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FOREWORD

Bowling is one of the most resilient and rewarding segments of the global entertainment industry. With
over 100 million participants across more than 90 countries, it combines sport, social activity, and family
entertainment in a format that transcends cultures, age groups, and market conditions.

Yet for every thriving bowling venue, there are others that never reach their potential — not because of
a lack of demand, but because of avoidable mistakes in planning, concept selection, equipment choice,
and operations management.

This guide was written to eliminate those mistakes. From feasibility analysis and site selection to
staffing, marketing, and financial planning, every chapter gives you the practical knowledge to make
confident decisions — and to build a venue that performs year after year.

Throughout these pages, you will also see how Switch Bowling's approach — combining world-class
equipment, proven operational systems, and ongoing partnership support — sets a new benchmark for
what a modern bowling investment can look like.

Switch Bowling Team

© 2025 Switch Bowling | All Rights Reserved



THE BOWLING INVESTMENT GUIDE | Powered by Switch Bowling

HOW TO USE THIS GUIDE

This guide is structured to follow the natural sequence of a bowling investment — from the first question
to the opening day and beyond. You can read it cover to cover or jump directly to the chapter most
relevant to your current stage.

Sections marked with a % symbol highlight areas where Switch Bowling offers a specific solution,
product, or partnership advantage. These are not mere endorsements — they represent tested
approaches that have delivered measurable results across venues worldwide.

All figures, benchmarks, and case studies are drawn from real-world data. Use them as reference
points — not guarantees — and always validate them against your specific market and site conditions.
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CHAPTER 01

THE GLOBAL BOWLING INDUSTRY

Global market overview, key growth drivers, consumer behavior patterns, and the untapped
opportunities that make bowling one of the most attractive entertainment investments of the
decade.
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CHAPTER

THE GLOBAL BOWLING INDUSTRY

Global market overview - Growth drivers - Regional breakdowns - Consumer profiles - Untapped
opportunities

Bowling is one of the oldest organized recreational sports on the planet — and one of the most
misunderstood investment opportunities in the modern entertainment industry. To the uninformed
observer, it appears to be a mature, even declining market. To the informed investor, it is a category
undergoing one of the most significant transformations in its history: from traditional sport to premium
entertainment experience.

Understanding this transformation — its drivers, its data, and its geography — is the foundation of every
successful bowling investment. This chapter lays that foundation.

1.1 A Sport, a Business, and a Social Experience: Defining the Market

Bowling traces its origins back more than 5,000 years. Archaeological evidence from ancient Egypt and
Germany suggests that early forms of the game existed long before modern civilization. The ten-pin
format we recognize today was codified in the United States in the nineteenth century, and by the mid-
twentieth century bowling had become one of the most popular recreational activities in the Western
world.

But bowling's commercial history is not simply one of steady growth. The industry has moved through
distinct phases: a post-war golden era of packed league nights and neighborhood alleys; a prolonged
decline through the 1980s and 1990s as competition from home entertainment eroded participation; and
a more recent renaissance driven by a fundamental reinvention of what a bowling venue can be.

Today, bowling operates at the intersection of three overlapping markets: competitive sport, family
entertainment, and premium social experience. This triangular identity is what makes it uniquely resilient

— and uniquely versatile as a business model.

© 2025 Switch Bowling | All Rights Reserved 1



THE BOWLING INVESTMENT GUIDE | Chapter 01: The Global Bowling Industry

COMPETITIVE SPORT FAMILY ENTERTAINMENT PREMIUM SOCIAL

Leagues, tournaments, national The anchor activity for group EXPERIENCE

associations, and certified outings, birthday parties, school Craft cocktails, curated dining, and

athletes. A global sporting trips, and all-ages social events. entertainment — bowling as the
community with formal centrepiece of an upscale night out.

governance.

Why This Matters for Investors

A venue that can serve all three audiences — competitors, families, and social groups —
dramatically expands its addressable market and reduces dependence on any single customer
segment. This versatility is the single most important structural advantage bowling holds over
most entertainment categories.

1.2 Global Market Size, Growth Rates, and Regional Breakdowns

The global bowling industry encompasses bowling centers, equipment, services, and related
entertainment offerings. Market size estimates vary by scope, but the most comprehensive assessments
— including all revenue generated within bowling venues (lane fees, food and beverage, arcade, events,
merchandise) — consistently place the global market in the range of

$4 to $4.5 billion USD in 2024, projected to exceed $5.8 billion by 2032. Even conservative estimates
covering facilities only peg the market at nearly $1 billion and growing.

$4.0B+ ~4.1% 12,500+

Global market size (2024, full Projected CAGR through 2032 Commercial bowling centers
revenue scope) worldwide

These numbers tell only part of the story. The more instructive metric is the eatertainment segment —
venues combining bowling with premium dining, cocktails, and ancillary entertainment — which is
growing at a CAGR of 6.3%, nearly double the rate of the broader market. This segment will account for
a disproportionate share of new venue openings and capital investment through the end of the decade.

Regional Market Breakdown (2024)

Region Market No. of Centers CAGR (2024- Key Markets
Share (est.) 2032)

North America ~32-54% ~4,400 3.2% USA, Canada
Europe ~21% ~4,200 3.8% UK, Germany, France,
Nordics

© 2025 Switch Bowling | All Rights Reserved 2
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Asia-Pacific ~17% ~2,800 6.1% China, Japan, South
Korea, India, Australia
Middle East & Africa ~8% ~400 7.4% UAE, Saudi Arabia, South
Africa
Latin America ~5% ~700 4.2% Brazil, Mexico, Colombia

Sources: Market.us, Fortune Business Insights, Datalntelo, Cognitive Market Research (2024 estimates)

North America holds the largest share of the global market but is experiencing the slowest growth rate.
The US market, valued at approximately $3.8 billion in 2024, is a mature and highly competitive
landscape where success depends on differentiation rather than simply opening another center.

Europe is a bifurcated market: Western Europe has an established bowling culture with high-quality
venues; Central and Eastern Europe represent meaningful development opportunity, with lower venue
density and growing middle-class leisure spending.

Asia-Pacific is the most dynamic growth story in the global industry. China alone has seen an
estimated 8.5% CAGR in commercial bowling centers between 2019 and 2025. India, driven by
rapid urban mall development, is positioning bowling as a key anchor entertainment tenant in new retail
complexes. South Korea and Japan remain mature but sophisticated markets with strong league
cultures.

The Middle East represents arguably the highest-opportunity emerging region. With 27% growth in
bowling infrastructure investment recorded in recent years, and government-led initiatives to diversify
entertainment offerings in Gulf states, this market is rapidly moving from nascent to competitive.

6.1%

CAGR of the Asia-Pacific bowling market — the fastest-growing region globally (2024—2032)

1.3 Key Industry Trends: The Rise of Eatertainment and the Experience Economy

No single force is reshaping the bowling industry more profoundly than the structural shift in consumer
spending from products to experiences. Economists and market researchers have tracked this shift
across almost every discretionary spending category since the early 2010s — and bowling, uniquely,
was positioned at the intersection of the old economy and the new.

The result is a bifurcated market: venues that recognized the opportunity and transformed themselves
into entertainment destinations are thriving; those that did not are struggling with declining lane utilization
and rising costs. The investment lesson is clear:

© 2025 Switch Bowling | All Rights Reserved 3
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The Most Important Industry Insight

You are not investing in a place to throw a ball. You are investing in a destination where people
want to spend two to four hours of their discretionary leisure time — and their discretionary
spending. The bowling lane is the anchor. Everything else you build around it determines your
profitability.

The Five Major Trends Reshaping the Industry:

01

The Eatertainment Revolution

The most powerful commercial concept in modern bowling is the integration of premium food and
beverage. Research consistently shows that venues offering high-quality dining and cocktails
alongside bowling generate per-visit spending 40-55% higher than traditional centers. Craft beer
programs, curated menus, and lane-side table service have transformed the economics of the
category. In North America, major operators including Bowlero, Lucky Strike, and Main Event have
proven the model at scale. The concept is now rapidly proliferating across Europe and Asia-Pacific.

Technology as a Differentiator

Digital scoring systems with animated graphics, in-lane tablets for ordering and socializing, mobile
booking platforms, loyalty apps, and augmented-reality bowling experiences are no longer luxury
features — they are baseline expectations for modern entertainment consumers. Venues that invest
in technology consistently report higher repeat visit rates and stronger reviews across all platforms.

The Rise of 'Competitive Socialising'

Bowling fits perfectly within the broader trend of competitive socialising — activities that combine
friendly competition with social interaction in a premium environment. This trend has driven growth
across axe throwing, crazy golf, darts bars, and escape rooms. Bowling's advantage: it scales
efficiently, accommodates groups of all sizes, and has universal familiarity. It doesn't need to be
explained to the customer.

Corporate and Group Events as Revenue Anchors

Midweek lane utilization — historically the weakest period for bowling centers — has been
transformed by corporate team-building events, private hire packages, and organized leagues.
Corporate bookings now account for up to 25% of revenue at well-operated entertainment bowling
venues. This segment is less price-sensitive and more loyal than casual walk-in trade.

Post-COVID Resilience and the 'Revenge Leisure' Effect

While the pandemic caused severe short-term disruption to the industry — US bowling revenue fell
46% in 2020 — the recovery has been characterized by a structural upgrade. Many under-invested
or poorly located venues did not reopen. Those that did, or opened fresh, have benefited from pent-
up demand for shared physical experiences and a consumer base newly appreciative of out-of-
home entertainment.

© 2025 Switch Bowling | All Rights Reserved 4
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Key statistic: 64% of bowling center visitors in North America now cite food and beverage quality as a
key factor in venue selection — up from 41% in 2019. In Europe, 35% of newly opened or renovated
centers have adopted the full eatertainment model, and the figure is growing year on year.

1.4 Who Goes Bowling? Consumer Profiles and Behavior Patterns

One of bowling's most compelling commercial attributes is the breadth of its audience. Unlike most
entertainment categories that skew toward a specific demographic, bowling attracts a genuinely diverse
consumer base — which, when properly served, generates consistent demand across all days of the
week and all seasons of the year.

The Global Bowling Consumer:

67 million+ active participants globally, with 28 million classified as regular participants in organized or
semi-regular recreational play.

Segment % of Key Motivations Avg.
Vis Spend/Visit

Millennials (25—40) Friend groups, date ~35% Social experience, High

nights, birthday outings atmosphere, F&B quality
Families with Parents with children ~28% Safe activity, value Moderate—
children under 16 packages, fun for all ages High
Gen Z (18-24) Small peer groups, ~18% Instagram-worthy, tech- Moderate

spontaneous Visits enabled, competitive
element
Corporate groups Team events, client ~10% Unique experience, Very High
entertainment private hire, convenience

League / Sport Competitive, regular ~9% Performance, community, Moderate
bowlers participants competition

Estimates based on aggregated market research across North America and Europe. Segment proportions vary by venue concept and
location.

Millennials are the industry's most valuable commercial segment — they spend more per visit, are more
likely to return, and are disproportionately influential on group decisions. Their primary motivation is
social experience quality, not bowling performance. They will not return to a venue with dated facilities
regardless of price.

Families provide the volume. Weekend afternoon lane occupancy — bowling's historically strongest
period — is driven almost entirely by family groups. The key driver here is perceived safety, ease of

© 2025 Switch Bowling | All Rights Reserved 5
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booking, and value-for-money. Package deals, bumper bowling for small children, and convenient food
service determine loyalty.

Corporate groups are the hidden revenue engine. They book ahead, they spend on food and
beverages, they occupy entire lane blocks, and they almost never negotiate aggressively on price. A
venue with an effective corporate sales strategy can transform midweek occupancy from a problem into
a strength.

Gen Z represents the industry's future growth driver. 55% of consumers aged 18-34 cited bowling as
a preferred group activity in 2023 research. Their venue selection criteria are heavily influenced by
digital presence, aesthetic quality, and social media sharability — all factors that a well-designed modern
bowling venue can deliver.

55% 75%+ 25%

of 18—34 year-olds call bowling of modern bowling venues now of revenue at well-run
a preferred group activity (2023) offer family-friendly experience entertainment bowling venues
packages comes from corporate
bookings

1.5 Market Gaps and Untapped Opportunities for New Investors

For investors entering the market today, the most important question is not whether bowling is a viable
business — the data confirm that it is — but where the most attractive opportunities lie. Four distinct
opportunity categories stand out.

OPPORTUNITY 1 Emerging Geographies

Asia-Pacific and the Middle East are structurally underserved. Per-capita bowling center density
across South and Southeast Asia, the Gulf, and Sub-Saharan Africa is a fraction of Western
market levels — despite rapidly growing urban middle classes, expanding mall infrastructure, and
government policies actively encouraging leisure investment. First-mover advantage in these
markets is meaningful and defensible.

Key data points: China: 8.5% CAGR in centers (2019-2025) - India: rapid mall-anchored expansion - UAE &

Saudi Arabia: 27% infrastructure investment growth - Southeast Asia: Vietnam, Indonesia, Philippines —
emerging markets with minimal competition

OPPORTUNITY 2 Entertainment-Format Upgrades

In mature markets, the most attractive opportunity is not building new venues but upgrading
existing ones. Thousands of aging bowling centers in North America and Europe operate below
their revenue potential because of outdated facilities and single-format business models. An

© 2025 Switch Bowling | All Rights Reserved 6



THE BOWLING INVESTMENT GUIDE | Chapter 01: The Global Bowling Industry

investor who acquires an underperforming center and repositions it as an entertainment-first
venue can generate substantially higher returns on the invested capital than a greenfield build.

Key data points: Entertainment bowling CAGR of 6.3% vs 3.4% for traditional format - Per-visit spend
premium: 40-55% higher at eatertainment venues - Upgrade cost typically 30—50% of greenfield build cost

oppORTUNITY 3 Midweek Utilization Programs

Lane utilization on Tuesday, Wednesday, and Thursday is the single largest structural inefficiency
in the bowling industry. The investors and operators who have solved this problem — through
corporate packages, league programs, school partnerships, and dynamic pricing — have unlocked
revenue streams that their competitors leave on the table week after week.

Key data points: Corporate bookings: least price-sensitive, highest per-head spend - League programs:

guaranteed recurring revenue, 9-month annual commitment - School and university partnerships: volume
during off-peak morning hours

oPPORTUNITY 4 Hybrid Entertainment Anchors

The most successful new venue formats worldwide combine bowling with 3—-5 additional
entertainment formats: arcade, laser tag, escape rooms, mini golf, or VR. This hybrid model
dramatically increases dwell time — from an average of 90 minutes at a traditional bowling center
to 3+ hours at a well-designed entertainment complex — and creates multiple revenue touchpoints
per visitor. The economics are fundamentally different, and fundamentally more attractive.

Key data points: Average dwell time: 3+ hours at hybrid venues vs 90 minutes at traditional - Multiple

revenue touchpoints: lanes, F&B, games, events, memberships - Higher barriers to entry create competitive
moat once established

* Switch Bowling Perspective

Switch Bowling has been designed specifically to serve all four of these opportunity categories.
Whether you are entering an emerging geography, repositioning an existing venue, solving the
midweek utilization challenge, or building a hybrid entertainment complex from the ground up —
Switch's product range, operational systems, and investor partnership program provide a
structured path to execution. Chapter 7 covers the Switch model in full detail. The principles
introduced in the chapters that follow will help you make the investment decisions that get you
there.

CHAPTER 01 - KEY TAKEAWAYS

The global bowling market is worth $4B+ and growing at ~4% annually — with the

eatertainment segment growing at nearly double that rate.

© 2025 Switch Bowling | All Rights Reserved 7
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12,500+ commercial bowling centers operate worldwide, with North America dominant but
Asia-Pacific and the Middle East delivering the fastest growth.

Bowling's three-audience model — sport, family entertainment, premium social experience —
gives it unmatched versatility among entertainment investment categories.

The shift toward experience-based consumer spending is a structural tailwind for well-
designed bowling venues.

The four most attractive investor opportunities are: emerging geographies, entertainment-
format upgrades, midweek utilization programs, and hybrid entertainment anchors.

Continue to Chapter 02: Investment Fundamentals & Feasibility —

© 2025 Switch Bowling | All Rights Reserved 8
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CHAPTER

INVESTMENT FUNDAMENTALS &
FEASIBILITY

Critical questions - Feasibility framework - Market research - Capital requirements - Funding - ROI -
Business plan

Every successful bowling venue starts with a single decision made well before any equipment is
ordered, any lease is signed, or any contractor is hired. That decision is whether to invest at all —
and if so, precisely how, where, and in what format.

Most investment mistakes in the bowling industry are not made during construction or operations. They
are made in the planning stage, when insufficient research leads to misguided confidence — in a
location that cannot support the traffic, a concept that does not match the market, or a financial model
built on assumptions rather than data.

This chapter gives you the frameworks, data, and decision tools to avoid those mistakes. Work through
each section methodically. By the end, you should have a clear view of what your investment requires,
what it can realistically return, and whether this is the right time and place to proceed.

2.1 10 Critical Questions to Answer Before You Invest

Before any financial modelling or site negotiation begins, every prospective bowling investor should be
able to answer the following ten questions with confidence. An honest inability to answer any one of
them is a signal to pause and do more work — not to proceed.

Q1 Who exactly is my target customer, and how large is that population within my
catchment area?

Why it matters: A bowling venue without a clearly defined primary audience will try to be everything to
everyone and succeed at nothing. Know your core customer — families, young adults, corporates —
before you design a single element of the venue.

Q2 How many people live, work, or visit within a 20-minute drive of my proposed
location?

© 2025 Switch Bowling | All Rights Reserved 1
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Why it matters: Traffic volume is the single most reliable predictor of sustainable lane utilization.
Inadequate population density is almost impossible to overcome through marketing. As a rule of thumb,
a 12-lane entertainment venue requires a minimum catchment population of approximately 150,000—
200,000 within a 20-minute radius.

Q3 Who are my direct and indirect competitors, and what gap does my venue fill?

Why it matters: Direct competitors are other bowling venues. Indirect competitors are any entertainment
option competing for the same discretionary spending and leisure time. If you cannot articulate a clear
and credible differentiation strategy, you are entering a price war you cannot win.

Q4 What is my concept — sports bowling, entertainment bowling, or hybrid?

Why it matters: These are fundamentally different businesses with different equipment requirements,
staffing models, pricing structures, and customer expectations. Deciding this late wastes time and
money. Decide it first.

Q5 What is my all-in capital budget, and do | have 20-30% contingency built in?

Why it matters: Construction cost overruns, equipment delays, and fit-out complications are the norm,
not the exception. Investors who arrive at their opening with no contingency reserve are immediately
financially stressed. Those who planned for it are not.

Q6 Can | realistically generate the occupancy rates my financial model requires?

Why it matters: Most new venue business plans assume 60-70% lane occupancy. Industry data shows
that well-run entertainment venues average 45-55% annual occupancy; 70% is achievable only in peak
periods. Build your model around what is realistic, not what makes the numbers work.

Q7 What is my revenue mix — lanes, food and beverage, games, events?

Why it matters: Lane rental fees alone rarely produce the margins required for a viable business. A
bowling venue that generates less than 30% of its revenue from food and beverage is structurally
underperforming. Map your revenue mix before you map your floor plan.

Q8 What is my break-even occupancy, and how quickly can I realistically reach it?
Why it matters: Know the exact weekly lane utilization rate at which your venue covers all fixed and
variable costs. Most investors are surprised how low this number can be — and equally surprised by
how long it takes to reach it during a ramp-up period.

Q9 Do I have the operational team — or access to it — to run this venue well from day
one?

Why it matters: A badly operated excellent venue will fail. A well-operated average venue will succeed.
Operational capability — particularly the ability to manage equipment, staff, customer experience, and
F&B simultaneously — is non-negotiable. If you do not have this capability in-house, how will you
acquire it?
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Q10 What is my exit strategy?

Why it matters: No investment horizon is infinite. Whether you plan to operate long-term, sell to a
strategic buyer, or franchise the concept, knowing your exit shapes every decision from day one —
including how you structure financing, ownership, and brand development.

Investor Rule of Thumb

If you can answer all ten questions with specificity and data — not assumptions — you are ready
to proceed to feasibility. If you cannot, the money spent on additional research before committing
capital will be the best return you ever earn on any investment.

2.2 How to Conduct a Feasibility Study: A Step-by-Step Framework

A feasibility study is not a business plan. A business plan describes how you will operate a venture you
have already decided to pursue. A feasibility study tells you whether you should pursue it at all. It is the
most important document you will produce in the pre-investment phase — and it should be produced
before any significant capital is committed.

A comprehensive bowling venue feasibility study has seven components:

01 Market Demand Analysis

Estimate the total addressable market within your catchment area. Use population data, income
levels, age demographics, and leisure spending per capita to calculate the realistic demand for
your proposed venue. Compare this against any existing supply (competing venues) to identify
whether there is genuine unmet demand.

Site Assessment

Evaluate the physical characteristics of your proposed location: square footage, floor plate
dimensions (bowling requires specific unobstructed length), ceiling height, load-bearing capacity,
access to utilities, parking provision, visibility, and proximity to anchor tenants or traffic
generators.

Concept Validation

Test your proposed concept against your target audience. Conduct surveys, focus groups, or
structured interviews with potential customers in your catchment area. Validate price sensitivity,
format preference, and willingness to travel. This step alone has saved investors from costly
concept mistakes.

Capital Cost Estimation
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Produce a detailed, itemized capital cost estimate covering construction, fit-out, equipment,
technology, signage, pre-opening inventory, working capital reserve, and contingency. Engage at
least two specialist contractors and one bowling equipment supplier for indicative quotations. Do
not rely on per-square-foot averages alone.

Revenue and Operating Cost Projections

Build a 3-year bottom-up financial model. Project revenue by category (lane fees, F&B, events,
games) using realistic occupancy assumptions. Project operating costs using industry
benchmarks, then validated against local cost structures (labour, rent, utilities, insurance). Test
multiple scenarios: base case, optimistic, pessimistic.

Regulatory and Legal Assessment

Identify all permits, licenses, and approvals required to operate your venue in the target
jurisdiction. Assess the complexity and timeline of the approval process. Identify any potential
blockers — zoning restrictions, noise regulations, liquor licensing moratoriums — before you are
committed to a site.

Go | No-Go Recommendation

Synthesize all components into a clear recommendation. The output is not a list of findings — it is
a decision-support document that answers one question: does this investment make sense to
proceed with, under what conditions, and with what modifications? A good feasibility study
sometimes recommends not proceeding. That is a successful outcome.

~

Professional Feasibility vs. DIY

A professionally conducted feasibility study for a bowling venue typically costs $8,000-$25,000
depending on scope and jurisdiction. This is a rounding error against a total investment of $1-5
million. Investors who skip it to save the cost frequently spend multiples of that amount correcting
avoidable mistakes after construction begins.

2.3 | Market Research: Understanding Your Local Demand

National and global market data — including the figures presented in Chapter 1 — establish the
backdrop for your investment. They are not a substitute for local market research. A city with 500,000
residents that already has four bowling venues may have less demand for a fifth than a smaller city with
150,000 residents and none.

Local market research answers four questions that global data cannot:

Is there sufficient unmet demand?
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Estimate existing supply of entertainment options and compare it to estimated leisure spending
available in the catchment area.

Who exactly will visit, and how often?
Define your primary, secondary, and tertiary customer segments. Estimate visit frequency for each.
Calculate implied annual visits.

Y

What price can the market support?

Lane fee pricing is highly market-specific. A $30/hour lane rate that is standard in central London
would be unacceptable in a small regional town. Know your ceiling before you set your pricing
strategy.

=]

What do local consumers currently not have access to?
The absence of a specific entertainment format, dining concept, or experience in your market is an
opportunity. Gaps in local supply are more reliable demand signals than aggregate growth statistics.

9]

Practical market research tools for bowling investors:

Research Tool What It Reveals Cost | Accessibility

Population and census Age, income, household size, density Free — government databases
data within catchment radius
Foot traffic analytics Actual visitor patterns at competitor Subscription — typically $3,000—
(e.g., Placer.ai) venues and nearby anchors 8,000/yr
Consumer surveys Price sensitivity, format preference, Professional: $2,000-6,000 - DIY:
(online panels) visit frequency intention $200-600
Competitor site visits Occupancy estimates, pricing, Free — invest time, not money
customer experience quality,
weaknesses
Real estate broker data Retail lease rates, available sites, Free via broker relationship
anchor tenant mix nearby
Social listening / review What customers praise and criticise at Free — Google Reviews,
analysis comparable venues locally Tripadvisor

2.4 Competitive Landscape Analysis and Differentiation Strategy

Understanding your competition is not about benchmarking against it — it is about identifying the specific
gap your venue will occupy in the local entertainment market, and ensuring that gap is genuinely
valuable to consumers.
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Competitive analysis for a bowling investment operates at two levels:

DIRECT COMPETITION INDIRECT COMPETITION

e Other bowling centers within 20-minute drive » Cinemas, escape rooms, laser tag venues

* Indoor entertainment complexes with bowling e Restaurants and bars competing for group dining
» Franchise bowling brands operating in your  Arcades, mini golf, axe-throwing, go-karts
market .

Home entertainment (streaming, gaming)

Building your differentiation strategy:

Differentiation in the bowling industry operates across five dimensions. A new venue does not need to

win on all five — but it must win clearly on at least two, and be competitive on the rest.

Dimension What 'Winning' Looks Like What 'Losing' Looks Like
Concept & A coherent, well-executed design that Generic, dated, or inconsistent décor
Atmosphere feels fresh and intentional
Food & Beverage A menu and bar program that could Basic nachos and bottled beer from a
Quality stand alone as a destination fridge
Technology Modern scoring, mobile integration, Manual scoring, no booking system
Experience digital entertainment
Location & Easy to find, easy to park, logical for the Hard to find, poor parking, wrong
Accessibility target demographic neighborhood
Price / Value Customers feel the experience justifies Customers feel overcharged for an
Perception the spend underwhelming experience

2.5 | Startup Capital Requirements: What to Expect

The capital required to open a bowling venue varies considerably by size, concept, location, and market.
The figures below represent ranges derived from real venue projects across multiple geographies and
formats. They should be treated as informed benchmarks, not fixed budgets — always obtain site-
specific quotations from contractors and equipment suppliers before committing.

$500K-$1M $1.5M-$3M $3M-$8M+

Small venue (4-8 lanes, no full Mid-size venue (12-16 lanes + Large entertainment center
F&B) bar & kitchen) (20+ lanes + full F&B +
additional entertainment)

Detailed Cost Breakdown — Mid-Size 16-Lane Entertainment Venue:
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COST CATEGORY LOW HIGH NOTES

Lane equipment (16 $480,000 $880,000 Includes lanes, pinsetters, ball returns. Per-

lanes) lane: $30K-$55K

Scoring & AV systems $80,000 $180,000 Digital scoring, screens, sound system,
lighting

Construction & fit-out $400,000 $1,200,000 Varies by condition of shell; new builds cost
more

F&B equipment & $150,000 $400,000 Commercial kitchen, bar, espresso, display

kitchen fridges

Interior design & décor $80,000 $250,000 Furniture, flooring, wall treatments, signage

Shoe & ball inventory $20,000 $50,000 Rental shoes (all sizes), house balls, racks

Technology & POS $15,000 $45,000 Booking system, POS, loyalty program,
network

Pre-opening marketing $20,000 $80,000 Grand opening campaign, social media, PR

Licenses & permits $5,000 $30,000 Varies significantly by jurisdiction

Working capital reserve $80,000 $200,000 3-6 months operating costs; do not omit this

Contingency (15-20%) $120,000 $300,000 Non-negotiable — budget for the unexpected

TOTAL $1.45M $3.61M Typical range for a 16-lane entertainment
venue

Note: Figures exclude real estate acquisition or purchase costs. Lease deposits (typically 3—-6 months' rent) should be added separately.
Equipment costs assume new purchase; used or refurbished equipment can reduce costs by 20—-40% with appropriate due diligence.

2.6 Funding Options: Self-Finance, Bank Loans, and Partnerships

How you fund your bowling investment has a direct impact on your financial risk, your flexibility during
ramp-up, and your long-term return. There is no universally optimal funding structure — the right
approach depends on your capital position, risk tolerance, and the specific nature of your project.

Self-Finance (Equity Only)
What it is: Using personal or business capital exclusively. No debt service, full operational control,
fastest decision-making.

Considerations: Concentrates risk with the investor. Opportunity cost of capital is high. Only
appropriate when the investor has sufficient reserves that the investment does not represent a
disproportionate portion of net worth.

Best for: investors with substantial liquidity who want operational simplicity and no lender constraints.

Bank /| Commercial Lending

What it is: Traditional term loans or commercial real estate financing from banks or credit institutions.
Typically covers 50—70% of project cost.

Considerations: Requires strong personal or business financial history, a credible business plan, and

often personal guarantees. Interest rates and availability vary significantly by jurisdiction. Expect lenders
to require 30-50% equity contribution from the borrower.

© 2025 Switch Bowling | All Rights Reserved 7



THE BOWLING INVESTMENT GUIDE | Chapter 02: Investment Fundamentals & Feasibility

Best for: experienced operators with demonstrated cash flow history and strong balance sheets.

SBA | Government-Backed Loans (USA)

What it is: In the United States, SBA 7(a) and CDC/504 programs offer government-backed loans up to
$5M (7a) or $5.5M (504) with competitive rates and terms of 7-25 years.

Considerations: Requires US business entity and compliance with SBA eligibility. The 504 program is
particularly relevant for equipment-heavy projects like bowling centers. The 7(a) program is more
flexible for working capital and fit-out.

Best for: US-based investors building their first venue or expanding from an existing business.

Equipment Financing / Leasing

What it is: Many bowling equipment suppliers — including Switch Bowling — offer financing or leasing
structures that spread equipment costs over time, preserving upfront capital for construction and
working capital.

Considerations: Monthly lease costs for a 16-lane setup typically run $25,000-$40,000/month. This
dramatically reduces initial capital requirement but increases the ongoing fixed cost base. Ensure your
revenue model can absorb monthly payments before operations reach target occupancy.

Best for: investors with strong site and concept but constrained initial capital, or those entering new markets
where they prefer to minimise early risk exposure.

Joint Ventures and Strategic Partners

What it is: Co-investing with a financial partner, property developer, anchor tenant, or F&B operator.
Reduces individual capital exposure and can bring complementary expertise.

Considerations: Requires aligned objectives and clearly documented governance. Profit-sharing
reduces individual return. Works best when each partner brings something the other lacks — capital,
real estate, operational expertise, or brand strength.

Best for: investors who have identified a strong opportunity but lack either the capital or the operational
expertise to execute it alone.

* Switch Bowling

Switch Bowling offers flexible equipment financing structures that reduce the initial capital
requirement for venue investors. By separating equipment costs from construction and fit-out
costs, investors can allocate capital more efficiently across the project — and reduce the break-
even point by matching equipment payments to projected revenue ramp-up. Speak to a Switch
investment advisor about financing structures tailored to your project scale and market.

2.7 Return on Investment: Calculation Methods and Realistic Timelines

Return on investment in a bowling venture is not a single number — it is a function of concept, location,
capital structure, and operational excellence. The ranges below reflect real-world performance data
across venue formats.
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15-25% 20-35% 3-5 years

Annual ROI for well-run EBITDA margin target for Typical investment payback
traditional bowling venues modern hybrid entertainment period (full capital recovery)
venues

Revenue benchmarks by venue type:

Venue Type Annual Total Revenue EBITDA
Revenue/Lane (16 lanes) Margin
(est.)

Traditional (leagues + open $25,000-$40,000 $400K-$640K 10-15% 5-8 years
play)
Entertainment bowling $45,000-$70,000 $720K-$1.1M 18-25% 4-6 years
(mid-tier)
Premium eatertainment $70,000-$120,000 $1.1M-$1.9M 25-35% 3-5 years
Hybrid FEC (bowling + $80,000-$150,000+ $1.3M-$2.4M+ 28-38% 2.5-4 years

games + F&B)

Revenue per lane figures are estimates based on industry benchmarks. Actual performance depends on occupancy rate, pricing, market
conditions, and F&B contribution.

Simple ROI calculation method:

ROI FORMULA
Annual Net Profit + Total Capital Invested x 100 = Annual ROI (%)

Example: A 16-lane entertainment venue generates $1.4M in annual revenue with 25% EBITDA =
$350,000 net profit.
Total capital invested: $2.5M - Annual ROI = $350,000 + $2,500,000 x 100 = 14%

After debt service on a $1.5M loan at 6%: net annual profit = $260,000 -, Cash-on-cash ROl on
$1M equity = 26%

The key insight in this calculation is the leverage effect: a venue financed with a mix of debt and equity
can generate a significantly higher cash-on-cash return on the equity portion than an all-equity
investment — provided the venue generates enough EBITDA to comfortably service the debt. This is
why capital structure decisions in Section 2.6 are so consequential.

Factors that most significantly determine whether your ROI is at the high or low end of the range:

Impact on ROI Investor Controllability

F&B revenue as % of total High — +10-15pp EBITDA margin High — concept and execution
vs lane-only choice
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Midweek occupancy rate High — directly drives fixed cost Moderate — requires active
absorption programming
Rent as % of revenue High — rent above 15% of High — negotiation at outset

revenue is a risk flag

Equipment reliability & Moderate — lost lane revenue + High — equipment selection choice

downtime service costs

Labor cost efficiency Moderate — typically 25-35% of Moderate — staffing model and
revenue scheduling

Location and catchment High — foundational to all revenue High — site selection choice

population assumptions

2.8 Writing a Winning Business Plan

A business plan for a bowling investment serves two purposes: it forces the investor to think through
every dimension of the venture with rigor, and it communicates the opportunity credibly to lenders,
partners, and landlords. A well-written bowling business plan is typically 20—30 pages, excluding
financial appendices.

The eight essential sections of a bowling venue business plan:

Executive Summary

One to two pages. The entire business case in condensed form: concept, location, target market,
investment required, projected returns, and why this team can execute it. Often written last — after
all other sections are complete.

Company Overview

Legal entity structure, ownership, management team backgrounds, and any relevant operational
history. Lenders and partners invest in people as much as concepts — your team's credibility
matters.

Market Analysis

Your local market research findings: catchment area demographics, demand analysis, competitive
landscape, and your identified market gap. The depth of this section signals the quality of your
thinking.

Concept and Venue Design

Detailed description of the proposed venue: format, lane count, F&B concept, additional
entertainment, atmosphere and design direction, technology platform, and brand positioning. Include
indicative floor plan.

Operations Plan
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How the venue will run: staffing structure, operating hours, booking and lane management system,
maintenance schedule, health and safety protocols, and management team responsibilities.

Marketing Strategy
How you will acquire, retain, and grow your customer base. Include target segments, channel
strategy, launch plan, digital presence, loyalty program, and corporate sales approach.

Financial Projections
Three-year P&L projections (minimum), break-even analysis, monthly cash flow for Year 1, capital
expenditure summary, and funding structure. Include base case and sensitivity scenarios.

Risk Assessment
Identify the 5—8 most significant risks to the plan. For each: likelihood, potential impact, and your
mitigation strategy. This section demonstrates intellectual honesty and operational foresight.

What Makes a Business Plan 'Win'

The business plans that successfully secure funding — from banks, partners, or landlords — are
not the most optimistic. They are the most credible. They show that the investor has done
thorough research, understands the risks, and has built a financial model that works even in the
less-than-perfect scenario. Lenders are not looking for guaranteed success. They are looking for
evidence that the investor understands the business well enough to navigate adversity.

* Switch Bowling

Switch Bowling's Investor Consultation Program is designed to support investors at every stage of
the pre-opening process. Our team has worked with venue operators across multiple continents
and formats — from first-time investors building a single 8-lane entertainment center to multi-site
operators expanding into new geographies. We can provide market feasibility input, financial
modelling support, equipment specification, and business plan review as part of our investor
partnership program. If you are at the beginning of your journey, this is where the Switch
relationship starts.

CHAPTER 02 - KEY TAKEAWAYS

Answer all 10 pre-investment questions with data before committing capital. Gaps in your

answers are gaps in your preparation.

A feasibility study is not optional — it is the most capital-efficient investment you can make in
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the pre-development phase.

A 16-lane entertainment venue typically requires $1.5M—$3.6M in total startup capital. Always
include a 15-20% contingency.

Revenue per lane at a premium eatertainment venue can reach $70,000-$120,000/year —
3x the rate of a traditional center.

EBITDA margins of 25—-35% are achievable for well-run hybrid entertainment venues.
Payback periods of 3-5 years are realistic.

Your business plan should be credible, not optimistic. Lenders and partners reward
intellectual honesty, not projections that only work in ideal conditions.

Continue to Chapter 03: Site Selection & Location Strategy -
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CHAPTER

SITE SELECTION & LOCATION STRATEGY

Why location decides everything - Location types - Demographics - Traffic - Lease tactics -
Scorecard - Mistakes to avoid

If you could make only one decision correctly in a bowling investment, make it this one. Location
is the single variable with the greatest power to determine whether a well-executed venue thrives or a
competently run one struggles. It cannot be fixed by marketing, by design, or by operational excellence
after the fact.

This chapter gives you the analytical framework to evaluate any site with precision — and the
experience-tested criteria to separate a genuinely strong location from one that merely looks promising
on the surface.

3.1 Why Location Is the Single Most Important Decision You Will Make

The bowling industry's history is littered with venues that failed not because of poor operations, outdated
equipment, or weak marketing — but because the wrong site was chosen. Conversely, the venues that
consistently outperform their markets often do so not because of extraordinary execution, but because
they were placed where the demand already existed.

Location determines four things that are nearly impossible to change after opening:

1. Your total addressable market

The population within your catchment area is your ceiling. No amount of marketing can draw customers
from beyond the practical travel distance — typically 15-25 minutes by car. If that population is
insufficient, the ceiling is too low to support a viable venue.

2. Your baseline traffic

In prime locations — inside or adjacent to a high-footfall shopping center, on a major arterial road, or in a
densely populated urban catchment — a significant proportion of your customer base will discover you
organically. In poor locations, every customer must be actively and expensively acquired.

3. Your rent-to-revenue ratio
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The single most common structural weakness in underperforming bowling venues is a rent burden that
was acceptable at the projected revenue level but becomes crushing when real-world occupancy runs
15-20% below forecast. Rent negotiated at the wrong site is a fixed cost problem with no operational
solution.

4. Your competitive moat

A well-located bowling venue — particularly one that is the first of its format in a catchment area —
creates a durable competitive advantage that is very difficult for a later entrant to displace. First-mover
advantage in entertainment is real, and location is its foundation.

1:2,000

The widely used industry benchmark — one bowling lane per 2,000 catchment population — for a
viable traditional center. Entertainment concepts can operate at lower ratios in high-density urban
markets.

Translated to venue scale: a 16-lane entertainment bowling center requires a minimum catchment
population of approximately 150,000-200,000 people within a 20-minute drive. In markets where no
competing venue exists, the viable catchment may be somewhat smaller. In markets with existing
competition, it must be larger — or the differentiation must be significant enough to draw customers from
the competitor's base.

3.2 ldeal Location Profiles: Shopping Malls, Standalone Buildings, Mixed-Use

Developments

Bowling venues operate successfully across a range of location typologies. Each has distinct
characteristics that determine its suitability for a specific market, concept, and investor profile.
Understanding these differences is essential before signing a heads of terms.

SHOPPING MALL (ENCLOSED)

The established format for entertainment bowling worldwide. Provides built-in foot traffic, shared
marketing costs, and a captive audience already in a leisure mindset. Particularly effective for
entertainment-first concepts targeting families and young adults.

RETAIL PARK | STRIP CENTER

Open-plan retail parks or strip centers offer larger floor plates than enclosed malls, lower rents, and
greater visibility from roadways. Popular for hybrid entertainment centers that require substantial
square footage. Typically requires stronger destination marketing effort.

I STANDALONE /| PURPOSE-BUILT
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A freestanding building — purpose-built or adapted from prior use — offers maximum design flexibility,
control over parking, signage, and operating hours. Higher initial capital cost but no landlord
constraints. Common for premium entertainment concepts seeking strong brand identity.

MIXED-USE DEVELOPMENT

An emerging location type combining retail, residential, hospitality, and leisure in a single
development. Bowling anchors the entertainment component and benefits from the resident
population base and hotel guests. Increasingly common in urban regeneration projects and new-build
city districts.

Location Type Comparison at a Glance:

Built-in foot traffic 2.0, 8.8, 8 ¢ % Kk Yo e K Y Yo e 2. 8. 0.8 8%¢
Rent cost High Moderate Variable Moderate—High
Design flexibility Limited Moderate Full Moderate
Parking control Shared Good Full Shared
Signage & branding Limited Good Excellent Good
Operating hour control Limited Full Full Full
Typical lease term 5-10yr 5-10 yr 10-20 yr 10-15yr
Best for concept type Entertainment Hybrid FEC Prgmiu(rjn / Urban mixed
ran

3.3 | Demographic Analysis: Matching Your Concept to Your Community

Not all populations are equally valuable to a bowling venue. The demographic profile of your catchment
area determines both the volume of potential customers and the pricing your market will support. Getting
this analysis wrong — for example, locating a premium eatertainment concept in a low-income area, or a
budget family center in a high-disposable-income suburb — is a concept-market mismatch that no
amount of execution can fix.

The five demographic variables that matter most for bowling investment:

VARIABLE IDEAL PROFILE WHAT IT SIGNALS

Household Income  $50,000-$120,000+ annually Willingness and ability to spend on group
leisure. Above $50K indicates discretionary
leisure budget. Peak sweet spot for
entertainment bowling is $75K—$120K.
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Age Distribution Strong 25-44 cohort; significant 25-44 are the primary decision-makers for
under-18 population group outings. Under-18 (with parents)
drives weekend volume. Both segments
need to be present.

