Business Programs Quarterly Report
1st Quarter Fiscal Year 2006
Army Lodging Update:
· Standard Textile/Kahn Bed and Bath Linen Contract:  The 1QFY06 activity provided sales of $434K as compared to 1QFY05 sales of $320K on the Bed and Bath Linen contract.  1QFY06 savings using the Kahn contract are estimated at 15 percent or $76.6K.  

· BABCO Amenities Contract:  1QFY06 sales were approximately $61K compared to 1QFY05 sales of $39K.  1QFY06 savings using the BABCO contract are estimated at 15 percent or $10.8K.  This contract with BABCO will expire in July 2006 and is in the beginning stages of re-solicitation.  

· BABCO Pre-Printed Materials Contract:  1QFY06 sales were approximately $4K compared to 1QFY05 sales of $13.7K.  1QFY06 savings using the BABCO contract are estimated at 20 percent or $1K.  

· Data Integration Pre-Printed Materials Contract:  1QFY06 sales were approximately $10K compared to 1QFY05 sales of $11.2K.  1QFY06 savings using the Data Integration contract are estimated at 20 percent or $2.5K.    

· Joint Services Prime Vendor Program Coffee:  1QFY06 JSPVP coffee sales were approximately $95K compared to 1QFY05 sales of $88.4K.  1QFY06 savings using the JSPVP coffee vendors over individually negotiated buys are estimated at 20 percent or $24K. 

· Joint Services Prime Vendor Program Paper:  1QFY06 JSPVP paper sales were approximately $88.5K compared to 1QFY05 sales of $88.2K.  1QFY06 savings using the JSPVP paper vendors over individually negotiated buys are estimated at 20 percent or $22.1K.  

· Joint Services Prime Vendor Program Rebates:  The JSPVP program not only saves Army Lodging approximately 20 percent over other commercially available products but also gives rebates to participating installations.  The 4QFY05 rebates received in 1QFY06 have been sent to 41 Army Lodging facilities for a total of $13.5K.   The rebates increases the total savings of the combined JSPVP coffee and paper sales by an additional 7.3 percent.

· Cawley Company Name Badge Contract:  1QFY06 sales were approximately $2.1K executed by 10 installations compared to 1QFY05 sales of $1.2K executed by 10 installations.  1QFY06 savings using the Cawley Company contract are estimated at 15 percent or $372.

· Columbus Bank & Trust Company Credit Card Processing (CONUS, HI & AK eligible only):  During 1QFY06, 47 installations were live under the CB&T processing agreement.  Of the remaining 6 installations eligible to use CB&T, 1 is in the process of conversion.  Transaction volume for 1QFY06 was $29.9M with fees of $661K or 2.2 percent of revenue.  Savings are estimated at 26 percent or $235.8K when compared to the industry standard credit card processing fee of 3 percent of revenue.  In 1QFY05 there were only 11 installations live with a transaction volume of $6.4M.  At that time our savings were estimated at approximately 20 percent, thus the increase in the number of installations using CB&T has increased savings.  CB&T is conducting a free comparative analysis for several installations to validate the benefits of switching to CB&T.  As an example, Fort Rucker has reported FY05 annual savings associated with switching to CB&T at $13K.

· AAFES Telephone Commission:  As reported in 1QFY06, FY05 AAFES dividends paid were $585K to 25 Army Lodging activities compared to $543K for 23 garrisons in FY04.  
· High Speed Internet Access Implementation (HSIA):  Of the 44 CONUS garrisons with DVQs, 43 have met the requirement for installation of HSIA in DVQ rooms.  HSIA installation at Fort Carson is ongoing with an expected completion date during 2QFY06.  Completion for CONUS HSIA in all standard guest rooms is expected by end of 2QFY06.  HSIA implementation for OCONUS is complete at 19 installations.  The remaining EURO sites are targeted for implementation in all guest rooms by 2QFY06.  Proposals from AAFES/Sprint have been provided to KORO locations and completion is expected by 3QFY06.  (POC:  Kristen A. Blauvelt, DSN 761-5201, email:  Kristen.Blauvelt@cfsc.army.mil)
· Lodging Success Program (LSP):  The 1QFY06 booking rate (reservations made versus contract room nights available) was 44.6 percent or 70K room nights versus 157K available rooms.  Reconciled data is available from LSP hotels 30 days from the close of the preceding month.  Cost avoidance for the months of October and Nov 05 is $1.1M or 23 percent (lodging portion of per diem vs. LSP rate) and the cost sharing fee is $150K.  In 1QFY06, new contracts were awarded as follows:  Fort Sill, OK - 2 hotels and Fort Lee, VA – 7 additional hotels.  There are currently 61 hotels participating in the LSP program across the United States.  For a complete listing of LSP hotels, visit www.lodgingsuccess.com.  (POC:  Harper Dickson, DSN 761-5364,  email:  Harper.Dickson@cfsc.army.mil)
· Lodging Centralized Contracting Cell.  210 purchase requests (PR) totaling $6.5M have been processed by the lodging cell to date in FY06 resulting in 142 contract awards totaling $3.2M.  Execution rate for 1QFY06 is 68 percent.  Several PR's submitted in 1QFY06 are CPMC projects with requested delivery/execution in 2QFY06 and 3QFY06 which artificially decreases the reported PR execution rate.  The NAF centralized contracting cell supports NERO, SERO, NWRO, SWRO, PARO, EURO and Army Lodging Wellness Program FF&E procurement.  Timelines for transition of Korea lodging central contract support have not yet been finalized.  (POC:  Jennifer Rohler, DSN 761-5282, email:  Jennifer.Rohler@cfsc.army.mil)
· Central Reservation Center (CRC):  The CRC fielded 18,240 calls during 1QFY06, a decrease of 13 percent in volume from the same reporting period in FY05.  Room nights booked for 1QFY06 were 67,220, a 2 percent decrease from 1QFY05.  Average 1QFY06 answer time ranged from 28 to 38 seconds compared to the standard of 40 seconds as measured from the time the customer call arrives in the agent queue.  1QFY06 talk time average ranged from 107 to 127 seconds as compared to the new standard of 120 seconds.  (POC:  Angela Morrow, DSN 897-2790, Angela.Morrow@redstone.army.mil)
· Army Lodging Property Management System (ALPMS):  The Galaxy Customer Support Center (CSC) fielded 1,603 calls from Army Lodging activities during 1QFY06.  Over 92 percent of all calls to the Galaxy CSC were completed and closed within twenty-four hours.  Investments in the current ALPMS are being limited during development of plans to replace system components reaching the end of their useful life.  
· Central Reservations System (CRS) and ALPMS Replacement:  The award of a contingent contract for the CRS and Replacement ALPMS was made to Ramesys Hospitality, Inc. on 09 Aug 05.  The 60 day BETA test period begin on 14 Nov 05 with the conversion at the designated test sites, Fort Benning and the Central Reservations Center.  Fort Benning Lodging has experienced many difficulties with the new system primarily relating to Front Desk check-in and check-out processes.  The CRC has faired much better with the system and is positive about its capabilities to manage LSP room inventories.  The beta test evaluation period concludes 17 Jan 06.   

