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Executive Summary

OverviewStatement

The St. Louis Curling Club (SLCC) is a 501(c)(3) not-for-profit organization founded in St. Louis, MO, in
2010 by individuals interested in the Olympic ice sport of curling. Following the Vancouver Winter
Olympic Games, our founding members began the organization, which remains the only curling club in
the St. Louis area. The founding members acquired curling stones, rented space at a local arena and
began to promote and teach the sport, which involves two teams of four attempting to score the most
points by delivering their curling stones closest to the center of a target at the opposite end of the ice.
Currently, the organization consists of approximately 64 members.

The SLCC has been operating for the past six years by renting ice time, first at the Fairview Heights

Arena in lllinois and currently at the Creve Coeur Arena in Creve Coeur, MO. Ice time has been limited

due to commitments to other recreational ice sports, s KA OK KAYRSNE GKS 2NHEI YAl
youth leagues, disabled leagues, and other programs vital to its mission. This lack of availability

combined with less-than-ideal playing conditions, resulting from use of an ice surface not dedicated to

curling, has prompted the SLCC to secure a dedicated curling facility within the St. Louis area.

Negotiations are underway to purchase or lease existing space, with the goal of opening the facility by

November 1, 2017.

Mission Statementand Purpose

The mission of the St. Louis Curling Club is to increase awareness of and participation in the sport of
curling and to promote the spirit of curling in the Greater St. Louis community.

By providing a first class sporting experience guided by the positive and motivating spirit of curling, the
SLCC will foster the growth of the sport among members of the community, including youth, adults,
seniors, and those with mental and physical challenges. The organization will develop programs that
lead to local, national, and international competition; coordinate and develop interscholastic
competition; and create public awareness and appreciation for the sport.

Businessand OrganizationalStructure

The SLCC is established as a non-profit corporation in Missouri and is registered as a 501(c)(3)
charitable entity with the Internal Revenue Service.

The Club is operated entirely by volunteers, and is managed by a seven-member Board of Directors.
Each member is elected for a period of two years at the SLCC annual meeting, ensuring that each year
3 to 4 members rotate onto and off of the Board. Following each annual meeting, the Board elects
four officers from its members ¢ President, Vice President, Secretary and Treasurer.



As needed, the board will appoint volunteer committee heads, coordinators and representatives for
various club positions both from the board and the Club at large.

Growth of Curling in America

New Curling Facilities are springing up across the United States, which demonstrates the demand for
and growing popularity of curling. Examples of new facilities established within the past 5 years
include those in Phoenix, Denver, Fort Wayne, Charlotte, Raleigh and Atlanta.

Curling is Growing in America
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Other recently established Curling Facilities have enjoyed success. In particular, we have detailed
information from two new facilities in Raleigh and Charlotte, which opened in May 2015 and October
of 2014 respectively. Both Clubs had approximately the same number of members as the St. Louis
Curling Club at the point when they made the move from being a one-night-per week arena club to
their own Curling Facility, making their circumstances very similar to the situation in St. Louis.

The chart below indicates the dramatic growth in the memberships of these clubs during their first 2-3
years. It is worth noting that neither club has yet to enjoy a Winter Olympic season since they opened.
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The St. Louis area boasts a slightly larger population than either Raleigh or Charlotte, as shown below:

« St Louis 2.81

Charlotte 2.43

Raleigh 1.27

Metro Area Populations in Millions

St. Louis Curling Club é



Owing to the very similar circumstances of these 3 Curling Clubs, it seems quite reasonable to suggest
that the potential for growth of the St. Louis Curling Club is at least similar to the growth observed in
both Raleigh and Charlotte, as shown below:

Curling Membership Growth
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Target Market

All SLCC curling currently takes place in Creve Coeur. The future location will also be in Metropolitan
St. Louis. The area containing the target market for membership is the greater St. Louis area and the
surrounding counties in both Missouri and Illinois. Metropolitan St. Louis has a population now
exceeding 2.8 million, with a median household income of approximately $56,000. A large portion of
that population would be able to curl, creating a rather large potential market for the SLCC. Curlers are
generally between the ages of 8 and 90 and can be of either gender. Entire families are able to curl

-6-



together, which presents a unique recreational opportunity for members of the community. The sport
can be played by people with a range of athletic ability ¢ from the mildly active to very athletic ¢ and it
is a very accessible sport for those with mental and physical disabilities, including but not limited to
blindness, deafness, and paraplegia. TheSLCCA Y 1 SY Ra (2 F2NX f SI 3dzSa
mixed teams within its membership and also to provide competitive opportunities for K-12 schools,
colleges, and disabled persons. We are currently offering an inaugural High School League, hoping to
build this into a full-scale High School competition. The organization will also provide and promote
opportunities for corporate and teambuilding events, for which the target market is a broad range of
local businesses.

Capture Area
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For bonspiels, which are typically 3 to 7-day curling tournaments, the target market extends to curlers
from clubs across the United States and Canada. The United States Curling Association may select St.
Louis to host national tournaments, typically 7 days in duration. The most accessible targets for
bonspiels are the curlers from the nearest clubs: the Kansas City Curling Club, the Cedar Rapids Curling
Club in lowa, the Waltham Curling Club and various Chicago Curling Clubs in lllinois. This new Curling
Facility in St. Louis will be the only one of its kind within a 4 hour drive.

