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Joe Cirulli's Vision... Being Number 1

By Norm Cates, Jr.

Joc Cirulli, the “Italian
Stallion™ of the health, racquet and
sportsclub industry, is blazing a trail
and providing a model for others
who aspire to excellence in the busi-
ness.

Joe Cirulli is the Founder
and President of The Gainesville
Health and Fitness Center in
Gainesville, Florida. Many indus-
try experts agree that he is one of
America’s top health and fitness
entreprencurs, What he has accom-
plished in 21 years in this hometown
of the Florida Galors is truly re-
markable. To learn about the suc-
cess generated by a dedicated
“hands-on™ club operator...... read
on.

There are few club opera-
tors in the business who have ob-
tained the hometown celebrity sta-
tus of Joe Cirulli. The people in
Gainesville, Florida admire and are
amazed by what Cirulli has accom-
plished. He is well known for be-
ing a fair and honest businessman,
a reputation hard earned, given the
history of the health club business
in his town before he took control
of the undisputed title of #1.

Cirulli came to Gainesville
from his home in Elmira, New York.
From age 19 he worked in local
health clubs.......six to be exact. All
six of those businesses went bust,
but he had no control since he was
not the owner. The sixth facility had
filed for bankruptey and the land-
lord was in the process of evicting
the health club. Through dogged
determination, he was able to ar-
range to take over the sixth club
before the landlord, a bank, was able
lo force it to close. loe Cirulli’s

determination and dedication to
success, as exemplifled by this
beginning, is a terrific model for
any upcoming club operator. This
man is the real deal!

Instead of allowing the
gym toclose and putting the mem-
bers into the street, Cirulli went
to the landlord and convinced
them to give him 30 days to find
a new location to move the 1,500
square-foot clubinto. Healso had
to find a bank that would loan
start-up capital. Since the
Gainesville, Florida health club
market had seen nothing but fail-
ures, obtaining a bank loan was
no small task. By the time he had
obtained the bank loan in the
amount of $6700 (which was the
balance remaining from a per-
sonal loan amount of $10,000), his
30-day time had run out and he
had not found a new location. So
he went back to the landlord to re-
quest another 30 days. The land-
lord said no and he did not want
the health club operation to con-
tinue. But Cirulli persisted. By
“begging” the landlord/bank he
convinced them to agree to 30
more days. All the while he was
working at the club keeping it
open. Finally, he found a new lo-
cation of 1800 square-feet which
was suitable for his operation. He
had just one more day left to se-
cure the lease on the new space,
when out of the blue the landlord
for the new location leased it to a
“national company” and Joe had
to start his search yet again!

FROM $1700 TO
CLUB ICON!

Wilh time expired,

the landlord in the bankrupt loca-
tion told him to “give the keys
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back”.... they were closing it down.
Cirulli’s response was, * No, | am
not giving the keys back...... you
need to give me 30 more days be-
cause if you close this gym down
you will be destroying my chance
for a new start and | will tell the
enlire community how your bank
forced the closing and how your
bank is responsible.” Reluctantly,
the landlord/bank gave Cirulli an-
other 30 days! He wentback to his
lease search and finally found a
suitable space. He signed his new
lease, but time was flying by as he
only had three weeks left to build
out his new facility and move the
club’s equipment, lockers, etc.

He used his $6,700 loan
to pay the new landlord $3,800 and
the old landlord $1,200 for the last
30 days. This left $1,700 to build
and start his new facility. With a
signed lease in hand, Cirulli laid out
his facility by placing 2" X 4"
boards in place where the walls
would go. He then went to a friend
who was a plumber and asked him
what he needed to do to put in
plumbing. His friend told him
“you've got to break the slab in the
places where you want the pipes to
go."” That weekend Cirulli person-
ally took a sledge hammer and
broke the concrete slab according
to the layout established by the

plumber. Ironically, 72 hours
later, on his last swing of the slab
demolition, he broke the sledge
hammer! Three weeks later he
had walls constructed, carpels in
place and lockers installed.
About that time an elec-
trician brought to Joe’s altention
the fact that he was going to need
some drawings and a building per-
mit in order to obtain his certifi-
cate of occupancy. He had built
the facility without any architec-
tural drawings or a building per-
mit, s0 he went to another friend
who agreed to do the drawings in
exchange for membership fees.
When he was ready for power, he
had an electrical inspector come
in for an inspection. However,
this inspector did what building
inspectors do best. He treated Joe
with contempt and threatened
him. Cirulli recalls the inspector’s
words verbatim, “let me tell you
something boy..... if you have one
person in here working out before
I give you your certificate of oc-
cupancy, I'll shut you down ina
minute!”™ Cirulli recalls that
within one hour after the inspec-
tor left, he had members coming
in for workouts. He had no choice
because he had to begin making
some serious membership sales in
order to pay for what he was

building.

In July, 1978, Cirulli
opened his 2,500 square-foot fa-
cility which he named: “The
Gainesville Health and Fitness
Center.” He had a Universal
Gym, Olympic bench press, free
weights, dumbbells to 50#’s, a
“vibrator belt” and “rollers.”
From July, 1978 to July 1986, he
stayed in that location and grew
the facility to 10,000 square feet
by expanding into the adjacent
shopping center spaces. He re-
calls, “ when we began, we were
operating on the old *alternate day
system’ where three days a weck
were for men and three days for
women. Later, when I decided to
make the club co-ed, we had co-
ed locker rooms with dressing
booths!”

THINK AND
GROW RICH

Cirulli recalls that

when he was 21 years of age he
read the book “Think and Grow
Rich* by Napoleon Hill. He com-
ments, “after reading it | wrote
out a list of lifetime goals. And, |
read those goals every morning
and night for years.“ By age 29
he had accomplished all of the

(See Cirulli page 25)
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DISCRIMINATION: AN EXERCISE
IN SELF DESTRUCTION

By James M. Evans

Discriminalion has al-
ways been rampant in the health
and fitness industry and remains a
serious problem today. Unfortu-
nately, it is swept under the rug and
and not talked about very much, but
it is an insidious problem which

permeates the very core of our in-
dustry and will inevitably cause
difficulties for the industry in the
future if we do not start taking posi-
tive action to remedy the situation
now. The very nature of discrimi-
nation and its consequences de-
mand our immediate attention.
Discrimination manifests
itself in many different forms in
our employment and membership
practices. Itinvolves race, gender,

age, weight, sexual orientation and
more. [t can be blatant or even
subtle; but, sadly, it is a very real
part of the fitness industry never-
theless.

RACIAL
DISCRIMINATION

Thc civil rights move-
ment of the sixties provided the
impetus for important changes in

s
HRSPITIL
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HEARTLAND

health center

February 28, 1996

Malcom W. Amett
General Dircctor
Yakima YMCA
P.O. Box 2885
Yakima, WA 98907

Dear Mr. Amett:

1 did not intend for my article “Profits vs. Non-Profits” to be interpreted as an attack on one scgment of the fitness mdustry
or another. Nor was it intended 1o a.pph to cvery individual marku or situation cither. The article 1s merely an overview of
the fitness industry from my p ¥ ¢ and p ve. | do have some strong personal opinions about the 1ssuc
of profits vs non-profits .u.nd. haps, my p | bias d itself on occasion albeit unintentionally

However. to clarifv some of the misconceptions in vour letter, Heartland Health Center is a non- profit, hospital-bascd
facility - in fact. the largest hospital-bascd wellness center in lowa (55,000 sf) - so we arc not the for-profit commercial
facility that vou assumed we were. You can see, too, that some of my comments about hospitals were literally “biting the
hand that feeds me™ in an effort to be impartial. Ironically the facility was purchased by the county hospital when the local
YMCA went belly-up,

1 have been employed by and served as an industry consultant to the YMCA, commercial clubs, and hospital -based welingss
centers from San Francisco to New York and Ilv and have su fully owned and operated my own commercial
facilities Like vou, | have seen many changes in our industry over lh: years, some of which | have cndorsed and some
about which | might have reservations.  The fitness industry has always been in a constant state of flux, and as morc
different players enter the fray, there will be more confrontations as cach group attempts to further its own agenda. Each
group will have something to contribute, and the industry will benefit in the long run regardicss of how cverything finally
shakes out.

| am pleased that my article has provoked some
valuable perspective.

v. and | appreciate that vou took the time to contribute vour

Sincerely,
Slemeet S

James M. Evans
Exccutive Director
Heartland Health Center

our society to ensure the equality
of black Americans (and ulti-
mately, all Americans). However,
more than a quarter of a century
later there are still very few black
employees in the fitness ranks and
fewer still in management or own-
ership roles. Most are relegated to
the “physical” positions of
aerobics instructors or personal fit-
ness trainers. There is a patent re-
luctance by the industry to hire and
train black employees for front-
line positions because of the per-
ceived adverse reaction by the gen-
erally white, middle-to-upper class
members who make up the demo-
graphic base of most health clubs
throughout the country.

Catering to a predomi-
nately white membership also en-
courages many clubs to practice
discrimination in their membership
enrollment policies. I can still re-
member as a novice sales consult-
ant for a major health club chain
in 1968 being told to present the
“regular” membership rates to
black guests instead of the “dis-
count or special” rates available to
white or “preferred” guests. We
were also discouraged from tour-
ing them through the facilities or
otherwise encouraging them in any
way to enroll. There was even a
special “code” (in this case a ques-
tion mark -?-) to identify black
visitors on the guest registration
sheet so that they would not count
against our sales percentage or
cause us (o lose our rotation in the
“up system.” There are clubs
which even today use secret codes,
signs, or deceptive practices to dis-
courage the enrollment of black
members and protect the “exclu-
sivity” of membership for their
white clientele.

Hispanics and other na-
tionalities have sometimes been
discriminated against too- not so
much because of their color but,
rather, because of their inability to
speak or understand the English
language very well. They are co-

erced or intimidated into signing
amembership agreement (usually
a retail installment contract)
which they cannot understand,
and when the contractissoldtoa
finance company or other holder-
in-due-course on a NON-recourse
basis, they are inevitabley forced
to pay for something that they did
not understand in the first place
at the threat of damaging their
credit or being sent to collection.
Of course, the offending club has
already been paid by the finance
company and has usually been
notified to cancel the individual’s
membership privileges at the first
sign of any delinquency, so they
have effectively excluded another
“undesirable” from the club even
while being paid for the member-
ship. In other words, the club can
have its proverbial cake and cat
it, 100.

AGE
DISCRIMINATION

Evcry 18 seconds an-
other person turns 50 years old
in this country, and the industry
is beginning to respond to this
burgeoning senior market
through creative programming
designed to altract older mem-
Employment of older
people is, however, another story.
The majority of employees work-
ing in fitness centers across the
country are young people under
the age of 30. Older job appli-
cants are usually interviewed by
younger managers who are in-
timidated by anyone with gray
hair and a few wrinkles. They are
cven more intimidated by any one
with any kind of previous indus-
try experience or previous life
experience - even when that ex-
perience might be an asset to the
employer. The result is that they
consistently hire younger em-
ployces so that they do not feel
threatened rather than hire those

(See Evans page 6)

bers.

Copyright © 1996 CLUB INSIDER, INC. All rights reserved. Material may not be copied in whole or in part in any form whatsoever.
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‘NORM'S NOTES-

RALPH GRIESSER
was loved by many people in his
community and in the club indus-
try. Ourthanks to his friend, JAKE
BURKHARDT, formerly of Nau-
tilus, for writing and providing the
Memoriam to Ralph shown on this
page.

DAVE TOLMIE, Senior
Vice President of Operations for
BALLY TOTAL FITNESS in-
forms me that TOM VITACCO,
the man who has spent the last two
years developing the Bally Fran-
chise Program, left Bally in De-
cember, 1995. Tolmie indicated
that they decided that Tom was not

EClub
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Subscription Form

the right guy to sell the franchises.
He also indicated that they are
“changing the financial require-
ments” for the franchise in order
to expand the potential purchaser
numbers. Sources say that not one
Bally Franchise has been sold.

TONY de LEEDE,
owner of Atlanta’s Australian
Body Works and a native of Aus-
tralia, has opened his 15th location,
this one in the new HEALTH
AND FITNESS MALL which
celebrates its Grand Opening on
March 13, 1996. The facility is
10,000 square-feet and offers
deleede's CARDIO THEATER,
a wide range of acrobics classes,

Club Name:

Attach List For Additional Subscriptions
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$49 Per Year
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Delivered Monthly Via 1st Class Mail to
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strength and cardiovascular exer-
cise equipment and supervised
child care. BILLY ROBINSON,
a 25-year club veteran, formerly
with SPORTSLIFE, has been
appointed General Manager. The
Health and Fitness Mall will in-
clude various health-care clinics,
sports related retailers, skin care
and health food retailers and natu-
ral food restaurants.

KAREN GREGG, for-
merly with the gigantic and wildly
successful EAST BANK CLUB
in downtown Chicago, has joined
LIFE FITNESS as the new club
Marketing Manager. Gregg was
a 1992 finalist for the IHRSA Fit-
ness Director of the Year Award.

STEVE WILLIAMS,
formerly with CYBEX CORPO-
RATION and now the CEO of
Seattle-based CARVER COR-
PORATION, has been appointed
as President of TECHNOGYM,
U.S.A., the North American arm
of the-ltalian TechnoGym Corpo-
Steve will be a mighty
busy man as he will continue to
serve in the capacity of CEO of
Carver while he takes on the
Presidency of TechnoGym U.S.A.
ALBERTO DIPAOLO will be
the CEO of TechnoGym U.S.A.
TechnoGym is coming to Ameri-
can in a big way, kicking off its

ration.
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Norm Cates, Jr.

presence al the huge IHRSA San
Diego Trade Show March 21, 23rd
& 24th. Their exhibit will entail
32 booth spaces. In addition,
TechnoGym, U.S.A. has signed on
to sponsor the new IHRSA Insti-
tute On Exercise and Health.

