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Minutes of PIBC Annual General Meeting
Date: October 30th, 2025 
Time: 4:00PM 

Meeting Agenda 

· Welcome & Meeting Protocols. – Tony 
· Introduction of Committee – Tony 
· Approval of last Meetings Minutes – Tony 
· Financial Report – Mike Patoka
· General Managers Report – Tony 
· Marketing Report - Monica
· Election Results – Jeff Moffatt
· Recognition and Awards – Patrick 
· Questions and Answers
· Any Unfinished Business from last years AGM – Tony
· Chairmans Remarks. – Jim Martens 
· Any Other Business – Tony 
· Meeting Adjournment
In attendance: 

Committee Members
· James R Martens – Appointed Member & Chairman 
· Michael Patoka – Appointed Member
· Patrick Delaney – Appointed Member 
· Monica Berckes – Member Elect
· Jeffrey Moffatt – Member Elect 

On property: 

Bianca Fera,  amount of weeks owned – 3          Linda Greco,  amount of weeks owned – 3
Glenna Martens, amount of weeks owned – 2     Ron Weaver, amount of weeks owned –  3
Heather Solinsky, amount of weeks owned - 3  
Donna & Gordon Wright, amount of weeks owned – 3
Carmella Tripodi, amount of weeks owned - 5      Carol Patoka, amount of weeks owned – 2
Rod & Noan Stein, amount of weeks owned – 5 
Robert & Deborah Lottmore, amount of weeks owned – 1 
Michael & Rosemarie Reid, amount of weeks owned – 1 


On the Zoom Call 

Andy Ross, amount of weeks owned – 4             Frank Corrado, amount of Weeks -2 
Carol Englers, amount of weeks owned - ?         Patti Nock, amount of weeks owned – 
Linda Stirk, amount of weeks owned -  4            Susan Petkovsek, amount of weeks owned – 3
Mike Santiago, amount of weeks owned – 5      Diane Malachowski, amount of weeks owned – 2
Mike Berkes, amount of weeks owned – 1          Scott Sieck, amount of weeks owned – 2
Gary Rice, amount of weeks owned – 13            Williams Rodger, amount of weeks owned - ? 
John Mohn, amount of weeks owned – 4              Haren, amount of weeks owned - ?
Keith Neymour, amount of weeks owned – 3       Casey Ryan, amount of weeks owned -8 
Dan Hall, amount of weeks owned – 3                 Fred Herman, amount of weeks owned – 1
Ilia Scriven, amount of weeks owned – 1             Joe Carillo, amount of weeks owned – 8 
Karena Wu, amount of weeks owned – 3             Linda Stamer, amount of weeks owned – 4
Marcella Murphy, amount of weeks owned – 1     Michael Boldt, amount of weeks owned – 3
Monique Cartwright, amount of weeks owned – 3  Richard Miller, amount of weeks owned – 3
Vickie L Harris, amount of weeks owned – 2     Cheri Morris, amount of weeks owned – 5 
Richard Coles, amount of weeks owned - 3

Assisting with the Meeting 

Martha Smith & Denise Major

 Welcome
Tony Good afternoon, everyone.
Welcome, all of you who are with us this afternoon and this is the most people I have seen for a long time. Give yourselves round of applause. It is very encouraging we need to keep this up. 
It looks like we have quite a few people online, as well, so that is very good. 
I'm very happy with the technology that has allowed us to make this happen for years, I wanted to figure out how do we broadcast our meetings, but not only to broadcast but how do we have an interactive experience for those who are not on property with us to actively participate.

Then Zoom came along. I guess it’s one of the positives that came out of COVID-19. 

Meeting Protocols

Again, welcome to our 2025 annual general meeting. I promise it will be a good and provocative one.
Before we begin, I'd like to just set up meeting protocols. For those of you who are online, make sure that your microphones are muted until you want to speak and when you speak, be sure to hit the microphone. Everybody please make sure your cellphones are turned off or the ring tone is muted so there's no disturbance. 
We don't want any feedback from the room. It really helps the meeting, and it helps in my recording of the minutes of this meeting. This is very important. So having said that though, I need to introduce our Panel and all those assisting us. 

Introduction. 
  
I'd like to start with our chairman, Jim Martens. Jim, give us a hey, please.
Jim Martens:
Hello all. 
Tony: here to my immediate right is Michael Patoka. Next to Jim is Jeffrey Moffatt. He was elected last year. And all the way to the end is Patrick Delaney. And over here, saving the best for last, is Monica Berckes. We have an incredible team. And just so that you understand the makeup of your committee, according to the club's constitution, there are five members that serve on your management committee. Three appointed and two elected. So, Jim, Mike, and Patrick are appointed. Jeffrey and Monica are elected. And the elected members all serve a period of two years and it's good because in the past, there used to be two people re-elected at the same time each year, we changed that because we wanted to keep continuity, so we split it. So, each year, there's one elected member up for election.  Which was a very good idea. 
Assisting us today is Martha Smith and Denise Moore. 
Approval of last Meetings Minutes. 

Can I have someone make a motion to accept and someone to approve. The minutes from last years AGM? Hopefully someone has read them.
Mike Patoka:
I'll make the motion to accept.
Tony Knowles:
Thank you, Mike. Can we have a second?
Patrick Delaney:
Second.
Tony Knowles:
Seconded by Patrick Delaney. All in favor?
Audience:
Aye. All in Favor 

Financial Report 
Tony Knowles:
As mentioned, Michael is our financial person on the committee. Mike, all yours
Mike Patoka:
Thank you, Tony. Like Tony I'm going to do the financial report. Everything's fine.
Patrick Delaney:
You're giving it away.
Jim Martens:
Short and sweet. Short and sweet.
Mike Patoka:
I think I do that every year just to get a laugh, but what I'm going to do is read partially what I have written down and then adlib a bunch of stuff. So again, that's what I pretty much do every year. I've been on this committee for 17 years and it is an absolute pleasure to be on the committee with these people. They're terrific. We work really hard. We have Zoom calls every month and I think Jim and I talk just about everyday, and I think I text Monica probably five times a day.
During our committee meetings the past few days, the 2026 budget has been thoroughly reviewed and approved. As of this meeting, the five committee members, our general manager, our accountant, Elijah Knowles who is not here and some of you may know Gloria Matthews. 
She's the lead accounts person that takes care of paying all the bills and does a ton load of work. For your information and review so that you know the 2024 audit, which is completed by an independent auditor, and we are required by our constitution to do an audit every single year. That is posted on the website. I also have a copy of 2024 and 2023 here. If anybody wants to take a look at a copy, you're more than welcome to. I also have it on my phone and can hopefully figure out how to email it to you. If I can't, Monica will figure out a way to. So anyway, I wanted you to know that.
First I'm going to talk a little bit about 2025 performance and that's from January through December... September, excuse me, January through September. Obviously, we have another quarter and we certainly don't have the October reports yet because October's not over. Politely said, our performance from an income standpoint was nothing like we expected and nothing like we budgeted for last year and that's fact.
Audience:
I have another question to ask.
Mike Patoka:
I know you will have some questions please hold until I am finished, as I may answer them in my report. 
And there's several reasons for that and I'm going to get into that. We depend on income. That includes default rentals and default resales, in other words, when people default and they can't pay their bills and all of that. We retake possession of the week. We don't take weeks back. 
There's nothing in the constitution that tells us we can take a week back, but if someone doesn't pay, we default. As well as maintenance fee payments. So far this year, our default rentals are a $100,000 less than we budgeted and hoped for and that number is going to mean a little bit more to you as I go on. A $100,000 less than we budgeted. Default resales, $20,000 less than expected.
Unpaid maintenance fees through yesterday. Okay, this is like October. Unpaid maintenance fees for 2025 total $213,000. Okay?