Based on detailed data received from two of these facilities, both in smaller markets than St. Louis,
Club growth may be rapid once the SLCC curling facility is opened.

Current Opportunity

The SLCC was established during the 2010 Winter Olympic Games and has expanded to approximately

-7-
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64 members. The oncoming 2018 Winter Olympic Games together with the establishment of a true
Curling Facility in the Metropolitan St. Louis Area, will create further interest and permit the SLCC fill all
Learn To Curl (LTC) events with potential new curlers. The organization has reached its membership
capacity, as ice time is currently limited to four hours a week, split between Saturday evenings and the
occasional Friday night or Sunday morning. The two hours of ice time on Saturday nights are fully
utilized with an open league and LTC sessions. A dedicated facility has become essential in order to
provide curling time for all current members, optimize the curling experience, and allow the SLCC to
grow and promote the sport within the Metropolitan St. Louis area.

SLCC began a campaign to pursue the creation of a dedicated curling facility in St. Louis in the spring
of 2012. The Planning Committee was established and has been directed by the Board of Directors to
oversee the establishment of a new facility.

Projection ofBusinesd-uture

The United States has the fastest growing number of curlers of any country in the world. Every four
years, significant additional growth is driven by the Winter Olympics, resulting in high demand for
curling events in the St. Louis area. The SLCC is committed to becoming a thriving and self-sustaining
organization that offers curlers of all abilities and ages recreational and competitive curling, respecting
the spirit and traditions of the sport. While only a small portion of those who try curling actually
become members at this time, the SLCC dedicated facility will allow for far more curling opportunities
and a better curling experience, which will increase the membership conversion rate, allow new
market segments to join, and influence former members to return. Accordingly, the membership of
the Club is expected to increase by 250 members over the next six years, with the largest increase in
the Young Adult, Senior, Family and Youth membership categories:



Estimated Club Membership Growth

(low estimates used for financial projections)

M Low estimate M Achieveable

Ml

Start Winter Nov-19 Nov-20 Nov-21 Winter Nov-23
November, Olympic Year Olympic Year
2017 2018 2022

Financial Summary

The St. Louis Curling Club has produced excess revenue in every year of its existence, although the Club
has only been able to curl typically once per week. This is unusual for a non-profit organization and
reflects the strong demand in the area and the efficient management principals employed by the
Board of Directors. This excess revenue (i.e. net profit) throughout the history of the organization is
shown below:
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The revenue is even more significant in light of the circumstances under which the organization has
operated during its six-year history. In 2011 and 2012 the Club had no ice time available due to the
closure of the Fairview Heights Arena. Steady growth in income has occurred since the Club acquired
ice time once per week at the Creve Coeur arena, where the Club currently pays $205 per hour. Inthe
initial years, some of these excess funds were used as startup costs to acquire club stones, which
provided the Club with tangible assets.

Annual membership fees have remained relatively static at approximately $75 per person annually.

Learn to Curl events have made a significant contribution to the group's financial success throughout
the past four years. While first-year revenue for these events was only $1,000, the current revenue for
these events annually is averaging $7,500 per year as of 2016. Significant net income was also earned
from bonspiels, or weekend-long curling tournaments, totaling approximately $7,000 thus far in 2016-
17. With the advent of the new facility, the net income from those events will rise noticeably since
incremental ice costs will fall to nearly zero.

Finally, the group has been exceptionally strong in its fundraising capacity. Since 2010, the SLCC has
received cash donations and loan pledges from our own members and other curlers totaling $147,000
and qualifies for a zero % interest loan of an additional $200,000 from the World Curling Federation
(WCF). The City of Hazelwood has been asked to match the WCF loan. This would bring our funding to
$572,000, before any Bank loan. The estimated facility cost is $825,000. Therefore, the amount
required in Bank Loans is $253,000.

-10 -



TOTAL FACILITY FUNDING

Donations $7,000

Loans from Club Members $115,000
WCF Loan $200,000
Possible Municipal Loan $200,000
Sub-total $522,000

Bank Loan $238,000

Total $760,000

The total capital cost of the curling facility is estimated at $760,000; details are discussed in the
Financial Plan section of this document. The Board of Directors has decided maintain a reserve of liquid
assets, in case membership income does not grow as expected in the first few years. The chart below
shows the projected revenue, expenses and net profit/loss over the next six years:

2017-18 2018-19 2019-20 2020-21 2021-22 2022-23
Revenue $ 206,175 $ 210,850 $ 235,714 $ 240,206 $ 303,550 $ 271,650
Expenses $ 194,320 $ 206,449 $ 217,543 $ 219,615 $ 224,140 $ 225,609

Profit/Loss $ 11,855 S 4,401 S 18,171 $ 20,591 S 79,410 S 46,041

Market Analysis

The biggest opportunities in the sports industry today lie in providing exciting, high-value opportunities
for sports fans ¢ high-tech recreational gear at reasonable prices, spectator sports ticket packages that
represent good value, exercise/fitness services and programs that will appeal to aging baby boomers,
and equipment and apparel that provide high value and exciting design. Consumers still want to play,
but they want to do so at a reasonable cost. Given that curling provides cardiovascular exercise and
recreational and social opportunities at a relatively low cost for membership and equipment, the sport
provides excellent value and has the ability to serve the needs of a large segment of the population.