KACEY REISTAD, Di-
rector of Public Relations for WTS
INTERNATIONAL, a Silver
Springs, Md.,-based firm which
specilizes in the design and man-
agemenlt of leisure facilities, in-
forms me that they are hosting a
special triathalon training seminar
with DAVE SCOTT and KAREN

SMYERS on March 30, 1996, at
the Asburn Village Sports Pavil-
ion, a WTS-managed club. The
seminar will be held from 8:30 -
4:00 p.m. and will concentrate on
banishing misconceptions about
training, as well as providing ad-
vice to participants on proper form
and technique. For more infor-
mation contact: DAVE
UNGRADY, at (703) 528-4154.

JEFF STOKES, Vice
President of CLUB SERVICES
and his associates from their sis-
ter company, RESTAURANT

(See Norm's Notes page 27)

In Memoriam §

Ralph H. Griesser
1941-1996

Rnlph Griesser, whose carcer in
the fitness industry spanned 22 years, died
on January 20, 1996 from complications
of cancer at Emory Hospital in Atlanta, A
longtime resident of Cincinnati, Ohio, Mr.
Griesser was Vice-President of Sales for
Nautilus International based in
Huntersville, North Carolina. Prior to his
career in fitness, Ralph was an exceptional
teacher and coach. A three sport star at
Western Hills High School in Cincinnati,
he would later return, after receivinga BA
at the University of Cincinnati and his MA
from Columbia University, to lead West-
crn Hills to its first city football champion-
ship in twenty years.

His exceptional leadership quali-
ties accompanied by a warm and caring
concern for people would make him a
valuble asset at Nautilus from its beginning.

At the start, Ralph's background in athlet-
ics helped Nautilus gain notoriety in pro-
fessional and major college athletics. He
would later take on the role of Midwest
Regional Sales Manager. Ralph’s move to
senior management came at a stage when
Nautilus had serious financial problems. It
was his strong leadership that maintained
the sales organization’s morale and con-
tributed to the successful return of Nauti-
lus to prominence in the fitness industry.
His character, sense of humor and distinc-
tive graveled voice were the trademarks
that made him one of a kind. A memorial
scholarship is being established by Nauti-
lus International in Ralph Griesser’s name
through the National Strength and Condi-
tioning Association.

JRalph’s most treasured posses-
sion was his family, and we offer our deep-
est sympathy to his wife, Dianne, son,
Grant, daughters, Ann and Carrie, and
grandsons, Jake and Ben Gerber.

Ralph Griesser 1941 - 1996
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MICROFIT'S HEALTHCARE CONNECTION
KEEPING THE PRESSURE ON!

By Neil Sol, Ph.D.

Thc CLUB INSIDER
News is now in its third year of
keeping our readers abreast of the
dynamic changes that are occurring
in the health club industry. Those
who have followed the action gen-
crally agree that the health club is
an integral provider in America’s
health care delivery system. How-
ever, not until recently with the
publication of the Surgeon
General's Report on physical activ-
ity and health did the club industry
have available the scientific evi-
dence that exercise is a key factor
in achieving good health and that
fitness is regarded as a key means
of prevention,

In the February issuc of
CBI Magazine, John McCarthy,
Executive Director of IHRSA, in-
dicated that the Surgeon General’s
Report is going to reposition the
way the public views the health club
industry. He further predicted that
fitness will no longer be regarded
as simply being part of the leisure/

recreation industry, but it will be-
come an integral component of the
nation’s health care system.

Has the health club in-
dustry arrived or what?

With the documented
evidence of the Surgeon General's
Report the path to creating rela-
tionships with health care provid-
ers such as MD’s, hospitals and
health insurance companies, has
been cleared. Traditional health
care providers will realize that
with the publication of these re-
ports the American public will
seek the health benefits of exer-
cise. It will be incumbent upon
the health care providers to make
exercise available. Who will they
turn to? You've got it..... health
clubs! With the publication of
these reports, professionally op-
erated health clubs will gain new
levels of credibility with all con-
Sumers.

The Surgeon General's
Report should facilitate the atcep-
tance of health club proposals to
hospitals and/or health insurance
providers for exercise and related
services for their patients/sub-
scribers. The Report should also

stimuate hospitals and health in-
surance companies to approach
health clubs in search of formal
relationships for the provision
of exercise and related preven-
tion services.

The Surgeon General’s
Report on physical activity and
health has gained the support of
influential Americans from all
walks of life including doctors,
scientists, government and
healthcare industry leaders.
These individuals are realizing
the role of the health club and its
services in helping Americans
with the goal of obtaining and
maintaining health.

In May, when the re-
sults of the Report are announced
and made public to all Ameri-
cans, the opportunity will present
itsclf for the health club indus-
try to leverage its key position
in the healthcare continuum. Not
only will the public be search-
ing for leadership to reclaim their
health through exercise, but
otential healthcare providers will
also be looking for exercise lead-
ers. The opportunities for all
health club operators will be

greater. The grass root
message of exercise is
good for you and fitness
is health will be visible
everywhere, TV; print
media; the Internet, etc.

Now is the
time for those of you
interested in creating a
relationship with health
care to prepare to act.
Prepare to approach
healthcare decision
makers with this new
evidence and message
of the Surgeon
General’s Report. Use
the backing of the U.S.
Government that exer-
cise is good for you and
convince healthcare

Neil Sol, Ph. D.

providers that the health

club is the best means to lead the
nation to exercise. Club operators
everywhere have paid their dues for
years. Now is the time to prepare
to take advantage of news that we
have known for decades....... news
that regular exercise is good for
your health!

(Neil Sol, Ph.D. is the

General Manager of the Cherry
Creek Sporting Club in Denver,
Colorado and the President of
Health Vantage, Inc., a club indus-
try consulting firm, Neil is one of
the industry’s leading experts in the
field of health care as it relates to
clubs. He may be contacted at:
(303) 399-3050 or Fax #: (303)
388-7923.)

...Evans

continued from page 4

persons who might be best qualified
for that position,

This practice is contrary,
too, to the current objective of try-
ing to capture the senior market.
Scniors are often not attracted to a
facility in which all of the employ-
ces are young cnough to be their
grandchildren. A mature presence
on the staff can sometimes be more
reassuring than a proliferation of de-
grees and certifications held by a
bunch of youngsters who are still
wet behind the ears. It’s all a mat-
ter of perspective.

WEIGHT
DISCRIMINATION

As implausible as it
might scem, the fitness industry
often discriminates against obesity.
We cater to children, athletes, se-
niors, pregnant women, singles,
families, students, the handicapped
and every other special group, but

we remain patently biased against
the obese. Why? Probably be-
cause society in general rejects
overweight people, and we are
creatures of society even when it
sometimes contradicts our alleged
purpose of trying to help all
people enjoy a healthier lifestyle.

We simply cannot relate
to grossly overweight people. We
associate them with weakness and
gluttony. When they visit our fa-
cilities, we secretly make fun of
them and make comments about
them to each other behind their
backs. If we don’t say it, we of-
ten think it. Our members some-
times join us in the discrimination
by staring at them and mumbling
things under their breath.

These people come to us
for help but usually drop out after
a short time because we try lo
mainstream them into our general
membership rather than establish
something specific to their needs.
We have allowed our own preju-
dice against obesity to prevent us
from scrving these people even
when more than one third of our
adult population is now catego-
rized as obese and the percentage

continues o grow.

SEXUAL
(ORIENTATION)
DISCRIMINATION

Pcrhaps nothing has
created more controversy in re-
cent years than the gay rights
movement. It has also created a
climate of discrimination within
the health and fitness industry -
particularly in conservative com-
munities where homosexuality is
viewed as an abhorrent lifestyle.
Openly gay men and women are
rejected for employment by
some facilities solely on the ba-
sis of their sexual preference, and
these individuals usually have
little or no recourse against the
discriminating club under most
current laws - at least for now.

Sometimes gay indi-
viduals are discouraged to enrol|
as members. Others may be af-
fected, too, when the homo-
sexual label is arbitrarily attrib-
uted to them. This is especially
true when the individuals are
perceived as being unusually
masculine or feminine as op-

posed to their gender or because
they “look™ or “act™ a certain way.
This is stercotyping of the worst
sort. The overriding justification
for this practice, of course, is to not
offend existing “straight” members
even though the practice itself is
blatantly biased. We are more con-
cerned with what members think
rather than what is right.

GENDER
DISCRIMINATION

Wmm:n have made

positive gains in employment in the
fitness industry over the years by
their patience and dogged persis-
tence. Many are now in top level
management positions or own their
own facilities. But in an industry
in which the majority of its mem-
bers are still women, employment
for women still lags behind that of
their male counterparts. Enough
said.

Discrimination in any
form and for any reason should be
rejected. It has no place in our in-
dustry. We should seck the most
capable and qualified individuals
for employment without regard for

individual differences. We should
seek to serve the fitness needs of
all persons on the same basis. The
practice of discrimination will have
increasingly greater consequences
to our industry as society in gen-
eral becomes more tolerant of the
many differences among us and the
rights of all individuals equally to
enjoy life, liberty, and the pursuit
of happiness.

(Jim Evans is a 28-year
veteran of the health and fitness
industry and a professional con-
sultant specializing in marketing to
the senior population. He is Ex-
ecutive Director of Heartland
Health Center in Boone, lowa.)
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Upgrade to Interactive

Fitness Assessments.
----It’s This Simple---

’ B Simplified interactive operation.
RS 11to-f-the-art performance and

s ccuracy. Real-time graphic displays.

Flexlblllty of modified tests and reporting function.

Powerful client database and contact |y
S features. Customized  (EE =S

oh | § exercise plans. Unique {JEEIG

e vclness appraisals

Sl 1 perfect tool for testing and retention.

For Version 8 call 800 822-0405 t

™
1077-8 Independence Ave. Mountain View, CA 94043 = 415 969-7296 » Visit our website: http://www.miceofit com

€ 1996 MicroFit, Inc
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BEST JUST GOT BETTER!

INTRODUCING THE CORDLESS FREECLIMBER"4400 CL™

NEW CORDLESS MODEL This is it. The stair climber you've been

asking for—the new Cordless FreeClimber 4400 CL™ from StairMaster™.

Combining the revolutionary space-efficient design of the FreeClimber with
the maximum flexibility of a cordless, self-powered unit, the Cordless 4400

CL is the ultimate stair climber. No outlets to search for.

No cords to trip

oyer. Delivered fully charged—its performance is exc eptional.

EXCLUSIVE RAIL-LESS DESIGN The rail-less design of the FreeClimber 4400 CL 1s
not only more comfortable to use, it delivers a grearer lower body workout. Users love
1-Year Warman the fact that they burn more c¢alories, with less perceived effort!
MORE WORKOUT OPTIONS A new console on the FreeClimber 4400 CL
increases the top climbing speed by 25% and offers seven new programs—each
with 20 levels of intensity. Delivering the same unique stair climbing feel of our

4000 PT* model, these oprions make the StairMaster Cordless FreeClimber even

more fun to use.
REQUIRES ONLY 2' X 4' OF FLOOR SPACE Nort only is the FreeC “limber space-efficient—

the cordless feature allows you to place it anywhere!

FOR MORE INFORMATION, CALL...
1-800-635-2936

Shaping the Future
of Fitness

Medical Products. P in the Lnied Stab

Suimazine TRRMMRSIOT . FroeChmiber and 4000 PT we rogistered Irademarks acd 4400 0L 5 3 mademan of Stark!

MAXLIFE... The Leader In Senior Fitness

Goudycar. Arizona -
Jerry and Donna Yost are the Direc-
tors of MAXLIFE™, a facility es-
tablished to serve the residents of
the Robson Active Adult Commu-
nity where it is housed. There are
four Robson Adult Living Commu-
nities with the first MAXLIFE es-
tablished in the Robson Pebble
Creek Golf Resort which has a
population of 1,000. Remarkably,
over 80% of the residents of the
Pebble Creek Golf Resort are par-
ticipating at MAXLIFE. A second
MAXLIFE facility will soon be un-
der construction for the Robson Sun
Lakes Community with a popula-
tion of over 13,000,

The MAXLIFE Fitness
Program was designed to give se-
nior adults the maximum
opportuntiy to maintain and en-
hance health through education, su-
pervision and state-of-the-art equip-
ment. It has proven to be a phenom-
enal success since it opened in Feb-
ruary, 1994 in Goodyear, Arizona.

The Yosts say studies show

with state-of-the-art Universal re- “We start with the as-
sistance equipment, the Aerex
Body pump and numerous cardio-

vascular exercise machines.

gardless of their prior exercise
histories, overcome fears
about beginning a fitness pro-
gram in a center equipped

98 percent of people over age 40 are
physically deteriorating: experienc-
ing less strength, less flexibility and
less range of motion. And of those
over age 45 who do exercise, only 7
percent use resistance or weight train-
ing in their fitness programs,

“Here, everyone in this pro-
gram is improving in the areas of
range of motion, strength, cardiores-
piratory capability and flexibility,”
Jerry Yost said. “And 100 percent of
the participants use resistance train-
ing.”

sumption that people really don’t
know how to exercise,” Yost said.
(See MAXLIFE page 30)

The secret to MAXLIFE'S
success is this: It incorporates edu-
cation with individually-tailored,
fully-supervised exercise programs.
It is fast and fun. And it’s designed
to be anxiety free.

