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YACHTING NEW ZEALAND
STATEMENT OF STRATEGIC DIRECTION 

2025-2035

Page header here

PURPOSE

Sailing and boating has growing participation in NZ, through 
being more accessible, relevant and inclusive.

LONG-TERM STRATEGIC OUTCOMES

ENABLING OUTCOMES

To grow sailing and boating and inspire more New Zealanders through our sport.

Participation High-performance and pathways
The NZL Sailing Team consistently delivers Olympic and world 

championship medals and inspires New Zealanders.

Sailing and boating clubs and communities Yachting New Zealand leadership

Sailing and boating clubs deliver accessible, safe and 
quality experiences.

Yachting New Zealand is a sustainable and trusted organisation 
that adds value to the sport in NZ. 

LONG-TERM OUTCOMES
Participation High-performance and 

pathways
Sailing and boating clubs Yachting New Zealand 

leadership
Participation-growth.

 
Interest in and following of 

sailing.

Olympic medals.

  World championship medals.

     Developing and retaining athletes 
and coaches.

Clubs are capable and sustainable.

   Clubs deliver quality experiences.

     YNZ services add value to clubs.

YNZ revenue growth and 
diversification.

        
Staff culture and engagement.

 Good governance.



YACHTING NEW ZEALAND
OUR COMMITMENT TO OUR COMMUNITY

Page header here

FAIRNESS, RESPECT AND CARE

A POSITIVE IMPACT

PURSUIT OF EXCELLENCE

We treat everyone with fairness, respect and care. We create a safe, inclusive 
environment where people feel valued.

From everyday actions to long-term impact, we leave people, places and our sport 
better than we found them.

We pursue excellence through constant learning, innovating and adapting. 
Curiosity, creativity and continuous improvement guide us – because 

standing still isn’t an option.

COMMUNITY CONNECTION

Together, we grow a stronger, more connected sailing and boating community.



Club insurance Strategic priorities 2025-2028

Our partnership with Aon 

• Renewing longstanding and successful partnership (12 years+).  
• Benefits include youth development via pathway programmes, and decade-long commitment to clubs 

via club scheme (e.g. Taipa Sailing Club).
• Increasingly challenging market and impacts of climate change on placing insurance solutions within 

coastal environments. 
• Aon have entered into referral arrangement with AMI, offering members best of both worlds - 

commercial risk advice from Aon, and personal insurance from AMI.



Club insurance Strategic priorities 2025-2028

Our partnership with Aon 

• Dinghy scheme impacted by this new partnership – from March 1, 2026, all renewals handled by AMI.
• How can we maximise benefit to clubs? Early discussion about enabling clubs to earn passive income 

through a referral scheme. If club members adopt Aon as their insurer, earn a share of commission.
• Also becomes enduring – income generated for as long as the agreement is in place.
• Acknowledge the importance of early engagement with your broker – have a chat with Campbell.  
• Feedback welcome – details to be communicated with clubs in due course.



Strategic priorities 2025-2028

The rationale

• Based on desire to provide more value to 
clubs and is in response to feedback from 
clubs requesting more enhanced 
specialist support and expertise than 
currently offering.

• Collected through most recent club 
survey conducted in 2024, and feedback 
from various members of the sailing 
community across NZ.

• No extra cost to clubs. Two-thirds of 
affiliation fee spent on the RDM 
programme 

• Regional distribution to remain 
unchanged - requirement of NZCT 
funding. 

RDM programme restructure



RDM programme restructure Strategic priorities 2025-2028

The roles

Regional development and coaching manager
Regional development, governance 

and advocacy manager

Regional development, sustainability 
and inclusion manager

Regional development, safety and 
compliance manager



Strategic priorities 2025-2028Yachting New Zealand’s new HQ

11 Omana Road, Milford



State of the nation: Club data

Raynor Haagh
National sport development director

Yachting New Zealand



Club membership State of the nation: Club data

Over the last 5 years:

Membership stable/increased 
= 56 clubs

Membership decreased 
= 50 clubs



Club membership State of the nation: Club data

Club size

74 clubs < 200 members 
Total membership: 5,484

32 clubs > 200 members 
Total membership: 17,111



Club membership State of the nation: Club data

Demographics – age & gender*

Overall: 71% male, 29% female

Under 18: 64% male, 36% female

Over 60: 83% male, 17% female
60 plus 51 to 50 41 to 40 31 to 40 19 to 30 13 to 18 Under 12

Age & Gender

Female Male
*2023/2024 season



Club membership State of the nation: Club data

Demographics – ethnicity*

90% European
*2023/2024 season



Voice of the Participant 2024 State of the nation: Club data

Voice of the Participant 2024

• Survey conducted in March and April 2024 in 
conjunction with Sport New Zealand with 828 
respondents.

