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Jim Singerling – CMAA update – 1.25 hours
We are all members of an organization that is promoted by each of you, and to whatever degree each of you has decided within your personal and professional life you can commit time to what CMAA is all about.  

Jim’s job as CEO (21st year with the association) is to make sure we don’t just continue the trend away from what we used to be.  In your own clubs you hear members say “the way it used to be”.  

One of the greatest prides Jim has for the association is, watching over the past 20 years, the average age of members go from 57 (1990) to 44 (2010).  They represent who and what the industry is today. The average age of the National staff is in their 30’s so that they can communicate better with the age of the membership.  In addition, the female members   of the association have moved from 7% to 22% of the general membership. There is not another professional organization in the industry that represents more of a diverse, forward thinking, visionary, leadership based philosophy than your association.  The association also says, here we are, these are the dozens of services, bits of information, curriculum, support, that we can be to you if you have time to sit and think about how the Association might support you throughout your career. 

 Knowing that we are talking to 20-70 year old individuals, we see that this industry is good to each one of us for a different reason.  It may provide an alternative, an escape from something we didn’t like that we were doing, or it may just have been something started in college-a passion for hospitality.  The passion that the membership of the association feels for who and what we are is unique to each one of us. A decision that Jim makes on an annual basis is whether or not he still feel s that he’s got that desire to do something better, to reach out and make other associations think about who and what CMAA is, forcing them to get a little better, but not taking second seat to any of us.  

BMI program was started in Georgia:  These curriculums were generated at Georgia State by faculty and members of the association and it has become the single-greatest leadership, visionary model that is now being used in over 140 associations.    We had less than 100 people participate in the first three BMI’s the first 2-3 years, but we didn’t quit.  Members, as a profession, are usually not willing to jump in and do anything the National office tells you to do. You usually wait to see whether it feels good or not, then talk with another manager to see if they tried it, and then maybe you will try it.  The philosophy at headquarters to generate programs – put it out there, get a task force, go to a chapter and have them try it, and do a beta test of whatever the service/product is, generate it, run through the National committee structure so by the time it is implemented, it is the best program available at that time in the industry. There is no profit sharing, kickbacks, commissions, retirement fund involved in any of the products/services, but still there is reluctance on behalf of the membership as a whole, as there is to go out and generate new members for the Association.  It’s no longer the idea that the reason I can’t bring anymore members in is because I’m afraid if they see how good I’ve got it, they’ll take my job. Today it is simply – no one has the time to commit to all of the things that are asked of you as a volunteer as a member of the association.  The association as a whole can’t exist unless you are all involved!  The success or failure of programs relies upon the membership embracing it or not embracing it.  As we go through the year to year and a half that it takes to build a program, there is a responsibility on each of you to seriously look at and see whether you can implement it into your personal life NO – professional life YES. 

The generation of new members for the association has to be the responsibility of each of you; getting individuals to come to events like the July conference (Georgia Chapter), has to be the responsibility of each of you.  The only way your chapter conference will grow, is if each of you goes back and adopts one or two members of the chapter for the next couple of months and tells them about what you gained, whether it be the education, time with family, free time, etc.  You have to take the initiative and this will build on growth. It’s success of events like the July conference that creates loyalty and the desire to be a member of CMAA. It’s events like this that were generated at the undergraduate University level  among students that make them love CMAA for 20 and 30 years as members.  As we move forward, your commitment is something that is going to become more than it has ever been in the history of the association.  

Jim Singerling – CMAA update – page two

There is a very high percentage of CMAA members who are professionals, who understand   it and get it. This doesn’t mean you are all experts in accounting, human resources, or in other trades, but if you have the CCM behind your name, you have reached the level of competency of better than 70% in the ten areas that the industry agrees it takes in order to run an operation like we run.  You are there because you are creating jobs and business for that community; you are sustaining the most sustainable small business in the community in which you live. 

We’ve now got, thanks to the Golf 20/20, We are Golf Initiatives that are out there, a coalition at this point in time of the professional organizations in golf that are stronger, more cohesive, more collaborative, than it has been in the last 40 years.  PGA of America could not be more open and more agreeable to work with CMAA than what they are. 

You’ve got to ask yourself, is the association membership involved enough in this association to keep making these things happen after the current leadership changes? 

