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In preparing this summary of research findings, the intent has been to present the information deemed most important and to discuss those findings in a
way that will be meaningful and understandable to the reader. Since summaries by their very nature are not comprehensive, it cannot be expected that all
results of potential value will be thoroughly discussed or presented in this report. Therefore, the reader should consider not only this document, but also
the comprehensive Tabular Results, provided under separate cover, for a more thorough review of the findings.

For this report, Wiese Research Associates, Inc. (WRA) has relied on its professional research experience in selecting data for presentation and, where
deemed appropriate, has forwarded some possible interpretations with regard to how these results might influence planning or decision making. It is
important to emphasize, however, that these interpretations are certainly not meant to be the only possible conclusions that can be drawn from the
information obtained in this study. Further, no final recommendations or suggested courses of action have been included. Rather, YMCA of Greater Kansas
City management must consider these results, along with information and knowledge possessed outside the scope of this study, when making final
determinations and decisions based on the research.

III

The format of this report consists of a bullet-point discussion of selected findings alongside charts and graphs providing a “visual” presentation of the

results, followed by an Executive Summary of key takeaways. This is preceded by a brief description of the study methodology employed for this research.
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BACKGROUND & STUDY OBIJECTIVES

The YMCA of Greater Kansas City is considering opening a new full-service YMCA Community Center that would serve the City of Kearney and surrounding
areas. To assist in determining the feasibility and market demand for such a facility, a research study was conducted to provide an assessment of the
community’s support for and likely utilization of a new YMCA located in Kearney. More specifically, the following informational objectives were
accomplished in this study:

= Obtained market penetration levels for health club and fitness facilities currently utilized by residents in this market, as well as the types of memberships
possessed (individual, two adults, family).

= Gauged general awareness in the market for plans to build either a new community center or aquatic facility in Kearney, along with impressions as to
which of these two options would be best.

= Estimated the likelihood to utilize either a YMCA Community Center or Aquatic facility, assuming a reasonable cost. Preferences for two possible sites for
the YMCA facility were also explored.

= Assessed the relative importance consumers place on specific features and amenities that are currently under consideration for the new YMCA Community
Center.

= Measured potential demand for (likelihood to use) specific exercise/activity options the YMCA facility could offer.

= Gauged the likelihood to consider membership to the new YMCA facility at specified price points (for various types of memberships). These results were
then used to estimate market projections in terms of potential membership units.

= Explored the community’s willingness to support (vote in favor of) a property tax increase to fund construction of the new YMCA facility.
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the STUDY METHODOLOGY (Continued)

SAMPLING DESIGN

With any research study, it is critically important to accurately define and understand the population to be studied. The population is the group from which
all sampling takes place and to which the results must eventually be projected. Since this was a “general community” study, essentially all adults residing
within the new facility’s potential trade area was included in the “population of interest.” Geographically speaking, this area was defined by the following
zip codes and boundaries: 64024 (if West or North of Hwy 69), 64048, 64060, 64062, 64068 (if West or North of I-35), and 64089 (if in Clay County).

The total sample for this study consisted of n=400 respondents, with n=200 in Kearney (zip code 64060) and n=200 in the balance of the area. Samples were
drawn from both cell/wireless and targeted listed household (landline) phone numbers for the area. To ensure that a representative cross-section of the
community was interviewed, geographic and age/gender quotas were established based on population statistics for the survey area and these quotas were

met to the extent possible given the available sample. Study results were then weighted to adjust for any over/under sampling by zip code as follows:

(o) 0, 1 0,
. Portion Of Zip Code Household il Obtained % (.')f Weight Weighted % O.f Total
Zip Code . Total Obtained Sample Weighted
Included in Survey Area Count Sample Factor
Households Sample Count Sample
64024 West Or North Of Hwy 69 1243 8% 23 6% 1.4046 32 8%
64048 Entire Zip 1708 11% 32 8% 1.3868 44 11%
64060 Entire Zip 4708 31% 200 50% 0.6116 122 31%
64062 Entire Zip 2251 15% 42 11% 1.3926 58 15%
64068 West Or North Of I-35 1512 10% 28 7% 1.4033 39 10%
64089 Clay Co. Only 3972 26% 75 19% 1.3761 103 26%
TOTAL 15395 100% 400 100% 400 100%

Throughout this report, total results will be shown using the total weighted sample, and oftentimes results are also presented for the primary area (includes
Kearney zip code 64060 only) versus the secondary area (balance of all other zip code or portions of zips surveyed). It should be noted that the statistical
weighting does not impact results for the primary area (Kearney).
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ACCURACY OF RESULTS

The accuracy of research results when random sampling is utilized is a function of both the sample size as well as the obtained results for any given
question. The chart below depicts the error ranges achieved for the total sample size, as well as for selected subsamples, given various obtained result
percentages.

Expected Standard Error Ranges For Selected Sample Sizes*

Sample For Obtained Results Of ...

RS 10% 20% 30% 40% 50% 60% 70% 80% 90%
n=400 +2.9 +3.9 +4.5 +4.8 +4.9 +4.8 4.5 3.9 2.9
n=300 +3.4 +4.5 +5.2 +5.5 +5.7 +5.5 +5.2 +4.5 +3.4
n=200 +4.2 +5.5 6.4 6.8 6.9 6.8 +6.4 +5.5 4.2
n=150 +4.8 +6.4 +7.3 +7.8 +8.0 +7.8 7.3 +6.4 +4.8
n=100 45.9 +7.8 9.0 9.6 9.8 9.6 9.0 +7.8 45.9
n=50 +8.3 $11.1  #12.7  #13.6  £13.9  $#13.6  #12.7  +11.1  #83
n=25 +11.8  +157  +180  +19.2  +19.6  £19.2  $180 157  +11.8

*Ranges expressed as percentage points at the 95% confidence level.

The maximum standard error range for the total sample of n=400 is +4.9 percentage points at the 95% confidence level. Stated differently, if the exact
same study was repeated 100 times, 95 times out of 100 the findings would be expected to vary no more than +4.9 percentage points with a 50% response
result; no more than +2.9 percentage points for a 10% response result, etc. However, when various subgroups or smaller market segments are being
considered, results are subject to a greater margin of error.
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METHOD OF SAMPLE CONTACT

Telephone was the sample contact methodology for this study. Calling took place from WRA’s central interviewing facilities, using its own staff of trained
and experienced interviewers. Each interviewer working on this project was fully briefed on the proper administration of the questionnaire prior to sample
contact, and interviews in progress were monitored by supervisors and recorded to ensure accuracy.

The questionnaire administered to respondents averaged 15 minutes on the phone. A copy of this survey instrument can be found in Appendix A, and all
results presented in this document include a question number reference should the reader wish to review the exact wording of a particular item on the
survey.

INTERVIEWING DATES

All interviewing for this project was completed between July 28 and August 31, 2016. Research results are in one way much like a financial balance sheet in
that they represent the situation only at a given point in time. Consumer awareness, opinions, and behaviors can and often do change over time.
Therefore, when referring to these study results, it is important to keep in mind the time period during which data was collected.

SAMPLE CHARACTERISTICS

To provide greater insight into who was “listened to” in this study from a demographic standpoint, the reader is referred the sample characteristics chart on
the following page. This chart shows the profile of respondents when the total weighted sample is considered, as well as for the primary area of Kearney
(zip code 64060) versus the secondary area (all other zip codes).



