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Club Membership Programs and 
Solutions 

 
Board Retreats and Coaching 
Member Focus Group Facilitation 
Club Governance Reviews 
Micro Market Analysis 
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Membership Program Analysis 
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Membership Marketing Plans 
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Systems 
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Strategic Marketing Plans 
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Business Plan Development 
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Long Range Capital Plans 
Clubhouse Planning and Consulting 

 

Performance and Operations  
Consulting 
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Operational Reviews 
Performance Analysis 
Financial Forecasting and Budgeting 
Budget Performance Monitoring 
Business Process Engineering 
Internal Control Reviews 
Information Technology Reviews 
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