Business Programs Quarterly Report

1st Quarter Fiscal Year 2004

Army Lodging Update:
· Hospitality Training With Penn State University:  During the 1st Qtr, the following lodging course was held at Penn State University:

· Strategic Communications for Lodging Managers, 14-18 Dec 03.  23 Army Lodging personnel representing 16 installations successfully completed the course. 

The following courses were conducted in the 2QFY04:

· Supply Chain Management, 4-9 Jan 04

· Lodging Supervisor’s Course, 11-16 Jan 04

· Performance Analysis in Hospitality Organizations, 11-16 Jan 04  

The following course will be conducted in Feb

· Strategic Financial Management Course, 22-27 Feb 04

Individuals may enroll in courses once registered with the MWR Academy online training system at www.mwraonline.com.  Instructions for registering and enrolling in courses are contained on the website.

Information on all courses can be found on Army Lodging website at www.armymwr.com/corporate/programs/lodgingandtravel/development.asp.   Individuals can obtain an application by accessing the MWR website at http://209.100.134.195/mwrweb/webmwracademy.html or by contacting their facility Lodging Manager. 
As a reminder, please ensure the Six-Month Follow-Up Report to the student’s Learning Application Report is completed and forwarded to the training POC (listed below).  The purpose of the follow-up report is to assist in measuring the effectiveness of our training program.(POC:  Larry L. Harris, DSN 761-3784, e-mail : Larry.Harris@cfsc.army.mil).

· 7th Annual Army Lodging Workshop for Managers:  Army Lodging held its annual Lodging Managers Workshop 6-8 Nov 03 in conjunction with the International Hotel, Motel and Restaurant Show (IHM&RS) in New York City, New York.  Approximately 200 Army Lodging, MWR and AFRC personnel attended the workshop and seminars on lodging management as well as updates on new programs and initiatives.  Attendees were also provided the opportunity to attend seminars hosted by the IHM&RS, interact with commercial sector peers, see the latest in industry products and technologies and take advantage of show discounts on items not procured as part of the annual consolidated buy.

Central Contracting
· Bed and Bath Linen Contract:  1QFY04 provided sales of $400K as compared to 1QFY03 sales of $248K on the Bed and Bath Linen contract.  1QFY04 savings are estimated at 15 percent or $70K.  

· Amenities Contract:  1QFY04 activity provided sales of approximately $4K as compared to 1QFY03 sales of $50K.  1QFY04 savings are estimated at 15 percent or $700.  

· Telecommunications:  AAFES Sprint Hospitality Telecommunications system deployments have been completed at 22 sites.  The average per minute cost for long distance is $0.14.  High Speed DSL Internet is being installed at Fort Belvoir as a cost effective upgrade.  The Fort Belvoir cost increase for dial-up to high speed DSL is $4 per room per month (from $18.95 to $23.00).  Sprint is analyzing other sites suitable for the high speed DSL solution.  

· Credit Card Processing:  Cost clarifications from Offerors have been analyzed and final award recommendations have been forwarded to Contracting.  It is anticipated award will be made in late February.  

· Public Private Venture (PPV) Landmark Hotels at Bragg, Hunter, Irwin (BHI).
1QFY04 occupancy averaged 99 percent at Bragg Landmark (1QFY03 – 94 percent); 77 percent at Landmark Hunter (1QFY03 – 38 percent); and 64 percent at Landmark Irwin (1QFY03 – 64 percent).   A comparison of Landmark Average Daily Rate (ADR) and official lodging portion of per diem is as follows:

	Location
	Official Lodging Per Diem
	ADR 1QFY04

	Bragg
	$63
	$49

	Hunter
	$93
	$45

	Irwin
	$84
	$60


· Pre-Printed Materials Contract:  1QFY04 sales were approximately $4K.  Savings over individually negotiated buys is estimated at 20 percent or $1,000.  
· Central Contracting Office:  Successful program implementation has been completed for the SWRO pilot.  Expansion to SERO will occur effective 1 Feb 04 followed by NWRO 1 Apr 04.  An interim review of performance against set Performance Action Lead Time (PALT) standards for completion by contract action type was conducted for the period 1 Dec 03 – 16 Jan 04.  Eight purchase requests totaling $173K were received during the period and completed within tolerance against the PALT standards as follows:  50 percent exceeded standard; 25 percent one day short of standard; 12.5 percent two days short of standard; and 12.5 percent significantly departing from the standard due to a requirement for additional information on the request.  Recruitment of staff dedicated to the central office will be completed during 2QFY04. 

(POC:  Jan Morgan, DSN 761-5370, email: Jan.Morgan@cfsc.army.mil)

· Lodging Success Program (LSP):  The 1QFY04 fill rate (room nights occupied versus room nights reserved) was 45 percent or 23,621 room nights.   The LSP program resulted in 1QFY04 savings to The Army of $550K as compared to the lodging portion of per diem.  Contract Option Year 1 was exercised for the Ft. Lee LSP hotel and two new LSP hotels were awarded in Newport News, Virginia during the period.  (POC: Larry Harris DSN 761-3784, email: Larry.Harris@cfsc.army.mil)

FY03-FY05 Wellness Program
· Fort Eustis (FY01 pilot):  Construction is at 39 percent completion. Guest room finishes have been finalized. The 60 percent Landscape design and initial interior design signage package has been submitted for review. A 30 percent building inspection took place mid Nov 03.  Consistent with the design build process, the contractor has been given a limited notice to proceed with construction.  Full notice to proceed is expected subsequent to completion of the mock up room 100 percent design review Feb 04.  (POC:  Sheryl Cleland, DSN 761-7758, email: Sheryl.Cleland@cfsc.army.mil)
· Dugway Proving Ground (FY03):  The contractor solicitation packet went out the end of Dec 03 and will be followed by a Pre-Proposal Conference in mid Jan 04.  The  contract award is scheduled for Mar 04. Current timelines for the project depict ground breaking 3QFY04.  (POC:  Sheryl Cleland, DSN 761-7758, email: Sheryl.Cleland@cfsc.army.mil)

· Fort Wainwright (FY03):  Construction is currently 65 percent complete.   Mock-up rooms were inspected and accepted Nov 04.  The building is well ahead of schedule for the original Aug 04 opening and beneficial occupancy.  An updated scheduled will be provided by the design-build contractor in Jan 04.

