Board Meeting Minutes

January 16, 2018


Attendees:

Dave Genevro, Barefoot

Steve Mays, Founders Group

Ryan McCarty, Glens Group

Mark Rosenberg, Seaside Golf

Bob Seganti, Caledonia

Chris Schroff, Seaside Properties

Bill Golden | Jeff Monday | Tracy Conner | Jennifer Hurston | Scott Tomasello | Lisa Carbone

· A “welcome” to Scott Tomasello (Events) who is newly invited to the meetings.

· There were enough Board Members in attendance for a quorum.
Board Minutes from the December 1, 2017 meeting were approved.

Budget Review: Jennifer/Jeff reviewed the GTS/MBGH Consolidated 2018 Annual Budget.
As of the last board meeting in December, the numbers have already increased.

All the agreements are submitted.  There was an increase in the number of Travel Provider members and so, an increase in marketing dues.
Discussed the difference between Members vs. Non-Members.  Non-Members explained as: (e.g., restaurants, real estate, private clubs, events (like Father/Son), etc.)  We’ll get to those gradually.  Goal is to find good partners to integrate with and to develop additional revenue streams.

Staff is working on credit allocations.  Additional marketing expenses have exceeded initial budget amount.  Non-Member marketing services are also pacing ahead of initial budget target, and additional contracts are close to being approved. 
Suggestion by Chris to add an Expenses Column to the sheet as done in past. (Staff indicated the expense side is being finalized as marketing expenses are still being allocated.  Staff also working on model to show staff allocations across all segments of revenue).
Topic: Membership Agreement Update

All Membership Agreements are in.  Reviewed the spreadsheet of Members – need to add booking codes next to the Members.  Country Club of SC is the only one that didn’t sign on.

Highlighted the new Members that signed up since the prior meeting (7 added). 
In the final process of organizing access to T-Links – have disabled the logins and access to the network but still they are in the database to be removed this week.  Converted those to a “Misc” code.

“Misc.” code to be used as a transition for a short period (approx. a month).  If they haven’t tried to access the system by now, then they are not in the golf business enough to warrant access or need to be signed on.
Topic: Membership Agreement Update (Continued)
There is no language in the by-laws re: non-payment.  We can alert any non-payment notice to everyone.  Golf courses can post past dues.  Generate past due reports.

GCOA working on developing a process for communication of payment issues.
Marketing Overview:  Jenna provided a review of current items.
Topic:  Air Service Development:  Increase in seat capacity to 1.4 - 1.7 million (changes since 2013).  There is a lot of focus in the service from Minneapolis.

Spirit and Sun Country are the top airlines that want to work with us and that are providing service from Minneapolis.  Spirit announced their intentions after Sun Country meetings with Bill.
Working with Chamber:  there was a budget decrease from last year for other items.  

Air markets are going up 24% and 9 markets are opening up.

The Chamber is short on funds and there is $1.6 million in reserves.  They gave $2 million to air service marketing.
Chris proposes:  we do need funds to market for air service.  This is important.
Bill expressed that airports have reached capacity.   There is a need there for them to expand and build structure.  
· (Showed chart of flight listings and airport data).
· In 2017, the capacity is up 35% from 2012.  
· Need to come up with creative ideas on how to grow off-season business.
· Is there a way to analyze how many golfers are on these flights – why are they flying? – or is there no real way to tell accurately?
· We’re definitely viewed – they are aware of us.  Need to fill seats – air service marketing plans.

Topic: Other Marketing Items:

Personality: Celebrity Spokesperson Opportunity – discussed in December, the individual turned down the offer from GTS.
· Air Service Marketing Potential:  ½ markets + 5 or 6
· Social, Radio, TV, Digital; A golf trip – we have ads running

· iHeart media proposal | sell it to co-ops?

· Meetings with Chamber; compare different cities.  How can we ride along message?  Every industry should give because all will benefit.

· Goal is to reach $10 million in Revenue.
Marketing Overview (Continued):

Topic: Other Marketing Items (Continued):

Paige Spiranac: creative on her Myrtle Beach golf journey: site “paigeplaymyrtlebeach.com”
Discussed game plan for Paige and viewed the landing page.

Social media – she has 1.3 mm followers.  Suggestion: have Paige pick her Top 3-5 golf courses or play at them.  Bounce some ideas around on how to make her work for Myrtle Beach and promoting golf.  What is the right fit?
Topic: Lifestyle Magazine overview:  88 pages
· Print date extended to Feb. 1.  A little shy on ads (as this was initially harder to sell than anticipated).  So, we may lose a little, but only at the start.

