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The certification competency area for each session is listed in parentheses after each program description.

Monday, February 8

4:30 p.m. – 6:00 p.m.

Hallmarks of a Successful Amenity at a Club

Peter Burwash, Peter Burwash International

The key to any successful club operation is to make sure that all amenities are run in a first-class manner. Renowned speaker, Peter Burwash will go through the hallmarks of a successful club amenity. Although the program will use tennis as an example, the principles discussed in this session can be applied to all amenities in any type of club.

As a result of participating in this program, participants will be able to:

1. Develop a checklist for each amenity at their club.

2. Share creative ideas to increase member participation through a well run amenity.

3. Harness employees’ creativity to enhance each club amenity. (Golf, Sports & Recreation Management)

Monday, February 8

4:30 p.m. – 6:00 p.m.

The Beverage Bottom Line: Determining the Profit Potential in Your Club’s Beverage Alcohol Inventory

Larry Ross, Ph.D., F&B Associates

Alcohol is both a blessing and a curse for a club’s bottom line. How do you know if you are maximizing the revenue potential of your inventory? How do you find out where the cost problems really are? The answers are in the data… the inventory data. This interactive hands-on presentation illustrates how to use a common spreadsheet application to analyze and identify the answers to both of these important questions. You can pinpoint usage patterns, identify significant price fluctuations, and other cost control issues with a minimum amount of man hours. No expensive equipment, difficult-to-use proprietary software, or other costly solutions. Sounds too good to be true? Come to this program prepared to use Microsoft Excel as your strategic partner in determining the correct contribution from your beverage department to the club’s financial results.

As a result of participating in this program, participants will be able to:

1. Incorporate Excel into an efficient, effective and timely inventory process.

2. Utilize data captured during the inventory process to identify key cost variances such as bottle-cost increases, unusual usage patterns or inherent pricing problems.

3. Develop cost control strategies focused on correcting the most significant cost variances identified by the data analysis.

4. Customize a standard spreadsheet to accommodate the specific needs of any particular and unique club operation. (Food & Beverage Management)

Monday, February 8

4:30 p.m. – 6:00 p.m.

Guiding Your Club Through a Recession

Tammy Tassitano, CPA, RSM McGladrey, Inc.

RSM McGladrey, Inc. is a CMAA Bronze Advantage Partner

The Private Club Industry is "recession proof" – right? Wrong. The current economic climate is one that private club’s have never had to deal with. In most cases the club manager is the one asked to wave a magic wand to get the club through the dark days – but how can we use experience to deal with a perfect economic storm that we have never faced before? This session is designed to provide a series of strategic, managerial and financial action points to help the club manager guide their board and management team through this turbulent time. Specific recommendations and plans of attack will be provided along with a checklist to help you through the process. The session will be interactive to elicit input from club managers on what their experiences have been and what has and hasn’t worked at their property.

As a result of participating in this program, participants will be able to:

1. Identify the concepts needed to formulate a financial strategy during these turbulent economic times.

2. Recognize key economic indicators/circuit breakers.

3. Formulate recommendations and plans via interactive participation from other club Managers. (Accounting & Financial Management)

Monday, February 8

4:30 p.m. – 6:00 p.m.

How to Avoid an ICE Melt-Down: Immigration Enforcement and Compliance

David Whitlock, Esq., Elarbee, Thompson, Sapp & Wilson LLP

When it comes to sponsoring employees for temporary visas or permanent residence today, employers face a bewildering maze of agencies and regulations. Recent developments affect every club’s ability to get legal workers and keep them. Also, the renewed emphasis upon enforcement of immigration laws makes it more important than ever for club managers to remain aware of the latest changes in enforcement policy and practice.

Dave Whitlock is an experienced immigration lawyer. He will provide immediate and timely advice on temporary and seasonal visas, green cards, I-9’s, enforcement trends and all the aspects of these laws that club managers need to know. He uses humor to make his points memorable, and his presentation focuses upon practical solutions to legal problems.

As a result of participating in this program, participants will be able to:

1. Apply immigration laws to hire and retain workers lawfully.

2. Identify problems that can arise under immigration or employment-discrimination laws.

3. Implement proactive steps to reduce the likelihood and consequences of enforcement. (Human & Professional Resources; External & Governmental Influences)

Monday, February 8

4:30 p.m. – 6:00 p.m.

Ten Good Ways to Get Your Club Sued by an Employee

James J. McDonald, Fisher & Phillips LLP

Most employment lawsuits do not occur by accident. They occur because management made some basic mistakes that are easy to identify and avoid. Perhaps new hires were not adequately screened. Perhaps policies were poorly-worded or unclear. Perhaps no one paid attention to a complaint of harassment or noticed that employees were not being paid properly. This program will identify the 10 most common mistakes that club management often makes that can result in an employee lawsuit.

As a result of participating in this program, participants will be able to:

1. Screen employee applicants more effectively.

2. Discipline employees effectively.

3. Terminate employees who deserve to be fired.

4. Classify employees correctly regarding exemptions from overtime.

5. Reduce exposure to wrongful termination, discrimination and harassment claims. (Human & Professional Resources)
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Tuesday, February 9

10:15 a.m. – 11:45 a.m.

Back to the BASICS: How to Deliver Astonishingly Superior Customer Service 

Tim Richardson, Total Development Resources

After spending one year working with a luxury Five Diamond resort property and researching many leading service organizations, Tim learned that many of the secrets for delivering 5-Star Customer Service aren’t secrets at all. It’s the implementation that is the mystery. Tim will help you unravel that mystery in this innovative and high energy presentation. He’ll also share the program he designed and developed for the resort property which helped them achieve international recognition. The program will give your audience a formula for delivering exceptional service and provide strategies crucial for creating a service culture. This program covers a little sales strategy, a little social media, a lot of service and big fun!

As a result of participating in this program, participants will be able to:

1. Implement a satisfaction system to provide WOW service to club members.

2. Increase employee and associate ownership for service delivery as well as increase job satisfaction.

3. Utilize effective hiring and training processes that attract and keep great employees. (Human & Professional Resources)

Tuesday, February 9

10:15 a.m. – 11:45 a.m.

We Need to Talk

Phillip Van Hooser, Van Hooser Associates, Inc.

All facets of club operations are impacted, positively or negatively, by the ability to communicate. In this presentation, Phillip Van Hooser will arm club managers with six powerful strategies critical for one-on-one, person-to-person communication success. These practical skills will demonstrate the critical differences between talking down to, talking about, talking around and talking with others. The value and benefits of truthfulness in all interpersonal communications will also be demonstrated.