Household High proportion of families with Families drive weekend afternoon traffic —

Composition children historically the highest-occupancy period. A
catchment heavy in singles or older adults
requires stronger midweek and corporate

programming.
Population Density Minimum 150,000 within 20 min Density determines the addressable market
drive (16-lane venue) ceiling. Urban and suburban markets
support higher lane counts and premium
pricing.
Leisure Spend Above regional average for out-of- Markets where consumers already spend
Index home entertainment heavily on restaurants, cinemas, and

entertainment have demonstrated demand
— you are competing for share of existing
spend, not trying to create new behavior.

Concept-Market Matching Rule

Premium eatertainment concepts require higher household incomes ($75K+) and strong 2544
year-old demographics. Family entertainment concepts are more forgiving on income but require
high proportions of households with children. Sports bowling concepts perform best in areas with
existing bowling culture and organized league participation. Mismatching concept to
demographics is among the most common — and most expensive — location errors.

3.4 Traffic Studies, Catchment Areas, and Accessibility

Population data tells you who lives near your site. Traffic data tells you who actually passes it. These are
different numbers — and both matter. A site in a residential suburb may have a large catchment
population but poor pass-by traffic. A site on a major retail corridor may have exceptional traffic but draw
from a narrower residential base. The best sites score well on both dimensions.

Four types of traffic to analyze:

Destination traffic

Customers who specifically travel to your venue. These become your most loyal segment but must
first be acquired through awareness and trial. Destination traffic grows over time with brand maturity.

Pass-by traffic

People who drive or walk past your location in the course of their normal daily movements. High
pass-by traffic is one of the most cost-effective forms of marketing — visibility generates awareness
and impulse visits without advertising spend.
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Complementary traffic

Traffic generated by neighbouring businesses — restaurants, cinemas, gyms, supermarkets — that
creates an extended dwell environment. Customers who visit a neighboring anchor and extend their
trip to include your venue. Particularly valuable for driving first trial.

Daytime |/ corporate

Weekday foot traffic from office districts, business parks, or educational institutions that creates
corporate event and group booking opportunity. Often overlooked in site selection but critical for
midweek occupancy.

Physical accessibility checklist:

Minimum Standard Ideal Standard

Car access & road visibility Visible from primary road Corner plot or major junction, visible
from 200m+

Parking provision 5 spaces per lane minimum 7+ spaces per lane; overflow capacity

for peak periods
Public transport proximity Within 15 min walk/ride Bus stop or metro within 5 min walk
Pedestrian access Accessible from road pavement Dedicated pedestrian route from
parking and transport

Delivery / service access Rear or side service access Separate from customer entrance;
loading bay

Disability access Compliant with local standards Fully step-free; accessible parking

bays adjacent to entrance

Lane geometry — the non-negotiable physical requirement:

MINIMUM SPACE REQUIREMENTS PER LANE

Lane length (foul line to pin deck) 62.85 ft (19.15 m) — fixed by regulation

Total run including approach + pinsetter Minimum 85 ft (26 m) from seating to rear wall

Lane width (per lane pair) 5ft2.5in (1.59 m) — standard pair shares common approach

Ceiling height over approach area Minimum 12 ft (3.66 m); 16 ft+ preferred for overhead
equipment

Ceiling height over pin deck area Minimum 16 ft (4.9 m) for standard pinsetter; varies by system
Column-free floor plate Essential — structural columns within the lane run are not permissible

Note: Requirements above apply to standard ten-pin installations. Switch Bowling's team provides site-specific layout analysis and
confirms structural viability before equipment specification begins.

3.5 Mall Locations: Pros, Cons, and Lease Negotiation Tactics
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Shopping malls remain the most common location type for entertainment bowling globally, and for good
reason: built-in footfall, shared infrastructure costs, and the natural alignment between a leisure-minded
shopper and a bowling visit. But mall locations also come with structural constraints and cost dynamics
that must be managed carefully.

v ADVANTAGES X CONSIDERATIONS

Built-in daily foot traffic — no destination Rent significantly higher than equivalent standalone
marketing required initially space

Shared parking, security, and common area Operating hours tied to mall hours — reduced
maintenance evening and weekend flexibility

Benefit from mall-wide marketing and promotional Percentage rent clauses triggered above revenue
events thresholds (typically 6—-10%)

Air conditioning, utilities, and infrastructure often Design and signage subject to mall approval and
included in lease brand guidelines

Established consumer flow patterns — shoppers Vulnerability to mall decline — anchor tenant exits
already in leisure mode reduce your traffic

Credibility through association with recognised CAM (Common Area Maintenance) charges add 15—
anchor tenants 30% to base rent

Lease negotiation: the key terms to negotiate as a bowling anchor tenant

Anchor Tenant Status

Bowling centers are large-format entertainment anchors — typically occupying 15,000-40,000 sq ft. Use
this leverage. Malls need entertainment anchors, particularly as traditional retail shrinks. Your
negotiating position is stronger than you may think. Push for anchor tenant designation, which typically
brings lower base rent, longer lease terms, and greater signage rights.

Percentage Rent Breakpoints

Most mall leases for entertainment venues include a percentage rent clause — you pay base rent plus a
percentage of gross revenue above a specified breakpoint. Negotiate for a natural breakpoint (total base
rent + percentage rate = breakpoint), not an artificial one set below your projected revenue. The
difference can be hundreds of thousands of dollars per year at above-forecast performance.

Fit-Out Contribution (Tenant Incentive)

Major mall landlords routinely contribute to tenant fit-out costs for anchor entertainment tenants,
particularly in spaces that require significant structural adaptation. This is known as a Tenant Incentive
Allowance (TIA). Amounts range from $30-$150 per square foot depending on the deal. This
contribution should be negotiated before heads of terms are signed, not after.

Exclusivity Clause
Negotiate an exclusivity clause preventing the landlord from leasing to a direct bowling competitor within
the same shopping center for the duration of your lease. This is standard for anchor entertainment
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tenants and almost always achievable — the landlord has no incentive to create internal competition.

Rent-Free Period

A rent-free period covering construction, fit-out, and the initial ramp-up phase (typically 6—18 months
from lease commencement) is standard in major mall leases. Do not sign a lease that requires rental
payments during construction. This is a basic protection that all experienced commercial tenants
negotiate as standard.

3.6 Standalone Venues: Visibility, Parking, and Brand Presence

A standalone or purpose-built bowling venue is the format of choice for investors who prioritize brand
identity, operational flexibility, and long-term property strategy. It demands more from a marketing
perspective in the early years — customers must be actively drawn to the destination — but it offers
advantages that mall locations structurally cannot.

v ADVANTAGES X CONSIDERATIONS

Complete architectural and interior design
freedom

Full control over operating hours — open late,
open early

Dedicated, controlled parking — no shared
allocation disputes

Unrestricted signage and exterior branding

No percentage rent or mall operating rule
constraints

Building equity if property is owned, not leased

Freedom to evolve the concept over time without
landlord approval

No inherited foot traffic — all customers must be
acquired

Higher initial marketing investment required pre-
opening and at launch

Full responsibility for parking maintenance,
landscaping, and exterior upkeep

Higher construction or adaptation cost if purpose-built

Greater dependence on signage and roadside
visibility to drive awareness

Longer ramp-up period to reach target occupancy vs.
mall anchor

Maximising standalone venue performance — the three non-negotiables:

VISIBILITY

A standalone venue that cannot
be seen from the road is
invisible. Roadside signage,

distinctive architecture, and
illuminated exteriors are not
optional — they are your primary
passive marketing asset. Invest
accordingly.

PARKING

Rule of thumb: 6-8 spaces per
lane, with overflow capacity for
peak periods. Insufficient parking
kills repeat visits. Customers who
struggle to park once will choose
an easier alternative next time. If
the site does not support
adequate parking, eliminate it

ACCESSIBILITY

Easy access off a main road —
ideally a turn with traffic light control,
not a complex junction or hidden
side street. The more effort required
to enter your car park, the fewer
people will make the attempt,
particularly for spontaneous visits.
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from consideration.

3.7 Site Evaluation Scorecard

The following scorecard provides a structured, repeatable framework for comparing potential sites. Score
each criterion from 1 (poor) to 5 (excellent), then multiply by the weighting factor. A site scoring below
60% of maximum (below 120 points) warrants significant caution. A score above 80% (160+ points)
indicates a strong location candidate.

CRITERION WEIG WHAT TO ASSESS (Score 1-5 x Weight) SCORE
HT

Catchment population x6 150,000+ within 20 min = 5; 100-150K = 3; under 100K _ 16
=1

Household income profile x5 $75K+ median = 5; $50-75K = 3; under $50K = 1 _ /5

Pass-by traffic volume x5 Major road / high daily volume = 5; secondary road = 3; _ 15
hidden =1

Competition density x4 No competitor = 5; weak competitor = 3; strong _ 14

competitor nearby = 1

Physical floor plate x4 Full lane geometry possible, column-free = 5; workable /4
= 3; constrained = 1

Parking provision x4 7+ spaces per lane =5, 5-6 = 3; under 4 = 1 _ 14
Visibility & signage x4 Highly visible from road, unrestricted signage = 5; _ 14
moderate = 3; poor = 1
Complementary tenants x3 Cinema, restaurants, retail adjacent = 5; some = 3; _ 13

isolated = 1
Accessibility (road / transit) x3 Easy turn-in from main road + public transport = 5; _ 13

some issues = 3; difficult = 1

Lease terms / rent level x3 Rent <10% of projected revenue, flexible terms = 5; 10— /3
15% =3, >15% =1

Regulatory | zoning risk x3 Clear approvals path, no known blockers = 5; some risk /3
= 3; significant risk = 1

Demographic age profile x2 Strong 25-44 + family cohorts = 5; moderate = 3; /2
skews elderly or very young = 1

TOTAL (max 200 points) 160-200 = Strong site | 120-160 = Acceptable with 1200

mitigations | Below 120 = Caution

Download the full editable Site Evaluation Form from the Appendix (Section 18.2).

* Switch Bowling

Switch Bowling's site assessment team provides complimentary preliminary location reviews for
investors who have shortlisted two or more candidate sites. Our team applies this scorecard
framework alongside technical lane geometry analysis and local market intelligence drawn from
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our global project database. Contact us before you commit to heads of terms on any site.

3.8 Common Site Selection Mistakes — and How to Avoid Them

The following mistakes appear repeatedly in post-mortems of underperforming bowling venues. Each is
avoidable with the right analytical rigour at the site selection stage.

MISTAKE 1 Falling in love with a building before validating the market

An available space, a great rent offer, or a beautiful building can create premature commitment before
the fundamental demand analysis is complete. The building is not the investment — the market is.
Validate demand first; evaluate the physical space second.

MISTAKE 2 Underestimating the importance of parking

Parking shortfalls are among the most common operational problems cited by bowling venue managers.
A venue that routinely has no available parking at peak times loses customers to competitors
permanently. The parking capacity must be evaluated on peak Saturday evening conditions, not average
weekly conditions.

MISTAKE 3 Accepting a poor rent structure because the base rent looks attractive

A low headline rent with a low percentage rent breakpoint, high CAM charges, and aggressive annual
escalation clauses can produce a total occupancy cost that is far higher than a higher headline rent with
a natural breakpoint and stable escalation. Always model total occupancy cost, not just base rent.

MISTAKE 4 Ignoring the competitive pipeline

A location may have no direct competitors today but have planning applications approved for competing
venues in the same catchment. Checking the local planning register for entertainment applications
before committing to a lease is a 20-minute task that has saved multiple investors from expensive
mistakes.

MISTAKE 5 Choosing visibility over structural suitability

A highly visible site that cannot accommodate the required lane geometry — because of column
positions, ceiling height limitations, or floor plate shape — is not a bowling venue. It is a construction
problem. Some venues have been built around structural constraints at enormous additional cost, only to
produce a suboptimal layout that hampers long-term operations.

MISTAKE 6 Anchoring on a single site too early

Investors who begin due diligence on only one site have no comparative reference point for lease
negotiation and no fallback if the site falls through. Always have at least two shortlisted sites under active
consideration before committing significant time and legal cost to any single location.
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MISTAKE 7 Confusing a good deal on rent with a good location

Cheap rent does not compensate for a location that cannot generate the visitor volume your model
requires. A well-located site at market rent will almost always outperform a discounted site in the wrong
location. The best deal is the one that makes your business successful — not the one with the lowest
base rent.

CHAPTER 03 - KEY TAKEAWAYS

Location is the single most irreversible decision in a bowling investment. Get it right before
everything else.

A 16-lane entertainment venue needs a minimum catchment of 150,000—200,000 people
within a 20-minute drive.

Match your concept to your demographics: premium eatertainment requires $75K+
household income; family formats require high proportions of households with children.

Mall locations offer built-in traffic but require careful lease negotiation — anchor tenant status,
natural rent breakpoints, TIA contributions, and exclusivity clauses.

Standalone venues offer full creative and operational freedom but require stronger
destination marketing and superior visibility and parking.

Lane geometry is non-negotiable: minimum 85 ft run, column-free floor plate, and 16 ft ceiling
over the pin deck.

Use the site scorecard (max 200 points) to compare sites objectively. Below 120 is a red flag;
above 160 is a strong candidate.

Continue to Chapter 04: Space Planning & Layout Design —
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CHAPTER

SPACE PLANNING & LAYOUT DESIGN

Space requirements - Lane configurations - Layout components - Customer flow - Lounge design -
Back-of-house - Accessibility - Floor plans

The way you configure space inside a bowling venue determines almost everything that follows:
how many customers you can serve simultaneously, how comfortably they move through the space, how
long they stay, how much they spend, and whether they come back. A well-planned layout is invisible —
customers simply enjoy being there. A poorly planned layout generates friction at every touchpoint.

This chapter gives you the spatial frameworks, technical dimensions, and design principles to plan a
bowling venue that performs as well as it looks.

4.1 Minimum and Optimum Space Requirements by Lane Count

Space planning for a bowling venue must account for two distinct zones: the bowling zone (lanes,
approaches, ball returns, scorer seating, and pinsetter room) and the guest experience zone (entrance,
reception, lounge, F&B, restrooms, and ancillary entertainment). Both zones are essential, and both
must be generously sized — cramped bowling areas generate poor customer experience; cramped
lounges generate poor F&B revenue.

Bowling Zone — fixed by physics and regulation:

LANE ZONE — LENGTH BREAKDOWN (PER LANE, MEASURED FRONT TO BACK)

Bowler approach area 15 ft (4.57 m) Minimum;, 16 ft recommended for comfort

Lane bed (foul line to head pin) 60 ft (18.29 m) Regulation — fixed, non-negotiable

Pin deck & gutter 3 ft (0.91 m) Pin deck surface behind head pin

Pinsetter machine 9ft2in (2.79 m) Standard automatic pinsetter footprint

Technician access space (front) 2 ft3in (0.69 m) Minimum service clearance

Service aisle (rear) 4ft7in (1.40 m) Required for maintenance access

TOTAL — equipment + approach ~94 ft (28.65 m) Full front-to-back run, approach to rear wall

Lane Zone — width breakdown:
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Configuration Lane Width Approach Width Pair Width Gutter
Clearance

Single lane 41.5in (1.05m) ~5ft (1.52 m) 6 in each
side
Standard pair (2) 41.5in x 2 ~10 ft (3.05 m) 11ft6in (3.51 m) Shared
gutters
4-lane block 415inx 4 ~20 ft (6.10 m) 22 ft7in (6.88 m) End gutters
only
8-lane block 41.5in x 8 ~40 ft ~45 ft (13.72 m) End gutters
only

Total space requirements by venue scale:

Venue Scale | Lanes Bowling Zone Guest Zone Total GFA (est.) Best Fit
Concept

Boutique ~3,500 sq ft ~2,500 sq ft ~6,000-8,000 sq ft VIP / premium
boutique
Small 8-10 ~6,500 sq ft ~4,000 sq ft ~10,000-14,000 sq Entertainment /
ft social
Mid-size 12-16 ~9,500 sq ft ~7,000 sq ft ~16,000-22,000 sq Entertainment +
ft F&B
Large 18-24 ~14,000 sq ft ~11,000 sq ft ~25,000-35,000 sq Hybrid FEC /
ft anchor
Mega / FEC 28+ ~18,000+ sq ft ~20,000+ sq ft ~40,000-60,000 sq Full
ft entertainment
complex

GFA = Gross Floor Area. Guest Zone includes lobby, reception, lounge, F&B, restrooms, and ancillary entertainment. Sizes are indicative
and vary by layout efficiency.

The 60/40 Rule

In entertainment bowling venues, the bowling zone typically occupies 55-65% of total gross floor
area. The remaining 35—-45% — the guest experience zone — is where the majority of your food
and beverage and ancillary revenue is generated. Investors who underprovide guest zone space
in order to fit more lanes consistently leave revenue on the table.

4.2 Lane Count Planning: 4, 8,12, 16, 20+ Configurations

The number of lanes you build determines your revenue ceiling, your capital cost, and the customer
experiences you can deliver. Lane count is not simply a financial decision — it is a spatial decision, a
programming decision, and a market fit decision. More lanes are not always better.
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4-6 LANES — Boutique / Premium

The smallest commercially viable format. Ideal for premium concept venues where the experience
quality justifies a high per-hour lane fee. At 4-6 lanes, you cannot compete on volume — but you can
compete on exclusivity, design, and service quality. Revenue relies heavily on F&B, private hire, and
corporate bookings rather than high occupancy.

Best for: Urban premium concepts, integrated hospitality venues, hotel or resort bowling lounges, niche
experiential concepts targeting high-spending adults.

8-12 LANES — Small Entertainment Center

The most versatile format for a new entrant. Large enough to serve multiple simultaneous groups,
generate meaningful F&B revenue, and program leagues and events. Small enough to keep capital cost
manageable and operations lean. The 8-12 lane format is the recommended starting point for most first-
time bowling investors entering a market of 100,000—200,000 catchment population.

Best for: Mid-size markets, first-time investors, entertainment venues with a secondary activities mix, F&B-
anchored social concepts.

14-16 LANES — Standard Entertainment Venue

The most common format for professionally operated entertainment bowling venues globally. Supports
full league programming alongside open play, generates strong F&B revenue, accommodates corporate
events at scale, and allows efficient staffing. The 16-lane venue is the reference point for most financial
models in this guide and the format for which Switch Bowling's standard package is optimized.

Best for: Established markets with catchment population of 200,000+, investors seeking proven format with
strong financial benchmarks, hybrid entertainment concepts with F&B and arcade integration.

20-28 LANES — Large Entertainment Anchor

At this scale, bowling becomes a genuine anchor entertainment attraction capable of driving destination
visits across a wide catchment area. Large venues support multiple simultaneous events, dedicated VIP
lane sections, comprehensive league programs, and diverse F&B offerings. Capital cost and operational
complexity increase significantly — experienced management team is essential.

Best for: High-population urban or suburban markets, mall anchor tenants, hybrid FEC operators with
significant secondary entertainment, investors with prior venue management experience.

30+ LANES — Mega Venue | FEC Complex

Rare, high-capital, high-complexity format typically found in major entertainment complexes or large-
footprint standalone venues. Requires sophisticated operational infrastructure, large management
teams, and high sustained occupancy to be financially viable. These projects are typically developed by
experienced multi-site operators or institutional investors.

Best for: Major metropolitan markets, large-format entertainment destination developments, multi-site
operators expanding aggressively.

16 ~$2M 3-5yrs

Lanes — the globally proven Average equipment + fit-out for Typical payback period for a
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standard format for
entertainment bowling
investment

well-located 16-lane
entertainment venue

a 16-lane entertainment center

4.3 Core Layout Components: Approach, Lanes, Pits, Service Areas

A bowling venue is an assembly of interdependent zones, each with specific dimensional, technical, and

experiential requirements. Designers and investors who understand these components — and the

relationships between them — produce layouts that function seamlessly. Those who don't spend months

retrofitting problems that should never have existed.

KEY DESIGN NOTES

DIMENSIO %
NS GFA
Entrance / Flexible 4-6%
Lobby
Rental & 10-18 linear 2-3%
Reception ft
Counter
Approach Area 15-16 ft 8-12%
deep
Lane Bed 60 ft x41.5  30-
in 40%
Pin Deck / ~16 ft depth 8-10%
Pinsetter Area
Service Min4ft7in 4-6%
Corridor (Back
of House)
Scorer Seating Perlane: 3- 5-8%
| Lane Tables 5 seats
Ball Return Embedded —
System in lane

First impression space. Dual function: induction (shoes, balls, scoring
cards) and brand statement. Avoid bottlenecks — queuing lanes
should not block sight lines to the bowling area.

Shoe and ball rental, lane check-in, payment. Should have direct
visual control of the approach area. Counter height 36—42 in. Storage
behind for shoe racks, ball returns, and cleaning equipment.

The bowler's launch zone. Non-slip synthetic surface (67.5 fom
regulation requirement). Seating (scorer tables and chairs) positioned
immediately behind approach. Clear sightline from approach to pin
deck — no obstructions.

Regulated surface — maple or synthetic. Consistent oil pattern critical
for play quality. Lane pairs share common approach and are
separated by ball return units. Ball returns run parallel to lane bed.

Pin deck behind head pin, pinsetter machine, and service corridor.
Minimum 16 ft ceiling height in this zone. Pin deck separated from
customer area by masking wall/header. Sound-dampening materials
in this zone significantly reduce operational noise.

Must run continuously behind all pinsetter machines. Provides access
for technicians without entering customer area. Ideally connects to
storage, tool room, and mechanical room. Lighting and ventilation
required.

Positioned directly behind the approach. Table and 3-5 seats per
lane. Scorer tables at height ~30 in to accommodate scoring
terminals or tablets. This zone transitions into the lounge and F&B
areas.

Ball return units run beneath or alongside each lane. Automated
return brings ball back to bowler at approach level. Requires
maintenance access from rear corridor. Ball return placement must
not impede bowler movement on approach.

Schematic floor plan — single lane pair (top view, not to scale):

CORRIDOR

SERVICE
CORRIDOR

SERVICE

CORRIDOR

SERVICE

CORRIDOR CORRIDOR

SERVICE
CORRIDOR

SERVICE SERVICE
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PINSETTER PINSETTER PINSETTER PINSETTER PINSETTER PINSETTER

MASKING WALL /| HEADER (separates bowling zone from pinsetter)
LANE 1 LANE 2 LANE 3 LANE 4 LANE 5 LANE 6

APPROACH AREA + BALL RETURN UNITS (15-16 ft deep)

SCORER SEATING — LANE PAIR 1/2 SCORER SEATING — LANE PAIR 3/ 4

LOUNGE - F&B - BAR - RECEPTION - ENTRANCE

Diagram reads bottom (entrance) to top (rear wall). Direction of play: entrance — pin deck.

4.4 Customer Flow and Circulation Design

How customers move through your venue determines how long they stay, how much they spend, and
how congested or relaxed the space feels. Great entertainment venues are designed around movement
— the customer journey from arrival to departure should feel natural, intuitive, and uninterrupted.

The bowling customer journey — five stages to design for:

1 ARRIVAL & ORIENTATION

Customers need to understand — instantly — where to go upon entering. Reception and rental counter
should be visible from the entrance. A clear, direct sightline to the bowling area creates anticipation and
draws people forward. Avoid: cluttered entrance zones, unclear queue management, or signage that
competes with itself.

2 INDUCTION (Shoe & Ball Rental)

Smooth induction dramatically affects first impressions. This is often where operational friction is highest
— queues at rental, confused customers, incorrect shoe sizes. Design the rental counter for high
throughput: sufficient linear footage, clearly organized storage, digital check-in integration where
possible.

3 ARRIVAL AT THE LANE

The transition from induction to lane should be direct and uncongested. Customers carrying shoes and
balls should not need to navigate through other groups or squeeze past tables. Wide, clear circulation
corridors between lane pairs (minimum 4 ft behind scorer seating) are essential.

4 BETWEEN GAMES (The Revenue Moment)

Between frames and games, customers leave their lane to use restrooms, order food, and socialize. This
is the primary F&B revenue window. The bar, ordering station, or server approach must be immediately
proximate to the lane area. Customers who must walk far to order will order less frequently. Design for
proximity, not separation.

5 DEPARTURE
Exits should be clearly signposted and unobstructed. Customers should pass through or adjacent to F&B
and retail areas on their way out — not as a manipulative tactic, but because natural visibility
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encourages impulse decisions (a final drink, a birthday voucher). The departure experience is also the
last memory customers carry away.

Minimum Circulation Widths

Main customer circulation paths: 6 ft (1.83 m) minimum. Behind scorer seating (between lane
groups): 5 ft (1.52 m) minimum. Entrance foyer: 10 ft (3.05 m) minimum for queue management.
F&B service aisle: 4 ft (1.22 m) minimum clear. Emergency egress routes: comply with local fire
codes (typically 44 in / 1.12 m minimum unobstructed).

4.5 Lounge, Waiting, and Social Areas: Maximizing Dwell Time

Dwell time — the total duration of a customer's visit — is directly correlated with total spend. Every 30
minutes of additional dwell time at a well-designed entertainment bowling venue represents an average
of $8—15 in additional per-head F&B and ancillary revenue. The design of your lounge and social areas
is not a decorative decision — it is a revenue decision.

Venues with generous, comfortable, well-positioned lounge areas consistently outperform their lane-
count peers on per-visit spend. Venues that prioritize lane count over lounge quality consistently
underperform on F&B margin — the most profitable revenue stream available to a bowling operator.

Lounge and social area design principles:

Position adjacent, not separate

The lounge and bar should be positioned immediately adjacent to the approach area and scorer
seating — not on the opposite side of the venue. Customers should be able to order a drink from
their seat or walk six steps to the bar. Lounge areas positioned at the front of the venue, away from
the lanes, generate a fraction of the F&B revenue of those positioned behind and alongside the lane
area.

Varied seating formats for varied groups

A bowling venue hosts groups of 2 to 20 with very different dynamics. Design for variety: high-top
tables for groups of 4—6; booth seating for families; counter seating at the bar for solo diners and
couples; modular lounge furniture that can be reconfigured for events. Rigid uniform seating reduces
flexibility and limits group accommodation.

Sightlines to the lanes from lounge seating

Customers sitting in the lounge should be able to watch the bowling. This is both a product feature
— watching the game is part of the entertainment — and a retention mechanism. Customers who
can see the lanes from their lounge seat are more likely to extend their visit and order another
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. round.

Dedicated waiting / queuing area

On busy periods, customers waiting for a lane should have a comfortable, designated area that is
visible to reception and close to the bar. A comfortable wait becomes a pre-game drink. An
uncomfortable wait becomes a reason to leave. Provide seating, a view of the lanes, and clear
communication about wait times.

VIP | private lane areas

Allocating 2—4 lanes as a designatable VIP or private hire zone — with dedicated seating, elevated
F&B service, and optional acoustic separation — unlocks a premium revenue tier. VIP lanes
typically generate 3—4x the per-head revenue of standard lanes and are the highest-margin product
in the venue's portfolio.

Revenue multiplier of VIP private lane sections vs. standard lane configurations on a per-head
basis

4.6 Back-of-House: Machine Room, Storage, and Service Corridors

The back-of-house in a bowling venue is not an afterthought — it is an operational infrastructure that
determines how reliably and efficiently the front-of-house performs. Poorly designed back-of-house
areas generate maintenance delays, operational bottlenecks, and staff frustration. Well-designed back-
of-house areas are invisible to customers and invaluable to operators.

BOH Area Min. Key Requirements Common Mistakes
Dimensions

Service corridor 4ft7in (1.40 Continuous access to all Narrowing at any point; shared
(behind m) wide, full machines; adequate lighting; with storage; inadequate
pinsetters) lane run length  non-slip floor; emergency power lighting
supply
Pinsetter Per lane: ~16 ft Ventilation (heat and dust); Undersized; no ventilation; no
machine room depth x lane acoustic dampening materials; access panels after fit-out
width fire suppression; access panels

to all components

Ball & shoe 150-300 sq ft Organized by size; accessible Located too far from rental
storage (for 16-lane from rental counter; adequate counter; insufficient capacity for
venue) ventilation to manage shoe busy periods
odors; security
Cleaning & 80-120 sq ft Sink; product storage; Combined with other storage;
janitorial store mop/equipment rack; separate no sink; inaccessible during
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from food storage areas

peak hours

Staff changing / 80-150 sq ft Lockers, seating, sink; Undersized; no lockers;

break room accessible from BOH corridor; positioned to require crossing
legal compliance varies by customer areas

jurisdiction

Office / manager 100-150 sq ft Sightline to reception or CCTV Isolated from operations; no

station monitor; access to POS server; CCTV visibility
secure document storage

Mechanical / Per building Switchboard, HVAC controls, Located without maintenance

electrical room code server/network rack; fire access; no fire suppression;

suppression; restricted access

network not secured

The Rule of Service Corridor Continuity

The service corridor behind the pinsetter machines must run the entire length of the bowling zone
without interruption. Any break in the corridor — even a single doorway that reduces the 4 ft 7 in
minimum clearance — creates a safety hazard and an operational bottleneck. This is one of the
most common and most costly back-of-house design errors, and it is invisible until the venue is
built.

4.7 Accessibility and Inclusive Design Standards

An accessible bowling venue is not simply a legal requirement — it is a commercial opportunity. An
estimated 15% of the global population lives with some form of disability, and the spending power of this
demographic (and their accompanying family members and companions) is substantial. Venues that
design genuinely inclusive experiences create loyal customer relationships that competitors with
inadequate accessibility cannot challenge.

Accessibility standards for bowling venues — global overview:

Note: Specific standards vary by jurisdiction. The guidelines below are based on US ADA Standards (a global reference
benchmark) and international best practice. Always consult local building regulations and accessibility codes for your specific
market.

Design Element Standard /| Requirement Best Practice Recommendation

ADA: accessible route to min
5% of lanes (not less than 1)

Accessible route to
bowling lanes

Accessible route to all lanes; no grade changes
within lane area

Lane approach
surface

Level, non-slip surface; no
threshold changes > 1/4 inch

Flush transition from circulation to approach;
tactile guidance where appropriate

Wheelchair spaces
(seating)

At least 1 per team/player
area; 36 in (915 mm) wide
minimum

2+ wheelchair positions per lane group; 60 in
turning radius clearance

Ball return height Standard height 28-30 in
may not accommodate all

wheelchair users

Adjustable or lower ball return options available;
ramp ball delivery aids
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Restrooms Full ADA compliance: Oversized accessible stall; ambulant accessible
accessible stalls, grab bars, stall; adult changing table
sink height, turning radius
Entrance & reception Accessible route from Low-counter section at reception; assisted
parking; counter height max hearing loop at counter
36in
Parking 1 accessible space per 25 Parking adjacent to accessible entrance;
standard spaces; van- transfer zone for ambulance vehicles

accessible spaces

Emergency egress Accessible emergency Evacuation chairs at stairwells; staff trained on
routes; refuge areas at stairs assisted evacuation

Bowling equipment Ramp loaders (ball delivery Ramp loaders available at every lane pair;
aids ramps) for customers unable bumper bowling configurable from control

to hold ball system
Pathways / corridors Min 36 in (915 mm) Main circulation: min 5 ft (1.52 m); obstacle-free

throughout; 60 in passing sightlines
space required where
applicable

Beyond the physical requirements, staff training on inclusive service is equally important. Front-of-house
team members should be confident assisting customers with a range of needs — from hearing
impairments to mobility limitations — without drawing undue attention or making customers feel singled
out. This is a training and culture investment that pays significant dividends in customer loyalty.

4.8 Sample Floor Plans and Layout Diagrams

The following schematic floor plans illustrate the spatial relationships between zones for three common
venue formats. These are indicative layouts intended to demonstrate principles — actual layouts must be
designed by qualified architects and engineers with full knowledge of the specific building shell, structural
system, and regulatory requirements.

Format A — 8-Lane Entertainment Venue (~12,000 sq ft):

SVC SVvC SVC SVC SVC SVvC

MASKING WALL

L1 L2 L3 L4 L5 L6 L7 L8
APPROACH + SCORER SEATING (L1-L4) APPROACH + SCORER SEATING (L5-L8)
LOUNGE + BAR + F&B KITCHEN | WC

ENTRANCE + LOBBY RENTAL COUNTER OFFICE / BOH

1 = Direction of play. Reads bottom (entrance) to top (rear wall). Approximate total GFA: 12,000 sq ft.

* Switch Bowling
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Switch Bowling provides full CAD layout planning as part of the investor partnership program. Our
design team works directly with your architect to optimize lane placement, back-of-house
efficiency, F&B adjacency, and customer flow — drawing on layouts from completed venues
across multiple geographies. Whether you are working from an empty shell or an existing
structure, Switch's layout review service has identified material improvements in every venue we
have assessed. Request a layout consultation before your architectural drawings are finalized.

CHAPTER 04 - KEY TAKEAWAYS

A 16-lane entertainment venue requires approximately 16,000-22,000 sq ft of gross floor
area — roughly 60% bowling zone, 40% guest experience zone.

The guest experience zone (lounge, F&B, social areas) generates the majority of per-visit
revenue. Do not sacrifice it for additional lanes.

Lane geometry is non-negotiable: 94 ft total front-to-back run, column-free floor plate, 16 ft
ceiling over pin deck, continuous service corridor.

Customer flow design should prioritize: clear arrival orientation, fast induction, unobstructed

lane access, F&B proximity to lanes, and comfortable dwell areas.

VIP private lane sections generate 3—4x the per-head revenue of standard lanes — the
highest-margin product in the venue.

Back-of-house quality directly determines operational reliability. Continuous service corridor,
adequate ventilation, and separated BOH access are non-negotiable.

Accessible design is both a legal requirement and a commercial opportunity. Design for
inclusivity from the floor plan stage, not as a retrofit.

Continue to Chapter 05: Sports Bowling vs. Entertainment Bowling -
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CHAPTER

SPORTS BOWLING vs. ENTERTAINMENT
BOWLING

Concept differences - Sports standards - Entertainment design - Hybrid model - Revenue
comparison - Concept selection guide

The decision between sports bowling and entertainment bowling is not a minor operational
preference — it is a foundational concept choice that determines your target audience, your
facility design, your equipment configuration, your pricing model, and your marketing strategy.

Many investors arrive at this decision without fully understanding what separates the two models, what
each demands, and what each can return. This chapter answers those questions — and introduces the
hybrid model that the most successful modern venues have built their business around.

5.1 Two Different Worlds: Concept Differences and Target Audiences

Walk into a sports bowling center on a Tuesday evening and you will find lanes occupied by league
bowlers — experienced players in team shirts, following a weekly schedule, tracking scores with serious
intent. The atmosphere is functional and focused. The primary product is the competition itself.

Walk into an entertainment bowling venue on the same evening and you will find groups of friends
celebrating birthdays, colleagues on a team night out, couples on dates, and families with children.
Music plays. LED lighting shifts across the lanes. Cocktails are being served at lane-side tables. The
bowling is the social anchor — but the experience extends well beyond it.

These are not variations of the same business. They are distinct concepts with different economics,
different customers, and different success metrics.

SPORTS BOWLING CENTER ENTERTAINMENT BOWLING VENUE

* Primary customer: competitive league bowler » Primary customer: social and recreational bowler
* Participation-driven — customers return on a e Experience-driven — customers return for the
schedule atmosphere
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e Performance is the product; atmosphere is
secondary

» Revenue dominated by lane fees and league
dues

» F&B is secondary: often basic snack bar format
« Certified lanes required for sanctioned play

 Specific oil patterns, equipment, and surface
standards

» Peak periods: evenings and weekends for
league nights

» Lower per-visit spend; higher visit frequency per
customer

» Strong community identity; loyal but narrow
customer base

e The experience is the product; bowling is the
anchor

« Diversified revenue: lanes, F&B, games, events,
VIP hire

* F&B is essential: bar, restaurant, or lane-side
service

 Standard lanes; premium finishes and lighting
« Flexible oil patterns; glow bowling, themed nights

» Peak periods: Friday/Saturday evenings, Sunday
afternoons

 Higher per-visit spend; lower but growing visit
frequency

» Broad demographic appeal; high first-time visitor
rate

The Investor's Lens

For new investors entering the bowling market today, the choice between concepts is essentially a
choice between a community-anchored, steady-revenue model with a declining long-term
trajectory, and an experience-anchored, higher-revenue model that is growing at nearly double the
rate of the traditional format. The data strongly favors the entertainment model — but the sports
model has structural strengths that should not be dismissed.

5.2 Sports Bowling: Standards, Certifications, and League Culture

Sports bowling — the competitive, organized format governed by national and international federations
— has a deep global history and a dedicated community of participants. Understanding its requirements,
its strengths, and its structural challenges is essential for any investor considering this format or
incorporating it into a hybrid model.

The global governance structure:

World Bowling (WB) Global governing Sets international competition standards; manages
body World Games and World Bowling Tour

USBC (United States Bowling
Congress)

USA — largest
national body

Certifies lanes, equipment, and oil patterns;
governs league and tournament play; 1M+
members

European Bowling Federation
(EBF)

Europe Coordinates national federations; governs

European championships

National Bowling Federations Country level Sanction local leagues; certify venues for

competitive play; register team and individual
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participants

High School / University Educational Growing segment; USBC reports 8% increase in
Programs new youth bowlers in recent seasons

Lane certification requirements for sanctioned play:

Lane Dimensions

Lane length: precisely 60 ft (18.29 m) from foul line to center of head pin, with a USBC tolerance of
+% inch. Lane width: 41.5 inches (1.054 m) + % inch. Any deviation beyond tolerance voids
certification for sanctioned competition.

Oil Pattern Standards

House patterns used for recreational play typically have an oil-to-dry board ratio of 8:1 or higher —
highly forgiving of imperfect deliveries. Sport patterns used in USBC-certified competition have a
maximum ratio of 3:1, making play significantly more demanding and technically exacting. Pattern
length ranges from 32 to 53 feet.

Equipment Certification

Bowling balls, pins, and pin deck materials must meet USBC certification standards. Balls are
subject to hardness, surface texture, and weight specifications. Pins must conform to certified weight
and material tolerances. Equipment used in sanctioned play must appear on the USBC approved
equipment list.

Lane Surface

Traditional wood lanes (maple approach, pine bed, maple head pin area) remain the reference
standard, though modern synthetic surfaces certified to match wood characteristics are widely
accepted. Regular conditioning is required; lane conditioning machines must produce approved oil
patterns consistently.

The league model — its strengths and its structural challenges:

League bowling is the commercial backbone of the traditional sports bowling center. A league —
typically 8—30 teams of 3-5 players each, competing over a 30-36 week season — provides
guaranteed, recurring revenue for the operator: every lane is booked for the same night, every week, for
months in advance. This is arguably the most reliable form of revenue in the entire entertainment
industry.

The challenge is structural: the global league bowler population has been in long-term decline for
decades. USBC membership fell from over 4 million sanctioned members in the early 1990s to
approximately 1.1 million by 2022-23 — though recent seasons have shown a +4% recovery and

© 2025 Switch Bowling | All Rights Reserved 3



THE BOWLING INVESTMENT GUIDE | Chapter 05: Sports Bowling vs. Entertainment Bowling

meaningful growth in new, younger bowlers. This trend reflects broader changes in how people organize
their leisure time: fixed weekly commitments compete with more flexible entertainment options, and
younger adults are less likely to commit to multi-month league schedules than previous generations.

The commercial implication for investors is clear: a venue built entirely around league bowling is
dependent on a declining customer segment. A venue that uses leagues as one revenue stream within a
broader entertainment model is well-positioned — league revenue provides the weeknight base, while
recreational and social bowling drive weekend peak revenue.

1.09M

USBC sanctioned members (2022—23) — down from 4M+ in peak years, but growing again at
+4% with 8% increase in new bowlers

5.3 Entertainment Bowling: Atmosphere, Technology, and Experience-First

Design

Entertainment bowling is the fastest-growing format in the global bowling industry, and for compelling
commercial reasons. By repositioning bowling from a sport you play to an experience you live,
entertainment venues unlock a customer base many times larger than the league bowling community —
and generate substantially higher revenue per visit.

The five defining characteristics of entertainment bowling:

1. Experience Is the Core Product

In entertainment bowling, the bowling lane is the anchor activity — not the entire product. The venue's
atmosphere, design, music, lighting, F&B quality, and ancillary entertainment all contribute to the
customer's perception of value. Customers who rate their experience highly will return regardless of their
bowling score. This is fundamentally different from the sports model, where performance quality drives
satisfaction.

2. Premium Food & Beverage Is Non-Negotiable

Food and beverage is not an add-on in entertainment bowling — it is a primary revenue driver and a key
differentiator. Craft cocktails, curated menus, lane-side table service, and premium bar offerings
generate 25-35% of total venue revenue at margins significantly higher than lane fees. Venues that treat

F&B as secondary consistently underperform those that elevate it to equal status with the bowling
experience.

3. Technology Defines the Experience
Modern entertainment bowling venues use technology as an experience amplifier. Digital scoring
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systems with animated graphics, in-lane ordering tablets, LED lane-side lighting that shifts with the
music, blacklight (UV) glow bowling modes, and immersive sound design all contribute to an atmosphere
that traditional centers cannot replicate. Mobile booking, loyalty apps, and digital signage complete the
technological ecosystem.

4. Flexible Programming Creates Revenue Diversity

Entertainment venues program their lanes — not just fill them. Theme nights (cosmic bowling, silent
disco bowling, DJ nights), corporate takeovers, birthday party packages, sports league nights, ladies'
nights, and private hire all draw different audiences at different times. This programming flexibility
maximizes lane utilization across all days and hours of the week.

5. Design Creates Destination Status

The most successful entertainment bowling venues are designed to be shared on social media.
Distinctive interiors, photogenic lighting, on-brand signage, and visually striking F&B presentations
create organic marketing through customer content sharing. A customer who posts their visit on
Instagram reaches hundreds of people who have never heard of the venue. This is the highest-ROI
marketing channel available — and it is driven entirely by design quality.

