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Red Lerille's Health And Racquet Club
CASE STUDY

By Norm Cates, Jr.

PART ONE

Ynu are aboutlobe ex-

examination of one of America’s
leading health and racquet clubs.
Red Lerille’s Health and Racquet
club has been in operation in
Lafayette, Louisiana for 31 years.
This Club Case Study will exam-
ineallaspectsofoneof America's
most successful multi-sport clubs.

posed to an in-depth INSIDER

RED LERILLE'S HEALTH
AND RACQUET CLUB

This Study is the first of what will

be an ongoing seri¢s which will be
published each Quarter by The

CLUB INSIDER.

RED LERILLE’S HEALTH
AND RACQUET CLUB
CASE STUDY
PARTI

(1) Red Lerille... the
Boy... the Dream... the Man... the

Legend.
(2) The Expansion His-

tory of Red Lerille’s Health and

Racquet club.

~ (3) Red Lerille’s Man-

(4) Red Lerille’s Club
Financial Picture and Employee

lssanam 1935 When Red was l(}-

Benefits.

PART II - Coming In March
(1) RED LERILLE'S
Members... the people with
“THAT FEELING.”
(2) An interview with
RED LERILLE and his family.

Red Lerille... the Boy...
the Dream... the Man...
the Legend

Lloyd Joseph “Red”
Lerille was born in Harvey, Lou-

up “clght I:Iung by his unc]e
Harold Lerille, who was in the

military atthetime. Each time Harold
would come home to visit, Red was
impressed with uncle Harold’s
“new” muscles. Atage 10,Red took
up weight lifting, building his first
weights himself using paint buckets
filled with concrete attached to a
bar. At an early age, Red began a
lifelong habit of cutting and placing
a picture of his goal on the wall
where he could look at and be moti-
vated by it. Asaboy, Red placed a
picture of a Mr. America contesl
winner on the wall and used that as
his driving motivation to become

Mr Amcm:a someda His @#

somcd.ty become Mr America and
(See Red Lerille page 4)

What's Love Got To Do With It?
A Future For Our Industry

By Warren Wertheimer
Owner, Rolling Hills Club,
Novato, California

What Business

Are We Really In?

A)

Anenormous opportunity
exists in our industry for those who
recognize the essential nature of
the industry and begin to make
choices based on that understand-
ing. There are various ways (0
describe this essence of our indus-
try but let me start out by sharing
our written business purpose which
is: “To create an environment in
which people feel loving and
loved.”

In his best selling book of

theearly 1980's, Megatrends. John
Naisbitt indicated that the more
technology we introduce into so-
ciety (high-tech), the more we will
need to balance this with connec-
tions with other people (high-
touch). “People want to be with
people and the more technology
we pump inlo society, the more
people will want to be with
people...The more high technol-
ogy around us, the more the need
for human touch.”

Since the book was writ-
ten, we have moved and continue
to move toward a “high-tech”
society (automated teller ma-
chines, the Home Shopping Net-

work, interactive TV, etc.) and the
need for increased “high touch™
has correspondingly increased.
WE ARE UNIQUELY POSI-
TIONED TO PROVIDE THE
HIGH TOUCHWHICHPEOPLE
CRAVE and this is the essential
nature of the business we are in.

By and large, the activi-
ties which are carried on at our
clubs could be carried on by our
members without paying us sig-
nificant sums of money to belong
to our clubs. The thing that can
make us notonly highly important
inpeople’slives but indispensable,
i$ to create an environment in
which people feel nurtured, sup-
ported, appreciated, accepted or
in other words, feel loved.

There do not seem to be
many places that people can go
these days to receive that. It's a
conneclion experience. Being
with friends, being greeted, being
in familiar, warm, attractive sur-
roundings, being respected, lis-
tened to, accepted by others in-
volved external connection. Doing

things you enjoy, things which
result in your feeling good after-
wards, physically, emotionally and
psychologically involves internal
connection, aconnection with self.
Perhaps it used to work
to have the “experts” tell others
what was best for them and to
have them follow like sheep. That
time is passing — it undermines
people’s sense of self-worth to
have them told that they don’t
know what's good for themselves,
and it is this lack of self-worth
which results in the destructive
choices that many people make.
No one knows what is the appro-
priate path for anyone else.
Whatisreplacing the old
way is to empower people to trust
and respect what is so for them,
whether ornot it is in line with the
common wisdom. Out of this can
come a population that will begin
to make healthier and more effec-
tive choices in all areas of their
lives rather than just putting tem-
porary band aids on the symptoms
which then reappear in the same

or different forms.

Therearemillions of people
who will never join our clubs if they
think we are about exercise or fit-
nessor healthoreven wellness, even
if we convince them it is good for
them. For them, this represents more
opportunity to be reminded of what
they are doing wrong, of how they
fall short.

These same millions may
well choose to join our clubs if they
feel that we provide places which
support them in theirown empower-
ment and accept them as they are,
places to relax and have fun, places
to be with friends, to be at peace, to
experience arespite from an increas-
ingly hectic, stressful and imper-
sonal world. If true, what does this
mean in terms of the decisions to be
made in order to successfully oper-
ate our clubs?

Choices Based on
view of the Industry

B)

1. Hiring
(See Wertheimer page 6)
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Thc Insider Speaks
Page will be dedicated to editorial

commentary, “Insider Mail”, and
reader comments received cn our
Hotline (1-800-700-2120) or 24

Hour Fax 1-404-933-9698. We
welcome reader editorials and will
publish them when appropriate.

Those who wish to ex-
press their views are encouraged
to do so through letters, faxes, or

phone calls. Don’t hold back.
Let the CLUB INSIDER

publish your view.

WHERE DOES

By Norm Cates, Jr.

Now that I've been ac-
cused of BIASED REPORTING

andofbeing UNFAIR tothe IRSA
MEMBERSHIP by IRSA Board
Member, Rob Goldman, I guess I
havearrived, Rob’s memo tome,
shown on this page, fairly well
illustrates the “mind-set” of those
people who are currently direct-

Dear Norm:

Congratulations on your wonderful newspaper, The Club
Insider, I was delighted to receive a copy, and my subscription check
is forthcoming in the mail. Your newspaper fills a definite need in our
industry... and that is more people to people sharing of information. 1
am also impressed that those of us who do not always agree with our
| trade association’s direction have an altemate method of expression.

me who nppose the IRSA name change to EXERCERE I vmed
against the name change. Canon is stilla niche-market club, in that we
are tennis and swim only. While IRSA was cumbersome, the new
name is much worse. It certainly does not apply to our club. Ibelieve
IRSA members should first have been able to vote whether or not to
even change the name. I thought Club Business International was an
all-inclusive name which was easy to say, and required no explanation.
I am concerned that IRSA is also changing direction, and I agree with
those comments which you published.

Regarding your Treadmill survey, I am not filling it out
because we do not yet have a fitness center. I would like to continue
to participate on your consumer panel for whenever I can honestly
provide feedback. I am working on a feasibility study for adding on
afitness center, so the results of your survey will come in handy. Keep
up the good work!

Astime allows, I will write again with more ideas, comments,
suggestions and praise. I have been maintaining a low profile as I've
been working on yel more refurbishing and upgrading of our present
facilities. My next project is draining and resurfacing the swimming
pool in March. Thank you for providing us with the opportunity to say
what we are really thinking... as you put it in your recent letter.

I hope all is well with you, and I look forward to seeing you
in Reno. Someday, I will actually write that Spa Wars story for you.
Promise!

Sincerely,

% L. Neeley ??_JJ‘E/??

General Manager

135 Mitchel| Drive « Fairfa, CA 94330 « (415) 457-7766

ing IRSA. However, I do not
believe that the “mind set” of this
current group of IRSA Directors
is in tune with the desires and
ideas of the majority of the IRSA
Membership.

I think that the IRSA
members still want an Associa-
tion that will focus only on help-
ing them make more money in
their clubs, 1 don’t think that the
IRSA membership is interested
inan Association which has asits
vision: “'to foster an industry rec-
ognized for its professionalism
and to play a leading role in the
promotion of health and wellness
worldwide.”

In the January Edition
of Club Industry Magazine, it was
announced on page 10 that IRSA
had changed its name to EXER-
CERE. The article cited the new

was being changéd to EXER-
CERE. 1 am curious to know
HOW and WHY Club Industry
Magazine, which competes with
IRSA in many ways, has an-
nounced in January that IRSA’s
name was changed when all of
the IRSA Members had just re-
ceived NAME CHANGE BAL-
LOTS which were due to be re-
turned not later than February 9,
19947

Regardless of what it is
called, WHERE DOESIRSA GO
FROM HERE? The rumblings
that 1 hear from the Western
Regionof the U. S. s that there is
significant dissatisfaction with
IRSA's focus and new direction
and movement is afoot to estab-
lish a NEW CLUB ASSOCIA-
TION which will continue tofocus
on the needs of its member clubs.
I'have heard otherpeople express-
ing the same sentiments from
around the country. Whatashame
it will be if this name change
brouhaha ends up destroying
IRSA, The Association of Qual-
ity Clubs!

One way or the other,
there will always be an Associa-
tion like IRSA. The club owners
and operators of America and the
world know what they want and
need from their Association. They

| have gotten what they want from

IRSA for the past 10 to 11 years.
No one can kill that memory or that
spirit no matter what they do!

My reaction to Rob
Goldman's accusations? Simply
this. Rob, why should I have printed
your side of the story on the name
change when NOT ONE WORD
from those that opposed the name
change had been printed by IRSA
anywhere in the IRSA CBI Maga-
zine or the FIVE direct mail pieces
sent to the membership? (Includ-
ing numerous name change propa-
ganda pieces which weresentalong
with the ballot to member clubs.) |
also want to ask Rob, how in the

IRSA GO FROM HERE?

UNFAIR to the IRSA MEMBER-
SHIP, when it has been the current
Board of Directors of IRSA who has
only told the IRSA members what the
IRSA Board WANTED them to hear
relative to this name change issue!

My advice to IRSA is:

(1) Go back to basics for our
clubs... forget this world vision thing!

(2) Hold a meeting in Reno
with all members present and LIS-
TEN to what our members say about
the current direction of the associa-
tion. Maybe you will then be able to

world can you accuse me of being  steer clear of the rocks ahead!

-
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WARREN WER-

THEIMER, one of the club
industry’s true visionaries, has
begun to get awful close to the
mark in his analysis of what the
club business needs to do for pro-
longed club longevity and excel-
lent financial production. Warren
has figured out the same thing that
Red Lerille has figured out. If you
want o have a highly successful
club, you had better love your
members and have a deep and
honest desire to give them a good
value and a high level of satisfac-
tion from their membership. Any-
thing short of that will fall short
sooner or later. Warren may have
been viewed by some as being a
radical thinker in years past. 1
submit for your review this months
CLUB INSIDER article written by
Warren Wertheimer and entitled:
“What's Love Got To Do With
It?... A Future For Our Industry.”
Warren has shared some of his
brilliance with us in this writing.

RED  LERILLE’S
CLUB CASE STUDY is the front

miss lhls ﬁl’bl ever club case study
on Red Lerille’s great club! This
case study will give you a model
for long term success in your club!

KEN ESTRIDGE has
wrilten a riveting article entitled:
“How To Close A Club Success-
fully.” Ken Estridge, Founder and
President of The Joy of Movement
Fitness Centers in Boston, Massa-
chuseits, now spends his time as a
small business advisor and men-
tor. Don’t miss this incredible
article by Ken as he shares his
dramatic experience.

ARTHUR JONES, the
inventor and former Chairman of
Nautilus Sport Medicine Industries
and currently the owner of MED
X, has done it again with a line of
5 rehab testing machines and a full
circuit of 16 MED X weight ma-
chines. Arthur is now conducting
his world renowned training and
teaching sessions in Gainesville,
Florida, JIM FLANAGAN is the
General Manager of MED X. JOE
CIRULLI of Gainesville, Florida
has teamed up with Jim & MED X
to install a state of the art Sports
Medicine and Rehab Center inside
Cirulli's very nice GAINES VILLE
HEALTH AND FITNESS CEN-
TER. Cirulli's Sports Medicine
and Rehab Center is doing a brisk
business, while his Health and
Fitness Center, which houses the

*PAGE 3
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Sports Medicine and Rehab Cen-
ter, is also thriving. Cirulli's
34,000 square foot club and his
other ladies only location have
20,000 members and daily work-
out traffic of about 3,600! I pre-
dict that Jim Flanagan will build
the MED X line of weight ma-
chines into the #1 spot just as he
and Arthur did with Nautilus
before it was sold. Arthur Jones.
the world's greatest inventor of
exercise and physical therapy
equipment, also happens (o be
one of the world's greatest con-
versationalists. If you are in the
club business and you want to
make some excellent financial
gains in the 1990's, with Sports/
Medicine Rehab Center or new
weight machines for your club,
you should plan a trip to visit
MED X to attend one of the twice
monthly presentations on MED
X Rehab Machines or MED X
Exercise equipment which are
conducted in conjunction with
the University of Florida. Disney
World is nearby so you can plan
)’OW tl‘lp to allow for time with

amily. Call Jim at 1-300-

ulcol'scssions. You will be glad
you did!

ARNOLD  SCH-
WARZENEGGER apparently
has made a deal to sell the
WORLD GYM chain back to its
Founder, Joe Gold. Word is that
a number of the World Gym
owners are still expecting to see
the changes and imporvements
made in the World Gym system
that Amold had planned.

SANDY COFFMAN,
that dynamo of energy and per-
sonality, hassigned on withRICH
BOGGS and the STEP COM-
PANY 1o be a key person with
the STEP’S new LEAP program.
Sandy has been teaching and
sharing her knowledge of pro-
gramming for clubs since the
1970"s when L attended her train-
ing school at TED TORCIVIA’s
West Allis Athletic club near
Milwaukee, Wisconsin,

AUGIE NIETO has
teamed up Life Fitness with
Nintendo to introduce the latest
concept in fitness and entertain-
ment, called EXERTAINMENT
INTERACTIVE FITNESS sys-
tem. It consists of a new model
home Lifecycle with video game
controls mounted on the handle-
bars and connected through the
Nintendo system to your home

T.V.toprovide the first truly inter-
active home fitness video game.
The debut  for the new product
will be at the consumer electronic
showin Vegas in June and it will be
rolled out tomarket in the Fall. Im-
portantly, this is the first time Life
Fitness has ever introduced ahome
product before first testing it in the
club market. Life Fitness already
has a tract record in home exercise
equipment and everybody in the
world knows Nintendo. Sounds
like Augie has found a good way o
put some FUN INTO FITNESS.

And, the Life Fitness folks
advise the customers 1o look be-
fore they LEAP. The LifeCenter
Interactive Fitness System is de-
signed to make personal trainers
moreeffective, electronically track
all member workouts and give
members instant touch code access
to all LifeFitness machines and
make workout cards obsolete. The
LifeCenter consists of a host 486
compuler housed in an attractive
pedestal stand with a CRT and a
Keyboard. Members can enter the
system with an express check in
card ancl then perfotm then' LII';
L. D. nurnhcr on lht, machine con-
sole. Plans are later in the year o
go wireless and tie the Life Fitness
cardio machines to it. It is espe-
cially targeted at busy people, at
trainers who supervise more than
30 people per day and at seniors,
deconditioned and rehab people
who need extra attention, The in-
teractive system is currently being
field tested in large Chicago clubs.
The system will be showcased at
the IRSA Convention in Reno.
Thanks to MICHAEL HOFFMAN
for this information.

THANKS TO JOHN
BRINSON for refreshing my
memory about what went on dur-
ing the famous effort toadmit Bally
into IRSA a few years back. John
Brinson teamed up with GEOFF
HAMPTON to produce and dis-
tribuie the flyers to hundreds of
members at the New Orleans con-
vention. There was a huge turnout
of over 700 people and the idea of
admitting Bally was put to bed
right there. Only problem was a
bunch of us missed the cruise on
the Steamboat due to the meeting
lasting longer than we expected!