Participants age 40 to B4 are
started with an education and physi-
cal assessment. After that, each par-
ticipant is assigned an individualized
program aimed at improving overall
health and fitness while taking into
consideration special needs. The
Yosts and their staff take extra steps
to ensure that men and women, re-

(L to R) Sandra Perlmutter, Exec. Dir. President's Council on Phy. Fitness,
Ed Robson, CEO Robson Communities, Donna & Jerry Yost, MaxLife Directors
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Reebok Skywalker Coming On Strong!

Dallns. Texas - The
Skywalker, a high-tech, easy to use
walking exercise machine had taken
the health club industry by storm
beginning with the CLUB INDUS-
TRY Show in the fall of 1994. The
Skywalker is manufactured by
Sports Specific International, a
Calgary, Canada based company.
The initial development and huge
sales volume was directed by long-
time industry veteran, Lee Guthrie.
But, the problem appeared to be that
the marketing was ahead of the
product development. By the time
SSI began to ship the first of thou-
sands of Skywalker units for which
they had orders, it was clear that the
machine had several flaws which
had to be corrected before they
would be acceptable to the commer-
cial market. The primary problem
was with the high pressure silicone
resistance system which was devel-
oping leaks and ultimately causing
the machines to malfunction and
breakdown.

Fast forward one and one
half years. Exit Lee Guthrie. Enter
Don Gronachan, formerly of Cybex.
Don Gronachan is now the CEO and
President of SSI.

Gronachan reports that al-

though “there has been a lot of
stress related to the Skywalker....
things are looking up. We stopped
production longer that we had
hoped, but we knew we had only
one chance to make the right cor-
rections and get it right. Now, of
the 400 units shipped since De-
cember, 1995, we have only one
malfunction reported and that was
caused by an easily repaired loose
bolt. Prior to a restart of produc-
tion and mass shipping, we had
10 test units in the field with the
new modification and we expe-
rienced no service calls at all.”
When asked what had
been done to correct the prob-
lems, Gronachan explained, “We
replaced the original silicone re-
sistance system with a new sys-
tem. The new system is expen-
sive, but it is much more reliable
than the original system. Itisstill
a silicone system, but it is not
pressurized and can be serviced
very simply if needed.”
Gronachan explained
that due to the delay time in de-
livering orders and the problems
with the orders that were deliv-
ered, a lot of Skywalker orders
were cancelled. He explained that
the cancellations were centainly
understandable. But, he also in-

dicated that the enthusiasm for the
revised models which have been
delivered is very high and that the
club members really like and use
the Skywalkers a lot.

In respect to the 600
Skywalkers that had been shipped
prior to the improvements, SS1 has
made a commitment to replace the
resistance system of every one of
them with the new system and will
at the same time be making other
modifications as necessary to
bring the machines up to par with
the new version.

The Skywalker interest
level in the media continues to
soar. Lifestyle Magazine has
given it a great write up. Play-
boy featured it in their April, 1996
cdition, it was featured in Popu-
lar Science - “Best of What’s
New™ for 1995, it will be shown
in a prominent national commer-
cial in the near future and they
have been approached to use it in
an upcoming feature film. All of
the positive things that are happen-
ing now give Gronachan the sat-
isfaction of “seeing the light at the
end of the tunnel” and an expec-
tation that the Reebok Skywalker
will be as exciting as it’s original
kick-off. Gronachan indicated
that they are now shipping ap-

solos

solos.

Keyless Battery Powered Electronic Lock
for Wood and Laminate Lockers

Distributed by:

Treeforms 4242 Regency Dr. Greensboro, NC 27410 (800) 447-8733

proximately 300 of the revised
units per month and when they are
at full production capacity, they
will be able to ship 1,000 per
month. At $5995 per unit,
(slightly less than the average
price of the top eight treadmills)
that should make the investors of
SSI happy.

Unisen, the makers of
Star Trac Treadmills, had previ-
ously been representing
Skywalker in the marketplace, but
it was recently announced that the
representation agreement between
Skywalker and Unisen was being
mutually terminated.” Gronachan
explained, “We all agreed that this
was the best thing to do right now
and we continue to work closely
with Unisen to take care of our

customers and to wrap up this
agreement in a friendly-amicable
manner. The people at Unisen
have been terrific to work with in
this regard.”

Rarely in the history of the
club industry has a product hit the
marketplace with such vigor as did
the Skywalker by SSI. Although
there were unforseen problems
with the initial units shipped, the
Skywalker has been perfected sig-
nificantly since the beginning and
it is coming on strong. Don
Gronachan is happy to see that they
have been able to work through the
problems and he expecls great
things for both the commercial and
home model of the Reebok
Skywalker.

ACHIEVE

BUSINESS
&
PERSONAL

ADVANCEMENTS

This book represents the thoughts of
twenty of the nation’s leading cham-
pions in the search for success. Take
advantage of their insights and guid-
ance to create your own Olympic ex-

L perience and to discover

"The

i

Spirit"”

 —

Order now from:

San Diego, California

OLympric LEVEL
PERFORMANCE IN
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Rick Barrera

Les Brown
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Jim Tunney
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New Rock
weather
travel
q
Easy listening

book/magazine
reading

The variety of entertainment choices is unlimited.

With CardioTheater, your members individualize
their cardiovascular workouts by remote control.

Offer your members CardioTheater. They'll love the
selections, they'll enjoy exercising and they'll love
the results. All thanks to you.

sitcom

Pick a channel...any channel.

Top 405
50ap5
Classical

HCWS

Rock & Roll

CARDIO Jé /

12 Piedmont Center, Suite 105 = Atlanta, GA 30305

Call (800) CARDIO-1 or (404) 848-0233
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Windows Shopping?

o

Membership Management Software for Wmdows |

= 100005 Sarah Williams
| File Options Special Windows Help
Sarah Williams Check-In Status
"‘-‘." s Mambmﬂaﬁe: Sarah Willlams
m‘h - *’ég}, Card Number: 100005
. . - 4\'\ t Membership Type: 2 - Family Monthly | |
'.?‘:E. r ; | \\w —Monthly Usage
; Sl Taen] Fah [ Jun| Jul | Aug| Sep| Oct| Nov| Dec
? S Rl : 13 0] 9| [@%FFTEJ
| W @ﬁ
_ b —Last Check-in Date
il | SR et 7o 5o ]
it 1 el - Chock-in Freeze Date
ol 20, "R Fromfoo/00/0000 7000070000

[Front Desk: Please inform Sarah that we
d het to submit her new checking _ II

count number for EFT
— Usag:
I — ]
o ’... — =
AL Gy y

Software That’s Easy to Use
from a Company You Can Trust

In the past 20 years, we've learned a few things about developing club management software.
Like the fact that a feature isn't very valuable if you can't figure out how to use it.
And, processing EFT payments shouldn’t be a difficult task.

Packed with useful features, Club Vision was carefully designed with the help of our most
valuable resource...our customers.
That's why Club Vision contains easy-to-use features
and completely automated Electronic Funds Transfer capabilities.

For a free brochure, presentation diskette or telephone demonstration of
Club Vision for Windows, call an ATA National Account Executive.

1-800-282-0031

of Senving the Heallh
& Fitness Industry
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MARKETING MATTERS

With Mike Chaet, Ph.D.

Dear Mike,
I am building a new club.
Could you give me some advice on
pre-opening marketing? When
should [ start, what is the best strat-
egy, how much should | spend?
Daren Carter
Nicholasville Athletic Club
Nicholasville, Kentucky

Hello Daren,

Pre-opening is a very ex-
citing time for every club developer.
Itis also a time that carries the pos-
sibility of both high risks as well as
high rewards. Your pre-opening
should be well planned and care-
fully choreographed.

The general strategy is to
take a STEP-PHASED approach to
the development of your pre-open-
ing promotions. If you have time
you should schedule three or four
pre-opening phases and one post-
opening phase. This will give you
at least four to five phases timed
with the opening of your club.

To schedule the pre-open-
ing phases start with the projected
opening date of your club. Then
count backward 60 days. That de-
fines your “last” pre-opening phase,
repeat the reverse count two more
times. You should now have three
60-day, pre-opening phases. This
will provide you with a six-month
build-up program. Next, go back
to your opening day once again and
project forward sixty to ninety days.
This is your “Grand Opening Pe-
riod”. Your first three phases will

come before you open your club
and may be referred to as the
“Charter Membership” phase.
Each phase should be “capped”
off with some type of party such
as a “Sneak Preview”, or “Ribbon
Cutting” party. Each phaf should
have a “Special” membership
package attached to it that will end
at the conclusion of that phase,
rolling into the next phase. The
theory is “the earlier a person
joins, the better the membership
package is.”

We include one post-
opening phase as part of what
could be called the pre-opening.
We recommend this because we
want you to start what is called
your “Grand Opening Member-
ship Special™ on the day you open
your club. This will be capped off
approximately 60 days after the
club is open with a blow-the-doors
out “Grand Opening Celebration

.l..U‘.l....l...l.llll...........l.Ii

Norm Catesn’

=Club Insider:j

NEWS

1996 Advertising Reservations
Are Now Available

25,000
Circulation In
1996!

Call (800) 700-2120
orFax Inquiry To: (770) 933-9698

SecPOOROSORROORREOESIROOROOOROROOROBREOR

Party.”

Each phase consists of 6
distinct and separate components:

1. The time periods.

2. The special member-
ship name.

3. The membership ben-
efit package.

4. The offer.

5. The cap or final day
event.

6. Budget allocation.

By using these 6 compo-
nents as a guideline in developing
your pre-opening marketing pe-
riod you will have it thoroughly
covered. | have a chart which
clarifies this article and I will be

happy to forward it to you if you _

would like.

Good luck with your new |

club!
Mike Chaet

Classified Ads
$100 Up To 50 Words

Delivered to 25,000 locations

Send Ad Copy And $100 Check To:

The CLUB INSIDER News
P. O. Box 671443
Marietta, GA 30067

essceeSORNSSEORNOODROODOOOOERORROBRDODRORRBDBN

This month’s question
was submitted by Daren Carter of
the new Nicholasville Athletic |
Club in Nicholasville, Kentucky.
For submitting this month’s ques-
tion, Daren will receive a copy of
Mike Chaet’s latest video entitled:
HOWTO INCREASE MEMBER-
SHIP SALES (it contains more
information on pre-opening strat-
egies). If you have a marketing
question for Mike Chaet, please
submit it to him by fax at: (406)
449-0110 or mail to: Marketing
Matters c/o CMS, Box 1156, Hel-
ena, Montana. 59624. For addi-
tional information, you may reach

Mike at: (406) 449-5559.

Mike Chaet, Ph. D

Best in the busmess...and we can prove it!

“MAIL-IN" PAYMENTS

(FROM COUPON BOOKS)

Payments processed for Two Bucks...or LESS!
($25 payment, $250 payment...same price!)
PLUS...
PRO-FINANCIAL’

The Ultimate Collection Service

Ask for our FREE money-saving analysis worksheet

“IMPROVEERYOUR PROFIT

EV

Y DAY”

Call DANE HOLLAND Today!

1-800-233-8483
AFFILIATED ACCEPTANCE CORPORATION

Main Post Office Box 419331, Kansas City, Missouri, USA 64141

FAX: (B16) 753-1429
WEBPAGE: HTTP/WWW FITHESSWORLD.COM/PRO/TRADE/AFFILIATED HTML

AAC...“We're Here To Work”

E-MAIL: 74041,2525 @

COMPUSERVE.COM
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Club FM

CLUB FM is an afford-
able and efficient way to entertain
your members and give them a
choice.

CLUB FM takes the
sound portion from a TV, CD Player,
Cassette Deck or Motivational
Video and transmits the sound to
your member’s personal Walkmans.
These FCC Approved systems are
designed to make your members’
workouts more enjoyable and at the
same time, keep within a facilitics
budget. Ascompared to other simi-
lar systems, there are no necessary
hardwiring/installation and mainte-
nance costs - which can add up to a
lot of dollars and maintenance head-
aches. This innovative system is
installed in hundreds of health clubs
across the USA (and abroad).

Here are some of the reac-
tions of club owners presently uti-
lizing CLUB FM:

Health Star, Ramsey, N.J.
- “Our members really took to the
system. They enjoy their cardio
workouts more now than ever. The
system was easy 1o set up and very
cost effective. It is a great
investment. * - MIKE SILVA/
Owner

Hollywood Health Spa,
Lawrence, N.Y. - “ We really like
the CLUB FM System. We pres-
ently have a hard wired system and
are thinking about scrapping it and
replacing it with CLUB FM. It is
also very simple to install.” - ROZ
WOLFF/Owner

Galaxy Health Spa,

the systems before they ship out.
I want the CLUB FM Systems to
be as hassle free to the customer
as possible. 1 feel this is an afford-
able alternative to hardwired sys-
tems. A lot of club owners hear
that interference is an issue - if that
was the case, we would have been
oul of business a long time ago.
Qur sales staff, | fecl, is one of our
strongest aspects. Everyone in-
volved takes that extra step to keep
the customer happy so that they
choose our system over other simi-
lar systems. They work great and

we are eager o supply these
CLUB FM Systems to even more
locations.” - Alice H. Lance, Part-
ner - A.P. Acoustics, Inc.

“The salespeople pro-
vided good, informative customer
service. The CLUB FM System
is easy to install and worked well
with no problems. | chose CLUB
FM over a hardwired system be-
cause it gave me more flexibility
in setting up the cardio room and
allows my members to listen to the
audio without having to be on the

cardio equipment. The price
was competitive and fair.” -
MARTY FINK, Executive Di-
rector, Greater Hartford, Ct.
YMCA.