As a result of participating in this program, participants will be able to:

1. Apply practical skills to improve person-to-person communications.

2. Identify the differences between talking down, talking about and talking with others. (Interpersonal Skills; Leadership)

Tuesday, February 9

10:15 a.m. – 11:45 a.m.

Tax & Financial Trends in Clubs in a Recessionary Economy

Kevin Reilly, CPA, Witt Mares, PLC

The economy is in recession. The housing market has crashed in many areas and fuel costs are through the roof. News articles highlight the number of clubs going out of business or cutting deals to keep members. How do clubs cope when many of their members are concerned about their own financial position? This session will address many of the trends that impact a club and its members. Financial, demographic and tax issues of particular interest to clubs will be addressed. What is the latest from the IRS and should you maintain your current tax status? How are the revisions to the Form 990 going to impact clubs? How has the club business been impacted by an economy that has been inconsistent in its performance? What financial and lifestyle changes are occurring? What changes have club managers been required to make in order to adapt? Why can’t clubs make money in the food and beverage area – or can they? This is designed as an interactive session. The 2010 edition of Clubs in Town and Country and Federal Taxes and the Private Club will be distributed.

As a result of participating in this program, participants will be able to:

1. Identify current trends in the economy and the nation that will impact clubs.

2. Identify new and proposed legislation and regulatory issues that may impact clubs.

3. Compare current financial performance of their club to industry averages.

4. Highlight tax issues that should be of concern to the industry. (Accounting & Financial Management)

Tuesday, February 9

10:15 a.m. – 11:45 a.m.

A Practical Guide to Golf Course Renovation

John Fought, John Fought Design

In the difficult world economy, it is critical for golf clubs to maintain or improve their market position by upgrading their golf course. It is likely that membership numbers will shrink in the next few years, however, many clubs have decided to protect their market share by upgrading their most important asset – their golf course. This session will examine the need and the process for improving golf courses. It will also provide insight into the communication that is vital during the renovation and how to present the plan to the membership and get their support.

As a result of participating in this program, participants will be able to:

1. Identify the need for golf course improvements.

2. Choose the right golf course architect.

3. Recognize the key elements needed to evaluate the golf course

4. Communicate with boards (and membership) so the renovation process remains positive. (Golf, Sports & Recreation Management)

Tuesday, February 9

10:15 a.m. – 11:45 a.m.

Jewish Club Roundtable

Mitchell S. Platt, CCM, CCE, Woodholme Country Club

As in past years, this program offers an opportunity for managers of predominately Jewish clubs to share ideas regarding policies, food, cultural/religious holidays, sports, activities, special events, human relations and other information relating to club administration and operations. This session is for managers of all types of clubs (golf, country, city, etc.).

As a result of participating in this program, participants will be able to:

1. Identify and implement successful management strategies.

2. Create a networking group for problem solving and idea sharing. (All Competency Areas)

Tuesday, February 9

1:00 p.m. – 2:30 p.m.

Yes, Banks Are Still Lending Money: How to Make Sure Your Club Has Access to Debt Financing

Melissa Powell, Chevy Chase Bank

Banks have definitely tightened credit standards in the current recession, but there is still plenty of senior debt available to the club sector. This program will inform managers of clubs how banks approach the credit underwriting and approval process; some tips to make your club’s credit request look as strong as possible to potential lenders; key financial ratios that are important to banks; criteria to select the right banking partner for your club; negotiating tactics to make sure your club is getting the best deal from your bank; how to reduce legal fees by conducting your own document review; and debt management strategies once the loan has been funded.

Since most banks require a deposit relationship with a loan commitment, a quick discussion on the current FDIC insurance programs will also be provided.

As a result of participating in this program, participants will be able to:

1. Locate the right banking partner for their club through using an RFP process.

2. Recognize what banks look for when they extend credit and make pricing decisions regarding interest rates and fees.

3. Anticipate and prepare for questions that banks will ask about the credit profile of the club.

4. Calculate the financial ratios that banks use when underwriting credit.

5. Identify how banks approach the servicing process when debt has been extended to make sure additional credit would be available when they need it.

6. Protect their deposits with their banking partner. (Accounting & Financial Management)

Tuesday, February 9

1:00 p.m. – 2:30 p.m.

Club Learning Institute: Providing Training Opportunities to Your Board and Staff

Jeff Magoon & Paul Schlimm, Club Learning Institute

A new concept of training has been created and developed to help educate club employees on particular risk management concepts. Course curriculum includes knowledge modules on OSHA (including HazCom, Hearing Conservation, and Personal Protective Equipment), sexual harassment, golf cart safety, aquatics safety/liability, and proper food handling techniques. This club specific program will help managers with specific training needs (provide testing, grading and tracking) and will help clubs lower rising insurance costs. This session will provide managers with a demonstration of the how the program works as well as examples of the course content. Additionally, training programs will be discussed that relate to developing Board Member orientations as well as communicating the value of the General Manager as a business professional. (Human Resources/External and Governmental Influences)

Tuesday, February 9

1:00 p.m. – 2:30 p.m.

What’s the Percentage in Percentages? Menu Pricing, Portioning and Marketing Strategies to Increase Member Participation, Retention and Acquisition

Bill Schwartz, System Concepts, Inc.

In tough times, people eat out less often and spend less when they do. With higher labor costs and lower guest counts than nearby restaurants, clubs can find themselves in an upside-down position. Raising menu prices or increasing subsidies to compensate threatens member participation, retention and acquisition.

This course identifies strategies for increasing dining participation and member satisfaction, while simultaneously maximizing F&B profitability. The combination of intelligent, value-based pricing, focus on margin as opposed to percentages, smart portioning and presentation decisions and strong F&B marketing programs are the keys to success. Make your club each member’s first choice for dining out.

As a result of participating in this program, participants will be able to:

1. Transition from percentage-based menu pricing to margin-based menu pricing.

2. Increase member dining participation though value-engineering. 

3. Use waste reporting and surveys to determine menu offerings and portion sizes.

4. Reduce waste associated with ordering too much for too few.

5. Improve the odds existing members will stay with the club and prospective members will want to join. (Food & Beverage Management) 

Tuesday, February 9

1:00 p.m. – 2:30 p.m.

Y.E.S. You the Effective Speaker

Vincent I. Phipps, TLC, Talk Listen Communicate, LLC

Give more enjoyable and interesting presentations. A good message is often only as good as its delivery. Regardless of your speaking comfort level, the more relaxed you are, the more confident you will look and sound. The better you look and sound, the more the audience will listen and validate what you have to share.

Handle your nervousness using a three-step process to control the fear. Learn how to keep your audience engaged and learning while listening. Understand how to add muscle to your presentations to beef up the enjoyment for the audience.

