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Executive Summary

Executive Summary

Our Vision

New participants through Rowing for life through Inspiration through
new partnerships well resourced clubs success on the world stage

Our Values & Principles

EncelEging Enel eeveloping goey Providing a welcoming and supportiv

practice to provide transparent anc Providing equal opportunities to : e :
L . . . . environment for participants to enjoy
accountable organisatiat national, participate in rowing.
) the sport.
regional and local level.
Creating clear and accessible Valuing the work of both volunteers
pathways for talented individuals tt and staff and providing recognition,
achievetheir potential. support and training.

Role and Position of British Rowing within the Whole Sport
British Rowing is responsible for:

1 representingrowing in England and the Home Countries (excluding Northern Ireland) as the voting member of the
International Federation FISA.

the organisation of international events in Great Britain.

the preparation, training and entry of GB teamsEaropeanQOlympic andW orld competition.

the organisatiorand development afowing in England.

competition in Great Britain for both English and British titled events
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The Rowing Family

Sliding Seat Rowing Clubs

Sliding seat rowing clubs in England are affiliateBritish Rowingand are made up adround 550 open, university and school clubs
British Rowing has a close relationship with them, providing support, guidance and direct investifmse clubs have around
40,000individual membersOf the 40,000 around 2,000 are also individual British Rowing members.

Coastal Rowing Associations

There are severaindependently constituted coastal rowing associations, both sliding seat and fixed seat, who organise their ow
governance and competition structure. HoweveritBh Rowing has either long standing agreements, or more recently service
agreements with these Associations to provide the full range of development, facility support, education and trainingnpesgram

their affiliated clubs (a further 70 or so clyhsith circa 7,000 members).

Alternative Delivery Partners

Over the past ten yearsin a process much accelerated during our last WSP we have formed new working relationships with a
number of new delivery partners. None of these were previously delivendagng, or were only doing so as a small part of a wider
activity programme. These are:

watersport centres (commerciandlocal authority owned)
uniformed youth organisations, eSpaCadets

youth organisations, e.g. London Youtbwng, Street Games.
schools (indoor rowing curricular and neaurricular).
gymchains (commercial & local authority owned)

= =4 =4 -8 =4
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Executive Summary

Our Priorities and Objectives for 2013 -2017

Our priority for2013-17 i s to capitalize on the ©6Once i rfronathelinspiratidniamde 0
success we expect from our Great Britain Rowing Team competing at London 2012.

Progress in delivering our 20813 WSP has accelerated in the last year in particular, and this has given us much confidence the
with our increased rarket understanding we are on track and ready to deliver our 2QT3lan.

Our on water rowing participation is now showing particularly good progress and our excel targets have been achieved. rHoweve
indoor rowing figures have fluctuated a great deadd we will concentrate on understanding this market better, and delivering
programmes where we are confident we can directly influence outcomes.

The Explore Rowing programme introduced in our 200@13 WSP has been very successful and is now firmly erebdeiddthe

sport. Participation and retention numbers from Explore Clubs are consistent and increasing, and we have been ableeto use tl
principles of the scheme to extend to new delivery partners such as the Watersports Centres and Sea Cadets. Thiomes in

type activities generated through Explore both water and indoor rowing will be a feature of our new plan.

Indoor Rowing is now established as part of the School Games with excellent feedback from the young people involved.h Outreac
work with partner organizations in delivering youth programmes is making rowing accessible to a far wider proportion of local
communities, particularly in urban areas. We will ensure that pathways to further transitional rowing opportunities luth amdi

on water areoffered. Current WSP targets have already been achieved.

In the last year we have forged new relationships with leisure providers in the indoor rowing market through working with gym
chains, both LA and commercial and these will be important partnersdueldping indoor rowing.

We have overcome issues that were causing concern to our partners around communicating our strategy, and we- have re
structured the roles and responsibilities of staff to focus more clearly on individual targets for particip&tfemow have a good
understanding with the Sport England Excel team on the links between the England and GB talent pathway, and the programn
needed to strengthen the English Club Talent Pathway.

We are confident that we have gained the insight we needtlgh the research provided by a whole range of agencies including
Sport England, market segmentation data from Active People, and surveys of our own members to offer programmes an
interventions that will achieve our objectives.

Participation

We will incre ase participation by acquiring new participants and increasing retention through informal sport, and flexible, local
easy to access indoor and water rowing. Al | our prodgi dme
some & immediate transition to the next stage, and others through an excellent first experience with signpostsjdorimg the

sport at a later date. Around 70% of our work will be directed at the- 2@ age group.

We aim to providemore informal rowing oppo rtunities in different environments - watersport centres, water trails and
tours, doorstep clubs for young people, group indoor rowing in gyms, pay as you play. Boat packages will be required.thatbou
these environments.

Our plan will increase reten tion through local informal competition in clubs, local leagues, group indoor rowing fighét
Educationstudents and graduates with little time for training

We have identified around 28irategic development areas where there is high latent demand wheng can deliver a number of
linked and targeted participation programmes. We will work with potential local partners, CSPs, Heads of Leisure in éffxeto r
these plans over the summer and autumn of 2012. Facility development ischeed will be prioitized in these places where
necessary
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Executive Summary

We will deliver sector specific schemes f¥oung People through the School Games, community schemes working in partnership
with other organisations such as the YST, London Youth Rowing, the Sea Cadets, Street GHireasd FE specific schemes will be
an important feature across our programmes.

We will deliver steady incremental growth through major retention programmes deliveringodo committed club rowing
population of 40,000 who participate at least once a Wwbginvesting in our infrastructure &

value for money membership services including supplier discounts

websites, magazinesnewsletters, at least 12+ per annum for the 29,000 individual members
England wide competition programme, training for umpaed officials.

Advice and support for governance, welfare, equity, safety, facilities

Representation, governance, rules

Education & Training for volunteers

Club Accreditation

Market segmentation, research and insight into developing new participationspnotgs.
Support in developing new strategic relationships at local and regional levels.
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Excel 8 England Talent Pathway

We will deliver two programmes to support the England talent pathway. Firstly we will select locations where we can support
talented rowgs on atwint r ack programme to achieved The Best You can B
can flourish.

Secondly, we will establish a British Rowing Championships regatta, with a radical change in the style of racing, pragrammed
attract the best England rowers.

A focus on commercial strategy

The appointment of a CEO in June 220 will allow us to focus on atmtegy to maximise the potential for adding value to our
programmes through new commercial and roommercial partnershipspiparticular from the spotlight of London 2012 and
potentially successful bids for World Cup events in 2013 and 2015.

A robust and dynamic structure
We will implement our new committee structure with independent Board Directors, a slimmed down and relgioeptesentative
Council and a new Sport Committee.
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Programmes Talent

England
Rowability Talent
Pathway

Explore
Rowing

Indoor
Rowing for
Young
People

Indoor

Rowing for Competition
Adults

Infrastructure

New Media &

Generating the Habit Marketing Cariminication

Education & Training

English Elements of
WSP Management Club Development Facility Development International Eventsin
England

Governance & Membership Services

Administration & IT Management & Communications

Figure 1

Young People

The greatest impact of our programmes will be on increasing participation and supporting talent for young people. The
infrastructure programme will prode support to our clubs currently delivering and developing programmes for young people. New
participants will be supported through the School Games, Watersport Centres, uniformed youth groups, and community providers
We will also be targetingarangeé6fmi ddl e | evel 8 universities, and starting t
is directed at the 1722 year old group.

Disability Rowing

We will consider the needs of rowers with disabilities for each of our interventions, andewdlre that our delivery plans for all

our interventions include targets for increasing the numbers accessing our programmes. We intendtoeend o6 adapt i
with the new title O6Rowabilityd to ehstherwaterspbrizt our of fer i

Rowing & Health

We recognise that the Public Health agenda runs in parallel with sports participation objectives. At a local level reveirstrbiag
record of working in partnership with Primary Care Trusts. Examples includeHbart of Birmingham Teaching PCT indoor
rowing in schools programme and the NE Strategic Health Authority financial support for Explore Rowing in Durham.

Our Indoor Rowing for Young People, Indoor Rowing for Adults and Explore Rowing programmes aresigihete to attract
participants interested in physical activity (as well as those interested in a pathway to sport). The programmes hdwéealbha
input from health and physical activity and general health experts.

With Public Health resources shoytltransferring into Local Authority management we feel we have an ideal opportunity to sustain
and expand our health initiatives at local level.

British Rowing Whole Sport Plan 2013 | Pages
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Executive Summary

Working with Partners

As a National Governing Body we recognise that the successful delivery of our outcoithesquire significant support from local,
regional and national level partners for example:

1 Public Sectob Local Authorities County Sports Partnershipschools, colleges
1 Private Sectob Contractors running gyms, watersport centres, personal trainers
1 Voluntary Secto® Rowing clubs, community groups, other NGBs/sport organisations

Selecting the most effective partners who we can work with (or continue to work with) for genuine mutual benefit will be a ke
success factor for us. We have identified dway strategic and delivery national level partners and the main support we will require
from thent.