“The bottom line is
that we chose this system over
a hardwired system because we
had heard from reliable sources
that moving equipment around
is not as easy with other sys-
tems as it is with CLUB FM.
CLUB FM is easy to install, no
runnning wires and mainte-

-Wireless FM Entertainment Systems

nance free. The CLUB FM System
has been great and they last a long
time! The price was the lowest and
we did not need the bells and whistles
that other systems offer!” - DENNIS
KAUFMAN, Twin Arbors Athletic
Club, Lodi, Ca.

“| have researched this care-
fully and found that CLUB FM had
the best price and the best quality. It
is asimplified unit..... you don’t nced
anything else!” - PETE PETERSON,
FROG'S Athletic Club, Encinitas,
Ca.

MOTIVATE YOUR MEMBERS

with

CLUB FM

Works With Any TV Or VCR Audio Output

Broadcast Any TV Channel In FM Sound

By simply tuning an ordinary ““FM Walkman'’ to the designated radio channels
you broadcast, members can exercise to MTV, VH-1, News, Soap Operas, or
any VCR. Workouts become more enjoyable.

o Better Utilize Your Existing TV System

Guttenberg, N.J. - “ | have CLUB .
FM and another one made by an e Easy To Install + Promote Club Functions
outfit in California. Both are in the e Inexpensive ¢ Increase Club Profits:
same room, hooked up to the same » Use With Any “Walkman” Type FM Receiver o Walkman Rentals
model TV, space about 20ft. apart. ond Headphones e 1 Yr Warranty
» Excellent Sound Quality » 30 Day Money Back Guarantee

CLUB FM is smaller, less expen-
sive, less complicated to hook up
and the reception is twice as good!”
- MIKE FARKAS/Manager

e FCC Approved

Join the increasing number of Health Clubs presently using
our FM Broadcast System. . .and give your members a choice.

Call (800) 326-2269

Or Write:
A.P. Acoustics, Inc.
65 Main Street

High Bridge, NJ 08829

“One of my philosophies
for our CLUB FM Systems is once
I sell a system, | want to ship it to
the customer and never see it again.
That is why we take the time to test
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THE POWER OF LISTENING

By Dr. Tony Alessandra

Listcning-wc do it con-
stantly. So why read an article to
learn what we already know how to
do?

Listening is natural!

Or......isit? Ineffective lis-
tening is one of the most frequent
causes of:

*misunderstandings

*mistakes

*lower employee produc-
tivity and morale

*missed sales

*lost customers

*billions of dollars of in-
creased costs and lost profits

*increased employee turn-
over

Ineffective listening is also
acknowledged to be one of the pri-
mary contributors to divorce and to
the inability of a parent and child to
openly communicate.

And, people view poor lis-
teners as self-centered, disinter-
ested, preoccupied, and social
boors!

If all of these negatives
result from ineffective listening,
why don’t we listen effectively?

1. Hard Work - Listen-
ing is more than just keeping
quiet. An active listener regis-
ters increased blood pressure, a
higher pulse rate, and more per-
spiration. It means concentrating
on the other person than on our-
selves.

2. Information Over-
load - In today’s society there is
enormous competition for our at-
tention from advertisements, ra-
dio, TV, movies, reading material,
and more. With all these incom-
ing stimuli, we have learned to
screen out that information that
we deem irrelevant. Sometimes
we also screen out things that are
important to us.

3. Rush to Action - We
think we know what the person is
going to say, so we jump in and
interupt, rather than taking the
necessary time to listen and hear
the person out.

THE STORE!
GIVE AWAY

4. Speed Difference -
There is considerable difference
between speech speed and
thought speed. The average per-
son speaks at about 135 to 175
words a minute, but can listen to
400 to 500 words a minute. So,
the poor listener spends all that
time between the speed with
which he listens and the speed
with which he talks, on
daydreams....or on thoughts of
what he is going to say next.... or
in mentally arguing with the per-
son speaking. It's like listening
to two voices at the same time.

5. Lack of Training -We |
do more listening than speaking, |
reading, or writing, yet we receive

Dr. Tony Alessandra

almost no formal education in lis-
tening. Remarkably, the average
student gets less than one - half
year of listening education
through her first 12 years of
schooling!

Although many people
assume they are good listeners,
few actually are. The average
employee spends about three-

Membership

Renewal
Referral

quarters of each working day in
verbal communications. Nearly
half of that is spent on listening.
Incredibly, the average employee's
listening effectiveness is only
25%. Today, more and more com-
panies are discovering that one bad
listener within the managerial
ranks can cause much more dam-

age than a number of good
listeners can correct.

The normal, un-
| trained listener is likely to
understand and retain
only about 50% of a con-
versation, and this rela-
tively poor percentage
drops to an even less im-
pressive 25% retention
rate 48 hours later. This
means that recall of a par-
ticular conversation that
took place more than a
couple of days ago will
always be incomplete and
usually inaccurate. No
wonder people can sel-

dom agree about what
was discussed!

Listening well-
listening actively - is ob-
viously important, but how does it
really benefit you?

Active listening:

1. Improves the environ-
ment at work, at home, and in sales.

2. Reduces relationship
tensions and hostilities.

3. Saves time by reducing
(See Alessandra page 20)

< ORLANDO

X HAWAII

< MEXICO

X CARRIBEAN

Promotions That Work!

X LAS VEGAS

NO HASSLE TRAVEL PROMOTIONS SINCE 1973
APEX TRAVEL PROMOTIONS
(800) 666-0025 (Ext. 22)

< RENO

Fully li
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" g, There is 10 place on earth like Costa Rica! =
‘ Villa de Papagayo i ocota, Costa Rica

‘ Villa de Papagayo is a brand new luxury ) RE
four-bedroom, four-bath villa with full staff (cook, =\ \

| maid and butler) located on the Pacific Ocean in |
beautiful Costa Rica. The view from the villa is M/

revered as one of the most beautiful in the world. .

The lushly-landscaped villa includes an
oversided deck with swimming pool and waterfall.
There is also a spectacular great room with 32-foot
ceilings, TV, VCR, stereo and air-conditioning in
the bedrooms. Guests at the villa also have use of
the amenities at the nearby Ocotal Resort Hotel,
which includes three swimming pools, tennis, scuba
diving, snorkeling, beach and health club.

Also available are the world’s best sports
fishing for marlin and sails, rain forest, volcano and
giant sea turtle tours, birdwatching, horseback
riding, whitewater rafting and various other nature
tours.

An all-inclusive plan provides all your food
and drink (an open bar) during your stay at Villa Papagayo. The staff is there to provide for your every need and you will enjoy daily wonder-
ful meals of fresh seafood, fresh vegetables and fruits like you’ve never tasted before. The villa is ideal for parties of two to eight persons.
Beds can be arranged as kingsize or single for your personal needs.

CEMIN W =y S Y
' \ __ : Those who have

S ST T e O ; - . . seen the view ﬁ
= 7 ' : from Villa de
Papagayo call it |
one of the most
spectacular in
the world. With
parrots and
monkeys in
nearby trees one
soon realizes he
orsheisina
nature’s para-

& e il B A o . 3 : dise.
| y R = £ -

=~ &

/illa de Papagayo’s giant terrace overlooks the Pacific Ocean and includes a pool with swim-up For availability call ( 40 4) 25 5_3 220

~

war, waterfall and ranchero. In the evening guests dine outside under the stars.

=
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THE BODY PUMP®

A Whole New Exercise Experience

The commercial model

A40™ s the club industry's

Weight assisted whole body [arst integrated whole-body
stepping and squatting. aerobic conditioning system.
Your newest weapon in the

= == battle for market share,

=|==|l'-‘i 1 Lo The A40™ .fmgw.r user stress
(=t 08 | e by combining a natural,

J5e [1 il | e biomechanically ideal body
\'L—'—-‘-_!‘Tr _{_{ ‘. | i seorth. position with maximum ROM

2 S R pentle buoyancy and precise control of

gravitational load. Result:
unprecedented flexibility and
dcceprance.,

Intuitively user-friendly, the
A40™ offers intensity levels to
suit all of your members,
Ineredibly smooth, quiet and
durable, the A40™ takes up
little space, needs no regular
mechanical maintenance and no
external power source to operate.
It's priced less than you might
think . . .and gives members
more than they expect! What
else is there?

WHAT’S NEW AT YOUR CLUB?

People want to know. Today, people have more options than ever.
And they are spending like crazy to try revolutionary new
exercise machines! People want something different,
better than before, not just new bells and whistles.

New hopes, new motivation, if you will. That’s the way people are.
So, what's REALLY new at your club?

Variable position, upper, lower
and abdominal conditioning.

“Inventing the Future of Fitness”

AEREX

fitness & medical group, inc.
1-800-474-PUMP

AEREX, Santa Clara, Ca 95051, Tel: (408) 245-9550. Fax: (408) 245-9551
©1995 AFM. All rights reserved. US PAT. #5201694 and patents pending
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=
TRACKMASTER

TREADMILLS

INTRODUCING TRACKMASTER'S
NEWEST FEATURES:

TmTv™ - Individual, treadmill

mounted, video entertainment
system. Affordable!

TM/QuadraFIexTM - Suspended,

floating deck, cushioned for
athletic use.

TM/MasterDrive™ - Smooth,

seamless power. No belt lag.
No noise. Low maintenance!

COME SEE US AT IHRSA '96
BOOTH #'s 413 & 415

For more information contact Chip Mayberry at (407) 629-8668 or (800) 965-6455.
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The Simple & Powerful

Club Management System

To be any easier to
use, it would have
to run itself...and it
practically does!

Photo-imaging Check-in
Unlimited Report Capabilities
Automated EFT

Y X NN

Full Service Customer Support
(Phone, Fax, Seminars)

S0, make the first call right now. Dicill 1-800-554-CLUB

and see how easy it is to get ClubRunner working for you.

Club

CLUBRUNNER: THE STRESSLESS SYSTEM
880 JUPITER PARK DRIVE, SUITE 3

"nner ™ JUPITER, FLORIDA 33458-8901
1 (800) 554-2582 / (407) 746-3392
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U. S. Total Fitness Sued For
$10 Million!

Clncinnati, Ohio - A
class action lawsuit was filed in
Montgomery County Common
Pleas Court against U.S. Total Fit-
ness of Cincinnati, Inc. on behalf
of consumers in Southwestern
Ohio who have purchased health
club memberships from that orga-
nization. The lawsuit makes claims
on behalf of two classes of Ohio
consumers.

The first class includes all
consumers who signed contracts at
any U.S. Total Fitness location in
Southwestern Ohio which either (i)
did not contain a notice of the
consumer’s right to cancel and ob-
tain a refund within three days of
signing the contract or (ii) which
included a non-refundable “One
Time Membership Fee”. The law-
suit seeks the refund of all amounts
paid by the consumers in this class
and a court order barring U.S. To-
tal Fitness from entering into com-

parable contracts in the future.

The second class includes
all consumers who purchased
health club memberships at U.S.
Total Fitness’ planned club in For-
est Park Plaza, Dayton, Ohio. That
health club never opened. The law-
suit claims that U.S. Total Fitness
(i) knew that the Forest Park Plaza
location would never open when it
sold memberships to that facility
and (ii) refused to refund the mem-
bership fees it collected for that fa-
cility. The lawsuit seeks the refund
of all Forest Park Plaza member-
ship fees and punitive damages.

U.S. Total Fitness filed an
answer to this lawsuit on February
22, 1996, which denied the allega-
tions of fraud and the use of de-
ceptive acts or practices amongst
other denials. Mike Polombo, a
Principal of U.S.Total Fitness of
Cincinnati, Inc. had not returned
numerous phone calls by press
time.

MAKE

['T

FUN!

Norm Cates”

Contact:
Norm Cates, Jr.

1-(800) 700-2120

A Monthly Membership Campaign

from A to Z
ales

anagement

A dvertising

Professional consultants best ideas etention
at very affordable monthly prices.
Sales Makers - Ray Gordon & Ed Tock ra i nin g

Programming for Profit - Sandy Coffman
Courier Communications - Gregg Hinthorn
Chartered Course - Sandi Gordon

800-428-3334
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Olympic Watch: Atlanta Georgia

ACCOMODATIONS - If
you are coming to the Olympics in
Atlanta, you need to hurry as hotel
accomodations within 30 miles of
the city have been booked for over a
year. The only available close-in
accomodations are private resi-
dences which may be accessed in
two ways:

(1) Contact the Atlanta
Journal/Consititution Newspaper
circulation department at (800) 944-

7363. They have a special Friday
edition subscription which in-
cludes listings of private resi-
dences for rent as well as the lat-
est Olympic news. The cost of
this special Olympic subscription
is $31.20 for 8 weeks. Only pre-
paid credit card orders are ac-
cepted.

(2) The Olympic com-
mittee has accumulated a number
of rental listings for the games. To

obtain information on the avail-
able properties, call (214) 851-
4010. You should expect to be
shocked when you receive the in-
formation on these home rentals.
Many Atlantans are looking at the
home rental program as a good
way to “make a fast buck™ and are
charging exorbitant rates.

TICKETS - Virtually all
of the good tickets for the most

popular events are long gone.
However, PREMIUM TICKET
PACKAGES are still available by
calling (404) 548-1596. But, they
are only available in corporate
group packages starting at $22,500
cach! And, the ONLY method of
payment they are accepting is a
VISA card.

WHERE TO EAT,
DRINKAND BE MERRY - The

HUDSPETH REPORT the Pulse

of Atlanta is a monthly publication
providing the best information
available on Atlanta'’s night-life
and dining opportunities. Pub-
lished by veteran Atlanta colum-
nists, Ron Hudspeth, the
HUDSPETH REPORT will help
you maximize your time while in
Atlanta. With your credit card in
hand, call (404) 255-3220 to or-
der your subscription.