SUZY STEWART, the
entrepreneural lady whosstarted the
Athlete's Edge Fitness Apparel
Consuliants Company has a good
idea. Heridea will help club opera-
tors save lots of money on quality

staff apparel, make money oncamp,
event and team merchandise and
will generally rally your club's pro-
shop to greater profits. Suzy will be
at the IRSA Reno Trade Show at
Booth #552 1o show her concept (o
cluboperators. If youwould like to
receive information on her program
call Suzy at 914-591-5645.

TOP 50 CLUB
OWNER’S AND OPERATORS:
Last month I mentioned that the
CLUB INDUSTRY MAGAZINE
is publishing a club owners and
operators Top 50 List in their May
Edition. I suggested some possible
nominees for that honorable list.
However, I leftoff a few names that
I would like to suggest: TIM
RICHARDS - Orchard Hills Club,
Leominster, MA, TED TORCIVIA
- West Allis Athletic Club, West
Allis Wisconsin, and ED & ZOE
VEASEY - Cedardale Athletic
Club. Haverhill, MA should all also
receive some consideration. If you
are interested in making a nomina-
tion, contact CLUB INDUSTRY at
215-957-1500.

S THEHARVARD BUST- AMERTCAWill'launchits opera-

NESS REVIEW has published an
article writen by Ralph Stayer who
is the man that took his Johnson-
ville Sausage Company to astro-
nomical sales and business success
by empowerment and profit shar-
ing. The article number is entitled:
“How I Learned To Let My Work-
ers Lead,” article #90610 and was
published in the Firsl Person sec-

tion of the Harvard Business Re-
view in November - December,

1990. To order a copy of this 10-
page article contact the Harvard
Business Review at 617-495-
6192,

MARK PELLEGRINI
sells a machine called The
Buttblaster which is a heck of a
machine. For information call
Mark at 800—766-5347.

BALLY AT TWO
AND COUNTING - I now have
two Lawsuits in my possession
filed by the State Artorney Gen-
eral of Massachusetts and Wis-
consin against the Bally Health
clubs. That leaves 48 to go! In
case you missed it, last months
Front Page article entitled MAS-
SACHUSETTS BOOTING
BALLY gave the details of that
states efforts to SHUT THE
BALLY CLUBS DOWN. This
month,don’tmiss thearticle about
Bally’s Vic Tanny Clubs being
sued for selling contracts beyond
the time frame allowed by State
Law.

CLUB TOURS OF

tion this Spring in Atlanta, Geor-
gia with a FUN three-day week-

. end during the most beautiful time

of the year! On the agenda will be
two days of club visits hosted by
me, your roving reporter, a Satur-
day Night Party and a half day of
round table conversation with
other club operators from around
the country. Look for details in
the March Edition of the CLUB

(See Norm's Notes page 13 )
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...Red Lerille

continued from cover

then to open his own health club.
Fourteen years later at 24, Red Ler-
ille reached part of his childhood
dream... he WON the 1960 Mr.
America contest. A couple of years
later. he founded Red Lerille's Health
Club in a small store on Johnston
Street in Lafayette, Louisiana. His
original location was started with a
$250 loan from his father. With that
money, Red built his own benches
and racks and he was up and running
with one of the first health clubs ever
builtin Lafayette. From that meager
beginning, Red’s place has grown to
120,000 square feet sitting on 15
acres and producing in excess of $5
million per year in revenues!

Red Lerille is a dedicated
fitness enthusiast who has gone from
being Mr. America and Mr. Uni-
verse 10 being a highly successful
businessman. Red still puts up pic-
tures of his goals on the board in his
pro shop... and when he puts a pic-
ture up, he will always reach that
goal. Goal setting, determination
and dedication combined with being
a very hard worker have been the
keys to Red's success. Red’s total
dedication to his family, his club
members, his employees and his
community have carried him a long

which distinguish Red Lerille from
just about anyone you will meet
anywhere. Red still is a devoted
bodybuilder hitting the iron at 4:15
a.m. four daysa week. Herises daily
at 3:45 a.m. and pedals his bike to his
Club, which islocated about one and
one half miles from his home. Red
finishes his workouton weights daily
by 6 a.m. and then goes immediately
to St. Mary's Catholic Church for
morning Mass and Communion,
From there, he pedals home, has
breakfast and usually goes to the
airport to check on his antique air-
plane collection. By 9 am., Red
Lerille is stationed in his club’s pro-
shop, on time and ready to work. By

more than most people do in an
entire day. He works a regular
split schedule Monday thru Fri-
day from 9 am. to 2 p.m. and
from 4 p.m. to 7 p.m. in the eve-
nings. From 2 (o 4 p.m. he will
usually go back to the airport to
fly his planes or he will be in his
shop in the garage behind his
home applying “dope” (airplane
paint) toone of hisairplane wings.
Red Lerille hasNO OF-
FICE. Never has had an office.
He feels that if you are locked in
an office, then you can’t do what
you need to be doing, which is
tending to the nceds of the club
and its members. The closest
thing he has to an office is a
corner table in the snack bar area
where he will sit briefly to talk to
members and guests. Red sells
memberships everyday and on
anannualized basis, he sells about
one half of all new memberships
sold. He also vacuums the car-
pet, picks up towels, cleans the
lockerroom, picks up scrap trash
anytime he sees it. It is Red’s
daily presence and dedication to
totally clean and well kept facili-
ties which makes Red's club re-
markably clean for a place that is
31 yearsold and that hasbetween
2000 to 2400 in daily traffic.

A CHANGE OR
ROVEMENTLEOR

When Red first started
his club, he made a vow to him-
self which he haskeptreligiously.
That vow was that he would make
a change or improvement to the
club EVERY MONTH. Some
changes mightbe smalland some
might be huge, such as the addi-
tion of his huge basketball gym/
running track facility. For 31
years change has been a key to
hissuccess. Redattributesa great
deal of his success to this con-
stant change and improvement
process. Every year, Red puisa
large percentage of his profits
back into the business. This

9 a.m., Red Lerille has already done

A

Red Lerille

+PAGE 4

constant commitment to change
and improvement has been influ-
enced by Bill Pearl, one of Red’s
friends and a boyhood idol of
Red’s. Long ago, Bill Pearl told
Red: “Don’t get greedy. Take one
thing and make it successful.” Red
has heeded and followed that
advice carefully. When asked
about opportunities to expand to
additional locations, Red says: *1
am only one man... I can’t really
operate two clubs.”

THE MEMBER IS BOSS...
DON'T FORGET
TO SAY “HELLO”
AND “GOOD BYE”

Redbelievesand teaches
his staff to believe that his mem-
bersare the real bosses of hisclub.
He does everything he possibly
can tomake each and every one of
them feel cared about. He teaches
his staff to remember always to
say “Hello” toeach member when
he/she arrives and “Goodbye™ to
eachmember when he/she departs.
Red explains that this constant
warm and friendly greeting for
members and guests boils down
simply to: “It just means be nice
to people.” Red IS nice to EVE-
RYBODY. He is even nice to his
members who are unhappy and
want a refund of theirmoney. Red
dissatisfied and wishes to be re-
leased from his one year member-
ship agreement before the term is
complete, then Red is the first to
want that person’s obligation to
be cancelled and that member to
have his money back. This phi-
losophy of accommodation has
served him very well over the
years. He says that many people
who have quit and asked for their
money back end up coming back
and joining at a later time. He
firmly believes that if he had en-
forced his contract and not given
the member his money back when
the member was unhappy, he
would have never been able to get
them to join later. Another factor
inRed’s success has been his tem-
perament with those who have not
paid their bills. Inthemid 1980’s,
the city of Lafayette was hit by
massive layoffs in the oil based
economy. Many people were
moving out of town and Red was
losing members at a record pace.
Some people who wanted to re-
main as members of Red’s found
themselves unable toafford to pay
their club bill due to their own
economic problems. Red ex-
tended credit to some of his
members for as long as one year
so that they could continue to ex-
ercise throughout their period of
economic duress. This caring and
giving policy by Red Lerille en-
deared him to many in the com-

munity. Red donates his time to
his community delivering 35 or so
public speaking engagements. His
presentation and slide show that
he gives to civic groups is out-
standing and is highly motivational
to people who attend. He credits
this regular community outreach
program with being one of his
keys to success. While the pres-
entation lasts for about one hour,
it is full of wisdom and anecdotes
by Red. In his presentation, Red
teaches the "10 HINTS For Gef-

ting Into and Staying in Shape"
and he teaches the_"Five Sugges-
tions For A Successful Life" that
he would share with hisson. Both
are shown below:

RED LERILLE’S 10 HINTS
FOR GETTING INTO AND
STAYING IN SHAPE

(1) Pick a regular time to
exercise and stick to it;

(2) Find a partner to ex-
ercise with - “misery loves com-
pany and you should have some-
one there to enjoy the fun,” says
Red;

(3) Stick toa high carbo-
hydrate diet, one that is high in
fruits and vegetables and low in
“meat, chicken, fish and eggs;”

(4) Get regular cardio-
vascularexercise at least fourtimes

utes per session;

(5) Write down your
goals; Red says it is good to put a
picture of how you want to look
on the wall.

(6) Participate in weight
training three times a week;

(7) Get intothe right atti-
tude for exercising by dressing to
“sweat;” Red says you should go
in with the right mental attitude
and commitment;

(8) Find a method of
checking your progress such as
weighing in daily; Red weighs
every day and if heisupon weight,
he adjusts his diet and/or exercise
program to compensate for it.

(9) Don’t miss a work-
out; Red says: “Itonly works when
you do;”

(10) JUSTDOIT!

RED LERILLE’S FIVE
HINTS FOR SUCCESS

(1) Show up on time and
ready to work:

(2) Say “hello” and
“goodbye” to everyone;

(3) Make achange every
month;

(4) Learn as much as you
can; and

(5) Stay in shape the rest
of your life.

When discussing his gen-
erosity Red explained that he tries

to give tohis church and community
whenever he can. He estimates that
he gives away to worthy causes
around $80,000 per year. He ex-
plained that he often has had em-
ployees and even members come to
him in the past for small loans. He
says he always tries to help younger
people whenever he can and often
he never gets his money back. Red
has established a Profit Sharing
Program for his key full time em-
ployees which givesthemallavested
financial future with his organiza-
tion and he has established what
amounts to an employee credit un-
ion for small loans for autos, boats,
etc... More will be shared later in
the financial report on Red's Club.

When quizzed about his
involvement in the financial matters
of his club, Red confessed that he
doesn’t spend a lot of time thinking
about or worrying about the club’s
financial performance. He even
admitted that his staff sort of keeps
the club’s cash position a “little
secret” from Red to combat his
spending it all on club improve-
ments for his members. Red feels
that he has the greatest job in the
world and he wouldn’t trade it with
anyone. The thing he cares about
the most is that he is able to do what
he wants to do.. he says: “I was put
on this earth to run a gym and as
long as I'm alive, I will.” Red loves
his hobby of collecting and totally
restoring pre-World War II air-
planes, he and his wife, Emma, en-
joy riding their Harley Davidson
Motorcycles on extended road trips
across America. Also, Red is the
proud owner of an awesome white
25th Anniversary Collector’s Edi-
tion Lamborgini which causes ma-
jor head turns when Red drives
around town,

Red has had some interest-
ing experiences. Years ago, he
bought the first Nautilus Machine
that Arthur Jones ever built. Arthur
was traveling across America with a
U-Haul on the way to Californiaand
stayed with Red in Lafayette for a
couple of weeks. Since then, Red
has bought over a hundred Nautilus
machinesand the new Med X equip-
ment invented by Arthur. Recently,
Red had a visit with Frank Borman,
former Astronaut and chairman of
Eastern Air Lines. He came just (o
get aride in Red’s incredible Waco
Bi-Plane. Red has had two aircraft
accidents. The first was when he
flipped one of his planes while land-
ing. He walked away. The second
was when he was on the landing roll
with one of his planes when the
wing strut collapsed, sending the
plane into a ground loop. His son
Mark, was watching at the time and
actually saw the accident in which
Red was seriously injured. Red was
taken to the hospital and had to

(See More Red Lerille page 7)
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Club Shopper Service Starts

By Norm Cates, Jr.

Have you ever had a
friend or other person tell you a
horror story about how they were
treated when they came to your
club? Do you expect your staff to
always perform their duties in a
professional and energetic manner?
How do youknow if you are getting
the kind of performance that you
expect?

Now, there is a new serv-
ice for club owners and operators
which will provide you with those
answers and more, CLUB SERV-
ICES is a division of Restaurant
and Hotel Services, a Fairfax, Vir-
ginia based company. CLUB
SERVICES uses seven years of
experience in the restaurant, bar
and hotel business to provide im-
portant services for club owners
who want to know the real “inside
story” about their clubs. The truth
is that you may not know what is
going on in your club.

CLUB SERVICES main
focus:sﬂxe mystery shcpperserv

managcl'sa ull evaluation a

rcpon of the sales presentation cur-

-

Stokes

rently provides. The report will
give a detailed summary involv-
ing the pre-visitation phone call;
the greeting and tour of the club;
the selling and closing techniques
used during the membership sale;
the follow-up; and finally, the tran-
sition from “new member™ to*first
workout.” Also, if desired by the
clubowner, an “undercovermem-

ber” service is available. This al-
lows for a more in-depth and de-
tailed evaluation of the full opera-
tion of that l‘acility.

When a “mystery shop-
per” visils the cluh hefshe wlll

those areas an: the condmon or

the facility itself, including all
things that lend to the appearance
of the facility; the quality of serv-
ice; and level of hospitality. The
objective is to allow owners to be
able to employ the reports to un-
cover positive as well as negative
information .

Mitch Wald, the key man
at Smith Club Management which
operates four Washington, D.C.
area clubs ranging from 25,000
sq. ft. to 120,000 sq. f1., says: “the
mystery shopping service allows
us to analyze from the prospect’s
point of view how the presenta-
tions are done... it gives usareally
good check on our procedures.
We have started with one club, but
our plan is to involve the program
in all four clubs on an ongoing

By employing the “mys-
tery shopper service™ on a regular
basis, the club can cause those
employees who are inclined to
stray from standard rules and
guidelines to re-examine their
behavior. The shopper service
becomes a prevenlative measure
and deterrent to dishonest behav-
ior. Other benefits can include:
=lmproved customer re-

ations
«Disclosure of safety

What's Ha
Down

By Tony Deleede

Tlle health club scene
in Australia has evolved and ma-
tured rapidly over the past few
years. Australia is nearly the size
of the United States inarea and has
a population of 18 million. There
areapproximately 1000-2000clubs
in the country with the heaviest
concentration of clubs in the three
largest cities: Sidney (2000 Olym-
pic Games), Melbourne and Bris-
bane.

While always strong in
programming, mostleading Aussie
clubs are now spending more time,
money and energy on marketing/
promotions and sales, The number
of new health clubs in the major
Australiancities has grown40-70%
over the past five years while the
population growth has been only
15-30%. Most Australian clubs
are small in size when compared to
American clubs. The largest clubs
are in the 40-50,000 square foot
range.

The days of “order tak-
ing” sales of short term member-
ships or “‘casual visits” are rapidly
being replaced by annual mem-
berships and monthly dues.

The leading health club
association in Australia is called
the “Network of Fitness Profes-
sional.” The annual convention is
called Network "93 and was held
in November, 1993 on the glori-
ous “Gold Coast.” Over 1200
health club representatives and
aerobic enthusiasts attended this
world class event. The confer-
enceattracted delegates from over
20 countries as well as featuring
top Australian and U. S. present-
ers. The “Network” organization
has recently consummated an ar-
rangement whereby Aussie clubs
can get a special international rate
with LR.S.A. (The Association of
Quality Clubs). Look for a large
group of Aussies to attend the
Reno LR.S.A. Convention in
March.

On the equipment front,
most major U. S. brands of both
strength and cardiovascularequip-
ment are now sold in Australia.

ening
nlzler

Withnew clubsopening constantly
and many clubs undergoing reno-
vations, equipment sales are surg-
ing despite being nearly twice as
expensive as in the U. S. At the
recent Network 93 show, the new
MEDX line was very well re-
ceived. The “Cardio-Theater”
system was showcased on two
booths at the trade show and has
already been installed by many of
the key clubs in Australia. The
just released Tetrix “Bikemax”
also received strong reviews.