As a result of participating in this program, participants will be able to:

1. Identify the purpose of their speech to adapt accordingly.

2. Develop a personal tool to improve speech delivery.

3. Maintain the attention of their audiences.

4. Engage attendees by knowing how to start and conclude a speech or presentation.

5. Leave their audience with an impression of confidence and competence. (Interpersonal Skills)

Tuesday, February 9

1:00 p.m. – 4:00 p.m.

How to Manage Fear, Embrace Change and Lead Your Club in an Uncertain Economy

Phillip Van Hooser, Van Hooser Associates, Inc.

Through this presentation, club managers will learn to manage fear and change and maximize leadership performance by assessing the realities of their organizational situation while seeking out the opportunities that change brings. Three absolutes of change and strategies for managing change successfully will be presented. Strategies for addressing the four universal fears employees struggle with and resistance to change will also be illustrated.

As a result of participating in this program, participants will be able to:

1. Manage fear and change at their club.

2. Address issues that arise from staff’s struggle and resistance to change. (Leadership)

Tuesday, February 9

2:45 p.m. – 4:15 p.m.

Let’s Not Waste a Good Crisis! How to Successfully Recruit and Retain Members Given the Ever Changing Financial and Psychological Fears of Current and Prospective Members

Steve Graves, Creative Golf Marketing

Creative Golf Marketing is a CMAA Bronze Advantage Partner

The economic crisis that has affected all club members has forced clubs to go well beyond "business as usual." This session will focus on membership development concerns and solutions for 2010 and beyond. This session will focus on what it is going to take for clubs to thrive and survive, given the economic difficulties facing current and prospective members. Additionally, the speaker will share his experience with regard to solutions to overcome the fear and reality that all clubs are facing with regard to their attempts to maximize membership retention and membership recruitment.

As a result of participating in this program, participants will be able to:

1. Develop relevant and practical solutions for implementation at their clubs.

2. Identify the current trends in the private club industry as they pertain to their current jobs and/or future job considerations.

3. Recognize the short and long-term future of the private club industry and how the role of general manager at private clubs can continue to be the leading force in presenting solutions to successful private club management. (Membership & Marketing)

Tuesday, February 9

2:45 p.m. – 4:15 p.m.

Driving a World Class Safety Culture in the Hospitality Industry

Thomas Cavanaugh, DuPont

Years of experience — as an owner-operator and with thousands of clients in many industries — helps DuPont identify 12 essential elements of safety required to address sustainable change management in workplace safety. Learn how several companies in the hospitality industry partnered with DuPont to create an environment that drives continuous improvements in safety and, in turn, improvements in service levels. The three components of a safety culture – leadership, structure and processes — will be discussed as well as how to measure the effectiveness of those components. By applying a holistic discipline, companies are able to reduce injuries and incidents, raise morale, increase productivity and improve service levels.

As a result of participating in this program, participants will be able to:

1. Assess their current workplace safety effort against the 12 elements required to address sustainable change management in workplace safety.

2. Identify the necessary steps to lead their organization to improving workplace safety performance.

3. Evaluate the results and actions needed to determine the effectiveness of their safety improvement plans and efforts. (Facilities Management; Human & Professional Resources)

Tuesday, February 9

2:45 p.m. – 4:15 p.m.

Managing Your Emotional Energy

Stephen C. Barth, JD, HospitalityLawyer.com

Negative reactions waste emotional energy. Today’s culture of conflict and negativity thrives on negative reactions and drives destructive behavior, eroding relationships and organizations. Managing your emotional energy is a discipline that discovers and builds upon your fundamental foundation to create positive, Stabilizing Pro-actions™. Being emotionally competent enhances your ability to direct the mental states that routinely and spontaneously arise through your interactions with life. This presentation enables you to manage, direct and manifest positive emotional responses enhancing personal and professional outcomes.

As a result of participating in this program, participants will be able to:

1. Become proactive rather than reactive.

2. Utilize tools to build a personal and professional foundation.

3. Utilize scripting to bring about powerful internal change. (Leadership; Interpersonal Skills)

Tuesday, February 9

2:45 p.m. – 4:15 p.m.

Club Finance Roundtable

Facilitator: Kevin Reilly, CPA, Witt Mares, PLC

The program is established as a forum to address issues of concern to the audience. Bring your questions, concerns, ideas and solutions. From tax issues to dues increases to depreciation to budgeting to audit issues to risk management, all subjects are open for discussion. How much involvement do your members have in the development of your budget, and is it too little or too much? How do you finance improvements, and do you have some creative ideas to share? The format will be free flowing, ideas are encouraged and as many issues as can be addressed within the 90 minutes will be heard.

As a result of participating in this program, participants will be able to:

1. Vocalize financial issues of concern.

2. Receive feedback and ideas to address problems.

3. Identify creative ideas from audience members on how to finance improvements in this tough economy. (Accounting & Financial Management)

Tuesday, February 9

4:30 p.m. – 6:00 p.m.

Older Clubhouses: Remodel or Build New?

John Sirny, Partners & Sirny, Inc.

This program will present a systematic approach to the evaluation of old and dated clubhouse facilities to allow managers, boards and club members to determine if a significant reinvestment is in the long term best interests for the club. This seminar will provide a detailed process for this evaluation including the physical evaluation methodologies, strengths and weaknesses of the layout of the clubhouse, analysis of the member amenities to current standards on a per square foot basis and the process of evaluating the alternatives for consideration. Techniques and processes for communication and consensus building of the membership will also be covered. Case studies will provide club managers with examples of what could be applied to their club.

As a result of participating in this program, participants will be able to:

1. Develop a detailed process that can be applied to their own club.

2. Identify the steps required to fully understand the clubhouse facilities from the physical plant to the strengths and weaknesses of the club’s layout.

3. Communicate effectively with their club’s board and general membership in regards to the club’s need for a remodel or new facility. (Facilities Management)

Tuesday, February 9

4:30 p.m. – 6:00 p.m.

Creating an Internal University

Gregg Patterson, The Beach Club

Managers and employees are big on continuous education. Employees value learning—they want to learn about best practices within their departments and the principles hidden within those practices. Managers who teach develop an enthusiasm and a depth of knowledge for the discipline taught. This seminar will discuss the need for an internal university within the club, outline a recommended curriculum, discuss the organization of such a program and highlight best practices for delivering the educational product. Of particular note-the Manager in Development program offered by CMAA will be discussed in-depth as part of the internal university curriculum.

As a result of participating in this program, participants will be able to:

1. Develop a plan for implementing their own internal university. (Human & Professional Resources)

Tuesday, February 9

4:30 p.m. – 6:00 p.m.