· Discussed Advertisers, Photography - Demo-ed an overview of pages.

· Engaging – talk about business companies, compelling content, golf and non-golf.
2018 Budget:  focus on social media – branding – content network and client services – destination marketing.

Topic: Website:  In the process of redesigning MBGH.com – it still exists but will be redirected to “playgolfmyrtlebeach.com” to replace the current site.

There will be a little bit of transition as is normal when redirecting but over time it will smooth out. SEO dip may occur temporarily, but it can be made up with content, new software and the URL to be a more “active” solution, etc.
What’s in the works:

· Signed deal with Sirius XM

· Darius Rucker shows | spots around majors
· Contract with Golf Ontario - great proposal

· TSN Sports (ESPN) contracts – target 42 markets 
· IHeart media to tap into

· Next Gen:  write content, share social, younger audience

· Surveys; behavioral targeting
(Jenna ran down a detailed list of strategies and how to impact different markets)
Technology:  
Topic:  Quotes and Codes
Tracy reviewed the codes sheet – list of Travel Providers and Codes, plus rounds in 2018.
Quotes:  Adjustments – went from 7 days to being valid for 3 days.  Now will further adjust to make them active for 4 days due to feedback.
Went from over 12,000 active quoted rounds in the system at 11/15, to in Mid-January: 3,600 active quotes for the spring.
· Expressed a need to have a proper cancellation policy from golf courses in place.

· Discussions re: Dynamic Pricing vs. Static Pricing.
· Discussions on how long to hold tee times – different viewpoints.  Are the reports accurate?  Would training sales agents be helpful?  Should a deposit be required to hold tee times?

· 3 Recent Changes:  14 days to 28 days | 7 days to 14 days | Then to 3-4 days.

· What do Travel Providers use to track the quotes?

· Golf Course vs. Travel Provider: are there trust issues? This isn’t a blanket statement.

Decision made to adjust back to 7 days for the spring season due to high volume was pretty much agreed to effective immediately.

Topic: Myrtle Beach Golf Management System (MBGMS)

Review of the platform and summary details provided by Parker Smith of his Golf Management Product.
· Cost is $275/month – currently 17 clients.
· Discussion: his request and details – reviewed highlights of his response back.

· In the process still of setting up an LLC

Mark Rosenberg point – formed a committee, Myrtle Beach Golf Association – discussed business practices and important ethical behavior – leverage power.
Board expressed concerns over a member owned product.  Are there issues related to proprietary property data access?

Board recommended to have Parker Smith come to next meeting to discuss with the board.  Best to have discussions as a group to determine best path forward.

Topic: T-Links

Discussed Pricing Proposals | POS Page – favorable pricing.

Discussion on a Call Center: Would be an after-hours operation and rollover service.  Be consistent.  Is there a benefit to putting one in place for quality control?
Considerations:  Do we re-write T-Links?  Do we do it ourselves? What if we bought it back?
Hire a developer?  Improve the product?  We need to invest in order to do this.

There are less users than a year ago.  Who’s looking at the product?

Could it be a core product?  What is the direction of this product?

Suggestion to have a meeting in early February dedicated to just this topic.

Staff to present options at next board meeting, after conversations with EZ Links management.  Goal to have EZ Links in market in March for presentation to board.
Topic:  Agreement Dues and Payments

Reviewed the timeline of dues and due dates in the agreement.

Dues payments: 30 days to pay invoice.  Notice of 14 days.  When expired - service is suspended.
Is everyone comfortable with the payment structure?  If so, it needs to be applied consistently across the board.  Also, it needs to work with the cash flow models of GTS.

It needs to accommodate the budget schedule of golf courses and travel providers.
Should we use a credit card as a form of payment now to alleviate some payment issues or payment lateness?  If so, should we include a service fee to cover that charge?

Decision: It was agreed to, to accept credit card payments and service fees as an option instead of allowing for additional time extensions and/or partial payments.

Topic:  Project Golf
 – Viewed Two Drawing Options

Caught a glimpse: Fazio generated some drawings for a general idea of design options.  Starting to move forward via upcoming meetings and more to come.

Chris thanked everyone for their participation.  Grateful for the healthy conversations re: the industry and developing models for golf courses and travel providers to come to conclusions to do business together.

Meeting Adjourned at 11:45 a.m.