(POC Steve Coulson, DSN 761-5368, e-mail: Steve.Coulson@cfsc.army.mil)

· Fort Hamilton (FY03):  Ninety five percent design review meeting conducted Nov 03.  Construction site issues are being worked by the Region and local DPW.  Issuance of a limited notice to proceed is expected 2QFY04.  Project timelines provide an 18 month construction schedule once site issues are resolved.

(POC Steve Coulson, DSN 761-5368, e-mail: Steve.Coulson@cfsc.army.mil)

· Camp Carroll (FY04): The 60 percent design review meeting was held in Oct 03 at Camp Carroll to review and discuss the design solution package and set the stage for the next phase of the design. The 90 percent design review meeting will be held Jan 04.  (POC:  Sheryl Cleland, DSN 761-7758, email: Sheryl.Cleland@cfsc.army.mil)

· Fort Lewis (FY04) – A pre-proposal conference for the 185 rooms new build portion of this three phase Wellness treatment was conducted Oct 03.  Contract award is anticipated in Jan 03 with an estimated construction completion date of Oct 05.  Maintenance & repair work on Bldg 2111 is expected to commence in Feb 04 under the local Job Order Contract (JOC).  Renovation of Bldg 2110 will commence upon completion of new build.

(POC Steve Coulson, DSN 761-5368, e-mail: Steve.Coulson@cfsc.army.mil)

· Hohenfels (FY04) – 35 percent renovation design submittal and review meeting conducted Oct 03.  Kick off meetings for the new build and 65 percent renovation submittal are scheduled for Feb 04. 
(POC Steve Coulson, DSN 761-5368, e-mail: Steve.Coulson@cfsc.army.mil)

· Fort Jackson (FY 04) – Preliminary site investigation, contract methodology (RFP) and Design A/E Statement of Work completed Dec 03. 

(POC Steve Coulson, DSN 761-5368, e-mail: Steve.Coulson@cfsc.army.mil)
· Selfridge ANGB (FY05):  A preliminary meeting was held at Selfridge ANG on 28 Aug 03 to discuss the proposed construction of the new 65 unit Army Lodging facility. An on site Charette/Kick Off meeting for RFP development with the A/E will be held early Jan 04.  Current timelines for the project depict ground breaking May 05.  

(POC:  Sheryl Cleland, DSN 761-7758, email: Sheryl.Cleland@cfsc.army.mil)

· Lodging Operation of the Year:  The 2003 LOYA competition winners were announced and awards were presented in conjunction with the Lodging Managers Conference Nov 03.  The winners were Super Category-Fort Belvoir, Virginia, Large-Category Vicenza, Italy, Medium Category-Grafenwoher Germany, and Small Category-Camp Carroll, Korea.  LOYA submission instructions for the FY04 LOYA competition will be published in Jan 04.  (POC:  Sheryl Cleland, DSN 761-7758, email: Sheryl.Cleland@cfsc.army.mil)
· Manager, Supervisor, Employee of the Year Awards:  The 2003 Army Lodging award winners are Ms. Mary Hoeft, Fort McCoy, WI, Lodging Manager of the Year; Ms. Marie O'Donnell, Fort Leavenworth, KS, Supervisor of the Year; and Mr. Eddie Shannon, Fort Hood, TX, Employee of the Year.  The Army Lodging Manager, Supervisor, and Employee Awards program recognizes excellence in customer focus and improved service, employee focus, being a team player, leadership, continuous improvement, and for managers and supervisors, financial improvement.  Winners were recognized with both honorary as well as monetary awards during the 7th Annual Army Lodging Workshop held in November 2003.  (POC:  Jan Morgan, DSN 761-5370, email:  Jan.Morgan@cfsc.army.mil )

· Demand and Facilities Assessments:  Five OCONUS Assessments were completed during 1QFY04 bringing the total completed to 35.  Additionally, demand assessments and facility assessment site visits were completed at the next twelve CONUS sites.  Timelines for the remaining CONUS and OCONUS sites will be developed 2QFY04.  The assessment initiative supports tasking from the Apr 02 Wellness Process Action Team as well as milestones under the Wellness Fast Track Business Initiatives Council action.  (POC Steve Coulson, DSN 761-5368, e-mail: Steve.Coulson@cfsc.army.mil)

· Cawley Company Name Badge Contract:  Nineteen installations executed buys against this contract for a 1QFY04 total of $4,570.  YTD purchases total $4,570.  Purchases off this central agreement support execution of the 3rd option year in Jun 04.  (POC Steve Coulson, DSN 761-5368, e-mail: Steve.Coulson@cfsc.army.mil)

· Army Lodging Property Management System (ALPMS):  The Galaxy Hotel Systems ALPMS contract (NAFBA1-98-C-0033) sets pricing structures, limits price increases and ensures uninterrupted support to the Army Lodging activities.  The current expiration date is 30 Jun 05.  An Exception to Policy for an additional two year extension was approved Dec 03 by the ACSIM.  This exception enables negotiations of the current expiration date to 30 Jun 07 ensuring ALPMS support is available during the transition period to a new system. The upgrade of the Galaxy/UX application to version 3.2.10 continued through the 1QFY04 and is expected for completion in 2QFY04.  The Galaxy Customer Support Center (CSC) fielded 2,288 calls from Army Lodging activities during the 1QFY04.  Over 60 percent of all calls to the Galaxy CSC were completed and closed while the caller was on the line.  Within twenty-four hours the close rate increased to nearly 90 percent.  The Galaxy CSC fielded a total 7,229 calls from Army Lodging activities during FY03.