Club of the Future: A Student Chapter Perspective

Moderator: Dick Kopplin, Kopplin & Kuebler, LLC

Kopplin & Kuebler, LLC, is a CMAA Bronze Advantage Partner

The ‘Club of the Future’ is a new student chapter award program designed to challenge student members to look five, ten, fifteen years down the road and offer their vision of what the club industry will look like from a membership or management perspective. Categories this year included concepts in fitness/wellness, technology, club governance, concierge services and membership/marketing. This session explores the winning entries in each of the five categories. Student members will present their ideas, insights and concepts on future club trends. After each winning project is presented, the program will open up for questions and discussion for even more idea sharing. (All Competency Areas)

Tuesday, February 9

4:30 p.m. – 6:00 p.m.

You Are What You Communicate

Stephen Ready, VCT Corp

Our society is tuning out conventional marketing at a dizzying pace. What we generically call mass and blast communication has given way to a one-to-one relationship marketing approach, and in this new reality, members choose which messages to listen to and "let in the door." You Are What You Communicate will cover this paradigm shift in communication trends, the future of club marketing and how to gradually and effectively improve the quality of your communications online and offline – electronic and print – to grow your brand, enhance member loyalty and increase revenues (while cutting costs.).

As a result of participating in this program, participants will be able to:

1. Identify the paradigm shift in member communications and how resistance to adapt to these trends could negatively impact the short term and long term success of their club.

2. Use targeted and new age communication to accelerate the growth of your membership base.

3. Drive member interest, activation and retention by developing and delivering quality, targeted communications that keep members in the know and also reinforce their member lifestyle. (Membership & Marketing)

Tuesday, February 9

4:30 p.m. – 6:00 p.m.

City Club Roundtable

Facilitator: Jonathan F. McCabe, CCM, The Union League Club of Chicago

Learn from the best — each other. Bring one take-away idea that can help everyone. This session will be an open forum on city clubs with a minimum of oratory and a maximum of time for questions on current city club issues. The group will provide the answers and ideas. Who better to learn from than other city club managers? (All Competency Areas)

CONFERENCE EDUCATION PROGRAM- WEDNESDAY
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Conference Education Program - Tuesday
Conference Education Program - Wednesday
Conference Education Program - Friday
Conference Education Program - Saturday
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Wednesday, February 10

5:00 p.m. – 6:30 p.m.

Playing Through: The Seven Life Lessons Golf Can Teach Anyone in the Club Business

Dick Kopplin, Kopplin & Kuebler, LLC

Kopplin & Kuebler, LLC, is a CMAA Bronze Advantage Partner

This program is an entertaining and fun program with a great message. The game of golf is used as the metaphor in revealing seven fundamental truths about the club business. Attendees will leave this session with some great tools for managing his/her business. The "Seven Life Lessons" have application in the club world and the personal lives of every professional working in private clubs. Dick will use some memorable stories to underline the messages that have been tested and found true through the years.

As a result of participating in this session, participants will be able to:

1. Identify the seven fundamental truths about the club business. (Leadership)

Wednesday, February 10

5:00 p.m. – 6:30 p.m.

Straight Talk With the CEO

James B. Singerling, CCM, CEC, CMAA

This session will discuss the outlook for the profession, trends within the club industry, CMAA's relationships with its Allied Associations and how the actions of elected representatives will affect you and your club's ability to be successful. Join in an open forum discussion with CMAA members on issues that will affect your lives. (All Competency Areas)

Wednesday, February 10

5:00 p.m. – 6:30 p.m.

Who Are My Members and Where Can I Find More?

Beth Meister, Club Marketing & Communication

Participants will be engaged in the philosophies of determining the anatomy of their respective club. This program will help them determine who their current members are, if there are more members out there just like them and how to recruit them for membership. This process will include discussions on internal club/marketing audits and the necessity of conducting an external market/competitive analysis. It will also cover the components of building a strategic membership marketing plan. Strategies discussed will cover determining target markets, discovering untapped market/category potential, creating proper club positioning or repositioning, employing creative marketing tactics and determining the right marketing mix for successful implementation.

As a result of participating in this program, participants will be able to:

1. Identify the "Perfect Prospect."

2. Prepare a club, category, and market analysis to determine gaps in the market.

3. Determine what opportunities exist to grow membership.

4. Prepare a strategic marketing plan. (Membership & Marketing)

Wednesday, February 10

5:00 p.m. – 6:30 p.m.

Putting Greens: Construction, Management & Rebuilding

Kevin Frank, Ph.D., Michigan State University

The Green Committee focuses on turfgrass management issues for the entire golf course. More recently many of these committees could be renamed Putting Green Committee as putting greens are the most talked about and debated turf on the golf course. Every year at golf courses, debate rages over why the superintendent aerifies, how many times should we aerify and what is the best time to aerify. Everyone knows that topdressing is important but why do we spend so much on sand. Isn’t sand all the same? Do putting greens have a limited life span before they need to be replaced or at least re-grassed? This session will begin by describing different green construction methods including USGA, California and push-up greens. Aerification and topdressing programs will be discussed and the options for re-building and re-grassing will be presented.

As a result of participating in this program, participants will be able to:

1. Recognize soil modification practices that create high quality putting green conditions.

2. Identify the differences in equipment used for soil modification.

3. Identify the differences between green construction methods.

4. Determine when putting greens need to be rebuilt. (Golf, Sports & Recreation Management)

Wednesday, February 10

5:00 p.m. – 6:30 p.m.

Master Club Manager Update

Jack Ninemeier, Ph.D., Michigan State University & Joseph Basso, MCM, CCE, Birmingham Country Club

This session will update attendees about CMAA’s Master Club Manager program for senior club managers. Details about the Master Club Manager Profile and MCM monograph will be presented. A question and answer session will be facilitated to assure that the process is well understood for those considering participating in CMAA’s most prestigious professional designation. (All Competency Areas)

Is Your Tennis Program Prepared for 1.8 Million New Players?

Mark McMahon, McMahon & Associates, Tennis Consultants

Tennis participation grew by more than nine percent last year and by over 40 percent since 2000. It is the only traditional sport to show consistent growth during this period. Mark will use case-study scenarios to facilitate an interactive discussion on how managers can insure their tennis program is one of the best in class and ready for future growth.

Great tennis operations include creative and engaging programs delivered by an enthusiastic and knowledgeable tennis director. Mark will define the role of the manager in insuring that the club’s tennis program has both, and is prepared for the membership growth which tennis promises.

Finally, participants attending this session will discover the Seven Habits of Effective Tennis Directors and learn about new industry programs such as Cardio Tennis; Quickstart Tennis (for children 6 – 10) and new Flex-Leagues. Interactive, informative and timely, this session is a must for any manager with a tennis program.