SAMPLE CHARACTERISTICS

% Of % Of
Total Wtd. | Primary Total Wtd. | Primary | Secondary
Category Sample Area Category Sample Area Area
Responding| (n=202) Responding| (n=202) (n=198)
(n=400) (n=400)

AREA OWN/RENT
Primary (Kearney) 31% 100% -- Own 94% 92% 95%
Secondary (Balance of area) 69% -- 100% Rent 6% 8% 5%
AGE MARITAL STATUS
18-34 11% 11% 12% Married/Living With Partner 80% 74% 83%
35-44 18% 23% 15% Single 9% 13% 7%
45-54 23% 24% 22% Widowed, Divorced, Or Separated 11% 13% 10%
55-64 26% 21% 28% WORK IN DOWNTOWN KC
65 Or Older 23% 21% 23% Yes 22% 22% 22%
HOUSEHOLD INCOME No 78% 78% 78%
Under $25,000 7% 7% 7% WORK IN KEARNEY
$25,000 To Under $50,000 15% 14% 15% Yes 15% 30% 9%
$50,000 To Under $75,000 21% 20% 22% No 85% 70% 91%
$75,000 To $100,000 20% 18% 20% GENDER
Over $100,000 37% 41% 35% Male 41% 40% 42%

Female 59% 60% 58%

(Reference: SQ1, SQ2, SQ3, Q22, 20, 21, 19A-B)
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Overall interest in wanting
to become healthier
through regular exercise or
engaging in fitness-related
activities appears to be
fairly strong in this area.

While admittedly a more socially
acceptable response to rate
one’s interest higher on this
scale, the fact that four in ten
residents scored themselves in
the top box (9-10), while only
22% gave a rating below “7”
seems quite encouraging.

Meaningful differences were
found in these results by age
and household income, with
those in the 35-64 age range
and those with higher incomes
having a greater interest in
regular exercise than their
counterparts. Apparent trends
by area and gender were not
statistically significant, but
suggest that interest might be
slightly higher in the primary
area and among females.

As expected, interest in regular
exercise is far greater among
current fitness club members
versus non-members.

RATING OF ONE’S INTEREST IN BECOMING
HEALTHIER THROUGH EXERCISE/FITNESS ACTIVITIES

Percentage of total sample segment.
10-Point Scale: 1 = Not At All Interested to 10 = Extremely Interested.
Distance from end of bar to 100% = Don’t know.

H9-10 Rating M 7-8 Rating  H 1-6 Rating

TOTAL SAMPLE (n=400) 41% 36% = 0% |
Primary Area (n=202) 43% 37%
Secondary Area (n=198) 40% 35%
Age 18-34 (n=46) 42% 31%
35-44 (n=75) 50% | 37%
45-54 (n=91) 34% 48%
55-64 (n=94) 46% 33%
65 Or Older (n=94) 35%
Male (n=161) 38% 37%
Female (n=239) 43% 35%
Income <$50K (n=81) 38%
$50<S$75K (n=77) 36% 37%

$75-5100K (n=68) 46% 36%
$100K + (n=135) 42% 42%
Current Club Member (n=133) 51% . 37%
Non-Member (n=267) 35% 35%

(Reference: Q1)
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Results here project that Percentage of sample segment.

just over one-third of the
households (36%) in the
total area have at least one TOTAL SAMPLE (n=400)
membership to a health
club or fitness center.

Primary Area (n=202)
Current membership levels did

not vary by area, but significant Secondary Area (n=198)
trends by age and household
income were found. It appears
that health club/fitness center
memberships are most Age 18-34 (n=46)
prevalent among 35 to 44 year

olds and then diminish as age 35-44 (n=75) 50%
increases. I'nC|dence.of such 45-54 (n=91)
memberships also directly

correlates with one’s household 55-64 (n=94)
income, as might be expected.
65 Or Older (n=94)
These trends should be kept in
mind when reviewing interest
levels for the proposed YMCA in
Kearney, as those already tied to
a membership elsewhere might
be less inclined to consider this

new facility. $75-S100K (n=68)

Income <S50K (n=81)

$50<S$75K (n=77)

$100K + (n=135)

(Reference: Q2)
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When the total trade area
is considered, Anytime
Fitness and Club 7 Fitness
are currently the strongest
competitors in the health
club membership space.

Club 7 Fitness holds the greatest
share of memberships in the
primary area, followed by
Anytime Fitness and Liberty CC,
with no other health club or
fitness center (including YMCA
of Greater KC) mentioned by
more than 4%. By comparison,
Anytime Fitness is the clear
leader in the secondary area,
with several other facilities
essentially “tied” for the second.

It appears from these results
that a new YMCA facility in
Kearney could take away some
business from existing YMCA
locations in Kansas City, but very
little cannibalization would be
coming from the primary area
(Kearney). Nevertheless, the
extent to which current facilities
in KC rely on memberships from
this area must be factored into
the equation when deciding
whether or not to locate here.

HEALTH CLUB OR FITNESS CENTER MEMBERSHIP SHARES

Percentage of households with a membership mentioning they belong to that facility.

Anytime Fitness

Club 7 Fitness

YMCA of Greater KC

Planet Fitness

9 Rounds - Kearney

Shape Fitness Gym

Liberty Community Center

North KC Hospital

Other

Multiple (3) replies accepted.
(Reference: Q3)

H Total Base (n=133)
H Primary Area (n=72)

H Secondary Area (n=61)

34%
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Individual memberships
are currently the most
common in this market,
with fully two-thirds of
those belonging to a health
club/fitness center having
this type of membership.

While differences in these
results by area were not large
enough to be statistically
significant (perhaps in part due
to smaller subsample sizes), it
does appear that family
memberships (which includes
one adult plus dependents) are
more prevalent in the primary
versus secondary area.

These membership types may or
may not be indicative of the
type of YMCA membership
residents could have an interest
in should a YMCA Community
Center be placed in Kearney.
Rather, they are most likely
driven by the nature of available
facilities currently in the area.

TYPE OF HEALTH CLUB/FITNESS CENTER MEMBERSHIPS
POSSESSED BY HOUSEHOLD

Percentage of those with a membership and mentioned name of facility.

69%
Individual

73%

M Total Base (n=120)
Two Adult H Primary Area (n=66)

Secondary Area (n=54)

Family/Dependent

Multiple (2) replies accepted.
(Reference: Q3A)

10
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In total, approximately
one-third of respondents
were aware of possible
plans to build either a new
community center with a
pool or aquatic facility in
Kearney (prior to survey).

Not surprisingly, awareness of
these plans was far more
widespread in the primary area
than in the secondary area
(outside of Kearney), by about a
three-to-one margin.

Stated awareness of plans to
build one of these facilities was
also greater among residents
age 35-54 and those with higher
household incomes (over $100K)
when compared to their
respective counterparts.

STATED AWARENESS OF PLANS TO BUILD NEW COMMUNITY

CENTER WITH A POOL OR AQUATIC FACILITY IN KEARNEY

Percentage of sample segment.

TOTAL SAMPLE (n=400)

Primary Area (n=202)

Secondary Area (n=198)

Age 18-34 (n=46)
35-44 (n=75)
45-54 (n=91)
55-64 (n=94)

65 Or Older (n=94)

Income <$50K (n=81)

(Reference: Q4)

$50<$75K (n=77)
$75-5100K (n=68)

$100K + (n=135)

63%

11
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The possibility of a new
facility coming or the fact
that it has been a long time
coming (trying to get for
years) appears to be the
“essence” of what most
people have heard.

In addition to just a general
knowledge of plans to build one
or the other of these facilities,
small percentages mentioned
specifics regarding lack of funds/
trying to raise money or taxes
will pay for it. A few others also
cited the possible YMCA
connection or partnership with
the school.

WHAT HAVE YOU HEARD REGARDING PLANS FOR NEW COMMUNITY

CENTER OR AQUATIC FACILITY IN KEARNEY?