Competitive Analysis

As there are no other curling facilities within a reasonable distance, the SLCC has no direct competition
for membership within the target area. However, the SLCC will face competition in the recreational
sports market, within which it comprises a niche market. In order to compete with league-based
sports like basketball, softball and volleyball, the SLCC will continue to differentiate curling as a unique,
fun, inexpensive sport that is accessible to everyone in the St. Louis area.

The SLCC will face some competition with other curling clubs across the United States and Canada for

-11 -



its bonspiels and events. Over 200 bonspiels ¢ usually three-day tournaments ¢ are hosted in the
United States alone each year, and curlers must decide on which events they will spend their time and
money. Past SLCC bonspiels have been extremely successful, and as the organization adds additional
events it will be critical to choose themes and promotions that attract attention to compete in the
curling marketplace. We will enjoy the distinct advantage of having the only Curling Facility within a 4-
hour drive.

Market Segments

Within the current membership of the SLCC, curlers range from 22 to 70 years old, with a median age
of 44. Though several live in Creve Coeur near the arena where we currently play, most others travel
farther to curl, including from as far as Alton, and Belleville, lllinois. Many members have moved to the
St. Louis area from Canada or the northern United States and had curled before, although in many
cases these transplants had no prior curling experience. Nearly all members have a household income
higher than the $56,000 median in the St. Louis Area.

Despite some similarities among current members, the target market segments are derived from a
large demographic profile. Curlers can be from ages 6 through 90, of either gender, and of any level of
education or income. Initial equipment ¢ sliders, brooms and stabilizers ¢ are provided by the SLCC, so
new curlers have no start-up costs. Curlers may wish to purchase their own equipment as they go
forward, but it is not a requirement. This allows the SLCC to target a broad market for membership
and events. More specific demographics will be targeted based on the goals of each revenue area:

Market Segment

Youth Ages 6-24; either gender; students through college and youth groups/organizations in St.
Louis area
Member Young Adult Ages 25-29; either gender; young professionals with disposable income in St. Louis area
Revenue Adult Ages 29-65+; either gender; professionals and sports enthusiasts in St. Louis area
Senior Ages 65-90; either gender; professionals or retired persons in St. Louis area
Family Ages 6-90; families seeking recreational activities in St. Louis area
Ages 18+; either gender; curlers from clubs throughout North America, especially previous
Bonspiel Revenue bonspiel attendees. Specific demographics may be further defined as bonspiels are added

for men, women, seniors, etc.
Ages 6-90; either gender; anyone with interest in curling with little to no experience in St.

Learn to Curl

Special Sessions Louis area
E\Fjents Corporate Ages 18-70; either gender; groups from small through large St. Louis-area businesses
Events interested in a unique experience for a party or teambuilding event

Reven
EVenue Ages 6-90; either gender; curling enthusiasts, youth groups, school groups, disabled

persons, families (for reunions, birthday parties, etc.) in St. Louis area

Concession Revenue Ages 6-90; either gender; all club members, visitors, and event attendees

Advertising and Sponsorship Ages 25-70; either gender; small through large St. Louis-area business and/or marketing
Revenue professionals seeking a unique, low-cost method of advertising and/or philanthropy
Ages 18-90; either gender; club members, curling clubs, businesses and individuals with
interest in curling and/or philanthropy across North America

Private Events

Fundraising and Donations

Entry Barriers

-12 -



The St. Louis Curling Club is the only curling club in the St. Louis area, and the barriers to creation of a

similar organization in the area are very high. For the past decade, the St. Louis area has been

experiencing a shortage of ice arena space, exacerbated when the Fairview Heights Arena closed in

2012, with ice arena availability being cut even furtherad G KS | | NR S&€ey sheeO St f SEZ
facility, closes in Chesterfield in March 2017. The formation of an official curling club requires ice

availability, a significant amount of capital and effort. Due to the existing dominance of the SLCC in the

region, startup would be very difficult and longevity would be unlikely. We can safely expect to have

the only Curling Facility in St. Louis for many years to come. As a 100% volunteer organization, our

costs are sure to be quite low.

Sales andVlarketing Strategy

In order to support its mission, the St. Louis Curling Club has an integrated multi-faceted sales strategy,
which largely focuses on membership recruitment and retention, execution of bonspiels and special
events, and attainment of donations, advertising revenue and sponsorships. In order to facilitate the
sales strategy and promote the sport of curling, the marketing strategy focuses on building awareness
and reputation, promoting the club and its events, and fostering symbiotic relationships with other
curling clubs. These plans are detailed in the sections below.