· Central Reservations System (CRS) and Army Lodging Property Management System (ALPMS) Replacement:  The planned acquisition of a new Central Reservation System / Property Management System in support of Army Lodging activities and the Army Central Reservation Center has been briefed to the Systems Architecture Committee (SAC), Operational Architecture Committee (OAC) and Control Configuration Board (CCB). Coordination of the Statement of Work for the proposed acquisition has been completed.  A request for proposal for this acquisition is expected to be published 3QFY04.  The time frame for acquisition and implementation for a project of this scope is estimated at two years.  (POC:  Jamie VanCourt, DSN 761-3770, email: Jamie.VanCourt@cfsc.army.mil)

· Central Reservation Center (CRC):  The CRC fielded 22,424 calls during the 1QFY04, a decrease of 2 percent in volume from the same reporting period in FY03.  Average 1st Qtr answer time ranged from 26 to 30 seconds well within the new standard of 45 seconds as measured from the time the customer call arrives in the agent queue.  1st Qtr talk time average ranged from 72 to 87 seconds as compared to the new standard of 90 seconds.  Room nights booked for the 1st Qtr were 52,350, a 12 percent increase from 1QFY03.  (POC: Ms. Angela Morrow, DSN 897-2701, e-mail: Angela.Morrow@redstone.army.mil).

· Lodging Financial Results:  Total year to date (YTD) 1QFY04 revenue was $43.2M, $.6M or (1.5 percent) below budget projections.  This revenue performance implies occupancy and average daily rates are on target.  Expenses were managed at $35.7M, $2.27M or (6 percent) less than budget resulting in YTD NIBD of $7.4M or 28 percent over budgeted NIBD.  Army Lodging achieved the rating of Green in accordance with the BoD financial standards for budget to actual execution in all financial areas except NIBD.  NIBD received a Red rating due to the excess NIBD resulting from decreased expenses.  The execution rate for CPMC's (exclusive of EURO) YTD 1st Qtr was 48 percent $3.7M against the budget of $7.7M resulting in a Red rating. (POC: Stephanie Landis, DSN 761-5366, e-mail: Stephanie.Landis@cfsc.army.mil)

Events Division Update:
· Salute to the 2003 Army Golf Champions:  CFSC recognized 97 Army Golf Champions from 34 installations for this year’s Salute to the 2003 Army Golf Champions event.  Prize packages contained a keepsake poster, a golf pro-shop gift certificate, and a custom crystal-golf-clock for each winner.  Packages were shipped in December.   (POC:  Jen Rondez, DSN 325-6089, e-mail: Jennifer.Rondez@cfsc.army.mil).

· Lucky Bucket Sweepstakes 2:  Based on the promotion popularity, "Lucky Bucket Sweepstakes 2" promotion is back for its second year.  This golf driving range promotion was a big hit last year -- performance for the two months period (May & June '02) exceeded the same two months by over $86K NIBD in FY03.  This year, 50 golf-driving ranges will participate.  For nine weeks beginning 1 May – 30 Jun 04, one unique colored ball will be dropped in the range ball machine for an opportunity to win instant prizes.  In addition, a local and national grand prize drawings will be conducted.  One Sony Play Station 2 unit will be provided for every participating location for a local grand prize drawing to be held at the end of the promotion NLT 9 Jul 04.  And for the National Grand Prize drawing, three trips for two to any Trading Places destinations will be drawn on or about 31 Jul 04.  Corporate partner, www.GovArm.com, is a repeat sponsor of the promotion.  For additional information, please contact the point of contact.  (POC: Jen Rondez, DSN 325-6089, e-mail: Jennifer.Rondez@cfsc.army.mil) 

· "Quarter Bouncers”:  Business Programs has partnered with Anheuser-Busch to bring “Quarter Bouncers 2004” to 80 Army food and beverage locations worldwide.  Developed as a spin-off from A-B’s national promotion and held in conjunction with the college basketball season, this promotion features a tabletop game that challenges participants to ‘bounce’ as many quarters into a hoop as possible within a given amount of time.  The promotion runs 1 Feb through 5 Mar 04.  Weekly and facility winners will win prizes and the overall winning Army team will win an all-expense paid trip to compete in the National Quarter Bouncers tournament in Las Vegas 4 Apr 04.  There they will compete for a chance to win $4,000. (POC:  Anita Tornyai, DSN 328-6119, e-mail: Anita.Tornyai@cfsc.army.mil)

· Brickyard 400 Sweepstakes:  Keeping in line with the popularity of NASCAR, Business Programs Events has developed a partnership with Miller Brewing Company to bring you the “Miller Lite Brickyard 400 Sweepstakes.”  Developed as a turn-key promotion for 144 Army food and beverage facilities, it features an instant-win scratch card with prizes such as racing towels and shirts, caps, coolers and free fountain sodas redeemable at participating locations.  The promotion begins on 1 Apr and runs through 30 Jun 04.  An enter-to-win sweepstakes is also part of the promotion, where 4 lucky winners will win an all-expense paid trip for two to the Brickyard 400 on 8 Aug 04.  (POC: Anita Tornyai, DSN 328-6119, Anita.Tornyai@cfsc.army.mil)

· Unit Party/Adult Celebration Kits:  One-hundred and thirty-five food and beverage activities registered to receive the new Party Planning & Resource Guide along with marketing materials to help them promote their facility as “party headquarters” on the installation.  These kits include banners, balloons, buttons for staff to wear, the guide and other materials to help them plan and market new and unique unit or other group functions.  Kits will be shipped in late February.  (POC: Shirley Kappa, DSN 328-6125, e-mail: Shirley.Kappa@cfsc.army.mil)