Working with other  Sports

We have substantially developed our working relationship
rowing, @moeing andsailing(and liaising witlvater-ski and angling The group has also worked with the respective SE Relationship
managers. Through joint working we have agreed priority areas feopmration, and a number of important legacy participation
schemes will be developed during the 2013, e.g. the Olympic Park and at Slough/Dorney.

Scale of Impact

Through our Whole Sport Plan we aim to deliver moderate sustainable growth in water rowing, indoor rowing and disabilitg.rowi

In water rowing we hop to deliver an increase of 19% across four years in Young People and 11% in Adults with an increase ¢
approximately 700 Young indoor rowing Participants and 300 Adult indoor rowing Participariss will deliver anoverall
increase of 7,000 participants in once a week participation across water and indoor rowingWe also aim toincrease the
number of participants engaged in dbisability Rowingproject by 10%

Overall we are requesting £7.7m in revenue funding and £1.6m in capital funding.
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Market Understanding & Track Record

The following section of our plan incorporates a description of the rowing markat alwelgsisfeour track record

The rowing market is made up of two main disciplines: water rowirdjindoor rowing. British Rowing has significant reach in both
of these disciplines but there are clearly some areas where our influence could be increased. We have split our arnhbdysis of
Rowing market into two sectionparticipants andenvironments .

Rowing Participants

Water Rowing

On water participation: is split across two main disciplines: fixed seat and sliding seat. Sliding seat has a relatively eve
geographic spread, however, community based fixed seat rowing is generally focussed arowsstlaad in particular the South
West (although the Sea Cadets and Scouts operate in fixed seat boats with a more even geographic spread).

General Growth: A good representation of ofwater sliding seat rowing is provided by British Rowing membersiie have had

our membership data coded with Sport England Market Segments allowing us to compare more closely with Active People data (il
profiles of segments were nearly identical from our data compared to Active People datdough the exact number of Bish
Rowing members fluctuates month by month, taking a rolling 12 month sample demonstrates that the membership figure has be
increasing steadily across the last five years.

Generating a Habit for Life:  Of those members surveyed 45% first learn to ranva club but clearly a large group of participants
are still generated through the education system, in particular at University. Although almost three quarters of studestedsu
said that they did wish to continue rowing after University, it is clsam our participation figures that this transition is problematic
(in particular, there appears to be dropout whilst at University not just aftesur assumption is that this is related to academic
work pressure) and presents a great opportunity where have willing participants but need to provide the correct offer.

Once engaged in the sport there is a high proportion of er& who are engagetbr life with almost 65% of those members
surveyed reporting that they had been invovled in the sport for &arg or more.

Churn: Both the Active People Survey and our own membership database suggest that we have a relatively high level of chu
within the sport. OQur own research al so souugtgde sftrsensivennattiee ti hni
of our competition structure. This suggests that alternative activity programmes such as those provided by Explore Rgwing me
help us retain people who are already paesposed to the sport.

Gender Breakdown: Unlike general participation isport where female participation has decreased, rowing has seen an increase
in both male and female patrticipation. This demonstrates that rowing is still able to attract participants of both ghesbétes the
general trend across all sports

Age Breakdo wn: In terms of age, rowing participation is still dominated by the204age grouphowever, there are two main
growth areas: young people, driven by the continued effect of our Project Oarsome programme and now growth in the older age
groups of 40+ driva by the Explore Rowing programme.

Challenge of Younger Groups: Although generally membership has been increasing we have identified a group which in
particular is decreasing. Competitive rowers appear to be decreasing and this seems to be partictifelyaonger age groups.

We have identified this through two sources: analysis of the market segments of our members and analysis of the overadfnumbe
members with a racing licence (Gold members). Both of these have shown a dithiiseclearly idatifies this groupas an area to

be addressedhs increased retention in this group could significantly impacvanallrowing participation.

Having identified this group we carried out a survey of some of the members who had dropped out of the spertestilts of this
suggested that time commitments were the biggest barrier to continued participation for this group.
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By examining this data alongside market segmentation profiles and our own market understanding we were able to identify tw
particular types of participant with the group. The first was a highly competitive group (largely dominated by the males of the
group) who regardless of the time they were able to put into the sport still wanted to feel that they were participating in a
competitive ewironment. A second group of participants were similar in age and other characteristics but dominated more by
females who wanted a more individualistic approach.

Travel Time: According to our membersd survey, currently 60% of
to the location they participate on the water and 25% have less than 10 minutes. Those people participating 3+ timesie week
much more likey to be within 10 minutes travel time of their rowing location than those who participate less frequently. This
suggests that developing an offer incorporating less frequent but still once a week participation may help us expantd dieveac
facilities.

Latent Demand: data from the Active People Survey suggests that there are up to 47,200 people interested in participating in
rowing with the majority of this group interested in getting on the water. This shows that the sport has the potentiaiefberg
participation but there may be currently factors limiting the ability of this group to try rowing: such as distance frétiegani
suitability of the current offer.

Growth of Masters Rowing: There has been a large increase in the number of pe@Xmg up Masters competition over the last
four years. This growth whilst under our influence has happened with little intervention and continues to help maintdengseop
active in the sport once they have reached an age where previously they mighdrognesd out of regular participation.

Indoor Rowing

The Active People Survey is currently our main source of informafion indoor rowing as the majority of indoor rowing
participants are not current British Rowing members. This is an area where wattempting to source new information and
insight by engaging with gym chains and we also hope to have discussions with existing providers of gym based studio classes.

The indoor rowing market  appears to be split into:

People who participate in indoor rowgnas a training tool for water rowing.

People who participate in indoor rowing as an activity in its own right frequently (i.e. once a week)

People who participa in indoor rowing as an adfity in its own right infrequently (i.e. less than once a week)
People who participate in indoor rowing as a warm up or part of a larger exercise routine (e.g. gym users)
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Short Length Indoor Rowers:  The Active People Survey data suggests that there is a large grompdamr rowers who are
participating for less than ity minutes (approximately 85,000). These clearly present an important opportunity to convert people
into more regular participation. Although we do not have further data on this currently, we would suggest this is peagl¢hesi
indoor rower as a wam up or part of a larger gym workout. We believe there is a strong opportunity to develop an offer which
would be attractive to these people and convert them to taking part regularly for longer than 30 minutes.

Challenging Latent Demand: The latent demanddentified from the Active People Survey is relatively low compared to water
rowing. This would suggest that the way indoor rowingriarkeied could be improved and could help grow participation.

Indoor Rowing Outside of Education:  There is a large spikim regular participation of less than 30 minutes in those outside of
education (and those taking part regularly for less than 30 minutes) which would fit with the fact that there are curesptigw
opportunities for adults to engage in organised indoamwing regularly (compared to those in education where regular competition
is available in both schools and universities). This suggests that an organised activity outside of indoor rowingrewdiasses,
could help convert these participants toce a week participants.
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Rowing Environments

Water Rowing

Clubs

Type of Activity

Potential for
Growth

Our Reach &
Influence

Universities

Type of Activity

Traditionally the vast majority of rowing within the sport has been delivered by clubs. The clubs are ge
split into either sliding seat rowing clubs or fixed seatving clubs (with a small minority offering both). The
are around 220 open sliding seat clubs around the country and a minimumfio&éseat rowing clubs.

Most of these clubs will deliver a first experience of rowing, regular participation in rowimd talent
development. Traditionally most sliding seat clubs have had a competitive focus, however, over the I
years Explore Rowing has started to take effect and more clubs are delivering a diverse range of activity.

There are a number of clubs which we have been able to iderggyhavingootential for growth. These
particularly relate to areas where we have identified a large potential local demand but limited provision ¢
Birmingham.

However, there are limiting faots in terms of pace of growth as clubs are generally managed and rt
volunteers.

Our clubs have shown solid growth overall over the past few years, however, still retain capacity for expan:

British Rowi ng ohsis ektnerhely steomgavéhin aowidg clules.a Mearly every sliding seat rov
club in the country is affiliated to British Rowing and the majority of fixed seat clubs are linked to an organ
affiliated to British Rowing.

There are a small number ofXeid Seat clubs cropping up outside of the larger groups of Fixed Seat clu
particular around the East Coast). These groups do not currently affiliate to British Rowing and most indi
do not become individual members of British Rowing.

All rowers competing in sliding seat British Rowing competitions will be individual members of British Rowit
an increasing proportion of sliding seat rowers who do not compete are also members. A smaller proportic
rowers in the Fixed Seat rowing comumity are individual members of British Rowing.

University rowing has been a strong growing sector over recent years. In general University rowing
will deliver a first experience of rowing to a large grouphEginners before taking a more select gro
through to competitive rowing (talent).

A small number of Universities have embraced rowing at a Sports Department level and offer ron
part of their recreation product.