Volunteered Response

Possibility Of It Coming/Trying To Get It For Years
People Want It

Building Aquatic Center/Community Center With Pool
Building A YMCA (Possibility)

Lack Of Funds/Trying To Raise The Money
Partner With The School To Build

Taxes Will Pay For It

Survey Being Conducted

There Is A Facility

Building By The High School

There Is A Delay/Hold Up

Land Donated

City Does Not Want It

Other

Nothing/Don’t Know

% Aware of Plans
Mentioning
(n=165)

42%
14%
9%
7%
7%
5%
4%
4%
2%
2%
2%
2%
2%
20%
6%

Multiple (3) replies accepted.
(Reference: Q4A)

12
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In terms of which is best or
preferred, the full-facility
YMCA Community Center
was selected over the
Aquatic Center only option
by a considerable margin.

While the full-facility YMCA was
selected over the aquatic center
option to a large degree “across
the board,” this preference was
even more pronounced in the
primary area.

The tendency to prefer the
YMCA option was also greatest
among younger respondents,
relatively speaking. However,
older residents (65+) still
preferred the YMCA over the
aquatic center only option by
about a 3-to-1 margin.

All other factors being equal
(i.e., cost, location, etc.),
community support for the
YMCA option is likely to be
stronger than that of an aquatic
facility given these results. Of
course, cost and likely utilization
must also be considered.

IMPRESSION AS TO WHICH OPTION IS BEST OR PREFERRED

Percentage of sample segment.

Distance from bar to 100% = Not sure.

TOTAL SAMPLE (n=400)

Primary Area (n=202)

Secondary Area (n=198)

Age 18-34 (n=46)

35-44 (n=75)

45-54 (n=91)

55-64 (n=94)

65 Or Older (n=94)

(Reference: Q5)

H Full-Facility YMCA  ® Aquatic Center

72%

81%

69%

75%

73%

74%

64%

15%

i No Preference

10%

17%

17%

10%

20%

13
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the WHY DO YOU PREFER THE YMCA COMMUNITY CENTER OPTION?

Reasons for preferring the
YMCA Community Center

% Who Prefer

. . . YMCA
option revolve primarily il o - .
around the fact that it olunteered Response ) omm(t)Jnl“cy
“offers more options.” S QP
(n=302)
Related to simply having more Offers More Options 46%
options in general, others who Available Fitness Equipment/Workout Facilities 14%
preferred the YMCA over the v People Will Use It 11%
aquatic center specified the ore Feople Will Lse ?
fitness equipment/workout Available Swimming Pool 9%
facilities, offering more for kids . . .
! Past E With YMCA Facil 9%
to do, available basketball Good Past Experience Wit CA Facility o
courts, and classes. Offer More For Kids To Do 7%
. Benefit Families/Family Oriented 7%
The notion that more people
would use a YMCA-type facility Serve All Age Groups/Every Demographic 6%
or that it serves a broader s leeiiars 5%
demographic was another
()
theme evident in these replies. | Would Use It 4%
Good Reputation Of YMCA 4%
Finally, good past experience _ .
with or positive impressions of Available Basketball Courts 3%
the YMCA organization (good Offers Classes 3%
reputation) also played into
P ) play Less Expensive/Cheaper 3%
these preferences.
Other 19%
Don’t Know/No Answer 2%

Multiple (3) replies accepted.
(Reference: Q6A)

14
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the WHY DO YOU PREFER THE AQUATIC CENTER ONLY OPTION?

The need for a pool,
already have gyms in the

area, and intentions to % Who Prefer
only use the pool were the .

. “ Aquatic Center
primary reasons “played Volunteered Response Onlv Obti
back” for preferring the n y_5p1 1on
aquatic center option. (=L

Since the YMCA will have Location Needs A Pool 28%

comparable pool facilities, that

should appease at least some of Already Have Gyms In The Area 25%

those who prefer the aquatic ) ) -

center due to the perceived Family Would Only Use The Pool/Enjoy Swimming 15%
df linth .

needforapootin the area Benefits Health Problems 9%

While cgncerns about having the Kearney Doesn’t Have Population To Support Full YMCA 5%

population to support a full

YMCA, costs less, and more Costs Less 4%

feasible/less space were

additional reasons for preferring More Feasible/Less Space 3%

the aquatic center, each was

cited by only a handful of Other 10%

respondents. Therefore, none of

these factors would be Don’t Know/No Answer 13%

considered major obstacles
when attempting to gain
support for the YMCA option.

Multiple (3) replies accepted.
(Reference: Q6B)
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Propensity to use results
are also more favorable for
the YMCA Community
Center option than the
proposed Aquatic Center,
assuming the cost for each
was considered to be
reasonable.

When asked how likely they or
someone in their household
would be to use a new YMCA
facility located in Kearney if the
cost was reasonable, just over
half of the respondents said
they at least probably would
(23% definitely would). This
initial interest level is stronger
than what we have seen in other
similar studies.

The likelihood to use results for
an aquatic center built and
located in Kearney are also fairly
positive, again assuming a
reasonable cost. Still, interest
levels for the aquatic center are
not quite as compelling, and
earlier results confirmed that a
YMCA-type facility is preferred
over an aquatic center, if given a
choice.

LIKELIHOOD TO USE YMCA COMMUNITY CENTER VS. AQUATIC CENTER
LOCATED IN KEARNEY (Assuming Reasonable Cost)

Percentage of total sample/n=400.
Distance from bar to 100% = Not sure.

® Definitely Would i Probably Would L4 Might ®Probably Not ® Definitely Not

YMCA Community Center 30% 19% 15% 13%

Aquatic Center 26% 24% 20% 13%

(Reference: Q7A-B)
16
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As expected, the likelihood
to use a new YMCA facility
located in Kearney is much
greater in the primary area
(zip code 64060) than in
the secondary area.

While some patronage from the
secondary area is possible, much
of the potential for attracting
membership to a new YMCA in
Kearney will come from the
primary area, based on these
results.

Demographic trends worth
noting include a stronger
propensity to use this new
YMCA facility among those
under the age of 55 (as age
increases, likelihood to use
decreases). Also, higher income
households are more likely than
their lower income counterparts
to use the proposed facility.

Interestingly, current health club
or fitness membership has very
little bearing on potential
interest, with those already
belonging to a gym as likely as
non-members to consider using
a new YMCA located in Kearney,
assuming a reasonable cost.

LIKELIHOOD TO USE YMCA COMMUNITY CENTER LOCATED IN KEARNEY
(Assuming Reasonable Cost)

Percentage of sample segment.
Distance from bar to 100% = Not sure.

H Definitely Would

TOTAL SAMPLE (n=400)

Primary Area (n=202)
Secondary Area (n=198)

Age 18-34 (n=46)
35-44 (n=75)
45-54 (n=91)
55-64 (n=94)

65 Or Older (n=94)

Income <$50K (n=81)
$50<$75K (n=77)
$75-$100K (n=68)
$100K + (n=135)

Current Club Member (n=133)
Non-Member (n=267)

(Reference: Q7A)

4 Probably Would

L4 Might

30%

H Probably Not

15% 13%

H Definitely Not

| 19%

29%

| 32%

X 8%29

23%

18% 18%

32%

{ 26%

27%

| 19%

36%

[ 10

31% |

20%

25%

| 19%

25% 19%

24%

25%

40%

| 1% EOAEA

40%

| 14% 16% 7%

28%

| 20%

27%

| 21%

17% 8%

32%

| 17% G

17
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The primary reason for not
being likely to use a new
YMCA facility located in
Kearney had to do with
proximity (too far away or Volunteered Response New YMCA Facility
inconvenient location). (n=87)
These responses were
given almost exclusively by
those in the secondary
area (where most of the No Interest 17%
opposition was found).