· Bowling Bucks:  Seventy-nine Army Bowling Centers signed up to participate in the Bowling Bucks promotion…a two-month customer loyalty promotion that brings back the popular Striker plush toys…plus new plush pals and other prizes.  Patrons will receive “bowling bucks” with every purchase of $5 or more.  This “funny money” can be used to purchase the toys or saved to bid on prizes at the end-of-promotion auction.  The Bowling Centers may designate any two-month period from 1 Apr – 31 Aug 04 to run the promotion.  Prizes and POS are now being shipped.  (POC: Shirley Kappa,DSN 328-6125,e-mail: Shirley.Kappa@cfsc.army.mil)

· Spider Man – Hulk Promotion:  Sixty Army Bowling Centers signed on to participate in a Leading Edge Action Heroes Bowling Club promotion that began 17 Aug 03 and ends 17 Feb 04.  Reports from Leading Edge Promotions indicate that 30 centers “floored” a bowling club and placed orders for merchandise.  The promotion offered three 17-week club sessions where youth and/or adult bowlers could commit to 17 weeks of bowling at a fee of approximately $10 per week.  At the end of each session, the bowler would have received a custom Spider Man or Hulk Viz-A-Ball.  We are awaiting after-action reports from participating centers to determine circumstances that prevented 50 percent of our participants from offering “clubs.”  (POC: Shirley Kappa, DSN 328-6125, e-mail: Shirley.Kappa@cfsc.army.mil ) or Wanda Arthur, DSN 761-5202, 3-mail: Wanda.Arthur@cfsc.army.mil)

· Funleidescope…Turning Fun into Profit:  It will be the theme for this year’s Special Event at the 2004 MWR Conference in Denver, CO.  The event will feature the theme concept’s latest initiative, Kids Zone, coinless slots, the latest in interactive games and a variety of new and different décor and programming ideas.  Individuals interested in volunteering to support the event should contact our POC for events.  (POC for Events is Coleen Amstein; DSN 328-6118,e-mail: Coleen.Amstein@cfsc.army.mil) 

Food Services Division Update:
· Financial Update:  For the 1QFY04, the Army’s Branded Theme Restaurant program yielded a NIBD of $438K or 9.82 percent based on Total Revenue of $4.5M.  This compares to an NIBD of $404K or 8.92 percent based on $4.5M Total Revenue in FY03. 

Currently, there are 50 Theme Operations.  This is an increase of 12 over the same period last year.  In addition, there are five projects in design and 13 more projects in the planning stage.  The concepts have been successful in attracting the interest of other branches of the Services to include the Coast Guard, Marine Corps and Air Force.  Recently, a Primo’s Express and Reggie’s Express were successfully opened at Marine Corps Air Station, Beaufort, SC.

The positive influence of on-site training, termination of unprofitable units, continued product development, maintaining on-post market share in spite of increased security measures, and improved communications with local commanders has produced a collectively positive effect on financial performance.  (POC: Edward A. Urben, DSN 761-5255, email: Edward.Urben@cfsc.army.mil)

· Quarterly Promotions Update:  Theme Operations restaurants started off the New Year with a new promotion cycle in all of its units.  This promotion cycle is now under way and runs through 30 Apr 04.

Full serve restaurant guests are currently enjoying "Two Hand Sandwiches". The sandwiches are aptly named; they're so big it takes two hands to hold them.  Choices include the Cuban, the Ultimate Rib Sandwich, a Chipotle Barbecue Sandwich and, a Portobello Philly.  The sandwiches are truly "big-bites" ...over-stuffed and served fresh and hot off the grill. 

Quick Serve restaurants are currently treating their guests to several new menu specials.  Primo's Express and Strike Zones offer a saucy and hefty Meatball Sub while pizza lovers will get all fired up over the spicy Jalapeno Pepperoni Pizza.  Lil' Skeeters is offering a new Grilled Chicken Caesar Sandwich, served on a crusty Italian Ciabatta roll.  Mulligan's gives golfers a chance to come in from the cold to warm up and fill up on the new Patty Melt burger.

Production is currently under way for the next promotion cycle that starts in May. Restaurant managers and MWR Marketing offices will receive their promotion information in March, giving them plenty of time to plan for and, to offer guests a new group of tasty food promotions.  

· Grand Openings:  Two Theme Operations opened during the 1st Qtr.  Mulligan’s opened on 31 Oct 04 at the Evergreen Golf Course on Camp Walker, Taegu, Korea.  Reggie’s Express opened on 6 Nov 04 in the lounge of the Main Post Club, Yongsan, Korea.  For more information, visit www.armythemes.com.  (POC:  Gloria Bailey-Davis, DSN 761-5207, email: Gloria.Bailey-Davis@cfsc.army.mil)

· Upcoming Openings:  During the next quarter, five theme operations are scheduled to open.  In Jan 04, U.S. Army Garrison – Michigan opened a Reggie’s Pub in the Selfridge Bowling Center, and Marine Corp Air Station opened a Primo’s Express and Reggie’s Express co-located at the Main Post Exchange.  In Feb 04, Yongsan, Korea will open a Reggie’s in the Main Post Club and a Lil’ Skeeters in the Yongsan Bowling Center.  (POC:  Mark Cauthers, DSN 761-5218, email: Mark.Cauthers@cfsc.army.mil)