Key performance indicators for entertainment bowling venues:

“ Entertainment Venue Target Traditional Center Benchmark

Revenue per lane per year $70,000-$120,000+ $25,000-$40,000
F&B as % of total revenue 25-35% 8-15%
Average spend per customer $35-$65+ $15-$25
visit

Average dwell time 2.5-4 hours 1-1.5 hours
Weekend lane utilization 75-90% 60-75%
Midweek lane utilization 35-55% 20-40%
Corporate / private hire % 15-25% of revenue 3-8% of revenue
Net EBITDA margin 25-35% 10-15%

5.4 The Hybrid Model: Can You Serve Both Audiences?

The most commercially successful bowling venues in the world today are not purely sports centers or
purely entertainment venues — they are intelligently designed hybrid operations that serve both
audiences without compromising either. The hybrid model captures the recurring revenue stability of the
sports/league segment and the higher per-visit revenue of the entertainment segment.
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Executing a hybrid model requires deliberate design, careful scheduling, and operational discipline. It is
not simply a matter of having league bowlers in on Tuesday nights and social bowlers on Saturdays — it
requires that the physical space, the equipment, the staff, and the experience quality are sufficient for
both audiences simultaneously or in programmed sequence.

Successful hybrid venue examples:

* HeadPinz (Florida, USA)

State-of-the-art bowling combined with laser tag, a ropes course, arcade, and exclusive VIP lanes.
League play operates on designated evenings; social and family entertainment dominates daytime and
weekends. Premium F&B through an in-venue bistro. Result: 3-hour+ average dwell times; consistent
high utilization across all periods.

% Star Lanes (Columbus, Ohio, USA)

20-lane venue combining dedicated VIP lane sections, a full-service bar and grill, and a curated game
room alongside regular league programming. Corporate events and private hire drives above-average
midweek occupancy. Strong local brand identity that appeals to both competitive bowlers and social
groups.

% Film Alley (Weatherford, Texas, USA)

24 Brunswick bowling lanes within a multi-format entertainment complex featuring dine-in cinema, sports
bar and grill, and arcade. League participation forms a reliable weeknight base; the broader
entertainment complex drives destination visits on evenings and weekends. Post-opening experience: 3-
hour waits for bowling at peak periods.

How to design a hybrid model that actually works:

What the Hybrid Model Requires

Lane configuration Designate a block of lanes (typically 4—6) as a permanent VIP / social zone with
premium seating and lane-side F&B. The remaining lanes serve both open play
and league rotation.

Lighting system Dual-mode capability: standard lighting for daytime and league play; full UV/LED
glow bowling mode for evening entertainment programming. Should be
switchable from a central control system.

Scoring technology Scoring system that accommodates both competitive (handicap, league stats)
and entertainment (animated graphics, group games, bumper mode)
configurations on the same physical infrastructure.

Scheduling discipline Clearly defined time blocks: league nights (Mon-Thu evenings), open play
(daytime), themed entertainment nights (Fri—Sat evenings). Customers must
always know what format to expect when they book.

F&B positioning Full bar and food service available during all formats. League bowlers also buy
food and drink — a proper F&B offering increases per-head spend even in the
sports segment.
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Staff cross-training All front-of-house staff must be able to support both formats: league score
management and booking, and the full entertainment experience service model.

5.5 Revenue Model Comparison: Which Concept Generates More?

The financial case for entertainment bowling over pure sports bowling is compelling and supported by
industry data. The following comparison uses a standardized 16-lane venue in a comparable market to
isolate the impact of concept choice on revenue and profitability.

3.4% 6.3% 2—-3X%

CAGR of traditional sports CAGR of entertainment bowling Revenue multiplier of multi-
bowling segment (global, 2024— segment — nearly double the attraction entertainment
2032) traditional rate venues vs. standalone
bowling

16-Lane Venue — Annual Revenue Comparison by Concept:

REVENUE STREAM SPORTS CENTER ENTERTAINMENT HYBRID
Lane fees / open play $380,000 $640,000 $580,000
League dues / fees $120,000 $60,000 $110,000
Food & beverage $65,000 $380,000 $280,000
Bar / cocktails $20,000 $220,000 $160,000
Arcade / games $0 $90,000 $50,000
Events / private hire $30,000 $160,000 $140,000
Shoe / equipment rental $25,000 $35,000 $32,000
Merchandise / retalil $5,000 $20,000 $14,000

TOTAL ANNUAL ~$645,000 ~$1,605,000 ~$1,366,000

REVENUE

Est. EBITDA Margin ~12% ($77K) ~28% ($449K) ~24% ($328K)

Figures are illustrative benchmarks for a 16-lane venue in a well-located mid-size market. Actual performance varies by location, market
conditions, and operational quality.

The revenue comparison makes a clear case: a well-run entertainment bowling venue in the same
location with the same lane count as a traditional sports center can generate 2.5x% the revenue and 5-
6x the EBITDA. The incremental investment required to build an entertainment venue versus a sports
center (primarily in design, F&B infrastructure, and technology) is typically recovered within the first 12—
18 months of improved revenue performance.
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5.6 | Concept Selection Guide: Matching Your Market to Your Model

The right concept for your investment is not the highest-revenue concept in the abstract — it is the
concept that best fits your specific market, your capital budget, your operational capability, and your
investor timeline. Use the following decision framework to identify the model most likely to succeed in
your situation.

FACTOR SPORTS ENTERTAINMENT HYBRID

Catchment 150K+ with existing 200K+ with high leisure 250K+ to support both

population bowling culture spend segments

Target household $40K-$70K typical $65K-$120K+ $60K—$120K+

income

Capital budget Lower (simpler F&B, less Higher (design, F&B, Highest (full integration)
design) tech)

Investor experience 1st venue, simpler Preferred: prior F&B / Prior venue management

operations venue ops essential

Primary target Competitive bowlers, Millennials, families, All segments

audience older adults corporates simultaneously

Revenue growth Limited (declining Strong (6.3% CAGR) Strongest overall

potential segment)

Operational Lower Moderate Higher

complexity

Payback period 5-8 years 3-5 years 3-5 years

Best market context Small towns, niche Urban / suburban Mid-size cities with mixed
markets entertainment hubs demographics

The Recommendation for New Investors

For investors entering the bowling industry for the first time in a market of 200,000+ catchment
population, the entertainment model — or a hybrid leaning heavily toward entertainment —
represents the strongest risk-adjusted return profile. The higher capital investment is justified by
significantly superior revenue potential and a market growth trajectory that favors this format for
the foreseeable future.

* Switch Bowling

Switch Bowling's system architecture is designed to support all three models on the same physical
infrastructure. Our scoring and lighting systems can be configured for full sports/league operation
— including handicap league management, sport pattern oil application, and USBC-compliant
scoring — and switched to full entertainment mode with animated graphics, glow bowling lighting,
and in-lane ordering in minutes. This flexibility allows investors to start with a primary concept and
evolve over time without equipment replacement. Chapter 7 covers the Switch system in full detail.
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CHAPTER 05 - KEY TAKEAWAYS

Sports bowling and entertainment bowling are fundamentally different business models — not
variations on the same theme. Choose deliberately.

Sports bowling provides reliable recurring revenue through leagues, but is dependent on a
demographic that has been in long-term structural decline.

Entertainment bowling generates 2.5x the revenue and 5-6x the EBITDA of a comparable
sports center — driven by F&B, technology, events, and experience design.

The hybrid model — entertainment-led with integrated league programming — combines the
best of both: recurring weeknight revenue and high-margin recreational and social revenue.

For new investors in markets of 200,000+ catchment, the entertainment or hybrid model
delivers the strongest risk-adjusted return.

The right concept is defined by your market demographics, capital budget, and operational
capability — not by abstract preference.

Continue to Chapter 06: Equipment Selection & Technical Infrastructure -
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CHAPTER

EQUIPMENT SELECTION & TECHNICAL
INFRASTRUCTURE

Lane systems - Pinsetters - Scoring & AV - Lighting - Sound - Maintenance - Buy vs. Lease -
Supplier comparison

Equipment is the single largest capital expenditure in a bowling investment, and also the most
consequential operational variable after opening. The equipment you select determines your
maintenance costs, your downtime risk, your customer experience quality, and — through its
configuration and capabilities — the range of programming you can offer.

This chapter cuts through the technical complexity to give investors a clear, practical framework for every
equipment decision: what it is, what it costs, what to look for, and what to avoid.

6.1 Bowling Lane Systems: Construction, Materials, and Surface Standards

The bowling lane is the foundational product of your venue. Its construction quality, surface consistency,
and long-term durability directly determine the quality of play your customers experience — and the
maintenance burden you carry as an operator. Lane selection is an investment decision, not a
procurement decision.

The anatomy of a bowling lane:

m Material (Wood) Material (Synthetic) Key Function

Approach Foul line — Hard Rock Maple High-density polymer Bowler's launch
back composite platform; must be non-
slip, level, and
dimensionally stable

Lane Bed Foul line - pin Southern Yellow Phenolic/melamine Ball travel surface; olil
deck Pine (mid) + Maple resin panels pattern applied here;
(ends) consistency is critical

Pin Deck Last 3 ft behind Hard Rock Maple Reinforced Pin resting surface;

head pin composite absorbs impact
repeatedly; highest wear
zone

Gutters Both sides of Various Moulded polymer Ball recovery; must be
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lane hardwoods
Ball Return Under/beside Steel track
Channels lane

Wood vs. Synthetic — the investor's decision:

smooth and
dimensionally consistent

Steel track
(universal)

Returns ball from pit to
approach; connects to
return unit

WOOD LANES SYNTHETIC LANES

Installation cost: $25,000-$80,000 per lane
Surface life: 10-15 years before replacement
Resurfacing: Required every 1-2 years

Resurfacing cost: $800-$2,000 per lane +
downtime

Feel & play quality: Traditional; preferred by
competitive bowlers

USBC certification: Certifiable with approved oil
patterns

Humidity sensitivity: High — requires controlled
environment

Best for: Sports / league centers with
established venues

The New Venue Standard

Installation cost: $8,000—$25,000 per lane
Surface life: 20-30 years with proper care
Resurfacing: Zero resurfacing required

Ongoing surface cost: Lane conditioner / oil only

Feel & play quality: Highly consistent; modern
standard

USBC certification: Certified synthetic lanes fully
compliant

Humidity sensitivity: Minimal — dimensionally
stable

Best for: New-build entertainment and hybrid
venues

For any new bowling venue built today, synthetic lanes are the recommended standard. The lower
installation cost, zero resurfacing requirement, and superior dimensional stability make synthetic
lanes the more cost-effective choice over any investment horizon. Wood lanes are largely a
legacy infrastructure consideration for existing venues.

Lane conditioning — the hidden operational requirement:

Regardless of surface material, all bowling lanes must be conditioned with oil before every session of

play. Lane oil reduces friction, protects the surface, and defines the playing pattern. Lane conditioning
machines — which apply oil in precise, programmable patterns along the lane length — are a required

equipment investment for every bowling venue.

Lane conditioner Automated,
(machine) programmable oil
application

Conditioner fluid (oil) Sport or house pattern

formulations

Lane surface cleaner Enzymatic or solvent-

$80-$200 per

$8,000-
$20,000

Required: 1 machine per venue
(operates on all lanes in sequence)

Annual consumption: ~30-60

gallon gallons for a 16-lane venue

$40-$80 per Applied with separate cleaning
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based system gallon machine or manually
Lane cleaning Automated surface $3,000-$8,000 Separate from conditioner; often
machine cleaning unit combined in dual-function units

6.2 Pinsetters: Mechanical, String, and Robotic Systems

The pinsetter is the most mechanically complex piece of equipment in a bowling venue — and the one
most likely to cause operational disruption if it fails. Pinsetter selection is not merely a cost decision: it is
a reliability decision, a maintenance decision, and a concept decision. The wrong pinsetter for your
format can undermine your operational efficiency from day one.

The three pinsetter generations:

GENERATION 1 — Free-Fall (Mechanical) Pinsetter

The traditional pinsetter technology, in use for over 60 years. Pins are placed on the deck by mechanical
arms, swept clear by a mechanical sweep mechanism, and retrieved from the pit by a conveyor system.
Reliable when properly maintained; widely understood by technicians globally.

Components per machine: 150-200+ moving parts

Cost per lane: $15,000-$25,000 new

Annual maintenance: $1,500-$3,500 per lane

Noise level: High — requires acoustic treatment

Best for: Sports/league venues with dedicated on-site mechanic
USBC certification: Yes — the traditional competition standard

GENERATION 2 — String Pinsetter

A newer technology in which each pin is attached at its base by a lightweight nylon cord. The machine
lifts and resets pins using the string system, eliminating much of the mechanical complexity of the free-
fall design. Significantly quieter, faster to reset, and less maintenance-intensive than Generation 1.

Components per machine: 40—60 moving parts

Cost per lane: $8,000—$12,000 new

Annual maintenance: $500-$1,000 per lane

Noise level: Low — significant acoustic advantage

Best for: Entertainment venues prioritizing low maintenance and atmosphere
USBC certification: Available for recreational play; check jurisdiction for league use

GENERATION 3 — Robotic | Smart Pinsetter

The latest generation of pinsetter technology, incorporating servo motors, vision sensors, and Al-driven
diagnostics. Systems like the QubicaAMF iQ and Brunswick Synchro offer predictive maintenance alerts,
remote monitoring, real-time analytics, and adaptive pin handling that virtually eliminates pin-set errors.

Components per machine: Optimized servo-driven system
Cost per lane: $20,000-$35,000+ new
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Annual maintenance: $800-$1,500 per lane (lower in-person intervention)
Noise level: Minimal — quietest available

Best for: Premium venues prioritizing uptime, remote management, data
USBC certification: Yes (QubicaAMF iQ certified for competition)

40-60

Moving components in a string pinsetter vs. 150—200+ in a traditional free-fall machine —
translating to dramatically lower maintenance frequency and cost

6.3 Bowling Balls, Shoes, and Rental Equipment Management

Rental equipment — balls and shoes — is a high-touch, high-frequency operational system that
significantly impacts customer satisfaction. Poorly sized, worn, or dirty rental equipment is one of the
most commonly cited negative experiences in customer reviews of bowling venues. Getting this right
costs relatively little; getting it wrong costs you repeat visits.

Specification Quantity Unit Cost Total Replacement Cycle
(16-lane) Investment

House bowling balls 6-16 Ib range; 6-8 per lane $40-$80 $4,400— Replace when
durable =~110 each $8,800 cracked/chipped; ~3-5
polyester/reactive years heavy use
Ball racks Holding unit at 2 per lane = $120- $3,840- 5-10 years; cosmetic
approach 32 $300 each $9,600 replacement as needed
Rental shoes (adult)  Sizes 4-15 (US);  3-4 pairs per $25-$60 $1,375— Replace soles annually;
non-slip sole lane = ~55 per pair $3,300 full shoe every 2-3 years
Rental shoes Sizes 1-6 (child); ~20 pairs $20-$45 $400-$900 Replace more frequently
(children) robust toe box per pair — higher wear rate
Shoe sanitizer UV or spray 1 per $200- $200-$800 Annual service; replace
system system counter $800 UV bulbs yearly
Ball return units Automated return 1 set per Included in — Part of lane system
alongside lane lane = 16 lane maintenance
package
Bumper rails Retractable lane 1 set per $800— $12,800— 10+ years; check
bumpers for lane = 16 $2,500 per $40,000 mechanism annually
children set

Shoe management best practices:

Shoe hygiene is a disproportionately influential customer experience factor. Sanitization after every use
(UV sanitizer or spray), organized storage by size, and a clear process for retiring worn footwear reduce
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customer complaints and reduce the cost of replacement. Label each shoe pair with a size indicator
visible to both staff and customers — time spent searching for the right size during busy periods
translates directly to queue length and customer frustration.

6.4 Scoring Systems and Digital Displays: Technology Options

The scoring system is the central nervous system of a modern bowling venue — it manages lane
assignments, tracks scores, communicates with booking systems, displays content on overhead
screens, and increasingly integrates with F&B ordering and loyalty programs. In an entertainment
bowling context, the scoring and AV system is also a primary experience delivery platform.

Scoring system generations:

lanes)

Basic automatic Electronic score tracking with Budget venues, small $15,000-$35,000
scoring standard per-lane display centers, retrofit

monitors projects
Intermediate AV Touchscreen consoles, Mid-size $40,000-$80,000
scoring animated scoring graphics, entertainment venues

multiple display zones, basic
league management

Advanced Cloud-based system; full Entertainment centers, $80,000-$180,000
entertainment animated content; in-lane premium venues,
platform tablet ordering integration; hybrid FECs

mobile app connectivity;
loyalty program sync; remote
management; multi-format
programming (glow mode,
mini-games, party features)

Enterprise / multi- All above features plus Multi-site operators, $150,000-$300,000+
site platform centralized multi-venue large-format venues
management, advanced
business analytics, revenue
optimization tools

Key features to evaluate in any scoring system:

League Management Module

Essential for any venue intending to host league play. Must handle team rosters, handicap
calculations, weekly standings, and end-of-season reporting. Incompatible or inadequate league
software is one of the most common operational frustrations for bowling center managers.

Entertainment Mode Capabilities
For entertainment venues, scoring system content quality is a direct customer experience driver.
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Animated ball delivery graphics, celebration animations for strikes and spares, party game modes
(color bowling, target bowling), and glow bowling mode integration are differentiating features.

Booking System Integration

The scoring system must integrate cleanly with your lane reservation and POS platform. Manual
lane assignment from a disconnected booking system creates operational friction and staff errors
during busy periods. Insist on demonstrated integration, not promised compatibility.

Remote Management and Diagnostics

Cloud-based systems allow owners and managers to monitor lane status, review performance data,
and make system changes without being on-site. Particularly valuable for multi-site operators and
investors who are not hands-on day-to-day operators.

Software Update Policy

Scoring systems, like all software platforms, require regular updates. Clarify at purchase: what is the
update policy? Are updates included in the support contract? What is the end-of-support timeline for
the system version you are purchasing?

6.5 Lighting Systems: Standard, UV, and Cosmic /| Glow Bowling

Lighting is one of the highest-impact, lowest-relative-cost investments an entertainment bowling venue
can make. A sophisticated lighting system transforms the atmosphere of a space instantaneously — and
enables a single physical venue to operate as a daytime family environment and an evening premium
social venue without a single structural change.

Lighting Mode m Customer Impact Energy Profile

Standard white / Full-spectrum Daytime, family Clear visibility; Baseline LED:
warm overhead sessions, comfortable; highly efficient
illumination; league play appropriate for all

Ambient /
lounge mode

UV / Blacklight
(Cosmic)

LED dynamic /
RGB

functional and
comfortable

Dimmed overheads +
color-accent LED
strips; warm and

social

Ultraviolet blacklights
illuminate neon and
UV-reactive lane
surfaces, balls, pins,
and décor

Color-programmable
LED fixtures that

Evening open
play, F&B-led
periods

Glow bowling
sessions,
themed nights,
weekend
evenings

Party bookings,
entertainment

ages

Creates atmosphere;
encourages longer
stays; signals
premium positioning

High-energy,
photogenic,
memorable; drives
social media sharing;
premium ticket
pricing

Immersive;
differentiating;

Low draw; LED
strips minimal

UV fixtures run
continuously;
moderate draw

Smart controls
optimize output;
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pulse, shift, and sync events, DJ creates distinct efficient vs.
with music or scoring nights ‘night-out' discharge lighting
events atmosphere
Emergency Maintained All times — Safety function; Low constant
lighting emergency egress independent of  legally required; must draw; battery-
lighting; code- operational be tested regularly backed
compliant modes

Lighting system investment and ROI:

A full dual-mode lighting installation for a 16-lane venue — standard LED plus UV blacklight plus RGB
dynamic system — typically costs $40,000-$100,000, depending on specification and venue scale. This
is one of the highest-return capital expenditures available in venue design: the ability to charge a
premium for cosmic/glow bowling sessions (typically 20-40% above standard lane fees) and to create a
fundamentally different evening product without any incremental operating cost beyond electricity.

Modern LED lighting reduces energy consumption by up to 45% compared to fluorescent systems, and
UV LED fixtures add no significant energy burden at typical venue scale. The payback period on a
premium lighting system from cosmic bowling premium revenue alone is typically 12—24 months at a
well-occupied venue.

Design Principle

UV-reactive materials — lane surfaces, bumper rails, approach markers, scorekeeper tables, and
décor elements — must be specified at the design stage to maximize the impact of blacklight
lighting. Retrofitting UV-reactive finishes after installation is expensive. If you plan to offer cosmic
bowling (and you should), design for it from the beginning.

6.6 Sound System Design and Acoustic Management

Sound is the most underinvested sensory dimension in traditional bowling centers — and one of the
most impactful in entertainment venues. The difference between a flat, echoic bowling alley and an
entertainment venue with well-designed acoustics and a quality sound system is experienced
immediately by every customer who walks through the door.

Two separate disciplines — do not confuse them:

ACOUSTIC MANAGEMENT SOUND SYSTEM DESIGN

The suppression of unwanted noise — primarily The delivery of intentional, curated audio to create
from the pinsetter machines in the rear of the atmosphere and amplify the entertainment
venue. Key strategies: experience. Components:
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» Acoustic insulation in the machine room (ceiling, » Zoned speaker system (lanes, lounge, F&B,
walls, masking wall) restrooms separately controlled)
e Sound-dampening materials on pinsetter machine o Amplifier with minimum 10% headroom above
housings required output
* Rubber isolation mounts on machine bases « Digital signal processing (DSP) for EQ and zone
 Double-skin masking wall between pit area and mixing
customer zone » Scoring system audio integration (celebration sounds,
» Absorptive ceiling panels over the lane area to strike effects)
reduce echo « DJ/ live input capability for event programming
» Background music streaming licensing (separate from
equipment)

Sound system investment guide:

Venue Scale Sound System Spec Investment Key Priority
Range

Small (8 lanes) Zoned 2—4 amplifier; 20—-30 $15,000-$35,000 Even coverage; adequate
ceiling/wall speakers; DSP volume without distortion at peak
controller
Mid (16 lanes) Multi-zone 6-8 amplifier; $35,000-$75,000 Zone independence (lanes vs.
40-60 speakers; full DSP; lounge vs. bar); DJ/event input
scoring integration
Large (24+ Professional multi-zone $75,000— Acoustic balance; DJ/event
lanes) system; line array in lounge; $150,000+ capability; system redundancy
subwoofers; full control
room

6.7 Maintenance and Service Contracts: What to Look For

A bowling venue that cannot be repaired quickly is a bowling venue that cannot generate revenue.
Equipment downtime — particularly pinsetter failure — is the most immediate threat to daily revenue,
and an inadequate maintenance strategy is the most avoidable cause of it. Before any equipment is
purchased, the maintenance strategy must be defined.

Annual maintenance cost benchmarks:

Annual Key Maintenance Tasks Downtime Risk
Maintenance Cost
(per lane)
Free-fall pinsetter $1,500-%$3,500 Belt replacement, cam Moderate—High
adjustments, sweep without regular
mechanism, electrical system preventive

maintenance

String pinsetter $500-$1,000 String replacement, motor Low — simpler
checks, electronic calibration mechanism, fewer
failure points
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Robotic pinsetter

Lane surface &

conditioner

Scoring & AV system

Lighting system

Sound system

$800-$1,500

$500-$1,200

$500-$1,500 (full

system)

$200-$600

$200-$500

Software updates, sensor
calibration, servo motor checks

Oil machine service, lane
cleaning, surface inspection

Software updates, monitor
replacement, network
maintenance

Bulb/LED replacement, dimmer
service, UV fixture maintenance

Amplifier service, speaker cone
inspection, DSP update

Service contract structure — what to negotiate:

Remote Diagnostics
For robotic and smart pinsetter systems, remote diagnostics capability allows the supplier's technical

team to diagnose issues without a site visit. This dramatically reduces response time for software and
calibration issues and can eliminate many on-site service calls entirely.

Response Time Guarantee
The most important clause in any service contract. Specify maximum response times for critical failures
(pinsetter down): target 4 hours on-site response during operating hours, 8 hours outside. Response
time guarantees without penalty clauses are meaningless. Ensure the contract includes financial
remedies for non-compliance.

Preventive Maintenance Schedule

Service contracts that include scheduled preventive maintenance visits — typically quarterly — reduce
emergency call-outs significantly. The cost of preventive maintenance is consistently lower than the cost
of reactive repair plus lost revenue during downtime. Insist on documented PM schedules.

Parts Availability Commitment

Very Low —
predictive diagnostics
prevent most failures

None if maintained —
surface issues
develop gradually

Low — typically
affects UX before
causing full outage

Very Low —
redundant fixtures
mean partial failure
only

Low — partial
degradation before
failure

Establish the supplier's parts availability policy before signing. For older or discontinued pinsetter
models, parts can become scarce, creating extended downtime. Suppliers offering multi-year parts
availability commitments or hold stock agreements provide significantly lower operational risk.

6.8 Buy vs. Lease vs. Finance: Making the Right Equipment Decision
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Equipment acquisition strategy has a direct impact on your capital structure, your cash flow during ramp-

up, and your total cost of ownership over the investment lifecycle. There is no universally correct

approach — the right structure depends on your capital position, your projected revenue ramp-up, and

your relationship with the equipment supplier.

Structure How It Works Capital Best For Key Consideration
Impact

Outright Full payment at Highest Investors with Highest depreciation risk;
Purchase delivery; you own upfront; strong liquidity; full maintenance
the equipment lowest long- seeking lowest responsibility
term TCO
Equipment Loan from bank or Reduced Mid-capital Interest cost adds to total;
Finance supplier; spread upfront; fixed investors; ensure revenue covers
over 3—7 years; you monthly predictable cash payments from Month 3-6
own at end payments flow planning
Operating Monthly fee; Minimal New investors; Higher total cost; no asset
Lease supplier retains upfront; markets with ownership; flexibility at
ownership; upgrade operational technology lease end
options at term end expense change risk;
cash-
constrained
Supplier Equipment supplier Varies by Investors buying Terms may be tied to
Finance offers own financing program; full packages service contract and parts
program (common often from single purchasing
in bowling industry) bundled with supplier
service
Revenue- Supplier provides Zero upfront; Markets where Margin sharing reduces
Share Model equipment in ongoing capital is highly EBITDA, exit terms need
exchange for % of margin share constrained; careful review
revenue emerging

Equipment Finance and the Revenue Ramp-Up

geographies

The most critical consideration in equipment financing is the relationship between your monthly
payment obligation and your projected revenue timeline. A venue that reaches target occupancy
in Month 4 can comfortably service equipment debt from Month 3. A venue with a 9-month ramp-
up needs a working capital reserve to cover equipment payments during that period. Structure
your financing term and working capital reserve together — not independently.

6.9 Equipment Supplier Comparison Matrix

The global bowling equipment market is served by a relatively small number of major suppliers, each
with different geographic reach, product philosophy, technology investment level, and service capability.
Understanding the landscape helps investors make informed decisions — and negotiate with greater
confidence.
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m Headquarter Primary Products Market Strength Technology Best Fit
S Focus

QubicaAMF USA / Italy Pinsetters, lanes, Global — Highest — Premium entertainmen
scoring, F&B Americas, BES NV cloud centers; technology-lec
systems Europe, Asia scoring; iQ operators
robotic
pinsetter
Brunswick USA Pinsetters, lanes, Americas; High — Sync Mid-to-large entertainment
Bowling scoring (Sync), significant global scoring; sports centers
furniture presence automated
systems
Switch Bowling Global Complete turnkey Emerging Strong — New investors; hybrid vent
venue solutions; markets; global integrated emerging market entry
scoring; design investor-led experience
projects platform
Murrey Bowling USA Lanes, string North America; Moderate — Budget-conscious smal
pinsetters, cost-conscious string pinsetter centers; residential
accessories markets focus
Bowltech Europe Service, installation, Europe — Moderate — European markets seeki
equipment particularly distributor local service support
distribution Nordics and model
Benelux
CHFUNTEK China Lanes, string Asia-Pacific; Developing — Emerging markets; budg
pinsetters, scoring price-sensitive cost- installations
markets competitive
products

This matrix reflects publicly available market positioning. Equipment decisions should always be validated through direct quotations, site
visits to reference venues, and detailed service capability assessments for your specific geography.

* Switch Bowling

Switch Bowling occupies a distinct position in the global equipment landscape: we are not simply a

hardware supplier, but a complete venue partner. Our investor program combines equipment
specification, layout design, scoring and AV system selection, F&B concept guidance, staff
training, and post-opening operational support within a single engagement. For investors who
want to make one confident decision rather than navigate multiple independent supplier
relationships, the Switch model eliminates the coordination complexity and misalignment risk that
comes with assembling a venue from multiple independent vendors. Our equipment portfolio is
covered in full in Chapter 7.

CHAPTER 06 - KEY TAKEAWAYS

Synthetic lanes are the standard for any new-build venue: lower installation cost
($8K—$25K/lane), zero resurfacing, 20—30 year lifespan.

String pinsetters offer 40—60 moving components vs. 150-200+ in traditional machines —
lower maintenance cost, lower noise, faster reset.
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The scoring system is an experience platform, not just a scorekeeper. Entertainment mode
capabilities, booking integration, and remote management are non-negotiable for modern
venues.

UV/LED dual-mode lighting enables cosmic bowling premium pricing (20—40% above
standard) with minimal incremental operating cost. Design for UV from the start.

Annual maintenance budget: $2,000-$6,000 per lane covers all systems. Service contracts
with response time guarantees and preventive maintenance schedules reduce emergency costs
by ~15%.

Equipment financing structure must account for your revenue ramp-up timeline. Never let
monthly debt service obligations outpace projected early-stage revenue.

Continue to Chapter 07: Why Switch Bowling? -
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CHAPTER

WHY SWITCH BOWLING?

The youngest European bowling brand - Italian design by Pininfarina - European engineering -
Global reach - Investor partnership

Every chapter in this guide has asked you to think carefully about a decision: the right market, the right
location, the right concept, the right equipment. For each of those decisions, the quality of your partner
— the company that helps you plan, design, equip, install, and support your venue — determines how
well those decisions are executed.

This chapter is about that partner. Not as a sales pitch, but as an objective case: who Switch Bowling is,
what it has built, how it thinks, and why an investor considering a bowling venture anywhere in the world
should understand what it offers before making a final equipment and development decision.

7.1 The Problem with the Status Quo in Bowling Infrastructure

The global bowling equipment industry has been dominated for decades by a small number of legacy
suppliers — companies founded in an era when bowling was primarily a sport, when technology was
mechanical, and when design was secondary to function. For operators who wanted a competent,
certified installation, these suppliers delivered. For investors who wanted a bowling venue that could
compete as a modern entertainment destination, something was missing.

The design deficit

Traditional bowling equipment was engineered for function. It was not designed for experience. The
result: venues that work correctly but feel generic, dated, and interchangeable — the exact opposite of
what modern entertainment consumers expect and what premium pricing requires.

The innovation gap

Legacy suppliers, anchored to large installed bases and conservative customer profiles, moved slowly
on technology. Interactive scoring, entertainment programming, integrated digital experiences, and
mobile connectivity were afterthoughts rather than core product design principles.

The service distance problem
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Global suppliers serving markets from US or European headquarters struggle to provide the responsive,
locally-relevant service that venue operators need when equipment issues arise. Support tickets that
wait 72 hours in a time-zone queue cost operators real revenue.

The cost-value mismatch

Premium brand equipment has often carried premium prices that were not justified by proportionate
quality advantages. New investors — particularly in emerging markets — found themselves choosing
between expensive established brands and low-quality alternatives. A credible middle ground did not
exist.

Switch Bowling was founded in 2005 with a precise answer to each of these four problems: Italian design
by world-class partners, European engineering precision, global distribution with responsive local

support, and pricing that delivers genuine value without compromise on quality.

7.2 Born in Europe — Built for the World

Switch re-styled bowling through unique design with
international appeal.

— Switch® Brand Foundation

In 2005, the founders of Switch Bowling opened headquarters in Nyon, Switzerland — at the heart of
Europe, by design. The location was not coincidental. Central Europe offered proximity to the continent's
finest design studios, engineering suppliers, and technology partners, while positioning Switch at the
crossroads of the global distribution networks that would carry its products to clients on five continents.

The company's founding vision was precise and radical for the bowling industry at the time: to reinvent
bowling as a premium entertainment experience, not merely improve it as a sport infrastructure
product. That vision has guided every product decision, every design collaboration, and every investor
engagement in the two decades since.

2005 5 CE + USBC

Year Switch Bowling was Continents on which Switch Dual certification — European
founded in Nyon, Switzerland — venues are in active operation standards compliance and US
the youngest major European competitive play certification

bowling brand
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In 2013, Switch expanded its operational headquarters to I1zmir, Turkey — a strategic decision that
proved transformative. The port city of Izmir offers exceptional logistics advantages: direct sea freight
routes to markets across Europe, the Middle East, Africa, and Asia; well-established road and rail
connections to Central and Eastern Europe; and a major international airport serving destinations across
four continents. From Izmir, Switch can efficiently serve investors anywhere in the world with lead times
that legacy European suppliers, working from inland facilities, cannot match.

Crucially, this expansion did not mean a departure from European quality standards. Switch maintains its
close relationships with its Italian design partners and European technology suppliers. The
manufacturing quality, the component sourcing, the certification standards — all remain anchored to
European specifications. What changed was the speed, the cost-efficiency, and the global reach.

The Youngest European Bowling Brand — With 20 Years of Proven Delivery
Switch is the youngest of the European bowling brands — founded in 2005 when the industry's
legacy suppliers were already decades old. That youth is an advantage: Switch was built around
the entertainment-first model from the start, without a legacy sports-focused product range to
protect or a traditional customer base to preserve. Every product Switch has developed has been
designed for the modern venue, the modern investor, and the modern customer.

7.3 Italian Design x European Engineering Precision

If Switch has a single defining competitive advantage, it is the one that is most visible and most
immediately felt by every customer who walks into a Switch-equipped venue: the quality of the design.
And the source of that design quality is a collaboration that the bowling industry has never seen before.

A design partnership without precedent in the bowling industry

Switch Bowling collaborates with — one of the most celebrated design studios in the
world. Founded in Turin, Italy in 1930, Pininfarina is the creative force behind some of the most
iconic designs of the twentieth and twenty-first centuries: Ferrari road cars, Princess Yachts,

Sharp electronics, and Vitra furniture. Their work is defined by an unwavering commitment to the
harmony of form, function, and emotional resonance.

This is the studio that Switch Bowling has brought to the bowling industry. The result is
immediately apparent in every Switch installation worldwide:
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What Pininfarina-influenced design means for your venue:

Immediate visual differentiation

A Switch-equipped venue does not look like a generic bowling center. The design language is
coherent, contemporary, and premium. Customers notice it from the moment they walk in — and it
directly influences their perception of value, their willingness to pay premium prices, and their
likelihood of sharing the experience on social media.

Design that serves function

Pininfarina's philosophy is that great design makes everything work better. In a Switch venue, this
principle extends from the ergonomics of the scorer's seat to the sightlines from the lounge to the
lanes, from the intuitive placement of the scoring console to the sweep of the masking unit's visual
impact. Form and function are inseparable.

Timeless appeal vs. trend-dependent décor

Many venues invest heavily in interior themes that date quickly. Switch's design approach, informed
by Pininfarina's traditions of enduring elegance, produces venues that remain visually compelling for
years — reducing the need for costly mid-cycle refurbishments to maintain premium positioning.

Brand equity through association

The Pininfarina name carries global recognition. For investors positioning their venue at the
premium end of the market, the ability to communicate that the design heritage of their venue comes
from the same studio that designed Ferrari is a powerful and entirely credible brand differentiator.

European engineering precision — the invisible advantage:

Behind every Switch product's aesthetic is a commitment to engineering standards that reflect the
European manufacturing traditions from which the company was born. Every Switch pinsetter, scoring
unit, and lane system is engineered to CE certification — the European standard that confirms
compliance with health, safety, and performance regulations across the European Economic Area. All
Switch equipment meets USBC certification requirements for competitive bowling, confirming
compliance with global sport standards.

The European engineering philosophy embedded in Switch products manifests in four operational
realities that matter to venue owners: reliability — equipment that works consistently under high-volume
commercial use; precision — dimensional and mechanical tolerances that ensure consistent play
quality; durability — materials and construction methods selected for long commercial lifecycles; and
serviceability — designed for maintenance access, not just assembly.
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CE CERTIFICATION

Confirms compliance with European health, safety, United States Bowling Congress certification confirms
and performance standards. Required for Switch equipment meets the global competitive
commercial operation in the European Economic bowling standard. Switch-equipped lanes are eligible
Area. Switch is one of very few bowling brands for sanctioned league and tournament play in any
outside Western Europe to carry full CE jurisdiction that recognises USBC standards — which
certification across its product range. includes virtually every bowling federation worldwide.

7.4 Operational Advantages: Less Downtime, Lower Costs, Higher Throughput

Design is the reason investors choose Switch. Operations are the reason they stay. The structural
advantages of Switch-engineered equipment translate directly into measurable operational and financial
outcomes for venue owners.

1yl Lower maintenance complexity and cost

Switch's pinsetter engineering philosophy prioritizes mechanical simplicity and component
accessibility. Fewer moving parts, modular component design, and standardized replacement
parts reduce the frequency and cost of maintenance interventions. Venues operating Switch
equipment consistently report maintenance cost efficiencies versus comparable legacy
installations.

Faster lane recovery from minor faults

When technical issues do occur, the speed of resolution determines how much revenue is lost.
Switch's system architecture — including remote diagnostic capability and logical component
layout for field service access — reduces mean time to repair compared to more complex legacy
systems. Lanes that come back online within minutes rather than hours make a material
difference to weekly revenue.

Dual-mode operation — sport and entertainment

Switch equipment supports both competitive sport configuration and full entertainment mode
within the same physical installation. Lane conditioning, scoring system, and lighting can be
switched between sport and entertainment mode to serve league bowlers on Tuesday evenings
and social groups on Friday nights — without equipment changes or staff retraining.

Switch Genie — integrated venue management software

Switch's proprietary front desk and scoring software, Switch Genie, manages lane assignments,
reservations, customer scoring, league administration, and reporting within a single integrated
platform. The elimination of multiple disconnected software systems reduces staff training
requirements and removes the data silos that prevent operators from getting a clear picture of
their venue's performance.
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Switch Bowl App — customer-facing digital experience

Switch venues can deploy the Switch Bowl App, providing customers with mobile booking, live
scoring visibility, digital loyalty programs, and in-venue navigation. This digital layer extends the
customer relationship beyond the physical visit, enables targeted marketing re-engagement, and
creates the data foundation for understanding and improving customer behavior over time.

7.5 The Switch Product Portfolio

Switch's product range has been built to serve the full spectrum of bowling investment types — from
intimate boutique venues to large-scale entertainment anchors, from premium social concepts to
competitive sports centers. No other bowling brand has built a product portfolio designed so specifically
around the entertainment-first model.

ORIGINAL SERIES

The proven foundation of the Switch product line

Target: Commercial entertainment venues, sports centers, hybrid FECs, and any operator seeking a
full-specification Switch installation

v Full-spec pinsetters with Switch engineering reliability standard

v Synthetic lane systems with CE-certified surface and dimensional tolerances

v Switch Genie scoring and management platform

v Masking units and seating designed with Pininfarina design language

v Front end equipment, rental counters, and accessories

v/ Switch Bowl App compatibility

Highlight: The most complete bowling product suite available from a single European supplier

VIP SERIES

Premium private lane experiences — the highest-margin product in any bowling venue

Target: Entertainment venues creating dedicated VIP or private hire zones; hotels and resort venues;
premium social concepts targeting high-spending adult audiences

v Elevated design specification — Pininfarina influence most visible in this series

v Private seating, integrated service delivery systems, enhanced lighting

v Separate scoring and AV configuration from main floor

v Optional acoustic separation for fully private event capability

v Configurable for brand customization — venue branding fully integrated

Highlight: Generates 3-4x per-head revenue of standard lanes; highest-margin product in the
portfolio

MINI SERIES

Compact format for boutique venues, hotel integrations, and space-constrained installations
Target: Hotels, resorts, rooftop venues, small urban entertainment concepts, and any investor seeking
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to introduce bowling in a space that cannot accommodate a full-format center

v

v
v
v
v

Compact lane format — significantly reduced space requirement

Full Switch design quality in a smaller footprint

Ideal for venues where bowling is one of several entertainment offerings
Lower capital investment entry point

All Switch quality and certification standards maintained

Highlight: The most accessible entry point into the Switch product range — without compromise
on design quality

STYLE SERIES

Switch's newest series — contemporary and refined flair for the modern venue

Target: New-build venues seeking the most current design language; existing centers undergoing
premium repositioning

4
v
v
v

AN

Switch's most recently launched product line

Combines the latest Pininfarina design evolution with enhanced technical specification
Created specifically for the current generation of entertainment-led bowling investment
Maximum visual impact for social media-driven marketing environments

Available for new build projects and selective premium refurbishments

Highlight: The definitive modern bowling aesthetic — for investors who want their venue to set
the standard, not follow it

THE DUCK — Duckpin. Redefined.

Switch's innovative take on the fastest-growing alternative bowling format

Target: Venues seeking a differentiated secondary activity; boutique social concepts; markets where
full ten-pin is not culturally established

Switch's proprietary design for the duckpin format — redesigned from the ground up
Compact footprint — ideal as a complementary activity to standard ten-pin installations
Highly photogenic and social-media-ready format

Appeals strongly to younger adult demographics seeking novel experiences

Fully integrated with Switch Genie scoring platform

Highlight: The only duckpin product with Switch design quality — a differentiation tool no other
European bowling brand offers

7.6

A Truly Global Brand — Present on 5 Continents

Switch's ambition from its founding was global. Not as a distant aspiration, but as an operational reality

embedded in every aspect of how the company is structured — from its logistics infrastructure to its
distributor network to its multilingual client team.

“From spacious and sleek to boutique and chic, Switch® spans the globe."
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UK, Nordics, Central ~ Gulf States, Levant  Major urban markets  Singapore, Australia, North & South
& Eastern Europe SE Asia America

This global footprint is not simply a count of countries where Switch equipment has been shipped. It
reflects an active network of trained distributors, local service agents, and project partners who carry
Switch's quality standards and client-service philosophy into markets that major US and European
suppliers cannot serve with the same depth and responsiveness.