 Unpaid maintenance fees. So, when I get into this for 2025, yes sir. So, when I keep getting into this, those numbers are going to make a little bit more sense and I'll put those numbers together a little bit clearer as I go on with my report.
 Our property is 41 years old. It's an ocean front property. Thus, the climate has severe effect on our buildings and our property as you can imagine and really puts tremendous pressure on our general manager. It is tremendous to keep the property in good shape. Maintenance costs are significant and I'll get more into that in the next few sentences.
There is a need to improve the villas such as tiling floors, which we did at shutdown. Shutdown is the first two weeks of September and we had several villas with cracked floors, floors that look terrible. Tony and his crew re-tiled them. Okay. 
We also bought some new furniture as I'm sure you saw.  All the villas have new tables, some of you have new chairs, we re-upholstered lots of sofa sets, because it was the smart thing to do. 
You may recall of course that we increased the weekly budget by $250 per week last year. Of that $250, $125 was to go for updated items such as the tiling and some of the things mentioned, and then $125 of that $250 was to help us reduce our debt and our debt, meaning money that we were in the hole. 
That's how the $250 was broken down and that's how we got to it. Where did we get the money from to do all these updates or refurbishment projects? It’s because we had budgeted $250,000 to do that  we cashed in a CD that we had. That's where we got the money from. Of course, you're doing projects and everybody has not paid their maintenance fees, so that's where we got the money to do this. I'll get more into that as I go on.
Our need to improve the villas reflected in the $125.00 of the $250 Maintenance fee increase. I talked about that. In addition, we had 39 weeks expired, that’s not default We're facing something now that started last year. 
A lot of you know that the club was first open for occupancy in 1984, 40 years ago. Well, 41 years ago now, 1984 and you know the contracts that you all have or that most of you have or that some of you have are good for 40 years. So starting in 2024, weeks started to expire. We offered the people who had expired weeks or expiring weeks the opportunity free of charge except for the price that we charge to register the certificate. We offered it free of charge. Not too many people took advantage of it. I don't know why, but they didn't.
Like I said this year in 2025, we have 39 certificates that have expired. In addition to that, I talked about default. Default re-sales. We have 51 weeks that we defaulted this week. So, between the 39 weeks that are expiring and the 51 weeks, okay, that's 90 weeks. 90 weeks we're not going to get paid for unless our good friend sells them.
Martha:
I just sold one.
Mike Patoka:
Atta girl. Thank you. Okay.
Audience:
You sold ours hopefully.
Tony Knowles:
For those who are not with us, Martha commented, sold.
Mike Patoka:
Net invoices, even with the $250 per week income, is below budget. That's net income. So, I would distinctly tell you without getting into too many numbers per se, that we're losing money. 
We did last year, we did this year, and I'll tell you about next year in a minute. As of the end of September, our net income is more than anticipated and more than we budgeted. Why is that? Get into that. 
We have continued to budget maintenance projects, so we hope to have many of those taken care of.
 Okay, onto 2026 and I'll get into these numbers and close them down for you. We have continued to budget maintenance projects, so we have the property in good shape and in good conditions for you, our owners.
We are confident that this year and Tony will delve more into this as to why I'm going to say the next statement I'm going to say as will Monica, when she gives her a presentation. We are confident that rentals and resales will increase and we have budgeted accordingly and that we will hit that budget this year. Monica will discuss these programs that some of them she's developed that will get us the income need, get back on the right course.
Unfortunately, the cost for the amount of maintenance projects as the year goes on exceeds our repairs. Repairs this year were like roofs. Let me read some of this. Roofs, water leaks. 40-year-old property, we have water leaks and you should see what he must go to find out exactly where the water leak is.
Tony Knowles:
They're huge.
Mike Patoka:
It's just unbelievable. Tony must have the team dig here, he must dig there, he has to go into units. If he thinks there's a leak inside the unit, he must go into the unit and drill through the floor to try and find a leak and maybe as you know with the leak, the water may be coming down over there, but the leak is over here.
Mike Patoka:
All of you have experienced leaks. You know somebody that has, it's not easy to fix a water leak and it's very expensive. Electrical increases have gotten us; I guess probably replacing... We replaced or we bought 40 beach chairs. The beach chairs are falling apart. It's like anything else here, it gets old.
 I don't want to say depression because that's the wrong word, but let's say a decrease in the economy is really, really what got us on rental decreases. All of you have experienced it at home. You've experienced your own electric bills, what they've gone up to. Imagine what we are going through with these air conditioners. We try and ask people who occupy the rooms to keep the temperature at whatever and we say when you leave the room, could you turn the air conditioning down? Nah, it won’t happen.
We feel very strongly that our 2026 budget is accurate and will help us turn net income loss into a net income profit. I didn't talk about the maintenance fees, did I? For 2026.
The maintenance fees will stay the same. There is no maintenance fee increase this year. None. It stays the same. Okay? I guess I probably should have started that off. I should have started off my talk saying that.
Tony Knowles:
No special assessment either.
Mike Patoka:
Right, yeah, everybody was probably waiting. What's the maintenance fees going to be? They're staying the same. We're not increasing it, okay? Just so that you know, where did all of our expenses come to give us for that loss? $333,000. Well, a $100,000 was a rental fee decrease. $20,000 was resale fee decrease from budget. $114,000, it costs $114,000 more in projects, maintenance projects, maintenance costs us a lot. And again, as the property gets older, it's costing us more. $16,000 in leak repairs, one fricking leak, $16,000. $25,000 in replaced amenities. That's $275,000 in decrease in income or expenses that we had no idea was going to happen. 80% of our net loss was in what I just mentioned. Those five categories, 80%. Okay. And I would say that just to remind you, in our agenda, you will see a question and the answer period.
And I know some of you are going to have questions. Again, I do have the 2024 audit done by the independent auditor here. So if anybody would like to look at it, you're welcome to. And if we run out of the one copy, I'll do my best to email it to you. Okay? But please hold your questions on financial items until we're at that point in the agenda and I would like to turn the meeting over to our general manager, Tony Knowles.
Tony Knowles:
Thank you, Mike. Mike's task is a Herculean one and he always does a good job, so give Mike a round of applause, please. 

APPLAUSE

Thank you. Thank you.

General Manager’s Report
I would also like to thank all of those, the members that offered themselves as candidates for this year's election. The successful candidates will be revealed during this meeting, and thanks to all who participated in the election by casting your votes, it really is appreciated and it's very important to us as a club. 
The most frequently asked question that I get every meeting every day is what will happen in the year 2032. The answer is it will revert to the Developer, we do not know who the developer will be. The Beach Club has always been for sale, it has been for sale before my arrival in 2008 and as we get closer to the end of the Trust, nine out of 10, somebody will pick it up. However, the Developer is in no hurry to sell. He told me recently he wants it to go all the way to 2033. That is his desire. He has turned down and refused many offers and opportunities. That's [inaudible)
For certain no matter who's the developer is, they will have to uphold and manage the Club according to the club's constitution, it means that there isn't a whole lot they can change. The difficult thing about selling the beach club is that all the benefits from re-sales and rentals belong to the club. And the 1995 amended constitution, they adjusted that the original constitution 1984 stated that all benefits of those weeks, the resales and rentals income, to go to the Developer. 
The 1995 amended constitution changed there was some minor changes but there was one single clause that was changed is why we're still open today because we had the exact same constitution as Paradise Harbor Club and they had a very similar constitution to Club Landor and they're both closed. PHC is now a parking lot and if we didn't implement the 1995 amended Constitution at the 2012 AGM. I am almost certain the same thing could have happened to us. 
Like Mike mentioned getting back to supporting what Mike said in his contribution in 2023, the club had its best year in rentals. It was very, very optimistic. 2024 did not perform as we had planned and as Mike alluded to, this year was even worse. However, the club is not alone. The Bahamas and the entire Caribbean is experiencing the exact same thing. Not that it helps us in any way, but this is just to put things in perspective. 
We cannot continue this path. If we do, for sure, we will not make 2032, that's a very scary thought for you all and for this committee and for myself. I love this club as much as you all do.
We must turn the corner in 2026. We must yield and meet the budget on rentals and resales, as Mike said. And we do have a plan. We do. Your committee and I are doing everything that we can to ensure the successful operation of the Beach Club and to not only achieve the goal of making January 1st 2033, but to not only provide same quality you have become accustomed to but to do it even better.