As a result of participating in this program, participants will be able to:

1. Assess how the growth in tennis participation has and will impact the type and level of services for tennis playing members.

2. Identify the components of a creative and engaging tennis program that is targeted to specific player types and demographics.

3. Apply the Seven Habits of Effective Tennis Directors as a performance measurement tool in review of their tennis program and Tennis Director. (Golf, Sports & Recreation Management)

CONFERENCE EDUCATION PROGRAM - FRIDAY
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Friday, February 12

7:00 a.m. – 8:30 a.m.

Marketing Missteps From a Tax Perspective: Are Your Marketing Efforts Causing Your Club Trouble?

Mitchell L. Stump, CPA, Club Book Series

The marketing efforts of a club, unchecked, could be causing significant trouble from a tax and accounting perspective. Mitchell L. Stump, CPA, will be reviewing some of the more creative marketing efforts and new programs that have been brought to his attention during the past year. He will wear his former IRS agent’s tax hat in analyzing these transactions. Additionally, questions regarding how these transactions affect a club’s private status and the public accommodation rules will be raised for further discussion with their attorney.

As a result of participating in this program, participants will be able to:

1. Gain an understanding of the tax laws triggered with each new activities and promotions being offered by the club.

2. Identify club specific tax laws that come into play with new and unique marketing efforts. (Accounting & Financial Management; Membership & Marketing)

Friday, February 12

7:00 a.m. – 8:30 a.m.

When Adults Need a Time Out: Naughty Members and the Member Discipline Process

Robyn Stowell, Holme Roberts & Owen, LLP

Members are still behaving badly in all the usual ways, but today’s economy has introduced new potential discipline matters. While clubs struggle to balance their service and member satisfaction focus and the club’s overall welfare, more clubs are invoking the "conduct unbecoming" provisions of their club documents to discipline members. Complying with the club documents may present an issue for clubs that cannot afford to expel a member who is paying dues. There are specific legal requirements that govern the club’s membership discipline process. It is important that clubs consistently follow these processes specifically to avoid legal liability. Ignoring bad behavior is not an option. The speakers will provide entertaining true stories to demonstrate what a club should and should not do when a member behaves badly.

As a result of participating in this program, participants will be able to:

1. Identify the legal principles and requirements related to member discipline.

2. Identify how to review their club’s governing documents to insure that they are up to date.

3. Evaluate the club’s discipline process to determine whether it needs to be updated and confirm that it is consistent with the club documents. (Club Governance; External & Governmental Influences)

Friday, February 12

7:00 a.m. – 8:30 a.m.

The Impact of Climate Change and Climate Change Regulation on the Golf Industry

Steven Hoch, Brownstein Hyatt Farber Schreck, LLP

No matter what part of the country your course sits in, climate change is the subject of substantial discussion. It’s widely agreed upon that some climate change is inevitable which means that some planning by the industry is needed to take these changes into account, not only for the viability of current courses, but for the creation of new courses as well. Also, beyond the actual change is a need to deal with the politics of climate change which will, the presenter believes, have a significant impact on the industry. Given the predictions about climate change, there will be changes affecting the golf industry’s economics as well. The speaker will discuss the general scope of these changes which will include: direct impacts - impact on days for play, impacts on turf, trees and landscape, water supply; impact of regulations - vehicle miles traveled, green buildings, greens/grounds maintenance, power consumption. Also discussed will be some positive issues: carbon sequestration, offsets and other areas.

As a result of participating in this program, participants will be able to:

1. Assess the necessary response to expected climate change regulations that will affect operations, maintenance and revenue.

2. Adapt to the realities of climate change politics that will affect operations, maintenance and revenue.

3. Plan to get ahead of the curve on the issue of climate change.

4. Determine the economic benefits from climate change. (External & Governmental Influences; Golf, Sports & Recreation Management)

Friday, February 12

7:00 a.m. – 10:00 a.m.

The Foundations in the Standard of Care for the Prevention, Recognition and Management of  Drowning and Aquatic Injuries

Gerald Dworkin, Lifesaving Resources, Inc.

Drowning is a significant health concern within the United States, regardless of whether or not lifeguards are provided. When an incident occurs at a guarded facility and the lifeguards fail to appropriately prevent, recognize or manage the incident, it is usually due to the fact that the lifeguards were not qualified, even though they are certified as having completed a lifeguard training program. This fast-paced and intensive three-hour program provides what is considered the standard of care for aquatic facility and lifeguard operations and includes numerous audio and video segments of actual incidents or news stories about those incidents. This will be a real eye-opening experience for everyone in attendance.

As a result of participating in this program, participants will be able to:

1. Identify the PRM Factors of aquatic facility operations including the need to prevent an incident from occurring.

2. Recognize the potential for an incident and how to manage it.

3. Recognize the need to qualify lifeguard personnel through site specific pre-service and in-service training, rather than simply using certified lifeguards.

4. Identify why lifeguards may fail to recognize an incident due to one of the RID Factors (Recognization, Intrusion, Distraction).

5. Conduct a threat assessment of the facility and to implement an appropriate and effective risk management program. (Golf, Sports & Recreation Management)

Friday, February 12

7:00 a.m. – 10:00 a.m.

This Much We Know for Sure… aka the 100 Best Ideas Presented at the 2009 CMAA Conference

Dick Kopplin & Kurt Kuebler, CCM, Kopplin & Kuebler, LLC

Kopplin & Kuebler, LLC, is a CMAA Bronze Advantage Partner

This program will summarize the 100 best ideas from the 64 sessions presented at the 2009 World Conference on Club Management in New Orleans. Dick Kopplin and Kurt Kuebler have more than 65 years of experience in the private club business and it is through that prism of experience that they have listened to all 64 presentations from last year’s Conference speakers. Dick and Kurt will discuss the best 100 ideas that they have gleaned from these presentations so that club managers can engage that information at their clubs. (All competency areas)

Friday, February 12

8:45 a.m. – 10:15 a.m.

Social Media: Time to Get Your Feet Wet

Patti Shock, University of Nevada, Las Vegas

Are you taking advantage of the marketing options available using social media? Web 2.0 has provided the means to communicate in new ways. This session will illustrate the use of a variety of applications in the club environment, including Twitter, Facebook, LinkedIn, Blogs, Wikis and others.

As a result of participating in this program, participants will be able to:

1. Identify how social media can be effective in the club environment.

2. Develop and implement an integrated social media program for their club.

3. Compare and contrast various social media options and decide which would provide value for their club. (Membership & Marketing)

Friday, February 12

8:45 a.m. – 10:15 a.m.