Product/Service Strategy

The SLCC provides the only curling opportunities in the St. Louis area, which creates a unique offering
in the market. The organization currently offers Learn to Curl events for prospective curlers, as well as
memberships for those who wish to further pursue the sport. Following the facility opening, the SLCC
will be able to increase the number and frequency of LTC events, which will create a larger pool of
potential members.

Various events will be offered throughout the curling season, including corporate and private events.
Corporate events can serve as parties or teambuilding sessions, and will be positioned as a unique,
low-cost opportunity for local businesses to provide their employees with a fun, active experience in
which everyone will be able to participate. Private events could include birthday parties, school
events, youth group outings, and more; the flexibility of these event options will allow the SLCC to
address the needs of the market on demand.

The SLCC currently holds two bonspiels, or weekend-long curling tournaments, per year. That number
is expected to increase to three to four per year starting in the 2017-18 season, then four starting in
2018-19. These events will allow the Club to expand its reach to additional clubs and curlers
throughout North America. This will boost awareness and create self-sustaining bonspiels, which will
require only a small promotional budget.

In the Business to Business (B2B) market, the SLCC will offer many sponsorship and advertising
opportunities in its new facility to raise funds toward lease payments and operations. Sponsorship and
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advertising categories include the following:
9 Building sponsorships: Naming rights, lounge, locker rooms
9 Billboard Advertising: Small, medium, large options
9 Scoreboard Advertising: Banner ad, logo
9 In-ice Advertising: Center ice logo, front of house, house logo, on the button, front of hack

Pricing Strategy

The current price for Learn to Curl events is $25 per person. Membership is $75 per person annually,
and each league costs approximately $100 to $250 depending on duration. The membership price is

currently waived for the first year for new curlers who join a league.

When the SLCC facility opens, the pricing structure will change. Based on a historical average of 2.6 8-
week leagues per person per year, most current members will pay approximately the same amount for
the same amount of curling. This will allow the organization to easily retain its current members.
Members will have an improved curling experience and more curling options, which are likely to lead
to an increased perception of value and a higher average spend per person. The projected

membership pricing structure is shown in the following table:

Membership Category Price
Adult $300
Young Adult (25-29) $250
Senior (65+) $250
Family $700
Youth (24 and under) $125
Lifetime (large donation) | SO
Additional Adult $250
Additional Young Adult $200
Additional Senior $200
Additional Youth $75
Social (i.e. Spouse) $50

The SLCC will adopt a penetration pricing strategy to attract new curlers. While the initial Learn to Curl
price will remain $25 per person, an advanced LTC will be offered for $15. A follow-ona w2 2 1 A S
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will then be offered reduced rates for membership and league play.
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Corporate and private event prices will vary based on event needs, duration, number of people, etc.
An average corporate event, using the entire facility for 40 people over 3 hours, would cost
approximately $2,500. A minor event, such as a birthday party, would cost approximately $750. These
prices are competitive with nearly all other venues, and are lower than most corporate activity-based

event options.
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Bonspiels are expected to maintain the current prices of approximately $380 per four-person team.
This price is competitive with other bonspiels around the country.

Advertising and sponsorship prices will be charged annually, and are available at many price points to
fit most marketing budgets. Billboard, scoreboard and in-ice advertising prices range from $50 to $250
annually, not including sign costs. The larger building sponsorship prices will be determined at a future
date by the Dedicated Facility and Fundraising Committees.

Recruitment and Retention Strategy

In order to successfully sustain the new facility, the goal of the SLCC is to increase its membership by
300 curlers within the next six years. Over the 2017-2018 curling season, the Membership Committee
plans to recruit an additional 126 members, to a total of 190 members. The marketing tactics detailed
below will be employed to attract new curlers to Learn to Curl events and provide an introduction to
curling.

Once a potential member has attended his or her first LTC or corporate/private event, he or she will be
offered additional options to engage with curling and the club ¢ for example, a lower-priced advanced
LTC and a four-week rookie league. Neither of these options will require additional commitment,
which allows a more comprehensive and enjoyable learning experience for the new curler. Exposure
to these additional curling opportunities, in addition to the initial membership and league discounts,
will increase the likelihood that the new curler will become a long-term member.

It will be very important to engage the new member with development opportunities, managed by the
Player Development Committee. Additional training will help the new member become more
comfortable with the game and he or she will then be ready to sign up for additional leagues. After the
new member is fully trained and engaged with the club, he or she would become a potential candidate
for donations or volunteer activities; however, it will be very important to wait until that level of
engagement to solicit any commitment.

In order to retain members, frequent training and development opportunities will be key, especially for
those who wish to pursue higher levels of competition.

The SLCC is planning a USCA-sponsored Level | instructor course this year. This will provide
certification forthe ClubQ&a 26y AYAaAUGNHzOG2NR 6KAOK gAftt @IFfARIG
regional instructors to participate and gain a further appreciation of SLCCQ & dzy A lj dzS F S I { dzNB

The SLCC will host curling clinics such as the Hot Shots Curling Camp which was held last summer and
future similar events.