 Last year, almost all of you were aware that I was pressing for a special assessment. I saw what we were facing. Therefore, many of you know I was pressing for a special assessment, the amount was to be around $600. 
The club in its 41-year history now has never had a special assessment. It's truly incredible. You and I as homeowners are subject to special assessments from time to time. What do I mean? Each year, we create budgets. Then there is the unexpected, the need for a roof repair, appliance replacement, sewage or septic problems, and in our case in the Bahamas, hurricanes, which we're just so blessed and so fortunate that we dodged that monster, Melissa. My home island, Long Island, Bahamas had the ye of hurricane Melissa passed over it last night. 
Yeah, My 81-year-old mom and sister lives there. It was very scary, the winds were very strong, fortunately it was moving very quickly, the damage was minimal and so they were very fortunate. The Club was fortunate that we didn't have to secure a hurricane in, I think its been six or seven years since we had to secure the club, trust me I am not complaining. 
Each time we must secure the club, it costs us to set up and take down an average of $25,000. One year, we had to do it three times, so that's a huge savings for us and it allows us to continue to progress on repairing and fixing up the club. So, we are very, very blessed. Please keep the people in Jamaica and Cuba, in your prayers. 
Your committee, in lieu of the special assessment last year they opted for a $250 maintenance fee increase, your committee is always sensitive to increasing maintenance fees and special assessments because we know the cost. We are very careful about how we approach that. 
There is a difference between the two, special assessments and maintenance fee increases. 
Special assessment means the funds are readily available to the club to take care of a list of items presented for the reason for a special assessment. The items are then taken care of almost immediately. 
With the maintenance fee increase, the funds are not available on hand, meaning the $250 versus the $600 special assessments means the $250 maintenance fees are slow coming in. And in general, maintenance fees, when they go up, they don't go down. That's the bad part about maintenance fee increases.
For instance, those of you who stayed with us for the first time and for those of you own just one week, we will not have access to that $250 until you check out on Saturday. So, we do not have your money available to do the things we wanted to do. 
As Mike mentioned already, we came up with what to do with the $250 maintenance fee increase. $125 was for the reduction of the deficit and $125 for fixing up your resort. 
We were going ahead full steam and doing everything that we wanted to do restoring and fixing up your club, getting it ready for rentals.
However, we saw the trend setting in late April or early May. The decision was made to hold back on the improvement we didn’t like what we saw. The decision was made that we hold off and if things beings to improve in rentals and resales we can pick things back up. It never happened. As mentioned already all resorts have experienced the same negative impact. 

The question is will we continue the improvements as promised? we have no choice but to continue. 
This is so that we can meet the goals we have set for rentals and resales.  I must mention we are also improving the club for your enjoyment as well. We want you to enjoy your improved resort
In 2008, when I came here, I said, "I want to give her wedding gown because its an amazing property," things were terrible back in 2008. 
What changes have we made to achieve these goals as promised? 
· Reupholstered over 30 sofa sets
· Replaced all dining sets, 
They must have been there for 40 years. And yes, we did have a choice for a better, higher quality, but they were going to cost around $2,800 to $3000 plus with just seven more years to enjoy, didn't want to go out and make that big investment. We wanted something that was suitable for the space and functional So we just managed your money smartly.
We also upgraded the front lobby and breezeway. The landscaping around the entire property was given much needed attention and there is still some more to go. I
One of the biggest cost Mike mentioned was tiling. And then we had roof repairs, a lot of roof repairs. In general, when a roof reaches 40 years, it needs to be replaced or given major repairs. We don't have the funds to go and tear the roofs off and put up brand-new roofs. It'd be very expensive exercise. So, we're trying to do our best to make sure that you stay dry and that remain structurally solid. 

I must mention the type of roof system we have because Jamaica just experienced that monster of a hurricane Melisssa. The roof system we have is called a Bermuda roof. They say it's the best system prior to the standing seamless roofs.
If you were to take notice you will see that they have very small overhangs. Minimizing uplift of roofs from strong winds.
They're built with a three by six wooden rafter which is cemented into the belt course. Then there is plywood over the rafters with a membrane, and then Styrofoam sheets cover the membrane. The topcoat has two-part cement type products that seal it all. So, it doesn't allow for easily ripping off of roof tiles or shingles. So, it is really a high-quality roof system that we have, but very expensive to replace as well.
So we had that and then there were the tiling projects which were huge. But one project that we knew we had to do but didn’t realize just how extensive a job it was, was the replacement of all cables for television, it was a huge undertaking.  Why was this necessary?  
Besides the terrible reception we had for years, come January 1st, 2026, our cable provider informed us that we are on analog node, the cable provider informed that they are discontinuing the analog system and going digital you must upgrade." 
When the club was built in 1984, there was no television service in The Bahamas the only option was a satellite system, each villa had just one TV which means we had just 44 Tv’s on my arrival, TVs were placed in each room total TVs on property 134. 
To do the upgrade it required replacing all the cables and running new ones. The pipe diameter installed was installed for just one cable. This new upgrade required 6 cables to be run where there was just one. You can imagine the challenge we had; we had no choice but to make it happen. It was very time-consuming and costly, and this caused a overrun of budget. 
Some of the things we had to do was to remove the air handler for the AC system, cut out the sheet rock behind each TV, install and repair the walls, this cost the same amount of painting a villa. This was not only costly but time consuming. 
We had a challenge getting the people into the villa on time, it was an all-out effort to get everyone in their villas on time. 
 So you will have improved quality television service, I am trying to get better programming.  Some of you may say, "But I don't like TV, don't need TV, I'm here for the beach," great. But I see some of my Canadian members here, the Blue Jays are in the world series and of course they would like to watch the games. So yes, it’s important especially if it's a rainy day. 