Master the 12-Minute Pre-Shift Meeting

Andreas Stangenberg, Q-Principle, Inc.

Research has confirmed that the majority of pre-shifts or stand up meetings are ineffective, boring and predictable. A 10-year associate could conceivably have experienced 2,400 meetings in their career and getting excited about meeting number 2,401 is difficult. This session will challenge the current type of meetings and supply participants with content to enhance their meetings and turn a generally predictable process into a creative and productive learning experience. Each participant will be challenged to participate through games, role-play and improv by fusing innovative material with blended learning techniques. The games and creative content are designed for immediate implementation at their home club.

As a result of participating in this program, participants will be able to:

1. Minimize the fear of public speaking.

2. Recognize the importance of pre-shift meetings.

3. Create, design and conduct pre-shift meetings.

4. Connect with their staff through creative meetings. (Interpersonal Skills; Leadership)

Friday, February 12

8:45 a.m. – 10:15 a.m.

Behind the Green Door – Opportunities to Reduce Energy

Richard Callender, Callender and Associates, Inc.

"Going green" has become a way of life for businesses and the general public alike and clubs are not exempt from this. Reduction in energy consumption is not only smart financially but it is the right thing to do. This session will cover topics such as:

· Starting your program with a "Phase I Energy Audit"

· Retrofit-commissioning of existing buildings

· Repairing, replacing or renovating HVAC systems

· Benefiting from direct digital controls

· Monitoring systems operation

· Obtaining a lighting retrofit proposal

· Operating kitchen hoods with no makeup air

· Activating or installing economizer systems

· Replacing inefficient boilers and water heaters

· Including geothermal cooling/heating on new projects

· Utilizing outside air heat exchangers for exhaust systems

· Installing solar window film

· Adding insulation

· Financing, rebates and tax credits for energy upgrades

As a result of participating in this program, participants will be able to:

1. Identify major energy consuming systems and implemen conservation measures.

2. Understand how basic HVAC systems operate.

3. Implement methods of energy conservation.

4. Obtain financing, rebates and tax deductions. (Facilities Management)

Friday, February 12

10:30 a.m. – 12:00 noon

You Sold Me a Bill of Goods and Bought Yourself a Lawsuit (and Other Very Bad Decisions in Membership Marketing)

Robyn Stowell, Holme Roberts & Owen, LLP

Today’s economic climate has caused members experiencing financial stress to suddenly remember the representations and misrepresentations made when they originally purchased their membership in your club. In addition, the economic challenges in membership sales may pressure membership marketing personnel to paint the rosiest picture of the club and membership in the club. The end result is a potential for litigation and liability to the club. The speaker will cover legal requirements and best practices in membership marketing and sales, including updating the club’s documentation, properly completing membership files and supervising a club’s membership sales staff to avoid liability.

As a result of participating in this program, participants will be able to:

1. Identify the legal principles that govern membership sales.

2. Recognize how to complete the membership file properly and the important legal reasons for doing so.

3. Implement plans for supervising membership sales staff. (Membership & Marketing; External & Governmental Influences)

Friday, February 12

10:30 a.m. – 12:00 noon

Maximizing Private Club Food & Beverage Profits in a Challenging Economy

Michael Holtzman, Profitable Food Facilities

The food and beverage operation may be the most difficult area to manage within the context of a private club operation, particularly in this economy. This seminar demystifies the complexities of food and beverage by revealing the necessary tools and procedures that management can use. Once the food and beverage operation is set up for success, the speaker will discuss the menu engineering and the advanced steps to maximize the potential profits of the operation. There is a fine line that separates maximizing profits and affecting the guest experience. This seminar is about following that line without crossing over.

As a result of participating in this program, participants will be able to:

1. Implement and apply the necessary systems and controls for better profitability.

2. Discuss different aspects on how to properly market the food and beverage operation.

3. Identify the advanced strategies for purchasing food products at a competitive price.

4. Recognize the advanced systems in food and beverage that will increase sales and profits and increase member retention. (Food & Beverage Management)

Friday, February 12

10:30 a.m. – 12:00 noon

Service You Want Members Talking About

Bob Coulter, JP Horizons, Inc.

We know members will be talking about our service… regardless. Delivering incredible service in every situation will happen not only when we know the right things to do, but when we know our own strengths and weaknesses, when we can read our own emotions and when we have a clear sense of our self-worth as we approach members every day. By taking a fun look at our personal approach to service, it’s possible to sincerely connect with our members and give them what they are looking for. In this session, Bob Coulter will take a creative look at the three components of great service; warm welcomes, magic moments and fond farewells.

As a result of participating in this program, participants will be able to:

1. Identify the difference between the tasks they perform and the essence of their work.

2. Develop training programs to work smarter so members and employees can enjoy a better quality of life.

3. Expand their communication skills as the vehicle of exceptional service. (Interpersonal Skills)

Friday, February 12

10:30 a.m. – 12:00 noon

Is Your Leadership Showing? How to Keep Your Sea Legs During an Economic Squall

Arch Stokes, Shea Stokes Roberts & Wagner ALC

Welcome to San Diego, the year-round sailing capital of the world.

Tough economic times are stirring up choppy seas for club managers. What kind of leadership do you show as you face stormy weather?

· How do you keep your finances from running aground during tough times - dues, membership, collections and costs?

· How do you maintain ship-shape service with the resources you have?

· How do you make headway with your facilities in changing winds?

· How do you navigate your way through the board of directors?

· How do you keep your members happy without being thrown overboard?

Arch Stokes helps you demonstrate real leadership when you’re heading into a gale, so you can make sure it’s smooth sailing for your club!

As a result of participating in this program, participants will be able to:

Identify leadership strategies that work in a tough economic climate. (Leadership)

Friday, February 12

10:30 a.m. – 12:00 noon

How the Club Managers Association of America Members Can Perform Better, Live Stronger and Dream Bigger

Fred Schafer, Building Better People

Fred "The Fit Food Dude" Schafer, MS, CFT, brings an integrated approach in moving others to perform better, live stronger and dream bigger. His dynamic speaking style, cutting edge content and humorous lessons on the "Mistakes of Mediocrity" and the "Strike Back Solutions" we can take to move out of our comfort zone and into our high performance zone will provoke, persuade and propose ways of thinking and acting differently and succeeding more convincingly.

The Fit Food Dude is a high performance wellness coach, fitness therapist, food & nutrition consultant, author of two books and a nationally recognized conference speaker on enriching the condition and performance of people. His high energy message is often the top rated session at events due to the helpful, hilarious and heartfelt content that audiences receive to increase effectiveness and enrich lives. Prepare to be equipped to explode into a stratosphere of rewarding results.