The SLCC will host in-house clinics to teach basic and advanced strategy, delivery techniques, skipping
and similar topics.

Fundraising/Sponsorship Strategy
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Currently, the fundraising strategy of the SLCC has several components:
1 Letter and e-mail fundraising campaigns to the USCA membership, friends of the SLCC, and
SLCC membership. The first round has been completed
1 Fundraiser engaged to obtain sponsorship of specific necessary equipment such as the ice
scraper, furniture, or kitchen equipment from corporate or private sponsors
9 Fundraising events such as Trivia Night, an event held in December 2016 which raised over
$2,000
9 Solicitation of advertisers for billboards and other display areas of the ice area by preparing a
brochure and distributing it to interested local businesses and online
9 Application for various grants applicable to curling and to our objective of inclusion of
disadvantaged and disabled people
9 Application to the World Curling Federation for their interest free loan program. This loan is
repayable in eight equal installments in the third through tenth years of the loan term
9 Request for curling equipment for kids and junior curling from Goldline Curling Supplies
 Minorin-house raffles and draws
Bonspiel and Special Events Strategy

Bonspiels are an important source of revenue and serve to promote the SLCC both locally and in the
larger North American curling community. The SLCC has already gained a reputation for running a
well-organized, competitive and fun bonspiel with the initial & | N K / ih 2086. IAhelfitht $ebr &
of operation of the new facility, the SLCC will limit itself in bonspiels in order to concentrate on first
year club operations and take advantage of the 2018 Olympics to grow the membership. This will
allow the Club to adjust to the increased volunteer participation required to maintain the facility and
run leagues and events throughout the season. In following years, the SLCC will host additional
bonspiels.

Hostingof O2 N1J2 NI (S  Gevelth withintttdzfadility Ray/pibéen to be a major source of
revenue for most curling clubs. The SLCC already receives numerous requests for special events from
businesses and private individuals. The availability of the SLCC to host these events is currently limited
by lack of ice time, but with the new facility, these programs will be limited only by volunteer
personnel to organize, instruct and conduct the events as most will be requested on afternoons and
weekends. It is expected that the SLCC will host approximately two corporate events and one private
event per month. These will generate approximately $2,500 and $750 per event, respectively.

Marketing Strategy
The current goals of the Marketing Committee are to:
9 Build SLCC awareness and reputation in St. Louis and beyond to boost support/sponsorship of

and donations toward the dedicated facility
9 Promote club, Learn to Curls and other events across multiple target audiences to support
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membership drive
i Foster encouraging relationships with other southeastern curling clubs through increased
communication, positive attitudes and cross-promotion

These goals closely align with overall SLCC goals, and the Marketing Committee provides support for
objectives across several other groups in the organization to create a cohesive approach and unified
position in the marketplace.

The committee consists of a committee head and five marketing areas critical to SLCC success: Internal
Communications, External Communications, Social Media, Website and Branding/Collateral. The plan
within each area is detailed in the sub-sections below.

Internal Communications Strategy

Ensuring that all members are informed about the latest club news is extremely important, and the
SLCC engages members via a weekly email newsletter and occasional official club emails on key topics.
The internal communications team also fields incoming emails to the appropriate SLCC volunteer. The
team will continue these activities after the new facility opens, ensuring that the growing group of
members has the latest information about the SLCC.

External Communications Strategy

The external communications team is responsible for media relations, community relations, publicity
events, advertising and video creation.

Publicity event creation and participation, event promotion, and various forms of advertising are
planned in advance of the facility opening, including the following activities:
9 On-line, web-based and large print advertisement(s) in popular local magazines with large
circulation, promoting LTC events and the new facility
Groupon/Social Living promotions for LTC events
Event sponsorship ¢ investigating event options with local, the St. Louis Blues, local
bars/restaurants broadcasting curling events
I Medium print advertisement in free local publications with large circulation targeting unique
audiences, promoting LTC events and new facility
Article in US Curling magazine announcing opening of the new facility to curlers in the US
Communication with local businesses surrounding new facility, announcing community open
house event
9 Press releases and media outreach to announce new facility and Grand Opening/media open
house event
9 Grand Opening event execution

1
il

= =

Following the Grand Opening, additional advertising placements will occur to boost LTC attendance.
One particular targeted program will be a LivingSocial and/or Groupon deal, which will allow the SLCC
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to attract a very large audience with a discounted offer.
Social Media Strategy

Social media marketing is a key component of the SLCC marketing strategy, supporting all other areas
of the organization. The SLCC has a strong presence on Facebook, with 1,135 likes in September 2016,
as well as a significant presence on Twitter (over 600 followers) and Flickr (over 3,000 photos). The
Planning Committee discusses its latest accomplishments through a WordPress blog linked with the
official St. Louis Curling website. Overall, the SLCC has a notable social media following due to its
frequent, relevant updates and occasional Facebook promotions. Surrounding the opening of the
facility and beyond, social media will play a large role in communication and promotion of events and
updates. The social media team will continue to create regular Facebook and Twitter promotions and
ads to boost SLCC awareness and engage new followers, especially to promote LTC events.