· Name Brand Fast Food Program:  The Name Brand Fast Food program, a joint effort by the USACFSC and the Army and Air Force Exchange Service, enables installations to respond to market demand by offering nationally recognized quick service restaurants in MWR Facilities. To date, 43 assessments have been completed, resulting in 24 recommendations for implementation. The first Army NBFF outlet—a Subway sandwich shop—opened in Jan 03 at the Walter Reed Army Medical Center, Washington, D.C. Since then 9, additional NBFF outlets have opened, including 2 units in Korea that had been operating in MWR facilities; but, under the auspices of an AAFES operation.  Within the next 6 months, 4 additional units will open an A&W Root Beer, Fort Sill; a co-located Pizza Hut and Subway Sandwich Shop at the Dragon Hill Lodge, Korea, and a coffee shop featuring Starbuck’s Coffee, Fort Bliss.  Additionally, 4 more units have been recommended for NBFF and only await acceptance from respective installations and the IMA.  Although there have been operational challenges at a few of locations due to a variety of reasons, the overall program has significantly enhanced the quality of life on Army installations.   (POC:  Mike Ambrose, DSN 761-5214, email: Milo.Ambrose@cfsc.army.mil).

· Name Brand Casual Dining Initiative:  A name brand casual dining initiative has been developed to meet the demand for casual sit-down dining and generate maximum revenue for installations.  The first unit to open under this program was T.G.I.Fridays at Patrick Henry Village, Heidelberg, Germany.  Renovation of the former Lexington’s food court commenced on 11 Aug 03 and culminated with the official Grand Opening of the restaurant on 22 Jan 04.  Installations may pursue name brand casual dining in addition to other casual dining options through CFSC Business Programs (POC:  Mike Ambrose, DSN 761-5214, email: Milo.Ambrose@cfsc.army.mil).
· Sports USA Football Promotion:  After eight weeks of intense competition, Fort Hood Sports USA won the coveted Big Green Pick award for picking the most winning teams throughout the NFL season.  As part of the Football promotion, SSG Michael Martinez of Ft Stewart won a trip for two to the ProBowl in Honolulu on 8 Feb 04.  The Football Promotion is part of the series of events designed and produced by the CFSC Food Services Division specifically for the Sports USA units.  Next year the promotion will be extended to additional Theme Operation units.  (POC:  Lisa Holland, DSN 761-5212, email: Lisa.Holland@cfsc.army.mil).

BUSINESS OPERATIONS UPDATE:

Army Golf
· Financial Analysis:  For 1QFY04, the Army’s 60 golf courses recorded NIBD of $1.1M on net revenue of $13.1M for a return of 8.3 percent. The reduction from 62 courses reflects closures of Grafenwoehr Greens (Germany), and Plumb Point (Aberdeen) golf courses at the end of FY03.  The MWR BOD standard for FY04 is 19 percent NIBD.  This financial performance represents a major upturn from 1QFY03 results that posted a loss of $671.1K on net revenue of $12.2M and a negative 5.5 percent return.  Positive indicators for this quarter include a labor reduction of $269K and “other operations expense” decreases of $415K.  Sales were down approximately $230K even though net revenue increased by $926.8K.  Largest departmental increase occurred in Green Fees with a $1.3M increase over last year for the same period.  Significant improvement in 1st Qtr. weather is the dominant factor in improved performance.  

· Golf Course Superintendents’ Training:  Texas A&M University conducted the first of a five-year contract for the Golf Course Superintendents’ Course.  Twenty-two superintendents, representing all four services attended this training conducted 1-12 Dec 03.  With funding for course improvements becoming scarcer, the Army Day presentations focused on low-cost improvements to military golf courses.  The traditional core subjects provided by Texas A&M included agronomy, irrigation, and maintenance plan development.

· Golf Course Tees and Greens Evaluation Survey:  Based on guidance issued at the Capital Investment Revenue Board, a contract request has been developed and forwarded to the United States Golf Association for consideration as sole-source provider for the assessments.  The assessment was modeled after recently completed surveys by the Southwest Region for their golf courses.  Consistency in reporting will be accomplished by each USGA Region conducting the evaluations in their respective regions that approximate IMA regional alignments.  Approximately $250K is worst-case anticipated cost with cost savings accruing due to conducting multi-facility evaluations when courses’ close proximity allows.  Anticipated outcomes are a get-well set of recommendations for each course and a prioritization matrix for completing recommendations based on highest expected payback.  Each Region will fund the assessments for their respective region’s golf courses.

· PGA/Armed Forces Golf Managers Training Seminar:  While occurring slightly outside normal quarter reporting, for information learned to be timely, a synopsis is included in this quarter’s report.  This year’s seminar was held in Orlando, FL, Sunday through Wednesday, 25-28 Jan 04 with the PGA Merchandise Show following on Thursday through Sunday, 29 Jan-1 Feb 04.  Training provided by the PGA and outside presenters centered on the theme “Grow the Game.”  Army provided training included a half-day session for the assembled golf managers on “Link up to Golf”, a PGA sponsored grow-the-game initiative.  This initiative has proven extremely successful for civilian courses and the Air Force embraced this concept for their course the program has been well received—with players undergoing the training having a very high retention rate for continued play.  Each course manager is strongly encouraged to implement this player development program.  Additionally, the managers received an orientation on the National Golf Foundation’s Customer Loyalty and Satisfaction Program (CLASP), a centrally funded program by CFSC.  This program is a data-gathering exercise that measures customer loyalty and outlines why (or why not) various players frequent the courses that they play.  Surveys are either Internet or “paper” based and may be used for data gathering as well as a business development tool since incentives are given for completing the survey.  Managers were challenged to develop ways to overcoming golf’s two greatest drawbacks—intimidation and time.  Considerations were pairings of people with like skills, I.e. “100+ Club” and selling 9-hole and less “rounds” to minimize time required to play.
· Opening Golf Courses to Veterans’ Play:  Fort Lee, VA recently joined the ranks that have opened their course for Veterans’ play.  Selfridge has their request in pending approval.  This initiative is a real win-win situation, both for the installation and local veterans who are provided a “perk” for their military service.  The installation golf courses that open their market for this most worthy patron base may fill up some otherwise vacant tee-times and further cement relations with the local communities.  One Veteran at Fort Lee shared with Bill Schaffer, Golf Manager, that since his tour of military duty ended, this is the first benefit that has been offered him as a veteran.  The program works!!