For an investor opening a venue in a market outside Western Europe or North America, this matters
directly: Switch's established presence in your region means local technical support, commercially viable
shipping lead times, and a project team with experience in markets like yours.

5 2005 Multi-lingual

Continents with active Switch® Year Switch was founded — 20 International team serving
venues in commercial operation years of global project delivery clients across Europe, MENA,
Asia-Pacific, and the Americas

7.7 Cost-Benefit Analysis: Switch vs. Conventional Alternatives

The investor's natural question about any supplier is: does the value justify the cost? For Switch, that

question has a clear answer — and it is most visible when the total lifecycle cost and the operational
performance data are compared against the alternatives.

Comparison Factor Legacy US/European Low-Cost Asian Switch Bowling
Brand Supplier
Design quality Functional — minimal Variable — limited Pininfarina-influenced
design investment design heritage — premium aesthetic
CE Certification Yes (European brands) Often absent or partial Full CE certification
across product range
USBC Certification Yes Rarely Yes — supports
competitive play
globally
European engineering Yes (origin) No Yes — built to
standard European spec from
Izmir
Customer experience Good — functional Below — often dated Excellent —
quality entertainment-first
design
Installation cost Higher Lower Competitive — quality

without the premium
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Annual maintenance
cost

Global service network
Dual-mode (sport +

entertainment)

Scoring software quality

Mobile app / customer
tech

Investor partnership
model

Moderate—High
(complex systems)

Strong in home market,
weaker elsewhere

Partial — legacy sports
bias

Strong (QubicaAMF,
Brunswick Sync)
Available (QubicaAMF
BES NV)

Product-focused

The Switch Value Proposition

High (parts availability
risk)

Weak outside Asia

Rarely

Limited

Rarely

Product-only

markup

Lower (simplified
engineering, local
support)

Active global
distributor network

Built-in — native to
Switch architecture

Switch Genie —
complete integrated
platform

Switch Bowl App —
native mobile platform

Full journey — design
to aftercare

Switch does not compete on price alone. It competes on the total value delivered across the
investment lifecycle: superior design that justifies premium pricing, engineering reliability that

reduces operating costs, global service that protects revenue, and a partnership model that
supports investors who may be entering the bowling industry for the first time. This is a

fundamentally different proposition from a hardware supplier — and it is designed specifically for
investors who understand the difference.

7.8 The Switch Investor Partnership: From First Contact to Opening Day and

Beyond

What distinguishes Switch from every other bowling equipment supplier is the nature of the relationship it
builds with investors. Switch does not sell equipment and step back. It builds partnerships — from the
earliest planning stage through installation, opening, and ongoing operation — because Switch's
founders and management team understand that the success of your venue is the most powerful
marketing for the Switch brand.

The Switch client journey — six stages:

Whether you are an entrepreneur with a vision, an architect designing an
entertainment complex, or an experienced operator planning a new venue, your first
conversation with Switch is a strategic discussion — not a product catalogue
presentation. The Switch team listens to your market, your concept, your timeline,
and your budget before making a single recommendation.

1 FIRST
CONTACT
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CHAPTER 07 -

CONCEPT
DEVELOPM
ENT

CUSTOM
SPECIFICA
TION

PRODUCTI
ON &
LOGISTICS

INSTALLATI
ON

AFTERCAR
E &
ONGOING
SUPPORT

Switch's pre-sales team works with you to develop the concept for your venue:
concept type (sports, entertainment, hybrid), lane count, product series selection,
space planning input, design direction, and technology configuration. This stage is
collaborative and iterative — Switch's experience is placed at your disposal to help
you make decisions you will be confident in.

Every Switch installation is custom-specified for the site. Lane layout, scoring
configuration, lighting design, seating selection, and front-of-house design are all
tailored to your building, your market, and your concept. Switch does not deliver
standard packages — it delivers solutions.

From Switch's Izmir headquarters — with its exceptional port access and logistics
infrastructure — your equipment is produced and coordinated for delivery to your
site. Switch's logistics team manages the entire supply chain: manufacturing, quality
inspection, customs clearance, freight, and delivery coordination.

Switch's installation teams — including certified local partners in your region —
manage the physical installation of your venue: lane fitting, pinsetter commissioning,
scoring system configuration, lighting installation, and furniture placement. Every
Switch installation is supervised against the company's quality standards before
handover.

Switch's relationship with clients does not end at opening day. Aftercare services
include scheduled preventive maintenance, emergency technical support, software
updates, and business performance review. For investors who want ongoing
operational guidance as well as technical support, Switch's team is available
throughout the life of the venue.

READY TO START YOUR SWITCH JOURNEY?

Whether you are at the earliest stage of an idea or ready to finalize your equipment

specification, the Switch team is ready to discuss your project.

switchbowling.com | info@switchbowling.com | +90 232 799 03 44
Tekeli ITOB OSB, Atatiirk Caddesi No:31, 35477 Menderes, |zmir — Turkey

KEY TAKEAWAYS

Switch Bowling was founded in 2005 in Nyon, Switzerland — the youngest major European
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bowling brand, built from the start around the entertainment-first model.

Switch collaborates with Pininfarina — the Italian design studio behind Ferrari, Princess
Yachts, and Vitra — bringing a design standard to bowling that the industry had never seen.

All Switch products carry CE certification (European standards) and USBC certification
(global competitive bowling standard), combining European engineering precision with global
applicability.

Switch operates across 5 continents with an active global distributor and service network —
offering investors in any geography the same quality of support as those in major markets.

The product portfolio (Original, VIP, Mini, Style Series, The Duck) covers the full spectrum of
bowling investment types — from intimate boutique venues to large-scale entertainment
anchors.

Switch Genie (management software) and Switch Bowl App (customer-facing digital platform)
complete an integrated technology ecosystem that no competing European supplier matches.

The Switch investor partnership model — from first concept discussion to opening day and
ongoing aftercare — is the most comprehensive in the European bowling industry.

Continue to Chapter 08: Complementary Entertainment & Revenue Mix -
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CHAPTER

COMPLEMENTARY ENTERTAINMENT &

REVENUE MIX

Arcades - Laser tag - Escape rooms - Mini golf - VR - Events - F&B - Programming strategies

Bowling is the anchor that draws guests through the door — but in today's competitive leisure landscape,
a single-activity venue leaves serious money on the table. The most profitable bowling centers in the
world have evolved into multi-layered entertainment ecosystems: guests arrive to bowl, stay for the
arcade, celebrate in a private event suite, and return for the escape room. This chapter equips investors
with the frameworks, financial benchmarks, and selection criteria to build a complementary revenue mix
that dramatically outperforms lane-only operations.

2-3% $92 3.2 hrs

Revenue vs. lane-only venues Average spend per FEC visit Average dwell time in multi-
attraction venues

8.1 Why Multi-Attraction Venues Outperform

The economics of single-activity venues are fundamentally constrained by throughput. A 16-lane bowling
center has a fixed capacity ceiling: at peak utilization, every lane is occupied and no additional revenue
flows. Multi-attraction venues break this ceiling by capturing spending across multiple parallel activities
simultaneously — and critically, by extending dwell time, which is the single strongest predictor of total
per-visit spend.

The Dwell-Time Effect: Research across hundreds of entertainment venues consistently shows that
guests who stay 30 minutes longer spend approximately 40% more. Complementary attractions are the
primary mechanism for extending dwell time. A family that bowls for 60 minutes and then moves to the
arcade, plays laser tag, and stops for food has spent 2.5-3 hours on-site — and every additional hour
translates directly to incremental revenue.

The Multi-Attraction Revenue Multiplier
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FECs integrating bowling with 3+ additional attractions generate 2—3x the total revenue of
standalone bowling centers on equivalent square footage. The global FEC market reached $34.6
billion in 2024 and is growing at 10.2% CAGR — driven almost entirely by multi-attraction
modernization.

Revenue Mix Target: High-performing bowling entertainment venues typically achieve the following
revenue split across their attraction portfolio:

REVENUE CONTRIBUTION BY SOURCE — TARGET BENCHMARK

Bowling Lanes :UERIET Core draw
Food & Beverage Qi gil7) High
margin
Arcade | Games | KT $300—
500/sq ft/yr
Private Events Highest
margin/hr
Premium Attractions Laser tag,
VR,
escape

Venues that over-index on bowling (>70% of revenue) are vulnerable to seasonality, league decline, and
competitive pressure. Venues with diversified revenue mix not only earn more — they are also
significantly more resilient and carry higher exit valuations.

$600K — $3M+

Annual revenue range for multi-attraction bowling venues (16 lanes + 3+ attractions)

8.2 Arcade & Redemption Games

Arcade and redemption game rooms are the most universally effective complementary addition to a
bowling venue. They require minimal staffing, generate revenue continuously throughout operating

hours, and appeal to every age demographic. Properly curated game rooms deliver $300-$500 per
square foot per year — among the highest revenue densities of any retail or entertainment category.
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[1 ARCADE & REDEMPTION GAMES

Setup Cost Gross Margin Avg Dwell Best Fit
$80K - $250K 65 - 80% 45 — 75 min All ages - All formats

Game Room Economics: Redemption games — ticket-dispensing machines tied to a prize redemption
counter — typically account for 65—-70% of total game room revenue and generate 5x more revenue per
unit than video games alone. The prize counter itself reinforces return visits, as guests accumulate
tickets across multiple sessions. Key redemption game categories include crane/claw machines, ticket
pushers, skill games, and high-value instant-win cabinets.

Debit Card Systems: Modern game rooms operate via contactless debit card or wristband systems
rather than coins or tokens. Guests pre-load credit at a kiosk; every swipe is tracked digitally. This shift
has increased average arcade spend by 25-40% (no change-hunting friction), simplified management,
and provided rich usage data for marketing and pricing optimization.

Sizing Guidance: For a 16-lane bowling venue, a game room of 150-300 square meters (1,600-3,200
sq ft) is typically optimal. Smaller rooms under 100 sq meters feel cramped and limit game variety; rooms
over 400 sg meters require substantial investment and may cannibalize bowling time. A well-stocked
room of 25-50 machines hits the sweet spot of variety, throughput, and capital efficiency.

Game Category Revenue Key Driver Notes
Share

Redemption ticket 55 — 65% 75-80% Repeat play / prize Crane, pushers, skill
games collect
Instant-win / amusement 15 - 20% 70-75% High excitement Key Master, coin
factor pushers
Video / racing games 10 - 15% 60-65% Social play Racing simulators
popular
Kiddie rides 5-8% 65-70% Parent Low maintenance

convenience

VR pods (if in arcade) 5-10% 55-65% Premium $5-10/play
differentiation

Installation Timeline: A complete arcade fit-out typically takes 4—6 weeks from equipment order to
opening. Most major suppliers (LAl Games, Embed, Intercard, Sega Amusements) offer lease and
revenue-share arrangements, reducing upfront capital requirements to as little as zero — the supplier
installs machines and takes 20—-30% of gross receipts. Investor-owned equipment achieves higher
margins but requires $80—-250K upfront and ongoing maintenance responsibility.
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Design Tip: Position the Arcade Strategically

Place your arcade between the bowling lanes and the exit — not past the exit. Guests who must
walk through the game room when leaving will consistently spend an extra $10-20 in ticket
games. This single layout decision has been shown to increase arcade revenue by 15-25%
compared to venues where the arcade is a detour.

8.3 | Premium Attractions: Laser Tag, Escape Rooms, Mini Golf & VR

Premium attractions command higher per-person pricing, create stronger social media moments, and
generate the highest contribution margins per hour of any entertainment format. They require more
investment, dedicated space, and trained staff — but for venues in high-traffic locations or targeting
corporate and group markets, they are transformative revenue drivers.

% LASER TAG

Setup Cost Gross Margin Avg Dwell Best Fit
$150K - $350K 55 — 70% 20 — 30 min Ages 8+ - Groups -
Parties

Laser Tag Overview: Laser tag arenas typically occupy 150-400 square meters and support 8—-30
simultaneous players per session. Per-session pricing ranges from $8-18 per player; group packages
($150-350/session) are the primary revenue driver. Profit margins of 15-40% are achievable once
established, with corporate team-building events delivering contribution margins exceeding 88% at
$2,200+ per event. Laser tag adds significant birthday party appeal and serves as a strong upsell within
bowling party packages.

[1 ESCAPE ROOMS

Setup Cost Gross Margin Avg Dwell Best Fit
$50K - $120K per 70 - 85% 45 — 60 min Ages 12+ - Teams -
room Corporate

Escape Room Overview: A single well-designed escape room (30-50 sq meters) can be built for
$50,000-$120,000 and generates $200—400 per session for groups of 4-8 players. With 6—8 sessions
per day at peak and contribution margins of 70—85%, a single room can generate $200,000-$350,000
annually. Multiple themed rooms multiply this revenue while sharing fixed overhead. Escape rooms
require minimal ongoing staffing (one game master monitors multiple rooms) and create strong repeat
demand as guests return to attempt different themes.
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[J MINI GOLF
Setup Cost Gross Margin Avg Dwell Best Fit
$100K - $300K 60 - 75% 30 — 45 min All ages - Families

Mini Golf Overview: Indoor mini golf — particularly interactive, technology-enhanced versions with
projection mapping, black light theming, or augmented reality overlays — has emerged as one of the
highest-growth attractions in the FEC sector. A 9-hole indoor course occupying 200-400 sq meters
generates $8-15 per player per round. Interactive mini golf installations like Puttshack, PopStroke, and
similar concepts have demonstrated that premium pricing ($15-25/round) is achievable when theming
and technology create genuine novelty. A $6.5M multi-attraction renovation in Arizona explicitly cited
mini golf as a core driver of its revenue transformation.

[l VIRTUAL REALITY

Setup Cost Gross Margin Avg Dwell Best Fit
$80K - $200K 55 - 75% 15 — 30 min Ages 10+ - Premium
segment

VR Zone Overview: Free-roaming VR (where players move around a dedicated arena without handheld
controllers) represents the highest-value VR format for entertainment venues. Systems from Zero
Latency, VRsenal, and similar providers accommodate 2—10 simultaneous players in arenas of 80—200
sg meters, with per-session pricing of $25-50 per person. Private VR birthday and corporate packages
($299-560+ for groups of 8-20) deliver exceptional contribution margins. VR also refreshes content
digitally — meaning the same physical installation can offer new experiences without hardware
replacement, reducing long-term capex.

Attraction Space Setup Cost Price/lPerson Peak Margin Best Revenue
Required Driver

Laser Tag Arena 150-400 m? $150-350K $8-18 55-70% Corporate team
events
Escape Room (per 30-50 m2 $50-120K $25-50 70-85% Group & birthday
room) bookings
Indoor Mini Golf (9- 200-400 m2 $100-300K $8-25 60-75% Walk-in families
hole)
Free-Roam VR 80—-200 m?2 $80—200K $25-50 55-75% Premium
packages
Arcade (25-50 150-300 m2 $80-250K $0.50-3/play 65-80% High-frequency
machines) repeat play
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8.4 Private Events: Birthday Parties & Corporate

Private events — birthday parties for children and adults, corporate team-building, league nights, school
excursions, and celebration of life gatherings — are the highest-margin revenue category in any
entertainment venue. Events are pre-booked (generating guaranteed revenue), require no incremental
marketing cost per booking (once the referral flywheel is established), and typically spend 2—3x more per
head than walk-in guests.

$2,200

Average contribution per corporate event (88% margin) vs. $323 for private parties (85% margin)
— both dramatically exceed walk-in economics

The Birthday Party Engine: A well-structured birthday party program can contribute 15-25% of total
venue revenue. Standard packages include 2 hours of lane time for 8—12 guests, a private party room or
reserved seating area, food (typically pizza + drinks), a dedicated party host, and arcade credits. Pricing
of $200—-400 per party (depending on market) generates $25,000-50,000 monthly revenue from birthday
programs alone in a well-trafficked venue. The key operational requirement is a dedicated party space
separate from general seating — without this, birthday programs are impossible to scale.

[J BIRTHDAY PARTY — CHILDREN

Starting from $150 — $280/party

v 2 hrs bowling for 10 guests + party room
v Pizza, soft drinks & birthday cake

v Dedicated party host

v 20 arcade credits per child

v Invitation cards & goodie bags

Typical contribution margin: 82 — 88%

[l BIRTHDAY PARTY — ADULT
Starting from $220 — $450/party

v/ 2 hrs premium lane booking for 10—20 guests
v Cocktail package + sharing platters

v Dedicated server

v Arcade & attraction credits

v Personalized scoring with name display

Typical contribution margin: 80 — 86%

[] CORPORATE TEAM BUILDING
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Starting from $800 — $2,500/event

v 2-4 hrs exclusive lane block for 20-50 guests

v Branded scoring screens & tournament format

v Catering package (lunch, dinner, or canapés)

v/ Multi-activity combinations: bowling + escape room or laser tag
v Post-event presentation & prizes

Typical contribution margin: 85 — 92%

Scaling Your Events Business: Most venues underinvest in their events sales capability. A dedicated
events coordinator — even part-time initially — will generate 3-5x their salary in incremental bookings.
Corporate sales require proactive outreach to HR departments, team building agencies, and corporate
event planners. A simple online booking portal, a clear package menu, and a responsiveness
commitment (reply within 2 hours) are the minimum requirements to compete effectively for corporate
business.

Seasonality Note

Birthday parties peak in spring and autumn (school term time). Corporate events peak in Q4
(November—-December) and Q2 (April-May team kick-offs). Build programming to fill the seasonal
gaps: league tournaments in January—February, school excursion packages in Q3. A well-
programmed events calendar reduces revenue seasonality by 30-40%.

8.5 Food & Beverage: Your Highest-Margin Revenue Stream

Food and beverage is consistently the second-largest revenue stream in bowling entertainment venues,
typically contributing 25—-35% of total revenue — but it carries among the highest margins of any offering.
Unlike hardware-intensive attractions, F&B scales with demand, can be repositioned seasonally, and
creates the dwell-time extension that underpins all other ancillary spending.

In-Lane Service: The single most powerful F&B innovation in modern bowling venues is in-lane food
and beverage service — guests order directly from a tablet at their lane, and food is delivered to them
without interrupting their game. Venues that implement in-lane service consistently report F&B revenue
increases of 40-60% compared to traditional counter-service models. The reason is simple: bowling
guests who must leave their lane to order tend not to. Guests with a tablet on their ball return order
multiple rounds.

F&B Format F&B % of Average Key Strength Investment Required
Revenue Spend/Head

Counter service only 10 - 15% $6 - 10 Low capex $30K — 80K
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Café/bar + counter 18 — 22% $10-16 Social hub $80K — 150K
In-lane service + bar 25— 35% $18 - 28 Maximum spend $150K — 280K
Full restaurant model 30 - 40% $25 - 40 Destination venue $300K — 600K

Menu Strategy: Bowling venue menus should prioritize sharable formats — pizzas, sharing platters,
sliders, nachos — that are easy to eat during a game, slow to consume, and generate natural upsell
opportunities ("another round of nachos?"). Alcohol is the highest-margin item: a craft beer poured at $7—
12 carries an 80%+ margin. A well-designed cocktail program can add $15-25 per adult head per visit.
Child-friendly options and allergy-aware labelling are table stakes for family venues.

Bar Revenue Benchmark

In adult-oriented bowling entertainment venues, bar and alcohol revenue alone averages $15-22
per adult guest — often exceeding the lane revenue from that same guest. Investing in a genuine

bar experience (quality spirits, signature cocktails, knowledgeable staff) is one of the highest-ROI
decisions an operator can make.

40-60% 80%+ $18-28

F&B revenue uplift from in-lane Gross margin on cocktails & Average F&B spend/head with
tablet ordering spirits in-lane service

8.6 Entertainment Mix Matrix: Selecting the Right Attractions

Not every attraction is right for every venue. Selection decisions must be grounded in your primary
market segment, available capital, site footprint, and local competitive landscape. The matrix below
evaluates 7 attraction categories across 8 decision criteria to help investors make informed choices.

Attraction CapE | Space Margi Dwellt Corp Family Teen/lYoung | Comp
X n Events Adult lexity
Arcade / $$ Low * %k K * %k K * K * % % Kk * %k Low
Redemption * %
Laser Tag $$$ Mediu * kK * %k * * % %k * kK 8.8 8 ¢ Mediu
m * * * m
Escape Rooms $$ Low * %k * %k * %k K * * * %k K Mediu
* %k * * m
Indoor Mini Golf $$$ High * %k * * %k * * * * % %k * %k Low
* *
Free-Roam VR $$$ Mediu * %k K * %k K 8.2 8¢ * %k K L.8.8.8 8 ¢ High
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m *
Karaoke Rooms $$ Low * %k 2.8, 8.1 * K Kk * % 2. 8.8.8 .8 ¢ Low
* *
Bowling (anchor) $$$$ High 1. 8.8 1 * %k 1. 8.8 .8 ¢ 1. 8.8.8 ¢ * %k Low

Key: CapEx: $ = <$50K, $$ = $50-150K, $$$ = $150-350K, $$$$ = $350K+. Stars (*) = relative
strength on a 1-5 scale.

Recommended Starter Combinations by Venue Profile:

Family Entertainment Focus (16 lanes, 2,500 m+)

Bowling + Arcade + Indoor Mini Golf + Birthday Party Suites + Full-Service Bar. This combination
captures the broadest demographic (ages 4-80), generates strong F&B revenue, and produces a
consistent birthday party flywheel. Target F&B at 30%, arcade at 12%, events at 12%.

Urban Premium / Adult Entertainment (12-16 lanes, 1,500-2,000 m?3)

Bowling + Escape Rooms + VR Zone + Full Bar + Corporate Events Program. This combination
targets 25—-45 year-olds and corporate groups, commands premium pricing, and generates
exceptional contribution margins. Avoid kids' attractions — they dilute the adult atmosphere that
justifies premium pricing.

C Suburban Mid-Scale (16-24 lanes, 2,000-3,500 m?)
Bowling + Arcade + Laser Tag + Birthday Party Suites + Casual Restaurant. This is the most
versatile and proven FEC formula globally. Multi-generation appeal, strong birthday party
economics, laser tag adds teen attraction, and the casual restaurant anchors dwell time across all
segments.

8.7 | Programming & Seasonal Revenue Strategies

The right attractions in a well-designed space will underperform without intelligent programming.
Programming means creating recurring, calendared reasons for existing guests to return and new guests
to try. High-performing venues treat programming as a core management discipline — not an
afterthought.

Weekly Programming Templates:
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Day | Time Primary Audience Program Theme
Mon-Wed evenings Corporate groups League night / team Pre-sold F&B packages
tournaments
Thursday evenings Adults 25-40 Date Night special F&B upsell
(lane+cocktail)
Friday evenings Young adults / Glow bowling + DJ / live Drinks + arcade
teens music
Saturday mornings Families with Junior bowling + birthday Birthday packages + arcade
young kids parties
Saturday afternoons Mixed families General walk-in + arcade Full spend across categories
Saturday/Sunday Adults / large Premium package Events revenue
evenings groups booking
Sunday mornings Families Brunch bowling F&B-led

Seasonal Campaigns:

Q1 (Jan—Mar): New Year League Launch — recruit new recreational leagues, January fitness-themed
bowling events (frame challenges, best-score competitions). Offset post-holiday spending dip with
league pre-payments.

Q2 (Apr—Jun): School Season Finale — school excursion packages, end-of-year corporate events,
graduations. Drive F&B with spring party packages.

Q3 (Jul-Sep): Summer Holiday Program — intensive junior programming, summer holiday camps,
family walk-in peaks. VR and arcade revenue peak in summer. Offer multi-visit summer passes to drive
loyalty.

Q4 (Oct—Dec): Peak Corporate & Holiday Season — the single highest-revenue quarter for most
venues. Corporate year-end events, Christmas parties, New Year celebrations. Offer early booking
incentives from August. This quarter often represents 35—-40% of annual event revenue.

Loyalty Programming

Venues with a structured loyalty program (app-based points, member pricing, birthday
recognition, exclusive event access) achieve 20-35% higher frequency from existing guests
compared to non-loyalty venues. Loyalty programs also build first-party data — a critical
competitive asset as digital advertising becomes less effective.

8.8 Switch Bowling: Designed for the Multi-Revenue Future
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Switch Bowling's product architecture was developed with the multi-revenue venue model explicitly in
mind. Every design decision — from the modular lane footprint to the aesthetic cohesion between
bowling and premium social spaces — enables investors to build exactly the type of high-margin, multi-
attraction venue this chapter describes.

How Switch Enables Your Revenue Mix Strategy

» Compact lane formats (Mini Series) create space savings of 20—30% vs. traditional lanes —
freeing up square meters for arcade, escape rooms, or event spaces

» Switch Genie management software integrates with F&B POS, event booking, and loyalty
systems for unified operations across all revenue streams

» VIP Series premium lane aesthetics anchor the adult entertainment positioning that commands
premium event pricing and corporate bookings

» Style Series provides the modern, Instagram-worthy aesthetic that drives social media virality
— the most cost-effective marketing for event programming

» Switch Bowl App enables in-lane ordering integration, digital scoring customisation, and
birthday party personalisation from a single platform

» Switch's global design team — drawing on Pininfarina's spatial intelligence — provides venue
layout consultancy beyond the bowling lanes themselves

When designing your multi-attraction venue with Switch, the conversation begins not just with lane count
— but with your total entertainment vision. Switch's project team works through the full space plan:
where the arcade sits relative to the lanes, how the event space connects to the bar, where the escape
room creates journey-surprise moments. This systems-level thinking is what separates world-class
venues from venues that happen to have multiple attractions.

One Investment Decision, Infinite Revenue Streams: Choosing Switch Bowling as your anchor
attraction gives you the credibility, aesthetics, and operational infrastructure to build every other revenue
stream on top. Investors who partner with Switch report that the quality of the bowling experience is the
single strongest driver of positive online reviews — which are, in turn, the primary driver of birthday party
and corporate event inquiries.

» Multi-attraction venues earn 2—3x the revenue of single-activity bowling centers on equivalent
footprint.

» Arcade/redemption games deliver $300-500/sq ft/yr at 65-80% margin — the highest return
per square meter of any addition.

» Private events (birthdays + corporate) generate 85-92% contribution margins — the highest-
margin activity in any entertainment venue.

» In-lane F&B service increases food & beverage revenue by 40—60% compared to counter-
service models.

» The right entertainment mix depends on your target demographic: choose 3-5 attractions that
reinforce each other spatially and commercially.
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» Programming (weekly themes, seasonal campaigns, loyalty) can increase frequency by 20—
35% from existing guests.

Continue to Chapter 9: Food & Beverage Operations
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CHAPTER

FOOD & BEVERAGE OPERATIONS

Menu design - Service models - Bar operations - Kitchen sizing - Staffing - Menu engineering -
Pricing

Food and beverage is the silent profit engine of the modern bowling venue. While lanes fill seats and
drive footfall, it is what those guests eat and drink that determines whether the business is merely busy
or genuinely profitable. F&B operations in best-in-class bowling venues contribute 25-40% of total
revenue — and carry gross margins of 60—-80%, significantly higher than the lanes themselves. This
chapter covers everything an investor needs to build an F&B operation that delights guests and
maximises the return on every square meter of venue space.

30-40% 60-80% $18-28

Typical F&B share of total Gross margin on food and Average F&B spend per head
bowling venue revenue beverage sales with in-lane service

9.1 F&B as a Profit Engine: The Financial Case

The economics of bowling are well understood: you earn lane fees for every occupied hour. What is less
intuitive — but critically important — is that the margin on F&B often exceeds the margin on the bowling
itself. A lane occupied for two hours at $25/hour generates $50 in revenue at perhaps 40-50%
contribution margin ($20-25). A group of four bowlers who each order two drinks and share a pizza
platter will spend a further $60—80 with a gross margin of 70-80% ($42—-64).

The Profitability Insight

A single pitcher of beer ($12-18 cost, $28-40 retail, 75%+ margin) paired with a pizza ($5-8
cost, $18-26 retail, 65-72% margin) generates more gross profit than the hour of bowling it
accompanies. F&B is not a supplementary service — it is a co-equal revenue engine.

Revenue Multiplier Effect: Venues that invest in quality F&B operations do not simply add an F&B
revenue line — they increase total venue revenue disproportionately. High-quality food and a compelling
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bar create a reason to arrive early, stay late, and return frequently. Guests who rate the food experience
highly are 2x more likely to rebook for events and 3x more likely to recommend the venue to others. F&B
quality is increasingly cited in online reviews as the primary differentiator between bowling venues in
competitive markets.

The Alcohol Advantage: Alcoholic beverages carry the highest gross margin of any F&B category —
typically 75—-80% on draught beer, 80—90% on cocktails. Industry standard pour cost targets 18—-24%,
meaning the ingredient cost represents roughly one-fifth of the retail price. A table that orders a round of
cocktails before bowling, beer during the game, and a digestif afterwards will spend $40-80 more than a
non-drinking group — at margins that are 15-20 percentage points higher than food. A genuine bar
program is not optional for a profitable venue; it is foundational.

75-90%

Gross margin on cocktails and spirits — the highest-margin item in any entertainment venue

9.2 Service Models: Choosing the Right Format

The service model you choose will determine your staffing costs, kitchen investment, F&B revenue
ceiling, and guest experience positioning. There is no universally correct model — the right choice
depends on your venue scale, target market, budget, and long-term vision. The four primary models are
counter service, bar and café, in-lane service, and full restaurant. Most successful venues use a hybrid:
a walk-up counter or bar for spontaneous orders combined with in-lane or table service for dedicated
guests and events.

[J COUNTER SERVICE | SNACK BAR

Spend/Head F&B Margin Investment Staffing Best For
$6 - 10 45 - 60% $30K — 80K 1-2 staff Entry-level, small
venues

[0 BAR & CAFE

Spend/Head F&B Margin Investment Staffing Best For
$10 - 16 55 - 70% $80K — 150K 3-5 staff Mid-scale, social
focus

[J IN-LANE TABLE SERVICE
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Spend/Head F&B Margin Investment Staffing Best For
$18 - 28 60 - 75% $150K — 280K 4-8 staff Premium, high-
revenue target

FULL RESTAURANT MODEL

Spend/Head F&B Margin Investment Staffing Best For
$25 - 40 60 — 78% $300K — 600K 8-15 staff Destination venue,
urban

In-Lane Service: The Highest-ROI F&B Investment: In-lane service — where guests order from a
tablet or QR-code menu at their lane and food is delivered without interrupting their game — is
consistently the single highest-return F&B investment in a bowling venue. The reason is behavioral:
guests who would not interrupt their game to walk to a counter will order multiple rounds from a device at
their ball return. Studies across entertainment venues confirm 40-60% higher F&B revenue per visit
compared to counter service. The investment ($150K—280K for a properly integrated system) typically
pays back within 18-30 months from incremental F&B revenue alone.

In-Lane Tablet Best Practices

Use high-quality photography — dishes with professional images outsell text-only entries by 30—
40%. Keep the menu focused: 20-25 items outperform 50+ items in ordering frequency and
kitchen efficiency. Feature upsell prompts ("Add a sharing nachos for $8") — digital menus with
auto-suggestions increase average basket by $3—6. Ensure the system integrates directly with
your POS and kitchen display.

9.3 Designing Your Menu for Maximum Revenue

Menu design in a bowling venue is a specialist discipline. Unlike a restaurant where guests are seated
for the duration of a meal, bowling guests are active — holding a ball, moving between lanes, managing
children, and socialising. The menu must accommodate this physical reality: items must be easy to eat
standing or in a booth, shareable among groups, finger-food friendly, and quick to prepare. At the same
time, price points and margins must support the venue's financial targets.

The 5 Principles of Bowling Venue Menu Design:

1 Shareable Formats First

Design 60—70% of the food menu around shareable items: loaded fries, pizza by the slice or
whole, sharing platters, nacho towers, sliders, chicken wings. Groups share naturally at bowling
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— one shareable platter triggers a round of drinks. Individual items (burgers, wraps, hot dogs)
serve as personal mains but should not dominate the menu architecture.

Finger-Food Friendly

Every item must be fully edible with one hand or two — no cutting required, no white clothes risk.
This rules out dripping sauces without proper containers, large salads, and elaborate plated
dishes. Think: boneless wings, pizza slices, sliders, flatbreads, soft tacos, fries, churros.

Fast Kitchen Execution

Every menu item should be completable in 8 minutes or less from order to lane delivery. A guest
waiting 25 minutes for food during a bowling game will not reorder. Build the menu around items
with consistent, fast prep: fryer items (fries, wings, onion rings), pizza (7—10 min in deck oven),
cold items (nachos, sliders), and pre-prepped sharing boards.

Premium Without Pretension

Price points should reflect the entertainment context: $8—14 for sharing starters, $12—18 for
mains, $6—-10 for desserts. Guests accept premium pricing in entertainment venues when the
quality justifies it — they resist pricing that feels exploitative of a captive audience. Use quality
ingredients and present them honestly.

Allergy & Dietary Clarity

Clearly label vegan (V), vegetarian (VE), gluten-free (GF), and nut-free (NF) options. Failing to do
this in today's market costs you bookings — one dietary guest in a group of 10 will veto a venue
that cannot accommodate them clearly.

Sample Bowling Venue Menu Architecture: The following illustrates indicative menu items, cost-to-

price benchmarks, and margin targets. Actual figures will vary by market and sourcing — these are

planning benchmarks from well-operated entertainment venues globally.

[0 SHARING STARTERS

Loaded Fries Platter Triple-loaded with cheese, bacon, Cost: Price: 77% margin
Jjalapefio, sour cream $2.80 $12

Nachos Tower Tortilla chips, salsa, guac, Cost: Price: 75% margin
jalapefios, melted cheese $3.20 $13

Chicken Wings (12pcs) Choice of buffalo, BBQ or honey- Cost: Price: 75% margin
garlic, blue cheese dip $4.50 $18

Sharing Pizza (12") Four options: margherita, Cost: Price: 82% margin
pepperoni, BBQ chicken, veggie $4.00 $22
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0 PERSONAL MAINS

Classic Smash Burger Double patty, American cheese, Cost: Price: 76% margin
pickles, secret sauce $3.80 $16

BBQ Pulled Pork Slider Slow-cooked pulled pork, slaw, Cost: Price: 77% margin

Trio brioche bun $3.50 $15

Veggie Flatbread Roasted peppers, hummus, feta, Cost: Price: 78% margin
rocket $2.80 $13

Hot Dog with Toppings All-beef frankfurter, choice of 5 Cost: Price: 78% margin
toppings $2.20 $10

U BAR & BEVERAGES

Craft Beer (pint) Local / regional craft selection, 3 Cost:  Price: $8  75% margin
rotating taps $2.00
Signature Cocktail Venue-branded recipe — whiskey Cost: Price: 80% margin
sour, espresso martini, etc. $2.80 $14
Pitcher of Beer (2L) House lager, served ice cold Cost: Price: 80% margin
$4.50 $22
Mocktail / Soft Handcrafted non-alcoholic: Cost:  Price: $7  83% margin
lemonade, ginger crush, berry fizz $1.20
[0 DESSERTS
Churro Bites with Dip Cinnamon churros, warm Cost:  Price: $9  80% margin
chocolate sauce $1.80
Loaded Brownie Warm brownie, vanilla ice cream, Cost: Price: 78% margin
salted caramel $2.20 $10
Ice Cream Cups (kids) 2 scoops, choice of 4 flavours + Cost:  Price: $5  80% margin
sprinkles $1.00

9.4 Bar Program & Drinks Strategy

A well-designed bar program is the single most important F&B decision a bowling venue investor will
make. The difference between a venue with a proper bar and one with a drinks fridge is not incremental
— itis transformational. A genuine bar unlocks the adult entertainment market, enables premium event
pricing, dramatically increases per-visit spend, and creates the social atmosphere that drives word-of-
mouth and online reviews.

Bar Design Principles:

» Visibility: The bar should be the visual centrepiece of the venue, positioned to be seen from the lane
areas. A bar you can see from your lane is a bar you order from.
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» Volume Capacity: Size the bar for your event peak, not your average Monday evening. A bar that can
serve 150 guests simultaneously requires 4—6 service points (taps, blenders, spirits rail). Undersizing the
bar is a common mistake — the queue at the bar is the most visible symbol of a venue's operational
limitations.

» Draught Beer: Install a minimum of 4—6 draught beer taps. Craft and local beers command premium
prices ($8—14/pint) and 75%+ margins. Brand partnerships (one national brand + one local craft) provide
both brand recognition and margin.

» Cocktail Program: Develop 4—6 signature cocktails branded to your venue. Named cocktails ("The
Strike", "The Spare", "The Perfect Game") create memorable ordering experiences and justify $14-18
price points vs. $8-10 for generic mixed drinks. Cocktail margin: 80-90%.

» Non-Alcoholic Range: A strong mocktail and premium soft drinks range serves designated drivers,
families, and the growing non-drinking demographic. Charge $6-9 for handcrafted non-alcoholic drinks
— they carry 80%+ margins and demonstrate genuine hospitality.

75-80% 80-90% $15-22

Gross margin on draught beer Gross margin on cocktails Average bar spend per adult
in entertainment venues

Price

House lager (pint) $1.40 - 2.00 $7-9 72 — 80% 2. 0.8.8.8 ¢
Craft beer (pint) $2.00 — 3.00 $8 — 14 75 — 80% * ok kK
House wine (glass) $1.50 - 2.50 $8-12 75 — 80% * %k
Signature cocktail $2.50 — 4.00 $13-18 80 — 90% * %k
Premium spirits $1.50 — 3.00 $9-14 79 — 85% * %k *
(single)

M?(tcktail / premium $1.00 - 1.50 $6 -9 80 — 88% * %k
o)

Responsible Service of Alcohol

Operating a licensed venue requires robust responsible service policies: mandatory staff
RSA/alcohol service certification, ID verification procedures, cut-off protocols, and a code of
conduct for intoxicated guests. Failure to manage this creates legal liability and can result in
license suspension. Build RSA training into induction for all bar and floor staff and document
compliance rigorously.

9.5 Kitchen Design & Equipment
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The kitchen is the foundation of your F&B operation — and one of the largest capital line items in a
venue fit-out. Getting the kitchen right means sizing it accurately for your menu and volume, investing in
equipment that enables consistent fast execution, and designing a workflow that minimises staff
movement and bottlenecks. Getting it wrong is expensive to correct and costly in daily operations.

Kitchen Sizing by Venue Scale:

Daily Covers (F&B) Kitchen Area Staffing (Peak) Equipment Level

Entry level 50 -120 15-25m? 2 kitchen staff Fryer, oven, grill,
cold prep
Mid-scale 12-20 100 — 250 30 — 50 m2 3 — 5 kitchen staff Full line + deck pizza
oven

Large venue 20-32 200 - 500 50 — 90 m2 5 — 8 kitchen staff Full commercial
kitchen

Destination 32+ 400 — 800+ 80 — 150 m2 8 — 14 kitchen staff =~ Restaurant-grade full

venue kitchen

Essential Kitchen Equipment:

FRYER STATION

A commercial fryer is the workhorse of a bowling venue kitchen — chicken wings, fries, onion rings, and
fried snacks dominate sales. Specify a minimum 2-basket commercial fryer (15-20L capacity each) for
venues under 20 lanes; add a third basket for larger venues. Budget $4,000—8,000 per commercial fryer
station.

PIZZA DECK OVEN

A stone deck pizza oven produces the authentic base that guests recognise and pays back through the
highest per-item margin on the menu ($22-28 retail, $4-6 ingredient cost). A two-deck commercial pizza
oven ($6,000—14,000) handles 12—-24 pizzas per hour — sufficient for most venues. For high-volume
events, add a conveyor pizza oven as the volume workhorse and use the deck oven for premium quality.

COLD PREP & REFRIGERATION

Specify under-counter refrigeration at every prep station, a dedicated cold prep table for salads and
garnishes, a walk-in cool room (minimum 6—10 m2 for mid-scale venues), and a separate dry goods
store. Insufficient refrigeration causes the most common kitchen operational failures.

KITCHEN DISPLAY SYSTEM (KDS)

A KDS replaces paper tickets with a digital display at each kitchen station, synced directly to the POS
and in-lane ordering system. KDS reduces ticket errors, tracks preparation times, and enables
management to monitor kitchen performance in real time. A KDS system costs $1,500-4,000 and pays
for itself within 3—6 months through reduced error rates and faster throughput.

Capital Cost Summary — Kitchen Fit-Out:

© Switch Bowling - Global Bowling Investment Guide - Page 7



BOWLING INVESTMENT GUIDE Chapter 9: Food & Beverage Operations switchbowling.com

Item Low High Notes

Commercial fryers (x2) $8K $16K Essential — wings, fries
Pizza deck oven $6K $14K Stone deck preferred

Grill / flat top $3K $8K Burgers, flatbreads

Cold prep table + under- $4K $10K Per station

counter

Walk-in cool room $8K $20K 6-12 m2 depending on scale
KDS + POS hardware $3K $8K Per 2 kitchen stations
Extraction / ventilation hood $5K $15K Local code compliance required
Smallwares, utensils, $5K $12K Per kitchen

shelving

TOTAL (mid-scale venue) $42K $103K Before fitting-out costs

9.6 Staffing & Training Your F&B Team

F&B staffing is the largest variable cost in food and beverage operations, typically representing 28—35%
of F&B revenue. Overstaffing kills margin; understaffing kills the guest experience and triggers negative
reviews. The right staffing model requires accurate demand forecasting, flexible rostering, and a culture
of hospitality that turns part-time workers into genuine hosts.