% Probably/Definitely
Not Likely To Use

Too Far Away/Inconvenient Location 62%*

Already Have Another Community Center 13%
Other than location/distance No Need 5%
concerns and much smaller No Time 3%
segments mentioning reasons
related to lack of interest or Cost Involved 3%
need, no other obstacles were
7 30
cited by more than a handful of 1113 OUL Oin P &
these respondents. Poor Health Reasons 2%
Prefer Outdoor Activities 2%
Too Old 2%
Exercise At Home 1%
Other 4%

*Note: All but 1 respondent citing inconvenient location reside in the secondary area.
Multiple (3) replies accepted.
(Reference: Q8)
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While the Price Chopper
area was preferred over
the Kearney High School
location by about a 2-to-1
margin (among those who
at least might use the new
YMCA), one-third said
these two locations were
equally acceptable.

There is no clear location
“winner” among potential users
in the primary area. However,
the Price Chopper location is far
more often preferred by those
in the secondary area who at
least might consider using a
YMCA in Kearney. As would
follow, those with no prior
awareness of plans to build a
facility in Kearney also have a
greater affinity for the Price
Chopper location.

Preferences for the Price
Chopper location were more
pronounced among older age
groups (55+), although even
younger residents tended to
prefer this location over the high
school site.

LOCATION PREFERENCE FOR NEW YMCA IN KEARNEY

Percentage of those who at least might consider new YMCA facility.
Distance from bar to 100% = Not sure/Neither.

TOTAL BASE (n=313)

Primary Area (n=181)

Secondary Area (n=132)

Aware Of Plans (n=148)

Not Aware (n=165)

Age 18-34 (n=42)
35-44 (n=64)
45-54 (n=77)
55-64 (n=73)

65 Or Older (n=57)

(Reference: Q9)

M Price Chopper Area

46%

27%

58%

33%

55%

44%

36%

42%

56%

51%

29%

H Next To Kearney HS

21%

31%

16%

ol s |

M Either Location

31%
S 26%
22%
1%
=%

19
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An indoor recreation pool,
cardio equipment, walking
track, machine weights and
strength training equip-
ment, and an outdoor
recreation pool and spray
park “top the list” as the
most important features
and amenities to include in
the new Kearney YMCA.

While not quite as critical as the
aforementioned features, it
appears from these results that
a majority of potential patrons
also feel an indoor lap or
competitive swim pool, family/
youth fitness area, gymnasium,
indoor warm water therapy
pool, free weights, and cool
water lap pool should be fairly
high priorities for this new
facility.

On the other hand, a climbing
wall, teaching kitchen, teen
center (with computers, etc.),
sauna and steam room, and a
women-only fitness area, while
appealing to some, are likely to
be far less important to most
potential patrons.

IMPORTANCE OF POSSIBLE FEATURES/AMENITIES TO
INCLUDE IN YMCA COMMUNITY CENTER
(Among Potential Interest Segment)

Percentage of those who at least might use new facility, able to rate/n=310.
10-Point Scale: 1 = Not At All Important to 10 = Extremely Important.

B 9-10 Rating M 7-8 Rating  H 1-6 Rating
Indoor Recreation Pool 47% 35% I
Cardio Equipment 47% 37%
Walking Track 44% 35% 1% |
Machine Wts./Strength Training Equip. 38% 39% | 24%
Outdoor Rec Pool/Spray Park 46% 26%
Indoor Lap/Competitive Swim Pool 36% 33%
Family/Youth Fitness Area 31% 38%

Gymnasium 37% 31% 32%
| 2s% (T

Indoor Warm Water Therapy 35%
Free Weights 30% 35%

Cool Water Lap Pool 25% 39%

Whirlpoo! | TR 27%
- 28% 52%

Teen Center 18% 29% 52%

Community Rooms 21% 34%

Women-Only Fitness Area 20%

Sauna And Steam Room 19%

Teaching Kitchen [l¥bFA 22% 67%

Climbing Wall [E{}Z 23% 66%

(Reference: Q10)

Mean
(Avg.)

8.1

8.0

7.9

7.7

7.7

7.3

7.3

7.3

7.1

7.1

7.0

6.6

6.6

6.0

6.0

5.9

5.3

5.0
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Indoor lap swimming is
seen to be of interest to
the greatest number of
potential users, followed
closely by group water
exercise classes, group
exercise classes for all ages,
nutrition/healthy cooking
classes, weight loss
programs, and starter
fitness programs.

At the other end of the
continuum, potential interest
appears to be far more narrow
for lifeguard classes,
competitive swimming, adult
swimming lessons, martial arts,
sports leagues for seniors, and
programs for individuals with
special needs. That is not to say
the demand for these services is
non-existent, but interest in
these particular programs and
services will likely be more
limited, if offered.

LIKELIHOOD TO USE SELECTED PROGRAMS/SERVICES IN NEXT FEW YEARS

(Among Potential Interest Segment)

Percentage of those who at least might use new facility/n=310.

H Definitely Use i Probably Use L4 Might Use H Probably/Definitely Not

Indoor Lap Swimming

Group Water Exercise

Group Exercise Classes For All Ages
Nutrition/Healthy Cooking Classes
Weight Loss Programs

Starter Fitness Programs

Group Exercise Classes For Seniors
Family Exercise Classes

Health Education Classes

Cardiac Rehab Program

Adult Sports League

Blood Pressure Management
Diabetes Prevention Program
Senior Activities

Cancer Support Wellness
Programs For Special Needs
Sports Leagues For Seniors
Marital Arts

Adult Swimming Lessons
Competitive Swimming

Lifeguard Classes

(Reference: Q12)

19% 35% |__19% (Y
0% 7% 2% (T
13% 34% I 32% | 21% |
1% 3% | 27%____ (I
15% 28% | 27%._ (R
11% 29% i 28% | 32% |
129 WRSETRS R 47%
5% WY WP 4%
A 5% | 13%____ (.
A 20 1 1oy (Y
A 24% A 20% (Y T
119 MR v 5%
B 6% 1 20%
A 1s% 1 16%
11 O 50%
10% % 1 8% 70%

A 13%4_13%
A 4% 1 18%
A 11%1_13%
‘7% %1 9% 73%
‘7% 9% 1 13% 71%
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Youth swimming lessons,
youth sports leagues, and
drop-in child care (while
parents workout) have the
broadest appeal among
the potential interest
segment with children
under 18 in the household.

While not quite as strong,
relatively speaking, meaningful
levels of potential interest also
seem to exist for youth enrich-
ment programs, youth exercise
classes, academic enrichment
and tutoring for school age
children, full-day summer camp,
and teen leadership programs.

LIKELIHOOD TO USE SELECTED YOUTH PROGRAMS/SERVICES
IN NEXT FEW YEARS (Among Potential Interest Segment)

Percentage of those who at least might use new facility with children under 18 in household/n=126.

H Definitely Use E Probably Use 4 Might Use ® Probably/Definitely Not

Youth Swimming Lessons

Youth Sports Leagues

Drop-In Child Care

Youth Enrichment Programs

Youth Exercise Classes

Academic Enrichment And Tutoring

Full-Day Summer Camp

Teen Leadership Programs

Full-Day Preschool Child Care Center

Before & After School Child Care

Youth Obesity Prevention

(Reference: Q12)
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It is evident from these
results that the YMCA
appeals largely to those
households most
interested in a family
membership.

While earlier results showed
that the greatest share of gym
membership types that already
exist in this market are for
individuals, potential YMCA
memberships are far more likely
to be family or two adult
memberships.