Welsite Strategy

The SLCC website, http://www.stlouiscurlingclub.org , is used for marketing to the general public and
as an informational tool for its members. The website advertises Learn to Curl events, leagues and
bonspiels, as well as fundraising and other club events and promotions. It provides a method for
members, potential members and donors to electronically register and pay for membership, leagues
and events, and to submit donations. The clean, simple design of the site encourages visitors to
explore information about the club, its purpose and latest updates, and information about other clubs
in the Southeast and bonspiels nationwide to help promote the sport of curling as whole.

The website will become increasingly important as a source of detailed information in mid- 2017, when
promotions and advertising supporting the membership drive will augment traffic. The website team
has purchased Curling Club Manager which is a software package specifically designed to manage
functions in curling clubs such as membership, league management, league draws, etc. SLCC will
continue to ensure the website is up-to-date and functional by maintaining strong communication links
with other committees and other clubs.

Branding/Collateral Strategy

The branding and collateral team focuses on maintaining the integrity of the SLCC visual identity,
through logos, branding elements and marketing collateral. The SLCC produces various brochures,
flyers, invitations and other visuals to support its marketing and sales efforts across committees. As
the organization grows, it is expected that needs for visuals as well as equity alignment will increase.

Differentiation
In addition to being the only curling organization in the St. Louis area, the SLCC is one of the few curling
clubs in the midwest United States. When the SLCC dedicated facility opens, it will be the only Curling

Facility within 230 miles. The Club is fortunate to have many committed and talented individuals who
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have contributed their business, organizational and curling skills to progress to the point of building a
facility in such a short time. The warm, energetic and dedicated membership is the primary reason for
GKS 2NBIFYAT FiA2yQa &adz00Saa tldenongtrStiorfof thatiis the sucteS @
of the Arch City bonspiel, an annual event first held in September 2016. While bonspiel in St. Louis
initially attracted curlers across North America, the event experience helped the SLCC develop a unique
reputation as a fun, hospitable, professional curling club. This competitive advantage, coupled with

the improved experience of dedicated curling ice, will ensure success of future tournaments.

Locally, curling will be promoted as one of the only sports that nearly everyone can play together. It is
a unique, energetic family opportunity; a fun date night; and a chance for inexperienced players to
actively learn from the experienced. In addition, it is one of the few sports which requires little to no
equipment and can be played for a very low cost.

Operations Plan

The SLCC is positioned to be the only curling club Missouri area. After several years of very successful
club operations in rented arena space, the organization is planning to build a dedicated curling facility,
which will allow the SLCC to grow to its full potential. The operations plan for the new facility is
outlined in the sections below.

Location

The current mailing address of the SLCC is:

5330 Chippewa St.

St. Louis, MO 63109

The address of the Creve Coeur Arena, the current curling location, is:

11400 Olde Cabin Rd.
St. Louis, MO 63141

Operation

The current regular operating hours of the St. Louis Curling Club are Saturdays from 7:30 PM ¢ 11:30
PM. Ice availability is subject to the schedule of the Creve Coeur Arena.

As the new facility will be open year-round, SLCC is able to curl throughout the year at a consistent
cost.

Following the opening of the new facility, the operating hours of the SLCC will be Mondays through
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Fridays from 4:00 PM ¢ 12:00 AM and Saturdays and Sundays from 9:00 AM ¢ 12:00 PM. Depending
on demand, the Club may operate year-round, but at least from mid-September to mid-May.

Employeegall volunteers)

Currently SLCC has no paid employees. It is expected that it will continue as a volunteer-managed
organization through the foreseeable future. The Board of Directors will continue to be comprised of
volunteers, and the Board will appoint the following volunteer positions as needed:

Planning Committee Head

Membership Committee Head

Fundraising and Sponsorship Committee Head
Marketing Committee Head

Corporate / Special Events Committee Head
Ice and Equipment Committee Head
League Coordinator

Learn to Curl Coordinator

Player Development Committee Head
Youth Curling Coordinator

Disabled Curling Coordinator

House Committee Head

= =4 -8 4 -8 _98_95_4_°_2°._-2._-2-2

Space

The ice area of the facility, including walkways surrounding the four-sheet ice surface, will be
approximately 25,000 square feet. warm area including washrooms, food and beverage area, office
and storage will be approximately 5,000 square feet.

Capacity

Based on four sheets of ice with eight players per sheet, the curling capacity of the facility will be 32

players per two hour period. During the opening hours stated above, 34 draws could be played each
week for a total capacity of 1088 players per week.

Financial System

The SLCC Treasurer and a volunteer bookkeeper will process all day-to-day financial transactions for
the Club. A volunteer accountant will produce financial statements and tax returns.

ComputerSystem
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The SLCC has purchased club management software, Curling Club Manager, which will manage
functions including member registration, league management, league standings, league substitution
list, club calendar, website, mass email functions, sponsor ad space tracking, photo gallery, and more.