(Tony Deleede is origi-
nailyfromAustraliaand now lives
in Atlanta, Georgia. He is the
Founder and Owner of Atlanta-
based Australian Bodyworks, a
chain of 10 clubs. A frequent

speaker in the club indusiry, |

Deleede recently acquired a 50%
stake in the “Cardio Theater”

Company. Deleede filed this re- }
port after a recent visit of wo |
weeks in Australia with fellow §

American club operators, Victor
Brick and Joe Cirulli and Cana-
dian Dave “Patch” Evans.)

hazards

*Consistent employee
professionalism

«Uncover theft or dis-
honest staff

*Improved employee
training

Michael Bare, the Presi-
dent of Club Services, has placed
an experienced club person in
charge of the Club Services Divi-
sion. Jeff Stokes, formerly with
Holiday Health Clubs has been
named as the Vice President of
Operations. When asked about

his club industry background as it
related to his ability to operate
Club Services, Jeff Stokes ex-
plained that as a former Holiday
employee, he was well versed in
how prospectiveclients should not
be treated as well as how they

should be treated. Therefore, the
adaptation to this role was natural
for him. In addition to his six years
with Holiday, Jeff has worked for
other local clubs in the Washington
D. C. Metropolitan area.

In general, CLUB SERV-
ICES provides a winning opportu-
nity for club owners and operators (o
help improve the quality and sound
reputation that you seek for your
club. By rewarding the good em-
ployees and providing the informa-
tion necessary o identify and termi-
nate the bad and dishonest employ-
ees, CLUB SERVICES provides a
new, independent set of eyes and
ears for your operation. When you
consider the things that can go on in
any club, that’s not a bad idea! To
leam more, contact Jeff Stokes at
800-777-6699.




FEBRUARY 1994 -

ANGEL IN AGONY

By Norm Cates, Jr.

’Irnagine going to work
one day in perfect health and ending
up paralyzed, in absolute agony and
unable to walk. That’s what hap-
pened to Bonnie Patrick of Clear-
water, Florida.

Bonnie Patrick isa vibrant,
beautiful tall blonde with blue eyes.
Shenow is the manager of the Health
Club at Stouffer’s World Class
VINOY RESORT in St. Petersburg,
Florida. She is dedicated to health
and fitness and has her own Instruc-
tor and Consumer Education busi-
ness called: “Broadway Bodies In-
terngtional.” Bonnie Patrick has
been through an incredible journey
toreach this point. Thisis her story.

Bonnie was a professional
actress and dancer and was with the

national touring company with the-

Broadway Play-"42nd Street.” The
touring company was in San Fran-
cisco. She loved her work, which
often involved two shows per day.
Plus, she was getting heavily in-
volved in her personal fitness pro-
gram, running the huge San Fran-
cisco hills, often wearing ankle
even do the hill at San Francisco's
Coit Tower twice in one day... a feat
which would be tough for anyone.
She had been dancing for ten years
at the time of her problems.

The “42nd Street Show™
had 13 dances. One day, on the first
dance of the show, Bonnie felt a
sharp pain in her lower back. She
pressed on even though the pain
persisted throughout the show. One

the last dance of the show, one in
which all performers were re-
quired to freeze in place... she
collapsed and fell on top of her
partner, unable to stand. She got
to her feet after the curtain was
pulled and she went home, took
Tylenol and went to bed hoping
that she would be O.K. the next
day. She wasn’t. She woke up
and was unable to move from the
waist down. She contacted Dr.
James Garrick of the St. Francis
Hospital who told her to rest in
bed until the next day to see what
happened. The next day, she was
still unable to move. She con-
tacted the doctorand he told her to
get to the hospital. Her room-
males literally carried herto a taxi
cab in which she rode to see the
doctor. She says the pain was so
bad during the trip that she
screamed all the way. Dr. Garrick
examined her and decided to refer
hertoaspecialist, Dr. Alvin Loosli.
He examined her, did x-raysand a
CAT scan, gave her a cortisone
shot and prescribed muscle relax-
ers. Additional tests confirmed
that she had suffered from two
herniated discs in her spine. The
doctor put her on bed rest with a
lieve the pain. Unbelievable, he
made two house calls per day for
three days! The treatment did no
good so the doctor ordered her to
be hospitalized, this time he put
her into a tractions arrangement
called Gravitational Lumbar
Reduction (GLR).

Her GLR traction treat-
ment lasted for an incredible 10
months! One month in the hospi-

tal and nine months at her
mother’s home in New Jersey
with an average of eight hours
perday of traction. This period of
treatment was incredibly diffi-
cult for one who loved to be fit
and active. Her muscles, espe-
cially in her legs, were shot.
During the nine months of trac-
tion treatment in New Jersey,
Bonnie consulted with five dif-
ferent doctors in New York City.
She was introduced to Dr. Char-
les Goodwin of St. Luke's Hospi-
tal in New York City whose spe-
cialty was to work with injured
pro athletes. Dr. Goodwin rec-
ommended surgery on her spine
and told here she had a 50 - 50
chance of coming out of it well
and healthy. The surgery which
she endured was called a Lumbar
Laminectomy, Duringa five hour
operation at St. Luke’s Roosevelt
Hospital, her V551 disc was re-
moved. Four days after the back
surgery, she sat up in bed. A day
later, she took her first step. After
another week in the hospital, she
began physical therapy treatment.
She had to use a walker to get
around. Walking and doing small
tasks such as carryin

orocences had to b - i

over again. She had physical
therapy sessions 3-4 times per
weekatthe Eastside Sports Medi-
cine Center in New York City.
The physical therapy sessions
lasted for one year withrenowned
therapist Marika Molnar.
Thisexperience notonly
influenced her body, it affected
her mind. During the ordeal, she
sought psychotherapy and was

Patrick

Mom who had moved there.
She gotinonthe ground floor
ofthe Stouffer Corporation’s
$93 million remake of the
VINOY, a 69- year old hotel
property which is on the
National Historic Register.
The Stouffer people have
created afantastic place with
360 luxurious rooms, a golf
course and a health and fit-
ness facility with 20,000
square feet indoors, 16 ten-
nis courts featuring four dif-
ferent surfaces and a beauti-

treated by Dr. Vivian Diller for
two years. The combination of
physical therapy and psychother-
apy provided her with the help she
needed to start her life over and to
launch a new career. The career
that she chose and that she lovesis
fitness... and what a career she is
having!

Her first stepin hercome-
back was lo goto college to find a
program to augment her degree
from the university of Maryland.
She enrolled in the Fitness Spe-
cialist Certification Program al
Marymount Manhattan College.
After graduation from the certifi-
cation program she was invited to
rejoin the “42nd Street” show on
Broadway. She started to dance
again and she started her own
‘personal training business, The
touring company went to Europe
for two years during which she
totally enjoyed Vienna and Paris.
And, she was able to continue her
involvementin fitness through her
personal training business and as
anaerobic and fitness instructor in
Paris,

InMay, 1990, Bonniere-
turned to the U. S. and located in
Clearwater, Florida 1o be near her

ful outdoor pool and deck
area. Bult, serving as manager for
Stouffer’'s VINOY Health Club is
not all that she does! She is on
television locally with Channel 8 of
Tampa, Florida on their noonday
show as the health and fitness guru
and she appears on Fitness Equip-
ment Infomercials on the Home
Shopping Network with a national
audience of 60 million people! But,
wecan't stop here. Inaddition to the
above, she is a consultant and CEU
provider for AFAA and Step Ree-
bok and serves as a consultant for
SLM, INC., of New York City for
the development of fitness products
and toys for children,

The incredible story of
Bonnie Patrick is one which should
motivate all of usand make us thank-

ful for ourhealth! Herc isalady who
2 g

as endured more pain ering
in her short life than most of us will
ever suffer. She has shown that to
keep trying and to never give up is
the answer. She plans 1o use the rest
of her life to teach fitness and health.
And, she wants to be one of those
who elevate the image of the health
and fitness industry by the medical
orientation and quality of her work.
The CLUB INSIDER wishes her the
best.

...Wertheimer

continued from cover

‘When we hire, we look for
individuals who enjoy interacting
with people, who have a positive
selfimage and who are enthusiastic
about coming to work/play with us.
‘We are not concerned about educa-
tion, degrees, experience or even
skills.

2. Training

We share the following
concepts with our staff:

a. All acts are acis of love
or calls for help (love). Thus we ask
them lo see an upset member as
calling for love and respond by lis-
tening, empathizing and caring
rather than seeing it as an attack
which calls for defending and
counter attacking.

b. Always telling the truth
and bending over backwards not to
mislead is a high value for us and
fits in with our concept of the busi-

nessweare in, Aside from the fact
that by telling the truth I feel less
stressed and more positive about
myself, it seems to me that caring
about people means always being
totally honest with them.

c. Right and wrong is
not a relevant consideration. We
donotexplain ordefend ourselves
orattempt to show a member that
he/she is mistaken. Rather our
goal is for them to feel heard,
apprecialed and significant,

EXAMPLE - The facts
are that 1 have just checked the
pool temperature and it is exactly
where we tell the members we
will keep it. A very upset mem-
ber now approaches me having
Jjust gotten out of the pool.

SCENARIO ONE
Member - “What kind of
a blankety-blank club are you
running? The water’s freezing.”
WW - “Hey, I just
checked the temperature and it is

perfect.”

Member - “Don’t tell
me - I was in the waterand it is so
cold that I can’t swim,”

WW - “I'm sorry but
you're wrong - the temperature's
just right.”

Member - “Don’t tell
me whether I'm cold or not; I
can’t swim in it and if I can’t
swim, I'm not paying my dues.”

WW -“I"ve got the ther-
mometer right here; let's go take
the water temperature.

Member - Storming off
angrily “Blank you.”

Conclusion - You were
right and you possibly lost a
member.

SCENARIO TWO
Member - “What kind
of blankety-blank Club are you
running? The water’s freezing.”
WW - “Gee, Burt, I'm
really sorry if the pool is too cold
for you.”

Member - “Well, it is.
How am I supposed to get my
swimming in?"

WW - “I hear you Burt.
If that pool is too cold, there's no
excuse for it.”

Member - Yeah, well
swimming's very important tome,
and I'm not the same person if
can't get my swim in.”

WW -Tknow it Burt,and
Iadmire your dedication and your
commitment to taking care of
yourself.”

Member-*“Yeah, Well...

WW -“Letme getsome-
one on this right away to see if we
can’t do something about this.”

Member - “Oh, well,
don’t bother, Warren, I guess I'm
really not in the mood to swim.

WW - “Burt, I want to
thank you for sharing your feel-
ings with me.”

Member - “Don’'t men-
tion it. Say, have I told you how
great a job you guys do running

this club?’

WW - “Thanks, Burt.”

Member - “Yeah, it is a
terrific club. As amatter of fact, the
dues are kind of low here - isn’t it
time for a dues increase?”

Conclusion - A great con-
nection with a member who now
feels significant. I did not make him
wrong about feeling cold and I did
not compromise my integrity by
lying about the pool temperature.
Would you rather be right or would
you rather be happy?

d. Whenever someone is
upset, they are really upset with
themselves and not with you. They
are in pain and acting out of that
pain. Therefore, there is no need to
blame anyone or to defend yourself
and hopefully, this will make it eas-
ier 1o listen without the feeling you
have done something wrong and
taking the apparent attack person-
ally.

e. We keep our commit-

(See More Wertheimer page 13)
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- LAWSUIT (

The State of Wisconsin
has filed a complaint prepared by
Attorney General James E. Doyle
and Assistant Attorney General,
Mark E. Smith, against VIC
TANNY INTERNATIONAL of
WISCONSIN, INC. and HEALTH
AND TENNIS CORPORATION
OF AMERICA, d/b/a BALLY’S
HEALTH CLUB SERVICES, case
# 94CV0160 dated January 18,
1994, for violation of Wisconsin's
State Laws regulating health clubs.

The complaints states:
“These proceedings are instituted
pursuant to sec. 134.70(15) (a),
Stats., to restrain, by temporary and
permanent injunction, defendants
from conducting business opera-
tions in violation of sec. 134.70,
Stats.. to obtain restitution for per-
sons suffering loss because of vio-
lations of sec. 134.70, Stats.; and to
obtain civil forfeitures from defen-
dants to the State of Wisconsin in
the amount of not less $100 nor
more than $10.000 for each viola-

with the penalty assessment re-
quired by sec. 165.87, Stats.”

The OFFENSES
CHARGED in the complaint are
as follows:

1) Defendants’ solicita-
tion and sales practices are in
violation of the law in that con-
tracts for fitness center services
exceed two yearsinlength, or fail
to specify their contract length.
134.70 (5).

2) Defendants’ sales-
persons describe fitness center
contract lengths as 3 year or 36-
month contracts while also tak-
ing the contractual position that
said contracts are one month con-
tracts, thereby engaging in de-
ceptive ormisleading representa-
tions. 134.70 (14) (a).

3) Defendants’ solicita-
tion or sales practices have repre-
sented to customers that renewal
rates or monthly dues for fitness
center services will not increase
in the future, and later defendants

*PAGE7

renewal or monthly dues must be
paid in order to renew member-
ships, thereby making false, mis-
leading or deceptive representa-
tions, in violation of sec. 134.70
(14) (a), Stats., and thereby failing
to perform in accordance with
contractual provisions providing
for a fixed renewal or dues rate as
required by said contracts.

The DEMAND FOR
RELIEF sought by the State of
Wisconsin is as follows:

1) That a temporary and
permanent injunction be issued to
enjoin defendants from conduct-
ing business operations, in viola-
tion of sec. 134.70 (5) and (14),
Stats., and to enjoin defendants
from enforcing contracts which
violate said statute.

+This would stop Bally
from selling for more than two
years and would void many of
their contracts which probably al-
ready have been sold to finance

THE MONTH -

companies for up front cash.

2) The court award civil
forfeitures (o the State of Wisconsin
in the amount of not less than $100
nor more than $10,000 for each vio-
lation of sec. 134.70, Stats., together
with the penalty assessment required
by sec. 165.87, Stats.

3) The court award restitu-
tion to any fitness center member or
solicited suffering loss because of
violations of sec. 134.70, Stats.