Your involvement as individuals is what has allowed National, for the last two years, to work with the major insurance carriers (not local brokers/agencies).  Last year clubs spent over $500 million in premiums, collectively, from your clubs through your local brokers.  These major companies have stated that if they know CMAA, whose background is education, is developing the educational programs for Loss Prevention in their clubs for their employees, they will offer a minimum of 10% (not in writing yet) reduction in insurance coverage (workers comp, property/casualty, etc).  The reason this is taking so long is that Jim stated that if this program is going to be successful when it is brought out, some of that savings will go to individual club premiums, but we should also transfer revenues back in the commissions that take place to local brokers back to the individual Chapters as a revenue strength so that chapters can find a way of funding things they are doing for the members.  The dollar amount would depend on how many people participate so when you receive information, don’t wait, bring it to your board as soon as possible. With this you can see the value of having more members in your Chapter, because you have more decision makers and more individuals who can go back to their clubs and explain this is a good thing to do because it is a club product.   The local brokers will still get a commission, but not as much.  There is no regulation within the states as to how much a broker can charge in the way of commissions.  After the first year, and you keep renewing, they just keep getting their commission checks.  When they say they might be able to save you 2-3% for the next year, all they do is reduce their commission.   National will be offering 90-minute sessions and chapter workshops on this so the companies can come in and explain this in further detail. 

Social media:  Do you collect demographic data on your members?  Yes, everybody does. Do you have email addresses for your members? Yes.  How many have email addresses of members’ children?  You should be collecting this at events the children attend because children look at their emails constantly.  They will go to parents and say, look what is going on at the club, can we go?  Revise your social media so children will want to go to the club. If you have cell phone or texting policies at your club, you need to change that policy within six months.  Children won’t want to go to the club if they can’t text!   Working with PGA of America, along with the Masters and USGA, to allow the use of cell phones at tournaments.  They know the attendance will go down if people have to turn in their cell phones.  The Leadership Conference will address some of these issues.  Remember, this is open to anybody, not just officers and it is in San Francisco in September, 2010.

Maury McDonnell explained the Allied Golf Group (GSGA, GCCSA, GCOA, CMAA) and the Economic Impact Study - About a year and a half ago, Steve Mona approached the Allied Golf Group about doing a new Economic Impact Study in the state of Georgia about what the golf industry is going to do.  It is funded to about $25,000 around the World Golf Foundation, but CMAA has also contributed.  Mike Waldron sent an email stating they finally reached an agreement with Golf 20/20 to start this survey which will be done by the Standard Research Institute.  This will be done over next 
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six months and the data will be made available to the associations showing what golf provides to the State of Georgia as far as economic impact.  Singerling stated there are 20 states that have done this economic impact study in 2002.  Georgia will be the first state to do the second study, which is now 7-8 years old.  This will allow them to start trending the information.  The key is when this is released, that you use it.  The next initiative will be that National will be sending a letter out contacting managers for the club president’s name.  The next letter will go to the club president asking them to encourage their board and club to put this economic data on their club website.  It will talk about the payroll dollars, contributions in the way of jobs, the fact that the golf industry during the past year now contributes more to local community with the national economy than the motion picture industry.  It will have facts in there to take the burden off of any individual trying to sell this to their board.  We hope it will also get the members of clubs know that your educational/professional association is in fact involved in trying to protect the image of clubs and provide jobs and support for small businesses (floral shops, linen companies) who supply you year after year.  

Corporate Advantage: Another issue that has come to Jim’s attention in the past two to three months is that CMAA has favorites and they are promoting certain vendors over others.  The reason certain names are everywhere is that these vendors have put a lot of money into the Corporate Advantage program.  The vendors who are putting something back in are getting something more out of it.  We put only one vendor in each category and these are five year commitments.  The contributions from these corporations and vendors in this industry wouldn’t be coming into the industry and going back into the programs we are offering, if in fact it didn’t get them more business.  

We Are Golf is a new initiative. 88% of members who belong to CMAA work in golf clubs. This doesn’t mean that we’ve forgotten, doesn’t mean that the curriculum or competencies or anything we do in the way of education, isn’t still completely geared to managing people in clubs and providing services to members.  CMAA is shown as an equal partner, and CMAA is shown as the first logo of the four founding allied associations, and we put up $90,000 in generating the demographics over the next three years; the PGA of America put up $600,000.  

Ten years ago CMAA put up no money to any of these initiatives.  If we want to be recognized as a professional association by the other industry folks, we have to be at the table.  The commitments are scaled per association. 