Alessandra

continued from page 14

mistakes and misunderstandings.

4. Reduces employee turn-
over.

5. Leads to carly problem
solving.

6. Increases sales and prof-
its.

With all of these benefits,
I'm sure you agree that listening is
more than just a natural behavior and
that it requires some work to im-
prove. But, what's the secret to im-
proving your listening skills? To lis-
ten cifectively, you must CARESS
those you're listening to:

CONCENTRATE - focus
your attention on the speaker and
only on the speaker. This means
climinating or ignoring internal dis-
tractions (your own thoughts) and
environmental disruptions (noise,
passersby, telephone,etc.) [f pos-
sible, the best tactic is to create a re-
ceptive, distraction-free-environ-
ment for the conversation.

ACKNOWLEDGE - ac-
knowledge your speaker by demon-
strating your interest and attention.
This should be done both verbally
and non-verbally. For example, it’s
important to let the person know
you're listening by saying, “Uh-
huh,” I see,” and so on. Al the same
time, be sure to give non-verbal feed-
back, such as nodding your head,
using good eye contact and slightly
leaning toward the speaker.

RESEARCH - gather infor-
mation about your speaker through
the skillful use of guestions and
statements. You nced an inquiring
mind to keep the conversation go-
ing so it’s a dialogue, not a mono-
logue. Play off the theme of the

speaker’s message. Ask questions
that increase your understanding
and draw the speaker out. Start
with broad, open-ended questions,
then follow with specific, closed-
ended questions as the conversa-
tion progresses. Follow each
topic of conversation 1o its logi-
cal conclusion. Use questions to
expand the discussion, clarify un-
clear points or redirect the con-
versation to another topic area.
Give verbal feedback that you
understand what is being said and
felt.

EMOTIONAL Control -
cxercising emotional control
means dealing successfully with
highly charged subjects or sensi-
tive words and statements in a
manner that allows you to remain
focused on the theme of the
speaker’s message. To exercise
emotional control, it helps to be
aware of your sensitivities, which
include disinterest in the subject
under discussion, emotionally
charged words, bad grammar, a
limited vocabulary or topics such
as religion and politics. You
might also be overly sensitive to
the speaker’s poor posture, unkept
appearance or accent. Being
aware of sensitive areas helps you
control, or preferably eliminate,
your emotional reactions, allow-
ing you to concentrate on the
speaker's message.

SENSING - keep your
cyes and cars open to the vocal
and visual messages, in addition
to the verbal messages. Be an
astute observer of body language
- hands, facial expressions, and
body postures - to notice depar-
tures from the “norm” for that per-
son. In addition, listen for emo-
tions conveyed in the speaker’s
vocal qualities - speed, volume,
pitch, rhythm, inflection and clar-
ity. Taken together, your vocal

and visual observations will help
you determine the speaker’s emo-
tional state and intent, as well as
the speaker’s content,

STRUCTURE - struc-
turing is listening primarily to the
verbal component - the content of
someone’s message. The structur-
ing process revolves around three
primary activities - indexing, se-
quencing and comparing. Index-
ing refers to taking mental or writ-
ten notes of the topic or major
idea; the key points being dis-
cussed; and the reasons, sub-
poinis and/or supporting points.
Sequencing is listening for order
or priority. Sometimes someone
tells you something in which the

order is very important or you are |

given instructions or directions
where the order is crucial. Com-
paring is concentrating on the
points that the speaker is making
so thal you can discriminate be-
tween fact and theory, positive
and negative, actual and projected
advantages and disadvantages. As
you listen, you're involved in a
continual process of comparing
ideas, options, attitudes, facts,
feelings and beliefs. Structure or
organize the information to get
through your listening, observa-
tion and note taking. You need to
keep track of the speaker’s mes-
sage.

Although the six skills
are all relatively simple to learn,
implementing them may be a
more difficult task, because to do
so means breaking through a bar-
rier of poor listening habits that
most of us have developed overa
lifetime.

The payoff for improv-
ing your listening skills and be-
coming an active listener is obvi-
ously enormous. The benefits are
yours simply for the - listening!

(Dr. Tony Alessandra,

CSE, CPAE has been recognized
by Meetings and Conventions
Magazine as “one of America’s
most electrifying speakers.” Tony
can help your organization im-

prove sales, communication and
customer service.

This article is

YR

Jrom Tony's new audio album The
Dynamics o, tive Listening,
To receive more information and
a free video demo, contact Holli

Catchpole at (800) 222-4383).

Best in the business...and we can prove it!

Customer payments via Electronic Funds Transfer -
from banks, sal's and credit unions.

25T

Per Payment Processed
($10 payment, $100 payment...same price!)

PLUS...
PRO-FINANCIAL'

The Ultimate Collection Service

Ask for our FREE money-saving analysis worksheet

“IMPROVE YOUR PROFIT
EVERY DAY”

Call DANE HOLLAND Today!

1-800-233-8483

AFFILIATED ACCEPTANCE CORPORATION

Main Post Office Box 419331, Kansas City, Misso

FAX: (816} 753-1429

E-MAIL: 74041,25

WEBPAGE: HTTP./WWW FITNESSWORLD.COM 'PRO/TRA
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SALES MAKERS
Tip Of The Month
KNOW YOUR PRODUCT

Exp!ain how special features of
specific equipment will benefit the cus-
tomer. Show how the design is custom-
made to help make starting their exercise
program more enjoyable. Demonstrate how
new technology will help them get faster
results or more importantly, keep them ex-
cited about exercise and staying on their
program. Let them know why your exer-
cise equipment combined with your profes-
sional staff can eliminate their fears of get-
ting started. Explain the benefits of the
Cardio Theater (other than that they can
watch TV). List the specific advantages of
using Hammer Strength equipment. Make
sure they understand the accuracy and im-

portance of a MicroFit computerized evalua-
tion - it’s truly more than just a fitness test.
Show how the Hoist free weight design offers
advantages for their benefit.

Most major companies like Life Fit-
ness, Hammer Strength, StairMaster,
TrackMaster, etc. have all spent a great deal
of time and money researching and improv-
ing their products with the members in mind.
Do not just talk about the equipment on the
tour, however. Listen to their comments and
be knowledgeable about how your club’s spe-
cific equipment can help them meet their own
personal goals. Ask the prospect questions and
make sure you have correct answers. Study
your equipment operational manuals and learn
to use it properly. Know your product!

PRO-FINANCIAL

The Ultimate Collection Service

MARCH ISSUE

Sales-Management S r
Reunion
fp'r. £ 55::&5;1 gy
Sales Makers
at

La Playa Beach Resort
Naples, Florida

May 3, 4 & 5

The Sales Makers System with proven profit procedures plus. ..
3 Great summer promotions

14 Proven low cost advertising ideas

6 Required rules to increase retention
Advanced sales techniques

Effective management methods

agaoaa

Featuring Special Guest Speaker

Sandy Coffman, President
Programming for Profit

* Bonus *

‘Flﬁ‘iﬂro-ﬁnanual collection system is designed spe-

‘cifically for the Health Club and Martial Arts indus-
tries. Using a combination of gentle, but firm cus-
tomized letters, sophisticated telephone collection
techniques and national credit reporting agency as-
sistance, we are able to collect significant delinquent
revenue percentages without creating a negative
:maga far your fanilﬂy

‘I-BOO 233 8483

PROFESSIONAL FINANCIAL SERVICES, INC.

Main Post Office Box 419331, Kansas City, Missouri, USA 64141
E-MAIL: 74041,2525 @ COMPUSERVE.COM

FAX: (816) 753-1429
WEBPAGE: HTTP./WWW FITNESSWORLD.COM/PRO/TRADE/AFFILIATED. HTML

Lowest fees in the industry!

Introducing the S.M.A.R.T. System...

Sales
Management
Advertising
Retention
Training

1St Person ......cceciocesssesnsssnee
2nd Person (same club)..... 199
Previous Attendee......

(800)-428-3334 or Fax (941) 481-9661
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The FitLinxx
Interactive Filness Network
Was Designed With
One Overriding Goal In Mind:

To Help Achieve Results
Ouuldy And Safely.

The FitLinxx Training Partner adds computer feedback to existing weight stack
equipment to provide instantaneous feedback on both users’
form and their achievement of goals.

By automatically collecting workout data from FitLinxx
Training Partners and other fitness equipment, the FitLinxx
system eliminates the need for a workout card and gives members
and staff access to a wealth of information. Instructors can easily identify

MARCH ISSUE

g:,{f.".;; members who need help, and members can see their progress in graphs,

Partner reports, competitions, and in comparison to norms at the FitLinxx Workout

Information Center.

The outcome is that members do the right workout, do the workout
the right way, and stay motivated to keep working out.

It all adds up to getting results.

If you wish to know more about how the FitLinxx system can help deliver results in your setting
call or write for our information package.

FitLincx

N Workout
Information
Center

'Hl.e FitLince Interactive Fitness Network gives a club the tools it nwdx to fulfill the goal of being a real partner in the merrdx'rs achievement of their fitness qum.h

ST S NAX

BY INTEGRATED FITNESS CORP.

333 Ludlow Street, Stamford, CT 06902 203-3165151, 800410-1110

Patents pending ©1 996, Integrated Fimess Corp All rights reserved. FitLinae and the Fiillina logo are radermarks of integrated Fitness Corp
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"ONE CALL GETS IT ALL"

NTERTAINMENT SYSTEMS

JEM BROADCAST
TRANSMITTERS

/ ¢ g™
® FM BROADCAST SYSTEM \«%;N%\
JEM ELECTRONICS FM100 TRANSMITTER (FCC APPROVED)

® VIDEO BULLETIN SYSTEMS
VIDEO MESSENGER CHARACTER GENERATORS

® TELEVISION MOUNTING SYSTEMS

PEERLESS INDUSTRIES INC.
LUCASEY MOUNTING SYSTEMS

® CABLE TV ACCESSORIES

Na“' NOVAPLEX CONVERTERS, REMOTES
cﬁ:" WB: |0N AND CABLE ACCESSORIES
Fo
INF h
FIT S oo
' LEASING AVAILABLE

15 CRANES CRT. WOBURN, MA 01801

6 1 7'938'99 1 9 ACCEPTING DEALER APPLICATIONS
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TWO EASY WAYS TO MANAGE
YOUR FITNESS INSTRUCTORS

Personal Trainer Business Manager for Windows™ is the first and
only software specifically designed for managing personal trainers
in a gym or health club. It is an appointment book, client database,
trainer database, and accounting package all in one.

[" t
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€ Automatically update client
balances to reflect training
sessions

€ Record trainer income and
expenses

@ Keep track of client names,
addresses, and telephone
numbers

@ Record client payments

# Maintain client training logs,
and print progress graphs

@ Record client medical history
and fitness assessment

@ Keep track of training sessions

4 Maintain separate schedules
for each trainer

& Print trainer schedules for a
day, week, or month

4 Quickly find a training session

[p—

||== 18 =— 1d|

i ] |

# Generate invoices and receipts
for training sessions

# Create mailing lists of clients

# Print monthly, quarterly, and
yearly reports of income and
expenses generated by each
trainer

Item# 3003 Personal Trainer Business Manager for Windows $249.95

FREE
SHIPPING

Shipping is free and all
orders are shipped by
First-Class Mail.

(Be sure to specify the Club Edition when ordering)

EASY TO INSTALL!

Installs in less than

Fitness Class Scheduler for Windows™ simplifies the task of
scheduling fitness classes and keeping track of fitness instructors.
With Fitness Class Scheduler for Windows™, you will be able to
create better class schedules with less time and effort.

& Schedule and reschedule
classes simply by arranging
classes on the screen

& Maintain separate schedules
for each room and location

€ Keep track of instructor
names, addresses, and
telephone numbers

4 Record the days and times
each instructor is available

4 Automatically display lists of
available instructors

4 Quickly find an available
substitute instructor

e b B |
——— (o]
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=
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@ Print complete class schedules
for students and individual
schedules for each instructor

# Easily customize a schedule’s
appearance to suit your needs

@ Create reports of hours and
classes taught by each
instructor

Item# 4004 Fitness Class Scheduler for Windows $149.95

5 minutes!

To order, send check or money order to
Willow Creek Publications, P.O. Box 86032-A31, Gaithersburg, MD 20886
Maryland customers add 5% sales tax

FOR FASTEST DELIVERY

We are available 24 hours a day, 7 days a week. So call anytime.

System Requirements: An IBM?
compatible machine with a 80386 or
higher processor, 4 megabytes of RAM, a
hard disk with at least 2 megabytes of
available space, a3 1/2" or 5 1/4" disk
drive, a VGA or SuperVGA display, and

| Microsoft® Windows™ version 3.1 or later.

TISF,
o
L)
/o A

[N/ H \
{ [ Unconditional
l i' 30-day

| | Money-back

We DO NOT ship free demo copies. We DO offer an unconditional, 30-day, money-back,
guarantee. So feel free to order a complete, working copy of the software and try it out for
30 days. We are sure that you will like it. If not, however, simply return the product to us,
and we will glady provide you with a complete refund.

8)

—

‘CALL, 1-800-823-3488 EXT 131 “=="
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..Cirulli

continued from page 3

things on his list except two. They
were to learn how to fly and to have
$1 million in cash in the bank.
Within three years these two things
were also accomplished. He gives
the book “Think and Grow Rich”
credit for being a very inspirational
tool and he still uses vast reading
and self-improvement tapes for per-
sonal development of himself and
his staff.