By comparison, households with
seniors 65+ comprise a greater
proportion of those with no
interest in joining a YMCA.

Replies to this question
determined the type of
membership respondents were
asked to consider when
measuring price sensitivity, and
these results follow.

WHICH TYPE OF MEMBERSHIP BEST FITS YOUR HOUSEHOLD SITUATION
AND POTENTIAL INTEREST ASSUMING A REASONABLE COST?

*Projected to total sample regardless of expressed interest based on demographics of household.
Distance from bar to 100% = Not sure.

*TOTAL SAMPLE (n=400)

H One Adult
Definitely Would Use (n=125) 14 One Adult W/Children

H Two Adults

Probably Would Use (n=122) , 34% 8%

Def/Probably Not Use (n=87) ; 18% 33% 16%

H Two Adults W/Children

p——— H One Senior 65+
Might Use (n=66) 31% 26%

H Two Seniors 65+

(Reference: Q13)
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Projected to total sample for those who “best fit” that membership type.

While based on small *Caution: Small sample size.

sample sizes for these two
membership types, it
appears from these results H Definitely Would 4 Probably Would 4 Might 1 Def/Probably Not
that fairly little price
sensitivity exists between
the high and mid-range 100 - 100 -
price points. However,
more significant increases
in potential consideration

are found at the lower price 80 1 80 1 37%
points, with this occurring 54% 54% 51% 60%

at the more meaningful 61%

“definitely or probably 60 - 60 -

would” level for one adult
memberships and primarily
at the “might” level for the
one adult with children
membership type. Again,
caution should be used not
to over interpret these
results given the small
sample sizes.

$67 $62

ONE ADULT/n=31 ONE ADULT WITH
CHILDREN/n=15%*

(Reference: Q14)
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For households where two
adult memberships are the
best fit, a rather dramatic
increase in potential
interest can be seen at the
“definitely would” level
when the monthly fee goes
from $67 to $62. While
there seems to be less price
sensitivity, by comparison,
for the two adults with
children membership type,
the increase in potential
interest between the high
and low price points is still
significant.

LIKELIHOOD TO CONSIDER MEMBERSHIP TO NEW YMCA IN KEARNEY
AT SPECIFIED MONTHLY PRICE POINTS (Continued)

Projected to total sample for those who “best fit” that membership type.

H Definitely Would i Probably Would 4 Might i Def/Probably Not
100 ~ 100 -
801 43% 39% 80 435% 35% 31%

46%

$72 $67 $62

TWO ADULTS WITH
CHILDREN/n=148

TWO ADULTS/n=100

(Reference: Q14)
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Results for the one senior
65+ membership type show
a very meaningful jump in
interest at the “definitely
would” level between the
mid-range and lower price
points. While not quite as
dramatic, this same trend is
seen for the two seniors
age 65+ membership type.
Perhaps offering an
introductory rate at these
lower price points might be
worth considering to
encourage trial and attract
a greater share of the
senior market.

LIKELIHOOD TO CONSIDER MEMBERSHIP TO NEW YMCA IN KEARNEY
AT SPECIFIED MONTHLY PRICE POINTS (Continued)

Projected to total sample for those who “best fit” that membership type.

M Definitely Would  E Probably Would 14 Might k4 Def/Probably Not
100 - 100 -
80 -~ 80 ~
54% 54% 50% 54% 56% 53%
60 - 60 -
40 40 -
23%
29% 24%
20

ONE SENIOR 65+/n=38 TWO SENIORS 65+/n=68

(Reference: Q14)
26



\ 4

‘
S
N

the

The projections presented
here provide what WRA
would consider to be
conservative, moderate,
and aggressive estimates
of potential membership
units for the Kearney
YMCA, based on stated
intentions (factored down
to predict behavior).

Researchers tend to agree that
when measuring potential
interest, the “definitely would”
responses are the best metric
for predicting actual behavior.
However, the ability to convert
even those intentions into YMCA
enrollment will depend on a
number of factors, and these
memberships will not occur
overnight. Factors impacting
both initial and eventual
membership levels include
everything from the ability to
create awareness and interest
through a strong marketing
campaign, to the design and
execution of the facility itself.

ESTIMATED NUMBER OF HOUSEHOLDS PROJECTED TO JOIN YMCA
IN KEARNEY BY TYPE OF MEMBERSHIP AT VARIOUS PRICE POINTS

CONSERVATIVE ESTIMATE
(30% Definitely)

% With High Potential
And # Of Households

MODERATE ESTIMATE

% With High Potential
And # Of Households

AGGRESSIVE ESTIMATE

(40% Definitely + 5% Probably) §(50% Definitely + 10% Probably)

% With High Potential
And # Of Households

Type Of Projected To Join At... Projected To Join At... Projected To Join At...
M hi
il High Mid High Mid Low
Price Price Price Price Price
22 30 55 39 48 86 55 65 117
One Adult 8% 1,232
1.8% 2.4% 4.5% 3.2% 3.9% 7.0% 4.5% 5.3% 9.5%
One Adult 15 24 24 25 36 38 34 47 51
X . 4% 616
With Children 2.4% 3.9% 3.9% 4.0% 5.8% 6.1% 5.5% 7.6% 8.3%
84 120 276 156 212 404 228 304 532
Two Adults 26% 4,003
2.1% 3.0% 6.9% 3.9% 5.3% 10.1% 5.7% 7.6% 13.3%
Two Adults 273 308 393 427 478 598 575 649 797
. . 37% 5,696
With Children 4.8% 5.4% 6.9% 7.5% 8.4% 10.5% 10.1% 11.4% 14.0%
25 33 100 46 55 137 67 78 175
One Senior 65+ 9% 1,386
1.8% 2.4% 7.2% 3.3% 4.0% 9.9% 4.8% 5.6% 12.6%
37 37 74 64 69 116 91 99 158
Two Seniors 65+ 16% 2,463
1.5% 1.5% 3.0% 2.6% 2.8% 4.7% 3.7% 4.0% 6.4%
456 552 922 757 898 1379 1,050 1,242 1,830
TOTAL 100% 15,395
3.0% 3.6% 6.0% 4.9% 5.8% 9.0% 6.8% 8.1% 11.9%
Average Monthly Fee (All Types): $73.16  $67.73  $60.64  $72.75 $67.53  $60.84  $72.55  $67.45  $60.91
Projected Membership Revenue $33,361 $37,387 $55,910 $55,072 $60,642 $83,898 $76,178 $83,773 $111,465

Per Month:

(Reference: Q13, 14)
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As expected, offering
financial assistance to
lower income households
(under $50K) has an impact
on YMCA membership
consideration.

Results here show that the
segment of lower income
households indicating they
would “definitely” consider
joining the new YMCA in
Kearney increases from 17% to
29% if the membership fee was
discounted by as little as 10%.
This “definitely would” segment
doubles given a 30% discount.

IMPACT OF FINANCIAL ASSISTANCE ON LIKELIHOOD

TO CONSIDER YMCA MEMBERSHIP

Percentage of those with incomes under $50K/n=77.

10% Discount 17%

12%

14%

25%

20% Discount 17%

15%

17%

18%

30% Discount 17%

(Reference: Q15)

18%

22%

9%

H Definitely Would - No Discount

H Definitely With Discount

4 Probably With Discount

L4 Might With Discount
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Impressions of the YMCA
organization and its impact
on communities are quite
positive in this market,
with very few residents
projected to hold a
negative opinion.

Fully two-thirds of the residents
surveyed in this study hold a
very favorable opinion of the
YMCA, while 9 in 10 have at
least a somewhat favorable
impression.

While not shown graphically
here, these impressions were
fairly consistent by area and
across various demographic
groups.

