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CORPORATE MEMBERSHIP PACKAGES -   Report by Chief Executive
  
	Summary
The purpose of this report is to provide Directors with an update on progress to date in developing High Life Highland corporate membership packages.
It is recommended that Directors comment on the progress made and agree the five corporate membership package options proposed.
  


	1.
	Business Plan Contribution



	1.1
	This report supports the highlighted Business Outcomes from the High Life Highland (HLH) Business Plan:

1. A positive company image

2. A growing company

3. Delivery of the contract with THC

4. Increased awareness of HLH products and services

5. Increased customer satisfaction

6. Increased financial sustainability

7. Increased internal collaboration

8. Increased staff satisfaction
9. Safety & environmental compliance



	2.
	Background


	2.1
2.2

2.3

3.

3.1
3.2
	To increase the market penetration and income generated from the existing High Life membership scheme, HLH officers have been developing proposals to introduce corporate memberships.  In addition to devising a range of financial options for businesses to consider, the processes and framework to support its implementation have been developed.  

The purpose of this report is to provide Directors with an update on progress made thus far and to ask them to agree and comment upon the five membership options being proposed.
As the membership options and supporting documentation have developed, they have been presented to the Trading Company in February and April 2014 for feedback, which has been incorporated into the proposals presented to this Board meeting.
Corporate Memberships

The Appendices to this report present the proposed membership options and supporting documentation as follows:
Appendix 1 – Membership Options

Appendix 2 – Priority Status of Options

Appendix 3 – The Benefits of Membership

Appendix 4 – Business Research

Appendix 5 – Control Sheet
Appendix 6 – HLH Corporate Sales Flowchart
Appendix 7 – Timeline
Directors are asked to comment on the information presented in each Appendix.


	4.
	Implications


	4.1
4.2
4.3
4.4
	Resource Implications – the resources required to implement this project are present within the Business Team.
Legal Implications – there are no new legal implications arising from the content of this report.
Equality Implications – there are no new equality issues associated with this report.
Risk Implications – there are no new risks above the line associated with this report.  The risk of migration of existing customers to become corporate package customers has been reviewed.  It is anticipated that any transfer will not result in any loss of income as the main package being proposed collects the full cost of the existing High Life membership.    


	Recommendation
It is recommended that Directors comment on the progress made and agree the five corporate membership package options proposed.
  


Signature:

Designation:
Chief Executive
Date:

4 August 2014
Appendix 1
Membership Options
1. Corporate Contribution
Employee(s) take out membership direct with HLH and the company then provides a subsidy (up to an agreed percentage, set at the discretion of the company) as a benefit directly to the employee(s). HLH can, on request, provide the company a report (quarterly or every 6 months) to confirm which of their employees have a current membership.  

2. Corporate Deal
The company purchases an agreed number of memberships: for every ten purchased the eleventh is offered free.  

3. Corporate Small Business and Tourism
For micro businesses (under eight employees) HLH can offer a maximum of two corporate memberships per business which entitles each business to four cards per membership, priced at £324 per annum, payable in one lump sum or by monthly Direct Debit at £27 per month. For small businesses the cards are transferable between owners and staff. For tourist businesses cards are transferable between owners, staff and customers.

4. Employee Invitation
The company requests Knowing Me Knowing You 7 day vouchers for an agreed number of employees.  Employees then bring the voucher to an HLH leisure facility to be redeemed for a FREE 7 day pass.   Membership options thereafter could link back to options 1 or 2 above depending on interest, demand and desires of employees and the company. 

5. Corporate 4 U
If none of the options above are suitable, HLH is happy to discuss individual company requirements.  HLH can be flexible to respond to specific needs of prospective companies.
Appendix 2
Priority Status of Options













Appendix 3

The Benefits Of Membership
1. Health Benefits

The information contained in this document is intended to supplement the information presented on the HLH “Why Promote Physical Activity at Work” printed leaflet.                      

Staff ill health has cost implications for businesses through loss of production, early retirement, staff turnover and absenteeism (both through long term sick pay and the cost of temporary staff). 

Back pain is the most common cause of sickness absence from work in the UK, with an estimated 16 million people affected each year, at a cost to industry of £5.7 billion per annum. Meanwhile, evidence shows that physical activity can reduce a person's risk from suffering from back pain and can also aid recovery from back pain and other musculoskeletal disorders. 

Work related stress, depression and anxiety form the second most common reasons for work related sickness absence, costing the UK economy between £3.7 and £7 billion each year. However, physical activity has been shown to have an anxiety-reducing effect and single sessions of moderate intensity exercise have been shown to reduce short term reactions to stress and enhance recovery from stressors. 

The 2003 paper ‘Let's Make Scotland More Active: A Strategy for Physical Activity’ highlights the fact that 'workplaces are an ideal setting to reach a large section of the adult population' and further notes that, ‘pressure of work’ is one of the most common barriers to increasing physical activity, with time being scarce, the convenience of being active at and through work can be very attractive.

Evidence suggests that physical activity can benefit an organisation because active workforces tend to:

· report less illness and recover more quickly from the illness they do get

· experience less work absence*

· experience lower staff turnover

· be more productive

· have fewer industrial injuries

· report higher levels of satisfaction with their work

· create a positive corporate image

* According to the Physical Activity Task Force, 2003, physically active employees take 27% fewer days of sick leave. This equates to over two days' improved attendance per employee.
2. 
High Life Membership Benefits

An ‘all inclusive’ family or individual membership allows you free access to:

· Swimming

· Swimming lessons

· Fitness classes

· Fitness suites

· Steam rooms and saunas

· Sports court hire

· Children’s holiday activities (as listed)

3. Further Information

· Healthy Working Lives website                         
· HLH Staff website
· NICE website:  a business case been produced by NICE (National Institute for Health and Clinical Excellence) to support the implementation of the public health intervention PHI13 - workplace physical activity.  The business case can be adapted by organisations to reflect local circumstances and help calculate the potential benefits and costs of developing a workplace physical activity scheme.  Assisted High Life membership purchase can be an important part of any workplace physical activity scheme.
4.      Additional Benefits for the Corporate Tourism Offer 

· Enhanced visitor experience through the provision of free leisure centre access.