In 1984 he had been in-
formed that “outside competition”
was coming to Gainesville. It was
at that time he decided to build his
women’s club. Since 1984, his
women’s only club has been terrifi-
cally successful and an excellent
compliment to his co-ed club, be-
cause the members of his 14,000
square-foot women’s club also get
membership privileges in his co-ed
facility. He believes that this ar-
rangement has been instrumental in
giving him a competitive edge in
his market.

FIRST MAJOR MOVE

For years Cirulli had
been driving by a Winn Dixie Gro-
cery store located in a local shop-
ping center thinking what a great
location it would make for his
growing club. One night he got a
call from a friend who told him that
the Winn Dixie store had just closed
that day. He immediately contacted
the owner and landlord of the shop-
ping center to attemplt to lease the
former Winn Dixie space. He re-
calls, “the landlord was a 78-year
old man named Mr. Cone. When |
met with him the first time he flatly
stated that ‘no health club” is go-
ing into my shopping center.” But,
in typical Cirulli fashion, he per-
sisted. He kept going back time and
again. Soon, he had made good
friends with Mr. Cone’s 60+ year
old assistant, “Mrs. B.,” who be-
came Joe's best ally in his quest for
the 22,000 square-foot space.
Cirulli spent over four months try-
ing to sell Mr. Cone on the idea of
leasing the space to him when one
day he decided to try another #act.
He decided to “bribe” Mr. Cone.
So, first he sent Mr. Cone a box of
his favorite cigars. The next day
he sent a case of his favorite bour-
bon. On and on he wooed Mr. Cone
with gifts....and each time he would
be sure to have the gifts delivered
by a beautiful young woman.
These gifts and deliveries began to
move Mr. Cone in Joe's direction.
One day Cirulli was driving
through the old Winn Dixie park-
ing lot when he spotted Mr. Cone.

He stopped to talk to him and
Cone said, “Joe, I'm leaning to-
ward you.” It was then that Joe
knew he was going to make the
deal. A couple of days later he
was waiting for Mr. Cone in his
office when he heard Mrs. B tell
a caller, “I don’t know if a health
club will be going into that space,
but if one does, it will be the
Gainesville Health and Fitness
Center. Thanks for calling.” Joe
told a group of his older members
about his quest for the bigger
space. It turned out that many of
them were old friends of Cone and
they all went to his office one day
to pitch Cone on leasing the space
to Cirulli. After six months of per-
sistence, the deal was done.
Cirulli leased the 22,000
square-foot space and built it out
for his club relocation. He moved
inJuly, 1986. Unfortunately, Mr.
Cone passed away the week after
Cirulli moved in. Cirulli kept on
his growth mission for the next ten
years expanding the club to
32,000 square feet and capturing
the market place in the process.

MED X and
PHYSICAL
THERAPY CENTER

Joc Cirulli took Karate
lessons for four years and ob-
tained his “Black Belt.” One day
when sparring, his knee was se-
verely injured after his opponent
kicked him during a match. He
had surgery to repair the damage
and began to go to physical
therapy sessions for rehabilitation
of the knee.

While attending the
physical therapy sessions he no-
ticed that the process left a lot to
be desired and believed he could
do better. Joe ended up going
back to his health club and reha-
bilitating himself. During that
timeframe Cirulli had five lines of
Nautilus in his new location. But,
one day, while flying in the cen-
tral Florida skies, he decided to
“drop-in” on Nautilus inventor
Arthur Jones' backyard airport for
an unannounced visit. During that
visit, which ended up lasting nine
hours, Jones told Cirulli about his
secrel development plans for a
new company of both physical
therapy and exercise equipment.
Al the time, Jones didn’t have a
name for the company. From
1987 to 1992, Cirulli worked with
Arthur Jones in developing this
new line of machines which were
targeted to both the health and fit-
ness world and the physical
therapy/rehab business. The name
of the new company....... MED
X.

Arthur Jones had in-
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vented a Low-Back machine
which provided greater and faster
results than anything available in
the physical therapy world. In
conjunction With' the Low-Back
machine he also developed other
physical therapy machines for
legs and neck.

Since he had been a
physical therapy patient, Cirulli
had come to understand the
deficiences of a traditional physi-
cal therapy center. And, his ef-
forts in development of Arthur
Jones' new line of MED X -
therapy and exercise machines in-
cluded extensive testing and fine
tuning of the equipment in both
his co-ed and women's only facili-
ties. They even used video to help
in perfecting the MED X lines.
The result has been that MED X
exercise machines are as smooth
as silk and very easy to use.

While all of this was go-
ing on, Cirulli got word that the
local hospital was going to build
its own fitness center and rehab
operations. At that point Cirulli
resolved that if the hospital was
going to go into “his” business and
try 1o compete with him, he would
go into “their” business and com-
pete with them. He was sure he
could do a better job of physcial
therapy than the place did for him
while he was a patient. It was in
1988 that Cirulli opened his
Physical Therapy Center within
his newly expanded club. This
move may prove to be one of the
most financially rewarding moves
in the history of the club industry.
Using the perfected MED X Low-

Back, Leg and Neck Physical
Therapy Machines, Cirulli began
to provide an alternative to the lo-
cal physical therapy centers around
Gainesville: His PT business grew
to over $1 million in revenues by
1994! And, his club continued to
grow and prosper as he had devel-
oped a terrific system and team for
his club operations,

TENURE WINS!

Rcd Lerille, of

Lafayette, Louisiana, may be the
most successful single club opera-
tor in the world. He has proven
that taking care of your employ-
ees and keeping them happy and
on board over the long haul pays
great financial dividends. Al-
though 1200 miles apart, there are
distinct similarities between these
two operators when it comes to
keeping staff on board for the long
haul. Cirulli has an impressive
line-up of long term employees
with tenure ranging from 20 years
for Karen Coley-Canon, 18 years
for Lorrie Hannon and brother
Danny Cirulli, 11 years for Joe’s
Dad, Armand Cirulli, Kay
Goodrich and Glen Purdy, 9 years
for sister, Linda Cirulli-Burton and
Danny Stevens and 7 years for
Todd Waters. Recently, Jan
Matkozich, who had been with Joe
for 16 years departed to take on a
role with a rehab center in Tampa,
Florida. Cirulli has developed a
terrific team of sharp, enthusiastic
employees who take great pride
and enjoy their work.

A NEW WORLD
CLASS FACILITY

Cunsider this. Con-
sider a guy who started with a 1,500
square-foot facility and only
$1,700. Now, imagine what effort
it has taken to open on March 1,
1996, a new-state-of-the-art 51,000
square-foot facility which can best
be described as truly WORLD
CLASS! The new center has a
beautiful peach-colored, Florida
styled stucco exterior. It is situated
on 11.5 acres and Cirulli has re-
served 5 of those acres for the de-
velopment of surrounding medical
buildings. You enter the facility
through a grand lobby with elegant
finishings throughout. The
CARDIO THEATER with 80
pieces of LIFE FITNESS and
STAIRMASTER equipment is
viewed from the lobby foyer on the
left as you enter. The locker rooms
adjoin a five-lane, 25-yard lap pool
with a hugh whirlpool big enough
for 20 people. Next to the Cardio
Theater is the MED X Exercise
floor with 65 new MED X exercise
machines. Adjacent to the MED
X floor is a 3,600 square-foot state-
of-the-art aerobic studio. Just past
the MED X floor is a beautiful
6,000 square-foot basketball gym.
Upstairs is a large 8,000 square-
foot free weight room featuring
MUSCLE DYNAMICS and
HAMMER STRENGTH equip-
ment. The weight room has a view-
ing gailéry overlooking the
CardioTheater - MED X room on
one side and the basketball gym on

(See Cirulli page 27

FOR CLUB OWNERS « MANAGERS & DEPARTMENT HEADS
A 4-DAY INTENSIVE CERTIFIED TRAINING PROGRAM DESIGNED TO DEVELOP THE

MANAGEMENT TRAINING

SOPHISTICATED SKILLS NECESSARY TO SUCCESSFULLY MANAGE YOUR CLUB
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TENNIS PROS 101

By Spike Gonzales

If you manage a club
with tennis courts, you've likely had
significant challenges in dealing
with tennis pros. It's quite possible,
in fact, you’ve gotien on the “oppo-
site side of the fence” from your ten-
nis pros, sometimes finding them an
irritant to your business life.

When dealing with
disagreeble others, good manag-
ers understand there are always two
sides of a story. Great managers
make the assumption that they can
be either wrong or faulty in their
own perspective and operate to re-
educate themselves.

I frequently encounter
managers who’ve concluded that
tennis pros are a non-motivated or
unreliable lot. The common sce-
nario: the manager has become ac-
customed to hearing members com-
plain that pros do not return phone
calls on a timely basis. Pros are fre-
quently late for meetings and show
up unprepared. They also leave the
courts in disarray and barely show
up on time for their lessons. They're
sloppy with their administrative
work. They fall short of what's ex-
pected of them in assisting the re-

Workbook

Collaborative Selling Video and

oday's customers are better educated, more

ception desk in fee collections and
being accountable for who’s on
the courts...... and so on and so on.

For those of us wishing
to be great managers, let’stakea
look at things from the hourly
pro’s perspective. Here it is:

“To make a reasonable
living, | need to work three-to-
four-hour shifts on the court, fully
immersing myself in educating
and entertaining my clients. Dur-
ing this time I'm not only
stretched mentally and physically,
but don't get to take coffee breaks
oreven bathroom breaks.”

When | get off the court,
I've got a dozen details to handle
with my lesson scheduing, and
I'm lucky if | can find some
workspace or an available phone
to use. With my lunch hour break,
should I go to the bathroom, have
lunch, catch my breath — or im-
mediately handle the ten mes-
sages the desk has given me?
(Unlike my non- teaching asso-
ciates, | ®nnot handle inquiries
orproblems as they arise. Instead
these face me in a mountainous
bundle when | otherwise could
use a break.)

Because of the demands
on the courts and the nuances of
my clients” schedules, I often start
workdays by 7:00 a.m. and finish
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some daysat 11:00 p.m. My work
weeks are al least 5 1/2 days, in-
cluding at least one of the weck-
end days. I'm often needed for
very long full work weekends
when special events are sched-
uled. Sure, | get flexibility to take
a weekday off, but my spouse and
friends aren’t available then; so |
might as well work anyway!

When | go to see the
Club Manager, she is always so
busy. | have to wait 20 minutes
just to see her, and then she scems
irritated or rushed.  She
occassionally asks me to attend
meetings with staff members.
They're on paid time, while [ of-
ten have to cancel a lesson and my
related pay to be there. And if the
meeting is at 11:00 am, 1I'm criti-
cized for being five minutes late
coming from my 10:00 lesson.
Should | cancel that one also?™

Sharing the pro’s per-
spective lends to some elementary
steps to bring them on to the same
side of the fence as management.
Some of these steps are:

1. Provide structure for
the pros to work around. They
should have set weekly times for
staff meetings and personal meet-
ings with their managers, and the
non-teaching personnel should
stretch to have these at times when

the pros wouldn’t otherwise
be teaching.

2. Be accessible
and reliable to them. Their
schedules are often rigid.
(You wouldn’t want them
rescheduling lessons as
frecly as you may resched-
ule meetings in your rou-
tine.)

3. Be sure the pros
have reasonable desk space
and phone accessibility.

4. Be empathetic
to their lifestyle. They
should be recognized for

their long and varied hours,
and rewarded with appropri-

Spike Gonzales

ately tailored perks such as ex-
pense accounts and scheduling
plans to allow them to go to con-
ferences.

5. Set up administrative
procedures for the reception staff
to handle lesson scheduling and
train desk staff to screen and as-
sist with pro-related issucs.

It's not difficult to de-
velop a bias related to tennis pros.
They can come across as selfish
with their time, irresponsible and
non team players. However, the
manager attempting to sec their
perspective can greatly benefit the
business with some shared prob-
lem solving.

(Spike Gonzales has been
building tennis markets since 1971,
An influential member of the
USPTA, USTA and IHRSA, he was
involved in bringing those organi-
zations together in founding the
National Tennis Rating Program.
He presently serves as an advisor
to Tencaps R, a USPTA-endorsed
tennis handicap and rating system.
As President of AD-In Club Man-
agement and the owner of The
Naples Racquet Club in Naples,
Florida, he specializes in the de-
velopment of pros and managers in
the tennis industry.)
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and Workbook
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The Power of Listening
Video and Workbook
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informed and more demanding of sales
people. The old razzle-dazzle sales pitch and 25
power closing techniques won't get the job
done. Join Tony in this one-hour session on the
collaborative sales process as he covers the
importance collaborative vs. traditional selling.
Topics include: Knowing Your Competitive
Advantages; Using Personal Marketing to
Generate Leads; The Direct Mail System;
Exploring Customer Needs; Asking Questions;
Addressing Customer Concerns; Servicing the
Customer; Enhancing the Customer Relation-
ship; and Expanding Business Opportunities,
($89.00; 60 minute video; 66 page workbook:
Reminder Card)

To ORDER

C ompanies seeking a competitive advantage in
today's marketplace are discovering that
superior service is the key to getting and keeping
customers. In this program, Tony shows how to
consistently create "moments of magic" by
sdentifying and exceeding customer expectations
and building strong, long-term customer relation-
ships. Topics covered include: Operations-Driven
vs, Customer-Driven; A Commitment to Being

C Driven; Creating D ding Custom-
ers; Moments of Magic vs. Moments of Misery;
Effective Communications; Keeping in Touch
with Your Customers, and Appropriate Handling
of Customer Problems.

