4.1		1.7		2.0		1.9		1.8

				In general clubs will become more inclusive versus exclusive.		4.1		4.3		3.8		3.9		3.9		3.6		3.7		3.9		3.5		3.8		2.2		2.4		2.1		2.2

				Country (golf) clubs will remain the largest segment of the club industry.		4.7		4.5		4.1		4.2		4.0		3.9		3.5		4.0		4.4		4.2		1.8		1.7		1.8		2.0

				Overall, the club industry will be profitable.		3.0		3.2		3.1		3.8		3.9		3.4		3.7		3.5		3.6		3.4		2.8		2.5		2.6		2.7

				Specialty clubs catering to lifestyles (such as health and fitness) will become the fastest growing segment of the industry.		3.7		3.8		3.9		3.8		3.0		4.0		3.9		4.3		4.0		3.9		2.0		2.1		1.9		2.0

				The number of for-profit clubs will increase.		3.4		3.5		3.6		3.4		3.5		4.1		3.6		3.9		3.3		3.5		2.6		2.5		2.5		2.6

				Most clubs will continue to be member-owned organizations.		3.7		3.8		3.6		3.5		3.6		3.3		3.5		3.2		4.0		3.5		3.1		2.3		2.6		2.3

				The total number of clubs will increase.		3.0		3.3		3.9		3.3		3.5		3.5		3.7		3.7		3.5		2.8		2.9		2.6		3.0		3.2

				The total club membership will increase.		3.1		3.4		3.6		3.2		3.0		4.0		3.9		3.1		3.3		3.0		3.1		2.5		2.9		3.1

				The number of contract-managed clubs as a percentage of total clubs will increase.		2.8		3.3		3.2		3.2		4.3		3.7		3.8		3.7		3.1		3.2		2.8		2.8		2.7		2.6

				Mean of Mean		3.5		3.7		3.7		3.6		3.6		3.8		3.8		3.8		3.7		3.5		2.5		2.3		2.4		2.4

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Human Resources in U.S. Clubs

				Managing Human Resources In U.S. Clubs		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				The industry will see substantially more women in management positions.		4.3		4.1		4.3		4.0		3.4		4.2		4.3		4.2		4.4		4.2		1.8		1.7		1.8		1.8

				The workforce will be more culturally diverse.		4.2		4.3		4.6		4.3		3.0		4.3		4.2		3.2		4.4		4.3		1.7		1.7		1.8		1.7

				The industry will see substantially more minorities in management positions.		3.7		3.5		4.0		3.6		4.1		3.8		3.9		3.8		3.8		4.0		1.9		2.2		2.0		2.1

				Clubs will spend more training dollars on continuing education for management.		3.8		4.0		4.3		3.9		4.3		4.0		3.9		3.9		4.3		4.1		2.0		2.0		1.9		1.7

				The concept of the manager functioning as the chief operating officer will be become more commonplace.		4.1		4.6		4.4		4.1		4.4		3.9		4.0		3.9		4.3		4.0		1.9		1.8		1.8		1.8

				In general, managing employees will be more challenging.		4.3		4.5		4.0		4.2		3.1		4.0		4.2		4.1		3.8		4.0		1.8		2.0		1.9		1.7

				Employee compensation and benefits will focus on free time and quality of life.		3.8		3.7		3.5		3.2		4.0		3.6		3.9		3.6		3.9		3.0		2.4		2.3		2.3		2.2

				There will be a smaller pool of qualified applicants to fill line positions.		3.5		3.4		3.6		3.4		3.2		3.6		3.9		3.6		3.9		3.4		2.3		2.5		2.0		2.1

				Clubs will offer improved compensation and other incentives to increase employee retention.		3.7		4.0		3.6		3.8		3.4		3.8		4.1		4.0		4.1		4.0		2.0		1.9		1.9		2.0

				Management compensation will be more competitive with other service industries (banks, retail, airlines).		3.7		3.5		3.6		3.8		2.5		3.9		4.0		3.9		4.0		3.6		2.1		2.3		2.2		2.0

				Club jobs will require higher skill levels.		3.7		4.0		4.1		4.0		4.0		3.6		3.9		3.5		3.7		3.8		1.8		1.8		2.3		2.0

				A typical club manager will be required to know Spanish as a second language.		3.7		3.5		3.3		3.2		4.0		3.5		3.9		3.5		3.5		3.2		2.5		2.8		2.6		2.6