· Digital Scanner/Sender:  The planned deployment of Digital Sender units to all Army Lodging activities has been delayed until 2QFY06 while alternatives to the original device were reviewed.  An alternate device possessing the same overall functionality as the original, without the requirement of accreditation, was selected.  This device will allow for the scanning of documents for transmission via email to DFAS reducing the need for courier service and increasing the timeliness of the delivery of information.  The device will also enable permanent electronic storage of paper documents at the activity.  This program will be centrally funded and managed.  Deployment will be grouped by IMA Region.  
· Asset/Lifecycle Management Automation:  CFSC-BPL was tasked by the Army Lodging Steering Committee in Oct 04 to acquire and field a standard automated Asset Management system throughout Army Lodging.  This system will allow for supply, fixed asset and building component management.  The proposed acquisition was briefed to the Operational Architecture Committee where it was requested that the Army Lodging initiative act as a pilot for possible implementation of a standard Asset Management system for all MWR activities.  Central funding is identified in the FY06 ALF budget.  The proposed acquisition has been moved to FY06 pending a review of the scope of this initiative.  (POC: Jamie VanCourt, DSN 761-3770, email:  Jamie.Vancourt@cfsc.army.mil)

· Hospitality Training With Penn State University:  During the 1QFY06, the following lodging courses were held at Penn State University:
· Customer Service Course 6-10 Nov 05:

26 Army Lodging personnel representing 20 garrisons and 2 civilian United States Marine Corp (USMC) successfully completed the course. 
· Lodging Supervisors Course 12-15 Dec 05:

25 Army Lodging personnel representing 22 garrisons and 5 civilian United States Marine Corp (USMC) successfully completed the course. 
The following courses are scheduled for the 2QFY06:

· Financial Management Course 23-27 Jan 06

· Effective Leadership Course 6-10 Feb 06

· Group Leaders Course 13-16 Feb 06

· Performance Analysis Course 13-17 Feb 06

· Quality Tools 20-24 Mar 06

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 the Army Lodging website at www.armymwr.com/corporate/programs/lodgingandtravel/development.asp.  
The calendar for FY06 courses is out and can be found www.armymwr.com and www.mwraonline.com. 

· 9th Annual Lodging Manager Training Seminar:  9th Annual Lodging Training Seminar will be hosted at Marriott Norfolk Waterside, Norfolk, VA from 27-31 Mar 06.  Information in regards to the conference can be found on www.armymwr.com.

· WebFire Training:  The Occupational Safety and Health Administration (OSHA) training contract was renewed for another year.  Training is available to all Army Lodging employees at www.webfiretraining.com.

· Army Lodging Strategic Action Plan:  Army Lodging leadership represented by installation managers, regional lodging managers, and headquarters Department of the Army staff, met as a planning committee during the period 24-26 Oct 06, and developed the Army Lodging Strategic Action Plan validating the strategic direction of Army Lodging.  The draft plan is being coordinated for final publication.  (POC is Jonina Asmundsdottir, Tel. 703-681-5211, DSN 761-5211, Jonina.asmundsdottir@cfsc.army.mil)

	   WELLNESS STATUS - ACTIVE PROJECTS 

	 

	SAF - Subject to Availability of Funds
	RFP - Request for Proposal

	QDP - Quality Design Package
	SOW - Statement of Work

	CCE - Construction Cost Estimate
	
	

	 

	 
	Garrison
	Rms
	 Status

	FY01
	Fort Eustis, VA
	366
	Correction of Punch List Deficiencies

	FY03
	Hamilton, NY
	45
	Construction 90% Complete

	 
	Fort Jackson, SC Renovation Bldg 6000
	70
	CCE Under Development

	 
	Dugway PG, UT
	60
	Construction 30% Complete

	FY04
	Hohenfels, GE Bldgs 6/7/70/71 (Renovation)
	33
	Bldg 70/71 90% Complete; 63 Final Inspection Completed