($89.00; 60 minute video, 64 page workbook; Re-
minder Card)

Name

Anyone

Listening is the most used and least developed
communication skill. In this dynamic program,
join Tony in an "ears on" experience in active
listening. He'll cover the six steps of effective
listening using the CARESS model: Concen-
trate; Acknowledge; Research; Emotional
Control; Sensing; and Structure; plus an Action
Plan for putting the Power of Listening into
action.

($89,00; 60 minute video; 64 page workbook,
Reminder Card)

PLEASE MAIL, PHONE, FAX OR E-MAIL:

Faust MANAGEMENT CORPORATION
10085 CarroLL CanyoN Roap, Surte 210

San Dieco, CA 92131

(619) 536-7970 *» (619) 536-7976 (Fax)

faustmgmi @aol.com

Company

Street Address

City/State/Zip

Daytime Phone
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«Cirulli

continued from page 25

the other.

MEDX
REHABILITATION
CENTER “REQUEST”

On the ground floor ad-
jacent to the CardioTheater is the
5,500 square-foot ReQuest Physi-
cal Therapy Center which is a joint-
venture between Columbia North
Florida Regional Medical Center
and Gainesville Health and Fitness
Center. This venture is a terrific
winner of a deal for both the hospi-
tal and Cirulli’s business. After
years in the Physical Therapy busi-
ness in Gainesville, Cirulli’s
Florida Sports Medicine and Ortho-
pedic Center had become one of the
“Big 3" in the field in the arca. One
of the other “Big 3" was the Co-

lumbia North Florida Regional
Medical Center. After getting to
know each other and learning
about Cirulli’s plans for his new
$6+ million facility, the hospital
and Cirulli got together to look at
the numbers on a possible
“merged” Physical Therapy Cen-
ter. The initial financial analysis
was positive about the economies
of a merger of the two physical
therapy centers. This led to a deal
between the two organizations be-
fore the facility plans were final-
ized, allowing Cirulli to tailor
make the Physical Therapy Center
within his 51,000 square-foot fa-
cility. It is truly a winning propo-
sition for both parties because the
hospital is able to focus on what it
does best while at the same time
enjoying the economic benefits of
a first class physical therapy op-
eration run by Cirulli. Cirulli wins
because they will be able to grow
their physical therapy business

The New and Easy, Computer
Software for “Do-Ii-Yourself” =
Receivables/Facility Management

Simple to Operate!!!
Simple to Understand!!!
100% GUARANTEED —

100°% SUPPORTED

A * UNLIMITED NUMBER OF MEMBERS
S I ; FRONT DESK CHECKIN
Basic Package © s« VIDEO PHOTO IMAGING
Now Only « MEMBER/GUEST TRACKING
Hssssﬂﬂ » ALL METHODS OF BILLING
7 U.S.— . LATE NOTICES
7 't“ * CUSTOM LETTER WRITER
- » AGING & DELINQUENCY TRACKING
« BACK OFFICE ACCOUNTING

%* % % Optional Power Modules x« % %
~» POINT OF SALE * SCHEDULING
» FITNESS EVALUATION * TOURNAMENTS
« UNLIMITED REPORTS

AAC In-House Software
FREE “Try It Before You Buy IT” DEMO DISK
Call SCOTT HARRIS

INTERNATIONAL TOLL FREE

1-800-233-8483
AFFILIATED ACCEPTANCE CORPORATION

Main Post Office Box 419331, Kansas City, Missouri, USA 64141

FAX: (816) 753-1429

E-MAIL: 74041,2525 @ COMPUSERVE.COM

WEBPAGE: HTTP:/WWW FITNESSWORLD.COM/PRO/TRADE/AFFILIATED.HTML
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dramaticaly (Cirulli projects $3 mil-
lion in Physical Therapy) while re-
ceiving income for his Center for
space rental, equipment leases and
management fees before the profits
are split with the hospital. A second
ReQuest Physical Therapy Center
opened in the women’s-only center,
100,

GREAT
OPPORTUNITY FOR
OTHER CLUB
ENTREPRENEURS

Juc Cirulli now has plans
to roll out nationwide this model for
a physical therapy center within a
fitness center. He feels that after al-
most 10 years of physical therapy
experience combined with 21 years
in the fitness business he has devel-
oped a formula for success. If prop-
erly applied, it will give many club
operators a terrific opportunity for
increased profits and better service
to the communities they serve.
Cirulli may be the single most quali-
fied person in the world to provide
guidance in this area, He has, as they
say, “Been there..... done that!”
Arthur Jones and Jim Flanagan of
MED X have a great operator in
Cirulli representing the MED X
product line. And, Cirulli has built
a true show place for people to see
MED X in action. Not only did
Cirulli work with Arthur Jones in de-
veloping MED X, he has purchased
and installed nearly $750,000 worth
of MED-X products in his facility.
In short, he practices what he
preaches.

A TRULY
GRAND OPENING!!

Joc Cirulli does every-

thing in a first class manner.
Take for example his Grand

Opening Celebrations. On

Thursday night, February 29th,
he hosted the Gainesville Cham-
ber of Commerce Business Af-
ter Hours Meeting with atten-
dance - over 1,500. On Friday
night, March 1, 1996, he hosted
an Open House for his members
and guests. Attendance was
over 2,500 even though the at-
tendees had to endure a driving
rain storm and a huge traffic jam
getting into and out of the park-
ing lot. Cars were backed up for
1/2 mile in either direction with
people arriving at the facility.

The facility exterior
and decor can best be described
as, “elegant, but very func-
tional.” It is very well planned.
The reaction of the members and
guesis was excitement and hap-
piness at the prospect of exer-
cising in this new world class
place. Maybe the best expres-
sion of glee came from one lady
who exclaimed immediately
upon entering, “ Oh..... what a
wonderful place!"

The new Gainesville
Health and Fitness Center gives
you a feeling upon arsival that
you have just come to a resort
in the Carribean. On the night
of the Grand Opening, Cirulli
stationed a five piece Reggac
band in the lobby playing lively
music to set the tone of the
cvening. Greeting all guests
upon arrival was Bridgette, who
did a terrific job of controlling
the arrival traffic and account-
ing for attendance by having
guests sign in the register and
members check in at the desk.
The entire staff of the GH&FC

did a tremendous job during the
party and everybody who entered
was greeted and told goodbye
when they departed. Importantly,
Cirulli and his staff had just com-
pleted a grueling, intense weeklong
move from the former facility to
the new facility that required
twelve (12) - 48' truck loads! So,
even though they were all ex-
hausted from the move, everybody
was sharp and energized. Cirulli’s
efforts with this Grand Opening
week did not go unrewarded. His
sales staff sold over 400 new mem-
berships that week....... including
149 on Grand Opening day alone!

LEGENDARY
STATUS -
JOE CIRULLI IS
ONE OF THE TOP
CLUB OPERATORS
IN THE COUNTRY!

Thcrc are just a few

people in the health, racquet and
sportsclub industry who can be
described as “legendary” because
of what they have accomplished.
Ray Wilson with 49 years in the
business is one. Red Lerille with
33 years in business is another. Joe
Cirulli is attaining legendary sta-
tus in our industry and you should
make plans to go to Florida to see
his facility and what he does.
Cirulli is an honest, down-to-carth,
hands-on operator who is always
willing to share his knowledge. He
is leading the way as the #1 fitness
center operator in his market and
he is one of the top operators in
America.

Congratulations to Joe
and his Team from The CLUB IN-
SIDER News!

...Norm's
Notes

continued from page 5

AND HOTEL SERVICES, wecre
recently showcased on the OPRAH
WINFREY SHOW as having one
of the top ten most exciting and in-
teresting jobs in the world. The
show aired on Thursday, February
22, and focused on the company’s
“SECRET SHOPPER” service.
In case you are not familiar with the
“Sceret Shopper” service you ought
to check it out. Jeff can be reached
in Fairfax, Virginia at: (800) 777-
6699.

My apologies to ROBERT
PRITIKIN and The Pritikin Lon-
gevity Center for mispelling his

name in last month's edition.
Also ditto apologies to MIKE
SILVA, of the HEALTH STAR
CLUB in Ramsey, N.J. and PE-
TER ZAPELL of AEREX
BODY PUMP for misspelling
their names in previous editions.

FAT CITY UP-
DATE..... my friend described
in our January edition of The
CLUB INSIDER News article
entitled: “American Boomers In
Fat City “ informs me that he
has now lost 19 pounds and is
sticking to his regular exercise
program with dedication. He
also has signed up for the
NUTREX Program which is
helping people now in over 400
health clubs to modify their cat-
ing habits and nutritional plans.

He plans to begin the Nutrex Pro-
gram the 1st of April.

RICHARD TRANT, our
good friend in Boston who had a
terrible auto accident on Super
Bowl Sunday, is doing very well
in his recovery. He tells me he is
hearing from people from all over
the country due to our note in the
February edition and he appreciates
the calls and letters a great deal. He
projects that he will spending an-
other six to eight weeks in the hos-
pital before he can go home. In
case you missed his address in last
month’s CLUB INSIDER News,
here it is again: Mr. Richard Trant,
Youville Hospital, West 2- Room
222, Cambridge, Ma. 02138.

TN
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REFURBISHED TIMES

You have a big investment
in your facility’s fitness equipment,
managing that investment is very
important to your bottom line.

By Steve Paterson

As a club operator you
want to maintain your fitness equip-
ment as cost effectively as possible.
I want to share a conversation with
one of the best service technicians
to ever work in the fitness industry.
The insight and knowledge he has
accumulated with his years of ex-
perience will help you get more out
of your fitness equipment.

Udo Von Zabuesnig, (we
call him *Udo’) has been around the
fitness business for years and was
the ‘top-dog’ for service and prod-
uct research devglopment for the
Unisen Company, makers of the
Star Trac Treadmills. Working for
Star Trac has made him a bit of a
celebrity and we were very excited
here at Fitness Systems, Inc, when
he was put under contract to head
up our refurbishing facility. It was
very important to us because we saw

the problems with the pre-owned
equipment business. They stem
from the lack of professional ser-
vice technicians who are trained
on all top brand commercial fit-
ness machines and can effectively
(the first time) diagnose immedi-
ate and potential problems, then
refurbish them properly to elimi-
nate service problems and guar-
antee an extended lifespan for the
pre-owned equipment. [t takes
years of experience to be able to
‘trouble shoot’ and not just re-
place a part that has failed.

Udo’s specialty is tread-
mills, so let’s see what he has to
say about them.

SP: * Udo, working for
Unisen has made you well known
in the fitness equipment business.
What else have you done?
UDO: Yes, Steve, working for
Unisen has made me a bit of a
celebrity, but actually that was the
easiest work I do. | have been re-
furbishing fitness equipment to be
shipped to Europe for some time.
The equipment has to work right
because the down time in Europe
can be long. I have lots of suc-
cess stories overseas!

+SP: Udo, after refurbish-

ing as many treadmifls as you
have, what would you say is the
number one cause of treadmill
break-downs?

UDO: Dirt, actually la-
ziness, or not regularly cleaning
your treadmills. The purpose of
atreadmill is to move the ground
below you so you can job or walk
in place. The electronic compo-
nents are there to help move the
belt and raise the elevation.
When the belt moves over (the
deck), gets scratched and
roughed up, the friction builds
up. It’s like trying to jogwhile
dragging a 50 b weight on the
ground behind you. Yeah, you
can still jog, but you have to work
much harder and you will tire and
break-down much faster than if
you weren't dragging it! Once
your deck gels worn, your tread-
mills have to work much harder,
heat builds up and you burn out
your electronic parts such as your
lower and upper control boards,
which is a common service prob-
lem. You’ll also kick off circuit
breakers which shut off your
treadmill and can throw your
member to the ground. This will
also wear out your treadmill’s

belt much faster which can be
costly.

It’s really very easy to
maintain your treadmills, as long
as you do a little every week!

It's amazing how some
clubs ignore any maintenance tasks
and then get mad when their tread-
mills do breakdown. ['ve had to
service treadmills where the deck
had 2 grooves in it. And the clubs
were angry with the treadmill’s
manufacturer because they broke
down so often. But, after I changed
the deck, belt and cleaned it, |
showed them how to keep it clean
themselves. They rarely had ser-
vice problems after that...... you
need to realize that commercial fit-
ness equipment was built to have
its worn-out parts replaced and to
be used hard again after refurbish-
ment. That’s why they're built so
you can easily replace the moving
parts that wear out from use. All
the moving components on your
treadmills will wear out at some
point, no big deal, just replace
them. But the better you maintain
and clean your treadmills, the
longer its parts will last. Clean
your treadmills underneath the run-
ning belt and inside and around the

motor and the electronic parts. You
can expect to double or triple your
treadmill’s life expectancy.

Steve, | have a great little
report | put together that I can give
to your readers. It’s a step-by-step,
‘how to” guide to change the motor
brushes in your treadmill’s motor.
This will keep their motors running
longer and keep the noise way
down. If you pay the postage and
printing costs for your readers, |
will give it to them FREE!

SP: That's great UDO!
0.K, readers, please call me at (800)
325-1968 and | will mail you this
report. And thanks a lot UDO!

Tip of the Month: To get
your best prices on replacement
parts for your existing equipment
and FREE technical phone assis-
tance, call National Gym Supply at
(800) 496-7278 and ask for John or
Kurt.

(Steve Paterson is the V.P.
of marketing and sales for Pre-
Owned fitness at Fitness Systems,
Inc. (formerly Commercial Fitness
Systems) a division of Healthline,
Inc. Call (800) 325-1968 for your
current, pre-owned invenlory price
list.)
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without deltoid involvement *Adjustable seat
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Certification Of Personal Trainers

By Ed Gaut

Onc of the frequent
themes of this column has been the
importance of hiring qualified per-
sonal trainers. A top-notch personal
training program starts with top-
notch staff. That is the essential in-
gredient. While personality and en-
thusiasm are important qualities in
personal trainer, ultimately what
qualifies a personal trainer is his
knowledge of exercise and fitness.