• Members asked to share views on the state of 
the sport in the country in several areas.

• Similar results to  the last VoP survey in 2021, 
with club members overall remain positive 
about the club environment.



Voice of the Participant 2024 State of the nation: Club data



Voice of the Participant 2024 State of the nation: Club data



Club survey 2024 State of the nation: Club data

Club survey 2024

• Conducted between May and October 2024 with 102 of 
106 affiliated clubs surveyed.

• This was done through with clubs. face-to-face meetings 



Club survey 2024 State of the nation: Club data

Club committee best practice matrix

Best practice = club strategic plan + budget 

+ health and safety documents reviewed 
regularly + succession plan

34 clubs have all four best  practices in place.



Club survey 2024 State of the nation: Club data

55 clubs are now a Persons Conducting a Business or Undertaking 
(PCBU) - 22 more than in 2022.

Who clubs are employing:



Club survey 2024 State of the nation: Club data

By club size

• < 200 members, rating =  7.2 / 10

• > 200 members, rating is = 6.2 / 10

Average rating 
across all clubs 

= 6.9/10

How well is YNZ meeting clubs’ needs?



Club survey 2024 State of the nation: Club data

1. Growing membership
2. Coaching/sailor 

development 
programmes

3. Resourcing supporting
operations (rescue boats,

equipment, coaches)
4. Resourcing clubhouse,

facilities, assets, storage 
rebuild etc.

5. Training/upskilling
volunteers (ROs, club 

 committees)

Club strategic priorities

53 clubs have 
specific strategies in 

place to achieve their 
identified priorities. 



Club survey 2024 State of the nation: Club data

What clubs want support with now and in the future

Environmental and infrastructure support: 
Assistance with environmental issues, marina 
upgrades, and land lease renewals.

Strategic advice: Guidance on club strategy, 
including foiling integration and planning.

Community engagement: Help with building 
relationships with local schools and the community.

Risk management: Help with risk management 
and ensuring compliance with regulations.

Online training: Better and more accessible online 
training courses and qualifications.

Media and communication: Increased media 
focus and better communication through Briefings 
and social media.



Club survey 2024 State of the nation: Club data

Coaching and training: 
Continued support for coaching 
programmes, including LTS instructor courses, 
powerboat qualifications, and mentoring.

Representation:
Advocacy for non-Olympic pathways and better 
representation for clubs outside Auckland.

What clubs want support with now and in the future

Event support: 
Help with organising and promoting events, 
regattas, and major competitions.

Volunteer management: Strategies and 
support for managing and recruiting volunteers.



State of the nation: Club data

Questions



Gaming and grant funding

Samantha Alexander
National compliance and grants manager
The Lion Foundation



Funding Workshop



Class 4 Sector in NZ

Class 4 = gambling in pubs on electronic  gaming 
machines

Multiple Class 4 Societies in NZ

All these societies/funders operate differently, 
fund different things, have different interests, use 
different systems

Very advantageous to know what societies are in 
your area and the kinds of things they prefer to 
fund.



Venues in area 
LIKELY TO BE FUNDED

UNLIKELY TO BE FUNDED
 

To be funded by TLF – your 
organisation should sit within a 5 
km radius of the venues highlighted 
in red .



Criteria For Funding- 
TLF specific

To qualify for a Class 4 grant your organisation must be 
incorporated.  

Charitable Trust  - provide Charities Commission registration.  
Trust Board to be incorporated in terms of Charitable Trust Act.

All grants can only be made for Authorised Purposes.

Incorporated Society – must be not for profit, must provide IRD 
income tax exemption as proof (schools exempt) .  

Information about Income Tax Exemptions – see TLF website for 
one pager 

Clubs should be affiliated to a regional/ national body. 

One successful grant within a 12 month period (Funding received).  
If declined – reach out to Grants Advisor before applying again.



FAQs 
 

When are the cut offs for applications? There aren’t any – 
but allow 8-10 weeks for decision. 

What is changing – Constantly reviewing what we do.  What 
was ok two years ago may not be today. 
Do you fund salaries? Please contact a Grants Advisor 
before applying  - but probably NOT 

How much can I apply for? No magic number 

My event has been cancelled can I spend the money on 
something else? No 

Do you fund capital projects? Yes – once consents issued.  

What if we don’t have income tax exemption? The grant will 
be declined
Can I apply for individual expenses? No – no community 
benefit 



New Grants Portal 
versus old  - AUDITS 

 

Grants prior to 16 December 2024 – Old System

Grants January 2025  – COMs System 



Common Mistakes made 

Resolutions 

Applicants submit a 
resolution that authorises 
applying to a different C4 

Society;

Purpose of application 
doesn't  match the actual 
propose in the paperwork;

Amount in resolution 
doesn’t correspond to 
amount in paperwork.