				Clubs will spend more training dollars on continuing education for line and staff employees.		3.3		4.0		3.7		3.5		4.0		2.8		3.5		3.6		4.0		3.7		2.3		2.1		2.2		1.8

				The average age of the work force will be higher.		3.7		3.6		3.7		3.3		3.6		3.6		3.9		3.8		3.8		3.2		2.5		2.3		2.3		2.6

				The management of employees will become more challenging.		4.0		4.3		4.0		4.3		3.3		4.4		4.4		4.3		3.9		3.9		1.8		1.9		2.0		1.6

				Employee certification will increase in importance.		3.5		4.0		4.2		3.7		3.5		4.1		4.3		4.0		4.0		3.7		2.0		1.9		2.1		1.8

				The ratio of part-time to full-time employees will be higher.		3.4		3.7		3.7		3.8		3.6		4.1		4.4		4.0		3.6		3.8		2.0		2.3		2.6		2.3

				Staffing shortages will inhibit club growth plans.		2.4		2.5		2.9		2.6		3.7		3.2		2.9		3.3		2.8		3.1		2.8		3.1		2.8		2.8

				On average, managers will spend fewer hours at work.		3.1		2.7		2.8		2.8		4.0		2.6		2.5		2.6		2.9		2.5		3.6		3.2		3.3		3.3

				Immigration laws will be relaxed to address industry labor shortages.		2.7		3.0		3.1		2.9		4.1		2.4		3.0		2.8		2.3		2.6		3.0		3.7		3.3		3.3

				The turnover rate of club employees will remain about what it is today.		3.3		3.5		3.3		3.6		3.9		3.5		3.4		3.6		3.6		3.2		2.6		2.7		2.4		2.5

						3.6		3.7		3.7		3.6		3.7		3.7		3.8		3.7		3.8		3.6		2.2		2.3		2.3		2.2

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Managing Club Operations and Information Technology

				Managing Club Operations and Information Technology		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				With detailed member history information, clubs will be able to customize the member experience.		3.5		4.3		4.5		4.1		2.5		4.3		4.4		4.5		4.3		4.2		1.7		1.5		1.8		1.6

				Wireless technology will play an increasing role in various aspects of club operations.		3.8		4.3		4.5		4.0		3.7		4.0		4.3		4.5		4.4		4.2		1.5		1.5		1.7		1.6

				Most clubs will integrate POS systems with ordering, inventory control and back office systems into a seamless environment.		3.3		4.0		4.1		4.1		3.5		4.1		4.3		4.3		4.0		3.7		1.7		2.0		1.9		1.7

				To remain competitive, clubs will allocate a much higher percentage for technology expenditures.		3.5		4.1		4.1		3.9		3.8		3.6		3.8		3.9		4.3		3.8		1.8		1.9		1.9		1.9

				Clubs will increase their use of on-line purchasing systems to buy supplies.		3.5		4.1		4.2		4.1		4.0		4.1		4.2		4.2		4.4		3.7		1.7		1.9		1.6		1.8

				Technological solutions will improve cost efficiencies. (Such as labor cost and food cost.)		3.2		3.8		3.9		3.9		3.8		4.0		4.0		4.1		3.8		3.6		1.9		1.9		2.0		2.1

				“Smart” equipment will exist to electronically record critical temperatures, conditions and repair requirements.		2.8		3.9		4.0		3.7		2.6		3.9		3.9		4.0		3.6		3.6		2.1		1.9		2.2		2.2

				Technological solutions will increase operational efficiency (such as speed of service).		3.2		4.0		4.1		3.9		4.2		3.6		3.8		3.9		3.8		3.5		1.7		2.0		2.0		2.1

				“Smart” food holding and preservation units will exist to reduce spoilage and initiate automatic reordering.		2.7		3.5		3.7		3.5		3.8		3.4		3.7		3.8		3.2		3.2		2.3		2.4		2.6		2.3

				“Smart clubs” will exist which customize the members’ experience and save energy costs.		2.5		3.4		3.8		3.5		4.4		3.6		3.2		3.5		3.4		3.0		2.3		2.4		2.3		2.3

				Mega technology vendors will emerge to sell food service hardware/software in a one-stop shopping environment.		2.6		3.6		3.5		3.5		4.0		3.3		3.5		3.7		3.6		3.7		2.4		2.5		2.4		2.5