When reviewing these results by
one’s likelihood to consider the
proposed YMCA in Kearney, it
can be seen that while the
opinions of those who expressed
definite interest are more
favorable, even those with no
interest tend to have positive
impressions of the YMCA
organization (or at worst are
neutral).

OPINION OF YMCA ORGANIZATION AND ITS IMPACT ON COMMUNITIES

Percentage of sample segment.
Distance from end of bar to 100% = Refused.

14 Neutral

4 Somewhat Favorable

H Very Favorable H Negative

B

TOTAL SAMPLE (n=400)

Definitely Would Use (n=125)

Probably Would (n=122)

Might (n=66)

Def/Probably Not Use (n=87)

(Reference: Q16)
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Stated support for a
property tax increase to
help fund a new YMCA in
Kearney appears to be
substantial, especially
among those certain to
vote in the next election
(which is a large majority
of Kearney residents).

= Significant differences in these
results were found by gender,
with females being far more
likely to support than oppose
this tax increase. In contrast,
males appear to be more evenly
split on this issue. Given this
trend, special efforts targeted to
males may be warranted to gain
greater support for this source
of funding.

1Property tax increase of $140 per year
on home with assessed value of S100K.

STANCE ON PROPERTY TAX LEVY TO HELP FUND NEW YMCA FACILITY
IN KEARNEY AND LIKELIHOOD TO VOTE IN NEXT ELECTION

Percentage of those residing within Kearney city limits/n=146.
*Caution: Small sample size.

H| Strongly For E Moderately For 14 Undecided B Moderately Against M Strongly Against

TOTAL BASE (n=146)

Certain To Vote (n=109)

16% I 9% 11% 18%

Very Likely to Vote (n=28)*

Possibly/Not Likely (n=8)*

| - T

Male (n=55)

5% 16% 25%

Female (n=91)

23% |’ 11% 10% 9%

LIKELIHOOD TO VOTE IN NEXT ELECTION

Percentage of those residing within Kearney city limits/n=146.

Absolutely Certain To Vote = 75%

Possibly Will Vote = 4%

Very Likely To Vote = 19%

Not Likely To Vote/Don’t Know = 2%

(Reference: Q18, 18A)
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This Executive Summary has been prepared to highlight what WRA feels are the key takeaways from this research study. Any interpretations presented
here represent the professional research opinion of WRA and are based on findings from this study alone. Other interpretations are also quite possible and,
of course, there are factors outside the scope of this study which will need to be taken into account as these findings are being used for planning and
decision-making, should the YMCA of Greater Kansas City proceed with plans to locate a full-service YMCA Community Center in Kearney.

= At the present time, approximately one-third of the households in this market currently possess at least one membership to a health club or fitness
center and in the majority of instances, these are individual memberships.

= Key competition for a new YMCA facility in Kearney is likely to come from Anytime Fitness and Club 7 Fitness. The YMCA of Greater Kansas City holds a
relatively modest share, especially in the primary area of Kearney (only 4%), suggesting that “cannibalization” would be fairly minimal. Still, the extent
to which existing YMCA facilities in KC rely on memberships from this area must be factored into the equation before deciding to locate here.

=  Prior to the survey, awareness of plans to build a new community center or aquatic facility in the area was far from universal (32%) but, as might be
expected, much greater in the primary area (Kearney zip code of 64060) than in the balance of the area surveyed.

= Based on current impressions and a brief description of each option, residents in this area were far more likely to prefer the full-facility YMCA
Community Center over the Aquatic Center. While this was true “across the board,” the tendency to believe the YMCA facility would be best was even
more pronounced in the primary area. Reasons for these impressions centered primarily around the fact that a YMCA-type facility would provide more
options (for exercise, activities, etc.) and belief that more people would use it versus an aquatic center only.

= Potential interest appears to exist to a meaningful degree for either the YMCA Community Center or Aquatic Center, assuming a reasonable cost.
However, as expected given earlier findings, the propensity to use results were more favorable for a new YMCA facility than an Aquatic Center.
Likelihood to use a new YMCA in Kearney at the “definitely would” level was especially pronounced among those residing in the primary area, while use
intentions were more modest in the secondary area.

= |nterestingly, those who already belong to a health club or fitness center are as likely as their counterparts to consider using the proposed new YMCA
facility, suggesting that potential for membership would not be limited to just those without current ties to a competitor (i.e., taking some share away
from existing fitness centers seems likely based on these results).

= Location preferences for a new YMCA facility in Kearney favor the Price Chopper area over the Kearney High School site by about a 2-to-1 margin,
although there is a significant minority who would find either location acceptable. Those residing in the secondary area who at least might consider a

YMCA in Kearney, however, are far more likely to prefer the Price Chopper area.
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While existing health club and fitness center memberships in this area are largely for individuals (versus two adult or family), results gauging the type of
membership that would “best fit” one’s household situation among those with a strong propensity to use the new YMCA in Kearney show that family
memberships (two adults with children) are likely to be most prevalent, followed by two adult memberships.

Regarding the various membership rates evaluated in this study, there did not seem to be significant “jumps” in potential consideration between the
high and mid-range price points. Rather, price sensitivity seemed to exist primarily between the mid-range and lower price points. These results
suggest that offering a lower introductory rate might be worth considering to encourage trial and attract a greater share of the market.

Stated intentions to consider a new YMCA in Kearney at various price points were used to arrive at market projections estimating potential membership
levels. Of course, one cannot expect stated interest, even at the “definitely would consider” level, to translate directly into actual behavior and
therefore these intentions were factored down to provide conservative, moderate, and aggressive estimates. Depending on the membership fee, these
results would project that from 3%-6% of households at the low end (more conservative) to 6.8%-11.9% of households at the high end (more aggressive)
would join the Kearney YMCA. Still, it is important to note that survey results are subject to a margin of error and are just a “snapshot in time.”
Furthermore, several factors besides current perceptions and enrollment intent are likely to influence actual behavior. These factors include the ability
to create awareness and interest through a strong marketing campaign, as well as the design of the facility itself and solid execution of the programs
offered to maximize appeal and eventual market share.

The YMCA organization and its impact on communities is held in high regard by the majority of residents in this market, especially among those who
expressed a strong interest in possible membership. This positive image will undoubtedly contribute to the success of building enrollment should the
YMCA locate here.

Stated support for a property tax increase (in the amount of $140 per year for a home with an assessed value of $140,000) to help fund a new YMCA in
Kearney is also encouraging, with a solid majority of Kearney residents indicating they would vote in favor of this tax increase. While these stated
intentions alone cannot predict the outcome of an actual vote to be held at a later date, these results do suggest that garnering enough support for a
property tax increase to fund a new YMCA in Kearney is an attainable goal.
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YMCA of Greater Kansas City

(173) Keamey Feasibility Study — FINAL FOR FIELD (Revised 8-4-16)

©2016 Wiese Research Associates, Inc.
August 4, 2016

CELL PHONE LIST INTRODUCTION:

Hello, my name is and I'm with WRA Research. We are
conducting a survey on behalf of the YMCA about health and fitness,
and would like to include your opinions. This is not a sales call of any
kind.

LANDLINE LIST INTRODUCTION:

Hello, my name is and I'm with WRA Research. We are
conducting an opinion survey on behalf of the YMCA about health and
fitness. This is not a sales call of any kind.

(IF NEEDED FOR QUOTA, SAY:) May | speak to the youngest
male/female in the household who is 18 or over? (WILL REVISE AS
NEEDED FOR SPECIFIC AGE/GENDER QUOTA GROUPS)

(IF RESPONDENT SAYS THERE IS NO YMCA IN AREA, SAY:)
That is one of the topics we will be exploring.