Due to the limited amount of finandigupport offered to University rowing, the vast majority of this h
been focussed on competition as this is the only route to BUCS points.
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Potential for Growth

Our Reach & Influenct

Schools

Type of Activity

Potential for Growth

Our Reach & Influenct

Youth Organisations

Type of Activity

The University rowing sector can be split into three groups of clubs:

Traditional UniversityRowing Clubs with high and sustained levels of participation with limited capac
expand.

Institutions with a rowing club which varies in size depending on the quality of its volunteer leaders.
Universities with no rowing club.

The key opportunity we hve identified in this sector is with those clubs who fluctuate in tt
membership as there is clearly the capacity to maintain them at a higher participation level.

The groups of Colleges also offer a potential source for growth as both Oxford and Ceg®imtroduce
approximately 1500 beginners to the sport each year with a relatively large proportion of these dropy
out either after the first term or year.

British Rowing haa strong relationship with BUCS and has significantly improved its contact directly
University Clubs and Directors of Sport over the last Whole Sport Plan period.

The majority of University Clubs are affiliated to British Rowing, however, only a ptigmoof student
rowers will be individual members of British Rowing.

There are also three groups of University Colleges who have large participation in rowing based at
Oxford, Cambridge and Durham Universities. Again the majority of these clubs artexdfit British
Rowing; however, thelirect reach to individuals is limited.

Project Oarsome has increased the spread of rowing within schools with a large humber of school
offering rowing through a link to a rowing club.

There are also a number of Independent Schools who have traditionally delivered rowing.

There are a large number of schools delivering indoor rowing who are not currently linked to rowing
which could be linked to clubs especiatlysome key areas such as Birmingham.

Schools deliveringrater rowing are generally either affiliated to British Rowing or alternatively linked
British Rowing affiliated club.

A large number of the clubs which have links withaols are Clubmarked and therefore we have a stro
influence in this sector.

There are a number of youth organisations delivering on water rowing. A lot of this is relatively inf
activity providing both a first experience of rowing on the water as well as some of them offering re
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Potential for Growth

Our Reach & Influenct

Watersport Centres

Type of Activity

Potential for Growth

participation opportunities. The main likeerers in this market are:

London Youth Rowing
Sea Cadets

Scout Association
Plymouth Rowing Forum

=A =4 -4 =4

A number of these organisations also provide indoor rowing.

Our work with the Sea Cadets over the last funding period has suggested there is the capability to ¢
infrequent rowing participants to regular rowing participants, whilst also creating better linketeest of
the sport, helpindo generate a spding habit for life.

There appears to be potential for growth through organisations such as London Youth Rowing delive
on water rowing to young people involved in their indoor rowing programmes (although clearly some
people keen on indoor rowing willdve no desire to try on water rowing).

We have extremely strong links into organisations such as London Youth Rowing with a strong ab
influence their delivery.

We have worked hard on our relationships with the Sea Cadets 8nduts over the period of the las
plan. The work with the Sea Cadets has been extremely positive and we are able to influenc
delivery and they now operate rowing in line with British Rowing advice.

The Scout Association are harder to influencehaligh we have been able to influence a section of
Scout Group.

A new learn to row registration has allowed us to develop our links into the individuals participating
delivering rowing in these organisations.

There are a limited number of Watersports centres we have worked with in recent years. These ce
have delivered a first experience of rowing to participants as well as structured learn to row courses.

Regular participation opportunities in this markate presented through informal pay and play sessions

A large proportion of the population wish to participate in sport on an informal basis outside of a
environment and Sport Haclkgof flexbdits sclubs mre B mdjor reasan gog peapl
dropping out of rowing. Watersports Centres offer the opportunity tow in a different environment

We have been conducting pilot projects with Watersports Centres and learnt some key lessengling with
this group.

There are a number of Watersports centres who have extremely large customer bases which present ¢
opportunity for growth.

Most Watersport centres already have the main infrastructure in placgramote/deliver rowing (water
access, facilities, safety equipment and most importantly, staff). The weakness of centres is their lac

Pagel2



experience in delivering rowing and access to rowing specific equipriéaiiersports centres also present
a structure to deliver rowing in areas whe we have identified demand for rowing with no provision and no
existing volunteers.

Our Reach & Influenct The Watersports centres currently delivering rowing have nearly all started as the result of pre
British Rowing intervention and as such wavk a large degree of influence over these selected proje
However, generally our reach across watersports centres is currently relatively limited.

Much of our influence with these centres is due to being able to offer funding to seed rowing in tine
the long term the plan is to establish rowing as a sustainable activity within the centres.

We are working with our partners in Team Watersports to develop further reach and influence in this
environment.

Individuals
Type of Activity Unlike sportssuch as canoeing there are very few people rowing outside the delivery organisations
above. Those that do are generally engaged in infrequent activity and include:
91 Individuals owning private boats
9 Sailing clubs with access to some traditional rapmats
1 Anglers using rowing boats
9 Casual hire on boating lakes
Potential for There is limited scope for growth in this area and would be hard for us to influence. Unlike sports st
Growth canoeing and cycling, which have managed to bring ¢ygiipment to more of a mass market, the cost a

logistics of a rowing boat is still prohibitive to this sort of activity.

There could be an opportunity in the future within this sector should a suitable boat be brought to marke

Our Reach & Asa governing body we do not currently engage directly with these groups but have strong relationshig
Influence their main governing body (where appropriate).

Contact with individual rowers in these groups is limited and therefore our influence in this seatariently
very limited.

Indoor Rowing

Indoor Rowing Clubs

Type of Activity There area small number of indoor rowing only clubs which generally operate as virtual rowing le¢
Some clubs will meet occasionally to train but a large amount of their activity is related to logging |
online.

Currently much of this activity is condued through the Concept2 US website.

These virtual clubs do not introduce people to the sport but do help ensure regular participation

Pagel3



Potential for Growth

Our Reach & Influenct

Rowing Clubs

Type of Activity

Potential for Growth

Our Reach & Influenct

Universities

Type of Activity

Potential for Growth

encourage talent development.

Not enough is currently known about this group to assess plogential for growth.

Our reach and influence with this group is currently fairly limited. Clubs are not currently require
affiliate to British Rowing.

A small number of individuals may be members of British Rowing but thdsaasily be those who also
take part in rowing on the water.

Nearly all rowing clubs will own indoor rowing machines and use these as a training tool througho
year and in particular over the winter period when time thre water is limited.

Indoor rowing offered in rowing clubs generates regular participation although only to compleme
water activity.

There is not much scope for expanding the number of on water rowers also participatingaor
rowing; however, the facilities themselves do have potential for increased usage.

Our reach and influence over the rowing clubs is strong and as most of the on water rowers using th
machines are likely to be competing, theg also likely to be individual members.

As with community rowing clubs, most university rowing clubs will have access to indoor rowing mac

There are specific competitions available to students in indoor rovaitbough these are currenth
marketed at existing rowers.

Many universities now have gyms as part of their Sports Department and so will have indoor r
machines. The participants using these rowing machines will generally use them as part of a v
routine.

The potential growth area lies in attracting members of other sports to use indoor rowing as a-c
training tool or for nonsports participants to use indoor rowing as a fitness tool. This is potentia
lucrative market given that this age group is traditionally more active than other age groups an
facilities already exist in many locations.

Like with community rowing clubs, the scope for increasing the number of people from University Ra
Clubs taking parin indoor rowing is extremely limited.
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Our Reach & Influenct

Schools

Type of Activity

Potential for Growth

Our Reach & Influenct

Youth Organisations

Type of Activity

Potential for Growth

Our Reach & Influenct

British Rowing has strong relationship with BUCS and has significantly improved its contact directly
University Clubs and Directors of Sport over the last Whole Sport Plan period.

Our engagement with individuals in the University sector is limited due to many student rowers not
British Rowing members.

Working with the University Sports Departments has atath continue tchelp us reach a larger group of
students not currently engaged rowing.

Many schools use indoor rowing as a curriculum activity with around 2000 schools reporting tha
deliver indoor rowing.

There is a strong competition structure and currently 28unties are delivering indoaowing as part of
the School Games.

They have suitable equipment but like gym instructors many teachers lack the confidence and comp
to teach effective and sustainable rowing. The system weakness is convincing teachetoah@®nes
Organises of the opportunities to develop sustainable participation and Talent Pathways by taking p:
rowing Continual Professional Development

There are three types of school offering indoor rowingirstly schols where our staff or volunteers hav
helped establish indoor rowing and secondly schools that are using our School Games indoor
format. We have excellent/good reach or influence with thesghirdly schools that offer indoor rowing
as an activityn an adhoc fashion where we have little influence.

There are three main organisations engaged in delivering indoor rowing to youth groups. The!
London Youth Rowing, the Tony Blair Sports Foundation and Ehgmouth Rowing Forum. Thes
organisations generally assist with the delivery of some curriculum indoor rowing but also operate
curriculum indoor rowing groups.

The organisations offer the full spectrum from first experience to regular participatichtalent.

There is certainly scope to take the London Youth Rowing model and adapt it for delivery in «
locations in the country allowing us to have more linked interventions

Our engagement with the Sea Cadets has identifipdtantial to maintain Cadets activity throughout the
year by using indoor rowing as a winter activity when they are unable to get on the water.