F&B Staffing Ratios:

Role Guests per Staff When Required Notes
Member

Bar staff 1 per 40-60 guests Always open RSA certified

Server (in-lane) 1 per 3—4 lanes In-lane service venues Key for F&B revenue

Kitchen (line cook) 1 per 60-80 Always cooking 2 min. for most shifts
covers/shift

Kitchen (prep / runner) 1 per 2 line cooks Busy periods Reduces bottlenecks

Floor supervisor 1 per 6-8 service Busy periods Manages F&B + guest flow

staff
Events coordinator 1 per event Event bookings Dedicated to group service
(F&B)

Training Imperatives:

F&B staff in a bowling venue are not just servers — they are hosts, upsellers, and brand ambassadors.
Every customer-facing team member should receive training in: product knowledge (menu, ingredients,
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allergens, bar menu), upselling techniques (suggesting upgrades, add-ons, desserts), responsible
service of alcohol (mandatory in most jurisdictions), and the venue's event packages (birthday parties,
corporate bookings). A team member who can confidently describe the cocktail list and suggest a
sharing platter will out-earn one who only takes orders.

Upselling Culture

The most effective upselling is hospitality, not sales technique. Train staff to suggest — not push.
“The nachos are really popular tonight — can | add those?" converts more than "Would you like
to add a starter?" Scripts and role-play training in onboarding consistently increase average
transaction values by 12—-18% with no negative impact on guest satisfaction scores.

9.7 | Menu Engineering & Pricing Strategy

Menu engineering is the systematic analysis of which menu items sell well and which are most profitable
— and the deliberate use of design, placement, and language to steer guests towards high-margin
choices. Applied correctly, menu engineering can increase gross F&B margin by 3—7 percentage points
without changing a single ingredient.

The Menu Engineering Matrix:

STARS High High Feature prominently — hero images, prime
placement, daily specials

PLOWHORSES High Low Reposition: raise price subtly, reduce portion
cost, or pair with high-margin side

PUZZLES Low High Investigate: improve description, add
photography, train staff to recommend

DOGS Low Low Remove or replace — they occupy kitchen
capacity without financial return

Pricing Guidelines for Bowling Venues: Price to the market, not the cost. In an entertainment context,
guests accept premium pricing when the experience justifies it — they are paying for convenience,
atmosphere, and the privilege of not interrupting their game. Key benchmarks: sharing starters $10-16,
personal mains $12-20, cocktails $12-18, draught beer $7-12, desserts $7-12. Conduct a quarterly
review: remove slow sellers (under 5% of orders), adjust underperforming margins, and introduce
seasonal specials to drive social media content.

Package Pricing Strategy: Bundle F&B into all event and booking packages. A birthday package at $35
per person including 90 minutes bowling + pizza + soft drink costs $12-14 in food/beverage ingredients
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but generates $35 revenue — a 60—65% contribution margin. Packages also remove the ordering friction
that prevents some guests from spending: the decision is made at booking, not at the counter.

3-7% 12-18% 60-65%
Margin improvement from menu Transaction value increase from Contribution margin on
engineering alone upselling training bundled event F&B packages

9.8 Switch Bowling & F&B Integration

Switch Bowling venues are designed from the ground up to support premium F&B operations. The
aesthetic quality of Switch equipment — clean lines, premium surfaces, Pininfarina-influenced design
vocabulary — creates the visual environment that justifies premium F&B pricing. You cannot charge $14
for a signature cocktail in a venue that looks dated. Switch venues look premium, enabling F&B to be
positioned and priced as premium.

How Switch Enables Premium F&B Revenue

» Switch Genie management platform integrates natively with leading F&B POS systems —
eliminating manual order reconciliation and enabling real-time revenue tracking across all
streams

» Switch Bowl App supports in-lane ordering integration, allowing guests to browse the menu and
order directly from the app while scoring tracks in real time

» VIP Series lane design creates dedicated premium social spaces where F&B service is part of
the experience — ideal for cocktail delivery and event hosting

» Style Series venue aesthetics create the Instagram-worthy environment that attracts the young
adult demographic driving craft cocktail and premium F&B consumption

» Switch design consultancy advises on bar positioning, lane-to-bar sightlines, and event space
F&B flow — ensuring F&B is architecturally maximised, not retrofitted

» Switch's global network shares best-practice F&B menus and pricing benchmarks across
venue operators in 5 continents

The Complete Guest Experience: A Switch venue guest arrives, is greeted by the design, orders at or
from a premium bar, bowls on world-class equipment, receives food at their lane, and leaves having
spent $45—70 per head across all categories. This is 2—-3x the per-head spend of a traditional bowling-
only visit. Switch equipment is the anchor. The F&B program is what fills the margin. Together, they
deliver the returns that justify the investment.
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» F&B contributes 30—40% of total revenue and carries 60—80% gross margins — consistently
higher than lanes.

» Cocktails and spirits deliver 80—90% gross margins — the highest-margin item in any
entertainment venue.

» In-lane tablet service generates 40-60% more F&B revenue than counter-only models — the
single highest-ROI F&B investment.

» Menu designh must prioritise: shareable formats, finger-food friendly items, sub-8-minute prep
times, and transparent allergen labelling.

» A mid-scale venue (16 lanes) requires $42K—103K in kitchen equipment investment — plan
carefully, as under-specification is expensive to correct.

» Menu engineering alone can improve gross F&B margin by 3—7 percentage points; upselling
training adds 12—-18% to transaction values.

Continue to Chapter 10: Interior Design & Atmosphere
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CHAPTER
INTERIOR DESIGN & ATMOSPHERE

Brand identity - Lighting design - Color psychology - Glow bowling - Acoustics - Sighage -
Social media moments

Every design decision in a bowling entertainment venue — from the ceiling height to the colour of the
restroom tiles — communicates something to guests: whether this is a premium experience worth paying
for, whether they feel energised or relaxed, whether they want to photograph and share their
surroundings. In the age of social media, the venue that looks extraordinary earns free marketing every
weekend. In the age of eatertainment, the venue that feels extraordinary earns repeat visits. This chapter
gives investors the design principles, zone-by-zone frameworks, and technology specifications to create
spaces that guests love and revenues reward.

90% 40% 2—-3x%

of purchasing decisions are of guests share venue photos Return visit frequency in
influenced by visual factors on social media if the design is venues with consistently
alone share-worthy updated atmospheric

programming

10. Brand Identity: Design as a Business Decision

1

Design is not a cosmetic afterthought — it is a strategic business decision that determines the premium
a venue can charge, the demographic it attracts, and the consistency of the guest experience across
every visit. Venues with a clear, coherent design identity command 15-25% higher price points than
comparable venues that lack visual coherence.

What is Brand Identity in a Bowling Venue? It is the visual and sensory expression of your venue's
personality. It answers questions guests ask subconsciously within the first 30 seconds: Is this a family-
friendly place or an adult playground? Is this premium or budget? Is this designed for me? A strong
brand identity delivers consistent answers across every touchpoint — the exterior signage, the arrival
experience, the lane area, the bar, the restrooms, and the staff uniforms.
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Define Your Positioning First

Before choosing a colour palette, ask: who is my primary guest, and what do | want them to feel?
A family entertainment centre targeting ages 5-50 needs a welcoming, energetic, colourful
identity. An adult entertainment venue targeting 25—-40 year-olds needs a sophisticated, moody,
premium identity. These two approaches require fundamentally different design languages — and
a confused identity produces a confused venue.

Design for Instagrammability

In 2024—-2026, a venue's social media presence is its most cost-effective marketing channel.
Design at least one 'hero moment' — a location specifically created to be photographed: a neon
sign wall, a dramatic entrance, an illuminated bar backdrop, a lane-level perspective with dramatic
lighting. Guests who post your venue reach their entire social network at zero cost to you.

Consistency Across Every Touchpoint

Brand identity must extend beyond the lane area: menu design, staff uniforms, digital scoring
screens, wristbands, website, social media, birthday party decorations. Inconsistency signals a
lack of attention to detail — and guests transfer that judgment to the quality of the overall
experience.

Design to Age Well

Trend-chasing is expensive. The neon-and-millennial-pink venue of 2018 looks dated today.
Invest in timeless design elements — quality materials, strong geometry, considered colour —
and use programmable LED lighting to refresh atmosphere without capital expenditure. A venue
that looked great on opening day should still look great in year five.

10.| Zone-by-Zone Design: Creating a Journey

p

A great venue is experienced as a journey — from the moment of arrival through each activity space,
social zone, and departure. Each zone should have its own distinct character while contributing to a
coherent overall narrative. Think of the venue as chapters in a story: the entrance is the hook, the lane
area is the action, the bar and lounge is the resolution, and the private event space is the invitation to
return.

[1 ENTRANCE & ARRIVAL ZONE

Mood: Anticipation, first impression, brand establishment
Palette: Navy / charcoal with orange accent hits; avoid pure black (feels unwelcoming)
Lighting: Bright ambient base + LED accent strips at low level; backlit logo sign; feature lighting on
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hero wall

Materials: Premium flooring (large-format tile or poured concrete), feature ceiling treatment, bold
signage, artwork or branded installation

[ LANE AREA — STANDARD MODE

Mood: Energy, competition, social focus, activity

Palette: Mid-toned blues, charcoals, and warm white overhead; avoid clinical white (reduces
atmosphere)

Lighting: Focused lane lighting (2,700-3,500K above ball return and pin deck); ambient LED strips
under lane bumpers; feature lighting above scoring screens

Materials: Engineered lane surfaces (Switch lanes), comfortable bench seating, acoustic panelling on
side walls, durable flooring between lanes

[l LANE AREA — GLOW BOWL MODE

Mood: Excitement, spectacle, nightlife energy, social media moment

Palette: UV-reactive colours: electric blue, hot pink, lime green, neon white — all activated by
blacklights

Lighting: Blacklights along full lane length; UV-reactive lane surfaces and pin coatings; moving LED
effects on ceiling; strobe effects timed to music

Materials: UV-reactive lane paint or coatings, reflective surfaces, glow-in-dark décor elements, neon
signage

[l BAR & LOUNGE ZONE

Mood: Relaxation, sociality, premium positioning, dwell time
Palette: Warm amber, deep teal, navy with gold accents; warm colour temperatures create intimacy

Lighting: Warm pendant lighting over bar (2,700K); backlit bar shelves; low-level ambient lighting in
lounge seating; feature lighting on art or sighage

Materials: Upholstered seating, warm timber or stone bar surface, acoustic ceiling tiles, statement bar
backdrop, quality glassware display

[l PRIVATE EVENT & PARTY ZONE

Mood: Celebration, exclusivity, personalisation

Palette: Flexible palette — must support brand colours for corporate events and festive tones for
parties

Lighting: Fully programmable LED system (colour-tuneable); dimmer controls; option for themed
coloured washes; feature pendant for birthday table

Materials: Modular furniture (moveable tables, stackable chairs), wipeable surfaces, dedicated AV
screen, adjustable partitioning

[] RESTROOMS

Mood: Cleanliness, quality signal, brand extension
Palette: Premium materials over bold colours; brass or copper fixtures, large-format tile, backlit mirrors
Lighting: Bright ambient (minimum 300 lux); vanity mirror lighting at face level; subtle accent lighting at
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low level

Materials: Quality tile, solid surface vanity tops, premium tap fixtures, enclosed cubicle doors to ceiling,
fragrance diffusers

10. Lighting Design: The Most Powerful Design Tool
3

Lighting is the single most transformative — and most cost-effective — design tool available to a bowling
venue operator. The same physical space can feel like a family activity centre at 11am and a premium
nightlife destination at 10pm, with nothing changed except the lighting programme. Investing in a
sophisticated, programmable LED lighting system is the highest-ROI design decision in any venue fit-
out.

LED lighting investment

Typically $40-120K for a 16-lane venue. Payback through: 15-25% higher event pricing, 20—-30%
more frequent social media posts, reduced re-fit costs over 10-year venue life

The 5 Lighting Modes Every Venue Should Support:

FAMILY DAY MODE — Bright & Welcoming

Full ambient brightness (400-500 lux in lane areas), warm white (3,000—-3,500K), all ceiling
lights active. Creates a clean, safe, energetic atmosphere for families with children.

Best for: Saturday mornings, junior programmes, school excursions, walk-in families
Technology: Dimmable LED panels + warm white strip lighting. No effects.

STANDARD PLAY MODE — Focused & Energetic

Reduced ambient (200-300 lux), focused task lighting on pin deck and scoring screens, LED
accent strips under lanes and at bar. The everyday operational mode — active and engaging
without overwhelming.

Best for: Weekday evenings, general walk-in, recreational league play

Technology: Dimmable LED panels + accent LEDs on dimmers. Scoring screen brightness matched
to ambient.

GLOW BOWL MODE — UV & Neon

Blacklights (UV-A, 365nm) along full lane length; all ambient lighting switched off or to low deep
blue; moving LED effects on ceiling; pin deck and lane surfaces UV-reactive. Transformative
nightlife atmosphere.

Best for: Friday/Saturday evenings, glow nights, teen events, birthday parties (adults)

Technology: UV-A tube or LED blacklights, RGBW LED strips programmable to deep blue/purple,
optional moving head effects

© Switch Bowling - Global Bowling Investment Guide - Page 4



BOWLING INVESTMENT GUIDE Chapter 10: Interior Design & Atmosphere switchbowling.com

EVENT & PARTY MODE — Customisable

Programmable colour wash over entire lane area; guest's choice of colour theme (blue for
corporate, gold for milestone birthday, club colours for groups); music-synchronised LED effects
optional.

Best for: Corporate events, birthday packages, themed nights, VIP bookings
Technology: Full RGBW LED system with DMX control or app-based programming interface

LATE NIGHT /| PREMIUM MODE — Moody & Intimate

Dramatic reduction in ambient light; warm low-level floor and under-lane accents; backlit bar at
high brightness; lane areas in deep jewel tones; scoring screens as primary light source.

Best for: Adults 25+ evening sessions, premium bar trade, late-night entertainment segments
Technology: RGBW full-system dimming, bar backlight at full, floor-level warm LED strips

Lighting Technology Investment Guide

Budget $25-45K for a 16-lane venue for a quality LED system that supports all 5 modes: LED
panel array (dimmable, CCT-tuneable), UV-A blacklight installation across all lanes, RGBW LED
Strip system under lanes and at bar, DMX or app-based control system, emergency lighting
compliance (separate circuit). This investment supports 10-15 years of operation with only bulb
replacement required.

10. Colour Psychology in Venue Design
4

Colour is the most primal form of communication in a physical space. Before a guest reads a sign, tries
the food, or speaks to a staff member, colour has already shaped their emotional state. Venue designers
who understand colour psychology can guide guests towards energy, excitement, relaxation, or appetite
— all of which have direct commercial implications.

DEEP NAVY TEAL ORANGE CHARCOAL FOREST GREEN
Trust - Authority Balance - Energy Appetite - Excitement Premium - Calm - Refresh

Walls, lane surrounds, ~ Accents, bar features, F&B areas, CTAs, Sophistication Lounge seating, break
signhage way-finding highlights Adult zones, premium areas
areas

Colour Psychological Commercial

Effect Application
Electric blue / UV Excitement, energy, Glow bowl Lane area, pin Restrooms
futurism activation, teenage deck, glow (clinical feel)
appeal features
Warm amber / Appetite stimulation, Bar area, F&B Bar surrounds, Lane areas
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gold luxury zones, premium event spaces (reduces energy)
events
Deep navy / Trust, authority, Brand anchoring, Entrance, Children's zones
indigo sophistication premium positioning branding, (uninviting)
corporate event
areas
Bright orange Urgency, appetite, F&B CTAs, Menus, arcade Overuse
fun children's areas, zones, birthday (fatiguing)
wayfinding rooms
Charcoal / near- Premium, nightlife, Adult entertainment Adult lounge, Family venues
black adult positioning late-night bar, (unwelcoming)
VIP areas
White / off-white Cleanliness, Restrooms, kitchen, Washrooms, Lane area (cold,
openness, neutral service areas back-of-house uninspiring)

Colour Contrast for Wayfinding

Use high-contrast colour coding to guide guest movement: orange for F&B, teal for activities,
navy for administration/checkout, white for restrooms. Guests who can find what they need
without staff assistance spend more time doing it — and more money while doing it.

10.. Glow Bowling: Programming an Event, Not Just Lighting

5

Glow bowling is one of the most commercially powerful events a bowling venue can run — but it must be
treated as a programmed entertainment experience, not simply a lighting mode. A successful glow bowl

session requires the full combination of UV lighting, UV-reactive surfaces, thematic music programming,

costume/dress code encouragement, and social media hooks. When all elements align, glow bowl nights
generate premium per-lane revenue and extraordinary social media reach.

The 6 Elements of a Revenue-Generating Glow Bowl Night:

1 UV-Reactive Equipment
Switch bowling equipment is designed to accommodate UV-reactive coatings on lane surfaces
and pin coatings. Balls should include house glow balls as part of the session package. The visual
spectacle of glowing pins, lanes, and balls is the product guests photograph and share.

Blacklight Architecture

UV-A blacklights installed along the full length of every lane (both sides, at ball return height and
overhead) produce the deep UV field that activates all reactive surfaces. Invest in quality UV-A
LEDs — cheap UV tubes produce inadequate field strength and visible flicker that reduces the
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premium feel.

Music Programming

A curated playlist is non-negotiable. Hire a DJ or use a professionally curated playlist that
matches your demographic. Volume should be event-level (not conversation-preventing). Create
a distinct 'glow bowl' playlist identity — guests associate specific music tracks with the experience
and the association reinforces return.

Dress Code Encouragement

Promote white and neon clothing for glow sessions (UV-reactive clothing glows brilliantly under
blacklights). Run social media challenges — best glow oultfit, most creative look. This turns guests
into walking marketing assets: every photo shared shows people having exceptional fun in your
venue.

Dedicated Session Pricing

Glow bowl should be priced at a 20—35% premium over standard lane rates. The premium is
justified by the enhanced experience and is consistently accepted by consumers in entertainment
venues. Offer glow bowl packages that bundle lane, house glow balls, and F&B for a clear per-
person price.

Social Media Integration

Position a designated photo zone near the entrance to the lane area — branded, lit dramatically in
UV. Show guests the hashtag at the lane and on digital screens. Social proof drives booking: a
Tuesday night glow bowl post seen by 200 people generates 5-8 bookings for the next glow
session.

20-35% 72hrs . 0.0.0.0.1

Premium pricing accepted for Average time before a glow Average online rating for
glow bowl vs. standard sessions bowl social post generates new venues with regular glow bowl
inquiries programming

10. Acoustic Design: The Overlooked Dimension

6

Acoustic design is the most frequently neglected element of entertainment venue fit-outs — and the most
common source of negative guest reviews. Bowling is inherently loud: pin impacts, ball rolls, crowd
noise, music, and mechanical systems combine to create significant sound levels. In venues without
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acoustic treatment, these sounds build to levels that make conversation difficult and contribute to
cognitive fatigue — guests leave earlier and enjoy their experience less.

Why Acoustics Matter Commercially: A guest who cannot comfortably hear their companions will not
stay for the full event package. They will not reorder drinks over background noise. They will not make a
dinner booking while struggling to hear the host explain the menu. Conversely, a well-acoustically
designed venue creates the sense of controlled energy — the noise is present and exciting, but
contained and comfortable — that characterises premium hospitality experiences.

Zone Target Noise Primary Source Treatment
Level Priority

Lane area (play) 65-75 dB(A Pin impacts + crowd High Acoustic ceiling
tiles above lane
return; side wall

panels

Bar & lounge 55-65 dB(A) Music + crowd Very High Upholstered
seating, soft
furnishings,

acoustic ceiling;
separate from lanes

Private event 50-60 dB(A) Group conversation Critical Full perimeter

space + AV acoustic treatment;
solid partitioning
from lane area

Restrooms <50 dB(A) General bleed Medium Solid door seals;
acoustic tiles in
ceiling
Reception / <60 dB(A) Bleed from all Medium Absorptive wall
entrance zones panels; separation

from lane area

Key Acoustic Treatments:

» Acoustic Ceiling Tiles: Mineral fibre or fabric-wrapped acoustic panels installed in the ceiling of lane
areas and the bar reduce reverberation dramatically. Specify NRC (Noise Reduction Coefficient) of 0.70
or above. Cost: $15-35/m2.

» Upholstered Seating: Fabric and foam seating in booth and lounge areas absorbs mid-frequency
sound — the frequency range of human speech. This is why hotel lobbies feel quieter than airports: soft
furnishings create comfort.

» Wall Panels: Decorative acoustic panels on side walls of the lane area (typically wood-faced or fabric-
covered) reduce flutter echo between parallel hard surfaces. These double as branding and design
elements.

» Mass Barrier Partitioning: The private event space must be acoustically isolated from the lane area
with solid, mass-loaded partitions (not lightweight demountable panels). A birthday party trying to hold a
conversation over lane noise is a bad experience that will not rebook.
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Sound System Investment

A quality distributed sound system — multiple smaller speakers throughout the venue at lower
volume, rather than a few large speakers at high volume — delivers clearer, more intelligible
audio at lower dB levels. Budget $15,000-40,000 for a 16-lane venue with separate zones
(lanes, bar, event space). Zone-controllable systems allow simultaneous different programming in
each zone.

10.| Signage, Wayfinding & Digital Screens

7

Signage and digital screens are the functional communication layer of a venue's design — and like all
design elements, they communicate quality. Hand-painted or printed vinyl signs signal budget. Precision-
cut illuminated letters, high-resolution digital displays, and coherent wayfinding systems signal premium.
In a business where the experience premium is the primary commercial lever, the quality of signage
matters.

External Sighage: The exterior sign is a venue's 24/7 advertisement. LED halo-lit lettering (backlit
channel letters) is the standard for premium bowling venues — visible in daylight, dramatic at night, and
associated with quality. Budget $15,000-40,000 for an external primary sign. Avoid internally illuminated
plastic sign boxes (dated aesthetic, poor durability). Include car park wayfinding and, where relevant,
road-visible digital displays for promotions.

Internal Wayfinding: Guests in a new venue should be able to navigate to their lane, the bar, the
restrooms, and the exit without assistance. Use floor-level LED strips in accent colours (teal to lanes,
orange to F&B, navy to administration) as primary wayfinding — intuitive and design-forward.
Supplement with hanging directional signage at decision points.

Scoring Screen Design: In modern bowling venues, the scoring screen is a significant design element:
it is the focal point of the lane area, visible from the bar and lounge, and is on-screen for the entire
duration of every visit. Invest in screens and software that match the venue's visual identity. Switch
Bowling's integrated scoring software allows custom theming, animated overlays, and branded
interstitials — turning a functional screen into a marketing asset.

Social Media Moment Screens: Install at least one large LED display wall or high-resolution screen at a
photogenic location — ideally the bar backdrop or entrance wall. Use it to display the venue's social
media feed, tonight's programming, sponsor content, and guest scores. A live social wall (displaying
guest posts with the venue's hashtag in real time) is one of the most effective organic marketing tools
available.
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External halo-lit $15K — 40K Brand visibility, first Channel letters preferred; 10+
primary sign impressions year lifespan

Internal wayfinding $5K — 15K Reduces staff direction LED strip + hanging signs;
system queries, improves flow match brand colours
Scoring screen $800 — 2,000 Guest experience, event Switch-compatible software;
system (per lane) pricing branded overlays

Bar backdrop LED $8K — 20K Social media moments, High-resolution LED tile or HD
display event backdrop pricing display panel

Digital promotion $3K — 8K each Event and F&B upsell at Position at entrance, bar queue,
boards point of decision checkout

Social media wall (live $2K — 5K Organic social reach, Real-time hashtag aggregation
feed) guest engagement

10. Switch Bowling: Designed to Elevate Every Space

8

Switch Bowling equipment is not neutral furniture placed into a venue — it is a designed product that
contributes to the visual and experiential identity of the space. The Pininfarina design philosophy — the
same studio that shapes the bodies of Ferraris and Princess Yachts — produces bowling lanes that look
as considered as any premium architectural element. This matters commercially: it means the quality of
the bowling equipment itself serves as a design anchor, reducing the investment required in surrounding
decoration to achieve a premium look.

Switch Bowling Desigh Advantages for Venue Atmosphere
» Pininfarina-designed lane aesthetics provide a design anchor that elevates the entire space —
no other equipment on the market carries this pedigree

» Switch Original and VIP Series feature clean, premium surface finishes that work in both glow
bowl (UV-reactive coatings available) and standard modes

» Integrated LED lighting channels built into lane structure enable ambient underlighting without
visible wiring — cleaner finish than retrofitted solutions

» Switch Genie scoring software supports full brand customisation: venue logo, colour palette,
animated overlays, and event-specific theming

» Style Series — Switch's newest and most design-forward product — is specifically developed
for venues where aesthetic differentiation is the primary driver

» Switch's design consultancy service provides full venue layout and atmosphere direction,
drawing on experience across 5 continents of venue deployments

» Global reference library: Switch clients span premium venues in Europe, Middle East, Asia and
Americas — providing investors with proven design benchmarks for every market context
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The Design Multiplier Effect: A Switch venue that invests thoughtfully in lighting, colour, acoustics, and
signage achieves a compound effect that no individual investment delivers alone. The equipment looks
premium. The lighting transforms it. The acoustics make it comfortable. The signage makes it navigable
and shareable. The result is a venue that guests describe not by what they did — they went bowling —
but by how it made them feel. And feelings drive return visits, positive reviews, and premium pricing in
ways that operational competence alone cannot.

» Design determines the premium price point your venue can charge — venues with clear visual
identity command 15-25% higher pricing.

» A programmable LED system ($40—120K) is the highest-ROI design investment: it transforms
the same space into 5 different atmospheres.

» Glow bowl sessions command 20-35% pricing premiums and generate disproportionate
social media reach — programme them as events, not just lighting modes.

» Acoustic treatment is the most overlooked investment — and the most common source of
negative reviews. Treat it as a revenue decision, not a comfort one.

» Build at least one photogenic 'hero moment' into every venue — a location designed to be
photographed and shared on social media.

» Zone-by-zone design creates journey — entrance, lanes, bar, event space — each with
distinct character and commercial purpose.

Continue to Chapter 11: Technology & Digital Integration
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CHAPTER

TECHNOLOGY & DIGITAL INTEGRATION

Booking systems - POS - Loyalty programs - Mobile apps - Data analytics - Security &
payments

Technology is the operational nervous system of a modern bowling entertainment venue. The right
technology stack — seamlessly integrated across booking, point-of-sale, scoring, loyalty, analytics, and
security — allows a lean team to run a complex multi-attraction operation with precision and consistency.
The wrong stack creates friction: double bookings, slow service, lost revenue data, and frustrated
guests. This chapter maps every technology layer a bowling venue investor needs to plan for, with
investment benchmarks, selection criteria, and integration requirements.

22% 35% 28%

Higher average transaction Higher marketing response Higher visit frequency for
value with mobile app rates using personalized loyalty loyalty program members
integration data

11. The Technology Stack: An Integrated View
1

A bowling venue's technology stack is not a collection of independent tools — it is an integrated system
where every component shares data with every other. A guest books online (booking system), arrives
and checks in (POS / kiosk), receives lane assignment and starts scoring (lane management software),
orders food from their tablet (F&B integration), earns loyalty points (loyalty module), and receives a
personalised re-booking offer by email next week (CRM / marketing automation). Each of these
interactions generates data, and that data compounds in value across the guest's lifetime.

The 7 Core Technology Layers:

Layer Priority Integration Approx Investment
Required

1. Lane Assign, track, score all Critical POS, booking, $800-2,000/lane
Management & lanes in real time display screens
Scoring
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2. POS & All transactions across Critical All other layers $5K-20K system
Payment F&B, lanes, retail
Processing
3. Online Booking Pre-booking of lanes, Essential POS, CRM, $200-800/month
System events, F&B packages payment gateway
4. F&B Kitchen display, in- High POS, booking, $3K-15K
Management lane ordering, loyalty

inventory
5. Loyalty & CRM Guest profiles, points, High POS, booking, $100-500/month

targeted campaigns analytics
6. Analytics Revenue, utilisation, Medium All data sources Included in modern
Dashboard guest behaviour POS
insights

7. Security & Venue safety, incident Essential Standalone or VMS $8K-30K
CCTV management, loss integrated

prevention

Integration Is Everything

A lane management system that cannot feed data to your POS creates manual reconciliation
work. A loyalty program that cannot read booking history cannot personalise offers. A booking
system that cannot show real-time lane availability creates double bookings. Before selecting any
technology vendor, demand a clear integration map showing how each system communicates
with every other. API-first platforms are preferable to closed systems.

11. Lane Management & Scoring Software
2

Lane management and scoring software is the operational heart of a bowling venue. It controls lane
assignment, tracks session time, displays scores, manages the queue, and integrates with POS for
billing. Choosing the right system affects not just the guest experience — it determines the operational
workload of front-of-house staff and the revenue data available to management.

[J LANE MANAGEMENT & SCORING SYSTEM

Controls all lane operations: assignment, session timing, scoring display, queue management, and
integration with payment and booking systems.

v Real-time lane availability across all surfaces and formats

Automated billing: per-game, per-hour, per-person, or package

Digital scoring with animated celebrations and brand theming

Queue management with SMS or app natification when lane is ready

Shoe rental and ball locker tracking

Integration with POS for seamless checkout

SN SN NN

Investment: $800 — $2,000 per lane (one-time) + $200-600/month support
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Key ROI: Reduces lane management staffing by 30-40%; eliminates double-billing errors; enables
dynamic pricing

Key Selection Criteria:

» Switch Compatibility: Ensure the scoring software is compatible with your chosen lane equipment.
Switch Genie — Switch Bowling's integrated management platform — is designed specifically for Switch
lane systems and provides turnkey integration.

» Customisation Depth: The scoring display is on-screen throughout every visit. Select software that
allows branded themes, animated overlays, sponsor content, and event-specific modes. Generic scoring
interfaces signal a budget operation to guests who notice.

» Dynamic Pricing Support: Best-in-class systems support dynamic lane pricing: lower rates during off-
peak hours, premium rates for peak sessions, special event pricing for glow bowl or private bookings.
This alone can increase yield by 15-25%.

» Cloud-Based Management: Cloud-based lane management allows managers to monitor occupancy,
revenue, and operational status from any device. Critical for multi-site operators and for senior investors
who want visibility without being on-site.

11. Online Booking System
3

An online booking system is the front door of the digital guest experience. It must be friction-free, visually

consistent with your brand, and optimised for mobile — since over 60% of leisure bookings are made on
smartphones. A well-designed booking flow converts 4-8% of website visitors into confirmed bookings; a
poorly designed one converts under 1% and sends guests to competitors.

[ ONLINE BOOKING SYSTEM

Guest-facing booking platform for lane reservations, event packages, birthday parties and corporate
bookings — accessible 24/7 from web, app, and social media.

v Real-time lane availability calendar with visual seat map

Package selection: standard lanes, glow bowl, birthday, corporate

In-booking F&B pre-ordering (pizza, drinks packages)

Automated email/SMS confirmation and reminder sequences

Group size management and shoe size collection

Direct integration with POS and lane management for live availability

Investment: $200 — $800/month (SaaS) or $5K-15K custom build

Key ROI: Increases bookings by 30—60% vs. phone-only systems; reduces no-shows by 20—30% with
automated reminders

SN SN NN
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Conversion Rate Optimisation:

Mobile-First Design

Over 62% of leisure entertainment bookings are completed on mobile devices. A booking flow not
optimised for mobile (with small tap targets, multi-step forms, slow load times) will lose more than
half its potential bookings. Test every booking step on a smartphone before launch.

Minimum Friction Checkout

Reduce the number of steps between 'select date' and 'booking confirmed' to 3 steps or fewer.
Each additional step loses 10-15% of users. Guest account creation should be optional, not
mandatory.

Social Proof Integration
Display real-time availability (‘'Only 2 lanes left this Friday!"), recent reviews, and event photos in
the booking flow. Social proof increases conversion by 12-18% by reducing purchase anxiety.

Automated Recovery Sequences

Email guests who abandoned the booking flow ("You left something in your cart — your lane is still
available’). Abandoned-booking recovery emails convert at 8—12% — one of the highest-ROI
digital marketing activities available.

o of -§ >

60% 4-8% 20-30%

Of bookings arrive outside Booking conversion rate for No-show rate reduction from
business hours — systems that well-optimised systems (industry automated reminder
close at 5pm lose revenue average is 1-2%) sequences

11. Point-of-Sale & Payment Infrastructure
4

The POS system is the financial hub of the entire operation — every transaction in the venue flows
through it. A modern, integrated POS does far more than process payments: it tracks inventory,
manages staff roles and permissions, generates real-time sales reports, integrates with loyalty and CRM,
and produces the financial data your accountant and investors need. Choosing the wrong POS creates
cascading operational problems that are expensive to undo.

[J POS & PAYMENT SYSTEM
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The central transaction processing and financial management system for all venue revenue streams —
lanes, F&B, retail, events, and gift vouchers.

v Multi-station hardware: front desk, bar, in-lane tablets, self-service kiosk

Contactless, card, QR code, and app-based payment acceptance

Real-time split billing (e.g., separate lane and F&B for group events)

Integrated inventory management for F&B and retail stock

Staff permission levels: cashier, supervisor, manager, owner

Daily, weekly, and monthly financial reports with P&L summary

SN SN NN

Investment: $5K — $20K (hardware + setup) + $100-400/month software

Key ROI: Reduces transaction errors by 85%; eliminates end-of-day cash reconciliation errors; enables
real-time margin visibility

Payment Trends:

Contactless payment adoption has accelerated globally — in most markets, over 70% of in-venue
transactions are now contactless (tap card, mobile wallet, or QR code). A venue that still requires cash
creates friction for the majority of guests and operational burden for staff. Invest in contactless-first
payment infrastructure from day one.

Cashless Venue Model: Leading bowling entertainment venues in North America, Europe, and Asia-
Pacific are moving to fully cashless operations — using RFID wristbands or mobile app wallets that
guests pre-load at arrival. Benefits: zero cash handling risk, 15-20% higher average spend (guests lose
the psychological 'pain of payment' when using tap-and-go), faster service, and rich transaction data per
guest. Investment: $15-35K for full RFID system. Payback: typically 12—18 months from reduced staffing
and increased spend.

POS Integration Checklist

Before selecting a POS: (1) confirm it integrates natively with your booking system, (2) confirm it
has F&B inventory management, (3) confirm it supports loyalty point accrual per transaction, (4)
confirm it provides real-time revenue dashboard, (5) confirm it exports to your accounting
software (Xero, QuickBooks, MYOB). A POS that fails any of these creates manual workarounds
that consume management time.

11. Loyalty Programs & CRM
5

A loyalty program is the most powerful long-term revenue tool in the entertainment venue operator's
toolkit. Done right, it transforms casual visitors into advocates, tracks individual guest preferences at
scale, and enables the kind of personalised marketing that drives 35% higher response rates than
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generic promotions. Done wrong — a stamp card that gets lost in a wallet — it costs money and
generates no insight.

39%

Of venue visits at loyalty-active establishments come from loyalty members — a figure that has
doubled since 2019. Loyalty is not a nice-to-have; it is a revenue infrastructure decision.

Designing a Loyalty Program That Works:

Points on Every Transaction

Points should accrue on every spending category: lanes, F&B, arcade, events, merchandise. A
guest who earns points on their cocktails is more loyal than one who earns them only on bowling.
Points rate: 1 point per $1 spent is the standard; redemption rate of 100-200 points = $1 reward
value keeps margins intact.

Tier Architecture

3-tier programs (e.g., Bronze / Silver / Gold) create aspiration and segment your most valuable
guests. Gold members — your top 10-15% by spend — should receive exclusive benefits: priority
booking access, complimentary shoe rental, birthday treat, dedicated events. These guests are
worth 5-10x the average visitor in lifetime value.

Birthday & Anniversary Triggers

Automated birthday offers (e.g., 'Book your birthday party with us — your party room is
complimentary') generate the highest conversion of any automated campaign. Birthday offers
convert at 25—-40%, compared to 3—-8% for generic promotions. These are the most valuable
automated touchpoints in your CRM.

Win-Back Campaigns

Segment guests who have not visited in 60, 90, and 120 days. At each threshold, send a
personalised offer ("We miss you — enjoy a complimentary game on your next visit'). Win-back
campaigns at 60 days convert at 12—18%; at 120 days still convert at 6-10%. The guest data in
your CRM is an asset — use it.

Loyalty Level Qualification Core Benefits Estimated Lifetime Value
Share Index

Bronze Any registered guest Points on all spend, birthday 70%
offer, app access

Silver $200+ spend in 12 Bronze + priority booking, 20% 3—-4x
months 10% F&B discount
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Gold $500+ spend in 12 Silver + free shoe rental, 10% 8-12x
months birthday room, VIP access,
dedicated host

11. Mobile App Strategy

6

A branded mobile app is a high-investment, high-return technology decision for venues with the scale
and ambition to sustain it. It consolidates booking, loyalty, in-lane ordering, event information, and
personalised communications in a single guest-facing platform — and it generates the richest possible
data about individual guest behaviour.

[ BRANDED MOBILE APP

A dedicated iOS and Android application providing guests with booking, in-lane ordering, loyalty
tracking, real-time scoring, and personalised communications from a single interface.

v Lane booking with real-time availability and package selection

In-lane food and beverage ordering with live preparation tracking

Loyalty points balance, tier status, and reward redemption

Live scoring display on personal device during session

Personalised push notifications for events, offers, and birthday rewards

Digital membership card replacing physical key cards

AN NN

Investment: $15K - $50K development + $1K-3K/month maintenance

Key ROI: 22% higher transaction values from in-app ordering; 28% higher visit frequency for app users;
60% reduction in call-centre bookings

App vs. Progressive Web App (PWA):

For venues under 20 lanes or in early operation, a Progressive Web App (PWA) — a mobile-optimised
website that behaves like an app — offers 80% of the app functionality at 20% of the cost. A PWA
requires no App Store download, installs to the home screen via a browser prompt, and supports push
notifications in most modern browsers. It is the recommended starting point for new venues, with a full
native app as a growth milestone once the loyalty database exceeds 5,000 members.

Push Notification Strategy

Push notifications from a venue app convert at 8-12% — substantially higher than email (2—4%)
and social media ads (0.5-2%). Segment notifications by guest tier, visit frequency, and time-
since-last-visit. Never send more than 2—3 push notifications per month — over-frequency
causes opt-out. The rule: every push notification must offer the guest something genuinely
valuable.
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11.| Data Analytics & Revenue Management
7

Data is the competitive advantage that separates professionally managed venues from owner-operated
ones. The technology stack described in this chapter generates hundreds of data points per guest per
visit — and most venues use less than 10% of it. The operators who master data analytics make better
pricing decisions, more effective marketing investments, and faster operational corrections than those
who rely on instinct.

The 5 Essential Analytics Dashboards:

Revenue & Yield Dashboard

Track: total revenue by stream (lanes, F&B, events, arcade), revenue per lane per hour, average
transaction value, and revenue per available seat hour (RevPASH). Updated daily. This is your
primary operational health monitor.

Utilisation & Occupancy Dashboard

Track: lane occupancy by hour and day of week, peak vs. off-peak revenue ratio, queue length at
peak times. This data drives pricing decisions (when should you raise peak prices or introduce off-
peak discounts?) and capacity planning (when do you need more lanes?).

Guest Behaviour Dashboard

Track: visit frequency by cohort, average spend by loyalty tier, F&B attach rate (% of guests who
order F&B), new vs. returning guest ratio, churn rate by segment. This data drives loyalty
programme design and marketing investment allocation.

Marketing Performance Dashboard

Track: booking conversion rate, cost per acquisition by channel (Google, social, email, word-of-
mouth), loyalty programme growth, email open and click rates. This data tells you which
marketing investments are generating revenue and which are burning budget.

Operational Efficiency Dashboard

Track: order-to-delivery time for in-lane F&B, staff hours per revenue dollar, equipment downtime,
maintenance costs per lane per month. This data reveals operational inefficiencies before they
become financial problems.

Dynamic Pricing: Advanced analytics enable dynamic lane pricing — algorithmically adjusting rates
based on real-time demand, historical patterns, and remaining availability. A lane available on Friday at

© Switch Bowling - Global Bowling Investment Guide - Page 8



BOWLING INVESTMENT GUIDE Chapter 11: Technology & Digital Integration switchbowling.com

8pm is worth 40-60% more than the same lane at Tuesday 2pm. Dynamic pricing systems (available in
most enterprise lane management platforms) can increase total lane revenue by 15-25% without adding

a single lane.

Time Slot Base Rate/Hr Dynamic Effective Rate Rationale
Multiplier

Weekday off-peak (Mon— 0.7x Stimulate
Thu 10am—-4pm) demand in low-
occupancy
periods
Weekday evening (Mon— $20 1.0x $20 Standard rate
Thu 4-8pm) — baseline
demand
Weekend daytime (Sat— $20 1.3x $26 Family peak —
Sun 10am—4pm) high demand,
price
accordingly
Weekend evening (Fri-Sun $20 1.6x $32 Peak
6-11pm) entertainment
window —
maximum yield
Glow bowl / special event $20 1.8-2.0x $36-40 Premium
sessions programming
commands

Security, CCTV & Access Control

premium pricing

Security technology serves dual purposes in an entertainment venue: protecting guests and staff from
genuine threats, and protecting the business from operational losses. In the entertainment context,

security infrastructure must balance genuine safety needs with the welcoming, social atmosphere that
drives revenue — visible but unobtrusive.

System Coverage Investment Business Function
CCTV (IP network All public areas, $8K — 20K Incident documentation, loss
cameras) entrances, back-of- prevention, remote monitoring
house, cash
handling
Access control (staff Kitchen, office, $3K — 8K Prevent stock theft, manage staff

areas)

POS security (role-
based)

Alarm system

server room, stock
storage

All POS terminals

Perimeter,
valuables, server
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access permissions
Prevent unauthorised discounts,
refunds, and voids

Out-of-hours intrusion protection
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room
Network security (IT) Wi-Fi, POS, $1K — 5K setup Protect guest payment data (PClI-
booking, scoring DSS compliance)
systems

PCI-DSS Compliance: Any venue accepting card payments must comply with the Payment Card
Industry Data Security Standard (PCI-DSS). This requires secure network architecture, encrypted
cardholder data, access controls, and regular security testing. Non-compliance exposes the business to
fines of $5,000-$100,000 per month and the potential loss of the right to accept card payments. Use a
PCI-compliant payment processor (Stripe, Square, Adyen, or equivalent) and follow their security
guidelines — do not attempt to handle raw card data within your own systems.