1 Respondent

2 Desired respondent not available (OBTAIN NAME, PHONE # IF
DIFFERENT, BEST TIME TO CALL AND SET CALLBACK)

XX (CELL OWNER UNDER 18) (THANK & TERMINATE)
(INSERT STANDARD INTRO SCREEN DISPOS)

SQ1. First, can | please have your zip code? (OPEN-ENDED)

1 64024

2 64048

3 64060

4 64062

5 64068

6 64089

96 (OTHER-SPECIFY) (EXPLAIN OUT OF AREA, THANK & TERM)
(VERIFY ZIP CODE VIA READBACK ON NEXT SCREEN)

(ASK SQ1A IF SQi=1. OTHERWISE SKIP TO SQ1B)

SQ1A. And do you live EAST OR SOUTH of Highway 69, OR do you
live WEST OR NORTH of Highway 69?

(OPEN-ENDED)

1 East or South (EXPLAIN OUT OF AREA, THANK & TERMINATE)
2 West or North (SKIP TO SQ2)
3 (DON’T KNOW) (THANK & TERMINATE)

(ASK SQ1B IF SQ1=5. OTHERWISE SKIP TO SQ1C)
SQ1B. And do you live EAST OR SOUTH of I-35, OR do you live
WEST OR NORTH of -35?

(OPEN-ENDED)

1 East or South (EXPLAIN OUT OF AREA, THANK & TERMINATE)
2 West or North (SKIP TO SQ2)
3 (DON'T KNOW) (THANK & TERMINATE)

(ASK SQ1C IF SQ1=6. OTHERWISE SKIP TO SQ2)
SQ1C. And do you live in Clay County?
(OPEN-ENDED)

1 Yes
2 No (EXPLAIN OUT OF AREA, THANK & TERMINATE)
3 (DON'T KNOW) (THANK & TERMINATE)

SQ2. And to ensure we represent all age groups in the study,
can | please have your age? (OPEN-ENDED)

(IF “REFUSED” — SAY:) | just need your age range, for quota
purposes, in order to continue. (THEN READ CATEGORIES)

1 Under 18 (THANK & TERMINATE)

2 18t0 24

3 251034

4 351044

5 451054

6 551064

7 65 or older

8 (STILL REFUSED) (THANK & TERMINATE)

SQ3. Gender (RECORD ONLY— DO NOT ASK)

1 Male
2 Female
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This call may be recorded for quality control purposes only.

1. Just in general, how would you rate your interest in wanting to
become healthier, or maintain your health, through regular exercise
or engaging in fitness-related activities? Please use a 10-point scale
where "1” equals NOT AT ALL INTERESTED and “10 equals
EXTREMELY INTERESTED.

(REPEAT SCALE & QUESTION IF NECESSARY TO CLARIFY)

1 Not at all interested

CONOUAWN

10 Extremely interested
11 (DON’T KNOW)

2. Does anyone in your household currently have a membership to
any gym, health club, recreation or fitness center?
(OPEN-ENDED)

1 Yes
2 No (SKIP TO Q4)
3 (NOT SURE) (SKIP TO Q4)

3. To which gym, health club, recreation or fitness centers do you or
other household members belong? (OPEN-ENDED)

Any others?

(OPEN-ENDED) (ACCEPT UP TO 3 REPLIES)

1 Anytime Fitness

2 BGT Sports Performance & Gym

3 Club 7 Fitness

4 9Rounds - Keamey

5 Premier Fitness

6 YMCA of Greater Kansas City (SPECIFY LOCATION:)
96 (OTHER - SPECIFY:)

99 (DON'T KNOW) (SKIP TO Q4)

3A. (IF ONLY ONE MENTION IN Q3, SAY:) Is that membership for
an individual, you and a spouse, or a family?

(IF 2+ MENTIONS IN Q3, SAY:) Are those memberships for an
individual, you and a spouse, or a family?

(OPEN-ENDED — ACCEPT MULTIPLE REPLIES)

1 Individual

2 Respondent and spouse

3 Family (includes single parent plus dependents)
4 (DON'T KNOW)

4. Prior to this survey, were you aware of possible plans to build either
a new community center with a pool or an aquatic facility in Keamney?
(OPEN-ENDED)

1 Yes
2 No (SKIP TO Q5)
3 (NOT SURE) (SKIP TO Q5)

4A. What have you heard? (OPEN-ENDED & PROBE)

5. Two possible options are being considered. Based on what you
may have heard or just your impression at this time, which of the
following two options would you prefer or do you think would be best?
(READ RESPONSES 1-2 IN RANDOM ORDER)

1 FULL-FACILITY YMCA COMMUNITY CENTER that includes
competitive and recreational pools

2 AQUATIC CENTER that has competitive and recreational pool
facilities ONLY (SKIP TO Q6B)

3 (NO PREFERENCE) (SKIP TO Q7)

4 (NOT SURE) (SKIP TO Q7)

(ASK Q6A IF Q5=1. OTHERWISE, SKIP TO Q6B)
6A. Why do you prefer the YMCA community center option?
(OPEN-ENDED & PROBE FOR SPECIFICS)

(ASK Q6B IF Q5=2. OTHERWISE, SKIP TO Q7)
6B. Why do you prefer the aquatic center only option?
(OPEN-ENDED & PROBE FOR SPECIFICS)
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7. If 2 new (ROTATE A-B) was built and located in Keamey, how
likely would YOU OR OTHERS IN YOUR HOUSEHOLD be to use this
facility, assuming the cost was what you considered to be reasonable?
Do you think you...

(READ RESPONSES)

A YMCA COMMUNITY CENTER
B AQUATIC CENTER

1 Definitely would
2 Probably would

3 Might

4 Probably not

5 Or, definitely not
6 (NOT SURE)

(ASK Q8 IF Q7A=4-5. OTHERWISE SKIP TO Q9)
8. Why are you NOT likely to use a new YMCA facility in Kearney?
(OPEN-ENDED & PROBE FOR SPECIFICS)

(ASK Q9 IF Q7A=1-3 OR 6. OTHERWISE SKIP TO Q10)

9. If a new YMCA facility was located in Keamney, which of the
following two locations would you prefer or do you think is best?
(READ RESPONSES 1-2 IN RANDOM ORDER, THEN 3)

1 The Price Shopper area on the southeast corner of Highway 92 and
Interstate 35

2 The property next to Keamey High School

3 Or, would these two locations be equally acceptable to you?

4 (NOT SURE)

5 (NEITHER LOCATION — DISLIKE BOTH)

(IF Q7A=5, SKIP TO Q15. OTHERWISE, ASK:)

10. Next, I'm going to mention several possible facility features and
amenities that a YMCA Community Center located in Keamey could
include. For each one, please rate how important having that feature
would be for YOU OR SOMEONE IN YOUR HOUSEHOLD, using a
1 to 10 scale where “1” equals NOT AT ALL IMPORTANT and 10"
equals EXTREMELY IMPORTANT.

(ROTATE A-R) (REPEAT SCALE AS NEEDED)

A Cardio equipment

B Climbing wall

C Community rooms

D Cool water lap pool

E Free weights

F Gymnasium

G Indoor recreation pool

H Indoor warm water therapy pool

I Indoor lap or competitive swim pool

J Machine weights and strength training equipment
K Outdoor recreation pool and spray park

L Sauna and steam room

M Teaching kitchen

N Walking track

O Whirlpool

P Women-only fithess area

Q Familylyouth fitness area

R Teen center with computers, interactive games, café and fitness

1 Not at all important

CONOUNAWN

10 Extremely important
11 (DON'T KNOW)

11. Are there any children under 18 living in your househoid?
(OPEN-ENDED)

1 Yes
2 No

36



YMCA of Greater Kansas City — Keamey Feasibility Study (173)

PAGE 4

12. Next, I'm going to mention several possible programs and services
that could be offered at a YMCA Community Center located in
Keamey. For each one, please tell me how likely YOU OR SOMEONE
IN YOUR HOUSEHOLD would be to use that program or service in the
next few years, assuming the cost was reasonabie.