We have a strong relationship with London Youth Rowing, the Tony Blair Sports Foundatidr
Plymouth Rowing Forum.
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The individuals participating in these events are not usually British Rowing members so we have lim
direct contact other than through our influence over delivery of the activity.

Gyms & Leisure Centres

Type of Activity

Potential for Growth

Our Reach & Influenct

Nearly every gym in the country contains rowing machines although the quality of these mactrines

Instruction is available to provide participants with a first experience although, outside of British R
trained staff, this instruction is geneyatif poor quality.

Many individuals will use the rowing machines in a gym as part of a larger workout routine.

There are a number of participants identified in the Active People Survey, participating regularly f
than 30 minutes week. We would assume that these people are in gyms and there may be opportt
to provide an offer which converts these participants to once a week for 30 minutes participants.

The greatesthallengegemains gym instructors who have a lack of confidence and competence with
teaching effective rowing or delivering grouj
to realise the financial and sport development opportunities of develdpohmpr rowing activity.

We have worked to develop relationships with a number of gym chains both at a national and loca
The main chains that we have established links with are:

1 Serco

1 GLL

1 DC Leisure
1 SLM

We have limitedcontact with the individuals taking part in indoor rowing in gyms; we have been at
influence the delivery of the activity through our Education & Training infrastructure.

Currently our reach in this sector is still relatively small but building imll@aceas where training has beel
delivered. Our new iPhone App, RowAcis designed to increase reach in this area.

Pagel6



Individuals

Type of Activity There are a number of private owners of indoor rowing machines around the country who do
participatein virtual clubs.

Potential for Growth  There may be opportunities to generate further reach in this opportunity by partnering with some in
rowing machine suppliers.

Our Reach & Influenct This is an area where we have limited influence and dieath; however, our open resources such as t
British Rowing website are available to these participants.

The RowActiv App may help generate some increased reach in this area.

Track Record
We are optimistic that the acceleration in growth over the pastay indicates that our programmes are now in line with
expectations.

1 Explore Rowing @ this programme will be 94% operational by the start of the Olympic Games (ahead of schedule).

1 Young People & data from the School Games shows that rowing is proving to be the 15th most popular Level 3 sport out
of 56 (ahead of comparable n@urriculum sports).

1 Indoor Rowing dwe have | aunched a downl oadabl e apgglnioowat iacn tfthae
and are working with six of the nine largest leisure operators and on track to train 1000 of their staff for indoor rowdng an
significantly increase our reach in this sector.

1 Coaching in Clubs 8 this programme has helped develop talextoss every region and increase regular participation in
clubs.The programmas currently at 140% of its target.

1 Facilities & with the main aim of sustaining participation we have helped secure 10 leases and develop 23 facilities leveri
£3.54m beyondhe £2.36m investment from Sport England.

1 Club Support dour ©6Devel opment Teamd has now devel oped and i
Action Plansd (PAPs) in every area across the country.

1 Education & Training 8 Over 1000 people have taken part in UKCC Lewsbards withan ever increasing breadth and
quality of participants. Formal training for coaches has been supplemented with a number of workshops covering a range
subjects from marketing to rigging.

Participation and Membership

Overall British Rowing membership amongst c\€ryear olds has increased by% since April 2009, and growth has accelerated in
the most recent six month period. This increase has been even more significant in Explore Rowswithublmost 75% of the
overall over 16 growth having come frothose Clubs, who also demonstrate a high rate of retention and new member acquisition.
Membership amongst undd8 year olds has increased B$% over the same period. The latest figures tafalie from the Active
People Survey showed a 4,4@fcrease in orwater rowingpar t i ci pation iin the | ast quart
compared back to April 2009 due to changes in the survey methodology splitting indoor and water rolWiegpparent decrease

in indoor rowingin the same periods disappointing and we plan to address this in the 2BAB7 Whole Sport Plan.

British Rowing membership figures provide a useful measure of performance-fwaten rowing as we have such a firm redoko
this sector. However, analysing our performance amongst indoor rowers is more challenging as we have significantihtiesslinsig
reach. The lack of an agreed baseline with regard tavater/indoor rowing has caused some confusion.

A major issuernhibiting our overall growth has been the drgff of competitive British Rowing members as highlighted in our
analysis of the rowing market above. This has impacted on our overall participation figures and limited the overall sffeet of
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our other programmes.Whilst in the longterm, Explore Rowing offers these participants a way to stay in the sport it is important
we do not allow the competitive side of the sport to reduce significantly. Doffpneeds to be addressed not at the point of
droppingout but before, so our work in Higher Education and Indoor Rowing aims to build a habit and retain these segments in the
sport.

Indoor Rowing & School Games and Adults
Demand from School Games participants is strong with rowing plac&doib of 56 spors in popularity. We have also exceeded
the targeted number of counties taking rowing. We have appointed a staff membeadoon this work

The programme to increase the number of adults completing a 1x30 minutes per week session of indoor rowingaiscetarating

with over 200 gym staff now trained in delivering indoor rowing, and partnership relationships in place with four gym €hains.
201317 plan will focus on developing a O6crew cl asssécureptipe p
dropping out of rowing at university.

Working with Local Authorities

In many areas British Rowing has a good working relationship with Local Authorities. The majority of water based rolitieg faci
are freehold or long lease and clubs aret mnder the tenure of Local Authorities and receive no subsidy. We have experience
working with Sport Development Staff, Heads of Service/Directors in Leisure/Planning/Education as well as elected members.

Examples of these relationships include Nawhin East London and Cheshire West and Cheshire in the North West.

In Newham , with support from the CSP, we have been working in collaboration with the British Canoe Union, Marine Society and
Sea Cadets and London Youth Rowing. Working with the eledfiyor and Service Director the aim has been to develop a post
London 2012 plan to significantly increase participation in watersports.

In Cheshire, also supported by the CSP we have worked with canoeing, sailing, swimming, triathlon NGBs alongsidedtity Auth
Sports Development Team. The Authority has drawn up a long term watersports plan to sit with their existing strategies for
Aquatics, Green Spaces and Leisure Stock.

Numerous other Authorities have been local partners in our Facilities programetgiriy access local funding, supporting sports
development and granting planning permission. We see Local Authorities and CSPs as the most important local partners in o
identified strategic areas going forward.

Improving our ability to deliver
Through aur continual internal assessment programme and with excellent support from Sport England staff, we have been able |
identify and address some weaknesses in delivery of ourfrdan2009 to 2012

Firstly there was a need to focus on better communicatioithvour partners at regional and county level, so that there was clarity
about our programmes, how they would deliver our targets, and how our staff were focused on delivery. We then implemented an
Action Plan, with tough but achievable goals for allipgration staff in line with our WSP participation targets. To date (May 2012)
we have achieved 88% of theydar targets, and our Sport England and CSP colleagues are satisfied we have conveyed ar
articulated our plans.

Secondly, we were advised thatrobngland Talent Pathway had not been well articulated, and was not in line with the expectations
of the Excel Team. We have worked hard to define the England Pathway, and to develop our Talent programme, using the twil
track approach advised by Sport Eamgl. There are now clear links and common benchmarking between the GB and England
pathways. Our meetings with the Excel Team to discuss our plans for-2018ve been extremely productive, and we are now
firmly on track deliver the Talent Programme.

Thirdly, we have, as planned, appointed a CEO who will take up her position in June 2012.

2 Sport England Survey of sports being offered at L3 School Games, Spring 2012
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Further details of developments we have made to our working practices are summarised in the list below and detailed groceedin
paragraphs.

1 Participation Action Plandto focus Team Leader time resource on increasing participation
Staff Structured reallocation of staff into infrastructure and participation development
Education and Trainingensuring our courses are more market led and accessible

Market Insigh® meking better use of internal and external data to make decisions
Watersports Centreso contracting out beyond our traditional club structures

=A =4 =4 =4

Participation Action Plans & Working with Partners

In order to focus attention on increasing participation our Team of development officers have been renamed Participation Tear
Leaders.Each member of staff has worked with Sport England to develop a Participation Action Plan linked to techarelopa

closer working relationship with CSPs and new delivery partners (watersports centres, youth organisations andTgnass)new
arrangements have contributed positively to our confidence to deliver, particularly to the more informal sport participetiket.

In the first 6 months of this new way of working we have achieved 90% of participation targets.

From our experience it became apparent that more support was required for delivery partners with a lack of experience atith wh
they were trying to implenent e.g. partners with no previous delivery of rowing, and rowing clubs targeting more informal
participants which they were not used to doing. Strengthe
Of ficer 6, t og e taltledata available toma clubshave impreved this.

Other new partnerships developed in the last four years have been in thE6lyear old sector and indoor rowing adult market.
Our service agreement with the Sea Cadets is proving very successfuheinditn to increase the amount of time each cadet stays
in the organisation from the current average of d&gm months sits well with our aims and objectived/e are also encouraged to
learn that the demand for increased rowing activity is coming frbenytoung people themselves.