If your personal trainers do
not have the necessary knowledge
and skill, they will not be able to
train your members safely and ef-
fectively. That means at best your
trainers will be cheating your mem-
bers, and at worst, injuring them.

Personal training programs
are built on word of mouth. People
chose a personal trainer based on
recommendations of friends or rela-
tives as much as on anything else.
If your facility develops a reputation
for personal trainers who know what
they are doing, who get resulls
quickly and safely, your program
will thrive. If, on the other hand,
your facility develops a reputation
for having personal trainers who do
not know what they are doing or
worse, injure people, your program
will not last very long.

Remember that injuries in
your facility, whether your staff’s
fault or not, always exposes your
facility to potential liability. This is
particularly truc if a member is in-
jured while under the dircction of
one of your staff as is the case dur-
ing personal training. Certification
of your personal trainers will put a
least one layer of protection between
your facility and a lawsuit.

The problem is finding
qualified staff. Almost anyone who

To SUBSCRIBE
To THE CLUB
INSIDER

Send $49 to:

The Club Insider
News
P.O. Box 671443
Marietta, GA 30067

has at least six months of experi-
ence working out considers him-
self a fitness expert. Fortunately,
hiring qualified staff has been
made easier by the development of
personal trainer certification pro-
grams. Requiring your personal
trainers to be certified by one of
the major fitness certification or-
ganizations is the best way to en-
sure that your staff has the neces-
sary knowledge and skills.

As demand for personal
trainers has grown, so has the need
for certification programs. In re-
sponse, numerous organizations
have sprung up in the last few
years offering programs. Some of
these programs are good, some are
not. Unfortunately, many are set
up by enterprising individuals and
organizations simply as a way to
cash in on the demand and make
money. It is important to be wary
of unknown organizations espe-
cially since many have impressive
sounding names and acronyms.
The following is a list of top certi-
fication organizations.

other than those on the
list below, there are a
number of things to look
for: Check the pass rate
of the certification test,
which is the percentage
of people taking the test
who successfully pass, If
it is high, ninety percent
or more, the certification
probably is not very rig-
orous. Check if the cer-
tification has a practical,
hands-on examination.
Again, if it has only a
wrilten test, it is probably
not as rigorous. Finally,

check the prerequisites

E Gaut

required by the certifica-
tion. The better certifications,
such as those listed below, re-
quire CPR and recommend a col-
lege degree in a related field or
equivalent knowledge in order to
obtain the certification. They
also require continuing education
credits and continued CPR certi-
fication to maintain the certifica-
tion.

Also, make sure that the
type of certification is applicable

are often hard to find. In reality,
therefore, you may need to hire
trainers who are not yet certified.
You may also have existing staff
who are not yet certified.

There are a number of
ways to encourage these non-cer-
tified trainers to become certified.
One way is to provide a proba-
tionary period. To do this, hire
non-certified trainers based on the
requirement that they become cer-

CERTIFICATION ORGANIZATIONS CONTACT NUMBER

American College of Sports Medicine

National Strength Conditioning Assoc.

Aerobics and Fitness Asso. of America

American Council on Exercise

National Sports Performance Assoc.

(317) 637-9200

(402) 476-6669

(800) 446-2322

(800) 825-3636

(301) 428-2879

CERTIFICATIONS

ACSM Leader
ACSM Health/Fit.Inst.

NSCA-Certified Per.Tr.
Weight Rm/Resistance
Training Certification
Personal Trainer/Fitn.
Counselor Cert.

Personal Tr.Cert.

Certified Fitness Inst.
Certified Cond. Spec.

You may decide to re-
quire your trainers to have one spe-
cific certification. It is probably
more practical, however, to pro-
vide a list of acceptable certifica-
tions from which trainers can
choose. The certifications above
would be a good starting point for
such a list. Call up the organiza-
tions that interest you and request
a description of their certification
programs so you know what types
of knowledge and skills to expect
from trainers with each certifica-
tion,

If you decide to add cer-
tifications from organizations

to personal trainers. Most fitness
certification organizations offer
different types of certifications
for different types of fitness po-
sitions. An aerobics certification
is not sufficient for your personal
training staff. You need trainers
with certifications which deal
specifically with issues involved
in one-on-one training such as
weight lifting, spotting, kinesiol-
ogy, efc.

Ideally, every trainer
you hire will already have the re-
quired certification. However,
with the growing demand for per-
sonal trainers, certified trainers

tified within a specified period of
time. Trainers will procrastinate,
so do not make the probationary
period too long. On the other
hand, you need to provide your
trainers with enough time to fin-
ish the course work and take the
test. A three-month probationary
period is probably reasonable.
As an added induce-
ment, consider a two-tier pay
scale with certified trainers paid
more than non-certified trainers.
Nothing will motivate a trainer to
become certificd faster than the
inducement of an automatic raise.
Also consider different titles such

as Junior Trainer and Trainer for
non-certified and certified train-
ers. How much you allow your
non-certified trainers to do is up
to you. Iwould be wary of allow-
ing them to train clients by them-
selves.

Once your staff is certi-
fied, they will need to maintain
their certifications with continu-
ing education. You and your staff
should look upon this as an oppor-
tunity, not an obstacle. Taking
continuing education fitness
courses and attending fitness
workshops will keep your staff
motivated and provide them with
new ideas and techniques for at-
tracting and motivating members,

One of the fitness orga-
nizations that is leading the way
in education for personal trainers
is IDEA (800) 999-4332. They do
not certify personal trainers, but
they do provide continuing edu-
cation classes for personal train-
ers and publish a magazine de-
voted exclusively to personal
training. Once a year, IDEA hosts
a Personal Training Summit,
which is a convention specifically
for personal trainers. While few
fitness facilities can afford to pay
for even some of their trainers to
attend this event, every facility
should encourage trainers to at-
tend if at all possible.

While a successful per-
sonal trainer must have more than
just a knowledge of exercise and
fitness, having that knowledge is
a necessity. Few fitness directors
and club managers can afford the
time to evaluate the fitness knowl-
edge of potential staff members,
let alone keep up with the chang-
ing state of fitness knowledge.
Using the certification organiza-
tions to ensure that your personal
training staff have the necessary
knowledge and skills and keep up
with changes in fitness training
will enable you to provide your
members with the best personal
training staff possible.

(Ed Gaut is a nationally
- known personal trainer and fit-
ness author. He is also Vice Presi-
dent of Willow Creek Publications,
maker of Personal Trainer Busi-
ness Manager for Windows and
Fitness Class Scheduler for Win-
dows, software for managing per-
sonal trainers and aerobics in-
structors. Be sure to see the
Willow Creek ad on page 24.)
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“And we have another assumption:
that you really do want to look bet-
ter and feel better, you just don’t
know how.”

All the participants begin
their workouts on a 20-minute acro-
bic circuit course that exercises all
their body parts and their cardio-
vascular system. After that, follow-
up exercises are developed for in-
dividual needs.

A golfer would be as-
signed a program that includes ad-
ditional work on upper body
strength and range of motion. A
member with hip problems or ar-
thritis might use the Aerex Body
Pump that can simulate the same
buoyancy experienced in swim-

ming pools. Someone with back
problems might use the recumbent
exercise blke for further aerobic
exercise.

Each person charts his
workouts and the Yosts feed the
data into a computer. After every
50 visits to the fitness center, each
member is reevaluated. Progress
is noted and adjustments to the
workout schedule are made.

ADDRESSING
CONCERNS OF
OLDER AMERICANS

Thcrc are many distin-
guishing aspects to the MAXLIFE
Program. The method in which
they address the concerns of older
adults may be most significant.

“The first thing we do
with new members is talk with
them about their concerns. We

SPRINGFIELD CORPORATION

WHOLESALE DISTRIBUTOR OF INSTITUTIONAL LINEN
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Towel Purchasing
Satisfaction Guaranteed
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Commercial Products
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cALL 1-800-241-2081
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IFRSA
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P.O. Box 81345 ¢ Atlanta, Georgia 30366
404/451-3951 800-241-2081 FAX 404/457-9557 FAX 800-772-6760

know they are worried about loss
of strength and muscle tone,
osteoporosis, loss of flexibility and
range of motion, joint instability
and declining posture. So we edu-
cate them about the many ways
exercise can help make them
stronger, improve their mobility
and agility and let them do all the
things they love doing more com-
fortably and with more energy
than they've probably had in
years.”

“In addition, we recog-
nize that many of our members,
67% of them to be exact, have
never exercised in a structured
program before. Naturally, they
have a lot of anxicty about exer-
cising. So we take the time to ex-
plain exactly what they will be
doing, why they will be doing it
and the kind of results they can
realistically expect. Then they
can’t wait to get started,” com-
ments Jerry.

UNIVERSAL CROSS
LINE CIRCUITAND
AEREX BODY PUMP

J erry Yost emphasizes
that health club operators cannot
simply expect to bring older adults
intoa club and expect to mix them
successfully with the masses in the
average club. He is convinced and
he has the results to prove it, that
virtually any club can successfully
appeal to the older adult market if
they will design and install an en-
vironment tailor made for them
and staffed and supervised specifi-
cally for them.

Resistance training is in-
strumental to the success of the
MAXLIFE program. Even though
84% of its members had never
trained on weights before, they
found great success with the Uni-
versal Cross-Line cross-training
system which consists of 12 Uni-
versal Power Circuil resistive ma-
chines, arranged in opposing
muscle group order, interspersed
with 12 Universal CrossLine step
platforms (stationary bikes at
MAXLIFE). Participants work
for 30 seconds at a resistive exer-
cise station, then move quickly to
an aerobic station for 30 seconds,
alternating between the two types
of activities throughout the circuit.

“We chose the Universal
CrossLine circuit for many rea-
sons. The Power Circuit ma-
chines in the circuit are ideal for
older adults. It’simperative, when
working with senior adults, who

for the most part have not lifted
weights in their life, to provide
equipment that is easy to get on
and off, is easy to adjust and easy
to use. Many of these individuals
have lower back problems, so the
equipment has to provide adequate
lower back support,” says Yost.

In addition to the Univer-
sal CrossLine system, the Yosts
have had great success with a new
piece of equipment..... the Aerex
Body Pump. Yost comments, “
The Aerex Body Pump is abso-
lutely a wonderful piece of equip-
ment because it allows me to go
through a full range of motion and
make them weigh what | want
them to weigh. We've endorsed it
as a perfect machine for seniors
because it provides a full range of
exercise with multi-joints safely.
We discovered the Acrex Body
Pump at the Club Industry show
and it was a perfect compliment
to the Universal CrossLine Cir-
cuit.”

SILVER EAGLE
AWARD

The MAXLIFE pro-
gram received the prestigious Sil-
ver Eagle Award presented by the
President’s Council On Physical
Fitness and Sports for their exem-
plary health and fitness program
benefitting older adults. Sandra
Permuttter, the PCPFS Exccutive
Director, presented the award to
Robson Communities CEO and
founder Ed Robson. The Silver
Eagle Award recognizes individu-
als and organizations for their out-
standing efforts in working with
“older adults” and developing pro-
grams that communities might
adopt to increase physical activity
among seniors.

TERRIFIC RESULTS

Thc participant's are
getting great results as evidenced
by Ed Curran who after just 50
hours on the program had reduced
his percentage of body fat by 19%,
improved his resting heart rate by
31%, experienced upper body
strength gains of 100% and lower
body strength gains of 43%. His
aerobic recovery rate has also im-
proved an impressive 174%. Ed
Curran’s results are typical with
the following average improve-
ments of the MAXLIFE partici-
pants who have been re-evaluated
after being on the program for 50
or more Visits:

*Body fat decreased by an aver-
age of 15.77%

*Resting pulse rate improved by
14.94%

*Blood pressure Sys. reduced by
12.35%

*Blood pressure Dis. reduced by
11.07%

*Heart recovery rate improved by
103.14%

*Sit and reach improved by
30.67%

*Shoulder flexibility improved
by 35.82%

*Upper body strength improved
by 41.15%

*Lower body strength improved
by 41.96%

*Abdominal strength improved
by 49.05%

Not only are the statistics
impressive. The comments of the
participants reflects the improve-
ment in their lives that regular ex-
ercise has been providing for them.
For example:

“When | first came in here
I was using a cane. Now [ garden
every day. 1'm walking better,
bending better, | have better pos-
ture and [ feel better.” Aria Rosner,
age 84.

“MAXLIFE is great. |
have lost body fat and have noticed
a definite improvement in my up-
perarms and abdomen. Atightness
in the muscles of my upper back
and left shoulder, that medical doc-
tors have been unable to improve,
has finally disappeared. | feel ter-
rific.” Lyn A. Wareham, age 72.
“I was becoming a couch potato
without any real drive to start an-
other exercise program. MAXLIFE
has shown me a way to better
health, more energy and greater
mobility. This is an excellent pro-
gram...... especially for seniors and
others who have allowed them-
selves to become out of shape.”
Raymond J. Ignatius, age 69.

“MAXLIFE is marvelous.
As a recovering stroke patient, | feel
that literally a life line has been
thrown to a person drowning in an
ocean of poor health, It’s been two
and a half years since the stroke and
the healing process has been on-
going and slow. MAXLIFE seems
to have accelerated the process both
mentally and physically.” Marga-
ret (Fuz) Weber, age 75.

If you would like to learn
how to convert 2,000 square feet in
your club to add successful pro-
grams for older adults, contact Jerry
Yost at (602) 935-6780.
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