As a result of participating in this program, participants will be able to:

1. Identify the most overlooked step in achieving a superior level of performance, wellness and career success and how to implement that step.

2. State what under-stressing the body and overstressing the emotions does to the health of their brain and body and how to counter negative stress while improving every aspect of performance, quality of work and life and sustainability.

3. Identify a simple, safe and enjoyable way to reduce heart disease risk by 23 percent, lower blood pressure and cholesterol and reduce the effects of aging on your body by 15-20 years.

4. Improve their productivity and that of their managers/supervisors while increasing their ability to stick and stay on task till they reach their goals. (Human & Professional Resources; Leadership)

Friday, February 12

2:30 p.m. – 4:00 p.m.

Club Manager as a Performance Coach

Bob Coulter, JP Horizons, Inc.

It is essential that managers develop leadership skills in order for them and their clubs to grow. When a club manager learns how to define what a win looks like for the team, and then learns how to coach and direct performance toward those wins, great things happen. With a focus on short- and long-term successes for the club manager and the individuals in every department, everyone becomes accountable and energized by their contribution to the club and its members. In this fun session, Bob Coulter will explore the Four Steps to Great Coaching and will send each participant away ready to lead with courage, candor and consideration.

As a result of participating in this program, participants will be able to:

1. Recognize the evolution that needs to occur when an employee goes from being a doer to being a coach.

2. Construct a win-win agreement with each direct report.

3. Develop skills that put them in a position to facilitate productive coaching conversations.

4. Establish the discipline to document what is important in coaching situations and building a structured approach for follow-up. (Leadership)

Friday, February 12

2:30 p.m. – 4:00 p.m.

The Private Club Fitness Center: Getting It Right!

Herb Lipsman, The Health Club Company

This presentation will provide the audience with a clear and concise overview of the essential ingredients that go into planning, design, construction and operation of new or expanded fitness facilities for a club. Topics will include:

· Membership Demographics & Survey

· Industry Data & Trends

· Utilization Formula

· Effective Communications with Board and Membership

· Selection of Architect, Builder, Construction Manager and Consultants

· Development of Furniture, Fixtures and Equipment Schedule and Selection Process

· Program Development

· Operating Pro Forma

· Staffing Model and Selection Process

· Marketing and Public Relations

As a result of participating in this program, participants will be able to:

1. Identify the steps to design a fitness center that will meet the needs of the membership currently and for decades to come.

2. Develop a capital budget and operating pro forma that will be acceptable to the club board and membership.

3. Attract highly competent professional staff with solid people skills.

4. Establish the right programs and services and keep the club fitness center up-to-date with industry trends.

5. Avoid several common pitfalls and/or costly mistakes that can spell disaster for such a project. (Golf, Sport & Recreation Management)

Friday, February 12

2:30 p.m. – 4:00 p.m.

Financial Management and Interpretation for Operations and Strategic Planning

Ron Piner, CPA, Saggar & Rosenberg, PC

The presentation will inform, educate and entertain regarding the creation, use and interpretation of financial information. The club manager and golf professional have many needs in the area of financial management ranging from operational to strategic planning. Generating internal management statements to help manage inventory purchasing, profitability and the bidding process (such as for large parties and the like) along with the ability to interpret such statements is vital to the manager. There will be discussion regarding budgeting, capital budgeting, financial ratio management and planning for the future of a given club. Completion of the discussion will focus on the differences in managing a club that is for profit from one that is tax-exempt.

As a result of participating in this program, participants will be able to:

1. Design operational statements and budgets.

2. Interpret and take action on financial information.

3. Develop a bid model for parties and gatherings. (Accounting & Financial Management)

Friday, February 12

2:30 p.m. – 4:00 p.m.

Membership Marketing for the 21st Century

Bonnie Knutson, Ph.D., Michigan State University

Presented by Premier Club Services®

This session is based on the 2009-2010 PCS Signature Item, Membership Marketing, a contemporary look at proven ways to keep the members you have while attracting new ones. Written by Bonnie J. Knutson, Ph.D., a professor in The School of Hospitality Business, Michigan State University, this resource will help your club focus its marketing activities while adapting to changing member demographics and psychographics and the chaotic business environment in which clubs exist today.

As a result of participating in this program, participants will be able to:

1. Adapt their club’s marketing focus to the changing demographics and psychographics of today’s club member. (Membership & Marketing)

Friday, February 12

2:30 p.m. – 5:30 p.m.

Clubs and the Economy Roundtable

Moderated by Kurt Kuebler, CCM, Kopplin & Kuebler, LLC

Kopplin & Kuebler, LLC, is a CMAA Bronze Advantage Partner

The current economic climate is affecting industries worldwide and the club business is no exception. CMAA recognizes that many managers are facing challenges created by the current economic state. Attendees at this session will have an opportunity to interact with industry experts as well as fellow club managers to share practices that have been successfully implemented in clubs during economic downturns. This program will highlight real world methods used to lead clubs in a continually challenged economy. The speakers will allow ample time for peer-to-peer roundtable analysis and discussion of pre-determined topical club issues.

As a result of participating in this program, participants will be able to:

1. Identify what other clubs are doing in the face of this economy in terms of becoming more relevant and valued to their members.

2. Network with managers from similar clubs. (All Competency Areas)

Friday, February 12

4:15 p.m. – 5:45 p.m.

Developing an Effective and Successful Mentoring Program at Your Club

Speakers: TBA

This interactive program will discuss the role of mentoring future club leaders. Successful mentors and mentees will share their experiences with developing worthwhile mentoring programs. Many club managers have an abundance of knowledge and experiences to share with future leaders, however, many managers do not realize the value or rewards of giving back to the next generation. In addition, many managers do not believe that they have time or the patience to mentor younger club managers (Generations X & Y). This session will present the positive characteristics of successful mentors, generational differences, the concept of reverse mentoring and the rewards of becoming a mentor. Managers will leave this session with a new outlook on their role within the club, the role of an educator. (Leadership)

Friday, February 12

4:15 p.m. – 5:45 p.m.

Communicate Like Winston Churchill: Lessons on Speaking, Writing and Leading From One of the Greatest Communicators of All Time

Lee Silber, Deep Impact Training

Winston Churchill is known as one of the greatest communicators of all time. He was masterful as a speaker, writer and leader. In this program attendees look at the communication skills that can be learned from Churchill and all the ways they can apply them when managing a club. This includes the things that make more of an impact when giving a presentation, the most important words and phrases to make everything they write work just the way they want it to and the things they can do and say to motivate and get the most out of their staff. This is truly a show and tell program. Participants will see clips of Winston Churchill in action and then have a chance try out these techniques themselves.