Development of Staff Structure

We have begun a process of further separating out and defining the roles of staff and organisational delivery into twd-gsblyps
infrastructure delivery to support traditional club activithirough Education and Training and Talent Development. And secondly,
our participation team who are concentrating on new opportunities to grow and develop participation.

Education and Training

The Education and Training programme has delivered over 1,000QJcourses as planned, and a new programme of technical
workshops was introduced to upkill our volunteer workforce. This programme will be further refined and developed to support
our talent pathway.

However, we have identified issues around the timeney and commitment required to train people, both paid and voluntary to
teach basic skills. This has hampered our ability tewotly sca
developing a shorter British Rowing instructor coarto teach basic skills. This will be suitable for young volunteers, and can be
integrated with previous training for staff in multatersports environments. The indoor rowing training available to gyms has also
been simplified into a shorter course, wh will be more accessible for those with limited time, but with previous health/fithess
training.

Market Insight

Over the course of the last four years we have significantly expanded our capacity to convert data (provided to us by lmeth ou
British Raving membership database and other partners such as Sport England) into meaningful insight. We have successfully lin
together our data to the Sport England data via Market Segmentation allowing us to better compare information coming fron
different souces. We have also developed the knowledgé&@use to draw out useful conclusions and present insight in a simple to
understand format for our clubs, partners and staff in a timely fashion.
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Watersports Centres

During the development and piloting phasetloé Explore Rowing programme we always felt it was important to source alternative
delivery organisations for water based activityi. consultation with our Relationship Manager and Facilities Relationship Manager we
identified the opportunity to increasthe pace and scale of this part of the projettle have employed and deployed a Watersports

Development Officer and will be placing a total of 12 packages in centres by the end of 2012.

Strengths & Weaknesses

The delivery of our 200943 has taught ua lot about the rowing market and where our strengths and weaknesses leesport and

organisation

Strengths

Established club network

An established network of clubs ruby committed volunteer:
who maintain and manage their club premises and equip
and provide free coaching for their club members.

Consistent historic membership growth
Longterm consistent growth in membership year on year.

Strong competition series

An Englanewide network of competition for all ages througho
the year which has strong support from participants a
volunteers

Record of delivery
Successful record of dediving innovative programmes such
Project Oarsome andxplore Rowing

Habit for | ife
64% of British Rowing members have been involved in ro

for more than ten yearsd a sport that can deliver a sportir
habit for life.

Great Britain is the top rowing nation
A significant majorityf the GB Rowing Team have confiem

English rowinglubs. Most of the remaining rowers haveome
through the Start programme but receive their @oing
coaching at English rowing clubs.

Skilled and committed staff workforce

Accessibility

Good spread of schools, universities and clubs offering ro
activity. The majority of counties in England have multiple ¢
school s and uni versities t
competition programme. The sport is how accessible at virtt
any age group and personal fitness level, particularly thr
indoor rowing.

Weaknesses

Continued NGB reliance on public funding

Despite a significant increase in membership income the
High Performance and Development/Participation program
developed by British Rowing are centrally funded
lottery/exchequer. The sport hasad some success in attracti
commer ci al sponsorship but -
wi ded sponsor . This wil/l b

Reliance on us to directly manage and deliver

Our traditional clubs have acted as our delivery parand
successfully increased participation; we have worked extre|
closely with them. Whilst we have also worked with a range
other partners, many of these have been locally strategic rs
than commissioning or contracted delivery relationships.

Clubs with reduced reserves

At a local level the majority of community clubs continue
bring in income through membership and running competi
events. Evidence from the Sports Club Survey indicates tha
average club reserves have reduced sianifly and we believ
there is now an ovetreliance on public funding to replace boi
and refurbish facilities.

Focus on traditional competition structures

The majority of clubs have been proactive and sought n
junior, female and disabled partiaigs. However they hav
continued to rely on traditional competition pathways that ¢
perhaps not ideally suited or appealing for all participants.

Numbers of female athletes on High Performance
pathway

There are an insufficient number of women reaxhithe
standards, or wishing to reach the standards required
success at GB trials. In smaller clulvs particular there is
insufficient support for talented athletes, both female and ma
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Key Conclusions

Breakdown of the Rowing Market

The APS H516+) has identified a potential rowing market place of 238,000 adults. However, this is not separated into water anc

Section2

Market Understanding

indoor rowing, so these are our assumptions of where these participants fit into our rowing market.

Participation Current Our Assumptions about Aims
Category Participation 3 Participation Group
Average once a 71,500 More likely to be: Retention

week participation

Competitive Water
Older)

Indoor Rowers Training for Water Rowing
Competitive Indoor Rowers

Gym / Fitness Users

Rowers (Young an

Acquisition- promoting participants
from the categories below into this
group.

15,400

Potential to be:
First Experience
Informal or NonClub Water Rowers

Acquisition 8  delivering an
appropri at e -sopfofrg
people interested in rowing.

Participants in| 31,800
another sport but
interested in yours

Potential to be:

First Experience

Informal or Non-Club Water Rowers
Competitive Water Rowers (Young an
Older)

Acquisition 8  delivering an
appropriate offe
interested in rowing.

33,000

More Likely to be:

Informal or Non-Club Water Rowers
Indoor Rowers Training for AnotheBport
Gym / Fitness Users

Promotion d delivering an offer that
will promote these participants
from ooccasiona
week?aq.

Regular participationjs{saeiolo]
for less than 30
minutes a session

More Likely to be:
Indoor Rowers Training for AnotheBport
Gym / Fitness Users

Promotion & delivering an offer that
will promote these participants to
30 minutes activity once a week.

238,000

3 Active People Survey & October 2010 to October 2011
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Section2

Market Understanding

Water Rowing

The water rowing market can be summed up with five differpatticipant groups (and lapsed rowers), each of which are catered
for by a group of different environments as showrFigure?2.

Water Rowing Market Groups Water Rowing

There are disability rowers in each of these groups.

Talented
Young

Competitive
(14-25)
Watersport
Centres
Explore
Rowing Clubs

Youth First Older Clubs
Organisations . Competitive
Experience P
(26+)
Key
O Active Group
Informal or
Nt?n-C|Ub 17, Dormant Group
Environment ‘oo
xolo Environment
—

Figure 2

Many participants will move around the structure as they progress in skill or have changes in life circumstances. Thesnhagem
been further accentuated by our recent work with Explore Rowing and is shown as a cysiguie3.

Water Rowing
Water Rowing Life Cycle
Fir.st Young Older
Experience Competitive Competitive
Ex-Rowers

Informal or Active
Non-Club ‘7  Dormant
Environment /e A > Transition
— Exit
———> Re-entry
- Entry

Figure 3
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Section2

Market Understanding

Our main aims for Water Rowing are:

To increase the size of the entry coming into rowiriga ¢ q ui si t i ono .

Decrease the amount of droput or exit from each stage) r et ent i on o .

Improve the ease and quality of the transitions to help participants move 1
effectively from one stage to another,r et ent i ono. _— -

Find waystohelpex ower s ¢ o mee nbtaecrkG obrh edgrsep o r t |

Help exrowers to do re-enter the sportearlier, ideally so they never leave the sport
all, and thus decrease the size of that life cycle stagee t ent i on o .

Indoor Rowing

Indoor Rowng can similarly be split intiive different participant groups again each with their own environmenshasn inFigure
4,

Key Indoor Rowing Market Groups Indoor Rowing
O Active Group [ schoon ]\
)Y Participants

: Environment
Private || P —— Clubs
Ouners | Training for :|

Rowingon
Water

Universities

Rowing Clubs |

Private
Owners

indoor ‘

Participants
Training for

another Other
Sport Sport Clubs

Indoor

Rowing

| Private
Owners

Gym / [ Gyms
fat e L Fitness Users

Youth Orgs

| Fitness Centres ‘

Figure 4
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Indoor rowing is harder for us to modehto a lifecycle as there are many more complex options in terms of how you might take
up and progress in indoor rowing. However, we atil able to set out some clear aims for indoor rowing.

Increase the size of each market group so more people are participating in indoor rowing.

Improve the regularity with which people participate in indoor rowing, ideally to once a week.

Raise the awunt of time participants use indoor rowing machines, ideally to at least thirty minutes a session.

Build our knowledge of how water and indoor rowing interact and the different motivations for the participants. Is
potential forcrossover/transition between?

Learn more about the transitions between the indoor rowing market groups and if it is possible to model a life cy
the model for water rowing.

Gain more reach into the indoor rowing market groups to greater undemstaheir behaviour. In particular thos
groups where we currently lack insighiCompetitive Indoor Rowers, Participants Training for Another Sport and (
Users.
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Section3

Participation Programmes

Participation Programmes

We intend to run four/five programmesaimed at increasing participatimummarised irfFigure5 below and describedhroughout
this section. These will be supported by a strong infrasttue described in se@n 6 of this document. Each programme has
specific target groups identified through our research.