· All-Army Golf Trials:  First, let me offer a very large thank-you to Fort Jackson and Mike Casto in particular for hosting and setting the standard for those to follow for the 2003 All-Army Golf Trial Camp.  Our Soldiers acquitted themselves very well in Armed Forces and First World Military Golf Championships.  Fort Carson will host the 2004 Golf Trials in 13-18 Sept 04 with the Armed Forces Golf Championship the following week, also at Fort Carson.  Golf managers are encouraged to start identifying their “star” military players, groom them as appropriate, assist them in applying for the Trial Camp, and hopefully nurture them as they progress through Armed Forces competition to the Second World Military Golf Championship.  Our Soldiers deserve the chance to show off their skills and participate at the highest level available for military golfers as well as enjoy the friendships made during friendly competition.  One action being considered, as a means of team selection for 2005 is that each IMA Region will conduct competition as required and submit a two-man and one-woman team to compete for selection to All-Army as well as being crowned the Regional champion.  The location and time for the 2nd World Military Golf Championship has not been finalized but Argentina is being considered as host nation.

· Program Considerations:  Golf, as with all other MWR programs, should be planning grand welcoming ceremonies as redeployments begin for units returning from Operation Iraqi Freedom.  We have consistently had almost 150,000 potential patrons deployed on any given day defending this nation.  Not only did we lose their participation, but also the “operational tempo” for family members left behind left precious little time for leisure activities.  Even upon their return, time will still be a scarce commodity so we need to “think outside the box” and develop programs to allow them to return to the game and still meet the ops-tempo of stateside duty.  These heroes and their families should be afforded the opportunity to have a variety of play options available to them.  During late afternoon slow times, these Soldiers and their families should be allowed to pay and play any number of golf rounds they have time for.  Three, six, or nine rounds should be allowed and encouraged just to get them back into play.  For family play, forward tees that result in a 2500-3000 yard course should be set up to remove the intimidation of a 7,000-yard course.  Welcome them home and bring them back to the game of golf.

(POC for Army Golf:  Bill Sport, DSN 761-5200, e-mail:  Bill.Sport@cfsc.army.mil) 

Army Bowling 
· Financial Overview:  In 1QFY04, bowling net revenue was $9.9M and NIBD was $615.2K, down $1.4M and $897.9K respectively from 1QFY03 results.  The NIBD percent in FY04 was 6.2 percent; while the Board of Director’s standard for the same period was 19 percent.  Two factors have impacted the bowling program over the last two fiscal years.  The first was the increase in force protection and security issues starting in FY02.  And, the second started in the second quarter of FY03 with the heavy deployment of troops to Iraq.  At that time the bowling program’s financial results dropped dramatically.  Many installations are going through periods of financial “boom or bust.”  As Reservists are brought in to get ready for deployment there is a temporary financial “boom.”  However, when the Reservists are deployed there is a financial “bust,” for the installation until the arrival of more Reservists or the return of regular troops.  A center may do well for during one business quarter to only do poorly during the next, all dependent on troop movement.  Financial results are not expected to improve until the Mid-Eastern conflicts are settled.

· Bowling Center Management Certification Program:  The Army’s Bowling Management Certification Program is now accredited through the Educational Foundation of the Bowling Proprietors Association of America.  The certification program is the first of its kind to be accredited in the Military or the bowling industry.  Applications for Level II and I will be accepted through 30 Mar 04 and certification certificates will be presented during the Military’s general session at Bowl Expo 2004.  For the most recent copy of the Bowling Certification Program, go to http://www.armymwr.com/corporate/programs/business/policy/ and click on 
Bowling Center Certification.  

A Snack Bar Management course meeting certification requirements will be offered at the MWR Academy’s Culinary School at Fort Lee, VA from 4-13 May 04.  Register for the course through the MWR Academy.  

Course #:  C00276
Course Name:  Snack Bar Management Course
Course Synopsis:  Snack Bar management personnel must ensure quality products and services. This course is an intensive two-week F&B "survival skills" course targeted to business program managers with Snack Bar responsibilities. It provides hands-on training in snack bar operations and food production.  Applicants must occupy a Snack Bar Management position (i.e. Golf/Bowling/Club Manager, etc.).  Prior attendance at the CFSC Business programs or the CFSC Management Course recommended but not required. High-school graduate level reading and math skills are required.

· 2004 Army Bowling Team:  The All Army Bowling Team was chosen from the Trial Camp held 14 thru19 Dec 03, at Fort Meade, MD.  The team consisting of six men and six women who went on to compete in the Armed Forces Championship and the USA Bowling National Amateur Championship, held simultaneously, from 4-9 Jan 04 in Las Vegas, NV.  The following individuals make up the Army’s 2004 Bowling Team:
Women:

MAJ Abner, Celethia (Kitzingen, Germany)

1LT Barksdale, Michele (Fort Jackson, SC)

LTC Jackson, Lulu (Fort Myer, VA) 

CW2 Dawson, Joyce (Schofield Barracks, HI)

MAJ Greenlee, Renea (Carson City, NV)

SFC Black, Cynthia (Fort Myer, VA)

Men:

SFC Roberts, Myron (Fort Myer, VA)

SFC Brewster, Jerry (Fort Leavenworth, KS)

CW3 Wilson, John (Fort Belvoir, VA)

SPC Collins, Casey (Camp Carroll, Korea)

