2026 Executive Yield Briefing

Bridging the Value-Communication Gap — A High-Performance Infrastructure Proposal for Golf
Management Organizations

QUIET LUXURY BRIEFING



The Core Problem: The 65% Value Gap

Recent CMAA benchmarks reveal a critical failure in
club operations: while 66% of leaders actively create
value for their members, only 35% feel they effectively
communicate it.

This gap is not a minor inefficiency — it is a structural
risk to dues retention, member satisfaction, and long-
term club viability. When members cannot see the value
being created on their behalf, they question every line
item.

/N The Yield Risk: Undervalued amenities lead to
"Value Fatigue,' causing resistance to dues
increases and accelerating member churn
across all club tiers.

The solution is a 24/7 physical touchpoint that makes
capital investments and the "Why" behind dues visible to
every member, every day — without adding staff
overhead.




The Executive Yield
Dashboard

Three mission-critical KPIs that define the GCMN
performance standard — measured, verified, and delivered.

+31.8%

Sales Uplift

Average increase in high-margin F&B and Pro Shop sales
through point-of-influence dynamic promotion
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Yield Dashboard: Sales Uplift in Context

Revenue Category

F&B Point-of-Sale

Pro Shop Promotions

Event Registrations

Lesson Bookings
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Why Dynamic Promotion
Works

Point-of-influence digital displays
intercept members at the exact
moment of decision — at the bar, in the
locker room, on the way to the first tee.

© +31.8% average sales uplift
is not a projection — it is the
measured result of deploying
contextual, timely promotions
in high-dwell zones.

Static signage and printed menus
cannot compete with dynamic,
scheduled content that adapts to
weather, time of day, and club events in
real time.



Operational Resilience: Solving the Labor

Crisis

Employee housing and recruitment are the #1 operational challenge for 61% of General Managers today.
GCMN functions as a Digital Concierge — extending your team's capacity without adding headcount.

Zero Staff Overhead

Our Managed CMaaS model
handles 100% of design,
scheduling, and content
updates. Your staff never

touches the software — ever.

Labor Recovery

By automating answers to
routine logistical questions —
tee times, weather, menus,
event schedules — we
liberate staff for high-touch
member service.

Brand Consistency

Every screen reflects your
club's brand standards,
updated centrally. No rogue
signage, no outdated
promotions, no off-brand
messaging.



Managed CMaas vs. DIY: The
Operational Comparison

Understanding the true cost of self-managed digital signage versus a fully managed Content-Media-as-a-
Service model is essential for any GM evaluating this investment.

MANAGED CMaa$s
CMaa$S (GCMN)

Staff Time Required
Zero hrs/week

DIY DIGITAL
SIGNAGE
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Brand Compliance
Guaranteed

Technical Support
24/7 dedicated

Total Cost of
Ownership
Predictable SLA

(@ CMaaS = Content-Media-as-a-Service. GCMN manages the entire content lifecycle so club
leadership can focus on member experience, not software.



Non-Dues Revenue: Turning Dead Space

Into Profit

The Opportunity

Underutilized clubhouse walls represent an
untapped, structured income stream.
GCMN's Tiered Digital Sponsorship model
transforms passive square footage into
active revenue — without disrupting the
member experience.

Your audience is captive, affluent, and
highly local — exactly what premium
sponsors pay to reach. The club controls all
placements, approvals, and brand
standards.

© Sponsorship revenue offsets or
eliminates the monthly GCMN
investment entirely for many
partner clubs.
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Sponsorship Tier Structure
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¥ Silver — Local Business Spotlights

Premium association with your captive, affluent
audience. Rotating local lifestyle and service
promotions.

¥ Gold — Seasonal Partners

Rotating F&B and local lifestyle promotions tied
to club calendar events and seasonal
programming.

X * Platinum — Tournament Title
Sponsors

Maximum signature event visibility. Dominant
presence across all screens during high-
attendance tournament periods.



The Four Pillars of GCMN Value
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Value Communication

Close the 65% communication gap by making every
capital investment and member benefit visible, daily,
on every screen throughout the clubhouse.

Labor Amplification

Automate routine member communications so your
team focuses on high-touch service — the
irreplaceable human element of club excellence.

&

Yield Optimization

Drive measurable +31.8% uplift in F&B and Pro Shop
revenue through dynamic, point-of-influence
promotions timed to member behavior.

