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Commercial Guidance for Not-for-Profit Archery Clubs
Not-for-profit clubs often rely on partnerships and volunteers to deliver value to their members while maintaining financial sustainability. One increasingly popular approach is to enlist the help of commercial businesses, such as professional coaching companies or individual contractors. To deliver coaching, school sessions or similar sessions. This document outlines the key considerations for establishing such partnerships and legally splitting the revenue.

1. Understanding the Relationship: Contractor vs. Employee
When partnering with a commercial business or an individual coach, it is crucial to clearly define the nature of the relationship. In most cases, the coach acts as an independent contractor rather than an employee of the club. This distinction affects taxation, insurance, and liability.
· Independent Contractor: Maintains control over how the work is done, provides their own tools, and may work for multiple clubs.
· Employee: Works under the direction and control of the club, which is responsible for tax withholding and employee benefits. However, there is more information here around an, “Employee”.  Whose charges are ,”Made in the course or furtherance of an activity done as a private recreational pursuit or hobby”  https://www.ato.gov.au/forms-and-instructions/statement-by-supplier-not-quoting-an-abn 
A written agreement should explicitly define the coach or business as an independent contractor to avoid legal and tax-related issues.

2. Drafting a Service Agreement
A comprehensive service agreement is essential. Key components should include:
· Scope of Services: Outline what the coach will deliver (e.g., one-on-one coaching, group clinics, school programs).
· Duration and Termination: Define the length of the agreement and termination clauses.
· Revenue Sharing Model: Specify the agreed revenue split.
· Use of Facilities and Equipment: Clarify what resources the coach can access.
· Insurance and Liability: Ensure the coach/business holds public liability insurance and any required professional indemnity coverage.
· Booking and Payment Systems: Outline how sessions will be scheduled and how fees will be collected.

3. Revenue Sharing Models
Revenue from coaching sessions can be split in a variety of ways. The most common is a lesson split arrangement, where the coach retains a percentage of the lesson fee, and the club retains the rest.
A GolfVic representative provided the following guidance on this structure within their clubs;
"I’d say around 90% of golf coaches operate as contractors under a ‘lesson split’ arrangement with the venue. Typically, this might look like an 80/20 or 70/30 split of the lesson fee (in favour of the coach), though it can range from 60/40 to 80/20 depending on the agreement.
In some cases, coaches retain 100% of the revenue, particularly where the venue is happy to support the coach due to the business and foot traffic they’re bringing in.
The agreed split often includes access to equipment, use of the facility, and the venue’s booking/payment system. These arrangements are usually negotiated directly between the coach and the club."
In discussion with Tennis Victoria, they mentioned that a number of their clubs have a model where the coach or business will “rent a court”. For an agreed number of hours each week for a 3 month period. Which is less work for the club, as they don’t have to chase up regular invoices etc. and also assists the club with their cash flow. Then it’s up to the individual or business, how they want to utilize that time and charge their clients.

Not-for-profit clubs should consider:
· Facility Usage: What facilities are being used and maintained?
· Administrative Support: Is the club providing booking or customer service support?
· Membership Benefits: Will the sessions be discounted or exclusive to club members?

4. Legal and Tax Considerations
· GST and Tax Reporting: Ensure the coach or business is registered for GST (if applicable) and reports their income correctly.
· Insurance: Require proof of insurance to cover any potential liability.
· Working with Children Checks: If sessions involve minors, ensure that all legal working-with-children requirements are fulfilled.

5. Implications of Income for Not-for-Profits
While not-for-profit clubs can legally generate income, there are important guidelines to follow to maintain their not-for-profit status:
· Purpose of Income Use: Any income must be used to further the club’s objectives and not distributed to members, directors, or staff as profits.
· Record Keeping: Clubs must keep clear and accurate records to demonstrate how income is used.
· Unrelated Business Income: If income-generating activities are not closely aligned with the club’s core purpose, they may be subject to additional tax or scrutiny by regulators.
· GST and Tax Obligations: Clubs may still be required to register for GST and comply with income reporting requirements, depending on the level and nature of income.
· Impact on Charitable Status: For clubs with charitable registration, it’s important to ensure that all revenue-generating activities are consistent with charitable purposes to retain tax exemptions.

Not-for-profits are encouraged to seek professional financial or legal advice to ensure compliance with relevant legislation and regulatory requirements.

6. Mutual Benefits and Transparency
These partnerships work best when both parties are transparent and see mutual benefits. Regular reviews of the arrangement can help maintain alignment and address any issues early.
· Regular Reviews: Schedule reviews of the partnership to evaluate performance.
· Feedback Loops: Encourage feedback from members and coaches to improve offerings.
By formalizing partnerships with commercial coaching providers and establishing clear, legally sound revenue-sharing agreements, not-for-profit clubs can expand their offerings, enhance member satisfaction, and ensure financial and legal compliance.

7. Insurance Requirements
The insurance cover, extends to include coaches whilst they are performing their duties on behalf of the insured entity being Archery Australia Ltd. They can still charge the club for this.
If the coach decides to run this operation as a business and earn an income and is available to the public, then this is not covered. And is where a separate policy for the coach is required.
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