SFC Oglesby, Donald (MacDill AFB, FL, TX)  

SFC Reynolds, Kenneth (Schofield Barracks, HI)

The Fort Meade Bowling Center manager, Mr. Dean Ryan, coached the team during competition.  The Army team won two gold medals in the Armed Forces Championship.  1LT Michele Barksdale and PFC Casey Collins won the gold medals in the Women’s and Men’s Singles Events, respectively.  To showcase the Army’s team, a poster with the team picture and next year’s competition dates will be sent to Army bowling centers for display in a prominent location within the center.  Brunswick Bowling sponsored the team and provided a coaching workshop by Mr. Johnny Petraglia, a well renowned bowler and coach, on the last day of the Trial Camp.  To stay current on information about this program, visit the Army Sports and Fitness website at http://www.armymwr.com/portal/recreation/sportsandfitness/, click on All Army Sports then on Events and Schedule. 
· Bowl Expo 2004:  The 2004 Bowl Expo Convention and Trade Show will be held in Las Vegas, NV at the Las Vegas Hilton Convention Center on 27 Jun - 2 Jul 04.  Training to support the Military Certification Program will begin on 21 Jun with the Army’s Facility and Equipment Management class (the Equipment and Maintenance Management class renamed) taught by Brunswick.  Managers are encouraged to attend the seminar this year in June.  Next year in Orlando, FL, bowling lanes will not be readily available and there are no plans to offer the class there.  Other required certification classes offered at  this year’s Bowl Expo are Dick Ritger’s Coaching, Lane Inspection, and International Bowling Pro Shop Instructors Association workshops.   Also, Brunswick’s Glow Bowling and Party Presentation Management class will be offered.  Continue to check the BPAA website at www.bowlexpo.com for general information on the conference and trade show, the latest agenda, registration instructions, and updates.

· Spiderman/Hulk Promotion:  The promotion officially ended 14 Feb and the after-action-report (AAR) is due to CFSC on or before 29 Feb.  Please send the report directly to Wanda Arthur, who will compile the data and send it out to the Regions.  Only 27 of the 60 participating centers that received kits show account activity.  CFSC receives sales reports from Leading Edge (the promotion company who provided the kits and balls) that shows account activity.  Thirty-three centers did not have anyone participate in the promotion.  All centers that received a kit are required to provide an AAR on the Excel spreadsheet originally sent out or a narrative explaining why there was no activity and what happened to the display ball that was received by the center.  So far nine of the 60 AARs have been sent to CFSC.

As an example of how the Leading Edge promotions can work, the manager of the Heidelberg Bowling center, Mr. Jim Einhorn, had 36 people participate in the Spiderman/Hulk promotion, which was his first Leading Edge promotion, and went on to order the NASCAR kit.  He sent the following comments concerning the Leading Edge promotions:  “Looks as though the NASCAR club will have 14 teams of 4.  That's 56 bowlers plus my open play bowlers of 9.  That's a total of 65.  Multiply that by $195.00 per person and just the bowling and ball income is over $12,500.00.  The ball and bag will cost $5,785.  That is a profit of $6,715.00 and that does not include any bar or snack bar sales.  Great Leading Edge promotion!  It is amazing how many NASCAR fans are out there”!  These types of promotions require extra work on the part of the manager and staff, but can help to bolster dwindling bowling league revenues.

· Professional Bowlers Association (PBA):  Brigadier General Decker signed an acceptance agreement for a donation of miscellaneous pro shop merchandise valued at $100K from the Professional Bowling Association.  The merchandise includes such items as bowler’s shoes, shirts, bags, accessories, etc and will be sent to installation bowling centers Army-wide for promotions, give-a-ways, and when possible, sold through pro shops.  The Community and Family Support Center in concert with the Installation Management Agency will distribute the merchandise as soon as shipping arrangements can be made.  (POC for Bowling:  Wanda Arthur, DSN 761-5202, e -mail: Wanda.Arthur@cfsc.army.mil)
Joint Services Prime Vendor Program

· The Joint Services Prime Vendor Program increased total purchases from contract distributors 15 percent or $3.6M when comparing 1QFY03 to 1QFY04.  Manufacturer rebates and off-invoice discounts increased 8 percent or $34K when comparing the same time periods.  Total program savings increased 16 percent or $503K.

The program continues to grow in more than money.  We are growing by constantly adding new customers.  Currently the number of participating installation/bases is up   to 229.   The Army and Navy Lodges are coming on board more and more and the Coast Guard is slowly discovering the considerable benefits of using JSPVP.  (POC for JSPVP:  John.Grassmick, DSN 761-5210, e-mail: John.Grassmick@cfsc.army.mil)

Clubs and FBE Operations

· Financial Overview:  For 1QFY04, Army Clubs and FBE (CFBE) net revenue was $39.0M and NIBD $2.5M or 6.3 percent.  The MWR BOD standard is a positive 8.0 percent NIBD.  Net revenue for CFBE activities decreased $1.9M or 4.7 percent and NIBD decreased $691.6K or 22.percent when compared to 1QFY03.  ARMP reimbursement, down $322.5K, and increase of cost of goods sold, up 1.2 percent or $280.6K were the largest factors to the decline to both net revenue and NIBD for the CFBE program for 1QFY04.

· Bingo:  The Army Bingo program’s net revenue decreased slightly, $573.9K or 5.5 percent during 1QFY04 when compared to 1QFY03.  The Army Bingo program’s NIBD also decreased, but by the slightest of margins, $17.2K or 1.1 percent.

The annual Catering and Bingo Conference presented by the International Military Community Executives Association will be held 10-12 Mar 04 in Las Vegas, NV.  CFSC-BP has funded the registration fees for fifty-six Army participants to attend.

