Why Your Club Needs a Fitness Center
Lifestyle Trends & Case Studies Continue to Point Out the

Major Benefits of Fitness Facilities at Private Clubs
by Frank Vain, President

While fitness facilities have been the fastest growing
aspect of private clubs over the past decade, there
remains a lot of skepticism among some club leaders
and many members about their merits. Despite

the fact that there are many competitive options
available where members can participate in an
activity that is also offered by their club, the number
one reason for doubting the viability of fitness in a
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club is its widespread availability in the marketplace;

however, many of these are simple storefront operations. They charge minimal fees
and are in the business primarily to churn members. It would be analogous to say
a member could eat at the club or a fast food chain. While they are both in the
food business, per se, they are wholly different models.

Fitness works well in clubs for a variety of reasons. First is the convergence of
demand from aging Baby Boomers looking to stay healthy and rising new young
members for whom fitness is a way of life. The Baby Boomer new to fitness

isn’t going to go to one of the chain operators and dive in. They are much more
comfortable in the small intimate setting they can find at their club. While often
touted as an amenity to attract young members, the main users of club fitness are
over age 55. Fitness also works because of proximity, With 75% of club members
residing within 7 miles of their club, it is easy to drop in morning, noon or night.
The real payoff for the club is in the value-added components of fitness. Members
report increased sociability through fitness as they find themselves working out
with members they may have not previously met; and, fitness users are at the club
several times a week. At a time when clubs are fighting hard for some part of the
busy member’s day, this is a huge retention issue. Finally, if the member is paying
dues at another location, they can drop that membership and get more value from
their club dues.

continued on page 3
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Why Your Club Needs a Fitness Center {continued from page 1)

Many clubs have seen the merits of fitness. Our
Pulse Survey on facilities earlier this year found
44% of country clubs investing in fitness. Far and
away, the highest rated area for new investment.
Case studies also bear out the “return” on fitness developments.
‘The experience of Carolina Country Club in Raleigh, North
Carolina is pretty typical. In the mid-1990s, the Club carved

out a small (800 s.f.) area to test fitness. The participation was

so strong that by 2001, the Board authorized development of a
7,000 s.f. full-service facility consisting of equipment areas and
one studio. Expectations were that it would attract and support
30,000 annual visits, In 2012, there were 80,000 total visits to
the fitness area in this 1,200 member Club. General Manager
Jack Slaughter states, “We view fitness as a key component of

our ability to attract and retain members. Half of our existing
members have at least one family member actively involved in our
fitness programs.” Jack’s thoughts are borne out in the Club’s long
range plan, where expectations are that one day the fitness facility
will again double in size.

‘The experience at Forsyth Country Club in Winston-Salem,
North Carolina is very similar. The membership considered but
elected to not build a full-service fitness center during a capital
program in 2006 — 2007. At the time, the Club’s fitness area
was operating out of an 800 s.f. makeshift space adjacent to the
pool snack bar, ‘The alternative was to enhance programming
through improved member services; namely, highly qualified
fitness professionals and the addition of a massage service inside T ;
the clubhouse. Despite spatial and other limitations, this small Carolina Country Club

facility is projecting 30,000 visits in 2013. Participation and

revenue has grown dramatically to the point that the leadership Private clubs are fortunate to have a customer base that has

and membership recognize this important amenity and the need  financial means. What they want is things that endure: family,
to provide the same high level experience for the members in personalized service, being part of a community with shared
fitness as it does for all other Club offerings. Earlier this year, the  values and health and wellness. The country club of the future
membership acknowledged the success of the program and is will continue to have golf as a signature offering, but the other
planning the construction of a new fitness center which will be amenities and programs will continue to rise up and meet the
combined with a new pool snack bar in 2014. This full-service quality standards long associated with championship golf. A
facility will have over 7,000 s.f. dedicated for fitness related quality fitness facility will be part of the offering of almost every
activities. successful club.

WELCOME ABOARD!

We are pleased to announce that Ken Hart, AlA, CID architect has joined

the McMahon Team. Ken is a graduate of Kansas State University School

of Architecture and has 20 years of extensive private club design and
Kenneth Hart, AIA construction experfence. For the past several years, Ken has served as
CID Architect/Planner a juror for golf lnc.§ Clubhousg of the Year — an |nt§r:'{ahonal avs{ard for

excellence in planning and design for clubhouse facilities. Ken will be
assisting the entire McMahon Team on clubhouse projects. He will also be
heading up a new McMahon division on project management that will help
clubs manage approved projects from architect and contractor selections
to project completion. Ken, we are pleased to welcome you to the family.

New Director of Club Planning




