. KemperSports™

To: Dave Jones, President LFCC
From: Justin Waffle

CC: Board of Directors, Frank Merkel
Re: Lincolnshire Fields Country Club

The following is Lincolnshire Fields Country Club’s financial and operational summary for February 2019.
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Overview:

The momentum through February continued despite slow member usage throughout the month. Revenues continue
to be the club’s major hurdle missing budget by roughly 8%; however, there was slight growth over 2018.
Improvements in COG and expenses have ensured significant growth in EBITDA year to date over prior year.

On top of driving financial success, the team has worked diligently to deliver improved service and events. F&B
department continues to focus on training and improving process to ensure a better and more consistent member
experience. Our Friday night dining has increased as a result of team efforts to create a fun theme night, Fiesta
Fridays. Lastly, significant of time has been focused on the event calendar, developing tactical plans for our seasonal
outlets and event bookings.



Financial Performance:

Revenues: Revenues continue to be our number one shortfall. Member utilization year to date is down. Overall,
revenues are down 7% to budget for February and 5% YTD; however, we’ve showed slight growth over 2018. As a
result of slow usage, the Food and Beverage department has been impacted the most severely with revenues down
22% for the month and 11% YTD. Membership department continues to outperform prior year with an increase in
membership dues by 5%. Even with the increase over prior year we were short of budget by $3k in the month of
February and YTD we are flat to budget. The Golf department had no cart or green fee revenue and was just under
the merchandise budget. Even though revenues are down the team has made the necessary adjustments to maintain
the flow through to the bottom line.

Payroll: The team continues to do a great job adjusting to the slower months by monitoring staffing levels to
ensure proper flow through. The team collectively saved 12% in payroll expenses for the month and is down
roughly 9% YTD. All four major departments chipped in to ensure we hit budget. The largest savings came from
Grounds department saving roughly $4.5k while the F&B and Admin departments combined to kick in an
additional $5.4k in payroll savings. Lastly, the golf department added an additional $850 in savings. YTD the staff
has done a great job managing their payroll budget, helping to exceed flow through standards.

Expenses: For the fourth straight month we were under budget in total operating expenses. Even with the
adjustment to the chemicals line item in the Grounds Department we were able to save roughly $2k to budget. Each
department did their best to flex to help minimize the miss in Revenues. The largest savings came in the Admin
department, saving $11k to budget as a result of a credit received from the water company as well as being
significantly under in Real Estate taxes, repairs and Audit expenses. Cost of sales are slightly higher this month in
Food and Beverage due lack of product turnover as a result of slow sales. For the month F&B COS was 57%.
Opverall for the year, F&B continues to outpace budget with an aggressive 36% COS on a budget of 40%. Golf’s
COS came in at 63% for the month and is 92% for the year. Cost of goods are high due to liquidation sale we ran
in the first quarter of the year and will progressively come down as the year continues.

Summary: Overall, the month was very solid, as we continue to outperform to budgeted EBITDA. The team
continues to exceed expectations, managing the flow through and ensuring budget. EBITDA shows significant
growth over prior year, improving by roughly $33k over prior year and besting budget by $44k.

One area of concern is the membership dues line. In the first quarter the club experienced a high rate of member
attrition than we had budgeted. We have lost 15 members than budgeted and as a result we have forecasted an
annual miss in dues by approximately $25K. With our current financial position and slight adjustments to payroll
and expenses in upcoming months budget will still be attainable.

As we approach the season, the team is focused on increasing membership and offering an engaging social calendar.
Our number one focus in March is ramping up new member sales. Our pipeline for new membership continues to
grow with over 30 prospects in our database interested in membership.



Key Performance Highlights:

Membership Dues Revenue was roughly $117.6k on a budget of $120.8K and prior year of $111.8k.
Total revenues $146.7k on budget of $157.9k and prior year of $145.0k.

Payroll saved $11k to budget and was over prior year by $11k. for month of February. YTD we have
saved 9% to budget and are over 6% to year prior.

Expenses under $2K to budget and over $1.5k to prior year for month of February. YTD we have saved
10% to budget and prior year.

COS finished at 63% for merchandise on a budget of 75% and prior year of 37% and Food and Beverage
was 57% on budget of 40% and prior year of 46%. Y'TD cumulatively have saved 30% to budget and
34% to prior year.

EBITDA exceeded budget by $1k and has currently exceeded budget YTD by $44k.

Key Performance Issues:

Overall club usage was down- Cancelled Murder Mystery Dinner and low attendance at Host with the
Most.

