
     
 
 

SURREY SQUASH  
 

STRATEGIC/DEVELOPMENT PLAN 2017 -2020 
 
 

1. Introduction 
 
1.1 In 2014 we (the SSRA committee) approved a new development plan with a framework 

comprising five strategic imperatives:  
1. Help clubs nurture existing members and attract new members. 
2. Help coaches develop their (coaching) businesses. 
3. Build the junior pipeline. 
4. Create squash (and squash 57) awareness. 
5. Secure funding by generating revenue and through sponsorship. 

 
1.2 These imperatives were set against the backdrop of what were then impending changes at 

England Squash and the pressing need to demonstrate to Sport England that squash was an 
exciting, growing sport. As it turned out, the imperatives proved both very appropriate and 
very timely even though we have had mixed success with our implementation.  
 

1.3 Towards the end of last year it became apparent that there would be further cuts as a result 
of a change in Sport England’s strategy and these cuts have now been made. While the five 
strategic imperatives are as important now as they were three years ago, it is essential that 
we review and update our plans, particularly in the light of an England Squash organization 
that is considerably smaller than it was. 

 
1.4 A recent development is the publication of a Code for Sports Governance. Adherence to the 

Code is mandatory for any sports body which receives funding from Sport England or UK 
Sport and this includes Surrey Squash (SSRA). We want to manage the affairs of the SSRA in a 
professional way and, at the same time, be fully compliant with the Code. This is covered in 
the new plan.  

 
1.5 In this paper I set out –  

1. A review of our achievements over the past three years and the issues we have 
experienced. 

2. My proposed plan for the next four years. 
 

2. The current plan – achievements and issues – see attached. 
 

3. The proposed plan – two prongs 
 
3.1 Conceptually, it is helpful to consider the strategy as consisting of two elements – 

 “Doing the operational stuff” as efficiently and effectively as possible. By “operational stuff” 
I mean those activities that form the core of Surrey Squash, e.g. 

o Running the county leagues 
o Running the county tournaments 
o Managing communications such as website, newsletters, etc. 
o Finance and accounting 



o Junior activities, e.g. leagues, tournaments, county squads, rankings 

 Driving the development agenda, i.e. growing participation and strengthening the squash 
playing community. 

 
3.2 There is an increasing need for greater “professionalism” in sporting bodies and we are not 
exempt from this. In fact we need to “professionalize” our activities for a number of reasons – 

 We benefit from public sector grants and therefore we have to comply with the Code for 
Sports Governance.  

 Once we are registered as a CIO we will have to comply with the requirements of the Charity 
Commission. 

 It will give our stakeholders confidence in us and this should strengthen their support. 

 Potential sponsors will expect it.  
 
3.3 Part of being more “professional” is fact-based decision making. This means that 
measurement of results is very important, whether we like it or not. Not only do we need to 
satisfy ourselves that we are getting an adequate return on investment but we also need to 
demonstrate to grant givers that we are delivering results. This continues to pose some 
challenges, not least in persuading clubs to provide data in a timely manner.   

 
4. Efficient and effective operations 

 
4.1  Some areas of operations have been run very well for a long time and I don’t foresee any 

major changes. Examples are the county leagues, tournaments and the website. That 
doesn’t mean that we shouldn’t strive to do things better because we certainly shall, but 
any changes will most likely be of an incremental nature.  

 
4.2  In other areas we have started to make major changes. The best example is in finance and 

accounting. This is now being run by a professional accountant using modern, real time 
accounting software which provides immediate visibility of transactions. We are also 
moving to a cardless payments system and on-line banking. With these changes we will not 
only generate internal efficiencies but also provide a better service to our customers and 
stakeholders.  

 
4.3  The priority over the next year is to create an efficient and effective system to collect 

county affiliation fees and to create a database which will be used to communicate directly 
with squash players. We will have to work closely with clubs to ensure that the money is 
collected efficiently; also we will have to ensure that the database it is set up in the right 
way and that data protection legislation is adhered to.   

 
4.4  Risk management is not something that we have focused on but it is good practice. In 

particular, we need to identify back-ups for key parts of our operations as part of the risk 
management process.  