Tools and Equipment

Necessary ice preparation tools include the following, much of which is currently owned by the Club:
Hoses

Ice King scraper

Nipper

Hand scraper

Four pebble cans

Assorted pebble heads

Twoy Q Y 2 LJa

Oney SWeeping brush

Two Corn Brooms

Water RO treatment and storage system
Water Heater

Rock Boxes

Thermometers

=4 =4 4 -5_9_9_4_9_2°_2._-2._-2-2._-2-

In addition, the organization owns the following equipment necessary for curling:
112 curling rocks and 112 handles (2 sets for children)
ten hacks

Five scoreboards

One Ice King ice scraper

One adjustable measuring device

One six-foot measuring device

Assorted club sliders

Assorted club grippers

32 club brooms

12 curling stabilizers

= =4 4 -8 -8 -4 _48_9_°2_-2

Miscellaneous equipment which will need to be acquired includes a toolbox of light carpentry and
maintenance tools and one computer and one printer for the SLCC office.

Furniture

Furniture in the new facility will need to be purchased, consisting of:
9 Four round tables (to seat eight each)
9 32 chairs to match tables
 Additional seating, stadium or freestanding
9 Folding tables
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Bar stools

One Office Desk and Chair
Two Office Chairs

One Filing Cabinet

= =4 -4 -8

Displays
A roadside advertising sign and assorted notice boards for the warm room will be purchased.
Permits andLicenses

Building permits will be secured. A business license and bar licenses will also be needed to operate the
new facility.

Insurance

The following types of insurance will be purchased:
9 Errors and Omissions to protect the Board of Directors, with a coverage amount of $1,000,000
9 Employee theft coverage in the amount of $750,000
9 Building, Fire, Damage and Theft Insurance, with a coverage amount of $1,550,000
1 Contents Insurance with a coverage amount of $100,000
9 Liability Insurance, with a coverage amount of $2,000,000

Financial Plan

The SLCC will purchase up-fit and operate a dedicated ice facility by November 1, 2017. This financial
plan outlines the associated costs and funding, and will be divided into two parts ¢ the capital budget
for building and up-fitting the facility and the operating budget for the Club.

Capital Budget

The total capital cost of the building project is estimated to be $760,000.

Building $ 230,000
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Ice $ 320,000
Renovations $ 210,000

Total $ 760,000

Included in the budget, the SLCC will purchase major equipment such as a Reverse Osmosis water
treatment and storage equipment ($6,800), other curling specific equipment ($5,700), ice paint
(51000) as well as a large number of smaller purchases such as furniture and other items in order to
begin operations in the new facility by November 1.

Operating Budget

The operating budget for the next six years is attached as Appendix 2.

Revenue

Revenue will be obtained from six main sources:

1. Member revenue derived from membership dues ranging from $125-500 per member (with
household and family plans available) and league fees of $200 per eight-week league.

2. Bonspiel revenue, derived from three bonspiels in the first year and four bonspiels in following
years. Each bonspiel is projected to have 32 teams with an entry fee of approximately $380
(80% to revenue)

3. Special events revenue, generated from Learn to Curl sessions, corporate events and private
events hosted using SLCC facilities and volunteer personnel

4. Concession revenue, the net profit from bar sales and merchandise sales of pins, shirts and
other items

5. Advertising and sponsorship revenue, generated from the sale of advertising space within the
facilityl YR ALRYaA2NBKALI 2F Q@I NA2dza St SySyida 27F (K
naming rights and more

6. Fundraising and donations, derived from an ongoing campaign to supplement other revenue,
with a goal of moving the SLCC into a position to self-finance the new facility as quickly as

possible

Expenses
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Expense items include lease/mortgage repayment, WCF loan repayment, utilities, operational
expenses, taxes, insurance, marketing costs, administrative expenses and dues to the United States
Curlling Association (USCA).

Funding Sources

Funding in the current fundraising drive comes from the following sources:

SLCC Members Funding S 122,000
World Curling Federation Loan S 200,000
Municipal Loan S 200,000
Bank Loan S 238,000
Total $ 760,000
$122,000 This is a cash donation of $7,000 and loans of $115,000. These
have been contributed by various SLCC members.
$200,000 This is a WCF loan routed through the USCA. It is a 0% interest
loan payable in 8 equal payments after year three of the loan. The
application for this loan is in process.
$200,000 This is a loan matching the WCF loan.
$238,000 This portion of the funding will be a Bank Loan unless further
donations are secured.
$760,000 Total

Cash Flow Projection

Cash flow projections are shown below:

Paydowns

Cash Flow ($) Initial 2017-18 2018-19 2019-20 2020-21 2021-22 2022-23
Surplus/Deficit 75,000 $11,855 $4,401 518,171 $20,591 $79,410 S 46,041
Cash Available

Before Loan $86,855 $91,256 $109,427 $130,018 $209,429 $255,470
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Appendices