Competitive Quotes 
& Cost evidence 

Just because you don’t 
want to find a competitive 
quote doesn’t mean that 

we will accept this

“We have a sponsorship 
arrangement – thus must 
use the supplier per the 

sponsorship agreement” 

Competitive quotes that 
don’t actually compare 

apples with apples.

Internal Budgets is not 
cost evidence/quote

Targeted 
application 

Not just an information 
dump – which advisors 

have to spend a lot of time 
sorting through.  Try to 

align previous successful 
grants with current 

application

Who benefits ?

Main contact and Second 
contact cannot receive a 

benefit from the grant (DIA 
guidelines)- 

Examples – contracted 
wages, salary, own supply 

shop 

Retrospective/ 
Unauthorised 

spending 
Applying isn’t the same as 
receiving funding – wait to 
hear back from TLF before 

purchasing

Check what you can spend 
on – Authorised purpose is 

listed in your grant 
approval email- don’t add 

items not listed

Multiple 
applications in 12 

month period 
One successful 

application per 12 - month 
period . The date that 

funding has been received 
should be your guideline.



Authorised Purpose
• All grants can only be made for Authorised Purposes. 
• Grants distributed must be used for the specific purpose it was applied for AND approved.  This question 

below is therefore quite important and assists the Grant advisors in determining whether or not the 
purpose is an Authorised Purpose :

• Once a grant has been approved, it is very rare that Authorised Purpose can be amended. If you have 
asked TLF to amend the Authorised purpose and we are able to do this - please insist on a confirmatory 
email☺.  

• Unauthorised spending of grant funding will result in a request for a refund of said monies. 

• Audit - Adhere to the audit timeframe – this is determined by the grants advisor when assessing your 
grant. If you encounter timing problems – communicate sooner rather than later.  Insist on an email if we 
agree to change timeframes ☺.



What cannot be funded 
What we cannot fund – in terms of Gambling Act and TLF policy;-
Not an exhaustive list
Website – please note that it isn’t fully comprehensive  - cannot put all info in website.

•  A grant cannot be given to you if you have already spent the money and want to be reimbursed. Where an 
event has occurred, or a purchase already made – we cannot reimburse your expenditure.

• International Travel 
• Fuel charges 
• Alcohol; bar related expenses (eg: club room reno’s that include your bar area)
• Koha; Food items; per diems 
• Events with substantial prizes (over $300) for 1st, 2nd or 3rd placings. 
• Grants cannot be distributed to pay professional athletes; costs associated with professional sports
• Grants for individuals  
• Grants which have already been funded by another funder – “double dipping”
• Certain racing industry prizes; other cash prizes
• First Aid kits; footwear; training kit; warm up gear; socks; sports bags 

  



If You Are Successful 

1

Wait for formal 
confirmation – 
this is usually 
done by way of 
email.  If the 
money is paid 
into the bank 
account – but 
you have not 
received an email 
– get in touch. 

2

Read the email – 
specific 
information is 
conveyed to you.

3

Spend the 
money! But 
remember – only 
on what you are 
permitted to 
spend it on – 
Authorised 
Purpose.

4

Complete the 
audit within 
the stated 
timeframe 
but ideally 
complete it 
as soon as 
possible. 

5

Share your 
organisations 
success and 
the impact of 
the grant . 



Avoiding having to 
Refund a Grant  







How Can You Say Thanks?
Contact us to talk about possible communications and engagement- 
info@lionfoundation.org.nz or Gean.niu@lionfoudation.org.nz

• If practical, place the logos of TLF on what we funded and acknowledge the funding 
on your website

• Please send  TLF photos of your project so that we can share on social media
•  Follow us on Facebook/Instagram and like/share our posts.
• Tell your story on Facebook and how the funding helped and tag us in.
• There is TLF signage available to borrow free of charge for events. Can be booked 

through our website.  

mailto:info@lionfoundation.org.nz
mailto:Gean.niu@lionfoudation.org.nz


Any Questions?

The Lion Foundation website is a great 
resource. If you are unsure of anything, that 
should be your first stop.

www.lionfoundation.nz

All your grants team contact details are 
there also.