Responsible Alcohol Service Technology: Jurisdictions operating late-night licensed venues
increasingly require documented RSA compliance. Age verification technology (ID scanning at bar or
entry) provides an audit trail that protects the licence in the event of an inspection. Systems range from
manual ID scanners ($200-500) to integrated Al-based age verification terminals ($1,500-3,000).

11. Switch Genie & Switch Bowl App: Technology Built In

9

One of the tangible operational advantages of choosing Switch Bowling as your equipment partner is the
integrated technology ecosystem that comes with it. Switch's proprietary management platform — Switch
Genie — and the Switch Bowl App are purpose-built for Switch lane systems and deliver the core
technology layers described in this chapter from a unified platform, reducing integration complexity and
ongoing support overhead.

Switch Genie & Switch Bowl App: Key Capabilities
» Lane management: real-time assignment, session tracking, automated billing, and queue
management across all Switch lane formats

» Branded scoring experience: fully customisable scoring themes, animated overlays, sponsor
slots, and event-specific modes synced to lighting and music

» Switch Bowl App: guest-facing iOS/Android app with in-lane ordering, live score display, loyalty

tracking, and booking integration

» Multi-venue management: Switch Genie supports multi-location operators — unified
dashboard, comparative analytics, and centralised configuration

» Dynamic pricing module: time-based, demand-responsive lane pricing built into the platform —
no third-party integration required

» API-first architecture: Switch Genie integrates with leading POS, F&B, and CRM platforms via
documented API — avoiding proprietary lock-in

» Remote diagnostics: Switch support team can monitor equipment performance in real time and

© Switch Bowling - Global Bowling Investment Guide - Page 10
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identify maintenance requirements before failure occurs

The Technology Advantage of Partnership: Investors who partner with Switch Bowling receive not just
equipment, but the technology backbone that underpins their entire operation. The integration between
hardware and software — lanes, scoring, management, and guest app — is tested across dozens of
venues globally. This is not technology assembled by a bowling centre operator; it is technology
developed by an equipment company with deep expertise in what makes bowling venues work.

» A bowling venue's technology stack has 7 layers — all must integrate. API-first platforms
prevent the silo problems that create manual reconciliation and lost revenue data.

» Online booking systems increase total bookings by 30—60% vs. phone-only; automated
reminders reduce no-shows by 20-30%.

» Loyalty programs drive 39% of visits at active venues; Gold tier members generate 8-12x the
lifetime value of Bronze members.

» Dynamic pricing can increase total lane revenue by 15-25% without adding capacity — Friday

evening lanes should price at 1.6—2.0x Monday afternoon lanes.

» Mobile app users show 22% higher transaction values and 28% higher visit frequency — app
investment pays back through F&B revenue alone in most venues.

» PCI-DSS compliance is mandatory for card-accepting venues — use a compliant payment
processor and never handle raw card data internally.

Continue to Chapter 12: Staffing & Team Building
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CHAPTER 12

A bowling and entertainment centre lives or dies by the quality of its people. Guests remember the smile of
a lane attendant far longer than the score on the screen. With labour typically consuming 25-35% of
revenue — and hospitality-wide hourly wages averaging USD 20.66 in 2025 — smart operators treat
workforce strategy as a core business discipline, not an afterthought.

This chapter guides you through org design, role definition, compensation benchmarking, hiring, onboarding,
performance management, and the staffing tools Switch Bowling provides to help partners build high-
performing teams from day one.

1. Organisational Structure

The right structure balances oversight with agility. Most single-site bowling entertainment centres (16-40
lanes, multi-attraction) operate a lean three-tier hierarchy: Leadership = Functional Managers = Front-Line
Teams. Avoid the temptation to over-hire management early; instead, promote from within as volumes
grow.

1 Executive General Manager (GM) 1

2 Management Ops Manager, F&B Manager, Tech/AV Lead, 3-5
Events Manager

3 Senior Front-Line Head Lane Attendant, Head Bartender, Senior 4-8
Server, Shift Supervisor

4 Front-Line Lane Attendants, Servers, Bartenders, Cashiers, 15-35
Cleaners, Party Hosts

— On-Call/Seasonal Event Staff, Extra Kitchen, Holiday Cover 5-20

Start lean — 22 FTEs is viable for a 20-lane centre opening. Add department managers only when a
single shift is generating enough volume to warrant a dedicated supervisor. Every unneeded
management hire costs $50-80K/year in direct salary plus benefits.



2. Key Roles — Responsibilities & Compensation

Use these profiles as hiring targets and JD foundations. Salary ranges reflect global benchmarks; adjust by
local market, cost-of-living, and operational scale.

General Manager
Leadership - Full-Site Oversight

» Sets operational, financial and cultural tone of the centre

» Owns P&L, weekly reporting, and annual budgeting

» Hires, develops and performance-manages all direct reports

» Manages supplier relationships, licensing renewals, safety compliance

» Drives revenue programmes — dynamic pricing, events, corporate sales

Operations Manager
Operations - Shift & Facility Management

» Oversees daily floor operations across all attractions

» Manages shift scheduling, attendance and labour cost control
» Executes opening/closing SOPs and facility maintenance checks
» Acts as GM deputy and first escalation point for guest issues

» Coordinates lane maintenance schedule with Switch Genie system

F&B Manager
Food & Beverage - Kitchen & Bar

» Manages all F&B service areas: bar, in-lane service, kitchen

» Controls food cost (target <28%), beverage cost (target <22%)
» Designs menus, specials and seasonal promotions

» Leads kitchen staff hiring, training and service standard audits

» Monitors allergen compliance, health codes and licence conditions

Events & Sales Manager
Revenue - Groups & Corporate

» Manages birthday, corporate and league bookings end-to-end
» Sells packages — loft access, F&B bundles, branded experiences
» Builds relationships with local businesses for recurring bookings
» Coordinates with ops and F&B for seamless event execution

» Reports monthly on event revenue, conversion rates, repeat bookings




Head Lane Attendant / Shift Supervisor
Front-Line - Lane Operations

» Assigns lanes, manages lane rotations and wait lists

» Assists guests with shoe sizing, ball selection and scoring setup

» Troubleshoots pin-setter issues; escalates to Switch Genie portal

» Coaches and monitors performance of lane attendant team on shift

» Enforces guest experience standards and code of conduct

Bartender / Lead Server
Front-Line - F&B Service

» Prepares and serves beverages to brand standard and legal compliance

» Processes in-lane orders via POS; upsells snacks and premium cocktails

» Maintains bar hygiene, stock rotation and responsible service standards

» Supports party hosts during birthday events and corporate packages

» Flagged for promotion to Head Bartender after 6 months consistent performance

3. Headcount & Labour Cost Planning

Labour planning should be volume-driven, not calendar-driven. Use your booking system (Switch Genie) to
forecast lane utilisation by hour and day, then map shift schedules to those peaks. A common benchmarking
framework:

Quiet (weekday 4-8 2 1 3 $60-$80
morning)

Moderate (weekday 10-16 4 3 7 $140-$180
evening)

Busy (weekend 16-24 6 5 11 $220-$280
afternoon)

Peak (weekend 20-40 9 8 17+ $350-$450

evening + events)

Special Event (full All 12 10 22+ $440-$600
centre buyout)

*Indicative blended rate of $18-22/hr average across roles. Adjust for local market. Management salaries
excluded — treated as fixed overhead.



4. Hiring Strategy & Talent Acquisition

Strong operators hire for attitude and energy, then train for skill. The bowling and entertainment industry
suffers from notoriously high front-line turnover — often 60-80% annually in poorly managed sites. Counter
this with deliberate hiring practices from day one.

@ Hire for Attitude, Train for Skill

Technical skills — POS systems, drink-pouring, bowling scoring — can be taught in a week.
Enthusiasm, warmth, and the instinct to delight a guest cannot. Screen for personality first,

capability second.

4.1 Sourcing Channels

Employee referral Cultural fit, trusted talent Low ($200-$500 1-2 weeks
programme bonus)

Indeed / LinkedIn / Volume front-line hiring Low-Mid 2-4 weeks
local job boards ($0-$500/post)

Hospitality/trade Trained F&B, chef talent Low (campus events) 4-8 weeks
schools

Social media Young, energetic front- Low-Free 1-3 weeks
(Instagram, TikTok) line

Specialised hospitality Management, senior roles High (15-20% of 4-10 weeks
agencies salary)

Internal promotion Leadership roles Zero direct cost Ongoing
pipeline

4.2 Interview & Selection Framework

Use a structured two-stage process for all front-line hires and three-stage for management. Standardised
questions eliminate bias and improve quality-of-hire.

Stage 1 15-min phone Shift Supervisor / HR Availability, motivation, basic fit

screen




Stage 2 30-min in-person / Ops or F&B Manager Situational questions, attitude, team fit

video
Stage 3 (mgmt 60-min panel + GM + 2 Managers Strategic thinking, people skills, decision-
only) task exercise making
Reference check 2x professional HR/GM Reliability, performance, departure reason
references

5. Onboarding Programme — 90-Day Journey

Research consistently shows that a structured onboarding programme improves 12-month retention by up
to 83%. In hospitality, 20% of employees quit within the first 45 days — almost always due to poor induction,
not bad cultural fit. A phased 90-day onboarding plan protects that investment.

Pre-Start & Day 1 Welcome Days-7to 1
duration

Send welcome email with start details, parking, dress code, contact info
Prepare workstation, uniform, access cards and name badge before arrival

Day 1: CEO/GM welcome video or in-person address — culture and mission talk
Assign onboarding buddy from experienced same-role team member

Complete HR admin: contracts, tax forms, emergency contacts, bank details

AN N N Y NN

Centre tour — all zones, back-of-house, emergency exits, lockers

duration

Role-specific training modules: lane operations, POS, F&B service, safety
Shadow experienced team members across 3+ different shift types

Complete responsible service of alcohol (RSA) and food-handling certifications
First assessment at Day 14: supervisor checklist of core task competencies
Switch Genie platform orientation: booking flow, incident logging, reporting

AN N N N

Meet with manager for Week 2 and Week 4 check-in conversations

Independent Performance & Culture Embedding Days 31-60
duration

Operate independently with supervisor check-ins (not constant monitoring)
Attend first team meeting and participate in shift briefings

Complete cross-training in one adjacent area (e.g. lane attendant learns bar basics)

N N N

30-day review: formal feedback session with specific praise and 2 development goals




v Eligible for first tip pool / performance bonus after 30 days

v Introduce to career pathway map — promotion criteria made explicit

A N N N N

Embed, Evaluate & Grow

Set individual performance targets aligned to team KPIs

Peer feedback survey — team culture health check

90-day formal review: retain / promote / development plan decision

Identify top performers for mentorship or shift-lead pathway
Enrol in relevant certification (food safety, first aid, hospitality leadership)

Confirm probation period completion and confirm permanent status in writing

Days 61-90
duration

 The Buddy System Works

Pairing new hires with a trained buddy (not their line manager) creates a psychologically safe
channel for questions. Buddies receive a small monthly allowance ($50-100) and recognition for the
role. Companies rated highly on training see 53% lower churn.

6. Ongoing Training & Development

Onboarding gets people started; ongoing training keeps them growing. A career development culture is the

single greatest retention tool available to any hospitality operator — 59% of employees cite learning &
development as a key reason they stay in a role.

hosts

Guest Experience Monthly All front-line Team huddle + role- NPS uplift, complaint

Standards play reduction

Responsible Service of 6-monthly All F&B staff Certified e-learning Legal compliance, safety

Alcohol +test

Food Safety & Allergens | 6-monthly Kitchen, Certified course + Health code compliance

servers assessment

Switch Genie System As released | Ops, F&B, Tech Video + live Faster adoption of new

Updates walkthrough features

Fire Safety & Annual All staff Live drill + theory Safety compliance, guest

Emergency Procedures protection

Leadership Essentials Quarterly Supervisors, Workshop Promotion readiness
managers

Sales & Upselling Monthly Servers, Coaching session F&B spend per head

Techniques bartenders, increase




First Aid / CPR

Annual

1 per shift
minimum

Certified in-person

Safety compliance

7. Performance Management Framework

Performance management in hospitality works best when it is continuous, specific and connected to
outcomes that staff can actually influence. Annual reviews alone are insufficient — use a rhythm of brief,
structured conversations supported by clear KPlIs.

7.1 Review Cadence

Weekly Shift debrief 5-10 min Supervisor + Team Immediate feedback,
celebrate wins, fix issues fast
Monthly 1-on-1 check-in 20-30 min Manager + Individual Goal progress, wellbeing,
development conversation
Quarterly Performance 45-60 min Manager + Individual Formal KPI review, rating,
review development plan update
Annual 360° review 60-90 min GM + Manager + Career planning, salary review,
Individual promotion decisions

7.2 KPI Scorecards by Department

Every team member should understand exactly what success looks like in their role. Use these scorecards as
the basis for quarterly reviews.

[ Lane Operations KPIs
Guest satisfaction score (CSAT) 24.5/5 <4.0/5
Lane utilisation rate 2 70% peak hours <55%
Average wait time for lane assignment < 5 minutes 2 10 minutes
Pin-setter incident response time < 3 minutes > 8 minutes
Upsell conversion (shoe/ball/bumpers) 2 30% of groups <15%
F&B Team KPIs
In-lane service order time (server) < 8 min from order > 15 min




Food cost % (kitchen) < 28% > 34%
Beverage cost % (bar) <22% > 28%
Upsell rate (sides, premium drinks) > 35% of tables <20%
Table/lane cleanliness score (audit) 24.7/5 <4.2/5

@ Events & Sales KPIs

Monthly group booking revenue 2 budgeted target < 80% of target
Event satisfaction score 24.6/5 <4.0/5
Lead-to-booking conversion rate 2 30% <20%
Repeat corporate client rate 2 40% YOY <25%
Packages upsell per event > 1 add-on per booking 0 add-ons

8. Compensation, Benefits & Retention Levers

Pay is table stakes — it must be competitive or you won't get candidates in the door. But research shows
that after a basic threshold, schedule flexibility, recognition, career growth and team culture drive retention
more powerfully than salary increments alone.

General Manager $65K-$95K/yr 10-20% performance Equity/profit-share, phone,
bonus professional development budget

Ops / F&B / Events $42K-$65K/yr 5-10% performance Flexible hours, annual training

Manager bonus allowance

Shift Supervisor / Head $18-$26/hr Shift bonus pool Fast-track promotion pathway,

($50-100/wk) discounted meals

Lane Attendant / Server $14-$20/hr Tips ($5-$15/hr Free bowling sessions (2x/wk), staff
extra) events, meal per shift

Bartender $14-$22/hr Tips ($10-$20/hr Beverage training, certifications paid,
extra) flexible scheduling

Casual / Event Staff $14-$18/hr Event tip pool share Priority booking for shifts, discount

card

@ Top Retention Levers Beyond Pay

(1) Flexible scheduling — offer shift-swap platforms. (2) Recognition programmes — monthly
employee awards, social media shout-outs. (3) Career ladders — make promotion criteria explicit
and public. (4) Staff perks — free bowling, guest passes, team nights. (5) Voice — regular all-staff
meetings where ideas are actioned.




9. Scheduling & Labour Optimisation

Inefficient scheduling is one of the largest preventable cost leaks in an entertainment centre. Over-
scheduling on slow shifts wastes $15-25K per month in a mid-size operation; under-scheduling on peaks
destroys the guest experience and costs revenue through unmet demand.

Best-practice scheduling workflow:
» Pull the next 2-week demand forecast from your booking platform (Switch Genie) — confirmed bookings +
historical pattern for that week.
» Build the schedule 10 days in advance and publish immediately — staff plan their personal lives around it.

» Lock minimum staffing ratios: 1 lane attendant per 6 active lanes; 1 server per 4 in-lane tables; 1 bar staff per 40
guests.

» Build a standby list of 3-5 on-call staff willing to take short-notice shifts; incentivise with a call-out premium of
$2/hr.

» Review actual vs. scheduled hours weekly; adjust the following fortnight within 24 hours of reviewing.

» Track labour cost as a % of daily revenue in real time using your POS + scheduling integration — flag any shift
where labour exceeds 40%.

Demand-based auto-scheduling Match hours to booking forecast $800-$1,500/month
Shift-swap platform (staff self- Reduce no-shows, manager admin $300-$600/month
manage)

Overtime alerts Prevent unplanned OT spend $400-$900/month
Integrated POS — labour cost Real-time cost-per-hour visibility Decision speed
reporting

Seasonal template library Fast build for recurring peak periods 4-6 hrs/week saved

10. Building a High-Performance Culture

Culture is not a values poster on the wall — it is the sum of hundreds of daily behaviours, decisions and
interactions. In a guest-facing business, the culture your team lives internally is exactly the culture your
guests experience externally.

Five cultural practices that create championship teams in entertainment centres:

@ Pre-shift huddles

5-minute stand-up before each shift: tonight's goals, one guest experience win from last shift, one improvement focus.
Keeps every team member aligned and energised before they face guests.



[ Recognition that's visible

Monthly 'MVP Lane' award displayed on screen during shifts; immediate public recognition via team group chat for
exceptional guest moments. Recognition within 24 hours of the behaviour reinforces it.

@ Open-door incident logging

Psychological safety to report service failures without blame. Debrief issues as team learning events, not disciplinary
cases. Build a 'service recovery playbook' from real incidents.

@ Career pathway maps

Every role has a clear, written progression track: Lane Attendant — Senior — Shift Lead = Ops Manager. Publish the
criteria. Hold quarterly 'next step' conversations with anyone who wants to grow.

[ Staff experience nights

Quarterly after-hours staff bowling nights, family passes, discounts at partner venues. Teams that play together serve
together better — connection built off the clock shows up on it.

Chapter 12 Summary

Your team is your competitive advantage — technology can be copied, but a genuinely great guest
experience delivered by engaged, well-trained people cannot. The operators who dominate the bowling and
entertainment market invest in their people with the same rigour they apply to their equipment.

1 Define org chart and write role JDs for Pre-opening Foundation for all hiring
all positions
2 Build 90-day onboarding programme Pre-opening 83% retention improvement

before first hire starts

3 Establish competitive pay structure Pre-opening Attract quality candidates
with clear benchmarks

4 Implement scheduling software linked Month 1 25-35% labour cost discipline
to booking system




5 Launch employee recognition Month 1 Culture from day one
programme at opening

6 Conduct quarterly performance Ongoing Accountability + growth
reviews with KPI scorecards

7 Build internal promotion pipeline — Month 3 Retention and loyalty
publish career maps

Benchmark your labour metrics Quarterly Continuous improvement
against Switch network data

@ Chapter 12 Key Numbers at a Glance

Labour % of revenue: 25-35% target | GM salary: $65-95K | Front-line: $14-22/hr + tips |
Retention boost from structured onboarding: 83% | Staff turnover cost (per departure): 50-150% of
annual salary | Companies with strong training culture: 53% lower churn




CHAPTER 13

Marketing a bowling entertainment centre is not about broadcasting to everyone — it is about reaching the
right people with the right message at exactly the moment they are planning their next social outing. With
55% of bookings now originating online and digital-first campaigns generating over 250 million impressions
in a single quarter, operators who invest in structured marketing programmes consistently outperform
competitors who rely on footfall alone.

This chapter covers every element of a modern bowling marketing system: audience segmentation, brand
positioning, pre-opening campaigns, digital channel strategy, loyalty programmes, corporate sales, and the
KPIs that tell you whether your marketing is working.

1. Customer Segmentation — Who You Are Marketing To

Most bowling centres serve 4-5 distinct customer segments, each with different motivations, visit
frequencies, and spending patterns. Marketing fails when it tries to speak to all of them simultaneously.
Segment first; then message precisely.

Family Groups
Parents (25-45) with children aged 4-14; weekend-focused; value safety, variety, and ease of

booking
Motivation: Best Channels:
Fun outing for the kids, stress-free, worth the price Facebook, Instagram, Google Search, parenting blogs,

school newsletters

Groups of 3-8 adults aged 18-35; evenings and weekends; driven by experience, aesthetics, and
shareable moments

Instagram-worthy venue, cocktails, atmosphere, Instagram, TikTok, influencer content, Spotify ads,
competitive fun Google Maps



League & Serious Bowlers
Regular players aged 25-65; visit 2-4x per month; loyal, high LTV, price-sensitive to lane fees

Motivation: Best Channels:
Community, competition, season structure, equipment | Email newsletter, bowling associations, Facebook
quality Groups, in-venue signage

Corporate & Group Events
HR managers, event planners, team leaders at companies of 10-500 employees; book quarterly or

annually
Motivation: Best Channels:
Team-building, rewarding teams, low-friction LinkedIn, direct email outreach, Google Search (‘team
organising experience event near me'), corporate event platforms

Celebrations (Birthday / Hen / Stag)
Organisers (often 25-40F) planning celebrations for groups of 8-30; typically 4-8 weeks planning

lead time
Motivation: Best Channels:
Stress-free planning, fun for all guests, memorable Google Search, Instagram, event planning blogs, venue
experience, good F&B directories, referrals

2. Brand Positioning & Identity

Positioning defines where you sit in a guest's mind relative to alternatives. A bowling entertainment centre
can position across a spectrum from 'budget-friendly family fun' to 'premium social dining and
entertainment destination'. The most defensible positions are at the premium end, where design, service
and experience create genuine differentiation that price competition cannot easily undercut.

Budget Family Fun $ Families, leagues Affordable, accessible, value Functional —
for money focus on lane
availability
Premium Social Hub $$$ Millennials, Gen Z, Design-led, cocktail bar, the Strong —
corporates place to be seen Switch's
Pininfarina
aesthetic

elevates brand
instantly




Entertainment $$-$3%% All segments Multiple attractions under Strong — multi-
Destination one roof — the ultimate attraction +
night out F&B hub
supports
premium
positioning
Corporate Event $%$$ Groups, corporates Seamless event Strong —
Specialist management, impressive Switch event
venue, premium F&B packages +
Genie booking
system

Premium positioning is only sustainable if the guest experience matches the promise. Switch's
venue design (Pininfarina, high-quality lane finishes, ambient lighting systems) makes premium
positioning credible from day one. Pair the aesthetic with genuinely warm service and the position
becomes virtually unassailable locally.

3. Pre-Opening Marketing Campaign

The 90-120 days before opening are your single greatest marketing opportunity. You will never again have
this level of novelty, local press interest, and audience curiosity. Invest heavily in this window — the
audience you build before opening becomes your launch-day customer base.

Foundation & Brand Build

Register Google Business Profile — complete every field, upload renders/photos, add opening date

Launch website: landing page with countdown, booking pre-registration form, location and parking

Claim all social handles: Instagram, TikTok, Facebook — consistent naming, polished bio and brand imagery
Begin local SEO: target 'bowling near me', 'things to do in [city]', 'family entertainment [city]'

Identify and contact 10-20 local micro-influencers (5K-100K followers) for opening night partnerships

Register with event directories, venue booking platforms and local tourism boards

» Launch 'behind the scenes' content series: construction updates, lane reveals, team introductions
» Run pre-registration offer: 'Register now — first 500 guests get 20% off opening weekend'
» Begin paid social: Facebook/Instagram ads targeting local 5km radius, families and 18-35 demographic

» Issue press release to local media, lifestyle bloggers, and parenting/entertainment journalists



» Run Google Ads for high-intent local searches: CTR target >2%, conversion target >5%

» Partner with 3-5 local businesses for cross-promotion: restaurants, gyms, children's activity centres

Urgency & Booking Drive

Open booking system — promote first 2 weeks of availability as 'Opening Weekend Packages'
Email all pre-registered contacts: exclusive early-access booking window before public launch
Partner with influencers for 'sneak peek' content — venue tours, cocktail tastings, lane previews
Run countdown social content daily: 30-day, 10-day, 5-day, 1-day countdowns

Distribute printed flyers and door-drops in 3km residential radius around venue

Reach out directly to 20 local corporate HR/events contacts with preview invitation

Grand Opening Event

» Host influencer and media preview night 2-3 days before public opening

» Grand opening day: ribbon cut, social media live stream, limited-time launch offers

» Activate Google Business review request: first guests receive a QR code to leave a review

» Post same-day content: photos, reels, TikToks, guest reactions — aim for 10+ pieces of content
» Run local radio or digital out-of-home (DOOH) advertising in the opening week

» Personally invite 20+ local businesses and community figures for complimentary opening experience

4. Digital Marketing Channels & Budget Allocation

Not all channels deliver equal return for a local entertainment business. The highest-ROI channels for
bowling centres are local SEO (owned, near-zero marginal cost), Google Ads (high purchase intent), and
Instagram/TikTok (brand-building, viral potential). Allocate budget accordingly.

@ Google Search Ads @ Local SEO (Google Maps)
Cost: $800-$2K/month | Reach: 5-15km radius Cost: $500-$1K/month Reach: Unlimited —
Conv.: 3-8% booking ROI: % % % % % (agency) organic
conversion Conv.: High (intent-driven) | ROI: % % % % %
@ TikTok Ads / Organic
Cost: $600-$1.5K/month Reach: Local + interest Cost: $400-$800/month or | Reach: Broad + local
targeting free

Conv.: 1-3% click, 5% conv.| ROI: % % % % ¢ Conv.: Viral potential | ROI: % % % % 3¢




Cost: $200-$500/month
(platform)

2 Email Marketing

Reach: Existing database

campaign

Cost: $500-$2K per

@ Influencer / Creator

Reach: Creator's audience

Conv.: 25-35% open rate | ROI: % % % % %

Conv.: High trust content | ROI: % % % % v

4.1 Recommended Monthly Marketing Budget Allocation

Google Ads (Search + 30% $900-$1,800 Lane booking conversions
Display)

Local SEO & Google Business 15% $450-$900 Organic discovery, reviews
Paid Social (Meta/TikTok) 25% $750-$1,500 Brand awareness, event promos
Email marketing & CRM 10% $300-$600 Retention, upsell, re-engagement
Influencer & content 10% $300-$600 Trust, reach, UGC
creation

Events & local partnerships 10% $300-$600 Community, corporate leads
TOTAL 100% $3,000-$6,000/month Full-funnel growth

5. Social Media Content Strategy

Social media for a bowling entertainment centre is a visual medium first. Your venue is inherently

photogenic — glowing lanes, cocktails, group celebrations, celebrations. The goal is to make potential guests

see themselves having fun in your space.

Instagram 5-7x per week Reels (venue atmosphere, cocktails, 18-40, female Followers,
strikes), Stories (polls, Q&A, offers), skew reach, story
Carousels (package showcase) views, booking
link clicks
TikTok 3-5x per week Behind-the-scenes, 'a day at 16-34 Views, shares,
[venue]', trending audio + bowling follower
clips, staff personality content growth, viral
coefficient
Facebook 3-4x per week Event listings, birthday package 25-55, families, Event RSVPs,
promotions, league schedules, leagues group
community sharing enquiries,
review
generation
Google Ongoing Weekly photo uploads, event posts, | All — discovery Review count,
Business respond to every review within 24 intent rating (target
hours >4.5%), profile




views

LinkedIn Corporate event content, team- 30-55, B2B
building posts, venue capability,

award/milestone news

Corporate
enquiry leads

1-2x per week

@ User-Generated Content is Your Best Asset

Every time a guest posts about your venue, that is a free, trusted endorsement reaching their entire
network. Create UGC moments deliberately: a signature photo wall, a 'perfect strike' highlight reel,
branded hashtag on every table. Ask happy guests to post — 82% will if asked nicely at the right
moment.

6. Email Marketing & CRM Strategy

Email is the highest-ROI digital marketing channel available to a local entertainment business. A database of
10,000 opted-in customers, properly segmented and engaged, can drive $50,000-$100,000+ in incremental

annual revenue through targeted promotions, re-engagement and loyalty campaigns.

Welcome series (3 On first booking / All new contacts Welcome, venue 45-55%
emails) registration highlights, first-visit tips,
loyalty enrolment
Post-visit follow-up 24 hrs after visit All visitors Thank you, review 35-45%
request, loyalty points
update, next visit offer
Birthday offer 30 days before Loyalty members Personalised birthday 50-65%
guest birthday with DOB package offer,
complimentary game
voucher
Lapsed guest re- 90 days no visit Guests not seen in 'We miss you' + exclusive 25-35%
engagement 90+ days 20% discount code,
limited time
Event promotion 7-10 days before Relevant segment | Upcoming events, themed 28-38%
event by past behaviour nights, package
availability
Corporate package Quarterly Corporate contacts Seasonal team-building 20-30%
outreach in CRM offer, new package
launch, case study
Monthly newsletter 1st week of each Full opted-in list Programme highlights, 22-30%
month offers, food/drink
specials, community news




7. Loyalty Programme Design

A well-designed loyalty programme transforms single-visit guests into recurring revenue. The best schemes
in the bowling sector combine points accumulation with tier benefits and a subscription option for the most
committed guests.

Explorer (Free) First booking 1-2x% Points on every visit (1pt/£), 1.0x
birthday reward, member
newsletter
Regular (Silver) 500 points 2-4x 10% F&B discount, free shoe hire, 2.0-3.0%
priority weekend booking
Champion (Gold) 2,000 points 4-8x 15% lane + F&B discount, free 4.0-6.0x
monthly game, exclusive events
access
Elite (Platinum) 5,000 points + Weekly+ VIP access, 20% all-venue discount, | 8.0-12.0x
Subscription free guest passes, event host
privileges

Subscription add-on: Offer a monthly subscription tier ($25-$49/month) giving members unlimited off-peak
bowling, priority booking, and 15% F&B discount. Subscription revenue is predictable, reduces churn and
builds a loyal core audience. Bowlero's subscription programme surpassed 550,000 active subscribers by Q1
2025.

8. Corporate & Group Sales Strategy

Corporate bookings represent the highest average revenue per session of any booking type — groups of 20-
100 spending $50-$150 per head on lanes, F&B and packages. They also book furthest in advance (4-12
weeks) and often repeat quarterly or annually with the same organiser.

Identify prospects Build a list of 200+ local LinkedIn Sales Navigator, —
businesses, HR contacts, Google Maps, local business
event agencies directories
First contact Personalised email with Email (personalised), 10-15% open rate
venue overview + one LinkedIn InMail

relevant package




Follow-up Phone call or 2nd email at CRM sequence, phone 20-30% meeting rate
Day 7 if no response from engaged contacts
Site visit / Invite decision-maker for In-person, video call 40-60% conversion from
presentation complimentary tasting / site visit
preview
Proposal Custom package proposal PDF package / email 50-70% close rate
with F&B options, pricing,
booking terms
Post-event Thank you email, review Email + phone 40-50% re-book rate
request, 'book next event'
call to action

A single corporate buyout of 40 guests at $100/head = $4,000 in a 3-hour window. The same lanes
generating $600 in casual bookings. Corporate events should be actively sold — assign one person
dedicated corporate sales time each week, even if that is the GM initially.

9. Reputation Management & Reviews

Online reputation is your most powerful marketing asset and your most fragile one. A 4.7-star Google rating
with 500+ reviews beats any paid ad campaign in driving local discovery. One unaddressed 1-star review can
cost you dozens of bookings per month.

Google Business Critical QR code at venue exit; post-visit Respond to every review — >4.5%
email with direct link; ask thank positives, apologise and (500+
verbally at checkout invite resolution on negatives reviews)
— within 24 hrs
TripAdvisor High Include in post-visit email Respond within 48 hrs; >4.5%
sequence; prompt after events address specifics
professionally
Facebook Medium | Auto-prompt via Facebook post- Monitor and respond within > 4.4%
visit check-in; in-venue reminder 24 hrs
Yelp (where Medium Yelp business page claimed; Respond to all negative >4.0%
relevant) signage for mobile users reviews
TikTok / Ongoing Create UGC moments; repost Engage with all mentions — High
Instagram tags guest content with credit likes, comments, DMs engagem
ent rate

10. Marketing KPIs & Performance Dashboard




You cannot improve what you do not measure. Define your marketing KPIs before you launch and review

them monthly. The following dashboard covers the full funnel from awareness to retention.

dollar spent

Awareness Monthly Google Business 15,000-40,000/month Google Business Insights
profile views
Awareness Social media reach 50,000-150,000/month Platform analytics
(combined)
Awareness TripAdvisor / Google ranking Top 3 in category Manual search check
(local search)
Acquisition Website sessions per month 8,000-25,000 Google Analytics
Acquisition Online booking conversion 4-8% of website visitors Booking platform
rate
Acquisition Google Ads CTR 22% Google Ads dashboard
Acquisition Cost per acquisition (CPA) < $15 per booking Ad platform + booking
system
Retention Email open rate 25-35% Email platform
(Mailchimp/Klaviyo)
Retention Loyalty programme > 40% of guests CRM / loyalty platform
enrolment
Retention Repeat visit rate (90-day) > 30% Booking system
Advocacy Google review score >4.5% Google Business
Advocacy Net Promoter Score (NPS) > 50 Post-visit survey
Revenue Revenue per marketing > $8:1 blended ROI Finance + marketing data

Chapter 13 Summary




Marketing a bowling entertainment centre in 2025 requires a full-funnel strategy: build awareness through
local SEO and social media, convert interest through a friction-free booking experience, and retain guests
through loyalty programmes and personalised email. The operators growing fastest treat marketing as an
operational discipline — with budgets, KPIs, and monthly reviews — not an occasional activity.

1 Register Google Business Profile and Pre-opening Free high-intent discovery channel
optimise with photos, categories,
services
2 Launch website with online booking Pre-opening 4-8% conversion on organic traffic

integration and SEO fundamentals

3 Begin pre-opening social content T - 90 days 2,000+ pre-registered guests
series (BTS, countdown, team intro)

4 Set up email platform and welcome Pre-opening 45-55% open rate on welcome
sequence (3 emails)

5 Run Google Search Ads targeting local From opening 3-8% booking conversion
high-intent keywords

6 Launch loyalty programme at opening From opening 40% enrolment target, 2-12x LTV
— enrol every guest at checkout

7 Build corporate outreach list of 200 Month 1-2 Quarterly corporate bookings
local businesses; start direct sales
8 Review full-funnel KPI dashboard Ongoing Continuous ROl improvement
monthly — adjust budget allocation
quarterly

[ Chapter 13 Key Numbers at a Glance

55% of bookings made online | Google Ads CTR target: 22% | CPA target: <$15 | Monthly marketing
budget (mid-size): $3-6K | Email open rate: 25-35% | Loyalty LTV uplift: up to 12x | NPS target: 250
| Blended marketing ROI target: >$8:1




Operations management is the invisible backbone of every great entertainment venue. Guests never see a
well-run operations system — but they feel it in every frictionless check-in, every perfectly oiled lane, every

CHAPTER 14

spotless bathroom, and every incident that gets resolved before they even notice a problem.

This chapter provides a complete operational framework: opening and closing procedures, lane and
equipment maintenance schedules, cleaning standards, safety and compliance protocols, incident

management, and the KPIs that measure operational excellence. Every SOP here can be used directly as a
management tool.

1. The Daily Operational Rhythm

A bowling entertainment centre operates in a predictable daily rhythm with clear start and end points.

Building SOPs around this rhythm eliminates ambiguity, reduces training time and ensures consistent guest

experience across every shift, every day.

-90 min Pre-Opening Prep Opening Manager Building systems check, lane conditioning, POS float,
team briefing
-30 min Final Checks All Dept Leads Safety walkthrough, F&B station setup,
music/lighting live, booking system reviewed
Opening Doors Open All staff Guest-facing positions manned, booking desk
staffed, first guests welcomed
Ongoing Operational Shift Supervisors Lane monitoring, F&B service, queue management,
Hours incident watch
Peak + 1hr Booking System Ops Manager Next-day capacity check, staffing adjustments, event
Review prep confirmation
-60 min Pre-Close Wind- Closing Manager Last bookings noted, F&B preparation for service
Down end, team handover prep
Closing Close-Down Closing Manager + Till reconciliation, lane shutdown, cleaning cycle
Team start, building secure
+60 min Close-Out Closing Manager Daily report completed, cash secured, alarm set,




Complete manager sign-off

2. Opening Procedure SOP

The opening procedure sets the tone for the entire shift. A rushed or incomplete opening creates problems
that compound throughout the day. Allow 90 minutes minimum for a full opening cycle.

2 Opening Checklist — Building & Facilities

[ Disarm alarm and complete building entry log

O Inspect car park — clear, safe, no hazards

[J Check all emergency exits are clear and lit

[ Confirm lighting systems operational (all zones)

[ Inspect toilets and change rooms — clean, stocked,
functional

1 AV / music system on — volume at pre-shift setting

[ Test fire alarm panel — no active faults

[0 Check first aid kit — complete, not expired

J Turn on HVAC — target 20-22°C / 68-72°F

1 Sign off building readiness in ops log

2 Opening Checklist — Lane Operations

O Visually inspect all lanes — surface, gutters, arrows

House balls inspected — no cracks, chips, grips clean

[ Run pinsetter cycle on all lanes — check for faults

Shoe rental area stocked and sizes organised

[ Confirm lane oil application completed (if scheduled)

[ Ball returns operational and free of obstruction

O
[l
] Lane assignment board / booking screen updated
O

All lane end caps and channel guards in place

[ Scoring system booted and displaying correctly

[ Log any pre-existing lane faults in maintenance
system

Opening Checklist — F&B

[ Kitchen equipment powered on and pre-heated

I Allergen menu confirmed current and available

[0 Refrigeration temperatures checked and logged
(=4°C/ 39°F)

O Clean uniform and PPE available for all F&B staff

[ All prep stations stocked and mise en place complete

[0 Daily specials confirmed and briefed to all servers

[ Bar stock counted — flag any shortages to F&B
Manager

[J Waste bins lined and cleaning supplies stocked

O In-lane ordering tablets / POS terminals tested

] F&B Manager signs off readiness before opening

[J POS system booted and float counted ($300-$500
standard)

[0 CCTV system operational — check all camera feeds

[ Float amount recorded in daily cash log — manager

[0 Radios / comms charged and distributed to team




initials

[ Booking system confirmed synced with today's
reservations

[J Team briefing completed — today's events, VIPs,
specials

[ Contactless / card terminals tested with test
transaction

O Shift roster confirmed — all stations covered

[ Any outstanding vouchers or pre-paid bookings
noted

3. Closing Procedure SOP

[J Manager signs off: centre is READY TO OPEN

Closing is as operationally critical as opening. A thorough close protects cash, preserves equipment, prepares
the venue for the next day and ensures safety. It should never be rushed — build 60-90 minutes into the

shift end.

@ Closing Checklist — Operations

[J Confirm last guests have departed all areas

[J Wipe down all lane approaches and ball return trays

[ Shut down all lane scoring systems — log final usage
count

[ Cover lanes if dust covers are available

[J Run end-of-day pinsetter shutdown sequence per
manufacturer SOP

] Switch lane lighting to off / standby mode

[ Return all house balls to racks — check for damage

] Log any lane or equipment faults in Switch Genie /
maintenance log

[ Collect all rental shoes — count, sanitise, return to
rack

[ Final safety walkthrough — all guests out, hazards
cleared

@ Closing Checklist — Cash & Reporting

[J Count all POS tills — match to system sales report

[ Log final covers (F&B), lane sessions, shoe rentals

[0 Complete daily cash reconciliation sheet — note any
variances

[0 Review any booking amendments or cancellations
for tomorrow

[d Separate cash drops into tamper-proof bags — label
by till

[0 Send daily trading summary to GM / owner by email

[ Secure cash in safe — two-person process, both sign

[J Log tip pool distribution per team agreement

[ Print and file end-of-day sales report

] Manager signs off daily cash reconciliation

@ Closing Checklist — Cleaning & Facilities

O All tables, chairs and lane seats wiped down

[0 Vacuum carpet areas (lanes, seating)

[ Bar and kitchen deep-clean completed per F&B
closing SOP

[J HVAC set to night mode / off (as per energy policy)

[ Toilets cleaned, restocked and signed off

I All external doors and windows locked and checked




[0 Bins emptied — recyclables separated [0 Alarm system armed — manager code used

[ Mop all hard floor areas (entrance, bar, kitchen) [J Closing manager signs building security log

4. Lane & Equipment Maintenance Schedule

Bowling lanes and pinsetters are your primary revenue-generating assets. A structured preventive
maintenance programme reduces equipment incidents by up to 15% and extends asset lifespan by years.
Modern string pinsetter systems (such as those used in Switch venues) require significantly less maintenance
than traditional free-fall pinsetters — reducing technician dependency and downtime.

Bowling Lanes — Surface & Oil

for debris on lane surface

Wipe foul line & approaches; check

Apply lane conditioner (oil pattern)
per house specification; inspect
surface for wear

Full lane surface inspection; check
arrows, dots and board integrity;
deep clean foul line

Pinsetter Systems

Visual check before first session;
listen for unusual sounds during
operation; log any anomalies

Lubricate moving parts per
manufacturer schedule; check belts,
gears and string tension (string
systems)

Full pinsetter inspection by
technician; replace worn
components; calibrate pin-spotting
accuracy

Ball Returns & Equipment

Wipe ball return track; check for
obstructions; inspect bumper
systems if fitted

Lubricate ball return mechanism;

inspect return chutes for cracks or
wear

Full ball return service; inspect
house balls for chips, cracks and grip
wear; retire damaged balls

Scoring Systems & AV

Boot all screens at opening; verify
score display accuracy on 3 test
lanes

Check all scoring cables and
connections; update software if
update available

Full system diagnostic; back up
scoring data; test all interactive
screen functions




Check temperature across all zones;
note deviations from target (20-
22°C)

Replace air filters if required; check
condensate drains; inspect vents

HVAC system professional service;
check fire suppression systems; test
emergency lighting

[ String Pinsetter Advantage

Switch Bowling uses modern string pinsetter technology. Compared to traditional free-fall systems,
string pinsetters require 60-70% less maintenance, can be reset by any trained lane attendant (no
specialist technician), and have significantly lower part replacement costs. This directly reduces
operational downtime and maintenance budgets.

