. KemperSports™

To: Tony Zahrn, President LFCC

From: Justin Waffle

CC: Board of Directors, Dean Lytton
Re: Lincolnshire Fields Country Club

The following is Lincolnshire Fields Country Club’s financial and operational summary report for February.
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Overview:

Lincolnshire Fields
Standard Sunmay Income Statement
For the Four Months Ending February 26, 2020
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Champaign experienced cold winter through the month of February resulting in less member usage than in years past.
Food and Beverage revenues continue to be the club’s major hurdle missing budget by roughly 40% for the month
and down 27% year to date. Payroll was flat to budget while expenses were significantly under budget and prior year
for the month of February. A significant focus was placed on hiring and training for the front of house service staff.
In addition, the team worked on a new strategic plan for our Summer Food and Beverage operation. Overall, much

was accomplished to prepare for the upcoming season.



Similar winter programming continued through the month of February. The club offered Wild Wednesdays,
providing patrons discounts on chicken wings and drinks. The kid’s room continued to be a great hit on
Wednesday nights, and we extended the offering to our Valentines Dinner with the addition of babysitting service.
The King of Clubs on Thursday nights alternated between Chicken and Shrimp nights. Friday nights we offered a
variety of options from Fiesta Fridays to Prime Rib Night to Lent fish specials. Unfortunately, we had to cancel
two events in February. Ladies night was canceled due to weather and the Winter Informal was canceled to low
participation. The staff was anticipating a similar night to Harvest Beer Fest which generated significant F&B
revenue.

The momentum continued in Golf and Membership through the month of February. Rob Walls, Head Golf
Professional, was able to secure two new large golf outings totaling six new outings for the year. These outings will
provide the club roughly $50k in unexpected income and exposure, helping to accelerate membership growth. Sara
has also been very busy adding ten new members in February. Her experience has proved invaluable, driving twenty
new memberships YTD and has several more interested to join in March. These added events and memberships will
assist in making up for miss in F&B revenues through the first quarter.

Financial Performance:

Revenues:

Great momentum has been created with outstanding membership sales through the first third of the year.
Traditionally, the club onboards an average of five new members through this time period; however, Sara has been
able to obtain twenty new members YTD and has several more interested. The membership dues line continues to
outperform budget / ptior year and shows no signs of stopping. At current pace of member additions and attrition
the club should see large gains in this department by year end. Dues were $1.0k above budget for February and year
to date are roughly $§7k ahead of budget. If trend continues, we will realize increased dues revenue by year end.

Reduced usage has caused the club to miss overall revenue budget by 10% for the month of February and is
currently down 8% for the year. Food and Beverage continues to face the greatest challenge missing the
department’s budget by roughly $12.8k in February and is down YTD by $55.4k. With the bitter cold wet weather,
the Golf Department also struggled to hit budget. Most of the golf revenue was generated by shipping charges with
a small portion driven by merchandise sales.  Overall, revenues totaled $147.1k on a budget of 162.9 and prior year
of $146.7k. YTD revenues are down 8% to budget and down 1% to prior year with much of the shortfall coming
from Food & Beverage a la carte sales and small portion to golf merchandise.

Payroll:

Payroll for the month was over budget by $2.1k while YTD remains flat to budget. The team collectively overspent
3% in payroll expenses which was roughly 10% higher than prior year. As expected, the Grounds department was
slightly over due to the continued long-term care coverage for one employee that’s out on medical leave. All other
departments were at or below budget for the month of February. YTD the staff has done their best to manage the
budget but have not managed the flow through expectations. One factor that has increased payroll was several
individuals decided to accept benefits, increasing payroll related costs. Currently, we are looking into methods
where we can provide additional savings to ensure a better flow through to the bottom line.

Expenses:

Expenses were significantly under budget and prior year. Majority of savings came from the admin department.
Utilities and computer supplies were much lower than estimated ($4.5k under budget) and we received a sizable
credit from the cleaning company ($2.2K) providing a $8.1k savings for the department. There were slight overages
in Maintenance ($500), Golf ($230 Shipping Charges) and F&B ($740 repairs to beer taps & travel to Kemper
conference). Overall, the club saved $6.8 in operating expenses in February and year to date all departments have
combined to save 1% to budget. We’ve implemented stringent controls to create further savings to hit flow through
expectations.



