
Quest 2012 – Splus 23 
Working with Clubs 
Outcomes  

¶ Developing mutually beneficial relationships with existing and new clubs  

¶ Provide the opportunities for Clubs to progress and develop 

¶ Identifying opportunities to assisting clubs in meeting their sporting objectives 

¶ Organisations to work with clubs to offer long term pathways that help young people continue play sport 
into adulthood 

August 2012 Issue 1                                           Splus 23 Working with clubs Guidance Notes                                             Page 1 of 5 

 

MV 

What should an MV look for 

EXAMPLES OF BEST PRACTICE 

¶ There are displays / information available detailing clubs  

¶ Access information about clubs from staff, such as receptionists 

GUIDANCE 

¶ Facility/ Team websites / social network may detail clubs 

¶ National / regional websites , such as NGB 

¶ Notice boards and leaflets may have details available on clubs and opportunities 

¶ Phone calls could be made to ask for information on clubs and coaching 

PLAN 
  How do you plan to work with Clubs? 

EXAMPLES OF BEST PRACTICE 

¶ Identify existing clubs and opportunities 

¶ Objectives (short, medium & long term) relating to clubs 

¶ Awareness of club objectives 

¶ Service Level Agreements (SLAs) / partnership agreement 

¶ Links with partners 

¶ Finance / resources (budgets) 

¶ Partner and club Business Plans / objectives 

GUIDANCE 

¶ Does management define what they believe is the difference between a club and a regular casual block 
booking 

¶ Does management have a database of club information including ς contacts, affiliations, membership 
information, level of club, overview of the club.  Management may also have information on clubs that 
do not use the facility but operate in the area.  

¶ Does the corporate aims and objectives of the organisation include the benefits of working with clubs 
Do management have an action / business plan that includes tasks relating to working with clubs 

¶ Has Management considered having service level agreements (terms and conditions) in place for each 
club, this will set a standard approach to working with clubs and clearly define who does what 

¶ Has Management detailed who all the internal and external partners are, and how they contribute to 
club development 

¶ Does the organisation have a good understanding of their budget constraints and opportunities in terms 
of working with clubs 

¶ Does Management  have some understanding of what the clubs objectives are, especially in terms of 
growth and development 

DO 

What processes do you have in place to ensure club’s policies and procedures meet best practice guidance?  

EXAMPLES OF BEST PRACTICE 

¶ Health/Safety including Risk Assessments 

¶ Safeguarding, child & vulnerable adults protection 

¶ Insurance 

¶ NGB affiliation and kite-marking 
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¶ Club constitution/ committee- open access/ equity 

¶ Coaching qualifications and  if required lifeguarding 

¶ Development/ Business Plan in place 

¶ Financials 

GUIDANCE 

¶ Is the organisation ensuring that clubs have the relevant health and safety documentation in place, 
including risk assessments and any statutory checks 

¶ Is the management working with clubs to ensure joint responsibilities are clearly defined, and risk 
assessed accordingly. 

¶ Are clubs (if relevant) providing evidence of a safeguarding policy, either as a club or as part of a larger 
organisation; are Management of the organisation and club officials  aware of the policy and their 
responsibilities 

¶ Are clubs providing proof of appropriate insurance / NGB affiliation, does management obtain copies of 
any clubs kite-marks 

¶ Does Management see the constitution of each club and list of committee members, at least the key 
contact 

¶ The clubs (or employer) are responsible for ensuring all coaches are qualified and their CPD training is 
up to date.  Are processes in place for Management to do random audits on clubs to ensure coaching 
qualifications are up to date 

¶ Does Management assist clubs with their development plans and strategies 

¶ Are Management ensuring that clubs are able to pay their invoices on time and are not likely to go into 
arrears 

How do you communicate with the Clubs?  (Question for Club representatives) 

EXAMPLES OF BEST PRACTICE 

¶ Communication pathways / communication with clubs 

¶ Surveys 

¶ Meetings  

¶ Regular telephone contact / visits during bookings / sessions 

¶ Sports Strategies 

¶ Newsletters 

¶ Notice boards / designated areas 

¶ Sports Committees / Forums 

GUIDANCE 

¶ Are Management ensuring that they have procedures in place that enable them to communicate 
successfully with clubs on a regular basis 

¶ Does management regularly survey their clubs to evaluate service provision and delivery  