Last month, The CLUB

(See Lawsuit of Month page 15)

LAWSUITS FACTS

Source: The American Institute of Certified Public Accountants
SMALL BUSINESS LAWSUITS: Overall exposure to legal liability during the past five years.
Increased - 57.0%: Remained The Same - 35.0%; Decreased - 4.2%; Don't Know - 3.8%

SOURCES OF GREATEST EXPOSURE TO LEGAL LIABILITY:
Contract Managers - 28.3%:; Personal Injury Claims - 22.6%; Product Liability - 21.2%:
Employment Claims - 12.8%; Malpractice - 9.3%; Other - 5.8%
STEPS TAKEN IN RESPONSE TO LITIGIOUS ENVIRONMENT:
Increased Selling Prices - 50.8%; Dropped Product/Service Lines - 23.8%:
Terminated Employees - 19.0%; Withheld New Products - 11.1%; Enacted Safety Programs - 6.3%:
Closed Facilities/Office - 4.8%; Rigorously Screened Contract - 4.8%;
Expanded Research/Testing - 4.8%; Ended Research Programs - 1.6%; Other - 14.3%
Note: Respondents were asked to select all that apply.
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- 1981 4 additional racquetball room. Went “in-house”  they all had to pull together in 1986
Mﬂre Red Lerﬂle RED LERILLE’'S HEALTH courts and aerobic with the computer when the oil based ecoiomy dropped
continied from page 4 AND RACQUET CLUB EX- exercise room were built. system. Resurfaced the dramatically in Louisiana in 1986
1984/85 two W%g}gg_ *'ch‘ Red’s club 1o losc |
basketball cun R onverted at aracquetball IS in ONc year.
receive several hundredstitcheson 1963 Red Lerille opened Red jogging track, 3.500 court {0 New Youth Intheearly 1980°s Red was
his face and head. Through all of Lerille’s Health Club on square feet of additional Training upstairs and expanding hisclubextensively. With
that, Red missed only two days of Johnston Street in gym space, aerobic co-ed free weights the addition of new facilities and
work and two workouts! When Lafayette, Louisiana. exercise area, expansion downstairs. Expanded  servicescame management tasksand
Red decided to install a gym for 1965 4,000 square foot health of men’s and women's Women's Gym. challenges that Red had not experi-
kids aged 9 1o 14, he had specially club was constructed at locker room, children’s Refurbished the bar, enced before. Red came to realize
sized weight machines made up by 301 Doucet Road and swimming pool, nursery, Resurfaced 3 outdoor that he had to do something about his
his friends down the road at Body- moved to that location. accounting office and courts. club’s management structure, be-
master. Red predicts that weight 1968 A health food store, new lobby were added.  1993/94 Converted racquetball  cause everything always seemed to
training will be the single largest Snack Bar and small 1986  Converted two racquet court to expanded free  come back to him and him alone. He
draw for clubs in the 1990's. His vinyl swimming pool ball courts to men’s free weight area downstairs  wisely came to realize that his man-
weight training areas total close to were added. The health weight area and and expanded cardio- agement structure, simply no longer
20,000 square feet currently, so he food store and snack bar expanded women’s vascularequipmentarea  could cope with the new and expan-
is well prepared for the future. Red were leased and work-out area. upstaira. Purchased sive management challenges his
at age 59 is in incredible physical operated by Boyer Coe. 1987  Converted racquetball adjoining land for rapidly growing club was present-
condition... testimony to his life- 1973 3 indoor tennis courts, 2 court to additional men’s addition of four more ing. He sought a way to modify his
style. He demonstrated how strong racquetball courts and free weight area. Tennis tennis courts; management structure so that the
he actually is by lifting himself the Pro Shop were added. cabana built. load would be spread amongst his
intoarigid handstand on top of two The name was changed 1988  Converted racquetball RED LERILLE’S top people. Instead of a vertical flow
handgrip devices attached to metal to Red Lerille’s Health court to men's workout MANAGEMENT TEAM of decisions and communication
poles. (See page 16 photo.) In and Racquet Club. area. Constructed cardio which always ended up with him in-
1987, Red was named by IRSA, 1975 6 outdoor tennis courts equipment room., Red Lerille’s Club is volved, Redsoughtahorizontal struc-
The Association of Quality clubs and two more racquet Refurbished the nursery.  managed and operated by a team  ture which would place the burden
asthe Person of the Year. This was ball courts were added.  1989/90 Added alarge numberof ofkey people who have beenwith  andthe authority on hiskey people to
just one of many awards and hon- A permanent swimming new bodybuildingpieces  the club for a long time. Theroll make the necessary decisions to
ors that he has earned. pool and lounge were to the men and women’s  call for this team in terms of the operate their departments without
Connie Tomino, one of built, weight rooms and new  number of years of experience always involving him. This portion
Red’s five top managers, hassum- 1978 4 lighted outdoor tennis cardio equipment to the  theyhave had togetherand theac-  of the case study involvesRed’s Man-
marized the philosophy of Red courts, four racquetball cardio equipment room. complishments they have agement Team and begins with an
Lerille and his organization in a courts, additional gym Added graphics to the achieved is amazing. There are interview with Dr, Michael Berard, a
simple statement. Red Lerille and space and separate carpet. Resurfacedthe 13 employees which have nineor  Clinical Psychologist, who assisted
his team live by this concept... it is women's locker and pool deck and outdoor ~ more years with Red’s with the Red with his Management.
not new... it is as old as time. workout areas were built. track. Addedanover  average tenure of each being 18.7
1980 6 outdoor tennis courts, hang providing shade to  years. Red’s Senior Management Dr. Michael Berard
“TREAT PEOPLE THE 3,000 square feet of the pool cabana. Team has 31, 26, 21, 19 and 19
WAYTHAT YOUWOQULDLIKE additional gym space, Introduced STEP years respectively. This team of In February, 1981, Red
TOBETREATED(OR BETTER) outdoor jogging track aerobics. people has weathered significant  went to one of his members of many
AND EVERYTHING ELSE and junior Olympicsize 1991  Added 12 treadmills to  interactive growing pains during  years, Dr. Michael Berard who is a
WILL TAKECAREOFITSELF." pool were added. the cardio-equipment Red’s major expansion years and (See More Red Lerille page 10)
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How To Close A Club Successtully

By Ken Estridge
President, Joy of Movement

On Saturday evening,
March 23, 1991, I changed the
locks on the doors of all my fitness
centersand closed and locked them
for the last time. In oneact, Iended
17 1/2 years of my life’s work in a
painful defeat that catapulted me
form a net worth just a few years
earlier of over $3 million into
corporate and personal bankruptcy.
This act not only wiped me out
financially, it destroyed my repu-
tation which I had carefully built
over the years as a leader in the
dance and fitness field in Boston
and New York.

While it may have ap-
peared to my members and to the
public that I had callously shut the
doors and walked away with the
cash and to other club owners in
the area that I had acted without
regard for the impaci closing my
clubs would have on their busi-
ness, nothing could be further from
th{: truth. Closmg rnarkexl the

t'ought overtheprekus lwoyears

During those two years, [
borrowed heavily from my friends
and relatives to invest in my clubs.
I borrowed $105,000 from my
mother, $100,000 from my uncle
and $225,000 from my best friend.
1 had pledged my car as collateral
forloans. In 1988, I had increased
the mortgage on my Cambridge
building by $400,000 to finance
the construction and equipment of
my Copley Square Fitness Center
and in 1990, Irefinanced the build-
ing again to provide additional
working capital. Now, with $1.2
million in loans outstanding, the
bank wouldn’t lend me any more
money.

I had aggressively ex-
panded throughout the 1980's. 1
reinvested every dollar that we
earmned plus as much as I could
borrow. My business had grown
from §1 million in sales to $3.7
million. My expansion had in-
cluded opening two clubs in New
York and a new club in Boston's
Copley Square. During the years
from 1984 to 1990, Tinvested over
$1 million in facilities and equip-
ment. Throughout most of these
years, | enjoyed great financial
success and lived accordingly.
Then in early 1989, my business
began to godownhill dramatically.
With this decline came huge oper-
ating losses.

At the time, I attributed
our decline primarily to increased
competition and a bad economy.
With hindsight, it was also due to
many of the decisions I had made in
the process of growing my busi-
ness, which proved to be wrong
moves in the long term.

I had stayed with prepaid
annual dues when the industry was
switching to initiation fees and
monthly dues. We stayed with this
membership structure primarily
because we needed cash to finance
our growth and couldn’t afford the
loss of revenue that switching to
monthly dues would have entailed.
Also we catered to students and
young professionals who moved
often. Given the high cost of ob-
taining new members, we wanted

 their firm commitment for at leasta

year’s membership.

I believed that in order to
compete effectively with the big
chains that were entering the mar-
ket, we needed many clubs to share
and strengthen our advertising. |
decided to build many small clubs
(6,000 sq. ft. to 15,000 sq. ft.) in-
stead of growing one large full
service club for several reasons:

velop a concepl that I oou!d fran-

chise nationwide. (2) I considered
Joy of Movement to be a niche
playercatering primarily to women
and to aerobics enthusiasts ages 18
- 35. Our members didn’t demand
posh locker-room facilites, pools
or racquet sports. They primarily
wanted the best teachers and great
studios at an affordable price. 1
underestimated the attraction that
multisport facilities would have for
our members. (3) I never had the
capital to build a single major full
service club and [ had many good
locations at attractiverents, none of
which had room for expansion.

I invested heavily in ad-
vertising to get new members, in-
stead of employing more staff to
provide better customer service. |
never developed a customer reten-
tion staff or procedure for “closing
the back door.” Although I im-
proved our facilities and equipment
over time, I didn’t allocate suffi-
cient funds to keep our facilities
and equipment competitive with
the new clubs that were being built
nearby, thus giving them a com-
petitive edge. I permitted my wife,
who was VP of Sales and Opera-
tions, to foster a culture that re-
warded sales, more than service
excellence. She believed that there
was an endless pool of potential
new members and that existing
members were likely to drop out

regardless of what we did to keep
them. Her approach to sales and
management came from her
years of experience with health
spas such as Gloria Stevens and
Woman's World, which had long
since gone out of business. But
instead of insisting on a service
oriented culture, I gavein to what
had worked for her in the past
and what was producing imme-
diate cash flow for our company.

Ultimately, as compe-
titionincreased, members left our
clubs for newer, bigger, better
equipped clubs that offered bet-
ter facilities and better service at
alower price. Once we began to
lose our members, it was very
hard to stem the tide of losses.
Our advertising dollars fell on
deaf ears.

There were also
changes in the marketplace that I
failed to respond to. In 1988, the
trend switched from high impact
aerobics to low impact aerobics.
Members were demanding
Lifecycles, Stairmasters and
treadmills instead of more aero-
bic classes. In 1989, all the
womz:n s magazines were fea-
B Iew wm-kou|> lhall in-_

lus or aerobics classcs

A WorldGymequipped
withlots of cardiovascularequip-
ment and tons of free weights
opened next door to may New
York Joy of Movement. I had no
room for more equipment or free
weights without removing my
aerobic and dance studios on
which I had built my reputation.
1 had a big investment in Nauti-
lus equipment that I did not want
toabandon. Instead of changing
with the times and filling a studio
with free weights and cardiovas-
cular equipment, I stayed with
what had worked in the past and
lost members to my new com-
petitor. Sales declined by 25%.
Thisloss of sales resulted in New
York going from being a profit-
able club to one which broke
even, but contributed nothing to
central overhead. I responded by
adding a professional dance pro-
gram during the daytime hours
which generated good revenue,
but it never replaced the profits I
had lost.

In 1989 I had leased a
new facility inNew York on Park
Avenue in which construction
costs had run way over budget.
With all the problems that were
draining my cash, I was never
able to complete the planned
construction and ended up clos-
ing the club in 1990 before it was

ever complete or fully equipped. 1
had sold memberships to this club
and was partially open for classes
during construction. Fortunately, I
was able to move most of the
members to other clubs or our
downtown club. The rest were
given refunds. The closing of this
club hurt morale and reputation of
my other New York Club and se-
verely affected our business. Sales
were off by 50% in the downtown
club the month after we closed Park
Avenue.

In Boston, my Kenmore
Square Fitness Center had always
been my most profitable facility.
At its peak it had grossed $932,000
in 8,000 sq. ft. and eammed over
$300,000 pre-tax. During the years
from 1988 to 1990 it declined by
46% to around $500,000. At this
level, it barely broke even and
contributed nothing to central over-
head. Some of this loss was attrib-
utable to the opening of our new
Joy of Movementin Copley Square,
about 1/2 mile away, in 1988.
Copley was a higher priced facility
that had been designed to catertoa
more upscale, affluent clientele
(Yuppies vs. students). However,
becauscitoffered many of the same.
classes and teachers in a more at-
tractive facility, it drew some
members away from Kenmore.

Kenmore's woes were
compounded by the opening of a
Gold’s Gym two blocks away and
Healthworks 6 blocks away (a
beautiful facility for women only.)
My clientele had been 85% female.
Both of these clubs were bigger,
better equipped, newer and less ex-
pensive than my club. I was faced
with the problem of selling a mem-
bership to my 8,000 sq. ft. club
which was built and equipped in
1982 and which had previously been
priced $549/year (o consumers who
now had a choice of joining a brand
new, fully equipped 18,000 sq. ft.
Gold’s Gym for $25/month withno
initiation fee or an 18,000 sq. ft.
Healthworks for $44/month with
no initiation fee. To make matters
worse for Kenmore, The Allston
Squash Club had created a very
large aerobic studio with a much
bigger capacity than my studio and
were outbidding me for the city’s
best aerobics teachers. Teachers
who had worked for me for $20 or
$25 per class were now able to eam
$50 - $75 per class teaching for
them. Because my teachers were
all independent contractors, I soon
found many of my best teachers -
teaching for the competition. 1
ended up dropping prices from $549
to $299 and still lost members to
my competition. My sales declined

and my profits disappeared!

My Cambridge Dance and
Fitness Center had lost about 10%
of its business to Bally’s Holiday
Health which opened a bigger,
better equipped club with much
fanfare, heavy TV advertising and
very low price promotions. We
had also lost business to a new
fitness center in Kendall Square
and to the Y.M.C.A. which went
through a $1 million renovation.
My rent was dramatically higher
because 1 had borrowed money
against my Cambridge building to
build Copley Square, Park Avenue
and Newton. The combination of
higher rent and lower sales made
Cambridge unprofitable.

My Watertown facility
had lost business to The Mount
Aubum Club and to World Gym.
Its sales had declined by 17% while
the rent had been doubled by the
landlord. My Wellesley Fitness
Center had been pushed into the red
by a landlord who between 1982
and 1989 had increased my rent
from $57,000 to $157,000 when
my sales in that club were less than
$400,000 per year.

All told, T was fighting
losing bautles everywhere and my
resources were rapidly being ex-
hausted. With New York and
Kenmore no longer supporting
central overhead, there were no
funds to support me, my wife, my
controller, my ‘bookkeeper, my
secrelary, elc...

I tried everything to re-
verse declining sales and earnings.
Tincreased advertising and ran price
promotions. Iadded new programs.
I borrowed money to add new
equipment and install belter aero-
bic floors and sound systems. |
reduced central staff expense to the
minimum,eventothe point of doing
allthe bookkeeping myself, Ielimi-
nated the controller, the book-
keeper, the secretary, the fitness
director, the director of public rela-
tions, the director of franchising,
efc... Club operating expenses were
also trimmed to the minimum. 1
reduced payroll, cleaning, repairs,
maintenance and use of supplies. I
placed a freeze on all wages.
Despite my best efforts, I kept
showing losses.

The straw that broke the
camel’s back was when I tried to
become more competitive in 1989
by combining my Watertown and
Wellesley clubs into a new 16,500
sq. ft. club to be opened in Newton
in January 1990. This facility was
well located midway between
Watertown and Wellesley and less
than 3 miles from each. I hired top

(See Ken Estridge page 9)
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notch architects and drew up plans
to make this our best facility and a
showcase for our franchising ef-
forts.

I negotiated a 14-year
lease with the Newton landlord
who, in exchange for a $90,000
letter of credit from me, agreed to
put up $340,000 for construction
that would be amortized over the
first 8 years of my lease, He prom-
ised to have me open for business
by January 2, 1990 and I gave
noticetomy Watertown and Welle-
sley members that we were closing
those facilities and moving to
Newton.

He succeeded in doing a
little of the anticipated work and
opening one studio plus a small
weight room and some bathrooms;
however, the facility was not ready
foroccupancy as promised in Janu-
ary. The landlord ran into prob-
lems with the Building Department
which stated that the building,
which was a large two story brick
and beam mill building, needed to
be subdivided into two smaller
buildings for fire reasons. We also
ing capacity and occupancy limita-
tions. The landlord had promised
me the use of all the parking spaces
after 5 p.m., reserving a portion of
the spaces for office tenants prior
to 5 p.m. The City said that this
was illegal and that we couldn’t
share the parking facility. They
didn’t want to give me the occu-
pancy capacity promised by the
landlord in my lease and required
by my operation.

These problems were the
beginning of a nightmare because
my landlord did not own the build-
ing. He was a subtenant of the
previous tenant who in turn had a
lease with a landlord in California.
That made me a sub-sub tenant
who now required approval of the
sub-tenant, the tenant and the owner
of the building to make dramatic
structural changes. After months
of negotiating, I got permission to
do the required construction based
upon my commitment to restore
the building to its original condi-
tion at the end of my lease. By the
time we calculated the new cost of
construction, itexceeded $600,000.
The Newton landlord refused to
build the club unless I put up
$260,000 towards construction
which I didn’t have and couldn’t
borrow. We tried for several
months to negotiate a resolution to
our conflict. We were unsuccess-
ful and ended up in litigation.