 
4.5  In driving for efficient and effective operations we will also ensure that we are fully 

compliant with the new Code for Sports Governance. 
 
5. Development  
 
5.1 Help clubs nurture existing members and attract new members  

 Firstly, we have broadened this to include leisure centres, universities and schools, i.e. all 
squash facilities. Key to this is engaging up to three “regional coaches” to work under Neil. 



These coaches will have responsibility for a cluster of facilities chosen for their commitment 
to what we are trying to achieve, including Strategic Imperative 3 (Build the junior pipeline). 
The coaches will be required to coach where necessary and to run tournaments which could 
help with the funding of their positions. We will have to discuss the working arrangements 
with the facilities and, very importantly, we will have to ensure that the clubs, the coaches 
and the SSRA know precisely what they will be responsible for and the performance criteria. 
The proposed structure is attached. 

 Further actions which we can help the clubs to implement are – 

 Nurture existing members 
o Provide good coaching for the benefit of the members. Where a club doesn’t 

have a coach we should be able to link it with one. 
o Promote top matches in the county, e.g. Surrey Cup Div 1 and PSL.  
o Set up club nights and club tournaments (the latter can be a good way for clubs 

to make money). 
o Offer inclusive social events.  
o Database management and communication via social media. 

 Attract new members 
o Surrey Youth Games – offer programs to retain children who come forward for 

selection but who don’t make the borough teams – see 3.3 below. 
o Implement new programs, e.g. squash 57 for the Over 50s. 
o Offer corporate membership to local businesses, hospitals, police, etc. 

(particularly to promote daytime court usage, including via day time leagues). 

 In both categories we should use programs which have been developed by England 
Squash, e.g. Squash 101 and Squash Girls Can, where it is appropriate to do so.  

 The ES strategic analysis identified the poor quality of some facilities as an obstacle to 
growth. There have been significant improvements at a number of clubs and we should 
encourage others to follow suit. We should also be able to help clubs access seek grant 
funding.  

 
5.2 Help coaches develop their coaching businesses 

 Evidence suggests that facilities which provide good coaching are stronger than those 
which don’t. It therefore makes sense not only to promote coaching at facilities but also 
to ensure that there are enough good quality coaches in the county. If we want good 
coaches we should be supporting them and helping them develop their businesses so 
that they are financially secure. We have done a lot recently to build our coaching 
capacity by helping young players get their Level 1 and Level 2 accreditation. Also, we 
have launched the Developing Coaches Academy (DCA) to provide training, mentoring 
and workplace experience for young aspirant coaches. We will continue with this 
strategy which has assumed increasing importance with the expansion of the schools’ 
outreach initiative. 

 We recognize that we should be helping coaches with their professional development 
and we therefore intend to put on courses related to both squash coaching and 
business (e.g. marketing). 

 
5.3 Build the junior pipeline 
 

 There are two parts to this – (a) county activities, i.e. squads, leagues and tournaments 
and (b) club activities and outreach.  

 County activities 
o We have a very strong county squad program. The numbers have increased 

from 100 to 200 in the last three years and we want to maintain them at this 



level. We recently brought in some new coaches and this has enabled us to 
refresh the program and provide a better level of service.  

o The County Closed attracts well over 100 juniors annually and it is a very 
important feature in the junior calendar. We want to keep it that way. 

o The number of teams participating in the county leagues has dropped over the 
past few years, mainly because there are so many other activities, eg the 
county squads and various bronze and silver events. This is something we are 
looking into as we believe that the leagues are still important. 

o The Neil Desai Super Series has gone from strength to strength. Each year there 
are ten events at ten different clubs and the numbers continue to increase as 
more people become aware of it. 

 Club activities and outreach 
o We would like to see every club and leisure centre with a strong junior 

programme and links with nearby schools. This will give the clubs their own 
pipeline and build more awareness of squash in the community. It also provides 
an opportunity to introduce parents to squash and squash 57. 

o Our role is to be a catalyst by – 
 Advising clubs on how to set up junior programmes 
 Helping to provide coaching resources 
 Running taster sessions in schools and helping to link the clubs with the 

schools (mainly primary schools). 
o The link between clubs and schools is critically important and a prerequisite for 

running sessions in schools. If we don’t ensure that the link is there we will be 
wasting time and money going into the schools. 