· Exercise is now a fundamental part of many people’s lives and they will look for leisure facilities while on holiday.

· Provides small businesses with the opportunity to improve packages that they offer to visitors.

· Provides a wet weather alternative for visitors.  

· Additional benefits for guests to take advantage of any High Life promotions e.g. HFM promotions, contra-deals, sponsorship arrangements etc. that may be in place at any time, would be valid with the card.
Appendix 4

Business Research
	Name of Business

	

	Type of Business

	 

	Type of workforce

	 

	Work force demographic

	 

	Employee Benefits Scheme

	 

	Links to sports clubs

	 

	Health promotions

	 

	Fitness promotions

	 

	Sponsorship of community activities

	 

	Sponsorship of sport activities

	 

	Health Working Lives?

	 

	Links between general company and individual benefits and the specific interests of this company?

	 

	Which HL package option is most appropriate?

	 


Appendix 5
Control Sheet
	Facility
	Company
	Contact
	Package Option Proposed
	Outcome
	Value

	
	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	



[image: image1.emf]HLH Corporate Sales Flowchart 

1. Have you fully researched and understood the company/

employee benefits of physical activity at work (Appendix 3)?

3. Have you identified a minimum of 10 local businesses within the catchment of your 

facility and listed them in the  Corporate Sales Spreadsheet and had them approved by the 

Area Facility Officers?  

2. Have you submitted a paragraph on the Business Research 

Spreadsheet (Appendix 4) Company employee benefits of physical 

activity @ work.

4.     Have you checked with your colleagues in nearby facilities to ensure no duplication on your list/database?

5.  Have you fully researched the businesses on your list and outlined your findings on the Corporate Membership Spreadsheet?  e.g.

type of business; type of work force; work force demographic; employee benefits scheme; links to sports clubs; health or fitness 

promotions; sponsorship of any local community or sport activity; are they undertaking the Healthy Working Lives scheme?

6.  Have you identified the specific benefits of physical activity at work that match the interests of the companies you are 

aiming to target and listed these in the Corporate Sales Spreadsheet?  (establishing common ground will link points 2 and 

5 in this flowchart)

7. Do any of your staff or other staff within HLH have a contact in the business?

YES

NO -

Research It

YES

NO –Submit it

YES

NO -

DO IT

YES

NO -

Do it and amend list to 

ensure no duplication

YES

NO -Research It

YES

NO –Identify and list

YES

NO -

Identify the appropriate staff member to make the sales 

approach (this should be Facility Manager level or Above) 

then go to 9

Appendix 6



[image: image2.emf]8.  Is the staff member with the contact the most appropriate/suitable person to make the sales 

approach (this should ordinarily be Facility Manager level or above)?

9.  Has the staff member completed (or read the submission already undertaken for) steps 

1 to 4 above?

10. Has the staff member considered and agreed the most appropriate initial means of approach to the company (this should normally 

be a letter, followed by a phone call then email to confirm appointment)? Any proposed variation of the means of approach must be 

discussed and agreed with your Line Manager.

11. Will the HLH staff member require any support for making the approach to the company e.g. from Area Facilities Officers, Principal 

Facilities Manager, Health and Wellbeing Manager, Marketing and Communications Manager or Outdoor Facilities and Events 

Manager?  For Medium to Large Businesses additional support must be explored and made available from HLH Senior Management 

Team level or above.

YES

NO -

Identify the appropriate staff member to make the 

sales approach (as per 7)

YES

NO –Do It

YES

NO –Consider and agree

YES –

Approach the required staff, ensure they are suitably briefed about the 

company (as per steps 1 to 4)

NO –go to 12.

12. Have you considered the most appropriate and preferred corporate membership option to be within the scope of the 

approach (Appendix 1).  

YES

NO –Do It

13.  Approach the company as outlined and agreed having considered all of the steps above.

If you have any queries please contact your line manager

14.  Update the Corporate Sales Control Sheet (Appendix 5)



  Appendix 7
Timeline
August 2014
· Seek Board approval for package options
· Initiate trial period using the existing tourism package
· Finalise contact list of businesses for each area
· Finalise the sales contact tracking system
· Undertake further staff training
· Set contact / relationship targets for each facility
October 2014 to April 2015
· Review success of tourism business contacts and sales
· Programme appointments with non tourism business
· Monitor progress and sales uptake 
Corporate Contribution





2.  Corporate Deal





3. Corporate Small Business and Tourism








4.  Employee Invitation





4.c.  Conversion to option 2.  Corporate Deal





4.b.  Conversion to option 1. Corporate Contribution





4.a.  Conversion to Membership Sale (individual/family)





5.  Corporate 4 U
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1. Have you fully researched and understood the company/employee benefits of physical activity at work (Appendix 3)?


HLH Corporate Sales Flowchart 


YES
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1. Have you fully researched and understood the company/employee benefits of physical activity at work (Appendix 1)?


HLH Corporate Sales Flowchart 
for Small, Medium and Large Businesses 
Definitions of Small, Medium and Large Businesses- Small = < 50 people; Medium = < 250 people; Large = > 250 people


YES