As a result of participating in this program, participants will be able to:

1. Command the stage, work a room and give a great speech.

2. Identify proven strategies to get people to read and respond to what they have written. (Interpersonal Skills)

Avoiding IRS Audit Risks: Protecting Your Club’s Tax Exemption From IRS Scrutiny

Jeffrey Tenenbaum, Esq. & Matthew Journey, Esq., Venable LLP

In recent years, the IRS has engaged in significant compliance and enforcement efforts regarding the practices of the entire tax-exempt membership organization industry. Private membership clubs have not been spared from such scrutiny. Between March 2008 and May 2009, the IRS has revoked the 501(c)(7) status of at least 19 membership organizations. These results demonstrate that the IRS is in the process of aggressively reviewing the exempt status of a significant number of membership clubs. Through a description of the some of the methods used by the IRS to select audit targets and a discussion of common issues reviewed by the IRS, the goal of this presentation is to inform club managers about ways to:

· Protect their clubs from IRS scrutiny prior to an audit.

· Avoid red flags in IRS filings.

· Take certain steps in the event of an IRS examination.

As a result of participating in this program, participants will be able to:

1. Identify aspects of their own organization’s activities that may present IRS audit risks, and how to conduct such activities safely.

2. Take steps to reduce the audit risks for their own organizations and avoid raising red flags in IRS filing that may increase the probability of being audited by the IRS.

3. Identify the different types of IRS examinations and, if audited, know the level of scrutiny that particular examinations will entail.

4. Protect their club’s tax-exempt status before, during and after an IRS examination. (Accounting & Financial Management; External & Governmental Influences)

Friday, February 12

4:15 p.m. – 5:45 p.m.

Private Club Spa: Get More Bang for Your Buck

Chris White, WTS International

Generally agreed to be the most popular new amenity on the club scene, spa facilities are like other club departments in that they need proactive management to have maximum impact on the club’s membership and club life. Learn key aspects of facility planning and design. Understand the financial performance potential of these areas. Hear about the best and most successful operational practices now in use in club spa facilities. Attendees will get an overview of the industry’s planning and performance in these areas and hear a detailed case study of a successful program in its 3rd year of operation.

As a result of participating in this program, participants will be able to:

1. Identify how a spa can contribute to the quality and value of the entire club.

2. Determine how much of a facility their club needs to fully exploit the potential of a spa.

3. Communicate the idea of a spa to Boards, committees and the general membership.

4. Locate, manage and retain the talent needed to operate these important club departments. (Golf, Sports & Recreation Management)

CONFERENCE EDUCATION PROGRAM - SATURDAY

Conference Education Program - Monday
Conference Education Program - Tuesday
Conference Education Program - Wednesday
Conference Education Program - Friday
Conference Education Program - Saturday
CMAA Conference and Golf Industry Show Schedule

Saturday, February 13

7:30 a.m. – 9:00 a.m.

A Trench Digger’s Guide to Facilitation

Gregg Patterson, The Beach Club

Facilitation skills are critical to the "Manager as Leader." Managers must be catalysts for conversation. They need to know how facilitation builds team and community, how it is at the core of market research and how facilitation will make them wanted, needed and beloved. To be effective leaders, they need to facilitate conversation and generate enthusiasm in a group setting. They need to get staff to speak up, to provide input and to express opinions. They need to get boards and committees to speak up, to enter into the dialogue and to engage in spirited debate. They need to be coaches for their supervisors, chairmen and presidents by explaining the importance of facilitation and discussing the need for and practices critical to successful facilitation. This seminar will outline practices that will help every manager become the facilitator they need to be as leader of the club’s culture. (Leadership)

Saturday, February 13

7:30 a.m. – 9:00 a.m.

Five Strategies for a More Profitable Retail Operation

Lisa Langas, Association of Golf Merchandisers

Today’s challenging economic climate and industry temperament require a facility to focus on the profitability of all areas of business within the club to ensure that each department is operating at its maximum potential. This includes the club’s retail operation. The time has come to view this area of the operation for the opportunity it is; a sustainable and growing profit center.

This seminar will highlight five strategies which will allow you to not only identify missed opportunities, but also to focus in on where you are losing profits, what business practices need to be in place to regain profits and provide a framework to ensure you and your staff can implement the strategies into your retail operations immediately. The program will focus on inventory control, initial markup, markdowns, sales strategies and visual condition and presentation of merchandise in the golf shop.

As a result of participating in the program, participants will be able to:

1. Determine how much inventory they need to carry.

2. Calculate markup to meet their profit goals.

3. Plan markdowns to maximize profit.

4. Utilize staff schedules to increase sales. (Golf, Sports & Recreation Management)

Saturday, February 13

7:30 a.m. – 9:00 a.m.

Maximize Your Purchasing Power

Dawn Prebula, VGM Club, Resorts and Gaming

Dawn Prebula will lead an interactive discussion providing helpful insight on ways to maximize a club’s purchasing power through the supplier selection process and improved contract negotiations. Create lasting results by developing trusting supplier relationships.

As a result of participating in this program, participants will be able to:

1. Save time by improving the supplier selection process.

2. Save money by increasing the value of supplier relationships.

3. Develop supplier relationships.

4. Cut expenses by taking advantage of economies of scale. (Accounting & Financial Management; Food & Beverage Management)

Saturday, February 13

7:30 a.m. – 9:00 a.m.

CMAA Certification Update

Sharon Means, CMAA & Joe Perdue, CCM, CHE, University of Nevada, Las Vegas

This annual certification update will review the requirements to sit for the Certified Club Manager exam. It will include a discussion of the qualification procedures, study strategy and the exam format. Individual questions will be addressed. (All Competency Areas)

Saturday, February 13

7:30 a.m. – 9:00 a.m.

"Fire" Proof Your Career

Joseph Garves, CCM, Bloomington Country Club

You cannot guarantee that you’ll never be terminated from that plum job, but what happens if you are? Are you prepared? What can you do to get prepared? In this highly interactive seminar, Joe walks you through monitoring key changes in your Board of Directors, documenting your achievements and a personal SWOT analysis. He’ll give you insight into those people who threaten your future and what they want from this change in management. Do you have an exit strategy? If not, this seminar is for you.

Joe will give you his insight into the biggest problems with most résumés and the interview process. He’ll discuss what makes up a personal portfolio and how it can help you get that next perfect club management job. He’ll also leave you with more than 175 of the most common questions you’re likely to be asked and how to ace the interview.

As a result of participating in this program, participants will be able to:

Identify the subtle changes in Board dynamics that could threaten their position.

Recognize the things they can do now to be prepared if they should ever lose their position. (Human & Professional Resources)