	 
	Hohenfels, GE
	9
	Design 100% Complete

	 
	Fort Lewis, WA
	185
	Construction 20% Complete

	 
	Camp Carroll, KO
	50
	Construction 40% Complete

	 
	Yuma PG, AZ Bldg 345 (Renovation)
	10
	Pre-Final Inspection Completed

	 
	Vicenza, IT Bldg 345 (Renovation)
	102
	Redesign

	 
	Fort Leonard Wood, MO Bldg 2030 (Renovation)
	68
	100% Design Completed

	 
	Fort Bliss, TX Bldg 11345 (Renovation)
	94
	Hold – Diversion

	 
	Fort Lee, VA Bldg 9056 (Renovation)
	40
	100% Design

	 
	Fort Gordon, GA Bldg 37302 (Renovation)
	29
	Reviewing CCE and 100% Design

	 
	Fort Stewart, GA Bldg. 4951(Renovation)
	70
	100% Design Completed

	 
	Fort Benning, GA Bldg 96 (Renovation)
	60
	Reviewing CCE and 100% Design Under Development

	 
	Fort Belvoir, VA Bldg 509 (Renovation)
	35
	CCW Under Development 

	 
	Fort Knox, KY Bldg 7961 (Renovation)
	105
	100% Design Completed

	 
	Aberdeen PG, MD Bldg 2207 (Renovation)
	150
	Under Construction

	FY05
	Fort Knox, KY
	196
	95% Design Complete; LTNP Issued

	 
	Fort Jackson, SC
	209
	Reviewing Site & Specifications for Re-solicitation

	 
	Chievres, BE
	95
	Design - 95% Review

	 
	Camp Humphrey's, KO
	85
	Bid Solicitation

	FY06
	Vicenza, IT
	58
	35% Design Review

	 
	Grafenwoehr, GE
	136
	10% Design Submission Reviewed

	 
	Wiesbaden, GE (SAF)
	164
	Site Finalized - 3rd Charette Completed


(POC:  Sheryl Cleland, DSN 761-7752; email: Sheryl.cleland@cfsc.army.mil).  

· Lodging Financial Results:  Revenue of $49.7M for 1QFY06 was within 3 percent of the $51.5M budget, earning a Green rating against standard.  Operating expense of $44.9M was $2M under budget and NIBD of $4.7M was on target, both earning a Green rating.  FY06 room rates were held to FY05 levels adjusted by a 2.5 percent increase for personnel expense, applicable fees for implementation of High Speed Internet Access and the programmed $1 per night Lodging Capital Assessment (LCA) increase to $11 per room night.  The operating results reflect a positive ability to adjust operating expenses in response to decreased occupancy/revenues. CPMC acquisitions were primarily prior year carryover.  CPMC execution of $1.4M was 26 percent of the $5.5M execution budgeted for 1QFY06 resulting in a Red rating.  (POC:  Donna Joray, DSN 761-3771; Donna.Joray@cfsc.army.mil)   

Events Division Update:

· Military Idol:  The Military Idol Competition finals were held at Fort Gordon, GA. The finals were web cast on AKO.  In the 14 day period before, during,  and after the week long competition; the site logged 85,000 visits to the Military Idol page on AKO.  Installation competitions were considered a success and virtually all of them would like to participate in 2006. Installations that ran the competition according to guidelines saw a significant increase in sales and attendance. The overall winners were first place, SGT William Glen from Darmstadt, GE, second place,SPC Richard S. Sianoya from Wuerzburg, GE; and third place went to CPT Ron Carden from Fort Knox, KY  (POC: Doriann Fengler, DSN 328-6089; e-mail: Doriann.fengler@cfsc.army.mil)

· Army Athletes Race to the Rings:  The CFSC will be sponsoring a food and beverage promotion 1 Jan – 31 Mar 06.  The promotion, designed to drive traffic into participating MWR FB&E facilities and to increase soft drink sales will feature a peel off game piece on all 32 ounce cups.  Patrons can peel off to find instant win prizes such as soft drinks and fries.  Patrons will also be able to collect game pieces that represent the different milestones that an Army athlete goes through on their way to the Olympic Games.  Grand prizes include:  1 - 2006 Ford Mustang GT, 2 - $5000 cash prize and 10  - $1000 cash prizes.  (POC:  Kristen Kea, DSN: 328-6119; e-mail:  Kristen.Kea@cfsc.army.mil)  

· Fantasy Football:  Twenty-one locations hosted a fantasy football promotion in their MWR food and beverage facilities.  The fantasy leagues were supported by a fantasy sports machine that allowed patrons to log in weekly to select their fantasy team.  Each week top winners at the installation level received prizes funded by CFSC and promotion sponsors MJM Sports and Coors Brewing Company.  The two grand prize winners were announced at the end of Dec 05.  SFC Colin McKiel from Fort Dix won first place in the ‘You Pick’ Contest and Spc Tyrone Caldwell, an Army Reservists from Fort Carson, won first place in the ‘Quick Pick’ contest.  Both grand prize winners will receive a $10,000 grand prize check which will be awarded to them on Super Bowl Sunday at their respective installations.  (POC:  Kristen Kea, DSN: 328-6119; e-mail Kristen.Kea@cfsc.army.mil)