I found myself embroiled

in a no-win law suit with my
Newton landlord over construc-
tion which cost me $57,000 in
legal fees and dragged on for over
ayear. I had sold memberships to
Wellesley and Watertown in 1989
before I moved to Newton, and in
1990, I was selling memberships
for the new club in Newton after
our opening there on the expecta-
tion that the facility would soon
be complete. Because of con-
struction delays and incomplete
facilities to offer, Newton sales
were disappointing. Many of the
over 1500 members from Water-
town and Wellesley were furious
and demanded their money back.
Although many refunds were
given, 1 didn’t have sufficient
funds to give money to all the
members who requested refunds.
This resulted in numerous com-
plainis to the Attorney General,
who in turn put pressure on me.

I couldn’t retreat to
Wellesley because I had already
given notice to my Wellesley
landlord of my intention to vacate
my existing facility and terminate
my lease with him. He decided to
go into competition with me and
offered all my teachers raises if
they agreed to stay and work for
him. Many teachers, including
offer. He then turned to my
members and said get your money
back from Joy of Movement and
pay me if you want to continue
using the Wellesley facility and
taking class with your favorite
teachers.

I reopened Watertown
onalimited basis butall the equip-
ment and classes had been moved
to Newton which was operating
out of 4,000 sq. ft. of our antici-
pated 16,500 sq. ft. Watertown
had never had locker rooms or
showers and did not appeal to the
more affluent members who we
had moved from Wellesley. Now,
without any equipment, Water-
town didn't offer a full service
facility. 1 had to pay rent for
Watertown, and give refunds to
Wellesley members, while fight-
ing the battle in Newton.

For 8 months before
closing, I worked without salary
and lived off savings and bor-
rowed funds. When I told my
wife that I wanted to borrow
money against our house (in which
we still had over $380,000 of
equily) to save our business, she
refused and filed for divorce. She
put liens on all of our collective
assets (2 houses, 3 cars, boat, in-
vestment real estate, efc... as well
as all of my fitness centers so that
now I couldn’t sell them without
removing the lien). She then bad
mouthed metoanyone who would

listen, including many of my staff,
blaming me for all the problems
the company washaving. This was
the final blow. I was now all alone
in my efforts to save the business.

I advertised for business
partners, continued to try to bor-
row money and then tried to find a
buyer the business. Bul no one
wanted to buy a club that was los-
ing money in a hightly competitive
environment with a bad economy.
Especially, one plagued by numer-
ousrequests for consumer refunds.
I ran a “two for one” promotional
sale in February asIhad done every
year before, but if failed to raise
enough money to keep the busi-
ness going. Up lo the last day, I
believed that I would find a buyer
or a new source of capital to keep
going. Three days before I closed,
I deposited $37,000, all the money
I had, into the business 10 cover
payroll taxes and payroll, only have
it seized by the bank to cover credit
card refund requests which were
coming in about as fast as new
sales. The day before [ closed, the
bank notified me that I could no
longer deposit Master Card or Visa
sales into the bank because of the
numerous refund requests and the
New York Attomney General said |
couldn’t sell memberships formore

refunds with the State of New York.
I found myself without any per-
sonal or corporate funds. My best
efforts to save the clubs had failed.

Isoughtbankruptcy coun-
sel and they said to close the clubs
immediately to avoid consumer
fraud for misrepresenting (0 new
members ourability todeliver serv-
ices. I closed the clubs on Saturday
evening and the world exploded
with criticism. How could I have
sold memberships the day before?
How could I have run a sale toraise
money? How could I not have
known that the business would
close? I had lost everything and in
everyone's view, I was the bad
guy!

Reflecting back, there
weremany thingsIcould have done
differently if I had seen the picture
more clearly. Perhaps the most
important thing would have been
toadmitmuch earlier, that I couldn’t
save the business and plan for its
closing, instead of charging fear-
lessly ahead and running into a
wall.

If any of you who read
this article were injured by the
closing of my clubs, I offer you my
sincere apology. It was never my
intent to cause injury to my mem-
bers orthe club industry, but rather,
it was always my intent to survive
and tocontinue to provide the serv-
ices promised to my members.

Tloved both dance and fit-

100 unless I posted bond for

ness and had pioneered many of
its developments in Boston. 1de-
veloped the first club in Boston
that offered aerobics and Nauti-
lus in the same facility. I intro-
duced aerobics classes to many of
the racquetball and tennis clubs in
the area including Cederdale,
Boston Athletic Club and Welle-
sley Racquet Club. They all
subscequently became multisport
facilities. [ lectured at IRSA on
aerobic programming and how to
maximize retumn per square foot
in your club. I provided sugges-
tions for introducing variety in
club programming. I brought
social and artistic dance to multis-
portclubs. In some ways I helped
tobuild my ultimate competition.
I created fitness programs for
many companies in the Boston
area including Arthur D. Liutle,
American Science and Engineer-
ing, Bank of Boston, IBM, Polar-
oid and many or the large Harvard
affiliated hospitals,

My successes over the
years had been great. I developed
five clubs in Boston and two in
New York. Sales exceeded $3.7
million. They were the only clubs
to offer dance and fitness classes
plus fully equipped workout
rooms. | had received the Key to

the City of Boston and the decla- .

ration of Joy of Movement Day in
Boston by Mayor Kevin White,
for our contributions to Boston's
cultural community. 1 received
two Best of Boston Awards from
Boston Magazine for the best
Disco classes in 1979 and best
aerobics classes in 1984. T was
elected Business Man of the Year
by the Central Square Business
Men's Association for bringing
in the most business from outside
of Cambridge into Central Square.
I created the Dance Umbrella, a
non-profit dance production or-
ganization whichbecame the larg-
est producer of dance events in
New England. It still exists today
and receives substantial funding
from the National Endowment for
the Arts and the Massachusetts
council on the Arts. Iserved asa
member of the Cambridge Arts
Council. I had been a guest on
numerous television show. Many
articles were published praising
the quality and variety of our
program offerings and our contri-
butions to the communities in
which we existed. I was one of
the original founders of Workout
Plus, a large health club in
Dedham, which won a Best of
Boston Award in 1993.

Despite all this activity,
closing my clubs attracted more
press and media attention that all
my best efforts to generate pub-
licity over 17 years combined,

and it was brutal! I had suddenly
gone from hero to villain, star to
disaster. I was on the front page of
the Boston Globe business section
and the front cover of Boston Maga-
zine, not Lo mention every majar TV
news channel and National Public
Radio, and several New York news-
papers. | hadn’t just closed. I was
like a passenger train that had crashed
at full speed into a wall of stone
killing thousands of people. Thou-
sands of members were furious. The
staff was outraged and didn’t under-
stand. I couldn’t have closed in a
worse way. Three days later, the
Attorney General in Boston filed a
class action lawsuit against me and
all my clubs for $1.4 million in
consumer damages. This lawsuil
tied up every asset in my possession
and forced me into personal bank-
ruplcy.

I have often asked myself
how did I let things get to the point
where I had no other choices. What
could I have done differently? Why
did things end up so badly? What
advice would I give someone if they
asked me what they should do with
aclubthatis in trouble? This article
is for all of you who have ever faced
or will ever face this painful deci-
sion. Thope it saves you some of the
pain I experienced.

5

Fromss boaes

NEED A PLAN

The first and most impor-
tantconclusion | have to share is that
I didn’t plan on failing, It has been
said that if you fail to plan, you plan
to fail. Well, I failed to plan because
I deeply believed that I could save
my clubs. 1 never believed that I
would be forced toclose until I found
myself with absolutely no operating
cash. Weeks before closing [ was
searching for additional investment
capital from every source I knew. I
had just run a *2 for 1" membership
special to raise money from my
members. I had closed two of my
clubs in February, 1991, hoping to
keep the other four alive. Once you
close one club in a chain, you shake
the confidence of both consumers
and staff. Consumer confidence is
won slowly over a long period of
time. It is lost very quickly when
you close a single club and is very
difficult to regain once it is lost.

So, here is some planning

advice:
(1) AVOID A SURPRISE
CLOSING!
Plan to close as far in ad-
vance as possible so that you can
minimize the shock to your mem-
bers and staff. Before you close
your members are an asset. Once
you close they become a liability.

(See More Estridge page 14)
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local psychologist. Red explained
his dilemma to Dr. Berard who
agreed to help Red and his organi-
zation. While I was in Lafayette
conducting my research for this
case study, Dr. Berard shared that
experience with me. In an inter-
view of about 45 minutes, Dr.
Berard provided me with informa-
tion which I believe can be very
valuable to anyone in the club
business. 1 have decided to tran-
scribe that interview word-for-
word because of the potential value
to you and so that I would be sure
of communicating all of what he
had to say.

CLUB CASE STUDY
INTERVIEW WITH
DR. MICHAEL BERARD,
CLINICAL PSYCHOLOGIST

Q. Dr. Berard would youex-
plain your field of psychology so
that our readers will have a feel for
what you do?

A. I'm a clinical psycholo-
gist. It's sort of a twist from what
normally occurs in organizations
whereb)r mdusmal p-iychnloglsiq

asked me lo become involved in
helping them because of our rela-
tionship that extends back to the
late sixties. I've been a member
since the very early days. In fact,
I was actually part of the growth
process from moving from one
structure (o next structure and
witnessed the unfolding of this fa-
cility that we utilize today. It's
beautiful.

Q. Whendid youbecomein-
volved onaconsultation basis with
Red’s?

A. I became involved as an
advisor for Red's in February,
1981. 1 worked with them a little
overtwo years-maybe 2 1/2 years,
We began in dealing with simple
management concepls such as
identifying the mission of this
organization. A mission statement
needed to be formulated and I think
Red formulated the mission state-
ment after receiving input from
mostof, if notall of the employees.

Q. ‘What Happened after the
Mission Statement?

Al Subsequent to the mis-
sion statement, we devised an or-
ganizational structure involving the
particular departments with spe-
cialized duties and functions with
employees meeting acertain set of

criteria in accordance with job de-
scriptions. All of those employees
including the top management
people of this organization needed
to be educated about this entire
management process. And, after
this was done, we also devised a
personnel performance evaluation
format where employees were
evaluated at different stages of that
growth within the organization.
These evaluation forms were based
on identified behavior. We tried to
leave out all attitudes and feelings
when evaluating an employee.
While all of this training and devel-
opment was going on, we were also
involved in (they didn’t realize it at
that time) support group therapy. 1
didn’t perceive that would happen
initially, but there were a lot of
fixed ideas about what this organi-
zation was supposed to produce and
how the individuals were going to
fit into the organization. We were
simply dealing with what we re-
ferred 1o as “the human factor” in
organizational structure because
what happens in organization struc-
ture, many times people are focused
onconcrele issues and are notreally
sensitive o employee needs. The
problems that already existed in
making the transition with the or-
ganization and getting involved in
lhcse group sessions hcgm 10 sur-

1hat initially if you or I were told
that we are going to meet with Dr.
Berardand he’saclinical psycholo-
gist and uses psychopathology...
well, we'd hit a brick wall. The
resistance would be incredible. We
had some real sensitive sessions
where people would cry and it was
done in a very beautiful - humanis-
tic fashion through the use of inter-
personal therapy techniques break-
ing down those walls... these barri-
ers that build resistance... keeping
people from growing, thus inhibits
the growth of the organization;
therefore, in essence, never meet-
ing the mission statement of that
organization.

ORGANIZATIONS ARE
MADE OF PEOPLE

Organizationsare made of
people... unless you really under-
stand the people that you are work-
ing with, at least on a personal-
social-interpersonal level, people
develop some type of distrust... and
they get somewhat paranoid. There-
fore, those ideas, although they are
probably not real, are the basis of
their judgment and their decisions
within these organizational posi-
tions. When one makes a decision
based on that type of thinking, one
is not utilizing appropriate judg-
ment. And, of course, when [ begin
the day's work with some hidden

agenda aboul people I work
with, I am going to not only
effect the people I work with
in terms of systems analysis,
I'm going to effect the client...
the reason for my job, in this
case... the club member. We
were witness al times to some
erratic mood swings where
people were slightly irritable
and I could see it because I
was amember too. So, I could
see what was going on and |
could witness the non-verbal
behavior... how they commu-
nicated to members and to
other employees, so it was a
phenomenon. When we would
have our meetings, we began
to get into this. Once a week
for the educational part and
then as time went on, we put
the organization teaching thing
aside because that was simply
learned and we dealtmore with
the interpersonal human fac-
tor of the personalities of the
organization. That’s the key.
The human factorin organiza-
tions is the key in the success
of people arriving at the mis-
sion statement set forth by the
administrative personnel.
Averyimportant by-
product involved setting in
placc mamgerncnl meclmgs

w1|l1 perle under lhcxr super—
vision. At the time when we
began to meet and discuss all
these principals and the hu-
man factors, there were a lot
of changes going on. And,
change threatens people in
many areas. And the way that
one encounters the fear is
through knowledge. so assoon
as information is received
about achange, it's important
for the organization to disclose
that information in order to
deal with the human factor.
People were resistive... they
resisted change of their job
description... they resisted
simply knowing they were
going to be evaluated accord-
ing to a specific criteria. It
was totally foreign to every-
one. There was attrition due
to this process, but I think the
attrition was part of a neces-
sary ouicome. The people and
the positions that were unable
to be flexible and to shift in
order to grow would have been
in (oo much emotional pain.
They made the decision to
resign. It was kind of a Mom
and Pop type of organization
and there wasalot of intimacy
on a social level that was es-
tablished which really bonded
people as people. But, when
the organization began to
expand and decisions had to

L
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' TREADMILL UPDATE

We mailed a 21 question survey on TREADMILLS for our
independent panel of club professionals to complete and to date we have
received approximately 30% of those surveys back. We decided to delay
the report until the March Edition of The CLUB INSIDER News so that
the report will have more data and therefore will be more meaningful. We
thank each of our independent panelists who have already sent in their
survey and remind those who have not to please send or fax the survey as
follows: FAX 1-404-933-9698 or mail to CLUB INSIDER News, P, O,
Box 671443, Marietta, GA 30067-0025.

Also, in case you didn’t notice it, there will be a TREADMILL
MANUFACTURERS FORUM at the IRSA Reno Convention on Friday,
March 25, 1994 from 10:45 a.m. to 12 Noon. We will provide more
details on that Forum in the March Edition along with the survey results.

be made in order to grow with what
had to be done, those bonds began to
be threatened. And, that’s why some
people did not perceive that the bonds
might still exist but in a different
form. In order to be pant of the
system, one would have to shift and
be flexible and move from point A to
point B. They were so threatened
about the bonding issue not persist-
ing, that they decided to take an exit.
There was territoriality... and alot of
ithad todo with alack of knowledge,
so once everybody began to realize
what in fact we wereattempting todo
and how they were going to be more
a part of this system than ever, then
the resistance began to disolve.
Initially, in order to shift

.. from a lotally unorganized sysicm lo. .

a management oriented system, the
charge was very concrete and spe-

cific and sort of inflexible. In other
words, this is what we have todoand
we need to do this, meaning A, B &
C. We're not talking about A+ or A-
. we need to do A... so they can
undersiand ahd have some direction
and have something to hold onto, In
so doing, we became very technical
- even (o the point where we used
instruments to screen applicants for
new positions. The instruments were
basically simple instruments that pro-
vided information about personality
patterns. Forexample, if someone is
anextrovert - loves to be with people
- and wants a job in the accounting
section - you see what I mean, you try
to fit the person to the job descrip-
tion. The scientifically based to help
them make the choice. So, from the
beginning, the new employee com-
ing into the system is being trained
with a new orientation that this is an
organization. These people will do
A, B and C before I get employed.
And, once I get into this position, 1
have a job description. And my per-
formance is measured in these time
frames (3 months - 6 months) ac-
cording to observable behavior pat-
terns set forth on a form. These
form... these guidelines are very
specific, What I think was very won-
derful for everybody is that they
participated from the get-go... par-
ticipatory management techniquesis
what I was utilizing. They devised...

they concontributed... they finalized
the job descriptions, so the more you
work, the more you end up taking
ownership and being responsible and
the more you are going to comply.
So, with that type of process going
on they had an instrument, they had
a guideline that they could go to
which would relieve the pressure
from them on a personal level to
make a decision about someone else
that they might have a personal rela-
tionship with and a bonding that was
beyond just simply employee-em-
ployce dynamics. (Example: T'm
sorry Tom, 1like you as a person...
we've been friends for 20 years, but
this is the criteria. You have to work
these hours and this is the job de-
_scription and this is whalt we mcas-
urc.)