· James A. Carroll, Jr. Awards and Excellence in Management Awards:  Sponsored by the United States Army Community and Family Support Center (USACFSC), are awarded annually for excellence in management of Army clubs, bowling centers, golf courses, leisure travel, recycling and FBE facilities.

The awards will be formally presented at the 2004 MWR Garrison Commanders Conference in Denver, Colorado.  The conference will be held 23-27 Aug 04.  The costs for the award recipients to attend the conference will be funded by CFSC.

The selection panel met in Alexandria, VA, 10-12 Feb 04 to select winners based on the set criteria.  Winners will be officially announced by Mar 04.  POC for Clubs & FBE Operations: Mr. James C. Matthews, DSN 761-1499, e-mail: James.Matthews@cfsc.army.mil
Business Programs Construction Projects:  (Excluding Lodging)
· Camp Carroll Community Club/Bowling Center:  Design to start in spring 2004 pending release by Board of Directors and Assistant Secretary of the Army (IL&E) approval.

· West Point, Golf Cart Storage Facility:  Metal building delivered to project site.  Schedule for erection is dependent upon weather conditions.  Construction is 40 percent complete.

· Camp Walker Golf Maintenance Facility:  Design to start in spring 2004 pending release by Board of Directors and Assistant Secretary of the Army (IL&E) approval.

· Camp Humphreys Bowling Center:  Project is 100 percent complete.  BOD expected 22 Feb 04.

· Camp Zama Golf Irrigation:  Design to start in spring 2004 pending release by Board of Directors and Assistant Secretary of the Army (IL&E) approval.
· Camp Humphreys Community Club:  Project on design hold pending completion of revised Camp Humphreys Master Plan.  Design re-start date unknown at this time.

· Fort Shafter Golf Maintenance:  Indefinite Quality Definition Package/Design to start in spring 2004 pending release by Board of Directors and Assistant Secretary of the Army (IL&E) approval.
· Redstone Bowling Center:  Limited Notice to Proceed issued to contractor.  Contractor scheduled to commence actual site work the week of 9 Feb 04.

· Fort Sill/Gunners Inn Renovation:  Awaiting resolution of scheduling conflict between Corps of Engineer’s contractor and Base contractor.  Installation indicates desire to schedule occupancy of Gunners’ Inn by 6 Mar 04.
· Fort Richardson (Seward) Bowling Center PPV: Request for approval to issue request for proposals (RFP) forwarded to HQDA for coordination on 10 Feb 04.

· Business Programs Project Validation Assessments (PVAs):  New PVA’s required for projects to be funded in FY06 and beyond:
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Fort Sill
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Recreational Lodging
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Wiesbaden

Bowling Center


EURO

Chievres Air Base
Community Club
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Camp Zama

Golf Clubhouse Renovation

· Facility Transfer, Conversion, Diversion and Disposal:  CFSC-BP is working with staff elements to resolve issues related to the unauthorized transfer, conversion, diversion, or disposal of Morale Welfare and Recreation (MWR) Facilities.

Reference:  AR 215-1, Paragraph 10-4, h. 
 

1.  Transfer, conversion, diversion, or disposal of real property is subject to the following:

a.  USACFSC approves the diversion or conversion of any facility which was constructed or converted by renovation for MWR activities, if the conversion or diversion is to another 5-digit facility category code.

b.  The installation commander (or delegatee) will notify USACFSC of the proposed disposal of any MWR facility under the provisions of AR 405-90. Notification will be sent to USACFSC, ATTN: CFSC-COP, 4700 King Street, Alexandria, VA 22302-4405.

c.  The above also applies to TDY lodging (facility category codes 72120 and 72411) and all facilities in basic facility categories 740 (Community Facilities, MWR Interior) and 750 (Community Facilities, MWR Exterior), except those facilities belonging to AAFES.

2.  DA PAM 415-28 lists the facility codes referenced above.

3.  The MWR Board of Directors (BoD) has fiduciary responsibility for MWR and must protect funding dollars spent on investment for the construction, renovation, and capital purchases of MWR facilities.  Transfer, conversion, diversion, or disposal of facilities to other purposes, without an adequate review by the appropriate Program Office, erodes the intent of funding as approved by the Board of Directors.  Any such plan must be subjected to an analysis of prior investment costs, impact on MWR programs, and whether the plan is the most appropriate course of action. 

4.  A number of MWR facilities have been or are in the initial stages of being changed to other uses as a result of the Category C Review, the Residential Communities Initiative, or local installation plans.  CFSC has not approved these changes consistent with the regulatory requirements.  

5.  Currently all requests for transfer, conversion, diversion, or disposal of real property will be processed through the Installation Management Agency to CFSC-CO for staffing with program elements for review. 

POC for Business Programs Facilities Projects:  James C. Matthews, DSN 761-1499, e-mail: James.Matthews@cfsc.army.mil
· Audit Findings (Note from the Director of Business Programs):  CFSC and IMA have worked diligently to report to the Working Group and ExCom on the negative impact of facilities that continue lose money.  The utility and value of that program and the resulting referral for audit can be validated with the initial audit findings being developed in some of those activities.  Examples of audit findings are:

Misclassification of capital purchases line items

Incremental funding of purchases for CPMC

Improper transfer of NAF funds to APF

Misuse of NAF funds for private organizations

Exceeding purchase funding authority

Personal use of purchase card

Mismanagement of change funds

Improper operation of sales systems

Improper accountability of catering contracts

Improper accountability of delinquent accounts

Improper sales accountability (or no sales accountability)

Inventory not properly maintained and reconciled

These and other findings reveal that many losing activities are also activities that have other management problems.  The audits will continue to be scheduled as the US Army Audit Agency develops their FY 04 and 05 reviews.  (POC:  Mr. Keith Elder DSN: 761-5203, email:  Keith.Elder@cfsc.army.mil )