· Spin-2-Win:  The Events team provided 42” and 48” wheels of fortune for Strike Zone snack bars and developed a series of three promotions that their managers can use during 2006 to create some buzz with their bowlers.  The first promotion—the Spin-2-Win Pizza League Promotion— began in Oct 05.  Every night, before league play begins, the wheel is spun.  The team bowling on the lucky lane receives a free pizza.  Two other promotions include:  a Lucky Lanes Promotion and a Give it a Whirl – Lineage Promotion are also available.  All the POS and promotion components are included in the package sent out in Sep/Oct.  (POC:  Shirley Kappa, DSN 328-6125; e-mail:  Shirley.Kappa@cfsc.army.mil)
· 2006 MWR Conference Special Event:  Plans are underway to develop the special event held in conjunction with the 2006 Biennial MWR Conference.  The conference will be held in Louisville, KY with the event on 15 Aug 06.  This year’s theme is “The Games People Play” and will feature the theme restaurant’s new Java Café and the Digital Lounge concept for the Army Recreation Machine Program.  (POC:  Coleen Amstein, DSN:  328-6118; email:  Coleen.Amstein@cfsc.army.mil)  

· LA Roadshow:  In Sep 05, Shirley Kappa and Kristen Kea attended the LA Roadshow and returned with several partnership, sponsorship and promotional ideas and contacts.  Some of the ideas included a Wrestling promotion, Army video game tournaments, viewing parties in the clubs, and possible kids promotions with Walden Media (Chronicles of Narnia and Charlotte’s Web).  In 2006, it would be smart to take a CFSC team that includes BPE, sponsorship and perhaps even our legal representative, so that we can negotiate deals/opportunities while the principals are on-site and ready to talk.  (POC:  Shirley Kappa, DSN 328-6125; e-mail:  Shirley.Kappa@cfsc.army.mil) 

· MWR Expo – Heidelberg:  In Oct 05, Coleen Amstein and Shirley Kappa participated as speakers at the bi-annual MWR Expo for USAREUR.  While in Europe, they conducted focus groups in Stuttgart-Friedberg, to solicit feedback on CFSC promotions, prizes and F&B programs.  (POC:  Coleen Amstein, DSN:  328-6118; email:  Coleen.Amstein@cfsc.army.mil) 
Food Services Update:
· Financial Update.  For the 1QFY06 YTD, the MWR Theme Operations program yielded a net income before depreciation (NIBD) of $253K or 5 percent, based on total revenue of $5.1M.  There are currently 57 units open, seven projects in construction, 14 more projects in design and an additional 28 more in the planning stages.  Contributing success factors include continued new product development, providing increased on-site training/assistance, closing unprofitable units and working with the IMA Regions/installations to develop and execute viable business plans.  Despite operational challenges associated with deployments and increased security measures, MWR Theme Operations are meeting the needs of soldiers and their families at Army Installations around the world.  (POC: Gloria Bailey-Davis, DSN 761-5207, email: Gloria.Bailey-Davis@cfsc.army.mil)
· Grand Openings:    Strike Zone opened at Fort Eustis, VA on 20 Oct 05. (POC: Lisa Holland, DSN 761-5212, e-mail: Lisa.Holland@cfsc.army.mil)
· Upcoming Openings:  During the upcoming quarter, Primo’s Express opens at Illesheim, Germany and the first two Java Café units open at Presidio of Monterey, CA.  (POC: Lisa Holland, DSN 761-5212, e-mail: Lisa.Holland@cfsc.army.mil)
· Food Promotions:  MWR Theme Operations launched its winter food promotion in January with two new food specials. Theme restaurants that sell sandwiches and burgers will be offering the Combustion Burger.  The sandwich ingredients include jalapeno bacon, pepperjack cheese and sliced jalapenos.  Units that serve Primo’s pizza will offer the Spicy Cajun Chicken Pizza, which uses philly cheese steak fillings like chicken, grilled mushrooms, peppers, onions and cheese.  Both recipes make use of commonly-used food inventory items to enable managers to produce new and exciting foods without having to order special ingredients.  The specials run from Jan through 30 Apr 06.
A new service was launched on the Theme Operations Fulfillment website in Dec 05.  The original graphic layouts for food promotions can now be downloaded from the website on demand.  This enables local marketing offices immediate access to the high-quality layouts so they can produce their own posters and local print advertising.  Restaurants still receive poster and static clings before each promotion.  This new service helps the restaurant augment its advertising program while still maintaining a high level of graphic quality.  (POC: Sharon Bertschi, DSN 761-5213, e-mail: Sharon.Bertschi@cfsc.army.mil)
· 2006 MWR Theme Operations Unit Managers’ Conference:  The 2006 MWR Theme Operations Unit Manager’s Conference will be conducted at Shades of Green, 5 - 10 Feb 06.  This conference focuses on individual operations within the program with emphasis on the financial management, business planning, management controls, budgeting, and training on food and beverage issues.  The conference will provide managers with information and hands-on training in business operations, food safety training (Servsafe), Food-Trak training, Certified Military Community Executive (CMCE) training through the International Military Community Executives Association (IMCEA),  financial management training, as well as NAF Benefits/Retirement Planning, and other areas of interest to increase profitability and enhance guest services.  In addition to this training, a Vendor Product Showcase will be held, highlighting products used in MWR Theme Operations.  The “Best in Class” Awards will be presented to the winners at the annual MWR Theme Operations Best in Class Awards Luncheon.  More information can be found in “E-News.”.  (POC: Trace Kea, DSN 761-5255; e-mail:  Trace.Kea@cfsc.army.mil)
· E-News:  E-News is published the first Friday of every month.  If you would like to be added to our mailing list, please contact Jeff Willis.   (POC: Jeff Willis, DSN 761-5227, e-mail: Jeff.Willis@cfsc.army.mil )
· Name Brand Fast Food Program (NBFF):  The NBFF program is a joint effort between CFSC and AFFES to place highly recognizable name brand fast food outlets in MWR facilities.  On average the program has been a successful venture for MWR; however, soldier rotations coupled with the fluctuating value of the dollar against foreign currency has resulted in many operations not meeting the original goals of the program.  To correct the situation our unprofitable units are being closely monitored to determine continued feasibility.  Additionally, AAFES is currently reviewing several operations to determine if converting existing AAFES Direct managed stores to concessionaire operations would lead to profitability.  While this review is being conducted a temporary hold has been placed on conducting any new assessments.  (POC:  Mike Ambrose, DSN 761-5214, email: Milo.Ambrose@cfsc.army.mil)
· Name Brand Casual Dining Initiative (NBCD):  The NBCD dining initiative was developed to meet the demand for casual sit-down dining and generate maximum revenue for installations.  The first unit to open was a T.G.I. Friday’s at Patrick Henry Village, Germany, which was operated by a concessionaire contractor.  In Nov 05, the franchise was awarded to USAG Heidelberg who now operates the store independently.  Heidelberg’s decision to manage the franchise was based on their ability to reduce the high labor cost associated with the use of local national personnel, lower their cost of goods by using the Army’s Joint Services Prime Vendor contract more efficiently, and to reduce overhead and administration.  The Army still has plans to open a second T.G.I. Friday’s in Korea, and we are seriously looking at markets where NBCD on an Army installation makes sense.  Installations interested in pursuing NBCD, along with other casual dining options should first contact their IMA representative. (POC:  Mike Ambrose, DSN 761-5214, e-mail: Milo.Ambrose@cfsc.army.mil)
Business Operations Update:

Army Golf:

· Financial Analysis:  Through 1QFY06, the Army’s 57 golf courses recorded a NIBD of $1.3M on net revenue of $14.2M for a return of 9.1 percent.  This represents a 1.9 percent NIBD decrease over efforts achieved for 1QFY05. The Morale, Welfare, and Recreation Board of Directors’ (MWR BOD) standard for FY06 is 21.0 percent NIBD.  A new standard was approved by MWR Board of Directors for replacement by individual Region Standards more consistent with industry and geographical conditions.  They are:
                                   Golf SE/SW
             18 percent
                                   Golf NE/NW/DLA
15 percent
                                    Golf KORO

28 percent
                                    Golf PARO

30 percent
                                    Golf EURO

22 percent
The new standards incorporate industry trends, geographical differences (Frost Belt and Sun Belt regions of the National Golf Foundation), and historical performances.  The revised standards were approved by the MWR Board of Directors and will be published in the FY07 NAF Operating Budget as well as disseminated through IMA channels.
Overall net sales increased by $424K—with increased food sales accounting for $385K with overall COGS declining from 55.7 percent to 52.8 percent.  Green fee operations are currently $250K below last year’s effort to date. Total labor cost increased 5.6 percent over the similar quarter in FY05.  Total labor for KORO increased over $500K, accounting for the total increase.  Reasons for this large increase are being explored.  Golf course maintenance costs for the two comparative periods have shown a slight decrease

· Golf Course Superintendents’ Training:  The Golf Course Superintendents Course was conducted 28 Nov through 9 Dec 05.  Golf course superintendents and golf course managers were encouraged to participate in this training.  Interaction among the students provides an excellent additional source of training through informal discussions and “real world” maintenance problems receive practical tried and true solutions.  Major change to course content was the development of a “real world” maintenance plan that the superintendents can take back to their respective golf courses for implementation.  This addition was well received.  Of particular note, two Regional Golf Managers and three Golf Course Managers attended the training and added to the quality of the course and also took away a greater awareness of golf course superintendent duties.  Again this year, the superintendents will have the opportunity to receive additional training at the Golf Industry Show which combines efforts of the Golf Course Superintendents’ Association with that of the Golf Course Owners’ Association in Atlanta, GA 6-11 Feb 06 (Location change due to Hurricane Katrina damage in New Orleans).
· PGA/Armed Forces Golf Managers Training Seminar:  The next seminar is 22 -25 Jan 06 with the Merchandise Show 26 - 30 Jan 06.  Army provided training will include an update on Americans with Disabilities Act with focus on single-rider golf cars and access issues, Golf Course Maintenance Management 101 for Golf Managers, Strategies for Career Development, and Customer Service.  Feature presentations by IMA and CFSC will include the Golf Corporate Strategy, Revised NIBD Standards, Single Source Golf Car Acquisition Results, and updates of Business Programs and golf financial achievements. The training will be conducted at the Royal Plaza Hotel in Lake Buena Vista, FL.  

· Opening Golf Courses to Veterans and General Public Play:  Fort Sill and Redstone Arsenal are initiating efforts to receive approval to open their courses to veteran’s play.  There are six others open to veterans in addition to those open to the general public where veterans are more than welcome to play.  This is an excellent initiative that recognizes honorably discharged veterans for their contributions to this country and provides a highly desired “perk” for them.  White Sands Missile Range and DSCC (Columbus) received approval to open their courses for play to the surrounding communities.  Garrisons with excess capacity are encouraged to participate in this initiative.