Summary:

Overall, the club has work to do catch up to budgeted EBITDA as we are down roughly 57% to budget YTD.
Membership and outings will help to make up ground throughout the year. The team will take a hard look at where
we can manage payroll and expense to help us exceed expectations, manage the flow through and ensure we hit
budget. We are hopeful the weather improves for March, so we increase patronage and club usage.

Key Performance Highlights:
e  Membership Dues Revenue was roughly $125.7k on a budget of $124K and prior year of $117.0k.
e Total revenues $147.1k on budget of $162.9k and prior year of $146.7k.
e Payroll was over budget by $2.1k and over §7.4 k to prior year for the month of February.
e Expenses $6.8K under budget and under $8.5k to prior year for the month of February.

e COS finished at 12% for merchandise on budget of 58% and prior year of 63% and Food and Beverage
will finish at 66% on budget of 43% and prior year of 57%.

Key Performance Issues:

e Canceled Events: The Winter Informal was scheduled for February 22" but was cancelled due to low
reservations. One week before the scheduled event there were less than 15 member reservations for the
premier winter social event. We’ve analyzed our marketing strategy and will make additional changes to
promote future events. Also, the Ladies Night was cancelled due to the winter storm. The forecasted
revenue miss was roughly $5k for both events.

Key Actions to Drive Performance:
e C(Closing of Stone Creek
o Golf Outings: Secured an additional two new outings for 2020 totaling six new outings for the year.
Planned revenues for these events should exceed $50k.

e Membership: Sara has been very proactive in cultivating leads and referrals, leading to 16 new members
YTD. The pipeline is filled with additional prospects which will drive future sales in the upcoming
months. Plan to increase IF fees as the year progresses.

e (alendar of Events: The team has developed a social calendar for the year to be presented at the next
social committee meeting and published after approval. Several new events have been added to the
robust calendar. The yearly calendar was developed to increase participation and advanced reservations
for events.

e Stingray Strategy: Management team has finalized a summer food and beverage plan to help increase
quality, improve consistency and expand operational hours of all food and beverage outlets.

e Capital Projects: The management team and house committee have developed a capital improvement
priority list for the facility. Several projects are being researched for viability. Bids for new pool furniture
and clubhouse improvements are being analyzed. Lastly, computer upgrades needed to enhance security
and functions are planned to be finished in the next couple of weeks.

e Attended KSLC and obtained new ideas through breakout sessions and guest speakers.



Membership Count YID:

Budgeted Current Budgeted Current Budgeted Current | Dues Add /
Adds Adds Subs Subs Lost
Membership
Category
Equity 155 156 1 4 4 6
Junior 35 45 43 2 7 3 5
Junior 35-37 19 22 1 1 2 1
Junior 38-39 16 16 1 2 0 0
Honorary 38 37 0 0 1 2
Social 84 91 0 5 5 5
Dining 16 16 0 1 1 2
Non Res 11 10 1 0 1 1
Uofl 4 4
Total 388 395 6 20 15 22

Membership Status as of 2.29.20: Sara Michael, Membership Director

Sales:
e New Membership
o 5]r
o 3 Equity
o 2 Social
Marketing:

Promotions: continuing to partner with Realtors and Promote the Club

Facebook: Consistently posting on Facebook. Working on inviting people to join both groups. Creating
events and building content.

Canva: Designing and branding what LFCC will look like from here on out. Finished setting up Monthly
Newsletter design and weekly updates.

Instagram: Working on the buttons and cross posting on Facebook.

Member Relations:

I'm currently trying to meet and connect with current members. I believe in building a relationship with all
members and making sure they know how important they are to the club.