Membership: Our largest opportunity is improving our membership count as we are down 23 net
members fiscal year to date on a budget of -10 net members. Extrapolating the membership miss out to
year end will cause a miss of about $25k. The pipeline is full, and our plan is to exceed budgeted adds in
the next quarter.

Key Actions to Drive Performance:

New 19* Hole concept- Architect produced CAD drawings for 19" hole improvements.
Established start dates for approved capital projects: Undetpass, Clubhouse extetior, A/V project
Developed strategic vision and brand statements for Food and Beverage.

Obtained three quotes for pool dining furnishings.

Reviewing our pool and stingrays plan- staffing, menu creation and logistics.

Confirmed dates and performers for Summer Concert Series at the pool.

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

Personnel:

Working on acquiring an Assistant Golf Professional for spring 2019.
Implemented seasonal staffing recruiting and acquisition timeline.



Membership Status (Stephen Dunn)

1 new member, 5 resignations, Net -4 for February

Total club membership = 395

Sales:
e 1 New Membership
0 Junior Member (1)
= Ryan & Caitlin Drake
Marketing:

Promotions: Our “19 in 19” membership program has been receiving a lot of interest. | am expecting continued
inquiries from the Champaign community to join with the great deals that are being offered within this program.
Our members are going to be great advocates for referrals and new members joining before pool and golf
seasons start. | look forward to adding many great new members to the LFCC family.

Facebook: Facebook posts go out at least twice a week (Wednesdays & Fridays) for upcoming events. | will be
posting more engaging posts on both Facebook pages to invoke more interaction amongst our members as well
as the community. | plan to post more pictures and updates of events as they are scheduled.

Public Instagram & Facebook: Instagram and Facebook posts on our public page go out 3-4 times a week to get
the members and community excited for the upcoming Spring and Summer. These posts are also a great
opportunity for free marketing to show off our golf course and the different social events that we host each
month.

Member Relations:

| am attending the larger social events to talk with our members about our Referral Program. | am receiving
feedback on what the club is doing well and what we can work on to improve the overall member experience.

Other Services:

Completed March Newsletter

Started working on the long project of updating members’ contact information and picture for their member
file.

Integral part of signing up a Pool Party for the Carle Physicians. This is a great opportunity to show our club off
and possibly add a few new members because of it.

March Expectations:

Sign up 5 members through our “19 in “19” Membership Program
Referral Program draws a lot of members to refer their friends and family to join before summer is here events
and membership.



Golf Report: Rob Walls, Head Golf Professional

In February the course saw no play. There was snow cover and cold temperatures for much of the month and the
golf course was not open. This is consistent with February of last year.

For the month, merchandise sales were $1,541.75 versus a budget of $11,726.28. Special orders accounted for
$1,500 of the total sales for the month. The lack of traffic through the club house has severely limited sales this oft-
season. Cost of goods rebounded to 63% for the month. Special order sales and early payment discounts allowed
for us to better our expected cost of 75%.

Some additional notes regarding golf activity:
- The golf department has little flexibility in payroll as I am the only person working right now.
- League and off-season projects are being finalized. Women’s programming is finalized.

- Search for a new assistant in in process. Interviewed two candidates with one on track to be hired before
the end of March.

- Lead generation and contact for 2019 outings is in process. Have three events confirmed for events with
several others showing interest.

Grounds Recap: Scott Werner, Superintendent

Winter weather continued throughout the month of February preventing any course openings, and most outdoor
work. Snow and ice removal, much indoor work, and a few outdoor projects were performed during the month.
An error between inventory and a non-posted invoice caused January financials to be off by around $8,000, which
will correct in the February financials. Most other expenses should be near projections during the month.

Grounds notes for February:
Attended the Golf Industry Show in San Diego. Welcomed Nick Stine into the vacant 2™ Assistant position.

Grounds projects during February:
e Assembled new hole by hole GPS irrigation maps for field use.
e Installed new ID labels on new color-coded valve box covers and began field installation.

e Installed new irrigation weather station on course with assistance from Rain Bird technician and completed
radio/computer interface to make station fully functional.

e Performed interior cleaning of irrigation pump house, began re-painting ceiling and walls, and installed new white
board to track irrigation and injector data.

e Performed some pruning and landscape cleanup in clubhouse area.

e Assisted tree removal contractor with removal of two large dead trees.

e Completed repair, touchup, and re-sealing of tee markers. (should consider replacement for 2020)

e Performed regular goose patrol with Earl. Many area resident geese hanging around during late month.
e Continued service/repair on grounds equipment.

e Continued grinding and sharpening of reel mower cutting units.

e Performed regular snow and/or ice removal on entrance, parking areas, and sidewalks around clubhouse.



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