5. Cleaning Standards & Hygiene Protocols

Cleanliness is a direct driver of guest satisfaction, review scores, and repeat visits. Industry data shows that
venue cleanliness is consistently ranked in the top 3 factors in guest reviews. A cleaning protocol is not a
suggestion — it is a brand standard.

Lane surfaces

Daily + after peak
sessions

No oil residue on approach; lane
surface visually clear

Lane Attendant

Bathrooms / Toilets

Every 90 minutes

Checked & signed on door log;

Designated cleaner /

during hours restocked; odour-free Lane team
Bar & Beverage Ongoing + full close | No spills on surfaces; glass racks clean; Bar staff
Areas clean floor dry
Kitchen Ongoing + deep HACCP standards; temperature logs Kitchen team

clean at close

complete; surfaces sanitised

In-lane tables &
seating

After every group
departure

Wiped, reset, condiments restocked

Lane Attendant /
Server

Entrance & reception

Every 2 hours

Floors swept/mopped; display area
clean; no queuing clutter

Opening/floor team

Shoe rental area Daily + between Shoes sanitised with UV or spray per Lane Attendant
rentals pair; sizes organised
Ball racks Daily All balls wiped; no oil transfer on Lane Attendant /
storage rack Closer

Carpeted zones

Daily vacuum +
weekly deep

No visible debris; stain-free

Cleaning team

External areas

Daily

Car park clear; entrance swept;
signage clean

Opening Manager




issues.

[ The 'Walk Through Guest Eyes' Test

Before opening each day and after peak periods, the shift manager should walk the venue as a first-
time guest — entering at the car park, through the front door, to every zone. If anything looks,
smells, or feels wrong, fix it before guests see it. This 5-minute walk catches 80% of presentation

6. Safety, Compliance & Risk Management

A bowling entertainment centre has legal obligations across multiple areas: fire safety, food hygiene, alcohol

licensing, employment law, and public liability. Proactive compliance is far less expensive than reactive
compliance after an incident. Establish systems, not intentions.

6.1 Safety Compliance Calendar

(PAT / full)

Fire safety equipment check Monthly Signed inspection log Manager

(extinguishers, alarms, exits)

Fire evacuation drill Twice per year Drill record with staff list GM / Safety Officer

(min)

Food safety / HACCP log review Daily (log) / Temperature logs, hygiene F&B Manager
Monthly (audit) audit

Alcohol licence compliance Monthly Proof of age protocol review, GM

check RSA records

First aid kit inspection Monthly Signed kit checklist Shift Supervisor

Public liability insurance Annual Policy document GM / Owner

renewal

Electrical safety inspection Annual (min) Electrical safety certificate Licensed electrician

Pinsetter / mechanical

Quarterly (formal)

Maintenance log, service

Ops Manager /

policy)

compliant

equipment safety + daily (visual) record Technician

Staff safety training records Annual update Training completion HR /GM
certificates

CCTV system review (retention Monthly CCTV log; data retention policy GM

6.2 Incident Response SOP

Every guest-facing incident — injury, equipment failure, code of conduct issue, or medical emergency —
must have a defined response procedure. Staff who know exactly what to do in the first 60 seconds of an
incident protect guests, protect the business, and reduce liability.



1. Immediate Response: Ensure scene safety. If medical emergency, call emergency services immediately.
Do not move an injured guest unless in immediate danger.

2. Stabilise: Assign one staff member to stay with the guest; clear bystanders; bring first aid kit if needed.
3. Notify: Radio shift manager immediately. Manager attends within 2 minutes.

4. Document: Complete incident report form within 30 minutes of the incident — exact time, location,
witness names, description of events, actions taken.

5. Record CCTV: If incident was captured on CCTV, save the footage immediately (overwrite prevention). Do
not share externally without legal advice.

6. Follow-up: Manager contacts guest within 24 hours. Complete internal debrief within 48 hours. Review
SOP if incident indicates a procedural gap.

7. Queue & Capacity Management

Queue management is the operational front line of guest experience. A 15-minute wait, managed with
transparency, keeps guests happy. An unmanaged 15-minute wait generates complaints and negative
reviews. The difference is entirely operational.

All lanes occupied, 1-
3 groups waiting

Activate wait list; give
realistic time estimate

Booking system
waitlist function

'Your estimated wait is X
minutes — can | take your
name and number?"

Lanes occupied, 10+
groups waiting

Activate queue management
protocol; open bar area for
waiting guests; consider F&B
incentive

Waitlist + floor
management

'We have a 30-min wait —
enjoy a complimentary drink
at the bar while you wait'

Walk-in full (no lanes
available)

Offer future booking
discount; capture contact
details; add to cancellation
list

Booking system +
CRM capture

'We're fully booked tonight —
can | book you for next week
with 15% off?"'

Booking over-run
(previous group
delayed)

Bump next booking by 15
min; notify them
immediately

Phone / SMS

'Your lane is ready in 15
minutes — enjoy drinks on us
while you wait'

System outage
(scoring / booking)

Switch to manual lane
assignment sheet; call
pending bookings

Paper log; phone

'We're having a brief tech
issue — you're booked, your
lane is reserved'

8. Cash Handling & Till Reconciliation

Cash handling errors are one of the most common operational problems in entertainment venues. A clear,

documented process — with dual authorisation at every key step — prevents both honest mistakes and

dishonest ones.

1. Float Set-Up: Every till opens with a documented float ($300-$500). Two people count the float; both




sign the cash log.

2. Mid-Shift Cash Drop: When till exceeds $1,000 in cash, a cash drop to the safe is made. Two-person
process; amount logged before and after.

3. Till Count at Shift End: Closing manager and one other person count every till. Physical cash is counted
against POS sales report.

4. Variance Investigation: Any variance >$10 is investigated before close. POS voids, refunds and manual
transactions are reviewed first.

5. Safe Deposit: Cash is bagged in tamper-proof bags, labelled (till ID, shift, amount, date), and deposited in
safe. Manager and witness both sign.

6. Daily Report: Morning manager reconciles previous day's cash with bank deposit. Report filed and
emailed to GM.

9. Operational KPIs & Daily Scorecard

Operational KPIs give management a daily health check on the business. Review them at your end-of-day
manager report and discuss weekly in the management team meeting. Red flags should trigger same-day
investigation, not a wait until the next meeting.

Lane Utilisation Rate Lanes in use + Total lanes | = 70% peak < 50% during Review booking
available x 100 hours expected peak strategy, pricing,
promotions
Equipment Uptime Hours operational + Total >99.5% < 97% Immediate
scheduled hours x 100 maintenance review;
escalate to Switch
support
Pinsetter Incident Rate Incidents per 100 games <0.5 22 Preventive
played maintenance check;
technician
inspection
Average Booking Lead Days between booking 7-14 days < 3 days Boost advance
Time and visit (average) booking incentives;
review promotional
calendar
Walk-In Conversion Walk-ins who get a lane + > 80% < 60% Review capacity
Rate Total walk-ins x 100 management;
staffing at front desk
Guest Satisfaction Post-visit survey (1-5 245/5 <4.0 Same-day review of
(CSAT) scale) operational logs;




mystery guest

assessment
Till Variance Rate Cash variances per 100 < 5% of 215% Cash handling
shifts shifts retraining; review
dual-authorisation
compliance
Cleaning Audit Score Monthly third-party or >8.5 <7.0 Deep clean
internal audit (1-10) scheduled; cleaning
SOP reviewed
Incident Rate Recordable incidents per <0.3 >1.0 Safety review; staff
1,000 guest visits training; incident
debrief
Staff No-Show Rate Unplanned absences + < 3% 28% Scheduling review;

Total scheduled shifts x
100

welfare check;
standby list

activation

10. Technology-Driven Operations

The most efficient bowling entertainment centres use technology not to replace human judgement, but to
give managers real-time visibility and automate repetitive administrative tasks. The goal is to free your team
to focus on guests, not paperwork.

Booking & Lane Real-time lane Automated capacity Reduces front-desk

Management availability, booking, management; online self- workload 40-60%
waitlist booking
POS & Payments Cashless and cash In-lane ordering, contactless, Faster service; higher

transactions; F&B loyalty integration spend per head

ordering

15% fewer equipment
incidents

Trigger alerts on repeat faults;
service scheduling

Digital fault reports;
maintenance history

Maintenance Logging

25-35% labour cost
discipline

Staff roster linked to
demand forecast

Auto-generate shifts from
booking volume predictions

Scheduling Software

CCTV & Access 24/7 venue monitoring; Remote viewing; incident Safety, deterrence,
Control entry management footage archiving compliance

CRM & Email Guest database; Post-visit sequences, loyalty 67% higher spend from
Platform automated tracking, birthday triggers retained guests

communications

Faster management
decisions

Live revenue, Daily summary + exception
utilisation, cost tracking alerts

Analytics Dashboard




Chapter 14 Summary

Operational excellence is not a destination — it is a daily practice. The centres that deliver consistently
exceptional guest experiences do so because they have documented their standards, trained their teams,
and built systems that make doing the right thing easier than doing the wrong thing.

1 Write and distribute all Pre-opening Consistent execution from day one
opening/closing SOPs before first staff
start
2 Set up maintenance schedule in Pre-opening 15% fewer equipment incidents

Switch Genie — all zones, all
frequencies

3 Train all staff on cash handling Pre-opening Near-zero cash variance
procedure — dual authorisation from
day one
4 Create incident report form and brief Pre-opening Liability protection, guest safety

all staff on response SOP

5 Establish daily ops KPI scorecard — From opening Real-time performance visibility
review in end-of-day manager report

6 Conduct monthly cleaning audit Monthly Guest satisfaction > 4.5%
(internal or third-party)

7 Review safety compliance calendar Quarterly Legal compliance, public safety
quarterly — all certificates current

8 Benchmark your operational KPIs Quarterly Continuous improvement
against Switch network data quarterly

@l Chapter 14 Key Numbers at a Glance




Equipment uptime target: 299.5% | Pinsetter incident response: <3 min | Cleaning audit score
target: 28.5/10 | Max till variance: $10 | Incident rate target: <0.3 per 1,000 visits | Staff no-show
target: <3% | String pinsetter maintenance reduction: 60-70% vs traditional




CHAPTER 15

Financial planning is the difference between a vision and a viable business. Too many bowling entertainment
centre investors underestimate startup costs, overestimate early revenue, or neglect working capital — and
pay the price in the first 18 months. This chapter provides a rigorous, data-grounded financial framework:
startup investment, operating cost structure, revenue streams with margin analysis, break-even modelling,
three-year projections, and the financial KPIs that keep a well-run business on track.

All figures use a representative 20-lane bowling entertainment centre as the base case. Adjust inputs for
your specific market, lane count and attraction mix. This chapter is a planning framework, not a financial
guarantee — real-world performance depends on execution, location and market conditions.

A\ Disclaimer

All financial data in this chapter represents industry benchmarks and modelling assumptions based
on publicly available market data. They do not constitute financial advice. Engage a qualified
accountant or financial advisor before making investment decisions.

1. Startup Investment (CAPEX) — What It Costs to Open

Opening a bowling entertainment centre is a capital-intensive undertaking. Costs vary enormously by
format, location and fit-out ambition — from $500K for a compact boutique venue to $20M+ for a large-
format FEC. The table below benchmarks startup costs for a representative 20-lane site with full F&B, bar,
and 2-3 complementary attractions.

Building lease / fit-out $400K-$800K $1.2M-$2.5M $3M-$6M Leasehold improvements,
partitioning, flooring

Bowling lane installation $150K-$300K $450K-$750K $800K-$1.5M $45-65K per lane (string
pinsetter); lower than

free-fall

Pinsetter & mechanical $80K-$160K $240K-$400K $450K-$800K Included in lane cost for
modern systems; separate

for legacy




F&B kitchen equipment $42K-$80K $80K-$150K $150K-$300K Varies by menu scope and
kitchen size
Bar fit-out & equipment $30K-$60K $60K-$120K $120K-$250K Bar counter, refrigeration,
glassware, POS
Furniture, fixtures & décor $80K-$150K $150K-$350K $350K-$800K Seating, lane furniture,
lighting, signage
Technology (POS, scoring, $40K-$80K $80K-$160K $160K-$300K Switch Genie, POS, CCTV,
booking) AV, Wi-Fi
Complementary $0-$100K $100K-$400K $400K-$1.2M Arcade, laser tag, VR — as
attractions applicable
Pre-opening marketing $20K-$40K $40K-$80K $80K-$150K Campaign, website, social,

influencer, signage

Working capital (6
months)

$100K-$200K

$200K-$400K

$400K-$800K

Payroll, rent, utilities,
COGS before break-even

Professional fees &
licences

$20K-$50K

$50K-$100K

$100K-$200K

Legal, accounting,
planning, licensing

Contingency (10-15%) $100K-$200K $250K-$500K $600K-$1.2M Always include —
construction always
overruns
TOTAL (estimated) $1.0M-$2.2M $2.7M-$5.4M $6.2M-$13.3M | Site-specific; engage a QS

for accurate costing

20-Lane Mid-Size Centre

$3.5M

Typical all-in investment (mid estimate)

Modern string pinsetter system installed

[ String Pinsetter: The Cost-Efficient Choice

Modern string pinsetter systems — as used in Switch Bowling installations — cost 20-30% less than
traditional free-fall systems and require 60-70% less maintenance. For a 20-lane centre, this
translates to $150-$250K in CAPEX savings and $30-$60K/year lower maintenance spend. Factor
this into your business case from the outset.

2. Revenue Streams & Margin Analysis

The most profitable bowling entertainment centres do not rely on lane fees alone. The benchmark revenue
split for a high-performing multi-attraction venue positions F&B as the primary profit driver, with bowling
covering fixed costs and additional attractions providing high-margin ancillary revenue.



@ Food & Beverage (bar, in-lane, 40% $600K-

kitchen) $900K/yr

Gross margin: Cocktails 75-85% | Food 65-72%

@ Lane Bowling (casual, league, 38% $570K-

packages) $850K/yr

Gross margin: Gross margin 70-80% (after staff)

Arcade & Amusements | 12% $180K-

$270K/yr

Gross margin: Gross margin 80-90% (post payback)

@ Events & Group Bookings | 7% $105K-
$160K/yr

Gross margin: Gross margin 65-75%

‘ | ‘ ‘ $45K-$70K/yr

Gross margin: Gross margin 60-70%

For a 20-lane centre generating $1.5M annual revenue, the blended gross margin across all revenue streams
is approximately 68-72%. After labour (25-35% of revenue) and occupancy costs (15-20%), EBITDA margin
targets 15-30% at operational maturity.

3. Operating Cost Structure

Operating costs fall into two categories: fixed costs that do not change with volume (rent, management
salaries, insurance) and variable costs that scale with revenue (food COGS, hourly labour, consumables).
Understanding this split is essential for break-even modelling.

Lease / rent $15,000-$30,000 $180K-$360K 12-18% Fixed
Labour — management $15,000-$22,000 $180K-$264K 10-14% Fixed
Labour — front-line $18,000-$35,000 $216K-$420K 14-20% Variable
(variable)

Food & beverage COGS $12,000-$22,000 $144K-$264K 9-13% Variable
Utilities (electricity, gas, $5,000-$9,000 $60K-$108K 4-6% Fixed/Semi
water)

Lane & equipment $2,000-$5,000 $24K-$60K 2-4% Semi-variable

maintenance

Marketing & advertising $3,000-$6,000 $36K-$72K 3-5% Variable

Software & technology $1,000-$2,500 $12K-$30K 1-2% Fixed




(Saas)

Insurance (liability, property) $2,000-$4,000 $24K-$48K 1.5-3% Fixed
Professional fees (legal, $1,000-$2,000 $12K-$24K 1-1.5% Fixed
accounting)

Consumables (cleaning, shoe $500-$1,500 $6K-$18K 0.5-1% Variable
spray)

TOTAL OPEX $74,500-$139,000 $894K-$1.67M 56-75% —

4. Indicative P&L — 20-Lane Centre at Maturity

The following Profit & Loss summary represents a well-operated 20-lane bowling entertainment centre at
operational maturity (Year 3+). Early-stage performance will differ significantly as the venue builds its
customer base.

Total Revenue $1,200,000 $1,600,000 $2,200,000
F&B Revenue (40%) $480,000 $640,000 $880,000
Lane Revenue (38%) $456,000 $608,000 $836,000
Attractions / Events / Retail (22%) $264,000 $352,000 $484,000
Gross Profit (after COGS ~28-32%) $816,000 $1,120,000 $1,540,000
Gross Margin 68% 70% 70%
Labour (front-line + management) $384,000 $464,000 $594,000
Labour as % of Revenue 32% 29% 27%
Rent / Occupancy $216,000 $240,000 $270,000
Utilities $72,000 $84,000 $96,000
Marketing $48,000 $64,000 $88,000
Maintenance + Tech + Insurance $60,000 $80,000 $100,000
Other Overheads $36,000 $48,000 $62,000




Total Operating Costs $816,000 $980,000 $1,210,000

EBITDA $0 $140,000 $330,000
EBITDA Margin 0% 8.75% 15%

Depreciation & Amortisation -$80,000 -$100,000 -$130,000
EBIT -$80,000 $40,000 $200,000
Interest (if financed) -$60,000 -$80,000 -$100,000
Net Profit (before tax) -$140,000 -$40,000 $100,000

Conservative = limited F&B, weak off-peak utilisation, high labour. Mid-case = competent
operations, 65-70% peak utilisation, solid F&B. Optimistic = premium positioning, strong events
pipeline, efficient labour scheduling, dynamic pricing active. Most new centres operate in
conservative territory for Year 1, mid-case by Year 2.

5. Break-Even Analysis

The break-even point is the revenue level at which total costs equal total revenues — the moment the
business stops losing money on a cash-flow basis. For a 20-lane bowling entertainment centre with a
standard cost structure, the break-even calculation is straightforward.

Fixed costs per month Rent + management salaries + insurance $33,000-$58,000
+tech

Variable cost ratio Variable costs + Revenue 55-60% of revenue

Contribution margin ratio 1 - Variable cost ratio 40-45%

Monthly break-even revenue Fixed costs + Contribution margin ratio $73K-$145K/month

Daily break-even revenue Monthly break-even + 30 $2,440-$4,830/day

Break-even lane sessions / day At $35 avg revenue/session (2-hour lane 70-140 lane sessions/day
x 4 pax)

Break-even timeline (from Based on typical ramp-up curve 14-18 months

opening)

Break-Even Timeline Min. Daily Revenue

14-18 months $3,600

From opening day (mid-case) Required to cover all costs (mid-case)




The break-even timeline is directly accelerated by three factors: (1) a strong pre-opening booking pipeline,
(2) aggressive F&B upselling from day one, and (3) early corporate and league programme activation.
Operators who secure 20+ corporate bookings before opening can cut 3-4 months from the break-even
timeline.

6. Three-Year Financial Projection

The following projection models a new 20-lane bowling entertainment centre under mid-case assumptions.
Year 1 reflects the ramp-up period; Year 2 marks operational maturity; Year 3 targets full stabilisation with
optimised revenue mix.

Avg. lane utilisation 48% 62% 72% Builds as
marketing
matures

Annual guest visits 28,000 40,000 52,000 Incl. leagues,
events, casuals

Average spend per visit $38 $42 $47 F&B upselling
improves over

time

Total Revenue $1,064,000 $1,680,000 $2,444,000

F&B Revenue $426,000 $672,000 $978,000 40% of total

Lane Revenue $404,000 $638,000 $929,000 38% of total

Other Revenue $234,000 $370,000 $537,000 22% of total

Total COGS $330,000 $504,000 $709,000 ~30% of revenue

Gross Profit $734,000 $1,176,000 $1,735,000

Labour (total) $372,000 $470,000 $587,000 Grows with

volume
Rent / Occupancy $240,000 $240,000 $252,000 Lease escalation
Y3

Utilities $80,000 $88,000 $95,000

Marketing $64,000 $72,000 $85,000

Maintenance + Tech $60,000 $70,000 $78,000

Other Overheads $50,000 $55,000 $60,000

Total Operating Costs $866,000 $995,000 $1,157,000




6%)

EBITDA Margin -12.4% 10.8% 23.7%
Depreciation -$120,000 -$120,000 -$100,000 Asset write-down
Interest (on $2M loan @ -$120,000 -$112,000 -$104,000 Reducing balance

@ Year 3 Milestones

By Year 3 a well-run 20-lane centre should be generating $2.4M+ revenue, 23%+ EBITDA margin,
and net profitability. At a 4x EBITDA multiple, the business has a valuation of approximately $2.3M
— delivering a meaningful return on a $3.5M initial investment once debt is considered. Premium
operators (Bowlero, Hollywood Bowl) achieving 30-35% EBITDA margins trade at 5-6x multiples.

7. Financial KPIs & Management Dashboard

Financial KPIs give operators a real-time pulse on business health. Review weekly at management level,

monthly with the full team, and quarterly with your investors or bank.

Revenue per Lane per Total lane revenue + > $50 < $30 Review pricing;
Hour (RPLH) (Lanes x Hours open) improve utilisation
F&B Spend per Head F&B revenue + Total >4$18 <$10 Upselling training;
guest count menu review
Lane Utilisation Rate Lane-hours sold + Total > 65% peak <45% Dynamic pricing;
available lane-hours marketing push
Labour % of Revenue Total labour cost + < 30% 2 38% Scheduling
Total revenue x 100 optimisation; efficiency
review
Food Cost % Food COGS + Food <28% 2 34% Menu engineering;
revenue x 100 supplier review
Beverage Cost % Beverage COGS + <22% 2 28% Pour review; wastage
Beverage revenue x audit
100
EBITDA Margin EBITDA + Total revenue > 18% <8% Full cost review; GM
x 100 attention
Revenue per Visit Total revenue + Total > $42 < $30 Package upsell; F&B
visits attachment
Repeat Visit Rate (90-day) Return visits + Total > 30% <15% Loyalty; marketing re-
visits x 100 engagement




Monthly cash burn

Break-Even Days per Fixed cost + Avg daily < 12 days > 20 days Fixed cost review;
Month contribution revenue uplift
Cash Runway Cash reserves + > 6 months < 3 months Immediate finance

review

8. Funding Options & Capital Structure

Most bowling entertainment centres are funded through a combination of equity and debt. The optimal
structure minimises interest cost while preserving enough equity buffer to weather the Year 1 ramp-up

period.
Owner equity / 30-50% Lowest — no Full control; no debt Ties up significant
founders interest service pressure personal capital
Commercial bank 30-50% 5-8% p.a. Leverage equity; tax- Requires collateral;
loan (2025 rates) deductible interest covenants;
repayment from Year
1
Government / SME 5-15% Free / low Non-dilutive; builds Slow; competitive;
grant cost credibility conditions apply
Private investor / 10-30% Equity Brings networks and Dilutes ownership;
angel dilution 10- expertise governance
25% obligations
Vendor financing 5-15% 3-7% p.a. on Preserves cash; aligns Secured against
(equipment) equipment vendor incentive specific assets
only

40% equity ($1.4M owner/investor) + 50% senior bank debt ($1.75M, 7yr term, 6% rate) + 10%
equipment vendor finance ($350K on lanes and kitchen, 5yr, 5% rate). This structure targets debt
service coverage of 1.3x by Year 2. Always model a downside scenario — what if revenue is 20%
below plan? Can the business still service debt?

9. Valuation & Exit Scenarios

Understanding how bowling entertainment centres are valued helps investors structure deals correctly and

plan exit strategies. The sector trades primarily on EBITDA multiples, with location quality, brand, and
revenue diversification as key value drivers.




< $100K 2-3x < $300K Underperforming; single-revenue; owner-
operated
$100K-$300K 3-4x $300K-$1.2M Stabilised; growing; limited F&B
$300K-$600K 4-5x $1.2M-$3.0M Strong FEC; good F&B; multi-attraction
$600K-$1M+ 5-6x $3.0M-$6.0M Premium positioning; corporate sales; high
NPS
$1M+ (multi-site) 6-8x $6.0M-$8M+ Roll-up target; branded; scalable system

Per-lane valuations typically range from $25,000 to $45,000 per lane, with premium venues in high-traffic
urban locations commanding the upper end. A 20-lane centre at $40K/lane implies a $800K asset valuation
floor independent of EBITDA performance.

Chapter 15 Summary

A bowling entertainment centre is a genuinely attractive investment when built on realistic financial
planning, efficient cost management, and disciplined revenue strategy. The operators who achieve 20-35%
EBITDA margins do so not by accident, but by maximising F&B revenue, using technology to optimise labour
and pricing, and building a loyal returning customer base through great experiences.

1 Build detailed CAPEX model with QS — Pre-investment Avoid capital shortfall mid-construction
include 15% contingency

2 Model three scenarios (conservative / Pre-investment Understand true downside risk
mid / optimistic) — stress-test at -20%
revenue




3 Secure 6+ months working capital Pre-opening Survive the ramp-up period
before opening

4 Target F&B revenue at 40% of total From opening EBITDA margin to 15-25%
from opening — it is your margin
engine

Activate dynamic pricing through From opening +15-25% peak revenue per lane
Switch Genie from day one

Review labour % of revenue weekly — Weekly $50-$100K/yr labour saving at scale
maintain <30%

Track the 11 financial KPIs in this Monthly Early warning on margin compression
chapter — weekly review

Plan for exit from Year 3 — maintain Ongoing 4-5x EBITDA multiple at sale
EBITDA records and build valuation
story

B Chapter 15 Key Numbers at a Glance

Mid-size CAPEX: $3.5M (20 lanes) | Break-even: 14-18 months | RPLH target: 2$50 | F&B target:
40% of revenue | Labour target: <30% of revenue | EBITDA target (Year 3): 20-25% | Valuation
multiple: 3-5x% EBITDA | String pinsetter CAPEX saving: $150-$250K




CHAPTER 16

Legal and regulatory compliance is not optional — it is the foundation on which your entire business sits.
Operating without the right licences exposes you to fines, forced closure, personal liability and reputational
damage that no marketing budget can repair. The good news: compliance is entirely manageable if you plan
early, engage the right professionals, and build systems rather than relying on memory.

This chapter covers business entity selection, the full licence and permit landscape, commercial lease
negotiation, employment law essentials, insurance, data protection, and the compliance calendar every
bowling entertainment centre operator should follow. It is written to be globally applicable — specific
requirements vary by jurisdiction, so always engage a qualified local legal advisor before making decisions.

88 This Chapter is a Framework, Not Legal Advice

Every jurisdiction has different requirements for business licences, alcohol permits, planning
consent, and employment law. This chapter provides an internationally applicable framework and
best-practice guidance. Always engage a qualified solicitor, attorney, or regulatory advisor in your
specific market before proceeding.

1. Choosing Your Business Entity Structure

The legal entity you choose affects your tax liability, personal asset protection, investor relations, and future
exit options. For most bowling entertainment centres — particularly first-time operators — the choice comes
down to two primary structures.

@ Limited Liability Company Private Limited Company
(LLC / Ltd / Pty Ltd) (Corp/Ltd/S.A.)

2 Pros: @ Pros:
e Personal assets protected from business liabilities e Strongest liability protection
o Flexible management and profit distribution o Clearest governance structure — board, directors
e Pass-through taxation avoids double taxation e Easier to issue shares to investors and staff
e Simpler administration than a corporation e Well understood by banks for lending
e Easier to attract investment than sole trader e Better exit optionality (trade sale, MBO, PE)
A\ Cons: /A Cons:




e Some investors prefer corporate structure e More administrative burden (annual filings, board
e Less separation of governance than a PLC meetings)

e Can be harder to raise equity at scale ¢ Double taxation in some jurisdictions

e Less flexible than LLC for small operations

Best for: Most single-site first-time operators

Best for: Multi-site or investor-backed operations

@ Recommended Structure for Most Operators

A private limited company (or local equivalent) with a separate holding company is the structure
preferred by most professional bowling entertainment centre operators. The operating company
holds all trading activity; the holding company owns the property or IP. This separation protects
assets in the event of trading difficulty. Discuss with your accountant before registering.

2. Licences & Permits — The Full Landscape

A bowling entertainment centre typically requires 6-10 separate licences or permits, obtained from multiple
authorities. Start the process 12-16 weeks before your planned opening date — some licences (especially
alcohol) can take months to process.

General Business Licence TIMING cosT
Apply at company $100-$2,000
registration

Local municipality / city council

Risk if missing: Cannot legally trade — immediate closure risk

Alcohol / Liquor Licence TIMING cosT
National or regional licensing authority Apply 12-16 $2,000-$100,000+
weeks before
opening

Risk if missing: Fines, licence revocation, personal prosecution

Food Business / Hygiene Registration TIMING costT

Local environmental health / food authority Apply 4-6 weeks $200-$1,500
before opening

Risk if missing: Cannot serve food — health department closure

Fire Safety Certificate / Inspection TIMING cosT
Local fire authority or building control Arrange during fit- $500-$3,000
out phase

Risk if missing: Cannot open to public without certificate




Planning Permission / Change of Use
Local planning authority

Risk if missing: Forced to cease operations; fit-out wasted

TIMING
Apply before
signing lease or
starting fit-out

COST
$1,000-$10,000

Accessibility Compliance (ADA / DDA equivalent) TIMING cost
Building control / planning authority During design | Part of fit-out cost
phase — not
retroactive
Risk if missing: Discrimination claims; forced retrofitting
Music / Entertainment Licence TIMING cosT
National copyright / performing rights organisations Apply 4 weeks | $300-$3,000/year

Risk if missing: Copyright infringement fines ($750-$30,000 per violation)

before opening

Waste Management Permit TIMING cosT
Local environmental authority Register before $200-$1,000
opening
Risk if missing: Fines for non-compliant waste disposal
Gambling / Amusement Machine Licence TIMING CosT
National gambling authority (if applicable) Apply 6-8 weeks $500-$5,000/
before machine machine
installation
Risk if missing: Machines seized; substantial fines
Data Protection Registration TIMING cosT
National data protection authority (GDPR / CCPA etc.) Register before $100-$500
collecting

Risk if missing: Fines up to 4% of annual global turnover (GDPR)

customer data

[ Start Licencing Before You Sign the Lease

The most common legal mistake new operators make is signing a commercial lease before
confirming that planning permission and an alcohol licence are obtainable for that specific
premises. If either is refused, you are locked into a lease you cannot legally use. Commission a pre-
application planning consultation and alcohol licence feasibility check before committing to any site.




3. Alcohol Licensing — Your Most Critical Permit

The alcohol licence is typically the longest to obtain, most expensive, and most consequential licence for a
bowling entertainment centre. F&B (especially bar revenue) represents 40%+ of revenue in a well-run venue
— losing your licence means losing your profit engine. Treat this permit with the greatest care.

UK (Premises Licence) Local licensing 8-12 weeks £500-£2,000 Annual fee

authority application + £400-£2,000
annual fee
USA (Liquor Licence) State Alcohol Board 3-6 months $300-$14,000 Annual $300-
(varies by state) $5,000

Australia (Liquor State Liquor Authority 4-8 weeks AUD $800-$8,000 Annual AUD

Licence) $500-$5,000

UAE (Liquor Licence) Tourism & Commerce 8-16 weeks AED 30,000- Annual renewal

Marketing dept $200,000 required

EU (varies by country) Municipal / regional 4-12 weeks €500-€10,000 Annual or

authority biennial

Responsible service of alcohol (RSA) is both a legal requirement and a liability management strategy. All staff
serving alcohol must be trained and certified. Key obligations include: verifying age of every guest purchasing
alcohol who appears under the legal age, refusing service to visibly intoxicated guests, documenting refusals,
and maintaining training records for inspection.

4. Commercial Lease — Negotiating Your Most Valuable Contract

Your commercial lease is likely the largest financial commitment your business will make. The terms you

negotiate before signing will affect your profitability for the entire lease term. Do not sign without a
specialist commercial property solicitor reviewing every clause.

Lease term

10-15 years with tenant break options
at Year 5 and Year 10

Longer term secures your investment;
break options give exit if business
underperforms

Rent-free period

6-12 months rent-free for fit-out and
trading ramp-up

Preserves cash during pre-revenue
period — critical for survival

Fit-out contribution

Landlord contribution of $100K-
$500K+ toward fit-out costs

Reduces CAPEX; demonstrates
landlord's stake in your success

Rent review mechanism

CPI-linked (inflation-only) rather than
open market review

Open market reviews can double rent
overnight in a hot market

Permitted use

'Bowling and entertainment centre
including bar and F&B' — broad
definition

Restrictive use clause limits your ability
to pivot or add attractions




Alienation
(assignment/subletting)

Right to assign with landlord consent
not to be unreasonably withheld

Essential for exit — if you sell the
business, the lease must be transferable

Repair obligations

Limit to 'tenant's repairs' — exclude
structural and exterior

Full repairing and insuring (FRI) leases
expose you to building-level costs

Service charge cap

Cap total service charge at a fixed % or
dollar amount

Uncapped service charges can grow
unpredictably year on year

Exclusivity

Exclusive right to operate a bowling
venue in the development

Prevents landlord from leasing adjacent
space to a competitor

Personal guarantee

Limit guarantee to 12-24 months'
rent, not full lease liability

Full personal guarantee on a 15-year
lease is a catastrophic risk

Never sign a commercial lease without: (1) a tenant-only break clause, (2) a minimum 6-month rent-
free for fit-out, (3) a written fit-out consent from the landlord, (4) a broad permitted use clause, and
(5) a limited personal guarantee. These five terms can save you millions over the life of the

business.

5. Employment Law Essentials

Employment law governs every aspect of the employment relationship — from the moment you post a job

advertisement to the moment an employee leaves. Non-compliance exposes you to employment tribunal
claims, fines, and reputational damage. Build compliance in from the start.

Employment contracts

Written contract provided within 2
months of start (most jurisdictions)

Provide on Day 1 — never let anyone
work without a signed contract

Minimum wage

Pay at or above statutory minimum
wage — varies by jurisdiction and age

Benchmark against local market;
underpaying causes high turnover

Working hours

Maximum weekly hours (48hrs EU;
varies elsewhere); rest break
entitlements

Enforce maximum hours; record all
hours worked with payroll software

Holiday / leave
entitlement

Statutory paid holiday (e.g. 28 days
UK, 10 days AUS, varies USA)

Offer above statutory where possible —
aids recruitment and retention

Equal opportunities

No discrimination on protected
characteristics (gender, age, race,
religion, etc.)

Equality policy in staff handbook;
diversity in hiring processes

Disciplinary and grievance

Formal procedure required before
dismissal in most jurisdictions

Written disciplinary and grievance policy
with clear appeal rights

Payroll and tax

PAYE / payroll tax deducted and
remitted correctly; correct
employment status

Engage a payroll provider — manual
payroll causes costly errors




Right to work checks

Verify all employees have legal right to
work before employment begins

Document every right-to-work check;
keep copies of ID documents

Health and safety

Employer duty of care; risk
assessments; accident book
mandatory

Full H&S policy, trained first-aiders on
every shift, accident log

Whistleblowing

Employees must be able to raise
concerns without fear of retaliation

Clear whistleblowing policy in staff
handbook; anonymous reporting
channel

 Staff Handbook — Your Most Important HR Document

A comprehensive staff handbook sets expectations, explains procedures, and — crucially — reduces
legal exposure. It should cover: equal opportunities, disciplinary and grievance, data protection, IT
and social media, health and safety, absence management, alcohol and drug policy, and code of
conduct. Have it reviewed by an employment lawyer before distribution.

6. Insurance — Protecting What You've Built

Insurance is not an optional overhead — it is the financial safety net that prevents a single incident from
destroying a business that took years and millions to build. A bowling entertainment centre faces unique risk
exposures: physical injury, equipment breakdown, liquor liability, data breaches, and property damage.
Cover each one.

Public Liability Insurance ANNUAL COST Essential
Covers legal costs and compensation if a guest is injured or their property $3,000-$8,000/yr

is damaged on your premises. Minimum $5M coverage recommended;

$10M+ for larger venues.

Employers' Liability / Workers' Compensation ANNUAL COST Essential
Covers staff injuries and occupational illness claims. Legally mandatory in $2,000-$6,000/yr

most jurisdictions from the moment you employ anyone.

Commercial Property Insurance ANNUAL COST Essential
Covers building, fit-out, equipment and contents against fire, flood, theft $4,000-$12,000/yr

and damage. Ensure coverage matches reinstatement value of fit-out.

Liquor / Host Liquor Liability ANNUAL COST Essential
Covers claims arising from alcohol service — e.g. a guest causes an $2,000-$8,000/yr

accident after leaving your venue. Critical if you serve alcohol.




Covers repair or replacement of pinsetters, HVAC, kitchen equipment and | $1,500-$4,000/yr
AV systems following mechanical failure. A single pinsetter replacement

can cost $30K+.

ANNUAL COST
$1,000-$3,000/yr

Cyber Liability Insurance

Covers costs from data breaches, ransomware and cyberattacks —
including legal costs, notification costs and regulatory fines. Essential if
you hold customer data and payment card details.

ANNUAL COST
$1,500-$5,000/yr

Business Interruption Insurance

Covers lost revenue if the business is forced to close temporarily due to
fire, flood, or other insured event. Saved many operators during COVID-
era closures.

ANNUAL COST
$800-$2,500/yr

Medium

Directors & Officers (D&O) Liability

Covers directors personally against claims of wrongful acts,
mismanagement or breach of duty. Important once investor or board
relationships are in place.

7. Data Protection & Privacy Compliance

A bowling entertainment centre collects significant personal data: names, email addresses, phone numbers,
payment card details, booking history, and potentially biometric data (facial recognition check-in) or health

information (allergy records). Every piece of data must be handled lawfully.

GDPR (General Data
Protection Regulation)

European Union +
UK

Lawful basis for processing; data
subject rights; DPA registration;
breach notification within 72 hrs

€20M or 4% of global
annual turnover
(whichever is higher)

CCPA (California
Consumer Privacy Act)

USA — California

Right to know, delete, opt-out of sale;
privacy notice mandatory

$7,500 per
intentional violation

Protecao de Dados)

transparency, data subject rights

PDPA (Personal Data Singapore, Consent for data collection; data Varies: SGD $1M+

Protection Act) Thailand, Malaysia | breach notification; data minimisation (Singapore)
(varies)

Privacy Act Australia, New Australian Privacy Principles (APPs); AUD $50M+ (2024
Zealand mandatory breach reporting reform)

LGPD (Lei Geral de Brazil Similar to GDPR; consent, BRL 50M or 2% of

Brazil revenue

Minimum data protection obligations for all operators: (1) Register with your national data protection

authority. (2) Publish a privacy policy on your website and booking system. (3) Collect only the data you need

(data minimisation). (4) Secure all payment data to PCI-DSS standard. (5) Have a documented breach
response procedure. (6) Train all staff who handle customer data.




8. Guest Waivers & Terms of Entry

A well-drafted guest waiver is a meaningful layer of liability protection — not a complete defence, but
evidence that guests were informed of risks and accepted the terms of entry. Waivers are most important
for venues with elevated physical risk: VR, trampoline, laser tag, climbing walls. Bowling lanes carry lower
inherent risk but waivers are still advisable for children's parties and competitive events.

Inherent risk Guest confirms awareness of physical | Shifts some responsibility for self-caused
acknowledgement activity risks injury
Rules of play acceptance Guest confirms receipt and Supports code of conduct enforcement

understanding of venue rules

Medical condition Guest confirms no known condition Relevant for high-physical attractions
disclosure affecting safe participation

Emergency contact Parent/guardian contact for under-18 Legal protection and duty of care
(minors) guests

Photo and video consent Permission (or refusal) to appear in GDPR / privacy compliance requirement

venue marketing content

Data processing consent Consent to email marketing, loyalty Legal basis for email marketing under
programme, post-visit surveys GDPR

Jurisdiction and governing Defines which country's law governs Clarity in cross-border booking disputes

law disputes

@ Digital Waivers are Best Practice

Paper waivers are lost, undated, and unenforceable. Digital waivers — signed via tablet at check-in
or online at booking — are timestamped, stored automatically, retrievable in seconds, and far more
defensible in a legal dispute. Invest in a digital waiver system from opening day.

9. Annual Legal & Compliance Calendar

Compliance is not a one-time project — it is an ongoing operational discipline. The following calendar
ensures no renewal, inspection or filing deadline is missed.

January File annual company accounts / tax GM / Accountant Late filing penalties; director
return for prior year disqualification risk
January Review and renew all insurance GM / Broker Uninsured period; increased
policies — renegotiate at renewal premium if claims-heavy
February Staff right-to-work re-checks for any HR/GM Illegal working fines ($15,000+
staff with time-limited visas per employee in UK)
March Health and food safety internal F&B Manager Hygiene rating drop; surprise
audit inspection findings




Q1 (any Review employment contracts — HR / Solicitor Non-compliant contracts;

month) any regulatory changes to reflect? tribunal exposure

Q2 Fire safety inspection and drill — log Ops Manager Fire safety certificate lapsed;

and file insurance void
Q2 Data protection review — purge IT/GM GDPR breach; data
inactive customer records minimisation violation
July Mid-year licence renewal check — GM Licence lapse — unable to trade
any licences due in H2?

Q3 PAT testing / electrical safety Ops Manager Insurance void; HSE prosecution
inspection (annual or biennial)

September Alcohol licence compliance review F&B Manager Licence review triggered; fines

— staff RSA certs current? for non-compliance
October Review CCTV policy and data GM/IT Data protection authority
retention compliance investigation
Q4 Staff handbook annual review — HR / Solicitor Outdated handbook creates
update for any legal changes tribunal risk

December Year-end financial review with GM / Accountant Underpaid tax; penalties and
accountant — VAT, payroll, P&L interest

Ongoing Respond to all GDPR data subject GM / Admin Regulatory complaint; ICO/DPA

requests within 30 days fine

Ongoing Update incident log and accident Ops Manager HSE investigation; insurance

book; review near-miss reports disputes
Chapter 16 Summary

Legal and compliance excellence is not a constraint on your business — it is the infrastructure that lets it run
with confidence. Operators who invest in the right entity structure, obtain licences in advance, negotiate



strong lease terms, protect staff with proper contracts, and cover the business with comprehensive
insurance sleep better — and perform better.

