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it Vel TRY IT. PLAYIT. LOVEIT.

Target Markets

(Athlete Pathway = who) Young People Youth  Young Adults Adults

Marketing Tools Posters Members Website Social
(Try it. Play it. Love it. = how)

Have a Hit Kiwi Squash Squash Ignite
Improve

Social Slam Squash Mates

(ngl;rt? 52)\,/ Iztlvevﬁat) Wo mends S q8gaashtit Squash 57

Interclub Events Competitions

Feedback

Our Resources Coach development and supporting resources




[ THE STATE OF PLAY

A Every week in more than 300 facilities
with a squash court tens of thousands
of people play squash
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A An estimated 90,000 people pick up a
squash racket each year to try it or

play it

| A Approximately 18,000 people are
registered as affiliated club members

A Around 1,300 people have joined the
Squash Coaches Network

BUTe

A Affiliated club memberships have

dropped by an average of 1000
people per year over the past 7 years



WHAT RESEARCH SHOWS

A Participation in most sports is
declining - due to technology

A Members come and go and
participation is low

A People play less sport as they get
older

A We face increasing competition from
other leisure options - especially
electronic devices / apps

A Fitness gym memberships are
iIncreasing across all age groups

Our population is getting less fit
and more obese



TRYIT. PLAYIT. LOVEIT.

HELP PEOPLE
FALL IN LOVE
WITH SQUASH
SO THEY
CHOOSE

TO PLAY IT

Our ambition

A To GROW the NZ squash family

from Kaitaia to Bluff, Gisborne to
Hokitika and everywhere in between

SO THAT

A Kiwis in every corner of the country fall
in love with the game and play it every
week in their local clubs as a member

18,000 A 20,000

2017 2018



WORKSHOP OVERVIEW
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1. ldentify current and futur g

within your communities

2. Discuss the various ways to play the game
(programmes) and determine the best options for your
club

3. Develop a step-by-step plan that you can use to grow
your club
a) Establish goals for participation and membership
b) Maximise scheduling opportunities
c) Look at ways to find and train a pool of coaches
d) Offer ideas to assist with marketing
e) Recap on activity reporting

4. Highlight other resources and support you can access




(@=»ss SQUASH MEMBERSHIP GROWTH AND RETENTION MODEL

1. Market Research

Market research within your community provides you with an understanding of where your club is, where you are heading, what your opportunities look like and the gaps that you can take advantage ol.

2. Lead Generation

Once you arc aware of the potential arcas of growth, you need to generate a pool of leads (potential members) within these arcas. I'ind out what motivates cach person and offer them solutions (suitable
pragrammes and events, a welcoming environment and like-minded people) to support them with meeting their individual needs.

Referrals

Relationships Retention

3. Introduction 4. Participation 5. Membership .
IKY 11.

LEAD MEMBER

Enjoyment Acquisition Quality experiences and

Special effort is required relationships keep people

to set a strong

foundation coming back for more
Taking a person from being a lead Lo gelling them To maintain someone’s interest in the game the You can use lrial periods to get initial buy in for
introduced to the game and closer to becoming a primary driver of membership is encouraging membership. Once they are fully engaged and ready,
member is a vilally important procedure. Make meaningful and enjoyable participation opportunities. use a simple sign up process.

someone responsible for personally welcoming new

players into the club and introducing them to other Find out what motivates each individual so you can Acquisition

players. offer them what they want to suit their lifestyle. Once you have a new member, a correct induction

. procedure is imperative to maintain the membership

Focus on providing lots of member contact and Instead of trying to sell a membership, focus on and negale buyer’s remorse.

engagement - one-on-one coaching sessions, group creating value for each person by providing them with

programmes, fun tournaments and other social events... quality participation experiences and strengthening Retention

o social bonds. To stop members leaving to another club, or leaving the

:/mll]ln:rv{:;l :It::' nl]vvr”r(m{'r:gizjriilt&(sll(;i;tr?;wllil(t)n:)?]ti\nu . game of squash altogether you need to put support

egularly and ensure they deve lationships and see . . . . - ategies in place m feel like 3
the resulls they are after. Once they have sellled in you Personal relationships and enjoyment of the game drives participation [S‘t[l([]']lL[TJ;;S ‘Lﬂtﬁrﬁatt;tbor[g%kei l(;](;\;\?n f{o( LDlrlg\;t;npgma[ o the
need them to continue participating regularly and Participation is the trigger that sparks membership motivating envirconment and creating connections
ensure they keep developing relationships and seeing . between members.

results. People become members to get results but stay because of friends




PROVEN WAYS TO GROW PARTICIPATION

Stimulating environments Building clubs within the club
e.g. colour and light e.g. book / wine / cards groups

Education and communication

e.g. electronic newsletters Relationship selling and member inductions
e.g. welcoming processes

Building bonds

e.g. social media Lapsed member re-engagement campaigns
e.g. database emails

Personal and small team training Casual play options
e.g. coaching sessions e.g. Pay2Play

Buté there Iis one thing that v



PEOPLE CRAVE DIFFERENT WAYS TO PLAY

Group programmes

We are socie_ll creatures_and we Iov_e
spending ti me with of

|l sndt that why we come to






THE JOURNEY OF SQUASH PLAYERS

ATHLETE PATHWAY

[ Masters J Professional

=

Club Graded Competition J National Squad

Club Teams J World Junior Squads

Women National Development

PARTICIPATE
Social Club Player

Senior Men'’s and
L Women’s District

Adult Starters Club

Junior Boys and

School and Tertiary L Girls District [=]={=]=n]=]\Y]
Club Youth 13-19 yrs Talent identification Individual
L Development

Big Nix 9-12 yrs

Notes
1. The Explore, Learn, Participate, Talent Identification, Perform and Excel Tiles represent the New Zealand Sport and Recreation Pathway.

Small Nix 5-8 yrs

2. The Squash NZ Athlete pathway and playing communities that it caters for are represented in the white tiles.

L W W G S, W W

EXPLORE 0-5 No Programs

3. Squash NZ does not deliver structured programs in the 0-5 community.

4. Schools and Tertiary are deemed to require differing needs to that of the junior club communities.

The different stages of participation for people playing squash in New Zealand



CURRENT SQUASH DEMOGRAPHIC PROFILE

- ADULTS 16+

Age
16-24 years
25-39 years
40-54 years
55-69 years
70+ years

Male
Female

23.9%
30.5%
39.0%
5.9%
0.7%

12.7%
27.3%

NZ European 69.6%

Maori 4.4%
Asian 2.6%
Pacific 1.3%
Other 13.1%
2+ groups 8.9%

Major urban 57.0%
Urban 6.9%
Minor urban 14.5%
Rural 21.7%

Full / part time work 73.5%
Studying 14.1%
Retired 0.7%
At home with kids 6.2%
At home no kids 1.3%
Other 4.3%
(socioeconomic)
Low 41.5%
Medium 39.3%
High 19.2%