Lets get to our rentals program. Which is very important for the Clubs future. To increase our rental income, Monica will speak more on this. 
One of the things we did was develop a new website. This is to drive more traffic to our website. Marketing is very important; to have a successful rentals program we must be in good physical shape. We have made some improvements but there are still some things that require completing, some of these items are replacing awnings around the pools, this is obvious, replace all those drapes that need to be replacing.
The existing drapes for sure will not make 2033. The drapes were installed in 2012, so we might as well go ahead and replace them, you will enjoy them for the next seven years. 
The two side chairs in the living room need to be replaced. I think they were here for almost 40 years, some of them are falling apart. Some villas have just one chair we cannot be like this; we have to improve. They served as well.
And then getting to the smaller things, because they're equally important, upgrades to essential items in the kitchen. Some of these are, I personally like a nice, big mug of coffee in the morning. Nice, big mugs, these are small things, proper wine glasses. flatware, knives, et cetera, storage containers. And to help with the ice situation, especially in the summer months, we are increasing the ice trays in all villas, We have 44 fridges making six a day helps on that demand. I know it sounds minor but its important.  then there is the chaise for the garden pool and sun deck. Some of you may remember the chairs Mr. Balducci, donated for the sun deck, I would like that same quality for the sun deck the garden pool.
There are still some roof repairs. This will be ongoing. And then there are some windows and sliding doors that need to be changed out. They are very expensive. The sliding doors that we have there, the hurricane impact. The main one for the living room cost $8,000, the ones for the bedroom is around $6,000, and the windows are $2,500. So you can see they're very expensive. 
There's seven more years in the trust, we are considering regular sliding doors, that are about half the cost. 
When a hurricane comes we cover almost every window and door with plywood. we get very busy when we are facing a hurricane. you can imagine how much work its and how many people it takes to set us up and take down. The average cost is around $25,000.00 
In the event we are facing a major hurricane, and you cannot get a flight out, The Beach club is not a bad place to be. We have well designed roofs, we are fully equipped. We have standby power, 4,000 gallons of fuel storage capacity, right now on site we have around $2,000 gallons. 
In 2017, we constructed a much-needed sea wall in front of block one. It was a huge exercise and an expensive one. But it was required to protect us from the storms. 
As you can see, the needs are many, and where will the money come from to do all of this? The club has five areas of income, maintenance fees, resales, rentals, pool bar, and rent from the mainland. However, we cannot keep increasing maintenance fees or levy a special assessment. We never had one. The rising cost, the airfare cost is always a concern for us. We must come up with other ways to increase income. We must. Management, your committee is searching and working diligently to keep your major fees down and minimize the risk of a special assessment. To counter the loss in business, all hotels and resorts in major tourism destinations across the Caribbean, Nassau, Paradise Island included, all have marketed themselves to rent access to their beaches, Bahamar, Atlantis, Margaritaville and The Hilton. We are going after the low-hanging fruit, and we should. Why shouldn't we?
We implemented the beach chair rentals program targeting the cruise passengers. Please know however that we have your vacation experience in mind and know what your beach means to you, we limited to a minimum number of persons per day, we could sell as many beach chairs as we want, your committee out of concern agreed to Limit it to 40 persons at a time.  Next year, Nassau Cruise Port, will hit 7 million cruise passengers. And with what just happened in Jamaica, you could expect that to go up another million. 
You have always shared your beach with the public. You graciously and kindly shared your beach. And there was a time as getting a little bit too crowded and we hired Kirk, my cousin. He was renting beach chairs. we set up a yellow rope line. He told them d, "Hey, you can go anywhere on the beach just not in this area this way." And so with that in mind, know that we do not plan to flood your beach.
We are having a hard time getting the people here because we are concerned about your vacation experience. When we started the beach program, we were off to a good start. You can only imagine. Some of our members resisted it. The cab drivers, concerned about a negative experience, stopped bringing customers to our beach. 
To get around the cab drivers, we implemented an online program for direct marketing sales that was spearheaded and marketed up and taken on by Monica, please give Monica a round of applause.

APPLAUSE!!! 
This program is less than six months old. Monica will expand more on this during her contribution. 
Most cruises make their plans almost a year in advance. This online program is going to take some time. To get around this, we will promote the program on Prince George Dock targeting the impulse shoppers. This has huge potential and cannot be ignored. Keep in mind that again, the total number that we approved, just 40 people a day, 40. We could easily do 80 or even a hundred am not saying that we would, no not at all. 
There are some of you who are totally against this and would prefer to pay higher up maintenance fees or a special assessment. The problem is this group is a very small percentage. Their adjustment cannot cover the cost for many of the members, that's the problem.

 The concern is if we keep increasing maintenance fees, we will price ourselves out of business. We would love this club to be exclusive. The reality is we cannot afford that luxury. The club has always been supported by outside customers in one way or the other. You may recall the mini mart in the middle of the property. All sorts of people came in, people came out. 
Some of our best members were people who walked up from the beach. They came up looking around, came to the pool bar, had a drink and said, "Wow, how do I stay here? How do I get in one of those villas?" One of our most notable members was Andy and Nina Balducci, now deceased. They purchased for 56 weeks. We all know we only have 50 weeks of operations, 50 was for them and six was for their kids. I'm not saying we just open the gates, no, not at all. I'm just saying this is what is possible to expose our club to people, to this beautiful place that you all vacation and enjoy so, so much.
We need and can still have a resales program all the way to 2030. Martha, am I right?
Martha:
That's right.
Tony Knowles:
 We cannot continue by selling just to the members of the club, that will not work. We need new people to sell to. Where are they going to come from? We are working on an aggressive rentals program. It is very exciting. Again, Monica will expand more on this. This is related to increasing our income from rent. On resales, because of these proposed new rentals program, which will be implemented, we will have higher occupancy rates. This means more new people on property for Martha to sell to. Martha will love this!
Martha: of course I will! 
Tony: Your club needs all of you to become ambassadors, this is instead of posting the negative comments that I see online, Facebook, please I encourage you to come talk or email. I encourage you to my Monday members’ meetings, please join me. They're very interactive and informative. The feedback is huge because the source of our knowledge base is huge and diverse. 
All the improvements and changes made no one person gets the credit. I am the one who generally get positive feedback. But so many of them come from ideas in this group. That's why I have held the consistently. 
Should the club fail and close early. I have the opinion that FaceBook page will play a huge part in it. This greatly bothers me. You are not aware of the damage it causes; we must be very careful.
You have no idea the negative impact it has on the membership. We all have to be very careful. I encourage you instead to post positive things on Tripadvisor, however, please don't say that you're a member of the club. This will certainly help rentals
We have over 1300 families that make up the membership of this beach club. What would happen if each one of you were to contact 10 of your friends or associates spreading the word about the beach club you have enjoyed for so many years?  The impact would be huge. 13,000 people would be contacted, which means that we could possibly collect 13,000 emails. This is the best form of marketing, 
The question still is will we make 2032? The answer is yes, absolutely. Together with your help and support. We will. Today, however, there are some bumps in the road that we can and will overcome. I am confident in this. The challenge ahead is huge and will require a Herculean effort. This is not uncharted territory for us. I have seen much worse.
In 2009, the club had 878 total defaulted weeks out of the 2200 total weeks. This represents 39.91%. So almost 40% of the total weeks were owned by the club in 2009. And we were in terrible shape both physically and financially.
 In 2008, when I showed up, the club couldn't get the licenses required to legally operate. 
You may recall kitchen cabinet doors were falling off, sheetrock ceilings falling on beds, AC systems that didn't work, little to no Wi-Fi, et cetera. Not to mention staff morale was at an all-time low. Our human resources are our best resource, I'm grateful and very proud of our team.
In 2008, we ran out of current operating money in late April, early May. That's incredible. How did we do that? We borrowed money from the developer. We had to be creative and we made it. This year, as bad as it is, what Mike just laid out, we will make it into November. How we did all these things, it is still an incredible achievement, we have always borrowed from future dues.
We are committed to the challenge, In Nassau and Paradise Island the hotel industry all experienced a almost 40% decline in room nights over last year, almost 40%. And 2024 was down by 40% over 2023. Not only were the hotels negatively impacted, but almost all businesses, especially those directly in the second or third ripple in tourist-related businesses. The important thing is we do have a plan that will produce positive results, they are new and exciting. Monica, again, will expand on this further. I'm looking forward to the challenges that lie ahead. We have overcome, like I said, much bigger challenges. With your continued support, I know that we will celebrate every week in 2032. My intent, however, is to figure out how to get you beyond 2032. In the recent past, I had no idea, no clue. Today, I do though. It takes time to make it happen; I just need a little bit more time before I expand to say anything further. When it happens, I'll be very happy to give you the good news.
So yes, there is hope. Be encouraged with your support, we can do this, I promise you. So, thank you for your time today.  I'm excited about bringing Monica on for what she's about to deliver. So, let's give Monica a round of applause please.
Monica:
I bounced around. I started here, and now I'm going there, and there. Okay. Hello, everyone. So I just want to back up because I know Tony covered a bunch of things. I want to remind everybody of the reason why we're- maybe not seeing the numbers we wanted to this year.
The Bahamas saw leaps and bound numbers after COVID. We were a short enough destination away to where people still felt comfortable traveling. So as soon as everybody got out of their backyards, it was Florida, Caribbean, anything that was super close. The good news is that we took advantage of that and we had all the things running in the background that were supposed to be there. So, it was kind of shocking to us to see the hit in 2025 that we took, not enjoying the numbers that we had in 2023 and 2024, but this is also Bahamas wide. Atlantis is down, Bahamar is down. All these resorts are struggling to find new income streams.