Phone number 0800 802 908



Radix

Mike Rudling 
Co-founder, CEO & CTO

Radix
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Morning tea

Back at  11 am



The performance pathway

Ian Stewart, Geoff Woolley & Sam Mackay
High-performance team

Yachting New Zealand



Lunch

Back at  1 pm



Bringing sustainability to life

Sally Carson
Director

New Zealand Marine Studies Centre



Supporting club volunteers

Michelle Kitney
Chief executive

Volunteering New Zealand



Best Practice 

Guidelines

Te Anga Whaitake

An Introduction



Review Research Framework Sense 
Check

Co-design Synthesize

Development  process

With thanks to over 300 people and organisations 
who contributed to creation of our guidelines



The 

volunteer
life cycle



Using the BPGs

New and young volunteers 

know what good looks like 

Key information and 

templates

Easy access to tools 

and useful stuff

Advocate for 

volunteers 

within your  

organisations

Dip in for 

some ideas

Design internal 

training for those 

working with 

volunteers

Design 

organisational 

volunteer strategy





Practice area one

Recruit and engage 
volunteers



Practice area one

Recruit and engage volunteers

Principles

• A positive organisational approach to diversity, inclusion and equity is in place.

• A proactive approach to making volunteering accessible is in place (including removing any 

barriers to access).

• Volunteers reflect the communities that their organisations serve.

Volunteer needs

• Easy to access information about the role, the organisation and recruitment process.

• To have a welcoming and positive recruitment experience.

• To feel like they can be their full selves within the organisation.

• To have their needs and interests understood (including volunteers with a disability).

• Clarity on what is required to volunteer with the organisation.

• A timely, seamless, and engaging recruitment experience.



Practice area 1

Define roles and expectations

► Strategic board composition

► Clear role descriptions and documented expectations

► Clear information on time commitment.

►  Have a clear and robust appointment process.

Before you start recruiting 

 board volunteers



Practice area two

Welcome and 
onboard volunteers



Practice area two

Welcome and onboard volunteers

Principles

• Relationships are at the heart of volunteer engagement and involvement.

• Volunteers experience a warm welcome and a positive onboarding.

• Policies and procedures are in place to ensure volunteers are welcomed, trained and inducted 

appropriately. 

Volunteer needs
• To feel welcomed and appreciated for who they are and what they bring.

• To understand the organisation’s kaupapa (purpose) and ensure it’s a good fit for them. 

• To have clear expectations of the role requirements and the skills and training required. 

• To communicate their needs and preferences, including any access needs. 

• To understand how to navigate the organisation, including organisational culture, and how its volunteer 

systems work. 

• To feel socially connected with the organisation (whanaungatanga). 

• To be assured of confidentiality/privacy as appropriate. 



Practice area 2

1. Onboarding process: Steps from the recruitment to the first board 

meeting to make volunteer board members feel welcome.

2. Induction activities: Introducing boards to their roles and 

responsibilities, the key information about the organisations and 

operations team.

3. Create a welcoming and supportive environment: Maintaining 

volunteer commitment through effective communication and support.

Onboard and retain volunteer boards



Practice area 2

Starts from the moment you offer the role. It involves connecting with them, 

welcoming them and helping them feel like part of the team before their 1st 

day. Topics include: 

► Your organisations culture and values.

► How they fit into the structure.

► What is expected from them.

► What support is available.

► How they stay connected.

► An induction and development plan.

Onboard to retain board members



The 

volunteer
life cycle



Practice area seven

Exit volunteers



Practice area seven

Exit volunteers

Principles

• Volunteering is a choice, and a volunteer may leave at a time that suits them. 

• Exiting is an important part of the volunteer life cycle journey and relationships can be maintained 

even when the volunteer leaves the organisation. 

Volunteer needs

• To know they can leave the organisation and will be supported to do this. 

• To know their succession will be proactively managed. 

• To have skilled volunteer managers to assist with the transition. 

• To be kept connected with the organisation if they wish. 

• If they are asked to leave, that there are good processes in place. 



► What could you differently to make exits more positive 

and meaningful? 

Reflection 



Engaging younger volunteers

1. Make it purpose driven

2. Use social media and digital tools

3. Offer short-term and flexible commitments

4. Make it social and fun

5. Provide skills and career benefits

6. Empower them with leadership roles

7. Recognise and celebrate their contributions



Questions?

Thank you for coming today!

www.volunteeringnz.org.nz



Q&A session

Yachting New Zealand 
board & management 



What can my club do to increase its 
membership?

Q&A session



What opportunities are there in the 
South Island for YNZ-supported sailing 

development - like more advanced 
courses for coaches and sailing clinics 

for youth sailors?

Q&A session



What is the latest around the incoming 
Incorporated Societies Act changes and 

its impact on clubs' constitutions?

Q&A session



What advice would you give to parents 
of young sailors who are just entering a 

competitive phase of sailing?

Q&A session



Questions from the floor

Q&A session



Closing remarks

Greg Knowles
Board chair

Yachting New Zealand



Afternoon tea

Thank you
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