·    Joint CFSC-IMA Business Programs Initiatives:     During the Business Programs Steering Committee Meeting in Jun 05, a corporate strategy for Army golf was developed to best facilitate overall management of the golf program, establish consistent baselines of excellence, promote financial growth, and capture industry and military golf best-practices for uniform application.  Some examples are uniform pricing tiers, minimum fees for daily and advance green fees and golf car rental charges, uniform treatment of reciprocal privilege players, staffing guidelines, and revisions to NIBD standards more closely aligned with regional and industry performance based on geographical locations.  A detailed briefing will be presented to the Army golf course managers at the PGA/Armed Forces Golf Managers Training Seminar in Jan 06.

·   Single Source Acquisition of Army Golf Cars.  Contract proposals have been received and pending selection panel review for a single source provider of Army golf cars.  Where feasible, the Army will begin transition to an all-electric fleet.  The program calls for a five-year transition to a single provider with an additional five-year extension to “enjoy” the standardization.  The program calls for replacement of the golf car fleets for 20 percent of Army garrisons each year.  The anticipation is replacement of approximately 4,000 golf cars over the 5-year period.  Other single-source items, such as resale items and golf course maintenance equipment will be considered for Army-wide adoption in the near future. 

POC:  Mr. Bill Sport, DSN 761-5200, e-mail:  Bill.Sport@cfsc.army.mil)
Army Bowling:
· Financial Overview:  In 1Q FY06, net revenue for the Army’s 97 Bowling Centers was $10.9M, a negative $203.3K or a 1.8 percent decrease over 1Q FY05 results of $11.1M.  However, NIBD was $1.2M, a $233.2K or 24.8 percent increase over 1Q FY05 results of $938.5K.  As a percent of revenue, NIBD was 10.8 percent, far below the BOD standard of 21 percent in FY06.  The increase in NIBD was largely a result of decreases in COGS of $111.5K (however sales also decreased by $247K) and total expenses of $132.2K.  Income from USA/UFM payroll was up $96.2K and other operational revenue was up $58.8K.  While expenses such as property operations decreased by $42.6K, labor only increased $78.5K or 1.2 percent.  The Northwest had a tough quarter, finishing with net revenue down $148.1K and net NIBD down $77.5K.    Europe also experienced significant declines in net revenue, $311.2K and NIBD $54.9K.  The Southwest had a dip in net revenue of $126.2K, but held the NIBD line with a positive $16.5K.  Korea had much the same results with $124.8K less net revenue than in 1Q FY05, but a positive $35.5K NIBD for the same period.  
The MWR Board of Directors recently approved new NIBD percentage standards for CAT C bowling.  They are:






CONUS
15 percent






OCONUS
18 percent

 Army bowling experienced difficulty in meeting previous standards which were largely based on industry and didn’t account for the increased deployments during the past several years.  The new standards are more in line with current center performance and take into consideration the operational differences between CONUS and OCONUS.  They were approved for FY07 and will appear in the new budget guidance.
· All Army Trial Camp, Armed Forces Bowling Championship Tournament, and the United States Bowling Congress (USBC) Team USA Tournament:  The 2006 All Army Trial Camp, and the Armed Forces and USBC Team USA combined championships were held in Reno, NV from 2 – 14 Jan, 06.  Seventeen men and six women competed in the Trial Camp for the coveted spots on the All Army Bowling Team.  Six men and six women were chosen to represent the Army in the Armed Forces and the USBC Team USA national championships.  Members of the All Army team were, Men: SFC William Anthony, Illesheim, GE; SGT Shawn Benitez, Heidelberg, GE; SPC Mark Gunthorpe, Schofield Barracks, HI; MAJ Daniel Heinzelman, Fort Jackson, SC; MAJ Steven Reece, Smyrna, TN; and SSG Dwayne Watkins, Fort Rucker, AL; Women: LTC Celethia Abner, Fort Bliss, TX; SFC Jody Barnes-Turner, Murfeesboro, TN; SFC Karen Brown, Fort Sill, OK; MAJ Maria Burger, Fort Monmouth, NJ; CW3 Joyce Dawson, Washington, DC; Maj Renea Greenlee, Carson City, NV. 
In the Armed Forces championship tournament, the Air Force took home all the gold, winning the top team (male and female), and male and female singles honors. Silver went to the Army for the men’s team event, and for the male singles event, SSG Dwayne Watkins.  The Navy won the silver for female singles event.  The Bowling Proprietors’ Association of America (BPAA) provided grand prizes to the top male and female bowler in the Armed Forces tournament .  The prizes consisted of expense paid trips and entry fees into the Professional Bowlers Association’s U.S. Open tournament.  The two Air Force gold medal winners in the singles events received the BPAA prizes.   
In the Team USA championship tournament, three Armed Forces bowlers made the cut to compete for five spots on Team USA, two Air Force bowlers and one Army, SSG Dwayne Watkins.  For the first time in ten years, the military placed a bowler on Team USA.  The honor went to an Air Force bowler, who finished fourth in the play-offs.  Team USA represents the nation in international bowling tournaments.  
In FY07, the USBC again plans to hold the Team USA Championship in Reno, NV at the National Bowling Stadium during the same time frame as FY 06.  The Military will hold the trial camps and the Armed Forces tournament in conjunction with the USBC tournament.   Applications and qualification requirements for the All Army Bowling program can be found at http://www.armymwr.com/portal/recreation/sportsandfitness/application/.  Athletes chosen for this program must be able to compete on the toughest Sport Bowling conditions.  Managers should at a minimum put down the Sport Bowling oil conditions on several lanes to provide bowling athletes an opportunity to train for competition in the USBC  Team USA Tournament. 
· Bowl Expo 2006:  Mark your calendars for International Bowl Expo 2006.  It will return to the Las Vegas Convention Center and the Las Vegas Hilton Hotel in NV from 20 – 30 Jun 06.  Details for the military, including hotel accommodations, are being worked with the BPAA.  When finalized they will be posted on the Bowl Expo web site at www.bowlexpo.com.  The expected date for posting is late Feb 06.  
· Bowling Center Management Certification Program:  An FY06 catalog of MWR Academy courses is available at www.mwraonline.com.  The latest certification required training document can be found online at http://www.armymwr.org/business/default.asp?ID=1 , click on Business Operations then Bowling.  Training to support this program has again been scheduled for Bowl Expo in June.  Check the BPAA website for available dates beginning in late Feb FY06. 
· New BPAA Management Tools:  Several new items are available through your BPAA membership.  Contact Rich Cairns to order these tools at 800-343-1329.  Have your center’s member number available.  