Appendix 1¢ Building Layout




Appendix 2¢ Six Year Operating Budget

YEAR
Membership: Start
New Members
Membership: Year End
% New Members
Ordinary Income/Expense
Income
Total Bonspiel Income
Total Direct Public Support
Total Government Grants
Other Types of Income
Sponsorship
Bar Income
Corporate Events
Fundraisers
Ice Rental Income
LTC Fees
Merchandise Sales
Total Other Types of Income
Program Income
Member Curling Fees
Total Program Income
Total Income
Expense
Bank Service Charges
Business Expenses
Bad Debts
Business Registration Fees
Square Fees
Total Business Expenses
Contract Services
Legal Fees
Outside Contract Services
Total Contract Services
Facilities and Equipment
Electric
Equip Rental and Maintenance
Equipment Purchase

Trash Fees

Estimated Revenue and Costs

Olympics Olympics
2017-18 2018-2019 | 2019-2020 | 2020-2021 | 2021-2022 | 2022-2023
65 150 200 200 200 250

85 50 0 0 50 (10)
150 200 200 200 250 240
57% 25% 0% 0% 20% -4%
32,000 32,000 33,000 33,000 33,000 33,000
2,000 2,000 2,000 2,000 2,000 2,000
1,000 1,000 1,000 1,000 1,000 1,000
8,000 8,000 8,000 8,000 8,000 8,000
35,000 40,000 50,000 53,000 65,000 58,000
35,000 35,700 36,414 37,000 50,000 45,000
2,000 2,000 2,000 2,000 2,000 2,000
1,000 1,000 1,000 1,000 1,000 1,000
38,000 15,000 15,300 15,606 45,000 15,000
6,000 6,400 7,000 7,600 8,800 8,200
125,000 108,100 119,714 124,206 179,800 137,200
39,175 67,750 80,000 80,000 87,750 98,450
39,175 67,750 80,000 80,000 87,750 98,450
199,175 210,850 235,714 240,206 303,550 271,650
150 150 160 170 180 180
900 1,000 1,100 1,100 1,200 1,100
2,700 2,700 2,700 2,800 2,800 2,800
2,900 3,500 4,000 4,500 5,000 5,000
6,500 7,200 7,800 8,400 9,000 8,900
0 0 0 0 0 0
600 600 600 700 700 700
600 612 624 637 649 662
0 0 0
30,000 30,600 31,212 31,836 32,473 33,122
2,000 9,180 9,364 9,551 9,742 9,937
4,000 4,080 4,162 4,245 4,330 4,416
250 255 260 265 271 276




Ice Making Supplies
Mortgage Payments
TDD Assessments
CAM Fees
Security
Water and Sewer
Total Facilities and Equipment
Operations
Postage, Mailing Service
Printing and Copying
Subscriptions
Supplies
Telephone, Telecommunications
Total Operations
Other Types of Expenses
Advertising Expenses
Bar Products to be Sold
Bonspiel Expenses
Food Purchases
Insurance
Memberships and Dues
Merchandise Purchases
Other Costs

Total Other Types of Expenses

Total Travel and Meetings

Total Expense

Net Ordinary Income

Net Income (Loss)

Principal Paid on Mortgage

Net including Principal Payments

Income
Costs
Net

Cash Flow, Initial Cash on Hand = $75,000

1,500 1,530 1,561 1,592 1,624 1,656
19,200 19,200 19,200 19,200 19,200 19,200
29,000 29,000 29,000 29,000 29,000 29,000
25,000 25,000 25,000 25,000 25,000 25,000

300 306 312 318 325 331
2,100 2,100 2,100 2,100 2,100 2,100
113,350 121,251 122,170 123,107 124,064 125,039
500 510 520 531 541 552
1,500 1,530 1,561 1,592 1,624 1,656
600 612 624 637 649 662

6,500 6,630 6,763 6,898 7,036 7,177

1,200 1,224 1,248 1,273 1,299 1,325
10,300 10,506 10,716 10,930 11,149 11,372

5,000 5,100 5,202 5,306 5,412 5,520
17,500 20,000 25,000 26,500 32,500 29,000

1,700 1,734 1,769 1,804 1,840 1,877
16,000 16,320 16,646 16,979 17,319 17,665

8,500 8,670 8,843 9,020 9,201 9,385

4,420 10,200 13,600 13,600 13,600 17,000

3,000 3,200 3,500 3,800 4,400 4,100

300 306 312 318 325 331
56,420 65,530 74,873 76,370 77,897 79,455
0 1,200 1,200 0 1,200 0
187,320 206,449 217,543 219,615 224,140 225,609
11,855 4,401 18,171 20,591 79,410 46,041
11,855 4,401 18,171 20,591 79,410 46,041
10,000 10,000 10,000 10,000 10,000 10,000
21,855 14,401 28,171 30,591 89,410 56,041
199,175 210,850 235,714 240,206 303,550 271,650
187,320 206,449 217,543 219,615 224,140 225,609
11,855 4,401 18,171 20,591 79,410 46,041
11,855 4,401 18,171 20,591 79,410 46,041
86,855 91,256 109,427 130,018 209,429 255,470



Funds available to pay down loans from Year 11,855 16,256 34,427
Cumulative Loan Payments Available 11,855 28,111 34,427
WCF Loan Payments Due 25,000
Other Loan Payments available 9,427

20,591
55,018
25,000
30,018

79,410
134,429
25,000
109,429

46,041
180,470
25,000
155,470