				Advances in packaging, microbial detection and preservation technologies will eliminate issues related to food safety and food-borne illnesses.		2.3		2.4		3.2		2.5		3.1		2.2		2.7		2.7		2.9		2.3		3.1		3.0		3.2		3.0

				A large percentage of clubs will adopt data warehousing and data mining technology.		2.8		3.5		3.7		3.6		3.1		3.7		3.9		3.7		3.5		3.5		2.3		2.3		2.4		2.4

				Electronic menus will replace paper menus.		1.7		2.0		2.3		2.2		2.5		2.1		2.5		2.2		2.5		2.1		3.9		3.6		4.0		3.4

				As functional areas become more specialized, technology-driven clubs will increasingly outsource their services.		2.6		3.3		3.4		3.4		3.3		3.2		3.3		3.3		3.1		3.3		2.3		2.4		2.8		2.4

				Clubs will introduce futuristic technologies such as biometrics and wearable computers.		2.2		2.9		3.4		2.7		2.1		2.6		2.5		2.8		3.1		2.5		2.7		2.7		3.1		2.8

				The use of information technology in operations will significantly reduce employee-member interaction.		2.1		2.0		2.6		2.8		2.8		3.1		3.0		2.8		2.7		2.7		3.5		3.3		3.4		3.1

				Most clubs will subscribe to an Application Service Provider (ASP) eliminating the need for data and programs at the unit level.		2.0		3.0		3.1		3.1		3.4		2.7		3.3		2.9		3.0		2.8		2.8		2.9		3.1		2.8

				Clubs will require fewer employees as technology replaces various human functions.		1.9		2.4		2.5		2.5		3.7		2.4		3.0		2.6		2.7		2.5		3.7		3.1		3.5		3.5

				Clubs will focus on service and delivery while food preparation will be off-site.		1.3		1.5		2.0		1.5		1.7		1.7		2.1		1.9		2.0		1.7		4.3		4.2		4.2		3.8

						2.7		3.3		3.5		3.3		3.3		3.3		3.5		3.5		3.4		3.2		2.5		2.5		2.6		2.5

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Marketing to Club Members

				Marketing To Club Members		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08

						Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean		Mean

				Member health/wellness will be an integral part of a club product offering.		3.9		4.5		4.4		4.3		3.7		4.2		4.0		4.7		4.3		4.6		1.6		1.6		1.5		1.6

				Members will be more sophisticated and knowledgeable.		4.2		4.3		4.4		4.0		4.4		4.4		4.2		4.7		4.1		4.1		1.6		2.0		1.7		1.6

				Personalization/customization will be a driving force in marketing.		3.8		4.6		4.6		4.1		3.8		4.3		4.5		4.6		4.4		4.3		1.5		1.7		1.5		1.5

				Member databases will lead to more target marketing.		3.9		4.4		4.6		4.0		3.4		4.4		4.1		4.5		4.3		4.4		1.6		1.8		1.8		1.7

				Convenience will increasingly drive member choices.		4.3		4.4		4.7		4.1		4.4		4.5		4.5		4.6		4.4		4.5		1.5		1.6		1.6		1.3

				Members will want unique hospitality experiences.		4.2		4.7		4.8		4.6		4.7		4.6		4.6		4.8		4.5		4.5		1.3		1.4		1.4		1.2

				The largest area of business growth will come from the creation of new markets and product offerings.		3.4		3.6		3.7		3.7		3.4		3.5		3.4		3.8		3.7		3.7		2.2		2.6		2.3		2.1

				Product differentiation will become increasingly important in growing the club’s business.		3.6		3.9		4.1		3.9		4.3		3.7		3.9		4.1		4.3		3.9		2.1		2.0		2.0		1.8

				Operations will increasingly be seen as a valuable marketing tool.		3.6		4.0		4.4		3.9		4.5		3.9		4.0		4.1		4.3		4.1		1.7		1.8		2.0		1.8

				Increases in cultural diversity will make marketing more complex.		3.1		3.8		3.8		3.7		3.0		3.9		3.7		3.8		3.6		3.6		2.4		2.3		2.2		2.4

				Club marketing will become more experience-oriented.		3.4		4.0		4.0		3.8		4.2		3.9		4.0		4.2		4.0		4.0		2.0		2.0		2.0		1.9

				Members will measure “value” in terms of time rather than money.		3.7		3.7		3.9		3.7		3.8		3.6		3.8		3.8		3.9		3.5		1.9		2.0		1.9		1.8