· Coach It Up – An in center Bowling Coach Development Program designed to teach staff members how to show new bowlers the basic techniques of bowling.  (CD free to members)

· Welcome to Bowling – Everything a new bowler needs to know in a handy brochure. ($12.50 per pack of 100)

· Welcome to League Bowling – Everything a new league bowler needs to know in a handy brochure. ($12.50 per pack of 100)

· Bowling…the perfect party – Corporate bowling party brochure. ($10 per pack of 50)

· Bowling…It’s a real party – Birthday party brochure. ($45 per pack of 250 unprinted) 

· Designing your Employee Handbook – A template designed to help you write your employee handbook.  Be sure to work this with your installation Human Resources Department.  (Free to members)

· Risk and Legal Management Handbook – (Free to members)

· Bowling Center Employee On-Line Training Now Available to Army Centers:  Bowling center web-based training has been available through the BPAA as a membership benefit for over a year.  CFSC, at the request of the Regions, has negotiated a discounted bulk purchase price for all Army bowling centers to use the site to train their employees.  All Army centers will have unlimited use of the site for a period of two years, beginning in Oct 05 and ending in Sep 07.  Use of the site was centrally funded by CFSC for Army bowling centers only and any other use is prohibited.  If a Garrison wants to use the site to train other facilities or employees, contact CFSC, Wanda Arthur.  Details on how to access and use the site were sent in a separate memorandum via email through the IMA-Regions to the Garrisons.  Centers who have not received the memorandum should contact their regional bowling program manager.  

· Joint CFSC-IMA Business Programs Bowling Corporate Strategic Plan:  The Business Programs Steering Committee (BPSC) has developed a corporate strategy for Army Bowling.  The plan will enable corporate and installation management to better facilitate the overall bowling program, establish consistent baselines of excellence, promote financial growth, and capture industry and military bowling best-practices for uniform application.  The new BOD NIBD standards were incorporated into the strategic plan.  (POC:  Wanda Arthur, DSN 761-5202, email:  Wanda.Arthur@CFSC.army.mil)
· United States Bowling Congress (USBC) Consolidates Associations to Service Military in Europe:  In Jan 05, the American Bowling Congress, the Women’s International Bowling Congress, the Young American Bowling Alliance, and several other associations joined to form one consolidated association, the USBC.  While consolidation was accomplished at the National level, the local associations were not scheduled to consolidate until 07.  Many Garrisons in IMA-E were having difficulty getting their leagues and bowlers sanctioned through the multitude of associations at rthe local level for the 06 bowling season.  The other Service branches in Europe were having similar problems.  The former bowling program representative from IMA-E, Mr. John Allred, contacted the USBC about the problem.  With input from Mr. Allred and Sister Service representatives in Europe, the USBC consolidated the European associations two years earlier than scheduled.  Sixty plus associations were consolidated into seven regional associations that will serve all Military centers in Europe.  This will streamline the process of working with the governing body (USBC) for the sport of bowling for the bowling centers in Europe.  This initiative was the first local consolidation for the USBC and cutting-edge for the bowling industry.  
Clubs and Food, Beverage and Entertainment, (CFBE) and Theme Oprations:

· Financial Overview:  In 1QFY06, Army CFBE and Themes net revenue was $37.3M and NIBD $2.8M or 7.6 percent.  Net revenue has decreased $4.4M or 10.5 percent, and NIBD decreased $247.3K or  8.0 percent when compared to 1QFY05.  The ARMP reimbursement, up by $2.3K or 0.3 percent.  Overall, the CFBE and Themes programs generated a positve 7.6 percent NIBD.  The MWR BOD standard is a positive 8.0 percent NIBD.