¶ Does the organisation hold meetings with clubs, as face to face or telephone communication, is a club 
meeting schedule in place  

¶ Does Management  have regular telephone contact / visits during bookings / sessions with clubs / 
newsletters / notice boards / designated areas / Sports Committees / Open Forums / drop in surgeries 

¶ Are Management  ŀǿŀǊŜ ƻŦ ǘƘŜ ŎƭǳōΩǎ ŀƴŘ ǿƛŘŜǊ ǎǇƻǊǘǎ ǎtrategies to possibly assist with opportunities, 
guidance and support for the clubs 

¶ Is the Management  passing on opportunities that arise to relevant clubs such as local funding for 
coaching 

How do you support Clubs to enable them to develop?  (Question for Club representatives) 

EXAMPLES OF BEST PRACTICE 

¶ Provide sports development expertise and operational assistance 

¶ Preferential rates / flexible rates for additional bookings 

¶ Coaching / CPD sessions 
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¶ Opportunities for participants within the organisation 

¶ Facilitating partnerships 

¶ Joint initiatives 

¶ Signposting for participants and coaches 

GUIDANCE 

¶ Is the organisation offering services and expertise to develop the club, such as running a gala / event on 
their behalf 

¶ Are Management able to help with grant / funding applications and signposting them to other 
organisations, such as CSPs and local Sports Development Teams 

¶ Does Management have access to direct funding / assistance with rate relief for clubs 

¶ Is the organisation assisting with external awards / recognition 

¶ Is assistance given with marketing and promotions 

¶ Is assistance given with sponsorship help, such as space, equipment or kit  

¶ Are additional resources give, such as  staff/ storage space/ loan of the photocopier 

¶ Does Management consider programming times/ preferential rates / flexible rates for additional 
bookings for clubs to enable them to develop in the long term 

¶ Does Management may links with partners and other organisations and be able to offer joint coaching / 
CPD sessions for clubs as well as their staff 

¶ Does Management work in partnerships with clubs to extend opportunities for participants within the 
organisation, such as lifeguarding courses or volunteering  

¶ Is Management with their partnership links able to assist clubs in their development either 
operationally, financially, competitively or additional resources 

¶ Are pathways for sports / activities in place, such as gymnasts leaving the centre programme at a level 
to join the Club, swimmers moving from swimming lesson programmes to clubs 

How does your organisation benefit from working with Clubs?  (Question for Club representatives) 

EXAMPLES OF BEST PRACTICE 

¶ Increased profile  

¶ Increased participation 

¶ Increased direct and indirect revenues 

¶ Good news stories 

¶ Talent development & coaching and CPD 

¶ Facility investment 

¶ Use of equipment / kit 

¶ Opportunities for staff 

¶ Sponsorship / commercial deals 

¶ Improved volunteer network 

GUIDANCE 

¶ Is the organisation able to identify and demonstrate the value of working with clubs, and the additional 
benefits, including increased profile, participation and revenue, such as vending, cross facility usage, 
increased occupancy, PR, parents using facilities when their children are partaking in activities, student 
union facility usage, professional team using facilities, widens choice   

¶ Are clubs offering opportunities within their facility programmes that the organisation is unable to 
provide, such as martial arts or disability swimming. Does the organisation include these opportunities 
within their marketing literature 

¶ Do operators have access to club coaching programmes and talent development schemes 

¶ Does the organisation get external funding for new facilities and refurbishments if they are working with 
clubs and partners, such as football foundation 

¶ Is working in partnerships with clubs, resulting in shared use of equipment and kit 

¶ Are management benefiting from sponsorship or increased commercial investment as a result of 
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working with clubs, such as Nike / Adidas where significant discounts may be given if bulk purchases are 
made across an organisation 

¶ Is the organisation benefiting from volunteers who have worked with clubs and gained experience and 
are employable / willing to support other activities 

MEASURE 

How do you measure? 