This is where the Beach Pass was born out of, trying to be creative so that we're not hurting the wallets of our owners. Just to make sure you know that we're doing what we're supposed to be doing on a high scale in marketing, we are everywhere we need to be. Our SEO is our search engine optimization, that's how people find us. We are a family-friendly vacation destination, keyword heavy facility. So anytime people are typing in family vacations, romantic getaways, we're appearing on page one all the time. So we are seeing the activity that we want to see. It's just the slow season that prevented us from the actual converting them into bookings. So as usual, we always must take a look at what we're doing, adapt, we beef up where we need to beef up. We started geo-targeting some new areas. We always take a look at are there any new airlines that have direct flights.
We target that area. We're trying to canvas and integrate our marketing everywhere across the board, social media also very important. As Tony said. We have recently launched a new website, I encourage you to check it out. It allows for direct bookings. This now means that Loretta can free up her time for the owners, for direct sales. 
When you have family and friends that want to come and visit, she's able to accommodate and have the time to do that as well. I'm going to just go to a few of the specific notes that I wanted to call out. The organic traffic that we have with Facebook and our social media is our number seven driver to the site, so that's huge. Again, keep helping with the posts. We captured 516 new emails in the last 30 days, bringing our email database of low-hanging fruit to 6,814 email subscribers. Our emails perform always above industry standard. They like what they're saying. We have an open rate of 28.83% and a click-through rate of 1.33%, which again is over what the industry standard is.
The new website, the smart site, was the major initiative in 2025. We fully launched and the site is in use making, again, very streamlined and trackable vehicle for a reservation and should alleviate, again, our reservations desk. Since September, on this new platform, we've had a total of eight new reservations, so that's translated into $23,000. So again, with the momentum that we have, if we, and 2025 being a tremendously flat year for us, if we can keep or improve this pace, we will far outpace anything in 2026, and there'll be a lot less worry. Like Tony had mentioned, we're pursuing all kinds of avenues to try and help us along. Nothing's off the table to fill heads in the beds, to offset our defaults and our expiring certificates. We're engaging with top tier companies. One of them he mentioned of being a timeshare company that has promise, we're pursuing that. They have over 120,000 members of their own. 
So again, thinking differently and thinking out of the box is really the way that we go, and really the way that we make this truly a success. Today, RedAwning is our online travel agent. It allows us to be a big fish in a small pond. I always get that reverse, but that's the good way. A big fish, we get the attention that we need versus just going along with Expedia. While we're visible to all those booking agents, RedAwning is our online travel Channel Master.  They're the ones that are responsible for our rentals and they're dedicated to seeing 2026 being a great year for us as well. Let me just make sure I'm getting back here. Again, being smart and strategic and being adaptable to the challenges is what's going to get us out of this. Specifically for 2026, we're going to get heavier on promotions.
Tony touched on that too. Imagine if any of you had something that you could send to 10 of your friends. And how do we incentivize you? Do we give you free money to spend? Do we give you a voucher to spend on property, free merchandise or something? So any way to get our owners engaged to tell their friends and families to come. As Mike said, we're surprised that the expiring certificates they're not really wanting to extend them.

 So there's a few slaps in the face that we kind of had to say, wow, that's difficult to accept. But again, having the team that we have here, especially with Tony at the helm as general manager and my board mates, we're doing everything that we have to do for all of you and we're really trying to make the rental program a success. Martha, it's a hard product now for her with resales, but she's doing a great job and she and I are both completely immersed and engaged with us on the Beach Pass program, which I know, as Tony mentioned, is a little bit of a sore spot for some of you.
I have seen some comments on social media. We're trying to do it tactfully. We're trying to make sure that we're not upsetting you all. And yes, there were kinks along the way. This has only been launched since June 15th. It's not a huge program. I think our biggest month we brought in $8,000 worth of revenue from the program. We're in a slow period right now, so there's only a few people here. And we're working out what we need to work out. We want to make sure that we're alleviating the burden of growing costs and not being placed on the owners. That's really what we're trying to do here.
We'll be expanding the program as we can, but we have to be careful that we're balancing the operation and ensuring it aligns with the integrity of our owner’s experience. There have been some kinks, like I said, and will there be some more? I mean, we're figuring out a lot of this as we go along. Be patient with us, know that we care about your vacation experience and we're doing the absolute best that we can to maintain that for you. And that's pretty much all I have to say about everything.

APPLAUSE!! 
Tony Knowles:
Thank you.
Thank you. Well done, Monica. All right, next on our agenda is the election results, and they will be presented by Jeff. 
Jeff: That would be me.
Tony Knowles All right, so the 2025 election results, this year we've had three members that submitted applications to the committee, We'd like to thank all of them for everything that they've done to step forward and submit their application. Lots of people that have served on the committee offered themselves multiple times before they were successful. So if you have tried before, I do encourage you to try again. We'd love you to submit your application.
The three people this year on the ballot were Michael Bolt, Richard Miller and Keith Neymore. Unfortunately, the voter participation this year was soft. Out of 1,300 people, we only had 106 members that voted, so that's only 8.15% of the actual membership. Each certificate represents one vote. So, if you own one week, you get one vote. For those that own multiple weeks, their votes will be represented for the number of weeks that they own. So for example, if you own five weeks, you get five votes. With that being said, for the 106 votes that were cast, they represented a total of 249 votes, and the election results are; Richard Miller received 61 votes this year, representing 24.98% of the votes cast.
The first runner up was Michael Bolt, receiving 76 votes or 30.52% of the votes cast. And Keith Neymour received 112 votes and is the winner this year to represent us on the board moving forward. 
Keith will be on the management committee starting tomorrow and his tenure will be for two years. If anybody has any questions about the voting process or any of that, feel free to reach out to me. My contact is on the member site, but Tony can always get it for you as well. Lastly, I want to thank Monica for two years of support and everything that she's done to help this committee move forward in advance. So, thank you again for that and welcome. And congratulations to Keith and I look forward to working with you for the next few years.
Keith Neymour: 
Thank you very much, I am looking forward to it and special thanks to all those who voted for me. 
Jeffrey Moffatt:
I'm going to turn it over to Patrick, and he's got a few recognitions and awards that he'd like to put out.
Patrick:
Good afternoon. As I always say for me, this is the most exciting part of the meeting, because we as a committee are working relentlessly, and the staff are working relentlessly to make sure that we all achieve that vision of having a big party at the end of 2032. And so, we're doing a lot of things on the financial end. We're doing a lot of things on the infrastructure and we're doing a lot of things from a marketing perspective.
But guess what, folks. We can't achieve any of this effectively unless we are devoting and putting in the investment in our human capital. All the people that make this machinery, this beautiful resort just turns, and so there are many, practically all of them work tirelessly to achieve that. However, there are, as in any organization, there are standouts. And tonight I'd like to recognize several of those standouts in their various categories. The first person we are recognizing today is Monique Gardner.
APPLAUSE!! 
 Judging by that response, we all know Monique, because she brings that beautiful, quiet smile, pleasant attitude, but very efficient work in our villas. And so, we would like to use this opportunity to make sure that we recognize you and to say thank you. 
Patrick presents the award and poses with Monique for a photo. 

APPLAUSE!! 
Patrick:
Now, someone said to me, recently said, if you want to shut down a hotel or if you wanted a hotel to just go down the tube, the first place you attack is the laundry. You institute a campaign to sabotage the laundry and you will have a hotel that will be closed in two seconds, but we have someone who's determined that that's not going to happen to us, and that person is affectionately known as Mary.
Mary, thank you for all those beautiful clean towels and having everything looking nicely. Thank you 
Patrick presents the award and poses with Mary for a photo. 
APPLAUSE !! 

Mary: thank you.