· Bingo:  In 1QFY06 the Army Bingo program’s net revenue was $10.7M, a decreased of $ 59.5K or .6 percent when compared to 1QFY05.  The Army Bingo program has produced an NIBD of $1.9M, or 18.1 percent of net revenue, an increase of $32.9K or 1.7 percent.
· Annual Catering Conference:  IMCEA and Catersource partner for the Armed Services Catering Conference.  Catersource 2006 was held in Las Vegas 23 – 26 Jan 06 at the Paris Hotel.  According with IMCEA records the Armed Forces had 132 participants.  The educational sessions were divided into five areas of concentration:  culinary, sales & marketing, management, event operations, and general interest.  The quality of the content and presentation was excellent.  
Business Programs presented  the Catering Module CD’s at the IMCEA/Armed Forces Luncheon and break out session and was well received by all participants.
· James A. Carroll, Jr.  and Excellence in Management Awards:   Sponsored by the United States Army Community and Family Support Center (USACFSC), These awards are given annually for excellence in management of Army clubs, bowling centers, golf courses, leisure travel, recycling and FBE  facilities.

The 2005 Carroll-EIM Awards Panel met in Alexandria, VA, 13 – 15 Dec 05 to select winners based on the criteria set forth in the Memorandum of Instruction.  The panel  composed of  Region and CFSC representatives selected 12 winner for Excellence in Club Management, and the Excellence in Management Awards for Golf, Bowling, Leisure Travel, Recycling, Most Improved Facility, and Business Manager.  Winners are listed by award category:

 James A. Carroll, Jr. Award 
Officers’ Club over $1M annual revenue 

Azeb Aweke, Fort Myer Officers’ Club


     (Two time winner)

Officers’ Club under $1M annual revenue:
Tianna Marie Bowden, Fort Bliss Officers’ Club

Food, Beverage and Entertainment Activity over $750K annual revenue:
Gabriele McCollum, Fort Lee Regimental Club

    
       (Two time winner)

Excellence in Management Award

Golf Course over $1M annual revenue:
Mark S. Smith, Rheinblick Golf Course, Weisbaden, GE


(Two time winner)
Bobby N. Kaerwer, Fort Bliss Underwood Golf Center


(Two time winner)
Bowling Center over 30 lanes:
Barbara Cox, Fort Hood Phantom Warrior Lanes


(Two time Winner)

Bowling Center between 14-30 lanes:
Paul Mitchell, Fort Knox Bowling Center

(Two time winner)
Bowling Center under 14 lanes:
Cho, Benedict Chihwan, Camp Red Cloud (CRC) Lanes

Recycling Center over $300K annual revenue:
Donnie L. Hutchenson, Fort Campbell Recycling Center

Richard L. Lucas, Sr., Fort Jackson Recycling Center



(Two time winner)
Most Improved Facility:
Abdul Qayyum, Fort Myer Bowling Center

Business Manager (Multi-Facility or Community Operations Division):
Ronald Telles, Fort Bliss BOD

(Two time winner)

Congratulatory letters from the Commander, CFSC, and individualized mementos for each winner will be forward to each winner’s respective Region program manager to be presented at appropriate ceremonies.
The awards will be formally presented at the August 2006 Biennial MWR conference.  The cost for the awards recipents to attend the conference will be funded by CFSC.  (POC for Clubs & FBE Operations:  Mr. George Dickson, DSN 761-5228, e-mail:  George.Dickson@cfsc.army.mil)
Business Programs Construction Projects:  (Excluding Lodging)

· West Point Golf Maintenance Facility:  Construction is 99 percent completed.    Estimated project cost $1.5M.
· Carlisle Barracks Golf Maintenance Facility:  Under design.  Funding has been approved.  Kick-off meeting Feb 06.  Estimated project cost $1.7M.  Start date TBD.

· Fort Eustis Golf Clubhouse:  Design kickoff meeting held on 16 Nov 05.  Order of magnitude and concept plan expected Feb 06.  $4.2M estimated cost.

· Fort Leonard Wood Golf Maintenance Facility:  Construction is 90 percent completed.  Construction completion scheduled for 21 Feb 06.  $1.6M estimated cost.

· Vicenza Soldier/Family Entertainment Center:  100 percent  design submittal due 30 Jan 06.  Design review meeting scheduled for 21 Feb 06.  $10.0M estimated cost.
· Camp Walker Golf Maintenance Facility:  Pending site approval by DPW.  Design to begin in Feb 06.  Estimated project cost $1.6M. 
· Camp Humphreys Community Club:  60 percent design on-board review is complete.  Final design is due by May 06.  Resolution of franchise operation of the club/restaurant is still pending.  $14.4M estimated cost.   

· Camp Zama Golf Course (Irrigation Upgrade):  Project has been advertised. Contract award scheduled for late Jan or early Feb 06.  $2.9M estimated cost.
· Camp Zama Golf Clubhouse (Renovation):  Final design on-board review was completed on 17 Jan 06.  Project scheduled for advertisement in Mar 06.  Estimated project cost $2.0M.
· Fort Shafter Golf Maintenance Facility:  Under design.  Funding has been approved.  Estimated project cost $1.6M.  Start date TBD.
(POC for Business Programs Construction Projects:  Mr. Ernie Taylor, DSN 761-5204, e-mail:  Ernest.Taylor@cfsc.army.mil)

Joint Services Prime Vendor Program:

· The Joint Services Prime Vendor Program (JSPVP):   During the 1QFY06 total purchases by participants decreased $29.1M compared to $29.2M in same period in FY05. This was a decrease of $90.2K which was due to Hurricane Katrina and the Armed Forces Retirement Home decrease in purchases of $144.6K in this period. Total rebates earned by participants increases $44.3K from $518K to $562K. 

Final preparations were made to the Far East Prime Vendor contract solicitation which was sent out in January 2006.  (POC for JSPVP:  John Grassmick, DSN 761-5210, e-mail:  John.Grassmick@cfsc.army.mil)
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