Explore Woatersport
Rowing _ LINKED Centres

Touring
Clubs New
Centres
Support
- Existing
Activities Centres

Rowability

Indoor

: Indoor Digital
Rowing for Indoor

Rowing for Rowing

Young Adults Project

People

Other
Delivery
Partners
(School School

Games Level Games
1&2) Level 3

Figure 5

Locations

Working with our teams in the regions we have identified, from a combination of insight and local knovwdecigimber of suitable
locations for the delivery of our programmes across the plarhese locations appear to have a specific demand, potential and
capability to deliver important programme(s) that will help contribute to our aims. These will be tardetadl places where
evidence suggests there is potential for growth in participation, talent and/or an improvement in the quality of ouraffering

A few of these areas identified by our research have significant potential for a collection of linkednpmaegdo aid participation
growth; either through cohesive transitions between sectors (retention) and/or through offering a first experience of itowasg
many newcomers as possible (new participation).

We will continue to develop our insight into thedecations throughout the planning and delivery of programmes to ensure that
they remain thebest locations to deliver our objectivesBased on the potential of the locations we have grouped them into key
strategic development areas, strategic developnaaas and delivery areas as describeHigure6 below.
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We will work to fully develop plans for each location and have set out a provisional timetable for this engagérheribcations
that we have identified so far ardocations in bolded blue would require a facilities investment, pleas Section @ Facilities)

= =4 —a -

Delivery Areas

Strategic Development
Areas

Key Strategic
Development
Areas

Figure 6

Key Strategic Development Areas

Birmingham
East London
Leeds
Reading/Slough

=4 =4 =4 =4 -8 -4 8 4 4 -8 _—a -9 -9

Section3
Participation Programmes

Rowing clubs and aternative delivery partners with
potential and a commitment to increasing participation by
50-100 participants over the four years. These places will
be accredited, and have a good record of delivery. QOur
‘Club Development Programme’ will provide support and
guidance. Facility improvements where required will be
through ‘Inspired Facilities’ and ‘Small Grants’
programmes.

Approximately 20 locations with potential to link a
number of places or interventions to produce growth of
100 to 200 participants over 4 years. Those with facility
reguirements will be included in the capital element of
our VWSP,

4 locations identified with potential for multiple inter-
linked programmes to produce growth of 300-500
participants per site over 4 years. Those with facility
reguirements will be the subject of a lottery capital
funding application.

Strategic Development Areas

Bedford

Bristol
EastManchester
Essex (Colchester catchment)
Gloucester

Hull

Lincoln
Northampton
NWSC Nottingham
Plymouth
Portsmouth
Southampton
Sunderland
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Explore Rowing (Watersport Centres is part of this)

Key Outcomes

Retention of the Explore Rowers acquired during the la:
WSP.

To decrease drop -off by transitioning competitive rowers
at danger of dropping out of rowintp Explore instead.
Maintaining the habit for lifand reducing churn

Insight
The owhyo behind t he

Our Explore Rowing programme from the 20a38 WSP will
be 94% operational by the start of the Olympic Gan
(ahead of schedule).

The Explore Rowing initiative has beegary successful. Tk
major success within the sport (aside from the participat
figures) has been the gradual acceptance that more mu
done to cater to the informal rower. Our sport in the pas
has perhaps been too focused on the competitive/ra
el ement of rowing, and naitr
to the large amount of latent demand for informal exerc
on water. Explore Rowing now provides us with
sustainable and easilgplicable model for growing rowing.

We have sought advice from thierench Rowing Federatic
who have a developed a recreational rowing programm
tours that is extremely populad we aim to translatesome
of these ideas to England

Over the last WSP we have gained significant experience
feedback about our Exploredwviing programme and we no'
have considerable expertise in its delivery. We now have
boats and the courses seip so costs are minimised.

One of the strongest elements behind this programme
that so much of the drive and demand has come organi
bottom-up. The Sea Cadets and some rowing clubs |
themselves wanted to introduce this kind of programme, .
we have provided the means to cater to this.

Target Groups

Young People 14 -25 10% Adults 26+ 90%

Offers
How the programme should operate
Much of the infrastructure for the programme, such as boats, is

already in place following our 2042 work. 201317 work will
primarily consist of these offers:

Learn to Row

Trails

Tours

Explore Rowing Clubs
Local informal competition

= -4 —a —a A

We will work to develop a series of trails/tours for rowers to
follow/attend, particularly in areas with Explore Rowitigbs or
Watersport Centres to act as a base. Using experience from the
BCU, trails will vary in length and difficulty to cater to different
individuals.

We will work closely with the existing Explore Rowing clubs to
ensure they are retaining their parfp@nts in activity and utilising
their resources efficiently (e.g. boats, instructors and facilities).

Sea Cadets

There are currently 400 units, eordinated by the Nrine Society
and Se&adets (MSSQ)ith access to water, facilities and
volunteers/stafff hey have a | ong histo
worked with them during WSP 20093.

The Sea Cadets intend to expand their rowing activity to retain th
participants. They know that rowing is popular and we intend to
support them.
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Route to Market & De livery
1 Support will continue for existing Explore Rowing clubs helping them maintain high growth rates.
1  Support for the established learn to row scheme will continue to help keep a good level of acquisttieriearn to row
scheme will be delivered acres variety of partners: clubs, watersport centres and Sea Cadet units.
1 As more participants come through Explore Rowing there is a greater requirement for activities. Activities will be
developed through three avenues:

o Support for centres wishing to dekr specific Explore Rowing events (e.g. challenge rows, tours, maratéons)
continuing to develop the Explore Rowing Summer Series into a full calendar of rowing opportunities that can be
linked into local authorities and local tourism boards. Clubs éllresponsible for funding the events themselves
with British Rowing proiding central marketing, advicad support in linking into local partners.

o Suitable centres wil/l be identified to &édhostd abot
particular route with good practical information and interesting information regarding the sights around the route.
Watersports centres with suitable water will be encouraged to host these as guided tours where relatively novice
rowers can get on thevater and explore the waterways.

f Virtual ©&6touring clubs®é will be set up to connect oowe
organise tours. These groups will be encouraged through volunteer coordinators wheeuarllit people. Communication
and supportwill be facilitated through British Rowirsgaff.

1 Centres delivering Explore Rowing will be supportedstgffas appropriate.

Key Partners
1 Explore Rowing Clubs

1 Marine Society and Sea Cadets (MSSC)

T Watersports Centres

Feedback & Scale

Learn to Row participants as part of Explore Rowing will take out appropriate British Rowing membership allowing us to engag
with them directly and seek/receive feedback electronically. Furthernsiedfwill regularly give and receive feedback from each
site.

Individuals taking learn to row courses through Explore Rowing are required to complete a feedback form which is returned to
British Rowing via the club at the end of each course.

The scheme is sable. At the moment we intend to initially only fund one package with the Sea Cadets. If successful, the projec
can be scaled up to a number of further area bases. There is also potential for expanding Explore Rowing into more rbwing clu
who have witngsed the associated benefits at other clubs and wish to join.

Success Measures
Target for Each Year

Strategic Outcome Measure* Baseline Year 1 Year 2 Year 3 Year 4
(13/14) (14/15) (15/16) (16/17)
Maintain high aqu|S|tlon rate New-members at Explore 43% 49%
at Explore Rowingentres Rowing centres
Increased retention rate at | Retention of _members at 60% 61%
Explore Rowing centres Explore Rowing centres
Operational Measure Baseline VSTl (S VT

Year 1 Year 2 Year 3 Year 4

* The exact methodology of how we measure retention needs tocoefirmed which may affect the baseline and targets but the
strategic outcome remains the same.
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(13/14) (14/15) (15/16) (16/17)

Number of Explore Rowing centres 300
Number of Explore Rowing events 5 30
Participants in Explore Rowing events n/a Average 20
per event
Number of guided trails available 0 10
Number of vitubab 6touring 0 5

Risk Management

Due to our track record of success growing water rowing participation for the adult market we are confident that the risks are
lowered. We do not envisage any great expenditure as the framework for delivery is mostly in place. The risk is that thieee wi
unforeseen difficulties in retsing once a week participation but our targeting and marketing should be sufficient to control this.
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Watersport Centres
Key Outcomes

Increase participants
rowing

receiving a first experience

Increase sustained water -based rowing participation
with a costeffective delivery.

Different environment  for consumers who would no

normally access rowing.

Insight
The owhyo behind t he
Using local market insight and latent demand we f
identified a list of potential watersport centres. These h
been further analysed according to their readiness fac
From this, a list of viable watersport centres has b

selectal.

Sport England research has identified that the
environment does not appeal to all consumers, and ¢
historically clubcentred sport we realise that we need |
offer new environments to attract the target groups shov
Watersport Centres will help bing about that culture ani
image change whilst increasing participation.

Input and advice has been sought from our partners in T
Watersports, BCU and RYA, who have considera
experience in the day to day operational capabilities of n
centres.