EXAMPLES OF BEST PRACTICE 

¶ Club / participant and partner satisfaction 

¶ Number of clubs and retention 

¶ Club performance (not just competitive achievements) 

¶ Financials 

¶ Funding opportunities 

¶ External validations 

¶ Membership numbers 

¶ Participation / occupancy numbers 

¶ Business Plan targets 

GUIDANCE 

¶ Are Management surveying clubs, participants and partners to measure their satisfaction; this may be 
completed annually or more frequently and may be conducted in partnership with the clubs 

¶ Is the organisation measuring the number of clubs and retention rates   

¶ Does Management send out exit questionnaires when clubs leave to establish the reasons for them 
leaving and whether they could have put in processes to stop the club leaving in the first place 

¶ Has the club performance progressed with the organisations help, has the Management had positive PR 
on the back of this progression 

¶ Has working with clubs financially benefitted the organisation and / or the club either through 
expenditure saving, funding opportunities or increased income 

¶ Is the organisation and / or clubs achieving external or internal validations, accreditations or awards as a 
result of working in partnership, such as Quest / CSP Regional Sports Awards / Clubmark;  has the 
organisation had some good PR on the back of these awards  

¶ Is the organisations benefiting from knowing membership, participation and occupancy numbers both 
for internal use and external use, such as Sport Councils, NGBs or local authority KPIs 

¶ Are Management regularly measuring data to ensure they are progressing their Business Plan targets 

REVIEW 

How do you review what you have measured? 

EXAMPLES OF BEST PRACTICE 

¶ Review of club / participant and partner satisfaction 

¶ Review  of number of clubs and retention 

¶ Club performance results 

¶ Review of financials 

¶ Review of success of funding opportunities 

¶ Results of external validations 

¶ Review of membership numbers / participation / occupancy numbers 

¶ Regular review of Business Plan targets 

GUIDANCE 

¶ Does Management review survey results, share the information with relevant partners and ensure all 
areas for improvement have actions and added to improvement plans.  

¶ Are Management sharing results with those who completed the surveys, informing them of action they 
will be taking 
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¶ Is the organisation reviewing the number of clubs and retention, comparing year on year or term on 
term, the numbers and if they have dropped or increased and why   

¶ Is any review of club performance and their progression promoted within the organisation and shared 
with partners 

¶ Is the organisation reviewing trends in membership, participation and occupancy numbers both for 
internal use and external use, such as Sport Councils, NGBs or local authority KPIs and using the 
information for future planning 

¶ Does Management regularly reviewing their data to ensure they are progressing and revising their 
Business Plan targets 

IMPACT 

What difference have you made? 

EXAMPLES OF BEST PRACTICE 

¶ Active contribution to sports development objectives 

¶ Progress towards achieving the Business Plan 

¶ Satisfied clubs, partners and participants 

¶ Good news stories 

¶ Increased participation and improved retention 

¶ Hit financial targets 

¶ More participants progressing through the sports continuum 

¶ Perception of the organisation / reputation 

¶ External Awards 

¶ LƳǇǊƻǾŜŘ Ŏƭǳō ŀƴŘ ƻǊƎŀƴƛǎŀǘƛƻƴΩǎ ǇƻƭƛŎƛŜǎ ŀƴŘ ǇǊƻŎŜŘǳǊŜǎ 

¶ Club participants achieving success due to their Club and the support from the organisation 

¶ hǊƎŀƴƛǎŀǘƛƻƴ Ƙŀǎ ŀŎƘƛŜǾŜŘ ǎǳŎŎŜǎǎŜǎ ŘǳŜ ǘƻ ǘƘŜ Ŏƭǳō ŀƴŘ ƛǘΩǎ ǇŀǊǘƛŎƛǇŀƴǘǎ  

¶ Additional funding , such as sponsorship / commercial investment 

¶ Improved KPI results. 

GUIDANCE 

¶ Does the organisation effectively communicate the impact of working with clubs to partners, clubs and 
stakeholders 

¶ Are strong working relationships evidenced by regular engagement and responsiveness to changing 
delivery priorities 

¶ Are club satisfaction levels increasing year on year 

¶ Is the organisation attracting new clubs as a result of working closely with clubs 

¶ Do clubs have increased usage  

¶  Is there evidence of greater retention of participants 

¶ Has income increased 

¶ Has the organisation had clubs who have performed beyond their expectations and participants 
achieved success 

¶ Has the perception of the organisation and reputation improved through these partnerships 

¶ Are there improved links with clubs and local stakeholders 

¶ Are clubs operating more effectively and efficiently as a result of the organisations support 

¶ Has the organisation benefitted from additional funding, such as sponsorship / commercial investment 

¶ Are KPI results improving 

 