 
5.3  Create squash and racketball awareness 

 We believe there is significant potential to get more publicity for the sport(s) and there 
are a number of ways to realize this – 

o We should make more use of our assets, namely the top players. At a local level 
perhaps we can get the top Surrey players to be ambassadors at key events 
when they are available. We’ll need to meet with them and find out what is 
possible. 

o We should continue to develop our links with local media in order to get more 
and better publicity. 

o We should share best practice across clubs. A best practice section on the web 
site would be helpful. 

o We should look for marketing opportunities in local leisure centres, universities 
and colleges. 

 
5.4  Secure funding by generating revenue and through sponsorship 

 We foresee a bright future for squash but only if we continue to invest in development. 
In fact, we believe it is important to increase our investment to ensure that we are 
successful with our strategic initiatives in the face of competition from other sports. 
This is now even more challenging than it was because of the cutbacks in ES and the 
new Sport England strategy which states that sporting organisations will have to be less 
reliant on public money. Broadly speaking we can generate additional income in three 
ways – by raising money directly, through grants and from sponsorship. Each of these is 
dealt with below. 

 Raising money directly 
o We recently received approval to implement a county affiliation fee which 

should produce about £10,000 per annum. I can’t over-emphasise the 



importance of this. Not only will it give us a significant financial boost annually, 
it will also enable us to communicate directly with competitive squash players 
and, I hope, open up sponsorship opportunities. 

o Other ideas worth exploring are – 
 Get the “regional coaches” to run graded events with the profit going 

to the SSRA.  
 Hold exhibition matches with the top players – say two events a year. 

We would need support from the players and their agreement to 
charge a relatively low fee. 

 Hold an Awards night with a dinner dance. Through the sale of tickets, 
a raffle, an auction and, possibly, sponsorship, we should be able to 
raise at least £1,000. 

 Grants 
o We are fortunate to have the support of the Surrey Junior Squash Trust and the 

Neil Desai Foundation to help with the funding of junior programs. This year 
both organisations will be providing additional funds – in the case of the Junior 
Trust these will be used for the county squads and for outreach into primary 
schools and in the case of the Foundation it is to run two special events over 
the course of the year.  

o Where we have identified specific projects which lend themselves to discrete 
funding we should try to find sources of grant funding. We did this last year 
with the DCA which is being match-funded by Sport England  

 Sponsorship 
o We have been singularly unsuccessful in cracking sponsorship. This is partly 

because we have not had coherent branding and partly because we have not 
had a well constructed package to offer potential sponsors. We are addressing 
each of these. 

 We have made huge strides in developing a single, consistent brand 
image. We still need to construct a suite of sponsorship packages 
which will show what the sponsorship money will be used for and what 
the sponsor will get in return.  

o It is worth noting that sponsorship could be general, e.g. for development, or 
for something specific, e.g. a PSA tournament. 

 Advertising revenue 
o There is potential to sell advertising in exchange for space on our web site and 

in other places. 

 Other 
o Once we are a CIO we can register for Gift Aid with HMRC This means that we 

can get an extra 25% on all donations from individual UK taxpayers (i.e. not 
companies, public bodies or other charities). 

 
6. Conclusion 
 
6.1 This plan is about more of the same but increasing the level of investment to generate more 
momentum. During the past planning cycle we have come to realise that there are many 
opportunities to develop squash beyond clubs, which are our heartland. Schools, leisure centres 
and universities are good examples. With the additional money which we will generate from the 
county affiliation fee and grants (and possibly sponsorship) we can target these areas with the 
specific objective of getting more people playing squash and squash 57. At the same time we 
will strengthen the relationship with clubs and help them to be more sustainable.  
 



6.2 The plan was approved at the June committee meeting. The next steps are as follows – 
 Communicate it to our main stakeholders, in particular clubs and ES, and get their 

feedback. 
 Commence implementation, in particular engage the regional coaches and get them 

ready to start at the beginning of the new squash year. 
 
 
Patrick Fleming 
June 2017  
 
 