				Members will be more value-driven.		3.9		4.3		4.5		4.1		4.3		4.2		4.0		4.3		4.5		4.4		1.4		1.7		1.6		1.4

				Marketing to an aging population will become increasingly important.		3.9		4.5		4.1		3.9		4.2		4.3		4.2		4.2		4.3		4.2		1.7		1.9		1.9		1.6

				The Internet will be the primary marketing channel for clubs.		3.0		3.4		3.9		3.6		3.0		3.1		3.4		3.5		3.9		3.6		2.3		1.9		2.3		2.0

				Loyalty programs will become more valuable in developing strategic marketing programs.		3.3		4.3		4.1		3.8		4.0		4.1		4.1		4.0		3.9		3.9		1.7		2.1		1.9		1.8

				Word-of-mouth will be the most influential form of advertising.		3.8		4.5		3.7		3.8		3.6		3.7		3.9		4.3		4.1		4.2		1.7		2.2		1.9		2.2

				Changing demographics will lead to more ethnic-driven marketing.		3.1		3.8		3.7		3.6		4.1		3.9		3.7		4.1		3.6		3.9		1.9		2.4		2.1		2.1

				Club marketers will be increasingly challenged, as consumer behavior will become difficult to predict.		3.1		3.8		3.3		3.7		4.1		3.5		3.2		3.5		3.7		3.6		2.2		2.5		2.3		2.4

				Themed experiences will dominate new concepts.		3.1		3.7		3.8		3.4		3.7		3.7		3.8		4.1		3.6		3.8		1.9		2.0		2.4		2.1

				Members will increasingly look for price promotions/discounting.		3.2		4.0		3.6		3.5		3.5		3.6		3.6		4.0		3.7		3.7		2.4		2.4		2.4		2.4

				“24/7” will be the norm for club organizations (on demand marketing).		2.2		3.1		3.2		3.2		4.0		3.0		3.1		3.4		3.2		2.8		2.8		2.7		2.7		2.7

				Environmentalism will be a dominant marketing strategy in club.		2.6		3.1		3.1		2.9		3.5		3.3		3.4		3.4		2.8		2.9		2.6		2.6		2.5		2.3

						3.5		4.0		4.0		3.8		3.9		3.9		3.9		4.1		4.0		3.9		1.9		2.0		2.0		1.9

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."

				CMAA BMI III
Predicting Events in the Club Industry 5 Years Into the Future (2009)                                                       Club Financial Management

				Club Financial Management		Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08

		1		Labor will continue to be the highest cost category for clubs.		4.6		4.7		4.8		4.6		3.5		4.3		4.6		4.7		4.7		4.7		1.5		1.4		1.4		1.3		1.1		3.4		1.2

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		2		The cost of payroll taxes and employee benefits will be higher.		4.8		4.9		4.9		4.7		3.7		4.5		4.5		4.9		4.7		4.8		1.3		1.2		1.3		1.3		1.3		3.4		1.4

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		3		Industry regulations will increase costs associated with food safety and environmental protection.		4.0		4.4		4.5		4.3		4.1		3.9		4.3		4.3		4.0		4.1		1.5		1.6		1.6		1.6		1.6		3.3		0.7

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		4		The largest revenue source for clubs will continue to be member dues.		4.3		4.6		4.5		4.0		4.5		4.4		4.2		4.5		4.4		4.6		1.5		1.6		1.9		1.7		1.5		3.4		0.9

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		5		Clubs will form strategic alliances with other hospitality organizations to increase revenue and add to services.		3.0		3.9		4.0		3.6		3.8		3.3		3.2		3.5		3.4		3.9		2.1		2.1		2.4		2.1		2.2		3.1		-0.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		6		Overall profit margins will be lower.		3.7		4.3		4.0		3.8		4.3		3.5		3.6		3.8		3.7		3.6		2.0		2.4		2.0		1.9		1.8		3.2		0.5

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		7		With rapidly changing technology, leasing will be a popular source of financing capital expenditure items.		3.3		3.9		3.8		4.0		4.5		3.0		3.5		4.3		4.0		3.9		2.0		2.4		1.8		2.2		2.0		3.2		0.1

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		8		Member assessments will continue to be a primary source of capital to finance club improvements.		3.3		3.6		4.0		3.7		4.6		3.5		4.1		4.0		3.7		3.8		2.1		2.3		2.3		2.2		2.3		3.3		0.0