Patrick: This other person, he is like hopping from place to place, up and down, up the stairs, down the stairs, in the villas, cleaning fans, windows, wiping down a staircase, patio furniture, whatever you have. But so, it's not an easy job. This young man is one of two of our housemen and he does effectively all of the heavy lifting as it relates to housekeeping. So, without further ado, I'd like to call Shaquille Jolly. 

APPLAUSE!! 
Tony Knowles:
Shaquille is not with us today, but I would like to call his supervisor to receive the award for him. Please welcome Melonie on his behalf, Melonie is also known as Princess Tiki Applause!! Please welcome Princess Tiki, our fire dancer.
Patrick:
We can't thank him enough. He is so fantastic. 

Melonie: Yes, he is, Okay I will be sure to tell him. 

APPLAUSE!! 
Tony Knowles:
Thank you.
Patrick:
Where is she? My next person.
Speaker 3:
She's here.
Patrick: Okay, okay. I really don't have to say anything about this person, because if you've ever gone to the pool bar in the past, we know we all must go to the front desk. And if you want to meet someone who is energetic, who has larger in life personality Please join me in putting your hands together and welcome LaShonda!! 
APPLAUSE!!! 
Yes.
Patrick:
... You can walk into that lobby, and you can be tired, in a bad mood for whatever reason. And she would, "Hey baby, how are you?
Patrick:
And she makes you feel so special. And the only bad part about that, yeah, the only bad part about that is she makes you feel so special and then you start to walk away. Then the next person comes and she makes her feel the same way. Like I said, we all know who that is. Thank you, Lashonda.

 Patrick presented the award and posed with LaShonda for a photo. 

APPLAUSE !!
LaShonda:
Thank you.

APPLAUSE!! 
Patrick:
Thank you.
Patrick:
Now, this person has only been here for a year, but the impact he is making, we get to taste that impact as often as he's in that kitchen. And we've always had a great kitchen staff, but my boy plus set it up way up there. I mean, case in point, last night at the Wednesday night dinner, those of you who  didn't come shame on you, because you missed a fabulous dinner. I am normally off with family on Wednesdays, but I went last night and I said, "Oh my God," I was kicking myself. I said, "You've been missing this all this time?" The seasoning, the variety, the presentation, the professionalism. And when I'm sitting at the pool bar, I said, I look at Jesse, I said, "Genero Forbes, he's in the kitchen, right?" 

APPLAUSE !!! 

Patrick: Come on out my friend.
Tony Knowles:
Yeah, [inaudible 01:16:24]. Chef Genero is Amazing!! 

APPLAUSE !! 

Patrick presents the award and posed with Chef Genero for a photo. 

APPLAUSE!! 

Genero: Wow! Thanks so much! 

APPLAUSE 

Patrick:
This next individual's been around for nine years. If you're too hot, if you're too cold, if things are leaking, if things are not going right in your villa, something should be on a hinge and it's not on the hinge, you name it, he comes in there in his cheerful disposition and say, "Okay, what do you need? Okay, no problem. I'll be right back." And he comes back with his tools, gets it done, and cheerfully leaves in a few minutes comes back and now you feel cool again, Like case in point, I know some people like that cold air blasting at them and I'm not one of those people, but he came in there and said, "Oh, I know what your problem is. I just need to put the controls down to low blow, because the people who were here before you just liked it cold, cold, cold." And that made immediate difference in my quality of sleep and hence, the quality of the rest of my day. Please Welcome Shavano from Maintenance.

APPLAUSE!! 

Patrick presents the award and posed with Shavano  for a photo. 

APPLAUSE!! 
Tony Knowles:
And to add to what Patrick just said, it doesn't matter what day it is, Sunday, holiday, Christmas, New Year's, doesn't matter, he is there.  He is an amazing person. So one more time! 
APPLAUSE!!! 
Shavano: Thank you!
Patrick: 
Well, this young man, you talk about energy, you talk about strength, you talk about how can I help you attitude. I mean, he might be labeled as the luggage man, but I've never been here at time when he said, okay, anything you need, just let me know. And he is always with a tremendous smile on his face and an eagerness to help. So I think we are so privileged. Just every single person, every single department is integral to the quality of our experience. And now we're getting more heavily into the rental business. That kind of attitude is going to be crucial in terms of affecting our financial results and getting a positive marketing experience. So please let’s welcome this amazing young man, Talon. 

APPLAUSE!!! 
Tony Knowles:
Yeah, buddy. He's maturing so well, I must say, great guy, great attitude. He's going places.

APPLAUSE!! 

Patrick presents the award and posed with Talon for a photo. 

APPLAUSE! 
Talon:
All right! Thank you all so much. 
Patrick:
Last, but not the least. This person she's one of the special ones. They're all special, but she's one of the special, special ones, because she helps to keep you nice and tipsy. She knows the right measurement for your drinks, and she does it with a flavor of cheerfulness, a can-do attitude. Just a marvelous person and totally customer focused all the time, every time. I don't think she doesn't ever has a bad day in her life, because I've never seen her not smiling. And so, I don't have to say anymore, because you know who I'm talking about. Jesse Roberts.
Martha:
Yeah Jesse! 

APPLAUSE!! 

Patrick presents the award and posses with Jesse for a photo. 

Applause!! 


Tony Knowles:
Thank you, Patrick. Everybody, give Patrick a round of applause please for a job well done.
Jim:
 I know I'm not on the calendar here to say anything about this, but I spent 30 years in Washington DC, managing hotels and office buildings and things like that. We had five hotels, we had over 500 employees and I just want you all to know that Glenna and I have been coming here for 29 years this coming January, January 1st, we have absolutely the best staff. Their wonderful people 
Speaker 5:
Thank you.
Tony Knowles: Totally agree.
Tony Knowles:
All right. Thank you. You're welcome. And I have to add something to that. Yes, they are incredible. But you have to agree that this team, especially Jesse, Lashonda and Johnny they know not only your drink, they know your names, they know your family’s names and favorite drinks.  

Tony looking at the staff, I don't want to do it without all of you So well done. Thanks again, You all earned it.
Mike Patoka:
I just have something to add. There's one person that I would almost like to personally thank, but all of us need to thank her. Elijah Knowles is our accountant and we talk constantly, he gave me a call back in, I guess it was maybe August, July or August, and he says, "Mike, have you seen the receivable number? No outstanding maintenance fees." 
I said, "Of course, I look at it every day." He said, "Well, we got to do something." So the committee gets together on one of our monthly Zoom calls and we come up with the idea of asking somebody who's in this room right now to make phone calls to the people who have not paid their maintenance fees and see how much that this person could collect. Martha Smith collected over $200,000.
Tony Knowles:
Go Martha. Incredible.
Mike Patoka:
Thank you.
Tony Knowles:
That's an incredible task. And while all the goodwill is flowing, Jeffrey commented on this already I would like to recognize another very special person Monica. Monica has been on our committee for over twelve years.  She has been taking care of marketing for us. 
Back in 2012 I think it was agreed that when a person serves two consecutive terms, they have to take a sabbatical for one year. It is not in the constitution, but we said for opportunity for other people to get on the committee, and so, Monica has reached the end of two consecutive terms, so she's taking a one-year sabbatical, however, we are not letting her go with all her skill sets. 
We see the value in her, and what she brings to the table. So, we have retained her to continue our marketing, it’s a small retainer, it’s not enough for what she's been doing for us, but a small retainer. So, she continues to do the job that she's doing for us today. Thank you, Monica.
Thank you. We're doing well so far. Now we get to the interesting part. 