Once we began to work
through this and work through the
resistance... this is where the sensi-
tivity issues came about. It was not
easy... and it took a lot of time and
effort. People were very emotional.

Q. Once you would have a
very emotional session, would these
emotions carry over and linger fora
long while?

A, The clinical raining that 1
had assisted the process of recovery
before the end of the very emotional
sessions. They would be given some
homework assignments to give them
something concrete so they would
not dwell on the obsession. I'm very
careful about what goes on. I main-
tain a sense of dealing with impor-
tant issues as it relates to what the
mission stalement identifies. It was
wonderful.

(Editor’s note: Oursincere
thanks to Dr. Michael Berard for
taking the time out of his busy day to
sit down for this interview.)

Each of Red’s five key
managers has at least 19 years with
Red. ThekeytoRed'ssuccess seems
to be in how he has treated his em-
ployees and his members and these
interviews with Red’s key players
help illustrate that point.

(See More Red Lerille page 11)
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GARLAND BARRAS

Garland Barras has been
employed by Red's since 1963. He
has been with Red since he first
opened, first as a member for six
months and then ever since then
over the last 30+ years. Garland is
in charge of facility operations in
this awesome club. Before coming
on board with Red's, Garland was
an X-Ray technician. He came
froma very structured working en-
vironment, having worked in a
clinic with 40 doctors. Policies
wereinplace. What you were todo
was set for you. He says: “When I
came to Red's, my job was sort of
the opposite of the clinic. Even
after Dr. Berard, I was still kind of
lost. 1didn’t know to what extent
I could take the responsibilities.
Until one day I woke up and said
this is what you have to do. I
started with Red asabody builder...
my only concern then was how to
get big muscles. Iknow I'had a job
todo, I just wasn't sure what it was,
So, you may wonder, how did we
leamn how to do what we do... Red.
by cxample wlll gel Ihe glsi of

. m‘ound hlm and from day 10 day

dealings with the club is how I
leamed how to do what I do. Dr.
Berard is when we first began to
gel job descriptions. Red would
say, you will do what I used to do.
1 assumed those responsibilities. I
think my job is now called Opera-
tional Manager... Now at this point,
I'really have fun in what I do. Ihate
to not have a project going on; the
more projects I have going, the
more [ enjoy my work. Itishardto
relate how we made the transition
to managers because [ don't think
any of us were trained as manag-
ers. After working with Dr. Ber-
ard, it was4 or 5 years before we all
got over the emotional aspects of
the new management structure. For
awhile, it had gotten very tough. It
wasreally hectic. Now,Red would
rather have us handle things and he
gives us the ball and we can run
with it. He's not going to crucify
you if you make a mistake. Red
had to go through a really tough
time in being able to let go of his
baby... Imean thisisthe #1 thing in
his life. You have toappreciate the
fact that we know this guy and this
is the #1 thing in his life and he is
saying you takecareof it. I felt alot
of pressure. I felt like I had to
produce... under those conditions,
it was a do or die thing. [ feel that
I'mdoingagoodjobandI'm having
a great time doing it! I like to joke
around a bit and I tell them, life is

too short to be serious. We all
have a special little bond as man-
agers. Wefeel close. It's true, but
we are like family and it took a lot
of work to get to where we are.
But, I feel like we are great for it.
‘We've come a long way.”

BUDDY LEBAS

Buddy has been with
Red’s club for a little over 20
years. He started as a member
while he wasemployed asaphysi-
cal education teacher for the local
school system. Buddy isincharge
of Red's 20,000 square feet of
workout areas and supervises four
full time people and seven college
students who work part time at
Red’s. Buddy LeBas also hap-
pens to be a person who does not
have to work because his father
won the Louisiana Lottery of
§22,000,000and Buddy shares that
equally with his father and two
other family members. He re-
ceives $200,000 per year from the
lottery. When asked why he con-
tinues to work at Red’s he simply
says because he enjoys working
there. Here are some other key
poinis made by Buddy LeBas:

(0)) The key to suc-
cess for Red’s Club is that they
always provide quality service,
drop and they always treat their
members as #1.

2) In discussing
thetwo year period while the Man-
agement Team was working with
psychologist, Dr. Michael Berard,
Buddy says: “It was a key accom-
plishment. It was a trying and
emotional time.” He explains that
fora while after working with Dr.
Berard, the management team be-
came more formalized, but since
then (1983) things have gotten
“back to the way we were - we
went from meeting once a week to
meeting twice amonth to meeting
onceamonth.” Heexplains: “For
awhile, we had to invent things to
talk aboutin the meetings... Imean,
how complicatedis thisbusiness?”

(3) On Red and the
club, Buddy says: “Red isaunique
man and provides unique leader-
ship for us. Ithink the people here
are dedicated to their work and
they are almost family... It has
grown like a family rather than a
business. Notonly isita family of
club workers, it is a family of
membersand community because
of the longevity of the staff and
the longevity of the members and
a feeling of belonging.”

) On selecting
and training employees he says:
“The best way to get a good em-
ployeeistohirea goodemployee...
hire motivated people... people
must learn from doing the job.
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(5) On membership
growth in Red’s club he explains
that: “We are in a third generation
of members now. Our older mem-
bers have grown old with us. Ifa
person has three kids, if two of
them stay in Lafayette, then we get
two more members. If their kids
have three kids, then we may get
two more from their family and so
on.”

(6) On teaching
people how to work out and get
results: “We don’t do a lot of test-
ing... we feel testing sets barriers
for people. Most people’s workout
programs look a lot alike; we just
help them enjoy their program and
stick to it by paying personal atten-
tion toeach of them. Weeven have
anemployee workout lottery which
rewards financially, employees who
workout on a regular basis with a
cash drawing every two months for
those who have hit a minimum
number of workouls during the
previous two months."

(7) On value in the
club membership he says: “Red’s
is the best value in town... I mean

we charge about $90 per month for
a family with kids. That means that
the entire family can use Red's
EVERYDAY of thatmonth for $90.
When I take my family out to din-
ner and a movie...

il Costs at k'asl

(8) Wht:n .Jsk:.d h}
others if he is going to use his new
found fortune from the lottery to
build his own gym, Buddy re-
sponds: “Now, why would I do that
when | already work at the best
gym there is?"

CARLA MONJU

Carla has been withRed’s
for 17 years. She began as a part-
time worker for 4 or 5 years. She
then took charge of the pool, then
the tennis department, then the
aerobics department and later the
check in desk. Now, as the Activi-
ties Director, she is in charge of all
programs and activities for Red’s
club plus she hires and supervises
the front desk staff. She explained
that the major problem facing Red's
is how to manage and control the
hundreds of kids who descend on
Red's when school’s outinthe sum-
mer. Inregard to the transition with
Dr. Berard she says: “We had no
management type structure and
when Dr. Berard came into helpus,
I became part of the five person
management team. We met every
Friday morning at 7:30 a.m. In the
initial stages we had lengthly meet-
ings... some of us even cried... we
are a very close knit organization.
Sometimes we didn’t all agree and
I don’t know how we would have
done it without Dr. Berard there...
he served as kind of a mediator.”

He helped us set up the whole
management structure and
helped us decide who should be
in charge of what area.” On
hiring she says: “We never ad-
vertise for employees... we hirea
lot of members... usually it is
word of mouth with people tell-
ing their friends.” She was in-
volved in the profit sharing plan
from the beginning and when
asked about that she said: “I
couldn’t believe it and still can't
believe it actually, because it is
quite incredible.” When asked
what kind of boss Red is she
says: “Exceptional, unique, he's
definitely different... a lot of us
say it’s hard (o take a check... to
get paid to do this because it is so
much fun to work here. Every-
body who comes here is happy...
they wanl to be here, the people
are always friendly, we're real
lucky... it’s just a very pleasant
place to be. I think alot hastodo
with him always being here
though, the upkeep, the quality
of work and our aftitudes all just
kind of feed off of him, I really
do... it’s just him being here I
think that makes this place so
successful. We really work hard
for him because he is here a lot
and puts in a lot of hours and
works... you see him pick up

towels vousee himvclean toilets: year: i yorwant-out. we are the

you see him pick up trash... 1
think ;that means a lot to em-
ployees and a whole lot to the
members. I think it is the whole
package... the profit sharing is a
great benefit for us... it is the
whole package... its the atmos-
phere... he pays us very well... he
takes care of us very well. We
definitely look forward to com-
ing to work.”

CONNIE TOMINO

Connie has been with Red’s for
19 172 years. She started part
time after being rescued from
Burger King by Red. She began
working inthe proshop. In 1977,
she took over the bookkeeping
job with no previous bookkeep-
ing experience. She now super-
vises (wo other bookkeepers
(they have not hired a bookkeeper
in over ten years) and she is the
aerobics director, does payroll,
supervises the nursery and she
also produces the monthly news-
letter. Inreflecting on the transi-
tion to the current management
team with Dr. Berard she recalls
that: “It was exciting and scary
all at one time... it was kind of
relieving, because we were all
experiencing such growing pains,
not only Red, we all were and
just the fact that he had the faith
in us made it exciting.. I remem-
ber taking work home... study-

ing... writing job descriptions... it
was wonderful to see the birth... a
new birth. Just the fact that he had
faith in us to do this because none of
us had management skills, training
or background... so he taught us...
and I think you know I've been here
19 years... we've all been here so
long... we are all just little clones of
Red and we have leamed the way he
does things. We treat people the way
youwould like tobe treated... itis the
way Red has taught us to do things.
During the transition with the team
with Dr. Berard we had shouting
matches, crying sessions and I guess
he came up with some things that we
had never thought of that were diffi-
cult such as you two guys do the
same two jobs, you can’t do this
anymore, so that meant that one of us
had to totally change his job. Dr.
Berard for a long time led us. We
went from weekly to now monthly.
More casual. I volunteered myself
tobe the administratorand take notes
on a flip chart. We later moved to
little cards for notes.” In regard (o
Red’s financial policy regarding
membership dues collections and
past due bills, etc... Connic shares
Red’s basic philosophy and that is to
“take carc of them.” She says when
she sells a membership she says to
the person: “This is a personal con-
tract between you and Red's for one

first one to want you out of this
contract, you just let usknow and its
over with... we don’t sell it to a bank
and that’s our feeling, we never ref-
use to release someone from a con-
tract.”

For past dues she says: “We
have a little procedure where we
send them a notice at 30, 60 and 90
days... we don’t call anybody.™
Collections are pretty good. During
the oil bust days in the mid 1980’s,
we had a very influential man who
was going through hard times who
actually came here and cried and
told us about his financial problems
and how he wanted to continue with
the club because it was important to
his family and his business. Red let
that man ride for over a year without
paying dues knowing that the man
would make a comeback... that man
brought us a lot of new members
since that time.” T asked her to
characterize the philosophy of the
place and she said: “Red is just a
down to earth - good old boy and
he’s taught us to be that way and we
walk in his footsteps and we're that
way and our members treat us good
and we treat them good and it kinda
doesn’t get much better than that I
guess,” Inregard to the job: “Red’s
smart, he's very smart... [ can’tleave
this job and go and reproduce what
I've got. I mean there's several of us
who are in the position where we
maybe don’t have to work... this job

(See More Red Lerille page 12)
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is wonderful... it's not like work...
my husband’s an attorney, Myra's
husband does real, real well, she
doesn’t have to work, Buddy's a
millionaire, he doesn’t have to
work! But, I can’t imagine giving
itup! Why give thisup...it’sreally
a wonderful place to work... it’s
like your family... it would be like
adivorce I guess if you quit. But,
don’t get me wrong... my goal in
life is to be a Red Lerille’s Mem-

ber!”

MYRNA AYO

Myrna will celebrate her
16th year with Red’s this summer.

She was a member and a teacher
before coming to work withRed's.
She had finished her Master’s De-
gree and had the summer off when
she mentioned to Red that she was
getting bored. He hired her to
work part-time. She continued to
work as a teacher and began by
working Saturday’s at Red’s.
“When you work here,
most people who come are in great
moods and if they are not in a good
mood, most of the time they are
within one hour. and Red isa great
guy to work t‘or We all knnw that

we get pa:d in most places but.
Red’s that kind of person. he prac-
tices what he preaches... he enjoys
what he isdoing... he listens. When
we first started as a management
team, he needed some people to
helphim out. I guess we were in the
right place at the right time. He
gave us that opportunity... I came
in with no management experience
and he shared the porfits of his
success. Red is the kind of person
that it’s not often that he makes
mistakes, I hate to admit that, we
try not to let him know that! You
know when he puts something up
on that board, he usually gets it
We enjoy working here... Red
spends a lot of time in my depart-
ment in the pro shop. He asks for
the input of all of the workers., He
shares his philosophy with us. Red
is always here to deal with prob-
lems. When certain members
complain... we have some mem-
bers who complain all the time,
we've just learned to listen to them
and deal with them in a way to
make them happy. Red can handle
it sometimes... only Red can say
some things. We always try to let
them feel they are right. We don’t
have a suggestion box... Red be-
lieves... he wants the members to
come to us. And that's always
been the situation, we either have
an answer then or we tell them we
will find the answer and will call

them back or will do something
about it. We try to get our mem-
bers to come to us. sometimes I
don’t know how Red stays on top
of all of it, but he does. You know
the two most important things:
telling the members Hi and Bye
and keeping the club clean. Ican
remember when Carla and I came
on board... I can remember Red
showing Carla and I how to clean
commodes... back in those days
we did ALL the cleaning before
we had a cleaning service.
Reflecting back on the
experience with Dr. Berard: “That
was a tough time. We took a
group that didn’t have manage-
ment skills... we took people who
were basically like a family... we
were very sensitive... easily hurt
when someone made a comment
or suggestion to the other... we
took it more personally than we
should have. Red had families
working... we even had a nepos-
tism clause put in... my children
can’t work here... none of our
children can work here... wedon't
lethusbands and wives work here.
We would all admit that we had
trouble with that. Dr. Berard
worked a lot with us learning to
handle each other... I could barely
get inlo a conversation with Gar-
land without crying... we just had

and agmemg on somelhmg and
sticking to it. Dr. Berard worked
a lot on job descriptions, just a lot
of working with each other that
we actually, as time went, began
to work as a family as opposed to
as individuals and now we can sit
and make suggestions and discuss
problems without getting upset.
We all made an effort to work on
Dr. Berard's suggestions. We lost
some of the people who could not
take thechange (three). They were
not used to having a boss besides
Red. It was hard for both Red and
Red's wife, Emma. Emma made
the decision to step out of the pro
shop and let me take il over... 1
know it was very difficult for her.
After Dr. Berard left, we went
through a period where we had to
settle in on the things that Dr.
Berard wanted us to do and that
we felt we could do over the long
haul. When questioned about the
experience in 1986 when the
Leuisiana oil business went bust
Mymma said: “That’s the only time
I've seen Red scared. Bul he
handled it well. Our jobs were not
at risk, but we all had to pull to-
gether. We spent the extra time it
took to get the job done without
the members knowing about it.
There’s not one of us that didn’t
put in extra hours to get the job
done. [twasa great experience (o
have behind us. We learned a lot

a hnrd ume tel]mg each olhcr wh.:l
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until this day. Red is the kind of 60% MEMBERSHIP NUMBERS
person who will share anything  Six years but less than 7 years -
with anyone. People can take 80% 1984 - 5422
advantage of him. He givesaway Seven + years or more - 100% 1985 - 5,459
a huge amount each year through 1986 - 4,723
donatons to worthy community Red’s also has a loan 1987 -4977
causes, He is extremely gener- program with the profit sharing 1988 - 5,056
ous.” plan which will allow the em- 1989 - 5,088
ployee's who are 100% vested, to 1990 - 5,117
RED LERILLE’S obtaina car, boatorother personal 1991 - 5,298
FINANCIAL PICTURE loan. Employees who are vested 1992 - 5,568
may borrow up to 50% of the 1993/94 - 5814
Red Lerille’s financial amount they have vested up to a Red approached this huge

picture is outstanding. Probably
the most important thing to re-
member about Red’s business
form a financial point of view is
that he gives back most of what he
takes in by making constant im-
provements, he pays his employ-
ees extremely well and he pro-
vides the best benefit package in
the club industry with a profit
sharing plan, an employee loan
program, a 401 K Plan and great
jobsecurity. Allof thisboilsdown
1o a solid business which is man-
aged with an eye for doing the
right things for the customers and
the employees with a confidence
that the financial situration will
take care of itself. Ihad the oppor-
tunity to spend some time with
Suzanne Lavergne who is in
charge of finances and the em-
ployee hcncf kage at Red’s.
as with Red’s for
ten years and before that, she was
employed at the CPA firm that
handled Red’s financials. Here
are some very interesting com-
ments that Suzanne has shared:

RED’S PROFIT
SHARING PLAN

Suzanne Lavergne ad-
ministers Red’s profit sharing plan
and the 401K Plan. Each year,
Red sets aside a percentage of the
club’s profits to be divided up
amongst his employees who have
worked 1,000 or more hours the
previous year. The profit sharing
is based upon a person’s total pay
as it compares to the overall club
payroll. These funds are kept in
safe vehicles such as C. D.’s or
other secure holding places. The
profit sharing plan has a vesting
formula which guarantees that
each year after the third year of
employment, the employee has a
higher percentage that will be his/
hers should he/fshe elect to leave
Red’s. The formula shown below
is the vesting formula.