						Delphi (2002)		Apr-04		Sept-04		Oct-04		Apr-05		Sept-05		Nov-05		Apr-06		Sept-06		Oct-06		Mar-07		Sept-07		Oct-07		Mar-08		Sept-08		0.0		0.0

		9		The number of unprofitable clubs will increase.		3.3		3.7		3.7		3.2		3.9		3.6		3.6		3.3		3.4		3.6		2.2		2.3		2.5		2.3		2.4		3.1		0.2

				Mean of Mean		3.8		4.2		4.2		4.0		4.1		3.8		4.0		4.1		4.0		4.1		1.8		1.9		1.9		1.8		1.8

				Your Prediction Scale: 5 = Very likely to occur; 1 = Not at all likely to occur.

				*Cummulative percent of "Very likely to occur (5)" and "Likely to occur (4)."
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Time

Mean

Member assessments will continue to be a primary source of capital to finance club improvements.



		



Time

Mean

The number of unprofitable clubs will increase.





The “Magical” 2006-2007
Beginning of vulnerability and uncertainty
Weather
CPI moving upward
Stock market begins showing signs of volatility
Beginning of energy surge
Unit/labor costs rise
Housing market begins to quake
Consumer Confidence starts to be uncertain

Drop in membership rates of 4%
 (most in central region)

Clubs reach a “tipping point”
“…the level at which the momentum 

for change becomes unstoppable”



TomorrowThen

So What???

Industry
Size &

Structure

Operations
& IT

Human
Resources Marketing Financial

Management



Industry
Size &

Structure

Doing well by doing good
Board Structure
Functional Expertise
Reflective of demographic profile
Contingency plans increase

Competitive forces increase
Two clubs vs. “home” club
Specific (non-club) sports/facilities

Maintaining the “private” in private clubs

reciprocity Tips?



Operations
& IT

Continual education for all levels of club 
management
Recognize & integrate new systems and 
technologies for operations
Systems & interfaces rapidly moving to internet-
based technologies 
Flexible integration and more complete 
member/operational data
Data-mining for marketing/MRM (member 
relationship management)

Results orientation and measurement
Role of COO/GM as an educator of Board 
and members





Shrinking qualified pool

Immigration/Multi-culturalism

Health care/benefits costs

Changing lifestyle needs of employees

Marketing plan for the back door

Generational differences

Unionization (local issue)

Membership Concierge is “hot”

Human
Resources



“Cost of belonging will continue to rise
Increasing feeling of vulnerability
F&B/Herbicides & Pesticides, Cemicals & Additives

Exclusivity is not as important
Personalized, Customized are key
Definition of family continues to evolve
Increasing mobility (place to make 

connections)
More choices/options (competition)
Four humped demographic camel
Most join between ages 36 and 50
Retention vs. recruiting

Average 1/2% loss in country clubs; 3-7% in city clubs (2006)

Marketing



Changing Costs & Revenue Streams
Energy

Insurance

Labor 

Repair & Maintenance

Closing the production loop (local)

Shorter concept time (renovations)

F&B & other income generators have 
outpaced membership revenue growth

More of a country club’s revenue will com e 
from non-member use of club facilities.

Financial
Management



“All of the aspects of a private club, 
including food and beverage, 
operations, marketing, human 
resources, financial management and 
operating systems must be focused on a 
single objective…the enjoyment and 
satisfaction of members at a cost that 
is acceptable to them. The major 
challenge facing the fulfillment of 
this objective…is attaining the 
balance between member satisfaction 
and acceptable costs while maintaining 
sound fiscal planning.

Brenda York

International Journal of 

Contemporary Hospitality Management



Backcast Your Club’s Future
Backcasting is a “futuring”

technique that can help club 
managers (COOs) create a 
clear a image of their ideal 

club in future, one you would 
most like to see happen.  And, 
what will it take to make that 

ideal club a reality?

“Every club has a 
different situation, 
different dmographic, 
and different trend line.”

Lisa Mitchell, CMP



“There are three basic things to 
remember relative to change:

1) Face reality as it is; not as it 
was or as you wish it were…

2) 2) change before you have to, 
and…

3) Control your own destiny or 
someone else will.

Jack Welch

http://www.perfectpeople.net/photo-picture-image/124879/jack-welch.htm
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