QUESTIONS AND ANSWERS 

Ron Weaver:
Do you have a reserve fund? You mentioned the CV. Okay. I am part of an HOA.
Mike Patoka:
Yeah.
Tony Knowles:
State your name, please, for the record for us please.
Ron Weaver:
Do we have a reserve fund?
Mike Patoka:
We don't have a reserve fund. I have served on many HOA boards and I was a property manager for many years, so I know exactly what you're saying, and I would tell you that we don't have  a reserve fund in the true sense of a reserve fund as you know it to be in your HOA. However, we do have $800,000 and change in a money market fund, and it's in the United States. And we do have another almost $700,000 in CDs. The CDs are short-term CDs, 30 days and 60 days. Because if we need the money, we got to draw on it. In all the time I've been on the committee, and been the whatever it is that I am, we've only cashed one CD. So we're doing okay. We have $1.5 million in what you would say is traditionally reserved.
Ron Weaver:
Okay. Is this on the website? The financials?
Mike Patoka:
No.
Gordon Wright:
Yes, they are. Because I looked at it.

Mike Patoka:

I think your referring to the audit, if I am correct yes they are posted to the members only website. 
Ron Weaver: 
Do you provide monthly or quarterly statements? 
Mike Patoka:
No, we're not required to do it and we don't, but we do post the audit. And the audit is right here. Mike raises copies of the 2023 and 2024 audit.  And you are correct, the audit is on the website. My mistake, my wrong answer. It is on the website, and I have it right here if you'd like to look at it.
Debra Lotmore:

what is the 1.5 million to be in 04? And what will happen to it in 2032? 
Mike Patoka:
We have that money in reserve in case we need money to pay bills. Suppose, as an example, last year we budgeted 1,685 weeks to be paid. We're not going to collect that much, but we budgeted that much. This year we budgeted 100 less weeks because of expiring weeks and because of defaulted weeks. If we need that money to pay bills, we'll use it to pay bills. And at some point in time we will, because the number of expiring weeks goes up every year. Whereas, we have more and more expiring weeks. Last year we had... I don't remember what we had. But this year we have, like I said before, 30...
Gordon Wright:
39.
Mike Patoka:
39. So the money is going to be used to help us pay bills if we need it to 
Gordon Wright:
The Club has no debt.
Mike Patoka:
Correct, The club has no debt, we have borrowed money from no one. We owe money to no one but ourselves.
Gordon Wright:
That's fine.

Mike Patoka:
We have no outstanding... The last time we had any outstanding debt was probably three or four years ago, we borrowed money from the developer to do some work that we needed to do. Rather than borrow it from a bank, we borrowed it from ourselves.
Gordon Wright:
And we paid it back.
Mike Patoka:
And we paid it back. Yes, we borrowed money from Christopher several years ago. It was five or six years ago. I can't exactly remember. But we have no debt to any bank. We have no debt to any one person. We have debt to ourselves.
Tony Knowles:
Thank you. Thank you. Mr. Weaver. Please state your name for the minutes on your question.
Debra Lotmore:
Debra Lotmore.
Tony Knowles:
Debra Lotmore. Thank you.
Debra Lotmore:
I have another question. Can somebody explain the priorities of reservations and resales? How does that work? Because several times you put a place up and just keep getting bumped off or not being rented. Or we say it's a rental and then all of a sudden it's not rented, and then there are all these... We put it up for sale and we get all kinds of different things. How does that whole system work?
Tony Knowles:
You want to address the rental system? The reservation system first? The reservation system is governed by a lottery, its not a hard lottery. Why? Because some people have multiple weeks, and we have to coordinate how do they tie and flow. If not a multiple week owner. And you ran it  strictly by a lottery, and you own multiple weeks, lets say three weeks. It could mean that you have to leave, and come back three times. That doesn't make any sense. That's a challenge.
Debra Lotmore:
I think it's a misunderstanding. I want to rent our unit out.
Tony Knowles:
Oh, you want to rent your unit?  Okay, I got it now am sorry. 
Debra Lotmore:
 And it's a Christmas week and I'd like to know how we go about renting it. Because every year we put it in, nothing happens. Do the club always go first?
Mike Patoka:
No, the Club puts the remaining weeks up after the members have made their selections. 
Debra Lotmore:
Well, because explain to me, because that means that we have no chance of renting it. Is that basically it?
Tony Knowles:
I would say you do have a chance of renting it, especially if its   Christmas week.
Debra Lotmore:
It's not happening.
Mike Patoka:
Did you try to... There's a Facebook site that Monica knows more about than I do, but you could put it on the Facebook site if you haven't done that, and try to rent it. People who put it on that site seem to have some success. I don't know the percentage of who succeeds and who doesn't. 
Debra Lotmore:
In the case where we thought we had a rental and we told we had a rental, we did deposit with the timeshare company. And then we said, "Okay, why is the rental not showing up on our invoice as credit?" "Oh, it didn't rent at the last minute." I don't know how this whole  thing works. 
Tony Knowles:
Debra, do me a favor, please. First have a conversation with Martha,  then please come see me personally. Okay? I'm aware, but you're a native, yeah?
Debra Lotmore:
Yes.
Tony Knowles:
I recall your husband, Robert correct? 

Robert Lottmore: 
Yes 

Tony Knowles: OK yes your  a friend of a friend. I'm glad to see you all here. It's great to see you, please see me after this meeting. 
Debra Lotmore:
Thank You, I will. 
Monica:
For anyone desiring who cannot use their week, you have a few options. 
You can deposit your week with Interval International, post it on RedWeek, which is a timeshare exchange company. And as Mike Patoka alluded to, there is a friends and family group with over 1,600 people in it that constantly say, "Hey, I'm looking to rent this week for maintenance fees," or whatever they're looking for. And it's quite good swap program. And we also talked internally as a board potentially trying to figure out a better version of that Facebook page  and having an internal swap source or site of some sort.
Tony Knowles:
Thanks Monica 
Rosemary Reed:
I have a question,  I'm curious, do you guys know why there's a slow period? I need to understand it's all that slow? Is there a reason for that? Am referring to Commerce and people renting.
Tony Knowles:
It's a downturn in the economy. It really is. And then, this week in particular, when people see a hurricane traveling, they don't like to travel. Because imagine if during your stay, if Melissa was on her way here, then you plan for your vacation, you look forward to it. And then you have to scurry out of here and you didn't get to use your full week. 