The first/nextone is...

(INSERT A-FF / ROTATE GROUPS)

(READ RESPONSES THE FIRST FEW TIMES, THEN AS NEEDED)

SWIMMING

A Adult swimming lessons

B (ASK ONLY IF Q11=1) Youth swimming lessons
C Indoor lap swimming

D Group water exercise classes

E Competitive swimming

F Lifeguard classes

EXERCISE/ FITNESS/ WEIGHT LOSS

G Family exercise classes

H Group exercise classes for individuals of all ages
I (ASK ONLY IF Q11=1) Youth exercise classes

J Group exercise classes for seniors

K Starter fithess programs

L Weight loss programs

M Martial arts

SPORTS

N Adult sports leagues

O Sports leagues for seniors

P (ASK ONLY IF Q11=1) Youth sports leagues

EDUCATION / REHAB

Q Blood pressure management program

R Cancer support wellness program

S Cardiac rehab program

T Diabetes prevention program

U Health education classes

V Nutrition and healthy cooking classes

W (ASK ONLY IF Q11=1) Youth obesity prevention program

CHILD CARE / SCHOOL

X (ASK ONLY IF Q11=1) Academic enrichment and tutoring for
school age children

Y (ASK ONLY IF Q11=1) Before and after school child care

Z (ASK ONLY IF Q11=1) Drop-in childcare while parents workout
AA (ASK ONLY IF Q11=1) Full-day preschool child care center for
working parents

BB (ASK ONLY IF Q11=1) Full-day summer camp

OTHER

CC Programs for individuals with special needs

DD Senior activities such as card clubs, field trips, and seminars
EE (ASK ONLY IF Q11=1) Teen leadership programs

FF (ASK ONLY IF Q11=1) Youth enrichment programs

1 Definitely would use
2 Probably would

3 Might

4 Probably not

5 Definitely not use

13. A variety of different types of memberships are available to
anyone interested in joining a YMCA. If you and/or others in your
household were to even consider joining and using the proposed new
YMCA facility in Keamey, which of the following describes the type of
membership that would BEST FIT your household situation and
POTENTIAL interest, assuming a reasonable cost? Membership for...
(READ RESPONSES)

(IF “DON’T KNOW” SAY:) I'm sorry, don't know is not an option for
this question.._just your best guess is fine.

1 One aduit

2 One adult with children

3 Two adults

4 Two adults with children

5 One senior age 65+

6 Two seniors age 65+

7 (NO POTENTIAL INTEREST OF ANY TYPE) (SKIP TO Q15)
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14. How likely would you be to consider a membership for

[INSERT Q13 REPLY]

to this new YMCA facility in Kearney if the cost was

(INSERT A-C/ D-F/ G-/ J-L/ M-O AS APPROPRIATE, UNTIL
“DEFINITELY WOULD” REPLY OBTAINED, THEN SKIP TO Q15)
(READ RESPONSES)

(IF “DON’T KNOW” SAY:) I'm sorry, don't know is not an option for
this question...just your best guess is fine.

(IF Q13=1, ASK A-C)
A $54 per month
B $49 per month
C $44 per month

(IF Q13=2-3, ASK D-F)
D $72 per month
E $67 per month
F $62 per month

(IF Q13=4, ASK G-)
G $78 per month
H $73 per month
1 $68 per month

(IF Q13=5, ASK J-1)
J $48 per month
K $43 per month
L $38 per month

(IF Q13=6, ASK M-0)
M $69 per month
N $64 per month
O $59 per month

1 Definitely would
2 Probably would
3 Might

4 Probably not

5 Or, definitely not

(IF ANY Q14=1, SKIP TO Q16. OTHERWISE, ASK:)

15. As you may or may not know, the YMCA is committed to serving
the entire community, regardless of one’s financial means. If your
household qualified for financial assistance and the membership fee
was discounted by...

(INSERT A-C IN ORDER UNTIL “DEFINITELY WOULD” REPLY
OBTAINED, THEN RECORD ALL OTHER AMOUNTS AS “17),
how likely would you be to consider a membership to this new YMCA
facility in Keamey?

(READ RESPONSES)

(IF “DON'T KNOW” SAY:) I'm sorry, don’t know is not an option for
this question...just your best guess is fine.

A 10%
B 20%
C 30%

1 Definitely would

2 Probably would

3 Might

4 Probably not

5 Or, definitely not

6 (KNOW WOULD NOT QUALIFY/ NOT APPLICABLE) (SKIP TO
Q16)

16. Based on your experience, what you may have heard, or just your
impression, would you say your opinion of the YMCA organization and
its impact on communities is

(READ RESPONSES)

1 Very favorable

2 Somewhat favorable
3 Neutral

4 Somewhat negative
5 Very negative

6 (REFUSED)

(ASK Q16A IF Q16=4-5. OTHERWISE SKIP TO Q17)
16A. Why is it negative?
(OPEN-ENDED & PROBE FOR SPECIFICS)
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17. Do you live within the city limits of Keamey?
(OPEN-ENDED)

1 Yes
2 No (SKIP TO Q19)
3 (NOT SURE)

18. Keamey residents might be asked to vote on a property tax levy to
help fund a new YMCA facility in Keamey. If passed, this would
amount to a property tax increase of one-hundred forty doliars ($140)
PER YEAR on a home with an assessed value of $100,000, or
two-hundred eighty dollars ($280) PER YEAR on a $200,000 home.

If you were voting today, would you vote FOR or AGAINST a property
tax increase to help fund this new YMCA facility?
(OPEN-ENDED)

(IF RESPONDENT SAYS “FOR,” ASK:)
1 Strongly FOR
2 Or, moderately FOR

(IF RESPONDENT SAYS “AGAINST,” ASK:) Are you
3 Moderately AGAINST
4 Or, strongly AGAINST

(IF RESPONDENT SAYS “UNCERTAIN,” ASK:) Are you
5 Leaning FOR

6 Or, leaning AGAINST

7 (COMPLETELY UNDECIDED)

8 (WOULD NOT VOTE ON THIS ISSUE)

18A. And how likely are you to actually vote in the next election?

Would you say you are
(READ RESPONSES)

1 Absolutely certain to vote
2 Very likely to vote

3 Possibly will

4 Not likely to vote

5 Or, definitely will not vote
6 (DON'T KNOW/ NO IDEA)

And now | have just a few last questions for classification
purposes only.

19. Do you or does anyone in your household work...(ROTATE A-B)

A In Downtown Kansas City
B In Keamey

1 Yes
2 No
3 (REFUSED)

20. Do you own or rent your current residence? (OPEN-ENDED)

1 Own
2 Rent
3 (REFUSED)

21. What is your current marital status? (READ RESPONSES)

22. Considering all wage eamers for your household, was your total
household income, before taxes, in 2015...7
(READ RESPONSES)

1 Under $25,000

2 $25,000 to under $50,000
3 $50,000 to under $75,000
4 $75,000 to $100,000

5 or over $100,000

6 (REFUSED)

That concludes the interview. | just need to verify that | reached you at

(INSERT PHONE NUMBER)

(IF NOT CORRECT, RECORD NUMBER:)

In case my supervisor wants to verify | completed this survey, can |
have your first name?

(RECORD NAME)

Thanks so much for your time and opinions — have a great evening/day!
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