VESTING FORMULA

Less than three years - 0%

Three years but less than 4 years -
20%

Four years but less than 5 years -
40%

max of $50,000. The rate that they
pay on the loan is 2% over what-
ever the prime rate is. The loans
have a five year term limit and a
wrilten agreement signed by both
the employee and his/her spouse
requires that the loan will be paid
off in full should the employee
leave the club.

' Red’s 401K Plan allows
each employee to contribute up to
$9,000 per year to the retirement
fund without paying any federal or
state taxes on the income. The
employee then adminisiers these
retirement funds by placing the
money in financial vehicles that
are self chosen as opposed to the
vehicles selected by Red’s for the
profit sharing plan. This allows
the employee to become involved
in mutual funds and other oppor-
tunities if he/she so dequ‘es The
401 K contributions are subject to
social security taxes.

RED LERILLE’S
FINANCIAL PICTURE
11 YEAR GROSS
REVENUES

Total Revenue % Profit
1983 - $3,838,232 - 13.82%
1084 - $3,932,935 - 12.82%
1985 - $4,441,200 - 14.12%
1986 - $4,445878 - 11.51%
1987 - $3,885,902 - 8.1%
1988 - $4,115,226 - 5.4%
1989 - $4,200,604 - 6.7%
1990 - $4,444,164 - 10.0%
1991 - $4,806,271 - 9.26%
1992 - 5,009,564 - 8.8%
1993 - $5.327,326 - 9.0%

MAJOR ECONOMIC
DOWNTURN THREATENS
RED’S

In 1986, the Lafayetie,
Louisiana area experienced a seri-
ous downtum in its oil based econ-
omy. This downturn resulted in a
mass exodusof people from Lafay-
ette due to the loss of jobs. Ap-
proximately 10,000 left the area
population of 100,000 negatively
affecting every businessin the area,
including Red Lerille's Health and
Racquet Club. Red Lerille’s Club
Membership number dropped by
1300 accounts in 13 months!

problem for his clubin an organized
and business like manner. He called
a meeting of all of his full time
workers. He told them that they had
to make some changes in what the
club was spending and he needed
each of them tomake aserious effort
to come up with cost cutting ideas
and to come back next week. The
guidelines that he gave them were:

(1) He didn’'t want the
members (o notice or be affected.

(2) A salary reduction
would not be considered at that time.

‘When his tcam got together
to combine their ideas, they had
come up with cost cutting efforts
that reduced Red's operating ex-
penses by $350,000 over the follow-
ing year. It was this plan created by
his team that enabled Red's to ride
out this tough time. Here are some
of the changes they made from the
workers suggestions.

(1) All full time workers
added 5 hours per week o their
schedule without a pay increase.

(2) When someene quit.
they were not replaced. No one was
1o be laid off.

(3) Club began closing at
10 p.m. until 11 p.m.

(4) No overtime pay.

(5) No pay for meetings.

(6) No Christmas Party.
(This one day event usually lasted
from 5 am. to 10 pm. and would
attract 4,500 to 5,000 people and
would cost $25,000 to $30,000 per
year.)

(7) Brought the club news-
letter back in house.

(8) Some full time people
devoted more time to the front desk
hours.

(9) Cut back to one person
at entrance front desk in the eve-
nings.

(10) Pro Shop Inventory
was cut back. Ordered lower quan-
tities and less choices. They re-
placed part of the inventory with
consignment goods.

(11) Cut back on workers
during slower hours in all areas of
the club.

(12) Dropped paper goods
with the club's logo printed on it to
reducecosts. Eliminated free drinks
for employees and began giving a
35% discount to employees.

(See Final on Red Lerille page 13)



FEBRUARY 1994 -

Norms Notes

continued from page 3

INSIDER News!

GEOFF HAMPTON
has relaunched his salesconsulting
business and is available to help
you crank up the numbers in your
club. This guy knows his stuff.
And, he knows how to do it right
for the long haul, meaning he isnot

into the “promo” sales programs
which rely simply on impulse
buyers, 97% of whom never come
back after the purchase.

JUDY NEELEY of The
Canon Tennis Club in Fairfax,
California writes: "I voted against
the name change for IRSA. 1
believethe IRSA members should
firsthave beenable to vote whether
or not Lo even change the name.”
Sounds logical to me... it sure
would have saved a lot of time,

money and ruffled feathers. Judy
is getting ready to have her club’s
pool drained and resurfaced just
in time for Summer!
MEMBERSHIP
CREED - If you want to refocus
yourself and your staff on WHAT
you are doing and WHY you are
doing it, try reading the MEM-
BERSHIP CREED in this issue.
This creed was writien and pub-
lished by Mike Chaet whose ex-
perience in the club industry club

» PAGE 13

consultant is vast. It has been
printed in a style which is suitable
for framing or simply hanging on
your staff bulletin board.

DEAN AND M. J.
KACHEL, owners of the Quad-
rangle Athletic Clubs in Coral
Springs and Clearwater, Florida,
report that despite the opening of
anew and glitzy club just 1/2 mile
down the street in late December,
their Coral Springs club had a ter-
rific January, DOUBLING new

membership sales over last January.
Dean is in the midst of a major
facility expansion and remodeling
program and the market is embrac-
ing his 15th year of operations with
open arms. In just three months,
Dean has proved that the only thing
you have to fearis fear itself when it
comes to the decision o take out
racquetball courtsin order toexpand
weight and cardiovascular training
area. Congratulations Dean and M.
J.

...Final on
Red Lerille

continued from page 12

(13) The lounge used one
person on Friday instead of two.

(14) Maintenance - re-
placed full time person with a part
time person.

(15) Put all air condition-
ersonanenergy management board
(50 A/C units).

(16) Went to plain white
towels formembersinsteadof Logo

towels.

(17) The lights on the
outside tennis courts were kept off
in early moming and at night
except when in use. Three courts
would be left on to help light the
outdoor jogging track. Thissaved
on electricity and bulbs.

(18) Accounting office
lost two part timers who weren't
replaced.

(19) Donations were re-
duced by about $150 per month.

(20) Used twelve fewer
lifeguards in Summer.

(21) Negotiated a reduc-

tion of their bank note of $3,000
per month.

In 1987, Red’s reduced
the full time workers schedules by
the 5 hours per week increased
earlier. A few part timers where
hired to take up those hours. Be-
gan paying for meetings and CPR
classes againin 1988. Mostof the
other things have not been rein-
stated.

One of the key things
Red’s has been able to accomplish
was the consolidation of the club’s
debt to reduce dramatically the
monthly payments to their bank.

They were successful in obtaining
anew loan from the same organi-
zation who had helped Red with
his original construction funding
in 1965, The Lafayette Builders
Association Savings and Loan.
Here is what they did with 16
noles payable to various lenders.
1983 - Total Loan Payments -
$80,000 per month
1984 - Total Loan Payments -
$54,000 per month
1994 - Total Loan Payments -
$42,000 per month
Notice the good luck that
Red had in that he had just re-

duced his monthly debt payment
from $80,000 per month to $54,000
permonth when the oil bust hit Lou-
isiana, probably saving him from fi-
nancial failure during that great time
of loss. Red’s debt will be paid off in
the year 2004 as he now owes ap-
proximately $3.3 million on a club
and 15 acres of land which are worth
conservatively in the range of $8
million to $10 million.

When asked about Red
Lerille’s style of management,
Suzanne Lavergne said: “Red has a
kind of calming quality on all of us.”

END OF PART 1

More Wertheimer
continued from page 6

ments (there are no excuses - it is
all choice). 1f a commitment is not

are a bad person or that you should

= - punish yourself, but rather its an

opportunity to recognize that you
always have the power of choice
and that by noting which commit-
ments youdon'tkeep you are learn-
ing what you really want to do and
don’t wanttodo. Of course. if you
continue to choose not to keep
commitments about your job, the
question arises as to whether you
really want to be here.
- f. All department leaders
are expected to spend at least 50%
of their time (preferably more) out
of their offices interacting with
members. Itis the highest priority
that members be called by name
whenever staff interacts with them.
Weexpectstaff tobecome
more efficient with their time, look
for ways to eliminate administra-
tive tasks, and find ways to make
choices that both allow them to
spend more time with members,
and less time doing things they
don’t enjoy.

3. Staff Happiness

It is vital to our concepls
of our business that our staff be
caring and help the members to
feel loved (“love the unlovable™ is
one of our mottos). Since my
experience is that people who are
happy automatically and effort-
lessly express love, it is very im-
portant tous thatourstaff be happy.

To that end:

a. We have no secrels
and each staff person (and mem-
ber)isentitled to know everything
about our business, including fi-
nancial information and compen-
to feel included.

b. One of our goals is
that staff members only do what
they truly enjoy doing and we
encourage them to take responsi-
bility for bringing this about.
Perhaps, we can find someone else
todo what they donot enjoy doing
or perhaps, we decide that we
don’t need to do it. (Of course,
once a staff person agrees to do
something, weexpect them to keep
their commitment until they have
been relieved of that responsibil-
ity.) We hope that staff will learn
toonly agree to do that which they
really want to do. Our experience
is that if people love doing some-
thing, they will do it well and with
enthusiasm.

c. Every siaff member s
encouraged to share feelings in
order to minimize personal frus-
tration, and staff members are
expected to listen to the feelings
of others. Note the difference
between sharing feelings (1 feel
upset, frustrated. efc.) and attack-
ing (You are selfish, inconsider-
ate, etc.) (I feel you are a jerk”™ is
an opinion, not an expression of
feelings).

d. Not only do all staff
members have the opportunity (o
give input on what goes onaround
the Club, often we will only make
decisions after there is unanimous
agreement of those involved in
the decision. (This process will

work well if participants are will-
ing to share feelings rather then
opinions). This empowers more
people and increases the likeli-
hood that they will take responsi-
bility for carrying out whatever
decisionismade.

e. We have profit-shar-
ing for all regular employees who
have been with us for at least a
year. If we do well, they do well.
On the other hand, we do not have
automatic raises so that staff shares
the risk of our not doing well.
Most positions have a top salary
level and once the employee
reaches that, they will receive
additional compensation only if
we do well and there is profit-
sharing.

f. We have two psy-
chologists who trade discounts for
members and staff in exchange
foruse of office space. We pay for
up 1o three visits for staff mem-
bers when they are experiencing
greal stress or are going through a
traumatic situation. The General
Manager and I meet monthly with
one of them to clear out any unre-
solved feelings between us, and
we call her in to meet with staff
members who are having difficul-
ties getting to a loving place with
each other. Underlying these
meetings is a belief that once feel-
ings are expressed. they lose their
hold on us whether ornot the other
person responds to them. This
clears the way for a staff member
to return to a place of caring with
his/her fellow staff member.

€. Results
Does our approach
work? It does for us. During our

last two calendar years, we have
averaged each year $2,388,415 in
gross revenues and $839,824 in
operating profit, in spite of a sig-
nificant recession in California.
This compares with average an-
nual gross revenue of $1,257,127
and operating profit of $419,980
during the years 1986 through
1988.

Ourmembershipis equal
toapproximately 10% of the popu-
lation of the community in which
we are located, and our attrition
rate has averaged 23.9% for the
last three years (down from 32.3%
per year during 1986 through
1988) despite the fact that only
25% of our membership is tennis
members (who typically have a
low attrition rate). Plus, we have

Wertheimer

a staff that keeps getting stronger
and more self sufficient and seems
to genuinely appreciate the way they
are treated.

D. Conclusion

Our business is about high-
touch. We seek to creale a place for
people torelax and have fun. (People
who enjoy themselves are healthier.
See “Healthy Pleasures” by Om-
stein and Sobel).

We are about empowering
people by accepting them as they
are, nurturing and caring about them,
in short, by loving them no matter
what. In so doing, not only do we
expect even more significant prof-
its, we also believe we are making a
significant contribution towards
creating ahappier, more loving, more
peaceful society.
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i yesterday's bills (6)  KNOW THE VALUE
More Estridge SO AR
continsied from page 9 CRITICAL WARNING GOING CONCERN
SIGNALS
(2) IDENTIFY WARNING Inliquidation (especially
SIGNALS! (a) Can’t pay payroll in bankruptcy), it is worth practi-
taxes cally nothing. In my case,
To be able to identify and (b) Clubis late onrent  $300,000 worth of exercise equip-
plan well in advance for closing, (c) Club is late on tele- ment was sold for $44,000. I
you need warning signals. I've phone and electrical bills as shut- received nothing for over $1 mil-
listed Early, Medium and Critical  off notices are awaited lion of leasehold improvements
Warning Signals for this purpose. (d) The owner even re-  because I lost my leases.
duces or eliminates his salary
EARLY WARNING SIGNALS: (e) The owner struggles  (7) ACT EARLY
1o pay payroll every week
(a) Salesaredeclining and (f) The owner triesto sell It takes a lot of time to
you can't turn them around the business and finds no buyers  sell a club, especially if you want
(b) Profits are declining (g) The owner asks him-  to get a decent price. The club
(c) Staff morale is declin-  self how did he get in this mess owner has to start trying to sell at
ing and how does he get out! least six months before there is a
(d) Competition is in- closing. In my case, I started too
creasing and they are BIGGER, (3) BE OBJECTIVE IN late and couldn’t find a buyer fast
BETTER and CHEAPER! VIEWING YOUR enough.
(e) Costs are increasing, BUSINESS
especially normally fixedcosts like (8) THE CLUB’S
rent In order to clearly see MEMBERS ARE
(f) Cash reserves are de-  what is going on in your business, AN ASSET
creasing you need to be objective and few
(g) Bank loans have in- ofusare. So here are some tips: Otherclubs spend adver-

creased

(h) Accounts payable are
increasing

(i) Advertising dollars are
increased to stimulate sales and
they don’t produce the desired
resulls

spent than in the

(k) Sales goals are set at
the same levels as last year despite
the impact of inflation

(1) Less dollars are being
charged for the club’s Initiation
Fee or Dues than a year ago

MEDIUM WARNING
SIGNALS

(a) The club is losing
money

(b) The club can’t pay
important bills on time and asks for
extended terms

(c) Vendors insist on
C.0.D. terms

(d) Advertising sources
insist on advance payment for ads

(e) The club’s bank says
no more credit

(f) The club has to cut
back on services and payroll to
survive

(g) Competition is getting
stronger and more aggressive ver-
sus the club

(h) The club’sownerasks
his friends and family for money
and even thinks of taking a home
equity loan to help save the busi-
ness

(i) The owner's spouse
gets very nervous thal they may
lose everything

(j) Cash reserves don't
exist and sales dollars go to pay

dvertising . ...-I —

(a) Know yourself and
your biases: The optimism that
enabled you to grow and expand
in good times may work against
you in bad times. There are times
when it is very dangerous to be
oplimistic!

based on a reality the owner can’t
see or refuses to see?