In the hurricane season it's slow for that reason. And that's why in the first two weeks of September, we use those weeks  for maintenance shutdown, because it’s  peak hurricane season. And we'd rather not have people on property when it's peak season. So we pick that period for maintenance projects.
Rosemary Reed:
It ended. I thought hurricane season ended in September, but it goes through-
Tony Knowles:
All the way up to November. But I'd like to hit on one point. Thank you for your question, the entire Caribbean is down right now. Atlantis is down, Bahama is down. Even the cruise lines are down. 
There's something special with weeks 37 and 38, they're the two weeks that follow maintenance. The last two weeks of September. They should really be our two slowest weeks. They really should be. However, they are two of our busiest and successful weeks. It's incredible. So  what's the difference? 
Weeks 37 and 38 are fixed weeks floating unit. Meaning, that you know what week you're coming, but you don't know what villa you're going in. 
Weeks 51 and 52, you know the week you’re coming and your villa number. It never changes. 
51 or 52, even though they're fixed, they are unlike week 37 and 38. And what's the difference? 
Not everyone wants to vacation away from home during Christmas and New Year's. Therefore, they rent to family members or friends. So its not always the same group of people. But week 37 and 38, for the past 40 years they know who's coming and they've created this social group. And they have an amazing time at the club. You come here not only for the facilities and the beach, but the people, like we just awarded some of our staff  just now, this is what make your resort special. So they not only know the staff but everyone on property knows each other. 
They come in, they do barbecue grills together each person brings a dish, they go on trips, they do excursions, they have extra nights at the beach club for entertainment. And it really is a totally different experience. I have been thinking it maybe this is something that we need to look into and do the same thing for the other slow weeks. Okay.
 Anything else from  the floor? Mr. Wright.
Gordon Wright:
Beautiful, I'd like somebody from the board to explain what will happen if Mr. Lightburn sells prior to 2032. Because I'm not sure he owns anything until 2033.
Mike Patoka:
What?
Mr. Wright:
what are the benefits to the members going to be like? Because you mentioned Paradise Harbor Club and Club Landor, all their members if  that's true. Because they changed ownership and it's out the door. They are closed or no longer exists.
Mike Patoka:
Well, I'll take part and Tony will take part, Mr. Wright. In a conversation with Christopher, probably two or three days ago, that's the exact question that I asked, and other board members have asked him. He could sell this place for God knows how many millions of dollars if he wanted to. And I said to him, "Christopher, do you have any potential buyers?" Because he's had in the past people that was interested but it hasn't worked out.
And he said, "Mike, forget about the next two months." He says, "There's six years to go, from 2026 to 2032, six years to go. And I wouldn't sell this place unless the buyer guaranteed not to break the trust. Which means that all of the benefits that you enjoy now, that are outlined in the constitution, et cetera and so forth, and the rules and regulations would have to stay in place."
The problem is, is if say Patrick and I bought the place, whatever, and we put it in writing that we would not break the trust. And suppose we did, what could he do? Christopher is not necessarily, at this point in time, interested in selling the place. Does that mean that he wouldn't? How do we know?
Mr. Wright:
I know.
Mike Patoka:
We don't know. But that's what was my conversation with him, I don't know what it was two, three days ago. Hopefully that helps to answer part of the question. Tony will get the rest.
Tony Knowles:
Thanks, Mike. I think part of your question, Mr. Wright, was you're not sure what he owns.
Gordon Wright:
He doesn't The whole thing goes back to the developer in 2033.
Tony Knowles:
Correct.
Gordon . Wright:
And I assume he's basically 100% developer now.
Tony Knowles:
He is.
Gordon Wright:
What can he sell if he doesn't own it yet?
Tony Knowles:
he owns the real estate and he has the right to sell it, but  like Mike said in the event that he was to seell they will have to manage it in accordance with the constitution. And their lies the challenge. And I've seen at known times when he was in difficult financial positions, and God knows he could have sold it very easily. And I personally witnessed him on the phone in my office  reject a serious offer. Personally. He's a man of integrity, and he means every word he says.  He told me he is not in a hurry to sell. In the event I do it has to be the right person. 
And we have a criteria that each interested person must go through,  I get to pre-screen also to explain the challenges that you can not make a profit until 2033, because all the income from rent and resales go to the club not the Developer, there lies the problem. 
Monica :
Tony. I'm sure we probably have some questions online.
Tony Knowles:
OK lets take some questions from our virtual group.
Mike Lee Ariadne:
I had a question.
Tony Knowles:
Sure.
Mike Lee Ariadne:
In years past there used to be a light and a sign coming up the main road. It was very helpful when you go out at night and coming back to get to the villa, it helped you make that turn there. Is there any reason why that light and that sign is not up and functioning? 
Tony Knowles:
It got destroyed, we had to replace it, the order was placed three or four weeks ago, it was paid for we are waiting on the new sign to install it. So yes its being replaced very soon, Thanks you
Scott Seek:
Evening all. I want to just chime in on from an economic standpoint, the downturn. I manage a couple of fishing boats and charter boats in the area, and have for years. I've noticed a couple things. Obviously, the downturn in overnight stay overs on the island. Cruise line owners have increased, but people have become very, very price conscious.
I haven't raised prices for three years. Nobody complained about the prices of a charter three years ago, but now all of a sudden it just seems like they're all looking for a deal, or they feel like it's too heavy or too much. Anyway, I do think it's economic, but I don't think it's so limited to just the Bahamas. I think people came off of COVID, [inaudible 01:44:49]. And they spent their vacations and went everywhere they wanted to go. And when their vacation was over, which would've been 20... Maybe 2023, 2024, it was like they spent their vacations and they tightened up their belts. That's just my ten cents. 
Tony Knowles:
Thank you, Scott. You're right. That's a broad perspective what's going on here locally. You hit all the points. Thank you for that. All of you, Scott Seek was also a part of this committee for a number of years. Anybody else in the online room want to say something, or comment? Question?
Okay. Thank you so much.
Mike Patoka:
Good.
ANY UNFINISHED BUSINESS FROM LAST YEARS AGM 
Tony Knowles:
The next item on the agenda is unfinished business from last AGM. Is there any?
Mike Patoka:
No.
Tony Knowles:
Good since there's no unfinished business from last year's AGM, this brings us to any other business.
ANY OTHER BUSINESS
Tony Knowles:
Holding up a letter, This is a letter from the Developer, Mr. Christopher Lightbourn. He asked me to open it at the AGM, so I just opened it. And I am reading it as if it is Christopher Lightbourn himself. Tony proceeds to read the letter. 
"Good afternoon, PIBC members, the PIBC team and the PIBC management committee. For those of you who don't know me, I am Christopher Lightbourn. My father, Tippi Lightbourn, together with his friend, Peter Kugler, developed the Paradise Island Beach Club. 
I really wish I could be there in person with you to recognize and thank Mr. Jim Martens, your chairman, for his 18 years of service to the Paradise Island Beach Club. Just as you elected a committee member earlier today, members elected Jim to serve two terms as a member of the club's management committee. At the end of Jim's second term, there was an appointed member vacancy to fill. I thought Jim would be an excellent candidate, having already shown his love and commitment to the club through active participation on every management committee meeting.
Twelve years ago, when my father died, Jim knew I would have a host of personal responsibilities thrust upon me, and he asked if I would like him to replace me as chairman. I gratefully accepted. 
This week, Jim met with me and told me of his desire to retire from the management committee. This is after 18 years of service to the Beach club. He and Glenna want to relax and simply enjoy the club. Jim's tenure on the management committee has surpassed expectations. 
I have accepted Jim's retirement as graciously as he agreed to serve it first as an elected member and then as an appointed member. Jim's retirement is effective tomorrow, October 31st. Please join me in thanking Jim for his unprecedented service. 

Sincerely Christopher Lightbourn. "

Tony Knowles:

Thank you, Jim. Thanks for your time, dedication and unwavering support over the years. Everyone join me in giving Jim a round of applause. 

APPLAUSE AND STANDING OVATION!!! 
Jim:
Okay, thank you, I am humbled. Thanks so much. 

CHAIRMANS REMARKS 
Jim:
Okay. Glenna and I have been members this coming January for 29 years. Being on the management committee has been a great pleasure. I had 30 years in hotel management in Washington DC, and I thoroughly enjoy this much more. And I want to thank Glenna, and also Carol, and any of the wives that have put up with us. And Yes Mike Monicas husband, serving on the Committee takes a lot of time from our loved ones. 
I'll just tell you right now, if it weren't for the help of the wives, we wouldn't have stayed on. We've been done a long time ago.
Mike Patoka:
That is correct.
Jim:
Thank you all. And Glenna and I look forward to coming back next fall. We're going to make sure that we're coming back. We own two weeks, and we're going to be here for the next Annual General Meeting.
Tony Knowles:
It'd be a pleasure having you.
Jim:
And, anyway, God bless you, and thank you all.
Tony Knowles:
Thank you. Thank you.
Okay, that's it for the agenda. For those of you who joined us online, just in case that I don't record your name, do me a favor, please email me and say, "Tony, I was on the call for the AGM, that’s  for the recording of the minutes. Thank all of you. It has been a very interesting week. 
Jim, I look forward to your continued support. Even though you're not on the committee, know that I will be calling upon you for advice And thanks again for the many years and for all the contributions made. 
Lets all give a round of applause for Jim and the Committee. 

APPLAUSE!!! 
Tony Knowles:
Thank you. Can we have a motion to adjourn the meeting?
Jim Martens:
So moved.
Mike Patoka:
I Second it All in favor?

Patrick Delaney: 

ALL IN FAVOR 
ADJOURMENT
The Meeting was adjourned at 5:37PM 
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