Base on our existing experience, most watersport centr
have links to a range of environments with poten
consumers such as community groups, FE colleges, dis
groups and schools. Hence, watersport centres are W
poised to tap into our market grops.

Although individual watersport centres or a commerc
operator could deliver rowing here, it is shown that NC
partnership and the use of our successful products (suc
Learn to Row) and our expertise and national-oaination,
will provide growth greater than these schemes cot
achieve operating without the NGB.

(part of Explore Rowing programme)

Target Groups

Q Water
Rowing

Adults 26+

Young People 14 -25 90% 10%

Offers
How the programnshould operate

Eightnew startup packages for identified centréswvhere we will
implement a partnership agreemeasidngside the &vatersport
patnerships already in operation

Watersport Centres will povide a range of different activities /
offers for the individual to choose from:

I Taster Sessions

i Learnto Row

1 Watersport Trails

i Pay as you go

1 Multi-watersport courses (with BCU and RYA)

Each centre will be provided with equipment and revenue resourt
following lessons learnt from our existing 2608 model and will be
contracted to deliver the above activities and certain outcomes.

The centres will be encouraged to develop a business it
allows flexible daily and seasonal pricing based on demand. The
model will also include how the centre markets and communicate
itself to consumers.

The development of sustained activity will be the key part of the
contract with each centre. We wikencouragesites to establish a
club on site, mainly offerinnoncompetitive activity. Mossites will
develop or link into a owater

The centres will develop entry routes (such as school trips for firs
experience) andransitions(for example, links to traditional rowing
clubs for competitivelminded consumers).
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Route to Market & Delivery

We propose to use existing structures that are in place in watersport centres: water access, facilities, storage, safetgracand
dedicaed st affing. These centres provide readymade | ocations
watersport trails.

Funding from our Capital budget will be used to provide equipment for Watersports Centres to deliver rowing. Asysinimats
and blades will be provided to centred his will allow the centre$o focus on training staff to deliver rowing. Engagement with new
centres will take place in the Autumn of each year as this has been found to be the most suitable timesto@gtre managers to
develop plans.

Support will continue for our existing watersport centres, allowing them to continue to increase their rowing capacityfand of
more people a first experience of rowing.

Most staff in watersport centres already holdutdoor education qualifications and we will develop an appropriate training
programme so they can deliver/supervise O6Learn to Rowd al
0Teaching Centred standawdsethhatomwe hei IBICUdawnal Rpy Awi tWe awvd |
Rowing SportMakers/ Activatorsd6 to advocate and support del

Appropriate links will be developed between local clubs and watersport centres to aid the transition between environonents f
those participants who would prefer to continue rowing in a club.

Key Partners
1 Strategic 6 BCU, RYA, SE Community Team, CSPs, Environment Agency, British Waterways.
1 Delivery 0 Local Authority Watersport Centres, Commercial Watersport Centres, BCU clubs.

Feedback & Scale

6Learn to Rowd participants at contracted watersport toent |
engage with them directly and seek/receive feedback electroniBaifish Rowing stafivill regularly giveand receive feedback from

each site, face to face and electronically. We will actively work to ensure that we receive feedback on the success apheletel

of the trails from participants and centres. Evaluation will be collated and then evaluated imnaoagement team.

We will measure and track participants starting and completing Learn to Row, joining British Rowing, joining clubs atie using
centres/club to start or finish the trails.

This scheme can be scaled up quickly as tleeapproximately B0 watersport centres nationally.

Success Measures
Target for Each Year
Strategic Outcome Measure Baseline Year 1 Year 2 Year 3 Year 4
(13/14) (14/15) (15/16) (26/17)
Number of participants
More participants receiving a receiving a first experience ol

. : . ; 1200 1400 1700 2000
first experience of rowing rowing from a watersport
centre
- . Number of participants taking
More participants .taklng .part part in learn to row courses 600 700 850 1000
regularly for a period of time
at watersport centres
More participants regularl Number of regular
P P 9 y participants at watersport 300 350 425 500

participating in rowing centres
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Target for Each Year
Operational Measure Baseline Year 1 Year 2 Year 3 Year 4
(13/14) (14/15) (15/16) (26/17)

Number of watersportcentres funded 12 12 14 17 20

Number of accredited teaching centréATC)
Target subject to final definition of ATC

0 25

Risk Management

The greatest risk is a failure to identify appropriate watersport centres and that these centres fail to pramateeliver effectively.

This is mitigated by splitting the risk to a range of centres and making choices with a range of data and informeditotl arey
national input. As boats are only on loan to centres, we can also withdraw packages whereh#imeesdoes not work and
reintroduce elsewhere. Risk is also lessened from our experience with watersport centres and the expertise of our successft
partnersd BCU and RYA.
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Indoor Rowing for Young People (14 -18)°
Key Outcomes

Deliver participation throughSchool Games competition
format.

Ensure that young people havepasitive experience of
indoor rowing to take forward.

To educate pupils, teachers and schools about ind«
rowing.

(Note: British Rowing will not be deliveringulum activity. V
provide a competition framework, training programm
advice)

Insight
The owhyé behind t he
Rowing has proved successful at the Scheames with 2z
out of 44 Local Organising Committees (LOCs) choos
rowing as a Level 3 sport in 2012. Rowing is place dif

of 56 sports for popularity.

Many schools and CSPs have access to indoor ro
machines and thus this is a programmentaximise the us
of these resources. Following, PESSYP, 2000 schools (I
secondary) identified that they have access to suit
equipment in order to deliver indoor rowing.

In addition, indoor training for teachers can be delivered
short time peiod (3-4 hours).

Indoor rowing is an attractive and appropriate offer 1
young people during the winter months.

As indoor rowing can be offered as an individual or te
activity it can appeal to participants who like to engag
sport in different ways.

Indoor Rowing can appeal to young people of both gende

For young people, indoor rowing can offer someth

Young People 14 -25

Offers

Target Groups

Indoor

Rowing

Young People

100% Adults 26+

Offers
How the programme should operate

0%

We have two offers for 1418 year olds, building on existing wor
Firstly for young people taking part in extcarricular rowing at

secondary schools and Further Education colleges.

Secondly w

support community based indoor rowing at Dogep clubs, Se:
Cadet Units, youth groups and also community rowing clubs.

We will contract proven local/regional delivery partners deliver a
range of services including;

1

Helping sustain activity in existing indoor rowing clubs,
disabled participants

Identifying and develop new indoor
particularly in our Key Strategic Areas
Co-ordinating with our Education andraining Team to
ensure leaders are trained

Where possible ensuring young people have a pathway
School Games L3 events

Ensuringtransitionsare available to water based activity
clubs or watersport centres

Advisng LOCs and CSPs with the delivery b3 School
Games events

rowing clut

different and an introduction to cardiovascular exerc Our key local delivery partners will include; Sea Cadets, Lon
machines that they will likely encounter throughout life. \  Youth Rowing, Tony Blair Sports Foundation, Plymouth Rov

believe a structured programe in their youth will helf Forum.

develop a positive association with this environment ma
a sporting habit more likely.

5 For an overview of how all our work with Young People links together please see5tage
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Roll-out of pilot: Door step Clubs

Following feedbdcfrom pilot work during 201612 we will work

with StreetGames, 9 Local Authorities, BCU and commur
groups/clubs to grow patrticipation in areas of deprivation in the

25 age groups (with a particular emphasis on tackling drop
between 1419 years).

Extension of activity: Further Education

Our work in colleges and with their SportMakers will be focussed
specific projects in each Key Strategic areas that we have ident
At least 15 new schemes will be identified as part of our Ic
engagement process (May to Oct).

Team Watersports

We are also working with the BCU and the Youth Sport Trust
develop a pilot project to build a network of secondary schools tt
specialise in developing/delivering watersports.

Sea Cadets

We will work with the Marine Society and Sea Cadets to develo
pilot programmeto grow and sustain rowing irffea Cadet Units
through indoor @ndwater) rowing. If successful we will scale tt
project up.

Route to Market & Delivery

We have anestablished relationship with the national organisers of the School Games and the LOCs delivering indoor rowing a
Level 3. In addition, a further route to market is via the contracted partners listed below who deliver indoor rowing rimilar si
format to the School Games thus making it easier and cutting costs as they are all delivering one programme with the same form:
resources, training, etc.

Key Partners
We propose contracting the following organisations to help deliver our School Games programme:

1 London Youth Rowing (London and South East)

1 Tony Blair Sports Foundation (North and Yorkshire)
1 Plymouth Rowing Forum (South West)

1 Youth Sport Trust / BCU (Midlands)

Further partners delivering indoor rowing will be:

1 Marine Society and Sea Cadets (MSSC)
1 Doorstep Clubs

Feedback & Scale

Participation figures will be collected by each of our contracted organisations and delivered to the Young People Programm
Manager to collate and evaluate. As this is an activity delivered in a structured environment thespgigmi numbers should be
robust and accurate.