Started Member Spotlight in Newsletter and working on a Board
Building up the Lady’s night and working with that group of the membership.
Working on the referral program and following up with all member leads

Other Services:

Working on the App

Push Notifications
Membership Spotlight Post
Promote member events



March Expectations:

e Sign up 5 members
e Continued working referrals
e Refresh our website
1. Add tab for Events to link to various social media
2. Add Social Media buttons
#£Still working on this, I am going to have to reformat all the current content and zip the files so we can have
more media storage on the webpage**#¥*

e March 13t I am hosting a styled shoot for the ballroom to improve marketing images

e Visit 6-8 businesses in Champaign to discuss opportunities to host golf outings, business meetings, private
events and membership.

e Attend Chamber Events
e Attend some of the fun events at the club to meet more members.

Wins

We are currently featured in several houses that are listed in the area as an amenity of the neighborhood. I have
made a lot of progress with the realtors in this area to focus on growing the club and getting our information out in
the neighborhoods!

Golf Report: Rob Walls, Head Golf Professional

In February the course saw no play. There were cold temperatures and wet conditions for much of the month and
the golf course did not open. This is consistent with February of last year.

For the month, merchandise sales were $423.75 versus a budget of $3,099. Special orders accounted for $101 of the
total sales for the month in comparison to $1,500 in February of 2019. The lack of traffic through the club house
has severely limited sales this off-season. Cost of goods were at 5% for the month as we realized some eatly pay
discounts that were not factored into the receiving cost. This discounting always hits early in the season and levels
out as the season continues. The cost of goods number was affected in the same way in 2019, but because sales
were much higher, the discounts did not have as great an effect. The weather has begun to turn, and we will expect
a better month in March.

Some additional notes regarding golf activity:

- The golf department has little flexibility in payroll as I am the only person working right now.

- 2020 Golf Calendar was finalized and approved.

- A new assistant has been hired for the 2020 season! Matt Brownfield was interviewed twice in
December and offered a position that he accepted. He grew up in Urbana, and we are excited to have
him start in April.

- An addition shop assistant has been hired from Stone Creek. Max Harmon is interested in a career in
golf and will be a valuable addition to our golfing team. We look forward to growing Max into a valuable
asset moving forward.

- Have added five new outside golf events. These outings offer great revenue potential at around $10k per
event.



Grounds Recap: Scott Werner, Superintendent

The month of February continued in a mostly winter weather pattern and prevented any consideration of opening
the golf course. A few snow and rain events continued the winter trend of abundant if not excessive moisture.
February expenses are almost right on budget, even though payroll continues to run a little high. Payroll continues
to be impacted by the loss of one of our full-time staff since early December to sick leave. This will continue to
impact our payroll into the spring as we will have to cover the lost full-time labor with seasonal labor. The year to
date overall numbers for Grounds are right on budget.

Grounds notes for February:

Outdoor work was again limited by both wet conditions and lack of frozen ground. Limited staff continued on tree
work when possible and snow and ice removals as needed. Indoor work continued on equipment and some course
accessoties.

Grounds projects during February:
e Performed regular leaf and debris cleanup in clubhouse areas.

e Completed repair and renewal of bronze course tee signs and yardage markers.

e Continued cleaning, preventative maintenance, repair, and sharpening of mowing equipment.

e Repaired and repainted several outdoor tables from Stingrays/Pool areas.

e Performed several snow and ice removals during the month.

e Completed replacement of approximately 20 deck boatds on #3 bridge — utilizing salvaged boards from #9 bridge
deck project.

e Attempted to diagnose power problem to circle drive lights before turning over to electrical contractor.

e  Assisted tree removal contractor with removal of 5 more trees and hauled brush from course when possible.

e  Worked with irrigation technician to develop a plan to repair a cracked pipe on a bridge crossing that was discovered
during system blowout.

February photos:

.....

1 S
and After

S I
ardage Plates

A

Tee Signs and Y — Before



The data in this report is compiled by utilizing the best information available from our operational reports for the
outlined month of operations. All information gathered is taken from the Jonas point of sale, internal departmental
checkbooks/invoice logs and accounting package provided by our home office accounting team.

Justin Waffle, PGA
General Manager
Lincolnshire Fields Country Club