Non-Dues Revenue

Generate structured sponsorship income through
tiered digital placements, turning passive wall space
into a self-funding revenue stream.



Implementation Roadmap

From Portfolio Assessment to full deployment, GCMN's proven onboarding process is designed to be zero-
friction for club leadership and staff.

Phase 4:
Phase 2: CMaaS
Phase 1: Content Phase 3: ,
. Real-time updates,
Assessment Installation .
Brand standards, reporting,
Placement zones tiers, and calendar Hardware, network optimization

and yield projection isolation, SLA

activation

Most clubs move from Portfolio Assessment to live screens in under 30 days. The Managed CMaaS model
means your team's involvement ends at the approval stage — GCMN handles everything else.

Week 1-2: Week 2-3: Design & Week 3-4:
Assessment & Approval Installation & Launch
Strategy GCMN creative team builds Hardware installed with
Complimentary Portfolio branded content templates. isolated network protocols.
Assessment identifies high- Club leadership reviews and 99.9% uptime SLA

impact placement zones. approves. Zero staff design activated. Sponsorship tier
Custom yield optimization time required. structure launched.
projection delivered to

leadership.



Strategic Next Step: Close the Gap.
Secure the Yield.

GCMN conducts a Complimentary Portfolio Assessment to identify high-impact placement zones and
provide a custom yield optimization projection — tailored specifically to your club's footprint, member
demographics, and revenue goals.

"This is not a technology luxury. This is an operational necessity for any club serious about yield,
retention, and the member experience in 2026 and beyond."

Yield Labor Governance

+31.8% F&B and Pro Shop Zero staff overhead with fully 99.9% uptime SLA with

sales uplift through dynamic Managed CMaaS — 100% isolated network protocols

point-of-influence promotion design, scheduling, and protecting member data and
updates handled brand integrity

() Request your Complimentary Portfolio Assessment: www.golfclubmedia.tv — Identify your high-
impact placement zones and receive a custom yield optimization projection for your organization.

Request Portfolio Assessment


http://www.golfclubmedia.tv/
http://www.golfclubmedia.tv/
http://www.golfclubmedia.tv/
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The 65% Perception-Value Deficit: A Fiduciary Risk Managed CMaasS: Insurance Against the 61% Staff
Recruitment Crisis
/A CMAA benchmarks confirm: 66% of club leaders actively create
member value — yet only 35% feel they communicate it
effectively. This 65% Perception-Value Deficit is not an
operational inconvenience. It is a fiduciary risk to dues

61% of General Managers cite employee housing and recruitment as
their #1 operational challenge. GCMN's Managed CMaaS model is
structural insurance against workforce volatility — not a technology add-

on.
retention, member satisfaction, and long-term club viability.
Yield Recovery Equation e V%
© Foraclub with a $500,000 F&B and Pro Shop baseline: Zero Staff Overhead Labor Recovery
+31.8% dynamic promotion uplift = $159,000 recovered 100% of design, scheduling i mEmbeEr
annually o . and content updates managed communications — tee times,
This is not a projection. It is the measured result of contextual, by GCMN. Your team never AT, EvaE sehEdllEs =
point-of-influence digital promotion. touches the software. automated, freeing staff for
high-touch service.
F&B & Pro Shop Sales Uplift
Measured average across GCMN partner clubs via dynamic point-of- 2]

influence promotion
Brand Governance

Wait-Time Perception Reduction Every screen reflects club brand standards, updated centrally. No

Reduction in perceived wait times in high-dwell areas, directly lifting rogue signage. No off-brand messaging.
member satisfaction scores

The Four Pillars of GCMN Value
Uptime SLA Guarantee

Isolated network protocols protecting member data and club brand
integrity Value Communication

Close the 65% gap — make every capital investment visible, daily.

Yield Optimization
+31.8% F&B and Pro Shop uplift through dynamic promotion.

Labor Amplification

Automate routine communications; liberate staff for excellence.

Non-Dues Revenue

Tiered digital sponsorship turns passive wall space into structured
income.

"This is not a technology luxury. This is an operational necessity for any club serious about yield, retention, and the member experience in 2026 and
beyond."

Request Complimentary Portfolio Assessment

www.golfclubmedia.tv — Identify your high-impact placement zones and receive a custom yield optimization projection.
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