Furthermore, we will be able to count the number of LOCs choosing rowing as a Level 3 sport and the number of teachers
receiving indoor rowing training. These activities are scaleable into the 22 LOCs withrrent Level 3.
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Our Staff willattend Level 3 Competitions and liaise with the organisers so will be able to provide feedback on performance,
organisation, attendance and delivery.

Success Measures

Target for Each Year
Success Measure Baseline Year 1 Year 2 Year 3 Year 4
(13/14) (14/15) (15/16) (26/17)

Number of Young People accessing indoor rowing competit 30,000
Number of L3 School Games events 25
Number of L3 School Games ¢ 10
Schools linkedtod Wat er sports Hub S 50
Teachers trained in delivering indoor rowing 200 200 200 200
Young people trained in delivering indoor rowing 200 200 200 200

Risk Management
The main risk is LOCs deciding not to offer indoor rowing. This will laéigated by our request to identified priority CSPs to
advocate our programme.

The other risk is that young people are not ideally suited to maintaining weekly 1x30 minute participation in indoor rowgitte o
the structured time of the delivery (e.g. Wt they are doing it at school) due to the nature of the sport. However, by delivering a
positive experience, we hope that they will retuta the sport in later life as well as havingaped the benefits whilst they were
participating.
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Indoor Rowing for Adults (18+)
Key Outcomes

Increase the length of time
rowing machines per session.

participants use indoa

Improve our sphere of influence  within this market

group.

Young People 14-25 30% Adults 26+ 70%

Insight
The oOowhy Oprogrammend t he

Indoor rowing machines are widely accessible for th
market groups (far more so than water rowing). T
machines are in most of the 4000 gyms (local authc
owned and private) as well as leisurentres, rowing club
and universities. There are also machines in the Pr
Service and Armed Forces. Overall, the proliferation
availability of rowing machines is not a barrier and
absence of a need to buy makes this programme -
effective.

The Active People Survey demonstrates the potential (h
access and participation) and the challenge of
programme (too much activity is for less than 30 minutes)

Our understanding is that too many gym participants v
the indoor rowing machine as aanm-up activity or part of ¢
circuit of cardiovascular machines, and thus do not comg

thirty minutes. Our aim is to change this perception ¢ .

offer people constructive advice on the benefits of a th
minute session and how to do this, hence the defer a
structured programme targeting these groups.

Our staff training courses, group classes and the iPt
application seek to teach people the relevant technical ¢
to complete a thirty minute session and ideas about the t
of activity they show do in a session.

Target Groups

Participants
Training for
another
Sport

=

Indoor

Rowing

Offers
How the programme should operate

There are three main facets to this programme in order to grc
1x30 minutes weekly participation each of which aims to provid
more suitable offer and environment for participating regularly
30 minutes rather than a reduced duratio

Digital Indoor Rowing Project

In order to communicate directly with existing and potential indo
rowing consumers we will further develop the RowActiv app wh
contains video and downloadable audio training. We will investi
expanding to other pldbrms (e.g. Android) and improve th
marketing.

Group Rowing

We wi | | wor k with at |l east ol
develop a Group Rowing product for certified instructors to us
This will be aimed atthe 138 4 mar ket and abbuti
ndividual 86 motivation that n
much | ike the successful o0spi

We believe the University sector is a great target for Group Row
and can also help sustain existing indoor rowing events in the se
and help generate further events.

Links with Gyms

Work to significantly increase our reach with large operators v
continue. Feedback from gyms over the last WSP has identified
key elements. Firstly the need to continue rolling ouhdur REPS
appoved courses as it fits the market need. Secondly, gym
would like a short course developed so they feel comfortable
delivering o0groupd6 rowing.
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Route to Market & Delivery

The delivery chain is directly to the consumer via the RowActiv application and gym staff interacting with customers.\C2ireént

of adults and 47% of teenagkflsaveaccess to a Osmart phoned6 and we wil/l s e
communications plan to increase the number of downloads. Additionally, partner gym chains will be asked to promote the app an
indoor rowing generally. Trained gym staff should offer advice on indoor rowing to customers (for example, as part of gym
inductions)and the new targeted group rowing classes will provide direct interaction encouraging 1x30 minute outcomes.

Key Partners

The main gym chains that we have established links with are: Serco, GLL, DC Leisure and SLM. We are also working thi¢h six of
ninelargest leisure operators and will be looking to develop our work with localised contractors through Local Autholitiésor
Rowing for Adults presents a good opportunity to work with Local Authority Public Health Teams.

BUCS provide partnersp within the university sector to helgleliver many of the existing indoor rowing events in the sector and
providing links into the University clubs.

Feedback & Scale

The O6Digital I ndoor Rowing Projectd al r eitatvg fecdlmak i.eathef nangbdriofa c k
app downloads and what content is being downloaded. This will help us to adapt and focus the project as we learn from th
customer.

We will also seek feedback from our partnered gym chains through a standardised swiised by our Relationship Manager
working with the gym management and the staff delivering indoor rowing. Instructors certified to deliver group rowingewidrke
online register of participation.

British Rowing staff will also measure the take of indoor rowing instructor courses. The programme is easy to scale up as more
gym partnerships can be established and more group rowing classes offered.

Success Measures

Target for Each Year
Strategic Outcome Measure Baseline Year 1 Year 2 Year 3 Year 4
(13/14) (14/15) (15/16) (16/17)
Increase the number of
people regularly participating Active People Survey +1000
in indoor rowing

Target for Each Year
Operational Measure Baseline Year 1 Year 2 Year 3 Year 4
(13/14) (14/15) (15/16) (16/17)

Fitness professionals undertaking CPD courses 500
Fitness professionals trained to deliver group rowing 100
Gyms per county with British Rowing trained staff 4

Risk Management

One risk is that too many gyms and fitness centres instigdimea restriction on the duration a single piece of equipment can be
used for (often 20 minutes). This would represent a significant barrier to achieving the 1x30 minute weekly criteria. Havesver
will manage this by liaising with the gyms we are partngtis.

*0Of com Report: OA nation addicted to smartphonesdé, August .
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Section3

Participation Programmes

Another risk is the availability of sufficient rowing machines within individual facilities to deliver group classes.yrBsmay see
this as not cost effect effective due to storage issues.

Other risks surround the uptake of the phone applicatiand crew classes. We will mitigate this risk by marketing our offerings
effectively and targeting them carefully.
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Rowability

Key Outcomes

Rebrand 6 a d amp @ W iv ®gRbo wtaob idla marey o
compatibletitle.

Further develop oumpartnerships with disability
organisations.

To build on the progressnade in the last WSP and offer
ongoing support to our centres.

Five newrecognised centres includingthree watersport
centres.

Insight
The owhyo behind the
Our vision is to reinforce the change in rowing cultu
already made so that people with disabilities didly

included in club activity

Our disability work will build on the last four years |
sustain the current participatiotevel andto introduce new
participation opportunities.

A fundamental part of our commitment to disabled acciss
the way that disability rowing is an integral part of all «
British Rowing programmes. Our insight aresearch show:
that many participants from the disability community
participate without needing to acknowledge their disabit
an element tht is particularly attractive to them. This is .
obvious success of our sp
measurement and identification of these individuals n
challenging.

Our last WSP (20049.3) aimed to:

A support the development of ten recognisegntres
delivering adaptive rowing.

A introduce a minimum of 60 people aged 16+ to r¢

and retain them in clubs.

A support the

Tal ent Devel

devel opmer
opment Pat

The success of these targets can be evidenced:

A we now have eleverecognised centres

A our participation nurbers can be seen here in tt
appendix on page 523. There are 52+ rowing
clubs offering disabled rowing opportunities to
total of 670 people, 221 of whom are aged 16+.

A throughdevelopments outlined in the talent secti
(see paged47) we have created a robust tale
pathway for disabled athletes.

Target Groups

People with a disability, with particular disability grotargieted at a
local level

Young People 14 -25 70% Adults 26+ 30%

Offers
How the programme should operate

We wi || rebrandt oado®pwiabeée | rb
6adaptived is not a outside the spartgahdl
more importantly it is not a term familiar to people with disabiliti
searching for an activity. I
rowing in line with successful disability programmes from ot
watersportsdl i ke oSail abilityd ( RTha&
rebranding will involve changes at all levels of our NGB, from
website, published literature, equipment, right down to t
competitions dfered, culture, training courses, coaching etc.

The education and training programmes will develop the confide
and capacity t o run ORowabi

knowledge and confidence are often the greatest barriers
participation. Duringthe last WSP we implemented a suite

workshops to support clubs and coaches in this area. There are
workshops: general, physical disabilities, sensory disabilities
intellectual disabilities. These are supported by our wéedding
6 Adaptwivneg R3u icldssification rsyédtenThesehave all
been popular anduccessful andve aimto continue these as the
major supportive framework for this programme.

There are currently eleven recognisemntres deliveringd a d a |
r o wi Qugpgiagress ha been good but we need to continue t
provide support for our largest projects as they have the mi
potential and are still in the early stages of developmefe intend
to work with five more during this Whole Sport Plan

The partnerships we have ddeped with schools and disabilit
organisations will be supported.
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