(c) Listen to the mem-
bers: They will always tell the
owner and staff what is wrong and
needs to be changed. Never ig-
nore or cut yourself off from their
feedback. They are the most
important allies. They want the
club to survive and be better!

(d) Listen to your spouse:
She/he may be more objective and
her/his concern may be real con-
cems.

(e) Re-examine your
values: When the club owner’s
back is against the wall, it puts
your values to the test. Do you
have to do things you don’t feel
good about to survive. If so, re-
think survival.

4) BE PRO-ACTIVE,
NOT REACTIVE
Act early to preserve the
club’s options. (I waited until I
had no choice except to close!)
(5) COMMUNICATE

Communicate what is
happening to the key staff and
long term members. Gather allies
in the battle. Share the pain. Get
help from those who care about
the owner and your club.

tising and sales dollars acquiring

members. The owner can always

find clubs who will take them for

nothing. Never close and desert

them!

9 HAVE THE CLUB’S
RECORDS IN
IMPECCABLE
ORDER

Theclub’sfinancial con-
trol system will provide the owner
the early waming signals that he
needs. In my case, my records
were a disaster. In an attempt to
hold on , I had fired my book-
keeper and controller and was
trying to do everything myself,
Don't do this!

UNDERSTAND THE
SOURCE OF THE
CLUB’S PROBLEMS

(10)

Why is it failing? What,
if anything can be done about it?
What could the best experts in the
industry do about it? Seek help in
solving your problems.

GET THE OPINION OF
OBJECTIVE
OUTSIDERS

(11)

Have a real Board of
Directorsand listen to them. Don’t
assume the owner has all the an-
SWers,

REMEMBER THE
BASIC LAWS

(12)

The laws of Cause and
Effect. There is a reason why
clubs fail. Understand the real

reasons for the Club's struggles.
(13) HAVE A BACK-UP
PLAN

What will you do if the
current plan fails? How and when
will you sound the retreat?

(14)  BE PREPARED TO
LOSETHEBATTLEIN
ORDER TO SURVIVE
AND WIN THE WAR

Thisisespecially true for
multi-club owners. T made the
mistake of trying fo hold on to
everything and it weakened me to
the point where I lost everything,
Byactingearly, I could have saved
at least one club to have a base for
re-building. A good general al-
ways know when to sound the
retreal. A greatchess player know
the moment he has lost the game.
He doesn’t wait to get annihilated
piece by piece. Early retreats save
lives and resources!

ALWAYS KEEP A
CAPITAL CUSHION

(15)

When it dwindles below
a critical level, sound the alarm.
Focus on finding additional re-
serves as quickly as possible,

Don’t ignore it and hope it will

change. Cash is the key to sur-
vival whena businessis in trouble.
(16) BORROW

Borrow when you don't
need to. Clubscan’t borrow when
they'reinacrisis, Guard the credit
rating, It's casy to establish good
credit. It's also casy tolose it.
Once it’s lost, it"s very hard to re-
establish it.

INVESTOR
PARTNERS

(17)

If there are investor part-
ners, be very clear about the terms
of the deal, especially as to what
happens if losses occur and more
dollars are needed.

(18) SPOUSE

If the owner works with
his/her spouse, be very clear about
both parties respective goals and
values. Have a clear understand-
ing about the decision-making
process, especially on critical is-
sues like closing a club or mort-
gaging the house. Have an agree-
ment about how disputes will be
resolved. Agree toaccept the rec-
ommendationsof theclub’s Board
of Directors if the spouses can’t
agree between themselves. In my
case, this was the straw that broke
the camel’s back. When times got

very tough, my wife bailed out and
divorced me. By placing a lien on
my house, car, buildings and busi-
nesses and not agreeing to the pro-
curementof ahome-equity loan, she
made it impossible for me to borrow
any additional funds or to sell my
assets. This ultimately caused the
bankruptcy of my business. When I
closed my business, we had
$350,000 of equity in our home, 3
cars and a summer house. Because
of our divorce and the fact that we
owned things jointly, I couldn’t
borrow 51 to save the business.
Needless tosay, this tumed out tobe
a worst case solution for both of us.

So, let’s assume that you
take my dvice. What do you do
about it?

When you experience
EARLY WARNING SIGNALS, do
the following:

(1) Cut costs both in your
business and in your personal life;
tighten.your belt and get ready for
trouble ahead..

(2) Borrow:Jong-term dol-
lars fora warchest befol hneeds
become critical and you can’vbor-
TOW. P

- (3) Get professional help
and find out what's really wrong
and what you can do about it.

(4) Determine the value of
your club and consider selling it
now before things get worse. ;
(5) If you have
clubs, do a very crilic

(6) Talk with your spouse
anddiscuss the altematives and make
sure you have an agreement.

(7) If you have investor
partnersor investors, meel with them

and share you concems. Reach
agreement on what you plan to do.:
(8) Let nothing drain your
cash and make no unnecessary ex-
penditures.
(9) Prepare for worse times
ahead!

When you experience
MIDDLE WARNING SIGNALS,
do the following:

(1) Sellsomething and raise
as much cash as possible.

(2) Stop the bleeding, even
if it means closing something now.

(3) Find an investment
partner who believes in you and is
prepared for a struggle.

(4) Plan your retreat. Seri-
ously consider selling your club(s)
and maybe you will come out of it
with your shirt on your hack and
your reputation in tact.

(5) Don’t finance your

(See Estridge Final page 15)
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business by not paying payroll
or payroll taxes. This should be
your last source of borrowing. I
closed my clubs three years ago
and still owe the IRS for payroll
taxes I didn't pay. Even per-
sonal bankrupicy does not elimi-
nate this obligation,

When you experience
CRITICAL WARNING SIG-
NALS, do the following:

(1) I's too late to save
your business, so save yourself.

(2)Pay payroll and pay-
roll taxes before you pay any-
thing else! This means before
anything else - rent, telephone,
electricity, etc... It will take your
landlord several months to evict
you.

(3) Carefully plan what
will happen 1o your members,
Find clubs that will take them if
you can't find another buyer for
_your club.

(4) Plan to liquidate

_ your assets on favorable terms

and don’t wait for a bankruptcy
auction.

(5) Negotiate your way
out of leases. Your landlords
don’t want to be tied up in a
bankruptcy.

(6) Eliminate any pay-
ables for which you are person-
ally responsible, such as equip-
ment leases that you have per-
sonally guaranteed. Try to get
other clubs to take over the lease
payments in exchange for the
use of the equipment.

(7) Do the best you can
for your employees. Make sure
they understand that you have
tried your best to save the club.
Provide them with letters of rec-
ommendation for future jobs.
Even call other owners to make
introductions for them.

(8) Make sure that you
are familiar with the Consumer
Protection Laws in your state
and that you have complied. If
you are unable to give refunds
mandated by law, meet with the
Attorney General’s Office in
advance of closing and explain
to them your financial situation
and what you have done to take
care of consumers.

(9) If there is a require-
ment that you have a Bond posted
for refunds to consumers, make
sure that you comply.

(10) Figure out how to
support yourself and your family
after you close!

(11) If bankruptcy and
liquidation is the only remaining
choice, try selling your club to
your manager and staff with a
payout over time from eamings.
Also, consider forming a
Member’s Cooperative to take
over the club.

(12) Make bankruptcy a
last choice! Most companies that
go into a Chapter 11 Reorganiza-
tion end up in a Chapter 7 Liqui-
dation.

Good luck to all of you.
Let's hope youneverhave toclose.
But, if you do, plan carefully how
and when you will close and you
will save yourself enormous pain
and suffering. Let's leam from
eachotherand all will be better off
- owners, staff, consumers, gov-
emment agencies and the public

at large.
Editor’s Note

KenEstridge isa veteran
centrepreneur with a B, S. Degree
from Massachusetts Institute of
Technology, a Master's at the
Sloan School of Management and
Doctorate of Business Admini-
stration from the Harvard Busi-
ness School. Ken is the Founder
and President of the Boston based
Enterprise Development Group, a
management consulting firm
which provides business plan
development, sales and market-
ing programs and assistance in
raising investment capital. Ken is
currently conducting extensive re-
search in the Family Entertain-
ment Center industry. Ken
Estridge is available for club con-
sulting assignments for market-
ing and sales. He isalso available
to provide experienced and expert
advice in one of the toughest chal-
lenges in the business, the closing
of club(s). Ken Estridge is a bril-
liant individual who has experi-
enced a trauma which would have
destroyed many individuals. He
has summoned a huge amount of
courage in writing this article and
sharing his experience. I think
Ken Estridge has spoken the un-
speakable and he should be re-
spected and thanked for doing so.
To reach Ken: 617-524-5437 or
FAX 617-524-7038 or write to:
72 Robinwood Avenue, Boston,
MA 02130-2168.

Once Upon a time,
there. was a Wide Mouth Frog
hopping down a country road. He
came upon a field. Andin the field
there was a Mare with her colts.
The Wide Mouth Frog croaked
loudly, “What do you feed your
babies?™

The Mare whinnied, “I
feed my babies milk, oatsand hay.”
The frog croaked “OHHHHHHH"
and hopped on down the dusty
road.

Soon the Frog came upon
another fieldand in the field he saw
a cow. The frog boomed, “What
do you feed your babies?” The
cow mooooed, I feed my babies
milk, oats and hay.” The Wide
Mouth Frog croaked
“OHHHHHHH" and hopped on
down the winding road.

Then, the Wide Mouth
Frog came upon a stream and spot-
ted a big, black snake. The Frog,
opening his huge mouth, shouted,
“What do you feed your babies?”
The snake hissed, I feed my ba-
bies Wide Mouth Frogs.” The Frog,
withtightlips, whispered outof the
corner of his mouth, “Is that
Soo00?”

The Wide Mouth Frog
story is not just my “down home™
trademark story that I've told with
vigor and animation for years;
rather, the saga of the Wide Mouth
Frog is important to club owners
and operalors because:

1) A lot of us have a
perception that everyone we en-
counter is benign.

2) We usually don’t rec-
ognize danger before it’s too late.

3) When we seek help in
making deals, we often don't ask
the right people the right ques-
tions.

Caveat Emptor - Let the
buyer beware!

The Cates Club Insider
News will publish The Frog's
Deadbeat Bulletin each month as a
service to our subscribers. We

hope that you who've had these un-
fortunate experiences will share
what you've learned, hopefully
blowing the final whistle on the
deadbeat person or organization re-

sponsible. Folk lore has it that
Gods often speak through Frogs
and Snakes. In this column, you
will speak through the now enlight-
ened Wide Mouth Frog, sharing
your wisdom. Anonymity upon
request. Here is our story for the
month.

Thismonths Frog's Bead-
beat Bulletin is about a major em-
bezzlement from amajor U. S.club,
The amount of the theft: $250,000!

The ownerof thisclubisa
kind, giving and generous person
with precious time, resources and
energy. The owner has chosen to
remain anonymous and has re-
quested that neither the club or the
owner's identity be revealed. The
CLUB INSIDER will comply with
those wishes, but prints this report
with the hope that others will be
able to avoid such an unfortunate
experience.

The employee involved
was in the sales and marketing
department for this large club. The
employee involved, on the behalf

of the owner, arranged a market-
ing contract with a firm from
another state. This embezzle-
ment lasted for 8 months. The
$250,000 which was siphoned
away from the club was used to
pay gambling and other debts for
this employee who had a serious
gambling addiction. Tt turns out
that the location where the pay-
ments were sent was where the
bookie for the clubemployee had
operatéd his business.

Theemployee whostole
the money has been arrested and
willbe prosecuted. Itisnotknown
if the bookie on the other end has
been arrested.

If and when the owner
of thisclubwishes torelease more
details, the CLUB INSIDER will
report those details to you. Be-
fore then, CAVEAT EMPTOR -
“Let the buyer beware!™

Story after story can be
told about bad deals. If you are
willing and wish to share your
unusual situations with the rest
of the industry, write to: The
Frog's Deadbeat Bulletin, c/o
Club Insider, P.O. Box 671443,
Marietta, Ga. 30067-0025, orcall
1-800-700-2120 and ask for The
Frog!

..Lawsuit of
the Month

continued from page 7

INSIDER News reported on MAS-
SACHUSETTS BOOTING
BALLY.

That report was about the

lawsuit brought by Mass. Attorney
Genera Scott Harshbarger suing
Bally in an effort to shut down and
close forever the five Boston area
Bally clubs due to repeated viola-
tion of a 1989 Consent Decree in
which Bally promised to cease vio-

lation numerous consumer laws.
From the time of the Bally Consent
Decree until the latest Harshbarger
suit, there were 1450 additional
complaints filed by Massachuselts
CONSuMers.

In last month's report on
Massachusetts Booting Bally, I pro-
vided all readers with a blanket au-
thorization to reprint the reports on
Bally whenever needed to use in
consumer education in your mar-
ket. I firmly believe that Bally
Clubs disregards the consumer laws
everywhere they operate. These
constant violationsof the State Laws
regulating health clubs leaves those

who do operate within the law at
adistinct disadvantage. The use
of these articles to track the Bally
Clubs will help level the playing
field o which the ethical club
operators of America compete.
Continued reporting by people
like Mr. Jim Karr of Club Uni-
verse in Wisconsin will help in
the continued compilation and
documentation of Bally Clubs
violation of State Laws. The
consumers of America deserved
to be treated better than the Bally
Clubs treat them!
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RED LERILLE DOING HAND STAND

CLASSIFIED ADVERTISING

WELL ESTABLISHED HEALTH
& RACQUET CLUB FOR SALE
Pmﬁtablc club, established

5,
facility including sauna’s, steam rooms,
whtrtpmls. wclght room’s with LIFE
t, free

cardio Juif gh
as well as circuit equipment from
BADGER, aerobic room, nursery,
800(+) members, very strong corpo-
rates and much more. Will sell busi-
nessalone or withreal estate. For more

information please call (706) 754-
1059 and ask for Greg. OWNER FI-
NANCING POSSIBLE.

SERRING GENFRAL
MANAGER POSITION

Seeking position of Gen-
eral Manager of upscale, executive
club. Ten years experience in health
club management. Excellent track
record at premiere clubs in the indus-
try. Ability todesign and execute suc-
cessful marketing programs. Strong

skillsincustomer service and peaple
management. Willing to relocate
with goodopportunity. ContactMark
Schmidt at (704) 948-0471.

CLUB FOR SALE

Profitable Health & Rac-
quet Club for sale in South Central
Pa. 20,000 square feet. 500 mem-
bers. 8 racquetball courts. 2 tennis
courts. Nautilus and more. Excel-
lent lease. $125,000. Call Jim at
(717) 392-4194.
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CLUB FOR SALE
Upscale 44,000 sq, ft. Ten-

nis, racquetball and fitness club for sale
in upstate New York. Three indoor
tennis courts, one outdoor lennis court,
three racquetball courts, Nautilus, Stair-
masters, Lifecycles, free weights, aero-
bic rpom, bar and lounge area, fumi-
ture and tanning units. Five acres of
land. Fourteen years old and well es-
tablished. Nodebt. $595,000, Contact
Jeff Mueller - (518) 664-4278.

FOR SALE
USED RACQUETBALL
COURT PANELS
We have all the panels and

Name (s):

hardware lo\h& racquetball courts,
$1,000 per court or s offer. Call
Johnny Crist at (404) 381-8544.

HEALTHWINSE
CONSULTING SERVICE ™~
Is your membership base
declining, program participation dimin-
ishing, staff morale deflated, OR are
you planning expansion/renovation,
new programs and equipment pur-

chases? Send NOW, for a FREE bro- "~

chure on how HEALTHWISE can

“Norm Cates’

=(lub In Insider

EWS mere ey
Subscnpuon Form

Club Name:

Address:

City, State, Zip:

Telephone:

__ $99for 1 Year for 1st Person
____ $49for 1 Year for Additional Subscription
$ Check Enclosed or

I Charge to: M/Card Visa AmEx
| Credit Card# Bikp.
| Authorization Signature:

P.O. Box 671443, Marietta, GA 30067-0025 or Fax:404-933-9698

I
I
|
I
I
I
I
I
I
I
I
|
I
I
|
I
I
I
I
I
I

OR Call Toll Free Hotline 1-800-700-2120