Engage a local commercial solicitor
before signing anything

Pre-investment

Lease and entity structure risk

Commission planning permission
and alcohol licence feasibility
before committing to a site

Pre-lease signing

Site unsuitable for intended use

Register company entity and open
business bank account

3 months before
opening

Personal liability; cannot trade legally

Apply for all licences — allow 12-16
weeks for full portfolio

3-4 months before
opening

Cannot open on planned date

Engage specialist insurance broker
— obtain all 6+ covers

2 months before
opening

Catastrophic uninsured loss

Negotiate lease with solicitor —

Before signing

Locked into bad lease terms for 10-15

break clauses, rent-free, fit-out years
consent
Draft staff handbook and Before first hire Employment tribunal exposure

employment contracts — have
solicitor review

Register for data protection;
implement digital waiver system

Before opening

GDPR fines; unenforceable liability
waivers

Build annual compliance calendar
into GM remit — review quarterly

From opening

Missed renewals; lapsed licences

B Chapter 16 Key Numbers at a Glance

Licence portfolio timeline: 12-16 weeks | Alcohol licence cost: $2K-$100K+ | Liquor liability fine
potential: $100K+ | GDPR maximum penalty: 4% of global turnover | Rent-free target: 6-12 months
| Personal guarantee limit: 12-24 months rent | Insurance portfolio: 6-8 covers, $15-$45K/yr total




CHAPTER 17

Theory becomes wisdom only when tested against reality. This chapter draws on the strategies, decisions
and outcomes of leading global bowling and entertainment venues — and the painful lessons of those that
closed. Company names have been anonymised to protect commercial confidentiality; all financial figures
are drawn from publicly available results and industry research.

The global entertainment venue industry has produced some remarkable success stories in the 2020s. The
common thread across all of them is not luck — it is the deliberate application of the principles this guide
has covered: premium positioning, F&B excellence, technology investment, and relentless focus on guest
experience. Study these operators and let their decisions accelerate yours.

Case Study 1: Company A — The Reinvention of American Bowling

Company A
From a bankrupt legacy chain to $316M quarterly revenue — the definitive premium bowling
transformation

HQ: USA (global) Scale: 300+ venues across USA and Model: Premium entertainment

growing destination with bowling, dining,
events, and multi-attraction FEC

When Company A's founder acquired a large bankrupt bowling chain in the early 2010s, he inherited 300+
tired, underperforming venues that had become synonymous with everything wrong with the old bowling
industry — poor food, poor design, poor service, and declining leagues. What followed was one of the most
extraordinary venue transformations in the history of the entertainment industry.

What Company A Did

» Premium repositioning

Gutted and redesigned venues with sophisticated interiors — dark woods, ambient lighting, cocktail bars, curated
music. Raised price points dramatically. Stopped competing on cheap lane fees and started competing on experience.

» F&B as the profit engine



Transformed food from greasy burger afterthought to genuine dining destination. Cocktail bars, craft menus, in-lane
service. F&B now represents 35-40% of revenue across the portfolio.

» Events and corporate sales machine

Built an events and group bookings division that drives significant revenue from corporate clients, birthday parties, and
private buyouts. High-margin, advance-booked, reliable.

» Subscription programme

Launched a bowling subscription product that reached 550,000+ active subscribers by Q1 2025 — creating a predictable
recurring revenue base that insulates against seasonal swings.

» Aggressive acquisition strategy

Acquired independent and chain venues at scale, applied a consistent operational playbook, and extracted operational
efficiencies. Grew to 300+ venues through M&A alongside organic development.

» Full brand evolution

Completed a major rebrand to signal the shift beyond bowling to a broader entertainment platform — repositioning as
a premium entertainment company across all guest touchpoints.

Total Annual Revenue ~$1.2B (est. full year) Largest bowling operator globally by revenue
Q4 Revenue (Mar 2024) $316M (record) 12% year-over-year same-store sales growth
Q1 FY2025 Revenue $260M (+15% YOY) Adjusted EBITDA +21% to $62.9M
Active Subscribers 550,000+ (Q1 2025) Predictable recurring revenue base
Digital Impressions (Q4 2024 250M+ Repositioned bowling as premier winter
campaign) activity
Valuation Publicly listed on major Trade multiple 3-5% EBITDA at scale
exchange

Scale alone did not create this success — the playbook did. Company A's transformation works
because every venue follows the same non-negotiable standards: premium design, F&B excellence,
events capability, and technology investment. Single-site operators can apply the same playbook at
1/300th of the scale and capture the same dynamics locally.

Case Study 2: Company B — The British Blueprint

Company B
From a single UK venue to 85 centres and £230M revenue — built on service, technology, and
disciplined expansion

HQ: United Kingdom Scale: 72 home-market centres + 13 Model: Premium family bowling and
international = 85 total (2024); target | entertainment — food, bar,
130 by 2035 amusements, party packages




Company B is arguably the most instructive case study in disciplined, premium bowling expansion outside of
North America. Listed on a major stock exchange in 2016, the company has grown from a mid-market
bowling operator to a leading premium family entertainment brand through a consistent strategy: invest in
the guest experience, invest in technology, and invest in your people.

What Company B Did

» Customer reservation system

Completed a full home-market rollout of an internally developed booking platform — increasing conversion rates,
reliability and usability across all venues. Technology investment as a competitive moat.

» Consistent venue reinvestment

Company B reinvests 8-12% of revenue annually in venue refurbishment, attraction upgrades, and digital
improvements. Every venue is refreshed on a rolling 5-7 year cycle.

» Premium family positioning

Positioned as the premium family bowling destination — not the cheapest, but the best. This supports higher average
spend per game (£11.05 in FY2024, up 2.1%) and strong family repeat visits.

» Disciplined new site selection

Company B only opens in proven retail and leisure parks with strong footfall, parking, and demographic match. They
walk away from sites that do not meet their financial model. Discipline over speed.

» International expansion

Entered a new international market via acquisition and grew international revenue by 42.2% in FY2024 on a constant
currency basis — applying the home-market playbook with remarkable speed.

» EBITDA discipline

Delivered EBITDA pre-IFRS 16 in excess of £65M in FY2024 — above market expectations. Maintained net cash of
£28.6M despite significant capital investment. Financial discipline is a cultural value.

Total Revenue £230.4M +7.2%

Home Market Revenue £199.7M +3.8%

International Revenue CAD $53.0M (£30.7M) +42.2% constant currency
EBITDA (pre-IFRS 16) £65M+ Above market expectations
Net Cash Position £28.6M After significant capital investments
Avg Spend Per Game £11.05 +2.1% YOY

Total Venues 85 (72 home + 13 international) + 8 venues in FY2024

Target Portfolio 130 venues by 2035 On track

Technology is a strategic asset, not a cost line. Company B built its own booking system rather than
relying on third-party software — and it paid off in conversion rates, data ownership, and
operational control. For single-site operators, using best-in-class platforms like Switch Genie
achieves the same outcome without the development cost.



Case Study 3: The Eatertainment Model — Activity + F&B = The Format of the 2020s

The Eatertainment Model

How tech-enhanced activity venues proved that F&B + sport = the most profitable venue format

of the 2020s
HQ: Global Scale: Company C: 100+ venues Model: Activity-anchored dining:
globally; Company D: 15+ boutique sport is the draw, food and drink is
venues the profit

The eatertainment model — venues that combine an accessible activity with premium food and drink in a
social setting — has become the defining entertainment trend of the 2020s. Company C grew from a UK
startup to a $43B valuation by proving that sport enthusiasts were not the primary target market; socialites
were. The activity creates the context; food and beverage delivers the profit.

For bowling entertainment centre operators, this model is directly instructive. Bowling is the draw. Cocktails,
shared plates, and premium service experiences are where 40%+ of your revenue and most of your margin
comes from.

» The activity must be tech-enhanced

Company C uses microchipped equipment and instant scoring; Company D deploys patented ball-tracking systems;
Switch's digital scoring and dynamic lane lighting — technology turns a simple activity into an immersive experience
that commands premium pricing.

» Social groups, not individuals

Eatertainment succeeds because it is fundamentally social — designed for groups of 4-12 who stay 2-3 hours and
spend across multiple categories. Bowling is perfectly positioned for this. Design the venue for groups.

» Upscale F&B is non-negotiable

Company D serves truffle fries and signature cocktails. Company C offers a full restaurant menu with premium wines.
The days of bowling with greasy chips and flat beer are over. The F&B must match the venue's aspirations.

» Booking drives behaviour

Every leading eatertainment operator has converted to advance booking with time-limited slots. This drives planning,
reduces walk-in uncertainty, and increases spend because guests arrive with a clear budget in mind.

Case Study 4: The Traditional-to-FEC Transformation

The Traditional Centre Transformation

How bowling-only operators added $500K-$2M in annual revenue by evolving into
entertainment destinations




Scale: Mid-size 16-32 lane centres Model: Bowling anchor + multi-

attraction FEC + premium F&B

HQ: Multiple markets globally

Across North America, Europe and Asia-Pacific, thousands of traditional bowling centres have faced the
same strategic crossroads: compete on price in a declining league market, or invest in transformation and
command premium positioning. The data from those that chose transformation is compelling.

model vs. counter)

increase

(training only)

Adding premium cocktail bar +25-35% total 3-6 months $60K-$120K fit-out
(replacing basic counter) revenue
In-lane F&B service (server + $8-12/head spend Immediate $15K-$40K tech/POS

capability

revenue

Arcade and redemption games + 15-25% total 6-12 months $80K-$200K machines
(20-30 machines) revenue payback
Digital scoring + glow bowling + 20-30% weekend Immediate $800-$2,000/lane (Switch)

Birthday/corporate events

+ $150K-$400K/year

6-12 months to

Staff training + marketing

only)

bookings

programme (mature) build

Dynamic pricing (peak/off- + 15-25% peak Immediate $0 (Switch Genie feature)
peak) revenue (software)

Online booking (was walk-in + 30-60% total 1-3 months $200-$1,000/month (Saa$)

Full FEC transformation (all of
above)

+ 50-75% total
revenue

18-24 months

$300K-$1.5M total

@ The Transformation ROI Case

A 20-lane centre generating $800K/year in traditional bowling revenue that undergoes a full FEC
transformation — adding premium F&B, arcade, events programme, digital scoring, and online
booking — typically reaches $1.4M-$1.6M within 2-3 years. At a $600K investment, that is a

payback period of 18-24 months and a permanent uplift in EBITDA. The business case is compelling.

5. Lessons from Venues That Struggled — What Not to Do

Success leaves clues — but so does failure. The following are the most common, most costly mistakes that
bowling and entertainment centre operators make. Every one of these has been documented across real
venue closures and underperformers. Read them carefully, because they are entirely preventable.

Failing to match the product to the market




A Consequence:

A premium bowling concept in a low-income catchment
area will struggle regardless of design quality. Revenue
per visit targets of $40+ require demographics capable
of spending that.

@ The Fix:

Conduct rigorous catchment analysis before site
selection — population density, income levels,
competition, access. Adjust the concept to fit the
market, not the other way around.

Ignoring F&B from day one

A Consequence:

Centres that treat F&B as an afterthought — counter
service, limited menu, poor quality — consistently
underperform. Without strong F&B, the blended
EBITDA margin collapses to 5-8%.

@ The Fix:

Commission the bar and kitchen design with the same
rigour as the lanes. Hire an F&B manager before
opening. Launch with a tested, in-lane service model
and a cocktail programme.

Underestimating working capital requirements

A Consequence:

The most common cause of bowling centre failure in
the first 18 months is running out of cash during the
ramp-up period — before the business reaches break-
even revenue.

@ The Fix:

Secure a minimum of 6-9 months of operating
expenses as working capital before opening. Model a
downside revenue scenario (-20%) and confirm the
business can still survive it.

Relying solely on league bowling for revenue

A Consequence:

Global league participation has declined significantly —
from 3M registered US players a decade ago to ~2M
today. Centres built around leagues as the primary
revenue stream face structural decline.

@ The Fix:

Design revenue streams so that leagues represent no
more than 20-25% of total revenue. Build casual,
events, and F&B to dominate the mix. Leagues are a
valuable loyal base, not a growth engine.

Opening without online booking

A Consequence:

Venues that rely on walk-in traffic alone miss the 55%+
of modern guests who research, compare, and book
online before leaving home. Walk-in venues cannot run
dynamic pricing or demand-based scheduling.

@ The Fix:

Launch with an online booking system on day one. This
is table stakes in 2025. Switch Genie provides this out of
the box. Every day you operate without online booking,
you leave bookings on the table.

Poor maintenance leading to equipment downtime

/A Consequence:

2 The Fix:




A pinsetter breakdown during peak Saturday evening
turns happy guests into frustrated ones who leave and
write negative reviews. Repeated equipment failures
destroy reputation and repeat business.

Implement a structured preventive maintenance
programme from day one. Choose modern string
pinsetter technology (Switch) which reduces breakdown
risk by 60-70% vs. traditional systems.

Skimping on the venue design

/A Consequence:

Budget fit-outs in bowling centres communicate a clear
message to guests: 'we are not worth investing in.'
Guests match their spend to the experience they
perceive. Cheap design produces cheap spend.

@ The Fix:

Invest in the aesthetic. Premium design does not
require a $10M budget — it requires intentionality.
Lighting, lane finish, furniture quality, and music create
atmosphere at a fraction of the cost of construction.

Failing to build a reviews and reputation strategy

A Consequence:

A 3.8-star Google rating with 40 reviews is invisible in
local search. Guests choose venues with 4.5+ stars and
200+ reviews. One unaddressed negative review can
cost dozens of bookings.

@ The Fix:

Implement a proactive review generation strategy from
opening week — QR codes, post-visit email, verbal
request at checkout. Respond to every review within 24
hours. Target 100+ reviews within Month 1.

6. The 8 Universal Principles of Great Bowling Venues

Across every successful case study in this chapter — Company A, Company B, the eatertainment movement,
successful FEC transformations — eight principles appear consistently. These are the non-negotiables of a
great bowling entertainment centre.

k]

Loyalty drives LTV — returning
customers spend 67% more than
new ones




Chapter 17 Summary

The evidence from the world's leading bowling and entertainment venues is unambiguous: operators who
invest in premium design, F&B excellence, technology, events, and people build sustainable, profitable, and

growing businesses. Those who compete on cheap lane fees, neglect F&B, and delay technology adoption

face structural decline.

The good news: the playbook is documented. Company A, Company B, and the eatertainment movement
have proven what works. Your task is not to invent new principles — it is to apply the proven ones with

discipline, consistency, and genuine care for your guests.

Premium repositioning
over price competition

Disciplined site selection
criteria

F&B as 40-50% of
revenue

Relying on league
revenue alone

Events and corporate
sales as a division

Annual reinvestment in
venue and tech

Tech-enhanced activity
experience

Walk-in only — no online
booking

Subscription programme
for loyal guests

Proprietary/best-in-class
booking system

Group and social
experience design

Underestimating working
capital

F&B transformation —
cocktail bar, in-lane
service

EBITDA discipline at
every decision point

Advance booking with
timed sessions

Cheap fit-out and poor
design

Loyalty programme with
tiered benefits

Consistent service
standards across all
venues

Upselling as a natural
part of the visit

No review generation
strategy

Bl Chapter 17 Key Numbers at a Glance

FEC transformation revenue uplift: 50-75% | Company A Q1 FY2025 revenue: $260M (+15% YOY) |
Company B FY2024 revenue: £230.4M (+7.2%) | Company C F&B % of revenue: ~50% | Average
spend increase from in-lane service: +$8-12/head | Online booking uplift: +30-60% total bookings |




Working capital minimum: 6-9 months operating costs




Chapter 18

Appendices & Reference Materials

Master checklists - KPl benchmarks - glossary - industry resources - Switch contact directory

This chapter consolidates the critical reference tools from across the guide into a single, actionable resource. Use the
pre-opening checklist to manage your project, the KPI benchmarks to set your targets, the glossary to align your team
on language, and the Switch contact directory to begin your equipment journey.

7 72 40+

Appendix Sections Checklist Items Glossary Terms
Covering all phases of investment & Pre-opening, acquisition & opening Complete industry terminology A-Z
operation week

Master Pre-Opening Checklist

A phased checklist from concept through to opening day — tick every box before advancing to the
next phase

Work through each phase sequentially. tems marked % are critical-path — delays will cascade. Assign an owner to
each item and set a completion date. Do not advance to the next phase until all critical items in the current phase are
confirmed.

Phase 1: Planning & Feasibility (18-12 Months Before Opening)

[0 % Confirm investment thesis and venue concept (] Engage commercial real estate advisor

[0 % Commission independent market feasibility study [0 % Commence legal entity formation

[J Define target demographics and catchment radius [0 % Secure heads of terms for preferred site

[J Shortlist 3-5 potential sites with site scoring matrix [0 Commission professional footfall / demand survey
[J Establish preliminary project budget with 15% [J Appoint project manager or development consultant
contingency

[ Identify equity and debt funding sources [J Review zoning, planning, and noise regulations

Phase 2: Legal, Finance & Construction (12-6 Months Before Opening)

[J % Sign commercial lease — negotiated terms confirmed [J Appoint general contractor via competitive tender

[J % Secure full project funding (equity + debt drawn) [J Mobilise construction and fit-out works on site
[J Appoint architect and interior design firm [J Open dedicated business bank account
1 % Submit planning / building permit applications [J Establish accounting, payroll, and tax systems

[J Finalise equipment specification with Switch Bowling I Apply for alcohol licence and food service permit



[0 % Place Switch equipment order (lead time: 12-20
weeks)

[J Arrange full business insurance package

Phase 3: Equipment, Technology & Fit-Out (6-3 Months Before Opening)

[J % Receive and install lane equipment from Switch
[ % Install scoring system and digital display screens
[0 % Install POS, online booking, and CRM platform

I Configure loyalty programme and membership tiers
[J Complete kitchen and bar fit-out to code

O Procure all furniture, fixtures, and decorative elements

O Install CCTV, access control, and network infrastructure
[ Full equipment test: lanes, pinsetters, scoring, app

[ Commission lane machine and programme oil patterns
[ Install in-lane ordering (tablets or QR integration)

[ % Complete ADA / accessibility compliance inspection

[J % Obtain final occupancy and fire safety certificate

Phase 4: Staffing & Training (3-1 Month Before Opening)

[0 % Hire General Manager — minimum 6 weeks before
opening

[J Recruit department heads: F&B, Operations, Sales

[J Complete front-line team recruitment to full headcount
[J Deliver equipment and health & safety training (all staff)
[0 % Complete F&B licence certification for relevant staff

[J Run full-day mock service sessions — minimum 3 runs

[ Train all staff on POS, booking, and CRM systems

[J Establish opening-week rota and scheduling system

[J Brief team on brand standards and guest journey SOP
[ Complete team-building and cultural induction sessions
[J Set department KPI targets for opening quarter

[J Confirm uniforms, lanyards, and access credentials issued

Phase 5: Pre-Launch Marketing (4 Weeks - 1 Week Before Opening)

[J % Website live with online booking fully operational

[ All social media channels activated and populated

[0 % Soft launch / preview event — 50+ invited guests
[J Local press release distributed and media invited
[J Digital advertising campaign live — geo-targeted

[0 Physical marketing deployed in catchment area

Phase 6: Opening Week

[J Corporate preview invitations sent — 20+ target leads

[J % Google Business Profile activated with photos and
hours

[ TripAdvisor, Yelp, and review platform profiles set up
[J Pre-opening corporate sales pipeline briefed
[J % Opening week staffing confirmed — zero gaps in rota

[J Pre-sell opening week — target 60%+ lane occupancy

[J % Full management team on site for all shifts

I All-staff opening day briefing — SOP and guest journey
[J Confirm all technology systems fully operational

[J Full F&B stock for opening week in place

1 % Collect every guest review from Day 1

[J Monitor lane performance — resolve all issues same day

[J Daily all-hands debrief to identify and fix problems

[ Track KPIs from Day 1: occupancy, spend, NPS, revenue
[ Corporate sales follow-up on all pre-opening leads

[J Issue press update: venue now open to the public

[J Compare opening week P&L to pre-opening budget

[ Set Week 2 priorities based on opening data and
feedback

Venue Acquisition Due Diligence Checklist

Essential checks before acquiring an existing bowling venue — engage specialist advisors for each

domain

If acquiring an existing venue rather than building from scratch, complete thorough due diligence across four domains.
Engage a qualified accountant, solicitor, and equipment engineer for each respective domain before exchange of

contracts.



Domain 1: Financial Due Diligence

[J 3years of audited profit & loss statements reviewed
[0 3 years of monthly management accounts obtained
[J Current year YTD accounts and cash flow confirmed

[0 Revenue breakdown by stream: lane / F&B / events /
other

[J All lease obligations and remaining term confirmed

[ Historic tax returns and VAT records reviewed
[ Payroll records and employee liability schedules obtained
[J Outstanding loans, liens, or legal claims identified

[ CapEx history reviewed — what was invested and when

[ Existing insurance policies and claims history reviewed

I Current supplier contracts and pricing schedules obtained [ Debtors, creditors, and working capital position

Domain 2: Physical & Equipment Inspection

confirmed

[J Independent engineering survey of the building structure

[J Lane surface: crown, splice integrity, and levelness
checked

[J Pinsetter age, model, and full maintenance history
reviewed

] Scoring system age, capability, and upgrade roadmap
assessed

[J Lane machine: service records and operational condition
checked

[0 HVAC, electrical, and plumbing — professional survey
complete

Domain 3: Legal & Compliance

[J Kitchen equipment: age, compliance, and service records
checked

[J Bar equipment: condition, licence status, and inventory
noted

[ Furniture and fixtures: replacement timeline estimated
[ IT infrastructure: servers, network, and security assessed
[ Car park: condition, lighting, capacity, and ownership

confirmed

[ Full 3-year CapEx requirement estimated by engineer

[J Full commercial lease reviewed by qualified solicitor
] Landlord consent to assign or novate lease confirmed
O All licences current: alcohol, food service, entertainment

I Planning permissions reviewed — any restrictions
identified

[J Employment contracts for all transferring staff obtained

[J TUPE (UK) / WARN Act (US) obligations fully assessed

Domain 4: Market & Operations Assessment

[J Health & safety records and inspection history reviewed
[J Fire safety certificates and last inspection date confirmed
[ ADA / DDA accessibility compliance formally confirmed

[J Environmental assessment completed where required

[J Pending litigation or regulatory actions fully disclosed

[ IP ownership confirmed: brand, domain, social accounts

[J Competition mapped — all venues within 30-minute
drive

[0 Customer base analysed: league vs. casual vs. events mix
[J League contracts and renewal terms reviewed
[0 Corporate accounts roster and annual revenue confirmed

[J Online reputation audited: reviews, ratings, response
rate

I Social media following and engagement quality assessed

[J Booking system data reviewed: peak / off-peak
occupancy

[ staffing structure and key employee retention confirmed
[ Key-man risk identified and contingency plan assessed
[ Supplier relationships and exclusivity clauses reviewed

[0 Unworked revenue opportunities identified and sized

[ Management team quality and transition plan confirmed



KPI Benchmark Reference Card

Industry performance targets by venue type — use as the basis for your annual business plan
targets

These benchmarks are drawn from BPAA operating ratios, public company annual reports, IAAPA research, and
independent analysis. 'Traditional' = league-focused venue; 'Premium' = VIP lanes, in-lane F&B, bar-forward experience;
'FEC' = 3+ non-bowling attractions with full dining.

KPI Metric Traditional Venue Premium Venue FEC / Eatertainment
Revenue per lane per year $60,000 - $80,000 $90,000 - $160,000 $130,000 - $220,000
(annual)

Average spend per visit $15 - $22 $35 - $60 $45 - $80

ARPLH (Revenue per lane-hour) $18 - $28 $35 - $65 $50 - $90

Peak lane utilisation 65% - 75% 75% - 90% 80% - 95%

Overall / blended lane utilisation 45% - 55% 55% - 70% 60% - 75%

F&B as % of total revenue 15% - 25% 35% - 50% 40% - 60%

F&B gross margin 55% - 65% 62% - 72% 65% - 75%

Labour cost as % of revenue 28% - 38% 22% - 30% 20% - 28%

EBITDA margin (mature, Year 3+) 8% - 15% 18% - 28% 20% - 32%
Break-even lane occupancy 35% - 45% 30% - 40% 28% - 38%

Online booking share of total 10% - 20% 40% - 65% 50% - 70%

bookings

Corporate & group revenue share 10% - 20% 20% - 35% 15% - 30%

League revenue share 40% - 60% 10% - 25% 5% - 15%

Events revenue share 5% - 15% 15% - 30% 20% - 40%

NPS (Net Promoter Score) 30 - 45 50 - 65 55-70

Google Maps average rating target 3.8 - 4.2 % 43-48 % 4.4-49 %

Revenue per FTE (annual) $55,000 - $75,000 $80,000 - $120,000 $90,000 - $140,000
12-month repeat visit rate 30% - 45% 50% - 65% 55% - 70%

Pinsetter downtime (target max) <3% <1.5% <1%

Loyalty programme enrolment N/A 30% - 50% of visitors 40% - 60% of visitors
rate

@ Reading the Benchmarks

Venues in traditional league-dependent mode should benchmark against the 'Traditional' column. Premium
repositioning targets sit in the 'Premium' column and should be achievable by Year 3 post-refurbishment. FEC
targets apply to venues with 3+ non-bowling attractions, a full bar, and a restaurant operation.



Financial Quick-Reference

CAPEX ranges, operating cost ratios, and valuation multiples at a glance

CAPEX Investment Ranges by Venue Size

Small (8-12 Lanes)

Cost Category Medium (16-24 Lanes) Large (28-40 Lanes)

Lane construction & surfacing $80K - $150K $180K - $320K $350K - $550K

Pinsetter system $120K - $200K $240K - $420K $480K - $780K

Scoring systems & digital displays
F&B fit-out (kitchen + bar)

Interior design & décor

$40K - $80K
$150K - $300K

$100K - $250K

$90K - $160K
$280K - $550K

$200K - $500K

$160K - $280K
$500K - $1.0M

$400K - $900K

Technology (POS/booking/CRM/app)  $20K - $45K $35K - $75K $65K - $130K

Furniture & fixtures $60K - $120K $120K - $260K $220K - $450K
HVAC, electrical & plumbing works $80K - $180K $160K - $380K $300K - $700K
Complementary attractions / arcade $50K - $200K $150K - $500K $300K - $1.2M
Signage, branding & external works $15K - $35K $30K - $70K $60K - $150K

Pre-opening costs & working capital $80K - $150K $150K - $300K $280K - $600K
Contingency (10-15%) $80K - $150K $145K - $320K $280K - $660K

TOTAL ESTIMATED CAPEX $875K - $1.86M $1.78M - $3.86M $3.40M - $7.40M

Operating Cost Benchmarks (% of Total Revenue)

Cost Line Lean (Efficient)

Healthy Target Watch Level — Action Required

Labour — all-in including 22% 26% - 30% > 35% — restructure headcount model

management

Cost of Goods Sold (F&B) 22% 25% - 28% > 32% — review menu pricing and pour
costs

Rent & occupancy costs 10% 12% - 15% > 20% — renegotiate or remodel revenue
mix

Marketing & advertising 4% 5% - 8% < 3% (under-investing — growth risk)

Equipment maintenance 2% 3% - 4% > 6% — review equipment age and
upgrade plan

Technology & systems 1% 1.5% - 2% —

Utilities (energy, water, waste) 3% 4% - 6% > 8% — energy audit and management
required

Insurance 1% 1.5% - 2.5% —

G&A — general & administrative 3% 4% - 6% > 8% — review corporate overhead

allocation

TOTAL OPERATING COSTS 48% 55% - 65% > 75% — urgent structural intervention



required

Valuation Multiples by Venue Profile

Venue Profile EBITDA Multiple Context

Range

Traditional / structurally declining venue 2.0x - 3.5% High league dependency, aging equipment, no
tech, declining margins

Stable community bowling centre 3.5% - 4,5% Consistent revenues, moderate reinvestment,
good local reputation

Repositioned premium venue 4.5% - 6.0x Post-refurb growth, F&B uplift, digital booking,
growing corporate

FEC / multi-attraction complex 5.5% - 7.5x Diversified revenue, branded experience,
demographic appeal

High-growth premium portfolio (3+ sites) 7.0x - 10.0x+ Scale premium, brand value, recurring revenue,
management platform

Industry Glossary

40 essential terms every bowling venue investor and operator must know

Term Definition

Ancillary Revenue Non-lane income: F&B, arcade, pro shop, events, merchandise. In premium venues, ancillary
revenue exceeds lane revenue.

ARPLH Average Revenue Per Lane Hour. Total lane revenue divided by total sold lane-hours. The
primary yield KPI for pricing effectiveness.

Ball Return Mechanical system transporting the bowling ball from the pin deck back to the bowler after
each shot. Requires regular servicing.

BPAA Bowling Proprietors' Association of America. Key industry body providing benchmarking data,
education, insurance, and operator advocacy.

CapEx Capital expenditure on long-term assets: lanes, pinsetters, scoring, kitchen, fit-out, and major
refurbishments.

Carry The probability that a shot clears all pins, especially on marginal or off-pocket hits. Influenced
by lane condition and ball choice.

Cosmic Bowling Blacklight / UV glow-in-the-dark bowling with music and light effects. Typically priced as a
premium social entertainment session.

CRM Customer Relationship Management system. Stores guest data, tracks visit history, and
enables targeted marketing and loyalty programmes.

Dynamic Pricing Adjusting lane and event prices by demand, daypart, and booking lead time to maximise
revenue per available lane-hour.

EBITDA Earnings Before Interest, Tax, Depreciation and Amortisation. The primary operating
profitability metric used in venue valuation.

F&B Food & Beverage operations. In premium venues, F&B accounts for 35-50%+ of total revenue
and is the primary margin and loyalty driver.



FEC

Free-Fall Pinsetter

Group Sales

Handicap

House Shot (THS)

IAAPA

Kegel

Lane Machine

Lane Utilisation

NPS

Open Frame

PBA

Pinsetter

POS

Premium Repositioning

Pro Shop

Reactive Resin

Rev Rate

RG

ROI

String Pinsetter

Switch Genie

Turn Time

UsBC

Family Entertainment Center. A multi-attraction venue combining bowling with arcade, laser
tag, VR, mini-golf, or ropes courses.

Traditional pinsetter where pins stand freely and are reset by mechanical sweep — not
attached by strings. Higher maintenance cost.

Dedicated sales function targeting pre-booked corporate, school, charity, and social group
events with packaged pricing and minimums.

Scoring adjustment equalising competition between bowlers of different skill levels —
typically 80-90% of the difference from a base score.

Typical House Shot oil pattern — higher volume in the centre, less oil outside — designed to
guide bowling balls toward the pocket.

International Association of Amusement Parks & Attractions. Global FEC and entertainment
industry body with research, Expo, and member resources.

Leading manufacturer of lane conditioning machines and oil patterns, widely used in both
recreational and competitive bowling worldwide.

Automated device that cleans and oils lanes to a programmed pattern, oil volume, and
application distance before play.

Percentage of available lane-hours that are actually sold. Target: 55-70% overall; 80-90%
during peak periods for premium venues.

Net Promoter Score. Customer loyalty metric: % Promoters minus % Detractors from 'how
likely are you to recommend?' surveys.

A bowling frame where the bowler fails to knock down all ten pins in two attempts — neither
a strike nor a spare.

Professional Bowlers Association. The principal men's professional tour and competitive
standards body in the United States.

The machine that clears fallen pins and spots a fresh rack of ten pins for each frame. Includes
free-fall and string system types.

Point of Sale system. Processes all sales, manages F&B tabs, assigns lanes, and integrates with
booking and CRM platforms.

Strategic transformation from a traditional bowling alley to a premium entertainment venue
— led by design, F&B, technology, and pricing.

Retail and service area offering bowling balls, bags, shoes, personalised fittings, drilling, and
repair services.

Modern ball coverstock material with porous chemistry that increases hook potential and
traction on the oil applied to lane surfaces.

Revolutions per minute of the bowling ball at the moment of release. Typically 200-500 RPM
for recreational and competitive bowlers.

Radius of Gyration. Measures mass distribution in a bowling ball — low RG rolls up earlier;
high RG conserves energy for a later backend reaction.

Return on Investment. Compares financial gains to the cost of a capital investment. Target for
major refurbishments: 25-40% annual ROI.

Modern pinsetter where pins are attached to overhead strings for automated reset — lower
maintenance costs and faster service than free-fall.

Switch Bowling's proprietary integrated platform: lane booking, dynamic pricing, real-time
analytics, loyalty programme, and guest mobile app.

Time required to clear, clean, and reset a lane between guest sessions. Target: under 5
minutes for premium venues to maintain throughput.

United States Bowling Congress. National governing body for amateur bowling; certifies lanes,
balls, equipment, averages, and events.



VIP Lanes

Working Capital

Yield Management

YOY

Premium lane bays with exclusive seating, enhanced F&B, dedicated staffing, and custom
lighting. Priced at 2-3x standard lane rates.

Cash required to fund day-to-day operations. Minimum: 6-9 months operating costs held
before the venue reaches positive cash flow.

Coordinating pricing, lane inventory, and promotions to maximise revenue per available lane-
hour across all dayparts and seasons.

Year-Over-Year. Comparative metric expressed as a percentage change versus the same
period in the prior year — standard KPI reporting unit.

Recommended Resources & Organisations

Industry bodies, technology providers, and publications for investors and operators

Industry Associations

Organisation

Description & Resource

BPAA

bpaa.com

USBC

bowl.com

IAAPA

iaapa.org

IBPSIA

ibpsia.com

World Bowling

worldbowling.org

Tenpin Bowling (UK)

tenbowling.com

Bowling Proprietors' Association of America — annual benchmarking study,
education, advocacy, and group insurance for centre operators

United States Bowling Congress — equipment certification, lane standards, string
pinsetter research, and league management resources

International Association of Amusement Parks & Attractions — global FEC
benchmarking, annual Expo trade show, and operator research

International Bowling Pro Shop & Instructors Association — pro shop standards,
equipment knowledge, and certified fitting programmes

International governing body for the sport of bowling — rules, event sanctioning, and
global development frameworks

Governing body for tenpin bowling in the United Kingdom — operator resources,
league management, and certification

Technology Providers

Provider Description

Switch Genie

switchbowling.com

Kegel
kegel.net

Brunswick Bowling

brunswickbowling.com

Xola
xola.com

Lightspeed POS

Switch Bowling's proprietary platform: online booking, dynamic pricing, analytics,
loyalty programme, and guest mobile app — fully integrated

Lane conditioning machines, proprietary named oil patterns, and lane care products
used by recreational and competitive centres globally

Lane surfaces, ball returns, and venue design resources including comprehensive new
centre planning documentation library

Booking and revenue management platform used by activity venues and FECs —
online reservations, dynamic pricing, and group sales tools

Restaurant and retail POS widely adopted in F&B-led entertainment venues —
integrates with loyalty, inventory, and reporting tools



lightspeedhq.com

Agilysys Hospitality and venue management software — POS, inventory, labour, and guest
agilysys.com management for larger multi-attraction operations

Publications & Research

Source Description

Bowling This Month Leading technical publication for serious bowlers and coaches — ball technology, lane
bowlingthismonth.com play strategies, and game improvement
IAAPA FunWorld Industry magazine covering FEC trends, operator case studies, revenue strategies,

iaapa.org/news-funworld product reviews, and executive profiles

IBISWorld Industry market research reports on bowling centres — market size, growth rates,
ibisworld.com competitive landscape, and profitability ratios

BPAA Operating Ratios Annual benchmarking study of US bowling centre operating metrics — the gold
bpaa.com standard data source for financial benchmarking

DealStream Free bowling industry guides covering valuation, due diligence, glossary, rules of
dealstream.com/industry-guides thumb, and key success factor analysis

QubicaAMF Planning Free new centre planning tools: feasibility templates, business plan frameworks, and
qubicaamf.com pro forma financial projection models

Switch Bowling® — Products & Contact Directory

The complete Switch® product portfolio and how to reach the team that will help you build your
vision

Switch International Bowling® has been designing, manufacturing, and installing premium bowling equipment since
2005. Headquartered and manufactured in izmir, Turkey, Switch serves operators across 6 continents with a complete
portfolio of USBC-certified equipment, proprietary technology, and end-to-end project services.

The Switch® Product Portfolio

Pinsetters

String and free-fall pinsetter systems
engineered for minimal downtime, whisper-
quiet operation, and significantly reduced
maintenance costs

Lane Systems

Premium lane surfaces in wood, synthetic, and
hybrid — USBC certified and precision
engineered for consistent, repeatable ball
motion

VIP Series

Scoring & Switch Genie

Integrated scoring, mobile app, online
booking, dynamic pricing, real-time analytics,
and loyalty engine — the complete digital
backbone

Switch Mini Series

Compact bowling formats for non-traditional
spaces: mini bowling, duckpin, and social lane
configurations ideal for bars and FECs

Masking Units




Exclusive premium lane bays with custom
finishes, integrated lighting, in-lane F&B
service infrastructure, and dedicated guest
experience design

Seating & Furniture

Italian-designed, venue-grade seating
collections — bar stools, banquettes, lounge
seating, and dining configurations, all fully
coordinated

Accessories & Supplies

Full range of operating supplies: lane
conditioner, bowling balls, shoes, bags,

Custom-designed, illuminated pin deck
masking units — fully branded and engineered
to anchor the visual identity of any bowling
venue

Front End Equipment

Ball returns, approach furniture, shoe rental
systems, ball racks, and guest service counters
— a cohesive hardware ecosystem

Switch Bowl App

Guest-facing mobile app: lane booking, live
scoring, loyalty rewards, F&B ordering, and

cleaning products, spare parts, and
maintenance kits

venue navigation in one seamless experience

Pre-Sales & Design Services

Every Switch project begins with a comprehensive pre-sales process — from initial site assessment through to
commissioning and operator handover. Services include:

Service What Switch Delivers

Feasibility Consultation Free assessment of your project: site dimensions, concept fit, recommended lane count,
and preliminary investment overview

3D Venue Visualisation Detailed architectural rendering of your planned venue — lane layout, seating, lighting,
branding, and guest flow

Technical Specification Complete technical package: lane spacing, approach dimensions, pinsetter mounting,
and electrical and mechanical requirements

ROI Modelling Financial projections based on lane count, pricing model, F&B contribution, and local
market benchmark comparisons

Project Management End-to-end installation coordination: factory production schedule, shipping, on-site
supervision, commissioning, and formal handover

Operator Training On-site training for your team — equipment operation, routine maintenance,
troubleshooting, and preventive care procedures

After-Sales Support Global network of certified service engineers, spare parts supply, remote diagnostics,
and annual service contracts

Global Contact Directory

Contact Details

Headquarters & Factory Tekeli iTOB OSB, Atatiirk Caddesi No:31, 35477 Menderes, izmir, Turkey
Main Telephone +90 232799 03 44

Fax +90 232 799 03 45

General Enquiries info@switchbowling.com

New Project Enquiries switchbowling.com/contact = Select: New Center Project

USA & Americas switchbowlingusa.com/contact



Global Distributors switchbowling.com/global-distributors

Website switchbowling.com

LinkedIn linkedin.com/company/switch-international
Instagram @switchbowl

Facebook facebook.com/switchintl

YouTube Switch International Bowling

5 Ready to Build Your Bowling Vision? Switch® is Ready.

» Whether you are planning your first 8-lane entertainment concept or expanding a 40-lane complex, Switch
brings two decades of global expertise to your project

» The Switch team will assess your site, render your layout in 3D, model your financial projections, and guide you
from concept through to opening day

» Every Switch installation is USBC-certified, fully integrated with Switch Genie technology, and backed by a global
after-sales service network

» Switch partners operate successful venues across 6 continents — your project benefits from the collective
knowledge of the world's best bowling operators

» Contact Switch today: switchbowling.com | info@switchbowling.com | +90 232 799 03 44

switchbowling.com | info@switchbowling.com | +90 232 799 03 44

A Final Word

This guide has covered every dimension of bowling venue investment: from global market fundamentals and site
selection to staffing, technology, marketing, financial modelling, legal compliance, case studies, and now the reference
tools to put it all into action.

The bowling and eatertainment sector has never offered more opportunity for premium, well-positioned operators.
The market is growing, consumer expectations are rising, and the gap between excellent venues and mediocre ones has
never been wider — or more profitable to occupy.

The checklists, benchmarks, and glossary in this appendix are living documents. Return to them at each stage of your
project, update them with your own operating data as you grow, and share them with your management team as a
common operating language.

The venues that lead in the next decade will not be the biggest or the cheapest. They will be the best-designed, the
best-run, and the most loved by the communities they serve. This guide is your foundation. Now go build something
extraordinary.

2 The 10 Principles of Every Great Bowling Venue

1. Premium design that creates a lasting first impression | 2. F&B that drives repeat visits and word-of-mouth | 3.
Technology that makes every visit effortless | 4. Events that fill the venue mid-week | 5. A team that genuinely
loves guests | 6. Pricing that reflects the experience — not the competition | 7. Data that drives every strategic
decision | 8. Maintenance that never lets a guest down | 9. Acommunity presence that earns loyalty over time |
10. A vision that never stops evolving

I [ Chapter 18 Key Reference Numbers



Global bowling market 2025: $7.8 billion | Premium EBITDA margin target: 18-28% | Valuation range: 3.5 - 7.5x
EBITDA | ARPLH target (premium): $35-$65 | Online booking target: 40-65% of bookings | F&B revenue share
(premium): 35-50% | Break-even occupancy: 30-40% | NPS target: 50-65 | Switch contact: switchbowling.com |
info@switchbowling.com | +90 232 799 03 44



